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EXECUTIVE SUMMARY

, RSWHG IRU WKLV SDUWLFXODU WRSLF QDPHG 35HFUXLWV
selection procedures have taken a dramatic change in the industry. Human resoyroasgbtes

for giving birth to human embalmers. The core function of an organization is Recruitment and
6HOHFWLRQ EHFDXVH WKH RUJDQL]DW hyRelcth& iHangpyieWhat D Q W
might have the potential to spoil the long earned goddwdorporate image and also incur heavy
recruitment costs otmem.

Recruitment refers to the process of attracting, screening, and selecting qualified people
for ajob at anorganizationor firm. For some components of the recruitment process, anidl
largesize organizations often retgmmofessional recruitersr outsource some of the process to
recruitment agencies. It is the process to discover sources of manpower to meet the requirement g
staffing schedule and to employ effective measures for attracting that manpower in adequate
numbers to facilitate effeige selection of an efficient working force. The main objective of the

recruitment process to expedite the selectiqmocess.

Selection on the other hand, is the process dfimgcindividuals who have relevant
gualifications to fill jobs in an organization. The purpose of selection is to pick up the most suitable
candidate who would meet the requirements of the job in an organization best, to find out which
job applicant will ke successful, if hired. To meet this goal, the company obtains and assesses
information about the applicants in terms of age, qualifications, skills, experience, etc. the needs
of the job are matched with the profileazndidates.

VP
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+RZHYHU S5HFUXLWPHQW LV DQ LPSRUWDQW paningy RI1 DQ

and their competitive strength. Competent human resources at the right positions in the
organization are a vital resource and can be a core competency or a strategfiagedfor it. The
objective of the recruitment process is to obtain the number and quality of employees that can be

selected in order to help the organization to achieve its goals and objectivesh&Vith



http://en.wikipedia.org/wiki/Employment
http://en.wikipedia.org/wiki/Organization
http://en.wikipedia.org/wiki/Recruiter
http://recruitment.naukrihub.com/recruitment-process.html

same objective, recruitment helps to create a pool of prospective employees for the organization

so that the management can select the right candidate for the right job from this pool.

| have also applafew research tools in the project such as the questionnaire, interview
method to obtain views of the respondents and thereby, have analyzed the factor by applying
columnar, bar & pie charts. However, | faced a few limitatiehsuch as sample constrgitime
FRQVWUDLQW UHVSRQGHQWY GLGQAW WDNH WKH TXHVWL
in answering the questions. Thus, | would like to conclude that from my project | have definitely

understood that employee recruitment & selectidhasbasics of an organization.
Conclusion

As | have come to the end of my study | have had the following experiences while conducting

this study.

X It was a very enlightening experience for me as | got to learn many new things through this
study.
X Variousvisits to the companid&€OD and ample interaction with the people has broaden

my horizon and taught me as to how are the HR policies in such big organinasides

| will thus always keep in mind the basic points necessary in outoddgy life andthank all the

people who have helped me in the completion of my project.

RQ



LITERATURE REVIEW

ARTICLE . EFFECTIVE RECRUITMENT BY REFERENCE CHECK
METHOD

AUTHOR : NGO VINET
SOURCE : http://EzineArticles.com/?expert=NgoVinet

OBJECTIVE : TO STUDY THE PURPOSE OF USING REFERENCE CHECK
METHOD IN THE RECRUITMENT PROCESS

SUMMARY : Checking candidates' information via reference is apréggl step in a recruitment

process. However, many companies do not pay much attention to such an important thing.

Recruiters should check candidates' information like achievements, behavior in their previous

companies..
Information that needshecking is:

l. Candidates' behavior/ habits that can badly affect your department or company's
activities.
1. Achievements which candidates mention to be theirs but in fact, those achievements
belong to the whole team. Awfully, some candidates make upash@vements.
M. Reasons why candidates do not work for the prewiougpanies.
V. Candidates' salary in their previoc@mpanies.

V. Relationship among candidates and their colleaguesaneagers.

Recruiters can easily check such information by calling referees..The more important the position
is, the more carefully they have to check the reference. In any circumstances, recruiters should
highly appreciate and focus on the reference check-Bynkute calls, it is quite difficult to know

much about candidates' achievements or problems. So they should spend at least 20 minutes for th

call plan. The questions they will ask referees about candidates are

1. How long have you worked with him? What is hlslity?

e


http://ezinearticles.com/?expert=Ngo

2. What are the main strengths and weaknessksn

3. What do you think in general about his competence and what are hiacha&uaements?
4. Couldyouplease tell me the relationship between himd his managers, inferior or
colleagues?

5. Do you know why he wants to change his job attinie?

Recruiters had better say thanks to the referees for spending time talking to them and ensure th3
they will keep secret about the talks.

Sometimes, referea not want to share negative information about candidates. If the recruiters
are professional and clever when talking, referees will agree to share with them the information
they need. Recruiters should talk to the most appropriate people like carididattsnanagers,
co-workers or inferior is the best way. The ones who know candidates at present are more suitable
than the ones who knew them 10 years ago. Normally the recruiters just need to find information
from 3 recent companies that candidatesehaworked. The recruiters must remember that

candidates' past achievements are the best mirror reflecting their future achievements.

RELEVANCE TO THE PROJECT : This article helps us to understand that Reference check in
recruitment process is a simple stept does not take so much time but can help to save money

and take some more information that is not mentioned in the candidates' applications or interviews,

1t




ARTICLE : SETTING UP A FORMAL RECRUITMENT AND HIRING PROCESS

AUTHOR : JEROME BALADAD (WEB CONTENT WRITER AND EX-HR
PRACTITIONER)

SOURCE : http://EzineArticles.com/?expert=Jerome_Balada

OBJECTIVE : TO STUDY THE INFLUEN CE TO THE DIRECTIONS ON HOW
RECRUITMENT AND SELECTION IS DONE IN ANY ORGANISATION

SUMMARY : Some organizations called the process "recruitment and selection.” But there is
consensus among credentialed HR Practitioners on how to best put in planestheffective
recruitment and hiring process to help accomplishing the goals of the organization. The author hag
culled from his many years of experience doing HR recruitment and hiring work to suggest steps
that he believes would be helpful to thosenested in having formal recruitment and hiring process

in place.

On the overall, the following steps are followed when one would like to put in place a formal

recruitment and hiring process:

1) First, define and clarify the strategy of tleganization related to Human Resource (HR)
management. This strategy has to come from théetogd leaders and managers of the organization,
following thesize.

2) Depending on the size of the organization there has to be someone responsible to takercharge
recruitment and hiring activities in the organization. He will also be empowered to make decisions
related recruitment and hiring. This person has to be a direct report of the CEO and the Chief HR
Executive in theneantime.

3) Assign who else will be inveed in the recruitment and hiring process. This can be a standing
committee of leaders and managers or a sepgraitg..

4 &RPH XS ZLWK RUJDQL]DWLRQDO FKDUW WKH MRE GHV
grades.

5 The responsible person whoesipowered to do recruitment and hiring will have to identify the

vacancies, or the jobs that have not been filled up, or withouinbents.

-10
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6) The Chief HR Executive willecide how the vacancies will be filled up. From the most critical
positions that have to be filled up to the less critical one. This can be done by ubmgs

recruitment Or by posting an online or print advertisement. Or by hiring a professiondér.

7) The group referred to in number "3" will then be tasked to accept applications.. He / She will have
to read, evaluate and study all applications received within a certain time frame. It's suggested to
consider candidates who are most qualified a&adly to do the job at once. From these applications
received, a tentative short list will be made. In case-bbuse recruitment, a tentative shist will

have to be drawn up. This list will be made up of the applicants to be consideirgdrigew.

8 The recruiter will then have to start getting in touch with the tentative shortlisted candidates by

fixing a schedule for an initial interview with each one of the candidates, or aigterypew.

9) Conduct the initial interview. During theaterview date, the candidates will fill up application
form if you have one to "get to know each other" the first time with the purpose of feeling out each

other if both parties can work together in trganization.

10) The recruiter will then have to decidéo among the candidates are worth taking a more serious
look by using certain tools like Psychologitedting

11) Come up with a definite short list for finialterview.

12) If nobody qualifies, or no one can be included in the shortlist, then the recruiterpest step
number "6," or study other recruitment options. Or announce for referrals of applicants from other
employees in the organization. Or put on hold the recruitment process, and continue at a morg
appropriatgime.

13) If there's a stronghortlist, the recruiter can proceed with the hiring process with approval and

finality by the. The CEO will make his / her decision depending on the recommendations of the

Chief HR executive and the members of the group referred to in nugiber

14) Make a jd offer. Confirm if the candidate will accept the offer. If there's a negotiation on the
compensation package, then this has to be clarified and completed first. Have the hiree submit thg
required legal documents to be able to start working with the aggon. Agree on which date to

start with thgob.

-11
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15) Make sure the desk or place of work has been cleaned out and ready for the next employee a dg
or two before the start of employment. Prepare all thistoffice supplies that will be used by the

newhiree.

16) Announce the name and relevant job details of the new hired with the rest of the organization to
ensure that everyone has been told about changes that may be brought about by the joining of a ne
hired.

17) Make sure you have someone to spend at least two hours with the new hired on the first day of
on the job. Or even spend lunch time or break time with the new hired, as soon as possible. This ca
be either the direct supervisor, or even one of the aimaioyees of the organization. He / She

buddies up with the new hired to better explain about the culture ofdhaization.

RELEVANCE TO THE PROJECT : This article helps to understand the steps of formal
recruitment and hiring process thatwouldi@® SIXO LQ PDNLQJ D FRPSDQ\AV H
and profit. It helps in assessing the employees for their integration & retention and also influences

the existing employees & the organization's performance.

-12
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ARTICLE : RECRUITMENT AS THE MOST IMPORTANT ASPECT OF HUMAN
RESOURCE MANAGEMENT

AUTHOR : JONES, DAVID A.; SHULTZ, JONAS W.; CHAPMAN; DEREK S. (2006)

SOURCE : RECRUITING THROUGH JOB ADVERTISEMENT : THE EFFECT OF
COGNITIV ELABORATION ON DECISION MAKING INTERNATIONAL JOURNAL OF
SELECTION AND ASSESSMENT, VOLUME 14, NUMBER 2, pp . .. .167-179(13)

OBJECTIVE : TO STUDY THE RECRUITMENT AND SELECTION PROCESS AS THE
MOST IMPORTANT ASPECT OF HUMAN RESOURCE MANAGEMENT

SUMMARY : Human Resource Management theories focus on methods of recruitment and selection
and highlight the advantages of interviews, general assessment and psychometric testing a
employee selection processes. The nigment process could be internal or external or could also be
online and involves the stages of recruitment policies, advertising, job description, job application
process, interviews, assessment, decision making, legislation selection and trainingsf@ucces
recruitment methods include a thorough analysis of the job and the labor market conditions and
interviews as well as psychometric tests to determine the potentialities of applicants. Various
techniques of selection include various types of interviewtsay exercise, role play, group activity,

etc.

Recruitment is almost central to any management process and failure in recruitment can create
difficulties for any company including an adverse effect on its profitability and inappropriate levels
of stafing or skills, labor shortages, or problems in management decision making. The recruitment
process could itself be improved by following management theorieRRbkigers seven point plan,

Munro-Frasers fivefold grading system, psychological tests, peasamterviews, etc.

Recruitment requires management decision making and extensive planning to employ the most
suitable manpower. The selectors aim is to recruit only the best candidates who would suit the
corporate culture, ethics and climate specifith® organization. Management would specifically

look for potential candidates capable of team work. The process of recruitment does not end with
application and selection of the right people but involves maintaining and retaining the employees

chosen. Thetes of HRM may provide insights on the best approaches to recruitment although

-13
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companies will have to use their in house management skills to apply generic theories within specific

organizational contds.

RELEVANCE TO THE PROJECT : This article helps us to understand that Competition among
business organizations for recruiting the best potential has increased focus on innovation, ang
management decision making and strategic planning. We canualserstand that Human

Management resource approaches within any business organization are focused on meetin
corporate objectives and realization of strategic plans through training of personnel to ultimately

improve company performance and profits.

- 14
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INTERNATIONAL ORGANIZATION FOR
EDUCATIONAL DEVELOPMENT

IOED VISION

To make Skilled, Empowered, Prosperous, Environmendly and Crimefree States
through various Employability Enhancement and Entrepreneurship Developmer
Programs along with promotion of culture and customs of Statecemed.

OUR OTHER BODIES

The INTERNATIONAL ORGANIZATION FOR EDUCATIONAL DEVELOPMENT -
IOED an International/Intergovernmental organization in Special Consultative Statu
with the Economic and Social Council (ECOSOC) of the United Nations since 2020.
is the highest status granted by the United Nations, thereby allowing an organizatiq
that gives us access to participate in the work of the UN Headquarters in New Yor
UN offices in Geneva and Vienna, its bodies including the General Assembly and oth
intergovernmental organizations. The access is essential for our advocacy as it allo
us to influence decisioomakers at the highest international level by delivering
statements, participating in negotiations and holding side events at the UN. Having tf
ECOSOC consultative status also means that the quality of our wok is regularl
reviewed by the UN, and that we need to live up to a certain standard in order to contin
to have the access we have. It is an organization with an international membersh
scope, and presence, Specialized International fully Accredited Permanent Diplomat
Mission having Principal Headquarter in the capital city of India, Delhi, established iy
June, 2014 with an aim to make Skilled, Empowered, Prosperous, Environimently

and Crimefree States. It is connected with the Sovereign States and having speci
Extraterritorial Status based upon the International Vienna Convention on the Law (
Treaties between States and International Organizations or between Internation
Organizations done at Vienna on 21st March 1986. It has been working on th
Diplomatic Relations, Educational Development (Research & Training), Cultura
Relationship, Economic Cooperation and Securiithe main drivers of development to
make Skilled, Empowere®Rrosperous, Environmesftiendly and Crimefree States. Its
work can be summed up in three wordkink, debate, and deliver.

-16
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It is growing as a multissue Think £ Tank institution, having undertaken Cognitive
Research networking universities and instiblns of every Nations supporting a range
of development activities worklidvide that pave the way towards equality, economic
growth, entrepreneurship development, employment opportunities, improved income
and better living conditions.

It is an organizatiorwith global mandates, funded through the contributions from all
the nations and also an organization with an international membership with improvgd
scope and presence. Thus, being a Group having members from more than one country,
government or norgovernnental, profit or nonprofit, IOED issue Identity Cards as per
category wise International Norms in favour of its all Members together with theg
National Passport with the consent of the member Nations concerned.

 NERNATOMLORG
ATl

-17




Historical Development ofRecruitment & Selection

In the earliest stages of an intervention, recruitment decisions often get made on the basis of who
is standing in the right place at the right time with the right look on his/her face. As the situation
matures, we have to think meocarefully about picking the right people for longgmm roles

including middle and senior management. The integrity of the recruitment and selection process
helps to ensure sustainability by building a strong and balanced team, demonstrating the
OrganiDWLRQAYV QHXWUDOLW\ SURPRWLQJ LWV JRRG QDPH
may find that one of the first roles you need to fulfill is a HR administrator to help achieve these
goals.

Here are the major stages in this cycle:

1. Defining theRequirement

Decide what vacancy you have. If you need to fill a new role quickly you might find it helpful to

adapt one of the models provided here:

Task analysisDraw up a detailed list of tasks that the person will have to do. This helps in

determiningthe qualities and qualifications genuinely required for the job.

Job descriptionproduce an outline of the broad responsibilities (rather than detailed tasks)

involved in the job.

Person specificatiomtecide what skills, experience, qualifications attdbutes someone will

need to do the job as defined in the task analysis and job description.

2. Attractingapplications

Your file of previous applicants can be a good place to start.

Advertising:phrase your announcement in a way that makes cleartiMhpb involves and the
type of person needed. Avoid any stipulations, which could be seen as discriminatory e.g.
-18
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applying an age restriction, which is not necessary. You can display a notice intenui#ty at

your gate, in the local newspaper or with a message on the local radio station.

Application Form:a welldesigned form can elicit information about the person's ability and
willingness to do the job. Do not ask for irrelevant information. Miakdear on the form that
applicants should consider the points in the job description and person description when applying.
Allow enough space on the form for applicants' answers, and indicate whether continuation sheetg
can be usedstate

clearly onthe form the closing date for applications. For senior positions a supporting letter or CV

may also be required; if this is the case indicate the kind of information sought.

Background informatiorprovide applicants with clear, tp-date andaccurate information about

the organization, its work, its priorities and the job. Clearly indicate the closing date for

applications and the short listing and interview dates.

3. Selection
Select your candidate. Be objective and unbiased. Choose the pédrsdrest fits your person

specification.

Short listing:assess applications on the basis of the person specification (standard forms can be
very helpful at this stage). Guard against bias and discriminatersure that you select for
interview those whamatch the specifications, regardless of age, sex, race etc, and that the

specifications are not themselves discriminatory.

Interviews:Interview your shortisted candidates. Remember that your job is not only to assess
the best candidate for the job,thalso to create a great impression of your organization. The
amount and quality of the information that you establish will be largely due to the effectiveness of
your questions. Use open questions (e.g. tell me about...how you...why did you...talkugk.thro

are do) and probe from the general to the specific. Avoid any questions, which could be considered
discriminatory eg: asking only female candidates who looks after their young children. If you think

such a question is relevanask it of all candidtes who havehildren.

-19




4. Candidate assessmernitste interview will provide you with some information but check it out

before offering a job. Ways in which you could do thidude:

I s« thecandidate to show you examples of previous work, do a presentation, a case study,
some tests or full assessment. Tests can be done before the interview or after the interview. It

depends on the number of candidates being interviewed and the type of job.

I =king up references: You must have the specific permission of the applicant to do so,

particularly if you wish to contact their current employer. If you need them quickly, try phoning.

5. Making a JolOffer
If you think you have found the right candidateW £V W LPH Wdffe? BoNydulWW KH MRE
successful candidate:

IR cpare and send the appropriate documentation

I 2ke up the employee's personnel file; and

I range the induction plan.

6. Induction

Help your new recruit to settle in quickly anéddome productive as soon as possible.

-20
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OBJECTIVES

To make a study on the most preferably used recruitment source in the companies.
(internal/external) whether is it in case of junior, middle or sdaigs.

To understand the recruitment strategies followed bgdhgpanies.

3. To identify the types of interviews conducted by ¢benpanies.

>

To take into consideration the different types of competency based practices conducted
by thecompanies.

5. Tounderstand the steps of recruitment procedure followed lyothpanies.
6. To study the importance of the factors that influences the recruipogcy.

7.
8
9

To analyze the challenges the countered by the HR abtheanies.

. To make a study on the crucial factwesponsible for the selectiprocess.

. To assess the conditions responsible for making the selection prosedcessful.

10. To know the steps of the selection process followed bgdhganies.

11. To know whether induction is carried on by tleenpanies.

12. To assess the importance of both recruitment & selectibiRill.
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Research Methodology

Definition of Research

Research is an organized and systematic way of finding answers to questions.

SYSTEMATIC because there is a definite set of procedures and steps which you will follow. There
are certain things in the research process which are always done in order to get the most accurate

results.

ORGANIZED because there is a structure or methagbing about the research. It is a planned

procedure, not a spontaneous one. It is focused and limited to a specific scope.

FINDING ANSWERS is the end of all research. Whether it is the answer to a hypothesis or even
a simple question, research is succdsshen we find answers. Sometimes the answer is no, but

it is still an answer.

QUESTIONS are central to research. If there is no question, then the answer is of no use. Researgh
is focused on relevant, useful, and important questions. Without a quessiearah has no focus,

drive, orpurpose.
THE OBJECTIVES OF RESEARCH

¥ To gain familiarity with a phenomenon or to achieve new insights int&xploratory

or FormulativeResearch.

¥, To portray accuratelythe characteristicef a particularindividual, situgion or a group

tDescriptive Research.

¥ To determine the frequency with which something occurs or with which it is

associated with something ela®iagnosticResearch.

¥ To test a hypothesis of a causal relationship between variablgsothesisTesting

Research.

- 23




CHARACTERISTICS OF RESEARCH

™ Research is directed towards the solution fadlem.
™ Research is based upon observable experience or emevidahce.
™ Research demandscacate observation ardescription.

™ Research involves gathering new data from primary sources or using existing data for a

newpurpose.
™ Research activities are characterized by carefully desjgnoegdures.

™ Research requires expertise i.e., gkiitessary to carryout investigation, search the

related literature and to understand and analyze theydttared.

™ Research is objective and logicghpplying every possible test to validate the data

collected and conclusiomeached.
™ Research involvedie quest for answers to unsolyadblems.
™ Research requireourage.
™ Research is characterized by patient and unhuatdity.

™ Research is carefully recorded aegorted.
RESEARCH DESIGN

Research design can be thought of as the structuesedrch- it is the "glue” that holds

all of the elements in a research project together. The elements of a research design include:

x Observations or Measures:These are symbolized by @' in design notation. An

O can refer to a single measure (e.g., a measure of body weight), a single instrument with
multiple items (e.g., a Xilem selfesteem scale), a complex mgtrt instrument (e.g., a

survey), or a whole battery of tests or measures given out on one octfagionneedo

- 24




distinguish among specific measures, you can use subscripts widh #sanO1, Oz, and

SO on.

x Ireatments or Programs: These are symbolized with 26" in design notations. The

X can efer to a simple intervention (e.g., a eimae surgical technique) or to a complex
hodgepodge program (e.g., an employment training program). Usuaily, teeatment
control or comparison group has no symbol for the treatment (some researchets use
andX- to indicate the treatment and control respectively). As with observations, you can

use subscripts to distinguish different programs or progeamtions.

x Groups: Each group in a design is given its own line in the design structure. if the design

notaton has three lines, there are three groups inl¢sen.

x Assignment to Group: Assignment to group is designated by a letter at the beginning
of each line (i.e., group) that describes how the group was assigned. The major types of

assignment are:
x R =randmassignment
x N = nonequivalengjroups
x C = assignment bygutoff

x Time: Time moves from left to right. Elements that are listed on the left occur before

elements that are listed on thght.

Steps in the Research Design Process

The steps in the design process interact and often occur simultaneously. For example, theg
design of a measurement instrumentnfuenced by the type of analysis that will be
conducted. However, the type of analysis is also influenced by the specific characteristics

of the measurement instrument.

Step 1:Define the Research ProblemProblem definition is the most critical part biet

research process. Research problem definition involves specifying the information needed by
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management. Unless the problem is properly defined, the information produced by the research
process is uritely to have any value. The basis goal of problem clarification is to ensure that the
GHFLVLRQ PDNHUAYV LQLWLDO GHVFULSWLRQ RI WKH PD(
appropriate area of concern for research. If the wrong management proltiansiated into a

research problem, the probability of providing management with useful information is low.

Step 2:Estimate the Value of the Information: A decision maker normally approaches

a problem with some information. If the problem is, say, wheth@ew product should be
introduced, enough information will normally have been accumulated through past experience
with other decisions concerning the introduction of new products and from various other sources
to allow some preliminary judgments to benfied about the desirability of introducing the product

in question. There will rarely be sufficient confidence in these judgments that additional
information relevant to the decision would not be accepted if it were available without cost or
delay. There mght be enough confidence, however, that there would be an unwillingness to pay

very much or wait very long for the addefbrmation.

Step 3: Select the Data Collection Approach:There are three basic data collection
approaches in marketirrgsearch: (1) secondary data, (2) survey data, and (3) experimental data.
Secondary data were collected for some purpose other than helping to solve the current problem

whereas primary data are collected expressly to help solve the problem at hand.

Step 4 Select the Measurement TechnigueThere are four basic measurement

techniques used in marketing research: (1) questionnaires, (2) attitude scales, (3) observation, an

(4) depth interviews and projectivechniques.

Primary Measurement Techniques

I. Questionnaire +a formalized instrument for asking information directly from a respondent
concerning behavior, demographic characteristics, level of knowledge, and/or attitudes, beliefs,

andfeelings.

Il. Attitude Scales +a formalized instrument faeliciting selfreports of beliefs and feelings

concerning ambject(s).
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A. Rating Scalestrequire the respondent to place the object being rated at some point along

a numerically valued continuum or in ooka numerically ordered seriesaategories.

B. Composite Scales+trequire the respondents to express a degree of belief concerning

various attributes of the object such that the attitude can be inferred from the pattern of responses.

C. Conjoint analysis *derive the value an individual assigns to various attributes of a

product.

I. Observation +the direct examination of behavior, the results of behavior, or physiological

changes.

II. Projective Technigues and Depth Interview tdesigned to gather infomtion that

respondents are either unable or unwilling to provide in response toqliestioning.

A. Projective Technigues +allow respondents to project or express their own feelings as a

characteristic of someone or somethaige.

B. Depth Interviews = allow individuals to express themselves without any fear of

disapproval, dispute, or advice from theerviewer.

Step 5:Select the SampleMost marketing studies involve a sample or subgroup of the total

population relevant to the problem, rather than aw®on$the entirgroup.

Step 6:Select the Model of Analysislt is imperative that the researcher select the analytic

techniques prior to collecting the data. Once the analytic techniques are selected, the researchg

should generate fictional responsesnny data) to the measurement instrument.

Step 7:Prepare the Research Proposal / Reportrhe research design process provides

the researcher with a blueprint, or guide, for conducting and controlling the research project.
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Factor Analysis

Factor 1: Recruitment sources used by the Companies.

Every Company has its own criteria of enumerating recruitment sources which are in favour of the

employees and also supports tinganization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

75% of the respondents reflected that they are in favour of internal recruitment while 25% of the
UHVSRQGHQWV A VXS®RUWY H[WHUQDO UHFUXLW

Conclusior | wish to suggest that the lion share of the percentage of respondents who are agreeing to the
internal recruitment denotes that they are satisfied with the jobs internal recruitment provides them the
opportunity of career growth. Compasishould take care of those individuals who are supporting the

external recruitment as external recruitment brings additional cost for the organization.
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Factor 2: Internal recruitment sources that sugganior/entry level.
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Percentile Response

Every Company has its own criteria of enumerating internal recruitment sources which are in

favourof the employees and also supports the organization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Transfer is the most preferred source of internal recruitment, followed by inclusion of retired

employees, demotion & dependents of the deceased employee.

Conclusion. | wish to suggest that the lion share of the percentage of respondents who are agreeing to
the transfer denotes that they are satisfied with the jobs as it provides them the oggorheijplaced in

a better prospective area. Companies can take into consideration the option of inclusion of the deceasefl
HPSOR\HHAY GHSHQGHQWY DV LW ZRXOG HQKDQFH WKH FRPSDQLH

-29




Factor 3: Internal recruitment sources that support middle level.
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Every Company has its own criteria of enumerating internal recruitment sources which are in favor

of the employees and also supports the organization in the long run.
Observation: Respondents fronlmé Companies Surveyed has responded in the following way:

Promotion is the most preferred source of internal recruitment, followed by transfer, inclusion of

retired employees & dependents of the deceased employee.

Conclusion. | wish to suggest thahe lion share of the percentage of respondents who are agreeing to
the promotion denotes that they are satisfied with the jobs it provides them the reward & recognition of
their hard work. Companies can take into consideration the option of inclusioe @é¢eased employee's
GHSHQGHQWYV DV LW ZRXOG HQKDQFH WKH FRPSDQLHVA UHSXWDW
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Factor 4: Internal recruitment sources that support senior level.
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Every Company has its own criteria of enumeratingrimdl recruitment sources which are in favor

of the employees and also supports the organization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Promotion is the most preferred source of interaatuitment, followed by transfer, inclusion of

retired employees & dependents of the deceased employee.

Conclusion. | wish to suggest that the lion share of the percentage of respondents who are agreeing to
the promotion denotes that they are satisfietth Wie jobs it provides them the reward & recognition of

their hard work. Companies can take into consideration the option of inclusion of the deceased employee'y
GHSHQGHQWYV DV LW ZRXOG HQKDQFH WKH FRPSDQLHVA UHSXW
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Factor 5: External recruitment sources that support junior/entry level.
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Every Company has its own criteria of enumerating external recruitment sources which are in

favor of the employees and alsopports the organization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Employee referrals are the most preferred source of external recruitment, followed by

advertisements, unsolicited applicgiabour contractors & employment exchange.
Conclusior.

| wish to suggest that the lion share of the percentage of respondents who are agreeing to th
employee referrals denotes that the company has complete faith & believe on the employees

Companies stuld also pay attention to unsolicited applicants.
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Factor 6: External recruitment sources that support middle level.
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Every Company has its own criteria of enumerating external recruitment sourcés amdim

favour of the employees and also supports the organization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Employee referrals are the most preferred source of extegwlitment, followed by

advertisements, unsolicited applicants, labor contractors & employment exchange.
Conclusior.

| wish to suggest that the lion share of the percentage of respondents who are agreeing to th
employee referrals denotes that ttempany has complete faith & believe on the employees.

Companies should also pay attention to unsolicited applicants.
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Factor 7: External recruitment sources that support senior level.
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Every Company haits own criteria of enumerating external recruitment sources which are in

favour of the employees and also supports the organization in the long run.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Employee refemls are the most preferred source of external recruitment, followed by
advertisements, unsolicited applicants, labor contractors & employment exchange.

Conclusion

| wish to suggest that the lion share of the percentage of respondents who are agrbeing to
employee referrals denotes that the company has complete faith & believe on the employees

Companies should also pay attention to unsolicited applicants.
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Factor 8: Recruitment procedure followed ltiye Companies.

Recruitment
Procedure

40%
W Centralized

Decentralized

Every Company has its own criteria of enumerating recruitment procedure which depends upon
WKH FRPSDQ\AV FDSDFLW\ ILQDQFLDO DELOLW\

Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred recruitment procedure is centralization. The reason behind such cause is
FRPSDQ\AEAV FDSDFLW\ ILQDQFLDO DELOLW\

Conclusion

| wish to suggest that the companies should pay attention to follow the decentralized procedure a$
it enable te company to expand itself & at the same time it releases the pressure on the top level

management.
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Factor 9: Role of academic marks in recruitment procedure.

Role of Academic marks

Somewhat disagree(Rank 5) - 5%
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Somewhat agree{Rank 2} — 40%
Strongly agree{Rank 1) _ 20%
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Percentile Response

Every Company has its own criteria of emerating the role of academic marks in the recruitment

procedure.
Observation: Respondents from the Companies Surveyed has responded in the following way:

85% of the respondents had given their vote to either somewhat/strongly agree or remain neutral

Suprisingly 15% have not given their vote in favour of academic marks.

Conclusion

| wish to suggest that the companies should pay attention to those individuals who are against the

IDYRXU RI XVH RI DFDGHPLF PDUNYV XQGHUVWDQG WKH U

recruitment strategy.
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Factor 10: Employment test to be conducted in junior level.

Employment Test(junior level)

| Aptitude test

M Intelligence test
W Graphology test
M Polygraph test

W Achievement test

Every Company has its own criteria of enumerating employment test which depends upon the

companykttlecision & to a certain degree compaériyancial stability.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred employment test is aptitude test, followed by intelligence test, graphology

test, polygraph test & achievement test.
Conclusion:

| wish to suggest that the companies should also pay attention to the achievement test as it will

enable a fresher to showcase his achievement in the academic area.
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Factor 11: Employment test to beoaducted in middle level.

Employment Test{middle level)

B Aptitude test

H Intelligence test
u Graphology test
m Polygraph test

® Achievement test

Every Company has its own criteria of enumerating employment test which depends upon the

companyktdlecision & to a certain degree compéanynancial stability.
Observation: Respondents from the Companies Surveyeddsgmnded in the following way:

The most preferred employment test is intelligence test, followed by aptitude test, graphology test,

polygraph test & achievement test.
Conclusior.

| wish to suggest that the companies should also pay attention to tegeanbnt test as it will

enable an employee to showcase his achievement in the academic & corporate area.
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Factor 12: Employment test to be conducted in senior level.

Employment Test(senior level)

| Aptitude test

M Intelligence test
= Graphology test
M Polygraph test

H Achievement test

Every Company has its own criterid enumerating employment test which depends upon the

companytdlecision & to a certain degree compé&rynancial stability.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred employment tesa@hievement test, followed by intelligence test, aptitude

test, polygraph test & graphology test.
Conclusion

| wish to suggest that the companies should also pay attention to the intelligence test as it will

enable an employee to use theerience to handle a critical situation.
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Factor 13: Should reference check be an integral part of recruitment procedure?

Reference Check

B Strongly agree{Rank 1)

E Somewhat agree{(Rank 2)
m Neutral{Rank 3}

B Strongly disagree(Rank 4)

® Somewhat disagree{Rank 5)

Every Company has its own criteria of enumerating the role of referenceinhteekrecruitment

procedure.
Observation: Respondents from the Companies Surveyed has responded in the following way:

96% of the respondents had given their vote to either somewhat/strongly agree or remain neutral

Only 4% have not given their vote iavior of academic marks.

Conclusion

| wish to suggest that the companies should pay attention to those individuals who are against the¢

favour R1 XVH RI UHIHUHQFH FKHFEN XQGHUVWDQG WKH UHD

recruitment strategy.
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Factor 14:Is erecruiting a suitable way of recruiting?

E-Recruitement

W Strongly agree(Rank 1)

m Somewhat agree(Rank 2)
M Neutral(Rank 3}

B Strongly disagree(Rank 4)

m Somewhat disagree(Rank 5)

Every Company has its own critevaenumerating the usage ofecruitment in the recruitment

procedure.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Surprisingly 62% of the respondents remain neutral.16% has given their vote against sath type

recruitment.
Conclusion

| wish to suggest that the companies should make this form of recruitment more popular & aware
to the employees.16% against such recruitment should also be taken into consideration to know

the reason of not supporting the comya recruitment strategy.
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Factor 15: Performance of-eecruitment.

Performance of E-recruitment

72%

15%

8% ;
- .

Good Very good Average Bad

M == = ~ 3 M A = M =9
M w O 0 8 w m 3

Ranking Order

Every Company has its own criteria of enumerating the measurement of the performance of e

recruitment.

Observation: Respondents from the Companies Surveyed has responded in the following way:
Surprisingly 72% of the respondents have voted for average & 15% for bad.

Conclusior.

| wish to suggest that the companies should make this form of recruitment more populae& awar
to the employees.80% supporting the below performance of such recruitment should also be taken
LQWR FRQVLGHUDWLRQ WR NQRZ WKH UHDVRQ RI QRW VXS|SR
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Factor 16: Key drivers of erecruitment.

Key drivers of E-recruitment
0.5 46%
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0.1
0.05
0
Reduce Increasing the Employee better Improving the
recruitment cost speed of time tool for corporate image &
recruitment team profile

Every Company has its own criteria of enumerating the key driversrecreitment in the

recruitment procedure.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Improvement of the cograte image & profile is the most preferred key driver-oé@uitment,
followed by reduction of recruitment cost, employee better tool for recruitment team & increasing

the speed dime.
Conclusiort.

| wish to suggest that the individualspporting the corporate image & profile denotes their loyalty
& satisfaction towards their company & job respectively. Employees should also takes into

consideration the matter of reduction in recruitment cost which will also benefit the companies at

large.
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Factor 17: Importance given to the factors while recruiting the junior level.

R
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Every Company has its own criteria of enumerating the factors to be taken into consideration while
recruiting the juniolevel.

Observation: Respondents from the Companies Surveyed has responded in the following way:

Quialification is the most preferred factor to be taken into consideration while recruiting a fresher,

followed by communication skills, leadership qualit®egxperience.
Conclusion

| wish to suggest that the individuals supporting the qualification factor denotes they are favoring
D IUHVKHUAY DFDGHPLF DFKLHYHPHQWYV & Rde@muQidatibh V KR

skills equally with that of qualifidéon factor as it is very much associated with qualification.
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Factor 18: Importance given to the factors while recruiting the middle level.
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Every Company has its own criteria of enumeratingdbtors to be taken into consideration while

recruiting the middle level employees.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Quialification is the most preferred factor to be taken into consideration wtiiletieg a middle

level employee, followed by, experience, communication skills & leadership qualities.
Conclusion

| wish to suggest that the individuals supporting the qualification factor denotes they are favoring
a middle level employd® academic achievements. Companies should also value the endployee
experience higher than that of qualification factor as a migdkel employee adds value to the

organization by means of experience not by academic achievements.
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Factor 19: Importance given to the factors while recruiting the senior level.
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Every Company has itsvn criteria of enumerating the factors to be taken into consideration while

recruiting the senior level employees.
Observation: Respondents from the Companies Surveyed has responded in the following way:

Experience is the most preferred factor totddeen into consideration while recruiting a senior

level employee, followed by, leadership qualities, and qualification & communication skills.
Conclusion

| wish to suggest that the individuals supporting the experience factor denotes they are favoring &
VHQLRU OHYHO HPSOR\HHZAZYV FRUSRUDWH DFKLHP/SHPRAQ WAV &
communication skills higher than that of qualification factor as a senior level employee adds value

to the organization by communication skills not by academieaehients.
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Factor 20: Number of interviews to be conducted to provide offer letter.

Number of interviews

3% 2%

B One
B Two
W Three

B More than three

Every Company has its own criteria of enumerating the number of interviews to be taken into

consideration while reciting employees.
Observation: Respondents from the Companies Surveyed has responded in the following way:
The most preferred number of interviews is two, followed by one, three & more than three.

Conclusion

| wish to suggest that the individuals suppuaytthe two numbers of interviews denote that they
want to face seldom number of interviews as possible. Companies should limit the numbers of

interviews to three in order to decrease the recruitment & at the same time reduce the pressure o

the selected eptoyee/s.
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Factor 21: Type of interviews to be conducted to provide offer letter.

Types of interviews

M Panel interview
B Stress interview
Group interview
B One-on-one interview

H Telephone interview

Every Company has its own criteria of enumerating the types of interviews to be taken into

consideration whileecruiting employees.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred interview is ot@one interview, followed by telephonic interview, group

interview, panel interview & stress interview.
Conclusion:

| wish to sugges that the individual supportig the A R-@-onefinterview indicaes that they
want to face seldom pressure as possible. Companies should pay attention to the stress intervie
ZKHUH DQ LQGLYLGXDOekpdsedWUHVYV IDFLQJ FDQ EH
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Factor 22: Type of competency based practices.

Competency based practices

E Portfolio reviews
B Notices of job
requirements

E Template interview

H Role play

® Reference checking guides

Every Company has its own criteria of enumerating the types of competency based practices to be

carried on.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred competency based practices isptale followed by reference checking

guides, notices of job requirements, template interview & portfolio reviews.
Conclusion

| wish to suggest that the individual supporting the role play indicates that they want to keep
themselves ready for any role yheave to face, if needed. Companies should also practice the
notices of job requirements so that individuals can be kept informed by the orgarizationvay

communication.
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Factor 23: Reasons for vacay identification.

Vacancy identification

® Posts to be filled
® Number of persons

® Duties to he
performed

m Qualifications
required

Every Company has its own criteria of enumerating the reasons of vacancy identification.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred reason for vacancy identificaisotine duties to be performed, followed by

posts to be filled, number of persons required & qualification required.

Conclusion

| wish to suggest that the individual supporting the duties to be performed indicates that they are
laying more stress on thety from where they can derive job satisfaction. Companies should look
at the qualification required as it would reduce the number of unwanted applicants to apply for the

vacancy.
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Factor 24: Factors affecting recruitment policy.
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Every Company has its own criteria of enumerating the factors affecting the recryitient
Observation: Respondents from the Companies Surveyed has responded in the follaying

The most preferred factorffacting the recruitment policy organizational need followed by

organizational goals, recruitment costs, preferred recruitment source & personnel policies.
Conclusior.

| wish to suggest that the individuals supporting the organizational mekcites that the working
environment is good as they are keeping their individual needs behind organizational need.
Companies should also pay attention to recruitment source as adoption of internal recruitment will

cost less than the external recruitment
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Factor 25: Major challenges faced by HR in recruitment.
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Every Company has its own criteria of enumerating the challenges faced by HR in recruitment.
Observation: Respondents from th@ompanies Surveyed has responded in the following way:

The most preferred challenge faced by a HR in recruitment is adaptability to globalization,

followed by process analysis, lack of motivation & strategic prioritization.
Conclusion

| wish to suggesthat the individuals supporting the adaptability to globalization denote their
inability to come in terms with changing global environment. So the companies should train those

individuals & make them habituated with the changingironment.
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Factor 26: Factors affecting selection process (junior level).

Factors affecting selection process(junior
level)
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Every Company has its own criteria of enumerating the factors affecting the selection process
(junior level).

Observation: Respondents &m the Companies Surveyed has responded in the following way:

The most preferred factor affecting the selection process (junior level) is the industry type,

followed by salary budget, willing to relocate, domain experience & relevant experience.
Conclusion

| wish to suggest that the individuals supporting the industry type indicates that Organizations are
unwilling to take individuals from different industry. Employees should also rate the salary factor

equivalent to the industrype.
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Factor 27: Factors affecting selection process (middle level).

Factors affecting selection process(middle
level)
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Every Company has its own criteria of enumerating the factors affecting the selection process
(middle level).

Observation: Respondents &m the Companies Surveyed has responded in the following way:

The most preferred factor affecting the selection process (middle level) is the domain experience,
followed by relevant experience, salary budget, industry type & willing to relocate.

Conclusion:.

| wish to suggest that the individuals supporting the domain experience indicates that
Organizations are unwilling to take individuals from different domain. Employees should also rate

the salary factor equivalent to the domain experience.
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Factor 28: Factors affecting selection process (senior level).

Factors affecting Selection process(senior

level)
m Salary budget m Willingto relocate  ® Domain experience
® Industry type B Relevant experience
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Every Company has its own criteria of enumerating the factors affecting the selection process

(senior level).
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred factor affecting the selection process (senior level) is the relevant experience

followed by industry type, domain experience, willing to relocate & salargdiud
Conclusion

| wish to suggest that the individuals supporting the relevant experience indicate that Organizations|
are unwilling to take individuals from different domain. Employees should also rate the salary

factor equivalent to the relevant expeie.
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Factor 29: Essentials to make the selection procedure successful.

Essentials of the selection procedure

m Strongly agree

® Somewhat agree
Neutral

m Strongly disagree

m Somewhat disagree

Every Company has its own criteria of enumerating the essentials of the selection procedure.
Observation: Respondents from theoBpanies Surveyed has responded in the following way:

60% of the respondents have voted for strongly/somewhat agree but 20% have gone for neutral

Surprisingly 10% of the respondents are against it.

Conclusion in favour of the essentials (having the authority to select, job description & job

specification, availability of sufficient number of applicants) of the selection procedure.

| wish to suggest that the individuals supporting the essentials indicate that theyyamueh
satisfied with the organization. According to me, if the duties to be performed are also included

the 10% of rejection would decrease.
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Factor 30: Should induction procedure be carried on?

Induction procedure

M Yes

mNo

Evely Company has its own criteria of enumerating the induction procedure.

Observation: Respondents from the Companies Surveyed has responded in the following way:

95% of the respondents have voted for the induction procedure & surprisingly 5% are aghinst su

procedure which is very much useful for a new comer. One thing is to be mentioned here is that

5% includes mainly the top level employees.

Conclusion.

| wish to suggest that the individuals supporting the induction denote that it helps them to get
accistomed with the working environment, subordinates & the immediate supervisor. As

mentioned that top level employees (5%) are against it as the company has to bear a certain degre

of cost.
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Factor 31: Form of induction procedure.

Form of Induction

W Structured & formal

| Informal

Every Company has its own criteria of enumerating the form of induction procedure.
Observation: Respondents from the Companies Surveyed has responded in the following way:

90% of the respondents have voted fa informal induction procedure & surprisingly 10% are
against such procedure which is very much helpful for a new comer. One thing is to be mentioned

here is that 10% includes mainly the top lex@lployees.
Conclusior.

| wish to suggest that thedividuals supporting the informal induction denote that it helps them

to get accustomed with the working environment, subordinates & the immediate supervisor
quickly in comparison to formal induction. As mentioned that top level employees (10%) are
agairst it as they believes that being formal enables an employee to get accustomed with formal

corporate culture quickly.
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Factor 32: Major feature of the approach to selection interviewing.

Major feature of the approach to
selectioninterviewing

B Focussing attention to
competencies most
critical to success

= Use of
interviewers{panels) to
share information,reduce
bias

® Objective,reliable &
methodological

H Allof the above

EveryCompany has its own criteria of enumerating the major feature of the approach to selection

interviewing.
Observation: Respondents from the Companies Surveyed has responded in the following way:

The most preferred feature of the approach is objectivable-methodological, followed by use
of panels to share information & reduce bias, focusing attention to competencies most critical to

success & all of them
Conclusiorn.

| wish to suggest that the individuals supporting the objective, reliable & methochdiodicate

that they want to face as much as objective questions as possible in comparison to elaborate onep.
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OBSERVATIONS/EFINDINGS

[) 75% of the employees of are in favour of the intereatuitment.

II) 51% of the employees of are in favour of the internal recruitment source, i.e. transfer (junior

level).

1) 35% of the employees of are in favairthe internal recruitment source, i.e. promotion

(middlelevel).

IV) 40% of the employees of are in favour of the internal recruitment source, i.e. promotion

(seniorlevel).

V) 46% of the employees of are in favour of the external recruitment source, i.eyeepl

referrals (juniofevel).

V1) 50% of the employees of are in favour of the external recruitment source, i.e. employee

referrals (middle level).

VIl) 52% of the employees of are in favairthe external recruitment source, i.e. employee

referrals (seniolevel).

VIII) 60% of the employees of are in favour of the centralization as it keeps them under the

contact of with the heaguarters.

IX) 85% of the respondents had given their vote to eithepadat/strongly agree or remain

neutral. Surprisingly 15% have not given their vote in favour of acadeariks.

X) 45% of the employees of are in favairthe aptitude test as it enables them to prove their

suitability for the job (juniotevel).

X1) 47% of the employees of are in favour of the intelligence test as it enables them to apply

their experience & handle a critical situation (mideheel).

XIl) 49% ofthe employees of are in favour of the achievement test as it enables them to

showcase their achievement in the corporate sector ($ewnsdy.
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XI) 96% of the respondents had given their vote to eitherwbatéstrongly agree or remain

neutral. Only 4% have not given their vote in favour of academaidks.

XIV) 62% of the employees of are in a neutral position in caseretriitment.

XV) 87% of the employees of had opted for average & bad performargedruitent.
XVI) 46% of the employees of are in favour in the improvement of corporate impg#ile.

XVII) 48% of the employees of are in favor of the qualification factor to be taken into

consideration while recruitingfeesher.

XVIII) 40% of the employees of arefavor of the qualification factor to be taken into

consideration while recruiting a middle lewshployee.

XIX) 52% of the employees of are in favor of the qualification factor to be taken into

consideration while recruiting a senior leeahployee.

XX) 60% ofthe employees of are in favor of the number of interviews to be taken into

consideration while recruiting an employeéws.

XXI) RI WKH HPSOR\HHV RI| DUHRIQH IDWH LRY LWMRE EE ARRQEH

consideration while recruiting @mployee.
XXII) 48% of the employees of are in favor of the role play to be practicagamizations.
XXIII)  75% of the employees of are in favor of the duties to be performed.

XXIV) 55% of the employees of are in favor of the organizational need.
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XXV) 55% of the employees of are in favor of the adaptability to globalization.
XXVI) 42% of the employees of are in favor of the industpe.

XXVII) 39% of the employees of are in favor of the donsdperience.

XXVII) 49% of the employees of are in favor of the relevant experience.

XXIX) 60% of the employees of are in favor of the essentials (having the authority to select, job
description & job specification, availability of sufficient number of applicants) efstlection

procedure.
XXX) 95% of the employees ddre in favor of the induction procedure.
XXXI) 90% of the employees of are in favour of the informal indugtimcedure.

XXXI) 55% of the employees of are in favour of being objective, reliabtee&odological.
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SUGGESTIONS & RECOMMENDATIONS

1) I wish to suggest that the lion share of the percentage of respondents who are agreeing to th
internal recruitment denotes that they are satisfied with their joinsessal recruitment provides

them the opportunity of career growth. Companies should take care of those individuals who are
supporting the external recruitment as external recruitment brings additional cost for the

organization.

2) | wish to suggest that tH®n share of the percentage of respondents who are agreeing to the
transfer denotes that they are satisfied with the job as it provides them the opportunity to be placeg
in a better prospective area. Companies can take into consideration the optidasidrinofthe
deceasedmployee'slependentasit wouldenhancehe FR P S D €@huthtiof

3) | wish to suggest that the lion share of the percentage of respondents who are agreeing to th
promotion denotes that they are satisfied with the job as it pothden the reward & recognition

of their hard work. Companies can take into consideration the agtioclusion of thedeceased
employee'slependentasit wouldenhanceéhe F R P S D @huthYiofic

4) | wish to suggest that the lion share of ge@centage of respondents who are agreeing to the
promotion denotes that they are satisfied with the job as it provides them the reward & recognition
of their hard work. Companies can take into consideration the option of inclusiondefctresed
employeé&s dependentasit would enhancehe F R P S D @huthtiof:

5) I wish to suggest that the lion share of the percentage of respondents who are agreeing to th
employee referrals denotes that the company has complete faith & believe on the employees

Companieshould also pay attention to unsolicitgaplicants.

6) | wish to suggest that the lion share of the percentage of respondents who are agreeing to th
employee referrals denotes that the company has complete faith & believe on the employees

Companies should also pay attention to unsoli@igalicants.

7) I wish to suggest that the lion share of the percentage of respondents who are agreeing to th
employee referrals denotes that the company has complete faith & believe on the employees

Companeés should also pay attention to unsolicigglicants.
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8) | wish to suggest that the companies should pay attention to follow the decentralized procedure
as it enable the company to expand itself & atshme time it releases the pressure on the top

level management.

9) I wish to suggest that the companies should pay attention to those individuals who are against
the favors of use of academic marks & understand the reason why they are agamrsipiduey's

recruitment strategy.

10) I wish to suggest that the companies should also pay attention to the achievement test as it wil

enable a fresher to showcase his achievement in the acaateaic

11) I wish to suggest that the companies should also pay attentios achievement test as it will

enable an employee to showcase his achievement in the academic & camaate

12) 1 wish to suggest that the companies should also pay attention to the intelligence test as it will

enable an employee to use the experientaialle a criticasituation.

13) 1 wish to suggest that the companies should pay attention to those individuals who are against
the favourRI XVH Rl UHIHUHQFH FKHFN XQGHUVWDQG WKH UHI

recruitmentstrategy.

14) | wish to suggest that the companies should make this form of recruitment more popular &
aware to the employees.16% against such recruitment saigolde taken into consideration to
NQRZ WKH UHDVRQ RI QRW VXSSRbiategJ WKH FRPSDQ\AV U

15) I wish to suggest that the companies should make this form of recruitment more popular &
aware to the employees.80% supporting the below performdrszeio recruitment should also

EH WDNHQ LQWR FRQVLGHUDWLRQ WR NQRZ WtécHitruertD V R
strategy.

16) | wish to suggest that the individuals supporting the corporate image & profile denotes their
loyalty & satisfaction towardtheir company & job respectively. Employees should also takes into
consideration the matter of reduction in recruitment cost which will also benefit the companies at

large.
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17) | wish to suggest that thedividuals supporting the qualification factor denothsy are
IDYRULQJ D IUHVKHUAY DFDGHPLF DFKLHYHPHQUHY K RKRURA
communication skills equally with that of qualification factor as it is very much associated with

qualification.

18) | wish to suggest that the individuals supporting the qualification factor denotes they are
IDYRULQJ D PLGGOH OHYHO HPSOR\HHAYV DFDGHPL#®eDFKL
HPSOR\HHAYV H[SHULHQFH KLJKHU W KbiduleNekd skthpRyedddsD O L | L

value to the organization by means of experience not by acadenmvements.

19) | wish to suggest that the individuals supporting the experience factor denotes they are
IDYRULQJ D VHQLRU OHYHO HPSOR\HHAVY FRUSRUDt#¢H DF
HPSOR\HHAYV FRPPXQLFDWLRQ VNLOOV KLJK& EenfikRlQ WK

employee adds value to the organization by communication skills not by acadérmeiwements.

20) | wish to suggest that the individuals supporting the two numbers of interviews denote that
they want to face seldom number of interviewgassible. Companies should limit the numbers
of interviews to three in order to decrease the recruitment & at the same time reduce the pressur

on the selected employee/s.

21) | wish to suggest that the individual supporthg the Are-to-onefinterview indicaes thatthey
want to face seldom pressure as possible. Companies should pay attention to the stress intervie

where an individual's stress facing carekposed.

22) 1 wish to suggest that the individual supporting the role play indicates that they want to keep
themselveseady for any role they have to face, if needed. Companies should also practice the
notices of job requirements so that individuals can be kept informed by the orgarizationvay

communication.

23) I wish to suggest that the individual supporting theetuto be performed indicates that they
are laying more stress on the duty from where they can derive job satisfaction. Companies shoulg
look at the qualification required as it would reduce the number of unwanted applicants to apply

for thevacancy.
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24) | wish to suggest that the individuals supporting the organizational needs indicates that the
working environment is good as they are keeping their individual needs behind organizational
need. Companieshould also pay attention to recruitment source as adoption of internal

recruitment will cost less than the external recruitment.

25) I wish to suggest that the individuals supporting the adaptability to globalization denote their
inability to come in terms \h changing global environment. So the companies should train those

individuals & make them habituated with the changngironment.

26) | wish to suggest that the individuals supporting the industry type indicates that Organizations
are unwilling to takendividuals from different industry. Employees should also rate the salary

factor equivalent to the industtype.

27) | wish to suggest that the individuals supporting the domain experience indicates that
Organizations are unwilling to take individuals froiffefent domain. Employees should also rate

the salary factor equivalent to the domexperience.

28) | wish to suggest that the individuals supporting the relevant experience indicate that
Organizations are unwilling to take individuals from different dom&mployees should also rate

the salary factor equivalent to the relevaxperience.

29) 1 wish to suggest that the individuals supporting the essentials indicate that they are very much
satisfied with the organization. According to me, if the duties to bienpeed are also included

the 10% of rejection wouldecrease.

30) I wish to suggest that the individuals supporting the induction denote that it helps them to get

accustomed with the working environment, subordinates & the immediate supervisor. As

mentionedhat top level employees (5%) are against it as the company has to bear a certain degre¢

of cost.

31) | wish to suggest that the individuals supporting the informal induction denote that it helps
them to get accustomed with the working environment, subordi@attes immediate supervisor

quickly in comparison to formal induction. As mentioned that top level employees (10%) are
against it as they are of the belief that being formal enables an employee to get accustomed with

formal corporate culturguickly.
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32) | wish to suggest that the individuals supporting the objective, reliable & methodological
indicate that they want to face as much as objective questions as possible in comparison tg

elaborateones.
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LIMITATIONS

1) Sampleconstraint.
2) Time constraint.
3) Respondents did not take the questionnaire mesbodusly.

4) Respondents were very much reluctant in answegubkstion.
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Date: August 21%, 2020
TO WHOM IT MAY CONCERN

This is to certify, Asif Hussain student of Fairfield Institute of Management and Technology ,
New Delhi bearing Roll number GGSIPU/00651401717 has undergone Summer
Internship/Training on IBM project and Technologies with us. The details are as follows: -

Project Name Website on Get Fit
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Wordpress, Jetpack, Webmaster, Analytics platform,
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We wish intern all success in future endeavors.

Mr. S. K Garg B _;X, ?
In charge | Delivery ,@,%7,*//
India/SA For Allsoft Solutions & Services
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Date: August 28", 2020
TO WHOM IT MAY CONCERN

This is to certify, Akash Kumar Upadhyay student of Fairfield Institute of Management and
Technology, New Delhi bearing Roll number 890101718 has undergone Summer
Internship/Training on IBM project and Technologies with us. The details are as follows: -
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I hereby certify her work satisfactory to the best of my knowledge with an aggregate grade: A.
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Best Wishes
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EXECUTIVE SUMMARY

Two main objectives of any publishing group are:

To increase Geographic Dispersion / Circulation

To Improve Readership profile

This is because the main source of revenue for any publishing group is advertising 4
advertiser would like to know the facts and figures before investing his money in
advertising. Outlook is part of the Rajan Raheja Group which made its beginnigg in t
construction business and after building a huge presence in the realty market, the G
diversified laterally into manufacturing, financial services and media. The magazine
division of Outlook consists of Outlook, Outlook Money, Outlook Traveller, Gkl
Hindi, and Outlook Profit & Outlook Business. Moreover, it has taken over the sales
marketing of Newsweek, an international news magazine and Marie Claire, an
LQWHUQDWLRQDO ZRPHQYV PDJD]LQH 7KH SXUSRV
for the newly launched magazine lmisinesdo-business markets and promoting these
magazines by creating awareness among the potential business clients in generatin

for Outlook India Ltd.

Now-a=GD\V D QHZ PDUNHSPACEISERRIGE H B VRDNIHeV
print media; say it, newspapers or magazines. These new promotional tools compris

Strip, Flap, Covepn Cover in order to give customized solution to the business client
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Chapter 1: Introduction




ABOUT THE COMPANY:

RAJAN RAHEJA GROUP:

Mr Rajan Raheja is the owner of OUTLOOK group.
Date of Establishment: October 1995
Headquarter Address: ABO, S.J. Enclave, New DelhiLl10029, India.

Branches: Mumbai, Kolkata, Chennai, Bangalore and Hyddraba

It's an entrepreneurial journey that has spanned both ‘old" and 'new' economies
-- building successful brickndmortar businesses to exploring the frontier
world of convergence technologies. About a quarsttury before the onset
of the ICE age, the Ran Raheja Group made its beginning in the construction
business. After building a huge presence in the realty market, the Group
diversified laterally into manufacturing, financial services and medkach
venture initiated, and executed, to fulfil thiggective of assuming leadership in

coreareas.

The list of the Group's successes is long and eclectic. Today, H&R Johnson
(India) Limited is the top name in ceramic tiles in India. Exide is the strongest
brand of batteries in the automotive and indusfiéddl. Supreme

Petrochemicals is the largest processor of plastic materials in India.

The Group also joined hands with Oberoi Hotels apromoters of Trident
Hotels and luxury resort Rajvilas, which Conde Nast Traveller ranked as one

of the 25 best villdnideaways in the world.
2




Other triumphs include Templeton Asset Management (India) Ltd, a venture with
the Templeton Group which manages funds worth $220 billion; Prism Cement Ltd,
with a production capacity of 2.1 million tonnes; and Sonata Software, a leading
name in this cuttig-edge field. As owners and operators of a fibre optic cable
network in Kerala through Asianet Satelli@mmunications, the group is also a

significant stakeholder in the growing convergence business in India.




OVERVIEW OF INDUSTRY AS A WHOLE :

There are the two main sources of obtaining data to determine readership of

any publication:

T National Readership SurvesNRS

T Indian Readership Surve¥iRS

Here we have some surveys on the basis of market segmentation on all media

include news papers buyers.

National Readership Surveyis a survey on all media, but especially the print

medium, conducted by the National Readership Studies Council (NRSC)
supoorted by Audit Bureau of Circulation (ABC), Advertising Agencies
association of India (AAAI) & Indian Newspapers Society.

It investigates the readership of about 80 major Indian publicatiaitiss,
weeklies, biweeklies and monthlieis over 475 towns1ob7 regions acroske
length and breadth of the country. The towns, selected, however are
SXEOLFDWLRQ FHQWUHY RI GDLOLHV %\ SURFHVV H

to be the most thoroughreadershipsurveyin the country. It provides

R |




exhaustive data (available to its clients on computer disks) readership, radio
OLVWHQH U -theksbSo &ddrivimic@rhafacteristics of the readers of
various publications, of cinema and TV viess, and of listeners to radio, as
well as the degree of duplication among publications and between media.
Research agencies involved are: IMRB, TNS Software Mode, AC Nielsen in

collaboration with ORG.

Indian Readership Surveyis conducted by the Media Bearch UsersCouncil

(MRUC). IRS 2007 is the largest continuous media survey ever conducted
(sample size of 229,000 individuals) providing a sirgperce database for
demographics, media habits and product / brand usage across 986 towns and
2858 villagesn India. The survey was conducted over two rounds with the

field work between November 2007 and November 2008.

This alkIndia survey conducted jointly with the Media Research Users'
Council (MRUC) also provides product / brand penetratidormation
for over 50 different products allowing one to link media habits and product

usage data for adults and children from the age of 12 years.

Both NRS & IRS

Gives media consumption habits, product ownership & consumption, lifestyle
indicators inbrmation on Psychographic, macro demographic & geographic

parameters.




Population coverage: 12 years & above
Sample size: over 500
Geographic coverage: Delhi region.

According to NRS 2008

Press adds 34 million readers in the last 2 years,

Press continues to grow, adding 21 million readers between 2005 and 2008,
Overthe last 3 years the number of readers of dailies and magazines put
together among those aged 15 years and above has grown from 179 mm to 200
mm - a growth of 4% every yeafiNote: Recently the scope of NRS has been
expanded to include those aged 12 yeard above but the 15 years age-cut

off has been applied for the sake of comparison with NRS 2002.)

There is still significant scope for growth, as 314 million people who can read
and understand any language do not read any publication. It is not just
affordability that is a constraint, since 21 million of these literatenealers

belong to the upscale SEC A and B segments.

According to IRS 2008,

Just when it seemed the print media was booming once again, the Indian
Readership Survey 2008 Round 1 pasked the bubble. There are few

newsmagazines that have seen any growth most see erosion in readership




Retains its No 1 position among newspapers with 19.07 million readers it
separates Danik Jagr from others just because of its different market
segmentation among customers, Danik Bhaskar follows second with 14.57
million, and Daily Thanthi is third with a readership of 10.23 million. Amar
Ujala is still at four with 9.89 million readers.

Malayalm Manorama (9.35 million) and Hindustan (9.72 million) have
interchanged positions at number five and six. Lokmat, Eenadu, Mathrubhumi
and Times of India take the seventh, eighth, ninth and tenth spots with 8.10
million, 7.94 million, 7.65 million, and @8 million readers, respectively. TOI
Is the only English daily to find a place in the top 10. Except for Amar Ujala
and Hindustan, every other publication in the top ten list has experienced a
marginal decline in readership.

For the IRS 2006 R1 aannual sample size of 2.4 Lakh was covered spread
equally over two rounds. A total of 1,178 towns and 2,894 villages were
surveyed. The data represents fieldwork during the full yeabD&ar2005.

The midpoint of the survey is June 1, 2005. Being a caimius survey, the
reporting takes place every six months based on a Moving Amotall

Among magazines, Saras Salil (Hindi) leads the pack with a readership of 7.36
million. A distant second is Kungumam (Tamil) with 3.76 million, followed by
Vanitha with3.52 million readers. India Today English is fourth with a
readership of 3.51 million. Grihashobha (Hindi) has moved up a notch to

number five, and is followed by Tamil weekly Kumudam, India Today Hindi,
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Malayala Manorama, Tamil weekly Anand Vikatan, and Hindi monthly Meri
Saheli. Kungumam, Anand Vikatan, and Meri Saheli and newcomers in the top
ten list. Most English dailies have seen a fall irdezahip, though on the

whole any English daily readership has shown an increase from the 17,396,000
in IRS 2005 R2 to 17,435,000 in IRS 2006 R1. Both the top two? The Times

of India and Hindustan Times have seen a decline with the former dropping
from 72.& lakh to 70.84 lakh and the latter from 35.21 lakh to 35.08 lakh.
Third-placed Hindu has increased its readership marginally from 27.87Adakh
27.97lakh. Deccan & K U R Q 1o& l@astfiowth from 10.14lakh to its current

11.32 lakh.The Telegraph (10.82 lakh), Mid Day (7.37 lakh), Deccan Herald
(6.04 lakh), the Indian Express (5.65 lakh), the Tribune (4.83 lakh), the
Statesman (4.22 lakh), the Assam Tribune (3.45 lakh) all have seen fall in
readership.

Among English magazines, numlmere India Today has dropped by 10 per
FHQW IURP ODNK WR ODNK 6LVWHU FRQFHI
seen a 12 per cent fall and is at 23.06 lakh from 26.37 lakh. Filmfare has seen
one the steepest falls its readership fell 21 per cent td 1&ki. Outlook has
dropped by 11 per cent and is at 11.44 lakh. Stardust, too, has dropped and is
currently at 10.95 lakh in comparison to the 13.11 lakh in the prexoonsl.
JURP ZRPHQYV PDJD]JLQHV )HPLQD :RPHQTYV (UD &H
Woman, Elle andbavvy to special interest titles like The Sport star , Auto

India, Overdrive, Outlook Traveler, Capital Market, Living Digital, all have

JQ

R VI
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seema dip in readership, with some titles like PC Quest and Junior Science
Refresher dropping by almost 23 per cent. According to the survayyithiger

of households has grown by 1.4 per cent over 2005 to reach 210 million.
Individual growth rate hasbeenslightly lower than householdgrowth rate at

0.85 taking the total 12 yrs + population to 784 milliavith single agebreaks

now available from the Census, the age group data has been realigned. The
proportion of the total share of 2® age group has declined from 25 per cent
to 23.6 per cent. The data shows that the reach of mass media has stagnated in
the last three years. Press reach has been hovering around at 24 per cent, TV at
55 per cent, radio at 21 per cent, and Internet at 1.5 per cent at the all India
level. In urban India, press and TV have declined. The press reach declined
from 42.9 per cenh 2004 to 41.7 per cent in 2006. Though TV decliriexn

80.2 per cent to 78.9 per cent in the last three years, C&S has shown some
growth, from 53.5 per cent in 2004 to 54.4 per cent in 2006.

The main source of revenue for any publishing group is agwveyt An

advertiser would like to know the facts and figures before investing his money
in advertising. And before investing the money, the advertiser ought to know
how many people buy which publication in which area. The ABC gives all
these vital facts\very six months. The ABC figures are not the outcome of
opinions, claims or guesswork, but they are the result of rigidepth and
impartial audits of paid circulations of member publications by independent

and leading firms of Chartered Accountants kuag in accordance with the
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rules/procedures set by the Bureau. With more than 30 years of experience,
Outlook Group provides a range of packaging products and direct marketing
solutions for commerai and industrial clients. Its products include stickers,
postcards, coupons, game pieces, puzzles, labels, cartons, blisters and mailers.
The company's products are used for packing DVDs, CDs, electronic
appliances, and coffee and food items. It offeilsstamping, embossing, die
cutting, folding, gluing, shrink wrapping, hand assembling, contract
manufacturing, pouch making, digital printing and sampling services. The
company additionally provides design consultation, engineering, project
management, pduct fulfilment, Web portal design, warehousing, distribution
and transportation services. It offers packaging solutions under the MicroLiner
brand. The company serves the foodservice, entertainment, health care and
beverage industries. Outlook Groupisnember of the Contract Packaging
Association and the Wisconsin Manufacturer Association.

In a recent survey conducted by the outlook Compaly KH '"HOKLfV OHDGL
provider of marketing information and audience measurenikeiving Digital

is perceived tde a very interesting magazine providing the latest news and

reviews.

Content wise, the magazine is seen to have excellent product reviews.

T INTERESTING96%

T LATEST INFORMATION 96%

T GOOD PRODUCT REVIEW38% 1

QJ




T RELEVANT INFORMATION 88%

T COMPREHENSIVE CONTENB1%

PROFILE OF THE ORGANISATION:

INTRODUCTION:

Suresh Selvaraj

Vice President

Indranil Roy Vice President

Alok Mathur Assistant Vice President

Anup Dwivedi General Manager,
Production &Systems

Vidya Menon- General Manager,

Advertising

Gaurav Vashisht

Deputy GeneralManager

Himanshu Pandey

National Head,
Business

Development

Alex Joseph

National Head, Retalil

Gitanjali Singh

National Head, Marketing
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HISTORY:

Outlook is afindianiveekly and monthlkmewsmaqazinﬂ publication since
Octobef1993 Mr|Vinod Mehtahas been the foundifegitorin-chief. Since its

inception, investigative reporting has been the forte of the magazine. Outlook

has also spawned the specialized magazines Outlook Traveler, Outlook
Money, Mand thgHindi Outlook.

Outlook has been famous for many of it's sensational stories like the "Kargil

Bungle" and the "Match Fixing controversy" but many view its editorial tilt as
being against the right like the RS##ten highlighting opposing sections in

negative light.

Achievements :

T  The company is a proud recipient of National Tourism Award in 2001
2002, given by the Department of Tourism, Governmehtdié.
T  The Government of India has also recognized Outliakeler
Getaways as the Best Travel Publication in the 682-2003.
MEDIA SERVICES

PrintMedia
Web Media.

The major segments identified for the market segmentation of Outlook :
T Hotels

T Coaching institutes
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T Corporateoffices
T PVR Cinemas

T PremiumClubs

For the coaching Institutions which prepare students for MBA, the idea
proposed by Outlook was that the copies of Outlook English, and Outlook
Businessas their Interest happens only with these two magazines, with the
advertisement of the institution with the coxm@rcover option would be
distributed to prospective students who are aspiring to clear CAT and other
MBA entrances in various DU and Engine@rd FROOHJHY LQ 'HOKL DQ
This idea appealed as in this way the institution would be able to communicate
with its prospective students. For the premium clubs, the proposed selling
strategy was similar to that adopted for golf courses with the madnithly

being sent with the magazine by Outlook. The idea proposed to corporate
offices that their Interest only towards Outlook Money, Outlook Profit because
it resembles with their Business. Hotels keep magazines in the following
places: Rooms, Businessi@ers Lounges, Public Places and cars. Their more
focus towards Outlook Traveler Magazines, and Fashion magazine like Marie

Claire, this type of Interest bys hotels shows their psychograpgoentation.

13




SCOPE OF THESTUDY:

T A big boom has been witnessed in Outlook in retiemgs.

T A large number of new players have entered the market and reaying
gain market share in this rapidly improvingarket.

T The study deals with Outlook in focus and the various segments that it
catergo.

T The study then goes on to evaluate and analyze the findings so as to
present a clear picture of trends in the magazautor.

T As Outlook group is not a new player in print media sector but it is
facing several challenges from its competitors since the time it in
corporate. More over the basic aspect, i.e. the connectivity was not up to
the mark.

T This project will help te company to know its market reputation and
know about their different buyer in tinearket.

T By using this project the company may find some remedy in its
marketing research and can also find the behaviors of customers on their
different types ofmagazines.

T $V WKH SURMHFW PDLQO\ GHDOV ZLWK WKH UHD
about Outlook magazines and its competitors, the organization may

utilize this work to focus its readers with gregierfection.
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OBJE

CTIVES

Vi.

Identification of new segments and list out potential clients in

each segment.

Conducting Marketing Researchelhi.

To determine reasons behind opting for Outlook magazine and

to know the most preferredagazine.

To determineF X VWRPHUYY SHUFHSWLRQ WRZDUGYV P

companies and their expectation frdmem.

To study the types of benefits provided by Outlowkgazine.

To understand the various principles of marketing prevailing in
each segment.

LIMITATION OF THE STUDY:

X

More than one decisiomrmakers:

Since there were more than one decision makers in some client
organizations, the decision making process was very long n
sometimes stretched to as long as205days because approval had
to be taken from all thdecision makers. For example, clubs have
board and any such decision has to be first approved by each and

every member of the board.

Off season for some of the clients:

Some client like hotels has a @fason where they do no have
15
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much guest. Hence, thelp not want to incur this extra cost during

the off season.

x Clients bound by budget or contract with some othagazine.
A client is already having a contract with some other magazine and

its budget does not permit to take an additional magazine.

16




Chapter 2: Literature Review
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The two main objectives of any publishing group are:

REVIEW OF LITERATURE:

Customer Satisfaction:

3&XVWRPHU VD Wilyhahtichntétagtign af\aff&etkart] cognition, events by which human being
FRQGXFW WKH H[FKDQJH DVSHFWV RI WKHLU OLYHV ~ &RPSD
they can develop marketing strategies to influence consumers to purchapeothaits based on

consumemnalysis.

X To increase Geographic Dispersion / Circulation

X To Improve Readership profile
This is because the main source of revenue for any publishing group is advaritsiaug advertiser would

like to know the facts and figures before investing his money in advertising.

MARKET SEGMENTATION:

37TR GLYLGH D PDUNHW E\ D VWUDWHJI\ GLUHFWHG DW JDLQL
category, rather than a mdmmited share of purchases by all categgff¢ HUV ~

Market segmentation is concerned with individual or group differences in response to specific marke
variables (e.g. preferences, lifestyles, media habits, etc.). The strategic presumption is that if these
response differences exist, can be identified, and are reasonably stable over time, and if the segmel
can be efficiently reached, the company may increase its market share beyond that obtained by

assuming market homogeneity.

QL

0 J

—+

nts
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Bases for Segmentation in Consumer Markets:

Consumer markets can be segmented on the following customer characteristics.
X Geographic
X Demographic
X Psychographics

X Behavioralistic

Geographic Segmentation
The following are some examples of geographic variables often used in segmentation.

X Region: by continent, country, state, or emeighborhood
X Size of metropolitan area: segmented according to sigepafiation
X Population densityoften classified as urban, suburbaniual

X Climate: according to weather patterns common to certain geographic regions.

Demographic Segmentation
Some demographic segmentation variables include:

X Age

X Gender

X Family size

X Family lifecycle

X Generation: babpoomers, Generation Xfc.
X Income

X Occupation

X Education

X Ethnicity

19




Many of these variables have standard categories for their values. For example, family lifecycle ofte
expressed as bachelor, married with no children (DINKS: Double Income, No Kidsjestl/lemptynest, o

solitary survivor. Some of these categories have several stages, for examplestfullll, or 11l depending ¢

the age of the children.

Psycho gaphic Segmentation:

Psychographics segmentation groups customers according to their lifestyle. Activities, interests, and

(AIO) surveys are one tool for measuring lifestyle.

Some psychographic variables include:

X

X

Lifestyle
Activities
Interests
Opinions

Attitudes

Values

Behavioralistic Segmentation:

Behavioral segmentation is based on actual customer behavior toward products. Some behavioralis

include:

X

X

Benefitssought

Usage rate

Brandloyalty

User statuspotential, firsttime, regulargtc.
Readiness tbuy

Occasions: holidays and events that stimyatehases.

20
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X Behavioral segmentation has the advantage of using variables that are closely related to the

itself. It is a fairly direcstarting point for marketegmentation.

OUTLOOK has seven magazines ,these seven magazines has their different novels ,different style

prod

diff

knowledge ,different matter to each other. These seven magazines hold their separate time to publish,

OULOOK ENGLISH is a weekly magazine so those consumers who loves to read magazines within

,they can go with this it depends on their choice only,another example like OUTLOOK TRAVELER i

a We

Q

monthly magazine ,it contains sufficient matter for monttthese who loves to read a magazine for a month

then they can easily go with this on their choice totally depends on them, some magazines of OUTL

Fornightly magazine like OULOOK

MONEY,PROFIT,PEPOLE etc. Only those customers can go with thosg tovead magazines for half of

month it depends totally on their choice and interest. So this all results has been shown in the case

magazines that magazines readers has also their separate consumer to read and shows it MARKET

SEGMENTATION (psychograpbs segmentation ) of magazines in between consumer.
| had surveyed in Delhi with sell of subscription of magazines ,| have seen that its matter of opinion
some limited but it varies in case of magazines also, | have seen that everybody hétetiesir idterest ir

magazines

OOK

Of

not ir

,Someone wants to read Marie Claire then someone wants to read people etc, this is just depends on the

opinion ,what they want to read some one reads weekly magazines ,some one reads monthly and for nig

magazines depenan their choice ,I have seen that mostly women loves to read fashion magazine a
comparison tanen.

When | surveyed there then | had seen that market segmentation in between brasmindékege loves to
OUTLOOK, and someone loves to read INDIA TODAY. Why it is happens, it happens only because

different Opinionand Interest on the magazines

21
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Those consumers who reads OUTLOOK may be they think that the paper quality of OUTLOOK

MAGAZINE is good rather than INDIA TODAY ,they thinks that matter in outlook or Article in

OUTLOOK is more good to read shows their PSYCHOGRAPHIC PROFILE in between OUTLOOK and

INDIA TODAY.

3.2 STATEMENT OF THEPROBLEM:

o The first problem is in getting the @peration of the customers. Many of the respondents approa

does not agree to the need and utility of surveys and hence does not agree to pronfmtenidutEon.

cheo

0 The research is confined to a certpants DELHI and does not necessarily shows a pattern applicable tc

all of Country.
R ,W LV WLPH FRQVXPLQJ EHFDXVH RI WKH VPDOO VDPSO
the whole population.

3.3 SUCCESS THROUGH SEGMENTATION:

H V

These rodblocks can be removed by applying psycho graphic segmentation. When attitudes, motivations

personality characteristics and belief systems are analyzed mathematically or statistically to determi
with substantially different attitudes, the ressla psychographic segmentation. When psychographics
segmented, the need to either oversimplify or use averages evaporates, and communicators can se
effective message for each segment. For one segment a message may confirm an estabishet and

for another, a targeted message will change a mindset. Segments that

he g

are

ect
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consider an issue or subject to be far more important than does the mythical average could be made
opinion leaers who influence others' viewpoints. When these weighty segments are measured in a s
accurate way, a communicator can compare before and after medégusegmentto determine the true
impact of a program.

Examining a psychographics segmgit GHPRJUDSKLFV FDQ IXUWKHU HQKDQ
a segment may be receptive to a particular product, but lack the financial resources to actually purct
although receptive, those in a particular segment may avoid masstmedan an extent that few messag
no matter how relevant, will reach them. The behaviors of a particular psychographic segment can g
the communicator whether a segment that evinces a particular attitude actually follows through with
behavior. Looking at all the facets of a psychographic segment establishes whether or not it is a wo
target, allowing efforts to be focused on the most profitable segments, as well as those with the high

potential.
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Chapter 3: Research methodology
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The methodology adopted ftire study:

X Prepare a comprehensive list of prospective clients inssgphent
After the segments have been identified, a list of prospective clients is made in each
segment with the help of Internet. The list would consist of all details of the clients

including Name, Address, and Telephone Number etc.

X Gather information about a client and the key decisiaker
This step consists of gathering information about the client as to whether it is currently
taking any magazines and at what prices. Also tlyadkeision maker in the company is

determined and his/her details are found out.

X Take appointment
The next step involves calling up the decision maker in the client organization and

making him interested in the product and taking an appointmentismittmer.

X Meet theclient

Once an appointment has been taken, the next step is to meet the client on the appointed
time. The appointment should begin with asking the client to explain their business in
detail. The Client should be asked if he is buying ather magazines and if yes, at

what price. The client should also be asked if magazines are already a part of his
business. Then the client should be explained in detail the various features of the

product and in what ways it is better than ¢benpetitas.

X SendProposal
If the client shows interest in the proposition offered to him, the next step is to send a
proposal. The proposal consists of various details like price, option being offered and
other details about the delivery, paymenadvance etc. The proposal is send through e

mail.(Annexurel)
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X Follow Up
Once the proposal is sent, follow up is required until the decision maker in the

organization takes a decision regarding ortgend the number of copies to be ordered.

X Settle Terms an@onditions
Once the client shows his readiness to order, the terms and conditions are settled with
him with regard to number of copies, delivetywhether it is single point anultipoint,

payment in advarg; time period of subscription.

Also, price, if negotiated by the client, is settled. A customized sample copy is also

shown to the client and hispqoval is seeked.(Annexutd)

X Contract
Once all the terms and conditions agettled, the agreement is made. The agreement
consists of all the terms and conditions agreeable to both the parties and is duly signed

by both the parties i.e. thaaht and Outlook. (Annexurg)

X Delivery andPOD
The client gives all thdetails of delivery to Outlook as to whether the magazines are to
be delivered to the client itself or directly to the customers. If the magazines are to be
GHOLYHUHG GLUHFWO\ WR WKH FXVWRPHUV WKHQ DOO W
are talen. After the magazines are delivered, the Proof of Delivery (POD) is shown to
the client for verification. If any copies are undelivered due to any reason, the client is

informed abouit.
0 Sampling Area
The area of the research was DELWTR.

An exploratory research , Delhi survey report found that 40 percent persons enjoyed outlook
traveler ,an equal percentagbout outlook English (weekigagazine),and and 25 percentage of

outlook business and profit .and rest outlook fashion magazine ane i35 percentage.
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X RESEARCH DESIGN

Exploratory Research

Exploratory research is conducted into an issue or problem where there are few or no earlier
studies to refer to. The focus is gaining insights and familiarity for later investigation.
Secondly, descriptive research describes phenomena as they exist. Here data is often
guantitative and statistics applied. It is used to identify and obtain information on a
particular problem or isg.

The research is primarily both exploratory in natufighe sources of information are both
primary & secondary.

A well-structured questionnaire was prepared and personal interviews were conducted to

FROOHFW WKH FXVWRPHUTYV S lthidotgH $h/duBsforDdy& EX\LQJ EHKD

Sampling Technique:

Initially, a rough draft was prepared keeping in mind the objective of the research. A pilot
study was done in order to know the accuracy of the Questionnaire. The final Questionnaire
was arrived onhafter certain important changes were done. Thus my sampling came out to

be judgmental and convenient.

Sampling Unit:

The respondents who were asked to fill out questionnaires are the sampling units. These

comprise of employees of MNCs, Govt. Employeesdf Employed etc.

28
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Chapter 4: Data Analysis and Interpretation
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4.1 DATA ANALVSIS TECHNIQUE:

The data analysis technique was purely Quantitative in nature, taking treg kiatibus

kinds of diagrammatic presentation, which were:

TABLE ANALYSIS:

Company nameContact person |Contact no. Email Id

DATAFLEX  |Mr 9910336255 |Akhil.garg@dataflex.cofn
INDIA AKHI

PVT.LTD. L KUMAR GARG

ZAIREE SAAD AKHTAR [011-23323504 |saadakhtarsiddigui@yahoo.cq@.in
N SIDDIQUI

TRAVEL

SERVIC

E

LAKME Miss KANIKA 9958005051 |NA

STUDIO BHALLA

ESSAGE SURESH GULATI|9899795035 [surebrill@yahoo.coim
TRADES

MAXIM PRO [Mr.VINEET 9311155377 |NA

CAPITAL GUPTA

SOLUTION

NIRMAL ANNIDYA ROY (9650060949 [Annidya.roy@nirmalbang.com
BANG

LOREAL Mr.JAWED 9999333366  |Sahiba salon@rediffmail.cdm
BEAUTY JAVED HABIB

SALON
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AMBER TOURS|KEWEL 9810104170 Avi.k@ambertours.in

PVT.LTD. SABHARWAL

SBI DFHI LTD. |KUNAL NARANG 9654442494 knarang@sbidfhi.coin

STATE BANK |Mrs.RUCHIRA.K 9871144082 NA

OF

HYDERABAD

LOTTE Mr. YONG CHANG (9650533611 NA

ENGINERING

PVT

LIC Mr AJAY 9810163009 Ajaylicdo _2@yaho0.co.i
AAGGRAWAL

NCMSL Mr. Yuvraj Manish (9350091576 Yuvraj.manish@ncmsl.c|

m

ADVOCATE Mr. ASHUTOSH 9811531549 NA

of DELHI Kumar

HIGH

COURT

DCM SHRIRAM [Mr. R.K.JHA 9313099965 NA

SUGAR

DIVISION
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a) SamplingTechnigue

The Technique of sampling adopted was Area Sampling in which we first divide the total
area into a numbers of smallgeographical clusters then a number of these smaller areas
arc randomly selected and all units in these smaller areas are randomly selected and all units

in these small areas are included in the samples.
b) Samplingsize

Sample size was00 customers in consideration

INDIA ENTERTAINMENT & MEDIA INDUSTRY:

The Indian entertainment and media (E&M) industry haspeutormed the Indian

economy and is one of the fastest growsegtors in India. The Indian economy has been
growing at a fast clip over the last few years, and the income levels too have been
experiencing a high growth rate. Above that, consumer spending is also on the rise, due to a
sustained increase in disposainleomes, brought about by reduction in personal income

tax over the last decade. All these factors have given an impetus to the E&M industry and

are likely to contribute to the growth of this industryhe future.
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The television industry continues to dominate the E&M industry by garnering a share of
over 42 percent, which is expected to increase by a further 9 percent to reach about 51
percent. Printnedia, on the second spot, stands at over 31 percent, is projected to 23 percent

in 2010.

PRINT MEDIA:

The structure of the Indian print media industry is highly fragmented with importance to
regional dominance. The Indian print media segrpentarily comprises newspaper and
magazine publishing. Book Publishing also forms part of the print media though currently

the share is not substantial.
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The print media industry has potehtia grow still larger as 369 million literate people in
India are still not tapped by any publication.Currents estimates reveal that the reach of
print media in India has increased to 222 million people. Print media is also the favourite

segment for glodanvestors with maximum foreign investment in this segment.

KEY DRIVERS:

h  Higher literacy levels In 2006, the literacy levels increased to 71d$%compared

to 69.9% in 2005. While rurditeracy is at 64.8%, urban literacy touched 85.3%.
Currently Indian print media is estimated to reach over 220 m people, and has
immense growth potential since close to 370 m literate Indians are believed to not be
served by any publication. Also, the cbaof newspapers is only 27%, as compared

to the global average of 50%.
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h  Lower cover prices Earlier, due to strong hold over a region, the newspaper had

higher cover charges. However, with increasing competition and venture into newer
regions the compaes haveeduced the cover prices to augment more sales. Many

English dailies are sold for as low as Re 1 or Rs 2. The initial subscription offers of

LH'1$T DQG P+LQGXVWDQ 7LPHVY +7 LQ OXPEDL GXULQJ

reduced the cost of the nspaper to around 50 paise for an average issue.

h  Higher ad spends Print media accounts for 48% of the total Rs 137.5 bn

advertising spend in the country. However, the ad spend in India is just 0.4% of
GDP as against 0.5% in China, 1.3% in the US amdrll average of nearly 1.0%.
With rising consumerism and growing interest from domestic and global brands in

Indian market, the growth in ad segment is expected strberg.

READERSHIP SURVEYS:

There are the two main sources of obtaining tatietermine readership of any

publication:

1. National Readership SurvesNRS
2. Indian Readership SurveyRS
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National Readership Survey.

It is a survey on all media, but especially the pnmdium, conducted by the National
Readership Studies Council (NRSEC}¥upported by Audit Bureau of Circulation (ABC),

Advertising Agencies association of India (AAAI) & Indian Newspaj@osiety.

It investigates the readership of about 80 major Indianigatidnsdailies, weeklies, bi
weeklies and monthlieim over 475 towns of 57 regions across the length and breadth of the
country. The towns, selected, however publication centers of dailies. By process of
MV\VWHPDWLF VDPSOLQJ YinRhekelowns are KUR/EWAHH KR Qu@bér of
households in each town proportionate to it population. All men and womenfolk above the

age 15 are questioned for about half an hour on the basis of a stractesédnnaire.

It claimed to be the most thorougbadership survey in the country. It provides exhaustive
GDWD DYDLODEOH WR LWV FOLHQWYV RQ FRPSXWedU GLVNV
socio economic characteristics of the readers of various publications, of cinema and TV
viewers, and ofisteners to radio, as well as the degree of duplication among pubigati

and between media. Reseaagencies involved are: IMRB, TNS Sofres Mode, AC Nielsen

in collaboration with ORG.
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Indian Readership Survey

It is conducted by the Media Research Users Council (MRUC). IRS 2002 is the largest
continuous media survey ever conducted (sample size of 229,000 individuals) providing a
singlesource database for demographics, media habits and prdzhand usage across 986
towns and 2858 villages in India. The survey was conducted over two rounds with the field

work between November 2001 and November 2002.

This alkindia survey conducted jointly with the Media Research Users' Council (MRUC)
also povides product / brand penetration information for over 50 different products
allowing one to link media habits and product usage data for adults and children from the

age of 1ears.

Both NRS & IRS

L/Bives media consumption habits, produmivnership & consumption,
lifestyle indicators information on macro demographic & geographic

parameters.

LBopulation coverage: 12 yearsafove

L/Sample size: over 200, 000

L/6eographic coverage: All India (UrbaiRural)
Sample Frame: Electoral roliesed on 2001 Census definition of Urban

Agglomeration According to NRS 2006;
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ASSOCIATION OF INDIAN MAGAZINES (AIM)

The Association of Indian Magazines (AIM) is the first induségresentation for

magazines in India. The Association of Indian Magazines has been launched to support and
defend the freedom of the press and promote the cause of magazines. The effort is to
consolidate the industry as a group. AIM will represent theaziag publishers' interests in

the country and will help revitalize the magazine industry editorially and economically.

The association aims to establish better understanding, cooperation and unity among all
magazine publishers andttviall key constituestsuch asonsumers, advertisers, print

and production agencies, advertising agencies, market research compatfies and

Government.

Presently, it has 45 member base which include big media giants like:

™|ndia Today
TMQutlook India PvLtd.

TMCompetition review Pwttd.
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STUDY: Indian Print Media Staying Strong!!

While the rest of the world is combating challenges to grab maximum reach through
online media and social networking tools, Bndvith a population of more than one

billion but less than 80 million Internet users, has seen a continued growth in traditional
print and electronic media over the decade.

Indian print media continues to grow, and foreign publishers are also cashimthim o
opportunity, launching Indian editions of titles such as Forbes, Harper's Bazaar, and
Technology Review, Entrepreneur, and even celebrity gossip magazines like People and
Hello!

According to the countryfrst-ever youth readership survey undertaken by the National
Book TrustNational Council of Applied Economic Research, more thanthwds of the

333 million or so liteate youth in the country prefer

newspapers to any other media when it comes to apd/surrent affairsThe

Financial Express rep@d

With television news broadcasters completely focused on chasing television ratings in the
24-hour news cycle, the medium is largely perceived as a source of entertainment, and in
general lacks the seriousness to establish credibility With its aedieccording to the

INDIAN EXPRESS.
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newspapers to any other media when it comes to news and currenj &ffairs

Financial Express reported

With television news broadcasters completely focused on chasing television ratings in the
24-hour news cycle, the medium is largely perceived as a source of entertainment, and in
general lacks the seriousness to establish credibility With its audiencediagdo the

INDIAN EXPRESS.

The Internet, meanwhile, is just gaining a foothold, and radio continues to be the major
source of information in urban India, as in comparison to magazines, while only one in four
read books in leisure time, Indi&xpress reported. The survey, conducted in November and
December 2009, found that television is the largest media with more than 77 percent of the
333 million literate people exposed to it. Newspapers maintain their dominance at 53
percent in terms of thereferred source for news and current affairs, with arounethixds

(63.4 percent) choosing them for credible information over television, which had just

22.2 percent. Although digital media around the world is being said to replace print, in
India, no Web site can measure the readership of a printed newspaper, with a print
classifieds market reaching about US$300 million. Exemplifying this fact, a company
launched by formekicrosoft employee and Whart@chool graduate Sharad Lunia is
innovating printn India. ReleaseMyAd, allows customers to print classifieds by offering an

easy, seamless and transpaggyroach with no extra charges!
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ANALYSES AND INTERPREATATION:

QUESTION 1: In your opinions OUTLOOK a good magazifie
YES: 60

NO: 40

Interpretation Since there is minnimam difference between that whehtiwok magazine is good or bad

Concluding that there is no significance differences between that the outlook is magexine.
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QUESTION 2: Which of the following imprints of Outlook ybiave subscribed?

X Outlookweekly

X OutlookMoney
X OutlookHindi
X OutlookTraveler

X Outlookweekends

$Q\ RWKHU 30OHDVH VSHFLI| «««&&«««&KK KK

Magazine Subscriber

Outlook Weekly 32
Outlook Money 28
Outlook Hindi 14
Outlook Traveller 12
OutlookWeekends 7
Others 7

Table :various outlook segments
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QUESTION 3: How did you come to know about Outlook?

X Friends/relatives

X Newspapers/magazinstalls

X Internet

X Advertisement

X Hoardings
Consumer Awareness
Friends/relative 35
Newspaper/Magazine Stalls 45
Internet 9
Advertisement 30
Hoardings 4

Table 7.2 consumer awareness

As per our study suggested that tomsumer awareness of the outlook increasing due to
of the advertisement Through digital media as well as one aspect of the consumer
awareness of the outlook also increases due to of its promotion though Newspaper and
Magazine stalls. Increasing level afrsumer awareness is also helping any organization

to retain more anchore consumebpase.
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QUESTION 4: Do you think that OUTLOOK ENGLISH a weekly news magazine is matches
with all respects of Currertffairs?

Agree 55
StronglyAgree 16
Disagree 15

StronglyDisagree 14

QUESTION 5: DOYOU THINK THAT OUTLOOK MONEY ISSUPERIORTHAN
OUTLOOK PROFIT?

Agree 15
StronglyAgree 8
Dis Agree 12

StronglyDisagree 5

Interpretation Hence there isignificant preference towards that OUTLOOK MONEY is

superiorthanOUTLOOK PROFIT.

QUESTION 6: DO YOU THINK THAT OUTLOOK BUSINESS CONTAINS ALL TYPES
OF STUFF, WHICH A BUSINESS MAGAZINE SHOULD CONTAIN?

Yes:28

No: 12

Interpretation
There are 70%people who think that OUTLOOK BUSINESS contains all types of stuff,

ZKLFK D EXVLQHVYV PDJD]JLQH VKRXOG FRQWDLQ DQG WKHUI

OUTLOOK BUSINESS contains all types of stuff, which a business magazine should

contain.
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QUESTION 7: Do you

PSYCHOGRAPHICAL PROFILE OR VARIABLE in reading those magazines?

YES: 80

NO: 20

Interpretation

There are 80% of peopbelieves that each consumer of magazines has its own psychographic profile jor

think that each consumer of magazines has

YDULDEOH LQ UHDGLQJ WKRVH PDJD]JLQHV ZKLOH

profile.

QUESTION 8:WHY DO YOU PREFER THIS BRAND?

its own

SHRSOH

Price Brand name

Quality Sales promotion

Easily available Schemes/offers

Packaging Other

Preference of Outlook

Price 12
Brand Name 11
Quality 20
Sales promotion 22
Easily Available 9
Scheme / Offers 13
Packaging 7
Others 6
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As per our study suggested that people prefer outlook because sales promotion of the
outlook is always has a top preference of the people which has very positive impact on the
sales of outlook. As we seen from the tabular graphladata chart which shown above

of this interpretation, As one of the objective of our study also to justify this term with the

sales promotion.

22% of the people purchasing outlook because they like the promotional strategy of the
company while 20% of the people prefer oot because of the content quality of the

magazine. Since brand name of the outlook also making positive impact towards the sales
promotion, as per out study suggested that 11% of the people like the brand of outlook so in

this area Outlook need to impraove
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QUESTION 9: WHAT IS THE CONSUMPTION RATE FOR THESE PRODUCTS

(MONTHLY)?
Less thar? Less than 4
Less tharB More than 5
Consumption Rate of Outlook

Less than 2 46
Less than 4 15
Less than 3 27
More than 5 12
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As per out study suggested that consumption pattern of the subscriber is not cyclical which
is good sign of the company, as per our graph suggested that 46% of the peole prefer to
purchase outlook magazine every month twice so it is good for the compamutiof 100

people 46% of the customer are retained to the next purchase.

12% of the people prefer to purchase more than 5 magazine per month which is good sign
for the @mpany. While 27% of the peoppairchasing less than 3 magazine per month this

resut is supporting our assumption that outlook business is not gyclic

48(67,21 :28/' <28 5(&200(1' &203%$1<76 352'8&76 72
OTHERS?

T Yes
T NO

Table 7.5 recommendation

Recommendation
Yes 63
No 37
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Chapter 5: Findings and Suggestions

52




FINDINGS

At the end, one thing is quite clear that everybody hasdiférent opinion, tastes
in reading different magazines of OUTLOOK in Delhi NCR .After surveyed in this
region
Conclusion is based on different Psychographic variables of different customers of
outlook magazines, some are of different age customers,aenoé different
activities after this all have different reading style and purpose. After analysis the
condition we can determine and find their ratings and ranking on the scale.
We can easily categorized outlook customers after knowing thai©l.

T Mostly customers prefers outlo&@nglish.

T Mostly customers prefers subscription rather then purchasagsdzines.

T Services are found good.

T Fashion magazines mostly prefers by women.

T Finding groups of cuemers to take your survey can sometimes presemlenge

T To find prospects, visit Web sites, newsgroups, forums and listservs, or contact
nornrcompeting companies that share your prospective target market. For
example, if you own a health food storepuymay contact a local health club to
ask them if you could conduct surveys of their clients on their premises. In
exchange for them allowing you to take advantage of their space and goodwill,
you could offetheir clients some sort of croggomotional iem.

T Demand of outlook traveler is more then other traveler magaziriedn
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SUGGESTIONS

TCompany should be emphasis on more effecdsertisement.

TThe most important task is theampany should give its priority to coverage. If the
company could cover home towns, cities and villages then it will creatertbesr
magazineseaders.

TThe company should enhance its awareness among many people by mobile road
outdoor advertisingn local and national newspapers as well as morediype
ads on prime time on television channels for different uses segments. So that many
may come to know about the services of the magazines and can become a subscrib
company.

TThe policy or cnpany should be simple. And bring mor@nsparency.

TThe company should up date marketing department in town offices for the benefit
subscribers as well for tlttompany.

TCompany should appoint some executives to make strong relationshigustdimer.

TFollow Up is very crucial for any call and hence should be done very thorougtiig by

salesexecutive. As magazines are not critical products for any organization and hav
pushed for sales, hence if regular and thorough fellpvis not done, the client may
soon loose interest in the product and forget it. Hence, the sales executive shandt t

maintain a relationship with the client and pursue him with great interest.
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Chapter 6: Conclusion
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CONCLUSION

Themajority of nonsubscriber has not actively rejected subscribing, but simg

need more convincing.

In addition, gift subscription offer significant growth opportunities, but consun
awareness of them appears to be relatively low and getting procesbeonatle

to be more of an event and to be give the recipient more choice and freedo

their little selection.

Moreover it was concluded that there are a lot of potential subscribers who r
just a little extra something to make them subscribe. Thesere®yjanexpensive
premiums related to business are effective. They increase trial subscription a

can sell more efficiently
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Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatMs. Mitali Saxena from Fairfield Institute Of

Management And Technology Kapas Hera Extension ,New Delias

successfully completecher Summer Internship in the fieldf Business
Developmentin our organization from 1852020 to 2107-2020.During her
internship tenure in the organization, we foun@mhhard working, sincere and
diligent person and her behaviour and conduct was good.

We wish ler all the best for herdture endeavours

ForNivesh Global

(Authorized Signatory)






Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatMs. Nancy Sharmafrom Fairfield Institute Of

Management And Technology Kapas Hera Extension ,New Delias

successfully completecher Summer Internship in the fieldfoBusiness
Developmentin our organization from 1852020 to 2105-2020.During her
internship tenure in the organization, we foun@mhhard working, sincere and
diligent person and her behaviour and conduct was good.

We wish ler all the best for her fture endeavours

ForNivesh Global

(Authorized Signatory)



COMPLETION CERTIFICATE

Date: 21 Aug, 2020

This is to certify thaMs. Nidhi Negi has successfully completed [&rmmer Internship with
project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate griade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.










Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thair.Rishit Guptafrom Fairfield Institute Of Management
And Technology Kapas Hera Extension ,New Diedtsi successfully completed
his Summer Internship in the field Blisiness Developmenh our

organization from 135-2020 to 2107-2020.During his internship tenure in

the organization, we found him hard working, sincere and diligent person and
his behaviour and conduct was good.

We wish him all the best for his fute endeavours

ForNivesh Global

(Authorized Signatory)



Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatr.Sagar Jhdrom Fairfield Institute Of Management
And Technology Kapas Hera Extension ,New Déls successfully completed
his Summer Internship in the field oBusiness Developmentin our
organization from 1352020 to 2:07-2020.During his internship tenure in
the organization, we found him hard working, sincere and diligent person and
his behaviour and conduct was good.

We wish him all the best for his futuendeavours

ForNivesh Global

(Authorized Signatory)






Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thaMr.Shovan Jandrom Fairfield Institute Of Management
And Technology Kapas Hera Extension ,New Dk#s successfully completed
his Summer Internship in the field oBusiness Developmentin our
organization from 1352020 to 2107-2020.During his internship tenure in
the organization, we found him hard working, sincere and diligent person and
his behaviour and conduct was good.

We wish him all the best for his futeiendeavours

ForNivesh Global

(Authorized Signatory)






COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMs. Sonam Mishrahas successfully completed tg&rmmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate griade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.







A Pioneerorganization& IBM Business Partner

Date: August 24", 2020
TO WHOM IT MAY CONCERN

This is to certify, Vivek kumar student of Farefield Institute of Management and Technology ,
New Delhi bearing Roll number 03590101718 has undergone Summer Internship/Training on
IBM project and Technologies with us. The details are as follows: -

Project Name Webcon

Duration of Training cum Internship 6 Weeks

Internship Period May, 2020 +June, 2020

Technology Cloud Computing

Tools / Platform Used Salesforce, Apex, IBM Cloud

Reference Number MO/MAY2020/B 1623

Main Subject Matter Expert Ms. Salony Gulati

Co Subject Matter Expert Ms. Simran Saini

Achievements IBM Badges & Certificates on Introduction to Cloud

During the training, assessment and project period we find intern sincere, hardworking and
having good behavior and moral character.

We wish intern all success in future endeavors.

Mr. S. K Garg
In charge | Delivery
India/SA



Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatMr.Yaman Wadhwa from Fairfield Institute Of
Management And Technology Kapas Hera Extension ,New Délhs
successfully completed his Summer Internship in the field Bofsiness
Developmentin our organization from 1852020 to 2307-2020.During his
internship tenure in the organization, we found him hard working, sincere and
diligent person and his behaviour and conduct was good.

We wish him all the best for his fute endeavours

ForNivesh Global

(Authorized Signatory)



COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMr. Yash Shakyahas successfully completed Bemmer Internship with
project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate giade:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.













Z (E}r EP ' Gt ) vel, ZITi A
§ ridZ ugiifi

7R : KRP VRHYHUIWP D\ &ROAHUWD

dZlr]*8§ &CEZ 3 VIS ']JE IKD®RZA ~Z vl E]E 3 vs}( S& 1@ o veJJus }(
DvPuvi d 2Zv}]gRQE A &Zuw @v %FE SITEVVPIV, pu vZ }uE S}uE
J@ V] v (GEu i6ED Cliti §ioZ:pv 1111 X

"Z ludws ¥ TEVVP%E WZv EC v ] §ivv  %@E v pGEPIEVIVP%G
AeGuv § ~ dr& dKZzX

t APZZ E@Z sp v v EEX

NEeZ§: tuv
r, uu vz «}ucE







Ref Not The Capital Box / HR / 21
Date t 8" July 2020

To Whomsoeverlt May Concern

This is to Certifypihainshi Shaenstudentratrfield Institute of Management and/Technolog
worked under my supervisionldigninghipepestading®9052020to02 07/2020 D We”
Capital Bpx*XUJDRQ

| am pleased to statergeatdrmance was noteadtisfdagotpwards completing the
projects assigneshanddseen able to present a good picture of the concerned worl

Skepresentadyood moral character and pleasing perscraitgrwée etsbshn life

Ashwani Singh
HR Team
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Ref Not The Capital Box / HR / 21
Date t 8" July 2020

To Whomsoeverlt May Concern

This is to Certifwistat Bharapsvatudentratrfield Institute of Management and/Technolog
worked under my supervisionldigninghipepestading®9052020to02 07/2020 D We”
Capital Bpx*XUJDRQ

| am pleased to statergeatdrmance was noteadtisfdagotpwards completing the
projects assigneshanddseen able to present a good picture of the concerned worl

Skepresentadyood moral character and pleasing perscraitgrwée etsbshn life

Ashwani Singh
HR Team




Pragya Srivastava

Indian CuisinesSocial Medianalytics

Wordpress, Jetpack, Webmaster, Analytics platform, Gooc

tools for SEO and SM

MO/JUNE2020/B 1825

June 2020t July 2020

6 Weeks

Live Online Mode






A Pioneerorganization& IBM Business Partner

Date: August 22" 2020
TO WHOM IT MAY CONCERN

This is to certify, Priya Sharma student of Fair Field Institute of Management and Technology,
New Delhi bearing Roll number 35890101718 has undergone Summer Internship/Training on
IBM project and Technologies with us. The details are as follows: -

Project Name Business Analytics

Duration of Training cum Internship 6 Weeks

Internship Period May, 2020 +June, 2020

Technology Sectoral Analytics +HR, Marketing & Finance

Tools / Platform Used Advance Excel, Analytics Basic, IBM Cognos,

OrangeHRM
Reference Number MO/MAY2020/B 1646
Main Subject Matter Expert Ms. Jyoti Taylor
Co Subject Matter Expert Ms. Saloni Gulati
Achievements IBM Badges & Certificates on Data Science 101

During the training, assessment and project period we find intern sincere, hardworking and
having good behavior and moral character.

We wish intern all success in future endeavors.

Mr. S. K Garg
In charge | Delivery
India/SA
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COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMr. Sumit Dubey has successfully completed Bemmer Internship with
project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate gi@de:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.




COMPLETION CERTIFICATE

Date: 19 Aug, 2020

This is to certify thaMr. Vishal Choudhary has successfully completed Biesmmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate giade:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.
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Date:11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatMr.Neeraj Hooda from Fairfield Institute Of
Management And Technology Kapas Hera Extension ,New Delias
successfully completechis Summer Internship in the field oBusiness
Developmentin our organization from 1852020 to 2107-2020.During his
internship tenure in the organization, we found him hard working, sincere and
diligent person and his behaviour and conduct was good.

We wish him all the best for his fute endeavours

ForNivesh Global

(Authorized Signatory)



COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMs. Neha Kumari has successfully completed I&rmmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate griade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.




Date: 11-Aug2020

TO WHOMSOEVER IT MAY CONCERN

This is to certify thatr.Sachin Lakr&rom Fairfield Institute Of Technology And
Management Kapas Hera Extensugtew Delhihas successfully completéds
Summer Internship in the field @dusiness Developmeninh our organization
from 19-05-2020to 21-07-2020.Duringhisinternship tenure in the organization,
we foundhim hard working, sincere and diligent person dmdbehaviour and
conduct was good.

We wishhim all the best fohisfuture endeavours

ForNivesh Global

(Authorized Signatory)



A Pioneer organization& IBM Business Partne

Date: August 28", 2020

10 WHOM IT MAY CONCERN

This is to certify, AnupaiBingh student of Fairfield Institute of Management and Technology, New
Delhi bearing Roll number 41351401718 has undergone Summer Internship/Training on
IBM project and Technologies with us. The details are as follows:

Project Name

Duration of Training cum Internship

Internship Period

Technology

Tools / Platform Used

Reference Number

Main Subject Matter Expert

Co Subject Matter Expert

Achievements

Fitnesd.ifestyle

6 Weeks

June, 2020t July, 2020

Social Media Analytics

Wordpress Jetpack, Webmaster, Analytics platform,
Google tools for SEO and SM

MO/MAY2020/B 1680

Ms. Rohini Matta

Ms. Salony Gulati

IBM Badges & Certificates en:
Data Science 101

Google Certification

During the training, assessment and project period we find intern sincere, hardworking and having

good behavior and moral character.

We wish intern all success in future endeavors.

Mr. S. K Garg
In charge | Delivery
India/SA



Congratulations!
Anupam Singh

Completed

Google Ads Search Certica*ion

on July 24, 2020

Completion ID: 55396471 Expires: July 24, 2021

Google recognizes your mastery of the fundamentals of building and customizing
effective Google Search campaigns.









COMPLETION CERTIFICATE

Date: 19 Aug, 2020

This is to certify thaMr. Prajjwal Singh has successfully completed Bemmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate giade:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.




COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMs. Suvidh Guptahas successfully completed [&rmmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate griade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.










CERTIFICATE OF INTERNSHIP

37KLV LV WRMFfHMIWohmaMhESsMEcessfully completed summer internghggram
As Business Development Associate DW *XOPRKDU '"HFRU]
Underthe guidance ofs. Aishwarya Bhatnagar.
The Duration of this internship was fra28“ May 2020 t09™ July 2020
The internship on evaluatidolfils DOO WKH VWDWHG FULWHULD DQG VWXGHC

| herebycertify his/her worksatisfactory to the best of my knowledge

Jaspreet Kaur
Signature of Managing Director HR Manager
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APPLE INC

Business Pl

NAME MUKUND MADHAV VATS
ENROLLMENT N@2590101718
COURSHBBA(G)

SEMESTER/



EXECUTIVE SUMMA

Apple Inc. is an American multinational corporation
that designsand manufacturegonsumer
electronics, computer software, and personal

computers.

he company'sestknown hardware

products include Macintosh computers, the iPttg

IPhoneand the 1Pad.



OBJECTIVES

1. To provide customers with higiuality services with a
knowledgeable sales staff.

2. To bring best user experiences to customers through its
Innovative products and technologies.

3. To design and develop its own operation systems, hardware,
application software and services.



MISSION

Apple is committed to bringing the best
personal computing experience to
iIndividuals around the world through its
Innovative hardware, easyp-use
software and sleek product design.



MARKET ANALYSIS

TARGET MARKET

The following are a list %o %o iInc[target market

1. Middle and upper income consumers (Usually consumers with a high
purchasing power).

2. Customeravho enjoy using technology. These include people who take

delight incapturingmoments.

Students .

Professionaleén media anddesigns.

B W



Competitive Firms

1.Samsung

Samsung also Samsung Group is a South Korean
Multinational Conglomerate Company having affiliate
businesses under the prand name ] of Samsung. Samsung
Group has a huge product line i.e. gomnsurmer ] electronics,
semiconductors, telecommunication equipment, home
appliances, automotive and many more. Samsung is
founded in 1938 by Lee Byung-Chill and currently in the
top 10 most valued companies in the world.

2. Microsoft

Microsoft is an American Technology company which
revolutionized the information technology in past decades.
Founded by Bill Gates in 1975 it is known for Microsoft
windows product line. In the past 4 decades Microsoft
achieved its objectives in the visionary leadership of Bill
Gates.



3. Google

Google is a well-known American technology company
founded in 1998 by Larry Page and Sergey Brin. Google
is known for search engine, online advertising, cloud
computing, Google maps, Operating systems, Desktop
and Mobile application.

4. Dell

Dell named after Michael Dell. It is an American
multinational computer company that deals in
manufacturing, selling, repairing of computer and related
parts (products and services). Dell is strong competitors
of Apple in the Laptops segment. This rivalry started many
years ago when Dell introduced a competitive product Dell
DJ and become one of the early competitors of iPod. Few
years back Dell has launched XPS laptops product line
which are competing with MacBook Pro.



MARKETING TACTI(

4.1 Product

In any type of organization, the product or service offered is
the most important aspect of the business. This is because,
without a product or service, there will be nothing to
promote, price or distribute. Therefore, it is essential for
every company to provide the best product or service in
order to successful, starout and dominate the market.

4.1 Product

In any type of organization, the product or service

offered is the most important aspect of the business. This
IS because, without a product or service, there will be
nothing to promote, price or distribute. Therefore, it is
essential for every company to provide the best product
or service in order to successful, standt and dominate

the market.



4.3 Promotion

WEIul}s]lv ] *Ju%eoC E 3S]vP A E v ¢« }( 83Z }u% VC[* % E}
services tacustomers Apple promotes its products and services through many

channels including relatiorend personal selling. With regards to personal

selling, well mannered, energetic and highiformative sales representatives

iIn Apple stores provide customers with all the necessafigrmationabout the

company products and services.

4.4 Place

The place in marketing mix represents where the company sell its products

and offers itsservices Apple seeks to make their products available to

everyone by utilizing severdistribution Z vv o0¢X }E JvP S} % %0 [« &}CEuU
10-1U "SZ }lu%e vC « ooworlswidatEdugh itseretail stores,

online stores and direct sales force, as well as through-third

% ESC oopo E v SA}EI EE] E+U AZ}o » 0 E+*U E 5 ]o E-
2018).



FINANCIAL PROJECT

This section explains the financial overview of Apple related to

PDUNHWLQJ DFWLYLWLHV $FFRUGH, Q1 WR $SSOHTYV )R
sales increased 16% or $36.4 billion during 2018 compared to

2017, driven by higher net sales of iPhone, Services and Other

SURGXFWV ORUHRYHU WKH FRPSDQYYV QHW VDOHV LQFU
over-year in each of the geographic reportable segments. In May

2018, Apple announced a new capital return program of $100

billion and raised its quarterly dividend from $0.63 to $0.73 per

share beginning in May 2018. During 2018, the Company spent

$73.1 billion to repurchase shares of its common stock and paid

dividends and dividend equivalents of $13.7 billion (Apple, 2018).



FUTURE PLANS

T More ambitious products are also rumored to be
In the works, Including a pair of augmented
reality smart glasses and perhaps evena Ul
self -driving__vehicle .

T On the topic of services, Cook said Apple is well
on its way towards meeting the goal it set in
2016, which was to double its $25 billion
revenue by 2020.



COMPLETION CERTIFICATE

Date: 08 Aug, 2020

This is to certify thaMs. Mansi Kumari has successfully completed tg&rmmer Internship
with project title"Investment Plan" under the guidance ds. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate grfade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.




Date: 11-Aug-2020

TO WHOMSOEVER IT MAY
CONCERN

This is to certify that Mr Chaitanya Sharma from Fairfield Institute Of
Management And Technology Kapas Hera Extension ,New Delhi has
successfully completed his Summer Internship in the field of Business
Development in our organization from 13-05-2020 to 21-07-2020.During
his internship tenure in the organization, we found him hard working,
sincere and diligent person and his behaviour and conduct was good.

We wish him all the best for her future endeavours.

For Nivesh Global

(Authorized Signatory)



Date: 11-Aug-2020

TO WHOMSOEVER IT MAY
CONCERN

This is to certify that Mr. RAVI PRAKASH PANDEY from Fairfield Institute
of

Management and Technology, Kapashera has successfully completed his
Summer Internship in the field of Business Development in our
organization from 25-06- 2020 to 10-08-2020. During his internship tenure
in the organization, we found him hard working, sincere and diligent person
and his behaviour and conduct was good.

We wish him all the best for his future endeavours.

For Nivesh Global

(Authorized
Signatory)






Ref Not The Capital Box / HR / 21
Date t 8" July 2020

To Whomsoeverlt May Concern

This is to Certifgthdétt Dhountystudentratrfield Institute of Management andy/Technolog
worked under my supervisionldigninghipepestading®9052020to02 07/2020 D We”
Capital Bpx*XUJDRQ

| am pleased to statergeatdrmance was noteadtisfdagotpwards completing the
projects assigneshanddseen able to present a good picture of the concerned worl

Skepresentadyood moral character and pleasing perscraitgrwée etsbshn life

Ashwani Singh
HR Team
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COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMs. Shubham Gupta has successfully completed [8rmmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are her original
work.

| hereby certify her workatisfactory to the best of my knowledge with an aggregate griade:
Location for internship: New Delhi

We wish her all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.
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Date t 8" July 2020

To Whomsoeverlt May Concern

This is to CertifyAkaaksha Thakstudentrairfield Institute of Management and Technolpgy
worked under my supervision during the |rgemisigpopea2eto02/ 07/2020 D We”
Capital Bpx* X UJDRQ

| am pleased to statergeafdrmance was not&atisfdaotpwards completing the
projects assigneshavidseen able to present a good picture of the concerned worl

Slepresentadyood moral character and pleasing persasr@itgry/seicassshn life

AshwaniSingh
HR Team




Ref Not The Capital Box / HR / 21
Date t 8" July 2020

To Whomsoeverlt May Concern

This is to Certifk#nath Thasstudentrairfield Institute of Management and/Veatetbg
under my supervision during th@déniestestig/ 052020to02 07/2020 D Wie”
Capital Bpx*XUJDRQ

| am pleased to statispleatodnmance was not&aiisfdgotpwards completing the
projects assigneldeawdseen able to present a good picture of the concerned work

Hepresentadyood moral character and pleasing persanaitgry\éeiedsehshin life

Ashwani Singh
HR Team




Allsoft Solutions and ServicesPvt Ltd

E £39, Industrial Area, PhaseVIIl,
Mohali + PB 160055
01725198122

Ref. No:MO/JUNE2020/B 1882 Date: June 10™, 2020

Training and Placement Officer,
Fairfield Institute of Management and Technology
New Delhi

Subject : CONFIRMATION OF SIX WEEKS TRAINING ON SECTORAL ANALYTICS
'HDU 6LU ODYDP

It is indeed a pleasure to share after subsequent round of selection and process,
Aashna Roll No. 44351401718 a student of BBA in your esteemed institution has joined
us as a training cum intern in Sectoral Analytics +HR, Marketing & Operations. Aashna
will get many opportunities to grow professionally and develop professional skills with
a vibrant and supportive team.

We shall continuously monitor the performance and will suggest desired changes, the
training will be followed with the real time project development. The project to be
submitted in the given period and will be evaluated by experts. Aashna will be given
periodically opportunities to work with developers, the opportunities will be provided
based on performance and timely completion of the desired tasks.

Our heartiest congratulations to Aashna for becoming a part of Summer Training.

Thanks and Regards,

Arushi Sharma
Executive HR

www.allsoftsolutions.in




COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMr. Rahul Aggarwal has successfully completed Bemmer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate giade:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.










TRAINING CERTIFICATE

| have achieved 3 certificates from KOTAK MAHINDRA LIFE INSURANCE COMPANY.
After every stage that | qualify | received the certificate of recognition.

Here, | am attesting my 3 training certificates that | have achieved in my Summer Training.
x 1ScertifiFDWH pu/$81&+ 3$'f DIWHU VHOOLQJ WKH SROLF\ ZF
x 24 FHUWLILFDWH p%/$67 2))1 DIWHU VHOOLQJ WKH SROL
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Raunak Agarwal

Selection and Recruitment AnalysiSectoral Analytics

Advance Excel, Analytics Basic, IBM Cognos, OrangeH

MO /FEB 2020/B 1147

June 2020t July 2020

6 Weeks

Live Onlie Mode
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COMPLETION CERTIFICATE

Date: 18 Aug, 2020

This is to certify thaMr. Muskan Mehta has successfully completed Bammer Internship
with project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate giade:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.







COMPLETION CERTIFICATE

Date: 19 Aug, 2020

This is to certify thaMr. Jatin Kumar has successfully completed Bammer Internship with
project title"A Study On Perception Of Investors Investing In Life Insurance” under the
guidance oMs. Neha Chhabra .

The duration of the project was from 31 May, 2020 to 31 Jul, 2020

The internship on evaluation fulfils all the stated criteria and student's findings are his original
work.

| hereby certify his worlsatisfactory to the best of my knowledge with an aggregate gi@de:
Location for internship: New Delhi

We wish him all the best for future endeavours.

Warm Regards

(Authorized Signatory)

Head HR
Insplore Consultants Pvt. Ltd.
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This Is to certify that

hascompletedher internshipwork from homeL Q 3+ XPDQ 5HVRXUF HIR 'SdutVors’
from 15t June2020for the period of 3Gdays She has worked o U R M H F WntéisYar@litddgs
the challenges in Talent Acquisition and HRtsourcing DQG PHWKRGRORJ\ XV
connect During her internship, she was found punctual, hardworking and inquisifileewish
her all the besfor herfuture endeavours

23JULY020

Dr. Ravindra Pratap Gupta

Date .
Chairman



A Pioneer organization& IBM Business Partner

Date: August 27", 2020
TO WHOM IT MAY CONCERN

This is to certify, Kajal Mushuni student of Fairfield Institute of Management and Technology,
New Delhi bearing Roll number 46551401718 has undergone Summer Internship/Training on
IBM project and Technologies with us. The details are as follows: -

Project Name Human Resources Analysis
Duration of Training cum Internship 6 Weeks

Internship Period June, 2020 + July, 2020
Technology Sectoral Analytics

Tools / Platform Used Advance Excel, Analytics Basic, IBM Cognos,

OrangeHRM
Reference Number MO/JUNEZ2020/B 1868
Main Subject Matter Expert Ms. Khushbu Datwani
Co Subject Matter Expert Ms. Jyoti Taylor
Achievements IBM Badges & Certification on Data Science 101

During the training, assessment and project period we find intern sincere, hardworking and
having good behavior and moral character.

We wish intern all success in future endeavors.

Mr. S. K Garg
In charge | Delivery
India/SA
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CERTIFICATE

7KLV LV WR FHUWLI\ WKDW WKLREREEFTFONUOF INVESTORS 5
INVESTING IN LIFE INSURANCE ~ Lswbmitted E \ Akshay Arya “who carried out the project

work under my supervision. | approve this project for submissionof the Bachelor of Business Stug

(Gen.) in the department affiliated to Guru Gobind Singh Indraprastha Univérsity,

Date18 Aug, 2020

Ms. Neha Chhabra
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DECLARTION BY THE CANDIDATE

FAIRFIELD INSTITUTE OF MANAGEMENT AND TECHNOLOGY.

This project was undertak as a part of the major project report as per the curriculum of GUR
GOBIND SINGH INDRAPRASTHA UNIVERSITY, DELHI for the partial fulfilment of BBA

from FAIIRFIELD INSTITUTE OF MANAGEMENT AND TECHNOLOGY.

KHUHE\ GHFODUH WKDW WKH ZRUN ZKLFK PEREHPTION GFUH\
INVESTORS INVESTING IN LIFE INSURANCE =~ LV DQ DXWKHQWLF UHFR

carried out by me under the supervision and guidancéM&f Neha Chhabragroject guide,

| have not submitted the matter embodied hretais project for the award of any other Degree.

StudentName:
AKSHAY ARYA
46590101718
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7KH SURMH PERCEOMONVDD INVESTORS INVESTING IN LIFE INSURANCE “for one

required an improved environment, extensive Endeavour, and all necessary support. | take this an

opportunity to express my gratitudeMs. NehaChhabra my project guide for her able guidance,

cooperation and out of the btxnking without which this project would not have been excitingliat

The successful progression of my project also gives me the opportunity to acknowledge and appré

the staff of the college that provide me much needed stimulating suggesti@cantagement in

order to stem this project towards completion.

Thanking You
Akshay Arya
46590101718
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OBJECTIVE OF STUDY

To know the profileof the respondenis the studyarea.

w0 Dd e

To offer the summary and finding of teeudy.

™MPRIMARY OBJECTIVE

To analyse the factor influencing the satisfaction level of emplapgbhecompany.
To find out theperception of investors investinglife insurancecompanyINSPLORE

The primary objective of my study BNSPLORE:is to lay down the foundation ofvestorsnvesting

in the company
T™MSECONDARY OBJECTIVE

The objective ofny study abouthe investorso improvethe current process of employees

training and development AiISPLORE
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EXECUTIVE SUMMARY

The fiercely competitive Indian retail environment has forced the retail businesses to focus exteng

on customer retention of their existing customers. As a result, leading Indian retailers launched

loyalty programs offering a range of attiige tangible and intangible rewards to their customers, with

ively
thei

an aim to retain them and enhance the retail performance. These programs not only engage

increasing number of members over the years, but also generated huge proportion of sales and
from these members. When consumers join a loyalty program, to accumulate rewards more qu
they are likely to concentrate their purchases on one firm, such as buying all the things from one
only. Furthermore, because loyalty program membes teroverlook negative experiences with the
firm and are less likely to compare the firm with competitors, they are more likely to buy exclusiy
from the firm.l have expressed my experiences in my @wnple way. | hope who goes through it

will find it interesting and worth reading. All constructive feedback is cordiahyited.
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Chapter +1

INTRODUCTION
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ABOUT THE INDUSTRY

The insurance industry of India hasiBZurance companie4 are in the life insurance business,
while 33 are notlife insurers. Among the life insurers, Life Insurance Corporation (LIC) is the sole
public sector company. There are six public sector insurers in thif@amsurance segmenin

addition to these, there is a sole nationaheeirer, namely General Insurance Corporation of India
(GIC Re). Other stakeholders in the Indian Insurance market include agents (individual and

corporate), brokers, surveyors and tipatty administrairs servicing health insurance claims.

LARGEST LIFE INSURANCE COMPANY

1. LIC 4.ife Insurance Corporation of India
2. ICICI Prudential Life Insurance

3. HDFC Standard Life Insurance

4. Max Life Insurance

5. SBI Life Insurance

6. Bajaj Allianz Lifelnsurance

7. Tata AlA Life Insurance

8. RilianceNipponLife Insurance

9. Bharti AXA Life Insurance

10. Aditya Birla Sun Life Insurance
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Company Profile

InsploreLife Insurance Company Limited is a partloSploreCapital Ltd. of thensplore +Anil
Dhirubhai Ambani Grouplinsplore &DSLWDO LV RQH Rl ,QGLDfV OHDGLC
services companies, and ranks among the top 3 private sector financieésend banking
companies, in terms of net wortinsploreCapital has interests in asset management and mutual
funds, stock broking, life and general insurance, proprietary investments, private equity and other

activities in financial services.

InsploreCapital Limited (RCL) is a NofBanking Financial Company (NBFC) registered with the
Reserve Bank of India under sectionl#bof the Reserve Bank of India Ac&934.

InsploreCapital sees immense potential in the rapidly growing financial services sector in India
and aims to become a dominant player in this industry and offer fully integrated financial services.

Vision

Empowering everyone live their dreams.

Mission

Create unmatched value for everyone through dependable, effective, transparent and profitable

life insurance and pensigans.
Qur Goal

InsploreLife Insurance would strive hard to achieve the 3 goals mentloxied:

x Emerge asransnational Life Insurer of global scale atahdard.
x Create best value for Customers, Shareholders and all Igiklezs.

x Achieve impeccable reputation and credentials through best bugnaesises.
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1.1 Abstract

India is a country where the averaggling of Life insurance policies is still lower than many
Western and Asian countries, with the second largest population in world the Indian insurance
market is looking very prospective to many multinational and Indian insurance companies for
expandingheir business and market share. Before the opening of Indian market for Multinational
Insurance Companies, Life Insurance Corporation (LIC) was the only company which dealt in
Life Insurance and after opening of this sector to other private compahtég, world leaders of

life insurance have started their operation in India. With their world market experience and
network, these companies have offered many good schemes to lure all type of Indian consumer:
but unfortunately failed to get the major sharf market. Still theIC is the biggest player in the

life insurance market with approx 65% market share. But why Indian consumers do not trust on
many companies and why the major population of India does not have any life insurance policy or
what are tb factors plays major role in buying behaviour of consumers towards life insurance

policies.

1.2 Introduction

Life is full of risk and uncertainties. Since we are the social human being we have certain
responsibilities too. Indian consumers have iniffjluence of emotions and rationality on their
buying decisions. They believe in future rather than the present and desire to have a better anc
secured future, in this direction life insurance services have its own value in terms of minimizing
risk and unertainties. Indian economy is developing and having huge middle class societal status
and salaried persons. Their money value for current needs and future desires here the
pendulum moves to another side which generate the reasons behind holdiizy.aHssk the
attempt has been made in this research paper to study the buying behaviour of consumer:
towards life insurance services. Life insurance is one of the best known insurance products
today. People buy these products as investment toolslaadas protection for themselves and
their families. All the insurance companies the world over are looking at attracting the eye
balls of customer and positioning their solutions innovatively to cater to niche and specific
markets. One of the mostitical aspects both from the view point of the customer and the

insurer is getting important and relevant leads that can be benefidiaitifor
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1.3.10riqgin of Insurance

Almost 4,500 years ago, in the ancient land of Babylonia, tratexd to bear risk of the caravan

trade by giving loans that had to be later repaid with interest when the goods arrived safely. In
2100 BC, the Code of Hammurabi granted legal status to the practice that, perhaps, was how
insurance made its beginning. &ifinsurance had its origins in ancient Rome, where citizens
formed burial clubs that would meet the funeral expenses of its members as well as help survivors
by making some payments. As European civilization progressed, its social institutions and welfare
practices also got more and more refined. With the discovery of new lands, sea routes and the
consequent growth in trade, Medieval guilds took it upon themselves to protect their member

traders from loss on account of fire, shipwrecks and the like.

Sincemost of the trade took place by sea, there was also the fear of pirates. So these guilds even
offered ransom for members held captive by pirates. Burial expenses and support in times of sicknes
and poverty were other services offered. Essentially, alethevolved around the concept of

insurance or risk coverage. That's how old these conceptealig,In 1347, in Genoa, European
maritime nations entered into the earliest known insurance contract and decided to accept marine

insurance as a practice.

The first step

Insurance as we know it today owes its existence to 17th century England. In fact, it began taking
shape in 1688 at a rather interesting place called Lloyd's Coffee House in London, where
merchants, shipwners and underwriters met to disswand transact business. By the end of the
18th century, Lloyd's had brewed enough business to become one of the first modern insurance

companies.

Enter companies

The first stock companies to get into the business of insurance were chartengtiaimd in 1720.

The year 1735 saw the birth of the first insurance company in the American colonies in
Charleston, SC. In 1759, the Presbyterian Synod of Philadelphia sponsored the first life insurance
corporation in America for the benefit of ministersdatheir dependents. However, it was after
1840 that life insurance really took off in a big way. The trigger: reducing opposition from

religiousgroups.
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The growinqg years

The 19" century saw huge developments in the field of insurance, with newercpsookeing
devised to meet the growing needs of urbanization and industrialization. In 1835, the infamous
New York fire drew people's attention to the need to provide for sudden and large losses. Two
years later, Massachusetts became the first state toaemumpanies by law to maintain such
reserves. The great Chicago fire of 1871 further emphasized how fires can cause huge losse
in densely populated modern cities. The practice of reinsurance, wherein the risks are spread
among several companiesasvdevised specifically for such situations. There were more offshoots

of the process of industrializatioin 1897, the British government passed the Workmen's
Compensation Act, which made it mandatory for a company to insure its employees against
industial accidents. With the advent of the automobile, public liability insurance, which first

made its appearance in the 1880s, gained importancecaagdtance.

In the 19" century, many societies were founded to insure the life and health of their members,
while fraternal orders provided lewost, membersnly insurance.
Even today, such fraternal orders continue to provide insurance coverage to members as do mos
labour organizations. Many employers sponsor group insurance policies for their employees,
providing not just life insurance, but sickness and accident benefits andgelgensions.

Employees contribute a certain percentage of the premium for these policies.

In India

Insurance in India can be traced back to the Vedas. For instéogakshema, the name of Life
Insurance Corporation of India's corporate headquarters, is derived from the Rig Veda. The term
suggests that a form of "community insurance" was prevalent around 1000 BC and practised by
the Aryans. Burial societies of the Kirfound in ancient Rome were formed in the Buddhist
period to help families build houses, protect widows @nldiren.

Bombay Mutual Assurance Society, the first Indian life assurance society, was formed in 1870.
Other companies like Oriental, Bharat anahftre of India were also set up in the 1880s. It

was during the Swadeshi movement in the early@tury that insurance witnessed a big boom

in India with several more companies being set up.
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As these companies grew, the government began to exeorigel on them. The Insurance Act

was passed in 1912, followed by a detailed and amended Insurance Act of 1938 that looked into
investments, expenditure and management of these companies' funds. By-ti850g] there

were around 170 insurance compan@nd 80 provident fund societies in the country's life
insurance scene. However, in the absence of regulatory systems, scams and irregularities wer
almost a way of life at most of these companies.

As a result, the government decided nationalise theabfurance business in India. The Life
Insurance Corporation of India was set up in 1956 to take over around 250 life companies. For
years thereafter, insurance remained a monopoly of the public sector. It was only after seven years
of deliberation and del@a +after the RN Malhotra Committee report of 1994 became the first
serious document calling for the-opening up of the insurance sector to private players that
the sector was finally opened up to private playeODil.

The Insurance Regulatory Revelopment Authority, an autonomous insurance regulator set up in
2000, has extensive powers to oversee the insurance business and regulate in a manner that wi

safeguard the interests of the insured.

1.3.2Meaning of Insurance:

Insurance may be describ@d a social device to reduce or eliminate risk of loss to life and
property. Insurance is a collective bearing of risk. Insurance spreads the risks and losses of few
people among a large number of people as people prefer small fixed liability insteagl of bi
uncertain and changing liability. Insurance is a scheme of economic cooperation by which
members of the community share the unavoidable risks.

Insurance can be defined as a legal contract betweepasties whereby one party called Insurer
undertakes to pay a fixed amount of money on the happening of a particular event, which may be
certain or uncertain. The other party called Insure or Insurant pays in exchange a fixed
sum known as premim. The insurer and the insurant are also known as Assurer or Underwriter

and Assurant, respectively. The document which embodies the contract is calledlidhe
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1.3.3Types of insurancecontract

x Life insurance

X Generalnsurance

1.3.3.1Life Insurance

Life insurane is a contract for payment of money to the person assured (or to the person entitled
to receive the same) on the occurrence of an event insured against.

Usually the contract provides for

Payment of an amount may be on the date of maturity or at sggo#fieodic intervals or after

death, if it occurs earlier.

Periodical payment of insurance premium can be done by the assured to the corporation who

provides the insurance.

Who can buy a life insurance policy?

Any person above 18 years of age and whaliggble to enter into a valid contract. Subject to

certain conditions, a policy can be taken on the life of a spouse or children.

What is a Whole Life Policy?

When most people think of life insurance, they think of a traditional whole life policy. Hnese

the simplest policies to understand: You pay a fixed premium every year based on your age and
other factors, you earn interest on the policy's cash value as the years roll by, and your
beneficiaries get a fixed benefit after you die.

The policy takes gu into old age for the same premium you started out with. Whole life insurance
policies are valuable because they provide permanent protection and accumulate cash values the
can be used for emergencies or to meet specific objectives. The surrendgiwedue®u an extra

source of retirement money if you need it.

Why does one need Life Insurance?

Life insurance is designed to protg@u and your family against financial uncertainties that
may result due to unfortunate demise or iliness. You carvasoit as a comprehensive financial

instrument+as a part of your financial planning offering you savings & investiiaeiitties.
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What is an Endowment Policy?

Unlike whole life, an endowment life insurance policy is designed primarily to provideng

benefit and only secondarily to provide life insurance protection. Therefore, it is more of an
investment than a whole life policy. Endowment life insurance pays the face value of the policy
either at the insured's death or at a certain age oraafie@mber of years of premium payment.
Endowment life insurance is a method of accumulating capital for a specific purpose and
protecting this savings program against the saver's premature death. Many investors use
endowment life insurance to fund antidige financial needs, such as college education or

retirement. Premium for an endowment life policy is much higher than those for a whole life

policy.

What is a Money Back Policy?

This is basically an endowment policy for which a part of the sum assurpdidsto the
policyholder in the form of survival benefits, at fixed intervals, before the maturity date. The risk
cover on the life continues for the full sum assured even after payment of survival benefits and
bonus is also calculated on the full sumuasd. If the policyholder survives till the end of the

policy term, the survival benefits are deducted from the maturity value.

Choosing the right plan

Identifying the right plan basis your needs is the first crucial step towards insurance planning. At
RLIC we help customer by identifying their various needs and offering plans that are customized
for you. You may also choose a plan by identifying the life stage you are at.

The following needs of a person can be fulfilled by insurance:

Protection

Need for asound income protection in case of your unfortunate demise.

Investment

Need to ensure lorgrm real growth of your money.

Saving

Save for the milestones and protect your savings too.

Pension

Need to save for a comfortable life post retirement.
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Obijectives of Life Insurance

1. To spread life insurance and provide life insurance protection to the masses at reasonable
cost.

2. To mobilize peoples savings through insuralicked savingschemes.

3. To invest the funds to serve the best interests of botbaliey holders and theation.

4. To conduct business with maximum economy, always remembering that the money
belongs to the polickiolders.

5. To act as trustees of the policy holders and protect their individual and collet#hests.

6. To innovate and adapd meet the changing life insurance needs ottmemunity.

1.3.3.2General Insurance

General (nosife) insurance provides a shddgrm coverage, usually for a period of one year.
General insurers transact fire insurance, motor insurance, masumence, and miscellaneous
insurance business. Among these categories fire and motor insurance business are predominan
Motor vehicle insurance is compulsory in India and the motor insurance industry.

Moreover, motor insurance due to third party lidbitlaims has substantially contributed to underwriting
losses

General Insurance Products

Fire Insurance:
Fire Insurance is a comprehensive policy which covers loss on account of fire, earth quake, riots,
floods, strikes, and malicious intent. It cae taken only by the owner of the premises to be

insured.

Motor Insurance: This covers:

In motor insurance, the rates were revised. Upwards twice, once in 1982 and then in1990 as the
high cost of repairs coupled with third party claims laadersely affect the insured loss ratio.
Motor insurance is mandatory leading to good amount of premium collection but it is not being

fancied upon as it could lead to litigation problem.
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Marine Cargo Insurance: This covers:

a.
b.

Cargo inTransit.

Cargo Declaation policy.

It includes insurance of Marine Hull Insurance Inland Vessels, Ocean going Vessels, fishing and

scaling vessels, freight at risk, construction of ships, voyage insurance of various vessels, ship

breaking insurance, oil and energyr@spect of onshore and offshore risks, including construction

risk.

1.3.40bjective of InsurancePolicy

1.

Life Insurance policy for the rural areas and the socially and economically backward
classes with a view to reach all insurable persons in the country ramilipg them
adequate financial cover of reasonatmet.

Conduct business with utmost economy and with the full realization that the money to the
public.

Meet the various life insurance need of the community that would arise in the changing
social anceconomicaknvironment.

OD[LPL]H PRELOL]DWLRQ RI SHRSOHYV Y+ Nnked Lsecliring\ P D
adequatelattractive.

Involve all people working in the corporation to the best of their capability in furthering
the interests of the insurance pulidicproviding efficient service witbourtesy.

Bear in mind, the investment of funds, the primary obligation to its policy holders, whose
money it holder in trust, without losing sight of the interest of the community as a whole;
the fund is to be deployetb the best advantage of the investors as the community as

whole, keeping in view national as well as the community attracttuen.
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1.3.5Benefits to Insurance PolicyHolder
(1) Tax Benefits:

Relief in income tax is available for amount paidvmy of premium for life insurance.Investment

qualifying for rebate viz. insurance premia, premium paid toward annuity plans for life insurance
are specified under section 88(2) of the income tax Act.

(2)Safety:

In life insurance, on death, the full stemssured is payable (with bonuses wherever applicable)
whereas in other saving scheme, only the amount (saved with interest) is payable.

(3)Liquidity:

Loans can be raised on sole security of the policy which has acquired-appaatlie. Besides, a

Life Insurance policy is also generally accepted as security for even a commercial loan/housing
loan.

(4)Aid to Thrift:

/ILIH ,QVXUDQFH HQFRXUDJHV pWKULIWY /RQJ WHUP VDYLQJ
EHFDXVH RI pHDV\ LQVWD O P HQMAadéDHrdughLmohthly, Jjuarétiy, Xalf F D Q
yearly or yearly instalment). The Salary Saving Scheme, popularly known as SSS @ovide
FRQYHQLHQW PHWKRG LI SD\LQJ SUHPLXP HDFK PRQWK
Salary Saving Scheme can be idinoed in an institution of establishment subject to specified
terms andcondition

(5)Money at the time dRequirements:

A suitable insurance plan or a combination of different plans can be taken to meet specific needs
that are likely to arise in futur XFK DV FKLOGUHQ fMe br@&xridgy&piari§on ¥rw D U
even periodical needs for cash ones a predetermined stretch of time. Alternatively, policy money
can be so arranged to be used for other investments subject to certain conditionse Igearged

to policy holders for house or for purchase of flats.

(6)Insurance affords peace mind:

The security is the prime motivating factor. The security ends the tension and finally leads to
peace tonind.

(7)Insurance Eliminat®ependency

At the death ofhusband or the father or any lead person, the family would suffer a lot. The
insurance is here to assist then like to provide adequate amount at the time of suffering. The

economic dependency if the family is reduced.
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(8)Insurance encourageavings:

In mostof the life policies, element of saving is predominant, this policies combine of programme
of Insurance and saving. Saving with insurance has certain extra advantage.

(9)Economic Growth of the country:

For the growth of the country insurance providasng hand and mid to protect against loss of
death. From the insurance government get more financial resource and utilize strengthen the

economic condition of the country.

1.3.60OBJECTIVES OF THE STUDY

Following are the main objectives of the study are

a) Toknow the customers awareness regarding thenkigrance.

b) To know the customers awareness regarding the various life insurance compiaies in
insurancesector.

c) To know the customers preference towards the private or public insgeioe

d) To know thedifferent promotion strategy used by companies to awarediiomers.

e) To evaluate the factors underlying consumer perception towards investment in life
insurancepolicies.

f) To develop and standardize a measure to evaluate investment pattermsutéece

services.
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LITERATURE REVIEW

Much of the research on insurance markets in India has been descriptive (Ranade art®89yuja,

Rao, 1999; Sinha, 2007). Empirical studies have primarily looked at-socimmic and
demographic factors that affect the purchase of insurance. These studies (Townsend, 1994; Se
2008; Kakkar and Shukla, 2010) provide an understanding of howdastich as income, age,
education and life stage events affect demand. However, these studies do not provide an

understanding of the actual decisimaking process from a consumer behavior point of view.

There have been some behavioral studies in insarante context of western countries (Fletcher

& Hastings, 1983, 1984; Kurland, 1995; Gotllieb, 2012); in Malaysia (Haron et. al., 2011; Rahim

and Amin, 2011; Husin and Rahman, 2013) and in Nigeria (Omar, 2007; Omar and Frimpong,
2007). However, the findgs from these studies cannot be generalized to a country such as India
due to differences in social, cultural, educational, political and regulatory environment, as well as

the differences in the development of financial markets.

The level of financialiteracy and financial capabilities in emerging countries such as India is low
compared to more developed countries. In the absence of adequate financial understanding an
knowledge, and given the fact that these are important decisions, many prospecivears may

look for external guidance. So, they may be influenced by their family members and friends who
have already purchased life insurance or by insurance agents. Cultural differences can also lead t
significant differences in the way individualssw insurance (Chui and Kwok, 2008). The Indian
culture is more collectivistic, less egalitarian (high power distance) and has high levels-of long
term orientation and low levels of indulgence compared to western cultures (Farver et al., 2002;
Dion and Dion 1993; Sinha and Tripathi, 2004). Because of the collectivistic culture, individuals
may be more inclined to looking for advice from others. High power distance may lead to greater
trust in the word of "experts” and acceptance of social norms. Long teemtadion and low
indulgence indicates that savings rates would be high and individuals may look for appropriate

ways to invest their savings.

[®X
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RESEARCH METHODOLOGY

3.1ResearchMethodology

Research is a common language refers to a search of knowledge. Research is scientific &
systematic search for pertinent information on a specific topic, i résearch is an art of
scientific investigation. Research Methodology is a scientific way to solve research problem. It
may be understood as a science of studying how research is doing scientifically. In it we study
various steps that are generally addptg researchers in studying their research problem. It is

necessary for researchers to know not only know research method techniques but also technology.

The research problem consists of series of closely related activities. At times, the first step
determines the native of the last step to be undertaken. Why a research has been definec
what data has been collected and what a particular methods have been adopted and a host ¢
similar other questions are usually answered when we talk of cesesthodology concerning a

research problem @tudy.

3.1.1ResearchDesign

A research design is defined as the specific methods and procedures for acquiring the information
needed.It is a plant or organizing framework for doing the study and colledtireg data.
Designing a research plan requires decisions all the data sources, research approaches, resear
instruments, sampling plan and contaethods.

Research design is mainly of following types:

1. Exploratoryresearch
2. Descriptiveresearch
3. Casuaresearch

Exploratory Research

The major purposes of exploratory studies are the identification of problems, the more precise
formulation of problems and the formulations of new alternative courses of action. The design

of exploratory studies is characterized by a great amount of flexibility ahd@ceracity.

Descriptive Studies
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Descriptive research in contrast to exploratory research is marked by the prior formulation of
specifc research questions. The investigator already knows a substantial amount about the
research problem. Perhaps as a result of an exploratory study, before the project is initiated.

Descriptive research is also characterized by a preplanned and structiged de

Casual or Experimental Design

A casual design investigates the cause and effect relationships between two or more variables. Th

hypothesis is tested and the experiment is done. There are following types of casual designs:

I.  After onlydesign
II.  Before aftedesign
lll.  Before after with control grougesign
IV.  Four groups, six studietesign
V.  After only with control grouplesign
VI.  Consumer panealesign
VIl.  Exposit factodesign

3.1.2Data Collection Method

DATA COLLECTION METHOD

PRIMARY SECONDARY
— Direct personal Interview
— Indirectpersonalnterview PublishedSources UnpublishedSources
— Informationfrom correspondents Govt. Publication
— Mailed questionnaire Report Committee&
__Question filled byenumerators Commissions

Private Publication

Research Institute
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Period of Study: This study has been carried out for a maximum period of 8 weeks.

Area of study: The study is exclusively done in the area of marketing. It is @psorequiring

care, sophistication, experience, business judgment, and imagination for which there can be no

mechanical substitutes.

Sampling Design The random sampling is done because any probability sampling procedure
would require detailed informaticabout the universe, which is not easily available further, as it is

being an exploratory research.

Sample Procedure ,Q WKLV VWXG\ 3UDQGRP VDPSOLQJ SURFHGX

preferred because of some limitation and the complexity. Area sayriplimsed in combination

with random sampling so as to collect the data from different regions of the city.

Sampling Size The sampling size of the study is 100.

3.1.2Method of the Sampling:

Probability Sampling
It is also known as randosampling. Here, every item of the universe has an equal chance or

probability of being chosen for sample.

Probability sampling may be taken inform of:

Simple Random Sampling

A simple random sample gives each member of the population an equal charing ahbeen. It
is not a haphazard sample as some people think. One way of achieving a simple random sample i
to number each element in the sampling frame (e.g. give everyone on the Electoral register a

number) and then use random numbers to select theedgample.

Random numbers can be obtained using your calculator, a spreadsheet, and printed tables o
random numbers, or by the more traditional methods of drawing slips of paper from a hat, tossing

coins or rolling dice.
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Systematic Radom Sampling

This is random sampling with a system from the sampling frame, a starting point is chosen at

random, and thereafter at regular intervals.

Stratified Random Sampling

With stratified random sampling, the population is first divided intmber of parts or 'strata’

according to some characteristic, chosen to be related to the major variables being studied. Fol
this survey, the variable of interest is the citizen's attitude to the redevelopment scheme, and the
stratification factor will behe values of the respondents' homes. This factor was chosen because it

seems reasonable to suppose that it will be related to peattitedes

Cluster and Area Sampling

Cluster sampling is a sampling technique used when "natural” groupings are evaletdtistical
population. It is often used in marketing research. In this technique, the total population is divided

into these groups (or clusters) and a sample of the groups is selected.

Then the required information is collected from the elementsirwi#ach selected group. This
may be done for every element in these groups or a subsample of elements may be selected withi

each of thesgroups.

Non Probability Sampling

It is also known as deliberate or purposive or judgemental sampling. In thisftygaenpling,

every item in the universe does not have an equal, chance of being included in a sample.
It is of following type:

Convenience Sampling
A convenience sample chooses the individuals on the basis of easiness to @avrenience.

Convenience sampling does not represent the entire population so it is considered bias.

Quota Sampling

In quota sampling the selection of the sample is made by the interviewer, who has been given

quotas to fill form from specified suiproupsof the population.
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Judgment Sampling

The sampling technique used here in probability > Random Sampling.

3.1.Data Collection

Data is collected from various customers through personal interaction. Specific questionnaires are
prepared for collecting data. Data is collected with mere interaction and formal discussion with
different respondents and face to face contact with th@mperérom whom the information is to

be obtained (known as informants). | ask them questions pertaining to the survey and collect the
desired information. | contact the workers logplore Life Insurance Company Ltd. to obtain
some of the information. Thaformation obtained is first hand and originathmaracter.
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4.1Data Analysis

4.1.1Awareness of life insurance irconsumer.

Fig.1
Table no. 1
No. of respondents Percentage of respondent
Yes 100 100%
No 0 0%

Interpretation 1:
According to the data maximum no. of people are aware with life insurance policy (here 100%

people are aware with it). Today Indians are aware thighinvestment because it covers risk of
the life as well as gives better return on maturity.

4.1.2What is your purpose for buying an insurancepolicy?

Table no. 2
No. of respondents Percentage of respondent
For old age saving 51 51%
Family needs 14 14%
Time to time needs 21 21%
Opposite circumstanc 14 14%
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Fig. 2

Interpretation 2:
Most of the people buy insurance policy for their old age saving because they want to save money

or back up for old age and only 2]8éople buy insurance for time to time needs.

4.1.2How much money you want to invest innsurance?

Fig. 3
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Table no. 3:

Premium amount No. of respondents
Rs. 10,000 to 15,000 15
Rs. 15,001 to 20,000 29
Rs. 20,001 to 25,000 31
Rs.25,001 to 30,000 21
Rs. 30,001 to 35,000 4

Interpretation 3:

Mostly people invest in insurance on the basis of their saving and according to their saving they
purchase insurance policies. Here most of the people invest 20001 Rs. to 25000vesy &8s

number of people invest huge amount in insurance.

4.1.2MWhen you are buying an insurance policy, your decision is
influencedby?

Fig. 4
Table no. 4
No. of respondents
Family 37
Friends 30
Professional and trade union group 15
Brandand advertisement 18
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Interpretation 4:

Insurance is now basic investment for consumers. But this is tradition of India that we do not
believe on unknown people so when any one buy insurance policy then his or her decision is
depend on faily, friends and on other factors. In the study i found that 37% of respondents
EHOLHYH RQ WKHLU IDPLO\ WR EX\ LQVXUDQFH SROLF\ EX'
brand and advertisement of the company. So, a/c to study, we see that famiigrzol glay a

big role to buy an insurangelicy.

4.1.1n which company you believanost?

Fig.5
Table no. 5
Company No. of respondents
Private company 38
Public company 62

Interpretation 5:

Most of the people want to invest their moneypublic insurance company. In private insurance
company only 38 respondents want to invest their money. Most of the people buy insurance from
LIC and there are more than 20 private insurance companies in India.
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4.1.How do you want to payyour premium?

Fig. 6
Table no. 6
Mode No. of respondents
Cash 35
Cheque & Credit card 39
Demand draft 26

Interpretation 6:
Most of the respondents (i.e. 39) pay their premium through cheque & credit card because of
easiness andonvenience. 35 respondents pay their premium through cash and 26 of them pay

their premium through demand dratft.

4.1.1n what mode you want to givepremium?

Table no. 7
Mode No. of respondents Percentage of responden
Monthly 26 26%
Half-yearly 39 39%
Yearly 35 35%
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Fig.7
Interpretation 7:

Insurance companies give a lot of facility to their loyal customers for payment of premium.
Costumer also pays the premium in three madesthly, half yearly and yearly. Here 39 %

respondents pay in half yearly mode and 35% respondents pay yearly mode premium.

4.1.1Do you want which type of insuranceplan?

Table no. 8
Plans No. of respondents
ULIP 21
Traditional plans 40
Health plans 23
Term plans 16
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Fig. 8

Interpretation 8:

Most of respondents want mostly traditional plan. 40% respondents use traditional plan and 21%
UHVSRQGHQWY ZDQW WR EX\ 8/,3 30DQ 3HRSAueYKRZ WKHL
provides both risk coverage for life and investment opportunity in securities.

4.1.1Are you satisfied with the return on investment which you getting

from policy?
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Fig. 9

Table no. 9
Satisfaction level No. ofrespondents | Percentage of responden
Very Satisfied 21 21%
Satisfied 60 60%
&DQTW VD\ 4%
Not much satisfied 4%
Dissatisfied 11 11%

Interpretation 9:

Alc to data, 60% of respondent are satisfied with the return. About 21% argatiefied on their

LQYHVWPHQWYIV UHWXUQ DQG

DUH GLVVDWLVILHG ZLWK

4.1.11f you are not taking any insurance policy then please tell us the

reason, why?

Fig. 11
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Table no. 10

Reasons No. ofrespondents
We could not afford. 26
‘H GRQYW VHH DQ\ EH( 24
'H GRQTW ZDQW LQVXL 15
, GRQIW XQGHUVWDQUA 35

Interpretation 10:

$V WKH HYLGHQW VKRZV WKDW DV PR WWebBstnd thR WworkiKg-bf tidRivguDaDcd sisie B R

DQG QHDUO\ RI WKH UHVSRQGHQWYV GRQTW VHH DQ\ EHQHILW Z|LW
insurance and
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5.1Findings

1. Now life insurance has become generic. People believe in Life Insurance Company only
and therefore, everybody wants to go in for a policy with LiQvill take time to private
companies to win the confidence of feople.

2. As far as future decision makirapout the policy is concerned most of the policy would
go in for savingplan.

3. People are turning towards the ULIP as a good investment option but ULIP is in its
starting phase so customers prefer only big brands LIC, RIidC

4. LIC is the oldest player ithe Insurance market, so people are more aware of i.e., as
compared to neplayers.

5. This clearly comes out from the survey conducted that most of the people come to know
aboutlnsplorelife Insurance company through primedia.

6. It has clearly come out thanost of the people like to go in for a policy, which gives them
tax benefit.

7. $ F WR VXUYH\ LW LV FOHDUHG WKDW PRVW RI WKH SHF
GRQIW XQGHUVWDQG WHK@dRe? KRZ LQVXUDQFH SROLF\

8. Most of Peoplénfluenced by family and friends when they are buying insurpoliees.

5.2Discussions

InsploreLife insurance is one of the largest private life insurance company and it has awakened
many new hopes and aspiration for human kind, just based on a noble human passion of law,

compassion tolerance and mutual understanding.

Globalization has opened newormalities of technology, knowledge, communication and
information. InsploreLife insurance is a gift of globalization to maintain development of these
formalities there before is a daunting challenge i.e. the utilization of these facilities to create a
brave new worlds in which a qualitative and a clear change between yesterdays and hormones cal

easily perceived.

| have done a detailed the comparative studingploreLife insurance with other life insurance
companies and concluded that most of the peppéerred to deal with nationalized insurance

companies.

36



People used to buy Insurance for tax exemption but time has changed now, advertising has made
people understand the need of Life Insurance in their lives and people areinéiatiges to buy it.

Urge of people to have Insurance and strong marketing can really make the industry reach the sky.

ng
largest by working in ceoperative and cordinate manner and giving the people full services |and
facilities and making easy. So | would like to conducted byngathat Insplore Life insurance is a

wonderful gift given to the mankind in the new are for people development and maintenance of the we

Insplore Life insurance has set all the strategies and mission after proper vision and is achie

as well as India.
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CHAPTER-6

CONCLUSION,
LIMITATIONS and
SUGGESTIONS



Limitations

Although every effort has been in to collect the relevant information through the sources
available, still some relevant information could noghéhered.

Busy Schedule of Concerned Executives

The concerneéxecutives were having very busy schedule because of which they were reluctant

to giveappointment.

Time:

The time duration could not provide ample opportunity to study every detail of the company.

Unawareness

Customers were unaware of many terelated to same while asking to them.

Confidential Information :

As the company on account of confidential report has not disclosed some figures. Moreover,
in some cases separate accounts of division are not separately maintained therebyp leading
restrctions instudy.

Area.

Area of study chosen was not large.
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CONCLUSION:

BRAND, the brandof MetLife Insuranceappealsto growing middle-income
group. It hasthe supportof an aggressivdoreign bankat its back; Its market

positionis strong Shareholders return has grown by 7times and matatéll

MetLifeLife Insurance maintains the position of word leading
Cash Management Provider. Its improved product proposition
attracts one and all; it is one of the most profitable MNC in India.
It is a multicultural organization providing good support of

efficient 2.5 the market:

(a) Expansion of Customdyase
(b)Improvement in Quality of th8ervices

(c) Increase€ustomer
Satisfaction (d)Consistent
Business Growth
(e)Increase in Profitability

(HRetainng TheCustomer
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SUGGESTION

Followings are the recommendations and the suggestions not only fosgherelife insurance
company but also for other private life insurance companies if they want to complete with

public/government life insurance companies.

1. Creating positivemage:

Private companies should try their level best to create positive and favoumalgle in the

minds of people i.e. in the minds of their target customers.

2. Training and development agents:

Company must provide training to their agents and financial so that they can satisfy customer

and doubts effectively.

3. Concern towardsustomers:

SHULRXV FRQFHUQ PXVW EH JLYHQ WR WKH FXVWRPHU
3&XVWRPHU LV D NLQJ" ,Q IRUPDO ZRUGV ZH FDQ VD\ Wil

thecompany.

4. Co-operation with agents and brantlanagers:

The Company mustill co-operate with branch managers and agents.
5. Availability of branch offices:

There must be the branch offices in eactBAQKm. diameter.

6. Efficient management:

The management appointed must be that much capable that it can control the whole team anc

improve the goodwill and image of the company.

7. Sales promotion anaharketing:

The marketing department must be so aggressive that it can have a close watch on the
FRPSHWLWRUVY DFWLYLWLHYVY 1RW RQO\ WKLV EXW DOVF

customers also.

8. Incentive schemes and permanencjpim

There must be good incentive schemes to be designed as these can acts as good motivators f

the agents.
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ANNEXURE

UESTIONNAIRES

Declaration: It is purely for academic purposes and the data given will not be passed to anyone.

3OHDVH WLFN ¥ RXW IRU DSSURSULDWH RSWLRQ

(A) Personal Information:

A NAIMIE e e ————

b. Gender: a) Male [ ] b) Female [ ]
c. Age(inyears) a)Belowl8 [ ] b)1835 [ ]
c) 3550 [ ] d) Above 50 [ ]

f. Annual Income: a) Less than Rs. 1,00,000 |:|
b) Rs. 1, 00,001 to Rs. 3, 00,000 |:|

c) Rs 3, 00,001 to Rs. 5, 00,000 |:|

d) Rs. 5, 00,001 andbove ]

(B) Questions:

1. Do you aware with Lifénsurance?

a) Yes ] b) No ]

2. Are you interested in investing yomoney?

a) Yes b) No
[ 1] 1]
3. Where do you want to invest yoomoney?
a) Shares ] b) Mutualfunds ]
c) Insurance ] d) FixedDeposits ]
4. What is the purpose for buying insurammicy?
a) For oldage saving ] b) Family needs 1]
c¢) Time totime needs ] d) Oppositecircumstances [ 1]
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5. When you are buying an insurance policy then your decision infludryGed

a) Family ] b) Friends ]
c¢) Professional &niongroups |:| d) Brand &Advertisement [ ]
6. What is your saving as percentage (%) of anmeaime?
a) 10to 20 ] b) 21 to30 ]
c) 31t0 40 [ ] d) 41 to50 [ ]
7. How much money do you want to invest in insurgple@s?
a) Rs. 10,000 t&s. 15,000 [ ] b) Rs. 15,001 to R20,000 [ ]
¢) Rs. 20,000 t&®s. 25,000 [ ] d) Rs. 25,001 t0 R80,000 [ ]

e) Rs. 30,001 to Rs. 35,000 [ |

8. Onwhich company do you believeost?

a) Private insuranceompany

b) Public insuranceompany

©

How do you want to pay yogremium?

a) Cash
b) Cheque & Creditard

c) Demanddraft

Uy U

10. 'R \RX WKLQN WKDW LQVXUDQFHfESSROLF\ LV QHFHVVLW\ RI W]

a) Yes [ ] b) No [ ]

11. In what interval do you want to give yguremium?

a) Monthly
b) Half yearly

Cc) Yearly

HRinl
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12. Do you want which type of insuranpelicy?

a) ULIP (Unit Linked Insuranc®lan)
b) Traditional

¢) Health

Il

d) TermPlan

13. Are you satisfied with thesturn on investment which you getting frpalicy?

a) Very Satisfied

b) Satisfied

c) & D @ayw

d) Not much Satisfied

e) Dissatisfied

J oo

14. If you are not taking any insurance policy then please tell us the redsoh,

a) | could notafford.

b) , GRQ 1 W b&hefitwith@ \

UL

c) , GRQ Y iWsuZada@ W

d), GRQTW XQGHUWNMBD G WKRZ LW
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work.
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We wish him all the best for his fute endeavours
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