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Student Centric Methods — Problem Solving

Students learn to identify, analyse and solve problems by taking up live projects, surveys, lab
tests etc. Students are encouraged to use free online databases (like www.screener.in,
www.moneycontrol.com etc.,) in their projects. Students are trained on software namely,
accounting software ‘Tally’ to prepare and analyse financial statements. Programming
software namely, JAVA, Python etc., are used for specific outcomes. Web programming is
used by students to create websites with specific purposes. Faculty guide students at UG and
PG level in using MS-Excel (along with data-analysis add in) for data tabulation and analysis
in their classwork and projects. Case studies and Business games help students to
understand, analyse and solve real life challenges. The inquiry based learning method is
adopted by some faculty. In this method students are encouraged to identify some problem or
issues in the real world and conduct a survey or analyse to understand and present
suggestions and recommendations. These methods help in imbibing problem solving skills in
students.

Table: List of Student Centric Activities — Problem Solving

S. No. Tools Used Pg. No.

1 Programming tools like C, C++, JAVA, Python etc., 2-9

2 Psychometric test 10-10

3 Conducting Surveys and Analysis by inquiry method 11-73

3 Using analytical tools like MS-Excel etc. for Class work and 74 -84
Projects

4 Business Games 85 - 88

5 Case Studies 89 -104

6 Projects based on Lab Experiments 105 - 111

7 Two Day Intercollegiate Program on “Snakes our Friends or 112 - 119
Foes”




Programming tools like C, C++, JAVA, Python etc.,

Students created a model calculator application using JAVA programming language.

T 8

Computer science labs are highly equipped with all the essential ICT tools and latest software
for the students to create and practice various exercises, programs and applications using
different programming and scripting languages.
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Sample HTML program

1.(b) Write a HTML page for Example Café using text formatting tags.

Program:
<html>
<head>
<title>Cafe</title>
</head>
<body bgcolor="pink">
<hl1><font color="blue">Royal Cafe</font></h1>
<h2>Near Somajiguda</h2>
<h3>Begumpet</h3>
<h4>Hyderabad</h4>
<h5>Telangana</h5>
<h6>Contact N0:999990000</h6>
<p><font color="red">Royal Cafe Branches:</font><br>Telangana,<br>Mumbai.</p>
<p|’e>
Please Visit our Site:<font color="green"><u>royalcafe@gmail.com</u></font>
</pre>
</body>
</html>
OUTPUT:

STEPS:
1.INPUT-NOTEPAD EDITOR

2.0UTPUT-BROWSER-MS-IE

B | [ Mew Poge tur Cofesite M| [ coke ®| [9 Cate w
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The following Programs Illustrates
the use of Templates in C++
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B.SC-ComputerScience

Programming in C++(C++Lab]
d String data"<<endl|

cout <<"\n\n Enter an Integer an
s2.getdata(),
s2.display();

cout <<"\n\nEnter an Integer and Float data"<<endl;
s3.getdata();
s3.display(),
return O;

I/0:

Enter Two Integer data
nter.a and b: 3° 6.
lsplaylng'values.

-

Elter au Integer and String data
Enter a and b: -100 Ravi

1_splay*g1g va l.u_es

=IO tie: A

B=10
Processr@LurnedfthVO)
Presscﬂu,kcwtxacontlnue

19.060

‘execution time :
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Psychometric test was conducted for MBA 4" Semester students

MBA Students of Batch: 2021-23 have taken free online psychometric tests on 20.05.23 to
measure their cognitive ability, personality and work behavior that indicates the potential to
excel in a specific position or career at the corporate level. The aptitude tests were based on
numerical, verbal reasoning, and interpersonal skills.
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DEPARTMENT OF NUTRITION AND DIETETICS
BODY MASS ANALYSIS

The Department of Nutrition and dietetics at Post Graduation level identified one of the major
issue of obesity/sedentary lifestyle in general among the populace. Hence, an attempt is made by
the Department to highlight the need to conduct the body mass analysis among students. All
students in the class are encouraged to conduct body mass analysis on self to understand and
identify any underlying issues that can be easily corrected by diet and lifestyle modifications.
Some of these issues if left uncorrected may lead to lifestyle diseases in future. Students are
encouraged to implement the recommendations they make on themselves after Body mass

analysis.

Body Mass Analysis is performed using Analyser (Bio impendence equipment) to create an
awareness towards the components of human body like percent fat, muscle, Body Mass Index
(BMI), Resting Metabolic Rate and hydration levels among the individual on whom the analysis
is performed. The components help the individual adopt corrective measures in terms of diet &

nutrients included to lead a disease free life.

The following is the specimen report on Body Composition Analysis performed by students.
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DEPARTMENT OF BOTANY

Estimation of Noise Pollution at specific areas
of Hyderabad with the help of Noise Level Meter

The Department of Botany at Post Graduation level under inquiry method of problem
solving attempted to generate interest among students to understand the pollution levels in
the city of Hyderabad where the institution is located. All students in the class are
encouraged to estimate noise pollution at various areas in Hyderabad using noise level
meter. With this experiment students could understand the level of sound pollution at
specific areas after calculating and comparing sound levels at specific areas such as
Malakpet(97.3db), Musarambagh(80.3db), Nagole(93.2db), L.B Nagar(92.7db), Afzalgunj
(88.2db) and Nampally Railway Station(127.3). Students were also encouraged to identify

and list the measure to control the sound pollution.

The following is the specimen report on Noise pollution estimation performed by students.
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Estimation of Total Hardness of water in Hyderabad

The Department of Botany at Post Graduation level under problem solving methodology
attempted to generate interest among students to understand the difference in hardness of
water in tap water and pond water. Levels of calcium in the water were also estimated by
the students. Various reagents such as Erichrome black tea indicator, Murexide indicator
etc., were used to check the quality of water to understand whether it is fit for drinking or
not. All students in the class are encouraged to estimate the total hardness of water. The
difference in the hardness of water between tap water (420mg per litre), rain water/pond
water (80mg per litre), drinking water (160mg per water). With this experiment students

could understand whether the quality of water they are testing was suitable to drink or not.

The following is the specimen report on estimation of total hardness of water.
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Department of Political Science
has conducted a Post-Election
Survey at Munugode Constituency
on 19" November, 2022.






1. Name/bd. Katt

2 r:.‘n'sk (4R A/

Age/SaiRy e S
Gender: (a)Male  (b) Female
Doricis (@) R (0)

Locality/ Darean; C hautuppa)
- : O c-cd(w ¢

W %: jﬂ\;ﬂﬂ"l-ﬂ C"rtux 1 P"" 5 u"“‘j
To which Party you have voted? w

(a) TRS (b)BIP  (c) Congress  (d) Any other Party
Bty DG L Swd?

(a) SubH(b) DBH(C) Tolid(d) Rod
Duwuzhlntmﬂlhhﬂﬂhcthn reflects the mood of the vote

elections: .Jpr Yes (b) No

If “Yes”, give the reasons.
& 600 80 HBoW, T’ FRBOS a::lsﬁ‘ L IdorDyRrdiYer?

rs for the forth coming Assembly

What is the main reason for the victory of TRS? -~
(d) Money (b) other reason

(a) Part (b) Candidate (c) Manifesto
W w0t
(lj g (b)esasid(c) Wﬂ) e (R) RO O {
Do you really think that the TRS candidate is a good candidate?
(a) Yes  (b)No  Give the reason. ' E
Bubds weQ oD S5 0D D Dworrd evbeewT 07 (
8 wp® b 5EHE00d,50R0bE) Sl







BAULIHANRELRY
' ..‘I
) \ 1 .
/. ]
i
> ;
A

Yy - i
J, z ‘i J o
K 3‘1/! ﬂ GPSMap Camera |y

" Choutuppal, Telangana, India
7V5R+48W, Choutuppal, Telangana 508252,

& India

8 [ at 17.257801°
Long 78.890925°
19/11/22 02:34 PM GMT +05:30

Department of Political Science has conducted a Post Election Survey at Munugode
Constituency on 19 th November, 2022.
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Post-Election Survey Report of Munugode Constituency

Department of Political Science has conducted a post-election survey at Munugode
Constituency on 19th November, 2022. All the staff members from the Department of
Political Science along with 70 students from B.A |, Il & Il have participated in this
survey. We have chosen Choutuppal town for the survey as it is near to Hyderabad.
Students have collected the primary data by visiting each house of the town. Each
student interviewed about 4-5 voters based on a thoroughly prepared questionnaire. A
total of 400 voters were interviewed. The questionnaire contained several questions
which enabled us to understand the voter’s political awareness and their general
knowledge. The surveyors (students) reported that most of the women, to whom they
have contacted, were literate, but with no political knowledge. Some of them even asked
the money to answer the questionnaire. All the four hundred samples were later
categorized into different groups based on the age, gender, and literacy. The data based

on the survey stated that 65% voters were youngsters (less than 35 years) and 34%



voters were middle aged and elders. According to the collected data 52% were male and
44% were female voters. Out of them 60% were literates.

According to survey result 58% of voted for TRS, 40% voted for BJP and 2% voted
Others. 66% of voters said that this by-election is going reflect the mood of the voters
for the forthcoming State Elections of Telangana and, also the following General
Elections.

By observing the views of the voters 80% of the population have said that distribution of
the money and liquor by TRS was the main reason behind the victory of TRS, 5% of the
population said it is the manifesto of the party which led to the victory and 2% of the
population have given the vote to TRS by seeing the candidate.

70% of the voters believed that TRS has taken the support of Communist Party, only
because of fear of defeat and 25% have given other reasons behind the support of
Communist Party to TRS. Almost, 10 MLAs from TRS party have participated in the
campaigning in Munugode Constituency only because of the fear of the defeat in the by-
elections. The major reason behind the defeat of BJP in the by-elections was less money
distribution among the voters compared to TRS. This has affected the mind-set of the
local people. Another important finding in that is most of the voters are happy with the
welfare schemes including monthly pensions, Dalit bandu and farmers are impressed by
24 hours free electricity.

Most of the voters have accepted the money because it is important for livelihood and
they know that after election, no party or representative will turn back for their town
development.

65% of voters have said that Komat Reddy Rajgopal Reddy has chance to win the
forthcoming election because of the fame among the youth in the Constituency.
Congress lost its deposit because of lack of campaigning in Munugode Constituency.
Also, 50% of voters believed that presence of Congress led to the division of votes and

loss of BJP.



After the victory of TRS, voters are expecting much more development in Choutuppal.
For example, development of roads, irrigation facilities, construction of more schools
and colleges, more employment opportunities should be provided in Choutuppal town.
Final analysis draws us to the conclusion that people at the Choutuppal are influenced

by policies of the ruling party. However, distribution of money and liquor played a major

role in the electoral behavior.



LIST OF STUDENTS

S.NO. |GROUP H.T NO. STUDENT
NAME

1 B.A. I YEAR(E.PP) |1175-22-111-002 MUSKHAN

2 B.A.IYEAR (E.P.P) |1175-22-111-004 PRIYA

3 B.A. I YEAR (HEPS) | 1175-22-129-002 | ROSHINI

4 B.A.1 YEAR (HEPS) | 1175-22-129-005 G. AKSHITHA

5 B.A.1 YEAR (HEPS) | 1175-22-129-008 RAMA

6 B.A.I1 YEAR (HEPS) | 1175-22-129-011 SOHA

7 B.A.1 YEAR (HEPS) | 1175-22-129-013 BINDU

8 B.A. I YEAR(HPP) 1175-22-156-001 HUMA

9 B.A. I YEAR(HPP) 1175-22-156-006 SRAVANI

10 B.A. Il YEAR(HPP) 1175-21-156-001 ADITI

11 B.A. Il YEAR(HPP) 1175-21-156-002 SREEJA

12 B.A. Il YEAR(HPP) 1175-21-156-005 FATIMA

13 B.A. Il YEAR(HPP) 1175-21-156-006 SHANMITHA

14 B.A. Il YEAR(HPP) 1175-21-156-010 | TEJASWINI

15 B.A. Il YEAR(HPP) 1175-21-156-011 VAISHNAVI

16 B.A. Il YEAR(HPP) 1175-21-156-012 | NAZIYA

17 B.A. Il YEAR(HPP) 1175-21-156-014 | PRIYANKA

18 B.A. Il YEAR(HPP) 1175-21-156-015 TEJESHWARI

19 B.A. Il YEAR(HPP) 1175-21-156-019 | VACHANA

20 B.A. Il YEAR(HPP) 1175-21-156-021 YASHIKA

21 B.A.Il YEAR (HEPS) | 1175-21-129-001 AKHILA

22 B.A.Il YEAR (HEPS) | 1175-21-129-002 SRILATHA

23 B.A.Il YEAR (HEPS) | 1175-21-129-003 | NALINI

24 B.A.Il YEAR (HEPS) | 1175-21-129-004 | DURDANA

25 B.A.Il YEAR (HEPS) | 1175-21-129-005 GOWTHAM

26 B.A.Il YEAR (HEPS) | 1175-21-129-006 | AMBIKA

27 B.A.Il YEAR (HEPS) | 1175-21-129-007 | AKSHAYA

28 B.A.Il YEAR (HEPS) | 1175-21-129-008 SHYAMALA

29 B.A.Il YEAR (HEPS) | 1175-21-129-010 | MANA FATIMA

30 B.A.Il YEAR (HEPS) | 1175-21-129-011 NIHARIKA

31 B.A.Il YEAR (HEPS) | 1175-21-129-012 | PRAVALIKA

32 B.A.Il YEAR (HEPS) | 1175-21-129-014 | FAROOQUI

33 B.A.Il YEAR (HEPS) | 1175-21-129-015 SNEHA

34 B.A.Il YEAR (EPP) 1175-21-111-002 FOUZIA

36 B.A.Il YEAR (EPP) 1175-21-111-003 HARINI

37 B.A.Il YEAR (EPP) 1175-21-111-004 MANTUHA




38 B.A.Il YEAR (EPP) 1175-21-111-006 SAKINA

39 B.A.Il YEAR (EPP) 1175-21-111-007 SHRUTHILAYA

40 B.A.Il YEAR (EPP) 1175-21-111-010 LAHARI

41 B.A.Ill YEAR (EPP) 1175-20-111-001 NISHITHA

42 B.A.Ill YEAR (EPP) 1175-20-111-004 ANITHA

43 B.A.Ill YEAR (EPP) 1175-20-111-008 PRASANNA

44 B.A.Ill YEAR (EPP) 1175-20-111-009 ROHINI

45 B.A.Ill YEAR (EPP) 1175-20-111-013 NIHARIKA

46 B.A.Ill YEAR (HEPS) | 1175-20-129-002 JANSI

47 B.A.Ill YEAR (HEPS) | 1175-20-129-004 SOWJANYA

48 B.A. Il YEAR (HEPS) | 1175-20-129-007 SRINITHYA

49 B.A.Ill YEAR (HEPS) | 1175-20-129-009 NIKHILA

50 B.A.Ill YEAR (HEPS) | 1175-20-129-010 KAVERI

51 B.A.IIl YEAR (HEPS) | 1175-20-129-012 SHIRISHA

52 B.A.IIl YEAR (HEPS) | 1175-20-129-013 MAHESHWARI

53 B.A.IIl YEAR (HEPS) | 1175-20-129-014 AKSHITHA

54 B.A.IIl YEAR (HEPS) | 1175-20-129-017 AKANKSHA

55 B.A.IIl YEAR (HEPS) | 1175-20-129-018 SRINIKA

56 B.A.Ill YEAR (HPP) 1175-20-156-001 TEJASWINI

57 B.A.Ill YEAR (HPP) 1175-20-156-008 PRATHIBHA

58 B.A.Ill YEAR (HPP) 1175-20-156-010 NEHA

59 B.A.IIl YEAR (HPP) 1175-20-156-012 AKIHILA

60 B.A.IIl YEAR (HPP) 1175-20-156-014 ANUSHA

61 B.A.IIl YEAR (HPP) 1175-20-156-018 POOJA

62 B.A.IIl YEAR (HPP) 1175-20-156-019 DEEPIKA

63 B.A.IIl YEAR (HPP) 1175-20-156-020 ASHWINI

64 B.A.IIl YEAR (HPP) 1175-20-156-002 SARESIJA
NILAYA

65 STAFF DR. B. MANGA

66 STAFF REVATHY

67 STAFF VARA LAKSHMI

68 STAFF ANITHA

69 STAFF NIRALI RAJAN

70 STAFF THIRUPATHI




Student Survey at 83" All India Industrial Exhibition, Nampally, Hyderabad - 2024

Hyderabad Numaish is the largest Consumer Exhibition in the state of Telangana. An annual
event which starts on the New Year eve is the only event that is organised for a of one and
half month i.e. for 46 days.

Numaish is organised at exhibition groumds, Nampally, Hyderabad every year. What makes
this exhibition unique is the number of choices that it offers to the customers. The exhibition
features dry fruits and handicrafts of Jammu and Kashmir to handmade garments from Uttar
Pradesh, West Bengal and Madhya Pradesh, handicrafts from all over India and electronic
goods of the best brands in the country. There are special stalls covering DWACRA,
MEPMA and other Telangana Cooperatives.

Management students who are would be entrepreneurs can learn practically from problems
faced by the stall owners and the strategies they device to solve the issues. Students are
encouraged to ask questions to the stall owners about some of the topics they learnt in
Marketing and understand the working models and also come up with practical
recommendations.

A Market research survey was conducted by | Semester students, Batch: 2023-25 as part of
their academic program. The inquiry method of problem solving has been used to equip the
students with marketing and selling skills of modern environment. The assignment helped
the students to examine and analyse the organisational problems with real time experiences of
the stall members. Students could understand the entrepreneurial challenges, vivid business
models and their competitive forces.

The following are two specimen reports of the student groups who conducted the survey in
the 83 All India Industrial Exhibition.
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Customer survey

DONE BY SYEDA FARWA AND NAZIA BEGUM
MBA 1 YEAR
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Questionnaire:

1. Name

2. Age

3.  Where do they came from?

4. How many times do they visit?
5.  Favourite stall

6. What food item they like?

7.  Approx amount they spent?

8. Did you done bargaining?

9. At what time u came?

10. feedback



Let’'s see the analysis:




Age of the customers:

» Most of the customers were the age of

Age
2] I 15 responses
» few of them was at the age of 40 3

2 (13.3%)

1 (6.‘7“/‘.) 1 (6.7 1:(6.71:(6.71:(6.7%

12 20 21 23 24 25 45 47 48 52 54



Where do they come from<

Where do they came frm?

15 responses
» Most of the customers were from
Mehdipatnam 3

3 (20

» Few of them were from Malakpet 2 (13.3%)

» And one of the customers was from
out of Hyderabad tht is frm Banglore.

1 (6.71%(6.714(6.71%(6.71¢(6. 714(6.714(6. 14(6. 71%(6.71¢(6.7%)
’ a | |

0
Alijah.. Bazar.. Dabee.. Karma.. LBna.. Malak..

Bangl... Begu.. Differe.. Khairt.. Lakdhi... Me...



How many times do they visit:

How many times do they visit?

15 responses
» Most of the customers visited the

exhibition more than 5 fimes
@ More than 5 times

@ Less than 5times




Favourite stall:

Cosmetics, food and apparel Delhi chat

Food and clothes Masqati

Bedsheets kitchenware & dresses Sahil leather goods
Dress & sarees Sahil leather goods
Factory outlet No

Toys shop Lucknow dresses
Cosmetic stalls Bengali sarees
Factory outlet Lucknow bedsheets

All the stalls Agra chat



What Food item do they like

What food they like the most?
» Many customers love the masqati

20 responses

icecream
. 3
» Pista house haleem was also the most 3 (15%)
favt food stall of the customers 2 (10%)
2 |

1 (516(575(515(516(5715(515(5% ) A1 (51¢(515(5%) K1 (516(515(51:(51:(5%
] | , . ‘ . :
1

0
Badam mil... Dahi Puri Haleem &... Noodles P..
Chocolate Fast food Masqati lc... Not yet ate




Approximately amount they spent:

Approx amount spent?

20 responses

» Most customers spend the money

more than 4000 K. -
4 (20%)
3
2 (10%)
5 |

1 (52)(5%) &1 (571)(51.(5 1.:(5-,1;(51.1(?1.1(5%) 1 (57)(51.(5%
‘ | \ . |

1

0 1500-2000 4,000 18000
10,000 25000 4000 70..



Did they done bargaininge

» Most of the customers had done Did you bargain?
borgoining. 20 responses

» They recived discounts as 20%- 50%

® Yes
® No




Arrival of their fime:

» Most customers arrived at 12.00 pm

At what time do they came?

15 responses

1(6.7%)k (6,1"(6.1'(611‘(6.1‘(6.1'(6.1"(6.1'(6,1'(6.1'(6.1'(6.1"(6.79
1 | |

11.30 pm 2.00 pm 4:00 7.00pm
12.00pm 3 5.00 pm




Feedback from the customers

Well maintained

Jhuley mast hai

Nice

Train achi haii

Not much crowd

Enjoyable place

Everything is good

In some stalls they are fixed prices

They way everywhere chocolate fountain is
lovely

Satisfied

It's awesome place *% enjoyed a lot
Excellent

Craze is not their

Environment is cool

Water filters should b there

Dhoop bhot hai

Amazing

Well maintained




Any Questions ???




Thank you!!




Using analytical tools like MS-Excel etc. for
Class work and Projects

Students of Under-graduation and Post-graduation are encouraged to use analytical tools like
MS-Excel, Ms-Access etc., to conduct statistical and other empirical analysis to arrive at
meaningful conclusions to already identified problems or objectives of the study.

MS-Excel is used to calculate descriptive statistics and simple percentages from the master
sheet excel file. Further, data analysis techniques such as ANOVA, Correlation etc., are used
to interpret the data.

Sample sheets of the above explained analysis are attached below.



INTERPRETATION - GOLD:
FOR 2020:

The Descriptive Statistics Viz. Mean, Minimum, Maximum, Standard Deviation, Skewness
and Kurtosis is presented in Table No.4.9 for interpreting the secondary data. The minimum
daily turnover of Gold in the year 2020 is as low as Rs.78.62 crore and maximum turnover is
Rs.6241.59 crore and the variation in turnover measured by standard deviation is 1065.24
indicating high volatility. Among the commodity market participants turnover of Other
participants is varying to a greater extent compared to other participants had the highest

standard deviation of 512.49 with a minimum turnover as low as Rs.51.84 crore and maximum

turnover of Rs.2653.93 crore. Proprietary traders registered a maximum turnover of Rs.3196.94
crore and minimum turnover of Rs.23.73 crore. Hedgers registered the minimum turnover of
Rs.3.04 crore and maximum turnover of Rs.1457.86 crore Domestic financial institutional
investors showed the minimum turnover of 0 and maximum turnover of Rs.8.92 crore. Farmers

and Foreign participants are not participating in gold Options for the year 2020

FOR 2021:

The minimum daily turnover of Gold in year 2021 is as low as Rs.55.59 crore and maximum
turnover is Rs.6311.66 crore and the variation in turnover measured by standard deviation is
1056.42 indicating high volatility. Among the commodity market participants turnover of
Other participants is varying to a greater extent compared to other participants had the highest
standard deviation of 652.42 with a minimum turnover as low as Rs.33.99 crore and maximum
turnover of Rs.4485.34 crore. Hedgers showed a minimum and maximum turnover of Rs.2.05
crore and Rs.1361.72 crore. Proprietary traders registered a maximum turnover of Rs.2014.01
crore and minimum turnover as low as Rs.16.10 crore. Domestic financial institutional
investors portrayed a minimum turnover of 0 and maximum turnover of Rs.4.56 crore. Farmers

and Foreign participants are not participating in gold Options for the year 2021.
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TABLE No: 4.10: DESCRIPTIVE STATISTICS OF OPTIONS TURNOVER OF SILVER AND ZINC
(Rs.IN CRORES)

SILVER
Total Turnover | FPO | H PT D FP | O
MEAN 297.44 | 0.00 | 125.97 | 55.48 0.03 | 0.00 | 115.97
MINIMUM 4.10 | 0.00 0.00 0.53 0.00 | 0.00 1.46
MAXIMUM 1481.16 | 0.00 | 760.50 | 523.09 452 | 0.00 | 597.74
SD 289.15 | 0.00 | 123.91 | 70.72 0.34] 0.00 | 109.74
2020 SKEWNESS 1.95 | 0.00 2.22 3.11| 11.45] 0.00 1.88
KURTOSIS 3.66 | 0.00 587 | 13.07 | 131.00 | 0.00 3.69
MEAN 271.61 | 0.00 | 33.12| 54.97 0.00 | 0.00 | 183.52
MINIMUM 2.67 | 0.00 0.00 0.00 0.00 | 0.00 2.67
MAXIMUM 1460.02 | 0.00 | 247.37 | 340.10 0.00 | 0.00 | 1096.02
2021 SD 220.03 | 0.00 | 43.99| 59.73 0.00 | 0.00 | 156.35
SKEWNESS 2.04 | 0.00 1.87 2.12 0.00 | 0.00 2.37
KURTOSIS 6.06 | 0.00 3.93 491 0.00 | 0.00 8.51
ZINC
Total Turnover | FPO | H PT D FP | O
MEAN 0.80 | 0.00 0.16 0.25 0.00 | 0.00 0.47
MINIMUM 0.03 | 0.00 0.00 0.00 0.00 | 0.00 0.03
MAXIMUM 2.56 | 0.00 0.77 1.17 0.00 | 0.00 1.79
SD 0.77 | 0.00 0.23 0.36 0.00 | 0.00 0.49
2020 SKEWNESS 0.99 | 0.00 1.75 1.56 0.00 | 0.00 1.21
KURTOSIS -0.06 | 0.00 1.44 1.36 0.00 | 0.00 1.25
MEAN 0.53 | 0.00 0.01 0.26 0.00 | 0.00 0.25
MINIMUM 0.22 | 0.00 0.00 0.11 0.00 | 0.00 0.11
MAXIMUM 2.05 | 0.00 0.15 1.03 0.00 | 0.00 0.87
SD 0.52 | 0.00 0.04 0.26 0.00 | 0.00 0.23
2021 SKEWNESS 229 | 0.00 424 2.30 0.00 | 0.00 2.11
KURTOSIS 458 | 0.00 | 18.00 4.64 0.00 | 0.00 3.50
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4.3 ANOVA

ANOVA (Analysis of Variance) is a statistical tool to test the homogeneity of different groups
based on their differences. ANOVA is the method of analysing the variance in a set of data and
dividing the variance into groups according to the sources of those variations. It is based on the
principle that the total amount of differences in a set of data can be divided into two types, the

amount that can be attributed to chance and the other that is caused due to specific causes.

In a population, ANOVA is used to determine the difference between the means of the samples
by analysing the variation within each of the samples, and relative to the variation between the
samples. While performing ANOVA, two assumptions are made where the first is that the
samples are extracted from a normal population, and the second is that all factors other than

those being tested are controlled.

SINGLE FACTOR ANOVA

Single factor ANOVA also called as One-way ANOVA is a short-cut method where a single
factor is considered, and its effect on the samples is observed. It is a commonly used technique
as it is a more convenient method. This method is performed when the means of the samples

and/or the mean of.

ANOVA IS CONDUCTED FOR THE FOLLOWING COMMODITIES:

Gold — 2020 and 2021

Silver — 2020 and 2021

Copper — 2020 and 2021

Crude oil — 2020 and 2021

Zinc — 2020 and 2021
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NULL HYPOTHESIS: There is no significant difference in the turnover of participants

among Futures and Options for Gold.

TABLE No: 4.17: AVERAGE TURNOVER OF GOLD DURING THE YEAR 2020

Rs. IN CRORE)
Participants Futures Options
FPOs/ Farmers 0.00 0.00
VCPs/ Hedger 1274.34 323.16
Proprietary traders 5976.28 336.38
Domestic Financial institutional investors 7.97 0.18
Foreign Participants 0.00 0.00
Others 10314.02 643.14
Total Turnover 17571.29 1302.81

Farmers and Foreign participants are not participating in gold Futures and Options.

ANOVA: SINGLE FACTOR

SUMMARY
Groups Count Sum Average Variance
Column1 6 17572.61 2928.77 18450554.86
Column 2 6 1302.85 217.14 69660.44
ANOVA
Source of
Variation SS df. MS F P-value F crit
Between Groups 22058755 1 22058755 2.38 0.15 4.96
Within Groups 92601077 10 9260108
Total 1.15E+08 11

The above table suggests that the calculated value of F is 2.38 which is less than the table value

of 4.96 at 5% with d.f. being v1 = 1 and v»=10 and hence could have arisen due to a chance.

This can be concluded that the difference in turnover of participant among Futures and Options

is insignificant and is just a matter of chance. There is no significance difference in thee mean

turnover among the 4 participants who are participating in the Futures and Options contract

wherein the underlying asset is Gold.
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NULL HYPOTHESIS: There is no significant difference in the turnover of participants

among Futures and Options for Gold.

Table No: 4.18: AVERAGE TURNOVER OF GOLD DURING THE YEAR 2020
(Rs. IN CRORE)

Participants Futures Options
FPOs/ Farmers 0.00 0.00
VCPs/ Hedger 861.00 136.66
Proprietary traders 3601.25 387.35
Domestic Financial institutional investors 36.98 0.03
Foreign Participants 0.00 0.00
Others 5934.74 832.90
Total Turnover 10433.97 1356.94

Farmers and Foreign participants are not participating in gold Futures and Options.

Anova: Single Factor

SUMMARY
Groups Count Sum Average Variance
Column 1 6 10433.96 1738.99 6157638.96
Column 2 6 1356.94 226.16 111111.17
ANOVA
Source of Variation SS d.f. MS F P-value F crit
Between Groups 6866033 1 6866033 2.19 0.17 4.96
Within Groups 31343751 10 3134375
Total 38209784 1

The above tables suggests that the calculated value of F is 2.19 which is less than the table
value of 4.96 at 5% with d.f. being vi1 = 1 and v2=10 and hence could have arisen due to a
chance. This can be concluded that the difference in turnover of participant among Futures and
Options is insignificant and is just a matter of chance. There is no significance difference in

thee mean turnover among the 4 participants who are participating in the Futures and Options

contract wherein the underlying asset is Gold.
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NULL HYPOTHESIS: There is no significant difference in the turnover of participants

among Futures and Options for Silver.

Table No: 4.19: AVERAGE TURNOVER OF SILVER DURING THE YEAR 2020

Rs. IN CRORE
Participants Futures Options
FPOs/ Farmers 0.00 0.00
VCPs/ Hedger 875.52 125.97
Proprietary traders 7847.97 55.48
Domestic Financial institutional investors 131 0.03
Foreign Participants 0.00 0.00
Others 11820.63 115.97
Total Turnover 20545.21 297.44

Farmers and Foreign participants are not participating in gold Futures and Options.

ANOVA: SINGLE FACTOR

SUMMARY
Groups Count Sum Average Variance
Column1 6 20545.43 3424.24 26346407
Column 2 6 297.45 49.58 3529.69
ANOVA
Source of
Variation SS d.f. MS F P-value F crit
Between Groups 34165049 1 34165049 2.59 0.13 4.96
Within Groups 1.32E+08 10 13174968
Total 1.66E+08 11

The above table suggests that the calculated value of F is 2.59 which is less than the table value

of 4.96 at 5% with d.f. being v1 = 1 and v»=10 and hence could have arisen due to a chance.

This can be concluded that the difference in turnover of participant among Futures and Options

is insignificant and is just a matter of chance. There is no significance difference in the mean

turnover among the 4 participants who are participating in the Futures and Options contract

wherein the underlying asset is Silver.
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Problem Solving Methodology Using MS-Excel

Students Pursuing MBA are encouraged to use MS-Excel in calculating Co-relation, Chi-
square, Pay Role calculations etc. This will help students to interpret the given data for
decision making.












SAROJINI NAIDU VANITA MAHA VIDYALAYA
DEPARTMENT OF BUSINESS MANAGEMENT

Students MBA first year participated in a business game on idea generation and team work. With
the same resources provided to all teams, each team was supposed to build the tallest tower,
which stands independently. This game encourages team building among students and creative

thinking.
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CASE STUDY

Case Study is a tool to provide students with problems or challenges they may face in real life
or corporate world. This helps students to learn analysing a situation from all facets and find
solutions that are practical.

Sample Case Study

Amazon.com: Obsessed with Creating Customer Value and Relationships

When you think of shopping online, chances are good that you think first of Amazon. The
company sells everything from books, music, electronics, tools, housewares, apparel, and
groceries to loose diamonds and Maine lobsters.

From the start, Amazon has grown explosively. Its annual sales have rocketed from a modest
$150 million in 1997 to more than $74 billion today. What has made Amazon such an
amazing success story? Founder and CEQO Jeff Bezos put it in three simple words: “Obsess
over customers.” To its core, the company is relentlessly customer driven.

Amazon wants to deliver a special experience to every customer. Most regulars feel a
surprisingly strong relationship with the company, especially given the almost complete lack
of actual human interaction.

Visitors to Amazon.com find a huge selection, good value, low prices, and convenience. But
it’s the “discovery” factor that makes the buying experience really special. Amazon.com has
become a kind of online community in which customers can browse for products, research
purchase alternatives, share opinions and reviews with other visitors, and chat online with
authors and experts. That ability to share opinions and reviews builds relationships with the
company and with other customers.

Indeed, Amazon has become the poster child for companies that are obsessively and
successfully focused on delivering customer value.

Go through Amazon.com website and answer the following discussion

questions.
Discussion Questions:

1. The very first marketing story in the text is about Amazon.com. Let’s take a quick
look at the “Get to Know Us,” “Make Money with Us,” and “Let Us Help You” links
at the bottom of the home page and see what we can learn about the company and
how it operates. Just looking at this Web page, what stands out about Amazon.com?
(The point: Everything on the site points to Amazon’s obsession with its customers.
It’s all about connecting the company and the customers.)

2. How has, what we are seeing on this site contributed to Amazon’s performance? How
has Amazon.com been successful? (As pointed out in the Amazon.com story, thanks
in large part to its obsession with customer satisfaction and customer experience, the
company has grown astronomically and profitably. Even in a slow retail economy,
Amazon’s sales have soared in recent years. Thus, by creating value for customers,
Amazon.com has captured value from customers in return.)

3. Why did the authors choose Amazon.com as the very first company to highlight in
Chapter 1 and in the entire text? How does this opening story relate to the major



points made in the rest of the chapter? (This question should lead naturally into major
Chapter 1 concepts: What is marketing and what is the marketing process? What is
customer-driven marketing and why are customer value, satisfaction, and
relationships so important?)

Source: http://testbankwizard.eu/Solution-Manual-for-Principles-of-Marketing-16th-
Edition-by-Kotler
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CASE 1

How Come Th
Than Me? ¢y Make More

Fran Jefferso g .

Metros Bark andn l%(;lglatn gcr job as the supervisor of the Training Department of
! . St L.ompany almost four years ago. She was generall
pleased with the four trainers and i ' :

Sd6 51 b -~ one secretary in her unit. Indeed, Fram took
prde in her ability to create a high morale and high performance unit. Thi

articularly pleasi F & th e
f K y Pleasing to Fran because they were constantly busy and barely able
0 keep up with the volume of training expected from them.

TheI’I, early on Wednesday morning, Fran’s secretary, Judy Martin, knocked
on Fran’s door and asked to see her. Fran liked Judy and considered the secre-
tary to be one of her "stars." Indeed, in an effort to develop Judy’s talents and
:ablhues: Fran had gone out of her way to give Judy special assignments, includ-
ing her in all the major planning activities of the department and entrusting her
with the administration of certain departmental programs, such as tuition assis-
tance and evaluation follow-through. By now, Judy functioned more as an ad-
ministrative aide than as a secretary.

It was clear that Judy was upset about something as she seated herself in the
chair next to Fran’s desk. Slowly, Judy placed a job-posting application form in
front of Fran. She would not look her supervisor in the eyes.

Fran was surprised, to say the least. As far as Fran knew, Judy liked both her
job and working in the Training Department. In tum, everyone else in the de-

partment liked and respected Judy.

Fran looked over the form and said casually, "So you want to post for the
ent Division." She paused.

executive secretary job in the Branch Managem : aused
nCould I ask you for some additional information, Judy‘:? I'm kind of surprised.
Judy looked at her clasped hands, thinking. Fran waited. -
Finally, Judy looked up and said: "T noticed in last wce,k s job posting that
the executive secretary position is graded as a 14. Now that’s two grades higher

-4 'll
thansrﬁlg’ ic;zght her breath. "You know my frien::l Mary Johnson wgks ?ver
there. She told me that half the time the secretary sits around doing no Tg.. .
Judy continued, gathering some anger 1n her look and rese;ntmelrg a::ound
..o "Look, Fran, you know how hard I work, how hard we all work, round
VOIC&I n ’I’m always busy. I don’t see why I should work in a job gra -
hore. - d work twice hard and yet not be paid the same as that secretary. 1be
g TR ttmfcgral:&;lc job are just & littler higher than min¢, and the mernt
i irements >
—:-g};; ‘:zc(l)l:;rge;?«’e me last month hardly helped at all.

1.1
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Fran hstened: thep she replied: "It sounds to me, Judy, that you’re feeling
angry because you think you should be paid more for the work you do and that
you want to switch jobs rather than put up with things as they are. Am I right?”

Judy nodded her head in agreement.

Fran knew, though, that the Metro job evaluation system was up to date and
that the executive secretary position to which Judy referred did require addi-
tional background experience, skills, and responsibilities beyond what was
needed in Judy’s current job. Because her secretary was such a good employee
and a nice person, Fran was quite concerned. She felt strongly that moving to
the execulive secretary job would not be what Judy really wanted, and she hated
to lose Judy, especially if her decision was based on faulty reasoning and the
move would not be good for her.

Fran tried to figure out what to do.

S
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Kinetic Honda - The Break-Up: Break-Up Blues
It was in August 1998 that the first chinks in
the Kinetic Honda Motors Ltd. (Kinetic
Honda) armor were reported by Business
India. Both Honda and the Firodias of Kinetic
were quick to deny rumors of a split, though
reports of the Firodias = quietly raising
resources to buy ouit Honda's stake kept
surfacing. The Firodias were even reported to
have securitised the assets of their two-
wheeler finance company - 20th Century
Kinetic Finance (TCKF) - to raise this money.

Trouble had been brewing ‘since the company
recorded a loss of Rs.'-6 crore in the first
quarter of 1998. Eventually Honda decided to
put the matter to rest and called Arun Firodia
(Firodia) to Japan in December 1998.

Honda made Firodia an offer - either he buy their 51% stake or Honda would buy out his
19% stake. Analysts remarked that it was difficult for Firodia to let' go of the company that he
had nurtured for the best part of his life. Eventually, Firodia negotiated a deal with Honda, to
acquire its stake at Rs 45 per share, (when the market price was almost double), at a total cos:
of Rs 35 crore. He also signed an agreement with them for continuing to n}anufactu_rc and sel

the existing Kinetic Honda models. Honda also agreed to continue providing technical l_mm:v—
how support in return for royalty and technical fees from Kinetic.

ideri 's bi d most successful scooter
Considering the fact that Honda was the world's l?lggest an : :
manufacturger, the pullout came as a surprise to industry observers, as it wgs quite
unlcharacteristic of Honda Motor to give up a segrient. More so, as just a couple of mgntl}s
earlier, Honda had been reported to be planning to make further investments in Kinetic
I-Ionda’l This was seen as a major setback for the company. It was also perhaps the only
instance of a Honda failure anywhere in the world.

Starting Problem!

the Kinetic Group had two autom_obil_e
f:r(;mzp(;(:&és . Kinetic Engineering Ltd and Kmeti;:
Motor Company Ltd. After the December 19.98 deal,
Kinetic Honda Motor Ltd was renamgd Kinetic Motor
Company Ltd. Kinetic's story began il 1972 'w1th the
founder H K Firodia buying the Luna moped's design
from a foreign company. The moped, which mmedhat
capturing the bicycle market, wenton to beg:ome sucha
huge success, that Luna became a generic name for
mopeds.

In 1985, under Arun Firodia's (H.K Firodia's sqn)
leadership, Kinetic tied up with Japanese auto major

ineti Ltd.
da Motor? to form Kinetic Honda Motors
I(?I?IWJ) with both the partners holding an equal stake

1
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of 28.56%. The ny's
: Company's prima i
" Iy bu
meimufacturlng scaoters. Sales of spare partss:nf?:)srs \;as
nor part of the turnover. The 'KH-100, th::n eﬁr::

ungeared scooter in India
‘ ed . , proved t
In the initial stages. P be uhug

Throughout the T . :
marke%hshare an(119§0?,5'}/fll;igfe;egaltgzdoﬂclla{ls tlargcsL mIOped manufaciurer with a 44%
company's 1 all two-wheeler market. A decade later
abygﬁlafs%r.‘OApfiIl'tiillﬂ;egtgs]harg halved to 22% and the overall market share figure reachc-;dﬂalﬁ
equal turf with the’Rs o , Kinetic, with a. turnover of Rs 121 crore, was competing on an
while TVS and Hors 1 térore TVS Suzuk.l and the Rs 150 core Hero Honda®. But by 1999,
CespEsva! i onda grew seven times over to Rs 1,018 crore and Rs 1,146 crore
W tstie Just managed to double its turnover.

€ success

gal;rllgtor v:sisl?riv forfth:s was the fact that Kinetic seemed to have missed the pulse of the
e ’d as fast moving towards motorcycles. Kinetic had no motorcycles to offer -

ainly due to the Honda joint venture stipulations. (Kinetic could not make motorcycles
beca‘_use_that meant competing with Hero Honda.) Kinetic's financial position also took a
beatlt_lg in the late 1990s. While sales grew slowly, compared to its competitors, its operating
margin was the lowest in the industry because of the high import content of raw materials,
Kinetic _also had to shelve its plans to launch a small, 500cc, 2-cyclinder car afier a
substantial | sum - was spent on the project®.

With Kinetic Honda's fortunes declining, Firodia agreed to let Honda increase its stake to
51% in 1993, perhaps hoping that if Honda were in control, it would bring in new products
more quickly and thereby improve the company's prospects. But Firodia soon realized that
this was not to be. At a time when its competitors were spending 1-1.5% of the tunover on
R&D, Kinetic Honda did not move beyond 0.31%. On advertising, Honda spent just Rs 20
crore during 1993-98. As a result, Kinetic Honda's market share declined steadily during

1996-98.

In 1997-98, Kinetic Honda's sales grew marginally to Rs 353 crore over the previous year,
but profit after tax dipped to Rs 2.16 crore from Rs 2.30 crore. 'Thls, coupled with f[he Rs 6
crore loss for the first quarter of 1998 made the Firodias give serious ﬂ}ought to partmg"ways
with Honda. Firodia said, "There was 10 growth, so we decided to review _the contract. "I"he
e Honda stake sell-off and the technical collaboration

w agreement involving th . R, i . L i
ne geirl ent was signed after this. Commenting on this, Firodia claimed, "It's a win-win

scheme for everybody."
Though Firodia claimed that Honda's equity sale decision was taken jointly by both partners,
media reports had a different story to tell.

Souring Ties -

Reports claimed that right from the beginnng there had

Honda and the Firodias over
the issue of management of Kix_letic Honda. F}rodm.
admitted that there were serious dlffecll'e;lces ::irer ;tiSl:leS
i 1 models vertising
ike introduction of new :
prenditure, marketing strategies, etc. As a result: the
company suffered in terms of growth and profitability.

been differences between
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wheeler Company as it was st i '
/ as rong in operations and
also had a large distribution network, P

\%Y ineti ; e
N f::zrrln Kér:iigc cieve}lloped 111dlge?0us technology for its four-stroke step-through vehicle K400,
p I 1o Hero Honda's Street model, Honda saw it as an unfriendly move.

The Firodias were unhappy about the fact that Kinetic,' as an umbrelia brand was not being
pf?motcd. Consumers associated the name Kinetic with scooters and "Luna’ with rﬁopcds but
did not see them as belonging to the same business house. To support the Kinetic brand as an
umbre!la brand with a number of products under it, the Firodias wanted to advertise heavily
and bnpg out new products. According to Sulajja , "The tie-up with Honda was limiting our
competitive capabilities.”

Kinetic Honda insiders claimed that Honda had always taken a 'half-hearted approach'

towards managing the company. They also said that Honda was too preoccupied with other

markets such as Indenesia and Thailand which were growing much faster and where, unlike
in India, Honda was doing well. Also, Honda's margins were much higher in these markets -
even a 50cc Honda scooter cost more in other parts of the world than the lead model being
sold in India. Yet, Honda scooters were considered expensive in India. Industry watchers
pointed out that Honda, with all its resources, could have easily engineered a product for the
Indian roads, but was simply not interested.

Honda claimed that it had decided to position itself as a riche player at the upper end of the
segment and that segment did not grow as much as the company had anticipated. Company
sources said, "We miscalculated the purchasing power of the Indian middle class. We thought
it would go up, but it didn't. Instead, the eccnomy went into a tailspin and we couldn't grow."
However, Honda admitted that having just a single model for several years had worked to the
company's disadvantage. But the investment required to d_eyelop and introduce new modf:ls
was very high, rendering the end product uncompetitive and henge an unattractive
proposition. Honda claimed that the Firodias did not have the marketing acumen of the
Munjals of Hero Honda. Disagreemernits over advertising cxpendit.ure and the inteiference of
the Firodias in the appointment of dealers widened the rift between the partners.

Kinetic wanted Honda to increase the advertising expenditure, but Honda did not agree.
Being a large organization with various decision-making layers, Honda wasn't quick enough
to react to the demands of the marketplace. The joint managing director, a Honda nominee,

was changed every three years. Thus, by the time he understood the demands of the
marketplace, it was time for him to be replaced.

' ' d complete faith in each
Unlike the Hero Honda venture, where the Munjals and Hom':la s_howe nple
other and worked together as a team right from the beginning, the Firodias and Honda
reportedly never shared a good rapport. In Hero Honda, the partners had equal stakes and this
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Emdc decision-making easicr. Moreover; because
NS were easier for Hern 1. e
¥i whilz ;i\;l::; :10:‘) il‘llflml\! lonlcljn. lljut I\.Illcllc Honda had o compete with a piant like Bajaj
> 0 axing the Kinetic scooter was higher (1 r et
‘ . S as 1an the cost of manufacturing
am . S B ¢ wanufacturim
motorcycle, the selling price of the latter was Rg 10,000 more. The profitability of Ilcrﬁ

Hon ) Gl By 2l ¥
. [c\ida, l!‘lbl’bf()l‘l., was much‘ more and they could afford to spend more on advertising, Also
1€ Munjals could take their own decisi - could

of lack of competition for a long time,

ons regarding adspend. Firodia said. "|f
hawv o came | 1 bt : eapuiid; a said, we could
h*—wg done the same, it would definitely have increased Kinetic's visibility and volumes would
¢ grown faster.”

30’1d?'s exXit raised questions about Kinetic's survival. It was thought that the Rs 35 crore the
Firodias paid for acquiring the entire stake would put a great strain on their finances and
weaken the company. Analysts were quick to comment that Kinetic would have problems
regaiding the development and induction of new products. Honda's technical support limited
to the eKlSi‘!_ng range of products. And as the existing products - Kinetic Honda and Marvel -
were not doing very wel! at that time, the withdrawal was seen as an unwelcome development.

Survivor

Firodia denied that the dropping of the Honda tag from

its scooters would affect the sales. The company

introduced tough measures to facilitate improvements

on various fronts including input costs, asset

management and inventory management. Kinetic

realized that gaining customer and dealer confideuce

would be a key task if it wanted to survive without

Honda. Kinetic toid its dealers about its product plans

for 1999-2001 and tried to convey to them that now on

they would be selling not just Kinetic Honda scooters,

but promoting the umbrella 'Kinetic' brand. This meant

that they would also be selling mopeds and

motorcycles. This in turn, meant higher volumes_ a.ngL

thus, higher profits in the coming years. Kinetic

conducted training programs for its dealers to help

them deal with customers in a better manner. On the

distribution front, Kinetic gave its dealers full range or

‘pavilion’ dealership. A new Kinetic .logo_was adopted

to give the company a new corporate identity. |
However, after the breakup, Firodia's inmediate strategy was to push up sales l:!y getting the
group's auto-finance companies - Kinetic Leasing‘& flngnce Ltd. (KILFL), Kme;ﬂc Fincap
and Kinetic Capital Finance (later merged with Kinetic Fincap) - to ot_‘fer attractive ﬂpance
schemes. Those finance companies were strategically located to service the three biggest
markets for two-wheelers in India - north, west, and south. They offered a wide range of
finance schemes (termed as Wonder Loans) to suit various customer nef:ds. The move paid
rich dividends as sales picked up considerably. Kinetic Fincap and Kinetic Leasing & Fincap
contributed 20% of Kinetic Honda's sales in 1999.

Kinetic called dealer meetings in all regions of the country to assure them of the company's
strong prospects even after ﬁonda‘s departure, which had a very positive f?dba:;k. Kn;ei;::l
also stepped up promotion of the Kinetic brand, using both. tglewsmn an Ifl‘:r tilp:peou
campaigns. A considerable amount was spent on an image-building campalgg il gTu bl?é
Adspend was increased from Rs.12 crore in 1997-98 to Rs.20 crore in 1998-99. p
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S(Dt:a:éle cust.;:ner front, Kinetic launched a new, aggressive and consumer-
&Yy, with the new motto 'Closer to You.' The group launched
post_—sale and post-warranty benefits for the

_ Service camps were held across the country
optimal mileage free of cost. Scooter servi
lub_ncants were offered at a discount
waived. For popularizing the K4-100,

| the country. These weie attended by o
* though the -

_ focussed marketing
'Kinetic Care.' a package of
consumers. Several 'Kinetic Mileage Advantage'
where more than 25,000 scooters were tuned for
¢e campaigns were organized, where spares and
and labor charges for replacing these spares were
'Customer Satisfaction’ camps were organized across
ver 18,000 customers, who got free spare parts even
warranty period had lapsed.

' Kinetic's moves on the oper_ations front, included opening of more depots around the country
and a cl;nange it the credit policy. The Honda stake came with Rs.400-500 million as
ogtsta.ndmg with dealers. Once these were recovered, interest costs came down considerably.
ch_atw decentralized the distribution network and thus reduced inventory costs. Kinetic
Engineering already had 20 C&F agents across the country. Kinetic used these agents to
extend its reach to semi-urban and rural areas. For example, Kinetic was able to reach places
like Anand and Gandhinagar from a depot in Ahmedabad within 24 hours. From its Pitampur
plant, this would have taken aimost three days. Kinetic also approached banks and negotiated
deals to reduce its cost of borrowings. Material costs were reduced by reducing unnecessary
imports. To improve the mileage of its scooters, Kinetic consulted experts from aiound the
world and introduced a new technology in its new series ot scooters, raising the mileags from
30kmpl to S0kmpl.

All these efforts soon iranslated into improved performance, proving the company's
detractors wrong. Kinetic posted good results for both KEL (sales rose by 20%) and KMCL
(sales rose by 23%) for the first half of 1999. KMCL also wiped off the previous year's loss
of Rs 6 crore and posted profits of Rs 3.69 crore for the same period. In fiscal 2000, sales

increased by around 25%.

Return of the Prodigal

In August 1999, Honda announced that it was setting
up a wholly-owned subsidiary to manufacture scooters
in India with an initial capacity of one lakh units per
year. The company set up an independent distribution
network for the new venture. Through this § 43 million
subsidiary, Honda planned to focus on scooters for a
period of five years. Later, Hero Honda and the Honda
subsidiary were to be free to expand the range to
include all two/three wheelers. Honda's first scooter
model was launched in mid-2001. Around one-third of
the total proposed outlay of Rs 150 crore had already
been invested by that time. Though the contract with
the Firodias prevented Honda from manufacturing the
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Same scooter through a subsidiary or
H?da got around the clause by introducing scooters in
a different range. A Honda official said, “This is an
extremely important market for us and there is no

question of giving up the scooter business - we never
give up."

a joint venture,

fiie

Honda‘s. dems.mn sparked off debates in industry circles over guidelines
companies being allowed to set up wholly owned subsidiarics in India, whe
joint vent_ures here. The Confederation of Indian Industry (CIT) expresised
develop into a trend that would adversely afect the local partners in t

regarding foreign
n they already had
fears that this could
hese joint ventures

Kinetic claimed they were not perturbed by Honda's announcement, as the group believed
they were the de-facto leaders in ungeared scooters. Also. they had the exclusive rights to
manu.facture the 100cc and 110cc, Marvel, DX and ZX scooters. The Firodias were not really
surprised by Honda's announcement, because at the time Honda was negotiating with them
for the Kinetic Honda stake, such a possibility had been discussed. However, many felt that
ronda could eventually enter the motorcycle segment as well - something which seemed
strategically wrong given the success of the Hero Honda venture. Sulajja said, "If Honda was
serious about its scooter business in India and wanted to grow in the market by introducing
new models, then why did they not do so during the 12 years that it was present in India,
through its JV with us? After all, it had a majority stake and full management control. Yes, its
true that Honda has said that it will start by manufacturing a 4-stroke scooter first through the
new company. But what one fails to undgrstax}.d is why Honda should reenter a business by
setting up a greenfield project at a whopping investment of cver Rs.200 crore, when it has’
barely 10 months ago exited that market, unless it has a larger gameplan of manufacturing

motorcycles t0o."
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Projects Based On Lab Experiments

Students studying Life Sciences at Undergraduate and Postgraduate levels do projects based
on different Lab Experiments. They also learn from different programs conducted in the
Institution.



SAROJINI NAIDU VANITA MAHAVIDYALAYA

(Sponsored and managed jointly by Osmania Graduate’s Association and Exhibition Society)

CERTIFICATE

This is to certify miss VEMMULA USHA MADHURI is a bonafide student of this college
with the Hall ticket Number 1175-20-526-012. She worked on the project entitled “A STUDY
ON COMPARATIVE EFFECT OF METHANOLIC EXTRACT OF FERULA
ASAFOETIDA AND AZITHROMYCIN ON LACTOBACILLUS BACTERIA” under
the guidance of DR.MANJULA M REDDY, Lecturer(PG) Department of Zoology of this
college during 2021-2022.

gz

Principal

Place: Hyderabad
Date: 324-9 Q00
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CERTIFICATE BY THE GUIDE

This is to certify that VEMMULA USHA MADHURI bearing Roll no. 1175-20-526-012 has
carried out the project work entitled “A STUDY ON COMPARATIVE EFFECT OF
METHANOLIC EXTRACT OF FERULA ASAFOETIDA AND AZITHROMYCIN ON
LACTOBACILLUS BACTERIA” under my guidance. This work is original and has not
been submitted either in a part or full for the award of any other degree or diploma in other

universities. I hereby recommend the submission of the project for the award of M.Se, degree

in Zoology.

Akl

DR. MANJULA M REDDY

Date: 4.9 2022 M Lecturer(PG) Department of Zoology

Place: Hyderabad
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DECLARATION

The project work entitled “A STUDY ON COMPARATIVE EFFECT OF METHANOLIC
EXTRACT OF FERULA ASAFOETIDA AND AZITHROMYCIN ON
LACTOBACILLUS BACTERIA?” is being submitted to Osmania University, Hyderabad, in
partial fulfilment for award of Master of Science in Zoology, under the guidance of
DR. MANJULA M REDDY, lecturer(PG) Department of Zoology. This work has been

carried out by me is original and has not been submitted in part or full for any other degree or

diploma to this or any other university.

\J w‘b¥§r¢l\yﬂ( :
Place: Hyderabad VEMMULA USHA MADHURI
Date: 24 - Q- 02 Hall ticket no:1175-20-526-012
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CERTIFICATE BY THE GUIDE

This is to certify that the project work titled "TO STUDY THE
EFFECT OF VANADIUM ON OXIDATIVE STRESS IN
CRAB" is the work done by SHAISTA SHAFEIN bearing the
Hall ticket no. 1175-21-526-009 of SAROJINI NAIDU VANITA
MAHA VIDYALAYA COLLEGE under my supervision

cudilacipoll
Place: Hyderabad Dr.C.MANJUSHA
Lecturer (PG) Department of Zoology
Date: o1 (0% /9092 } S.N.V.M.V.
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SAROIJINI NAIDU VANITHA MAHAVIDYALAYA

(SPONSORED & MANAGED JOINTLY BY OSMANIA GRADUATE’S ASSOCIATION & EXHIBITION
SOCIETY)

CERTIFICATE

This is to certify MISS.MAHVEEN JAHAN is a Bonafide Student of this
college with hall ticket No. 1175-21-526-012 & she worked on the project
titled “Ig-E MEDITATED FOOD ALLERGY AND ITS RESPONSE” Under the
supervision of DR. C.MANJUSHA of this college during the year 2022- 23.

r

PLACE : HYDERABAD. RINEIPAL

. ~ PRINCIPAL
DATE: 8-Q%-202% Sarojini Naidu Vanita Maha Vidyalaya
Exhibition Grounds, Hyderabad-500 0014
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(Sponsored and Managed Jointly by Osmania Graduates’
Association and Exhibition Society)
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This is to certify THAKUR NAVYA SINGH, VAISHNAVI MAKADIA,
VARSHA SHARMA, YADAV KUSHI, YADAV REKHA is a Bonafide
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057, 1175-20-401-058, 1175-20-401-059, 1175-20-401-060 and she worked on
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Competitions — 1st March 2021 -
- 1 Poster Presentation e
q V3 TODlC Rare Snake Specues —r
. 1. Wnite Your N-ll'll.t‘ Col Elass mobile number
2. Time 10 00 AM to 11.00 AM
1. Team should not exceed more than 2 participants
2. Powerpoinl Presentation
i) b A detod T \_1- 8 TODI( Role of Snakes in Environment —
is organizin ' Guidehnes & Byles for Participgnts
b s Q‘- 1 I'rnrm tion 1huultl not exceed 5 Minutes of time I
Two Day Inter Collegiate Awareness Program 2. Time 10 00 AM to 1100 AM ; |
on . Team should not exceed more than 2 participants |

Snake Show . -
2nd March 2021 At 100 AM -

Register through link i MAP.  The SNAKE SHOW will be organks .

.....

No Registration Fee
E-certificate will be provided
For further details contact:

Dr. Srivam Sesham
Ph: yKB56068195
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