
 
JSSGIW JOURNAL 

OF 
MANAGEMENT 

 
 

Volume-II, Issue No. I, Oct.-Mar., 2015 

 
 

 
 
 

Published by: 
 

Jeev Sewa Sansthan Group of Institutions for Women 
Faculty of Management 

Lake Road, Sant Hirdaram Nagar 
Bhopal – 462030 (M.P.) 

 
 



 
 
 

Motivator & Guide 
Rev. Siddh Bhauji 

 
 
 

Chief Patron  
Shri Mamtani Manga (Chairman, JSS) 

 
 

Patron 
Dr. Shashi Rai (Director, JSS & SHKES) 

Shri Hero Gyanchandani (Managing Director, JSSGIW) 
 
 
 

Editor-in-chief 
Dr. Rakesh Anand 
Director, JSSGIW 

 
 
 

Editorial Committee 
Prof. Komal Taneja 
Prof. Nishtha Sharma 
Prof. Shalu Pandey 

 
 
 



Editor-in-chief Message 
 
Dear Reader, 

I take this opportunity to thank our authors, editors and reviewers, all of whom have 
volunteered to contribute towards the success of the Journal. We are pleased to share 
that the present issue of the Journal has an appropriate mix of research work from 
academics and industries as well. All measures have been taken to accomplish the 
outlining objective of research i.e. its usability and application. 

JSSGIW Journal of Management is dedicated to the rapid dissemination of quality 
research work supporting the multi disciplinary approach of management. The intent 
of the present issue of Journal is to address the emerging concerns in the ever 
dynamic management scenario. Issues like Work life balance, Career Management 
and Employability Skill Development concerning our HR Managers have been 
beautifully highlighted. Apart from this, a comprehensive analysis has been done to 
understand the role of banks in promoting MSMEs and Small Scale Industries and the 
importance of CSR. Emphasis has also been given to the key drivers in the marketing 
world through the research on Evaluation of Market Strategy of Ayurvedic Firms and 
Measuring Shoppers’ Attitude towards Retail Stores. All the issues discussed have 
gained prominence and are major concerns in today’s business environment. 

We invite all the researchers and academicians to contribute original papers, research 
articles management case, book reviews etc. for our next issue. The authors are 
requested to submit papers as per the guidelines available on the last page of the 
Journal. The authors are also requested to sign an ‘Assignment of Copyrights’ only 
after reading it carefully. The authors will be responsible for all the contents and 
views expressed by them in the papers submitted and can submit the papers on Email 
Id: journalofmanagement@jssgiwfom.com. 
 
The PDF of the Journal is available on the website www.jssgiwfom.com. 
 
We look forward to your valuable feedback, inputs and contributions. 
 
 
Thanks and regards, 
Dr. Rakesh Anand 
Director, JSSGIW, Bhopal.  
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Measuring Shoppers’ Attitude towards Retail Stores: A Factor 
Analysis Approach  

 
Mr. G. Sankaranarayanan  

Assistant Professor of Commerce  
Vel Tech Ranga Sangu Arts College, Chennai, Tamil Nadu. 

E-mail: snarayanan2k7@gmail.com 
 

Abstract 
 
Both retailers and consumers are currently in an evaluation mode with no clear 
judgment as to what drives them the choice of retail formats and patronage in the 
longer run. Understanding of consumer behavior signifies the totality of 
consumers’ decisions with respect to the acquisition, consumption, and 
disposition of goods, services, time, and ideas by human decision making unit. In 
particular, effective retail strategies satisfy consumer needs better than 
competitors’ strategies and thus, understanding consumer needs and buying 
behavior is critical for effective retail decision making, as well as the subsequent 
development and implementation of retail strategy.It is important for the retail 
players to be able to comprehend the different factors influencing the shopping 
behaviour of consumers. Thus, understanding the consumer behavior is the key 
to success for the retailers. This paves the way to categorize the consumers and 
also useful to suggest the marketers for preparing their policies and strategies 
 
Keywords: Shoppers, consumer behavior, intention, satisfaction, factor analysis. 

 
 
Introduction  
 
The Indian economy has seen substantial growth during the last decade. The country 
posted positive growth in the midst of economic slowdown and is among one of the 
fastest growing economies in the world with remarkable growth of over 7.4 percent 
Gross Domestic Product (GDP) in the last five years. The real GDP stood at 6.9 
percent in 2012-2013. The GDP growth projection for 2014-2015 is 7.1 percent as per 
the report of Asian Development Bank (ADB). The key drivers of India's growth 
include a booming domestic market and a surge in investment fuelled by large FDI 
and supported by certain inherent fundamental strengths such as favorable 
demographics, purchasing power with higher disposable income in the hands of 
people. Over the last two decades, the Indian retail market has undergone a major 
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structural changes due to liberalization in 1991 and recent industrial policies, 
resulting in a competitive retail environment. Furthermore, shifting demographics, 
increasing disposable money, changing lifestyles, and raising consumer expectations 
created more consumer awareness and they become more knowledgeable, 
sophisticated and demanding. The characteristics of new consumers include value for 
money, highly informative about market, timing, value conscious, convenience, 
personal attention and empathy.  

 
Literature Review 
 
An understanding of consumer behaviour gained through the use of frameworks and 
segmentation is used for a variety of purposes in marketing and retail activities. 
Solomon et al (2002) pointed out the consumer increasingly expects entertainment 
and/or experiential dimensions from a retail environment and not simply as a passive 
recipient but an active co-creator of the experience. As for the post-purchase stages of 
consumer behaviour, Liu and Arnett (2000) state that consumer satisfaction can come 
not just from the product and services purchased but also from the “personal and 
emotional” rewards that can derive from the experience, especially when shopping is 
used as a form of entertainment. Underhill (2004)also noted that in some cases, for 
example the Diesel jeans stores, a deliberately confusing and disorienting experience 
is promoted in order to drive new customers to seek help from sales clerks but also 
gives veteran shoppers a sense of knowledge and power in keeping with the product’s 
image in effect another example of store design catering for multiple experiences and 
multiple variations of consumer behavior. Chatterjee (2001) has focused on the 
effects of negative reviews on consumers' decisions to patronize the retailer, given 
that consumers needed to purchase a particular product. He concluded that the results 
showed that a majority of participants wanted to access product reviews when they 
were told that these reviews were available and he found that the effect of negative 
consumer reviews on consumers' perceptions of the reliability of a retailer and 
patronage intentions was moderated by the level of familiarity with the retailer. 
Marsh (2001) has revealed that retail store elements such as colour, lighting and 
visual merchandising have always been considered as having immediate effects on 
the buying decision making process. Veerapong Malai and Wuttisak Pitsuwan (2002) 
have examined that location of a store influences the consumer behaviour in a 
particular manner. In addition, they also emphasised that store atmosphere was found 
to be the least significant factor in accounting for the preferences for consumers of 
supermarkets, discount stores and department stores.  Suresh (2003)has suggested that 
it was the ambience of retail store that help it to success or otherwise. He also 
sounded that good ambience, such as proper layout, appropriate display of 
merchandise, cleanliness, courteous response of the salesmen and nearness accessible 
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to stores conveniently from all quarters, led to contribute to the successful storey of 
any retail store.Anderes Hasslinger et al (2007)have identified price, trust and 
convenience were influenced among the retail shoppers. Nancy M. Puccinelli et al 
(2009)have suggested that specific elements of consumer behaviour such as goals, 
scheme, information processing, memory, involvement, attitudes, affective 
processing, atmospherics, and consumer attributions and choices, play important roles 
during various stages of the consumer decision process. Vinod Kumar et al 
(2009)have found out that behavioural dimensions  signifies the quality consciousness 
of the consumer for products as they consider that stores provide better quality 
products and also compare the quality of the brands while purchasing. Tobias 
Kowatsch and Wolfgang Maass (2010) have identified that product information given 
in purchase situations influences purchase behaviour. Ravilochanan and Shyamala 
Devi. B (2011) evaluated Organized retailing in departmental store format has caught 
up with the Indian public in a significant manner. Venkatrama Raju D. and Dhivya 
Sathish (2012) have examined the Buying behavior of consumers and their 
relationship with Retail outlets. Aniruddha Akarte. Bharat Meghe and Amishi Arora 
(2012) discussed the shoppers' perceptions towards fashion apparel in reference to 
purchase motivations, socio-cultural value, and life-style that mediate the emotions 
and shopping behaviour. 
 
Significance of the Study 
 
The retail industry in India is the second largest industry in the world. It provides 
goods and services to a large number of people from various strata of the society. 
Moreover, this industry is a largest employment generator but, the stake of this 
industry in India is in doldrums, due to entry of leading multinational retail giants. It 
leads to stiff competition among the retailers in India. So, the retail industry in India 
must take war-footing steps to withstand in the market along with multinational 
operators. The entry of multinationals in India changes the life style of the consumers 
in a big way which had never seen before. At this juncture, it is imperative for the 
retailers to understand the behavior of the consumers which are dynamic day by day. 
Hence, this study aims at providing vital inputs to the retailers in India in order to 
understand and comprehend the consumer behavior in this dynamic scenario. So, this 
study thoroughly analyses the consumer shopping behavior in retail stores, keeping in 
view the fast changing life style of consumers. 
 
Objectives of the Study 
 

1. To measure the predominant factors influencing the shopping intention and 
satisfaction of consumers in retail stores.  
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2. To explore the influence of demographic variables on shopping intention and 
satisfaction of consumers. 
 

Research Methodology  
 
Survey Method has been followed for the study. Both primary and secondary data are 
used. Well administered questionnaire is designed to gather adequate data from the 
consumers of retail stores. The secondary data are collected from the books, journals, 
magazines and web portals.   

 
A proportionate random sampling method was employed to elicit the necessary 
information from the consumers of retail stores in Namakkal district. The sample size 
of 150 respondents, representing 75 in each of 2revenue divisions in Namakkal 
district, has been duly selected to represent the entire universe.  
 
The primary data collected from the respondents has been analyzed with the help of 
Statistical Package for Social Sciences (SPSS). Factor analysis by principal 
component method was applied to identify the contributory factors that led to the 
shopping behaviour of consumers in retail stores. Parametric One-way Analysis of 
Variance (ANOVA) was used to identify the influence of demographic variables on 
factors of shopping behaviour among the consumers in retail stores. K-means cluster 
analysis was applied to classify the consumers based on factors of shopping 
behaviour from heterogeneity to homogeneity in nature.    
 
Profile of Study Area  
 
Namakkal District is an administrative district in the state of Tamil Nadu, India. The 
district has 4 taluks such as Tiruchengode, Namakkal, Rasipuram, Velur and Kolli 
Hills(in descending order of population) and has two Revenue Divisions namely 
Namakkal and Tiruchengode. According to the 2011 census Namakkal district has a 
population of 1,721,179, roughly equal to the nation of The Gambia or the US state of 
Nebraska. This gives it a ranking of 282ndin India (out of a total of 640). The district 
has a population density of 506 inhabitants per square kilometre (1,310/sq mi). Its 
population growth rate over the decade 2001-2011 was 15.25 percent. Namakkal has 
a sex ratio of 986 females for every 1000 males, and a literacy rate of 74.92 percent. 
 
The district is noted for Truck and Lorry external body building which dates back to 
1956. Throughout India Tiruchengode is known for its Body Building industry for 
Trucks, Trailers, Tankers and Rig Unit. Finished trucks and Rig Units are even 
exported to foreign countries from Namakkal. Poultry development has been rather 
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phenomenal in the district of Namakkal. The district is also well known for its poultry 
and dairy industries, accounting for a bulk of supply of poultry products to 
neighbouring industries. In fact, Namakkal produces about 65 percent of the egg 
output of Tamil Nadu. 

 
Predominant Factors Influencing Shoppers towards Shopping Intention and 
Satisfaction  
 
There are various key factors which have a direct bearing on the shopping intention of 
retail shoppers. These factors are generally identified with the use of factor analysis. 
Hence, in this respect, factor analysis has been extensively used to identify and 
analyse the key or predominant factors which influence the shopping intention among 
retail shoppers. In this regard, several statements regarding various aspects of 
shopping intention have been framed. These statements have to be systematically 
reduced to make the analysis worthy and meaningful. The factor analysis used in this 
study was principal component method with the test for Sphericity with KMO (Kaiser 
Meyer-Olkin) measure of sampling adequacy. The main aim of applying the factor 
analysis is to reduce the numerous variables into meaningful factors. This reduction 
of variables into meaningful factors led to lessen the burden of tedious and lengthy 
analytical approaches.  
The KMO and Bartlett's test for sampling adequacy for fifteen variables were found 
to be 0.712 and the chi-square value of Bartlett's test for Sphericity was 906.797. This 
clearly indicated that all the fifteen variables were different and perfectly distributed 
in a normal distribution. This also emphasized that the factor analysis was suitable for 
fifteen variables of shopping intention of retail shoppers. The communality values for 
all the fifteen variables were represented in the table below. 

 
Table – 1: Factors Influencing Consumer Shopping Behaviour in Retail Stores  

 

Variables / Factors 
Variable 
Loadings 

Factor-1: Product Availability and Display  
Availability of all brands .587 
Trendy products in the store .500 
Quality products at reasonable price  .653 
Attractive Display of the products .679 
Factor-2: Store Atmosphere   .752 
Nearness to home / work place .593 
Store ambiance and decoration  .545 
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Variables / Factors 
Variable 
Loadings 

Lay out of the store 517 
Factor-3: Promotional Strategies .696 
Attractive discount and offers  .755 
Advertisement of the store .767 
Factor-4: Reference Groups   
Inducement by relatives .804 
Instigation by friends and neighbours .672 
Factor-5:Store Image  
Reliability of the store .769 
Shoppers’ patronage to store .530 
Factor-6: Status Quo  
Suitable to social status .801 
Apt to purchasing power   .510 

 
The rotated component matrix in the above table explained the variables loadings in 
each predominant factor of retail shoppers’ shopping intention. It was observed that 
the first factor consisted of four variables and named as ‘Product Availability and 
Display’. The second factor consisted of three variables and named as Store 
Atmosphere. The third factor consisted of two variables which were named as 
Promotional Strategies. The fourth factor consisted of two variables and it was 
named as Reference Group. The fifth factor consisted of two variables and it was 
called as Storage Image. The sixth factor which includes two variables in it was 
known as Status Quo.  

 
Table – 2:Number of Factors Influencing Shopping Intention  

 

Comp
onent 

Initial Eigen values 
Rotation Sums of Squared 

Loadings 

Total 
% of 

Variance 
Cumulative 

% 
Total 

% of 
Variance 

Cumulativ
e  

% 
1 2.578 16.112 16.112 1.899 11.870 11.870 
2 1.465 9.158 25.27 1.894 11.836 23.706 
3 1.252 7.823 33.094 1.306 8.164 31.870 
4 1.17 7.314 40.408 1.206 7.538 39.408 
5 1.061 6.633 47.041 1.145 7.157 46.565 
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Comp
onent 

Initial Eigen values 
Rotation Sums of Squared 

Loadings 

Total 
% of 

Variance 
Cumulative 

% 
Total 

% of 
Variance 

Cumulativ
e  

% 
6 1.014 6.34 53.381 1.091 6.816 53.381 
7 1.011 6.367 59.748    
8 1.013 6.295 66.043    
9 0.899 5.617 71.66    
10 0.869 5.428 77.088    
11 0.822 5.134 82.222    
12 0.779 4.866 87.088    
13 0.757 4.73 91.818    
14 0.678 4.239 96.057    
15 0.630 3.943 100.00    

Extraction Method: Principal Component Analysis. 
 
The above table explained that factor analysis by principal component method with 
varimax rotation has revealed six Eigen values as 1.899 and 1.091. This indicated that 
the eigen values greater than 1 led to the existence of nine major factors with 57.588 
percent of variance. These factors were subjected to continuous varimax rotation with 
respect to the correlation values and component-wise segregation which was given 
below:  
 
It was also observed from the above table that shopping intention of retail shoppers 
were influenced by product availability and display, store atmosphere, promotional 
strategies, reference groups, store image and status quo which necessitated and 
created shopping intention among the shoppers.  
 
Influence of Demographic Variables on Various Factors of Shoppers Intention 
and Satisfaction 
 
One-way ANOVA is employed to find out the influence of demographic variables on 
the factors of shoppers attitude. 
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Table - 3: Influence of Demographic Variables on the Factors of Shoppers 
Intention and Satisfaction 

 

Factors Age Gender
Marital 
status

Educational 
Qualification

Occupation 
Monthly 
income 

Product Availability 
and Display 

2.74** .16* 5.82 4.17* 2.92* 1.99* 

Store Atmosphere   2.09* .79* 6.29* 8.51** 2.77* 1.87* 

Promotional 
Strategies 

3.43** 
.51** 1.82** 8.77* 

2.53* 
0.47** 

Reference Groups   1.89* 1.88 2.91* 19.08* 2.26* 1.18* 

Store Image 1.96* .30** 5.55* 6.22** 1.96 0.86* 

Status Quo 1.96* .23* 3.88 11.43 1.96** 2.78* 

      ** Significant at 1% level        *Significant at 5% level  
 

• Age of consumers significantly differs with Product Availability and Display, 
Store Atmosphere, Promotional Strategies, Reference Groups, Store Image 
and Status Quo.  

• Gender significantly varies with Product Availability and Display, Store 
Atmosphere, Promotional Strategies, Store Image and Status Quo.  

• Marital status of the respondents significantly differs with Product 
Availability and Display, Store Atmosphere, Promotional Strategies, 
Reference Groups and Store Image.  

• Educational qualification of the shoppers significantly differs with Product 
Availability and Display, Store Atmosphere, Promotional Strategies, 
Reference Groups and Store Image. 

• Occupation of the respondents significantly differs with Product Availability 
and Display, Store Atmosphere, Promotional Strategies, Reference Groups 
and Store Image. 

• Monthly income of the respondents significantly differs with Product 
Availability and Display, Store Atmosphere, Promotional Strategies, 
Reference Groups and Store Image and Status Quo. 

 
Classification of consumers of retail stores based on their shopping behavior    
 
Factor analysis by principal component method identified the six factors. These 
factors are predominantly influenced in the shoppers’ intention and satisfaction 
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towards retail stores. It is essential to identify the different types of customers based 
on their shopping behavior. This would be useful for understating of shoppers’ needs 
and expectations. In this juncture, K-means cluster analysis is applied to classify the 
perception of shoppers (Table - 4 & 5). Therefore, it is concluded that there is an 
existence of three clusters which were presented as under:   
 
 
Table – 4: Final Cluster Centers for the Factors of Shopping Intention of Retail 

Shoppers  

Factors   
Cluster 

Mechanical     
shoppers 

Mystery 
Shoppers 

Erudite 
Shoppers 

Product Availability and Display 2.86 3.62 4.13 
Store Atmosphere   2.14 3.48 4.55 
Promotional Strategies 2.09 3.59 4.64 
Reference Groups   2.63 3.21 4.10 
Store Image 2.59 3.52 4.18 

Status Quo 2.25 3.31 4.01 
 
The final cluster center table revealed that there were in existence three 
heterogeneous groups of shoppers which were based on the factors of 
shopping intention.  

Table - 5: Number of Cases in each Cluster  

Clusters 
Number of 

Respondents 
Percent 

Cluster – I 37 24.67 
Cluster – II 89 59.33 
Cluster – III 24 16.00 

Total 150 100.00 
  
From the above table, it was found that the second cluster of shoppers (59.33 percent) 
were likely to be influenced more by the factors of shopping intention. Therefore, the 
second cluster of shoppers was called as Erudite Shoppers. The third cluster 
consisted of shoppers (16.00 percent) with the moderate influence of the above 
factors. So, these shoppers were called as Mechanical Shoppers. The first cluster 
consisted of shoppers (24.67 percent) with the above factors which influenced them 
least. Hence, this group was identified as Mystery Shoppers.  
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Conclusion  
 
Adequate consideration has been given to critically analyze the factors influencing 
the shopping intention and satisfaction of the shoppers when they make buying 
decision in retail stores. A retailer must understand, and know in detail, various 
factors that led to shopping intention and shopping satisfaction of the shoppers. 
Keeping this objective in mind, a threadbare analysis has been done, the result of 
which, in turn, will completely equip the retailers to understand and comprehend the 
shopping intention and shopping satisfaction of the shoppers. This will help him to 
climb the high ladder in the market.  They always look for the benefits of shopping in 
retail outlets in terms of self-selection, assortment seeking, information attainment 
and time consumption and also seek value for the money they pay. They willing to 
spend time in shopping and prefer to visit store along with family and friends; in all, 
they seek for complete entertainment while shopping. The findings and suggestions 
made in this study will definitely to serve as an eye-opener for the retailers and if 
these findings and suggestions are implemented by the retailers in letter and spirit, it 
will help the retailers to get a taste of success in retail industry domain.              
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Abstract 
 
The small scale industrial sector has recorded a significant growth and 
impressive performance by contributing towards the Indian economy. This study 
aims at identifying the financial institutions who work for the upliftment of small 
scale industries and analyzing the factors which are responsible to affect the 
survival of small scale industries.  
 
The study also has an objective to find the awareness level of small scale 
entrepreneurs about the various agencies established for the industrial 
development of small scale industrial sector. The first section is literature review 
which presents a rough idea on the summary of findings. The latter section 
contains research design followed by the analysis and findings of a series of 
interviews conducted with respondents i.e., Small Scale Industries. 
 
The findings show that the small scale industries take up a major and important 
role in achieving social and economic development. Inspite of the positive effects 
the small scale industries in India still suffer from number of weaknesses. 
Finally, the research paper discusses good practices for aligning the role of 
financial institutions with solving market failure of an industry. More 
importantly, this research paper opens the way to further experiments and 
manipulations. 
 
Keywords: Entrepreneurs, Financial Institutions, Small Scale Industry, 
Impressive, Survival. 

 
 
Introduction 
 
The prominence of small scale industries emanates from two basic premises of 
economic development policies i.e. balanced development and sustainable growth of 
the economy which has called for certain minimum level of diversification of the 
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economy. In country like India where the agriculture depends on the monsoon, such a 
diversification is required to divert the concentration towards industrial sector in 
general and small scale industrial sector in particular. Although agriculture is the 
backbone of Indian economy and the largest contributor to GDP, too much 
dependence on this sector is unwise because small scale industrial sector is also 
contributing towards the GDP where the sector is labour intensive. 
 
The concept of small scale industries has undergone changes from time to time. 
Before Independence the small scale industry was meant to denote the village and the 
urban cottage industry. This group included a variety of industries ranging from 
manufacturing of Iron safes, locks, carpets, marble jigs, baskets, hand-loom cloth and 
the like.  

 
The development of small scale industry is very important for a developing country 
like India which mainly has rural economy. These small scale industries which are 
agro- based in nature may provide employment opportunities for millions of people in 
the country which ultimately helps in the overall growth of the Indian economy.  

 
Money lending is one form or the other that has evolved along with the history of the 
mankind. Companies raise long-term and medium-term finance by issuing shares and 
debentures. Specialized financial institutions are also an important source of such 
finance. 
 
Financial Institutions perform important functions or undertake a major role in the 
industrials performance in an economy. There is a broad consensus that financial 
institution’s performance has a positive effect on both industrial and economic 
growth. Financial institutions play very significant role in the all development of an 
industry. 
 
First and foremost is in the form of catering to the need of credit for all the types of 
industries either large scale or small scale. An efficient financial system by an 
institution must cater to the needs of big projects in the industrial undertaking. India 
is ranked among the ten most industrialized countries in the world; the country has 
derived its economic strength from the growth of small scale industries. The pivotal 
role small scale industries play in the economy of India can be judged by looking at 
the statistical data where more than 55 per cent of total production in country is from 
the small scale sector. Over 40 percent of the country’s exports and more importantly 
providing employment opportunities to over 175 lakh in 31.75 lakh units which has 
shown a growing spirit of entrepreneurship. 
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Literature Review 
 
Manoj Kumar Mohanty research reveals that, from the survey conducted on 
manufacturing concerns it is clear that management process and partnership approach 
are the 2 main attributes or factors which would create satisfaction among small scale 
manufacturing suppliers. Further manufacturing industry have to carefully look into 
the factors and frame action policies so that the satisfaction level of the SSIs would be 
retained and improved. 
 
Dr. M. Lakshmi Narasaiahh and Dr. B. Deevana Margaret  in their study concentrated 
on how SSI has been recognised as one of the most appropriate means of developing 
the industrial economy in developing countries. The research objective of both the 
authors threw much light on the problems faced by the small scale industries and to 
examine the employment, capital structure and output in SSI units with special 
reference to Anantapur district of Andhra Pradesh. Finally they concluded with the 
limitations from their study i.e., among 95 SSI in the district only 7 categories of 
industries were considered and study mainly concentrated on capital structure, 
employment opportunities, prospects of sample units. 
 
G. Subramanian in his article titled “The role of SBI in entrepreneurship 
development” he found that SBI was the pioneer in the field to finance the SSIs in 
order to encourage the small scale entrepreneurship in India. Initially, it started its 
operation in this field from April 1956 by introducing a “pilot scheme” at 9 of its 
branches and later it extended to all the branches in 1959. 
 
According to the article “Role of SIDBI in Industrial Financing” published by B.G. 
Satya prasad in “BANKING FINANCE” November 2000 institutional lending is 
becoming as a challenge and more sophisticated task in the post liberalisation era. His 
suggestion after the research was that the Government of India must take initiative to 
provide more lendable funds on reasonable terms at the disposal of SIDBI which 
would in turn benefit the borrowers. 
 
Ramachandra Rao’s study on the role of commercial banks in lending to the small 
scale industries reveals that the fall in the % of loans to SSIs is due to high incidence 
of bad loan arising from SSI advances. The result also indicates that the loan facility 
provided by commercial banks to SSI’s had a gradual fall from 39% to 24% in 2004. 
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Research Methodology 
 
Statement of the Problem 
 
This study is relevant when the financial institutions like commercial banks, 
developmental banks, co- operative societies etc. are very keen in promoting the 
development of small scale industrial sector. Research studies have proved that both 
private and public agencies have taken an active part in the smooth functioning of this 
particular sector.  
 
Whereas the same research also proves that the Small Scale industrial sector is not 
performing upto the expectations due to the number of problems faced by it. So, the 
importance of the present study would not be emphasized only over the different 
problems centred in this sector but it aims at finding how the SSIs resolve the varied 
problems faced by them. Therefore the present study attempts to throw light on how 
the SS industries are being assisted by various financial institutions. The study may 
also create a way towards further research in the field of small scale sectors.  
 
Need and Importance of the Study 
 
The need and importance of the study conducted by the researcher was to find out 
whether the financial institutions established are rendering services towards the small 
scale industries so that their requirements are met and ultimately the goals are 
achieved or benefitted. The study also concentrates on the various factors affecting 
the small scale enterprises both while approaching the financial institution for 
assistance and factors affecting their production or operation. 
 
Objectives of the Study 
 
 To find out the best financial institution to approach. 
 To identify the common support provided by financial institutions to small scale 

industries.         
 To identify the alternatives for Small Scale Industries other than financial 

institution. 
 To find out the impact of industrial operations delay. 
 To identify the serious factors affecting Small Scale Industries while 

approaching a financial institution. 
 To identify the problems faced by Small Scale Industries while obtaining 

assistance from approached financial institution. 
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 To estimate growth performance of Small Scale Industries after receiving 
assistance from financial institution. 
 

Type of Research - Descriptive Research 
 
Type of Data 
 
The present study is based both on primary and secondary data. The study is basically 
empirical in nature. Both the kinds of data have been collected for analysing different 
kinds of support which SSIs in Bangalore obtained from various financial institutions 
located in the city.  
 
Sources of Data 
 
Primary data for the study were by the researcher directly from SSIs with the help of 
various data collection tools. 
Secondary data for the study were collected from books, newspapers, journals and 
research articles published by various institutions like IIMB, SBI etc. 

 
Data Collection Instruments 
 
The primary data has been collected by using various data collection tools like 
questionnaire survey, mail survey,  personal and telephonic interview. The secondary 
data has been collected through published and unpublished source. 

 
Sampling Design 
 
Sample Description 
 
The survey was conducted on the basis of sampling method. In order to develop a 
sample design the researcher collected the list of small scale industries located in 
Bangalore east. 
 
Sample Size 
 
The researcher found 50 SSI units out of which 25 SSI units were selected as samples 
for the study. The present study covers 2 talukas of Bangalore district viz, Vijinapura 
and Thambu Chetty Palya, Anandapura, Butterahalli, Ramurthynagar.  
 
 



   JSSGIW Journal of Management, Volume-II, Issue No. I, Oct.-Mar., 2015     
 

 

17

Sampling Technique 
 
Simple random sampling technique was adopted by the researcher.This sampling 
technique gives each element an equal and independent chance of being selected. An 
equal chance means equal probability of selection. 
 
Data Collection and Fieldworks 
 
Appropriate mathematical and statistical tools were used for analyzing the data. 
 To measure the difference in the growth performance of the SSIs, after 

receiving support from financial institution correlation is used to find out 
whether there is any relationship between dependent and independent 
variables. 

 To analyse the factors influencing the small scale entrepreneurs while 
approaching financial institutions for help and to study the relationship 
between the level of financial institutions and level of awareness of SSIs, the 
Simple ranking method was applied. 

 To rank the general and common support provided by financial institutions 
for the development of SSIs Spearman’s rank correlation method was 
adopted by the researcher. 

 Chi square test was adopted by the researcher to find out whether the 
industrial operations are delayed due to lack of financial institution support. 

 
Data Processing 
 
Once the data collection process was completed with the help of survey method, both 
dependent and independent variables were segregated by preparing demographic and 
actual data table. The table was used in order to incorporate all the information 
available in the questionnaire. The data were transmitted on excel sheets for further 
analysis and interpretation. The data processing was done with the help of available 
computer technology. 

 
Limitations of the Study 
 
 The present study is on the basis of reliability of the primary data. The small 

scale industries are involved in different kind of operations so their needs are 
diversified based on their requirements. 

 High secrecy of financial institutions to reveal the names of their customers. 
 Low level of knowledge among small scale entrepreneurs who are not 

efficient to fill questionnaire. 
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H1: Industrial operations do not delay due to lack of support from financial 
institutions 

 
                                        Frequencies 

 

Response Observed N Expected N Residual 

No 14 12.5 -1.5 
Yes 11 12.5 1.5 

TOTAL 25   
 

 
                                       Test statistics 

 
 Industrial Operations without financial institutions support 

Chi-Square .360 a 
If 1 

Assume. Sig. .549 
 

a. 0 cells (.0%) have expected frequencies less than 5. The minimum 
expected cell frequency is 12.5  

 
Interpretation  
 
Since the probability value is 0.549 (p > 0.05) and the calculated value 0.360 is lesser 
than the table value 3.84 with the degrees of freedom 1, there is no evidence to accept 
the null hypothesis. Therefore the null hypotheses will be rejected and the researcher 
concludes that Industrial operations have not delayed due to lack of support from 
financial institutions. 

Table 6:   Alternative other than financial institution 

Particulars No. of Respondents % Rank 

Approached small lenders 
 

7 28 2 

Used own funds 
 

9 36 1 

Shut down the industry 
 

4 16 4 
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X Rank X Rank Y d d² 

2 1 5 -4 16 
3 2 1 1 1 
4 3 4 -1 1 
6 4 2 2 4 
10 5 3 2 4 
   ∑ d = 0 ∑ d² = 26 

 
 
Formula,                         R =   1 – ∑6  d² / n (n²-1) 

=   1- 6(26) / 5 (5² - 1) 
= 1 – 156/120 
= 1 – 1.3 
                          = 0.3 

Interpretation 
 
From the above calculation, the researcher have found that the co – efficient of 
correlation ranges or falls between 0 and 0.5 which represents that there is a weak 
positive correlation between the 2 sets of response from the small scale industries. 
 
Findings 
 
 From the research the author was able to meet the objective through major 

findings in the field survey. 
 The major finding of the research is the educational background of the 

industrialist is the main problem for an small scale industry to remain 
undeveloped this is because the industrialist doesn’t even know about the 
various financial institutions established for their upliftment they blindly 
believe that only commercial banks (State Bank of India) are the source for 
them to get services done. 

 As per the finding almost 60% of the entrepreneurs or managers are running the 
industry who are not even technically qualified. 

 The reason why many of small scale industrial units do not approach any of the 
state and central government agencies is that the disclosure requirements asked 
by the agencies are very difficult and many small scale industries are not 
capable of submitting such requirements and undergo formalities to render 
services or support. 
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  The researcher also found that the ratio of employees in the office to the 
factory is higher which has lead to increased overhead costs. 

 The time taken for sanction and release of loan, attitude towards the SSI will 
have a cascading effect on running an SSI unit. 

  Majority of the SSI concerns are not happy with the procedures followed by 
the financial institutions as the Small Scale Industrialists broadly agree with the 
major policies of the financial institutions. 

 
Conclusion 
 
The researcher has looked into the relationship that exists between the financial 
institutions and small scale industrialists, whether they are interacting or not.During 
the last twenty years assistance granted by financial institutions has increased at a 
significantly high rate leading industrial concerns to depend and more on them. 
Private sector has been the largest beneficiary of assistance of financial institutions 
followed by public sector. Financial institutions have provided assistance to both new 
and old small scale industrial sectors which has increased the confidence level of 
small entrepreneurs. 
 
The financial institutions are contributing a lot towards the promotion of small and 
medium scale industries especially in the various functions or role they carry out in 
their day to day operations. To conclude all the results of the statistical analysis on the 
small scale industries were statistically acceptable and there were no differences 
noticed between the effects of financial institutions on small scale industries. 
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Abstract  
 
India is the second largest provider of higher education system after USA. Since 
ancient time, India is the knowledge-centered nation of the entire world.  
“Nalanda and Vikramshila” were the attraction center for the foreign students 
and scholars. A country’s wealth is its people, the human capital and human 
capital in any country can professionalize through learning process. Paradigm 
shift has been noticed in higher education now a days, from national education 
to global education, from one time education for a few to lifelong education for 
all, from teacher-centric education to learner centric education. 
 
There are remarkable changes that happened in higher education systems in 
India after the globalization and liberalization especially after 1991. These 
changes also affected Indian education system such as Universalization of 
education, opening of education sector for private universities, foreign 
universities, exports and import of educational services etc.  Currently, nearly 
650 universities are working in India to impart higher education throughout the 
country. But the major problem in India is funding for education sector and 
technical support. Recently, Indian Companies Act 2013, passed by the govt. 
with important amendment, declaring CSR as mandatory activities for Indian 
corporate under certain predetermined limits. As a part of CSR activities many 
Indian corporate are supporting higher education and skill enhancement 
activities throughout the country. This research paper highlights the major 
higher educational activities taken by the Indian corporate under CSR such as; 
how they are supporting higher education, ways and form of education, ways of 
funding, and focused activities under higher education system.   

   
Keywords: CSR, UGC, Higher Education, Human Capital, Focused Activities. 
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Introduction  
 
Today, India is considered as the talent pool of the world, having qualified and 
educated human resources in abundance. This had been one of the primary reasons 
for transformation of India into one of the fastest growing economies in the world 
since liberalization in the 1990s1. A country’s wealth is its people, the human capital 
and human capital of any country can be professionalized through learning process.  
It is equally applicable in case of people in the society. Learning is an endless process 
and accordingly, Rabindranath Tagore was of the view that life is full of learning 
process starting from childhood till death. Learned can plan his future according to 
the need of the society. Paradigm shift has been noticed in higher education now a 
days, from national education to global education, from one time education for a few 
to lifelong education for all, from teacher-centric education to learner-centric 
education. 
According to the UGC report 2008, the four major objectives of higher education are: 
access and equity, relevance, quality & excellence, and research2. Recently, National 
Knowledge Commission had suggested that, to sustain the country’s growth, India 
must increases the number of university from 350 to 1500. India’s current enrollment 
ratio in higher education is less than 16% of the eligible population, which is student 
who passes their higher secondary school. According to ASSOCHAM, India spends 
only of 0.37% of its GDP on the higher education compare to 1.41% in US and 
1.07% in UK.  
 
Present Status of Higher Education  
 
India has one of the largest higher education systems in the world, with 25.9 million 
students enrolled in more than 45,000 degree and diploma institutions in the country. 
It has witnessed particularly high growth in the last decade, with enrollment of 
students increasing at a CAGR of 10.8% and institutions at a CAGR of 9%.3   
 

                                                            
1 Deloitte: Indian Higher Education Sector Opportunities aplenty, growth unlimited, Oct 2012 p  

2 Higher education  in India ‐  issues related to expansion,  inclusiveness, quality and finance, University 
Grants Commission, New Delhi,  November 2008. 

3 Higher Education in India: Twelfth Five Year Plan (2012–2017) and beyond, FICCI Higher Education 
Summit 2012. 
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‘Exhibit- I’, indicates the structure of modern Indian higher education. There are four 
pillars of higher education in India such as;  first one is formal education which is 
provided by Colleges, Universities and Institutions of National importance, second is 
technical and professional education provided by engineering and professional 
institutions at local and national level, third is skill development which is provided by 
IITs, ITIs   and skill development centre’s, and fourth is vocational training which is 
provided by finishing schools, vocational institutions etc.  
 

Exhibit I: Structure of Indian Higher Education Sector 
 

 
 
Source: Deloitte: Indian Higher Education Sector Opportunities aplenty, growth 
unlimited, Oct 2012 p 6. 
 
It is clear for the above explanation that Indian education system is covered with the 
all aspects of education and according to the demand of society and industry one can 
pursue a specific course for knowledge and skill development. Exhibit II indicates 
presence of Indian higher education etc. As far as presence of Indian education is 
concern nearly 46430 institutions existed in India till March 2012. Out of that, 659 
were University and University level Institutions, in which 152 Central Universities, 
316 State Universities and 191 Private Universities were present. Similarly, 33023 
colleges also exist out of which 669 college are under the control of Central Govt, 
13024 colleges are under the control of State Governments and 19930 private 
colleges are also present. Apart from that nearly 3207 institutions, which are 
providing diploma certificates, are run by the State Govt and 9541 are under the 
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control of private management. Among all the institutions total enrollment was nearly 
21.8 million in March, 2012.                   
 
Issues and Challenges for Higher Education  
 
However, in spite of the significant progress made during the past few years, India’s 
higher education sector is still plagued with several challenges, e.g., its relatively low 
GER, inequitable access to higher education by community, gender and geography, 
and lack of high-quality research and education institutions etc. The Twelfth Plan 
recognizes these challenges and proposes several initiatives around six focus areas to 
address them. Certain important challenges faced by higher education system are as 
follows. 
 
                Exhibit II: Indian Higher Education –Presence and Mode of delivery. 
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Sources: Higher Education in India: Twelfth Five Year Plan (2012–2017) and 
beyond, FICCI Higher Education Summit 2012.pp 9-10. 
 
• Expansion ( Augmenting capacity in existing institutions) - India’s GER of 16% 

was much below the world average of 27%, as well as that of other emerging 
countries such as China (26%) and Brazil (36%) in 2010. 

• Equity ( Creating targeted schemes for backward and minority communities) - 
There is wide disparity in the GER of higher education across states , the GAR in 
urban and rural areas, and gender- and community-wise inter-state disparity 
(47.9% in Delhi vs. 9% in Assam), Urban-rural divide (30% in urban areas vs. 
11.1% in rural areas), differences across communities (14.8% for OBCs, 11.6% 
for SCs, 7.7% for STs and 9.6% for Muslims)and gender disparity (15.2% for 
female’s vs. 19% for males). 

• Excellence (Building excellence through research and innovation, faculty 
development, and internationalization) - Lack of research activity and shortage of 
high-quality faculty are plaguing the sector. Faculty shortage - 40% and 35% 
shortage of faculty in State and Central universities, respectively, accredited 
institutions as 62% of universities and 90% of colleges being average or below 
average in 2010 on the basis of their NAAC accreditation.  As of March 2010, 
only 32.3% (159) of the total number of Indian universities and 13.1% (4,094) of 
the colleges in the country had been accredited by the National Assessment and 
Accreditation Council (NAAC). Only two Indian higher education brands 
featured in the QS World University Rankings 2011-12 of the top 500 global 
universities, Out of the 48 countries studied India ranks last in the U21 rankings 
of national higher education systems. According to industry reports, only 25% of 
technical graduates and 10%–15% of other graduates are considered, employable 
by the IT/ITES industries, According to a survey conducted among 800 MBA 
students across different cities in India, only 23% were considered employable. 
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• Governance (Enhancing institutional autonomy and transparency, increasing 
public and private funding and linking them to outcomes) - Implementation and 
monitoring– improving co-ordination across ministries and agencies. 

 
Efforts to Improve the Quality and Transparency in Higher Education 
  
To improve the quality of higher education and governance system many important 
steps were taken by the central government. Some important laws in this regard are 
briefly discussed as follows:  
 
• Higher Education and Research Bill, 2011: The Bill aims to consolidate 

multiple regulations and improve transparency by the creation of a single super 
regulator, the National Commission for Higher Education and Research, in the 
place of existing regulators such as the UGC and AICTE.  
 

• The National Academic Depository Bill, 2011: The Bill seeks to establish a 
national database of academic awards in electronic format through an identified 
and registered depository.  
 

• The National Accreditation Regulatory Authority for Higher Educational 
Institutions Bill, 2010: The Bill aims to make accreditation and rating of all 
higher education institutions mandatory in India.  
 

• The Educational Tribunal Bill 2010: It aims to expedite and enable more 
effective litigation involving students, teachers, employees and the management 
of institutions.  
 

• Foreign Educational Institutions Bill, 2010: It aims to regulate the entry and 
operation of foreign institutes in India. The Bill is a key legislation to encourage 
private sector participation in India, given the absence of any regulatory 
framework for FEIs.  
 

• UGC (Mandatory Assessment and Accreditation of Higher Educational 
Institutions), Regulations, 2012:  Under the Regulations, the HEIs (other than 
technical institutes) shall be mandatorily required to get accredited by the 
accreditation agency after passing out two batches or 6 years of existence, 
whichever is earlier, within a period of 6 months. The accreditation to be valid for 
5 years and required to be applied for reaccreditation before 6 months of expiry 
of 5 years.  
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• Rashtriya Uchchatar Shiksha Abhiyan (RUSA). Union Ministry of Human 
Resource Development has launched its ambitious programme to revamp the 
higher education sector in the country, Rashtriya Uchchatar Shiksha Abhiyan 
(RUSA). Through RUSA it aims to cover 316 states public universities and 
13,024 colleges across the country. The government is looking at brining various 
reforms to improve the quality of higher education sector by creation of a State 
Higher Education Council, creation of accreditation agencies, preparation of the 
state perspective plans, commitment of certain stipulated share of funds towards 
RUSA, academic, sectoral and institutional governance reforms, filling faculty 
positions etc.  

 
CSR and Education: Indian Experiences 
 
CSR Concept: Corporate social responsibility (here after CSR) also called corporate 
responsibility, corporate citizenship, responsible business and corporate social 
opportunity is a concept whereby organizations consider the interests of society by 
taking responsibility for the impact of their activities on customers, suppliers, 
employees, shareholders, communities , other stakeholders, and as well as the 
environment. World Business Council for Sustainable Development quoted that, 
“Corporate Social Responsibility is the continuing commitment by business to behave 
ethically and contribute to economic development while improving the quality of life 
of the workforce and their families as well as of the local community and society at 
large”. 
 
Indian Corporate and CSR:Current Trends   
 
CSR philosophy is not new for Indian corporate. More than 100 years ago Indian 
corporate were engaged in one or the other way of CSR as a part of corporate 
philosophy. When a researcher analyzes the way of CSR activity and functional area, 
which are popular among the corporate, he founds that education and enlightening 
rural youth is the top CSR priority area for most Indian corporate. The second most 
sought out CSR initiative was providing community welfare in the country. 
Environment based CSR initiatives placed third with big corporate placing 
importance on carbon auditing and working towards reducing their impact. Finally, 
the corporate sector is involved in health care by providing methods to eradicate 
diseases and educating rural people about hygiene and disease prevention. 
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Exhibit III: CORPORATE AND FUNCTIONAL AREA OF CSR. 

 
S.N. Name of Corporate  Thematic Areas 
1. ACC Limited Education, Health, Environment, Livelihood and Waste 

Management 
2.  Ambuja Cements 

Limited 
Poverty Reduction, Reducing Child Mortality, HIV/AIDS, 
Education and Environment 

3.  Apollo Tyres ltd Health 
4.  Bharat Petroleum ltd 

 
Health, Education, Infrastructure, Income Generation, 
Vocational Guidance, Livelihood & Environment 
Conservation 

5. Centurion Bank of 
Punjab Limited 

Education 
 

6.  Coca-Cola India Inc Health, Environment, Education, Livelihood 
7.  DLF Limited 

 
Rural Development, Urban Community, Development, 
Education and Environment 

8.  Dr Reddy’s 
Laboratories 

Microfinance, Education, Health, Environment, Livelihood 
and Social Entrepreneurship 

9 The Godavari Sugar 
Mills Limited  

Rural Development, Urban Community, Development, 
Education and Environment 

10 Infosys  Limited Education, Health, Environment, Livelihood. 
11 Jindal Stainless 

Foundation 
 

Education, Vocational Education and Training, Health 
Care, Environment Protection, Community, Development, 
Women Empowerment and Capacity Building 

12 JSW Steel Women Empowerment 
13 Reliance Industries 

Limited 
 

Microfinance, Education, Environment, Health, 
Livelihood, Community Development, Child Welfare, and 
Infrastructure Development 

14 Tata Chemicals Limited Microfinance, Education, Environment, Health, Livelihood 
15 Tata Steel Limited 

 
Microfinance, Education, Environment, 
Health, Livelihood and Relief during calamities 

16 Bennett Coleman & Co 
Limited 

Education, Environment, Livelihood, Women 
Empowerment, Disaster Management, Climate, Change and 
Capacity Building 

17.  Wockhardt Hospitals  Health, Societal Values 
18 ITC Farmers empowerment, training and development 
19. HUL Health , training and skill development 
20. Dabur Socio economic development, child health care, woman 

empowerment 
Source: Authors own collection and compilation from “Corporate Social 
Responsibility –Towards a Sustainable Future” A White Paper KPMG in India 2008. 
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CSR in Education- Needs 
 
The important question arises that ‘why we need education and related activities as a 
part of CSR activity’? The simple reason is that the progress of society depends upon 
the level of education and education is equally important indicator for progress of a 
society, such as other indicators such as income level, status, culture etc. If society is 
educated then only we can believe that other aspect such as social security, 
environmental issues, ethical behavior, corporate professionalism etc can be possible 
in contemporary society. Indian corporate’s is focusing on education because it leads 
to social progress, human development and positive economic environment. Now a 
day’s Indian corporates are more focusing on CSR especially in the area of education, 
to improve positive brand image of the corporate, Availability of skilled human 
resource to the corporate requirement, and long term corporate strategy and mission. 
 

Exhibit IV: CSR in Education 
 

 
           Sources: Eduvisors- Ideas and insight monograph, September 2013 p 37. 
 
The Companies Act 2013 on CSR  
 
Recently Indian Companies Act 2013 was passed by the parliament. Sachin Pilot, 
India’s minister of State for Corporate Affairs said that the aim of the proposed law 
was to encourage firms to undertake social welfare voluntarily instead of imposing 
that through ‘inspector raj’ and [to] make India an attractive and safe investment 
destination.  
 
As per the recommendations of the new Company Bill, 2013; it is estimated by the 
corporate experts that a total of 8,000 companies in India would be required to meet 
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the CSR requirements as detailed in the Bill, among the 9 lakh active companies in 
India.  According to the experts of the corporates, it is estimated that the 2% CSR 
expenditure would enhance to companies' spending around Rs 12,000 crore to 15,000 
crore annually.  
 

Exhibit V: Important Facts of New CSR Provision 
 
 
 
 
 
 
 
 
 
 
       
 
 
         
 
 
 
 
 
 
 
 Source: The Companies Bill 2013. 
 
CSR Spending and Top 100 Indian Corporates  
 
As per the Indian CSR report by SRR foundation4 CSR spending of top 100 
corporates can be estimated at approximately Rs 2650 cores. Only 6 companies in 
India were already spending 2% of their PAT on CSR activities and they are not the 
top spenders on CSR. According to this report Top 5 CSR investors in India are; 
Reliance Industries (Rs 357 crores), Coal India (Rs 151 crores), Tata Steel (Rs 146 
crores), State Bank of India (Rs 123 crores), and ONGC (Rs 121 crores). 
                                                            
4 India CSR Report (Based on analysis of CSR Programmes of 100 Top Companies) SRR foundation, 
August 2013 p 18. 

 

 

 

 

WHO
Every company with a net worth of Rs 500 crore or  more, 
or turnover of Rs. 1000 crore or more, or a Net profit of 
Rs 5 crore or more during any financial year.  

HOW MUCH  
At least 2% of net profit of its average net profit in the last 
three years.  

HOW 

A CSR committee comprising three directors from the 
board, with at least one independent director, shall 
formulate a policy, recommend a budget and monitor it.   

WHERE 
The bill lists nine board area, which encompasses much 
that results in social good. Companies have to disclose 
how much they spend and where. 
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According to the CSR report, out of  100 sample corporates which were actively 
involved in CSR activities, 87 programs  are directly involve in education and related 
activities  and after that second  priority is given to health etc. Similar 44 programmes 
are engaged in skill enhancement activities which are indirectly a part of education in 
way of vocational training. It indicate within the preview of CSR and various 
activities, education and related activities are important for overall development point 
of view of society as well as corporate.   
 
While traditionally, the CSR initiatives were restricted to providing financial support 
to educational institutes; more and more firms have now begun to associate the 
government to enhance education in rural and under-developed areas. Skill 
enhancement is also gradually becoming a key focus area for the firms, with training 
and recruitment of local population enabling the firms to build workforce from the 
local area itself. 
 

Exhibit VI: CSR focused area and Indian Corporate 
 

 
Source: India CSR Report (Based on analysis of CSR Programmes of 100 Top 
Companies) SRR foundation , August 2013 p 21. 
 
CSR Focus Areas – Education 
 
Researchers made an analysis with the support of various documents, on the potential 
area of education as CSR practice adopted by Indian corporates. After analysis of 
various activities, entire educational activities under CSR can be divided in four parts; 
(a) Financial initiatives, (b) School adoption or management, (c) Skill 
enhancement programme and (d) Educational awareness. 
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(a) Financial Initiatives: Financial initiatives are one of the major areas of 
educational support by Indian corporates. It includes Donations, 
Scholarships, Reimbursement of fees, Girl child education etc. Companies 
such as Indian bank is offering cash incentives to the class10th and 12th  
toppers and reimbursement of fee was given to the college entrance test 
topper for their higher studies.  Similarly DLF is also providing education to 
3000 students along with that meritorious students are getting scholarship for 
enhancing their education.  

 
(b) School Adoption/ Management: Under this area, a school is adopted by a 

company or entire maintenance of the school is done by a company. It 
includes school adoptions, School management/ maintenance, educational 
camps, rural school education etc. Companies such as ACC Ltd providing 
technology aided education initiatives like smart classes and interactive 
kiosks in rural schools aided about 6100 rural children to keep pace with 
modern methods of learning.  Similarly Bank of India is adopting One 
Teacher Schools in Tribal areas of Bihar as a part of educational promotion 
CSR. 

 
(c) Skill Enhancement Programs: This segment indicates skill development 

program such as; vocational training programs, upgradation of it, Financial 
and life skills literacy, Soft skill development etc. Corporate such as CAIRN 
India through Ravva program, many young persons were trained in retail, 
welding, automobile and mobile repairs. This helped them to secure 
employment in leading companies. Similarly, GMR Infrastructure Ltd 
providing vocational training in electrical trade was provided to under-
privileged youth at Chhattisgarh and placements were facilitated to these 
youth with different vendors of GMR Power Project.  

 
(d) Educational Awareness: One of the major areas of educational support by 

Indian corporates. It includes teacher training programs, coaching 
centers/exam preparation, educational awareness programs, supporting govt. 
initiatives. India’s leading CSR promoting company TATA Motors, 
providing greater access to quality education, implementing extra-curricular 
activities for overall development of students and teacher training programs. 
Villagers receive education on life skills, gender issues, working of Gram 
Panchayat, government schemes and women empowerment.  
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(e) Activity Based Learning: In contemporary competitive environment, 
activity based learning helps to provide education in the practical field. It 
includes Setting up activity centers, Non-formal schools, Sports based 
activities. Leading PSU, OIL India Ltd.  has taken up schemes of holding 
exhaustive football camps with trained coaches to provide professional 
training in the rural areas of Upper Assam. OIL is also promoting rural sports 
by developing several village playgrounds and organizing different games in 
the oilfield areas.  Similarly leading communication company Bharti Airtel 
is providing a platform for students to learn their courses with the help of 
special feature and smart phones, computers or tablet devices.  
 

Higher Education and CSR Components:  
 
Higher education in India is also divided in various groups and sub groups according 
to needs and priority of the local area. Indian corporates are focusing on the different 
aspect of higher education as a part of CSR activities. Exhibit VII indicates many 
corporates have established and are managing higher educational institution to 
provide different types of education to the local and needy people such as establishing 
community colleges, running engineering/ degree colleges  etc. Certain corporates are 
focusing on training and developmental needs of the local resident related to the 
industry specific and in general such as; teacher training programs for colleges in 
rural areas, design and development of programs in community colleges etc. 

 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
Source: Compiled from Eduvisors- Ideas and insight, monograph, September 2013 p 
42. 
 

Establishme
nt and 

Management 
of institutes 

• Establishin
g 
community 
colleges  

• Running 
engineerin
g/ degree 
colleges  

Training & 
Development  

• Teacher 
training 
programs 
for colleges 
in rural 
areas  

• Design and 
developmen
t of 
programs in 
community 
colleges  

 

Scholarship/ 
Reimbursement  

• Scholarship 
programs for 
students to 
enable them 
pursue higher 
education  

• Reimbursemen
t of fee for 
college 
entrance test 
topper for their 
higher studies.  

 

Supportive 
Activities  

• Supporting 
need based 
construction 
of hostels, 
classrooms, 
toilets etc. in 
higher 
educational 
institutes  

 

Exhibit VII: Education focused CSR Activities: Higher Education 

Promotional 
Activities  

• Promoting 
higher 
studies 
amongst girl 
students 
especially 
those from 
government 
schools  

• Provide 
sponsorship 
for education 
/ training / 
rehabilitation 
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Few Corporate are engage with promotional activities for equal and rational 
development of the education among the various sections such as promotion of higher 
studies amongst girl students especially those from government schools, and provide 
sponsorship for education/training /rehabilitation services for physically challenged 
people etc.  
 
Scholarships and reimbursement of fees is another area as part of education oriented 
CSR. Few of the corporate are promoting scholarships programmes such as, programs 
for students to enable them pursue higher education, and Reimbursement of fee for 
college entrance test topper for their higher studies.  Many industries are offering help 
in supportive activities related to education such as supporting need based 
construction of hostels, classrooms, toilets etc. in higher educational institutes, other 
educational support etc.  
 
Exhibit VIII indicates corporate social responsibility in the area of education by the 
Indian corporate. It shows top ten corporate which are more focusing on education 
rather than other activities. Under the area of education such a running the schools, 
coaching classes for competitive exam, scholarships programmes, teacher training, 
language training, computer literacy, higher education, and activity centers etc. with 
the help of all these programs Corporate are trying to educate local resident as skilled 
resources and technically equipped person to face the current competitive 
environment. Similarly as a part of motivational education, scholarships were also 
given by the various corporate. 

 
Exhibit VIII: CSR Activities in Education various ways adopted by Corporates 
 
S.
N 

Company CSR Activities  Description  

1 TCS  Adult Education  • Computer based literacy program for 
adults  

2 Bharti  
 

• English 
Language 
Training  
• Coaching 
Classes  

 
 

• English language learning product 
using mobile Interactive Voice 
Recognition System (IVRS) and SMS 
technologies. 

• Competitive exam preparation 
through smart phones, computers and 
tablet devices. 

3 Microsoft  
 

• Running 
Schools  

• Primary school in Maharashtra. 
• Computer literacy program for rural 
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• Computer 
Literacy  

• Teacher 
Education 

India. 
• Training and motivating teacher to 

improve studying experience with e-
learning.  

4 Reliance • Running 
Schools  

• Scholarship 
Program  

 

• Schools in and around its 
manufacturing plants also runs 
education awareness program.  

• Reliance Dhirubhai Ambani 
Protsahan scheme for meritorious 
poor students for higher education. 

5 ICICI • Teacher 
Training  

• Support 
Government 
Initiatives  

• English 
Language 
Learning  

• Teacher education reform program in 
Rajasthan and Chhattisgarh. 

• RTE compliant model schools in 
Chhattisgarh. 

• English relay program in 100 
government schools.  

6 HDFC • Elementary 
Education  

• Financial 
Literacy  

 

• Galli Schools – bringing elementary 
education at the doorsteps of slum 
children’s. 

• Financial literacy to 63,000 children 
in 600 schools in Odisha and Andhra 
Pradesh. 

7 GMR 
Infrastructure 
Ltd 

• Scholarship 
Program  

• Higher 
Education  

• Support 
Government 
Initiative  

• Activity Centre 
 

• Scholarships for under-privileged 
meritorious students and interest free 
loan. 

• Running engineering college. 
• Improve educational quality and 

infrastructure facilities of government 
schools. 

• Setting up of 70 community libraries. 

8 ZEE 
Entertainment 

• Primary 
Education 

• Free education to 1 million rural 
children’s to eradicate literacy. 

9 Indian Bank • Scholarship 
Programs 

• Cash incentive to 10th & 12th 
standards topper. 

 
10 Infosys • Activity • Set-up 40,000 school library in 
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Centre  
• Teachers 

Training  

Karnataka. 
• Teacher training in rural Karnataka. 

Sources: Eduvisors- Ideas and insight monograph, September 2013 p 44. 
 
Conclusion:  
 
There is no doubt that we progressed remarkably in many fields like industry, 
technology and in the area of ICT etc.  However, this is very much unfortunate that 
our present education system fails to provide any job-related schemes.  There is an 
urgent need to restore the total education system in India in view of the growing 
information technology revolution. In India, the education system is yet to adopt itself 
to the growing technical developments. At the advent of the modern network 
technology, it is possible to relate various new techniques to improve the standards of 
education to compete in the global markets. It is the right time to think about the 
strategic management of higher education to cope up with national and international 
challenges specially, in the era of GATS agreements, when education sector is opened 
for International Universities to start their educational centers in India. Corporates 
will overcome with all the issues and challenges if we manage our higher education 
strategically with the demand of current environment.  To promote higher education, 
current provisions of CSR (Under New Companies Act 2013) are a positive sign. It 
will create huge fund for education system and hopefully in coming years we can 
built Indian education sector as per the requirement of international standard. 
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Abstract 
 
Working life of every individual passes through typical evolutionary phases 
called career stages. People pass through specific career stages during their life 
span. These stages are characterized by various crucial activities and 
psychological adjustments which people have to make, no matter what is their 
occupation or background. During that period individual seeks out to his or her 
needs, values, and aspirations.  
 
Through this paper the authors have made an attempt to find the comparative 
picture of various career models given by Levinson, Erickson, Super, Schein 
and Dalton and also tried to examine career stage from an employee’s point of 
view. The paper describes how a career stage influences the needs of an 
employee and the importance of identifying the correct career stage. For an 
individual as also for an organization it is very crucial to understand 
employee’s goals, aspirations and expectations for his own career and therefore 
it is necessary to identify right career stage for him. If employee’s needs are 
satisfied they will be motivated and their performance will increase, 
accelerating the organization’s productivity.  
The purpose of this research is to acquire deeper insight into the major career 
stages proposed by various eminent researchers vis a vis identifying the career 
needs associated with these stages. The entire exposition is supported by 
relevant literature review. So, the study is exploratory in nature.  
 
Keywords: Career, Career Stages, Life Stages, Career Development, Career 
Needs. 
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Introduction 
 
A career is a lifelong process that includes the preparation for and choice of a specific 
occupation. It is used to refer to the choice of the specific profession or vertical 
advancement in an organization. It also refers to the series of work-related positions 
occupied by an individual throughout his life and the associated activities, behaviors, 
attitudes, values and aspirations.  
 
Working life of every individual passes through typical evolutionary phases called 
career stages. People pass through specific career stages during their life span. These 
stages are characterized by various crucial activities and psychological adjustments 
which people have to make, no matter what is their occupation or background. During 
that period individual seeks out to his or her needs, values, and aspirations.  
 
The relationship between needs of an employee and work behaviour is moderated by 
the career stage. To explain the career dynamics of the employees several models 
have been developed by the researchers. These career stages are based on 
chronological age. Attitude and behaviour of individuals are influenced by their 
experiences of the environment and by changes in these experiences as they grow 
older, which is influenced by the career stages. 
 
If career stages can be identified properly, the needs of the employee can be easily 
predict. The needs of an employee are influenced by the career stages. And to identify 
the employee’s need is important for an employer to retain the good performer 
employee, to motivate them and to increase their productivity. 
 
Development in a career refers to the changes that will occur over an adult's life with 
respect to motives, needs, abilities, attitudes, and values related to work and 
occupation.Career development theories propounded by number of researchers. 
Levinson et al. (1978), and Super (1957) point out that development and maintenance 
of organizational commitment differs across career stages as represented by age. The 
effect of tenure on organizational commitment has also been found to vary across 
career stages. Reicher’s (1986) experience model clearly explains the effect of tenure 
on organizational commitment across career stages. 
 
For betterment of employee’s career, organizations are running the career 
development programs. Career Development Programs (CDP) teaches employees 
how to work towards their own goals while continuing to do productive work for the 
organization. It benefits both the employee and the organization. The CDP may 
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include various organizational practices, such as skill training, performance feedback, 
coaching and planned job rotation.  

 
Objectives and Methodology 
 
The methodology adopted for the entire exposition is on the basis of deductive 
reasoning. In a way, the exposition is based on exploratory work but it is theoretical 
in a sense that its issues have not been studied in the empirical setting. The purpose of 
this research is to acquire deeper insight into the major career stages proposed by 
various eminent researchers Vis a Vis identifying the career needs associated with 
these stages. The entire exposition is supported by relevant literature review. So, the 
study is exploratory in nature and the broad objectives are to include.  
 

1. Determining the relevance of career stages along with their needs. 
2. Appraising the various career stage models given by researchers with their 

comparative analysis. 
3. Understanding the significance of identifying correct career stage.  

 
Conceptual Framework of Career Stages and Review of Literature 
 
Hall (1976) stated that ‘the individually perceived sequence of attitude and behaviors 
are associated with work related experiences and activities over a span of a person’s 
life’. Therefore, understanding the different life stages of an individual is very 
important application for an organization. It helps to manage their career stages. 
Chattopadhyay (2005) concluded that “Life stages are important to gain an 
appreciation of the concern an individual faces at each of these stages and the kind of 
motivational inputs that are needed to facilitate job performance, growth and 
individual adaptation to the organization.” It is concerned with the work and work 
related behavior through which an individual seeks to define and clarify their needs 
and values. Regarding the career stages so far the researchers have done work in two 
different areas; viz., 
 
1. Identification of life stages and  
2. Identification of career stages. 
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Figure 1: Categorization of individual’s life span in different career stages and life 
stages with reference to their work tenure and individual’s age. 
 
Life stages are associated with psychological and social development tasks and 
lifetime activities. The series of stages are characterized by changing pattern of 
developmental task, career concern, their needs and values, which keep changing with 
the time span. 
 
Number of authors devised different life stages models and their impact on the 
organization and on their performance, which are not far to seek. 
 
Erickson developed five life stages in his life stages model-Childhood (Age 0-15), 
Adolescence (age 16-24), Young adulthood (age 25-39), Adulthood (age 40-64) and 
Maturity (age 65 above) years. Levinson, et. al. (1978) started the life stages right 
from the time they leave their family for the first time for career advancement to the 
phase of adulthood. This model is divided into six stages-Early Adult Transition stage 
(Age 18-22), Movement into adult world: structure building (age 23-28), Transition 
(age 29-32), Setting down and further structuring (age 33-40), again Transition (age 
38-42) and last Imitation and middle adulthood (age above 40s) years. 

Career stages 
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Super (1978) gave his  life stage model .He divided it into five stages -Growth (1-14), 
Exploration (15-24), Establishment (25-44),Maintenance (45-64)and Decline (65 
above) years. Its first stage i.e. Growth very much similar to the childhood phase 
given by Erickson. The next stage is Exploration, in which an individual tries to 
choose the best suitable and correct occupation. Super’s exploration stage can be best 
associated with early transition in Levinson and Adolescence in the Erickson’s model. 
Establishment is the stage in which an individual searches for an identity and aim of 
his /her life. It is moreover similar to the Erickson’s young adulthood stage. In 
maintenance stage, an individual looks for self esteem internal and external factors. 
Based on the experience the individual accepts or changes his current job. It is similar 
to Erickson’s Adulthood stage and Levinson’s middle adulthood stage. In Decline 
stage it is very difficult to motivate the individual. In a way, it is the stage of self 
actualization. It is similar to Maturity stage of Erickson’s model. 
 
Researches regarding the organizations proposed various career stage models in 
which employees age and employees tenure are the two different indicators of Career 
stages. 
 
Schein (1971) considers Career stages as an antecedent. Three personal determinants 
of performance (i.e., motivation, sales resources, and role perceptions) are influenced 
by an individual's career stage. It suggests that a variety of personal, company, and 
environmental characteristics influence these three individual performance 
determinants. Indeed, the timing and characteristics of each career stage result from 
an interaction of these three characteristics. From a managerial perspective, when an 
individual faced with different anxiety provoking situation, their reaction would be 
different based on their career anchor, and so the incentives offered to these 
employees to ensure superior performance, also needs to be different. If these 
concerns are not dealt with in an appropriate manner, management would find them 
losing good employees. 
 
Dalton et al., (1977) found that people in all stages make an important contribution to 
the organization which is required for its functioning. He described the relationship 
between career stages and performance i.e. higher the level of career stages higher the 
performance of that employee. 
 
Mowday (1982) and Reichers (1986) introduced organizational commitment 
development models wherein the employee’s tenure was the career indicator. 
Mowday (1982) developed a conceptual framework that proposes three stages, viz., 
(i) the pre-entry stage, which deals with the influence of job choice on commitment, 
(ii) the early employment stage; and (iii) the middle and late career stages in the 
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organization. He pleaded that the commitment during the early stage is particularly 
important to the continued attachment of employees because it decreases the 
probability of early termination. He also argued that commitment levels among new 
employees have been found to vary and may reflect different tendency to become 
committed to the organization. Based on this, it can be expected that levels of 
organizational commitment would be an important determinant of turnover in the 
early career stage.  
 
Cron (1984) developed career concerns in the form of career stages. Career 
objectives, developmental tasks, personal challenges, and psychosocial needs of each 
career stage are discussed, and propositions are developed regarding the influence of 
career stages on employee's effectiveness.  Although common age ranges are 
associated with each stage, a variety of career, personal, and life factors combine to 
determine the exact time when an individual moves from one stage to the next. He 
expressed concern about the influence of job tenure on all three variables in the 
motivation process, viz., valences, expectancies, and instrumentalities.  
 
According to him the three personal determinants of performance i.e., motivation, 
sales resources, and role perceptions are influenced by an individual's career stage. 
Hence, the need is to be identified correctly. The following tabular presentation 
briefly describes the various career stages and needs related to them. 
 
S. No.  Career stage Age Needs 
1 Exploration 20-30 Support. 

Peer Acceptance. 
Challenging Position. 

2 Establishment 30-45 Achievement. 
Esteem. 
Autonomy. 
Competition. 

3 Maintenance Late Thirties to 
Mid-Forties 

Reduced Competitiveness. 
Security. 
Helping Younger Colleagues 

4 Disengagement Late Forties to 
Retirement 

Detachment from Organization and 
Organizational Life. 

 
Table 1: Cron’s model of career stages of an individual along with its respective 
needs. 
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Reichers (1986) concluded that the commitment among newcomers in organizations 
is problematic. Hence, in the early stage, variation in commitment will explain a large 
proportion of variation in turnover, while during the mid- and late-career stages, 
structural and personal considerations will decrease the effect of commitment upon 
turnover. Morrow & McElroy (1987) concluded that there is ambiguity and 
inconsistency regarding the use of age or tenure as career indicators. The 
organizational commitment development models employ tenure as the career 
indicator while the indicators of career development models tend to be age based. The 
problems associated with these different operationalizations was demonstrated in 
Ending that different operationalizations of career stage result in different patterns of 
affective reactions across career stages. The solution in this study is to test both 
operationalizations.  
 
Cohen (1991) in the study of organizational commitment outcomes highlighted that 
the linkages across career stages has been a neglected area of research. The 
relationship between commitment and turnover (actual and intended) is stronger in 
the early career stage than in the mid and late-career stages. The relationships of 
commitment with performance and absenteeism are the strongest in the late-career 
stage. 
 
Comparative Picture of Various Career Models 
 
On the basis of the aforementioned backdrop of the literature review some areas 
where action is needed to enrich the quality of available research, and to address 
existing gaps in research becomes easier. Hence, it is necessary to identify the right 
career stage of the employee as one’s needs and the needed motivation factors depend 
on its career stage it belongs. It is also necessary to identify the correct career stages 
indicator to identify the various career stages. Because people can recycle through 
stages when major changes occur in their careers, a person who changed careers at 
the age of 40 is once again in the beginning cycle—similar to others who are only in 
their early twenties. This suggests that developmental age effects may not be equal 
across workers, but rather depend upon individuals' tenure in their organizations. 
Consequently, age cannot be used as a single indicator because organizational tenure 
may better characterize the underlying structure of the lives of adults by indicating 
the degree to which one's current work situation represents a stable career phase. 
Although common age ranges are associated with each stage, a variety of career, 
personal, and life factors combine to determine the exact time when an individual 
moves from one stage to the next. The following sketch gives an overview of the 
comparative picture of the important models describing career stages and career 
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needs. The future research scholars may focus their researches with this exploratory 
insight into the empirical setting. 
 

 
 
Picture 2: Comparative Picture of Erickson’s, Levinson’s and Super’s Career Models 
 
Significance of Identifying the Correct Career Stage 
 
Career development activities need to be integrated with specific career needs of the 
employees at each career stages. Needs of an employee varies from one career stage 
to the other career stages, so it is important to identify employee’s right career stage. 
If an individual’s career aspirations are not fulfilled by the organization, he/she is 
likely to seek fulfillment in some other organization. More than salary and security, 
employees look for interesting and meaningful work. Many organizations are faced 
with the problem of retaining employees, and it may also impact the overall 
efficiency of the organization. Even in good times, organizations cannot afford the 
costs and missed opportunities created by high turnover or low morale. 
Number of organizations implemented Career Development Programs in the 
workplace to accelerate the performance of the employee and their career 
advancement. Organizations with such programs claim that they retain a greater 
number of employees, if they identified their needs properly and fulfill them. 
 

Erickson
•Childhood (Age 0-15)
•Adolescence (age 16-24)
•Young adulthood (age 
25-39)

•Adulthood (age 40-64) 
•Maturity (age 65 above).

Levinson
•Early Adult Transition 
stage (Age 18-22)

•structure building (age 
23-28)

•Transition (age 29-32)
•Setting down and further 
structuring (age 33-40)

•Transition (age 38-42) 
• last Imitation and middle 
adulthood (age mid-40s)

Super
•Growth (1-14)
•Exploration (15-24)
•Establishment (25-44)
•Maintenance (45-64)
•Decline (65 above)
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Findings 
  
The significance of the study of correct career stage and career needs can be very well 
realized on the basis of the following description. 

(a) To understand employee’s goals, aspirations and expectations to his own 
career. 

(b) If needs of employees will be satisfied by the organization, it will be easy to 
retain good performance of the employees in a long run. 

(c) If employees are motivated, their performance will increase, which accelerate 
the organization’s productivity.  

(d) Easy to match the opportunities available and the degree to which the 
employee’s aspirations are realistic. 

(e) To identify what the employee would have to do in the way of further self-
development to qualify for new opportunities. 

(f) New job assignments that would prepare the employee for further career 
growth. 

 
Conclusion 
 
Many theories related to career stages and models were proposed by various eminent 
researchers. In the last few years, there has been a radical change in the design and 
functioning of organizations that have major implications for career, career stages and 
career models. Employees are no longer interested in only secured job with time-bond 
upward mobility. They do not measure their career success simply in terms of vertical 
advancement in the hierarchy or increasing salary levels. Career success is now 
characterized by the achievement of one’s full potential, and the ability to face 
challenges and assume greater responsibility, along with increased autonomy, and 
these needs are based on their respective career stages to which they belong. If the 
organizations successfully fulfill their employees’ aspirations they will be motivated 
and their performance would increase. Through this an organization can develop their 
employees as their asset and can retain them for a long run. This broader hypothesis 
based on deductive logic may be the basis of future researchers for its testing in the 
empirical setting. 
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Abstract 
 
The market for Ayurvedic medicines in India today displays great variety and 
complexity. There are companies which are specialized in making Ayurvedic 
drug formulations ,while some are more oriented towards manufacturing herbal 
cosmetic and personal care products.The products of these companies are 
included within the broad category of "fast moving consumer goods”. 
The organized sector comprises of large manufacturing units and well-
established manufacturers who operate in both domestic and international 
markets.Small manufacturing units manufacture a few medicines and operate 
in a small area. The unorganized sector includes practicing Ayurvedic experts 
(Vaidyas) and micro-units manufacturing only a few products and operating at 
local level. There are many important Non Wood Forest Products (NWFP) 
found in the forests which are of medicinal importance spread throughout the 
state. A centre was established by the Madhya Pradesh State Minor Forest 
Produce (Trading & Development) Co-operative Federation Limited at 
BarkhedaPathani, Bhopal known as Minor Forest Produce Processing and 
Research Centre (MFP PARC) which manufactures a range of Ayurvedic and 
herbal formulations. The finally processed products are marketed through the 
brand name of “VINDHYA HERBALS”.  
Through this study an analysis of the existing marketing system was carried out 
to determine the market mix. Comparison was also sought between similar 
brands (Dabur and Himalaya) to determine the preference among customers. 
Secondary data related to price of the products were also collected and 
analyzed.  Customers were selected on the basis of convenience and 
interviewed through a structured interview schedule. Their responses were 
analyzed.  
 
Keywords: Ayurvedic , Marketing System, Supply Chain, NTFP, SWOT 
Analysis.  
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Introduction 
 
In the Ayurvedic Pharmaceutical industry, medicines are produced by several 
thousand companies in India majority of them being quite small that include 
numerous neighborhood pharmacies thatcompound ingredients to manufacture their 
own remedies. For decades the industry was dominated by a dozen major companies 
who had a majority share in this business. Recently a few others have followed their 
lead to meet the growing demand for Ayurvedic medicine. Today there are about 30 
companies doing a million dollars or more peryear in business. 
 
Herbal Market scenario in India 
 
The market for Ayurvedic medicines in India today displays great variety and 
complexity. The Indian herbal drug market size is about 7500 crore and reflecting a 
compound growth rate of over 20 percent.  The rapid increase in the number of 
manufacturers worming their way into this already established industry indicates that 
it is a burgeoning business yielding hefty returns and is actually a good business sense 
.There are a myriad new companies every day, and the market is expanding at a fast 
pace. If we broadly examine the kinds of manufacturers, we find they are of the 
following types: 

• Companies that manufacture Ayurvedic medicines . 
• Companies that make mostly cosmetics and personal care products. 
• Companies that make what are known as patent medicines (new formulations 

made on the basis of established Ayurvedic knowledge).  
 
Of these, the fastest growing are the second variety, those of cosmetics and personal 
care products, so much so that well-established companies of Ayurvedic medicines 
are strengthening this part of their operations. One reason is due to the increasing 
demand of the skin care and beauty products. There is another dimension to this 
market, that of health resorts, rejuvenation retreats and Panchkarmachikitsa Kendra 
which are also becoming the bulk consumers of these Ayurvedic medicines. Broadly, 
the Ayurveda manufacturing units can be classified into two sectors 

•  Organized sector 
•  Unorganized sector  
 

The organized sector consists of large, medium and small manufacturing units. The 
large manufacturing units comprise of well-established manufacturers who operate in 
both domestic and international markets. They are the flag bearers of industry and are 
mainly responsible for the revival and growth of Ayurveda. The major players are 
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Dabur India Ltd., Shree Baidyanath Ayurveda Bhawan Ltd., Himalaya Drug 
Company Ltd., Charak Pharmaceuticals, Zandu Pharmaceuticals Ltd., Unjha 
Ayurvedic Pharmacy and Arya Vaidya Sala. Small manufacturing units manufacture 
a few medicines and operate in a small area. But at times these units are quite strong 
in their area of operation and limitation of reach. Also, there are certain small 
manufacturing units who cater to export markets only and have expertise in strategic 
formulation.  
 
 It is estimated that the micro units spread across India comprise a market bigger than 
the organized sector. Another important fact is that whether organized or 
unorganized, majority of the Ayurvedic drug manufacturing companies are mostly 
family owned businesses whose origin can be traced back to a Vaidya who used to 
prepare some formulations for dispensing, and the gradual acceptance of medicines 
led to growth of such units. Many such companies are now being run by third 
generation owner cum managers. The advantage of such ownership pattern has helped 
in the growth and rejuvenation of Ayurveda as the transfer of knowledge from one 
generation to other is facilitated, thereby enriching the knowledge base of families. 
But it has also caused a hindrance to the sector by bringing the attitude of secrecy and 
conservatism which has thereby affected its amalgamation with the general stream of 
development. This observation is most evident in the case of standardization of raw 
material as well as medicines.  
 
Literature Review  
 
The current status and sustainability report by Niraj Subrat, Meera Iyer, and Ram 
Prasad states that Ayurveda has a 70 %  share in the formal medicine market in the 
country. There are around 6,000 licensed units and an equal number of unlicensed 
units manufacturing Ayurvedic drugs throughout the country. Most of these 
companies owe their origination to a Vaidya (a practicing Ayurvedic expert) who 
used to prepare some formulations for dispensing. The gradual acceptance of these 
medicines and successive increase in their demand led to the growth of such units. 
The presence of a large number of small, unorganized micro-manufacturing units and 
pharmacies makes it very difficult to estimate the overall turnover of the industry. 
However, in present scenario the medicinal plants trade in India may be described as 
extremely complex, secretive, traditional, badly organized, highly under-estimated 
and unregulated with lack of standardization and stringent norms. The demand for 
Ayurvedic formulations is increasing both in the domestic as well as in the 
international market. According to recent estimates, the domestic sales are growing at 
an annual rate of 20 per cent while the international market for medicinal plant-based 
products is estimated to be growing at 7 per cent per annum. However, India has a 
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very insignificant share of the international herbal medicine market although it is one 
of the biggest reservoirs of plant resources. (The Ayurvedic medicine industry: 
Current status and sustainability. 
 
The study, brought out by the Associated Chambers of Commerce and Industry 
(ASSOCHAM), has viewed that the domestic herbal industry will grow rapidly in the 
coming years and by 2015, it is expected that the size of the domestic market will rise 
to Rs. 15,000 crore, reflecting a compound growth rate of over 20 percent. In words 
of the ASSOCHAM Secretary General, Mr.D.S.Rawat , ideally India should focus on 
Ayurvedic Medicines and Dietary Supplements (including health drinks), extracts, 
Oils and other derivatives, skin care and beauty aids. The study classified the Indian 
domestic market into two broad segments as follows: 

• The first one will cover raw materials required by the industrial units and 
direct consumption for household remedies. 

• The second category will cover ready to use finished medicines and health 
supplements.  

 
The study also points out that globally the dependence on herbal medicines, dietary 
supplements and skin and beauty aids will continue to gain greater share in view of 
the awareness and comfort level which is akin to the use of organic food products. 
But in view of the ASSOCHAM study (2009), the India’s share in the global herbal 
market when compared to its rich resource of medicinal plants is comparatively very 
less.     
 
According to the Press Trust of India / Mumbai (2009), India is succeeding China in 
terms of quantity of production of medicinal plants and having more than 40 per cent 
global diversity. According to the projection by the World Health Organization 
(WHO) the global herbal market will grow to $5 trillion by 2050.With such boom in 
the industry and without any standard norms, the categorization of herbal products 
becomes difficult. Pieter A Hooyenga, Renger F Witkamp, KeesGroen(2012) have 
classified Herbal medicinal products can be categorized into three groups as follows:  

• New herbal medicinal products,  
• herbal medicinal products with a bibliographical application (well-established 

use)  
• Traditional herbal medicinal products 

 
Volume and value of this trade is also show a steady increase. The study conducted 
by the Department for International Development, India (2009) suggested that the 
more highly processed, attractively packaged herbal products are not competing with 
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traditional sources of the same product. Rather, consumption of herbal products is 
increasing, with entry into new markets. 
 
Dr. Sharma (2006) estimated that over the last five years there has been a 
considerable increase in demand and quantity of processed medicinal and packaged 
herbal products both by private companies and government collectives. Ministry of 
Health and Family Welfare (2013) declares that, sixty five percent (65%) of the 
Ayurvedic formulas which are on the market are branded products and for their sale 
OTC marketing is much more common whereby manufacturers advertise in the 
public media and attractive packaging, catchy slogans and gift-with purchase deals 
are used to compete with other similar products on the market. Companies do their 
best to create brand loyalty and create a positive product image in the consumers' 
minds. Zimmermann (1995) showed thatassigning names to products is led by 
pragmatic considerations: for example, cyavanapras, an Ayurvedic formula 
containing over forty herbs and included in a classical rejuvenation therapy is sold as 
DaburChyawanprash; while the Himalaya Drug Company uses the name Geriforte to 
indicate basically the same formula Strategic considerations explain both decisions: 
Dabur markets the product straight to consumers while the Himalaya Drug Company 
targets professional providers such as physicians and pharmacies.  
 
According to Export manager Himalaya Drug Company (1997), The Himalaya Drug 
Company has an army of medical representatives' which visits physicians in their 
practice and pharmacists in their shops. Gifts such as pen holders, glossy magazines 
containing biomedical information together with laboratory and clinical research on 
the firm's products and clocks with the name and logo of the company are offered 
with the expectation that more Himalaya products will be recommended and sold. 
Research report by the in-house journal of Dabur(98) states that in the highly 
competitive Indian market for health and beauty products firms want to convince 
customers of the 'uniqueness' of their products. Distinctive packaging, modern dosage 
forms such as coated pills, fashionable syrups and effervescent tablets are seen as, 
'weapons to win the battle for the Indian consumer'  
Research Methodology 
 
Objectives of the Study 
 

• To study the marketing system followed to sell out Vindhya Herbal Products 
by the MFP Federation 

• To study the system of marketing of Vindhya Herbal Products vis-a-vis two 
other herbal based competitive brands and suggesting interventions for 
improvement in marketing of Vindhya Herbal Products 
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• Forest/Non-forest staff. 
• Doctors/Vaidyas. 
• Dealers. 
• Medical store owners(Retailers) 

 
Sample Size: The sample size included around 40 forest/non forest staff, 35 
doctors/Vaidyas, 10 dealers and 14 medical shop retailers. 
 
Sampling Tool: The In depth interviews were unstructured and open ended and 
techniques like laddering, hidden issue questioning and symbolic analysis were used 
as per requirement. The duration of the interview varied from 20 – 40 minutes 
depending upon the participation of the interviewee. Various aspects covered in the 
interview were as follows: 

• Location within the city 
• Organizational setup of the outlet 
• Infrastructural arrangements 
• Qualification ,training and awareness level of staff and doctors available 
• Degree of involvement of Distributor 
• Various aspects of the product properties 
• Promotional schemes offered to doctors, distributors and customers 
• Availability of margin in price and product logistics. 

 
Analysis: Quantitative analysis was done to analyze the level of consumer 
satisfaction. Data was collected through two sources as follows: 
 

• Primary data collection: For consumer satisfaction an interview schedule was 
prepared and consumers were interviewed in the same format to know the 
level of satisfaction.  

• Secondary data: Stock and sales registers were referred for analyzing the 
sales statistics. Also bill receipts were along with doctors’ prescriptions were 
seen. The study draws extensively upon literature review, and much 
information was obtained from medicinal plants related websites also and 
from the website of DABUR and HIMALAYA. Detailed investigations were 
carried out at the main processing centre MFP-PARC located barkheda 
pathani in Bhopal, Madhya Pradesh. 
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Findings and Observations 

 
The current marketing system for Vindhya Herbal Products was analyzed on the basis 
of 4P model as follows: 

• Product mix: The product line included a range of generic and branded 
formulations in wide-therapeutic segments. These products are manufactured 
according to traditional Ayurvedic formulation. It has a range of over 400 
medicines. Ethically promoted these include classical Ayurvedic medicines 
as well as products developed through in-house R&D, a range of OTC 
HealthCare products based on Ayurveda included Herbal immune 
modulators, digestive, restoratives, anti-flatulence and laxatives, tonics and 
mother and child care products. Safe and non-toxic herbal veterinary products 
for cattle’s are also manufactured. Broad categorization of the product range 
for Vindhya herbal products is as follows: 

 
1. Vindhya Herbals - Classical Single Herbal Churna 
2. Classical Compound Herbal Churna _ Lep 
3. Vindhya Proprietory Ayurvedic Perparations 
4. Classical KwathChurna 
5. Patent- Cream - And –Ointment  
6. Vindhya ProprietoryVati/Tablet  
7. Vindhya Proprietory Syrup  
8. Vindhya Proprietory Herbal Capsule  
9. Classical – Ayurvedic – Oil  
10. Asav And Arisht 
11. Classical Vati/Gutika 
12. Vindhya ProprietoryVati/Tablet 
13. Vindhya Proprietory Tea 
14. Classical- Gugullu 
15. Classical Bhasma/Lauh/Mandur 
16. Classical Parpati 
17. Vindya -Herbal - Honey 
18. Classical Avaleh/Paak 
19. Vindhya Proprietory Veterinary Medicine 

 
• Place mix: Distribution is said to be one of the major strengths for any 

company. The current distribution system of Vindhya herbals is as follows: 
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PROCESSING CENTER-VINDHYA HERBALS 
 
 

 
DISTRIBUTOR/SANJEEVANI OUTLET INCHARGE 

 
 
 

DOCTORS/CUSTOMERS 
 

Present Distribution system of Vindhya Herbals 
The various channels of distribution of products are as follows: 

• 24 Sanjeevani outlets spread across the state. 
• A chain of 27 dealers penetrating the market. 
• Availability of products through TRIFED networks throughout the country. 
• The products are also made available online through the organizations 

website www.vindhyaherbalsonlinestore.com 
• The products are also made available through Van melas organized round the 

year. 
It was observed that Vindhya herbal has to improve significantly in market coverage. 
Based on this the product placement should be one of Vindhya herbals greatest 
concern. But it needs to conquer certain loopholes present in the current marketing 
system. Firstly there were shortcomings in supply chain management - from the 
buying of raw material to the selling of finished goods. Hence, demand forecasting 
needs to be done on an annual basis using statistical and part out of gut feel. This 
would avoid inventory pile-ups. Second problem was with logistics and procedures. 
Ordering, processing and obtaining goods for an order process needs to be 
standardized. Also, a revival of supply chain mechanism needs to be done. 
For a growing company like Vindhya herbals the most critical aspect of business is to 
have the right stock, at the right place at the right time. 
 
Price Mix: Pricing is undoubtedly one of the most important decision areas 
of marketing. Price and sales volume together decide the revenue of any business. As 
the sales volume in itself is dependent in price. Pricing really becomes the key to the 
revenue of the business such is the case with Vindhya herbals.Vindhya herbals being 
associated as a brand name with forest department is well reputed and readily 
accepted in the market. The main strength of Vindhya herbals product besides their 
quality is the brand name. The organization needs to fix the price at a level, which 
gives suitable profits. Major factors affecting Vindhya herbals pricing policy are as 
follows: 
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• Costs of manufacturing & Marketing: 
Cost incurred in manufacturing and marketing a product gets reflected in the 
price.  

• Competitors pricing policy: In Ayurvedic medicine segment there is much 
competition to the reckoned with, the prices of the competitors for 
similar products have to be kept in mind before deciding on the price for a 
product. The pricing policy adopted by Vindhya herbals is cost based pricing 
where the total cost incurred in the manufacturing process of a product plays 
a significant part in deciding the price of the product. The approach used in 
cost - based pricing, at Vindhya herbals is Mark-up pricing. The major 
elements in this policy are as follows : 

• Fixed Costs: Which results from the expenses on men and machinery e.g., the 
wages and salaries paid, the annual changes of running a machine etc. These 
expenses remain fixed with the volume of production. 

• Variable Costs are the expenses that vary with the volume of production. 
They are a result of the raw materials used, the processes and technology 
employed, the sales tax or the excise duty accused in course of production 
of a particular product. 

• Mark-up: This is the margin, which is added to the above-mentioned costs 
before arising at the price of a product. This mark-up is what finally results 
into a profit for the company. Mark-up is a percentage of the total fixed and 
variable costs. Depending upon the type of product, its sale ability, the target 
segment, the competitor’s price, etc. Since Vindhya Herbals products are 
mostly Ayurvedic or herbal, the cost of the raw materials constitutes the 
chunk of the total costs. The cost of raw material differs from the variable 
costs and is different from product to product. Most of Vindhya herbals 
products are affordable i.e. they are priced towards the lower or moderately 
high end of the scale.  
 

Promotion Mix: The sales promotion covers advertising, personal selling, publicity, 
exhibition and demonstrations used in promotion. Vindhya herbals, like any 
upcoming FMCG company should realize the importance of advertising in the 
marketing of its product. But, it has rather lacked in maintaining a right promotion 
mix. At, the initial level, advertising was done through both electronic and print 
media. Also from time to time various Dealer promotion schemes are undertaken but 
these schemes are tactical in nature i.e., there is always some object to be achieved 
through them which can vary from increasing the number of dealers or giving 
incentives to dealers to stock more product. Advertising has not formed a thrust area 
of the marketing strategy and hence of the correct brand or company image has not 
been projected. Consumer schemes are also not undertaken and they are usually 



   JSSGIW Jo
 

 

needed. The
the sale of 
internal or 
systemized, 
through Van
schedule rev
than 10 pe
advertisemen
 

 
SWOT Ana

• Rep
• Spec

proc
• Pres

segm
• Puri

.
 

ournal of Mana

ese schemes 
a product. 
external for
regular and

n melas orga
vealed that V
ercent of th
nts(Fig 2 ). 

Fig.2 Aw

alysis 
Strengt

puted Forest g
cialization in
cessing. 
sence of  div
ments  
ity and effica

 

agement, Volu

may preced
In today’s c
rms an inte

d up to mark
anized round
Vindhya her
he people 

wareness of b

ths 
government 
n Honey 

erse product 

acy of produc

Any othe
43%

ume-II, Issue N

de the introdu
changing tim

egral part of
k. The prese
d the year. T
rbals is lacki
were made

brand throu

 Brand 

cts. 

Van me
21%

r

No. I, Oct.-Mar

uction of a n
mes, commu
f an organiz
ence of the c
he analysis o
ing in its pr

e aware ab

ugh various 

Doctor
13%

la

   
• Grow

food 
annua

• High 
consu

• Other
etc ar

• Oppo
other

r., 2015     

new product
unication - w
zation and 
company is 
on the basis 
romotion stra
out the bra

channels 

r

Friend
15%

Advertiseme
8%

    Opportu
wing packag

market in 
ally. 

brand awar
umer 
r product cat
re still unexp
ortunity to b
r category of 

67

t, to increase
whether it is
needs to ne
also marked
of interview

ategy as less
and through

ent

nities 
ge and can

India by 

reness of In

tegory cosme
plored.  
be substitut
food produc

e 
s 
e 
d 
w 
s 
h 

 

nned 
15% 

ndian 

etics 

e to 
cts.  



   JSSGIW Journal of Management, Volume-II, Issue No. I, Oct.-Mar., 2015     
 

 

68

                        Weaknesses 

• Unstructured marketing system 

• Low market presence 

• Uniform Brand for all category 

• Brand Proliferation  

• No ownership only stakeholders 
 

 
 

 
 
 
 
 
 

Comparison with Dabur and Himalaya 
 
On the basis of interview schedule, the following Radar graph depicts the category in 
which Vindhya herbal products are leading and lacking in comparison to that of 
Dabur and Himalaya.

 
 
Fig 4: Comparison of Vindhya herbals with Dabur and Himalaya on 6 marketing 
aspects 
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It can be observed from the chart that Efficacy is the strongest factor of Vindhya 
herbal and the taste of products is satisfactory. But, it is lacking in aspects of 
packaging, pricing, availability of products and appearance in general. 
 

Table 1: Price comparison of 15 products of Vindhya herbals 
 

PRODUCT NAME  

VINDHYA 
HERBALS 
(rs) DABUR(rs) HIMALAYA(rs)

1.       Ashwagandhachurna  

100 gm  90 60 

70 gm  75
60 gm  42 

 
250 mg  85

2.       Ashwagandha capsule  

100 capsule  300

10 capsule  32 

3.       Diabo-plus 500 capsule  

100 capsule  300

4.       Hipato-500 capsule  

60 gm  80

100 capsule  300

5.       Pidaharitel  

100 ml  130 60

50 ml  70 52 

6.       Abhyarishta  

680 ml  98 

450 ml  100 72 

200 ml  50

225 ml  42 

7.       Arjunarishta  

680 ml  118 

450 ml  100 92 
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200 ml  50

225 ml  54 

8.       Chandraprabhavati  

40 tablets  32 

60 tablets  60

80 tablets  58 

100 tablets  100

9.       Aarogyavardhinivati  

40 tablets  47 

20 tablets  25  
60 tablets  60   
100 tablets  100   

10.   Safed muslichurna    

125 gm  85  

100 gm  380   

50 gm  200   

11.   Hingwashtakchurna    

60 gm  50  

50 gm  45   

30 gm  30  

12.   Dashansanskarchurna    

50 gms  30   

13.   Arjun herbal tea(churna)    

20 gms   49

40 gm   95

100 gm  48   

200 gm  72   

300 gm  120   

14.   Sitopaladichurna    

60 gm  70  

50 gm  50   

30 gm  40  

15.   Triphalachurna    
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500 gm  79  

200 gm  50   

100 gm  30   

120 gm  34  
 
The following interpretations could be made from the table: 
 
Capsules  

• Diabo plus capsules do not have similar competing products. 
• Hipato 500 capsule is priced higher in comparison to Himalaya 
• Ashwagandha capsule is priced at par with Dabur. 

 
Churnas 

• Ashwagandhachurna and Safed muslichurna are priced very high in 
comparison to Dabur products. 

• Hingwashtakchurna, Sitopladichurna and Triphalachurna are priced at par 
with Dabur products. 

• Dashansanskarchurna has no similar products whereas the price of Arjun 
churna (tea) is less as compared to that of Himalaya. 
 

Vati: - Aarogyavardhini and Chandraprabhavativati both are priced at par with Dabur 
products. 
Arishtas: - Abhyarishta is priced higher whereas Arjunarishta is at par with Dabur 
products. 
Others: - Pidaharitel is priced higher as compared to both Dabur and Himalaya 
products. 
The 15 selected products of Vindhya herbal along with the number of users is 
depicted below.  
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Fig 3: Number of users for 15 selected Vindhya herbal products 
 
Conclusion  
 
For majority of the products ,the price of Vindhya herbal products have been priced at 
a higher rate but as observed from secondary sources ,these high priced products 
include Diabo plus capsule and Arjun churna tea which are the most selling products, 
hence higher pricing is not the consideration rather it needs to concentrate on 
maintaining the price : quantity ratio in a single product line i.e. with doubled 
quantity ,the price of the product should be lesser than the doubled quantity which is 
not so in the present case. The following conclusions can be derived from the present 
paper: 

• Pidaharitel is the maximum used product 
• Ashwagandhachurna and Dashansanskarchurna are the preferred ones in 

churna category. 
• Both Abhyarishta and Arjunarishta have a considerable demand. 
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• Chandraprabhavati, sitopladichurna and Ashwagandha capsule have 
minimum number of users. 
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Abstract 
 
The Micro, Small and Medium sized Enterprises (MSME’s) are one of the most 
vibrant and dynamic sectors of any economy, particularly in India by / as they 
ensure equitable, inclusive and employment friendly growth. Being the second 
largest manpower employer after agriculture, it is considered as a fertile ground 
for generating large scale of employment and industrialization in rural and 
backward areas, equitable distribution of national income, gradual increase in 
national wealth and reducing regional imbalances. Showing an admirable 
innovativeness and adaptability to survive during the recent economic downturn 
and recession, MSME’s are assigned with a target of 12% annual growth and 
additional employment to 4.4 million people. Hence, it has become an area of 
great interest and challenges both to the policy makers and researchers to 
estimate analyse and formulate industry friendly policies and solutions. However, 
most of the MSME’s are not able to establish and cope up with the environmental 
dynamics and challenges mainly because of difficulties in the areas of potential 
investment, technology, restructuring, innovation and human resources 
development. Amongst these, timely access and sources to potential investment 
are considered as the key factors for the healthy growth of this sector. In India  
banks and other financial  institutions perceive MSME’s as the core and strategic 
business and seem well positioned to expand their links through the use of 
technologies, business models and risk management systems ensuring a long run 
competitive and comparative advantage in offering a wide range of products and 
services on large scale. This paper tries to bring out a comparative study on 
various products offered and performance (Lending) by Public Sector Banks for 
promoting MSME’s in India. 
Keywords: Equitable, Inclusive, Employment friendly, Dynamics, Challenges 
and Products and Services. 
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Introduction 
 
The Government of India has enacted Micro, Small, and Medium Enterprises 
Development   (MSME) Act, 2006 in terms of which the definition of micro, small 
and medium enterprises are based on their investment on plant and machinery (for 
manufacturing enterprise) and on equipment (for enterprises providing or rendering 
services).  
 
The present ceilings on investment for enterprises to be classified as micro, small, and 
medium enterprises are as follows: 
 
Classification Manufacturing Enterprises 

(Investment limit in Plant 
and Machinery) 

Service Enterprise 
(Investment limit in 
equipment) 

Micro Rs.25 lakh Rs.10 lakh 
Small Rs. 5 crore 

 
Rs.2 crore 

Medium Rs. 10 crore 
 

Rs. 5 crore 

 
Fig. 1 (Definition of MSMEs’ in India- Annual report 2013-2014 Pg. 309 of Ministry 

of MSMEs’ Government of India) 
 
Bank’s lending to the Micro and Small enterprises (RBI, FAQ Question No. 2. Pg. 1) 
engaged in the manufacturing or production of goods specified in the first schedule to 
the Industries (Development and Regulation) Act, 1951 and notified by the 
Government from time to time is reckoned for priority sector advances. However, 
banks loans up to Rs. 5 crore per borrower/ unit to Micro and Small enterprises 
engaged in providing or rendering services and defined in terms on investment in 
equipment under MSMED Act, 2006 are eligible to be reckoned for priority sector 
advances. Lending to Medium enterprises is not eligible to be included for the 
purpose of computation of priority sector lending.  (RBI.Co.Plan.BC9/04.09.01/2013-
1014 dated July1, 2013) 
 
As per the extant policy, certain targets have been prescribed for banks for lending 
to the Micro and Small enterprise (MSE) sector. In terms of the recommendations of 
the Prime Minister’s task force on MSMEs (Chairman: Shri. T.K.A. Nair, Principal 
Secretary), banks have been advised to achieve a 20% year-on-year growth in credit 
to Micro and Small Enterprises, a 10% annual growth in the number of Micro 
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enterprises accounts and 60% of total lending to MSE sector as on preceding March 
31st to Micro Enterprises.  
In order to ensure that sufficient credit is available to Micro enterprises within the 
MSE sector, banks should ensure that: 
a. 40% of the total advances to MSE sector should go to Micro ( manufacturing) 

enterprises having investment in plant and machinery up to Rs. 10 lakh and 
Micro (service) enterprise having investment in equipment up to Rs. 4 lakh; 

b. 20% of the total advances to MSE should go to Micro (manufacturing) 
enterprises with investment on plant and machinery above Rs. 10 lakh and up to 
Rs. 25 lakh, and Micro (service) enterprises with an investment in equipment 
above Rs.4 lakh and up to Rs. 10 lakh. Thus, 60% of MSE advances should go 
to the Micro Enterprises (RBI, FAQ No.4, and Pg. 6 & 7.)  

 
Further to support rational credit flow from banks to MSEs, banks should also follow 
the Banking Codes. (RBI, FAQ No.23. pg. 5). This is a voluntary code, which sets 
minimum standards of banking practices for banks to follow when they are dealing 
with Micro and Small enterprises. 
 
Literature Review 
 
Jaskaran Singh (2014) Information is the key input that goes into the credit decision 
of banks and one of the challenges for banks is to acquire information about the 
credit risk of the borrower, as the borrowers have more information than the lender 
of the project, this fundamental information problem is the key concern that needs to 
be addressed in the allocation of loans. The absence of a mechanism to bridge the 
information gap between the borrower and the lender would lead to a failure to 
allocate loans effectively and efficiently. 
 
R.C. Chakraborty (2012) ,the statistics compiled in the 4th census of MSMEs’ sector 
2009 revealed that only 5.18% of units (both registered and un-registered) had 
availed finance through institutional sources. 2.05% availed from non-institutional 
sources and the majority of units i.e., 92.77% had no finance or depended on self-
finance. Therefore, financial inclusion, including MSMEs’ finance and the drive to 
universal accessand should be the mandate of the economy. 
 
Abhijeet Biswas (2014) the conventional wisdom argues that the inadequate 
financing of MSMEs’ is to a significant extent rooted in the supply-side feature. The 
manners in which the financial institutions and banks operate in the developing 
countries are biased when compared to large scale enterprises. MSMEs’ find it 
relatively harder to get access to finance from these institutions and banks and the 
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reason being, that it is very difficult to know about the payback capability of the 
firm. Whether the firm has feasible and profitable projects with them and whether 
they have the interest to pay back the money to banks. If a firm is unable to disclose 
its financial statements clearly then banks can not lend them with ease and 
confidence. In this case banks would be reluctant to lend to these firms or charge a 
higher risk premium.  
 
P.M. Mathew (2012) the present position and prospects of the sector are affected 
through domestic factors both in the market and at the policy level, this need to be 
examined in terms of the two sets of factors- demand side factors and supply side 
factors. A supply side factor arises from credit, technology & innovation. Credit 
delivery remains retarded because of two reasons, poor penetration of delivery work 
and poor credit delivery per.se. Out of 261 million enterprises in the sector only 36 
million are under the umbrella of institutional credit, representing just 13.79% as at 
the end of march 2010.Chakarboorthy committee (2007) which looked into the 
various credit related issues recommended that all units requiring credit up to Rs. 1 
crore should be assisted at the branch level as such units require proper due 
diligence, monitoring and supervision. 
 
Thorsten Beck (2008) banks in developing countries are less exposed to SMEs, tend 
to provide a smaller share of investment loans and charge higher fees and interest 
rates. Overall evidence suggest that the lending environment is more important in 
shaping bank financing to SMEs’ than firm size or the bank ownership type.   
 
Dr. Sanjeeb Kumar Dey (2014) financing to MSE sector has always been the priority 
for the policy makers in the country, which is evident from the recent announcements 
in the stimulus package during  global economic slowdown and also in  recent union 
budgets,  monetary and credit policies. The Government of India has shown strong 
commitment to double the credit flow to this sector in the next 5 years. According to 
Prime Minister’s task force it has been recommended and RBI has mandated that 
schedule commercial banks to achieve among others, 20% year-on year credit 
growth to MSE sector.  
 
Beger and Udell (2006) suggested a more complete conceptual frame work for 
analysis of MSMEs’ credit availability issues. This frame work shows that the key 
conduit through which government policies and national financial structure affect 
credit availability is lending technologies. The feasibility and profitability of 
different lending technologies are affected by the casual chain from policy to 
financial structure. These technologies, in turn, have important effects on MSMEs’ 
credit availibity. Financial structure includes the presence of different institutional 
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types and the conditions under which they operate. Lending technologies include 
several transactional technologies plus relationship lending. The frequent misleading 
conclusion is that large institutions are disadvantaged in lending to opaque MSME’s. 
Thampy (2010) gave a brief description about the major bottleneck in the growth of 
vital Indian Small and Medium Enterprises (MSME’s) sector is the lack of adequate 
access to finance. The major issues in the financing MSME’s in India include the 
information asymmetry faced by banks and the efficacy of measures such as credit 
scoring for SME’S whether transaction  lending would be adequate to address the 
information issues or would lending  have to be based on a relationship with SME’s. 
Whether the size and origin of the banks affect the availability of credit to SME’s 
including credit appraisal and risk assessment process is today’s banking landscape 
and the role the banks can play in developing the MSME sector in India.  
 
MSMEs’ in Indian Economy: 
 
1948-1991:In all the policies from 1948-1991, recognition was given to the Micro 
and Small Enterprises, termed as an effective tool to expand employment 
opportunities, held to ensure equitable distribution of the national income and to 
facilitate effective mobilization of private sector resource of capital and skills. The 
Micro Organization (SIDO) was setup in 1954 as an apex body for sustained and 
organized growth of Micro and Small Industries Commission and the Coir Board 
were also set up. Theera provided the supportive measures that were required to 
nurture MESs’ in the form of reservation of items for their exclusive manufacture, 
access to bank credit on priority sector lending programs of commercial banks, 
excise exemption, reservation under the government purchase programs and 15% 
price performance in purchase, infrastructure development and establishment of 
Institutes for Entrepreneurship and Skill development. MSME- Development 
Institutes were setup all over India to train youth in  and skill/ entrepreneurship and 
tool rooms were established with German and Danish assistance for providing 
technical services essential to MSE’s. At the State level, District Industries Centres 
were set up all over the country.   
 
1991-1999:The new policy for small, tiny and village enterprise in august 1991 laid 
the framework for government support in the context of liberalization, which sought 
to replace protection with competitiveness to infuse more vitality  and growth to 
MSEs’ in the face of competition and open market. Supportive measures 
concentrated on improving infrastructure, technology and quality. Testing centers 
were set up for quality certification and new tool rooms as well as sub-contracting 
exchange were established. The Small Industries Development Bank of India 
(SIDBI) and technology development and modernization fund were created to 
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accelerate fiancé and technical services to the sector. A Delayed Payment Act was 
enacted to facilitate prompt payment of dues to MSE’s and an Industrial 
Infrastructure development (IID) scheme was launched to set up Mini Industrial 
estates for Small Industries. 
 
1999 onwards: The Ministry of MSME came into being from 1999 to provide 
focused attention to the development and promotion of the sector. The new policy 
package announced in August 2000 sought to address the persisting problems 
relating to credit, infrastructure, technology and marketing more effectively. A credit 
linked capital subsidy scheme was launched to encourage technology up gradation in 
the MSE sector and credit guarantee scheme was started to provide collateral-free 
loans to micro and small Entrepreneurs, particularly the first generation 
entrepreneurs. The exemption limit for relief from payment of Central excise duty 
was raised to ` 1 crore and a market development assistance scheme for MSE’s 
introduced. At the same time consolations were held with stakeholders and the list of 
products reserved for production in the MSE sector was gradually reduced each year. 
 
In 2006, the long-awaited enactment for the sector finally became a reality with the 
passage/enforcement of Micro, Small and Medium enterprise Act. In March 2007, a 
third package for the promotion  micro and small enterprises was announced which 
comprised of the proposals/schemes having direct impact on the promotion and 
development of the micro and small enterprises, particularly in view of the fast 
changing economic environment, wherein to be competitive is the key 
success(MSMEs’ in India an overview, 2007).  
 
Some of the Recent Reforms for the MSEs’ Sector in India are as follows: 
 

• National Manufacturing Competitiveness Council (NMCC) was setup to 
energise and sustain the growth of the manufacturing industry. New 
promotional package for MSME’s, and focus on accelerating development 
of clusters. 

• A single comprehensive legislation for the promotion, development and 
enhancement of the competitiveness of the MSME sector-Micro, Small 
and Medium Enterprises Development (MSMED) Act, 2006 came into 
effect from October- 2006.  

• Revised strategy of lending and introduction on newer measures, such as 
the scheme to establish Small Enterprises Financial Centres (SEFC) for 
strategic alliance between branches of banks and SIDBI located in 388 
clusters identified by ministry of SSI. 
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• Promotion and financial support for credit-cum-performance rating in 
MSME sector in India, to facilitate greater and easier flow of credit from 
the banking sector to SME’s. 

• The National Commission for Enterprises in the unorganised sectors 
(NCEUS) has been set up as an advisory body and a watchdog for the 
informal sector to bring about improvement in the productivity of these 
enterprises for generation of large scale employment opportunities on a 
sustainable basis, particularly in the rural areas. 

• Facilitation of technology transfer through Technology Bureau for Small 
Enterprises (TBSE) accelerating initiatives to address various 
developmental needs for MSME’s in the 11th five year plan. Guarantee 
coverage under Credit Guarantee Fund for Small Enterprises expanded 
substantially Credit Linked Capital Subsidy Scheme for Technological up 
gradation. 

• New legislation on Limited Liability Partnership is being worked on. 
• Merger of the Ministry of SSI with the Ministry of ARL( India at 60 and 

beyond, 2007) 
• Package for promotion of Micro and Small Enterprises(MSE’s): In order 

to assist the MSEs’ in fully harnessing their potential by enhancing their 
competitiveness to face the challenges of stiff competition and in availing 
opportunities generated by  trade liberalization, the Government  in its 
NCMP declared that a “ major promotional package” will be announced 
for this segment to provide full support in the areas of credit, technological 
up gradation, marketing and infrastructure up gradation in industrial 
infrastructure.(Article- “The Relationship between Government Policy and 
the Growth of Entrepreneurship in the Micro, Small and Medium 
Enterprises on India.” By AsgarAfshar Jajansshahi, Khaleed Nawaser, 
Seyed Mohammad Sadeq Khaksar and AminReza Kamalian- Journal of 
Technology Management and Innovation Vol.6 no.1 Santiago 2011) 

• SEBI plans to roll out more measures to help SME’s: Earlier initiatives for 
SMEs’ in 2003 and 2009 were not successful, but a new set of measures 
taken in early 2012 had borne fruit. In a span of two years, 71 companies 
got listed on the SME platform and raise finances of about 600 crore, 
with a market capital of 2,500- 3,000 crore. In view of this progress 
SEBI came out with a set of regulations about an SME platform.( The 
Hindu Dt.09/10/2014) 

• There is a proposal by Central Bank for establishing small banks 
nationwide to finance small business. (Times of India Dt 14/11/2014 page 
No.25)  
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• There is a proposal of making the lenders to consider picking up equity in 
Micro Enterprises.(Times of India Dt.14/11/2014) 

• Given the current state of MSMEs’ in India, three sub sectors demonstrate a 
promising picture. 

a. Food Processing, having great potential because of tis agro-linkages. 
b. Textiles, offering great opportunities of innovation with backward linkages 

and having an inclusive angle. 
c. Electronics, having a great potential for value addition through linkages with 

ITES. 
 
Statement of the Problem 
 
The MSMEs’ sector in India acts as agents of balanced economic growth. The scope 
of this sector is wide, deep and demanding a high contribution towards GDP of our 
country as several complexities arises in the areas of management, finance, 
technology and human resource, which need to be addressed. This paper is  a small 
effort to study the role of Public Sector Banks in offering sector friendly products and 
its performance (Lending) towards solving the problems faced by MSMEs’. 
 
Objectives of the Study   
 

• To compare and analyse various credit products offered by Public Sector 
Banks to MSMEs’ sector. 

• To study the Performance (Lending) of Public sector Banks to MSMEs’. 
 
Research Methodology  
 
For the purpose of the study a simple comparative analysis on the number of 
products offered and the performance (Lending) of 4 public sector banks was 
undertaken  They are : 

• State Bank of India 
• Canara Bank 
• Vijaya Bank 
• Syndicate Bank 

 
Source of Data: The data for the above study is derived from secondary sources. 
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Data Analysis 
 

The study is a Simple Comparative analysis using Percentages. 
 
Limitations of the Study 
  

• The study is based only on the secondary data taken. 
• The study is based only direct services (Products) offered by the Public 

Sector Banks and there is no scope to consider any indirect services 
provided by the above institutions. 

• The study is based only on the performance (lending) side of the banks 
in regard to financing to MSMEs’.  

• The study is limited to only 4 public sector banks. 
 

Table-1: Statement Showing Number of Types of MSMEs Loans of Different 
Banks taken for the Study 
 

STATE BANK OF INDIA  

  MANUFCTURING TRADE SERVICES TOTAL
TERMLOANS 14 4 14 32 

WORKING CAPITAL 
LOANS 

14 6 
9 29 

TOTAL 28 10 23 61 
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Part: A 
 
INDIVIDUAL ANALYSIS: 
 
STATE BANK OF INDIA:The bank offers 2products (Term Loan and Working 
Capital Loan) to three category of MSMEs’. They are 

• Manufacturing 
• Trade Services 

 Under manufacturing it has offered 14 kinds of Term Loan products and 14 
kinds of Working Capital Loan products totalling to 28 kinds of Loan 
products. 

 Under Trade it has offered 4 kinds of Term Loan and 6 kinds of Working 
Capital Loan products totalling to 10 kinds of Loan products. 

 Under Services it has offered kinds of 14 Term Loan products and 9 kinds of 
Working Capital Loan Products totalling to 23 kinds of Loan products. 

 Over all it has offered 61 different kinds of Loan Products to MSMEs’. 
 
CANARA BANK:The Bank offers 4 Broad categories of Products to MSMEs’. They 
are 

• Schemes for Capital Investment 
• Schemes for Working Capital 
• Schemes for Composite requirement 

Others 
 Under Schemes for Capital Investment it has offered 14 kinds of Products.  
 Under Schemes for Working Capital it has offered 5 kinds of Products. 
 Under Schemes for Composite requirement it has offered 4 kinds of Products. 
 Under others it has offered 9 kinds of Products.  
 Over all it has offered 32 kinds of Products to MSMEs’. 

 
VIJAYA BANK:The Bank offers 5 Broad categories of Products to MSMEs’. They 
are 
 Micro Manufacturing Enterprises 
 Micro Services Enterprises 
 Small Manufacturing Enterprises 
 Small Services Enterprises 
 Medium manufacturing and Service Enterprises 
 Under Micro Manufacturing Enterprises it has offered 5 kinds of Products. 
 Under Micro Manufacturing Enterprises it has offered 4 kinds of products. 
 Under Small Manufacturing Enterprises it has offered 6 kinds of products. 
 Under Small Services it has offered 5 kinds of products. 
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 Under Medium Manufacturing and Services Enterprises it ha offered 3 kinds 
of products. 

 Over all it has offered 23 kinds of Products to MSMEs’. 
 
SYNDICATE BANK:The Bank offers 3 Broad categories of Products to MSMEs’. 
They are 
a. SyndVyapar 
b. Synd MSE 
c. New products.Under SyndVyapar it has offered 1 Product. 
 Under Synd MSE it has offered 1 Product. 
 Under New Products it has offered 7 kinds of products. 
 Over all it has offered 9 kinds of Products to MSMEs’. 

 
CONSOLIDATED ANALYSIS: 
 

• Over all the 4 Public Sector Banks offered a total of 125 products. 
• State Bank of India offers a Maximum number of kinds of products covering 

49% of the total products.  
• Canara Bank offers a Maximum number of kinds of products covering 26% 

of the total products.  
• Vijaya Bank offers a Maximum number of kinds of products covering 18% of 

the total products.  
• Syndicate Bank offers a Maximum number of kinds of products covering 7% 

of the total products. 
 

STATEMENT SHOWING THE PERFORMANCE (LENDING) OF STATE 
BANK OF INDIA FROM 2011-2012 TO 2013 - 2104 (Amount in Crores of 

Rupees) 
 

MSMEs' Lending 2011-2012 2012-2013 2013-2014 TOTAL 

TOTAL 163745 176950 179773 520468 

Percentage Change 100% 108% 109%   
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VIJAYA BANK 
• Banks’ Lending towards MSMEs’ during the year 2011-2012, 2012-2103 and 

2013-2014 amounted to 8286 Crores, 8716.36 Crores and 13115 
Crores respectively. 

• Year on increase/decrease from 2011-12 to 2013-14 were 5% decrease 
and58% increase respectively. 

• The total loan amount disbursed during the year 2011-201 to 2013-2014 was 
30117.4 Crores. 

 
SYNDICATE BANK 
 

• Banks’ Lending towards MSMEs’ during the year 2011-2012, 2012-2103 and 
2013-2014 amounted to 14736 Crores, 16428 Crores and 19800 
Crores respectively. 

• Year on increase/decrease from 2011-12 to 2013-14 were11% decrease and 
34% increase respectively. 

• The total loan amount disbursed during the year 2011-201 to 2013-2014 was 
Rs.50964 Crores. 
 

CONSOLIDATED ANALYSIS 
 

• Over all the selected 4 Public Sector Banks have lent in total 726289 
Crores., from 2011-12 to 2013-2014.,  

• State Bank of India has lent a Maximum amount of 520468 Crores.,from 
2011-12 to 2013-2014., contributing to 71.66% 

• Canara Bank has lent a Maximum amount of Rs.124740 Crores.,   from 2011-
12 to 2013-2014., contributing to 17.17%. 

• Vijaya Bank has lent a Maximum amount of 30117.4Crores.,   from 2011-
12 to 2013-2014., contributing to 4.14%. 

• Syndicate Bank has lent a Maximum amount of 50964 Crores.,   from 
2011-12 to 2013-2014., contributing to 7.03%. 

 
Conclusion and Suggestion 
 

• State Bank of India stands at pivotal position to support and promote 
MSMEs’, followed by Canara Bank, Syndicate Bank and Vijaya Bank. 

• There should be a major thrust on otherbanks to compel and offer more 
entrepreneurs friendly products. 
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• Since, MSMEs’ sector provide large scale of employment, the major demand 
of the day in this sector is to expansion of banking sector till to the end of the 
needy entrepreneur, by providing door to door offerings andsimplifying the 
system of financing with simple formalities of releasing loans and repayment 
of loans. 

• On an experimental basis, if delivery of some types of the loan products is 
outsourced, the function of making finance available may become much 
approachable. 
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Abstract 
 
In today’s scenario everyone is perpetually juggling the demands of a career and 
a personal life. Achieving the subtle “work-life balance” can often feel like an 
impossible goal, especially for those who strive to give their best to everything 
they do. In today's “do more with less” competitive reality, managing careers 
and families, and feel satisfied with both can be a enormous task. In a life filled 
with conflicting responsibilities and commitments, work life balance has 
become a major issue in the workplace.  
 
This study attempted to identify the work life balance among employees in 
banking sector in Bhopal city. It also attempted to identify the various factors 
that contribute to work life imbalance. It was found that there was a significant 
difference in work life balance among employees working in private sector 
banks and public sector banks. Work life of employees working in private banks 
experienced work life imbalance as compared to the employees working in 
public banks. 
 
Keywords: work-life balance, banking sector, factors, employees, analysis. 

 
Introduction 
 
Work–life balance is a concept including proper prioritizing between "work" (career 
and ambition) and "lifestyle" (health, pleasure, leisure, family and spiritual 
development/meditation). Related, though in broader terms also includes concepts of 
"lifestyle calm balance" and "lifestyle choices". 
 
Work-life balance is about effectively managing the juggling act between paid work 
and other activities that are important to us - including spending time with family, 
taking part in sport and recreation, volunteering or undertaking further study. 
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Work family balance is a form of inter role conflict in which role pressures from the 
work and family domains are mutually incompatible in some respect (Koizumi, 
2000). Achieving work-life balance yields benefits for both employee and employer. 
‘Exceptional organizations have leaders that create work environments where people 
can achieve work-life balance and well-being as they define it for themselves (Spinks, 
2004). Work life balance means adjusting the pattern of work so that your employees 
can benefit from a better fit between their work and areas of their personal life and in 
long run hope to achieve sustainable development and profitability (Verma, 2007). 
 
Work life balance has immerged as major issue, as organizations demand higher 
performance and commitment from their employees which is translated into 
expectations for working longer and for prioritizing work over personal life. Indeed, 
recent survey data suggest that the pressure on employees to work longer hours under 
rigid work schedule is ever increasing. 
 
Review of Literature 
 
Recent definitions of work life balance, in contrast to the earlier ones, approach work-
life balance as referring to the ability of individuals, regardless of age or gender, to 
find a rhythm that will allow them to combine their work with their non-work 
responsibilities, activities and aspirations (e.g see Felsteadet al., 2002). Therefore, 
work-life balance is an issue that pertains to any individual who is in a paid work, 
regardless of whether they have family responsibility or not. 
 
Mathew and Panchanatham (2011) revealed a number of issues related to Work Life 
Balance, including the fact that women entrepreneurs struggle to juggle between 
highly demanding familial/ domestic, entrepreneurial, personal and social duties and 
needs. Even though the vast majority of respondents struggle with work life balance 
issues, there existed significant variations in the perception of WLB among the 
various categories of women entrepreneurs, depending on age group, education level, 
income and marital status. 
 
The purpose of article of Joanna Hughes, Nikos Bozionelos (2007) is to explore the 
views of male workers in a male dominated occupation on issues that pertain to work-
life balance. It emerged that work-life imbalance was not only a source of concern, 
but also that it was the major source of dissatisfaction for participants. Furthermore, 
participants made a clear connection between problems with work-life balance and 
withdrawal behaviors, including turnover and non-genuine sick absence. 
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The objective of research of V. Varatharaj, S. Vasantha (2012) is to study the work 
life balance of working women in service sector. Work life balance entails attaining 
equilibrium between professional work and other activities, so that it reduces friction 
between official and domestic life. Work life balance enhances efficiency and thus, 
the productivity of an employee increases. It enhances satisfaction, in both the 
professional and personal lives. The findings of the study reveal the majority of the 
women Employees feel comfortable in their work place irrespective of their trivial 
personal and work place irritants. This paper attempts to indentify the various factor 
which helps to maintain work life balance among women employees in service sector. 
The purpose of study of Babatunde Akanji (2012) is to explore the perceptions of 
Work-Life Balance (WLB) practices in a developing nation-Nigeria. Thus, a 
qualitative approach was employed by conducting 61 in-depth interviews with 
Nigerian employees (41 women and 20 men) working in frontline employments in the 
banking, telecommunications and insurance sectors about their perceptions of WLB 
was undertaken. The findings showed that though conflict situations existed more 
than work-family enrichment, but under different circumstances due to the long 6 
Volume 7 legacy of national challenges facing Nigeria. This paper seeks to add to the 
compendium of WLB discourse on a global scale by examining key barriers detected 
to hinder its workable practices in Nigeria. 
 
The study of Muhammadi Sabra Nadeem (2009) was aimed to explore the 
relationship between work life conflict and job satisfaction in Pakistan. We/ It was 
found that job satisfaction is in a significant way negatively correlated with work to 
family interference and family to work interference. Job satisfaction is also found to 
be negatively related with stress in our research. However, the correlation of 
workload is positive and insignificant which shows that workload does not affect the 
job satisfaction of the employees in Pakistan. The policy alternative should be that a 
supportive management is required to minimize the conflict between work and 
family. Top management should realize the importance of work life balance and its 
adverse affect on job satisfaction. 
 
The research paper of Susi.S, Jawaharrani. K (2010) shows that a changing economy 
and an aging workforce can join together to create an employment environment 
where competent employees who are unhappy in their current situations are 
motivated to find a new place to "hang their hats". A highly engaged workforce is 50 
% more productive than an unengaged workforce. The majority of HR professionals 
(78 %) feel employee engagement is important or extremely important for the overall 
success of the business. Employee engagement is increasingly viewed as a “win-win” 
strategy for companies, employees, and their communities alike. In addition, work 
life balance is increasingly important for engagement and affects retention. This paper 
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examined some of the literature on employee engagement; explore work-place culture 
& work-life balance policies & practices followed in industries in order to promote 
employee engagement in their organizations to increase their employee’s productivity 
and retain them. 
 
The aim of the study of Lalita Kumari (2012) is to find out about the employee’s 
perception of their work life balance policies and practices in the public sector banks. 
Quota sampling method was followed. Data was analyzed with the help of factor 
analysis, descriptive and statistics test, mean, t-test and Karl Pearson’s correlation. 
The findings of the study emphasized that each of the WLB factors on its own is a 
salient predictor of job satisfaction and there is a significant gap among the female 
and male respondents with job satisfaction with respect to various factors of WLB. 
The result of study may have practical significance for human resource managers of 
especially banks to improve staff commitment and productivity along with designing 
their recruitment and retention policies. 
 
Haywars, Fong and Thronton (2007) observed that overall attitudes towards work-life 
balance were strongly associated with number of existing flexible working practices 
which were available at workplace, suggesting links between the implementation of 
work-life balance and positive attitudes towards it. 
 
Research Methodology 
 
Objectives of the Study 
 

• To study and understand the various aspects of work life balance. 
• To do a comparative analysis of the work life balance in private and 

public sector banks. 
• To give suggestive measures to enhance work life balance. 
 

Formulation of Hypothesis 
 
Null Hypothesis (Ho) -There is no significant difference between the mean scores of 
employees working in private sector banks and public sector banks with respect to 
work life balance. 
Alternate Hypothesis (Ha) - There is a significant difference between the mean scores 
of employees working in private sector and public sector banks with respect to work 
life balance. 
Data was collected through a framed questionnaire. Data collected has been presented 
in a tabulated form and analysis has been done.  
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Sample Plan -The sample included employees from private sector bank and public 
sector banks.  
Sample Size -The sample size for the study was 40 respondents from private and 
public sector banks at Bhopal, on whom a questionnaire was administered and 
information was obtained. 
Research Approach - Survey (Primary data is collected through self-structured 
questionnaire. Technique used was random sampling. 
 
Findings of the Study 
 
Data Analysis and Interpretation 

 
Table-1: Showing factors effecting Work Life Balance 

 
 Factors Effecting Work Life Balance Yes No Total 
1 Are you happy with your Job? 33 83% 07 17% 40 

2 
Do you get enough time for your family after 
working hours? 

20 50% 20 50% 40 

3 
Do you feel that you are able to balance your 
work life? 

18 45% 22 55% 40 

4 
Do you think or worry about work (when you 
are not actually at work or traveling to work)? 

30 75% 10 25% 40 

5 
Do you spend as much time as you’d like to 
with your children? 

28 70% 12 30% 40 

6 Do you get enough sleep and time to exercise? 31 78% 9 23% 40 
 
The above table of factors effecting work life balance shows that most of the 
respondents were happy with their jobs however they do not get time for other 
activities and the family. Most of the respondents feel that they think about work even 
when they are not at work. 
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Fig.1 Graph showing factors effecting work life balance 
 

Table 1.2 – Showing the importance of Work Life Balance 

  Importance of Work Life Balance Yes No Total 

1 
Do you think policy for work Life 
Management helps to increase 
productivity of the organization? 

35 88% 5 13% 40 

2 
Do you think with the efficient work 
life management policy organization 
is able to retain its employees? 

32 80% 8 20% 40 

3 
Do you think that you have good 
career prospects in the company? 

34 85% 6 15% 40 

4 

Do you think that if employees have 
good work-life balance the 
organization will be more effective 
and successful? 

34 85% 6 15% 40 

 
The above table of importance of Work Life Balance shows that most of the 
respondents feel that if there is a work life balance then the productivity of the 
employee increases enabling organization’s success and retention of the employees.  
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Fig.2 Graph showing the importance of Work Life Balance 
 
 
Table 1.3 – Showing the significant difference between the employees working in 
Public Sector banks and private sector banks. 
 
  

Difference between Public Sector & 
Private Sector Banks 

Private 
Sector 

Public 
Sector 

Total 

Yes No Yes No  

1 
Are you satisfied with the working hours of 
the organization? 6 14 20 0 

40 

2 
Does the organization take initiatives to 
manage work life of its employees? 14 6 19 1 

40 

3 
Do you generally feel you are able to 
balance your work life due to work life 
management policy of the company? 8 12 19 1 

40 

4 
Does the company provide maternity and 
paternity leave to the employees? 15 5 20 0 

40 

5 Leave policy of the company helps you? 9 11 20 0 40 
 
The above table shows that the employees of private sector bank feel that their 
working hours is more and the management policies of the company does not 
facilitate work life balance. On the other hand employees of public sector bank feel 
that their working hours and management policy is good and they are completely 
satisfied with the leave policy of the organization. 
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Suggestions 

• Facilities such as flexible timings, leave plans, leave on Saturdays must be 
introduced. 

• Undertake a review of existing policies and improve current practices on 
flexible working arrangements. 

• Workshops on stress management, time management and counseling sessions 
should be organized.  

• At work seniors must take care of the employees and make necessary changes 
to facilitate the requirements of the employees. 

• WLB improve the productivity and eliminate job stress, employers can also 
make efforts to know the workload and job demands. 

• More and more career and advancement opportunities should be provided to 
the young employees for professional as well as personal growth. 

 
Conclusion 
 
Majority of respondents were happy with their jobs however they feel that they are 
not able to spend quality time with family and children’s. They feel that they thing 
about job even when they are not at work.  
 
In private sector banks there are no policies which help the employees to get a work 
life balance; their leave policy is also not as employee friendly as in Public sector. 
 
Work pressure in Private sector bank is very high compared to Public sector. There is 
a 24 hours botheration of work – targets, clients, documents etc in Private sector 
banks, whereas in public sector bank this is not the scenario. 
 
The alternate hypothesis stating that - There is signification difference between the 
mean scores of employees working in private sector banks and public sector banks 
with respect to work life balance is accepted.  
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Abstract 
 
India has the largest number of English-speaking college graduates in the world. 
India can also claim to have the largest pool of low cost scientific and technical 
talent along with the language savvy youth. India has been and remains the most 
favoured offshore location for Technology Services. India has become one of 
the hot spots of outsourcing because of several factors. The ready availability of 
a vast pool of human resources consisting of qualified English-savvy youth is 
the prime factor. In fact, proficiency in English language is looked upon as the 
factor of consequence by both ITES and BPO sectors.  It is not abundance of 
manpower alone that attracts investment to India but quality manpower (which 
unfortunately is now increasingly in short supply. BPO exports from India grew 
by over 33%  and the industry has undergone a great transformation from 
executing entry level tasks to a high proportion of voice based services to 
complex and high-end knowledge process and research services. According to a 
joint report by NASSCOM & McKinsey, global offshore outsourcing 
expenditure would hit $110 billion by 2010 and tips India to capture more than 
50 percent of the market, provided it overcomes the challenges it faces. 
Business process outsourcing (BPO) companies along with IT-enabled services 
(ITES) are emerging as the major employment generating sectors in the country. 
This study is to find out the training needs required to fill the gap so that the 
graduates can gain employability skills on graduating through the institutes. It 
may help the institutes in finding the gap & need for training according which 
will further help them in improving the quality of education.. 

 
Keywords: Employability, IT Sector, BPO Industry, Academics, 
Communication skills. 
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Introduction 
 
Employability Skills in IT Services – the Indian context 
The skills-gap, which is the difference between the skills needed on the job and those 
possessed by applicants, is of real concern to managers and business owners looking 
to hire competent employees. India currently has 600 million people below 25 years 
of age, of which 320 million are in schools and colleges. Less than 25% of these are 
employable due to the skills gap. 
 
In addition the education authorities in India like AICTE, DTE & the universities do 
not provide much liberty to the technical & professional institutions to make 
necessary changes to fill the gap between the industry and education resulting in high 
level of unemployability among graduates.  
 
According to the key findings of IndiaSkills - People Matters Survey 2011 
(PeopleMatters, 2011) 
• 52% of the respondents agreed that there is inadequate number of candidates 

available when hiring for entry-level positions, while 75% agreed that there is a 
problem in finding quality Candidates. 

• Over 80% of the companies surveyed agreed that they prefer candidates who 
have some vocational or skills training when hiring for entry-level positions. 

• 91% respondents agreed that training is a must for entry-level roles. 
• 21% respondents felt that their current training system is not effective and a 

significant 30% were not sure about the effectiveness of their process for entry-
level training. 

• 87% respondents agreed that education, combined with vocational training, 
provides better candidates with respect to their job readiness, reduces training 
costs and makes employees hired at the entry-level become productive faster. 

• For 84% respondents, attrition levels are higher than 25%. Further, 52% 
respondents agreed that entry-level attrition is mainly driven by inadequate skills 
to cope with job demands and 55% agreed that attrition is also driven by the lack 
of awareness of growth opportunities in the organization. 

 
India has been and remains the most favoured offshore location for Technology 
Services. India has the largest number of English-speaking college graduates in the 
world. India can also claim to have the largest pool of low cost scientific and 
technical talent along with the language savvy youth. Many European and US 
companies have realized that they should focus on their main business and outsource 
their Human Resource Departments, Accounting departments and a multitude of 
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other functions. According to NASSCOM's (National Association of Software and 
Service Companies) Strategic Review 2007, the Indian IT-BPO sector would achieve 
USD 60 billion in export revenues by FY 2010. Key factors supporting this projection 
are the growing impact of technology led innovation, the increasing demand for 
global sourcing and gradually evolving socio-political attitudes.  
 
India has become one of the hot spots of outsourcing because of several factors. The 
ready availability of a vast pool of human resources consisting of qualified English-
savvy youth is the prime factor. In fact, proficiency in English language is looked 
upon as the factor of consequence by both ITES and BPO sectors.  It is not abundance 
of manpower alone that attracts investment to India but quality manpower (which 
unfortunately is now increasingly in short supply).  Entrepreneurs as well as 
technocrats from here have already etched their names in the annals of this 
fascinating industry.  This has established the credentials of the nation beyond doubt 
before others.  Availability of relevant infrastructure at optimum costs and 
communication facilities have been added incentives to foreign companies.  Yet 
another advantage is the time zone difference. India has an 8-12 hour time zone 
difference with respect to the US and other developed markets. It is of great 
advantage in BPO operations, which offers reduced turnaround times, since 
processing services are performed at night hours in the developed countries. 

 
BPO exports from India grew by over 33% and the industry has undergone a great 
transformation from executing entry level   tasks  to a high  proportion of voice based 
services to complex and high-end knowledge process and research services. 
According to a joint report by NASSCOM & McKinsey, global offshore outsourcing 
expenditure would hit $110 billion by 2010 and tips India to capture more than 50 
percent of the market, provided it overcomes the challenges it faces. Further growth is 
a real possibility, if the industry looks at higher and more value added services. 
Business process outsourcing (BPO) companies along with IT-enabled services 
(ITES) are emerging as the major employment generating sectors in the country. 
 
Need & Justification of the Study 
 
The A.T. Kearney Global Services Location Index which analyzes the top 50 services 
locations worldwide against 41 measurements in three major categories: cost, people 
skills and availability, and business environment, projects India at the top with China 
emerging a close second. The Global Services Location Index also projects that 
people skills and business environment are becoming increasingly important to attract 
investments. One of the success factors might have been the fact that the BPO 
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industry in India was able to attract youngsters with good knowledge and sharp 
minds, prepared to work with a flexibility to serve their clients. 
 
 Companies globally are looking at India as a potential option for BPO outsourcing 
services. Indian companies are better focused on maintaining quality and performance 
standards. They have also attained the quality certificates for their services. 
Furthermore, they are promising a significant and continuous improvement in 
productivity. The number of correct transactions per hour, the speed of answering 
calls and satisfying queries is high. As per NASSCOM projections, the ITES- BPO 
sector is expected to employ over 1.1 million Indians. It's not only touted as a 
booming market, but the growth potential is also many times over. 
 
Literature Review 
 
India’s advantageous position 
 
Though many other countries are in the fray, India still leads the rest. Many people 
seem to think that China is the next IT/BPO outsourcing destination. But according to 
a white paper prepared by Tholons Inc., a services globalization advisory and 
investment firm, it has been pointed out that China will remain only a distant 
competitor to India in the outsourcing landscape. Lack of maturity in service delivery, 
cultural incompatibility, poor English and communication skills are the major 
setbacks attributed to Chinese ambitions. The Indian education system also places 
strong emphasis on mathematics and science. It has enabled India to take advantage 
of the current international demand for IT. In terms of human resources, there are a 
number of countries who are at an advantageous position but the real difference 
between them and India is of quality man power. In the field of information 
technology and computer software, Indian experts have proved their worth beyond 
doubt. India is rich not only in terms of number of qualified people but the quality of 
our professionals is also of international standards. 
 
Indian programmers are known for their strong technical skills and their eagerness to 
accommodate and engage clients. In some cases, clients outsource work to get access 
to more specialized engineering talent, particularly in the area of telecommunications. 
Expertise in English language is also a great strength of India and it has definitely 
helped India in increasing its manpower quality. The only drawback India faces is the 
escalation of wages when compared to its competing counterparts. 
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Future trends in the BPO Sector 
 
Today, companies seek to capture the full value that global outsourcing offers. While 
more and more of the developed markets are coming in the fold of BPO offerings, 
domestic markets as well as some of the emerging markets are beginning to use these 
services as well. Businesses are defining the core of their businesses more sharply 
than ever, and are open to outsourcing everything else. Another trend is the 
emergence of BPO services relating to industries which may not have explored this 
option or have done so to a lesser extent, for example media, advertising, and 
education. Another area is knowledge process outsourcing (KPO), which includes 
activities that require greater skill, knowledge, education and expertise to handle.  
 
There are no estimates on the potential size of the KPO market, but consulting alone 
is worth $140 billion annually. Even if a small percentage of this can be outsourced, it 
runs into billions says Mr Subinder Khurana, President of marketRx, a KPO 
company. Some companies such as GE, Amex and McKinsey have already started to 
outsource work to India. According to a Confederation of Indian Industry (CII) study, 
India is all set to emerge as the global KPO hub and is set for explosive growth. By 
the year 2010, India will dominate close to 70% of the global KPO sector. Apart from 
education, the other areas are engineering design, biotech and pharmaceuticals, basic 
data search, integration and management. 
 
Talent Situation and Forecast 
Industry sources estimates (based on discussion with various industry personnel and 
NASSCOM) that nearly 2.7 million people would be required by 2012. A tentative 
break-up of the requirement and personnel in various categories will be: (In 
thousands)     
   Table.1 Requirement of personnel in various industries 
       
Industries/ Categories Numbers(in thousand) 
Customer care -1030 
Finance -206 
HR -690 
Project Services -447 
Administration -147 
Content Development -197 
Total -2712 
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Skill requirement of the BPO Industry 
 
 The ITES industry comprises BPO and KPO operations. The huge range of job roles 
offered are thus either voice based or non-voice based. The industry, be it voice or 
non voice, by its very nature requires a great deal of communication with customers 
offshore and onshore and hence skills in general abilities such as written and spoken 
English, are desirable and mandatory. The voice based processes such as customer 
service; tech support; telesales, and collections require a person to be good at spoken 
English in addition to the general abilities, whereas the skills required for a non-voice 
based process such as order processing, financial transaction, and medical 
transcription would require more emphasis on typing skills and quantitative ability 
rather than spoken English.  
 
BPO Industry – Challenges and Prognosis 
 
Attrition is a major problem the industry is facing. With every BPO candidate faced 
with myriad employment options, a vast majority of its employees choose the one that 
they think promises them the best salary, prospects and/or working conditions. Some 
studies done by companies and industry bodies have revealed that employee 
satisfaction is linked to their "development" which is more of an intangible factor. In 
such a context companies are embarking on programmes for employee learning, 
growth and development. They are also aware that heavily investing in people was a 
long term strategy which would deliver strong results. 
 
Until recently India's vast pool of talent was considered a great competitive 
advantage, but today shortages are emerging. Two years ago, NASSCOM predicted a 
shortfall – a talent shortage of 500,000 by 2010. What was an opportunity yesterday 
could well be a challenge today. And the industry has been gearing up to tackle the 
talent crunch. 
 
The 2005 NASSCOM-McKinsey study very clearly said that if nothing was done 
there could be a shortfall of 500,000 by 2010 for this sector alone. The quality aspect 
of the right talent is the issue. It's not the crowd that matters. The country turns out 
more than 4,00,000 engineers a year. But the industry thinks that a large number of 
them are not employable. The academic system is not market-responsive as a result of 
which people coming out of the system are unemployable.  
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Insights gained from the Industry 
 
Companies and their confederations like NASSCOM are exploring different means to 
meet the demand for skilled staff. There is also a growing debate in the BPO 
community about building alternative channels for talent – for example by putting in 
place self-funded educational systems to build the next wave of their workforce, 
rather than relying exclusively on the domestic educational system. Another initiative 
is NASSCOM’s recently launched NASSCOM Assessment of Competence (NAC) 
programme expected to assess and certify talent workforce to cater to their "skilled 
manpower" requirements.  
 
NASSCOM envisions NAC as a national standard for recruitment of entry level talent 
and that substantial cost savings will occur in industry's sourcing cost. It will also 
help in easy benchmarking for individual processes with industry standards. From the 
industry’s perspective it will also help to filter out non-serious candidates and hence 
have improved efficiency. Infosys BPO, the business process outsourcing subsidiary 
of Infosys Technologies, has partnered with Karnataka University, Dharwad, to train 
students in communication and domain specific skills thereby increasing their 
employment opportunities. The Infosys Affirmative Action Programme focuses on 
aligning the needs of general colleges, faculty and students with the industry needs, 
thus preparing "industry ready" professionals. 
 
Large companies like Accenture are on course to hit 35,000-headcount in India and 
they too are looking at innovative routes to reach India’s potential employable pool. 
Companies are investing heavily; Infosys has invested $300 million into building the 
world's largest corporate university in Mysore. They also have a programme called 
Campus Connect where they are working with 300 colleges of India.  
 
Inadequacy of Academic Programmes 
 
Industry sources indicate that only 25% of the fresh engineering graduates are 
employable in BPO and ITES industries.  The present curriculum in schools and 
colleges are focused on written English rather than spoken English.  Students are also 
not given opportunities to speak often in the class. Some industry personnel feel that 
the academia holds myths and negative perceptions about the BPO industry.  They 
also feel that the academic system is not market responsive and that the academic 
community is also not aware of the right skills needed to succeed in BPO industry.  
 
Mr Vinod, Vice President 24/7, a leading BPO, (in an interaction with IGNOU’s 
Course Development team) said that the academic community is not aware of the 
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right skills needed to succeed in BPO industry. While the educational qualifications 
required for this industry are minimal, availability of people with strong 
communication skills is a stumbling block. Though India has a strong educational 
system, ensuring the basic requirements of good spoken English is often a difficult 
problem. 
 
"The ability to understand and converse in English is an important aspect of the IT 
industry. If you don't have a reasonably good ability to speak English, among a few 
other attributes, prospective employers won't even look at you," says Kiran Karnik, 
former President of the IT trade body, National Association of Software and Service 
Companies (NASSCOM). NASSCOM pegs this shortage at five lakhs by 2010 with 
3.5 laksh in BPO alone and another 1.5 lakhs in the ITeS space. Mr. Karnik called for 
educational reforms to improve the English-speaking abilities of students. 
 
Thus, the main problem highlighted by the industry is the lack of effective 
communication skills of the employees along with necessary soft skills. Skills in 
using English language have become the sine qua non for a successful career in this 
industry. 
 
Changing trends in Communication Skills 
 
The communications industry has revolutionized the way we work, play and live. 
Most of us today receive more emails, and probably even SMS (Short Message 
Service), than we receive phone calls and hence it needs be noted that reaching the 
customer is not through voice alone.  While voice continues to be the main mode of 
contact, other contact mediums are fast emerging and gaining traction. It is estimated 
that by 2012, close to one-third of all interactions in a contact centre will be through 
channels other than voice. Email and web-chats are fast emerging, and Asian 
consumers in particular are heavy users of SMS.  
These changing communication trends are bound to change the way consumers 
interact with enterprises through the contact centre or otherwise. The Internet has also 
changed the way consumers communicate and search for information. Another 
emerging feature is IP based Voice solutions, popularly referred to as Voice over 
Internet Protocol or VoIP, where also language skills are   deeply needed. 

 
English – the Language of International Business 
 
English has emerged as the language of international business, finance, tourism, 
aviation and shipping, healthcare, science and IT. In the case of each of these 
industries, international companies are seeking to outsource operations from high-
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wage areas to lower cost markets – but only where sufficient language technical skills 
exist.  Graduates seeking to work in these emergent opportunities increasingly need to 
ensure that their communications skills are not merely adequate but that they possess 
first-class soft skills – consisting primarily of a set of English language 
communication skills. 
 
Employable Skill Development vis-à-vis Job Requirements 
 
In the BPO operations market, the wide range of job roles offered are either voice 
based or non voice based.  The industry, be it voice or non voice, by its very nature 
requires a great deal of communication with customers offshore and onshore and 
hence, skills in general abilities such as written English, ability to learn, attention to 
detail, comfort with numbers and basic maths and knowledge of proper usage of 
English are mandatory. The voice based processes such as customer service, tech 
support, telesales and collections require a person to be good at spoken English in 
addition to the general abilities. Whereas the skills required for  non-voice based 
processes such as order processing, financial transaction, and medical transcription 
would require more emphasis on typing skills and quantitative ability rather than 
spoken English, function based processes such as payrolls, accounting, and legal 
services also require an additional knowledge of domain skills.     
 
It has become an established fact that graduates aspiring for jobs in the booming IT-
enabled Services (ITeS) and Business Process Outsourcing (BPO) sectors need to 
polish their English-speaking skills. From the above it is clear that the BPO industry 
is set to grow globally in a healthy way and that India is emerging as the leader. It 
also becomes evident that the main driver of growth of the industry is people and 
talents. Here comes a significant and noticeable aspect that communication skills 
especially in English are vital in the whole scheme of things. 
 
Certificate in Communication Skills for BPO, ITES and Related Sectors (CCSS) 
 
 It is in this context that a Certificate Course in Communication Skills for BPO, ITES 
and Related Sectors (CCSS) in Open Distance Learning (ODL) mode for prospective 
jobseekers in the industry was conceived, designed, developed and delivered by the 
Centre for Extension Education (CEE) in the Indira Gandhi National Open University 
(IGNOU), New Delhi, India. A number of people from the industry were contacted 
by Angloscape - IT Skills Training Institute in Trivandrum, Kerala, and IGNOU, for 
inputs from the industry. Though the number of respondents was restricted, they in 
turn represented some of the largest companies and possessed detailed experience 
within the industry. 
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The need survey study conducted by Angloscape and the insights gained through the 
constant interaction with the above mentioned IT Industry and IT personnel have 
immensely contributed in designing the certificate course. The inputs from Industry 
substantially changed the earlier perception of the academics and resulted in an 
innovative programme development which was market responsive and employable 
skill-based.  
 
Conclusion  
 
Reinforced Employable Skills 
 
The emergence of India as a leader in the BPO market presents a huge range of 
opportunities to the graduating youth of today.  International and domestic firms have 
broken down the traditional hierarchical structure of Indian business and injected a 
renewed vigour into the Indian business scene.  However, as the above discussion 
repeatedly affirms, if this surge is to continue, demands for skills must be met. 
 
The overwhelming finding of this analysis is that, whilst technical skills are abundant 
amongst the graduating workforce (or can be taught), communications and soft skills 
are simultaneously becoming of greater significance and harder to find.  For the BPO 
market to continue to expand, and for graduating hopefuls to continue to be placed 
into fresh careers, a comprehensive and measurable method of improving candidates’ 
language and communication skills is fast becoming the greatest priority of the 
industry.  In this context both academia and industry alike identify that a 
communicative English course provided by a reputed national provider would be 
invaluable in enhancing employable skill development.  
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Abstract 
 
The oil and gas sector is one of the six core industries in India. It is of strategic 
importance and plays a pivotal role in influencing decisions across other 
important sphere of the economy. Keeping sector complexities in mind this study 
is carried out and it is focused on analyzing the profitability of two Indian public 
sector petroleum companies. Its core aim is to evaluate the past performance, 
income position and the expected future performance of the two companies in 
different business environment along with recognizing the effect of profitability 
ratios on company’s future. Therefore this paper deals with the comparative 
competitive analysis of profitability of the number one oil and gas corporations, 
BPCL and its giant competitor HPCL. It has been analyzed on the basis of ratios. 
Further their SD and CV, the Sum of Mean Values and Average score are 
calculated. At last concluding remark has been given on the basis of t-test (test of 
significance). It has been noticed that the Profitability position of both the 
companies are quite similar in spite of different business environment and market 
forces. 
 
Keywords: Profitability Analysis, Mean values, Standard Deviation, Return on 
Investment and t-test.  

 
 
Introduction 
 
As per a report the oil and gas industry in India is anticipated to be worth US$ 
139,814.7 million by 2015(IBEF). Production of petroleum products from Indian 
refineries has gone up from 217.736 MMT in 2012-13 to 220.756 MMT during 2013-
14 i.e. higher by 1.39% as compared to the previous year during the year keeping 
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pace with the economic growth trend the consumption of petroleum product in India 
has grown by only0.73% and rose to 158.197MMT during 2013-14.  
 
The main objective of a business is to earn a satisfactory return on the funds invested 
in it. Profitability analysis helps in ascertaining whether adequate profits are being 
earned on the capital invested in the business or not. It also helps in knowing the 
capacity to pay the interest and dividend. 
 
The Profitability ratios show a company's overall efficiency and performance. We can 
divide profitability ratios into two types: margins and returns. Ratios that show 
margins represent the firm's ability to translate sales dollars into profits at various 
stages of measurement. Ratios that show returns represent the firm's ability to 
measure the overall efficiency of the firm in generating returns for its shareholders. 
 
Justification of the Study  
 
With India’s economic growth closely linked to energy demand, the need for oil and 
gas is projected to grow further, rendering the sector a fertile ground for investment. 
Thus there is a need to study the profitability of such a growing industry for the sake 
of investment decisions to be taken by the potential investors 
The Focus of study is on the two Petroleum corporations:- 
 
 Bharat Petroleum Corporation Limited (BPCL) 
 Hindustan Petroleum Corporation Limited (HPCL) 

 
Bharat Petroleum Corporation Limited (BPCL) 
 
Bharat Petroleum Corporation Limited (BPCL) is an Indian state-
controlled oil and gas company headquartered in Mumbai, Maharashtra. The 
Corporation operates two large refineries of the country located 
at Mumbai and Kochi. BPCL has been ranked 242th in the Fortune Global 500 
rankings of the world's biggest corporations for the year 2014. 
 
In 1889 during vast industrial development, an important player in the South Asian 
market was the Burma Oil Company. Though incorporated in Scotland in 1886, the 
company grew out of the enterprises of the Chief Rohit Oil Company, which had 
been formed in 1871 to refine crude oil produced from primitive hand dug wells in 
Upper Burma. 
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In 1928, Asiatic Petroleum Company (India) started cooperation with Burma Oil 
Company. This alliance led to the formation of Burma-Shell Oil Storage and 
Distributing Company of India Limited. Burma Shell began its operations with 
import and marketing of Kerosene. 
On 24 January 1976, the Burma Shell was taken over by the Government of India to 
form Bharat Refineries Limited. On 1 August 1977, it was renamed Bharat Petroleum 
Corporation Limited. It was also the first refinery to process newly found indigenous 
crude Bombay High. 
 
In 2003, following a petition by the Centre for Public Interest Litigation, the Supreme 
Court restrained the Central government from privatizing Hindustan and Bharat 
Petroleum without the approval of Parliament. As counsel for the CPIL, Rajinder 
Sachar and Prashant Bhushan said that the only way to disinvest in the companies 
would be to repeal or amend the Acts by which they were nationalized in the 1970s. 
As a result, the government would need a majority in both houses to push through any 
privatization. 
 
Hindustan Petroleum Corporation Limited 
 
Hindustan Petroleum Corporation Limited is a Government of India Enterprise with 
a Navratna Status, and a Forbes 2000 and Global Fortune 500 company. It had 
originally been incorporated as a company under the Indian Companies Act 1913. It 
is listed on the Bombay Stock exchange (BSE) and National Stock Exchange (NSE), 
India. HPCL has an annual sales/income from operations of Rs 2, 32,188 Crores (US$ 
38.75 Billions) during FY 2013-14, having about 20% marketing share in India 
among PSUs and a strong market infrastructure. HPCL's Crude Thru put and Market 
Sales (including exports) are 15.51 Million Metric Tones (MMT) and 30.96 MMT 
respectively in the same period. It operates 2 major refineries producing a wide 
variety of petroleum Fuels & specialties, one in Mumbai (West Coast) of 6.5 Million 
Metric Tones Per Annum (MMTPA) Capacity and the other in Vishakhapatnam, 
(East Coast) with a capacity of 8.3 MMTPA. HPCL holds an Equity stake of 16.95% 
in Mangalore Refinery & Petrochemicals Limited, a state-of-the-art refinery at 
Mangalore with a capacity of 15 MMTPA. In addition, HPCL has constructed a 9 
MMTPA refinery at Bathinda, in Punjab, with Mittal Energy Investments Pvt. Ltd. as 
a Joint venture. HPCL also owns and operates the largest Lube Refinery in the India 
producing Lube Base Oils of International standards, with a capacity of 428 TMT. 
This Lube Refinery accounts for over 40% of the India's total Lube Base Oil 
production. Presently HPCL produces over 300+ grades of Lubes, Specialties and 
Greases.  
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1952-The Company was incorporated in the name of Standard Vacuum Refining 
Company of India Limited on July 5, 1952.  
1962- On 31st March, 1962 the name was changed to ESSO Standard Refining 
Company of India Limited. 
1974-Hindustan Petroleum Corporation Limited comes into being after the takeover 
and merger   of erstwhile ESSO Standard and Lube India Limited. 
1976-Caltex Oil Refining (India) Ltd. - CORIL is taken over by the Government of 
India with an Ordinance (1.39 MB) & in 1976, subsequently ratified by an Act (1.34 
MB) & in 1977 merged with HPCL (895 KB) & in 1978. 
 
1979-Kosan Gas Company, the concessionaries of HPCL in the domestic LPG 
market, are taken over and merged (1.07 MB) with HPCL. 
 
Literature Review 
 
Historically, many studies have been carried out to compare the financial 
characteristics of different sector and different groups of organizations. Most notable 
and relevant studies are: 
 
Raheman and Nasir (2007) carried on a research on profitability and working capital 
management of the Pakistani firms for a period of six years (1999-2004) and applied 
regression analysis to explore the relationship between working capital variables and 
profitability indicators and the result showed a negative relationship between working 
capital and profitability due to liquidity-profitability tangle. 
 
Kavita and Manivanna (2010) conducted a research on Indian software companies for 
a period of ten years ranging from 1997 to 2007. They applied regression technique to 
quantify the strength of relationship between operating profit and liquidity factors of 
the concerned firms and also to evaluate the overall financial performance and 
operational efficiency of the companies. 
 
A study has been conducted by Bhunia (2010) on private sector steel companies of 
India to test the short term liquidity trend of the companies and its effect on the 
financial performance. The study reveals that the inventory and receivable 
management require special attention and proper control over inventory. The 
investment in loans and advances should be minimized to the extent possible. A 
balanced and proper amount of working capital should be maintained in the business 
for smooth running of the same. The management of the companies should adopt a 
viable and proficient payment policy. At the same time maximization of assets and 
minimization of liabilities should be preserved and help Indian steel companies to 



   JSSGIW Journal of Management, Volume-II, Issue No. I, Oct.-Mar., 2015     
 

 

122 

grow further. A proper working capital management system ensures the hazard free 
business operations and also enhances the profitability of the company.  
 
Ramaratnam and Jayaraman (2010) used financial ratios in terms of liquidity, 
profitability, variability and sustainability to measure the financial performance of 
Indian steel industry for a period of five years from 2005 to 2010. Their study reveals 
that the critical situation faced by the Indian steel industry is due to over capacity and 
demand slowdown resulting in price cuts. The anti-dumping duties imposed by U.S 
and many European countries contributed to this demand supply mismatch in the 
market.  
 
Dr. S.K. Khartik, Titto Varghese, (2011) they found the profitability more or less 
depends upon the better utilization of resources and to manpower. It is worthwhile to 
increase production capacity and use advance technology to cut down cost of 
production and wage cost in order to increase profitability, not only against the 
investment, but also for investors return points of view. 
 
Asha Sharma and R.B. Sharma(2011). They attempt to identify and study the 
movement of key financial parameters and their relationship with profitability of 
textile industry. And the study whether the key identified parameters move in a 
synchronous way going up and coming down with basic profitability parameters. All 
three comparably profit-making companies have been taken as the sample for the 
study for the period of 2006 to2010. 
 
Venkatesan T, Nagarajan S.K, (2012), used two away ANOVA of ROI of selected 
steel companies and found that there is a significant difference between the selected 
steel companies viz; they are maintaining different level of returns on their 
investment. Finally Tata, sail has shown better performance in the area of earning 
power as compared to Bhushan and JSW on the other hand Visa’s financial position 
had a negative result during the study period.  
 
Ketan H. Popat (2013) used profitability analysis of selected hotel industries in his 
study. Tools like, mean and ANOVA were used to analyse the profitability trend of 
selected players of hotel industries. 
 
Research Methodology 
 
The study is done with special reference to two most preferred and trusted 
oil and gas corporations; BPCL and HPCL. For this purpose an exploratory method 
has been adopted as it helps us to investigate any problem with suitable hypothesis 
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and it is also important for clarification of any concept. The study will be based on 
secondary data and comparison has been made on the profitability of both the 
companies.  
 
Objective of the Study 
 

1. To find out the comparative profitability position of BPCL and HPCL.  
2. To judge the difference in the mean values of various profitability ratios 

between the companies and between the years during the study period. 
3. To analyse the profitability to know as to how the position of profits stands as 

a result of total transactions made during the year. 
 
Hypothesis: 
Null Hypothesis:   Ho: U1 = U2  i.e.  There is no significant difference in the 
profitability position of BPCL and HPCL   
Alternate Hypothesis:  H1: U1 # U2     i.e.    There is significant difference in the 
profitability position of BPCL and HPCL. 
 
Research Tool 
 
In this study, for interpreting the results modern financial  analysis have been carried 
out which minutely evaluates and examine relevant components for companies 
smooth functioning. Profit earning capacity is tested through Ratio Analysis. Further, 
SD and CV, the Sum of Mean Values and Average score are calculated. The research 
tool applied to prove the assumption is the test of significance. After judicious 
evaluation of all performance parameters companies are ranked according to their 
performance. The outcome of the study depends on the selected period by the 
researchers which may differ from other analysis. 
 
Data Collection 
 
The researcher has collected information from various internet sources, published 
reports, magazines, annual report and websites of the companies and the annual 
reports published by both the companies. The study is based on the previous 5 years 
financial data for the period of 2010-2014.  
 
Limitations 
 
The current study has been done of two companies and for preceding five years only. 
The data is entirely based on secondary sources and accounting tools and statistical 
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techniques used for this research has their own limitations which also apply for this 
research work. 
 
 
Profitability Analysis 
 
In business efficiency is measured by profitability. Profitability ratios help users of an 
entity’s financial statements determine the overall effectiveness of management 
regarding returns generated on sales and investments. Profit as compared to the 
capital employed indicates profitability of the enterprise. Profitability is important for 
an enterprise to maintain its capital and to expand the business operations. If an 
enterprise incur losses year after year, its financial position will become bad sooner or 
later. Thus, measure of profitability is an overall measure of efficiency. The 
profitability ratios could be determined on the basis of either investment or sales, and 
for this purpose a quantitative relationship between the profit and the investment or 
the sales is established.  
 

Ratios on the basis if sales:     
 Gross profit ratio  
 Operating ratio       
 Operating profit ratio   
 Net profit ratio 
 Expense ratio 
 Operating profit margin rate 
 Pretax margin rate 

 
Ratios on the basis if investment: 

 Return on investment 
 Return on shareholders equity 
 Return on assets 

 
Data Analysis 
 
Financial statements were taken for five years from 2010 to 2014 to evaluate the 
income position of the companies taken as sample i.e. of BPCL and HPCL and 
profitability ratios were calculated and further their standard deviations and 
covariance were ascertained. The calculations are summarized in Table no. 1 as 
follows: 
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Table no.1 

 
 

Findings on the basis of ratio analysis:  
 
1. From table no.1 it has been found that the gross profit ratio of BPCL is 

continuously increasing every year. It was 6.2% in the year 2010 and it increase 
to 6.8% 2014. Whereas the gross profit of HPCL 6.79% in the year 2010 but it 
started decreasing in 2011, then again increased in march2014 so this shows that 
both the company’s gross profit ratio has increased and it is adequate to cover the 
expenses and dividends and building of reserves. The higher sign of this ratio is a 
better indication of their financial position. 
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2. The operating ratio of BPCL is 97.1% in 2010 which has been decreased to 
96.8% in March 2014 the operating ratio of HPCL is 96.9% in March 10 which 
has also been increased to 97.65% in March 2014. The ratio decreases due to 
increase in sales and decrease in expenses but the ratio is still unfavorable as it 
led to low profit margin and it also indicates decline in efficiency of both the 
companies. 

3. The operating profit ratio of BPCL is very low in the year 2012 which is 1.8% 
and that of HPCL is low in 2013 that is 2.06%. In March 2014 the profit of BPCL 
increased to 3% which is higher as compared to HPCL that is 2.3%. So the ratio 
is very low and it shows the inefficiency of the business. A decrease in ratio 
leaves low profit margin for the business. 

4. The net profit ratio indicates overall efficiency of the business. The average net 
profit of BPCL is 1.12% and that of HPCL is 0.79%. So this is also very low and 
both the companies must show improvement in the operational efficiency which 
in turn will lead to high profit for the business in future years. 

5. The expense ratio of BPCL increased in 2011 and marginally decreased every 
year from 100.85 to 99.74% whereas the same of HPCL has also increased from 
92.32% to 99.24%. This shows that only BPCL is making efforts to reduce their 
expenses. But still the expense ratio of HPCL is low as compared to BPCL. 

6. The average percentage of operating profit margin rate of both the companies 
is same and low.  a low operating profit margin means that the company has bad 
control and/or that sales are increasing slower than costs, which is not the optimal 
situation for the company. Operating profit will be a lot lower than the gross 
profit since selling, administrative, and other expenses are included along with 
cost of goods sold. As the company grows and sales revenue grows, overhead, 
or fixed costs, should become a smaller and smaller percentage of total costs and 
the operating profit margin should increase. A low operating profit margin 
usually means that the business firm has a high –cost operating model. 

7. The pretax margin of BPCL is 0.02% on an average basis whereas of HPCL is 
0.01%. Lower pretax margins are undesirable and indicative of management's 
inability to keep operating costs low.  Since pretax profit includes the cost of 
goods sold, operating expenses, as well as interest expense, this measure also 
takes into account the company's use of leverage (debt). Investors and analysts 
typically evaluate a company's pretax margin over time, looking for an increase 
in the measure.  

8. The average return on investment of BPCL is 12.17% whereas of HPCL is 
8.44% which shows that the resources entrusted to the business are not efficiently 
used. So the company has to make efforts for earning more profit which shows 
that that the company stands in a strong financial position.  
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9. Return on equity is an important measure of the profitability of a company. 
Lower values are generally unfavorable meaning that the company is efficient in 
generating income on new investment. Investors should compare the ROE of 
different companies and also check the trend in ROE over time. However, relying 
solely on ROE for investment decisions is not safe. It can be artificially 
influenced by the management, for example, when debt financing is used to 
reduce share capital there will be an increase in ROE even if income remains 
constant. 

10. The return on assets of BPCL is 3.43% whereas of HPCL is 1.95% return on 
assets of BPCL is increasing at a faster rate as compared to HPCL which shows 
that HPCL is most asset-insensitive i.e. they need expensive plant and equipment 
to generate income compared to BPCL . Their Return on assets will naturally be 
lower than the ROA of companies which are low asset-insensitive (BPCL). The 
increasing trend of return on asset of BPCL Indicates improvement in 
profitability whereas of HPCL is fluctuating every year thus the profitability is 
unstable. 

 
Table no.  2 

Comparisons on the Basis of Mean Values of Ratios 

S.NO 
PROFITABILITY 

RATIOS 
FORMULAE 

AVERAGE RATIOS 
OF 

      
BPCL 

HPC
L 

1- 
GROSS PROFIT 
RATIO  

 GROSS PROFIT*100/NET 
SALES 

6.04 4.91 

2- OPERATING RATIO 
OPERATING COST 
*100/NET SALES 

97.58 97.54 

3-  
OPERATING PROFIT 
RATIO 

OPERATING 
PROFIT*100/NET SALES 

2.42 2.46 

4- NET PROFIT RATIO 
NET PROFIT*100/NET 
SALES 

1.12 0.79 

5- EXPENSE RATIO 
EXPENSES*100/NET 
SALES 

99.74 96.83 

6- 
OPERATING PROFIT 
MARGIN RATE 

OPERATING 
PROFIT/SALES 

0.02 0.02 

7- 
PRETAX MARGIN 
RATE 

INCOME BEFORE 
INCOME TAX/SALES 

0.02 0.01 

8- RETURN ON NPBIT *100/CAPITAL 12.17 8.44 
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INVESTMENT EMPLOYED 

9- 

RETURN ON 
SHAREHOLDERS 
EQUITY 

NPAT*100/SHAREHOLDE
RS FUND 

13.66 9.72 

10- RETUEN ON ASSETS NPAT*100/TOTAL ASSETS 3.43 1.95 

    Total 236.20 
222.6

9 

    Average Score 23.62 22.27 

    Ranking I II 

 
Findings on the basis of mean values: 
 
To analyse the above table no.1 it was found necessary to compare both the 
companies on the basis of mean values of their ratios. Table no. 2 clearly states the 
earning capacity of both the companies by giving them ranks on the basis of average 
scores. It is evident from the Table no. 2 that BPCL leads in the profitability analysis 
as compared to HPCL. BPCL’s average score of profitability score is 23.62 approx 
whereas for HPCL the score is 22.27. But it was also inferred that the comparative 
variability of BPCL is lesser than that of HPCL only in 4 out of 10 profitability ratios. 
Therefore the need for further clarification was felt and an attempt was made to find 
the result on the basis of an important parametric test t-test. 
 
Test of Hypothesis: 
t-test 
 
t-test is based on t-distribution and is considered an appropriate test for judging the 
significance of a sample mean or for judging the significance of difference between 
the means of two samples in case of small sample(s) when population variance is not 
known ( in which case we use variance of the sample as an estimate of the population 
variance). The relevant test statistic, t ,is calculated from the sample data and then 
compared with its probable value based on t-distribution (to be read from the table 
that gives probable values of t for different levels of significance for different degrees 
of freedom) at a specified level of significance for concerning degrees of freedom for 
accepting or rejecting the null hypothesis. 
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Table no.3 
 

TABLE SHOWING TEST OF SIGNIFICANCE (t-test) 

S
.N

O
 

PROFITABILITY 
RATIOS 

X2 for 
BPCL 

X2 for 
HPCL 

Standard 
Deviation

Test 
Statistic / t 

Value 

Critical 
Value 

Significant

1- GROSS PROFIT RATIO 6.04 4.91 1.02 0.55 2.306 YES 
2- OPERATING RATIO 97.58 97.54 1.38 0.01 2.306 YES 

3-  
OPERATING PROFIT 
RATIO 

2.42 2.46 1.38 -0.01 2.306 YES 

4- NET PROFIT RATIO 1.12 0.79 0.94 0.17 2.306 YES 
5- EXPENSE RATIO 99.74 96.83 2.81 0.52 2.306 YES 

6- 
OPERATING PROFIT 
MARGIN RATE 

0.02 0.02 0.00 -0.04 2.306 YES 

7- 
PRETAX MARGIN 
RATE 

0.02 0.01 0.01 0.26 2.306 YES 

8- 
RETURN ON 
INVESTMENT 

12.17 8.44 2.60 0.72 2.306 YES 

9- 
RETURN ON 
SHAREHOLDERS 
EQUITY 

13.66 9.72 3.89 0.51 2.306 YES 

10- RETUEN ON ASSETS 3.43 1.95 1.10 0.67 2.306 YES 
  
Calculation of t-test 
     ⎯x₁  - ⎯x₂           √  n₁* n₂ 
t =  ___________         *   __________ 
           S                    n₁+n₂ 
where 
        √ ∑d₁ ∑² + d₂² 
S =  _________________ 
             n₁+n₂ -2 
The table value is calculated at 5% level of significance for 8 degree of freedom. 
After the above calculations of test of significance with all the profitability ratios a 
summary has been prepared below to interpret the results accurately. 
 
Result 
 
As in this case variance of the populations is not known and sample sizes small, to 
measure the difference between the means of two samples, we used t-test (Fisher’s t-
test) to work out the test statistic. The observed ‘t’ value of all the profitability ratios 
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are lesser than table value of ‘t’ at 5% level of significance with d.f.8, which is 2.306.  
This shows that the null hypothesis i.e. there is no significant difference in the 
profitability position of BPCL and HPCL is accepted.  
 
Conclusion 
 
In the shadow of above revelation and facts the study concludes that the results of 
ratios in relation to sales of both the companies are quite similar bur the ratios in 
relation to investment shows that BPCL is better in making profits on capital 
employed. BPCL has slightly better strategic position in comparison to its competitor 
in all the respective profitability ratios. It has secured top position in profitability 
analysis. HPCL on other hand has secured second position. The financial position of 
both the companies is strong enough and both are giving tough competition to each 
other. 
 
Suggestions 
 
By analyzing the current trend of Indian economy and oil and gas industry we can say 
that future of this industry is bright and still it has to cross many levels. 
Industry is booming and investing in oil and gas industry will be prudent. Investing in 
both the companies for long period could be good.  
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