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Abstract  

 The Indian retail industry is now beginning to evolve in the line with the transformation that has 

swept other large economies. It  witnesses tremendous growth with the changing demographics and an 

improvement in the quality of life of urban people. The growing affluence of (ÕËÐÈɀÚ consuming class, the 

emergence of the new breed of entrepreneurs and a flood of imported products in the food and grocery space, has 

driven the current retail boom in the domestic market. The concept retail which includes the shopkeeper to 

customer interaction, has taken many forms and dimensions, from the traditional retail outlet and street local 

market shops to upscale multi  brand outlets, especially stores or departmental stores. Though at this moment, it  

is still  premature to say that the Indian retail market will  replicate the success stories of names such as Wal-

Mart  stores, Sainsbury and Tesco but at least the winds are blowing in the direction of growth. Hence, the 

present study focuses on two aspects of retail marketing i.e. Store Retailing and Non-store Retailing. Store 

Retailing as the departmental store, which is a store or multi  brand outlet, offering an array of products in 

various categories under one roof, trying to cater to not one or two but many segments of the society and Non 

store retailing as the direct selling, direct marketing, automatic vending. The objective being to assess the 

various parameters that influences a buyer to visit or shop at departmental store thereby contributing to its 

turnover (in terms of sales and profits) hence leading to its overall success. Hence this document entails these 

aspects in great detail, helping it  to understand the concept of retail marketing through departmental stores and 

retail trends in India. 

Retailing  ɬ The sunrise  industry  

Introduction  

 The word  ȿÙÌÛÈÐÓɀ means to sell or be sold directly  to individuals.  Retail is (ÕËÐÈɀÚ largest 

industry,  and arguably  the one with  the most impact  on the population.  It  is the ÊÖÜÕÛÙàɀÚ largest 

source of employment  after agriculture,  has the deepest penetration to rural  India,  and generates 

more than 10 percent of (ÕËÐÈɀÚ GDP. However,  retailing  in India  has so far, been mostly  in the hand 

of small disorganized  entrepreneurs. It  is also (ÕËÐÈɀÚ least evolved industries.  In fact, it  is not even 

considered a real industry.  The industry  suffers from  lack of management talent, poor access to 

capital, unfavorable  regulation  and denial  of access to best practices. The Indian  retail  industry  is only  

now beginning  to evolve in line with  the transformation  that has swept other large economies. Fifty  

years of restricting  the consumer goods industry,  a national  mind  set which  favored denial over 

indulgence, and a fractured  supply  chain for  agricultural  products  have all  contributed  to prevent the 

development  of modern tenants based on scale advancements and consumer preferences. 

 India  has some 12 million  retail  outlets, but many of these act merely as subsistence providers  

for  their  owners and survive  on a cost structure where labor and land is assumed to be free and taxes 

nil.  Compare this with  the global retail  industry,  which  is one of the ÞÖÙÓËɀÚ largest organized 

employers, is at the cutting  edge of technology, and which  leverages scale and scope to offer value-

added services to its customers. 
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 However,  only  recently has there been an awakening in this sector, with  more organized 

retailers starting  to make an impact. The liberalization  of the consumer goods industry,  initiated  in 

the mid -80s and accelerated through  the 90s has begun to impact the structure  and conduct of the 

retail  industry.  Backed by changing consumer trends and metrics, liberalization  in mindsets driven  by 

media, new opportunities  and increasing wealth,  retailing  in India,  presents a vast opportunity  for  a 

variety  of businesses - real estate, store design & operations, visual  merchandising  logistics and 

communications, B2C service providers,  and FMCG companies who  can add to their  offers by 

partnering  this revolution.  

 The Indian  Retailing Industry  stands poised to take off  into  the 21st century. It  is one of the 

fastest growin g sectors in the nation that caters to the world's  second largest consumer market. Retail 

boom is unbaiting.  India  has five  million  retailers with  a business volume  of $180 million  growing  at 5 

to 7 per cent a year. The middle  class drives retailing  anywhere in the world  and this segment should 

have reasonable income. The next driver  is availability  of variety  of goods, products  and brands. The 

third  one is ɁÚÌÕÚÌ of ÈÞÈÙÌÕÌÚÚɂȭ 

 In other developing  economies, this transformation  has already begun. In many of these 

countries, organized retail  already has a 40 percent share of the market, compared to (ÕËÐÈɀÚ current  

levels of 2 percent. As India  goes through  this transformation,  new businesses with  sales of 1billion  ɬ 

2 billion  US $ will  be created in grocery and of 250million  - 500million  US $ in apparel. Smaller but 

still  interesting  opportunities  will  be created in other sectors like  books, electronics, and music. This 

transformation  will  also impact  the supply  chain in agriculture,  the tax collections from  trade and the 

way people shop. 

 In the last 10 years, all  Southeast Asian countries like  Indonesia, Malaysia, Taiwan and Korea 

have gone through  similar  phases. China, with  a per capita income of $650-700 per annum, is going 

through  the same phase what  India is also facing now. Europe went  through  this phase of retail  

revolution  about 40-50 years ago. It  is believed that when a ÊÖÜÕÛÙàɀÚ per capita income reaches the 

level of $1,200 per annum, organized retailing  begins to takeover. Though India  has a per capital 

income of $ 400, on the basis of purchasing power  parity  (PPP) it  has already hit  the $1200 level. This 

does strengthen the belief that probably,  the right  time for  organized retailing  to click in India  has 

come. 

 This report  aims at providing  an insight into  the emerging trends in the industry  and the 

barriers to change and a perspective on what  this industry  could become, using the global industry  as 

the backdrop. 

Overview  of  the Global  Retail  Industry  

Retail:  ÞÖÙÓËɀÚ largest industry  

Retail, with  total  sales of $ 6.6 trillion,  is the ÞÖÙÓËɀÚ largest private  industry  ahead of financial  

industries  $ 5.1 trillion.  It  is also home to a number  of the ÞÖÙÓËɀÚ largest enterprises. Over 50 of the 

Fortune 500 companies, and around  25 of the Asian top 500 companies, are retailers. The industry  

accounts for  over 8 percent of the GDP in western economies. 

Retail:  Largest private  industry  in  the world  economy 

 A  Study by Mc Kinsey states that organized retail  accounts for  just around  2 percent (out of 

which  modern retail  formats account for  7 percent of trade) presently is set to grow  at exponential 

exceeding 35 percent. Fitch estimates the current  share of organized retail  to grow  from  2percent 

presently to around  15 to 20 percent by 2020. 
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Table  1: 

Retail  Consumption  areas US $ billion  Existing  Companies  in  the organized  sector 

Food Retailing 130 
Food Bazaar (Pantaloon) Food World  

Subhishka. 

Clothing  & Apparel  12 Pantaloon Westside, Shoppers Stop 

Jewellery, Watches 7 Tanishq, Titan, Gold Bazaar (Pantaloon) 

Home Furnishing  5 Home Store, Arcus (Pantaloon) 

Foot wear 1.7 Bata, Woodland  

Beauty Care 3.6 VLCC, Health  & Glow  

Source: economic ÛÐÔÌɀÚ industry  report  

 Traditionally,  most retailers have had very localized operations. This localized nature of the 

industry  is changing as retailers face low  rates of growth  and threatened profitability  at home. New  

geographies will  help them sustain top-line growth  as well  as permit  global sourcing. Profits in retail  

have steadily been rising  and have generated 18 percent shareholder returns between 1994 and 1999. 

Significantly,  retail  is also one of the ÞÖÙÓËɀÚ largest employers, accounting for  instance 16 percent of 

the US workforce,  Poland 12 percent, China 8percent, India  10 percent and Brazil  6percent. Factors 

such as scale in sourcing, merchandising, operational  effectiveness and ambience have driven  the 

spread of organized retail.  

 Grocery, electronics are examples of categories that compete on the strength of better pricing,  

which  in turn  is driven  by superior  sourcing and merchandising  and cost-efficient  operations. Wal-

Mart,  Home Depot and Kingfisher  are benchmark retailers in these fields. 

 In apparel, home furnishings  and furniture,  the advantage is driven  by the ÔÈÙÒÌÛÌÙÚɀ ability  

to provide  better products  in a comfortable ambience at affordable prices. In these cases sourcing 

capability  has to be backed by strong design capability  and store management. IKEA  and GAP are 

good examples of this model  of retailing.  

 Over the last few decades, retail  formats have changed radically.  The basic department  stores 

and co-operatives of the early 20th Century  have given way to mass merchandisers, hypermarkets,  

warehouse clubs, category killers,  discounters and convenience stores. Each of these formats has been 

driven  by ÔÈÙÒÌÛÌÙɀÚ need to offer relevant, distinctive  and economic propositions  to an evolving  

consumer base. 

 Global retailers have also reached a position  of strength that enables their  brand to be 

leveraged across a wide  range of services. Many  of them have expanded their  offering,  over the years 

to include  fuel  retail,  car retail,  convenience services and personal financial  services. This has put  

them in a position  where they are not only  beginning  to capture growth  from  geographical 

expansion, but are also entering large new areas of business. 

The recent evolution  of the Internet  has helped further  broaden the scope of operations of large 

retailers. Further, a large number  of retailers are pursuing  innovative  aggregation and suppl y chain-

streamlining  initiatives  using B2B technology. 

http://www.valuenotes.com/asps/IndustryArticles.Asp?Cat=I&Id=44
http://www.valuenotes.com/asps/CompanyArticles.Asp?Cat=C&Id=106
http://www.valuenotes.com/asps/CompanyArticles.Asp?Cat=C&Id=64
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Table  2:Top 10 Retailers  Worldwide  

 Source: economic ÛÐÔÌɀÚ industry  report  

 Studies by consulting  firms  like  A.T. Kearney, KSA Technopak, and McKinsey  & Co. in India  

have indicated  a huge potential  for  retailing  in the country.  Drawn  by the magic number  of Rs 1, 60, 

000 crore that is expected to be the size of the retail  industry  by the end of the first  decade of this 

millennium,  several companies from  the organized sector have also jumped  into  the fray.  

 In this millennium,  like  in the last, customers will  want  to spend time with  their  family  and 

friends. They may like  to visit  malls on weekends where everything  will  be available under  one roof. 

India  will  benefit from  these developments because of increased consumption  through  retailing  and 

the corresponding  increase in employment  created by retailing.  

Retail  Marketing  

 Retail Marketing  includes all  the activities involved  in selling goods or services directly  to 

final  consumes for  personal, non-business use. Any  organization  selling to final  consumers -- whether  

a manufacturer,  wholesaler, or retailer  ɬ is doing  retailing.  It  does not matter how the goods or 

services are sold (by Person, Mail,  Telephone, Vending  Machine, or Internet)  or where they are sold 

(in a store, on the street, or in the conÚÜÔÌÙɀÚ home). 

 There are many approaches to understanding  and defining  retail  marketing;  most emphasize 

retail  marketing  as the business activity  of selling goods or services to the final  consumer, but what  

we emphasized upon is defined as follows:  

 Ɂ Õà business that directs its marketing  efforts towards  satisfying  the final  consumer based 

upon the organization  of selling goods and services as a means of ËÐÚÛÙÐÉÜÛÐÖÕɂ 

 The concept assumed within  this definition  is quite important.  The final  consumer withi n the 

distribution  chain is a key concept here as retailers are at the end of the chain and are involved  in a 

direct  interface with  the consumer. 

 A  retailer  or retail  store is any business enterprise, whose sales volume  comes primarily  from  

retailing.  Retail  organizations exhibit  great variety  and new forms keep emerging. There are store 

retailers, non-store retailers, and retail  organizations. Consumers today can shop for  goods and 

services in a wide  variety  of stores. The best-known  type of retailer  is the department  store. Japanese 

Rank  Retailer  No of  stores owned  Sales in  US$ Millions  

1 Wall -Mart  Stores Inc. (USA) 4178 $180,787 

2 Carrefour  Group  (France) 8130 $61,047 

3 The Kroger Co. (USA) 3445 $49,000 

4 The Home Depot, Inc. (USA) 1134 $45,738 

5 Royal Ahold  (Netherlands)  7150 $45,729 

6 Metro  AG (Germany) 2169 $44,189 

7 Kmart  Corporation  (USA) 2105 $37,028 

8 Sears, Roebuck and Co. (USA) 2231 $36,823 

9 Albertson's, Inc. (USA) 2512 $36,726 

10 Target Corporation  (USA) 1307 $36,362 
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department  stores such as Takashimaya and Mitsukoshi  attract millions  of shoppers each year. These 

stores feature art galleries, cooking classes, and ÊÏÐÓËÙÌÕɀÚ playgrounds.  

 A  retailer  is at the end of the distributive  channel. He provides  goods and service to the 

ultimate  consumers. This he does through  his small organization,  with  the help of a few personnel. In 

an individual  retail  store there is not much scope for  organization  except in the sense that the 

shopkeeper has to organize and apportion  his time and resources. The need for  organization  becomes 

essential as soon as he hires people and enters into  partnership  or takes the help of members of his 

family  in running  his store. A retailer  deals in an assortment of goods to cater to the needs of 

consumers. His objective is to make maximum  profit  out of his enterprise. With  that end in view  he 

has to pursue a policy  to achieve his objective. This policy  is called retailing  mix.  A  retailing  mix  is the 

package of goods and services that store offers to the customers for  sale. It  is the combination  of all 

efforts planned by the retailer  and embodies the adjustment of the retail  store to the market 

environment.  Retailing mix,  a communication  mix  and a distribution  mix.  The maximu m satisfaction 

to the customers is achieved by a proper  blend of all three. 

 The success of the retail  stores, therefore, depends on ÊÜÚÛÖÔÌÙÚɀ reaction to the retailing  mix  

which  influences the profits  of the store, its volume  of turnover,  its share of the market, its image and 

status and finally  its survival.     

There are three main phases in the life  of a retailing  institution.  These are: - 

 Innovation  (Entry)  

 Trading  Up 

 Vulnerability.  

 In the entry  stage, a new retailer  enters with  new price appeal, limi ting  product  offerings, 

Sparton Stores & Limited  services. Its monopoly  power  over the others is its price advantage, which  

means that it  offers products  at low  prices so as to get a competitive  edge over its competitors. 

 In the trading  up stage, the retailer  starts expanding. It  expands in terms of product  offering,  

better services, and improved  interiors.  With  all  these, it  starts charging a bit  higher  prices. 

 In the vulnerability  stage, there is a gap in the market leaving some space for  the new players 

to come in. this is due to increase in the prices by the retailer. 

 I have already explained the three stages in life  of a retail  institution.  Normally  these stages 

are there in the life  of a retail  institution.  But all  these may not be necessarily there in every retail  

institution.  For instance, any retail  institution  targeting  the upper  class may start itself  with  a large 

variety  & high price. 

 This brings to broadly  identify  and categorize the types of retail  marketing,  which  are defined 

as follo ws: 

1.     Store Retailing 

2.     Non store Retailing 
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Types of  Retail  Marketing  

Store Retailing  

 Store retailing  provides  consumers to shop for  goods and services in a wide  variety  of stores 

and it  also help the Consumers to get all  the needed goods and services from  one shop only.  The 

different  types of store retailing  are given below: 

Specialty  Stores 

 These stores focus on leisure tastes of different  individuals.  They have a narrow  product  line 

with  deep assortment such as apparel stores, sporting  goods stores, furniture  stores, florists  and 

bookstores. These stores are usually  expensive and satisfy the needs of selected consumers who  have 

liking  or preference for  exclusive things. 

Departmental  Store 

 These stores are usually  built  in large area and keep variety  of goods under  one shed. It  is 

usually  divided  into  different  sections like  clothing,  kids section, home furnishings,  electronic 

appliances and other household goods. In a departmental  store a consumer can buy variety  of goods 

under  one shed. 

Supermarket  

 These stores are relatively  large, low  cost, low  margin,  high volume,  self service operations 

designed to serve total  needs for food, laundry  and household maintenance products. Supermarkets 

earn an operating profit  of only  1 percent on sales and 10percent on net worth.  

Convenience Stores 

 These are relatively  small stores located near residential  area, open for  long hours seven days 

a week, and carrying  a limited  line of high turnover  convenience products  at slightly  higher  prices 

than departmental stores. Many  such stores also have added takeout sandwiches, coffee and pastries. 

Off  - Price Retailer  

 These stores sell goods at low  price with  lower  margins & higher  volumes. These stores sell 

goods with  deteriorated quality.  The defects are normall y minor.  This target at the persons belonging 

to the lower  income group,  though  some have a collection of imported  goods aimed to target the 

younger generation. The company owned showroom  selling the seconds products  is a typical  

example of off  - price retailer. 

Discount  Store 

 These stores sell standard merchandise at lower  prices by accepting lower  margins and 

selling higher  volumes. The use of occasional discounts or specials does not make a discount  store. A 

true discount  store regularly  sells its merchandise at lower  prices, offering  mostly  national  brands, 

not inferior  goods. 

 In recent years, many discount  retailers have ɁÛÙÈËÌË Ü×ɂȭ They have improved  decor, added 

new lines and services, and opened suburban branchesɭall  of which  has led to higher  costs and 

prices and as some department  stores have cut their  prices to compete with  discounters. 

 Not  only  that, discount  stores have moved beyond general merchandise into  specialty 

merchandise stores, such as discount  sporting  goods stores, electronics stores, and bookstores. 
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Catalog Showroom  

 Catalog showrooms generally sell a broad selection of high-markup,  fast-moving,  brand-

name goods at discount  prices. These include  jewelry,  power  tools, cameras, luggage small 

appliances, toys, and sporting  goods. Catalog showrooms make their  money by cutting  costs and 

margins to provide  low  prices that will  attract a higher  volume  of sales. Catalog showrooms have 

been struggling  in recent years to hold  their  share of the retail  market.   

Retailing  in  India  

 India  has some sometimes been called a nation of shopkeepers. This epithet has its roots in 

the huge number  of retail  enterprises in the country  totaling  12 million,  about 78 percent of these are 

small family  owned businesses utilizing  only  household labour. even among retail  enterprises that 

hire workers  the bulk  of them hire less than 3 workers  ȭ(ÕËÐÈɀÚ retail  sector appears backwards not 

only  by standards of industrialized  countries but also in comparison to several other emerging 

markets in Asia and elsewhere. There are only  14 companies that run  departmental  stores and mere 

two  with  hypermarket  operations. While  the number  of businesses operating  supermarkets is higher  

(425 in 2004) most of these had only  1 outlet,  the number  of companies with  supermarket chains was 

less than 10. 

Major  Formats of  Retailing  

 Major  formats of In-Store Retailing have been listed in Table given below: 

Table  3: 

Format Description  The Value  Proposition  

Branded 

Stores 

Exclusive showrooms either owned or franchised out 

by a manufacturer.  

Complete range available 

for  a given brand, 

Certified  product  quality.  

Specialty 

Stores 

Focus on a specific consumer need; carry most of the 

brands available. 

Greater choice to the 

consumer, comparison 

between brands possible 

Department  

Stores 

Large stores having  a wide  variety  of products, 

organized into  different  departments, such as clothing,  

house wares, furniture,  appliances, toys, etc. 

One stop shop catering to 

varied  consumer needs. 

Supermarkets Extremely large self-services retail outlets. 
One stop shop catering to 

varied  consumer needs. 

Discount 

Stores 

Stores offering  discounts on the retail  price through  

selling high volumes and reaping the economies of 

scale. 

Low  prices. 

Hyper -mart  

 

Larger than a Supermarket, sometimes with  a 

warehouse appearance, generally located in quieter 

parts of the city  

Low  prices, vast choice 

available including  

services as cafeterias. 

Convenience 

Stores 

Small self-service formats located in crowded  urban 

areas. 

Convenient location and 

extended operating hours. 

Shopping 

Malls  

An  enclosure having  different  formats of in-store 

retailers, all  under  one roof. 

Variety  of shops available 

close to each other. 
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Source: India  info  line 

Non -store Retailing  

 It  is another type of retail  marketing.  Different  types of non-store retailing  are given below: 

Direct  Selling  

 Direct  selling which  started centuries ago with  itinerant  peddlers has burgeoned into  a $9 

billion  industry,  with  over 600 companies selling door to door, office to office, or at home sales 

parties. A  variant  of direct selling is called multilevel  marketing,  whereby companies such as Amway  

recruit  independent  businesspeople who  act as distributors  for  their  products, who  in turn  recruit  and 

sell to sub distributors,  who  eventually  recruit  others to sell their  products, usually  in customer 

homes. 

Direct  Marketing  

 Direct  marketing  has its roots in mail -order marketing  but today includes reaching people in 

other ways than visiting  their  homes or offices, including  telemarketing,  television direct  response 

marketing,  and electronic shopping. 

Automatic  Vending  

 Automatic  vending  has been applied  to a considerable variety  of merchandise, including  

impulse  goods with  high  convenience value (cigarettes, soft drinks,  candy, newspaper, hot beverages) 

and other products  (hosiery, cosmetics, food snacks, hot soups and food, paperbacks, record albums, 

film,  T-shirts, insurance policies, and even fishing  worms).  

Organized  Retail  Formats in  India  

 Each of the retail  stars has identified  and settled into  a feasible and sustainable business 

model  of its own. 

 Shoppers' Stop - Department  store format  

 Westside - Emulated the Marks & Spencer model  of 100 per cent private  label, very good 

value for  money merchandise for  the entire family  

 Giant and Big Bazaar - Hypermarket/cash  & carry store 

 Food World  and Nilgiris  ɬ Supermarket format  

 Pantaloons and The Home Store - Specialty retailing  

 Tanishq has very successfully pioneered a very high quality  organized retail  business in fine 

jewellery.  

Structure of the retailing  industry  according to ownership  patterns: 

 An unaffiliated  or independent  retailer 

 A chain retailer  or corporate retail  chain 

 A franchise system 

 A Leased Department  (LD)  

 Vertical  Marketing  System (VMS) 

 Consumer Co-operatives 



ACUMEN ς 2016 15 ISBN: 978-93-86011-09-1 

 A  new entrant in the retail  environment  is the 'discounter'  format.  It  is also is known  as cash 

and-carry or hypermarket.  These formats usually  work  on bulk  buying  and bulk  selling. Shopping 

experience in terms of ambience or the service is not the mainstay here. RPG group  has set up the first  

'discounter'  in Hyderabad  called the Giant. Now  Pantaloon is following  suit.Two  categories of 

customers visit  these retail  outlets. 

1. The small retailer. For example, a customer of Giant could be a dhabawala who  needs to buy 

edible oil  in bulk.  

2. The regular  consumer who  spends on big volumes (large pack sizes) because of a price 

advantage per unit.  

 Retailing in India  is still  evolving  and the sector is witnessing  a series of experiments across 

the country  with  new formats being tested out; the old  ones tweaked around  or just discarded. Some 

of these are listed in Table below. 

Table  4: 

Retailer  Current  Format New  Formats 

Shoppers' Stop Department  Store Quasi-mall  

Ebony Department  Store Quasi-mall,  smaller outlets, adding  food retail  

Crossword Large bookstore Corner shops 

Pyramid  Department  Store Quasi-mall,  food retail  

Pantaloon Own  brand store Hypermarket  

Subhishka Supermarket Considering  moving  to self service 

Vitan  Supermarket Suburban discount  store 

Foodworld  Food supermarket Hypermarket,  Foodworld  express 

Glob us Department  Store Small fashion stores 

Bombay Bazaar Super market Aggregation  of Kiranas 

Efoodmart  Food super market Aggregation  of Kiranas 

Metro  Departmental  store Cash and carry 

S Kumar's  Departmental  store Discount store 

      Source: www.indiainfoline.com/  

 Retailers are also trying  out smaller versions of their  stores in an attempt  to reach a maximum  

number  of consumers. Crossword bookstores are experimenting  with  Crossword  Corner, to increase 

reach and business from  their  stores. FoodWorld  is experimenting  with  a format  of one-fourth  the 

normal  size called FoodWorld  Express. 

Trends in  Retail  Marketing  

1. New  retail  forms and combinations continually  emerge. Bank branches and ATM  counters 

have opened in supermarkets. Gas stations include  food stores that make more profit  than the 

gas operation. Bookstores feature coffee shops. 
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2. Even old  retail  forms are reappearing: In 1992 Shawna and Randy Heniger  introduced  

×ÌËËÓÌÙɀÚ carts in the Mall  of America. Today three-fourths  of the ÕÈÛÐÖÕɀÚ major malls have 

carts selling everything  from  casual wear to condoms. Successful carts average $ 30,000 to $ 

40,000 a month  in sales and can easily top $ 70,000 in December. With  an average start-up 

cost of only  $3,000, push carts help budding  entrepreneurs test their  retailing  dreams without  

a major cash investment. They provide  a way for  malls to bring  in more mom-and-pop 

retailers, showcase seasonal merchandise, and prospect for  permanent tenants. 

3. New  retail  forms are facing a shorter  life  span. They are rapidly  copied and quickly  lose their  

novelty.  

4. The electronic age has significantly  increased the growth  of non-store retailing,  consumers 

receive sales offers in the mail  and over television, computers, and telephones, to which  they 

can immediately  respond by calling  a toll -free number  or via computer. 

5. Competition  today is increasingly  intertype,  or between different  types of store outlets. 

Discount stores, catalog showrooms, and department  stores all  compete for the same 

consumers. The competition  between chain superstores and smaller independently  owned 

stores has become particularly  heated. Because of their  bulk  buying  power,  chains get more 

favorable terms than independents, and the ÊÏÈÐÕÚɀ large square footage allows them to put  

in cafes and bathrooms. In many locations, the arrival  of a superstore has forced nearby 

independents out of business. In the book selling business, the arrival  of a Barnes & Noble 

superstore or Borders Books and Music usually  puts smaller bookstores out of business. Yet 

the news is not all  bad for  smaller companies. Many  small independent  retailers thrive  by 

knowing  their  customers better and providing  them with  more personal service. 

6. 3ÖËÈàɀÚ retailers are moving  toward  one of two  poles, operating either as mass 

merchandisers or as specialty retailers. Superpower retailers are emerging. Through  their  

superior  information  systems and buying  power,  these giant retailers are able to offer strong 

price savings. These retailers are using sophisticated marketing information  and logistical  

systems to deliver  good service and immense volumes of product  at appealing prices to 

masses of consumers. In the process, they are crowding  out smaller manufacturers, who  

become dependent on one large retailer and are therefore extremely vulnerable,  and smaller 

retailers, who  simply  do not have the budget of the buying  power  to compete. Many  retailers 

are even telling  the most powerful  manufacturers what  to make; how to price and promote; 

when and how to ship; and even how to reorganize and improve  production  and 

management. Manufacturers  have little  choice: They stand to lose 10 to 30 percent of the 

market if  they refuse. 

7. Marketing  channels are increasingly  becoming professionally  managed and programmed.  

Retail organizations are increasingly  designing and launching  new store formats targeted to 

different  lifestyle  groups. They are not sticking  to one format,  such as department  stores, but 

are moving  into  a mix  of retail  formats. 

8. Technology is becoming critical  as a competitive  tool. Retailers are using computers to 

produce better forecasts, control  inventory  costs, order electronically  from  suppliers, send e-

mail  between stores, and even sell to customers within  stores. They are adopting  checkout 

scanning systems, electronic funds transfer, and improved  merchandise-handling  systems. 

9. Retailers with  unique formats and strong brand positioning  are increasingly  moving  into  

other countries. ,Ê#ÖÕÈÓËɀÚȮ The Limited,  Gap, and Toys Ɂ1ɂ Us have become globally  
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prominent  as a result of their great marketing  prowess. Many  more Indian  retailers are 

actively  pursuing  overseas markets to boost profits.  

10. There has been a marked rise in establishments that provide  a place for  people to congregate, 

such as coffeehouses, tea shops, juice bars, bookshops, and brew pubs. #ÌÕÝÌÙɀÚ two  Tattered 

Covered bookstores host more than 250 events annually,  from  folk  dancing to ÞÖÔÌÕɀÚ 

meetings. Brew pubs such as New  8ÖÙÒɀÚ Zip  City  Brewing  and 2ÌÈÛÛÓÌɀÚ Trolley  man Pub 

offer tasting and a place to pass the time. The Discovery Zone, a chain of ÊÏÐÓËÙÌÕɀÚ play 

spaces, offers indoor  spaces where kids can go wild  without  breaking anything  and stressed-

out parents can exchange stories. There are also the now-ubiquitous  coffeehouses and 

espresso bars, such as Starbucks, whose numbers have grown  from  2,500 in 1989 to a 

forecasted 13,000 by 2001. And  Barnes & Noble turned  a once-staid bookstore industry  into  a 

fun -filled  village  green.  

 Conclusion  

 The concept of retail  marketing  through  departmental  stores, which  is coming  up in a big 

way in India  was decided to be studied  in detail,  through  an exploratory  and conclusive research. The 

extensive research brought  me to conclude that departmental  stores are soon emerging on the top 

priority  lists, amongst the shopping  spree in Metro  cities, as they seem to derive immense pleasure of 

convenience and exposure to variety  under  one roof, in their  extremely busy lives, when they ËÖÕɀÛ 

have time for  things. Though some of the customers perceive departmental  stores to be expensive and 

only  high income ÊÈÛÌÎÖÙàɀÚ cup of tea, the stores make constant efforts to induce them to at least visit  

the store at once during  the sale period,  or discount  offers. Most of these stores believe in creating not 

just a marketing  activity  with  its customers, but rather favor  relationship  building  with  him  so as to 

convert first  time customers into  a client. 
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Abstract  

 Human  resource accounting is the procedure to recognize and report  the investments made 

in the Human  Resources of an Organization  that are currently  not accounted for  in the conventional  

accounting practices. It  is an expansion of the Accounting  Principles of matching the costs and 

revenues and of organizing  data to converse significant  information.  Normally,  human resource 

Accounting  (HRA)  engages accounting for  the organization's  management and employees as human 

capital that provides  future  benefits. In the human resource accounting approach, expenditures 

associated with  human resources are reported as assets on the balance sheet in contrast to the 

conventional  accounting approach which  treats costs related to a company's human resources as 

expenses on the income statement that decrease profit.  

 Hence, it  is apparent that the research efforts should  be directed towards  understanding  the 

role of accounting and auditing  of human resources in the financial  institutions  in Nagpur  Region. 

Keywords: -Human  resource accounting,  Human  capital  and conventional  accounting  approach 

Introduction   

 Organisations such as Banks, Non Banking Financial Institutions,  Asset Management Firms 

and Insurance Companies etc., which  are involved  in providing  various types of financial  services to 

their  customers, are known  as Financial Institutions.  Some of them function  as mediators in share 

markets and debt security  markets. Without  the financial  services rendered by financial  institutions  

entire economy will  come to a grinding  halt. Financial institutions  provide  service as intermediaries  

of the capital and debt markets. They are responsible for  transferring  funds from  investors to 

companies, in need of those funds. The presence of financial  institutions  facilitates the flow  of money 

through  the economy. To do so, savings are pooled to mitigate  the risk brought  to provide  funds for 

loans. Such is the primary  means for  depository  institutions  to develop revenue.  

 Furthermore,  the increasing competition  and high industrialization  has presented a 

challenging situation  for  the financial  institutions,  to retain the best performers. In view  of the 

sustainable development  of the financial  sector in general and that of institutions  in particular,  it  

necessary to develop new strategies as well  as policies for  employee retention. Essentially, this 

sustainability  can be achieved only  by the vision  of top management (that gives strategic direction  to 

the institution)  and the human resource management department  (which  is involved  in the 

development  and operationalization  of various policies).   

 The human resources department  function  has evolved and broadened in scope and 

functionality  and has assumed varied  roles such as the Ɂ×ÌÖ×ÓÌɀÚ ×ÌÖ×ÓÌȮɂ ɁÊÏÈÕÎÌ ÈÎÌÕÛȮɂ and 

ɁÚÛÙÈÛÌÎÐÊ business ×ÈÙÛÕÌÙȮɂ to name a few. These new approaches to HR have opened new horizons 

for  the HR function  and have given HR professionals the opportunity  to establish better credibility  

both at the strategic and functional  level. The paradigm  of HR function  has shifted from  qualitative  to 

quantitative  in nature. HR today speaks the language of numbers: the same language management 
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speaks, understands and expects from  its HR department,  thus giving  HR a more strategic outlook.  

Recently, the role of HR function  has changed remarkably.  However,  there is always scope for 

improvement  which  ÊÈÕɀÛ be ignored.  For HR, the diagnosis of improvement  areas can be done 

through  one essential tool: the HR Audit.    

Research Methodology  

 The researcher has adopted analytical,  descriptive  and comparative methodology  for  this 

report;  reliance has been placed on books, journals, newspapers and online databases and on the 

views of writers  in the discipline  of Competition  law. 

Aim  &  objective   

 To study  the prevailing  HR audit  and accounting practices in the financial  institutions  of the 

Nagpur  region. 

 To study  the factors affecting efficiency of the employees of financial  institutions  of the 

Nagpur  region. 

 To study  the factors affecting  productivity  of the employees of financial  institutions  of the 

Nagpur  region. 

Hypothesis   

1. The HR accounting practices followed in the financial institutions of study region are 

appropriate  

2. There is remarkable scope for improving efficiency and productivity of the employees of 

financial institutions of the study region  

Human  Resource Accounting  &  Auditing  

 Human  Resource Accounting  is Assigning,  budgeting,  and reporting  the cost of human 

resources incurred  in an organization,  including  wages and salaries and training  expenses. Human  is 

the core factor and which  is required  to be recognized prior  to any other 'M's But till  now an urgent  

need based modification  is required  while  identifying  and measuring data about human resources. In 

this paper my objective is to identify  the extensive use of Lev & Schwartz model  of Human  resource 

accounting, in spite of several criticized  from  various sides regarding  its applicability.  

 Auditing,  in simple terms, is described as a diagnostic tool  to gauge the current status of 

operations and to identify  the gaps between what  is intended  and what  is actually  being delivered.  

The HR audit  is a systematic process to examine the HR strategies, policies and procedures being 

practiced in an organization.  Although  HR audit  is not a new concept, it  is one that is not generally 

utilized  as part  of an ÖÙÎÈÕÐáÈÛÐÖÕɀÚ audit  cycle. The foundation  of HR Audit  is based upon the 

understanding  that the business environment  is dynamic  and ever-changing. Human  resource 

processes and practices need to be adaptive and responsive to such changes as these practices have an 

impact on employee morale, performance and, ultimately,  organizational  competitiveness. The scope 

of HR audit  is very comprehensive in nature, as it  requires a thorough  assessment and evaluation  of 

HR function  and is not a mere personnel activity.  It  generally covers three important  areas: HR 

policies and practices; HR professionals; and HR department.  These three broad categories of the 

audit  tend to find  out the current  state, the gaps between the current  and desired states, their  link  

with  the overall  strategy and the compliance level with  the laws and regulations.HR Audit  means the 

systematic verification  of job analysis and design, recruitment  and selection, orientatio n and 

placement, training  and development, performance appraisal and job evaluation,  employee and 

executive remuneration,  motivation  and morale, participative  management, communication,  welfare 
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and social security, safety and health, industrial  relations, trade unionism,  and disputes and their  

resolution.  HR audit  is very much useful to achieve the organizational  goal and also is a vital  tool  

which  helps to assess the effectiveness of HR functions  of an organization.  

Table  1: Opinion  of  authorities  regardin g appropriateness  of  HR audit  practice followed  in  their  

institution  

Sr. No. Responses Frequency Percentage 

1. Yes 18 72 

2. No 4 16 

3. Uncertain 3 12 

Total  25 100 

Source: Survey Data 

Table  1 shows opinion  of authorities  regarding  appropriateness of HR audit  practice followed  in their  

institution.  It  is apparent from  the data that according to 72% authorities  HR audit  practice followed  

in their  institution  is appropriate,  whereas 16% authoriti es reported that HR audit  practice followed  

in their  institution  is inappropriate.  Furthermore  12% authorities  were uncertain regarding  

appropriateness of HR audit  practice followed  in their  institution.  Hence, it  is evident  from  the above 

information  that HR audit  practice followed  in majority  of financial  institutions  in Nagpur  City  is 

appropriate.   

 

Fig. 1 

 It is evident from the study result (Table 1) that HR audit practice followed in majority of 

financial institutions in Nagpur City is appropriate. H ence the hypothesis H 0 is accepted 

Table 2: Opinion of authority regarding remarkable scope for improving efficiency and 

productivity of the employees in institution  

Sr. No. Responses Frequency Percentage 

1. Yes 16 64 

2. No 5 20 

3. "ÈÕɀÛ Say 4 16 

Total  25 100 

Yes
72.0%

No
16.0%

Uncertain
12.0%



ACUMEN ς 2016 21 ISBN: 978-93-86011-09-1 

Source: Survey Data 

Table  2 shows opinions  of authority  regarding  remarkable scope for  improving  efficiency and 

productivity  of the employees in institution.  It  is observed that according to 64% authorities  there is 

remarkable scope for improving  efficiency and productivity  of the employees in institution,  whereas 

8% authorities  ËÐËÕɀÛ think  so. Furthermore,  16% authorities  were uncertain regarding  remarkable 

scope for improving  efficiency and productivity  of the employees in institution.  Thus it  is evident  on 

the basis of above info rmation  that there is remarkable scope in majority  of financial  institutions  in 

Nagpur  city  for  improving  efficiency and productivity  of the employees in institution.  

 

Fig. 2 

 It  is evident  from  the study  result (Table 2) that there is remarkable scope in majority  of 

financial  institutions  in Nagpur  city  for  improving  efficiency and productivity  of the employees in 

institution.  Hence the hypothesis H 0 is accepted 

Conclusion: -  

 The Human  Resource Audit  is an organized official  process, which  is designed to investigate 

the strategies, policies, procedures, documentation,  structure, systems and practices with  respect to 

the organization's  human resource management. It  systematically and scientifically  evaluates the 

strengths, constraints, and developmental  needs of the existing human resources in order to improve  

organizational  performance. The human resource audit  is based on the principle  that human resource 

processes are dynamic  and must constantly be redirected and revived  to remain responsive to the 

changing needs. Human  Resource Audits  are not regular  practices aimed at problem solving.  Instead 

of directly  solving  problems, HR audits, help in providing  insights into  probable causes for  existing 

and future  dilemmas. 

 Both internal and external audits were conducted in 100% financial institutions in Nagpur 

City.  

 Majority of financial institutions in Nagpur city conducted internal audits annually.   

 External audit is conducted on annual basis in majority of financial institutions in Nagpur 

City.  

 In majority of financial institutions HR audit is conducted by private agencies.  

 Factors such as remuneration, personal problems faced by employees, promotion system, 

organization culture, HR practices, managerial attitude towards employee and lack of 

motivation are crucial in affecting productivity of employees working at financial institutions 

in Nagpur City.  

 There is remarkable scope in majority of financial institutions in Nagpur city fo r improving 

efficiency and productivity of the employees in institution.  

Yes
64.0%No 

20.0%

Canôt Say 
16.0%
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Abstract 

The concepts of Talent management (TM)  and Employee Engagement (EE) have been largely  

analysed from  the last decade. Talent management is an important  management tool  for  human 

assets management. This is because the significant  resource for  organisations competing in the 

current  business environment  is not the land, capital, and other tangible assets but the human capital. 

It  helps organizations to withstand  in global competition  and supports to maximize  the benefits 

derived  from  the current  technological innovations.  Employee engagement is a result of strong 

emotional  and intellectual  attachment of an employee with  the job, organization,  supervisors and co-

workers.  It  encourages employee to apply  additional  voluntary  efforts to the work.  Employee 

engagement leads to many significant  organisational  results. Many  of these outcomes are related to 

Talent Management which  includes appropriate  recruitment,  retention and turnover  of employees. In 

addition,  improved  level of employee engagement improves  employee performance and customer 

satisfaction; which  ultimately  results into  revenue growth  and higher  profits.  

This study  attempts to identify  co-relationship  between talent management and employee 

engagement. Further  it  concentrates on determining  the impact of talent management practices on 

employee engagement. The idea for  conducting  this research has been evolved from  the fact that most 

of the research is available on the relationship  between employee engagement and overall  

performance of organisation. This research provides  first -hand proof  regarding  the relationship  

between talent management and employee engagement, as well  as the impact  of factors of talent 

management on employee engagement.  

The present study,  in the form  of quantitative  research first  provides  a general outline  and 

gives broad overview  of talent management and employee engagement concepts along with  related 

sub topics. Then it  measures the impact of talent management practices on factors of employee 

engagement. The study  focuses on Strategic Human  Resource Management (SHRM) and establishes 

the relationship  between talent management and other corresponding variables like  human resource 

system, human capital management, etc.  

The objectives of this research work  were achieved by collecting responses from  59 

employees working  in 7 organisations located at Sangli District  of Maharashtra State. These 

employees were randomly  selected from  different  organisations affiliated  to manufacturing  and 

service sectors. The hypothesis was examined using ȿÛɀ test. Organisations implementing  talent 

management practices have experienced a positive  impact on the level of engagement of their  

employees. This observation has been supported  with  ground  realities available through  the data 

from  primary  source. 

Key words: Talent Management, Employee Engagement, Innovation, Performance, Customer Satisfaction, 

SHRM, Human Capital 
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Role of  Talent  Management  in  Employee Engagement 

1. Introduction  

 Employee engagement is important  because employees, who  find  meaning at work,  ȿÈÙÌ 

more competent, committed  and contributing.  The competence, commitment  and sense of 

contribution  result into  increased customer commitment.  Customer commitment  leads to better 

financial  results for  the organisation. The terms ȿtalent managementɀ and ȿÌÔ×ÓÖàÌÌ ÌÕÎÈÎÌÔÌÕÛɀ are 

closely linked,  such that talent management is integrated with  engaging employees in the 

organisation. When measures are taken to engage employees and to improve  levels of engagement 

across the organisation, there would  be better quality  and quantity  of talent available to the 

organisation. 

 Employers are in need of engaged employees because they can deliver  improved  business 

performance. Engaged employees work  harder and are more loyal.  They are more productive,  more 

customer focused, and more likely  to stay with  the organisation. High  performing  

organisationsrecognise the value of employee engagement and will  develop strategies for  its 

maximisation.  There are additional  benefits over performance outcomes; by giving  employees an 

opportunity  to progress their  career in supportive  environment  will  help an organisation to attract 

and retain talent. The objectives of talent management and those of employee engagement overlap in 

many areas. 

  Employee engagement is important  because those who  find  meaning at work,  are more 

competent, committed  and contributing.  Competence, commitment  and sense of contribution  result 

into  increased customer commitment.  Customer commitment  yields better financial  results for  the 

organisation. Organisations looking  for  a win -win  solution  meet their  needs with  their  employees by 

virtue  of which  they manage their  talent in successful manner.  

2. Literature  Review  

The concept of talent management has been largely  considered by business organisations 

than the academic scholars. But, researchers had taken more interest and attention  towards  the 

concept in recent days (Scullion, Collings  &Caligiuri,  2010). According  to Lewis & Heckman, (2006), 

Talent Management is a new term associated to Human  Resource Management which  is similar  to 

succession planning,  directed to the management of talented employees. As viewed  by Armstrong  

(2009), there is a set of talent management elements having  link  between them. Process of Talent 

management is linked  together like  a strong chain. Talent management process starts with  the 

business strategy developed by the organization.  The main objective of the process is to target the 

required  talent, develop this talent and retain them.  

The effective implementation  of strategy for  sustainable talent management depends on 

effective human resource (HR) systems. They facilitate  the talent management process which  is 

comprised of HR planning,  competent selection of potential  talent, career management processes, 

performance management and succession planning  (McDonnell  &  Collings,  2011). 

Saks &Gruman,  (2014), observed that the concept of employee engagement, work  

engagement and job engagement which  are used interchangeably in the literature  has been accepted 

in last ten years. This concept is getting increasing importance as it  is considered to be a main reason 

for  obtaining  a competitive  position.  Leading organizations in the field  of market research and 

recruitment  like  Gallup  and Towers Watson, advocated that organisations which  ranked high  in 

employee engagement have better profit  and operating margins (Towers Perrin, 2006). Caplan (2013) 

argues that employee engagement can result in better employee efficiency and performance; enrich 
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team work;  reduce absenteeism and decrease the level of ÌÔ×ÓÖàÌÌɀÚ turnover  without  additional  

operational  cost. Singh et al. (2012), in their  study,  found  that engaged employees are ready to give 

more effort  for  improv ing the performance of their  organizations.  

Caplan (2013) proposed that the process of employee engagement is concerned with  the 

broader aspects of retaining,  recognizing and developing  people for  meeting organisational  needs. 

This is done by understandin g and matching ÐÕËÐÝÐËÜÈÓɀÚ competencies, potential  and ambition  with  

organizational  objectives. Issues related to employee engagement could be recognized with  indicators  

like; a) fulfillment  of role and achievements b) appreciation by getting expected pay, job security and 

other benefits c) availability  of opportunities  for  career growth  and individual  development.  

Hypothesis  1: There is significant  correlation  between Ɂtalent managementɂ and ɁÌÔ×ÓÖàÌÌ 

ÌÕÎÈÎÌÔÌÕÛȭɂ 

Hypothesis  2: The talent management practices affect employee engagement factors. 

3. Methodology  

The data was collected from  participants  working  in various manufacturing  and service 

organisations located at Sangli District  of Maharashtra State. Seven organisations were randomly  

selected for  this purpose. A structured  questionnaire was designed to collect responses from  70 

employees (10 from  each organisation). Employees included  both males and females having  different  

designations. The response rate was 84% as the total  number  of completed questionnaire was 59 out 

of 70 respondent employees.  

4. Data Analysis  

4.1. Details  of  Respondents: 

Table  1 

Respondent  Details  

Sr. No.  Organisation  Frequency Percent 

1 Agro  Processing 08 13.56 

2 Communication  09 15.25 

3 Health  07 11.86 

4 Manufacturing  17 28.81 

5 Textile 18 30.52 

Source: Primary Data 

 Table 1, above shows the data of organisations participated  in the study.  Maximum  

participation  was from  textile units  (30.52%). It  was followed  by manufacturing  industries  (28.81%). 

Remaining organisations represent equally  (from  12% to 15%). Almost  60% of participant  

organisations represent manufacturing  sector. 
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Chart  1 

 

4.2. 1ÌÚ×ÖÕËÌÕÛÚɀ Profile:  

 Description  of respondent employees is indicated  in the table 2 below. 

Table  2 

1ÌÚ×ÖÕËÌÕÛÚɀ Profile  

Particulars  Frequency Percent 

1 Gender  

 Male 35 54.24 

Female 24 45.76 

2 Marital  Status 

 Married  38 64.41 

Unmarried  21 35.59 

3 Education  

 Up to SSC 12 20.34 

Diploma  23 38.98 

Graduate 14 23.73 

Masters 10 16.95 

4 Age (Years) 

 Less than 20 10 16.95 

21 to 35 21 35.59 

36 to 50 17 28.81 

Above 50 11 18.65 

5 Work  Experience (years) 

 Less than 01 07 11.86 

01 to 10 16 27.12 

11 to 20 18 30.51 

21 to 30 14 23.73 

Above 30 04 06.78 
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Source: Primary Data 

 

 The response of male participant  was more than the female employees, as organisations have 

recruited  more number  of male employees. Almost  64% of employees are married.  Marital  status 

plays an important  role in the employee engagement scenario. All  employees were educated. Only  

20% employees had education merely up to SSC, while  17% employees had completed Masters 

Programs. It  means that respondent employees understood  the concepts of talent management and 

employee engagement. Only  18.65% employees were having age more than 50 years. The 88% of 

employees have considerable work  experience.  

4.3. Talent  Management  Factors: 

 Different  factors associated with  talent management are indicated  in Table 3, below 

Table  3 

         Talent  Management  Factors 

Sr. No.  Factor Frequency Percent 

1 Career Growth  47 79.66 

2 Learning Opportunities  38 64.40 

3 Compensation 34 57.63 

4 Work  Environment  50 84.75 

5 Appreciation  42 71.19 

6 Encouragement 44 74.58 

7 Management Support  40 67.80 

Source: Primary Data 

 According  to opinions  of respondents, work  environment  was the most significant  factor 

determining  talent management practice (85%). It  was followed  by application  of career growth  

concept (79%), encouragement from  management (74%) and timely  appreciation (71%). Support  of 

management (68%) and opportunities  of development  through  learning  (64%) also play crucial role. 

The least significant  factor was the compensation (58%). 

Chart  2 
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4.4. Employee Engagement Factors: 

 The Table 4, highlights  on the factors of employee engagement as viewed  by the participants.  

Table  4 

          Employee Engagement Factors 

Sr. No.  Factor Frequency Percent 

1 Career Planning 33 55.93 

2 Organisational  Culture  31 52.54 

3 Incentives 39 66.10 

4 Job Satisfaction 48 81.36 

5 Change Management 32 54.24 

6 Motivation  37 57.63 

7 Organisational  Support  43 72.88 

Source: Primary Data 

 Employees felt  that engagement of employees is possible largely  by job satisfaction (81%). 

About  73% employees ascertained management support,  while,  incentives and motivational  practices 

have gained importance as viewed  by 66% and 58% employees respectively. Remaining factors 

include  career planning  (56%), change management policies (54%) and organisational  culture  (52%). 

Chart  3 

 

 

5. Hypotheses Testing:  

 The data for  testing the hypothesis using ȿÛɀ test is mentioned in Table 5, below. 
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Table  5 

Hypotheses Testing  

Sr. No.  Factor 
Response 

(x ɬ y) 
Square of  

(x ɬ y) TM  (x) EE (y) 

1 Career 47 33 14 196 

2 Opportunities  38 31 7 49 

3 Compensation 34 39 -5 25 

4 Environment  50 48 2 4 

5 Managing  Change 42 32 10 100 

6 Motivation  44 37 7 49 

7 Support  40 43 -3 9 

Ȋ 32 432 

Source: Primary Data 

 With  reference to the responses of participant  employees, the data was analysedfor ȿÛɀ test. 

The calculated ȿÛɀ value was 1.981. The table value of ȿÛɀ for  (n-1) i.e. 6 degrees of freedom, is 1.943. As 

observed value does not fall  in acceptance region, the null  hypothesis has to be rejected. Hence it  has 

been proved  that, ȿ3ÏÌÙÌ is significant  correlation  between Ɂtalent managementɂ and ɁÌÔ×ÓÖàÌÌ 

ÌÕÎÈÎÌÔÌÕÛɂȭ Similarly,  it  is also true that, Ɂ3ÏÌ talent management practices affect employee 

engagement ÍÈÊÛÖÙÚȭɂ 

6. Limitations  and Future  Scope 

Talent management and employee engagement are very import ant concepts. The present 

study  was conducted with  help of a small sample. It  could not be generalized as other types of 

organisations may have different  observations. Similarly,  only  few factors of talent management and 

employee engagement were touched. There is need to analyse other factors affecting interaction  

between talent management and employee engagement. These limitations  could be minimized  by 

conducting  further  research. 

7. Conclusion  

 Organisations which  implement  talent management practices could  experience a positive  

impact on the level of engagement of their  employees. Employee centered work  environment  would  

result into  better job satisfaction which  could derive the scope not only  for  engaging employees but  

also for  managing the talent 

Approp riate motivation  and timely  encouragement are also equally  important  for  better 

results towards  managing talent and engaging employees. The planning  of career, being factor of 

employee engagement has influenced  by talent management practice reflecting  into  the work  

environment  policies. By creating a positive  work  culture,  honoring  employees, and valuing  potential  

abilities, organisations could be successful in talent management and employee engagement 
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Abstract  

 Make in India  scheme was launched by the Prime Minister  of India  on September 2014 with  

an objective to attract more foreign  direct  investment  in different  sectors so that more jobs in those 

areas can be created. On the other side to generate and employ  more youth  into  these industry,  

training  and development  programme is also conduct for  the Indian  people. Various skill  

development  programmes are also initiated  by the government  of India  time to time.  

The paper will  focuses on that area where government  have allowed  foreign  direct  

investment in different  areas and the performance and investment done by foreign  Companies into  it. 

This is also initiated,  designed to facilitate  investment, foster innovation,  protect intellectual  property,  

and build  best-in-class manufacturing  infrastructure.   

Key Words:  

  Economic Development, Foreign Direct Investment (FDI), Foreign Institutional  Investment 

(FII), Gross Domestic Product (GDP),Per Capita GDP, Innovation,  Intellectual  property,  

Manufacturing  Infrastructure,   Import -Export  Policy,  Developing  Infrastructure,  Strategic Alliances, 

foreign  exchange reserves, Comparative  Advantage,  

Introduction:  

 The one of the crucial scheme to attract the International  as well  as national  manufacturers, 

On 25 September 2014,The Prime Minister  of India  Shri Narendra  Modi   launched Ɂ,ÈÒÌ in (ÕËÐÈɂ 

initiative  with  an view  to increase  foreign  direct investment of other countries in India.  The major 

objective behind the initiative  is to focus on job creation and skil l enhancement in 25 sectors of the 

economy. For Implementing  the scheme in India  many Make in India  Weeks were organised at state 

level which  have resulted Foreign Direct  Investment and Strategic Alliances in multi  billions.   

 Various steps is being taken by the Central and State Government and also organized Make 

in India  week. In Maharashtra, State Government also organized Make in India  Week. A "Make in 

India  Week" event was held at the MMRDA  Grounds at the Bandra-Kurla  Complex in Mumbai  from  

13 February 2016. The week long multi -sectoral industrial  was attended by 2500 international  and 

8000 domestic, foreign  government  delegations from  68 countries and business teams from  72 

countries. At  the close of the event, DIPP Secretary Amitabh  Kant stated that it  had received 

over 15.2 lakh crore (US$230 billion)  worth  of investment commitments  and investment inquiries  

worth  1.5 lakh crore (US$22 billion).  Maharashtra led all  other states receiving 8 lakh 

crore (US$120 billion)  of investments.   

 Make in India  focuses on the following  twenty -five  sectors of the economy including  

Automobiles,  Automobile  Components, Aviation,  Biotechnology, Chemicals, Construction,  Defence 

manufacturing,  Electrical Machinery,  Electronic systems, Food Processing, Information  Technology 

and Business process management, Leather, Media and Entertainment,  Mining,  Oil  and Gas, 

mailto:preetigotmare2014@gmail.com
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Pharmaceuticals, Ports and Shipping,  Railways, Renewable Energy, Roads and Highways,  Space and 

astronomy, Textiles and Garments, Thermal Power, Tourism  and Hospitality,  Wellness. 

Objective:  

V The focus of the paper will be on that area where government have allowed foreign direct 

investment in different sectors and the performance and investment done by foreign 

Companies into it.  

V To know, where the government have facilitated investment, foster innovation, protect 

intellectual property, and build best -in-class manufacturing infrastructure.  

Sectors:  

 The Make in India  program  includes major new initiatives  designed to facilitate  investment, 

foster innovation,  protect intellectual  property,  and build  best-in-class manufacturing  infrastructure.  

 Automobiles   Food Processing 

 Automobile  Components 
 Information  Technology and Business 

process management 

 Aviation   Leather 

 Biotechnology  Media and Entertainment  

 Chemicals  Mining  

 Construction   Oil  and Gas 

 Defence manufacturing   Pharmaceuticals 

 Electrical Machinery   Ports and Shipping  

 Roads and Highways   Railways 

 Space and astronomy  Renewable Energy 

 Textiles and Garments  Tourism  and Hospitality  

 Thermal Power  Wellness 

 Electronics   

Purpose of  Make  in  India  Initiative  is to ɬ 

Initially  in India  there were a lengthy  and rigid  FDI norms and Tax Procedure has to follow  

by a foreign  company where they want  to invest in Indian  Market.  Make in India  Imitative  have tried  

to liberalize  the norms and procedure at different  Central and State level as well,  so that more and 

more FDI inflow  can be received by the country.  Following  are the liberalised norms initiated  at both 

State and Central Level:- 

For Central  Government   

 Eliminate requirement of minimum paid -up capital and common seal 

 Integrate processes for obtaining PAN, TAN, ESIC and EPFO registration with incorporation 

of company 

 Single-window clearance for import and export  
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For State Government  

 Online portal for the grant of construction permits (Mumbai)  

 Joint inspection by all departments to grant NOCs for construction permits (Mumbai and 

Delhi)  

 Simplified procedure to install electricity connection in 15 days (Delhi)  

 

Data released by the Central Statistics Office projected a growth  of 7.6% in 2015-16 against the 

ÎÖÝÌÙÕÔÌÕÛɀÚ more modest expectation of 7-7.5% growth.  This despite growth  decelerating to 7.3% in 

the quarter ended December from  7.7% in the previous  quarter. Manufacturing,  presumably  buoyed 

by a significant  fall  in inputs  costs following  the collapse of global commodity  prices, registered a 

sharp pickup  in the third  quarter.The latest GDP numbers will  be a crucial  input  to the Union  budget 

that will  be presented on 29 February by finance minister  ArunJaitley.  Nominal  GDP is estimated to 

grow  8.6% in the full  year to March. India  is now just shy of becoming a $2 trillion  economy in 2015-

16, with  the size of the GDP standing at $1.99 trillion  at the current  rupee-dollar  exchange rate of 

67.94.(19) 

 

 



ACUMEN ς 2016 35 ISBN: 978-93-86011-09-1 

Proposed National  and International  Alliance  and Investments:  

 Various countries have shown their  interest in investing  in India  through  Make in India  

Initiative  Launched. Following  are some estimated response received from  foreign  nationals. 

ü Foxconn announced that it would invest  US$5 billion over five years to set up a research and 

development and hi -tech semiconductor manufacturing facility in Maharashtra. (1) 

ü General Motors had announced that it would invest  US$1 billion to begin manufacturing 

automobiles in the state.(2) 

ü  Lenovo announced that it had begun manufacturing  Motorola  smartphones at a plant in 

Sriperumbudur  near Chennai, run by Singapore-based contract 

manufacturer  Flextronics International Ltd. The plant has separate manufacturing lines for 

Lenovo and Motorola, as well as quality assurance, and product testing. The first smartphone 

manufactured at the facility was the 4G variant of the Motorola  Moto E (2nd generation).(3) 
ü  Boeing chairman James McNerney said that the company could assemble fighter planes and 

either the Apache or Chinook  defence helicopter in India. (4) 

ü Taiwan's Wistron Corp, which makes devices for companies such as Blackberry, HTC and 

Motorola, announced that it would begin manufacturing the devices at a new factory in 

Noida, Uttar Pradesh. A company spokesperson stated, "The government's 'Make in India' 

campaign, coupled with the country's growing consumption, makes an excellent case for the 

Indian manufacturing sector to emerge as a global manufacturing hub across sectors."(5) 

ü The Ministry of Railways signed formal agreements with Alstom and GE Transport 

worth 400 billion (US$5.9 billion) to set -up locomotive manufacturing factories in 

Madhepura and Marhaura in Bihar. (6) 

ü Qualcomm announced that it was starting a "Design in India" programme to help mentor up 

to ten Indian hardware co mpanies with the potential to come up with innovative solutions 

and help them reach scale. Qualcomm chairman had promised Prime Minister Modi that they 

would do so during the latter's visit to Silicon Valley in September 2015. As part of the 

programme, the company will set up an Innovation Lab in Bengaluru to provide technical 

and engineering support to the selected companies.(7) 

ü Micromax announced that it would three new manufacturing units in Rajasthan, Telangana 

and Andhra Pradesh at a cost of 3 billion  (US$45 million). The plants will begin functioning 

in 2016, and will each employ 3,000-3,500 people.(8,9) 

ü Japanese Prime Minister Shinzo Abe's visit to India in December 2015, it was announced that 

Japan would set up a US$12 billion fund for Make in India related projects called the "Japan-

India Make -in-India Special Finance Facility".(10) 

ü Phone manufacturer Vivo Mobile India began manufacturing smartphones at a plant in 

Greater Noida. The plant employs 2,200 people.(11) 

ü A defence deal was signed during Prime Minister Narendra Modi 's visit to Russia in 

December 2015 which will see the Kamov Ka-226 multi -role helicopter being built in India. 

This is widely seen as the first defence deal to be actually signed under the Make in India 

campaign.(12,13) 

ü France-based LH Aviation signed an MoU with OIS Advanced Technologies to set up a 

manufacturing plant in India to  manufacture drones.(14) 

ü Xiaomi  began initial talks with the Andhra Pradesh government to begin manufacturing 

smartphones at a Foxconn-run facility in  Sri City . On 11 August 2015, the company 

announced that the first manufacturing unit was operational and introduced the 

Xiaomi  Redmi 2 Prime, a smartphone that was assembled at the facility.(15) 

ü  Huawei  opened a new research and development (R&D) campus in Bengaluru. It had 

investedUS$170 million to establish the research and development centre.(16,17) 
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ü Hyun Chil Hong, the President & CEO of  Samsung South Asia, met with  Kalraj Mishra , 

Union Minister for Micro, Small and Medium Enterprises  (MSME), to discuss a joint initiative 

under which 10 "MSME -Samsung Technical Schools" will be established in India. (18) 

Various  Other  Issues:  

 Apart  from  all  good things about the Make in India  Initiative  there are some other questions 

which  are still  unanswered by the government  whether  State or Central. Some issues are still  to be 

taken into consideration while  implementing  such a flagship  scheme of Shri Modi  Government.  

ü Is manufacturing sector led growth of nominal and per capita GDP is achieving or not. 

While India ranks 7th in terms of nominal GDP, it ranks a dismal 131st in terms of per 

capita GDP. 

ü Is the employment increased due to the scheme will affect the purchasing power of the 

common Indian, mitigate poverty and expand the consumer base for companies. 

ü Is Export-oriented growth model will improve India's Balance of Payments and h elp in 

accumulating foreign exchange reserves? 

ü Will FIIs play a dominant role (relative to FDI) in the Indian markets? However, FIIs are 

highly volatile in nature and a sudden exodus of hot money from India can effect a fall in 

the index.  

ü Looking at the theoretical perspective, will Make in India tend to violate the theory of 

comparative advantage? If it is not economically feasible to manufacture a commodity in 

India, it is best to import the same from a country which enjoys comparative advantage in 

its production.  

ü Will  Make in India  scheme really  helpful  in developing  infrastructure  of the surrounding  

region. Infrastructure  like  Electricity,  Water, Roads, Railways, etc. Increasing the standard 

of living  for  millions.   

ü Is It  Supporting  many small scale industries which  are dependent on these large scale 

manufacturers? 
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Abstract  

 Today, Business Organizations rely  on the expertise of their  Supply  Chain 

Management structure  to keep their  goods and services flowing  from  their  supplier  to customers. 

Supply  Chain Management is the core proficiency  of any business organization.  It  is an effective 

approach for  combating irregularities  of any business. There have been lots of developments in field  

of business operations. These development  and advancements have changed the finance of several 

companies. Supply  Chain is a global network  that delivers produc ts & services from  the supply  base 

to the end customer through  an engineered flow  of information  and material.  

 During  the press conference to announce NOKIA  being acquired by Microsoft,  Nokia  CEO 

Stephen Elop, ended his speech stating. ɁWe didn't  do anything wrong , but somehow, we ÓÖÚÛȭɂ This 

announcement conceded an evident  message that, just doing  right  things is not enough to survive  in 

this competitive  business era; business needs to incorporate the changes and advancements which  are 

taking  place in the environment.  It  is widely  accepted that change is inevitable  and the business 

processes are passing through  competitive  situations, so for  the existence & growth,  it  is mandatory  

to have some or other competitive  advantage.  

 SCM is an integral  factor in the success of any Business Process and has a direct  impact  on 

their  bottom line. The customer is the most important  asset for  a company. He drives the entire 

supply  chain including  manufacturing,  marketing  and logistics. Hence it  is important  for  a firm  to 

have a clear understanding  of what  the customer demands and to keep up to the ÊÜÚÛÖÔÌÙÚɀ 

expectations. "ÜÚÛÖÔÌÙɀÚ changing taste & preferences are behind all  the ups and downs happening.  

Once a company has a clear understanding  of its ÊÜÚÛÖÔÌÙɀÚ requir ements it  must formulate  a 

strategy on how to use SCM practices to accomplish it.  This means that the enterprise has to have a 

clear understanding  or assessment of ÊÖÔ×ÈÕàɀÚ strategic direction.   

 Demand ɬ Supply  information  is one input  to all  types of SCM planning  and control.  The 

progression of any corporate is influenced  by their  inventory  management synchronization.  A 

business revolves around  the Demand & Supply  of inventory.   Inventory  categorizes as, raw material, 

work  in process (WIP) and finished  goods. How  the establishments manage their  inventory  in all 

stages plays a greater role in the success of the business. All  the SCM latest improvements  emphasis 

on the inventory  management, these advance developments include  JIT, KANBAN,  Quick  Response, 

Lean Manufacturing,  Six Sigma, Cloud  Computing,  and many more. 

 The businesses organizations are passing through  the fluctuating  environment,  which  is 

awarding  several opportunities  as well  as threat to them. SCM expertise is extending its helping  

hands to the corporate for  their  subsistence & progression. Supply  Chain Management of few 

enterprises is reviewed  here to ascertain the statement. The objective of this paper is to establish the 

fact that the recent advancements in field  of Supply  Chain are the core competencies of any business 

organization.  The Research methodology  includes defining  the latest SCM advancements, their  

importance and review  of literature  and case studies, then to present foremost elements of supply  

chain management system of efficacious organizations. 

mailto:rekhascm17@gmail.com
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1. Introduction : Last one decade has witnessed numerouskey innovations  in the arena of business 

management. Every business stream has been more or less affected by these innovations  whether  it  is 

Operations, Finance, Marketing,  Human  Resource or General management. These innovations  and 

business advancements have once again proved  the appropriateness of Darwin  Theory Ɂ2ÜÙÝÐÝÈÓ of 

the Fittest Ɂȭ   

 One of the successful implementation  of supply  chain management as a business strategy 

was the cooperative alliance of Wal-Mart  and Procter & Gamble. Both the firms  individually  

committed  to build  SCM competency before proceeding with  their  joint  partnership.  Supply  Chain 

Management helps rationalize  everything  from  day-to-day merchandise flows  to unanticipated  

natural  adversities. With  the tools and techniques that SCM offers, ÞÌɀÓÓ have the ability  to accurately 

identify  hitches, work  around  disruptions  and determine how to competently  move products  to those 

in a predicament position.  

 Every business process is getting transformed  and combination  of all  processes is resulting  in 

an extra ordinary  outcome. A common example is use of the advance ERP (Enterprise resource 

planning).  ERP is business process management software that allows an organization  to use a system 

of integrated application  to manage the business and automate all  functions related to operations, 

finance, marketing,  human resource and back office functions.  No organizational  function  can work  

in isolation,  so there was a need of process oriented view  to combine all  the functions  of the process 

and to increase the overall  competences of the businesses. And  ERP is the finest response of this 

prerequisite.  ERP system not only  helps in increasing efficiencies, lessening cost but it  also helps in 

streamline the processes and to track the overall  flow  of the all  business management practices. 

 All  the processes are equally  essential for  any business, but the most pertinentto  ÛÖËÈàɀÚ 

business scenario is the use of Supply  Chain Management tools. Supply  Chain Management includes 

all  the business functions,  be it  purchase, procurement, quality,  warehouse, marketing  or dispatch. 

Supply  Chain Management includes all  the activities a business employs to keep its products  flowing,  

from  sourcing raw materials, to delivering  finished  goods. Supply  Chain Management is a set of 

approaches, which  help to remove the inefficiencies, occurs in the flow  of goods & services and also 

the oversight  of materials, information  and finances as they move in a process from  supplier  to 

manufacture to wholesaler to retailer  to consumer. Supply  Chain Management involves  coordinating  

and integrating  these flows  both within  & among companies. The flow  includes the movement and 

storage of raw material,  work  in process inventory  and finished  goods from  point  of origin  to point  of 

consumption.  The main goal of any supply  chain is to reduce the inventory  & it  is only  possible when 

the network  between demand & supply  works  perfectly.   

 Forrester (1961) suggested that the five  flows  of any economic activity - money, orders, 

materials, personnel and equipment  are int errelated by an information  network,  which  gives the 

ɁÚàÚÛÌÔȮɂ which  is now called as supply  chain due to its own character. 

 Supply  Chain Management is a set of approaches utilized  to efficiently  integrate supplier,  

manufacture, and warehouse and stores so that merchandise is produced  and distributed  at the right  

quantities, to the right  location and at the right  time, in order to minimize  system under  costs while  

satisfying service level requirement  (Levi  (2000)).  

 Supply  Chain management comprises a variety of planning  process within  an organization:  

Demand planning,  production  planning,  distribution  planning,  inventory  planning  & capacity 
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planning.  Proper planning  formation  & its execution has the capability  to remove majority  of 

inefficiencies of the system. In a simplest form  supply  chain management is combination  of certain 

right  factors i.e. right  quality  & quantity  of the product  availability  from  a right  source, at a right  

price, and right  time. And  after all that rights,  there ought  to be a right  relationship  with  all  the 

intermediaries  and end use.  

 The supply  chain management is viewed  as a system that links  an enterprise with  its 

customer & suppliers  as shown in figure  1.1. SCM is the management of all  key business process 

across a number  of supply  chains. Every SCM chain includes both inventory  & information  flow.  

 

 

 

 

 

 

 

 

 

 

 

 

Figure 1.1: Supply  Chain System 

Source: Logistics Management, Bowersox et al. 1986 

 Supply  chain exists in nature from  a long back even if  that term had not yet been coined. 

Before the Industrial  revolution,  supply  chain existed, but off  course in a very  simplified  manner. 

And  then Standard supply  chain models, addressing both the upstream and downstream sides, were 

developed. These models often produced  more questions than answers, but it  advanced the concept 

of a Supply  Chain and uni fying  all  diverse activities that swirl  around  the concept of Six Sigma and 

Lean supply  Chains were embraced by most organizations. Efficient,  effective processes were the 

focus and some amazing advances occurred.  

 In the 1980s, the term Ɂ2Ü××Óà Chain ManÈÎÌÔÌÕÛɂ was conceived to express the need to 

integrate the key business processes, from  end user through  original  suppliers. Over the next two  

decades, organizations began to focus more on inventory,  demands, logistics, relations, 
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benchmarking  and other key lines in the chain. Outsourcing  and off  shoring become widespread 

during  this time and 3PLs and 4Pls came into  picture.  

 Then came the more enlightened ÛÌÙÔɂ Supply  Chain $ßÊÌÓÓÌÕÊÌɂȮ which  placed a greater 

focus on technology, real time information,  vi sibility  and collaboration,  During  last decade SCM is 

positioned  as an agent to transform  companies for  a profitable  growth.  

 The 2015 MHI  Industrial  report  states Supply  Chain Innovation  as Ɂ,ÈÒÐÕÎ the Impossible 

/ÖÚÚÐÉÓÌɂȭ Supply  Chain face conflicting  demands to be better, faster and cheaper. Innovation  is the 

key to achieving all  three.Survival  ofthe fittest  is the rule of nature. Companies that continue to utilize  

traditional  supply  chain models will  struggle to remain competitive  and delivers orders that are 

complete, accurate and on time.  

 There are so many advancements has been happened in the field  of supply  chain, and the 

main focus of all  of them is Inventory  management, less carrying  cost of inventory  and waste 

reduction.   

Call  for  of  Supply  Chain  Management  Advancements :  Supply  chain exists in nature from  a long. 

There are so many reasons behind the transformation  of traditional  supply  chain to modern / Lean 

supply  chain.  

a. Customer Focus: Organizations have switched over from product focus t o customer focus. 

2Ü××ÓàɯÊÏÈÐÕɯÔÈÕÈÎÌÔÌÕÛɯÊÖÔ×ÌÛÌÕÊàɯÊÖÕÛÙÐÉÜÛÌÚɯÛÖɯÈÕɯÖÙÎÈÕÐáÈÛÐÖÕɀÚɯÚÜÊÊÌÚÚɯÉàɯ×ÙÖÝÐËÐÕÎɯ

customers with timely and accurate product delivery. Excellent customer service 

performance adds value to the business process.  

 

b. "ÏÈÕÎÐÕÎɯ"ÜÚÛÖÔÌÙɀÚ 3ÈÚÛÌɯȫɯ/ÙÌÍÌÙÌÕÊÌȯɯ"ÜÚÛÖÔÌÙɀÚɯÊÏÖÐÊÌÚɯÍÖÙɯÛÏÌɯ×ÙÖËÜÊÛÚɯÈÙÌɯÊÏÈÕÎÐÕÎɯ

ÝÌÙàɯÍÈÚÛȮɯÈÚɯÕÖÞɯÈɯËÈàɀÚɯÊÜÚÛÖÔÌÙÚɯÈÙÌɯÔÖÙÌɯÈÞÈÙÌɯÈÉÖÜÛɯÛÏÌɯ×ÙÖËÜÊÛɯÈÛÛÙÐÉÜÛÌÚȭɯ3ÏÌɯÛÈÚÛÌɯ

and preferences are keeping changing as there is a phenomenal increase in living standard. In 

India per capita income & purchasing power has also been increased so the spending pattern 

is also changing and leading to rapidly changing demand. To fulfill these demands the 

supply & demand pattern should be well acknowledged by the business organization . The 

demand supply gap can only be managed by the optimum supply chain module.  

 

c. Inventory Carrying Cost: Carrying cost  or carrying cost of inventory  refers to the total cost of 

holding inventory. The carrying cost includes the warehousing costs, inventory  insurance 

cost etc. To control & reduce this cost JIT (Just in Time) and KANBAN , are palying a vital 

role. These systems are facilitating in dropping the work in progress inventory & abolishing 

the wastes. 

 

d. Eliminating losses: To gain competitive advanta ge in business, it is mandatory to eliminate or 

reduce the losses and non-value added items or processes from the whole business process. 

Six Sigma, lean manufacturing and total quality or production management are some of the 

supply chain advancements, which help in minimizingthe losses.  

 

e. Information & Technology: Information is the key to the decision making in business. IT has a 

major role to play in any organization. IT is revolutionizing the way, in which the business 

used to be. The use of IT in integrating all the business process is mandatory. The sharing of 

information among supply chain members is a fundamental requirement for effective supply 

chain management. Recent advancement in IT has also played a crucial role in advancement 

of supply chain m anagement. 
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2. Recent advancements in  Supply  Chain  Management:  

 To survive,  thrive  and beat the competition  in this competitive  business era, we have to 

manage the future,  which  means managing the uncertainty.  Managing  the uncertainty  & customer is 

the biggest challenge that a business enterprise is facing currently.  To fill  the demand supply  gap, 

without  increasing the inventory  carrying  cost is the biggest motto  of the SCM.  

There are several recent advancements in the field  of SCM; few of them are listed below: 

a. Vendor Managed Inventory: VMI is an effective strategy for combating abnormalities in 

the supply chain caused due to demand uncertainty. In this vendor plays a crucial and 

transitional role between the manufacture and wholesaler  and retailer. As the vendor is 

the middle link between the supplier & customer, and are in better position to forecast 

and manage the inventory. VMI also eliminates the dual buffering against customer 

demand one hand and supplier disruptions on the other.   

 Once VMI  has been implemented,  customers can benefit from  30-40% reductions in inventory  

& 75 % forecast accuracy. The most significant  example of the VMI  is Dell , which  is one of the classic 

suppl y chain case studies of all  time, shown in figure  1.2. 

 

 

 

 

 

 

Figure  1.2: Dell  Order  Process &  VMI  

b. Just In Time (JIT): JIT is a Japanese Innovation, and firstly adopted by Toyota. The idea of 

JIT is to lower down the work in process ɬ WIP Inventory & shorten the production lead 

time. JIT starts with the inventory cut down, fewer inventories are bought and parts & 

product are made in smaller number. JIT production means producing & buying in very 

small quantities just in time for use.  

 JIT not only help in reducing the inventory carrying cost but  is also support in production 

of quality product with minimum waste. Waste is anything which does not add value to 

the product. Waste can be from overproduction, waste of waiting time, logistics waste, 

processing waste, inventory waste, waste from product  defects and waste of motion. JIT 

helps in elimination all kind of waste and thus support in better controlling.  

 ,ÈÕàɯÊÖÔ×ÈÕÐÌÚɯÐÕÊÓÜËÐÕÎɯ#ÌÓÓɯÈÕËɯ,Ê#ÖÕÈÓËɀÚɯÜÚÌɯÖÍɯ)ÜÚÛɯ(Õɯ3ÐÔÌɯÛÖɯÔÈÕÈÎÌɯÛÏÌÐÙɯ

inventory.  

 

c. KANBAN System: it is a simple information system in which certain card are used with 

the container, called P card: Production & M card - Move card.  The objective of this 

system is to have the right parts of components at the right place at the right time. The 
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KANBAN system is an inventory management syst em used by a work centre to signal its 

supplier WC to send a container of an item and to authorize the supplier WC to make 

another container of the particular item. The KANBAN is a very simple, inexpensive, and 

effective method of coordinating work centers  and vendors. 

 

d. Total Quality Management (TQM):TQM is a system of producing high quality products 

and services rather than depending on detecting defects during inspection. Earlier quality 

of a product used to be considered as special character, but now a days quality is a must 

ÈÕËɯÌÚÚÌÕÛÐÈÓɯØÜÈÓÐÍàÐÕÎɯÊÙÐÛÌÙÐÈɯÍÖÙɯÈÕàɯ×ÙÖËÜÊÛȭɯ3ÏÌɯÚÐÔ×ÓÌɯÖÉÑÌÊÛÐÝÌɯÖÍɯ30,ɯÐÚɯɁ#ÖɯÛÏÌɯ

ÙÐÎÏÛɯÛÏÐÕÎÚȮɯÍÐÙÚÛɯÛÐÔÌȮɯÌÝÌÙàɯÛÐÔÌȭɂɯ30,ɯÐÚɯÈɯÔÌÛÏÖËɯÉàɯÞÏÐÊÏɯÉÖÛÏɯÔÈÕÈÎÌÔÌÕÛɯȫɯ

employees become responsible and involved in continuous  improv ement of good & 

services.  It is a combination of management tools with the quality to improve the good & 

service& eliminate the waste and losses.  TQM is mainly concerned with the continuous 

improvement. TQM effects led by the management by including each  and every 

employee in to it to satisfy the external customer. 

 

e. Lean Manufacturing: Lean production or lean manufacturing is a method to eliminate 

waste. Lean manufacturing is a management system derived from Toyota Production 

System (TPS).  The three type of waste should be eliminated i.e non value adding work, 

overburden and unevenness of work. Lean manufacturing is focused to getting the right 

things to the right place at the right time in the right quantity to achieve perfect quality 

and minimizing the waste. 

 

f. Six Sigma: It is a management philosophy developed at Motorola in 1986 that utilizes a 

set of tools & techniques to improve business processes. Since then, thousands of 

companies around the world have discovered the far reaching benefits of Six Sigma. 

The statistical representation of Six Sigma describes quantitatively how a process is 

performing. To achieve Six Sigma, a process must not produce more than 3.4 defects per 

million opportunities. The fundamental objective of the Six Sigma methodology is the 

implementation of a measurement -based strategy that focuses on process improvement 

and variation reduction through the application of  Six Sigma improvement pro jects. 

 Samsung has proven to be the force to be reckoned with  in the hi -tech industry.  The 

secret behind its supply  chain success is the use of Six Sigma approach. They studied  how 

General Electric (GE), DuPont and Honeywell  implemented  Six Sigma. After  that, they 

have created their  own implementation  methodology  called DMAEV  (define, measure, 

analyze, enable, verify).  They use the global level KPI to ensure that each player  in the 

same supply  chain is measured the same way. 3ÏÈÛɀÚ how Samsung gained competitive  

advantage and became a well -known  leader in the hi -tech industry.  

 

g. Cloud Computing: Cloud computing is also known as  on-demand computing, is a kind 

of Internet -based computing that provides shared processing resources and data to 

computers and other devices on demand. It is a model for enabling ubiquitous, on -

demand access to a shared pool of configurable computing resources (e.g., networks, 

servers, storage, applications and services), which can be rapidly provisioned and 

released with minimal management effort. Cloud computing and storage solutions 

provide users and enterprises with various capabilities to store and process their data in 

third -party  data centers.  

 Cloud computing has become a highly demanded service or utility due to the advantages 

of high computing power, cheap cost of services, high performance, scalability, 

https://www.isixsigma.com/new-to-six-sigma/statistical-six-sigma-definition/
https://en.wikipedia.org/wiki/Data_center
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accessibility as well as availability. Some cloud vendors are experiencing growth rates of 

50% per year, but being still in a stage of infancy, it has pitfalls that need to be addressed 

to make cloud computing services more reliable and user friendly.  

 

h. Third Party Logistics: Third Party Logistics (3PLs) is the use of an outside company to 

perform all ÖÙɯ×ÈÙÛɯÖÍɯÛÏÌɯÊÖÔ×ÈÕàɀÚɯÔÈÛÌÙÐÈÓɯÔÈÕÈÎÌÔÌÕÛɯÈÕËɯ×ÙÖËÜÊÛɯËÐÚÛÙÐÉÜÛÐÖÕɯ

functions. Transportation, warehousing, order processing and fulfillment, packaging, 

labeling, and bill payment are some of the key processes that are mostly outsourced from 

a third part y logistics firms. 3 PLs create value for their customers in the accuracy, quality 

& timeliness of the information, reduce inventory. This leads to better utilization and 

financial returns on working and fixed capital. The competitive advantage of 3PLs is that 

a company focus on their primary or core competencies, and secondary business 

activities are taken care by the outsource agency.  

 

i. %ÖÜÙÛÏɯ/ÈÙÛàɯ+ÖÎÐÚÛÐÊÚȯɯ3ÏÌɯÛÌÙÔɯɁ%ÖÜÙÛÏɯ×ÈÙÛàɯÓÖÎÐÚÛÐÊÚɯ×ÙÖÝÐËÌÙɯɁÐÚɯÈɯÛÌÙÔɯÖÞÕÌËɯÉàɯ

Andersen consulting.  A 4 PL leverages a full range of service providers (3 PLs , IT 

providers, contract logistics providers , warehousing), 4 PL acts a single focal point of 

interface with the client organization and provides the management of multiple service 

providers through a partners hip. Fourth -party logistics providers include supply chain 

management and solutions, change management capabilities and value added services as 

part of their offering. A 4 PL adds value to the entire supply chain through reinvention, 

transformation, and execution. 

 

j. Enterprise Resource Planning: Information technology has an ever increasing role to play 

in providing fully integrated supply chain management solutions that incorporate supply 

chain configuration, demand planning, logistics and warehouse managem ent. ERP tools 

capture the data and automate financial, inventory and customer order tracking tasks. 

ERP systems utilize a single data model and have an established set of rules for accessing 

data. 

 

 Different type of enterprise uses different types of ERP, SCM module or software 

packages for their business.  Few examples are Axapta, Movex, and SAP. 

 

 DRP (Distribution Requirement Planning) & SCP (Supply Chain Planning) also focus in 

customer relationship management. The basic difference between ERP & SCP is that SCP 

mainly focus on customer service management, and reverse logistics. 

 

k. Reverse Logistics:  There are two types of logistics: Forward Logistics & Reverse 

Logistics. 

 

 In the traditional supply chain, the business process ends with the customer. The goods 

and services flow from supplier to the end user and thus the business process complete. 

But with the advancement of SCM, reverse logistics came in to picture. Reverse logistics 

is the process of moving goods from the final customer to another point. The reason of 

this type of movement may be: manufacturing returns, commercial returns, warranty or 

service returns or end of use returns.  
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Reverse logistics is a part of closed supply chain as depicted in Figure 1.3.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 1.3: Closed Loop Supply  Chain 

 The major objective of reverse logistics is to keep the cost of processing returned  / refused 

materials lower  than that of new products  in order to keep the business profitable.  Web ɬ 

based applications  are being developed that focus on automating and streamlining  the 

process and information  flows  associated with  return  management. More Over because 

of increasing sales through  internet  has increased the incidence of returns. Thus reverse 

logistics plays a great role in internet  based sales.  

l. Green Supply Chain: Green supply Chain involves the management of materials and 

resources from suppliers to manufactures dealer, distributors, retailers to customers and 

back while protecting and conserving the natural environment. Waste elimination, 

reducing non value added activities will help in protecting the natural ambience. 

Automation of the processes by using the electronic media reduces the paper work, and 

eliminates non value added activities involved in filing, storing, maintaining and 

retrieving documents.  

 While protecting the environment, eliminating waste is the best policy. Recycling the 

waste material is help to control the environmental pollution.  

 

m. Collaborative Strategies: Supply Chain must embark upon a collaborative strategy to 

manage demand flow and customer satisfaction through technology integration. The 

recent advancement in field of supply chain management is the use of effective 

collaboration of different technologies, which strengthens the business operations by 

lowering the cost and cycle times. Collaboration in business also enhances the logistics 

function in the supply chain. Transporters are organizing inbound & outbound logistics 

and thus results in better capacity utilization. Collaboration with third party logistics & 

fourth party logistics organizations help in enhancing supply chain effectiveness.  

 In the recent past business organizations have gone through  complex vagaries, but with  the 

use of advance supply  chain management tools, organizations are getting  benefit of competitive  

advantage and making  huge profits.  Thus the fact is that SCM advancement is concerned with  
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ensuring the right  item needed for  consumption  or production  to the right  place at the right  time and 

in the right  condition  at the right  cost. 

3. Case Studies : The aim to present the case studies here is to acknowledge the worth  of advance 

SCM tools behind the success of business organizations. 

a.  ××ÓÌɀÚ SCM: Apple  Inc. is an American  multinational  company headquartered in Cupertino,  

California,  that designs, develops, and sells electronics, computer  software, and online services.  

Apple  has long been highly  regarded for  its innovative  products, which  combine advance 

functionality,  exceptional user experience and attention  to detail  in design. Cutting  ɬedge products 

typically  require innovative  approaches to manufacturing,  and apple is widely  considered an 

industry  leader in this arena. 

 Apple  took steps early on to manage its global supply  chain and the suppliers with  in it.  

Steve Jobs invited  the Tim Cook to help to improve   ××ÓÌɀÚ Supply Chain in 1998. Jobs told  Cook that 

he visited  many manufacturing  companies in Japan and he would  like Cook to implement  the JIT 

system for  Apple.  Jobs believed that  ××ÓÌɀ supply  chain was too complex then both of them reduced 

the number  of product  availability  and created 4 products  segment, reduced on hand inventory  and 

moved the assembling activities to Asia so they could focus on developing  the breathtaking  products 

that people wanted to buy. 

 The company established a formalized  list  of exceptions for  suppliers  and quickly  moved on 

to creating exclusively  agreements in exchange for  volume  guarantees. Overtime  the company has 

developed relationship  with  suppliers, which  has helped Apple  quickly  scale operations to customer 

demand for  existing and new products. Working  with  its supply  chain partners, Apple  helped 

developed new manufacturing  processes, some of which  have been the subject of patents filed  by the 

company. 

 In addition,  the company has used its deep pockets to ensure adequate production  capacity 

by placing high volume  pre-orders with  suppliers. This has also had the effect of preventing  

competitors from  gaining  access to the same manufacturing  resources. 

 Outsourcing  has also provided  Apple  with  advantages.  Apple  also diversifies  product  

assembly companies as part  of process improvements.  Apple  has been also moved toward  more 

manufacturing  partners for  the iphone 6 and watch as ÐÛɀÚ looking  to reduce the risk of shortages and 

other vendor  issues that could slow down  or stop production.  In its diversification  pursuits,  Apple  

has added two  companies based in Taiwan. Winstron  Corp was selected as the iphone assembler and 

Compal Electronics was to chosen to build  ipads.  

 Apple  is a perfect example of a well -managed SCM. The brand image is the result of the 

perfect SCM strategy used. 

 Key SCM Strategies-  Right Product, Relationship Management, Outsourcing,  Use of right  

combination  of Brand Strategy as well  as diversification.  

b. Nokia  : Nokia  Corporation  is a Finland  based organization  founded  in 1865 headquartered in 

Espoo, Finland.  Nokia  has revolutionized  the telecom business and it  used to be market leader once. 

Nokia  overtook  Motorola  in 1998 to take the pinnacle of biggest phone manufacture of the world.  

Nokia  was market leader till  2008 but failed  to perceive the future  and now Nokia  telecom business is 

already acquired by Microsoft.  There are several reasons behind the downfall  of Nokia  telecom 

business (Mobile  Phones).  

http://www.supplychainopz.com/2013/10/7-traits-great-supply-chain-leader.html
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 The basic reason was Nokia  either could  not understand the most important  link  of SCM i.e. 

customer or deliberately  ignored  the customer. Their response to the market was miserably slow. 

They did  not embrace the shift  in consumer preferences. 

 -ÖÒÐÈɀÚ Operating  system lead to ultimate  collapse as -ÖÒÐÈɀÚ major focus was on hardware  

and they fail  to appreciate the significant  of software that supports the mobile. Their Operating 

system Symbian 60 series had tough competition  with  Apple  iOS & Android.   

 They did  not take the right  decision on time, the market research and development  team did  

not do the required  task. When the market is having  superior  OS that time also Nokia  was focusing 

on Windows  phone which  was having  lack of application  ÛÏÈÛɀÚ why  Nokia  Lumia  could not create 

the magic. In fact the launch timing  of Asha series was not correct, although  the model  was promising  

but could do the needful. 

 Nokia  did  not access timely  their  competition  (Samsung, Apple)  and did  not do their  proper  

SWOT analysis; they too much realized on Economies of scale and ignored  the customer needs and 

wants. They did  not focus on innovation  and stiff  competition  also. 

 Nokia  is a very relevant example of SCM importance and presented a message to the world  

that if  the right  SCM strategies will  not be followed,  the market leader can also be vanished. 

 Key Mistakes done in SCM Strategies- Less customer focus, Lack of Innovations,  Ignorance of 

technology, Default  in R&D. 

C. Patanjali  Ayuerved  Limited  ɬ Patanjali is an Indian  FMCG Co., located in Haridwar  , Uttarakhand  

, manufactures herbal products  in every segment of FMCG. Balakrishna established 

PatanjaiAyuerved  in 2006 with  Baba Ramdev. Patanjali is a fastest growing  FMCG company. A 

successful entrepreneur believes in connecting the people and leveraging the personality  for  the 

brand, as Steve Jobs was synonyms with  Apple  and Richard Branson with  Virgin  group,  similarly  

Baba Ramdev with  Patanjali.  

There are certain crucial  factors are behind the success of Patanjali- 

 The foremost is better consumer recognition.  In the beginning  itself, around  1 lakh free yoga 

classes were organized to tell  people the importance of herbal products  by Baba Ramdev. Which  gave 

word  of mouth  publicity  to the company and thus the requirement  for  costly advertisement became 

not much of use. So only  a tiny  fraction  of the total  budget was spent on mass media and 

advertisement and great saving was done by the startup  organization.  

 One brand strategy and 100% natural  tag did  the job correctly. All  segment products  were 

categorized under  a single umbrella.  One product  feat gave a way of success to the other products. 

The name Patanjali is well  enough to encourage the customer to purchase any of its products, be it  

Biscuit, Soap, Shampoo, Juices or anything  else. 

 Saving in distribution  margins (4700 own retail  outlets) and low  overheads also contributed  

towards  the rapid  growth.   

 Patanjali hires the hard core expert in the field,  which  includes Master of Science, Biology. For 

every role the selection criteria  is well  secured. Right people for  right  role strategy give the 

paramount  quality.  
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 The turnover  of the PatanjaliAyuerveda  Limited  was Rs. 1200 cr. in 2013-2014, and it  is 

valued at Rs. 3000 Cr. and even predicted  Rs. 5000 Cr. for  2015-2016.The progression of Patanjali 

proves that right  combination  of Supply  Chain Factorscan transform  the finances of the companies 

and create magic. 

 Key SCM strategies- Focused Logistics, One brand strategy, Right Costing strategies, Right 

people for  right  role. 

4.  Conclusions:  The companies which  are not transforming  with  the ongoing technological changes 

are not going to survive  in the changing business world.  All  case studies demonstrate that supply  

chain management is truly  the strategic initiatives,  not merely a cost cutting  technique. Leading 

companies have a very strong customer focus because almost all  of initiatives  are something to fill  the 

needs of customers. Supply  Chain Management is a core strategic competency for  the organizations. 

Managing  supply  chain means managing across traditional  functional  areas in the organization  and 

additionally  managing relationships  with  the customers and suppliers. Relationship management is 

the important  pillar  of supply  chain management. (ÛɀÚ the prerequisite to the success of every supply  

chain. And  at the end of the day, it  comes down  to the quality  of supply  chain people, who  analyze, 

improve  and control  supply  chain operations. 

 Businesses are passing through  the competitive  environment  and the transformation  is a 

continuous process. As the changes are continues same way the technology advancement process is 

also continual  endless. The only  need is to identify  the changing prerequisites of your  customer and 

create the supply  chain strategy after consideration of the focal point  i.e. your  ultimate  customers. 

There is no point  to stick to your  repetitive  working  style. Obsolete technology should  be supplanted  

and advance tools should  be embraced for  the growth.  

 There is a lot  of opportunity  still  exist in the ÉÜÚÐÕÌÚÚȿÚ supply  chain. Still  companies are 

struggling  to eliminate  the waste and losses. The most prominent  examples are Small scale industries,  

who  are suffering  from  sickness and getting shut down . The production  level of these 2,$ɀÚ is very  

low.  Although  they employ  40 % of Indian  work  force, they only  contribute  17 % of the Indian  GDP. 

Sickness in the SME sector is a big issue.  

 Despite the capability  to grow,  2,$ɀÚ are facing number of issues, which  can be clubbed and 

named as Supply  Chain Inefficiencies. 2,$ɀÚ face a wide  range of problems, which  include  lack of IT 

support,  coordination  between the linkages, high  operational  cost, lack of planning  tools, inventory  

mismatch, delayed delivery  tim e, lack of tracking  of processes. To survive  and compete in 

International  market, 2,$ɀÚ require efficient  as well  as responsive supply  chain.  

 The adoption  of SCM is not up to the level, and a lot  of work  needs to be done. The advance 

technologies should  not be restricted to the books, publications,  or classrooms. The necessity of era is 

the transformations  from  theoretical SCM approach to the practical SCM approach same as the 

traditional  SCM to modern SCM. 

 The modern supply  chain solution  will  completely integrate with  multi  plant  planning  and 

scheduling and provide  the ability  for  both centralized and collaborative  planning  and scheduling. 

This will  enable SCM to exceed beyond the boundariesof a single corporation  and will  feature Total 

SCM elucidation,  which  will  address in a single solution  the requirements of large manufacturers as 

well  as those of mid -tier  and small manufacturers. 
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Abstract  

 Human  resource management play s an important  role in the efficient  and effective 

functioning  of Bank and talent management is one of the important  aspect of HRM.  It  is the science of 

using strategic human resource planning  to improve  business value and to make it  possible for 

companies and organizations to reach their  goals. Everything  done to recruit,  retain, develop, reward  

and make people perform  forms a part  of talent management as well  as strategic work  force planning.  

A talent-management strategy needs to link  to business strategy to make sense. 

              Hence, it  is apparent that the research efforts should  be directed towards  perspective of talent 

management and scope for  improving  the talent management practices in private  sector bank for  

their  betterment.  

Introduction   

 Banks play very important  role in the economic life  of the nation. The health of the economy 

is closely related to the soundness of its banking  system. Although  banks create no new wealth  but 

their  borrowing,  lending  and related activities facilitate  the process of production,  distribution,  

exchange and consumption  of wealth.  In this way they become very effective partners in the process 

of economic development.  Today, modern banks are very useful for  the utilization  of the resources of 

the country.  The banks are mobilizing  the savings of the people for  the investment purposes. 

Thesavingsare encouraged and saving rate increases. If  there would  be no banks then a great portion  

of a capital of the country  would  remain idle. 

 Banking is now an essential part  of our economic system. Modern  trade and commerce 

would  almost be impossible without  the availability  of suitable banking  services. Banks are one of the 

oldest financial  intermediaries  in the financial  system. They play  an important  role in the 

mobilization  of deposits and disbursement of credit  to various sectors of the economy. The banking  

sector acts as a catalyst and goes between for  the saving class on the one hand and investing  public  on 

the other, thereby facilitating  efficient  allocation of financial  resources according to the plan priorities  

/ market forces in the liberalized  environment.  They are not necessarily an engine of growth  and they 

do not have to. Rather it  has to be the fuel  injection system - mobilizing  savings and pumping  them 

into  investment  engine - the more efficiently,  the better.' The banking  system is the most trusted 

segment of the financial  system accepted across the world  by all  cultures. 

 The HR department  plays an important  role in the efficient  and effective functioning  in Bank. 

It  acts as specialist; as a facilitator;  as a change agent; and as a controller.  Each of these roles are 

discussed in detail  below .As a controller  it  acts as a brid ge between the employees and the 

management. It  is the responsibility  of the HR department  to advise the management, including  the 

top management on various people ɬrelated issues. It  is also their  responsibility  to conveying the 

expectations and demands of the employees to the management. 

http://en.wikipedia.org/wiki/Business_value
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 HR department  facilitates the design and implementation  of many developmental  activities 

like training,  management development  and performance appraisal. The line managers expect this 

support  and assistance from  the HR department and it  has to take the initiative  in preparing  the 

organization  and its employees to face new challenges successfully. To act as a change agent, the HR 

professional should  have adequate knowledge  of the business, the markets, the competitors and the 

economy. Organizational  viability,  adaptability  and development  depend on human resource 

development.  It  is the responsibility  of the HR department  to ensure the compliance to various laws 

and regulations that govern the business within  the legal framework.  A strong and effective HR 

department  plays inactive role in developing  the values of the organization  and framing  its policies. It  

assumes a monitoring  and controlling  role when it  has to ensure compliance to employment  laws and 

regulations and to the values and philosophy  of the organization.  

Human  Resource Management  in  Changing  Economic Environment:  

 The business environment  has become very fluid  and turbulent  in the recent times. This is 

especially true in the India  context, after the economy has opened up to the global challenge, the 

markets have become very competitive  and businesses have been forced to become more service- 

oriented. In this scenario, it  is a very challenging task to attract, mould,  develop and retain (or 

retrench) valuable human resources. 

Talent  Management:  

 Talent management refers to the anticipation  of required  human capital for  an organization  

and the planning  to meet those needs. The field  increased in popularity  after ,Ê*ÐÕÚÌàɀÚ 1997 

research and the 2001 book on The War for Talent. Talent management in this context does not refer to 

the management of entertainers. 

 Talent management is the science of using strategic human resource planning  to improve  

business value and to make it  possible for  companies and organizations to reach their  goals. 

Everything  done to recruit,  retain, develop, reward  and make people perform  forms a part  of talent 

management as well  as strategic work  force planning.  A talent-management strategy needs to link  to 

business strategy to make sense. 

Current  Application  of  Talent  Management:  

 In adverse economic conditions,  bank  feel the need to cut expenses. This should  be the ideal 

environment  to execute a talent management system as a means of optimizing  the performance of 

each employee and the organization.  Selection offers are large return  on investments. Job analysis and 

assessment validation  help enhance the predictive  power  of selection tools. However,  within  many 

companies the concept of human capital management has just begun to develop. With  more 

companies in the process of deepening their  global footprints,  more questions have been asked about 

new strategies and products,  but very few on the kind  of leadership structure that will  bring  them 

success in their  globalization  process. Ɂ(Õ fact, only  5 percent of organizations say they have a clear 

talent management strategy and operational  programs in place ÛÖËÈàȭɂ  

Research Methodology  

The researcher has adopted analytical,  descriptive  and comparative methodology  for  this 

report;  reliance has been placed on books, journals, newspapers and online databases and on the 

views of writers  in the discipline  of Competition  law. 

 

http://en.wikipedia.org/wiki/Business_value
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Aim  &  objective   

 To identify  the feature of human resource development  (HRD) practices and talent 

management in company with  the employer  brand. 

 To study  the role of human resource department  in talent management in private  sector bank 

Hypothesis  

 The private bank does not focus substantially on the issues pertaining to talent management. 

 There is ample scope for improving talent management practices in private sector bank 

Significance  of  this  research study:  

 The HRM  is a growing  concept. It  has tremendous relevance to service sector like  banking. 

Human  input  is the single largest input  that goes in the banking  industry.  The level of 

efficiency/production  of this input  gets reflected in the quality  of service offered by banks to its 

customers, as also in its ultimate  growth,  productivity  and profitability.  Hence, the banks today lay 

great stress on HRM  functions.  The importance of talent management to strategic success, in order to 

identify  the challenges in building  talent power  and to explore how to overcome those challenges. 

The study  area of present study  is Nagpur  region of Maharashtra are considered as the 

universe of the study.  In view  of the objectives of the study  total  38 bank branches were selected for 

the study.  However,  in all  data was obtained from  106 respondents working  in 34 branches Bank. 

 The present study  followed  a combination  of descriptive  and exploratory  research design. 

Descriptive  research includes surveys and factɬfinding  enquiries of different  kinds.  In this study  the 

perception of people working  in private  sector   Bank with  respect the Talent Management was 

studied  through  the descriptive  research. For this purpose, the views of people working  in the Bank 

were recorded and systematically analysed. This is presented below in tables and graphical  form.  

Table  No. 1: The talent  management initiatives  in Bank are realistic  

 No. of  Respondents Percent 

Strongly  Agree 4 3.8 

Agree 20 18.9 

Can't Say 12 11.3 

Disagree 42 39.6 

Strongly  Disagree 28 26.4 

Total  106 100.0 

 Table 1 shows result obtained from  employees regarding  talent management initiatives  in 

bank are realistic. The result indicates that 3.8% and 18.9% strongly  agree and agree respectively. In 

addition,  11.3% employee ÊÈÕɀÛ say anything.  In addition  to this 39.6% and 26.4% employees are 

disagree and strongly  disagree respectively. Hence, it  is evident  from  the above information  that the 

private  sector bank does not focus on the proper  implementation  of Talent management system. 

Hence hypothesis one is accepted.     
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Table  No.2:Private sector Bank prefers  people  with  multiple  talents as its employees Are  there any 

talent  metrics  that  your  Bank uses to monitor  the human  resource. 

 No. of  Respondents Percent 

Strongly  Agree 4 3.8 

Agree 7 6.6 

Can't Say 21 19.8 

Disagree 42 39.6 

Strongly  Disagree 32 30.2 

Total  106 100.0 

 Table 1 describes result obtained from  the employees regarding  their  perception about talent 

metrics that bank used to monitor  human resource. The results indicate that 3.8% and 6.6% 

employees are strongly  agree and agree respectively. In addition,  19.8% cant cannot say In addition  to 

this 39.6% and 30.2% employees are disagree and strongly  disagree respectively. Hence, it  is evident  

from  the above information  that there is no any talent metrics used to monitor  the human resource. 

Hence second hypothesis is accepted. 
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Conclusion  

 The issue with  private  sector bank that their  organizations put  tremendous effort  into  

attracting  employees to their  company, but spend little  time into  retaining  and developing  talent. A  

talent management system must be worked  into  the business strategy and implemented  in daily  

processes throughout  the company as a whole.  It  cannot be left  solely to the human resources 

department  to attract and retain employees, but rather must be practiced at all  levels of the 

organization.  The business strategy must include  responsibilities  for  line managers to develop the 

skills  of their  immediate  subordinates. Divisions  within  the company should  be openly  sharing 

information  with  other departments in order for  employees to gain knowledge  of the overall  

organizational  objectives. 

 Hence, It  is concluded that private  sector bank do not have proper  talent management system 

and policies and practices pertaining  to talent management.  
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1.1 Abstract  : 

 Social media is an umbrella  term that defines online technology and practices used to share 

opinion,  insights, experience and perspectives. Social media are low  cost marketing  tools that help in 

facilitating  the building  of networks,  instant dissemination  of information  and thus encouraging trust  

and confidence of public.  It  can take many forms like  text, images, audio  and video. There are six 

different  types of social media: collaborative  projects (e.g., Wikipedia),  blogs and micro  blogs (e.g., 

Twitter),  content communities  (e.g., YouTube, Flicker), social networking  sites (e.g., Facebook, 

MySpace), virtual  game worlds  (e.g., World  of War craft). Based on this classification, extensive 

literature  search was done from  a range of sources like journals, books and internet  websites of 

relevant disciplines, including  public  health organizations, hospitals and case studies prepared on 

each type exploring  the use of social media in health promotion.  The objective is to explain the use of 

social media marketing  in health promotion  and education and discuss various interventions  done, 

using social media marketing  tools in promoting  public  health. Finally,  it  is discussed like  every coin 

has two  sides, social media provides  large opportunity  for  health promotion  in the public  health 

community,  enabling public  health professionals to reach out far and wide  and directly  to the public  

on multiple  public  health issues and at the same time its cautious use is imperative  to prevent colossal 

damage.  

1.2 Introduction  :  

 Healt h care is the diagnosis, treatment, and prevention  of disease, illness, injury,  and other 

physical and mental impairments  in humans.  

World  Health  Organization's  (WHO's)  definition  of  "health"  - 

 "Health is a state of complete physical, mental and social well-being and not merely the absence of 

disease or infirmity."  

 The ultimate  goal of primary  health care is better health for  all  WHO  has identified  five  key 

elements to achieving that goal- 

 Reducing exclusion and social disparities  in health  

 Organizing  health services around  people's needs and expectations  

Social media: 

 Social media is the process of people using online tools and platforms  to share content and 

information.  It  is drastically  changing the way  we communicate and you should  not underestimate its 

ability  to work  for  or against your  organization.  It's an integral  tool  for  marketing  and customer 

service relations in any industry,  so social media in healthcare is no diffe rent 

INTERNET  - The Internet  has revolutionized  health information  seeking in particular.  Use of the 

Internet  for  health information  seeking is widespread and growing,  and such use often both precedes 

http://en.wikipedia.org/wiki/Illness
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and follows  medical visits However,  uneven uptake of new technologies raises equity  concerns. 

However,  now a days the use of mobile Internet  platforms  is greater among people 

The popular  social media channels including:  

 Your own blog 

 Facebook 

 YouTube 

 Twitter  

 Google+ 

 LinkedIn  

ü Computer -delivered  intervention  improves  knowledge,  attitudes, intentions,  health behaviors 

and general health maintenance, social support,  quality  of life,  and self-efficacy, across a variety  

of health domains. Media formats may range from  CD-Rom, USB stick, intranet,  pedometers, 

websites, online support  groups, instant messaging, and online chat, to single or multiple  

media.  Implementation  forms included  experiments with  or without  control  groups, with  or 

without  human interaction  single or multiple  or sequential intervent ions, shorter or longer 

duration  of the intervention,  short-term or long-term impacts, individual  or group  settings. 

ü Emails providing  strategies, reminders, and links  to online resources can complement mass 

media and workplace  health campaigns . A  meta-analysis concluded that health outcomes and 

care processes can by improved  through  complementing  standard care with  reminders, 

monitoring  and manage in Podcasts can provide  relevant audio  information  (e.g., social support,  

persuasive messages, or news items) to motivated  audiences at their  convenience, and would  be 

especially relevant to low -literacy  or non-English speaking audiences.  

1.3 objectives  of  the study  : 

The study  covers the following:   

 To study the behavior of doctors towards e -Health Care practices 

 To identify the role of e -medicine in India and its trend  

 To analysis the contribution of social media in conventional e -Health Care marketing  

1.4 methodology  of  the study  : 

Sample Universe: - A  sample is a subset or some part  of a large populatio n. Here in this research 

Doctors in Amravati  City  is a universe. 

Sampling  Units: -The sampling  unit  is the basic unit  containing  the elements of the population  to be 

sampled. Here the sampling  unit  is the Doctors in Amravati  city. 

Sample Technique: - Random Sampling Technique was conducted for  this research. 

Sample size: - Total sample of 100 Doctors of Amravati  city  was selected for  purpose of research. 

1.5 An  overview  of  social media  in  healthcare : 

 Social marketing  applies commercial marketing  strategies to promote public  health. Social 

marketing  is effective on a population  level, and healthcare providers  can contribute  to its 

effectiveness .Communication  channels for  health information  have changed greatly in recent years. 
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One-way dissemination  of information  has given way to a multimodal  transactional model  of 

communication.  Social marketers face challenges such as increased numbers and types of health 

issues competing for  the public's  attention;  l imitations  on people's time; and increased numbers and 

types of communication  channels, including  the internet.  A  multimodal  approach is the most effective 

way to reach audiences about health issues. 

 

 

 

 

 

 

     

 Social marketing  wheel  

 Figure 1 summarizes the basic elements or stages of social marketing.  The six basic stages are: 

developing  plans and strategies using behavioral  theory; selecting communication  channels and 

materials based on the required  behavioral  change and knowledge  of the target audience; developing  

and pretesting materials, typically  using qualitative  methods; implementing  the communication  

program  or ɁÊÈÔ×ÈÐÎÕɂȰ assessing effectiveness in terms of exposure and awareness of the audience, 

reactions to messages, and behavioral  outcomes and refining  the materials for  future  

communications.  

 The marketing  of medication  has a long history.  The sale of miracle cures, many with  little  

real potency, has always been common. Marketing  of legitimate  non-prescription  medications, such 

as pain relievers or allergy  medicine, has also long been practiced, although,  until  recently, mass 

marketing  of prescription  medications has been rare. It  was long believed that since doctors made the 

selection of drugs, mass marketing  was a waste of resources; specific ads targeting  the medical 

profession were thought  to be cheaper and just as effective. This would  involve  ads in professional 

journals and visits by sales staff to doctorɀs offices and hospitals. 

Mobile  Devices are Transforming  Healthcare-  

Mobile  technology has expanded dramatically  around  the world.  Along  with  3G and 4G, 

these advances have had a huge impact on many walks of life. The utilization  of smart phones and 

tablets has transformed  communications, commerce, and entertainment,  among other fields. Their 

emergence has improved  service delivery,  empowered consumers, businesses, and entrepreneurs, 

and changed the way in which  people access information  and make transactions.  

The Rise of  m-Health  Initiatives -   

 There has been an explosion of mHealth  activities around  the world.  A  2011 global survey of 

114 nations undertaken by the World  Health  Organization  found  that mHealth  initiatives  have been 

established in many countries, but there is variation  in adoption  levels. The most common activity  

was the creation of health call centers, which  respond to patient  inquiries.  This was followed  by using 

http://en.wikipedia.org/wiki/Prescription_drug
http://en.wikipedia.org/wiki/Pain_reliever
http://en.wikipedia.org/wiki/Allergy



