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EFAUBCMO001

ABHIKRISHNA M
Vv

A study on the attitude of
customers towards electric vehicle

Mr. Jaisemon Jacob

EFAUBCMO002

LINTO SHAJU

A study on consumer satisfaction
of Royal Enfield with special
reference to Chalakudy
Municipality

Ms. Neethumol M S

EFAUBCMO003

RAHUL SHAJAN

A study on awareness of mobile
banking with special reference to
Chalakudy Municipality

Ms. Jisha T K

EFAUBCMO004

SHANIYASK S

Impact of social media on online
shopping among youth in Nirmala
College of Arts and Science,
Meloor

Ms. Jessy Raphel

EFAUBCMO005

SIYADH SAGEER

A study on consumer attitude
towards green marketing and eco-
friendly products

Mr. Jithin M
Varghese

EFAUBCMO006

ANEEGHA AM

A study on problems faced by
women entrepreneurs in
Irinjalakuda Municipality

Ms. Jessy K K

EFAUBCMO007

ASHIKA S

A study on evaluation of
television advertisement on
consumer buying behaviour

Ms. Malavika M R

EFAUBCMO008

FASNA VH

A study on job satisfaction of
private sector employees and
problems faced by them during
work from home with special
reference to Karalam Panchayath

Ms. Malavika M R

EFAUBCMO009

ROSEMOL
SURESH

A study on employees attitude
towards defined contributory
pension scheme with special
reference to Kuzhur Grama
Panchayath

Ms. Minyklt/l ;I/“ '
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EFAUBCMO010

SREEBA M B
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A study on consumer perception
towards social media advertising

Ms. Annie K T
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A study on work life balance of
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EFAUBCMO012

AJAL ROJAN

A study on saving habit among
women workers in Kodakara
Grama Panchayath

Ms. Neethumol M S

13

EFAUBCMO013

AKHIL P A

A study on customer satisfaction
towards health drinks with special
reference to Nayaranghadi
Panchayath

Ms. Annie K T

14

EFAUBCMO014

AMALTS

A study on consumer buying
behaviour towards Amul products
with special reference to
Kodakara Panchayath

Ms. Vineetha Shibu

15

EFAUBCMO015

JESWIN JEEJO

A study on effectiveness of social
media influencer marketing in
Thrissur

Mr. Blesson Babu

16

EFAUBCMO016

KRISHNADAS K S

A study on customer’s
satisfaction towards Indian
Railway online ticket booking
system in Kodungallur

Dr Bindu V

17

EFAUBCMO017

MUHAMMED
BILALVV

A study on the problem faced by
women entrepreneurs in Thrissur
District

Ms. Delvin Francis

EFAUBCMO18

NEERAJ
UNNIKRISHNAN

Comparative analysis of
traditional marketing and online
marketing with special reference
to Chalakudy Municipality

Ms. Vineetha Shibu

19

EFAUBCMO019

YADHUKRISHNA
NS

A study on customer attitude
towards merging of SBT into SBI
with special reference to Koratty

DrBindu V

20

EFAUBCMO020

AMINMARIYAT
B

A study on customer satisfaction
of KFC

Ms. Jisha T K

21

EFAUBCMO021

ANSILIN JOY

A study on consumer preference
towards Cadbury Dairy milk

Ms. Gigi M R

22

EFAUBCMO022

DIYA
SATHEESHAN

A study on consumer attitude
towards green consumerism at
Edavilangu Panchayat,
Kodungallur

23

EFAUBCMO023

A study on the effectiveness of
advertisement on consumer brand

preference of durable goods with .
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EFAUBCMO024

FASNA IBRAHIM

A study on effectiveness of social
media marketing in Thrissur
Municipal Corporation

Ms. Delvin Francis

25

EFAUBCMO025

ACHUTHANAND
ANKS

A study on working capital
management of Hero Motocorp
Ltd

.MiniMJ

26

EFAUBCMO026

AGNAL JOSE

A study on consumers preference
towards traditional marketing and
e-marketing.

Ms. Annie K T

27

EFAUBCMO027

AJIN SAM M

A study on assessment of product
and service quality of Fastrack
watches

.Annie KT

28

EFAUBCMO029

ANZIL JOHNSON

A study on customer satisfaction
of online shopping; with special
reference to Nirmala College of
Arts and Science, Meloor

. Delvin Francis

29

EFAUBCMO030

ASHIK BENNY

A study on customer satisfaction
towards Lays chips in Kodakara
Grama panchayath, Ward 6

.Mini M J

30

EFAUBCMO031

ASHIRVADP S

A study on role of IT in banking
with special reference to
Chalakudy Municipality

.Gigi MR

31

EFAUBCMO032

ASWIN N A

Customer satisfaction on the
services provided by Thazhekad
service co-operative bank

JJishaTK

32

EFAUBCMO033

ASWINO A

A study on investment behaviour
of college teachers with special
reference to Thrissur District.

Dr Bindu V

33

EFAUBCMO034

CHANDRADAS P
L

A study on student satisfaction
towards online class

Mr. Blesson Babu

34

EFAUBCMO035

EBIN BABU

A study on the effectiveness of
advertisement on consumer
buying behaviour with reference
to the students in Thrissur
District.

Mr. Blesson Babu
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EFAUBCMO036

JERIN JOSHY

A study on customer satisfaction _
towards Royal Enfield Bike
Kodungallur
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A study on change in trend
towards electric scooters in PR
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EFAUBCMO038

LITWIN FRANCIS

Customer satisfaction towards
unit linked insurance plans with
special reference to Chalakudy
Municipality

Ms. Vineetha Shibu

38

EFAUBCMO039

PRANAV
SAJEEVAN

A study on customer satisfaction
towards online shopping with
special reference to Chalakudy
Municipality

Ms. Jisha TK

39

EFAUBCM040

RIYASKR

The impact of online product
reviews on consumer buying
decision special reference to
Nattika Panchayath

Ms. Vineetha Shibu

40

EFAUBCMO041

ROHITH C A

A study on viewers perception
towards OTT film release in the
situation of covid — 19 scenario
with special reference to 10"
ward of Karukutty Grama
Panchayath

Ms. Neethumol M S

41

EFAUBCMO042

SALMAN ASHRAF

A study on popularity of different
utilities of ATM cards

Ms. Malavika M R

42

EFAUBCMO043

SAM MOHAN

A study on attitude of college
students towards entrepreneurship
with reference to Thrissur District

Dr Bindu V

43

EFAUBCMO044

SHAMNAZP S

A study on customer satisfaction
of Royal Enfield with special
reference to Thrissur district

Ms. Gigi MR

EFAUBCMO045

SREEHARITK

A study on consumer preference
and awareness on digital payment
system with special reference to
Kodungallur municipality

Mr. Blesson Babu

45

EFAUBCMO046

AJISHA SUNIL

A study on employees satisfaction
of Peoples Dairy Development
Project Central Society

Ms. Jessy Raph

46

EFAUBCMO047

ANZA BIJU

A study on impact of online
shopping with reference to
Kaiparambu Grama Panchayat
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47

EFAUBCMO048

ATHIRAM V

L AN

A study on customer satisfaction
of banking service with special
reference to Irinjalakuda

municipality
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A study on members satisfaction .
48 EFAUBCMO049 IEI]-{IFSE}J;:;EIS towards co-operative milk society M. Jashs TR
in Kodakara block panchayath
A study on job satisfaction of IT
49 EFAUBCMO050 | JASEELA P 1 employees through online media | Ms. Mini M J
in Thrissur District
A study on perception of students
towards e-learning during
50 EFAUBCMO51 | MILSILA P M COVID-19 pandemic in Nirmala | Ms. Annie K T
College of Arts and Science,
Meloor.
A study on influence of sales Ms. Annie K T
MR promotion strategies of E-
2 ERALBEMISZ ABHINANDANA Commerce on customer
satisfaction.
A study on Influence of sales
. promotion on online buying
52 EFAUBCMO053 | sradha sasidharan Behuvionriof stidesits of Nirmial Ms. Jessy Raphel
Institutions
A study on customer satisfaction
53 EFAUBCMO054 | ABEL MARTIN among E-Buyer’s at Chalakudy Ms. Jessy K K
A study on customer satisfaction
54 | EFAUBCMOS5 é?}f}g}gﬁﬁM AR | withrespect to green marketing | Ms. Jisha TK
and green products in Thrissur
A study on impact of social media
on consumer behaviour, with
55 EFAUBCMO056 | ADARSHM R special reference to Annamanada Ms. Jessy Raphel
Panchayath
AHAMED A study on customer satisfaction ; A
56 | EFAUBCMOST | opqpag of Himalaya Herbal Products M. It Francis
A study on purchasing behaviour : :
57 EFAUBCMO058 | AIMAL VM of mobile phones among women 11/\[5. De‘lvm Franﬂs
A study on awareness of E-
58 EFAUBCMO059 | Akashas Banking services with special
reference to Thrissur Distriet=——
A study on customer satisfaction
= of Khadi products with special
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A study on impact of o

& | ErAvBckiog | ANANTHU implementation of GST among | 1> G181 MR

VIJESH retailers with special reference to

Mattathur panchayath
A study on stress management

61 | EFAUBCMO062 | ANOOJ P RAJ among employees in banking Ms. Jessy K K
sector at Kodungallur
Municipality

A study on the quality of work

62 EFAUBCMO063 | ANSIL WILSON life of the employees at Thrissur Mr. Jaisemon Jacob

Municipal Corporation

A study on customer satisfaction
_ ASWIN towards E-banking and it’s

63 EFALBLMOGA VARGHESE services with special reference to

Koratty Town

Ms. Gigi M R

A study about online
64 EFAUBCMO065 | ATHUL KRISHNA | entrepreneurship among youthin | Ms. Delvin Francis
Thrissur District.

A study on mobile banking and
ATHULKRISHNA | it’s impact on customer

M..N satisfaction in Meloor Grama
Panchayath

A study on the savings and

66 EFAUBCMO067 | AUSTIN SOJAN investment behaviour of college Ms. Jessy KK
teachers in Thrissur district

A study on saving habit of college
67 EFAUBCMO068 | CHARLES JOSE students with special reference to | Mr. Jithin M Varghese
Alagappanagar panchayath
A study on the savings and

68 | EFAUBCMO69 | CHRISTO KURIAN | Investment behaviourof working | \ o pyocc o paby
women at Varandarappilly

65 EFAUBCMO066 Ms. Vineetha Shibu

Panchayath
A study on work life balance
69 | EFAUBCMO071 | EDISON JOY among professional women with | e, Moetvmol M'§
special reference to Koratty
Panchayath \ P el

A study on brand preference of |- e
70 EFAUBCMO072 ASAR two wheelers among women in @M
c —2€ N = i

Thrissur district
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A study on customer satisfaction
71 | EFAUBCMoO73 | J1sNO GEORGE | On. Honda vehicle with special Ms. Neethumol M S
reference to Honda vehicles Pvt.
Ltd, Thrissur
A study on the attitude of youth
72 EFAUBCMO074 | JITHIN CJ towards entrepreneurship at Ms. Jessy KK
Kuriachira Town
;;:ltliz(n()gnoi]mﬁ(?lf:hoif;l??;Zcial M. Jisaa K
73 EFAUBCMO075 | JOYALJ sefirence to Chalakidy
municipality
HAM A study of satisfaction on using of
74 EFAUBCMO076 Ih]/ElSIIJNU MED online banking apps provided by | Mr. Blesson Babu
the SBI bank
A study on online buying
75 EFAUBCMO077 IS,ARATHKUMAR behaviour in fashion and apparel | Ms. Malavika M R
industry of college students
A study on the analysis of the
76 EFAUBCMO078 SREERAG financial performance of KSE Dr Bindu V
MENON .
Ltd, Irinjalakuda
A study on spending behaviour of
77 EFAUBCM079 | THOUFEER K N students with special reference to | Ms. Annie K T
Nirmala College, Chalakudy
VYSHAKJ A study on financial analysis of
7% | BRAUBCNDE) | g ansmsny Britannia Industries Ltd M. Blesson Babi
A study on problems faced by
79 | EFAUBCMO8I | ADHURRISENA | gireet vendors in Chalakudy Ms. Jessy Raphel
Municipality
A study on the customer
20 EFAUBCMO82 | ABHUITHP S purchasing behav_lor towards M. Milavika M R
branded apparels in Angamaly
Municipality.
Customers attitude towards
81 | EFAUBCMO083 | ADHILK A U ARE AT s Ms. Mini M J
electric two wheelers at
Chalakudy Municipality.
——— | Astud rk life balance in ;|5 - -
e i study on wo . -
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83

EFAUBCMO085

MOHAMMED
MUSAWIR

A study on customer’s preference
towards petrol and diesel cars
with special reference to Nirmala
College of Arts and Science,
Meloor

84

EFAUBCMO086

MOHAMMED
ZAHID

A study on employee welfare
schemes at Cheruvathoor agencies
Muthuvattoor

. Vineetha Shibu

85

EFAUBCMO087

AGNES SHAJU

A study on the awareness about
E-banking services among college
students in Nirmala College of
Arts and Science, Meloor

.Jessy KK

86

EFAUBCMO088

ANAKHAE A

A study on customer satisfaction
on E-banking services in private
sector banks

. Malavika M R

87

EFAUBCMO089

GASNA BIJU

A study on customer satisfaction
towards PAYTM users in
Chalakudy Municipality

.GigiMR

88

EFAUBCMO090

AADITHYAP
SURESH

A study on branded products
influence in daily use with special
reference to Irinjalakuda
Municipality.

. Vineetha Shibu

&9

EFAUBCMO091

ABIITHK G

A study on customer satisfaction
at Reliance Hypermarket,
Chalakudy

.MiniMJ

90

EFAUBCM092

ADITHYA
KRISHNA

A study on impact of social media
among youth with special
reference to Nirmala College of
Arts and Science, Meloor

.Amnie KT

91

EFAUBCMO093

ASHWIN P
RAJESH

A study on the effectiveness of
internet advertising on consumer
behaviour with special reference
to Nirmala college of Arts and
Science, Meloor.

. Jessy Raphel

9

EFAUBCMO09%4

ATHUL SHAII

A study on problems faced by
people in online banking with

special reference to Chalakudy
area

Ms. Gigi M R
o
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EFAUBCMO095

A study on the online payment
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94

EFAUBCMO096

EDWIN P S

A study on stress among female
nurses in private hospitals with
special reference to Irinjalakuda
region

Ms. Delvin Francis

95

EFAUBCMO097

FABIN PR

Study on role of bank customers
using Information Technology

Ms. Delvin Francis

96

EFAUBCMO098

JOBPJ

A study on consumer perception
towards green marketing and
green products with special
reference to Chalakudy
Municipality

Mr. Blesson Babu

97

EFAUBCM099

KANNAN SILJAN

A study on the effectiveness of
online learning for higher
secondary class in Kodassery
Panchayath from ward 9 to ward
10

Ms. Gigi M R

98

EFAUBCM100

MUHAMMAD
AMEEN

A study on the employees
satisfaction on Info Park with
special reference to Koratty
Branch

Ms. Annie K T

99

EFAUBCMI101

SOURAV
RAMESH

A study on consumer satisfaction
of Yamaha bikes with special
reference to Chalakudy

Ms. Jisha T K

100

EFAUBCM102

THARUN GHOSH

A study on customer satisfaction
towards green products special
reference to Nattika Panchayath

Ms. Neethumol M S

101

EFAUBCMI103

UNNI K SAJU

A study on consumer perception
towards electric vehicles with
special reference to Ernakulam

city

Ms. Neethumol M S

102

EFAUBCM105

FAHADK S

A study on investors perception
towards various scheme of LIC
with reference to Kayamkulam

Municipality

Ms. Jisha TK
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A Study On The Customer Attitude Towards Electric Vehicle

1.1 Introduction

Electric vehicles are vehicles that are either partially or fully powered on elcctric power,
Electric cars are growing in popularity every day. It can be powered by a collector system that
uses electricity from ouiside the vehicle, or it can be self-powered by a battery (sometimes
charged by solar panels, or by converting fuel to electricity using fuel cells or a |
generator).Electric vehicles have minimal operating expenses since they have fewer moving
parts to maintain, and they are also very eco-friendly because they consume little or no fossil
fuels (petrol or diesel). This vehicle is envisioned as a replacement for today’s automobiles. It
can be used to address concerns such as pollution, global warming, natural resource depletion,
and so on. The electric car concept offers a clear cut solution to the environmental problems
of gasoline-powered automobiles. This study is conducted to determine how people feel about .i
clectric automobiles. The goal is to reduce vehicular pollution by switching to electric |
vehicles. The increasing popularity and use of electric vehicles is supported by a number of
advantages, including:

(i)Savings:-Electric vehicles can be fuelled at extremely low prices, and many new cars will

provide excellent incentives for going green, such as money back from the government. |
Electric vehicles might also help you save money in your daily life.

(i} More Convenient:-Recharging an electric vehicle is simple, and the greatest part is that
you won’t have to siop at a gas station to do it before hitting the road! An electric vehicle
might be charged using a standard household outlet. !
(iii)Safe to drive:-Electric vehicles are subjected to thie same fitness and testing protocols as |
gasoline-powered vehicles. Electric cars are safer to drive because they have a lower Centre |
of gravity, making them more stable on the road.

(iv)No emission:-The most significant benefit of an electric vehicle is its environmental
credentials. Electric antomobiles are completely environmentally beneficial because their
engines are j@pt.;red by electricity. Because it runs on a clean energy source, it does not
produ-:,f:hmy/ toxnc éaa-u OF smoke into the environment. They are even better than hybrid cars;,
because! h} brids that run t'.-n gas emit pollution. You’ll be hel ‘E‘_{:_Etmir}ﬂlﬂnﬁu h j@h} and
cnwronme‘ntallv frlelldJ}* tﬁvnronment h |
(v)Low n'm;nlﬂnglnuw-ﬁirt,.ciuc automobiles use electrically driven-¢ngines, which-¢liminates

the need for IUb]‘lCJUOH everything linked to the combustion, engme and a slew of other

maintenance responsibilities that come with a gas engine. As a resu]t, the cost'of maintaining
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A Study On The Customer Attitude Towards Electric Vehicles

5.3 SUGGESTION

* By increasing the number of charging stations, more people will be interested in purchasing

electric vehicles.

* People should place a greater emphasis on electric vehicles in order to reduce pollution and.

greenhouse gas emissions.
« Companies should concentrate on informing the public about new car electric modes.

« Petrol prices are steadily rising. The problem of rising petrol prices can be addressed with

electric vehicles. The government’s promotion of electric vehicles will aid the country’s

future progress.

* Incentives and subsidies should be provided by the government for the purchase of electric

vehicles,

* Reduced tax rates can atiract buyers to buy electric vehicles to a certain extent.

* By lowering the initial cost of electric vehicles, there will be a growing market in the near

future.

* Electric vehicle promotion also aids the government in saying goodbye to crude oil and its
high price.
5.4 CONCLUSION

In India, there is a need for energy transition in automobiles due to the depletion of fossil
resources and the steady rise in fuel prices. The government has taken steps to reduce
pollution levels by promoting electric vehicles and providing purchasing subsidies. The
government has relaxed FDI rules in order to promote output. EVs are being introduced in
India by a number of new brands. Governments and manufacturers should work together to
construct the in I"rcisim}\lﬂure dnd create a Tavourable climate for electric vehicles. The
respondents are a:n& of globa] clrmaie conditions and are ready toﬁaag&-ﬂaﬁf\egsﬁ“ﬂ
important factof WL’IIIL considering th purchase of EV.

I'. L ‘
If sufficient mtrasj:ﬁucturc is :;waﬂahle, respondents are willing to accept EVs as a future

buying option. Tl]é“mitmmmt‘nf/ purchasing, the limited number of charging stauons Fa.md the

time it takes to recharge the battery are all factors that limit consumer conﬁdencc. o Seiencs

o
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Consumer Satisfaction of Royal Enfield with Special Reference to Chalakudy
Municipality

1.1 INTRODUCTION

Customer satisfaction is defined as a measurement that determines how happy
customers are with a company's products, services and capabilities. An
organizations main focus must be to satisfy its customers and increase its sales, for
this it is important to understand the voice of the customer which provides detailed
insights as to what their customers want and better tailor their services or products

and in turn help the business improve or change its products and services.

Marketing is the process of performing market research, selling products and
services to customers and promoting them via advertising to further enhance sales.
Marketing as a subject of study is now attracting increasing attention from firms,

companies, institutions and even countries,

Customers are the important concept in marketing. It is being hard to please the
present day customers. They checkout the competitors with similar or at times,
even better offers. Customers are the king and without satisfying their needs none

can exist in the corporate competitive world.

Royal Enfield is the makers of the famous bullet brand in India established in
1955, In 1901 1¥ bike produced. They are one of the oldest and most famous for
their power stability and rugged looks. Royal Enfield has been updating their bikes
from their first model in order to provide the customers total satisfaction from their
bikes and keep up with the market trends. So this study is mainly focused on
analyzing the customer satisfaction of Royal Enfield with special reference to

Chalakudy Municipality.
1.2 STATEMENT OF THE PROBLEM

J ‘.\" - - .
i A the-two whegler market in India is constantly increasim wd_chan gmf'. ay t!‘y
| day, it poses nc{i-,'cit}llenges to Royal Enfield to keep up wiflfefiarkef trends™
Royal Enfield is a company that started its business in 1948 with its product such

|

E as the bullet which has kept a prestigious position in the ngarket #ill. date. In.order _
E to do so they have to ensure their products provides to tl;@{r.;qst01ners sufficient

K
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5.3 Conclusion

This project helps to know about the customer satisfaction towards ‘Royal
Enfield bikes’. Majority of the customers are satisfied with the riding comfort
and performance of Royal Enfield. The customers of Royal Enfield are
satisfied with the product. Most preferred model of Royal Enfield is Classic.
Most of the customers are satisfied with the fuel efficiency of Royal Enfield.
Majority of the customers are male youths and they use Royal Enfield mainly
for daily uses and city touring. Customers are satisfied with the affordability
of service charges and timely delivery. Majority of the respondents are
satisfied with the overall performance and the do recommend Royal Enfield |

Bikes to others. From this project it is identified that, most of the customers

are satisfied with the Royal Enfield bikes.
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A study on awareness of mobile banking with special reference to chalakudy
municipality

I

1.1 INTRODUCTION

Mobile banking is a term used to refer to systems that allow customers of A financial
institution to conduct a number of financial transactions through a Mobile device.
Maobile banking enables the customer to access the information From his persanal
mobile and also used to transact money to another client Through the keypad of
mobile itself, It is used for checking the balance of Accounts, transaction, payments

and credit card application through a mobile Device such as Mobile phone, Personal

Digital Assistance.

Mobile banking provides a system for the user to access bank account Details
through mobile phones. The system also enables to pay his electronic Bill, telephone
bill through mobile as well as pay for some other services which He has availed. The
mobile banking system is not just for payment but a user of The system can also
transfer money to another account holder through this System. He can receive from
his bank or from his business associated or friend Or anather person who is
connected to the system. Mobile banking may also be Used to help in business as
weli as financial. The mobile technology banks can Offer a wide range of services to
their customers such as doing fund transfer While travelling, receiving online
updates of stock price even performing stock Trading while being stock traffic,
Mobile devices especially smart phones are the Most promising way to reach the
masses." The customers in mobile banhking Services are increasing day by day due to
the security measures taken by the Banks. More and more numbers of customers
are being drawn to the mobile Banking as they have been satisfied due to the

measures taken by the banks to Secure the mobile banking transactions.

1.2 STATEMENT‘QQ’HE PROBLEM "_21 Mh__; ,
? L3 M =R

The main focus of cu r'ri,!?'nt‘- tudy is to access the influence of awareness on
Customer’s attitude toWar __5 mobile banking. Mabile ba nklng 1S a service that
Provides the individuals w;th a platform to carry out financidl through a mobile: Even
thoughit's a convenlen{serwce for the customers it stili has to gam Populanty
among the users. There are still bank users who have a mobile but Not making use of

the mobile banking services. Customer awareness of mobile Banking has been
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52 SUGGESTIONS

The bank should provide proper awareness about mobile banking.

¢ The merits and demerits of mobile banking should revealed o customers

® Proper security services should be provided because that is the main reason
for not selecting mobile banking.

e The mobile banking processing should be simplified for easy process.

53 CONCLUSION

The study was intended to find out awareness of mobile banking services,
various problems while using mobile banking services, reason for performing
mobile banking services and to consider the effective factors of mobile
banking. Banks directly provide information about mobile banking to the
customers. Its convenient adopfion increases the attracting level of customers
and also the cheapest transaction cost for 'using mobile banking. Mostly
customers get attracted to mobile banking because of technology adopted by
the banks. It will make sure to keep a better satisfaction with mobile banking
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IMPACT OF SOCIAL MEDIA ON ON-LINE SHOPPING AMONG YOUTH IN NIRMALA COLLEGE
OF ART S AND SCIENCE MELOOR

1.IINTRODUCTION
Electronic commerce has grown at a breakneck pace, leading in increased use of this
Instrument by dealers. In addition, e-commerce rivalry has increased. As a result,
Understanding the antecedenis of customer acceptance of online purchasing becomes
Increasingly vital for online businesses. Customer relationship management, which has
Been regarded as a successful business strategy for success in the electronic market,
Requires such understanding. The growth of e-commerce was driven by rapid
Technology adoption led by the increasing use of devices such as smartphones and
Tablets, and access to the internet through broadband, 3G, 4G, etc. increased online
Consumer base. English entrepreneur Michael Aldrich invented online shopping in 1979.
Online Shopping (also known as electronic retail or e-shopping) is a form of electronic
Commerce which allows consumers to directly buy goods or services from a seller over
The Internet using a2 web browser. An online store may also be called an e-web store, e-
Shop, e-store, internet shop, web-shop, web-store, online store, online storefront, and
Virtual store. People will engage in a decision-making process when purchasing
Something. One of the major issues with e-commerce websites is that they do not
Adequately support customers during this procedure. The marketer can supply better
Producis and services by understanding the customers requirements and worries. In the
case of online shopping, the customer can purchase the desired product quickly By
making a few clicks from home or at work, saving time and energy despite the Greater
distance resulting from the Internets vast and limitless market. Furthermore, the Internet
can assist consumers with limited mobility in their buying.
Since the consumer is not required to Visit the frader’s location and is not restricted by
Business hours, he or she, ,t-:-_afi"ffghwe an order at any time. Such items can also be purchase
That are not ava-i'iiib.le .1'11 lhrﬁ m umers immediate vicinity, so expanding the range
‘E;m S Aizo

to their employment. The of fc;v m the internet can be easily compared, allowing The

Goods available, and dulwm}* aau 'Ibe requested not only to the consumers h

buyer to purchase the pmdu_c:_t__

ith the best terms (price, quality, and other Reductions)

that are Adapted to their specific needs.

NIRMALA COLLEGE OF ARTS & SCIENCE MELOOR 2

Digitally si ione ed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Per:

(Code=683576, S=Kerala, SERIALNUMBER=

QSBADF77D468D200FEA69C521D53663OA1DS5(2394!36E1D915044998307033573 CN=SHAJU NALKARA

Y (BN



IMPACT OF SOCIAL MEDIA ON ON-LINE SHOPPING AMONG YOUTH IN NIRMALA COLLEGE
OF ARTS AND SCIENCE MELOOR

5.2 Suggestions

¢ Ensure good value for money products and implement fair and simple
refund,replacement through their sites in-order to make it a trusted

website for online purchases and shopping.

e online shopping websites should provide more quality products in
a affordable price in-order to increase purchase.

e company’s should provide good customer care services and

provide consumers genuine and quality products, greats offers and

product should be value for money .

5.3 Conclusion

The purpose of this study is to analyze the impact of social media on online
shopping among youth. The study was undertaken with a specific aim of
studying and analyzing effectiveness of social media on online shopping
among youth in Kerala with special reference to NCAS Meloor.
According to the research social media has a great role in nfluencing the
behavior of consumers in the virtual environment, particularty on the
con;,umer who is about to make purchase. We could find that this major
chunk of population belonging to the age group of *-LE 22 are the youth
buyers who purchase products such as electronics, apﬁ‘rﬂi‘ hnd}tw-l—hmgc
appliances through online. The most important attribute that makes a
dﬂ@%ﬁhg}ﬂ)ﬁ&t to buy products online are reviews, convenience, price,

.'.*vq'il?ﬁluy and. soon. ﬁs per the research consumers often make purchases using
social media ancir rlhr.: majority of youth had purch@ised. product's 1-2 times in
the last 6 m\onﬂls Majority of the consumers rely @pon ImStagr,ar;_; and

Facebaok for online purchase. Even though consumers face various 1ssues,

the major portion of youth would like to make purchases online because of
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IMPACT OF SOCTIAL MEDIA ON ON-LINE SHOPPING AMONG YOUTH IN NIRMALA COLLEGE
OF ARTS AND SCIENCE MELOOR

the level of satisfaction received from the products purchased through social
media. Consumers do require detailed information about the brands so as to
evaluate its strengths and weaknesses this sample amount of information
through social media saves their time by allowing them to make the purchase
decision quickly in this era of revolutions social media plays a vital role in
influencing people to buy various products brands relay on social media very
much in-order to reach more consumers and to increase there sale social
media is widely accepted and used electronic media which plays a major role
in shopping. For many brands social medias are a great platform to sell their
products and social media influence people to buy products because of the
Jevel of satisfaction they receive from products purchased and good deals
and wider audience the purchase from the website increase. Thus social

media has a huge impact on online shopping among youth.

CHALAK DY
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A study on consumer attitude towards green niarketing and eca friendly produces

1.1 INTRODUCTION

Green marketing is also termed as environmental marketing or ecological marketing.
According to American Marketing Association “marketing of products that are
presumed to be environmentally safe is called as Green Marketing”. Thus wide range
of activities are covered under green marketing, which includes modifying the
product, making changes m the production process and packaging, as well as
modifying advertising or removing any activity that impacts the environment in
negative way Today. The Earth faces more environmental issues than ever before,
hence it is imperative for companies to make and market them as environment
friendly Green markeling is emerging as a popular promotional stralegy owing 1o

increased consumer awareness and concerns.

Green marketing has rose attention due to the environmental deterioration and it
becomes a global problem. Nowadays, the American Marketing Association (AMA)
divides the definttion of green marketing in three aspects as “the marketmg of
products that are presumed 10 be environmentally safe” (retailing definition) as the
development and marketing of products designed to mmmmize negative effects on the
physical environment or to improve its quality” (social marketing definition) and
finally as “the efforts by organizations to produce, promote, package, and reclaim

products in a manner that is sensitive or responsive to ecological concems™

(environments definition).

The green movement has been expanding rapidly in the world. With regards to this
consumers are taking responsibility and doing the right thing Consumer awareness
and motivation continue 1o drive change in the marketplace, notably through the
introduction of more eco-friendly products Compared to consumers in the developed
countries, the Indian consumer has much less awareness of global warming issues.
Successful |11E:=11-.t:t1ng has-always been about recognizmg 'tu.:}qis and pm;\urin:‘g\v
products, hL]"u'iLE:H and braml a manner that supports buyer infefitions. Today, “Green
marketing has moved ffom & tfend 1o a way of doing business and businesses that sell
should recognize (2) the va!uﬂ“' of going green and {h}mcuqmnumg thjs*message into
the marketing program dn;i Lomnumcatmg the gre tﬁurﬂinupt {o'thelr consumers:
Green s slowly and steadﬂy becoming the symbolictiéalour of eco-consciousness m

India. The growing consumer awarcness about the origin of products and the concern

over impending global envirenmental crisis there are increasing the opportunies 1o
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A study on consumer attitude lowards greenarketing and eco friendly products

marketers to convince consumers firms have mcreasingly mtroduced GPI(Green
Product Innovations) into thetr Product developmients over recent decades. So. if the
market for environmentally sustainable products is to become main stream, it is
important to look at what factors influence the consumer selection process. Marketing
15 need of the hour in developing countries like India. India is a big consumer market

which attracts every country to make entry in it .

Green marketing seck to go above and beyond traditional marketing by promoting
environimental core vakies in the hope that, consumers will assaciate there values with
ther company or brand. Promoting their products as environmental friendly products
has a good impact over the consumers as they are more concemed about the
environment and are willng to pay extra money for those products. Recently we can
see evolution of new segment of customers i the market who are more
environmentally concerned and considering it as therr responsibility to contribute

towards the environment.

1.2 STATEMENT OF THE PROBLEM

In this research consumer attitude towards green marketing and eco friendly products
are learned. With increasing environmental consciousness, companies need 1o
understand not only green consumers” behaviour but also the factors that influence
green purchases and those factors that act as barriers to green purchases. This will not
only help the marketers in Segmenting the market appropriately and developing
strategies tb meet green consumers needs but also the policy makers in enforcing

sustainability in marketing of goods and services.

1.3 SIGNIFICANCE OF THE STUDY
\)

=is._to know about the attitude of the consumers m.wm_ﬂj

wducts and the factors which influence the purchase of eco-

7 "\Iﬁ,
e ' .

'|}jﬁ Fting-mix elements (the product, the price, the place and the

VAT

! . S g
rmilfence on green purchase behavioursrang, it some are more
\._ir{;f,'u -;\.'J_'r' -
important

'd way, in order to demonstrate what factors used by

n-others. Furthermore others faciors which do not depend of the

companies but more of the consumer point of view will be exammned.
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A study on consumer attitude towards green marketing and cce Fiendly products,

* The government can give subsidics and tax relief 1o green products.
* More certification and trademarks can be issued to ensure the grecnness of the

green products.

* Regulations against false green products should be seen more seriously.
5.4 CONCLYUSION

Though the consumers are willing to purchase green products .The availability of the
product is less in the market therefore the companics must identify cusiomers’
environmental needs and develop products to address this issue, produce more
environmentally responsible packages. (Recycle, biodegradable, reuse), and ensure that
products meet or exceed the quality expectations of customers. Green marketing should
not neglect the economik aspect of marketing. Marketers need to understand the
implications of green marketmg. If we think customers are not concerned about
environmental issues or will not pay a premium for products that are more eco-
responsible, think agam, We must fmd an opportunity to cnhance our product’s
performance and strengthen our customer’s loyalty and command a higher price. For
marketmg of the green products to be effective we have to mamntam three things; be
genuine, educate our customers and pgive them opportunity to practice. Marketers need to
understand the implications of green marketing. If we think customers are not concerned
about environmental issues or will not pay a premium for products that are more eco-
responsible, think again. We must find an opportlmity. to enhance the product'.s
performance and strengthen our customer's loyalty. So, if today’s successful marketing is

about appealing to personal values and delivering consumer empowerment, and then
surely the time is right to mject sustainable development info the marketing mix to help
address some of the gritty issues currently facing our planet. Green marketing methods
ploduce luﬁlﬂy t‘fﬁ.ﬂtwe rcsuh:s They apply all of the sieps you need to cut costs, raise
ICS[JU'I'lbﬂ- l"ﬁteh arid I!lLlGﬂ‘:(‘: growth m the most important markcung'bm?tllfr_\ﬁe_ f_{eﬁ,a__“,_,é
accountzble for the bottor ine.

|. n F Il.l'il'"r]'-:l'_
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A study on Problems faced by women cotreprencurs in irinjalakuda municipality

1.1 INTRODUCTION

Economic development depends the cfforts of people to generate goods and
services. This efforts results into entrepreneurship. Entrepreneur are important for
eccnomic development. An entrepreneur is a person who undertake risk of a new
enterprise. The word entrepreneur is derived from French word ‘entreprendre” which

means ‘to undertake’.

Women entrepreneurs are those women who think of business enterprise, to
initiate it, organize it, and undertake risks and uncertainty involved in business. As
compared to men, women are less motivated to start business units due to various
problem. For women there are several handicaps to enter and manage business
ownership due to deeply embedded traditional mind set and stringent values of Indian
society. For women entrepreneur to succeed in her business, appropriate decisions
making is required in application of fund. The principle aim of this study is to identify

the problem faced by women entrepreneurs.

Women constitute about 50% of the world population earlier they were confined to
household activities and they were called homemakers. Over years more and more
women are going for higher education technical and professional education and their
proposition in workforce has also been increased. With the spread of education and
awareness, women has shifted from kitchen, handicrafti and traditional cottage
industries to non-traditional higher level of activities. And now women are out of the
four walls of their Louscs are taking part i;l all areas of development. Even
government has laid special on the need for conducting special entrepreneurial

training programmes for women to enable them to start their own ventures.

Women entrepreneurs is the method where women put in order ".e'lll the factors of]
production, accept risks and offers employment opportumtles to other despite
distribution. BH*EEEI =on gender. Women entrepreneurs surely cah)make mgwﬁ;mnl

! |

contributioi fo the Béoﬂanuc development of their families as wcll as the community.
TR
._I‘.t -_:.lII , i
Womien entrepreneug frequently face multidimensional :_:_hallcnges that are social,

financial problem. Today, the function of women are not restrictedto- the traditional

role of a mother ora housewife. A women has to play multiple roles besides playing
4 :

Digitally si ione ed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Per:

ICode=683576, S=Kerala, SERIALNUMBER=

9SBADF77D468D200FEA69C521D536630A1D65(2394BGE1D91504499830703BS73 CN=SHAJU NALKARA

L



A study on problems taced by women entrepreneurs n frinjalakuda municipality

=
5.4 CONCLUSION

The study was on topic “problems faced by women entrepreneurs” the main
aim of the study is to find the important problems faced by women entrepreneurs.
Women entrepreneurs must have an intention to fulfil their dreams. They have to
make a dream transferred into an idea enterprise studies show that successful women
work hard. Many authors have tried to define these most important concepts

differently. The role of women in the society is increasing day by day.

Now women have come out of kitchen and they are playing an important role
in building the economy. There are many women’s in India who is very successful.
Nowadays women have identified many new type of business opportunity where they

can sit in home and do their business. Education has helped many women to realize

their potential and work accordingly. Development of technology also made women
smarter and they also found many innovative opportunities to do and flourish their
business. There is significant change attitude of women’s towards entrepreneurship,

most of them have a positive attitude and wants to open their own business in future.
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A STUDY ON EVALUATION OF TELEVISION ADVERTISEMENT ON CONSUMER BUY ING
BEHAVIOUR

1.1 INTRODUCTION

In the world, today mass media has become as necessary and it has played a significant|
role in strengthening the society. The mass media perform this function for the people
by bringing together buyers and sellers through advertisement. Advertising is the
nonpersonal communication of the information usually paid for and persuasive in nature
about products, services or ideas by identified sponsors through the various media. The
advertiser intends to spread his idea about the products and offerings among the
prospects. Popularization of the products is thus, the basic aim of advertising. The
majority of the marketers use mass media for their marketing communications. The
choice of media is dependent upon the nature of the message and the intended target
audience. Television advertising is the best selling and economic media ever invented.
It has a potential advertising impact unmatched by any other media. The advantage of
television over the other mediums is that it is perceived as the combination of audio and
video features, it provides products with instant validity and offers the greatest
possibility for creative advertising. Television is considered as a popular and powerful
medium of information and entertainment to reach the audiences. Due to technical
development, opportunities to advertise on television have increased over past years.
All the advertisements are not noticed by audiences as well as not all the advertisements
are skipped by them, advertisements which have some entertainment value are liked,
watched and semembered by audience which is a welcome response for the
advertisements makers. The basic idea of advertising is to inform, educate and motivate
the potential buyers. Reactions to television advertisements seem to be stronger than the
reaction to print advertisements. The advertisers find it more effective to use television
rather than print media to reach consumers, partly due to low [1161acy rate. Telev1smn
advertising not only bhauga. ﬂnmllons but substantial message ei‘d.l-mgra- ‘FHFI\E'E!%H

influence on the LL;II}J fives of p¢ﬁ}1¥t;. Advertising is a marketing concept which aims
to influence the buying behaviou.f;?{éf. customers. Whereas consumer behaviour is the
process and activity by which pegﬁ[ﬂ&}%]ect, purchase, evaluate and consume the product
or service to satlisfy the need oy i}ynt In older times, marketers used different signs and
symbols to market their.-;:»rc-ﬁ:iﬁ_c.:'.cs and also 1o create awareness for the customers. With
the advancement and technelogy development, now organizations focus to use print and

electronic media excessively. Use of different marketing promotional strategies has
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A STULY ON EVALUATION OF TELEVISION ADVERTISEMENT ON CONSUMIER BUYING
BEHAVIOUR

been identified as an effective tool. of creating awareness among the consumer

population. Here, television advertisement is considered one of the most effeclive

medium to influence the purchase decision of the consumers. Television is an important
component of a media plan because of its pervasiveness, impact and targeting abilities.
Television and advertising together present a lethal combination and has become an
integral part of modemn society. It is the most convenient route to reach youth customers.
The impact of television is vital because of its enormous potential as an audio-visual
communicator. Study critically evaluates the factors which shape the buying behaviour

and provides the deep insights towards the role of advertisement shaping the consumer

behaviour. The study is conducted to check that how television advertisements affect
the purchase of the consumers. This study aims to understand the relationship between

advertising and consumer buying behaviour,

1.2 STATEMENT OF THE PROBLEM

Advertising has been a subject aver centuries ago. But it was then thought of as a waste
of resource and an increase in cost of production for one to advertise on products
because the consumers were not in any way going to respond to that. The advancement
in transportation and technology, made the consumers to respond to it. In this study, thel
main concern is to analyse ‘the effect of advertising through television media on

consumer buying behaviour.

1.3 SIGNIFICANCE OF THE STUDY . ) |

With the miroduction of television i our daily life ,it has become a need for every
people to get access to television .The study aims on analysing the affect of
advertisement through television on the purchasing behaviour of the consumers .It

examines whether.it is successful in both gender, men and women. Through the study,

o

we wou ﬁ,‘ﬁa. ahle tg™ nntiuqtand the relationship between advqmsmg and consumer
Ly
o) nqwlt of the amdy will be of immense benefit Advert *fm’s-l‘mduu

iyicut The

attitude of cms 5 c/ardq larger products .The study will also be* of glcat use 1o

mass communication and marketing students who intend to take up similar studies.
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A STUDY ON EVALUATION OF TELEVISION ADVER TISFMENT ON CONSUMER BUY NG
BENAVIOUR

5.3 CONCLUSION

Television advertisement is effective because it Reach, helps in growing ability to
differentiate, Multi-sensory appeal, Creativity and impact, Sclectivity and flexibility.
The study will help to understand change in consumer behavior due (o television

advertisements.

This study may be helpful for the marketer for customization of the television
advertisement in context of kodakara region. The results may not be possible since there
is a wide difference in consumer preference, behavior and the factors like

socioeconomic, demographic and psychographic across regions. This suggested to

carry ouf research in a large scale to find out result across regions.
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A STUDY ON JOB SATISFACTION OF PRIVATE SECTOR EMPLOYEES DURING WORK
FROM HOME WITH SPECIAL REFERENCE TO KARALAM PANCHAYATH

1.1 INTRODUCTION

In this modern society of regular corporate restructuring and technological
changes companies should concentrate on employees who are innovative and can adapt
to new changes easily. Job satisfaction, an extremely useful weapon for evaluating and
adjusting the management rules in accordance with employee’s opinion. An
employee’s level of satisfaction is very important factor and employee satisfaction is

also based on his perception of the future development.

Job satisfaction is an integral component for organisational climate and
management of employee relationship. Every individual enters in organisation with an
idea to satisfy his needs and every organisation takes an individual with an idea of using
his services in achieving the goals. The factor affecting the satisfaction of the

employees are good pay, promotions, good working condition, work load and stress

I indicates the employee can finish their work within their own premises. Work will be

level, in respect from co-workers, relationship with supervisors, financial reward. By

safeguarding these factors, the company can ensure the job satisfaction of the employee.

Working from home is becoming an increasingly comimon practice. Work from
home defined as people working from their home or from other location of their choice
other than the working area by payment which is provided by the employer. Work from

home is having lot of use in recent years. Since the growth of the networking from home

done remotely. It depends on teleworking/ telecommunication arrangements where an
empldyee does not require staying during the business hours aith their employer. In| .

today’s growing world there is an urgent need for working at home. With increasing

number of employees working at home as a working destination it is clear that improved

employee retention. A person involves in working from home can do his office work

as well as home required assignment simultaneously. Allowing ?@plowces tof xmrlk i

ST — L,

from home in order to eucuulabe a better work balance can lead to improvements in

health and w.tl-hmn_g

Understandably, home béjskd workers had relatively lower stress levels because

they did not need to commutes d‘m}'« Elimination of commutes enables relaxed lifestyles

resulting in bLlh.l' Lumlﬂi} ::ﬂ ife. Work from home means employees could dispense

with the need to dress n formal, office attire which also helped deduce time otherwise

| spent on preparing for the day’s work.
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A STUDY ON JOB SATISFACTION OF PRIVATE SECTOR EMPLOYEES DURING WORK
FROM HOME WITH SPECIAL REFERENCE TO KARALAM PANCHAYATH

5.3 CONCLUSION

I The study is conducted to determine the job satisfaction of private sector employees at
waork from home basis with special reference to Karalam panchayath. Job satisfaction
| is an important aspect that influences the mindset of employees. It decides his approach

towards job. This study shows that most of the employees are not satisfied with their

job and they are not getting organisational support. Most of them lacks tools and
I resources to do the job at home. Majority of the employees are mentally or physically
exhausted at the end of the day. The study revealed that various factors are affecting
job satisfaction. Working alone at home create difficulty to keep focused on work and
] family problems are also affecting the performance of employees. Even though, the
employees can enjoy some benefits while working from home. They can save daily I
I transportation cost and time. They get time to do their personal chores and they can
spend more time with their family. So high job satisfaction effectively leads to the
improved organizational productivity, decreased employee turnover, and reduced job I
stress in modemn organisations. Job satisfaction leads to a positive ambience at the

I workplace and is essential to ensure the higher revenues for the organization.
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A study on employees attitade towards defined contributory pension schicime with special reference io
Kuzhur grama panchayath

1.1 INTRODUCTION

National pension system works on defined contribution basis, which is known
as defined contribution pension scheme or participatory contribution plans. DC
schemes are occupational pension schemes where the employee’s and the employer's
contributions are both invested and the proceeds used to by a pension and or other
benefits at retirement. A DC scheme has a set contribution for both the employer and
employee.

There has been a gradual shift over occupational pension schemes from the
defined benefits (DB} to defined contribution (DC). This initially occurred in the private
sector but later public sector adopted the newly developed DC scheme. In a DC plan,
‘ fixed contributions are paid into an individual account by employers and employees. I
On retirement, the member’s account is used to provide retirement benefits, sometimes
through the purchase of an annuity which then provides a regular income.

Newly developed DC scheme will have two tiers: tier T and tier IT. Contribution “
to tier I is mandatory for all government servants joining government service on or after
1/1/2004(except the armed forces in the first stage). A government servant will have to
make a contribution of 10% of his basic pay plus DA, which will be deducted from his
salary bill every month. The government will also make an equal matching contribution
into it. In order to introduce some liquidity to the scheme, the PFRDA allows for a Tier
I account where subscribers with pre-existing Tier I account can deposit and
withdtawn monies as and when they want. NPS Tier II is an investment account, similar
to a mutual fund in characteristics.

In the old pension scheme, government employees were getting
pension as an additional post-retirement benefit. But the new scheme provides for
ipension based on the contributions from the employees and the income accrued in a

A J _—
:fund set up for the purpose. ) b
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A study on employees attitude towards defined contributory pension scheme witll special relerence to
Kuzhur grama panchayath

5.3 CONCLUSION

The present analysis “A STUDY ON EMPLYEES ATTITUDE TOWARDS
DEFINED CONTRIBUTORY PENSION SCHEME WITH SPECIAL REFERENCE
TO KUZHUR GRAMA PANACHAYATH”, to find the factors influencing the
employee behaviour towards defined contributory pension scheme. The defined
contributory pension scheme is an attempt by the Government to create a pensioned
society in India.it is a type pension into which both employer and employee pay an
equal amount of money. As per government order, the Kerala Government adopted

National scheme and implemented for all appointments made on or after 1-1-2004.

The present study reveals that majority of the respondents were male.
Retirement benefits is the most attracting feature of scheme whereas the least attracted
feature is the investment proposals. There is a significant difference in the level of
satisfaction on the operational feature of CPS among employees. Almost all the |
employees contributes an equal amount of 10 percentage of the basic salary into the
scheme. Most of them are wish to withdraw their DC fund only after their retirement.
Majority of the respondents expresses their moderate degree risk towards the scheme. |
Employees could enhance the saving capacity of employees through this scheme.
However, a few respondents are dissatisfied with the scheme because of lack of

awareness, cost of CPS process, and high risk involved.
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A study an consumner perception towards social medig advertising

i

1.1 INTRODUCTION

In the current business environment, the vast influence of social media can be
observed. The main objective of every firm is to be present where there customers
exist. To achieve it, social media can act as a very beneficial platform. Firms often
look to customers for their critical opinions, mostly regarding what they look for in
products and their preferences are .It was not long ago, firms were unsure about how
effective social media platforms were. Now most business concerns explore social
media as an Online advertising media. They have begun to realize, the added value it
brings to them. Technological advances have made social media an important
segment of business. Social media marketing has deviated from the traditional
marketing practices. It gives a whole new dimension to marketing as it also offers
ready interaction with ultimate customers .Nowadays, major social media platforms
such as Facebook, instagram, twitter ,pin interest ,snap chat, etc provide various
features like Facebook ads ,promoted posts, sponsor stories ,page post ads ,etc

The successes of campaign advertisements rest entirely on the marketer’s ability to
allure social network users to discuss and promote a product. Social media Online
adverlising programme enables the advertisers to take advantage of the users
demographic information and target their ads .While there are increasing advantages
in Online advertising on social media networks, there exists the evolving conviction
that aligning the relationships between users or customers’ online and generating
graphs for, these social relationships can be invaluable for predicting the response of
customers to various online marketing strategies and messages. There are a vast
number of social media sites that could be used for Online advertising; Facebook
JInstagram, Twitter, Pin interest, LinkedIn, Snap chat. Different social media sites
offer different ways to advertise brands. Facebook gives advertisers options such as
promoted posts, sponsored stories, page post ads, Fa-_:ei{}pk;__gl}j_ﬁ:gk;‘{ili&cq é:d'% 'imd
external website (standard) ads. To advertise on twitter there are promoter tweets,

trends, and ‘promoted “aceounts that show up on users newsfeeds. For Online

advertising on YouTube there are branded channels, promoted videos, an in video
advertising.
————— e ———————————————————
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A study on consumer perception towards sociel media advertising

5.3 CONCLUSION

Today a major percentage of customers are connected to the social media
platforms and this has created a huge impact up on the marketing strategies
implemented by the firms. It is impossible to separate social media from

online world. From this we found that today the

) _ _ _ |
major or percentage of the customer is connected to social media and they

have huge impact of it. Their purchase decision, shopping trends and brand
trust depends on the information they get from social media online advertising.
The consumer now consider social media Online advertising as more
interesting, informative, innovative, interactive when compared with traditional |
Onlme advertising . However some consumers find such advertisement to be
' annoying and irritating. The reason for such perception is repetitive L
advertisement. In short, it can be concluded that social media online advertising |
is an effective source for market communication which influenced the |

perception of consumers to great extent. j
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A study on work life balance of K.8.R.T.C employces with special reference (o Chalakudy Depo

11INTRODUCTION B -

Work-life Balance is abroad concept including proper pricritizing between Work' such
as career and ambition on the other hand and ,,Life” such as health, pleasure, leisure,
family and spiritual development. The expression “Work-Life Balance” was first used in
the United Kingdom in the late1970%s to describe the balance between an individual *'s
work and personal life. In the United State, This phrase was first used in 1986 . It mecans
creating a balance to schedule an equal number of hours for each of the various work and
personal activities, The right balance professional and personal life of today will probably
be different tomorrow. Thus the core of effective work life balance definitions is two key
concepts: daily achievement and enjoyment. Work-life balance is a concept that supports
the efforts of employees to split their time and energy between work and the other
important aspects of their lives. Work-life balance is a daily effort to make time for
family, friends, community participation, spiritually, personal growth, self-care, and
other personal activities, in addition to the demands of the workplace. Achievement and
enjoyment are the front and back of the coin of value in life, Person can™t have one
without the other. According to various surveys conducted on Work-Life balance near
60 percent of respondents said that they are not able to find out a balance between their
Life and Waork. Achieving Work-Life Balance is easy. Work Life Balance is about
effectively managing the juggling act between paid work and other activities that are
nnportant to us, including spending time with family , taking part in sports and recreation
volunicering or undertaking further study. Organizations have started introducing various
schemes to attract, retain employees and increase productivity. Work-Life initiatives
improves employee performance by reducing absenteeism, lateness, healthcare and sick-
leave and hence their related coats. To remain competitive companies have started

implementing flexible work options like: childcare, wellness programs, financial

planning and concierge service. These work/life benefit encourage qn?jloyeas to lTie more|}

o Vo aor T

productive and committed to the company. Man is a social animnal, needs time for self,
family and ﬁd}_msauqi} their various needs. An individual spends more than eight
hours a day, {11 office, remiining is spent in travel to and from office,.and with family and
friends. V ery little time is/available for attending to his/her personal.needs or grooming.
In todaywb Mhly compt‘fmve environment people are giving more importance to their

work, by w—:aﬂﬂn; hhrg;ﬁs‘pendmg more time at the office, learning and adapting to the

| changing business environment to stay relevant. The quality of the time spent by people

e e
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A study on work life balance of K.S.R.T.C emiployees with special reference to Chalakudy Depo

CONCLUSION

Once work-life balance has been defined and all its aspects analyzed, some conclusions
can be drawn. First of all, work-life balance is not a “one-size-fits-all” type of trend;
rather it is a trend which is viewed differently by everyone because people have a unique
perception of their achievements and enjoyments. Also, work life balance is changing on
a daily basis, and there is no universal formula on how to achieve a perfect balance
between work and life. Rather, the work-life balance is focused more on how to achieve
something in order to enjoy something. Work-life balance is all about providing
employees with more flexibility when it comes to their working hours. Employees
became able to manage their time working and ,living™ which eventually results in
greater productivity. There are different types of managing working hours and those are:
compressed workweek, flextime, job-sharing, telecommuting and two-in-a-box. Even
though, there are many benefits of work-life balance, there are few challenges that both
employees and employers face. For example, employees deal with a so called work-life
conflict which refers to an unbalanced time spent working and time spent for personal
activities with family and friends. On the other hand, an organization or an employer has

to deal with an issue of absence of employees.
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A STUDY ON SAVINGS HABIT OF WOMEN WORKERS IN KODAKARA GRAMA
PANCHAYATH

11.1 INTRODUCTION

Female labour has been an important segment of India. With the
changing socio-economic scenario, women’s productive role has assumed new
dimensions. The observance of the international women’s year in the last quarter
of the 20™ century was a historic land-mark in the calendar of women’s progress.
Frankly speaking, it was in recognition of crucial importance and need that
women’s participation has always been necessary for the success of social and
economic development. Over the years, the main objective of the policies of the
Government of India with regard to female labour has been to remove the
handicaps under which they work, to strengthen their bargaining capacity. To
improve their wages and working conditions, to augment their skills and to open
up better employment facilities for them: It is hoped that female labour in India

will well received in various academic circles”

A lot has been written about the India growth story; relatively little,

however, about the ongoing radical transformation in the Indian economy. This
transformation has much to do with women rather than men; inclusion today and
growth tomorrow. When you look back on the history of women’s position in
society, no matter what class you look at, females have always been looked upon
as second class citizens. Women have always given stereotypical working

conditions of cooking, cleaning, childcare.

A woman has the capabitity of handiing herself along with the family.

At the present day women not only roanage household work but alse work outside
the boundaries of house. This makes women as Multitasking experts. They eam
and spend for their necessities. No wonder women are shopaholics and they spend

what they have save a part of income for future purpose. . R 4
—_— 0 L g/ Vb

Ini Eﬁ?fm?r} ;iﬁc India, the income stanidard is almost uncertain and leads
to more c:éh'ié’g.imptinn rather than saving, which has now been a central problem.
The study. i'sl" basically aimed at’identifying the ]'!ﬂll_%’rl_‘l_:_i]f saving behavior among
labor class wo;m_gg and to idcnﬁfy the factors that affect the respondents towards’

3
savings
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A STUDY ON SAVINGS HABIT OF WOMEN WORKERS IN KODAKARA GRAMA
PANCHAYATH

5.3 CONCLUSION

The savings of women workers plays an important role in the
economic growth and stability of any country. This study shows that
the saving habit among women workers with special reference to
Kodakara GramaPanchayath. Workers have their own investing
styles. Some are risk takers by nature, willing to gamble large
amounts of money on highly speculative investments. Other prefer the
safety and security of cash in the bank even if it means that the actual
buying power of their money is slowly dwindling because of inflation
m most women fall somewhere in between these extremes, and are
willing to assume some risk, with the expectation that they’ll be

rewarded with higher returns.

The salaried women workers have different expectations from

the investment as their needs different such as saving, safety and the
interest. The research identified the level of preference , and level of

The increase in the financial

investments.

satisfaction towairds

institutions like bank, self — help groups, other local bank provide an
opportunity to save more. The increase in awareness among the
women workers for their future security has made women inclined to

save.
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A STUDY ON CUSTOMER SATISFACTION TOWARDS HEALTH DRINK S

1 1 INTROD UCTION

Customer is always the king in modern market world. Consumer behavior and Attitude

3 helps to determine effective techniques and strategies by the marketer for the Greater
competition advantage in the market. The consumer behavior pattern is Continuously
changing and largely unpredictable. They are affected by the trends and Other various
factors in the market. ‘Yesterday's luxuries are today’s necessaries’ for Customers. A |
consumer preference explains how a consumer ranks a collection of Goods or services
or prefers one over another. This definition assumes that consumer Rank goods or |
services by the amount of satisfaction or utility. The modern competitive world makes
1t a necessary for people to do hard work both Mentally and physically to survive
successfully and hence, they require more energy And stamina. This can only be
attained through good health. Proper and sufficient Nutrients are essential for good
health. But with the busy world, people tend to look Forward for more convenient and
flexible way of getting healthy and fit. This made Way for food supplements and health
drinks.In current scenario, where the competition 1s tough, consumer chooses brands
According to their pleasure. The company can achieve and compete in the market Only
when they satisfy the needs and demands of the customer by taking into Account their

| reason for brand preference. Thus, study on brand preference becomes Necessary. The

purchase decision largely depends upon taste, quality, quantity etc. This study examines

the key attitude of buying and branding perception. The Primary data 1s collected

through questionnaire.

1.2 STATEMENT-OF THE PROBLEM

In the recent years manufactures producing health drinks are playing an important role

in fulfilling the needs of the customers. Many new companies have emerged as The

manufactures with new brands such as Horlicks, Boost, Bourn vita, Complan,,Milo,
and Maltova etc. The health drink consumption has shown a Steady increase in the
chart. The censumer needs are changing as per the current market scenario. Goods are

Purchased for the purpose of consumption with satisfaction. A product’s marketing and

sales depend on the foundation of the consumer prefm'cnq.“ The aim is,fo meet And
satisfy consumer needs and wants, perceptions, preferences : and buymi. B"dﬁunh-. But
understanding a consumer behavior is not simple. Consuer 1;}1a‘y.stale Theif needs’: and

wants but act otherwise:Consumer’s preference varies from brand to bi"dmf un lhe bagis.

o i, L Tiddh

Nirmala College of Arts and Science: Metdor

Digitally si ion ed by SHAJU NALKARA OUSEPH
DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=
95BADF77D468D200FEAG9C5210536630A1D65639486E1D915044998307035573 CN=SHAJU NALKARA



2. The taste and the nuiritional contents are the most affecting factors of buying
behavior. The brand companies can work on thase aspects to draw more
CONSUMETS.

3. As most of the respondents have an opinion that the products are not as useful
as promised in the advertisements, brand companies can work on meeting this

expectation of the respondents and also come up with less exaggerating

advertisements.
5.3 Conclusion

The customer is the king of the market. 1t is essentidl for every organization to learn

customer behavior in order to increase their sales and to create a good brand image.

A good understanding of the market was accomplished as arcund 60 consumers were |
spoken. According to them, quality of the product, nutritional contents and |
advertisement plays an inevitable role in the sales and popularity of the health drinks. |

Among different types of advertisement media, Television plays a major role. |

The survey reveaied that consumers view health drink not just as a drink, but as
something that is rich in nutritional contents. The survey is concluded by ranking the
preferences, why preferring one over other and finding the benefits attained and |

improvements needed I
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A STUDY ON CONSUMER BUYING BEHAVIOUR TOWARDS AMUL PRODUCTS WITH
SPECIAL REFERENCE TO KODAKARA PANCHAYATH

I.1INTRODUCTION

Consumer buying behavior is the sum total of a consumer’s attitude, preference, intentions

and decision regarding the consumer’s behavior in the market place when purchasing a

product or services. The study of consumer behavior draws upon social science disciplines
of anthropology, psychology, sociology and economic consumer behavior is broadly
studied field. It lets the companies understand how consumer decides about buying their
product or acquiring services. Marketing managers are always instead to know more about
consumer’s behavior so they can prepare better communication and advertising campaigns
and messages about their products and services. Consumer makes buying decision everyday
and many pecple don’t even knowthe factors which derive them to this decision. Usually the

factors affecting consumer’sbehavior include psychological, social, culture and buying the

new home cleaning services involves consumers research for the best option available and

it might take various factors in account in it’s decision making process.

The brand name Amul means “AMULYA”. This word is derived from the Sanskrit word
AMULYA which means” PRICELESS”. Amul products have been on use in millions of
home since 1946.Amul butter, Amul milk powder, Amul ghee, Amul spray, Amul cheese,
Amuli chocolate, Amul shrikhand, Amul ice cream, Natramul Amul milkand Amulya have
made Amul a leading food brand in India. Today Amul is symbol ofmany things like of the
high quality products sold at responsible prices, of the genesis of a vast cooperative
network of-the Trump of indigenous-stechnology, of the marketing survey of a farmer’s
organization and havea proven model for diary development. AMUL is considered as

India’s best known local Brand across all categories. Amul is biggest sourcing base for

milk products in India, people are more comfortable buying products in the Value for

Amul 1s the price warrior a currently has a very wide rangeof products to offer for all price
points. Amul is recognized for well established distribution and delivery network for dairy

products. = -

) _‘i‘l. " *lJLh- &

Money segment and Amul is well present in this division. Coming to pricing sirategy
Ly r—a— 4
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A STUDY ON CONSUMER BUYING BEHAVIOUR TOWARDS AMUL PRODUCTS WITTESPECTAL
REFERENCE TO KODAKARA PANCHAYATH

S.2SUGGESTION

¢ The price of the product is so high, so the price should be decreased to

Increase the sale of the product.

¢ Provide reasonable margin to retailers as compared to other brands, this
motivate the customers to promote the companies Amul product.
» Most of the respondents are not use the other milk product like Amul dahi, Amul

lassi etc. suggest that improve product awareness in Customers mind by

advertising.

5.3 CONCLUSION
The research work is carried out to highlight the important elements for customers in the
household and let the service provider understand overall picture of customer behaviour
towards the Amul company with the help of understanding the factors affecting
consumer behaviour for choosing a certain service provider. Better understanding of
consumer behaviour would let the marketers make the service structure as desired and
attractive for the houschold customer and maintain business activities according to
customer demands. This research work would let the customer record their voice in
understanding the companies what kind of service do they want which can improve their

life quality with the tailored services by the service provider.
il
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A STUDY ON EFFECTIVENESS OF SOCIAL MEDIA INFLUENCER MARKETING IN
THRISSUR

1.1 Introduction

[nfluencer marketing can be defined as a form of marketing in which focus is
placed on specific key individuals rather than the target market as a whole.
Traditionally, when people think of influencer marketing, they think of a
celebrity appearance in a TV commercial or a famous person posed on a
billboard along a highway. Companies hope that by showcasing people of
interest to their target markets, consumers will be more inclined to iry the
product or service that the company offers.

As media and technology have become more advanced, companies can choose
from a range of options in outlets to market their products. These options have
also led to the evolution of social media influencer marketing. Now you can
find people representing companies through branded content on personal social
media accounts, such as Instagram, Snapchat, Twitter, and YouTube. More than

ever, consumers are looking to fellow consumers to inform their purchasing

decisions.

The rise of social media has opened up a new channel for brands to connect with
consumers more directly and more organically. If a brand is not using social
media influencer marketing as a strategy to better attract its target audience, now
may be the time for the company to start evaluating their advertising strategy.
Social media brand influencers are on the rise, becoming one of the biggest
marketing and public relations trends. Influencers focus on working with
companies whose products non-celebrity individuals use in their everyday lives.
By working alongside social media influencers, public relations agencies can
capture the attention of brand consumers and promote relevant and relatable
content to clients. While influencer marketing based on fraditional media has

been used in public relations for many years, the rise of social media has created

the boom of social media influencer mar[x::tn'E Social j}ledm influencer
L
marketing has” suceessfully changed the way thal brands mtc!aét wnh
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A STUDY ON EFFECTIVENESS OF SOCIAL MEDIA INFLUENCER MARK ETING IN
THRISSUR

5.3 Conclusion

The purpose of this study is to analyze the effectivencss of social media influencer
marketing among the youth. The study was undertaken with a specific aim of |I

studying and analyzing the impact of social media influencers on the purchasing

behavior among the youth in Kerala with special reference to Thrissur Municipal
Corporation.

According to the research, social media influencers have a great role in influencing
the behaviour of consumers in the virtual environment, particularly on the consumer
who is about to make purchase. Before the rise of social media influencers,
advertising to consumers was one-sided. Before the days of social media, a
consumet could only see a product through print advertisements, billboards, radio
ads, and television commercials. Today, a consumer now can interact with a product

through social media. Watching a trusted source, such as a favoured influencer, use

a product allows consumers to fee! as if they are making a more informed decision

when making a purchase. Through research, it is evident that social media influencer

marketing has, in fact, changed the way companies interact with consumers in a
positive way. The success of social media influencer marketing is expected to be

due to its two-way communication between the influencers and consumers.

-«

Pret. Murukan Babu C. R.
Frincipal

Nirmala Coliege of Arts & Science
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A STUDY ON CUSTOMERs SATISFACTION TOWARDS INDIAN RAILWAY ONLINI
TICKET BOOKING SYSTEM IN KODUNGALLUR

1.1 INTRODUCTION

In today’s competitive environment of the 21* century, it has become to necessity for
the Indian railways to bring changes in offering different touristn services with the use
of advanced technologies. No doubt Indian railway is becoming technologically
advanced and the fact that people can book their ticket online. The people who know
how to access on computer, can easily get reservation done on the internet itself,

Indian railway online booking system of reservation in Indian sitting at home before

the computer.

Today’s consumers are more focused on time saving and are more likely to
access a greater proliferation of production information, the internet appears to house |
several advantages over other median as an information gathering tool. Apart from
information search internet users can also make booking on purchasing product and
services through this channel. As more intemnets were chosen to use the web for
buying goals and services. The potential for business to conduct electronic commerce
likewise in ensures, nowadays, many business corporations use the internet not only
as a valuable marketing tool in providing low-cost medium for advertising and

promotion, but also as a channel of communication to generate additional rules.

The rapid growth in the travel industry requires sophisticated information
technologies for managing the increasing volume and quality of tourism terrific. The
studies have indicated that modem travellers demand more high-quality travel,
services, products, information, and value of theif money. The emergence of new
tourism services and products coupled with rapid increase in tourism demand, how
| driven wide scale adoption of its in general and in particular. The intermet 1s the

electronic intermediary.

Online booking system means from the moment a customer decides they
want to book to choosing a date, picking a time and paying for the booking,
Ieverythmg }yhg.;ﬁhd'_ pnline, greatly reducing the workload us your staff and
removing, {Hc Gpportunity. for double booking .Online booking software takes all of
the stress, sjlram, mistakes and time out of arranging booking of our business .One set

up you can‘gontrol every aspect of your procedure and allow customers too quickly

and easily bagk onlines Y; LL
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A STUDY ON CUSTOMER'S SATISFACTION TOWARDS INDIAN RATLAWAY ONLINI:
TICKET BOOKING SYSTEM IN KODUNGALLUR

5.2 SUGGESTIONS

» Efforts should be made to minimize the number of steps in booking process.

 The problem in automatic cancellation of lickels in wait list should be

resolved.
» Efforts should be made to minimize the service charge.

* Proper training on how to use the online reservation system should be given to

customers.

5.3 CONCLUSION

in today’s 21" century, it has become necessity for Indian railways to brings
changes in offering tourism services with the use of advanced technologies no doubt

Indian railways has becoming technologically advanced and the fact that people can

book their tickets online. The people who know how to access internet itself. Indian

railways online booking has certainly changed the system of reservation in India.

Online ordinary railway ticket booking system allows remote bookings and
Instantaneous payments. It avoids unnecessary wasting of time by standing at the
ticket issuing windows. If we able to get ordinary railway ticket online for all the
stations than we can preserve efficient timing of the traveller. In addition, reducing
requirement of printing of paper tickets which in tum save paper. In this paper, we
have highlighted a few challenggs and issues related to online ordinary railway ticket

booking
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A Study on the Problems faced by Women Entrepreneurs in Thrissur district

I.1 INTRODUCTION OF THE STUDY

Women Entrepreneurship is business or organization started by a woman or group of
women, There as been a change in role of women due to growth in education,

urbanization, industrialization and awareness of democratic values, daughters and
wives of wealthy businessman.

Kerala is a state with100% declared literacy, a state have creditable achievements in
human developments index. Kerala has been different from the rest of the country in
terms of the indicators of women’s development. According to the 2011 census

Kerala’s female literacy is 92% while corresponding figure at the national level is
only 65%.

Women participation in business has considered as a major indicator of gender
development. It only gives them an independent income but also provided self-
reliance and social status. Promotion of self-employment of educated women has
additional advantage of creating more jobs for aspizing educated women. self-
employed women enterprises are creating employment particularly for women in rurai
area and uplift economic and social status of women. So, Governmental and non-
governmental agencies strive to provide maximum incentives for motivating

entrepreneurial spirit among women.

The Government of India has defined women entrepreneurs as “an enterprise owned
and controlled by women having a minimum financial interest of 51 per cent of the
capital and giving at least 51 per cent of the employment generated in the enterprise to
women. Women Entrepreneur is a person who accepts challenging role to meet her

personal needs and become economically independent.”

According to Pandit Jawaharlal Nehru, “when women moves forward the family

moves, the village moves, and the nation moves.”

Today women entrepreneurs represent a group of women who have broken away from
the beaten track and are L?ﬁﬂ@\l’lﬂh new avenues of economic ‘p\mm:upatmn Among the
reasons for wonien'to run argan};od enterprise are their skill Ziél'd-liﬁﬂ.&lﬂd.é.ﬂ iheid] i
talents, abilities and reativity in business and a compelling desire of wanting to do

something positive. It is high time that countries should rise to the challenge and
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A Study on the Problems faced by Women Entrepreneurs in Thrissur district

CONCLUSION

Women entrepreneurship is certainly a study road to be travelled by women where
they have to prove themselves. If our country wants to be seen on global map as
economy of rapid growth, blooming buds of women entrepreneurs needs 1o be
fostered first, India is a depended on male members. The absolute dependance seems
to be diluted among the high- and middle-class women as they are becoming more
aware of personal needs demanding greater equality. Women entrepreneurs faced
problem in aspects of financial, marketing, health, family, and other problems. But the
study shows that the present conditions of women entrepreneurs are changed because
they get support from the family and government for improving their

entrepreneurship.

To number of women entrepreneurs who faced the problem is low. But some of the

= F e = F W]

entrepreneurs have the problems like finance shortage, marketing problems, self -
confidence, lack of information etc. Entreprencurship among women is a recent
phenomenon. In a developing country like India, a favorable socio- economic
environment could help in exploiting the latent entrepreneurial talents among women.
Women entrepreneurs are the women or a gronp of women who initiate, organize and
operate a business enterprise. The emergence of women entrepreneurs and their
contribution to the national company is quite visible. Entrepreneurship development
among rural women helps to enhance their personal capabilities and increase decision

making status in the family and society as a whole. They were engaged in starting

TN S e ] g el w0

individual or collective income generation programmer with the help of self-help
group. Women are not only able to handle the critical decision involve in family such

ey —

as education, health, financial matters etc., they have sufficient business acumen to

adopt with lead any changing business landscape. Women entrepreneurs make

e

significant contribution to economic growth and to poverty reduction around the

world.
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STUDY ON COMPARATIVE ANALYSIS OF TRADITIONAL MARKETING AND ONLINE
MARKETING WITH SPECTAL REFERENCE TO CHALAKUDY MUNCIFALITY

1.1 INTRODUCTION

A market 1s place where two parties can gather to facilitate exchange of goods and services.
The parties involved in the exchange process are buyers and sellers. Parlies can gather
physically at a physical place or at the platform which may be online i.e. sites, apps etc.
Marketing is the way to increase the speed of buying and selling at the market place. The
main purpose behind the marketing is lo make goods and services available to customers as
per their needs and wants. Marketing has been happening conventionally since long period
of time but with the changing times, improvements in information technblogies and
spreading of broad band internet, marketing is shifling from conventional 1o non-
conventional methods of marketing. Organization’s which are adopting new technologies of

marketing can easily communicate with their customers while providing goods and services

o them.

Online marketing is the art and science of selling products and
services over the intemet. The art involves finding marketing strategies that appeal to target
market and translate into sales, while the science is the research and analysis necessary to
measurc the success of those strategies. Alternate name are, digital marketing, internet

marketing. Online marketing uses a variety of digilal, online, and electronic means to pusha

message to current and potential customers. The message might be crafted as an image, 2

piece of text, or a video, and distributed in any number of places. It could be as simple as a

social media feed or it could be as complex as a wide-ranging and comprehensive strategy

that encompasses multiple modes including social media, email newsletters, websites, and

other channels.

Traditional marketing is the conventional mode of marketing that have
|l been used since the beginning of marketing and advertisements. Traditional marketing refers
marketing which is not online this means print, broadcast, dir}e-aﬂ;!ml p__hﬂl;B nd outdom
advertising like billboards. Fhis method of marketing helps 1o reach target au !‘Ih The

present study deals with comparative study between Traditional and Digital Marketing. This

study will also focus on the factors which impact the buying bﬁfﬂﬂﬂﬂh{?ﬁmngg et N o dk
rincinal
College of Arts & 5

|| traditional and digital marketmg. ~ Nirmala
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STUDY ON COMPARATIVE ANALYSIS OF TRADITIONAL MARKETING AND ONLINI:
MARKETING WITH SPECIAL REFERENCE TO CHALAKUDY MUNCIPALITY

5.3 Conclusion

This study is conducted to comparatively analysis the traditional marketing and online

marketing for this purpose. I have collected data from various resources especially |

throngh questionnaire. The study reveals that most of consumers are preferred

traditional marketing.

The consumers have the opinion that traditional marketing is safest to use, more
reliable and majority of people preferred traditional marketing. Even though some of
them satisfied with online marketing' because of reasonable price, and more

informative.
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A study of customer attitude towards merging of SBT into SBI with special reference to Koratty

[.1 INTRODUCTION

A Bank is an institution offering certain financial services, such as the
safekeeping of money, conversion of domestic into and from foreign currencies,
lending of money at interest and acceptance of bill of exchange. Merging of banks
means a situation in which two banks pool their assets and liabilities to become one
bank. Because this can have significant impact on the financial industry, the Federat

Reserve subject’s mergers involving bank holding companies to more intensive

regulation. On 15th Feb 2017, the union cabinet approved a proposal to merge SBT
and four other associated banks with SBI. It was merged with its parent bank on
March 31st 2017.The banks merge together because mergers seek to improve income
from services but the increase is affected by higher staff costs, return on equity
improves because of a decrease i capital. Acquisition aim to restructure the loan
portfolio of the acquired bank; improved lending policies results in higher profits.

Mergers 1s nothing but amalgamation of two groups into single entity.

Merger is a process of combining into business entries under the common
ownership. Usuvally, merger occurs when an independent bank loss its charter and

.

become a part of an existing bank with.

This study is conducied for knowing the customers attitude towards merging

ol SBT into SBIL.
1.2 STATEMENT OF THE PROBLEM

The problem is stated as “A Study on customer attitude towards merging of
SBT into SBI”. There should be a need to analyses the customer’s attitude after

merging. This study was undertaken to understand the merging of banks in the daily
life.

1.3 SIGNIFICANCE OF THE STUDY

The_merger of SBI with its five associate bapks in April 1, 2017 was
consid'.:r:f:d"n%g{ﬁ’_ﬁ;ﬂgm‘im economic reforms that would entirely change the phase
a0 N

of India’s banking’ Seetor. By doing so, SBI will Become one of the top 50 banks

globally interms of as'é.é:t:" size. But on the other hang-the impact -_:{f E‘m§ _igl‘ge step on
| .-"[. s o iy --_ra L~ = - hﬁ
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A study on customer atlitude towards merging of SBT into SBI with specialreforence 1o Koratly

5.3 CONCLUSION

The study provides necessary input to the bank management
to increase customers satisfaction through improving merging process and
services quahty. The SBI bank must update and differentiate their services
and facilities provided by the customers, to ensure continues satisfaction
and retention of customer and optimizing their limited resources. The
observation in survey depicts that after merging of SBT into SBI it
influences the services to customers. There should be made aware of the
facilities like convenience fee, registration of mobile number, online
shopping, website etc. so the customers can make better use of merging

accounts.
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A study on customer satisfaction of KFC

1.1 INTRODUCTION

In today’s world, fast food is something that almost everyone, right from kid’s to the
I] oldies talks about the name KFC. The quality of the services provided by each KFC

branch is one of the main factors for KFC to increase their customer satisfaction: KFC
is known as one of the most popular fast food chains around the world. The duties of
the KFC customer service Team include taking orders, greeting customers and

completing customer purchase in cash. To maintain satisfactory customer services of
KFC .

KFC Provide some beneficial training and development for their workers (pulika &

kakade, 2018).The Workers of KFC only take 10-15 minutes to serve and take orders

from each customer who is Going to dine-in, take away or by drive-their system. KFC
is an American fast-food chain that Operates all over the world. The operation and
management of KFC may be affected by the Policy of the government to manage the
fast-food industry. This is because public health is extremely important to the

government,

Thus, food and health legislation are the main political factors that majority affect
KFC and with a vision of providing high quality products. KFC will always make
sure and maintain a good relationship with the government to avoid any trouble.
Additionally, health-conscious individuals and campaigns targeting many fast-food
chains and restaurants have gradually cmerged'to promote obesity and unhealthy
lifestyle. Furthermore .KFC is negating to produce sustainable profits due to most of

the food’s unhealthy diet which is fried chicken.

T

\
. . \ : AY .8

The economic factor, such as consumption behavior, also p];iys-‘étnfnmtmaﬁr~MIt“hz
influencing the customers satisfaction with the pricing of KFC products. The
economte factor, such as consumption behavior, also plays an Important role in

influencing the customers satisfaction with the pr icing of KFC ])rodufts

f",ﬁL'- EGE
The study analyses the Issue of how th thru'%umcls n{' Ki“(, are satisfied with their

service and food. The research aims f{'"f

| 4‘,‘.

consumer satisfaction. In this research I\ m_g sethgn, jhe L,tmqumcr'i health perceptions,

1ggest ’rn::ﬂdb:itk to implement for better

products services of KFC and their compe"" 51)
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A study oo customer satisfaction of KFC

5.4 CONCLUSION

Customer satisfaction is addressed as a strategic business development tool. Customer
satisfaction does have a positive effect on an organization’s profitability, satisfied
customers form the foundation of any successful business as customer satisfaction
leads to repeat purchase, brand loyalty, and positive word of mouth. Satisfied
customers are most likely to share their experiences with other people to the order of
perhaps five or six people. Equally well, dissatisfied customers are thorce likely to tell
another ten people of their unfortunate experience. The objective is to study the
customer satisfaction regarding KFC. For this purpose research work has been carried
out The data was collected through questionnaire, discussion and document studies.
The data coliected were analyzed based on the determined objectives. The analysis
helps the researcher to come out with findings and suggestions. If suggestions are
implemented in future by KFC it would certainly satisfy the customers to the large
extent and it will also help KFC to float in the fast food industry The researcher would
conclude that there is a strong customer satisfaction towards the food provided by

KFC Some recommendations are provided in order to image them age the leaders in

the market.

gh;ml@ (:Qjﬂlcge of Arts and Science Meloor

rala, SERIALNUMBER:
9SBADF77D468D200FEA69C5210536630A1D65(2394BGE1D91504499830703BS73 CN=SHAJU NALKARA
OUSEP!

Dighaly sgn dby



55555555
OOOOOO

DECLERATION

I, ANSILIN JOY , S6 Becom Finance student of Nirmala college of arts
and Science, Meloor hereby declare that this project report entitled “A
STUDY ON CONSUMER PREFERENCE TOWARDS CADBURY
DAIRY MILK? is a bonafide record of work done by me during 2022-
2023 in partial fulfillment for the award of degree of BACHELOR OF
COMMERCE under the supervision of Ms.Gigi M R Department of]
commerce, Nirmala College of Arts and Science, Meloor, affiliated to

Calicut university.

I further declare that this report has not previously formed the basis for]

the award of any degree, diploma, fellowship or other similar title of

recognition.

PLACE: MELOOR
DATE: 1o~ ©3d 220873

= A%
Ms. GIGIM R~ ANSILIN JOY

(Faculty guide) (RegNo: EFAUBCMO021)

."9.‘ 'I Nirma:
.- i ! ! -
Frp M fes i il Ll
\ .f:f;

'\-.* 1_




NIRMALA COLLEGE OF ARTS & SCIENCE

MELOOR, CHALAKUDY
AFFILIATED TO UNIVERSITY OF CALICUT .U.O. No. 8089/2014/Admn. dated 17/8/2014

CERTIFICATE

This is to certify that this Project Report entitied. A sio02 ¥ o

W ONELMER R LR RENC R Taomi e ADBURY. I BN AR K v

done by. Anginas. To¥

during the semester...... Y. ... is in partial fulfilment of the requirement

of University of Calicut, Kerala.

Vol . . . .
w (Bl Q-v'—»—.—k\‘ﬁ..l‘_ .

Project Guide HOD Principal

Date ' ) ~Ca. . 2033 Frot, Muribas mae,,

e . Nirmala Coillar )
University Hall Ticket No». 5.0 S F 208 Bl oo & Stiznce
Submitted for the examination REIE @ . .-..o-wovorvvevnnees
o)\
aeg Y II =

| & ) 1\‘ eh";ﬁ
s A

Nk 307 External Examiner

Internal

\.

A

Digitally signed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=
95BADF77D468D200FEAGIC521D536630A1D65C394B6E1DI1504499B30703B573, CN=SHAJU NALKARA
OUSEPH



A STUDY ON CONSUMER PREFERENCE TOWARDS CADBURY DAIRY MILK

1.1 INTRODUCTION

"Satisfied customer is the best source of advertisement ™. All marketing starts with the

consumer. So, consumer is a very important person to a marketer. Consumer decides what
to purchase, for whom to purchase, why to purchase, from where to purchase, and how
much to purchase. In order to become a successful marketer, he must know the liking or
disliking of a consumer. He must also know the time and the quantity of goods and
services, a consumer may purchase, so that he may store the goods or provide the
services according to the likings of the consumer. Gone are the days when the concept of
market was et the buyer’s beware. Now the whole concept of consumer’s sovereignty
prevails. The manufacturers produce based on customers tasle and preferences. In this

sense, “consumer is the supreme in the market”.

When a brand has loyal customers, it gains positive word-of-mouth marketing, which is
both free and highly effective. Therefore, it is essential for businesses to effectively

manage consumer satisfaction,

“In researching satisfaction, firms generally ask customers whether their products or

services has met or exceeded expectations. Thus, expectations are a key factor behind
satisfaction. When consumers have high expectations and the reality falls short, they will
be disappointed and will likely rate their experience as less satisfying and vice versa. The
pure taste of Cadbury dairy milk is the taste most Indians crave for when they think of
chocolates, which is what gives a consumer an exciting reason to keep coming back into
the fun filled world of Cadbury.
Cadbury is the‘world’s largest confectionary company and have a strong regional presence
in beverages in the America and Australia..The story of Cadbury dairy milk started way
back in 1905 at Bourneville, UK., but the journey with chocolate lovers in India started in
1948. Cadbury dairy milk has been the market leader in the chocolate category for years,
and has participated and been a part of every Indian’s moments of happiness, joy
,celebration. Today, Ca&bury dairy milk alone holds 30% value share of the Indian
chocolate market. Since 1965, Cadbury has also pmneered the development of cocoa
cultivation in India. Today, C'a,dbmjy 15 pojsed in its leap towﬂ:da,ﬂuamumvgrmfﬁ} and
new strategies of business, rheiy gums mmt:, ,candy ,snacking g l'lmk, It's a p'm of

the Cadbury Schweppes gn?u{u wprld sno. 1 cpnh:u,tmnaw anmny

Digitally si ione d by SHAJU NALKARA OUSEPH

DN: C=IN, O:

Code=683576, S=Kerala, SERIALNUMBER=" == Esre=itd e SRS SR B L=

95BADF77D468D200FEA69C521D536630A1Dé5[)39486E1D915044998307038573 CN=SHAJU NALKARA



o e m————. - —— T et

2 i e T ——

- i

Digitally si

DN: C=IN, O=Pers

95BADF7:
H

5.3 CONCLUSION

Cadbury dairy milk chocolate should take necessary promotional activities to increase their

demand by introducing new flavor in small quantities of pack. As cost was not a matter
of fact, the producers can withstand the chocolate market. Again, variety of
advertisement through Tclevision will increase the marketability of dairy milk chocolate.
Consumer preference towards Cadbury dairy milk chocolate was affected by flavor,
quality, packaging, brand and source of awareness of consumer preference faciors. Its
concluded that consumer level of satisfaction are good, and will attract more consumers

and mcreases the market level share if these changes are made.
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A study on consumer attitnde towards green consumerism at Edavilungu Panchayat.

1.1

INTRODUCTION

Green (or environmentally conscious) consumers are making consumption
choices among an ever-growing selection of green products. Producers, seeing a
new market, are meeting the demand for green products by devoling resources to
the development of greener technologies and green product lines. This green
evolution is happening all in the spirit of capitalism. However, a truly green |
consumer would necessarily consume less, which is a direct contradiction to the
role of consumers established by the previously mentioned capitalist spirit. We
will, ultimately, propose to reconsider the green consumer as a social provisional

and reframe the economic system to be an inclusive and sustainable institution.

Green consumerism is the situation in which consumers want to buy things |

that have been produced in a way that protects the natural environment; it refers to
recycling, purchasing and using eco-friendly products that minimize damage to the
environment. Green consumerism creates a balance between the expectation of
consumer behaviour and businesses profit motives within the orbit of

environmental protection.

Consumer's preference to buy goods from polluting firms is well known, and |
often revealed through increased willingness to pay for goods viewed as "green”,
that is those produced with the help of environmentally friendly technologies or
with ube less polluting cultural and’economic factors of society are assumed to set i
the framework for green consumerism. Each country has its own traditions. This
sets limits to designing and planning of a social marketing. Campaign especially

when a same concept is replicated in different countries.

If we think about green consumption and purchase silugﬁups,-mdhﬁb}f F\Ia"ﬁ“ﬁ?ﬁ
are put in trade situations make choices between the envir onment and their own
needs wants and desire. The battle individual needs .-a't‘n:dI \l'he'ém:r]runnmnt leads tor
moral and puntamcal a.,{an;:l‘;]mm thas consumptlon {8/ '@ 14d thing. We should do
without” In envuamrfcgtal debate, suah a-{:mdpumts up in ﬁ:le E8intext of: modem
consumer culture, wjnch on one-hand deregulates desire and. on the other hand.

operates as an engm:. f@r gf:nerutmg :m £ndless number of new desires.
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A study on consumer attjtudc towards green consumerism based on Edavilungu Panchayat

5.3 CONCLUSION

Consumers have to get awareness about many dimensions like health,
environment, where to buy, brands avail in the market and certifications available
for those green products, etc. and they should have emphasis on locality, They are

getting awareness regarding the available brands in the market, through their

influence over the family, education status of the buyer, consumption pattern of |

society is all influencing towards having awareness regarding green products and
brands avail in the market. Green products awareness is more important than
showcasing the products in the name of Green Marketing; because green marketing
creates opportunity to the organizations to promote their products and make sales;
but it is very essential that consumers should not get confuse between availability
of green products and marketing done by the firm.

Most of the people are well aware about green consumerism
and its importance. The personal factor such as income has significant influence iu |
the attitude towards green products and the personal factors such as age, education
ill not basic significant influence in the attitude towards green products. It is seen
happy to know that most of the people are ready to switch to green products often |
the price of green products and non-green products are same. Lack of availability
of green product is a barrier for the sales. People recommend green products to '
their friends and families. They also take part in recycling the products. There is |
no .apprehension regarding the quality of green products.' Advertisements are also |
helps to boost the sales of green products. By vsing green products, it helps to
reduce the pollution and wastage. Green consumers are satisfied by using the green

products.
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A study on the effectiveness of advertisement on consumer brand preference of durable goods

1.1 INTRODUCTION

Advertising denotes a specific attempt to popularize a specific product or service at a
certain cost. ]t is a method of publicity. It is a common form of non-personal
communication about an organization and or its product idea service. which i

transmitted to a target audience through a mass medium. Advertising shows us ready
forms of behavior in a certain situation. It determines what is good and what is bad.
Consumers will buy what people say or "advise”. 1 chose this topic because it is very

relevant today and it is interesting by its complexity and psychological essence.

The aim of marketing is to reveal the needs of consumers and satisfy them. The first
thing which needs to be done for realizing this goal is to analyze the behavior of the
consumer So the issue is to  find an answer to this question “why and from where
goods or services are purchased and how they are used and explored”. Neither
determination of the requests and needs of customers nor identification of variables |
which motivate them is possible without understanding the consumers and their

behavior.

In today’s world, there are a myriad of media outlets-print, radio, and television are
competing for consumers’ attention. There are number of creative and attractive
advertisements we can see and hear in television, Radio, newspapers and in magazines.

Within these media, television advertisements are more attractive and interestingly
watched by mass audience. It has often been said that television is the ideal advertising
medium where the consumer spends the most "attentive"'[ime. However, the main thi-ng
here is, the marketer wants to identify the influence of advertising in consumers brand
preference. Nowadays consumer durables (Television, Refrigerator, washing machine,
Mixer grinder and Induction Cooker) have become essential part in lifestyle of the
people in the society. There are number of brands are avallqh}e in the m:trkr:i Inithose
brands, some brands are very famous not only in India but also globally. For these
brands, different advertisements are available in different media. Measuring the
influence of Advertisement in Consumer Brand Preferencge isivery essential for everyt|

marketer. If/a’dﬁ.ffrl’lsm‘ﬁent does not create any positive Lhnngc 1|1 mnaum‘,ra In.m_d

F o Nirmdla O A
prcferem.u, allthe 1L,.H1}Ll!'LE'1 L,uch as money, time and efforts qnf;nt,en advcnisf;ment

will go in :rélih Mmt of 1hc_ n;ﬁrkucrs use Advertisement as a tool to attract substantlally

i\ d_. Hiy i
new CUS[DhTE’I"'i anditan T'L!ﬂ.l I'.’h:E CXlStll’lU cusiomers.
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A study on the effectiveness of advertisement on vonswier brand preference of douratie pood

5.3 CONCLUSION

Today market 15 very competitive. There is cutthroat competition in the
Consunter Durables industry. Companies are striving very hard for their market
share. Therefore, it becomes very hard for the companies to retain their
customers. It is also evident that companies spend a huge amount on
Advertisements. Therefore, Advertisements are the backbone for this Industry,
they act as a glue to retain their consumers and target the prospectus. Also, the
consumer's preferences and the attitudes change with the passage of the time and
age Mediums of Advertisements also play an important role in promoting the

products among the masses.

Advertisements play a pivotal role in changing the consumers
preference Television is an important and effective medium wused for
communication with the consumers, and Internet has emerged one of the
strongest medium that youngsters use to gather the information. Sometimes the
consumers will change their brand preference because of the celebrity endorsing
it. Price and quality are the factors that encourages brand loyalty among
consumers. This research can be concluded by saying that there is a direct
relation between advertisements and the consumer preference on durable goods

which has been proved by the tests also.

- - -
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“A study on effectiveness of social media mfluencer marketing in thrissur”

1.1 INTRODUCTION

Influencer marketing can be defined as a form of marketing in which focus is

placed on specific key individuals rather than the target market as a whole.
Traditionally, when people think of influencer marketing, they think of a
celebrity appearance in a TV commercial or a famous person posed on a
billboard along a highway. Companies hope that by showcasing people of
interest to their target markets, consumers will be more inclined to try the
product or service that the company offers,

As media and technology have become more advanced, companies can choose
from arrange of options in outlets to market their products. These options have

also led to the evolution of social media influencer marketing. Now you can find

people representing companies through branded content on personal social
media accounts, such as Instagram, Snapchat, Twitter, and YouTube. More than
ever, consumers are looking to fellow consumers to inform their purchasing
decisions.

The rise of social media has opened up a new channel for brands to connect with
consumers more directly and more organically. If a brand is not using social
media influencer marketing as a strategy to better attract its target audience, now

may be the time for the company to start evaluating their advertising strategy.

Social media brand influencers are on the rise, becoming one of the bigpgest

marketing and public relafu#p:.

nds. JInfluencers focus on working with

.

companies whose products non-¢ ity individvals use in their everyday lives.

By working alongside social r_[:lec a fhfluencers, public relations agencies can

capture the attention of brand ¢ gns

content to clients. While influgncer marketing based on traditional media has

1ers and promote relevant and relatable

been used in public relations for many years, the rise of social media has created
the boom of social media influencer marketing. Social media influencer |
marketing bas successfully changed the way that brands mteract with consumers.
Influencer marketing on social media opens up a ncw ‘channel for brands to
connect with consumers more directly, organically, and at Stf:'-liﬂ {o {‘hmt cvewda}-'

lives. Social media influencers promote brands thrmv:rhf‘l'tfrnn{qmgmm iwm

il e

making them relatable to the average consumer. Influencers truly Q{’:‘i‘i‘@ﬁﬂﬁe.m. ly
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“A study on effectiveness of social medsa influencer marketing in thrissur™

3.3 SUGGESTIONS

1. Companics collaborating with social media influencers would be
a great way to increase the media coverage for a product.

2. Choosing the right influencer is significant in order to create an
attachment or relation with a particular group of people to
influence their purchase behavior.

3. Collaborating with big time celcbritics to promote products
would be far more expensive than regular, nano or micro
influencers with whom the regular non celebrity people could
relate with.

5.4 CONCLUSION

The purposc of this study is to analyze the effectiveness of social media
influencer marketing among the youth. The study was undertaken with a
1 specific aim of studying and analyzing the impact of social media influencers
on the purchasing behavior among the youth in Kerala with special reference
to Thrissur Municipal Corporation.
According to the rescarch, social media influencers bave a great role in
influencing the behaviour of consumers in the virtual environment,
.particularly on the consumer who is about to make purchase. Before the rise
of social media influcncers, advertising to consumers \;ras one-sided. Before
the days of social media, a consumer could only see a product through print
advertisements, billboards, radio ads, and television commercials. Today, a
consumer now can interact with a product through social media. Watching a
trusted source, such as a favoured influencer, use a product allows consumers
to feel as if they are making a more informed decision when making a |
purchase. Through research, it is evident that social media influencer
marketing has;4n fact, changed the way companies iﬁtﬁr‘act with consumets in
a positive Way Tﬁg suecess of social media mﬂuencer ’ﬁFaH-_ﬂung lS*txp@ted
to be’ due “to 1ts wm “way communication betweerf LthmJnﬂuoancers "z'md?'
consumers Y723 | ‘] Nirmap, Col
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“A STUDY ON WORKING CAPITAL MANAGEMENT OF HERO MOTOCORP LTD”

1.1 INTRODUCTION

Working capital management is a company’s managerizal accounting strategy designed
to monilor and utilize the two components of working capital, current assets and
current liabilities to ensure the most financially efficient operation of the economy.
The primary purpose of working capital management is to make sure the company
always maintains sufficient cash flow to meet its short-term operating costs and short-

term debt obligations.

Working capital management is concerned with the problems that arise in attempting
to manage the current assets, the current liabilities and the interrelationship that exists
between them .The term current assets refer to those assels which in the ordinary
course of business can be, or will be, converted in to cash within one year without |
undergoing a diminution in value and without disrupting the operation of the firm.

The goa! of working capital management is to ensure that a firm is able to continue its
operations and that it has sufficient ability to satisfy both maturing short-term debt |
and upcoming operational expenses. The management of working capital involves
managing inventories, accounts receivable and payable and cash. The excess of

‘current assets’ of a business organizations over its ‘current liabilities ‘is termed as the

‘working capital® of that organization. I
In the business the working capital is comparable to the blood of the human body.

Proper management of working capital is an important area of financial management.
Therefore, the study of working capital is of major itaportance to the internal and

external analysis because of its close relationship with the current day to day

operations of a business. The inadequacy or mismanagement of working capital is the
leading cause of business failures. |
To meet the current requirements of a business enterprise such as the purchase of

services, raw materials etc. Workig capital is essential. It is also pointed out that

working capila‘rﬁs@;}fﬁm% It one segment of the capital structure of a business. The
) ey

, is comparable to the bln@t‘h in the human body like
finance’s hf:é and: :Slrcngﬂfs icial management is caI]ud upoi'l 10 1ﬁhlmmlﬂqu,r
flow of fund is maintained at a deslrable sspeed nol

7 enterprise can have a balance htlh’nenr"ﬂquldlt}’ dnd e

L b =1

profitability. Ther efore the management of working capital is essential in each :—md

every actwﬂ}
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“A STUDY ON WORKING CAPITAL MANAGEMENT OF HERO MOTOQCORP LTD”

5.3 SUGGESTIONS

The cash position of the company is satisfactory. Investment in form of inventory
should be reduced and appropriate methods should be adopted to make it better.
The performance and overall efficiency of the company is satisfactory. Company has

to adopt a good working capital management policy to improve the performance and

to avoid fluctuating trends.

3.4 CONCLUSION

The study Conducted on Working capital management of “Hero MotoCorp Ltd”. Gives
a view of assessing the performance of working capital management of the company
by analysing the financial data with the help of ratio analysis.

During the period of study, there were a few up and downs in the working capital and

ratio analysis it will affect the operations of the company but it is observed that the

overall financial position is good. The resource utilization of Hero MotoCorp Ltd is
not satisfactory. The company has to fake necessary steps to utilize current asset for
improve profitability. It is anticipated that the profitability will improve in the coming

years.
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A study on consumers preference towards traditional marketing and c-marketing

1.1 Introduction

Marketing goods is a basic phenomenon of every society. The objective
of marketing is to make product available to consumers as per the current
demand. Marketing is no more a simple exercise. It has gone changes to
reach consumers. Marketing has been done physically since long. The
current recognizes the differences in consumer opinions by availing
distinguished services of traditional marketing as well as E- marketing.
Marketing is one of the oldest professions in the world. Marketing is that
part of economics which deals with the creation of time, place and
profession utilities.Marketing is both consumer oriented and competitors
oriented. Il starts with consumerand ends at consumer by satisfying their
needs. Marketing is the most important function of management. The
long-terin  objective of marketing is profiting maximization through
customer satisfaction., Marketing is an integrated process whichis based
| oo strategies and models. Marketing must deliver goods and services in
exchange of money. Traditional marketing is a common marketing
method it emphasizes mainly on the principle, which refers to the
four factors that marketermust consider before a Launching a product or
offering a service. It comprises of product, price, promotion and place.
Traditional marketing required a substantial time and budget 10 get the
desired resuit. In traditional marketing method will usually use its
product or service unique point to differentiate itself from its
I competitors. In traditional marketing the promotion activities of a
product and services are done through TV channels, telephone, broadcast

etc. E-marketing Means the marketing of service or Products using

smet. E-marketing alse

‘ ‘}includ es display

____J-"'"'
| digital technologies, & 81

) o7y ’:I':'If
as well as inﬂuc:_tcin_@hc Ejfyg;:ﬁ public to buy a product or services. E-

marketing presents a muéh.Aarger opportunity and reverse ‘image of

marketing. They are doing their promotion activities through the

iraditional marketng. E-marketingplays an imporiant role n J.Eu:hﬂi!«lﬁ’-“
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A study on consumers preference towards traditional marketing and c-marketing

— ==

3.3 CONCLUSION

From this research, [ conclude that most of the people they prefer E- marketing
than traditional market. The reasons are lack of technology knowledge, fear ness
about the product whether it is quality or not, fraud, eic., and one more thing is
customers are always expecting service along with the product. Comparing both
types of marketing, Internet Marketing is more economical andiaster way to
reach out to buyer directly, and is the ideal ways for business to advertise locally or
internationaily. As the result in case of comparison; both types of marketing can help
traders and marketers to do business. Each has advantages and disadvantages. In
traditional marketing consumers can see and 1ouch the real goodsor service but the
domain of effect is low, on the other hand using of E-marketing will exceed the
boundaries and introduce goods and services to the demographic of internet users.
Also using the internet would be more chipper, faster and convenient for marketing.
Approximately the advantages of E-marketing are quite greater than advantages of
traditional marketing. When digital marketing is done right, your organization will
develop a systematicmarketing. It would seem that with our lives turning digital it’s
a natural transition for our marketing to be digital too. Traditional marketing still has
a role to play in advertising, but it will eventually be replaced by a digital world.
However, if you don’t want to abandon your traditional marketing methods just yet,
use it for when you want to reach people locally, but start investing more time in

your digital marketing.
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A Study on Assessment of Product and Service Quality of Fastrack Watches

1.1 INTRODUCTION

Clocks and watches are devices used to measure or indicate the passage
of time. A clock, which is larger than a watch, is usually intended to be kept in one place:
a watch is carried or worn. Both types of timepieces require sources.of power and a

means of transmitting and controlling it, as well as indicators to register the lapse of time

Lnits.

Wristwatches were once a need, but now it has become a demand. Different

brands with different technology, design and innovations have entered into the market, In

the modern age, the purpose of wearing a watch is no longer just about being able to tell
| thetime. These days, as well as basic two-hand watches, watches have evolved to feature
various sophisticated technologies, which make life more convenient. As well as
improvements in technology, waiches are often considered a vital fashion accessory and
are available, just like clothes, in all colours and styles to suit your taste, mood and
environment. Watches have become so commeon place in modern days lifestyles: it isnot
uncommon for the people to owu several watches, just as they do with clothing outfits.
Brands such as D&G, DKNY, and Calvin Klein produce some ofthe most fashionable
watches in the world. Buying watches can be an exciting experience. However, it is difficult
to choose only one watch from the huge range of watches available on the market. You
may have preferencetoa pamcular brand, or maybe you need a specific feature fora i
sport. We hope this site provides sufficient information on our watches to help you make

an informed decision.

A watch is a small timepiece intended to be carried or worn by a person. It is
designed to keep working despite the motions caused by the person’s activities. A wristwatch
is designed tOL\b_ﬁs

worn on'a w{'is_l,gral_

on a wrist, attached by a watchstrap or other type of bracelet to be

% by a watchstrap or other type of bracelet. A pocket watch is

designed ford perspmt 'in a pocket. -
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A Study on Assessment of Product and Service Quality of Fastrack Watches

! 5.3 CONCLUSION
|

On the growing influence of globalization on the Indian watch industry, a numberof |
global manufacturers are coming into the Indian watch industry. In such a environment
Fastrack should be more quality conscious since the producis offered are almost similar
by all the watch manufacturers in the industry. Fastrack needs to take serious efforts to
| make itself competitive and stable in the dynamic market situation by focusing on the
| service quality aspects. Gaining and maintaining consumer preference is a battle that is
never really won. Continued and consistent branding initiatives that reinforce the consumer*s
purchase decision will, over time, land the product in consumer preference sets. Attaining

and sustaining preference is an important step on the road to gaining brand loyalty.
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A STUDY ON CUSTOMER SATISFACTION OF ONLINE SHOPPING

1.1 INTRODUCTION

Online shopping or e-shopping is a form of electronic commerce which allows consumers
to directly buy goods or services from a seller over the internet using a web browser. The
consumers can make a direct conneclion to the retailer through the process of online
shopping and by visiting the company’s website and the other alternative apps.
Consumers buy a variety of items from online stores. In fact, people can purchase just
about anything from companies that provide their products online. Books, clothing,
household appliances, toys, hardware, software, and health insurance are just some of the
hundreds of products consumers can buy from an online store. Many people choose to
conduct shopping online because of the convenience. Online shopping allows you to
browse through cndless possibilities, and even offers merchandise that's unavailable in
stores. Shopping via the internet eliminates the need to shift through a store's products

with potential buys like pants, shirts, belts and shoes al! slung over one arm. Online

: shopping also eliminates the catchy, yet irritating music, as well as the hundreds, if not

thousands, of other like-minded individuals who seem to have decided to shop on the

same day.

The central concept of the application is to allow the customer to shop virtnally using the
Internet and allow customers to buy the items and articles of their desire from the store.
The information pertaining to the products are stores on the server side (store). The
Server process the customers and the items are shipped to the address submitied by them.
The application was designed into two modules first is for the customers who wish to buy
the articles. Second is for the storekeepers who maintains and updates the information
pertaining 1o the arlicles and those of the customers. The eod user of this product is
departmental store where the application is hosted on the web and the administrator

maintains the database. The application which is deployed at the customer database, the

details of the i1tems are hiy‘& ard from the database for the customer view based on

latabase of all the products arc updated at the end

application can b‘e_}iﬂnc lhmu;,.h\"idrmu_q sgeens

ce the authorized personnel feed the relevant data

| the selection through the memﬂn
of each transaction. Data emry :mmp};
designed for various levels*‘ofatfse

into the system, seveial n.pm;u ¢ be generated as per the security _
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A STUDY ON CUSTOMER SATISFACTION OF ONLINE SHOPPING.

CONCLUSION

Online shopping becomes a daily part of our lives as it is more convenient,
customers are looking for timely services, good quality of product, customer
services and also security and privacy in payment method. The current
technological development with respects to the internet has given rise to a new
marketing system. The study brought to the fact that most of the students whe-
have a positive perception towards online shopping. Ensure adequate safety
measures in delivery of products are a challenging task in front of online seller to
increase their sales. Online sellers have to resolve these problems and also
introduce wide range of products with additional discounts. This wil] create more
demand from customers. On the basis of the present study concludes that 77% of
respondents are satisfied with the online shopping experience provided by the
companies.

In this competition era all the online marketers should
have to focus on the customer’s satisfaction to retain the existing customers and
have to offer new attractive schemes day by day to attract new customers. Online
shopping is a vast growing technology. If it is properly utilized with assured
safety and securily for the transactions, it will thrive into a highly competitive

and dynamic environment
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A study on customer satisfaction towards lays chips in kodakara grama panchayath,ward &

I 1.1 INTRODUCTION

I Customer satisfaction is a term frequently used in marketing. It is 2 measure of how
products and services supplied by a company meet or surpass customer expectations.
| It is defined as the number of customers, or percentage of total customers ,whose
reported experience with a firm ,its products, or its services exceeds specified

satisfaction goals”. In a competitive markeiplace where businesses compete for

customers, customer satisfaction is seen as a key differentiator and increasingly has

become a key element of business strategy.

The purpose of this study is to understand the factors influencing
customer satisfaction in consuming lays. More specifically, the focus is on examining
the grouped unpact of the factors on customer satisfaction . first , this research draws

on existing research on the factors influencing customer satisfaction.
I 1.2 RESEARCH PROBLEM

The statement is to find customer satisfaction towards lays chips in kodakara
grama panchayat, ward 6 and to find the satisfaction level of customers towards
lays chips. And also this study helps to find out what percentage of popuiation
I like to eat lays.

1.3 SIGNIFICANCE OF THE STUDY

It is an attempt to know the customer satisfaction towards the lays with special

I reference to kodakara grama panchayath, ward 6 and to know the quality and
quantity of the product, price quality and its fluctuations and also to find out
prospective customers.

1.4 SCOPE OF THE STUDY
This study helps to find customer satisfaction and value and it is helpful to find

which flavour of lays is most preferred. This survey helps the company to find its
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5.2 SUGGESTIONS

1) Make good flavour lays chips consumers likes most.
2) Give more quantity chips in every packs.

I 3) Make good guality chips.

4) Make more size of pack.

5) Give more advertisement for lays.

6) Make chips in good healthy way.

7y Lays should be introduce more flavours.

This are the main suggestions from my study.

5.3 CONCLUSION

Customer satisfaction is the main factor for customer not only for them but also
for the company or firm. Therefor if the customers are satisfied with the product or
services, then the company to grow and achieve more, will produce many quantity, I

with good quality.

In this research titled “A STUDY ON CUSTOMER SATISFACTION
TOWARDS LAYS CHIPS IN KODAKARA GRAMA PANCHAYATH, WARD 6~

was objected to find the satisfaction level of customers towards the lays chips. From
Ithe study, it was found that the customers are moderate towards the satisfaction on I
lays chips. Also it is recommended to increase the quantity, types of flavor and

availability, in order to attract more customers for the product. I
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A Study Cn Role Of IT [n Banking With Special Reference To Chalakudy Municipality

1.1 INTRODUCTION

The banking industry in India is in the midst of an information technology revolution.
A combination of regulatory and competitive reasons has led to increasing importance
of total banking automation on this industry. Information technology has basically
been used under different avenues in banking. One is communication and connectivity
and another one is business process reengineering. Information technology enables
difficult product development. Better market infrastructure, implementation of
reliable techniques for control of risk and helps the financial intermediaries to reach

geographically distant and diversified markets.

Now a days IT helped the banking industry to deal with the challenges the new
economy poses. More than most other industries, financial institutions rely on
gathering, processing, analysing, and providing, information in order to meet the
needs of customers. Given the importance in banking, it is not surprising that banks
were among the earliest adopters of automated information processing technology.
Technology opened new markets, new products, new services and efficient delivery

channels for the banking industry. Online electronics banking, mobile banking and

internet banking are just a few examples. The electronics revolution has made it
possible to provide ease and flexibility in banking operation to the benefit of the
customer. The e-banking has made the customer say good-bye to huge account
registers and large Paper hank accounts. The e-bankers, which may ‘call as easy bank
offers the following services to its customers like credit cards/debit cards, ATM, E-
cheque, EFT (electronic fund transfer), DEMAT accounts, mobile banking, telephone
banking, internet banking, EDI (electronic data interchange). Progress of technology
and the development of world-wide networks have significantly reduced the cost of
global fund transfer. It is information technology which enables banks in meeting
such high expectations of the customers who are more demanding and are also more

techno—sawy compared to their counterparts of the yesteryears. They demand instant,
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A Study On Role Of [T In Banking With Special Reference To Chalakudy Municipality
N =

5.3 CONCLUSION

The study focus on the role of information technology in banking sector. Majority of
respondents are now using e-banking services. Technology is one among the foremost
factor of human beings. Customers are started using e-banking made their banking
transactions easy. Respondents rated e banking as good after computerization.
Customers feeling safety about their transactions. Bank also changed their approach
from conventional banking to convenient banking. There is also need to maintain e-
banking services easy as possible. IT enabled better market infrastructure,
implementation of reliable technique for control of risk and help the financial
intermediaries to reach geographically distant and diversified markets. But IT can be
fully usefu! only if they enable to meet the challenges in the present environment.
There is also need to maintain privacy and confidentiality of data’s. Another
important responsibility is to ensure that the data is only used for the purpose
intended. For this there is a need to implément IT and other cyber laws properly. This

will ensure the developmental role of IT in banking industry.
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Customer satisfaction on the services provided by Thazhekad service co-operative society bank

1.1 INTRODUCTION

The United Nations General Assembly has declared 2012 as the International year of

cooperatives {IYC) highlighting the contribution of cooperatives to social-economic
development, particularty their impact on poverty reduction, employment generation
and social integration. The United Nation and relevant stakeholders took advantage of
1YC to promote cooperative, raise awareness of their contribution to social and
economic development, and promote the information and growth of cooperatives.
Cooperatives empower their members and strengthen communities. They promote food
security and enhance opportunities for small agricultural producers. They are better
tuned to local needs and better positioned to serve as engines of local growth. By
pooling resources, they improve access to information, finance and technology.
Moreover, their underlying values of self-help, equality and solidarity offer as comfort
in challenging economic times.Cooperatives are also critical in supporting indigenous
communities, and in offering productive employment opportunities for women, youth,
persons with disabilities, old persons and others who face discrimination and
marginalization. The global financial and economic crisis has also demonstrated the

resilience of alternative financial institutions such as cooperative banks and credit

union

The British East India Company exploited India by absorbing all her resources during
pre- independence period. f.fter independence, earnest steps were taken to make India
healthy in every respects. Respect were made by the Planning commission to develop
the cooperative movement as a self- reliant one by augmenting the resources through
mobilization of savings in rural and urban areas, promoting integrated rural
development by strengthening the links between Credit, supply of inputs, processing,
marketing and distribution of essential commodities and dcw‘F‘I)‘rpmg weaker SGCthl'lS of
the community. Kerala can clalm to have an elaborate and eﬁ*mé?nl'rum‘rfémﬁwu.em
administered through pnmary cooperative central cooperative banks and apex

cooperative banks - |~ Pt i

! . . A H -'.|;§.i._'-...'-
The cooperative credit structure in Kerala comprises two parts: Wirm o
{1)Short-term and medium -term credit structure.

{(2)Long-term credit structure.
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Customer satisfaction on the services provided by Thazhekad service co-operative society bank

5.2 SUGGESTIONS

Following suggestions made from the above study

® The females preference to the bank shows that the book mainly for the activities

of kudumbashree

® Although most of the people say, they are satisfied about the speed of
transaction still there are a percentage of people who hold a different opinion.

The bank should try to improve their opinion too.
® Promote financial literacy through customer education

® Provide customers with self-service opportunities

|
|
|
|
!
I
5.3 CONCLUSION

Bank in rural areas has a greater influence among the peoples in rural areas. These
banks remain as a better source of fund to meet the credit requirements of the peoples.
Earlier the cut threat moneylenders performed this role of banks. After the
nationalization of the bank, the objective was to relive the peoples with the entry of
private banks more importance was given for the customers, without whom no
institution can exist.

The project aim to find out the customer satisfaction on Thazhekkad service
caooperative b,an%?r&gmject try to cover important paints such as the opinion of the

ke
. ol
customers, un e lnle

for the banks, WHY' pmpl ‘Eu

e charged, customer satisfaction” on the.services provided
fer the bank other than private; ,banks etc

From the project, .it: Ilﬁﬁjb@eri found that most of the p:.ng_‘h:a are sau\ﬁu] wu ith Bank
services. Huwey‘g’;he? Da,le\u say that the interest rate charged by tﬁ: I::an ﬁ::r loan 15
high. The aﬁrac—twe‘mfcﬁast rate .for senior citizen has attracted more dtpmttq buty 1.hL

participation of young and middle aged are comparatively low,
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rvnvestment behavior of eeollege teachers with special reference to Thrissur district

L TINTRODUCTION

Among all occupations, teaching is one of the most favored. Teachers have a
wpmticant role in our society, not just because of their vast numbers but also because they
suniantee the education of future generations, especially in emerging nations like India. A

whoer has the unique opportunity to alter people, families, communities, and society at
Farwe by helping pupils realize their full potential inside the formal educational system. The |
quabity of education is significantly influenced by the teacher's competence. The criteria |

that delermine a teacher's professional progress are numerous.

3¢ of the most important aspects influencing a teacher's efficiency is his quality of life.
fhe degree or standard of living that a person maintains is intimately related to the quality
of thewr hife. The existence or lack of certain tangible objects, such as a home, a car, or
jeweler, is frequently associated with a person's standard of living. “The capacity to invest |
snoncy on lessure, health, education, variety in life, art, music, and travel also contributes
t+ one's standard of hving. Large, expensive, or fancy objects are regarded as proof of a
high standard of life” (Lawrence ] Gutman, 1981). Thus, personal finance management, |

icluding income, consumption, saving, and investing, has a significant impact on standard l

ol lving. As a result, teachers’ attitudes toward consumption, savings, and investment will |

reflect therr economic behavior, which will influence their quality of life and, in tumn, their
prrolession and the education system. In the topic of educational reform, research on this

srucnil stakeholder in the education system is significant. z

Fhwere aye a few research papers that have looked into this issue, although they are primarily
<onveptual, descriptive, and theoretical in character. Moreover, the majority of study
pupers published in popular media are based on anecdotal evidence rather than thorough
| coipanical research with diagnostic evaluation. This analysis indicates that the area of the
| caching community's saves and investment behavior is upderstudied, necessitating a
:' thorouph, reliable, and well-integrated empirical in\resl:igakl:’id\"ar of ~the! aftitudes and
| botiaviors of teachers about their savings and investment activities. In light of this, the

q utrent rescarch project, titled "Investment Behavior of College Teachers with Special

iclerence (o the Theissur District,” is being conducted.
1t

nnln golicee ofafsghd science, Meloor
- . o L

i

Digitally signed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=

95BADF77D468D200FEAGIC521D536630A1D65C394B6E1DI1504499B30703B573, CN=SHAJU NALKARA
H



1
X
‘s
:

A study on investment behaviour of college teachers with speciat reference to Thrissur district

CONCLUSION

Based an the analyzed data, it can be inferred that the top prionty for savings 1s healtheare,
followed by retirement, education for children, buying a home, marriage, and others. Safety
of the invested capital is the most importanl factor considered by the mvestors, foilowed
by high returns, low risk, and maturity period. The main purpose of investment is to cover
future cxpenses, followed by carning returns, tax savings. and wealth creation. Choosing
the right investment avenue 18 a challenging task tor investors. The term "investment”
refers tq any method used to generate future income, which may include purchasing bonds,
| stocks, real estate, and others. The data was collected from a sample of randomly selected

mvestors to understand their investment preferences and tastes.
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A study on student satisfaction towards online class

| 1.1 INTRODUCTION

Higher education (HE) today deserves particular attention from governments and from
society as a whole, since it is increasingly being seen as a key driver of countries’ social
and economic development. Within the framework of social equality and education
equality policies, institutions today are receiving proups of highly diverse students
(from different backgrounds and with different leaming profiles) compared to student |
profiles in the later decades of the last century. In addition, and in response to labour | |
market needs, many occupations are now focusing on increasing the percentage of ‘
citizens who have a higher education qualification, whether through initial training or
through the updating of professional competencies. This new environment poses major
challenges for educational institutions and teachers alike within the framework of HE.
In order to deal with these challenges, new ways of organising and structuring training
within the teaching-leamning process are required. These challenges are clearly set out
in the “ICT Competency Framework for Teachers” put forward by UNESCO |
(UNESCO, 2019). |

f This study focuses on two of these challenges. The first stems from the progressive shift |
from a pedagogical model of teaching-leaming grounded on the acquisition of
information and knowledge to a different model where the focus falls on student |

| dévelopment of skills. A sefond challenge is linked 16 the ever-increasing and |

| intentional use of virtual leaming environments, backed by the constant progress in
mformation and communication technologies. Said environments are particularly
important at the present time where there is a commitment to remote or online |

education. This choice has been brought on by the confinement measures imposed

worldwide as a result of the health crisis triggered by the COVID 19 virus. This study |
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A study on student satisfaction towards online class

Majority of students face difficultics in online classes. Students are like either satisfied |

5.4 CONCLUSIO

or not satisfied. Most of students are saying that the online leaming is not good now.
Students are mainly considering the offline classes. If online classes are conducting,
changes must be done. Our world is in an bad situation, pandemics may come. So before

that everything shall be prepared well, because all students needed education.
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A study on the effectiveness of advertisement on consumer buying behaviour witl reference 10 the students in
thrissur distrigt™

1.1  INTRODUCTION

In a competitive market, it is important for advertising managers to grab consumers’
attention through advertisements and sales promotion. A sizable marketing budget is spent
on advertising. The trend of using digital media platforms for advertisements is growing.
Advertising is a way of communication to encourage an audience for making purchase
decision about a product or service and conveying information to viewers. It is considered

as a vital and essential element for the economic growth of the marketers and businesses.

The major aim of advertising is to impact on buying behavior; however, this impact about

brand is changed or strengthened frequently through people’s memories.

Advertising, sales promotion and public relations are mass-communication tools available
to marketers. Advertising through all mediums influence audiences, but television and
online is considered as one of the strongest medium of advertising due to its mass reach; it
can influence not only the individual’s attitude, behavior, life style, exposure in the long

run, but also the culture of the country.

The major aim of television and online advertising is to impact on buying behavior;
however, this impact about brand is changed or strengthened frequently in people memories.
Memories about the brand consist of those association that are related to brand name in
consumer mind. These brand cognition influence consideration, evaluation and finally

purchases.

Information reaches people in a split second and become aware of every company’s goods
and services and the activities that are being rendered by them in order to promote or sale
products or services. It is here that companies decided of adopting and sometimes
introducing effective marketing strategies in order to sell its goods or services, and those too
must be able to attract the consumer to the product. Advertlsement has been defined

variously by a number of people. Television has bccnﬂ’m fﬂaﬂ_ﬂl{;\w}%ﬁ&uwe of

communicating in today’§'#v

. It is the leading source of communicating to the people
. ;,:..:-}~ . . I ‘ .
about everything. Advertisemertinot only is a major source of eaming but also it plays a

vital role in penetrating the différent societal segments. Nirmala Gt
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“A study on the effectiveness of advertisement on consumer behaviour with reference to the students in
thrissur district”™

5.3 CONCLUSION

This study was conducted to analyze how online and television advertisement influence the
buying behavior of students in Thrissur district. The study shows that consumers are highly
influenced by advertisements. Online advertisement is more influential than other media o

advertisement. Consumers make purchase decision depending on online advertisement, they
also consider other medium of advertisement like advertisement in television, magazines, etc.

majority of students are satisfied after purchasing advertised products.
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ROYAL ENFIELD BIKES
KODUNGALLUR AREA

1.1 INTRODUCTION

Customer Satisfaction is defined as a measurement that determines how happy
customers are with a company's products, services and capabilitics. An organizations |

main focus must be to satisfy its customers and increase its sales, for this it is

important to understand the voice of the customer which provides detailed insights as |§

to what their customers want and better tailor their services or products and in tumn
help the business improve or change its products and services. Marketing is the
process of performing market research, selling products and services to customers and
promoting them via advertising to further enhance sales. Marketing as a subject of
study is now attracting increasing attention from firms, companies, institutions and
even countries. Customers are the important concept in marketing. It is being hard to
please the present day customers. They checkout the competitors with similar or at
times, even better offers. Customers are the king and without satisfying their needs

none can exist in the corporate competitive world.

Royal Enfield is the makers of the famous bullet brand in India established in 1955. In |
1901 Ist bike produced. They are one of the oldest and most famous for their power |
stability and rugged looks. Royal Enfield has beer updating their bikes from their first |
model in order ta provide the customers total strategies from their bikes and keep up |
with the market trends. So this study is mainly focused on analyzing the Customer |

Satisfaction of Royal Enfield with special reference to Kodungallur area

I
|
1.2 STATEMENT OF PROBLEM
As the two wheeler market in India is constantly increasing and changing day by day,
it poses new challenges to Roval Enfield to keep up with the nmr}cet trends. ﬁjvﬂl
Enfield is a company that started its business in 1948 with its product such as the
bullet which has kept a prestigious position in the market till date. In order to do so
they have to ensure-their products provides to their customers’ sufficient strategies
and if not bring “about. :.h:jnf_qes in order to achieve it. Hence tlus study is mamly

LA :

focused on Royal Enﬁald_nu;,tgmers in Kodungallur area.
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ROYAL ENFIELD BIKES KODUNGALLUR

5.4 CONCLUSION

Customers are the king and without satisfying their needs none can
exist in the corporate competitive world. Customer perception is a
marketing concept that encompasses a customer's impression,
awareness and/or consciousness about a company on its offerings.
Customer perception is typically affected by advertising, reviews,
public relation, social media, personal experience and other channels.
If not what are main reasons for dissatisfaction of customer towards
the dealer and what are the ways of improving the satistaction level of

customer towards dealer.

We can conclude younger generation and middle age are more
interested in Royal Enfield bikes, the buying behavior is governed
predominantly by the need for Power and respect for the iconic Brand
and users are mostly Professional Males, 20-35 years of age, including
some students. Most of the customers are easily affording the price
of Royal Enficld bikes and customers are very loyal towards the brand
Royal Enficld .Royal Enfield bikes should concentrate on its
advertising campaign to reach the customers, mileage of the Royal
Enficld bikes is very economical and most of them prefer to buy their
bike brand new from showroom with the spare parts available in

market easily.

Royal Enfield bikes has an Highly Satisfied satisfaction level within
the customer for its power, pick up, comfort, safety and with after sales
service. It is clear that Royal Enfield bikes checks at the complamts

registered by their customers on regular basis to maintain its brand

value and ;ngmr; Enﬁeld bikes owner are passionate Royal

Enfield mkef.{?xs f’*
H . 1,

.A-_,. ||
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A Study On Change In Trend Towards Electric Scooters In Ernakulam District

1.1 INTRODUCTION

Today, India is one of the top ten automotive markets in the world and have given its
burgeoning middle class population with buying potential and the steady economic
growth, accelerating automotive sales is expected to continue. In last couple of years,
there has been a lot of discussion around the price of fuel-apart from the deregulation
of petrol prices. Moreover the threat of disruption of supplies from Middle-East has
heightened the debate on energy security and brought the focus on to alternative
drivetrain technologies.
The potential for alternative technologies in automobiles such as electric vehicle in
India, as in the case of many other comparable markets, depends on improved battery
technologies, driving ranges, government incentive, regulations, lower prices and
better charging infrastructure.
There seems to be a lot of interest on the part of Intemal Combustion Engine (ICE)
based manufacturers to adapt technologies, not just supplemented to the ICE, but as a
standalone offering. While many of the factors influence the electric scooters are
understood intellectually, we carried out a consumer survey to study the perceptions
and expectations of potential for alternative technologies in automobiles such as

electnc scooters.

1.2 STATEMENT OF PROBLEM

The Customer view towards electric scooters are not at the top as compared as to

normal scooters. The dealers of e-scooters are facing many problems regarding the
view point of customers towards the e-scooters. So we are going 1o study about the

perceptions and expectations of customers towards e-scooters in Ernakulum district

D
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5.3 CONCLUSION

Analysing the data and interpretation from responses of public, agents and dealers we
can conclude that there is a positive upcoming trend in the e-scooter industry in
Kerala. India being polentially large consumer market there is always a scope for
growth in e-scooter industry which have to be properly utilised by introducing
advanced e-Scooters with elegant design and cool features. Eco- friendly mode of
transportation is the main reason for government backup and support. The mam
factors that make consumers attract towards e-scooters is the economic efficiency and
the easiness to use. Zero pollution, changing frend and other factors also promotes the
sale of e-scooters. The dealers are introducing many cash offers and EMI facilities to
attract the customers by helping cover the issue or limitations of e-scooters. Better
battery capacity means more mileage per charge, more economic efficiency means
Iess electric consumption are also some of the attracting features. E-scooters industry
receives various government support and help such as subsidies, tax concession, etc.
There is a very favourable response from both dealers as well as from public relating
to e-scooters industry. By the end of this report we can predict an increasing trend

towards e-scooters in the upcoming years.
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CUSTOMER SATISFACTION TOWARDS UNIT LINKED INSURANCE PLANS

1.1 INTRODUCTION

A unit linked insurance plan (ULIP) is a product offered by insurance companies that
unlike a pure insurance policy gives investors the benefits of both insurance and investment
under a single integrated plan. A unit linked insurance plan is a combination of life
insurance and mutual fund. A Unit Linked Insurance Plan is an insurance product that
combines life cover aswell as investment. Human life is subject to risks of death and
disability due to natural and accidental causes.an individual can protect him or her against
such contingencies through lifc insurance. Life insurance is insurance on human beings.
Though Human life cannot be valued,a monetary sum could be determined which is based

on loss of income in future years. Hence, in life insurance, the sum assured (or the amount

guaranteed to be paid in the event of a loss)is by way of benefit in the case of life insurance. |

Life insurance products provide a definite amount of money to the dependents of the
insured in case the life insured dies during his active income eaming period or becomes
disabled on account of an accident causing reduction /complete loss in his income eamings.

A ULITP is a life insurance policy which provides a combination of risk cover

f

and investment. The dynamics of the capital market have a direct bearing on the |

performance of the ULIPs. In a ULIP, the investment risk is generally borne by the
investor. The investment in ULIPs is denoted as unit and is represented by the value called
Net Asset Value (NAV). In a ULIP, the amount of premium to be invested after deducting
for all charges and premium for risk cover aré pooled together to form of unit at that time.
Part of the premium paid goes toward allocation, administration and mortality charges, as
in regular insurance policies, while the rest of the premium is invested by the insurance
company. The allocation of funds toward investinent units can be personalized according
to the needs of the policyholder and at varyinglevels of risk. A ULIP can be utilized for
various benefits payouts including life insurance, retirement, eduqa,lon and more. A ULIP

15 offers varyiﬂr};ﬂ)gg___:lons to the mvestor as benefits. A ULIP 154‘7}1‘:&1]‘1,..0_]3& kd 1}3 an

mvestor seuk,nﬂt:' ‘m—rﬁm\\ it icoverage for beneficiaries. It 1s paid into by the owner in the

form of pn& fums” wlih 1!’1..{11 tention of the plan’s worth to be pald out at a specified time
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CUSTOMER SATISFACTION TOWARDS UNIT LINRTD P50 RARG L PLANS

5.3 CONCLUSION

ULIPs as a hybrid product have evolved over a period of time since they were introduced
in the early 2000s to where they have reached today. The ULIPs are now smart, investor-
friendly, more transparent, ¢ost and tax-efficient; thereby have become a value packed
proposition for the customers. With new guidelines such as increasing disclosures,

minimum lock-in period increased to 5 years and commissions capped, the new age ULIPs

have become a better financial product. ULIPs are multifaceted investment products.

Investors need to have a protracted time horizon for ULIPs. As discussed earlier the
proceeds in the first few years are low due to the ULIP charges. Investors should evidently
comprehend the charges of the ULIP by carefully understanding the product brochure, and
estimate the impact of the charges on their investment. Investors should consult with their

financial advisers, if ULIPs are suitable for their investment objectives.
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ONLINE SHOPPINGING WITH SPECIAL
REFERENCE TO CHALAKUDY MUNCIPALITY

1.1 INTRODUCTION

Onlne shopping is the process whereby consumers directly buy goods, services etc.
from a seller interactively in real-time without an intermediary service over the
internet. Online shopping is the process of buying goods and services from

| merchants who sell on the Internet. Since the emergence of the World Wide Web,
merchants have sought to sell their products to people who surf the Internet. Shoppers |
can visit web stores from the comfort of their homes and shop as they sit in front of
the computer. Consumers buy a variety of items from online stores.

In fact, people can purchase just about anything from companies that provide their
products online. Books, clothing, household appliances, toys, hardware, software, and

health insurance are just some of the hundreds of products consumers can buy from an

online store.

Many people choose to conduct shopping online because of the convenience. Online

shopping allows you to browse through endless possibilities, and even offers
merchandise that's unavailable in stores. Shopping via the internet eliminates the need
to shift through a store's products with potential buys like pants, shirts, belts and shoes
| all slung over one arm. Online shopping also eliminates the catchy, yet irritating |
music, as well as the hundreds, if not thousands, of other like-minded individuals who

seem to have decided to shop on the same day.

The central concept of the application is to allow the customer to shop virtually using
| the Internet and allow customers to buy the items and articles of their desire from the
store. The information pertaining to the products are stores on the server side (store).
The Server process the customers and the items are shipped to the address submitted
by them. The application was designed into two modules first is for the customers
who wish to buy the articles. Second is for the storeckeepers who maintains and |
updates the information pertaining to the articles and those of the customers.

The end user of this product is departmental store where the application is hosted on
the web and the administrator maintains the database. The application which is
deployed at the customer database, the details of the items are brought forward from
the database for the customer view based on the selection through the menu and the

ARy
database of all the prg@ foas e tmj\at the cmﬁ}d‘ each lmmlau . [?d{a entry into

. . T v
the application cal}r{v;f nnq:tmm@h\ghuus screens demgned for various levels of
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ONLINE SHOPPINGING WITH SPECTAL
REFERENCE TO CHALAKUDY MUNCIPALITY

users.Once the authorized personnel feed the relevant data into the system, several

reports could be generated as per the security.

1.2 STATEMENT OF THE PROBLEM

Online marketing has gained a lot of importance in present marketing conditions. But

along with its vital growth the number of scamps, fraudulent practices and cheating

also increased.

Such cheating activities had created fear in the minds of customers and also an

adverse impact in the attitude of consumers towards online purchase.

The problem area of this study is consumer’s satisfaction and attitudes towards online
shopping will determine the factors that influence customers to shop online and those

factors will help the marketers to formulate their strategies towards online marketing.

| 1.3 SIGNIFICANCE OF THE STUDY

The main purpose of this research is to find out customer

satisfaction towards online shopping

1.4 SCOPE OF THE STUDY

The study is conducted to find out customer satisfaction towards online shopping.

Scope of the study is limited to 50 membets in Chalakudy.

1.5 OBJECTIVES OF THE STUDY

» To find out the satisfaction level of the customer towards online shopping.
¢ To identify the attitude of customers towards online shopping.

s To know the problems faced by customers while shopping.

1.6 RESEARCH METHODOLOGY WL
A
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ONLINE SHOPPINGING WITH SPECIAL
REFERENCE TO CHALAKUDY MUNCIPALITY

3.3 CONCLUSION

The various literature review of the research study reveals different

dimensions of customer satisfaction through various different sources of
secondary information. The literature review must emphasis the different
concept and different opinion upon the customer attitudes, awareness,
Perception, and Experience and consumer satisfaction, It helps to find the
resecarch gap in the research of customer satisfaction. The overview of this

study explains the merits and demerits of internct and offline shopping,

Comparative studies between internet-based shopping and offline shopping and

methods adopted by internet shopping websites It seems to be very useful to
the customers .The various research questions and various hypothesis were
framed defined were reconsidered ,surnmarized and the research studies

portrayed that are rejected or accepted. This empirical study the findings have

helped to highlight the important aspects of online shopping that is considered

as important by online customers as their level of satisfaction.

The important finding in this study revealed is that the satisfaction of
the customers depends upon the factors of aftitude and awareness. The
awareness level of the consumer mereases, the satisfaction level also

increases and the online shopping trend will also be increased. The

attitude of the customers fully depends upon the awareness that is the
merchant’s reputation and in true and fair dealings will improve in

online business,

Advanced technology will always require and helpful with the changing needs
of the consumers so that the business firms must also change their strategy.
This strategy steps in order to satisfy target customers as well as online
customers in online business. The online market competition has become more
global and morc intense, business firms and internet based companics have
realized that they cannot compete only on price and product variety rather they
must focus on their g;ﬁ@@@;ﬁ)&jm1sfact10nE The success pf gnqlc_.l_":ﬁul based
companies and F;I‘ﬁ;r_\ N ive for higher fu els of custorhéf service. In
o tﬁmg_. that the gepgept of customer care can
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A STUDY ON CUSTOMER SATISFACTION TOWARDS ONLINE SHOPPINGING WITH SPECIAL
REFERENCE TO CHALAKUDY MUNCIPALITY

organizations recognize the needs of ‘internal’ as well as the ‘external’

customer are considered.

The different ways to give better Customer Service, that it was exceeding
Customer Attitude, Awareness ,Perception, marketing experience and
customer satisfaction, about the internet companies and organizations shouild
emphasize the better relationship with the customers that means they should

improve the process through which service is delivered to the customer.

The various findings and suggestions of the research study will definitely help
the customers and it will be also fruitful for the online merchants to
understand about the various expectations of the customers from internet

shopping and they will apply insight in the aspect of customer satisfaction that

is most important for online business.
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THI IMPACT OF ONLINE PRODUCT REVIEWS ON CONSUMER BUYING DECISION

1.1 INTRODUCTION

Customer product reviews play a significant role in today’s e-commerce world, greatly |
assisting in online shopping activities. According to a survey conducted in 2016, 91%
of online shoppers read product reviews while searching for goods and services, and
84% of them believe that the reviews are equally trustworthy as recommendations from
their friends. Online reviews do not only enhance the customer purchasing experience

through valuable feedback provision, but also facilitate future product development

activities by better understanding the customer needs.

A new generation of online tools, applications and approaches, such as blogs, social
networking sites, online comrnunities and customer review sites, commonly referred to
as Web 2.0 have transformed the internet from a “broadcasting” medium to an
interactive” one allowing the wide technology-mediated social participation. The
internet has become a platform facilitating the “social” customer electronic word of |
mouth(eWOM) and a major source of customer information and empowerment. |

Through CGC individuals share opinions and experiences on companies, brands,

products or services and create large-scale word of mouth networks. This way ‘

consumers can make their personal opinions easily accessible to global communities or
individual peers who use the information as an extra factor supporting their purchasing
decisions. Free and easy access to such information has weakened the power of
marketing communication; Information provided hy online peer’s influences qustomer
perceptions, preferences and decisions much more than information provided by

companies.

Online consumer reviews are subjective opinions and summarize experiences, attitudes,
and opinions, expressed by consumers. Personal opinions and experiences for products
and services in the form of online revicws have become one of the most valuable
sources of information assisting users when making |]ll1't,]"ldhl!]g dcf:mons S0, this study

is to understand the impact of online product reviews ori consumer buymg deumons
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THE IMPACT OF ONLINE PRODUCT REVIEWS ON CONSUMER BUYING DECISION

5.2 SUGGESTIONS

1. Companies need to identify their existing e-commerce and presence of

reviews on online review platforms.

. Development of managerial strategies that allow companies to effectively |

benefit from consumer reviews, like efficient monitoring.

. Many consumers currently look for reviews online prior an offline purchase.
When shopping offline and finding a product they would like to purchase do
not purchase it because they would like to check reviews in advance.

Offline stores can therefore invest in displaying reviews in stores and work |
on developing ideas and prototypes to give the consumer the secureness to

purchase at their store.

5.3 CONCLUSION

The study confirms that reviews are highly popular among consumers considering a |
purchase. Online reviews influence consumer purchasing decisions only when |
consumers’ reliance on online reviews is sufficiently high when they make purchase
decisions. Consumers reliance on reviews was dependent on and influenced by the

| format characteristics of the review and the online review system design. To increase
consumers’ reliance on reviews, the objectives of the different platforms should be to
build trust for the consumer, promote website and service quality, facilitate member
matching and offer consumers sufficient information as well as a user friendly design.
Hence, online review platform design moderate reviews and the consumer’s reliance

and purchasing decisions.

Two categories of review format characteristics could be established: usability and
credibility characteristics. Consumer’s motives to search for reviews were identified
in the literature as personal and social motives, more precisely as Informational

behavior, Risk reduglian. Quality seeking and social be{nmbm a, The Pl'&liﬂn;p choices
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A study on viewers perception towards ot film release in lhe situation of covid-19 scenerio with
special reference to 10 th ward of kadukuity grama panchayath

1.1 Introduction

Now a days the whole world is facing a big problem covid-19,which is an
infectious disease caused by a newly discovered coronavirus pandemic. The
coronavirus is a family of virus that can cause arange of illness in human including
common cold and fever which are life threatening. During this situation,people are
going through a period of lockdown which the people of India have never seen
before. In such a situation in the era of this technology and the internet , anyone
likes to spend their free time in front of the digital screen, where they have many

options to see.

Covid-19 resulted in a down of a new era where both release mode

theatrical and OTT will probably find a way to survive.covid-19 pandemic brought

with closed order for film business and live entertainment to come to an end due
to lockdown policies and social distancing laws implemented by the government.
In India government extended lockdown for more than 3 months resulted in huge
financial crisis in film industries due to the inability to release movies within
theatre and cinema halls, this pandemic situation creafes a new way of cinema
release in OTT platforms and resulting prominent involvement of OTT platforms
in movies release even after the removal of lockdown policies.14 the may 2020
INOX would to express extreme displease and disappointed on a announcement
made by the production house, to release them movie directly on an OTT

l

platforms by skipping the theatrical window run.

OTT ( over the top) means of providing television and film content
over the internet at the request and to buy the rights of movies for release
of streaming. That 1s the OTT platforms for a particular films makes a deal.
There are currently about 40 providers of OTT media services in India,
which distribute streaming media over the intgfn;}et. The top 5 most
subscribed OTT platforms in India are Disney+ Hﬁ“:‘ﬁﬁ'-mw'm?riﬁle

/Eﬂé}‘%{b V, Netflix and Vool. e
I % &
J
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A study on viewers pereeplion towards ot {ilm release in the sitdtion of covid-19 scenerio with
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CONCLUSION

OTT video platforms are considerably becoming part of viewers' entertainment lime
and they are giving lough competition to traditional modes. Time and place
convenience, availability of efficient and cheap data connectivity, and even free access
to OTT video platforms, sheer breadth of content to choose from and quality ofcontent
are some of the major factors affecting viewers to shift towards the OTT Video
Platforms. However. traditional television channels will not be entirely replaced by
OTT Video platforms, at least m the near future and they will coexist.

Traditional Television channels still have a chink of viewers loyal to 11, with some
madification in the quality of content and strategies they can still attract consumers and
survive in the competitive era. Current generation doesn’t have the patience 1o wait for
a show or movie to air on a linear platform like television. This viewer wantsher content
just fike Maggi noodles - Masaledaar,instant and on-demand. That is whatour study
reveals that due to some such reasons the growth of OTT will enly increasein India.
All the reports and articles that we have read and go through, the only thing understood
is that in India, the OTT video streaming service will continue to spread its feet and it
is going to have a huge impact on our traditional medium like televisionand Cinema
Hall. The strong attachment of OTT to the audience in the lock-down period has further
confirmed this fact. Smartphone penetration, International collaborations between
media moguls and digital quality of the medium. Cost effectiveness and access liberty
(anywhere at any time) is also one of the reasons behind growth of streaming media in
India.
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A STUDY ON POPULARITY GF DIFFERENT UTILITIES OF ATM CARDS

1.1 INTRODUCTION

ATM card is a document. That enables an individual to withdraw cash at specified |
branches through debit to their saving or current accounts by use of Automatic Teller
Machines. As these cards are operated through "Automatic Teller Machine”, they are
known as ATM cards. Some banks are offering ATM cards, free of cost to their saving
and current account holders.

In general sense, ATM 1s known as ANY TIME MONEY, since this facility is
available for 24 hours a day and also on holidays and non-banking hours. They are
located not only at specified bank branches but also at other busy places such as shopping
complexes, restaurants, hospitals, Petrol bunks etc. Having to withdraw from our own
assets, there is no fear of overspending like credit card.

In the case of bank, cash withdrawals have to be done at the same branch where
the customers deposit cash. But the ATM card can be carried anywhere and can be used
in any part of the country and over sometimes any part of the world when the issuer of
the card has the facility of international acceptant

The introduction of the ATM cards brought up dramatic changes in withdrawing
money. The nationalized banks, private sector banks and foreign banks are playing an

important role drawing a number of people to become ATM cardholders through

different facilities, and so the number of ATM cardhelders is increasing and is expected
to increase much more.
The State Bank of India (SBI) is the largest nationalized bank in India and also one of |
the biggest corporations in the world. State Bank of India is one the largest employers 5
and the most trusted bank in India. At present, SBI has 159 computerized banks and
112743 listed branches. There are 58,500 above ATMs SBI had.

You can use your card at any Multi-link banking outlct\ﬁllonmde aa‘u:! it i§

el g L
simple to use, with clear instructions provided by the ATM. The card is secure as well™

.—\_-;__

If it is e{:‘a‘f}:&&ﬁﬁ

U

=11, your account funds and information remain confidential and
W
prolcuiud In 1dﬂ:tlo}|.,m :Lsy and safe access to your cash, yout ATM card allows you
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A STUDY ON POPULARITY OF DIFFERENT UTILITIES OF ATM CARDS

l unlimited access to your account information at any time convenient to you. You can

also check your balance before all withdrawal transactions.
1.2 STATEMENT OF PROBELEM

In this project “Popularity of different utilities of ATM cards" aims that how the ATM

card become very popular in these days.

In this new world, ATM card is very popular in youngsters for different uses. Because it
is entirely different from older version of banking system. Using ATM cards, the people
can handle their money without carrying. . They feel very safe and secure because they
c¢an deal their own money without any help of other third party. So this project belongs |
to how the people use ATM cards in their daily life for different purpose and how they
utilized its benefits.

1.3 SIGNIFICANCE OF STUDY

With ATM Cards, the sole function you can perform is withdraw cash from the ATM.
ATM Cards use a 4-digit PIN or unique Personal Identification Number and is linked to
your bank account. So, your bank account balance is reduced in real time if you withdraw
any cash, at given time.
While ATM Cards do not charge any interest, the most inhibiting factor about them is
that you cdnnot use them everywhere. They have a very limited utility. By this, we mean

that they are not accepted at all major retail and payment outlets.

1.4 SCOPE OF STUDY ). i1
T e Ty mdadly
Usu}g dr.i: mers can access their bank deposit or credig pecountsiin orderity - R

cial transactions, most notably cash w:thdmwals fand haiamac ence

Nitmala Coilage of »
L11LLL1n;:, as wc‘l']. as) Fra iaferrmg credit to and from mobile phones. A@Mﬁ;qﬁl‘t nIsthi;‘ !

I I‘q‘ N
|'

used to WIIJ'Id.mw G Sh n a foreign country.
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A STUDY ON TOPULARITY OF DIFFERENT UTILITIES OF ATM CARDS

5.2 SUGGESTIONS

1. The awareness about ATM cards has to be given to all type of people.
2. The services have to be available to the rural areas.
3. Withdrawal facility has to be done with more security.

4. Service charge has to be reduced. 5. The minimum amount that have to be

5.3 CONCLUSION

ATMs are convenient, allowing consumers to perform quick self-service transactions
such as deposits, cash withdrawals, bill payments, and transfers between accounts. Fees
are commonly charged for cash withdrawals by the bank where the account is located,

withdrawal need to be increased.
by the operator of the ATM, or by both. Some or all of these fees can be avoided by
|

using an ATM operated directly by the bank that holds the account.

The services like: 1.0pen or withdraw a fixed deposit

2. Recharge your mobile
3. Payincome tax

4. Deposit cash

5. Pay insurance premium

6. Apply for personal loan

7.  Transfer cash

8. Pay your bills Prof. Murukan Bafju C. R.
Frincipal
9. Book t;d’s\:}uc’ {;i Numa!a Collegs of Afts | Sciencs
s % Meloor, Chialakufly
These servmf:s are mns‘ﬂsy maKing interest in using ATM cards. Weloor, C Halanfly

Z |
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“ABIULY ON ATTITUDE OF COLLEGE STUDENTS TOWARDS UN IRFPRENURS I WiTt
REFERENCE TO THRISSUR DISTRICT™

1.1 INTRODUCTION

Entrepreneurship is the symbol of business strength and achievement cntrepreneurs
sense of opportunity, their drive to innovate and their capacity for accomplishment have
become the standard by which free enterprise is measured. Entrepreneurs are people
who are willing and able to undertake risk and uncertainty. These people are not more
dreamers. They are doers as well. Hence they occupy and unique place under the sum
they are the critical contribution to the economic growth. Entrepreneurship is regarded
as closely associated with economic history of India. An economy is effort for
entrepreneurship is the cause. Different people view entreprenewrship in deferent ways.
To all these people entrepreneurship stands as vehicle to improve the quality of life for
individual life for individuals, families, and communities and to sustain a health
economic and environment Kerala is industrially backward. There are many reasons for
| this condition on of the important reason is lack of an entrepreneurial class. In fact,

| Kerala has no traditional enirepreneurial class

People took no interest in the entrepreneurial activities. The trade and commerce of the
state were originally in the hands of outsiders To kerala for business purposes later on
Christians and Muslims entered the field of business. A number of business unit are
new in the hand of Muslims. Traditionally they are willing to invest capital and assume
risk involved in the business. However, it is to be noted that they have not developed
themselves fully into an entrepreneurial class. Majority of the people of Kerala show
' no interest in trade and commerce. Everybody wants to a white collar job. They are not

willing to undertake entrepreneurial activities.

1.2 STATEMENT OF THE PROBLEM

The importance of making a better understanding of the attitudes and perceptions
| towards entrepreneurship within students will enable the role players to evaluate,
inforce and to change the strategy in order to enhance entrepreneuua[ behaviour in the
country contributing to economic development, weahl%mwmn PBrall- Ynd the
alternation of poverty. This study is conducted for knowing the problems of

entleprenurshxp in l uc prosperity and social stabifit in :11any develdped

,_-..

v-d 'L r_, 3
countries. 5 R, p*\ Nirmaia Gmh,-_.ja-, e
o7/ . \Z\ Nelocr, Chalakuuy
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“A STUDY ON ATTITUDE OF COLLEGE STUDENTS TOWARDS ENTREPRENURSHIP W11l

REFERENCE TO THRISSUR IMSTRICT™

CONCLUSION

interest in social change.
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Entrepreneurship is a mind-set, an attitude; it is taking a particular approach to doing
things. The motivations for becoming an entrepreneur are diverse and can include the
potential for financial reward, the pursuit of personal values and interests. and the
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A STUDY ON CUSTOMER SATISFACTION OF ROYAL ENFIELD WITH SPECIAL REFERANCE TO
THRISSUR DISTRICT

1.1 INTRODUCTION

It is being hard to please the present-day customers. The market conscious society turned
smarter and more priced consclous and in turn more dermanding and less forgiving, they
checkout the competitors with similar or at times even better offers, so the chatting is not to
produce for customers any firm could do it. The real challenge to produce delighted

customers and more importantly loyal customers.

Customers are the king and without satisfying their needs none can exist in
the corporate competitive world. Customer perception is a marketing concept that
encompasses a customer's impression awareness and or consciousness about a company on
its offering customer perception is typically affected by advertising, reviews, public relation,

| social media, personal experience and other channels.

By way of analysing customer perception, we can clearly understand how

much a firm treats its customers, what is the quality of their products, is it capable to serve
the dynamic needs of customers. What will be their future in what way they need to make |

changes etc...

Royal Enfield Itd is the largest exporter of two wheelers with Eicher motors |
at Redditch industries; royal Enfield manufactures state of the art range of two wheelers the |
brand, classic 350 cc is confinually dominating the Indtan motorcycle in the premium

segment. Its thunderbird also a successful bike on Indian roads.

1.2 STATEMENT OF THE PROBLEM

Royal Enfield is one of the popular motor cycles in the recent period. In
the technical and innovative market Royal Enfield leads a monoptlii;} y on the _thl])é‘[_&l_m_ijm ‘

| motorcycie with having a unique feature. The study focuses on the:customer satisfaction

[ on the usage of Royal Enfield and to know the consumer pqrc:::ptiﬂn_ql" Rc_:yal Enfield. The
problem to be reviewed under this study is "A STUDY ON itiﬂSTQMEB, Chalakudy
SATISFACTION OF ROYAL ENFIELD WITH SPECIAL REFERANCE TO J

| THRISSUR DISTRICT".
—
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A STUDY ON CUSTOMER SATISFACTION OF ROYAL ENFIELD WITH SPECIAL REFERANCE TO
THRISSUR DISTRICT

13. The study found that the majority of respondents stick on with classic mode! bikes.

14. The study found that the majority of respondents have very good opinion about Royal
Enfield

15. The study reveals that most of the despondence were using Royal Enfield bike for fong

ride and to make a better status.

16. The study shows that most of the respondents were satisfied with the availability of

service centres provided by the company.
3.3 SUGGESTIONS
1. Focus more on mileage bikes as the style and performance are playing the major role.
2. Majority of respondents provide disc brake on standard bullet.

3. It 1s better to service more service centres.

4. Try to build bikes to compete against Harley Davidson {1000 cc bikes).

5. Make avail in product rural areas.

5.4 CONCLUSION

By the Study entitled "A STUDY ON CUSTOMER SATISFACTION OF ROYAL
ENFIELD WITH SPECIAL REFERENCE TO THRISSUR DISTRICT was
undertaken with the objective of finding out customer’s perception level on Royal Enfield
bikes? Here adopted suitable methodology for data collection and analysis. It is clear from
the study that the most customers of Royal Enfield are highly satisfied in almost all areas
offered by Royal Enfield. And most majorities among the satisfied customers are
delighted customers. This study reveals that by way of reducing the lead-time, improving
fuel efficiency, service and promotion by making road "tips" and by introduciig new
I models capable to compete with the fresher’s in the market, Royal Enfield can easily make
the whole customers into highly delighted customers. |t is mﬁrfr zfng more "pf:lyeni_:-_,ement 18
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A study on consumer preference and awareness on digital payment system with special
reference to Kodungallur municipality

1.1. INTRODUCTION

Digital payment methods are often easy to make more convenient and |

provide customers with flexibility to make payments from anywhere and at
any time. Digital payments have evolved at breakneck speeds and these are ..
good alternatives to traditional methods of payment and it also speeded up
transaction cycles. The digital payment system has grown increasingly over |
the last decades due to the growing spread of internet- based banking and
shopping. The evolution didn't stop here, e-payments evolved into e-wallets
where you could load money into your prepaid wallets where you can pay
easily to anyone with a tap, or by just scanning their QR codes. Post
democratization, people in India slowly started embracing digital payments
and even small time merchants and shop owners started accepting payments

through the digital mode. The digital payments are an evolutionary step

towards the "business at the speed of thought", as the world advances more

with the technology development; we can see the rise of digital payment
system and payment processing devices. As with IT developments and the
ihtroduction of the world of internet people, elettronic payments became the
new face of payments. People started using e-payments more and more and
with its progress you could send money to someone on the other side of the
world with a click, thus making outsourcing a common term. As these
improve, it provides ever more secure online payment transactions and the
percentage of check and cash transaction will decrease. Digital payment also
enables a variety of possible uses, considcrin@(!m_i_ _ the ) undeglying
architecture {nﬁﬁm@e and supports payments to other peers,

merchants "IH&"&H "er Ill'ﬂﬂl]t‘ %CCS
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A study on consumer preference and awareness on digital payment system with special
reference te Kodungallur municipality

5.3 CONCLUSION

The study gives an overall idea about the customer preference and awareness
on digital payment system with reference to Kodungailur municipality. Most
of the respondents trust the digital transactions and they also satisfied with
facilities offered by the digital payment system. Even though respondents
still depend on the cash transactions but there is an increasing use of digital
payment system. The respondents agree that they easily understand and
adapt to the growing changes happening in digital world. The respondents
agree that they have to be highly alert while using the digital payment
system and they have taken various measures like Antivirus software to
protect their digital transactions. From this study we can conclude that
digital payment system has shown great significant in the day to day activity

of respondents in Kodungallur municipality.
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A study on cmployees satisfaction in PDDP company

1.1 INTRODUCTION

Human resource is considered to be valuable asset in any organization. It is the sum

total of inherent abilities, acquired knowledge and skills represented by the talents

and aptitudes of the employed persons who comprise executives, supervisors and the
rank and file employees. It may be noted here that human resource should utilized to
maximum possible extent, in order to achieve individual and organizational goals. It
thus the employee’s performance, which ultimately decides, and attainment of goals.

PDDP is an ISO 22000:2005 certified Dairy society company engaged into
manufacturing and sales of dairy products including cow milk, toned milk, curd, Ice
cream, butter, paneer, ghee, and cattle feed under the brand name of ‘PDDP’ in the

state of Kerala. The society has installed capacity 1 Lakh liters per day. So, in PDDP

there are working lot of Employees in different departments. Employee satisfaction,
while generally a positive in organization, can also be a downer if mediocre

employees stay because they are satisfied with work.

1.2 STATEMENT OF THE PROBLEM

It is said that satisfied employee is a productive employee, any kind of grievance
relating to organization or personal to a greater extend influence on the job. So, every
organization is giving higher priority to keep their employees with the satisfaction of
providing several facilities which improves satisfaction and which reduces the
dissatisfaction. If an employee is not satisfied with the job there is chances for
absenteeism, job turmover, lower productivily, committing of mistake, diversity
energy for different types of conflicts keeping thing in view all organization are trying

to identify the areas where satisfaction to improved to get out of the above danger.

2\ ... AL

. -I| _...':_' i 1 - \ ) . N i i - - .
The company.can analyze lhej,;lcrrel of employee salistaction in their organization. The

company can improve the ivg;ﬂg}ng the employee’s conditions, environment and other
*, :
policies to satisfy. The f.'*_i;gf’ ny can implement by valuable shiggestion to overcome
-

many problems faced berganization. This study is underlakentglpiggllg'r_\-'itlt‘ suggestion.
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A study on employees satisfaction in PDDP company

3.3 CONCLUSION

People’s Dairy Development Project (PDDP) is a Charitable Soctety under the
Travancore Cochin Literary Scientific and Charitable Societies Registrations Act of

1955. The Society was registered in 1983, It is an SO 22000:2005 Certified Dairy. It

began with one village with 60 litters of milk per day, nothing but a trickle compared to
them good it has become today. Today PDDP collects, processes and distributes over
60,000 litters of milk and milk products per day on behalf of more than 200 societies

owned by around 30 thousand member farmers. Thus, it acts as a livelihood for many

farmers as well as the employees.

From the analysis on Employees Job satisfaction in PDDP, it is seen that the job provided
| ample opportunities to the employees to exercise their skill at work place and they are

satisfied with the existing facilities, wages and work environment.

And finally. the employees of PDDP are satisfied.
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A Study on Impact of Online Shopping with Reference to Kaiparambu Gramapanchayat

1.1 INTRODUCTION

All of the businesses today as we see are done over the internet and anything which is

not there is meant to  be wiped off. E commerce evolved as businesses started to
shift from real time market to digital market. The online shopping system being a
prominent part of E commerce has brought down political and physical barriers.
Online shopping has become new type of retail shopping. It has become a substitute
for the real market place. It has now been adopted all over the world  including

India. The knowledge of online shopping in India is now beginning to increase rapidly.

Today the demand of the Indian e-commerce market is increasing very significantly.
The main noticeable factor in the Indian ecommerce market is the behavior of the
Indian online shoppers. The demands of the Indian shoppers are quite different from
other countries of the world. In India, a person is always looking for a cheaper rate
and that 1s why almost one third of the total sale is made during the sales season in

India. The discount offered by the vendors affects not only offline market it also

affects the e - commerce sector.

Online shopping is a form of electronic commerce which allows consumers to directly
buy goods or services from a seller over the Internet using a web browser or a mobile
app. The online shopping experience is the way your customers encounter and engage
with your brand and products. It irlcludes your shoppers' end-to-end eCommerce
journey, across touchpoints, from the moment they search fc;r products, to the

continuous interactions they receive before, during, and after purchase.

1.2 STATEMENT OF THE PROBLEM

Online shopping is a current occurrence that has develo Bed gr:;.glg imn_f}nﬁm‘.c ﬁn the

modern business environment. The evolution of online shopping has opened the door

_—
rofedh ;;1\\\ to exploit and provide a competitive advantage over firms in this era.

Trhc sprea ,ﬂ} the coronavirus had an impact on the social, cconomlc .ﬂ&d—-

rr_,

psyc]mlctncélmildcr of the people in the whole World. Frémhe pandcmm pcrmd

' {:-iﬂ ne shuppmg becomes difficult. From then online shoppxrﬁﬁﬂwﬁdk}pﬁaq 10 fﬂ%ﬁ
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A Study an Impact of Online Shopping with Reference to Kaiparambu Gramapanchayat

5.3CONCLUSION

The project was based on the topic "Effectiveness of online shopping”. The major

area focused was on the factor influencing online shopping and customer satisfaction
The research concludes that most of the respondents are satisfied with the overall

experience of online shopping and some of the respondents believe that online

shopping is more secure than traditional shopping but still few respondents disagree
with this statement. Price of the product plays a more important role than any other
features provided in online shopping. It is found that the biggest challenges faced on
online shopping is lack of necessary products and also there are more challenges like

convenience and time saving, proper internet facilities and breach of personal

information.
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1.1 INTRODUCTION

| The banking sector has undergone significant changes in the last year. Banks are now
requited to cope with stiff competition in business and also the complex regulatory norms
| regarding capital adequacy and provisioning banks are forced to adopt various marketing
| techniques and approaches. Thus marketing has become imperative for all banks including
those in the public sector. the increasing legislative deregulation of the banking market and |
the decreasing the state intervention in banking affairs; the above have led to the creation of a
new market which is characterized by a slight increase in primary demands and less
legislative restrictions. The preservation and mainly the increase of market shares constitute
the primary objective of all banking institutions and many strategies have been implemented
in order to maintain their clients. In this effort, bank managers have been creating new
products and services. Yet as such innovations involve significant expenses and banking
costs, it has been supported that a better approach would be to focus on client trust, by

offering better quality of services and aiming at satisfying clients to the maximum extent. |

Cheese et al(1988) indicated the importance of effective bank communications strategies.

In the current banking scenario it is obvious that banks gain competitive advantage by

rendering efficient service and thereby enhancing customer relationship. More emphasis on
creating loyal customers is the need of the hour. It is pivotal for all players in the financial
service industry to understand the needs of the customer and customize services based on
their needs. This in turns will pave way for achieving customer satisfaction to a larger extent .
The measurement of the same is an important factor in banking sector. In this ICT
(fnfonnation, Communication and Technology) era, the mode of direct pay, online financial i
services has gained value. Now a day customer need flexible hours of operation, |
customization and transparency. Due to increased market competition, customer’s defection |

rates are higher. Thus, research on service quality and satisfaction of customers in banking |

sector is considered important.

1.2 STATEMENT OF THE PROBLEM

—

Banks are now giving importance to the marketing activities fodcréate fawareness regarding
their services to thie publie. The customers have more choices in choosing their bank. With
stiff compctit'i'ﬂn.and advmléeti technology, the services provided by, t the bank have become
moreeasy and conyvenient, Thc dlffcrenccs in the services provide by the banks d:ﬁ"crem each

other. The custorncrs have m{mrﬂ choices in choosing their bank, The differences lead to Have
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5.3 CONCLUSLON

Customers for financial services are changing in the terms of their wants, needs, desires and i

expectations financial service providers have to understand who their customers are, what

they prefer, why they buy, who makes the decision and how the customer uses the products |'
|

and services.

In conformity with these changes, there should be changes in the bank’s services, training,
attitudes and images, marketing strategies and patterns of organization and control. New |
technology driven products blended with the traditional ones and personalized service will

enable banks to extend a variety of financial service under one roof.
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1.1 INTRODUCTION ' | |

I he general theme of the studies 1s to demonstrate how membership commitment and |
satsfaction are important to cooperative development and growth. The strength of a |
cooperative depends, in part, upon its ability to mobilize its resources and members |
not only in gaining market share and achieve economic growth, but also in |
maintaining member commitment, satisfaction and retaining them. Satisfied, highly

committed members are more likely to support their cooperative by participating in afl | |

| mitk prices can be so low that many farmers struggle to sustain their business. Smali

| household incomes has led toa metamorphosis of rural and smaller markets. With |

| cooperative activities. The ability of a cooperative to meet its membets expectations
' depends on whether management effectively evaluates membership needs. Members |
: attiude towards thei r cooperatives have a significant impact on their cooperative
participation behaviour alintensions. The attitudes people hold towards an

 organization could, and do influence their behaviour towards that organization. The

farmers cannot preserve surplus miik and it may result in loss. When a farmer |
becomes a member of a cooperative milk producers society, there is no botheration |

about the surplus milk with free transport facilities the milk is collected by societies

- and send to mitk unions. Milk in excess of domestic consumption is converted in the
form of dairy products like ghee, cheese, milk-powder etc. This will be possible in |

large scale only by cooperatives. The market scenario is changing fast. A rise 1n

vlobalization and eniry of big players it the organised sector, the-challenges before |

the Indian dairy industry is to manage the growth in production, processing and

| marketing without harming harbinger of this growth of the small who is the most ‘

| competitive milk producer in the world. In rural parts of our country, dairy is the '_'

sccond important occupation in the world. Two key elements of marketing strategy |

‘ are Tocused on satisfaction and milk products milk expansion 10 include UHT milk, |

nutntive and-protective food. Any person from children to old aged PCGL/IE \an |

' iaced a number of problems which can be solved by co-operauves efforts in the |

tollowing  ways, Small farmers have one or twe milk :f.mmlafs1 mcj} bu their

PO, S liivg

sioduction of milk-i§ carried on a small scale, By availing co-operatives loans with |
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A STUDY ON MEMBIERS SATISTACTION TOWARDS CO-OPERATIVE MUK SOCHTEY IN KODAKARA
BLOCK PANCHAYATH

|
E
.

CONCLUSION

The study concluded that the members in co-operative milk society should concentrate on
members grievance- oriented activity. The findings and analysis of the study lead the
following conclusions can be drawn. The important factors considered by the producers
before supplying milk are measurement, correct testing, market price, payment, distance,
cattle feed and loan facilities. Further it is intended to identified that majority of the producers
are satisfied with the co-operative milk society because of its measurement, correct testing,
market price, payment and bonus. Some producers are not satisfied with the society milk,
because of its timing, high charges for cattle feed, lack of training facilities, and lack of loan
facilities and high cost of fodder feed. some of the factors that the society has to change in

order to provide more facilities and training to the producers.
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A study on job satisfaction of ['T employees through online media in Tlhirissur Districe,

1.1 INTRODUCTION

In today’s computational technological environment employ’s or worker are work
in online media. The mobile workforce or telecommuting or remote worker is a
relatively widely famous concept in India. Yes!! Telecommuting makes the
workforce more efficient, cuts costs. They are helping for protecting the
environment. Many organizations are developing telecommuting programmers as a
wey 1o draw new employees to work and use such Virtual environment, In today’s
day there is tight labour market, companies that offer flexibility. Employcrs,
employee & end user require workplace flexibility. With this advancement of
communications and information technology councepts has ability to log on the
company’s network from any location by using hardware devices like notchook,
computers, smart mobile phones and handheld devices has given rise to a trend of
mobile computing and telecommuting.

Employees work at online media they are telecommuling or teleworker or
ieleworking. Work related travel can be replaced by use of information technology, |
telecommunications. The employees work at home or at a related telework center l
using communication tools, such as phene, fax, modem, Intemet teleconferencing, |
e-mail or I M. Employees can perform his or her work duties from a remote location. |

Business success depends en Job satisfaction of employees. It 1s essential key part |
|

of such employees, it will get most important source of information for improving
companies overall growth, increasing product and services level. This paper s
focusing on “ Job Satisfaction of IT employees through online media in Thrissur

district . “To Knows Job Satisfaction of Employees will heips to all.

]

|
|
day’s, most employees work at online media. Knowing his or her job satisfaction
|
|
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A study on job satisfaction of IT cmployees through online media in Thrissur DistricL

5.4 CONCLUSION

The study thus verifies the significant relationship between structural and

relational factors of job satisfaction of IT employees through online media. It also

verifies a strong positive correlation between these factors and quality of expernience

with work through online media, thus showmg higher chances of increased

employee productivity.
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A Study On Perception Of Students Towards E-Learning During Covid Pandemic

1.1 INDRODUCTION TO THE STUDY

E-learning is defined as the learning system that we can obtain through the internct
using an electronic device. We also call it online learning or online education. The “E”
in e-learning stands for ‘electronic’. Hence the original term electronic learning. A
learning activity has interaction between a learner and an environment, leading to a
planned outcome. It is the planned outcome which makes learning a purposeful activity.
Leamning is defined as a change in behavior through experience Leaming is measurable
and relatively permanent change in behavior through experience, instructions or study.
Whereas individual leaming is selective, group learning is essentially political. There
are many types of learning methods and theories but e-learning is developing very fast.
E-learning is well accepted due to many reasons and same areas are explored in this
research study. Learning is a product of interaction. The rapid technological and social
change put forwards need for lifelong learning. Conventional classroom learning is not
able to satisfy much need. E-learning is an increasingly preferable alternative to ||

conventional classroom learning. Web based learning has become an important part of

the routine landscape of education. It has been recognized that web-based leaming can
enable more leamers to have access to the leaming material and provide students with
unprecedented flexibility and convenience. '

Wide spread of internet has encouraged e-learning among students. In an e-learning
environment, leamers learn own convenience of schedule and willingness. Ease of
access to the learning material, time independence, leaming and mobility are critical

factors which derives the utilization of e-leamning system. In general, e-learning can be

Ii concept of learning mostly used by students for academic and non-academic purpose.

considered as the process of leaming to develop leaming formed by communication

with delivered digitally with electronic service and support. E-learning is a modern

The conventional way of leaming has changed. Through the world wide web education

— Al
has become ubiquitous service delivered anytime anywhere. E?icarnmg_mi theprotess

involves the use G'ETED’&ME phoncs, computer and internet. The rapld development and
wide spmfui umgc Of m{:L'mCl result effective education environment. Adequate
contrlbutmn ofieiiirent ILLhH{_'F\Dgy growth f{or education is the' wrdtmng of e-learriing”

cnwronnmnt With the use c:l' advancement in technology atidcommunication Any

freak acmdent that happ&nb;ﬂ the world will always leave it’s impact oir education:And
- e
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A Study On Perception Of Students Towards E-Leaming During Covid Pandemic

so, the epidemic of covid-19 hasﬁim_ints(meducation. The outbreak of his
dangerous virus across the global has forced educational institutions to shut down to
control the spread of this virus. This happening made the teaching professionals think
of alternative methods of teaching during lockdown. And thus, it paves the way towards
web-based learning or e-learning or online learning. In today’s scenario learmning has
stepped into the digital world. In which teaching professionals and students are virtually
connected. E-learning is quite simple to understand and implement. The use of a
desktop, laptop, or smartphones and the infernet forms a major component of this
learning methodology. E-learning provides rapid growth and proved to be the best in
all sectors, especially in education during this lockdown. Covid-19, as a global
pandemic, has called for social distancing. It has made people mandatory to sit indoor
and sitting idle indoor may lead to mental stress, online learning can play important
role. This study emphasizes on how online learning is beneficial during times of crises

and the effectiveness various online learning platform are also discussed.

1.2 STATEMENT OF THE PROBLEM

Today, the use of web to teach and learn is inevitable for both teachers and students.
Online learning is becoming more and more necessary for education to and for
knowledge spread. Thus, students should consider this trend in education and get

prepared to get enough skills that will help them effectively benefit from the

advantage e-learning is providing. This study will help to identify the reasons that
influence student’s attitude towards e-learning. Online learning is the best solution
during the pandemic situation. Teachers can use virtual classroom to teach from house
with all necessary tools which makes the online sessions as effectively as traditional
ones. Pandemic often compel the learners to stay at home for long period of time and

obstruct teaching-learning process.

1.3 OBJECTIVES OF THE STUDY

1. To Lmﬁ»ﬂﬁc‘fﬁﬁyﬁmf students towards E-learning at the period

, @\
cowd 19 pandcmmw‘ A N
2. To Hi‘l.ld}-’ the factors) ﬂ‘uq't influence the alT.lT.l]dL di stiidents durmg locl\
"+ Jey I." . 'J C Ru
down.period. ~ /a/

3. To identifythe Mﬂengcs faced by the 1esp0nde;;.1q i P fré:arﬁmﬁ: & Sciegee
e Meu:—: Cnmahuiy
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A Study On Perception Of Students Towards E-Learning During Covid Pandemie.

5.4 CONCLUSION

In this survey study, evaluated perception of students e-leaming during the COVID 19
|| pandemic. Ease of access to educational materials and the ability to choose the time
and place to study were shown as the strongest advantages of online learning among
respondents in our survey. The study has been conducted among a sample of 100
students. From the feedback it is understood that some of the students have a negative

attitude towards e-learning at the time of COVID 19 pandemic. Most of the students

without any gender wise classification have positive and negative attitude towards e-
learning because from the above statements it is clear that e-learning helps them 1o
manage their time and cost in education and improve their self and it built confidents
among the students. Beside that there are some challenges faced by the students at the
time of the entering into e-learning. The main problem for respondents in our survey,
especially internet connection. E-learning requires a reliable internet connection and
the necessary hardware and software. Poor interaction between learners and
facilitators, and they feel mental stress and health issues while they attending online
learning. Lack of clarity of the purpose and goals of the learning can impede the
learning process and respondent are tensed about education through online method. It
was perceived that some of the students had not essential resources to join online;
here it appeared like pushing the digital divide further. So, the difficulties with online
teaching were both technical and ideological. Most of the challenges were related to |
the students and their responses 1o the needs of online teaching, which include
uninterrupted electricity connection, intermittent signal issues and lack of scope for

meaningful interaction.
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A study on influence of sales promotion strategics of e-commerce on customer satisfaction”
= =

1.1 INTRODUCTION

Sales promotion and discounts are not new concepts in the world of eCommerce.
Seasonal promotions are special sales strategies used by organisations for a short period
around popular holidays. For most people discounts, coupons and other offers provide
an enjoyable shopping experience. It is seen that 2/3™ of customers end up purchasing

even if they weren’t planning to if they get an offer. Smart marketers know the

importance of computing the lifetime value of a customer, rather than focusing on the
one-time cost /benefit ratio of a single transaction, It’s even possible to build a business
by giving something away. Here’s a classic example: In 1888, Coca-Cola began issuing
paper coupons that entitled the bearer to one free glass of “Genuine Coca-Cola”. Over
the next 25 years, 8.5 million consumers took Coke up on that offer, and the legend we
know today was born.

The principie that you can build a business by giving something away has never
been truer than in the Internet Age. Online shoppers are educated, discount-conscious,
and extremely capable of comparing product offers across ecommerce and local stores.
Recent researches show that the number of consumers who search for discount codes
before making a purchase is rapidly on the rise. These promotions and offers increase
customer satisfaction and enhance customer loyalty. With the Covid-19 pandemic,
there was enormous growth in ecommerce. USD 4.27 trillion was spent on ecommerce
I worldwide in 2020. That number is forecast to reach USD 5.4 trillion in 2022. With
add:ad growth, comes added co.mp etition. The major ecom.merce companies in India c:a.rc
Amazon, Flipkart, Myntra, Snapdeal, FirstCry, Nykaa, BookMyShow etc.

To overcome this high compelition ecomamerce companies should come up with
innovative and a greater number of promotional strategies. Some of the most effective
ecommerce website sale and promotion ideas are: free shipping, percentage-based
sales, buy-one-get-one, quantity discounts, conlests and gwg'wfays, ﬂasl,i\*-.il,u.s,ﬂgnc-
day sales, free gift with purchase etc. Every online shopper want; to feel like the price
they paid was fair, Nobody relishes being taken advantage of. Consumcrq should be
given a leasonable reason for the special prices. Otherwise, they ll asswme it s because
you are chargimg 1oomugch in the first place or quality of theiemm. W1ll be q_u;stlonablc
So extra care should be gwen while introducing promotional strateg,les or dlswunts or

else the plans could backfire. =
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A study on influence of sales promotion strategies of e-cornmerce on customer satislaction

. == -. S —————— —_ = =iy
This research is conducted to study the effectiveness of different seasonal promotions

and discounting strategies followed in ecommerce on customers buying behaviour and

their satisfaction. For this special focus on Amazon’s promotional activities are referred

and analysed.

1.2 STATEMENT OF PROBLEM

Availability of wide range of discount and promotional strategies confuse the I
customers and companies deeply. Customers are confused on choosing the best

ecommerce site and effectiveness of strategies followed by them. Companies are

confused about choosing the best promotional strategy that would increase their sales
through customer satisfaction and loyalty. So, this study is conducted to study this
problem of confusion and the impact of various discount and sales promotion strategies

on customers buying behaviour. And how companies can effectively use them to attract

customers.

1.3 SIGNIFICANCE OF THE STUDY

There are over 26 million eCommerce sites across the entire globe, with more and
more being created every single day. With the enormous growth and scope in
ecommerce, comes fierce competition among companies in this field. So, the survival
of companies will depend on the discount and promotional strategies followed by them.
Ecommerce also has significant importance in the economy. In 2021, retail eCommerce
sales amounted to approximately 4.9 trillion U.S. dollars worldwide. This figure is
forecast to grow by 50% over the next four years, reaching about 7.4 tnilion dolars by
2025. So, there is a need for detailed study on this field to study various promotional
activities these sites cgjgi i111plemcnt to increase their sales with better customer

satisfaction and lgf 3.—-\

3 f Hr? ""Vﬁ:'

1.4 SCOPE OE"TH‘L E:fl UL}Y |
This project is cmn%;u.u:d a::);(‘fy the different plomotlons and discounts used 1n

ecommerce sites, their—¢€ilectiveness and Lmtor11erdlres1mn-;L mwnrc[a them:
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“A study on influence ol sales promotion strategics of c-commerce on custonyer satisfaction”

5.4 CONCLUSION

This study reveals that sales promotion indeed play a very importaat role in the
marketing strategy of ecommerce sites. It is beneficial for both customers and
companies. Offers like price discounts, buy 1 get | free, coupons, combo offers etc do
have a role in inducing earlier purchase, increasing purchase quantity, trying a new
product or brand and many mare. Other than these offers customer purchase decision
15 influenced by the quality of product, availability of wide range of items, deliver
system etc. Even though there are many merits for online shopping, people still mainly
use retail stores for most purchases and spend minimum amount on online purchases.

Security, availability, quality may be the reasons for this.
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influence of Sales Promotion on the Online Buying Behaviour of students of Nirmata Institufions
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|
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1.1 INTRODUCTION

Shultz, et al. (1998) says that sales promotion generally works on a direct behavioural
basis rather than affecting awareness or attitude. One of the purposes of a sales I’

promation is to elicit a direct impact on the purchase behaviour of the firm’s consumers.

It is most commonly said that most types of sales promotions affect the decision-making
and purchasing stages of the buying process directly that is affective in the long run
since it leads to increased sales and profit. The purpose of a sales promotion is 1o attract
new customers, maintain existing customers who are contemplating switching brands
and give incentives to customers who are about to use competing products. Sales
promotions vary depending on the situation and need, and they have an immediate

effect on product purchases.

The basics of promotional strategy involve delivering the communicational message
from the producer to the consumer. The object of the message is to persuade the
audience to purchase the product or service. Therefore, the consumer needs to be
receptive to the message and to be able to interpret it in such a way the intent to purchase
is established. The purpose of a sales promotion is to attract new customers, maintain
existing customers who are contemplating switching brands and give incentives to
customers who are about to use competing products. Sales promotions vary depending

on the situation and need, and they have an immediate effect on product purchases.

These incentives and methods may be in the form of

* Discounts and coupon$ - -

» Buy one, get one offer

» Flash sales and combo offers

» (Gift coupons and cash back coupon.

Thus, the sales promotional measures influences the pre-purchase evaluation and the

purchasing decision of the consumers to purchase the product. It provides benefit or

incentives to consumers; wholesalers, retailers, or other ﬂ‘r;_,,dm:"itmna"k LllﬁTﬂIMLTS to

e e

stimulate immediate sales.

3 X : : . Frod pa . |

In the past few decades, online shopping has gone from being non-existent {o,becoming :
iy s . . o . . Torn ¥ ’ - . . |

a multibiliion-dollar industry. Buying things online has bevbme a comuon ‘practice |

among millions of people around the world. Recently the numb‘é"r“-'bf‘_.|1:3«;:r_f_}_'l_cf:;l_;§'_gy"ir1g ;.
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5.3 CONCLUSION

The study reveals that Sales promotions play an important role it the marketing
programs of marketers and retailers. For a large percentage of marketers” sales are
made on promotions. Sales promotions are not only effective in attaining shert term
sales as they are also more cost-effective compared to other integrated marketing
communications tools such as advertising. In conclusion, the consumers” attitude

towards different promotional 100ls on buying behaviour is favourable. It shows that

sales promotion tools are supplementary or complementary to existing business as
an additional marketing strategy. This research demonstrated that promotional tools
such as price discounts, coupons, “buy-one-get-one-free”, motivated consumers’
buying behaviour. In addition, the framework provides new insights into the
understanding of how this particular group of respondents are influenced by various
r promotional tools offered by marketers and the impacts on their buying behaviour,
which can be taken as a small sample study by marketers in order to utilize accurate

marketing strategies to promote products.

II - -
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A Study on Customer Satistaction Among E buyer’s at Chalakudy

[ 1.1 INTRODUCTION

In the era of globalization, electronic marketing is a great revolution. Over the last

decade, maximum business organizalions are running with technological changes. 1
Online shopping or marketing is the use for better marketing performance and retailers
are devising strategies to meet the demand of e-buyers. Internet has transcended us from
the traditional shopping era into a new a new and more efficient era of online shopping.
Globally, customers are gaining tremendous benefits from purchasing goods and
services from cyberspace. The internet permits the 24x7 and 365 days availability of

goods with little or no extra cost.

Surplus seeking consumers and retailers are always searching for markets that are more
economically efficient hence, online purchasing. Although there are abundani research
works undertaken relating to factors that influence customer satisfaction and purchase

intention in the context of online shopping (e-commerce), factors that are found to r

influence the level of customer satisfaction actually vary from time-to-time & location- |

to- location.

The importance of this study is to examine the customer satisfaction among e-buyers in

Trissur district and also investigating the major reasons and factors which influence a

customer decision for purchasing online and the level of satisfaction achieved by him
or her by making online purchases. In this research project, the findings of the
questionnaire-based survey conducted in various places of Trissur district are analyzed
with the purpose of drawing out conclusions as to what all factors affect the level of

customer satisfaction among e-buyer
1.2 STATEMENT OF PROBLEM

Online marketing has gained a lot importance in the present marketing conditions.
But along with vital growth the number of scamps, fraudulent practices and
cheating also increased. Such cheating activities had created fear in the minds of

customers and also adverse impact in the attitude of consumers towards online

purchases. The problem xlhlS survey is consumer’s satnsf"u}\lql anid

& OF
attitudes towards oy uﬁa opp ngf‘\mll determine the ki{ﬁq!ﬁ-ﬂt-lﬂr influence
customers to shop quﬂmaumi‘]' ‘i.'fmsn. Hcims will help the marketers to formulate

their sirategies towa‘;d&uﬂliw ITJdl'LLl]']'Ij:, : Nty e
N

‘\‘_,‘__‘_ %'- !

[
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A Study on Customer Satisfaction Among E buyer’s at Chalakudy

the endeavour of this study is to identify the motivating factors towards online
shopping as well as inhibitions of online shopping. Therefore, from the Nindings it was
found that consumers purchasing decisions were dependent on various factors. All these
motives motivate consumers to purchase products through online. According (o
consumers”™ opinions, ,,time saving™ is the most important maetivating factor for online
shopping. Again ,.information availability”, ,,open 24/7°, ,huge range of products/
brands™, ,reasonable prices”, ,various offers for online products”, «Lasy ordering

[}

system®™, and ,shopping fun are other motivating factors for online shopping
respeetively. In contrast, when respondents were asked about the inhibitions of online

shopping, it was found from the findings that, ,.online payment system®, , personal

J 5.3 Conclusion

privacy or security issues ,delaying of delivery™, ,,products mixing up at delivery
time'” and ,,products return policies", and lacks of personal customer service™ are the
main inhibitions of online shopping 1o the respondents. It was alse observed that
online shopping is not trustworthy and reliable to some consumers due to only online
payment system and personal privacy. In addition, online security is a major concern
for the consumer particularly in terms of fraud, privacy and hacking. The concerns for
online consumers™ as well as omnline organisations, relating to online security as
~lackers, vandals and viruses™ penetrate both vulnerable personal and corporate
security system. The main drawback of any contraventions in security or privacy is
the loss of trust and reputation, which may affect customer confidence, which can be

very damaging for web based vendors.
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A Study On Customer Satisfaction With Respect To The Green Marketing And Green Products In
Thrissur

1.1 INTRODUCTION

Corporate environmentalism or green management emerged in the 1990s and became
popular internationally in the 2000s.Corporate social respousibility and green
management are becoming major topics of discussion in this century. During the jast
tour decades, satisfaction has been considered as one of the most important theoretical
as well as practical issues for most marketers and consumer researchers. Satisfaction
referred to a consumers’ judgement that a product or service feature or the product or
service itself, was providing a pleasurable level of consumption related fulfilment,
including levels of under or over fulfilment. In order to keep up with the changing
business environment and consumer needs, many organisations around the globe have
been forced to adopt green marketing practices for social responsibility issues.
Preserving the environment has become the necessity of any competitive organisation
in the global market. Green marketing is the company’s effort to design, promote, ptice
and distribute products in a manner which promotes environmental protection. It
includes all the activities designed to generate and facilitate any exchanges intended to
satisfy human needs or wants, such that the satisfaction of these needs and wants occurs,

with minimal detrimental impact on the natural environment

Environmenta! pollution increased rapidly throughout the industrialization period
leading to a great reaction which was born against products hazardous to the
environment. When the hazardous contents of a product became one of the factors
influencing the purchase d?cisions of consumers, busir}esses started to manufactux:e

environmentally friendly or in other words green product policies.

1.2 STATEMENT OF PROBLEM

The purpose of the study is to find out the level of satisfaction towards the

environmental concern products. The main aim is to find out how the consumer behaves

when they are about to purchase eco-friendly product. Are they looking for{hﬁprq'ﬂﬂc_ts .
which are creating any problem to the environment? And aliﬁE_Q ,Limimﬂ’ the level of

satisfaction of consumers towards green marketing.
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CONCLUSION
Green Marketing is rising in its popularity and becoming o widespread
research area. Green Marketing had been prevalently resemched (n
developed countries for decades but only drawing interest from l
developing nations in the recent past. Therefore, green marketing is a
tool now used by many companies to increase their competitive
advantage as people is presently very concemed about environmental
issues. In the time apply in green marketing; the companies have to
comply with the consumers’ needs and wants. Consumers want to
recognize themselves with companies that are green complaint and are
willing to pay more for a greener life style. For this reason, green
marketing is not only an environmental protection tool but also a

marketing strategy. This is to give them knowledge on how to promote

the green product the green product effectively by clearly presenting the

main message to the consumers.

Nirmala College of Arts and Science, Meloor 42

Digitally signed by SHAJU NALKARA OUSEPH

____DN: C=IN, O=Personal, PostalCode:
11

=683576, S=Kerala, SERIALNUMBER= __

OUSEPH

3 CN=SHAIU NALKARA

Hih



DECLARATION

(. ADARSH Mg S6 BCOM FI student of Nirmala College of Arts And Science
Meloor hereby declare that this project report entitled “A STUDY ON IMPACT
OF SOCIAL MEDIA ON CONSUMER BEHAVIOUR,WETH 3peciAL REFERENCE 10
ANNAMANADA PANCHAYATH ” is a bonafide record of work done by me
during2021- 2022 in partial fulfillment for the award of degree of BACHELOR of
COMMERCE under the supervision of Mrs Jessy Raphel, Department of
Commerce, Nirmala College of Arts and Science, Meloor, Chalakudy , affiliated to
Calicut University.

| {further declare that this report has not previously formed the basis for the award of

any degree , diploma , fellowship or other similaritle of recognition.

PLACE:MELOQOR
DATE: l6foc2/2023

e e

Mrs. JESSY RAPHEL ~ i ADARSHM &
(Faculty Guide) (REGNO EFAUBCMOQ56)
— M _‘ll _.I:"L\_

[
L T | —— ¥
PV e

W g

Digitally signed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=
95BADF77D468D200FEAGIC521D536630A1D65C394B6E1DI1504499B30703B573, CN=SHAJU NALKARA
OUSEPH



YIRMALA COLLEGE OF ARTS & SCIENCE

MELOOR, CHALAKUDY
PLIARED (O UNIVERSITY OF CALICUT .U.O. No. 8089/2014/Admn. dated 17/8/2014

NIRMALA

CERTIFICATE

This is to certify that this Project Report entitledT MR oF SOCLAL.. .
PSR ON. (ONSWMER BERAYE OURMET I SCECTAL SEFELENLE T0. AMNAIIAN GO LANBRTH

GONB DY AOARSH MR i sssvaisissisvirssaanbasSasas o s st nssniss busasne

aunng the semester.. ¥X................ is in partial fulfillment of the requirement
tor the award of the degree of SRLHELOR. o (ohheblE ..

of University of Calicut, Kerala.

(Bdeo DI W AT

HOD Principal

\ } 5 = ..Jﬁl-“‘1 "‘—ﬂ_'l'lll'"..
arversity Hall Ticket NOQFHQ.%@M@%@? I 4 _" uen
Letied for the examination hefd on . Afe% (2022 Meloor, Chalakudy

. A Jy\ \\ﬁf&

T r i -

mrral P
LimsblalJexaminer External Exammer
DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=

77777777 )D200FEA69C521D536630A1D65C394B6E1D91504499B30703B573, CN=SHAJU NALKARA

OOOOOO

I




bmpact of social media on consumer behaviour, with special refercnce to annamanada
panchayath

1.1 INTRODUCTION

New technological inventions can have a great impact in organization through its
contributions to change the social environment while expediting sharing of
knowledgeand the development of new ideas. (Kling et al,2005). Social media will
i come in handyas a good example of technological innovation that is making a great
impact in the organizations of today. In time past, the social media inspired
technologies were a chapter. But time has proven that wrong. We have seen the
world being transformed daily by these new collective technologies, which is giving

a new hope organizations with impacts which were never considered to exist

initially.

Today, most organization are mainly interested in incorporating social media into the
business structures of their organization, but do not have a proper know-how of what
social media is all about. They also don’t have a tangible channel to ascertain the
gain that these technologies hold for them. In a survey carried out in 2009 by
Mckinsey andcompany, it was discovered that with the appropriate use of the social
media lot of organizations were able to benefit from each other in ways such as
sharing of ideas, communication becoming better and the workplace environment
becoming enhanced. The value that social media adds in organizations is huge as an
increasing number of organizations are already enddrsing and exploiting the Various
opportunities in social media technological innovation. This is to enable them find
support  for  their  various organizational and  business practices
(Starmark,2008;).Social media hold a lot of interesting opportunities to understand
how to utilize it with its accompanying impact in an organizational context beside
where it is applicable in real-life projects. The present-day organizations should ask

guestions like hoe can employees use socialmediatechnologies to do their work and al

I what impact these have on employees. These shouldbe pivotal quwmms 1n1 muﬂér’ff

day organizations. These questions can help organizations to understand how social

media technologies work effectively at workplace. Thus, it Yaffords t&iem =tlffe=£”‘

J

opportunity to review and understand how to utilize what 1t offergwith its meact on 0

how people interact and work among them as earlier discussed. liigloor, Lnalakudy
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Impact of social media on consumer behaviour, with special reference to annantanada
panchayath

5.2 SUGGESTIONS

* Increase the shopping into so that it is available in every social media.
* Reviews should be made mandatory so that everyone reliable on product.

{ » Make sure that the original product is displayed so that there could not be any

disappointments while buying.
* Detailed information should be given for each product.

» Give as many discounts as possible through social media so that people buying
unplanned. » Proper awareness must be provided to online customers through the

socialmedia.

5.3 CONCLUSIONS

The results overall show that the classical model of decision-making is valid in
describing the decision process of consumers in this social media age. Stage
characteristics positively associated with higher consumer satisfaction are easiness,
i enjoyment, trust, and confidence. High trust and confidence led to greater

satisfaction with the stages and the purchase.

Social media users found decision-making to be easier and enjoyed the process
more, when compared to those who used other information sources. They also had
greater cohfidence and satisfaction during the process. Thos€ who percetved the
information on social media to be of higher quality and greater quantity than

expectations were moresatisfied overall. This suggests that information overload did

nol reduce consumer satisfaction with social media.
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A Study on customer satisfaction of Himalaya Herbal Producis

1.1 INTRODUCTION

A decision is the selection of an action from two or more alternative choices.

Constantly consumers make decision regarding the choice. purchase, use of products
and services. They face a lot of dilemmas at the time of taking a purchase decision.
Thus, it is a process by which the consumers identify their needs, collect information,
cvaluate alternatives and make purchase decision. These decisions are useful 1o both
marketers and pelicy makers. This study throws light on the perception of women

consumers towards the purchase decision of Himalaya Herbal Products.

In modern world women are beauty conscious and they use variety of beauty
products that have herb to look charm and young. The growth of cosmetic and beauty
products markets has surged significantly as consumers are increasingly becoming
aware about appearance, beauty grooming and choice of personal care products.
Indian herbs and its significance are popular worldwide. Herbal cosmetics have
growing demand in the nature. There are wide range of women around the world. The
Indian cosmetics market is defined as skin care, hair care, color cosmetics, fragrances
and oral care segments. There are variety of products available in the market.
Consumer prefer variety of produncts for high quality, low price and attractive
wrappers. Most of the consumer are satisfied with high quality products. To meet
consumer needs, manufacturers are likely to be aggressive across all categories in

cosmetics.

1.2 STATEMENT OF THE PROBL]?-JM

In the modem world women are beauty conscious and there are variety of
products available in the market. Consumer prefer the variety of products for high
quality, low price and attractive wrappefs. Most of consumer are satisfied with high
.quality pl"oducts and some of consumer prefer other factors. Each product differs
from one another in terms of price, quality, offers, advertisement etc. "The main
intension behind this project is to analyze the consumer preference and satisfaction

| towards Himalaya products. ) N _.._.-':'l,,, .

Nirmala Coltege of Arts-and Science, Meloor - Page| 1

Digitally signed by SHAJU NALKARA OUSEPH

DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=

95BADF77D468D200FEAGIC521D536630A1D65C394B6E1DI1504499B307038573, CN=SHAJU NALKARA
PH



A Study on customer satisfaction of Himalaya Herbal Products

3.2 SUGGESTIONS

Before the launch an aggressive advertisement must be carried out in order to

inform the customers about the product.

Social Media can be adopted for advertising as it is widely accepted.

The company may directly contact the customer. It will help the company to
increase the sales volume.

The company may reduce the price of the products to attract more customers
of low-income group.

The quantity inside the pack should be matched with the inside of the content.
They should more concentrate more on offering free gifts to attract the

customers.

5.3 CONCLUSION

Majority consumers of Himalaya products are women. Most of consumers are using
the product for face and body care. Consumers are mainly considering the quality of
the product. There are no side effects using Himalaya products. Customers have good
experience using Himalaya products. Price of products are reasonable to its quality:
and the price of products is affordable Himalaya has better qualitative advantage as

compared to other brands.

L
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DN: C=IN,

A STUDY ON PURCHASING BEHAVIOUR OF MOBILE PHONES AMONG WOMIN

1.1 INTRODUCTION

Among the progress and growth of developed and developing economies in the
world, India has become one of the fastest growing economies throughout the world. Indian
economy has placed in the fourth position by the year 2050 according to Goldman Sachs BRICS.
The telecorn sector and its services have been recognized is an important tool for socio economic
development for a nation, The growth telecom sector in the pre-liberalization has been
phenomenal.

The mobile phone market is one of the vast areas to study the technological
revolution in the mobile sector escort booming market for the mobile phones. Mobile
phone was developed in 1979. In India, it was introduced in 1994 but it becomes
familiar only in the beginning of the year 2000. Now mobile phone uses are spread over
the world. One -fifth Indians are using cellphones. It is a very fast point to point
communication. The effective and efficient usage of mobile phone largely depends
upon the attitude of mobile phone users and prowth of this communication sector

depends on mobile phone service providers.

The behavior of human being during the purchase is being termed as “purchasing Behaviour”.
Although during the past ten years mobile phones have become a fundamental part of personal
communication across the globe. Consumer research has devoted little specific attention to
motives and choice underlying the mobile phone buying decision process. Among these
developments mobile phone devices have had one of the fastest household adoption rates of any

technology in the world’s modern history.

Now z.a. days, mobile phones have become an integral part of human daily life
and personal comumunication across the globe. In previous market segmentation, segment their
market based on merely the frequency of usage of each type application { messaging, browsing,
communication etc...) .However, these measures may not adequately gauge the extent of
people’s interaction with their mobile phones given that using mobiles phone is becoming varied
and that some people are cognitively pre-occupied with their pimm when nu% using #We can

see that current mobile phone development has changed the marketbreif dmhnu with customers.

In teclmology dnven businesses, understanding the voice of customers and their buying patterns

| has emerged a tough challenge for mobile companies. The reason for the growth of this sector is

customer involvement as human spends most of his time in inleractiug _wi_th_,_a_lh@rs- India being a

| developmg market and being a nation of diverse cultures and tradlttons it becomes mdndatory

| for mobile p]mm. companies to have a deep understanding of hmm}_ behavior f_tt,‘.;;gi L)uums_
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5.3 CONCLUSION

Mobile phones are an essential element of daily life today. We accept mobile
phones as a part of our everyday lives and an important means of getting in touch with
the world around us despite our busy schedules. The purchase of a mobile phone is an
importaat decision with a variety of mobile phone brands available to choose from.
With the strong presence of different brands, many the brand wars among leading
mobile brands has provided the Indian market with better mobile sets and variety of
features.

As the fime has moved on, the number of users of mobile phones has increased
tremendously. The use of mobile phone for making calls has changed with the
introduction of smart phones and wireless technology. User preference has shifted from
using mobile phone merely as a means of communication to using it as a storage device,
getling connect to social media and conducting business through mobile phones and
making a lot of money. The female brand atiribute preferences are different, even age
group differences shapes the way they prefer one brand over others in the market. The
study shows that, based on certain factors like convenience headset, cost control, value

added services etc.., women are moderately satisfied with their mobile phones.
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A study on Awareness of E-Banking services with special reference (o Thiissur distoict

— ==

1.1 Introduction

Nowadays information technology plays a vital role in banking sector, Day by

| day increasing change in technology world, it leads to improve E-Banking services of

various banks. In banking industry in the past, large queues could be observed for
payment utility bills or for cash withdrawals/deposits. The banks are succeeded to
reduce this queue through uses of latest technology, but still busy common people are
demanding less time methods for banking transactions. In this regard, banks are going
utilize intemnet facility for customer’s transactions. This method will reduce paper
work, and will give quick response to customer while they remain in their office or at
home. It provides vanious advantages to customers of various banks. Nowadays
people are educated more than older days, today human lives becomes machine

oriented and they don t have enough time to visit bank branch than even before.

E-Banking means providing banking products and services through electronic
delivery channels like ATM, internet banking, telephone banking and other electronic
dehivery channels. Internet banking highly useful to the customer one who have
computer with internet connection, they need not visit bank branch for their business
transactions. Simply they can transact anywhere, anytime if they have intemet
connection by dialing the telebanking number customer can get various facilities like
cheque book request, balance enquiry etc. E-Banking includes the system that enables
the financial institution customers, individual or business, to access accounts, transact
business, or obtain information on financial products and services through a public or
private network, including the intemmet. Customers access E-Banking services using an
intelligent electronic device, such as personal computer (PC), automated teller
machine (ATM), kiosk or mobile phone. Electronic banking is a high-order construct,
which consists of several distnibution channels. It should be noted that electronic
banking is a bigger platform than just banking via the internet. The tu-flq electrom c,‘
banking can be described in many ways. In a very simple form, 1t can mean the
provision of information or sérvices by a bank to its customers, via a computer,
television, telephone, or mobile phone (Daniel, 1999). Electronic banking has

different types of delivery channels: telephone, PC, mobile and the intemet.

%

Moreover, Personal Computer allow gustomer to use all E-Banking facilityat home -

without go to bank. It gives customers a varety of services so they can move money

e
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A study on Awareness of E-Banking scrvices with speeial reference o Chrissur district

e e ——

between accounts, pay bills, check balances, and buy and sell mutua! funds, securities

and also submit electronic loan applications through PC Banking. A mobile banking
service is the newest service in electronic banking Customers can check their balance

and make adjustments between accounts, account transactions, payments etc.

Internet is the interconnection of computer communication networks which
enable the customer to perform all the banking activities over the intemet.it is the

latest wave in the information technology.

The NET is changing everything, from the way of conduct commerce and the

way distnibution of information.

Several benefits of strong electronic service have also been identified as
including satisfied and retained customers, attraction of new customers, development
of customer relationships, increased sales and market shares, enhanced corporate

image, reduced costs and increased profit margins and business performance.

The main advantage regarding E-Banking is that is availability 24 hours a day
and 7 days a week. Customer s perception and life style plays important role in
growth of E- “ Banking system.

The fact is that the customers are even not using all of E-Banking products and
services offered by the bank. So there arise the necessity for the study of customer s

awareness and perception towards E-Banking services.

1.2 Statement of problem

With the changing environment, banks implemented various E-Banking
facilities to the consumer’s one after the other. It includes intemet banking, mobile
banking, SMS banking and telebanking etc. According to consumer’s interest and
convenience they can use the ~ Banking transactions through online 24 hour services
without hassle. Due to rapid change in technology and the delivery channels have
been introduced. Despite these possibilities, there are various psychologic:,g and L.
behavioral 1ssues such as reluctance to change trust in one’s ﬁggaaaumv Eéﬁcems,
preference of human interference and like impede the growth of E-Banking: In this™
regard a study has been undertaken .on the topic consumer perm?ptien towards E-

Banking services with special reference to Innjalakuda munici]:;.élity..
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A study on awareness of E-banking services with special reference to Thrissur district

5.3 CONCLUSION

E-banking has become a necessary survival weapon. Today, the click of the
mouse offers customers banking services at a much lower cost and also empowers
them with unprecedented freedom in choosing vendors for their financial service
needs. Banks have to upgrade and constantly think of new innovative customized
packages and services to remamn competitive. Banks have come to realize that survival
in the new E-Economy depends on delivering some or all of their banking services on
the internet while continumg to support to support their banking traditional
infrastructure. The rise of E-banking is redefining businessrelationships and the most
successful banks will be those that can truly strengthentheir relationship with their
customers. Without any doubt, the international scope of E-banking provides new

growth perspectives and intemet business is a catalyst for new business processes.

Most of the customers are aware about E-banking services but they hesitate to

use 1t and some customers are unaware about all E-banking services provided by the
bank. So the bank should take some measures for removing such hesitation of
customers and for increasing awareness among public about the E-banking products

and services.
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A study on customer satisfaction of khadi products with special relerence to chalakudy municipality.

1.1 INTRODUCTION

Khadi is an Indian fabric. Khadi is also known by another name khaddar. Jt
15 made by spinning the threads on an instrument known as Charkha. During pre-

independence era the movernent of khadi manufacturing gained momentum under the

guidance of father of nation Mahatma Gandhiji. This movement of kh:an'_iiI
manufacturing and wearing started as to discourage the Indians from wearing of]

foreign clothes. Khadi before independence was considered as the fabric for the

political leaders and the rural people. But now it has found its way into the wardrobe
of fashion conscious people. The current situation is that the demand is more than the
supply. Earlier the type of khadi available was khadi cotton which had very coarse
texture and feel. However many varieties of khadi like khadi silk, khadi wool and
khadi cotton are available now, which makes it a fashionable fabric and likeable by
the masses. Its concept was developed by Mahatma Gandhi. It was a symbol for|
political agendas during the fight for independence in India against the British rule. It
was primarily a means to provide employment to the unemployed rural population of|
India at that time. The Indian flag has to be also made from khadi material. Thus it

holds national importance, we could even call it the national fabric of India.

Khadi has the unique property of keeping the wearer warm in winter as well as cool in
summer season. This fabric on washing is more enhanced thus the more you wash it,
better the look. Khadi is not easily worn out for years together, at least for 4-5 years.
Very attractive and designer apparel is made by doing handwork on garments made
from it. Khadi spinning is generally done by girls and women and weaving mostly by
men. During spinning of khadi the threads are interwoven in such a manner that it

provides passage of air circulation in the fabric.
1.2 STATEMENT OF THE PROBLEM

In the changing business environment customer satisfaction has become
the top priority for success of any business organization. This research is aiming to
find out the consumer satisfaction towards the khadi Products. The research on
consumer satisfaction helps to identify the consumers and to know the consumers
prcfercncgﬂ', ]#:T@Fb taste and other quality parameters by conductmg a through

|‘~:J-"“' ey v,

anal}r:};ﬁ 'and questmnhalre with statistical methods.
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A study on customer satisfaction of khadi products with special reference to chalakudy muncipality

5.3 CONCLUSION

Khad: over the decades has moved from the freedom fighters identify fabric to a
fashion garments. Today the range of Khadi products is unlimited from garments to
household linen to furnishings etc. Similarly to attract more customers, designs and
technology up gradation centers must be set up. All these will equip Khadi sector to
face the competition from the power loom. It is an admitted fact that the technological
development has done a good deal of work in this sector. This sector can improve it’s

productivity and quality by adopting new innovation

39
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A study of impacl of implemenation of GST among retailers with special relerence 10 Mattathur
panchayath.

—

1.1 INTRODUCTION

The Goods and Service Tax (GST), the biggest reform in India’s
indirect tax structure since the economy began to be opened up 25 years ago, at last
looks set to become reality. The Constitution (122nd) Amendment Bill finally got the
nod of Rajya Sabha. Government successfully stitching together a political consensus
on the GST Bill, to pave the way for much awaited roll out of the landmark tax
reform that will create a common market of 1.25 billion people. GST will be a game
changing reform for Indian economy by developing a common Indian market and

reducing the cascading effect on tax on the cost of goods and services. It will impact

the tax structure, tax incidence, tax computation, tax payment, compliance, credit
utilization and reporting leading to a complete overall of the current indirect tax
system. Law provide for compensation of 100% to States for any loss of revenues
arising on account of GST, for a period which may extend to five years, based on the
recommendations of the GST Council. Here, every tax payer will be issued a 15-digit
common identification number which will be called as "Goods & Service Tax
ldentification Number" (GSTIN) a PAN based number.

| In India, a direct tax practice was prevailed across various
industries. From July 1st, 2017, GST came into being which is 2 comprehensive tax
regime levied on manufacturing, sales and consumption of products and services.
Introduction of GST has merged both centre and state tax into a unified tax systeml

across nation. This new tax regime which has cascading effects on the economy

which seems to be testing time for India for ease of business in the supply chain
systems. GST has become buzzword across the nation, which has created a sense of
transformation of businesses yet to get clarity in various sectors. In retail industry,
business has undergone dramatic changes both in organized and unorganized retailing

in Tier-I cities and Tier-II cities of India. As it is highly fragmented in nature, the

couniry iy going to experiment with Goods and Services Tax with new tax regime

+ iq 3t .
which has cascading effects on the economy. hfthis conle:glb.;élﬂ-lier#are facing
A

Lt

challenges in terms -of handling merchandise across categories which in tum has

effect' on their bottom line of business. According to variousysources of marketfy

research agencies, the definition holds as follows GST is defined as a new tax regime
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A study of impact of implemenation of GST among retailery wilh specinf reference 1o Mathathiur
panchayath.

=
that is currently levied on products and services across [ndia. Furiher, it is a unilorm

indirect tax which has replaced many of taxes such as cacise duly. service tax.
additional dulies of excise and custom duty taxes and surcharges an products and

SErvices.

1.2 STATEMENT OF THE PROBLEM

The introduction of Goods and Service Tan (GST) would be a very
significant step in the field of indirect tax reforms in India. By amalgamating a large
number of Cenlral and State taxes into a single tax, it would mitieate cascading or
double taxation in a major way and pave the way for a common national market,
From the consumer point of view. the biggest advantage would be in terims of a
reduction in the overall tax burden on goods., which is currently estimated to be
around 25%-30%. Introduction of GST would also make Indian producls competitive
in the domestic and international market. Retail refers 1o the activity of reselling, A
retailer is any person or organization is a rescller who sclls pood or services directly
o consumers or end-users. Some retailers may sell 1o business customers. and such
salcs are termed non-retail activity. In some jurisdiction or regions, legal definitions
of relail specify that al least 80% ol sales activily must be to end-users. Hence the
present study is focused in the areas of FMCG, Textiles. Hotel, Medical shop,
Jewellery ete. And also focused on knowledge of retailers about GST. impact of

implementation of GST among retailers. opinion of retailers about the GST

implementation.
1.3. SIGNIFICANCE OF THE STUDY

GST has influenced (he retailers in many ways. This study was
conducted (o understand the knowledge about the GST and how (he GST has
influenced the retailers.

1.4 SCOPE OF THE STUDY )
. Brob, Murs? -

The swdy -.;nl-iiie.d “A study on impact u_,n.‘_E_' 1'|_n_|"_nI::|*.tc'ra'|[.".1mn. al GST

among retailers with special reference to Mattathur paru:h.u}'nlh':- WS u'.m"i"i'n.-'f[ filﬁll Lo

define the imipact of implementation of GST amony, retailers and o understand thetr
] i §
W

" Y ;I T~ R
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A study of impact of ynphicianon of GST among retalers wiil: spectal reference o Masthade
panchayath.

5.4 CONCLUSION i 1

| This study revenls that rewailers are not fully aware abowt the implementation of]
GST. It has reduced overall tax burden. The retailers believe that they get less beneﬁll

from GST. The central government gets more benefit from GST, This study reveals

1 - [N - - .
that there is positive and negative impact in retail sector. Implementation of GSTI

helps the development of nation's economy:.

o

I | | S— W S
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i Siudy On Stress Management Among FEmplovecs o Baaling Secton st kadungafiae Muomipalins

2.1 Introduction

Scholarly articles for introduction of review of literature stress management among

employees in banking sector

2.2 Review of literature
The review of related literature is an integral part of rescarch process. Thereview
of earlier studies is essential and wseful to give right direction (o any study. It
explore the development in the subject of the study and help the researcher n
formulating the methodology comprising establishing hypothesis, sclecting the
factors to be studied and secks to explore research gaps. The resent human life
and the areas of work associated to him/her are full of tensions and stress which
lead to occupational stress whereby one needs to have a balance between what is
required to be donein terms of mental and physical abilities and the prevalence of
capabilitiesto cope up with the demands of the job. Here, an attempt is made to

review the literature regrading occupational stress.

Mrs. Caral Lopes, Ms. DharaKachalia (2020), they have conducted a study "a,
Impact of job stress on employee performance in barnking sector, in private and
public banks.” They have shown that the technological growth has revolutionized
the way banking sector works and the competition is globalised now way days
because of the economic condition. The level of siress faced by the employees in
banking sector is also growing rapidly. The study found that there is.a significant
relationship between type of the banks, age, gender and education, job, role,
interpersonal relationship and Impact of occupational stress. So the banking
sector employee should adopt new coping strategies for maintaining good

physical and mental condition to improve productivity.

i
B. Kishori and B. Vinothini (2019), in their study mft’ua-d-ﬂrrwxz -.m 55 mnong
bank employees performance in Siate Bank of India with reference to

Thiruchirapalli” stated that productivity of the work force is decisive factor f01 -

1,,;-.\ 4

the success of an organization is concerned. In an age of highly dyr.iarplc and
competitive world, an employee is exposed to all kinds of stressor; that can’ uﬂu.t e

them on all realms of life. The research intended to study the Jrnpw.t

ocecupational stress on nationalized bank employees.3
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Conclusion

The study analyzed the stress management among employees in banking sector.
The study revealed that the banking sector had undergone rapid and striking
changes like policy changes due to globalization and liberalization, increased
competition in banking sector, introduction of new technologies. Due to change,
the employees in the banking sector areexperiencing a high level of stress. The
banking sector employees consider attitude of employers, work environment,
nature of job, career prospects and reward as the main factors influence the
banking sector employees. The occupational stress reduce the growth of

organization andalso creates a lot of health problems. By reducing the workload

both these factors are eliminated, the stress of employees can be reduced, which

| and by considering the working condition of employees in banking sector. If
I increase the satisfaction level of employees.
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A study on the quality of work life of the employees at the Thrissur Municipal Corporation

1.1 INTRODUCTION

Quality of work life describes a person's broader employment related experience.
Various authors and researchers have proposed models of quality of working life —
which include a wide range of factors, sometimes classified as "motivator factors”
which if present can make the job experience a positive one, and "hygiene factors”
which if lacking are more associated with dissatisfaction. A number of rating scale
have been developed aiming to measure overall quality of working life or certain
aspects thereof. Some publications have drawn attention to the importance of QWL

for bath employees and employers, and also for national economic performance.

The present era is an era of knowledge workers and the society in which we are living
has come, to be known as knowledge society. The intellectual pursuits have taken
precedence over the physical efforts. Some knowledge workers work for more than 60
hours a week. As a result of this, their personal hobbies and interests clash with their
work. Life is a bundle that contains all the strands together and hence the need to
balance work life with other related issues.” One must have both love and work In
one’s life to make it healthy. Gone are the days when the priority of employees used
to be for physical and material needs. With the increasing shift of the economy
towards knowledge economy, the meaning and quality of work life has undergone a
drastic change.

The aim of the study is to find out whether the employees are satisfied with the
quality of work life and to provide suggestions and recommendations to improve
QWL. This study helps to understand the existing system of QWL in the organisation
towards the employees. It also helps to understand thg ?rnblgms dj _ihe--émployees

workingcondition.

Quality-of .work: life (QWL) refers to the favorableriéss or unfavourableness of a job
environment for the people working in an organisation! “The perlnd of scientific

g
management which focused solely on Specmhﬂmm and efficiency, Iua undur;:mu a

revolutionary change. The traditional management (like scientific management) gave
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A study on the quality of work hife of the employees at the Thrissur Municipal Corporation

CONCLUSION

From review of the literature and from above analysis, it can be seen that work
life programs are definitely a key component of an organization’s strategy for
ensuringemployee satisfaction and providing them a value creating engagement
with the company However companies should do the necessary due diligence
and groundwork to ensure that proposed work life programs should add value to
the project at the company, and align with meeting larger organizational
objectives. This should be achieved by means of having more motivated
employee resulting in their increased efficiency. The implementation of elective
work life programs depended on the economy, value engineering analysis

guidelines, and the decisions of key project personnel.

Work life programs policies that were to be implemented and are necessary to
meet the primary project objectives, regulatory or legal requirements, or safety
and engineering standards. On the other hand not evaluating work life programs
policy in a timely mannercould have led to schedule slippage which was often a
detrimental effect of cumulative project changes. Once the project fell behind at
the company, it was difficult for the project to recover thereby increasing the risk
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A Study on customer satisfaction towards E-banking and its services with special reference to Koratty
town.,

——

1.1 INTRODUCTION

Now a day’s technological advancement makes our life easy. Compeltition and
the constant changes in technology and life styles have changed the face of banking.
Nowadays banks are secking alternative ways to provide and facilitate their customer
involvement by offering most convenient service through electronic means. So, to
compete globally banks are offering E-banking services. Customers, both corporate as
well as retail are now busy enough and consciousness, they are no longer willing to
queue in banks, or wait on the phone for the most basic services and they also expect
high quality services with the short period of time. They demand and except to be able
to transact their financial dealings. Where and when they wish to do electronic delivery
of banking services, that is becoming the ideal way for banks to meet their client’s

expectations.

E-banking implies performing basic banking transactions by customers round the
clock globally through electronic media. E-banking is at iis revolutionary stage and
provides various electronic services like, Mobile Banking, Internet Banking, ATM
services, Electronic Fund transfer, Credit cards and Electronic Clearing services, Tele

Banking Efc.

In this study I will try to represent present situation of e-banking and customer
satisfaction towards these services. Nowadays Customer is said to be the “KING OF
THE MARKETING”. Customer satisfaction is a measure of how product and services
offered by companics. are meeting their customer expectations. Se, practice o.f e-
banking services and its execution regarding customer satisfaction is a main focus of

the study.

So, understanding the customer’s needs and requirements, analysing the service
performance, measuring customer satisfaction and dissatisfaction and the way to
deliver the superior services to custorner have been h1ghll€hgac[ mdh&rqtﬁﬂ}‘r’ Tn Jifils
study we also analysis the very essential key factors to build- -up an effective and strong
customer relationship and also making some recommendation to ‘the} bank. And also
represent clear picture of customer awareness and satisfaction/towards ghhnnkmg. Sa;
study on “customer satisfaction towards E-banking and its services” is_:tlxcr;fhre very

significant survival of the banking sector io the modern world. —day
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5.3 CONCLUSION

Thus, this sindy has analyzed the overall perception of customers regarding e-
banking and its services. Age. gender and occupation are the important demographic
factors in the banks which have used to measure the perception of the customers on e-
banking services. E-banking or internet banking will be successful for banks only
when they have Commitment to banking along with a deeper understanding of
customer needs. This can come only when the bank has a very big base of customers,
best people, and a service attitude. Banks should concentrate on above lines in order
to have effective E-banking practices The study concluded that different age group of
customers have different perception toward the E-banking services and the usage
level of these banks” customer is different so bank should concentrale on all the age
group of customers for betterment of E-banking banks. It has also seen that different
occupation group of customers have different perception toward the E-banking
services. There are good number of customers in every group like student, service
class, business class and professionals, it shows that they all are keen interesting in

using the e-banking services.
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A Study About Online Entreprencurship Among Youth In Thrissur District

1.1 INTRODUCTION

Entreprencurship is the act of creating a business or businesses while building and

scaling 1t to generate a profit. Entrepreneurship is defined as the willingness & ability

| of a person to seek & identify investment opportunities. It is also viewed as the act of

arranging business ideas, taking the associated risk & starting a business with a view
of profits.

Entrepreneurs shape economic destiny of nations by creating wealth & employment,
offering products & services & generating taxes for government because of which
entreprencurship has closely been linked to economic growth of country.
Entreprenenrs convert ideas into economic opportunities through nnovations which
are considered to be major sources of competitiveness in an increasingly globalizing
economy.

The effect of new online start-up business are enormous as they create employer
opportunities, create customer value in terms of providing new & improved products

& service create training & skill acquisition opportunities for the youth & impact on

| the general living standard of the people & the economy.

The nature of business today and the developments in information and
communications technologies have required people involves in business to employ

emerging technologies in order to remain competitive in the business world. In recent

| vears, online business using electronic devices and internet has been adopted by many

pe?ple to extend and improve their businesses because they realize the beneficial
functions provided by the inte;'nct. So the objective of thi; study reveal the benefits
that the youth can get when they are involved in online business. That benefits include
such as low cost business, many marketing strategies, geographic barriers fo not give
many effects to the online business and information can be transferred easily and fast
Nowadays, online busmess has been chosen by many people as the anmﬂhﬁfmmmnﬂ

because the avaﬂahr[?ﬁf ﬂfdht. internet. The internet changes org“an'fzallons beyond the

physical c:qpsi.ralms of theit’ 1:.1{111:1011&1 distribution channels and creates a worldwide

online conimum’w in Wthh small and medium sized compames can compete with

large cntcrpnsas With ﬂ!L advamages provided by thesinternet,| many people have
started to do m]!me hﬁsywﬁ,-ﬂéd they only use internet as the rleaieiT Df' *Dastidss and

they can gain profits just by using their fingertips. They also do not have to do any
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A Study About Online Entreprencurship Among Youth In Thrissur Districl

CONCLUSION

As a conclusion, entrepreneurship skills are important to survive in this competitive

world. The world of online businesses is very much needed and very beneficial for

many people. The ease of access makes the online market more preferred by sellers |
and buyers to make a transaction. With the discovery of the driving elements of the |
success of this business, it does not rule out the possibility for young people to work, |
take advantage of business opportunities with internet. The purpose of this research is _:
to discover what factors affect the success of creative youth business by utilizing the |
development of the technological era. In today’s competitive world it is not easy to I

become an online entrepreneur. This study identifies about online entrepreneurs in the

1sspe. Through the studies it has brought some findings and suggestions which would

| be valuable information to the online entrepreneurs in the issue.
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A STUDY ON MOBILE BANKING AND IT'S IMPACT ON CUSTOMER SATISFACTION

|| 1.1 INTRODUCTION

The rapid growth of Information and Communication Technology
(ICT), along with internet and wireless technologies, has revolutionized the whole
world and that has changed the business philosophy. The transformation of the financial

information after liberalization period is a successive development of innovation base

that has resulted in various Self-Service Technology (SST) mediums between bankers
and customers. They consist of ATM (Automated Teller Machine), Plastic Money, Tele
Banking ,Internet Banking, Credit/Debit cards and Mobile banking. The development
of electronic banking services such as smartphones, wireless communication networks,
mobile applications and technologies have influenced the emergence of mobile
banking. With the implementation of information technology, the banking industry has
brought a revolutionary change in the workability of banks. Bank customers are
becoming highly demanding and curious about the new technology-based banking of
electronic banking services such as smartphones, wireless communication networks,
mobile applications and have influenced the emergence of mobile banking. Technology
has changed the total system of banking operation and enabled banks to satisfy the
needs of the customers adequately. IT is not confined only to transaction processing
and management information system, but it has created a competitive environment for
banks to retain their customers. These information technological changes in Indian
banking are called as mobile b:mking.. Itis one of the emerging trends in the Indian
banking and is playing a unique role in strengthening the banking sector and improving
service quality.

Millions of people access to the Internet through mobile phones. Mobile
banking may help to increase satisfaction by innovation services that have no limitation
on time and place in order to add more value to the customer. Costumer’s satisfaction
with the bank is expected to increase their willingness to ngake more Olllﬂl?('!fl_fj_l;@ﬁhgtiﬂﬂs.
Therefore this will increase their confidence with the bank ‘which will directly put

positive effect on bank’s customer relationship.
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A STUDY ON MOBILE BANKING AND IT'S IMPACT ON CUSTOMER SATISFACTION

5.3 Conclusion

Mobile banking is a service provided by a bank or other financial institution that allows
its customers to conduct financial transactions remotely using a mobile device such as
a smart phone or fablet. Unlike the related internet banking it uses software, usually
| called an app, provided by the financial institution for the purpose. Mobile banking is
usually available on a 24 hours basis. Some financial institutions have restrictions on
which accounts may be accessed through mobile banking, as well as a limit on amount
that can be transacted. Mobile banking is dependent on the availability of an internet or

data commection to the mobile device.

The study found that there is an impact on the customer’s

| age on the use of mobile banking services. And customers are little concerned with the
safety of mobile banking services, followed by network problem and insufficient
operational guidance. The study also found that bill payment option provided by bank

has promoted the customers to use mobile banking. The success of mobile banking not

| only dependents on the technology but also on, to the large extent the attitude,
| commitment and involvement of the operating at all levels and how far the customers |

reap the benefits from the mobile banking services.
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A study on saving and investment behaviour of coliege ieiichers

1.1 Introduction

Investment refers to a commitment of funds to one or more assets that wiil be held over
some future time period. Anything not consumed for today saved for future use can be
termed as Investment. The act of committing money or capital to an endeavour with the
expectation of obtaining an additional income or profit.

Saving behaviour is influenced by several factors, important among them are: income,
wealth, education, employment status, stages in life cycle, dependency ratio, fiscal
policy, pension, insurance and banking infrastructure, Saving of money help people in
the long run. There could be the uncertainties of future which resist people to save for
future. Attitude of the people towards money in today’s world is that everybody wants to
enjoy the benefits of money because they have earned by hard work and efforts made on
it. But spending all your money is not the smartest thing to do. If somebody have savings
for future than the uncertainties can be faced by people and stress will be less. Without
monegy put away in savings and/or investments, people may open themselves up to other
risks as well. Investment is essential for financial interdependence, increasing wealth,
fulfilling personal goals and reducing future risks.

Teaching is one of the most prestigious jobs in the world. Teachers are an important force
in our society, not only because of their sheer numbers but much more because they are
guarantors of the education of future generations, especially in the developing countries
like India. A teacher enjoys the privileged position of unleashing the human potential of
students within the formal education system and thereby transforming the individuals,
families, communities and society-at-large.

Like any other profession, teachers also earn income and the do also make investments.
But unlike any other profession, except those which are related to the subject, teachers
are more aware about the avenues they can invest in, especially commerce teachers. In
general, commerce teachers are assumed to be more aware about the avenues available to
invest and they will be investing accordingly. Many studies have conducted regarding the
general topic savings and investiment behavimxr among teachers, but nothing has
conducted as a comparative study between cumﬁrﬂﬂmhmfg m]d*nm'linc pmmerce

teachers.
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A study on savings and investment behaviour of collvge teachers

Conclusion

This study was conducted with a purpose of finding the savings and investment
behaviour of college Leachers. For this, questionnaire was distributed amang 60
teachers from three aided colleges of the area and data was analysed and
interpreted from it. It has found that teachers are following an investment pattern
which they are traditionally following, without including any risky investment
avenues like share market investments, mutual funds, etc. 20 out of 30 commerce
teachers and 24 out of 30 non-commerce teachers have invested their savings in
bank fixed deposits, making it the favourite investment avenue of teachers. It is
also found out from the study that there is no significant difference between the
investment behaviour of commerce teachers and non-commerce teachers, both of

them having somewhat identical investment pattems.

This study was confined to college teachers in Thrissur district, focusing mainly on
southern part of Thrissur for convenience. Teachers are divided mainly into

commerce teachers and non-commerce teachers, with equal number of samples

taken from both categories and it has found out that teachers from both the

departments are quite aware about the available investment avenues. It is also
found out that most of the teachers are risk averse and prefer less risky and
traditionally followed investment avenues like bank deposits, chit funds, post

office deposits, ete.
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Saving habi.: of college students with special reference to Alagappanagar Panchayat

1.1 INTRODUCTION

Student life is definitely a hard time, and it is twice harder when they are trying to
harmonize studying and working. Working and studying can’t but have a positive
| impact attaining new skills and experience, today's college students has changed
significantly over the past few years. College students are typically in their mind

| twenties and work part time jobs.

A few years ago the typical age for college students was eighteen to twenty-one. Today
moere students are in their mid-twenties and work part time jobs. This creates a larger
amount of disposable income for college students and the stereotypical, starving

students doesn't apply like it did a few years ago.

The saving and spending habits of college students have changed over the year with the
revolution in the retail sector m India and advent of mall culture. An over exposure to
marketing communication activity of the companies, the students has turned to be more
brand conscious and also spend a considerable amount of their income on entertainment
and gadgets. With the increase in spending power of adults, even the young have

become free hand spenders.

Students saving account are one tocl with the potential to encourage both development
and financial inclusion possibly even in a financially sustainable way. For individuals,
a financial cushion such as saving is clearly useful in mitigating the impact of economic
shocks. Research has shown that making formal sector saving account available can

boost this financial cushion among students,

The study has been undertaken to analysis the saving and spending habits of college
students. The main reason behind the study is the college students saving habits is
declining spend more than their income. This study shows the various saving and

spending avenues for collcge studcnts the saving patterns of male students were

compared to the Sa“n/%rwm‘?}“h\ ) g Rl e
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Saving habit of college students with special reference to Alagappanagar Panchayat

3.3 SUGGESTIONS

¢ Students should invest their saving in to productive channel like bank, post
office,
Students should consult their parents or guardian before spending their saving.
Students are required to use their saving more for their studies,
Students are required to save money for medical emergencies.
Students should have a habit of saving more than spending.
Students should have an awareness about the money there are spending.

Students should find a way to get regular source of income through part- time

jobs.

| 5.4 CONCLUSION

| The study conducted on ” The saving habit of college students" was undertaken to know
both the saving and spending habit of college students. It was found that most of our
respondents have less saving habit than their spending. Only a few of the respondents |
have high spending and high saving. The saving avenues of the respondents are

different. Most of the students have saving and they know about the importance of |

saving. Students save as a habit and small portion save for their higher studies. |

This study focus on investigating the attitude of the college graduates towards savings.
Students do not save as they prefer to live in the present and are well versed with the
importance of saving in their life. They admit the fact that one develops the habit of
saving and the saviug habits can ve developed when they are nudged to save. The study
was done to know the saving habits so that policies can be framed to increase saving
habits among students at a very young age. Studies have shown that saving can be

increased through financial literacy.
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A STUDY ON THE SAVINGS AND INVESTMENT BEHA VIOUR OF WORKING WOMEN

’_" INTRODUCTION

Investment refers to putting money to start or expand a project or to purchase an asset or
interest, where these funds are put to work, with goal to income or increase in value over a
period of time. It occurs in various areas of the economy such as business management and
finance. It may be referred to as any mechanism used for generating future income .It can
also referred to as an asset that is created with the intention of allowing money to grow. An
investment may involve choice of an individual or an organization after some analysis or

thought to place or lend money in a asset such as property. commodity, stock, bond or any

financial derivatives that has certain level of risk and provides possibilities of generating

returns over a period of time,

Investment always comes it a certain amount of risk. If not analyzed properly, investment
may be subject to loss of money which cannot be controlled by the investor. The returns on
investment in form of income or price appreciation it statistical significance is the aim of
investing. Risk and return go hand in hand in investing. Lower risk means lower returns
while higher returns are accompanied by higher risk. The spectrum of investment is vast

consisting of financial and non-financial products. Under financial we have bank deposits,

share market, commodity market, insurance post office schemes and other bonds. Non-
financial product comprises of real estate, gold etc. The type of imvestment we choose
depends on specific need, rate of return and risk preference of the investors. Degrees of risk

and returns vary for each investment type. The main aim is to multiply invested money

depending on the investment term. A Thorough understanding of concepts andavailable
options will help the investor to plan for maximum return without any risk. The study helps

in analyzing the saving pattern and investment preference of working women towards

various products based on demographic factors.

The economic cycles of boom, recession, depression and recovery not only effect the level

of GDP but also the income of the people, and hence saving ratio and investment behavior.

So, it is important the savings and investment both .;r::lf which uwhuﬂ:} to economic
e Al

development. Savings is the backbone of investment, which means higher the savings,

| higher will be the investment.
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A STUDY ON THE SAVINGS AND INVESTMENT BEHAVIOUR OF WORKING WOMEN

5.2 Conclusions

This study was conducted in order to understand the savings and investment behavior of
working women. and also how aware they are of the different savings and investment
avenues that arc available. and also the potential and benefits of each of these avenues.
Income, investment and savings are all related and connected terms. Savings are being done
for future needs especially for buying/constructing houses and children’s education. It was
observed that investments with higher returns were being preferred, but, along with it, the
risk factor severelyaffected their decisions. This research provides valuable information to
companies about the preferences of women and what they are looking for while making

investments. and also advises them on which individuals to target and plan their policies and

strategt

e — — — ————
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A Study on Woerk - Life Balance Among Professional Women

|

1.1. INTRODUCTION

From time immemorial men is considered as the bread eamer of the family and
women is only considered as equipment to do all the household activities in the
name homemaker. But in the present scenario we can sce women doing
professional jobs that are equal to men in each and every sector. This shows that
she overcome all the restrictions made on her in terms of gender. We can see in
olden days only a minute percentage of women is allowed to acquire higher
education. Among them again a small portion really gets the right from their
father, husband andthe entire family itself to do a job. Today our observation
wonders the contributions made by women Education bought not only
empowerment but also a career to the Indian women. Career and goals are the
most important factors in life. Most of the women are coming forward to work
in order o support their family. This change is now natural and dynamic due to
change of environment and economic conditions. The biggest challenge for
womet is how to balance the demands of family and career. Work Life Balance
of Women employee has become an important subject since the women are
equally sharing the earning responsibility for the betterment of their family.
especially in academics, politics, engineering, medical field, sports, etc.
Work-life balance received great importance today .Because without effective
work-life balanceprofessionals became unable to carry out the profession itself.
A central characteristic of work- life balance is the amount of time a p'erson
spends at work. There are indications that long work hours may harm personal
health, endanger safety and increase stress. Working women has to make a
balance between the work life and social life .She has to play different roles in
the socicty as a mother, partner, employee, daughter, sister, etc. balancing all
the above posts is a rare and difficult task. If one fails iis consequence also
reflects in the other also. Multiple role-playing has been found to have both
positive and negative effects on the mental healfh and well;be\ing _&of
professional women. V)| i o) AT
The study we are going through will discuss all the work life problems as

well as its solutionsclearly. Frof. s, A

'-.._..';
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A Study on Work - Life Balance Among Professional Women

JI
|

5.4 CONCLUSION

Nowadays we sce women working in almost all types of professions demonstrating
that there is no gender difference in work. In fact many organizations say that women I
are playing a vital role in uplifting the organization. This is a positive development

that women are making their presence in different walks of life. On the other hand, for

every woman there is onc more background to manage, which is home and personal
life. Today with increasing demands at work place, the interface between work life
and personal life assumed significance which demands more attention. The objective
| of the study is to ideniify the factors affecting work life balance of professjonal
l women, and from the study it is identified that work load, stress and role conflict are
| the major factors that affect the work life balance of professional women. The study

also revealed that most the women succeeded in achieving a balance between their

work life and family life. Among them IT Professionals has to face some troubles.
| They get only less time to spend with their family. They also have an opinion that

their work sometime hinder because of family responsibility. We can find that

majority of the professionals have work load and work stress in their profession. Due
to that they get less time with their family and it affect their daily activities like eating
ard sleeping even though they are trying to maintain 2 work life balance and they are
succeeded ix it for a smal! extent. They rarely miss the time with-family due to work
pressure. Most of ther: spend a good time with family after getting back to home from
work domain. Personal life needs and wants of professional women are carried out
efficiently. So we can conclude that stress and work load have a significant influence

on work life balance of 1T professionals more than other professional women,
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A study on brand preference of two wheelers among women in Thrissur district

| 1.1 INTRODUCTION

Brand preference is the measure of brand loyalty in which a customer will choose a
I particular brand in preference of competing brand but will accept substitute if that
brand is not available. The frequency of repeated purchase in case of two wheeler
market is very low. Even though competitors are low in the two-wheeler segment,
competition is very high due to the availability of different product categories under
different brands. Customer will get satisfied when their expectations met or exceed, it
is an afier purchase behaviour. Knowing the pattern of consumer’s preference across
the population is a crucial input for designing and developing innovative marketing

strategies. To analyse brand preference and loyalty, it is necessary to study both the

consumer buying behaviour and after purchase behaviour.

Indian automobile industry, especially the two-wheeler segment has undergone
tremendous change from the earlier times, when the two wheelers were more or less
about the scooters and bikes were the odd one out. Over the years, consumer
behaviour has changed drastically and it has become all the more dynamic, changing
on a regular basis. This makes it necessary for the organizations to understand the
impact that consumer behaviour has on the marketing plans and strategies. If the same
is let out then it can be lead to dangerous situation. With this the automobile industry
is moving at a rapid pace where by increasing the number of vehicles on roads which
includes all the four wheelers, three wheelers and two wheelers. India is global major
in the two wheeler industry producing motor cycles, scooters and mopeds principally
J of engine capacities below 200cc. The two wheeler industry in India has grown at a
compounded annual growth rate of more than 15% during the last five years and
Indian two-wheeler comply with some of the most stringent emission and fuel
efficiency standards maintained worldwide. Motor cycle is basically a two wheeler
mechanism with an engine used basically for the purpose of conveyance. I tanot_. E{lly
‘ the consumer itself, but there is also a lot of internal and extemé—l-ﬂmﬁuh mcluzl;nc
demographic factors, economic factors, and soctological factors and psycholdgical, o
factors etc. Which resemble the complete picture of consumgr behaviour, through 1hls
conceptual review-based paper efforts has been made to get insight about the f&c rs

responsible for attracting consumers to buy motor cycles as well as factors resulting in
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A study on brand preference of two wheelers among women in Thrissur district

consumer satisfaction and dissatisfaction as well, the [eeling of freedom and being

gne with the nature comes only for riding a two wheeler. Indians prefer two-wheeler
because of their small manageable size, low maintenance, and pricing and easy loan
repayment. Motorized two-wheeler is seen as a symbo! of status by the population. I

The marketing concept is consumer oriented and emphasis more on the consumer

rather than on the product. The essence of modern marketing lies in buiiding of profit
l along with the creating meaningful value satistaction for the consumers, whose needs
and desires have 10 be coordinated with the set of products and preduction programs.

Therefore, marketing success an enterprise depends as its ability to create a

community of satisfied consumers. All the business activities should be carried out in

ways which are directed towards the satisfaction of the consumer needs.

1.2 STATEMENT OF THE PROBLEM

Consumer preference towards brand is scientific study of the process consumer use to
select, secure and dispose of products and services that satisfy their needs. Women

formulating world’s half population are now a critical consumer segment for the

marketers and business. In today’s intensely competitive environment, company are
constantly looking for ways to attract consumers having a better understanding of

I changing customer preference. This study has been conducted to find the customer

preference of two wheelers among women.

1.3 SIGNIFICANCE OF THE STUDY ° :
|

» Since the primary objective of the study is to identify the women consumer
preference, it was decided to use descriptive research design. The purpose of

| this research is description of state of affairs, as it exists at present.

e The characteristics of this method are that the researcher has to control over I
the variables, the résearcher can give only the report what was happened and

what is happening.

1.4 SCOPE OF THE STUDY

| The study indicates the selection of two wheeler brand. Il mamlv focuseson . I
various satisfactory levels like publicity, awareness, range of the brand, ptonmée

of the brand it also reveals to understand the consu IMEr reaction two wheeler

— —— — — d
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5.4 CONCLUSION

The research is helped to know the brand preference of different two-wheeler among
women. The topic of brand preference on two wheelers massively studied topic by the
researchers, It is worth nothing that consumer preference is studied as part of the
marketing and its main objective is 1o learn the way how the individual, group
organization chooses and buy the two-wheeler and factors such as their previous
experience. price. brand name, on which consumers base their purchasing decision.
Now scooter is a smart choice for any woman who is looking for a convenient,
affordable way to travel. Customer’s expectations and satisfaction are fulfilling by
supplying them superior quality product at reasonable rate. Customer preference to
large extend depends on the brand. Customers are annoyed of the performance,
mileage, price, convenience, durability, resale value etc. with the increasing demand
of two-wheelers companies factoring in the preference and special needs of women

while fine tuning their marketing strategies. All companies will duly satisfy the

customer, by offering high quality products and services, while new and traditional
technologies as well as creativity and artistry and continue to be a known, trusted on
love brand. The major factor for purchase decision is the variety of functions provided

by the brand.

— —_— = =

e o P PN ssRnZg%@eﬁf Arts and Science, Meloor

9SBADF77D468D200FEAG9C521D536630A1D65CSQABGElD 04499B30703B573, CN=SHAJU NALKARA
OUSEP!

-~



DECLARATION

I, JISNO GEORGE, 56 B.com Finance student of Nirmala College of Aris and Science,
Meloor heteby declare that this project report entitled A STUDY ON CUSTOMER’S
SATISFACTION ON HONDA VEHICLE WITH SPECIAL REFERENCE TO HONDA VEHICLE
PVT.LTD THRISSUR ” is a bonafide record of work done by meduring 2022-2023 in

partial fulfillment for the award of degree of BACHELOR OF COMMERCE under
the supervision of Ms.NEETHUMOL M S, Department of commerce, Nirmala College
of Arts and Science, Meloor, affiliated to Calicut University.

I further declare that this report has not previously formed the basis for the award of
any degree, diploma, fellowship or othet similar title of recognition.

PLACE:MELOOR

DATE: |1 & -02 2023

fr__[“jr‘:?' -.H_r.;;'}j-tﬁ._l W
Ms. NEETHUMOL M S "; ;i} GEORGE

| (Taculty guide) {Reg No: EFAUBCMO073)

Ve AL

Digitally signed by St
DN: C=IN, O=Personal P \c de=683576, s Kerala, SERIALNUMBER=
9SBADF77D468D200FEA69C5210536630A1D65(2394BGElD91504499830703BS73 CN=SHAJU NALKARA
OUSEP!



NIRMALA COLLEGE OF ARTS & SCIENCE

MELOOR, CHALAKUDY
AFFILIATED TO UNIVERSITY OF CALICUT .U.O. No. 8089/2014/Admn, dated 17/8/2014

NIRMATA|

CERTIFICATE

This is to certify that this Project Report entitled.iﬂ._.__.;S.IQB.?:'_..@‘J...._,._.
CUS TOMERS, SETISFACTION. 0N HOMDR.  LERICLE. JWITH. SPECIRL,. REFERENCE

TO HONDA VEBIcLg PYT. LTO THRISSLR T
doneby........... _"J;'sﬂa...::”cmagze ...................................................................
during the semester...... M/ ... Is in partial fulfillment of the requirement

for the award of the degree of.... . BRACHELOR  OF COMMERCE

.......................................................................

of University of Calicut, Kerala.

(Bh! o -

Project Guide Hop Y- Principal
3 -{}fi‘:f' =l .?_..l.;_l'._..
15-03 -2 (37 oo X
Date -..:27$2 . PQDQ. P . ;' ui e 1,:' Vi)

: a \ ) -.'_'.._\ ,;\_1_;; .;.:_r
University Hall Ticket No - EFAVBCMO T3 . N piey

B~
_._.'_,_f;;\":“\h__.d -
Internal Examiner

External Examiner

{AJU NALKARA OUSEPH
! ICode=t




A STUDY ON CUSTOMER SATISFACTION ON HONDA VENICLE WITH SPECIAL
REFERENCE TO HONDA VEHICLLE PVT. LTD THRISSUR

INTRODUCTION

The automobile industry designs, develops, manufactures, markets, and sells motor
vehicles, and is one of the world's most important economic seclor in respect of
revenue. The competitive nature of the automobile industry has prompted the
companies to take up new and innovative market strategies towards the competition.
The automobile industry is India has witnessed a rapid growth over the last couple of
decades and in recent years it has also captured the attention of the whole world with
some innovative products. It includes manufacturing of cars, two-wheelers like
motorcycles, scooters, bikes, passenger cars, trucks, tractors, defence vehicles and
buses. It can be divided into car manufacturing, , heavy vehicle manufacturing and
two-wheeler manufacturing. The study has been conducted to know the Customers
Satisfaction level towards Honda Two Wheelers with Special Reference to Thrissur
District.. It analyses the factors that lead to the preference of a particular brand by the

customers,

This study will be useful for the organization to understand the reasons for the
preference of the Honda bikes. High satisfaction delights and creates an emotional
feeling with the brand. As a result, one can have high customer loyalty. Senior
managers believe that a very satisfied or delighted customer is more worthy and they

arc the higgest assets to an organisation.

1.2 STATMENT OF THE PROBLEMS

.The title of the study is customer satisfaction with special reference to Honda .This
study has been conducted to study the customer response, market share and customer

satisfaction and response for Honda. It is 2imed at different customer satisfaction with

|
reference to age, purpose of purchase focusing on the target group. To analysis the

[ findings or recommend the change in services towards customers

h&vﬁa-wj\fjﬂ—”i‘lm_
1.3 SIGNIFICANCE OF THE STUDY

Customer satisfaction is defined as ‘the number of customers, or percentage of total
customers whose reported experience with a field, its preducts or its Services exceeds
specified satisfaction goals’ .The study entitled 'customer satisfaction towards Honda

- LR
cars' mainly focus on the satisfaction of customers to the Honda company- for the
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A STUDY ON CUSTOMER SATISFACTION ON HONDA VEHICLE WITH SPECIAL
REFERENCE TO HONDA VEHICLE PVT. LTD THRISSUR

analysis of satisfaction from the 150 respondents are coliected and it will be simple
| percentage to know the various satisfaction the features of honda cars. The sample |
design taken for the study is convenient sampling for the study is convenient sampling

for collecting the data prim and secondary method is used.

Customer satisfaction is the key factor in knowing the success of any retail
store or business: therefore it is very important to measure it and to find the factors
that affect the consumer satisfaction. Consumers are most likely to appreciate the
goods and services they buy provided if they are made to feel special that occures
]! when they feel that the goods and services that they buy have been specially produced
| for them or for people like them. Gaining high levels of consumer satisfaction is very
important to business because satisfied consumers are most likely to be loyal to a

business

1.4 SCOPE OF THE STUDY

[.  Better understanding of companies services.
II.  To become aware about the functioning of company

1. The boundary of the study is the Honda vehicles in Trissur

1.5 OBJECTIVES OF THE STUDY

* To study and evaluate the level of customer satisfaction towards services rendered
f by POPULAR HONDA VECHICLE & SERVICES PVT LTD.

* To study the functioning of the POPULAR HONDA VECHICLE & SERVICES
PVT LTD.

| *To evaluate the marketing activities of POPULAR HONDA VECHICLE &
SERVICES PVT LTD.

1.6 RESEARCH METHODOLOGY
1.6.1 TYPE OF RESEARCH Y AL

| The type of research design used here in this study is desctiptive researpl1.:
1.6.2 RESEARCH DESIGN

Research design is the arrangement of activities for the collection and. apalysis |

of the data in a manner that aims to combine relevaiice to the purpose with economy

Nirmala College Of Arts and Science, Meloor.
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A STUDY ON CUSTOMER SATISFACTION ON HONDA VEHICLE WITH SPECIAL
REFERENCE TO HONDA VEHICLE PVT. LTD THRISSUR

* Providing more techno-driven, sophisticated exteriors keeping track of present
situation.

* To increase the mileage efficiency

» To provide mobile servicing a should be able to reach the spot in case of any
breakdown

» To bring down the cost of spares and to improve genuinely.

e To change shape or body design of Omni so as to increase road safety
especially during swift turns.

e To give more ads on to drive slowly and safely.

¢ Sales executives should constantly review the present, the past and the future
objectives and there by evaluate their performance.

= QGathering and processing data through electronic data processing system there
by time spent on information evaluation feedback can be reduced.

e Building satisfaction: sales person should reassure the customer regarding
decision taken by him while ordering product/service.

» They should constantly provide adequate solutions for purchasing a product.

e Final buyer relation: sales personnel who are in contact with final buyer
should be courteous, friendly and competent in their jobs.

e Customer care is best way to build long-term relation, because they also have
emotional and psychological needs when they purchase a car.

5.3 CONCLUSION

This study concludes that improved product and process quality will result 1n
customer satisfaction. And it incorporates learned and best practices from global
automotive industry leads to additional confidence for global souring that provides a
global quality system approach in the supply chain fer subcontractor development and
consistency. It may result in reduction in variation, waste and increased efficiency that
provides a common language for worldwide quality system requirements.

—_ —_—
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A Study On The Attitude Of Youth Towards Entreprencurship At Kuriachira Town.

1.1 INTRODUCTION TO THE STUDY

Attitude is essential in life. This is much gpﬂgg an entrepreneur. Entrepreneurs
need the right attitude to start and run a successful business. Entreprencurial
attitudes are behavioral traits that can help an entrepreneur grow and success in
business. There are so many attributes an entrepreneur should possess that will |
build and promote their business, without these entrepreneurial attitudes it may be

chalienging to grow in business.

The study is an attempt to find out the entrepreneurial attitude of the youth with |
special reference to Kuriachira Town. Kuriachira is one of the growing towns in |
the Thrissur Corporation. By the study, researcher can find out the factors that
keep people away from venturing with business.

Entrepreneurship is the ability and readiness to develop, organize and run a
business enterprise, along with any of its uncertainties to make a profit. The most |
prominent example of entrepreneurship is the starting of new businesses.

In economics, entrepreneurship connected with land, labor, natural resources and '
capital can generate a profit. The entreprencurial vision is defined by discovery
and risk-taking and is an indispensable part of a nation’s capacity to succeed in
an ever-changing and more competitive global marketplace.

An entreprencur 1s a person who orzanizes and operates a business concern for
the purpose of making a profit. He s a talented person having.the qualities of
skill, initiative and insight of innovation to achieve high goals. He looks for
opportunities, identifies and seizes them for making economic gains.
Entrepreneurs play a vital role in the economic development of a country. The
economic progress of a country depends primarily on the success or failure of the
entrepreneurial development in that country.

The entreprencur is defined as someone who has the ability and desires to
establish, administer and succeed in a startup venture a]onb with the mk enutled
to it, to make profits. The best example of entrepreneursh'lp i3-the '-:tartmg d‘t a |

new business venture. Entreprencurs are ofien known as @ source of new ideas or

innovators, and bring new ideas to the market by replacing old with new [

inventions. ] B

=Slunlic
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A Study On The Attitude Of Youth Towards Entreprencenrship At Kuriachira Town,

5.4 CONCLUSION

As per the study it 1s 1dentified that, youngsters are very much interested to start their
own business as an alternative option than waiting for a job offer. Entrepreneurship is
an emerging concept among vouth. They need practical skills on how 1o run a

business, how to get access to finance, so that they can be confident and able to

address their fear of nsk. So, entrepreneurial education may play a key role in
developing millions of future entreprencurs. Entrepreneurship education is not only a

means to foster entrepreneurship and self-employment. But at the same time to equip

young people with the attitudes and skills necessary for the growth of our economy as

well as society and reduce level of unemployment to a great extent,

Majority of youth are aware of entrepreneurship and agrec that it 1s the best career
option. They are aware on the significance and traits of entreprencurship. The Central |
Govt. of India introduced some of the projects and schemes for empower the youths
and women’s like Start-Up India, and Make in India. In India more than 80,152
startups have been recognized as of 2022 been officially recognized by DPIIT. During
2021, 555 districts had at least one new startup. In India, 45% of the startups are run
by women, of which over 50,000 are recognized by the government. The drastic

transformation clearly underlines the potential of women of India and their

determination for coming forward. All of this will give a boost up for business |

etonomy and young entrepreneurs i India. . .
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A Study on Impact of Stealth marketing on Youth with special reference 1o Chalakudy Municipality

1.1 INTRODUCTION

Stealth marketing is advertising something to a person, without them realizing they
are being marketed to. It refers to the surreptitious promotion of consumer goods,
services and experiences to unwitting potential consumers. It is allowed cost strategy
that can be really valuable to a business. Stealth marketing is also known as buzz
marketing. It includes a number of promotional tactics used by the company for the
promotion of their products and services. Here the companies concentrate on

positioning the product in the minds of the people rather than increasing the sales.

The most common technique used in stealth marketing is product placement. Buzz
marketing can be done in many ways like creating the buzz in the social media
platforms where people make comments and discussions regarding the product;
product showcases in malls; live audience interactions on promotion events,

showcasing products/ brands through movies and brands.

Product placement means advertising techniques used by the companies which are
very different from usual format, mostly through appearances in film, television or
other media. The trick of stealth marketing is to make so subtle that the consumer

doesn’t notice that it is a marketing ploy.

Today companies come up with more new and innovative advertising methods attain
the market position. Some of the companies that successfully tried stealth marketing

techniques include Coca- cola, Sony Ericsson, and Starbucks.
.2 STATEMENT OF PROBLEM 3 AL

After referrinu marwml-mrjoumals research papers and studies that have been
undertaken earlmr e ]Hted lcn ‘the topic stealth marketing, the need for more & b0 T 2
clarlﬁcatmn in certain areas wcre found. These areas were considered as re*;mrch m;:-
of the study. Thus, this study»anses following questions: How much customers are
aware of thendifferent togl$ of stealth marketing? What is the consumer attitude
towards stealth mm?mév Eow the demographic vatiables of customers influence

stealth marketing?
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A Study on Impact of Stealth marketing on Youth with special reference 1o Chalakudy Municipality

CONCLUSION

After conducting the research through different stages, it was clear that stealth
marketing does make an impact on consumers buying behavior. To increase a
company’s sales or turnover, they adopt different marketing techniques for a particular
product. The most appropriate technique is to be used as it affects the returns from the
product, substantially. Nowadays competition among the companies selling similar
products is very high, thus a good amount has to kept aside for marketing the product.
[f they are able to convince the targeted customers through these marketing techniques,
thus leads to higher market share and return. Mass media marketing is most popular
marketing technique used by all popular companies as this technigue has a wide range
of access. Though the initial cost is high, but the cost per customer is very low when

compared to direct marketing.

As the competition tightens up, new and upgraded versions of marketing are introduced.
One among them is stealth marketing and has gained recognition among the companies.
This marketing technique influence ones buying behaviour even without the knowledge
of the consumer itself. After the study, it is clear that there is a positive impact on the
youth of this technique of marketing. They easily fall for the product campaigns
presented by their favourite celebrities. Attractive and innovative way of presenting a
product in the market makes a positive image in minds of the consumers, especially the
youth. Thus, in order to seek the attention of the youth for a particular product, stealth
marketing can be adopted. Through this study we can also conclude that the

demographic factor does not affect the effect of stealth marketing.
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A study of satisfaction on using of online banking apps provided by the SBI Bank

e T )

1.1 Introduction

Now a days information technology plays a vitial role in banking sector.People
Are educated more than old days, Today human tives become machine
Oriented and they don't have enough time to visit bank than ever before. State
| Bank Of India is the largest bank with network of over 15000 branches and 5
Associated banks located even In the remort part of India. SBI offers a wide
I Range of banking products to corporate and retail customers. Mobile s onel
of The fastest growing areas of modern banking A customer can perform
1Transaction at anywhere through Mobiles. It enables the dramatic lowering
of Transaction cost and the creation of new types of banking Opportunities
that Address the barriers of time and distance. The internet banking of SBI
has Many features like Fixed deposit , money transfers, adding automated bill
Payment and many more. The SBl anywhere personal apps Provides most of
The features of net banking in order to make things simpler. SBI hasl
Introduced YONO(You Only Need One) app which combines the features of
UPI app and the internet banking portal. YONO offers services From over 100
e-commerce including online shopping, travel planning etc. and also offers
| convential mobile Banking services such as bank account opening, fund |
transfer, cashless bili payment and loans. YONO offered as An app for both
android and ios. BHIM{Bharat Interface For Money) is an app that lets you

make simple, easy Quick payment transaction unified payment interface (UPI)

easy to make instant bank to bank payments and pay And collect money
I using mobile numbers or virtual payment address(UPI ID). The present study
analysis the Awareness and satisfaction of using YONO and BHIM amongI
customers of SBI in Perinjanam . It is the most Populated town in coastal area.
So we conduct the study to understand the awareness of the respondent in
| This Town. I

1.2Statement ' "'Ig_lem \ e _,.‘-L._‘L_.,. \

) ey,
lto their custo (i ;%ohed a New app Y@Nﬁ It hec‘Essary to
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A study of satisfaction on using of online banking apps provided by the SBI Bank

-

| 5.3 Suggestions

- Make the application more colourful and user-friendly.

I * Response speed of application should be more faster.

* Should make more awareness on YONO which people could do at Their.
Home without vigiting branch which facilitates by YONO SBI app.

- Beneficiary activation should be faster.

* Number of YONO CASH enabled ATM, should be increase and should Aware
| More about it among the customers. |

5.4 Conclusion

ITrading and service which are now giving a makeover trading for economy.
This makeover is creating a great effect on banking sector today. The nature
Of banking transactions has moved from long queue at the bank counter to

Small screens that fits our hands. Banks began to use emerging technology to
provide better qualities service to the customer at less cost and greater speed. |
SBI bank which is one of the Leading bank on India also provide many of e
banking facilities. The Research conducted on the topic “A Study of
satisfaction on using of Online banking apps provided by SBI Banks". with
I special reference conducted In Perinjanam. |dentified that majority ofl
customers are awarded and their Response is satisfactory with SBI YONO app
which provided by SBIl. Majority of The respondents are satisfied with the
speed of YONO app. Therefore majority Of customers are satisfied and mostl

of them are awarf. a&éﬁﬁ@}?DNo Application.

’. \ \
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A\ STUDY ON ONLINE BUYING BEHAVIOUR IN FASHION AND APPAREL INDUSTRY OF
COLLEGE STUDENTS

LLLINTRODUCTION

Online shopping is a process by which consumers buy products online through social

networking sites, which means from a seller in real time. The sale and purchase of

products are directly through electronic devices, though these of online shopping has a

lot of threats or in a way of problems faced people of this era find it easy way of finding

the best products.

An online shopping consists of various online shops like e-store, web shop, and online
store, virtual store, which evokes the physical analogy of buying products or services.
This process is called business ta consumer. These are Amazon kind of companies.
When a business buys from another business then it is a business to business shopping.
Online marketplaces can be named as ebay and Amazon significantly.

A large percentage of electronic commerce is conducted entirely in electronic form for
virtual items such as premium content on a website but mostly electronic involves the
transpartation of physical items in some way. Online retailers are sometimes known as
e-retailers and online retail is sometimes known as e-tail.

People’s motives for choosing online shopping are because of numerous variables in
which many are unrelated to actual buying behaviour. Shopping experience is aimed at
obtaining needed goods and services as well as hedonic rewards. The modern
consumers are so much different than of traditional ones including the impact in factors
of perspnal and social.

Consumer behaviour research is scientific study of the process consumers select,
secure, use and dispose products and services that they bring on their likes and wants. |
The demographic pattern can vary from different aspects as age, gender, profile, or
occupation accordingly the purchase behaviour may differ from each person.
Knowledge of the consumers differ which also actually effects the market strategy. This
is becguse mainly of the marketing concept. This idea refers; the markets actually
operate to satisfy the needs and wants. Various decision-making levels are differed
accordjng to the Mour models. Influencers acth avh _amplifi c;k? ‘W!Tn tan reach

consumers t]mr are hayanﬁ‘ Lh-t; brand’s owned media channels. They use creative
and innovativé methods ity :bn:icr to atiract consumers and providing them the
shape and the purpose of‘thie message. Fashion and apparel industries have takgn

PII—— 5 g e - . I".'
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VSTURY ON ONLINE BUYING BEHAVIOUR IN FASHION AND APPAREL INDUSTRY OF
COLLEGE STUDENTS

a huge influence on online marketing nowadays than other industries and this is quite
a big development in the industry.

1.2 STATEMENT OF THE PROBLEM

in this study I would like to learn the on online buying behaviour in fashion and apparel
industry. The data collected is from the customers who are using online method for |
purchasing.It is done during the current time and its main importance is as many people
are buying online it is important tho know the buying behavior.

1.3 SIGNIFICANCE OF THE STUDY

This study is significant since understanding buying behaviour is the important aspect

for any business to grow. The same is true for online stores as well. There are ||
tremendous opportunities for growth in the online mode of shopping, as the users of
the internet are growing.

1.4 SCOPE OF THE STUDY

This study looks at the consumer behaviour towards buying apparel from online |
websites. This study aims to examine the factors affecting purchase behaviour of
consumers towards online apparel industries.Its main aim is to know the buying
behavior of consumers towards buying fashion and apparel products through

online.
1.5 OBJECTIVES

| 1. To study consumer preferences towards online shopping as compared to offline |

shopping for fashion apparel.

2. To analyse the factors affecting the consumer preferences towards purchase

behaviour of fashion apparel online.

1.6 RESEARCH METHODOLOGY
1.6.1 Type of research

i The nature of study states as descriptive.Descriptive research is a research method
|

describing the characteristics of the population or the phenomenon studied.It focuses
:{ than “why” of the reserach subject. |\ o e

G"' ‘\. \__‘_ﬂr__‘__...\..

1.6.2 Research dEsngn '""\.\

A resecarch is a valid when a mrnc]haj{'}n is accurate or true and research desjgn is the |

on *what” of the resera ;

(conceptual blueprint with in rESB::‘ii'ﬂi'-'i" is conducted. Research/design. is the framework

I

Lol research methods and chhmq;m§ choosen by researcher to conduel a hllld}' The
Ua
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A STUDY ON ONLINE BUYING BEHAVIOUR IN FASHION AND APPAREL INDUSTRY OF
COLLEGE STUDENTS

5.4 CONCLUSION

From the study on online buying behaviour in fashion and apparel industry of college
students it can be concluded that online shopping is becoming increasingly popular,
especially among young people aged 17-20, and that most respondents in the survey
were female. While many people have only recently started online shopping, there is a
positive perception about the accuracy of information, variety of products available,

and the affordability and fairness of prices.

Furthermore, online shopping is perceived as safe and convenient, with better service
and safe delivery options that help to avoid risks. While there were a few instances
where defective goods were received, most people were satisfied with the quality of the

praducts purchased online.

There is also a positive perception about the suitability of fashion and apparel in online
purchasing. The change in technology is seen as having a drastic impact on the overall

shopping experience, with most people seeing it as making shopping easier.

Overall, the majority of respondents prefer online shopping, which suggests that it is
becoming an increasingly important part of the retail industry. However, it is important
to note that some people still have concerns about the accuracy of information, safety,
and quality of online products. It is important for retailers to address these concerns in

order to continue to grow the online shopping market
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A Study On Analysis of Financial Performance of KSE LTD. Irinjalakuda

1.1 Introduction

Finance is the most imporiant factor which is required by an organisation. Without the
availability of finance, no organisation can succeed. A business organisation objective
will be to maximise profit. No economic activity can be carried without finance. All
resources needed for production can be arranged with the help of finance. Where there
is use of finance there is a need for financial management. Financial management

requires correct estimation of the financial needs of business, decides the best sources

of funds and proper administration of capital. The utilisation of finance is scattered 1o
many departments via the production department, marketing department, purchasing
department, sales department etc. Finance is the life blood and nerve centres of a
business. Finance is necessary for smooth functioning of business. Financial analysis
is the analysis of financial statement of a company to assess its financial and
soundness of its management. Financial statement analysis seeks to evaluate the
performance, financial strength, ability to generate enough cash and the growth
outlook of company. A financial statement provides a summarised view of the
financial position and operation of a firm. Therefore, much can be learnt about affirm
financial position and operations of a firm. Therefore, much can be learnt about affirm [

from careful examination of its financial statement, thus, an impontant aid to financial

analysis. The resources must be suitable and economical for the need of business. The

checking of financial performance ensures that the finance is carried efficiently .it

|
requires retrospective analysis of operating period for the purpose of evaluating the i
wisdom and efficiency of financial planning. Financial analysis is the process of
identifying strengths and weakness of the company with the help of accounting
information provided by the profit and loss account and balance sheel. financial
analysis will give the management considerable insights into levels and areas of '

strength or weaknex;.‘ Fhe- analysm of financial statement is the process ol evalinatmi,
A

the I'elal'l()l'lShlp' h{,mean component part of financial statenne meng- _to-oblhin a better

undelstandmg_; qf_t ﬁnn position and performance. The financial analysis is the process

of selection 1el1lmn mhi evaluaunn based on the resourcing. This is the study based

on the financial perfe fmn.mm.c nf KSE Ltd for the last five years. KSE Ltd is one of the

medium size mdustlmhmdurlakmg,s and one of the largest producers of cattle feed 1n

l the private sector, situated in irinjalakkuda. " o

Jogpa )
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5.3 Conclusion

Kerala Solvent Extraction LTD was established on 25th September 1963, by a

handiul of coconut millers in and around Irinjalakuda with a version of outcome this
crisis of the coconut oil industry. KSE Irinjalakuda having a turnover of 500 cores are
a largest manufacturing of cattle feed. It improves employment to around 1700 people

directly and 7000 indirectly. Its shares are listed in the three stock exchanges in

Cochin, Chennai and Mumbai. The company commenced its production in the year

1972. Now it become leader in the catile feed indusiry in south India. The project
entitles on “ANALYSIS OF FINANCIAL PERFORMANCE OF KSE LTD,
IRINJALAKUDAY. Financial performance is the process of measuring the result of a
firm’s overall financial health over a given period of time and can also use to compare
similar firms across the same industries or sectors, utmost care has been taken at all
levels of project work right from die beginning of analysing accounting information
provided by profit and loss account and balance sheet. The project is conducted to
find out their financial performance. From the analysis and interpretation, it is clear
that the firms have been increasing year by year. The functions of finance department

of KSE Ltd Irinjalakuda is better. When we are comparing 2018 to 2022 il is clear

that the company’s growth rate is increased.
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fing behaviour of students with special reference to Nirmala college

1 INTRODUCTION

Human wants are unlimited, When one want is fulfilled, then another want is raised.

| tn candy vears people spent more on unnecessary items than the necessary items,

Ihe transaction from childheood to adulthood can be a tough time for young people.
| roung people face the challenges and up the level of leaving their parental home

soving in to the world of work and beginning to build a family. But for the young

| jiwople today the challenge for them is even more difficult because they must do all of

ikese in the midst of a struggling economy. The increased pocket allowances and

ainployment opportunities to earn and spend make the youth of this country as one of

| the most important forces in spending. The spending habits of this youngster not only
1

ndicale the economic and life style trends but also larger social trends of the country.

' Fhe youth referred to here are college students in under-graduation. The age group of
| 18-22 years is the part of society which is immortalized in advertisements despite they
! are financially dependent on parents till about an age of 18-22 years, there is a radical
!r difference observed in the spending behaviour of the youth of our country. The study
} has been undertaken to analyse the spending habit of Nirmala college students. The
| main reason behind the study is the youth spend more than their income and saving

| habit is declining.

| This-study also identifies various factors which influence the spending of students.
|
!
1.2 STATEMENT OF THE PROBLEM

| ihe spending habits of the youth have changed over the years. Youth has started to
| spend more money on entertainment and life style and has become more brand
l onscious. With the increase in standard of living of adults, the young have also been

rnpnwcred mih more money and have got more spending power. The spending habit

\

ol u'-ilu,;(f At i‘ﬂ a felwam topic in this current scenario beeause the Jne(‘ame %i the

| \l!ldl..]‘lL';:-I

very lnw aﬂdM;pensm are very high. It is important to study that how will
ey i_ufnagg: their sperdinigs with their limited income. This study is conducted to
understand the various spending patterns of Nirmala college students.
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Spending behaviour of students with spoctal reference to Nimaala callese
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5.3 SUGGESTIONS:

Spending 1s increasing among youth and in order to control spending and increase the

savings .the following are the suggestions:

* Try to spend within in the budge.

*  Savings can be deposited in bank accounts which will motivate to save more
money.

*  Savings can be invested in financial markets which will brings higher returns in
the future.

*  Figure out the luxury items that we usually buy and try to avoid them
5.4 CONCLUSION:

The study was conducted to know the spending habits of college students of Nirmala
college . It helps to understand about the spending habits of college students and also
help to understand about the spending pattern of college students. It was found that
most of our respondents spend more than they save but their spending avenues are
different. Students save their money for travelling and for shopping. From the study on
spending pattern of students, students are spending their amount in entertainment,
shopping and transportation. From this, we conclude that the students have savings but

they spend more than they save and the students are not aware about the importance of

savings

= ——
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Financial Analysis Of Britannia Industries Limited.

' 1.1 INFTRODUCTION

Financial performance analysis is the process of identifying the financial strength and
weakness of firm by properly establishing relationship between the items ol balance
sheet and profit and loss account. 1t is performed by professionals who prepare reports
using ratios and other techniques, that makes use of information taken from ﬁnancial
statementsand other reports. These reports are usuvally presented to top management as
one of their bases in making business decisions. It also helps in short term and long
terin forecasting and growth can be identified with the helpof financial performance

analysis.

Finance 1s a term for matiers regarding the management, creation, and study of money

and investments. Specifically, it deals with the questions ofhow and why an individual,

company or government acquires the money needed called capifal in the company
context and how they spend or invest that money. To determine the firm“s efficiency
the analyst attempt to measure the firm™s solvency, liquidity, profitability, turnover
and other indicator in rational and normal way. It is a process of measuring the result
of firm*s policies operations in monetary terms. It is used to measure firm“soverall
financial health over a given period of time and can also be used to compare similar

firms across same industry or to compare sectors in aggregation.

1.2 STATEMENT OF PROBLEM

Tt basically examines the stréngth and weakness of the firm by properly establishing
+ the relationship between the items of balance sheet and theprofit and loss account of

Britannia Industries Lid.
1.3 SIGNIFICANCE OF STUDY

It provides internal and extemnal stakeholders with the opportunity to make mformed

decisions regarding investing. Financial statement analysis also provicles lending

Institutions with an unblased view of a business’s fina 11({111’ he;a:lth wﬁwaw ‘I’ILE‘l'pful for
A

making lending cﬁecmmﬂs

1.4 SCOPE OF ETUDY

fyag

The study was LDHL']UCIB':L }l. Britannia Industries Ltd to analyze the financial

performance of past 5 ) TEE’ The study aims to analyze the liquidity, proﬁtab111ty,
"i

turnover, solvencyﬁﬂ’hﬁ of company the study isbased on the financial position of
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Financial Analysis Of Britannia Industries Limited

| 5.3 CONCLUSION

The project is entitled on “FINANCIAL ANALYSIS OF BRITANNIA INDUSTRIES

LIMITED”. Utmost care has been taken at all levels of the project work, right from the

beginning of analysing accounting information provided by profil and loss account and

balance sheet.

The study highlights that the financial performance of Britanmia Industries Ltd is
satisfactory. This study helped you to know the financial strength and weakness of the
company. Under liquidity ratio, current ratio shows a negative sign and quick ratio
shows a positive sign. The solvency ratio and the profitability ratio overall shows a
positive signs. Under activity ratio, total asset turnover ratio and working capital
tumover ratio shows a negative sign, whereas stock turnover ratio shows a positive sign.
The financial statements of the company was analysed and interpreted with the help of
balance sheet and profit& loss account of Jast 5 years 2015-20. The company has a

scope of improvement in the future.
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A STUDY ON FPROBLEMS FACED BY STREET VENDORS IN CHALAKUDY MUNCIPALITY

1.1 INTRODUCTION r

Strect vending means displaying, offering solicitation for sale or actual sale of goods,
food items, wares, artworks or similar items on public streets road side. Streel vendor is
person who offers goods for sale to public at Jarge without having a permanent build up|]
structure, Street vendors may stationary in the sense that, they occupy space on the
pavement or other public/ private or vending with wheeled stalls. They provide a wide
range of goods and service at affordable prices get conveniently at the door step, reducing

everyday transaction cost and time.

They try to solve their problems their meagre financial resources. They are the most
pecple ought to be encouraged to grow in the informal sector ,so they created an

organisation called NASVI. They contribute significant role in development of urban

-

economies but public authorities consider street vendors as an encroacher of the road
sides. Those people who live in villages and towns jhear the call of the street hawker |
the moming and evening .They bring plenty of fruits angd vegetables with them, people
flock around them buy fruits and vegetables .Sometimes bargaining about the prices of
various commodities, sometimes they to bow to the wishes of customers by reducing|

their rates

The PM SVANidhi scheme was launched with the objective of providing an affordable
working capital up to Rs10000/- at 7% interest from commercial banks, rural regional
bank small finance banks to sfrect vendors to resume their business adversely impacted

due to COVID-19 pandemic.

| The street vendors have safety and security in their working place ,together with illegal

compensation pay to the authorities. In the study attempted to explore the problems of
vendors and this study will provide a better understanding about street vendors life. By

solving the problems it will increase the tourism of the nation because street products
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A STUDY ON PROBLEMS FACED BY STREET VENDORS IN CHALAKUDY MUNCIPALITY

5.3 CONCLUSION

| Street vendors are the people who offer goods or services for sale to the public witliout
| having apy permanent buil( up structurc or stall. Today vending is an important source of
employment for a large number of urban poor as it requires low skills and small financial|
investment. Street vending could be stationary and occupy space on the pavement or
other public/private areas or could be mobile and move {Tom space (o space catying thctr
wares in meoving buses. ‘
The study clearly reveals the current status of locals ,in tenns of current needs and
problems. Street vendors are trying to survive in society with availability of basic living
standards. The study shows a considerable number of street vendors. The street vendors

are affected with low investment, language, competition from domestic vendots,

difficulty in getting loans and regular income, healih problems and weather conditions.
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A STUDY ON THE CUSTOMER PURCHASING BEHAVIOR TOWARDS BRANDID
APPARELS IN ANGAMALY MUNICIPALITY

1.1 INTRODUCTION

Indian economy is one of the fastest growing economies in the world and is observing
shifts in consumer preferences. Indian apparel industry is the second largest contributor
in retail industry, Its overall retail picture has shown lopg-term graowth with the increase
of income, increased exposure to foreign brands. According to an article in Economic
Times, market of branded apparels in India may rise to Rs.250000 lakh by 2020. Today

the people of India have become brand conscious and they prefer branded products to

show off their status symbol. Customers rely on branded products and mostly prefer to |

buy products with well- known brand name.

Consumer Buying Behavior is the investigation of people and the method they use to |
choose, secure, utilize, and discard items, administrations, encounters, or thoughts to

fulfill needs and the effects that these procedures have on the consumer and society. |

Today Indian consumers have become more adaptable and demanding to fashion

change, thus, it has become challenging for marketers to cater the buyers with constant

changing preferences. In today‘s era for a marketer, consumers are the kings. For a |

marketer the only way to influence purchasing is by understanding consumer behavior.
Consumer behavior is the study of individuals, groups, or organizations and all the
activities associated with the purchase, use and disposal of goods and services.
Consumer behavior consists of how the consumer's emotions, attitudes,
and preferences affect buying behavior. Consumer behavior emerged in the 1940~
1950s as a distinct sub-discipline of marketing, but has become an interdisciplinary
sogial  science that blends elements from psychology, sociology, social
anthropolegy, anthropology, ethnography, ethnology, marketing,
and economics (especially behavioral economics).

The study of consumer behavior formally investigates individugl _qualities | such
as demograplics, personality lifestyles, and behavioral variables (such as usage rafes,
usage occasion, loyalty, brand advocacy, and willingness to provide referrals), in an
attempt to undersi,a.ﬂi_i‘- pﬂﬂ;&iﬂ'ﬂ wants and consumption patterms. Consumer behavior
also investigates r,f_;if_lhe influences on the consumer, from social groups such as family,
friends, sports, ai}d reference groups, 10 sociely in genera! (brand-influencers, opinion
leaders). I .

—

Research has shown that consumier behavior is difficult to predict, even for experts in

the field, however, new rtesearch methods, such as ethnography, consumer |
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A STUDY ON THE CUSTOMER PURCHASING BEHAVIOR TOWARDS BRANDED
APPARELS IN ANGAMALY MUNICIPALITY

neuroscience, and machine leaming are shedding new light on how consumers make

decisions. In addition, customer relationship management (CRM) databases have

become an asset for the analysis of customer behavior. The extensive data produced by |

these databases enables detailed examination of behavioral factors that contribute to
customer re-purchase intentions, consumer retention, loyalty, and other behavioral
intenttons such as the willingness to provide positive referrals, become brand
advocates, or engage in customer citizenship activities. Databases also assist in market
segmentation, especially behavioral segmentation such as developing loyalty segments,
which can be used to develop tightly targeted customized marketing strategies on a one-

to-one basis. (Also see relationship marketig.,

o

1.2 STATEMENT OF PROBLEM

In changing life style environment and growing economic scenario Indian consumers

purchase behavior is totally change in different dimensions includes consuming food |

and taste, buying of cloths, use of durable products, and luxuries products.

1.3 SIGNIFICANCE OF THE STUDY

W c live in fashionable and modem India. Increase in purchasing power and literacy

Tetel among consumers makes them easy to find out what 1s new in clothing and now |

consumers have the ability to purchase costly branded apparels to look stylish. Now

consumers give much preference to branded apparels as compared to unbranded ones.

So, this study hiclps to find out what are the factors which consumers think off while |

giving preference to branded apparels and which brands consumers mostly prefer.

1.4 SCOPE OF THE STUDY

Today's generation is quite impressionable and hence in order to enhance their |

personality, or to meet social standards, they gravitate towards branded products that |

the brand developed over a period of time in the consumer’s mindset. So, this study is |

to investigate the buying behavior of regular buyers of branded appa'}q{u—..m-&nganxn&
Municipality.
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A Study On Customer Purchasing Behavior Towards Branded Apparels In Angamaly Municipality

3.3 CONCLUSION

The study reflects that income factor and purchase patiern of branded apparel
product. According to the ranking by customers, the quality factor prevails in the
tirst position, color and design, comfort and style and price are securing successive
ranks respectively. Understanding consumer behavior with respect of their
preferences, influencing factors, reasons behind purchase is quite important from the
side of branded players. It is found from the study that apparel manufacturers should
focus on manufacturing various variety to consumers in terms of design, style, as
well as color. The expectation level and satisfaction level towards the types branded
appatel were having positive relationship. The brand developer should develop and
place the products accordingly to the customer and that will help in sustainable
apparel products development as well as better business performances. Brand
enhances the personality of a person. In Thaliparamba, people associate brand with
the quality of product, style and is design. In return, they expect the branded product
to provide them recognition, satisfaction and value for money invested. Survey
depicts that there is a relationship between the consumers income and the satisfaction
derived from a purchased product. Finally, it can be concluded that it is important to

know the customers buying behavior process and customer’s requirements properly
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Customers attitude towards purchase of electric and non-electric two wheelers at Chalakudy
municipality

1.1 INTRODUCTION

One of the most important factors that decide (he future of Indian economy is
the price of petroleum products. Atter all a small increase the price of this has got
widespread impact on the Indian Economy. If the price of petrol increases, it increases
the transportation cost of various products, thereby making the companies (o increase
the price of these products. This causes inflation in the Indian market and the
performance of the economy is affected.

It is evident to everyone how volatile the prices of petroleum in the global
market are. Considering the fact that it is a non-renewable source of energy and also the
fact that India has one of the highest energy needs the world, it is not a cause of surprise
to anyone how volatile Indian Economy becomes.

Further considering the fact that government since June 2010 have given oil
| companies the power to decide the price of petrol in the country has alienated the public
from the government. It is to note that since this act from government, the price of petrol

has been increased many times.

Around 93% of today’s automobiles run on petroleum based product, which are
estimated to be depleted by 2050. Moreover, current automobiles utilize only 25% of
the energy released from petroleum and rest is wasted into the atmosphere. For
preservation of gasoline for future and increasing the efficiency of vehicle an electric
vehicle can be a major breakthrough. An electric vehicle is pollution free and is efficient
at Jow speed conditions mainly in high traffic areas. But battery charging is time
consuming. Gasoline engine proves its efficiency at higher speeds in high ways and
waste a lot of energy in urban areas. A hybrid vehicle 2 solves these problems by
combining the advantages of both the systems and uses both the power sources at their
efficient conditions. In January 2013, the Indian government announced a plan to 1'
provide subsidies for hybrid and eleciric vehicles. The plan will have subsidies up to ¥ 1
1,50,000 (Approximately US$2,200) for cars and Rs. 50,000 on two wheelers.

'l{"“\
1.2 STATEMENT OF PROBLEM b ML .

Automobile industry has become very competitive. Retention of existing customers and

creation of new customers is very toughest job to do. The frequent rise in petrol price
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Customers attitude lowards purchase of efectric and non-electric two wheelers at Chatakudy
municipality

5.2 SUGGESTIONS |

On the basis of study, the following suggestions are pointed out

* The manufactures should try to introduce charging stations and battery

swapping in order to increase the sale of electric scooter.

* If the manufactures try to introduce more models with reasonable price it will

be convenient for the purchase of electric scooters.

* The government should try to reduce petrol price in order to manage the sale of

non-electric two wheelers.

* The manufactures should try to introduce new models with better mileage for

the non-electric two wheelers,

5.3 CONCLUSION

According to the study conducted, demand for petrol vehicles is comparatively higher. |

Now potential buyers are reluctant to shift to electric vehicles due to the below reasons

| * Non availability of sufficient source centers
* Non availability of battery swapping
* Concerned about the performances comparing to petrol vehicles

* Highlighted complaints in social media

All these factors does affect the degisions taken while given a choice of petrol / electric

vehicles. These concerns are expeFted to be advised in coming future with such more

big brands coming to.this-s¢ctor and much more awareness to the public.

o
%
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A STUDY ON WORKLIFE BALANCE TN MARUTHi SUZUKI INDUS MOTORS PVT. LTD

1.1 INTRODUCTION

Man is a social animal, needs time for self, family and society to satis{y their various needs.
An individual spends more than eight hours a day in office, remaining is spent in travel to
and from office, and with family and friends. Very little time is available for attending to

his/her personal needs or grooming.

The quality of the time spent by people with their family, friends or for themselves would
help the individuals to relax, refocus and perform better in their jobs. This would
automatically benefit the organizations in enhancing the overall organizations
performance. Work-life balance is a concept including proper prioritizing between “work’
(career and ambition) and “lifestyle” (Health, pleasure, leisure, family and spiritual

development/meditation).

1.2STATEMENT OF THE PROBLEM

Lack of work flexibility, high work pressure and longer working hours are stressing out
many Ghanaian workers, reducing their job performance and productivity as well as
causing broken homes. In the community, there is growing concern that the quality of home
and community life is deteriorating. These have resulted to poor employee input and
performance at his or her job place, because an employee, who finds it difficult to properly
balance his or her family life, tends to also have difficulties managing tasks at his or ber
workpléce, therefore resulting in poor employee performance. Sparks, Cooper, Fried and
Shirom, (1997) in their study provide some indication that when people spend too many
hours at work, and spend less with their families, their health and work performance begin
to deteriorate. There are various explanations for this associated with affluence, the growth
of single parent families, the privatization of family life and the lack of local resources and
facilities In addition, the pressures.and demands of work, reflected both m longer hours,

more exhaustion and the growth of éyening and weekend work leave less scope for

“quality” family time. The consequentes include increases in Juvcnuq crime, more drug
abuse, a reduction in care of the cnmmimlty and ip community par‘fx&mﬂm ﬂill[tl@ﬁ_%
willingness 10 take responsibility ﬁ}r cﬂlc of elderly relatives and fgr the dlsadvantaged

| While steps o redress these coneer ns transcend work and empioymenl 11 is nevertheless
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A STUDY ON WORKLITE BALANCE IN MARUTHI SUZUKI INDUS MOTORS PV LTD

are not maintain properly it creates stress and strain and results into various discases. This

study is found important because it tries to know how employees are¢ manage work and
life.

Through work life balance the individual will feel relaxed and organized, productivity of
the person increases which will lead accomplishing task effectively as well as 10 attain
| greater successes. It will improve relationship with families and work life. Leisure time 1s

. ——
S.4 CONCLUSION
|Thc family and work life are both important to employees in any scctor and if these two
another added plus of work life balance.

The company provide yearly master check up for employees. The employees are use
entertainment programmes, music and other activities to imanage stress. Most of the

employees are personally feel that flexible finishing time will help them to balance their

work and life. Company provide holiday pay for employees and give maternity leave for

female staff and opportunity to get back the same work.

This study is help to know that the employees have good work life balance they are not

suffer because of work pressure and family matters.
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\ study on custemer’s preference towards petrol and diesel ¢ars with special reference to Nirmala

College of Arts and Science, Meloor

L.LIINTRODUCTION

Automobile industry is a symbol of technical marve! by humun kind. Automobile
industry is one of the fastest growing industries in India. They play a major role in the
development of the economy through the transport sector on one hand and help the
industrial sector on other hand to grow fast and thereby generate better employment
opportunities. Over the last decade agencies and institutes are trying to improve their
customer satisfaction method. Customer satisfaction is the key to bring an economy to
the greatest heights. They are necessary for the improvement of business. Due to the
Indian market opening its wings to MNC’s the competition has become severe in
terms of product, quality and service. India stands 4™ in position in terms of
producing motor vehicles after China, United states and Japan. In 2021 India
produced a total of 4,399,112 vehicles.

The era of liberalization, privatization and globalization has brought changes in
society and lifestyle of people. Marketers can justify their existence only when they

are able to understand consumers’ needs and satisfy them.

Most of the customers in India are unwilling to try new products. There are only a
few who are willing to experiment with new one. Once they’'ve tried them it’s
advertised. Advertising are done through different methods, nowadays social media
influencers play a major role. Through their feedback customers iry new preducts,

which leads to even more customer feedback.

Some of the organizations have to depend upon customers to improve their quality
and product. Understanding and predicting customers' needs and wants is very crucial
for an organization. Customer’s needs, attitude can help in the growth of an
organization. It helps the organization to keep up with the trend. In the age of social

media trends and desires tend to keep on changing.

In 2022 there are different types of fuels used in vehicles such as Petrol, Diesel,
Compressed Natural Gas (CNG), Bio-Diesel, Liquid WTE?_}?‘LI_HJ_gagu’tglz,'g_ﬁ}_ﬂf&thaélol
or Methanol. Apart from dll'ofthe fael'dug from earth, there is also the existence and
continuous developrient” of electric vehicles, which provides zero emission and is
100% cnvironmcntfillly friendly. In this Irf:;'search we are focusing}on usage of petrol §

cars over and diesel cars. isi.
. L]

—— - Saremm ——
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L study on customer’s preference towards petrol and diesel cars with special reference to Nirmala

v oilege of Arts and Science, Meloor

In India we can see many chc:)ple use different fueled cars for different purposes.
I-specially n the case of petrol and diesel. Most of the time dicsel is used for heavy
vehicles for long and loaded travel. There are also times when the cars are using
dicsel as well. As a majority we will be able to see petro! being used. Lately the use of
clectric vehicles is rising for environmental friendly reasons. Now, the production of

cars supporting Compressed Natural Gas is in production

One of the most common fuel types currently in India, petrol cars form the
majority of all vehicles sold in India, especially passenger vehicles. Another most
preferred type of fuel when it comes to vehicles, diesel is highly preferred across the
globe, one of the economic fuels. There is a recent diesel price deregulation in India
which is rightly going to affect the buying behavior of customers. The manufacturers
of automobiles need to think over this recent fuel deregulation and plan the strategy |

accordingly with the customer’s perspective.

1.2STATEMENT OF THE PROBLEM

While buying a new car, each customer focuses on different factors of the vehicle.
It could be the price of the vehicle, if the vehicle is taken on EMI, the value of EMI is
focused. Customers can also go for the performance of the vehicle. The tax rate that
should be paid for the vehicle. Customer number of seats. Customers may check the
service centers available for the said vehicle. Customers can check the maintenance
cost and the availability of spare parts in the country. Competitive pricing of petrol
and diesel can affect the customer’s decision to buy a new car, Fuel efficiency and
after sales service influence a customer to prefer a car. The studies raise the prominent

factors that influence customersto-purchase petrol cars rather than diesel.

\) 1 t
'f:-'""l.-T""A.- - .-"\"—I-"‘—""J"IL

1.3SIGNIFICANCE OF THE STUDY

The study is relevant to the people who are actually going to buy a car, be it a first
hand or second hand. It helps the customers to realize which one is better than the

other and the reason behind it.

p—
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5.4 CONCLUSION
1 1
Custamer satisfaction is important in an cconomy; I illustrates whether your

customer base likes what you're doing. In a society it helps the people to choose

I which one is better and be more efficient. Having a loyal customer in specific thing
helps the society to understand the value of it. Now in social media there are people |

\ who goes and rates the level of satisfaction. This helps in better reach of such nems

and goods.

The purpose of this study was to understand why pcople choose petrol cars
| over diesel cars. From the study it was concluded that petrol engines are efficient than
diesel engines. The survey was conducted on 60 people. There were limitations to this
study such as the place. From the study it is understood that the maintenance, after
sale value, efficiency and mileage is better for petrol cars. Even when the cost of |
petrol is more than diesel fuel, people choose petrol cars. In the study when the
question was asked separately whether the respondents have driven petrol and diesel |
| cars it showed that 83 percent of people have driven petrol cars while only 53 percent
of people have driven diesel cars. Petrol cars have better quality and wide range of |
brands. Even in future the people will rely more on petrol even if new fuels come into

existence,

Nirmala Callege of Arls and Science, Meloor 4t
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A STUDY ON EMPLOYEE WELFARE SCHEMES AT CHERUVATHOOR AGENCILES
MUTHUVATTOOR

1.1 INTRODUCTION

The ILO (International Labour Organization) defined, “welfare as a term which is
understood to include such services and amenities as may be established in or the
vicinity of undertaking to perform their work in healthy, congenial surrounding and to

provide them with amenities conductive to good health and high morale”.

According to Arthur James Todd, “welfare as anything done for the comfort or
improvement and social of the employees over and above the wages paid, which is not

a necessity of the industry”.

Employee welfare means, such services, facilities and amenities such as canteens, rest
and recreation facilities, arrangement for travel to and for the accommeodation of
workers employed at a distance from their home, and such other services, amenities and
facilities including social security measures as contribute to improve the condition

under which workers are employed.

Employee welfare may be viewed as a total concept, as a social concept and a relative
concept. The total concept is a desirable state of existence involving the physical,
mental, moral and emotional well-being. The social concept of welfare implies, of man,

his family and his community.

The relative concept of welfare implies that welfare is relative in time and place.
Employee welfare implies the setting up of minimum desirable standards and the
pro.vision of facilities like hcaltt}, food, clothing housing, medical allowance, education,
insurance, job security, such as to safeguard his hcalth. and protect him against
occupational hazards. The worker should aiso be equipped with necessary training and

a certain level of general education.

The term ‘Employee Welfare’ refers to the facilities provided to workers in and outside
the factory premises such as canteens, rest and recreation facilities, housing and all

other services that contribute to the well- being of workers.

Welfare tmasﬁres are concemed with general well-being all%mm{ﬁiﬁ'ﬁﬂ*h\
this study/ deals with the ‘various welfare measures provided by the cheruvathoor

agencies to their employees.
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5.3 CONCLUSION

Overall, the employee involvement and welfare measures of cheruvathoor agencies

Muthuvattoor, Guruvayur are satisfactory and they nced to develop still more new
techniques and also, they have to convert the minds of the subordinates.

The Welfare measures are more important for every employee, without welfare
measures employee cannot work effectively in the organization. Majority of employees
are satisfied with welfare measures. They should take necessary steps to solve problems
in those measures; So that the employee can do his job more effectively. The company
can concentrate on the other non-statutory measures to boost the Employee morale.
Operating efficiency of the company is satisfactory, The company maintains good
industrial relationships with the employees and continues to be the market leader in all
over the world. Hence the management is making it possible to make a better place to
work. Every organization has to take make a better place to work every organization
has to take effort to find out what the employees want and what the drawbacks are this
can be done formal procedures likes third party intervention then only this precision |
and esteemed organization can reach to the world top. Sincerely hope that the |
sugpestions provided by improve useful in the employee involvement and welfare

measures.
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A study on awareness about e-banking services among college students in Nirmala College Of Arts and
Science, Meloor

I 1.1 Introduction

In this era of global competition the banking sector has emerged as a vital

service industry. More about that ~ segmentation, structuring of activities and scope

of banks has changed its landscape in due to of changes in the world economy at

I large. The financial and investment activities are added with insurance and foreign
transactions. The technological revolution has added the usage of information and
communication techniques that are sophisticated used and replaced the manual
banking transactions. E-banking is not a new topic of the town today, but has raised

the business of banking sector by 4.6% only due to technological advancement.

E-banking services are becoming increasingly popular among college students, as
they offer convenience and flexibility in managing money with e-banking students
can access their accounts from anywhere, anytime and perform a variety of activities
such as paying bills, transferring funds and viewing account balances. However many

students may not be aware of the advantages of e-banking and the advantages of e-

banking and the potennal risks associated with it.

I This paper is an attempt to study the awareness of e-banking facilities among college I
students. Electronic banking means providing banking services to customer at his
home, office travelling with the use of electronic technology. It means provide

I banking services to customer at anywhere and anytime, there is no limitation of place
and no limitation of time. It isa convey.ance service to customers. The rapidly
changes in business operations in contemporary times in the form of technological

| improvement require banks to serve their customers electronically. Traditionally
banks have been in fore font of harnessing technology o improve their services. The

banking industry and its environment in the 21st century is highly complex and

competitive and there for the need for information and communication technology to
take centre stage in the operations of the bank. Electronic banking is critical in the

transformational drive to the place banks in the area such services and how they

deliver to customers. Thus it is seen as a valuable and powerful tool in the
development growth, promotion of innovation and enhancing competitiveness of
—
; : Y A8
banks, information technology has been found to lead to #ﬂ.gmq;xnﬂmqtdn-hu%‘ines&-

efficiency and serve quality.and hence attract customers as well retain them. This
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A study on awareness about ¢-banking services among college students in Nirmala College OF Ans and
Science, Meloor.

| 5.3 CONCLUSION

This study can be concluded that most of the students are aware about various E-

banking services offered by their bank. E-banking is quite popular among students

since it is convenient to use and time saving 10o. ATM is popular services among

students. There is need to create awareness about Internet Banking security.
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A study on customer satisfaction on e-banking services in private sector banks

1.INTRODUCTION

E-banking is an vmbrella term for the process by which customers may perform
banking transactions electronically without visiting financial institutions. Compared
with traditional channels of offering banking services through physical branches, e-
banking uses the Internet to deliver traditionat banking services (o their customers, such

as opening accounts, transferring funds, and electronic bill payment. LI

E-banking services are delivered to customers through the Internet and the web using
Hypertext Mark-up Language (HTML}. In order to use c-banking services,
customers need Internet access and web browser software. Multimedia information in

HTML format from online banks can be displayed by the web browsers. The heart of

the e-banking application is the computer system, which includes web servers, database

management systems, and web application programs that can generate dynamic IITML

pages.

Bank customers’ account and transaction information is stored in a database, a
specialised software that can store and process large amounts of data at high speed. The

function of the web server is to interact with online customers and deliver information

to users through the Internet. E-banking enables the customers to perform the basic
banking transaction by sitting at their offices or home through the internet. The
customers can access the bank website for viewing their aceount details and perform
the transactions on account as per their requirements. Customers are being provided
with additional delivery channels like ATM Smart cards, home banking, mobile
banking etc, which are more convenient to customers and are cost effective to the banks.
Customer satisfaction is an overall customer evaluation of a product or service based
on purchase and consumption experience over a time period. Satisfaction of customers
is the most important factor in judging the service quality of the banking sector. Thus,
an increase in satisfaction levels leads to decrease in operating and service costs and
provides an opportunity for banks to expand their product portfolio and services for the

future development. )

l’:‘}- T -il{"l Y ‘n-t..

Banking is a service and service quality has been found to be an important criterion in
achieving customer satisfaction; Mowever, measuring service quality has always been

a challenge for service providers because of the intangible, inseparable and
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A study on customer satisfaction on e-banking servives i private scetor banks

5.3 CONCLUSION OF THE STUDY

With the advent of the LPG, economic reforms were introduesd in many industries,
especially the banking industry. As the effect of economic reforms the banking industry
has the most competitive sector in the economy. This competitive prassure cornpels the
banks to improve their service and provide best services to the custutners to meet their

customer expectation and to attain customer satisfaction.

This study attempted to identify key quality attributes of'internet banking
services by analysing e- banking customers & their comments on banking experience.
The findings of this study show that despite of many advantages of ¢- banking people
still consider it as an alternative for analysing their bank records. Although every bank
today provides the facility of e- banking but most of people use it only once a month.
This is because of the reason e- banking interpersonal interaction with customers is
seldom possible. Identification and measurement of customer’s expectations of the e-

banking services provide a frame of reference and their related quality dimension.

There is still a lot needed for the banking system to make reforms and train their
customers for using internet for their banking account. Going through the survey the
main problem lies that still customer have a fear of hacking of accounts and thus do not
go for internet banking, Banks are trying their level best by providing the best security
options to the customers but there are lots of factors which stop a customer from
opening ‘an internet bank account. If is important that the banking atmosphere must
focus on quick and fair services to their customers. Banking service can increase
customers’ confidence and trust if employees are able to provide appropriate service to
cach customer. And the scope can be increased by increasing the number of the
respondents from the limit of 60 respondents in the further research. In this study the
area is limited to the Vadanappally panchayath in the Thrissur District. For further

studies the geographical area can be expanded to all over the Kerala or India etc.
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A Study on Customer Satislaction towards Paytm users in Chalakudy Mumicipality

1.1 INTRODUCTION

Paytm is one of the India’s largest mobile commerce platforms. They started their
journey by offering mobile recharge and utility bill payments. Today it offers a full
marketplace to consumers on its mobile apps with the introduction of shopping platform
on its mobile wallet recharge app. Paytm is deepening their roots in Indian e-commerce
market. With a very short span of time, there are over 25 million registered users and
are expected to double by the end of this year. Paytm success is followed by adverse
challenges in the face of banks and e-tailors like Flip kart, snap deal who are on the
path of introducing their own mobile wallets. In order to survive and grow in the market
Paytm is developing effective marketing strategies and are expanding their operational

competiveness.

A digital wallet 1s a type of virtual wallet service that can be used by
downloading an app. The digital or mobile wallet stores bank account or debit/credit
card mnformation in an encoded format to allow secure payments. One can also add
money to a mobile wallet and use the same to make payments and purchase goods and
services. This eliminated the need to use credit/debit cards or remember the CVV or 4-
digit pin. Some of the mobile wallet apps in the market are Paytm, mobikwik,
freecharge, etc. The various services offered by mobile wallets include sending and
receiving money, making payments to merchants, online purchase ectc.

Paytm is India’s largest mobile payments and commerce platform. It
allows you to pay bills and make online transactions. It started off as a prepaid mobile
and DTH recharge platform, and later added data card, postpaid mobile and landline
bill payments in 2013.By January 2014, the company had launched the Paytm wallet,
which the Indian Railway and Uber added as a paj'mem option, It launched into e-
commerce with online 1'[&,1#. ticketing. In 2015, it unveiled more u&é ﬂ{*d&n:é likebeducation
fees, metro recharges, clectricity, gas, and water bill payments. In 2016, Paytm
launched movies, events and amusement parks ticketing as _.wcll as flight ticket
bookings and Paft?n QR Later that year, it launched rail bookillg al-‘ld gifi cards.In2017,

Paytm became India’s first payment app to cross over 100milhion
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A Study on Customer Satisfactron towards Favim wats e balsbndy Sise ool

3.3 CONCLUSION:

The present study has tried (o understand the consumer satisfaction repardmg Paytin
app 1s a familiar app used for ¢ transactions. It is true that Paytin faced a successfil
growing path after demonetization. Even the smaller vendors have introduced Paytm to
promote cashless payment methods. Therefore, we could generalize the trends that we
are moving to a cashless economy. It i1s observed that the persons using internet from a
longer time are aware and are using Paytm. The age group of the user has also
influenced the usage of Paytm. It is observed that the users in the age group of 18 to

30are aware of Paytm and are using Paytm for various purpose.

From my survey, I conclude that Paytm wallet had a large mamber of
satisfied users until now Paytm started as recharge website in India pioneering today in
diversified sectors like insurance, bill payments, ticket booking to online shopping elc.
Paytm has to work upon the Payment gateway to improve the transaction efficiency as
67% people faced problem with payment gateway Paytm is currently performing well
in terms of privacy but it has to work upon discounts/offers, transaction time and bring

about innovation to increase customer satisfaction.
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A STUDY ON BRANDED PRODUCTS INFLUENCE EN [AILY LIFE WITH SPECIAL REFERENCE TOIRINJALAKUDA MUNICIPALITY

CHAPTER 1
| 1.1 INTRODUCTION

Brands are like human beings. They are bomn, fed and nurtured, made strong
responsible. In today’s market each product is known by its brand name, today the
customers are aware about a product or the company because of the brand. Brand
plays a major role in the growth of a company. It is the main factor which influences
the customers in buying of a product. The brand forms the potential for present

growth and future expansion. They help the organizations to conquer peaks at the time
of booms and stay afloat and swim at times of depression.

A brand is a product, service or concept that is publicly distinguished from other

products, services or concepts, so that it can be easily communicated and marketed. A
brand name is the name of the distinctive product, service or concept. A brand also
includes the feelings that consumer get when they use your products and services. In
one way, according to an organization their brand is a promise to their customers. It
says them what they can expect from their products and services, and it differentiates

their offerings from their competitors,

There are some important characteristics to brand, that are loyalty, awareness, higher
sales and profits, knowledge about the target markets, uniqueness, passion,
| consistency, competitiveness, exposure and leadership. Branding of a product is very
important because not only what makes a memorable impression on consumers but
also allows cistomers and clients to know Wwhat to éxpect from the compény. There

are some importance of branding they are,
Branding improves recognition
Branding creates trust
Branding supports advertising
Branding builds financial value
Branding inspires customers and employees
Branding generates new customers

Branding improves sales
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A STUDY ON BRANDED PRODUCTS INFLUENCE INTDAILY LIFE WITH SPECIAL REFERENCE 1O [RIMJALAKUDA MUNICIPALIY

5.3 CONCLUSION

| The purpose of this paper was to create decper consideration about the influence of |
brand in daily use products. From the study it is clear that well known branded
| products are very famous among the consumers because consumers frust the brand. In
today’s world everyone are using medias journals and internét they are able to know |

| . . . .
about brand and product detajls so the consumers are interested in using branded

products especially youngsters.

|
The consumers are interested to use branded products because it fulfilis all the |

expectations of the consumers and it also fulfills the brand promises along with these
it also provide good quality products. Many of them say that branded products are
expensive but they purchase that product by giving high price because it worth the |
price it provides good quality. The consumers agree that the main attracting factor and
benefits of the branded product is its quality.

Qther reasons for using branded products are consumers want comfort, happiness and
satisfaction in their lives and they get it in part through the products they buy also
prestige and status are part of this. If the brands they use consistently deliver a positive |
| experience, consumers form an opinion that the brand is trust worthy, which gives
them peace of mind when buying.
This study suggests that brand preference can be developed from two

different sources the brand krowledge and the brand experiences. The brand

. [l knowledge presents consumer perceptions of the brand gognitive structure while the
brand experience captures the essence of the brand through actual responses, Brand
experience extracts the essence of the brand and increases its value beyond its
functional benefits. Consumers prefer the brand that provides them with experiences
that meet their expectations. Therefore, what consumers learn from their knowledge
and experience are the bases of their comparative judgment that develop their

preferences,

L
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A Study on customer satisfaclion on Reliance Hypermarket Chalakudy

1.1 INTRODUCTION

Customer satisfaction can be experienced in a wide range of circumstances and linked
with both products and solution, It is a highly personal assessment is greatly influenced
| expcetations. Some definitions are based on the observations that customer satisfaction
or dissatisfaction result from either the confirmation or Disconfirmation of individual
expectations regarding a service or product. A customer may be satisfied with a product
or an attribute or any of these. It is in this light; this project is done on the topic
“CUSTOMER SATISFACTION AT RELIANCE HYPERMARKET |

CHALAKUDY”. Marketers of goods and services are increasingly implcmenting

service quality and customer satisfaction survey to measure business performance and |
some are even utilization results from this survey to determine employee incentiveand ‘
appeals. The objectives of the survey to assess the satisfaction level of various customer
and to know about the general perception and expectation of customer and the extent to |
which they have been met and to identify weakness of organization. Service is very |
important in today’s context as it is the key for attracting new customers and retaining
of existing ones. Bad service experienced forces customers to switch the brand or the
service provided in search for the one who provides them with satisfaction.

Services often come with satisfaction; services often come with product but it’s purely
only service. A customer satisfaction survey can provide management with a variability
input on both short term and long-term decision making. Here is a customer satisfaction |
survey at Reliance Hypermarket Chalakudy which gives an idea about the perception |

and expectation of different customer. |

1.2 STATEMENT OF THE PROBLEM

i

\

|2
Eye orgamzatlon is trying to be at top position throughm:&x‘dmg bettér Services to
:r. The company must know the customers’ needs and wantg wd,udéﬁuaf‘c |

At

N
=n. Customer satisfaction is an important factér ﬂul"at helps the ln‘rbd.n]?,al.iﬁﬂ

: 11L|:sn Without satisfying consumer no firms gan qmal_' H thu;: maLLcl fior long |

dy is focused on customer satisfaction, throngh lhlb sludy the company
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A Study on customer satisfaction on Reliance [{ypermarket Chalakudy

5.4 CONCLUSION

The project is done to know the “CUSTOMER SATISFACTION OF
RELIANCE HYPERMARKET CHALAKUDY.” On the basis of 50 samples of
respondents, detailed analysis was made. Based on the data collected, inference
is drawn and findings are suggestions were given. The motto of the organization
is to provide quality products at reasonable price and to satisfy their customers.
From the survey it was found that the material provided and the service of
Reliance hypermarkets are very good. Through most of the customers arc
satisfied with the services, there are certain areas which need special attention.

Managers must see to it that, the problems faced by the customers are solved.
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A study on impact of social media among youth with special reference to Nirmala College of Aris
and Science, Meloor

1.1 Introduction

Social  media are computer-mediated technologies  that  aliow  individuals,
companies, NGOs, governments, and other organizations 1o view, creale and
share information, ideas, career interests, and other forms of expression via virtual
communities and networks. The variety of stand-alone and built-in social media

services currently available introduces challenges of definition

Social media use web-based and mobile technologies on smart phones and tablet
computers to create highly interactive platforms through which individuals,
communitics and organizations can share, co-create, discuss, and modify user-
generated content or pre-made content posted online. They introduce substantial and
pervasive changes to communication between businesses, organizations, communities,
and individuals. Social media changes the way individuals and large organizations

communicate. These changes are the focus of the émerging field of techno self siudies.

Social media is one of the media having many features and characteristics .It have many
facilities like texting, communicating, video sharing, audio sharing, and images sharing
etc. Its use is increasing day by day with high rates all over the World .Especially,
majority of the youth is shifting from electronic media like Television , and radio
listeners to social media among all age of group . Youth is very much to shifting in to

social media has led to a host of question regarding its impact on society.

This study focused on the influence of social media on youth and their life style,

trends, educational and political awareness, physical activities, social life, etc...
1.2 Statement Of The Problem

The study was designed to analyse the impact of social media on youth, how social Is
influencing on youth in different aspects of socializing, political awareness, religious
practices, educational learning, trend adopting, sports activities and so on.

1.3 Sighifieatice Of The Study V)AL

*

This study helpsto analyse the impact of social media on youth. It also assess how

youth use social media'in their day to day life and its impact on youth in terms of

educational learning. entertainment, communication and enhancing skills
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A study on impact of secial media among youth with special r¢ferssse 1o Nirmata College of Arts
and Science, Meloor

Conclusion

The research deals with a survey on the usage of social media agtwaorking in the

domain of youth. The social media referencing which is used in the rescarch (0ol are

face book, WhatsApp, Instagram, YouTube and others. The survey was being
approach by this researcher to 50 youngsters. All the participants actively respond
to this questionnaire. The return average of the questionnaire was greatly high wiih
07%.The average age groups which are being contacted with researcher were
between 14-24. The majority of the respondents were students. This shows that the
use of social media is widely used by all segmented youngsters of Nirmala College
of Arts and Science, Meloor. This research find that the excessive users in the
educational computer labs use the social media forms for comments, chatting, image

and video sharing and texting etc. this average touches the almost half of sampled

population. This shows that they ignore their primary focus on their study and
research related activities while utilizing the facility of internet in connecting with
their friends on the social media networking forums with their average utilized time
between 30to 60 minutes. But the actual results may cross this maximum time period
while utilizing the social media forms as 12% responds that they use it more than 4
hours in a single day. The important features while using social media are SMS,
video clips sharing links and comments. The informative links and the Islamic links
are widely shared by the sample population of this survey for the fellow users, The
negative lmages, messages, video links, voice messages are creating negative
influence in the society and social groups at the minor level to penetrate to destabilize
the inter-state harmony in the international relations. The social media campaign is
creating deeper division in the society, social and political groups, ethnic

communities, racial entities and cultural groups. Majority of the sampled population

is agreed with this argument that the positive use of social media forms can brought

socio-political awareness and improve language.
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A study on the effectiveness of internet advertising on consumer behaviour with special reference to
Nirmala Cellege of Arts and Science, Meloor

1.1 INTRODUCTION

In a competitive market, it is important for advertising managers to grab the

consumer’s attention through advertisements and sales promoetion. A sizable
marketing budget is spent on advertising. The trend of using digital media platforms
for advertising is fast growing. This study intends to explore the importance of

internet advertising on different consumer behaviour stages.

The consumer expectations of information from various media such as TV, radio,
newspapers, magazines and the internet are entirely different. The characteristics of
different media and its immediate and long-term effects on consumers are also
varied. For instance, TV allows high quality audio-visual content that is more
suitable for product categories, which require physical demonstration. Radio offers
audio content and is most suitable for businesses catering to the local markets.
Internet had grown tremendously in both its applications and number of users due to
its unique characteristics of flexibility, interactivity and personalization. It has been
a very useful tool of communication, entertainment, education and electronic trade.
Many companies have turned to the internet to advertise their products and services
and the internet is deemed to be the most significant direct marketing channel for the
global marketplace. Companies are pouring billions of dollars into internet
advertising to obtain greater return on investment on ads. The internet has given
consumers more control in accessing more information on products and services.
There are several factors that contribute to consumers pull for online content. Now
consumers are ahle to shop from companies around the world, and it has yeduced the

time and effort they spend on shopping.

1.2 STATEMENT OF THE PROBLEM |

Internet Advertising is a very important tool used to stimulate consumer
behaviours by ways of getting them informed or by reminding them about a product

but it must persuade them to purchase the products. As such, it becomes
uf H;-\ _
very important |n~ M'irkn.tmcg Jn addition, the use of social media helps the

companies to || p m:rti: rht.\. |:-rn-duut5, build relationship n{WIth consu:yms and

N .
understand th U maﬁlpm‘h n{tsr:ds Ambrose and Cather lr?é""fETJT“‘%’ ?:‘uj1
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A study on the effectiveness of interneladvertising encconsugier behaviour wilh special reference (o
Nirmala College of Ans and Science, Meloor

* 52 percentage of the respondents conveyed that repested advertising has an

effect on consumer behaviour to liitle extent

5.2 SUGGESTIONS

The study established that the reliability of internet advertising is medium and
therefore recommends that the management of companies using internet advertising
should provide unique experience to its custoiners based on customer analysis to |
deliver a personalized experience to the customers. The study also found that internet
advertising is effective in reach and creation of awareness and recommends that the
companies should invest more in internet advertising 1o increase thetr market share
and provide product information. Finally, the study determined that there is a positive
relationship between internet advertising and consumer purchase decision and further
recommends that companies should conduct a market research on the different
markets in various countries to ensure that the internet advertising initiatives being
implemented suits the targeted markets to improve product purchases. This is because

there exist different contextual realities between different markets.

5.3 CONCLUSION

The objective of the study was to determine the effectiveness of interpet advertising
on consumer behaviour using a sample of Nirmala college students, Internet
advertising was effective in providing higher reach and creation of awareness.
However, in spite of the diverse usage of internet and wide interaction with various
internet advertisements, fewer r.espondents were able to recall the internet ads they
had seen. This implies that the reliability of internet advertising is quite medium. The
research established that Intemet advertising is more reliable. The study concludes
that internet advertising influenced purchase decision of the customers to a moderate
extent as only nearly half of the respondents’ purchase deciston were influenced.
However, internet advertising is a key determinant of purchase decision of the

customers as they consider it to be an interaction point between them and the

company from which they h1.|:, -thII‘ ;:rmducts from. The study also concludes that

internet  advertising  has MLnlﬁca;ﬂu ﬁtlﬂnshlp with purchase decision of the

r-'\-"—

fs}h internet advertising contributes most to
m|

consumers. The study ﬁll‘l_’ihﬂ-’f‘ mmhm;{.
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A study on Problems faced by people in online banking with special reference to chalakudy

1.1 INTRODUCTION

Today’s world is one with increasing online access to services. One part of this which
is growing rapidly is online banking. Combined with online retailers there is a lot of
money changing hands, directed only by communication over the internet. This is
very convenient and the ready access to the internet in all f{irst-world countries,
coupled with the cost savings from closing bank branches, is driving the deployment

and adoption of these services. Purely online transactions, however, lead to increased

risk. None of the normal safeguards of real-world transactions are present. |
Conversely, risk to the criminals is a lot lower (the attacker can be in a completely
separate jurisdiction from all the other parties in the transaction) and the retailer sees
nothing but a faceless, nameless connection providing card details. Banks have
traditionally been in the forefront of hamessing technology to improve their products,
services and efficiency. They have, over a long time, been using electronic and
telecommunication networks for delivering a wide range of value added products and
services. Penalty due to non-payment of bill is not new to anyone of us. And quite
obviously, who likes the long procedure of writing a cheque, standing in a long queue
and then ensuring that the particular amount is available in your bank account? Indian
banks are trying to make our life easier. Not just bill payment, we can make

investments, shop or buy tickets and plan a holiday at your fingertips.
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5.3 CONCLUSIONS

21st century banking has become totally customer driven and lechnology driven.
During the last one decade, technology has been dramatically (ransforming banking n
India. Driven by the challenges of competition, rising customer expectations and|

shrinking margins, banks have been using technology to reduce cost and enhance

efficiency, productivity and customer convenience.

Technology intensive delivery channels like Net Banking, ATMs, Tele-banking,
Mobile barking etc., have created a win-win situation by extending great convenience
and multiple options to the customers, while providing tremendous cost advantage to
' banks. The positive impact of the technology infusion is clearly visible now in almost
all areas of banking operations, especially in retail and payment systems in the

country.

The basic objective of deployment of ATM technology in the financial sector should
be to progressively move away from paper-based transactions, which include use of
currency notes, Cheques or challans and to the extent possible, switch over to

electronic means using RTGS or NEFT or any other electronic mode.

It is opportune that we are today recognizing the valuable contributions of the path
breakers in the field of banking technology. The identification of technology leaders
and their recognition in the form of Technology Awards is a pointer that we are
capable of excelling in our respectlve fields. The awardces of today are not a

destmatlon but only mark a good begmnmg — of a more excmng and challenging era

ahead of us in our march towards a technologically advanced and efficient, effective,

progressive system.
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| along with this rise of online shopping and e-Commerce, E-payments are gaining

A STUDY ON THE ONLINE PAYMENT APPLICATIONS SYSTEM IN CHALAKUDY TOWN
WITII REFERENCE TO AMAZON PAY

1.1 INTRODUCTION

Todays In India’s journey towards E-payments, digitization, merchants, as well as
customers, are getting comfortable adopting new digital technologies. With customers
are getting comfortable with online shopping, nowadays, an e-Commerce site and |
online payment acceptance is a must to have for any business. Customers are happy

with browsing and shopping at any time from anywhere with just a few clicks and

widespread popularity. COVID and the limitation it has imposed on people who made
online payments the need of time. Many businesses are now offering their products
and services online. However, if you are a business and want to accept e-payments,
you have to work on your electronic payment system to provide better and secure

service for your customers.

In today’s digital era the usage of internet has increased dramatically. Now days the
customers are adopting the digital devices in order to spend less time on banking. This
digital payment is very useful to transaction funds without taking any risk and also

easy to handle and make use of it.

E-payment system is increasingly becoming a mode of payment in today’s world.
This is due to its efficiency, convenience and timeliness. This system facilitates the
acceptance of electronic payment for online transactions. E-payment have become
popular due to the widespread use of the internet based shopping and banking.
Cash.less payments for monetar}.i transactions can be done ;hrough E-payment. India
has seen a phenomenal increase in the number of E-payment users. It helps in

carrying out transactions in a quick and easy way. -

E-payment has been a convenient mode of exchanging goods and services. E-payment
systems were not introduced to replace cash but as an alternative to cash. There are
many methods available for making online payment and students are also making
payment through e-payinent rather than cash payments ;Sa{ih.&-:ﬂﬂs}l,fxlﬁ.liﬁﬁtﬂi'hOu}
transactions’ online. This study was conducted in Chalakudy area to evaluate the

online payment system of Amazon.
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A STUDY ON THE ONLINE PAYMENT APPLICATIONS SYSTEM IN CHALAKUDY TOWN
WITH REFERENCE TO AMAZON PAY

5.4 CONCLUSION

This research paper started by focusing on the meaning of online or digital payment , digital
wallet in Chalakudy town This paper then focused on various digital wallets or online
payment application in Kerala like Google pay, PayTm, Phonepe, Mobikwik, etc, then

complete explanation about Amazon and amazon pay is stated with the advantages and

disadvantages of using amazon pay.

An online survey was conducted through structured questionnaire which received 61
responses some of the respondents did not answered the questions accurately which proved 10
be the limitation of the study. From the survey conducted it can be seen that many people are
adopting cashless mode of payment as it has its own pros like it - reduces time and is
convenient to use as well as various online payment apps offers various cashback affers and
discounts as well for encouraging people to use digital mode of payment. A consumer can

track all their expenses with online payment.

The concern that consumers have is their security, their privacy being hacked or leaked, high

transaction charges etc.

With the increase in the usage of smartphones the world has come closer and with a single
touch any payment can be done. In our study it can be seen that the consumers or the
respondents are satisfied with the use of Amazon pay for making various payments and that
online modes of payments are increasing day —by-day with the increase in various

technologies which facilitate the entire process of a transaction.

As it can be seen that cashless economy or the use of online payment application has its
various advantages und disadvantages so if any overnment is planning to adopt cashless

economy should carefully analyze the situation of the country.
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A study on stress among female nurses
1.1 INTRODUCTION

In the hisfory of human development women have played a vital role 1n the history
making as men have been. In fact higher status for women vis-a-vis employment and
work performed by them in the society is a significant indicator of a nation’s overall
progress. Traditionally Indian women had been home makers but in recent decades,
proper education and better awareness, in addition to the ever increasing cost of living
has made them go out. And choose their careers. In a patriarchal society like India it
is still believed that a man is the primary breadwinner of his family. Although Indian
women have started working outside their homes, still they have a long way to go
both culturally, socially, economically, to bring in positive attitudinal changes in the
mind-set of people.

Women entering the nursing field have to face numerous barriers, and tangible
obstacles. They have to overcome the struggle, frustrations, and handicaps while in
the job. The main challenges faced by nurses are family responsibilities, keen caring
of patients, shortage of finance, risk of infection,injury, and death, workplace
violence - Nurses may experience workplace violence including bullying and verbal
abuse from doctors, fellow nurses and health care workers, and patients and their
families. At the extreme end, they may be victims of physical abuse. Workplace

violence is often unreported, and can take an emotional and physical toll on

sufferers.moral distress - Nurses experience moral distress, als¢ known as moral

injury, when performing a task that runs counter to their professional ethics or
knowledge. During the COVID-19 pandemic, nurses suffered moral distress when not
having sufficient resources, such as ventilators, to treat patients. Nurses also may be
susceptible to moral distress when their workplace devalues their training and
expertise and not getting enough sleep etc. This project deals with study on the

problems faced by nurses in private hospitals. ) (.
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A study on stress among (cmale nurses

CONCLUSION

The main occupational stressors were the attitude of the management, posting in

busy departments (emergency/ICU), inadequate pay, too much work, and so on.

Thus, hospital managers should initiate strategies to reduce the amount of

occupational stress and should provide more support to the nurses to deal with the
stress. This chapter dealt with Findings, Suggestions and Conclusions on the study

of stress among female nurses in private hospitals.
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aLLDY ON ROLE OF BANK CUSTOMERS USING INFORMATION TECHNOLOGY

L1 INTRODUCTION

An the Midst of an information technology revolution. A combination of regulatory and
competitive reasons has led to increasing mmportance of total banking automation on
this industry. Information technology has basically becn used under different avenues
in banking. One is communication and connectivity and another one is business process
reengineering. Information technology enables difficult product development. Better
market infrastructure, implementation of reliable techniques for control of risk and
heilps the financial intermediaries to reach geographically distant and diversified

markets.

Now a days IT helped the banking industry to deal with the challenges the new economy
poses. More than most other industries, financial institutions rely on gathering
,processing, analysmg, and providing, information in order to meect the needs of
customers. Given the impostance i banking, it is not surprising that banks were among
the earliest adopters of automated information processing technology. Technology
opened new markets, new products, new services and efficient delivery channels for
the banking industry. Onlineelectronics banking, mobile banking and internet banking
arc just a few examples, The electronics revolution as made it possible to provide ease
and flexibility in banking operation to the benefit of the customer. The e-banking has
made the customer say good -bye to huge account registers and large Paper hank
accounts. The e-bankers, which may ,.call as easy bankoffers the followmg services to
its custpmers like credit cards/debit cards, ATM, E-cheque, EFT (electronic fund
transfer), DEMAT accounts, mobile banking, telephone banking, internet banking, EDI
(electronic data interchange). Progress of technology and the development of world-
wide networks have significantly reduced the cost of global fund transfer. It is
information technology which enables banks In meeting such high expectations of the
customers who are more demanding and are Also more techno-savvy compared to their
counterparts of the yesteryears. They demand Instant, anytime and anywhere banking
facilities. It has been providing solutions to banks To take care of their accounting and
back- office requirements This study is conducted to a knowing the customers

applicability of internet in banking é,ctivitics il k™ =
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L STUDY ON ROLE OF BANK CUSTOM
5.3 CONCLUSION

The study focus on the role of information technology in banking sector. Majority of
Respondents are now using e-banking services. Technolegy is one among the foremost
Factor of human beings. Customers are started using c-banking made their banking
Transactions easy. Respondents rated ebanking as good after computerization.
Customers feeling safety about their transactions. Bank also changed their approach
from conventional Banking to convenient banking. There is also need to maintain e-
banking services easy as Possible. 1T enabled better market infrastructure,

implementation of reliable technique for Control of risk and help the financial

intermediaries to reach geographically distant and Diversified markets. But IT can be
fully useful only if they enable to met the challenges in The present environment. There
is also need to maintain privacy and confidentiality of Data™s. Another impaortant
responsibility is to ensure that the data is only used for the Purpose intended. For this
there is a need to implement [T and other cyber laws properly. This will ensure the

developmental role of IT in banking industry.
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A study on consumer perception towards green marketing and green products with special
reference to chalakudy municipality

1.1 INTRODUCTION

Green marketing is also called as sustainable marketing, organic marketing and
environmental marketing. It is the marketing of products that are said to be
environmentally safe. This includes many activities like product variation, |
transformation in the manufacturing process, using recycled board or paper fur

packaging and different forms of advertising.

viable competitive strategy. Green marketing is typically practiced by companies that
are committed to sustainable development and corporate social responsibility. Green
marketing involves multiple activities. Green Marketing encourages production of |
pure products by pure technology, conservation of energy, preservation of
environment, minimum use of natural resources, and more use of natural foods
instead of processed foods. Efforts of people, social organizations, firms, and
governments in this regard can be said as green marketing efforts.

Concept of green marketing concems with protection of ecological environment. Modem

marketing has created a lot of problems. Growth in marketing activities resulted into

Green marketing has gained wide acceptance among several companies as being a

rapid economic growth, mass production with the use of advanced technology,
comfortable and luxurious life, style, severe competition, use of unhealthy marketing
tactics and techniques to aftract customers, exaggeration in advertising, etc., created many
problems. Economic growth via production and consumption threatens peaceful life of
human being on the earth. Green marketing is an attempt to protect consumer welfare and

environment through production, consumption, and disposal of eco-friendly products.

1.2 STATEMENT OF PROBLEM

As green marketing is different from traditional marketing, marketers need to know
the factors that persuade the customers to buy green products. This study is an attempt
to identify the consumer perception and challenges to green marketing.

g AL AL
1.3 SIGNIFICANCE OF THE STUDY Vel

Green marketing has now evolved as one of the major areas of interest for marketers
as it may provide competitive advantages. Many companies in India have started

marketing consumer preference worldwide. However not much research has been
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A study on consumer perception towards green marketing and green products wilh special
reference to chalakudy municipality

5.3 CONCLUSION

— =— —————

Green marketing has to be pursued with much greater vigor as it has environmental
and social impact. With global warming looking largely, it i1s important that green
marketing becomes the norm rather than exception. In India green marketing is at
initial stages. Government has to impose stringent laws which makes firms and
consumers to use eco-friendly products. Firms and government should make
combined efforts to increase awareness about green products. Schools and
educational institutions must also take steps to create green initiatives in the minds

of young people.
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A STUDY ON THE EFFECTIVENESS Gl ONLINE LEARNING FOR HIGHER SECONDARY
CLASS IN KODASSERY PANCHAYATIE FROM WARD 9 TQO WARD 10

1.1 INTRODUCTION

A learning activity can be defined as an interaction betwecn a lcarner and an
environment, leading to a planned outcome. 1t is a planned outcome which makes
learning a purposeful activily. In the words of Harvard business school psychologist
Chris, learning is “detection and correction of error” where an crror means “any
mismatch between our intention and what actually happens™ Therc arc many type

learning methods and theories but e learning is developing very fast.

E-Learning means a lot of different things and it is understood diffcrently by players
with very different roles. The E-Content Report (2004) describes e~ Jearning “as an
umbrella term describing any type leaming that depends on or is enhanced by
electronic communication using the latest information and communication |
technologies (ICT). It is also defined as *a generic term covering a wide set of ICT |
technology —based application and processes, including computer —based learning, |

web-based learning, virtual classroom, digital collaboration and npetworlang”.

Therapid technology and social change puts forward need for lifelong leaming. The

move fo conduct teaching and learning over the internet is rapidly gaining momentum
along with the advance of computing technology and the deep researches into the |

pedagogical methodology on the Internet. The major benefit of e-learning to

| governmental educational system would be a long term commitment to growing and

maintaining the program. The concept of e-learning integration into an educational

sysfem begins with the teacher and the ways in which teachers teach.

E-Learning is a new way of learning. Learning today has evolved considerably
because of advances in web technology. The internet enables the ordinary person to
have access to never —ending quantities of information and knowledge efficiency and
conveniently. The prowth of the world wide high—capacity corporate networks, high
speed network desktop computers and all kind of mobile devices will make learning |

available to people 24 hours a day, seven days a week around the globe.

E-Leaming is more effective than traditional learning because less time and less
money is spent travelling. Since e-learning can be done in any geographic location
and there are no travel expenses, this type of learmn“ 1s much lcsq custly than doing

learning at a traditional |institute. Flexibility is aa-»mﬂnp hm'rcf t of E-learning.
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A STUDY ON THE EFFECTIVENESS OF ONLINE LEARNING FOR HIGHER SECONDARY
CLASS IN KODASSERY PANCHAYATH FROM WARD 9 TO WARD 10

E-Learning has the advantage of taking lass anytime anywhere. Learning is available
when and where it is needed. E-Learning can be done at the office, at home, on the
road, 24 hours a day a week. e-learning also has measurable assessment which can be
created so the both the instructors and students will know what the students have

learned, when they will have completed courses, and how they have performed.

P R R S
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A STUDY ON THE EFFECTIVENESS OF ONLINE LEARNING FOR HIGHER SECONDARY
CLASS IN KODASSERY PANCHAYATH FROM WARD 9 TO WARD 10

5.3 CONCLUSION

Ontine learning 1s a growing and exciting new way to learn about almost anything. i1’
there i1s a course you have always wanted to take or a skill you have always wanted to
learn, but you have not had the time to attend a traditional face to face class or there
hasn’t been an opportunity near you, then online learning might be your answer.
Todav's online learning opportunities offer everything from one- hour live workshops
1o online degrees, There is virtually something for everyone; all you have to do is find
1. However, leaming online is different from learning is face to face setting, and 1t 1s

unportant 1o think about your goals, your needs and your interests before committing

| yoursel! 1o something. You also need to think about the time you have available, your

comfart level with using technology and the equipment that is at your disposal. As we

all become more familiar with computers and computer access become increasingly

for thosc who are interested.
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A Study on the Employees Satisfaction on Infopark with special reference 10 Koratty Branch

1.1 INTRODUCTION

Job is one of the important elements of peoples life their living style

and their social lives depend on their jobs. It is necessary for every
organization to have a satisfied workforce. The aim of the present study is

to know the employee satisfaction and its relationship with performance

level.

Employee satisfaction is the terminology used to describe whether
employees are happy and contented and fulfilling their series and needs at
work. Many measures purport that employee satisfaction is a factor in
employee motivation, employee goal achievement and positive employee
morale in the workplace. Human resource is considered to be most
valuable asset in any organization. It is the sum-total of inherent abilities,
acquired knowledge and skill represented by the talents and captitudes of
the employed persons who comprise executives, supervisors and the rank

and file employees.

Employee satisfaction, while generally positive in your organization
can also be a downer. I'd employees to stay because they are satisfied with
your work environment. The term related to the total relationship between
an Individual and the employer to which he is paid. Satisfaction does mean
the simple feeling state accompanying the aftainment of any goal;the end
state is feeling accompanying the attainment by an impulse of its
objectives. The business has to conduct an open work environment that
motivates the employee to contribute towards organizational success.
There are various factors such as hygiene factors, physical factors, security
factors and others that need to be understood by the busmess for e:n]nanfunor
employee satisfaction. It results in developing a Iee{:rﬁg“i}i t‘n‘{nﬂi'mimtfnt«

among the employees which support a long term sustainable return to the

business. There are monetary and non-monetary rewards that need to be
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A Study on the Employees Satisfaction on Lnfopark with special refercoce 10 Koratty Branch

* The employees should be clear with their job description in the

organization for better improvement.

5.3 Conclusion

The main objective of the study is to identify the satisfaction level of
employees in infopark in koratty branch. The study reveals that the
satisfied workers can work effectively. It helps to understand the
functioning of the company and the relationship of the employees that exist

in the organization.so the satisfaction level of employees is very important

in the modern industry.so the management would concentrate a little bit on
the aspects where employees are satisfied. From this analysis it is clear that

majority of employees are satisfied with the job.
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A Study on Consumer Satisfaction ol Yamaha Bikes with Special Reference to Chalakudy

L1 INTRODUCTION

Satisfaction 1s a person's feelings of pleasure or disappointment resulting from
comparing a product's perceived performance in relation to his or her expectation”. As
the definition makes it clear, satisfaction is a function of perceived performance and
expectations. If the performance falls short of the expectations of the customer, the
customer is dissatisfied. If the performance exceeds the expectations, the customer is
highly satisfied or delighted. Many companies are aiming for high satisfaction
because customers who are just satisfied still find it easy to swilch, when a better offer
comes along. Those who are highly satisfied are much less ready to switch. High
satisfaction or delight creates an emotional affinity with the brain, not just a rational
preference. The result is high customer loyalty. In this highly competitive world
customers plays a very important role. Thus, if a company wants to survive then it
should look forward to the determinants of customer satisfaction. Though it is a very
subjective issue that differs from individual to individual yet, identifying some basic

parameters of customer satisfaction ts imporiant

India is one of the largest manufacturers and producers of two-wheelers in the world.
India stands next to Japan and China in terms of the number of two-wheelers
produced and domestic sales respectively. This difference was achieved due to many
reasons like restrictive policy followed by the Government of India towards the
passenger car industry, growing demand for personal transport, ineffectiveness in the
public transportation system etc. The Indian two- wheeler industry made a minute
establishment in the early s when Automobile Products of India(APT) started

manufacturing scooters in the country. In the last few years, the Indian two wheelers

\ a
industry has been spectacular growth the country stands next to ﬁzggfggg_l ﬁ.pﬂﬁ-.‘lﬂ‘-"""'

terms of production and sales respectively. Majority of Indians especially the
youngster prefer motor bikes rather than cars. Capturing a large share in the two
wheelers industry, bikes and scooters cover major segment. Bikes are large variety of
two wheelers that are availabie in the market, known for the most recent technology
and improved mileage Indian bikes, mopeds stand for style and class for everyone in,

India.
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A Study on Consumer Satisfaction of Yamaha Bikes with Special Reference 1o Chalakudy

» Yamaha shoud try to itcenew bikes. Most of the bikes are still based of

same engine and frame so introducing new bikes with different segments will
increase their goodwill a little bit

> Yamaha should try to introduce E-bikes also by introducing E-bikes they can
create a huge impact on every Market in the world and can increase their

goodwill by selling Eco-friendly bikes

3.3 CONCLUSION

In this study I tried to find out the satisfaction of the goods and services rendered
to the customer by the Yamaha. This study has given a pure image of what
customers feel about the goods and services provided by Yamaha Showrooms and
Service Centres. We can obviously say that the product satisfies them as well as
facilities provided by the Yamaha showrooms and Service Centres. All customers
have a better relationship with Yamaha and they are regularly satisfied with the
other features of the company as well from the following study we conclude that
from the survey we have done, the Yamaha bikes are well known for their designs
and performance the satisfaction is high in all factors except Mileage and free
services. Youth is the target of Yamaha. If Yamaha satisfies their customers with

more Mileage, good service and providing more free services they can achieve

more. =

: () e
T N .-hfl/"" A,
L™
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STUDY ON CUSTOMER SATISFACTION TOWARDS GREEN PRODUCT

—_— —

1.1 INTRODUCTION

As a part of Calicut University BCom curriculum the researchers have
chosen a particular topic entitled "A study on customer satisfaction
towards green product” as per the requirement of successful completion
of Degree of Bachelor of Commerce

Customer satisfaction is a metric that measures a company's customers'
level of satisfaction with its goods, services, and capabilities. When
expectations and results are compared, customer contentment is the
result. According to that definition, customer satisfaction mostly refers
to the contrast between what is anticipated and what is really received
from a product once a customer purchases or consumes it. Customer FI
satisfaction is a goal that emerges from a process of assessing what

customers received compared to what they expected, the actual purchase
decision, and the satisfaction of needs. It demonstrates that customer

e
-

satisfaction is an intention that arises from comparing what they receive
to their expectations, which are connected to their wants and
requirements with regard to a good or service.

Customers are always prioritized before profits whenever a business is
Just getting off the ground. Companies who are successful in providing
complete client satisfaction will continue to hold the top spots in a

market. Today's businesses are aware that customer happiness is crucial
to their performance and also contributes significantly to their ability to
increase their market value. Customgrs are typically defined as people
who purchase products and services from a market or company that
satisfy their needs and desires. Customers buy things to fulfil their |

financial expectations. Offering high-quality services that remind clients

of the service is the most secure approach to thrive. “
Due to clients that care about the environment, the market for green

products has grown dramatically in India during the past few years.
Today's consumers are "thinking green” more often and are willing to
pay more for environmentally friendly goods. Green products are
typically referred to as ecological or environmentally friendly rqducr;s.
Whatever is beneficial to the environment is ret‘c:%\;q-qs_cud ‘lendilys. 5

Green producil,s\ are those that can be recycled and won't pellute the

|| environment or use up natural resources.

H

NIRMALA COLLEGE OF AR'_I:S_r"f?}'.'J;JaHﬁIENCE . MELOOR 1

Digitally signed by SHAJU NALKARA OUSEPH
DN: C=IN, O=Personal, PostalCode=683576, S=Kerala, SERIALNUMBER=

95BADF77D468D200FEAGIC521D536630A1D65C394B6E1DI1504499B30703B573, CN=SHAJU NALKARA
PH



STUDY ON CUSTOMER SATISFACTION TOWARDS GREEN PRODUCT

When used, some of these environmentally friendly products reduce
greenhouse gas emissions, reduce carbon footprints, and do not
significantly pollute the environment or cause significant toxicity. When
they are not in use, they do not damage the environment or disturb the
ccological equilibrium. Green products are those that are biodegradable,
non-toxic, and environmentally responsible. Glass, cans, and papers make
up the bulk of the items. Environmental problems are now occurring more
frequently, and it has more clear. These benefits and drawbacks are
affecting consumers' propensity to purchase or refrain from purchasing
green items. In addition, benefits help us understand why there is a market
for green products. And the reasons why retailers are eager to market green
goods. Because more people are aware of environmental issues, they are
now more prepared to spend more for green items. Green products, also

known as sustainable or eco-friendly products, can be defined as having less
of an impact on the environment and being less harmful to human health
than traditional products. Green products are made with recycled materials
{such as the breakdown of food and food product ieftovers in place of
artificial fertilizers), are created in more energy-efficient ways, or are
distributed to consumers in more ecologically friendly ways. Because of
their capacity to profit from the sales of green products as well as
simultaneously fulfil their social responsibility to society, green products are
being sold by more and more businesses. People started caring more about

their health in the previous ten years, which has led to a rise in the use of
green products. AS a Tesult, people are becomihg more sensitive of the *
environment and their health.

As far as green products are concerned, both academics and professionais
as well as the corporate marketing sector have experimented with them.
Businesses have begun to alter their behaver in an effort to allay consumers'
"NEW" fears about being green as society and the consumer both become

), AN

2

increasingly concerned with the environment.
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STUDY ON CUSTOMER SATISFACTION TOWARDS GREEN PRODUCT

« Internet is the platform which gives awareness about green products.

« Majority of the customers are influenced to buy green products because
of positive attitudes.

» Most purchased type of green product is cotton & cloth shopping bags.

5.3 SUGGESTIONS

Based on the findings, there are a number of suggestions that companies
|| should consider in order to improve customer satisfaction towards green
products. Firstly, companies should provide a clear explanation of the
environmental benefits of their products. This should be detailed and easy
to understand. Secondly, companies should offer incentives and discounts
to encourage customers to purchase their green products. Thirdly,
companies should offer a wide range of green products in order to give
customers more choice. Fourthly, companies should offer personalized
customer service in order to ensure that customers are getting the best
possible experience. Fifthly, companies should offer convenient ordering
and delivery options in order to make it easier for customers to purchase
their green producis. Finally, companies should offer better warranties and
guarantees in order to give customers peace of mind when purchasing their
II green products.

5.4 CONCLUSION

In conclusion, customer satisfaction towards green products is an important

factor for companies to consider in order to ensure the success of themr
green products and services. The findings of this paper suggest that
companies should provide a clear explanation of the environmental benefits

of their products, offer incentives and discounts, offer a wide range of green
products, offer personalized customer service, offer convenient ordering
and delivery options, and offer better warranties an’i‘.fjguammce‘: fin f)rdnir to
improve customer satisfaction towards green products. By following these
suggestions, companies should be able to ensure that their green products

and services are as successful as possible.
_
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A study on consumer perception towards electric vehicles with special reference 1o Evnakutam city

i.l[ntmdu(;tion

Electric vehicles are vehicles that are cither partially or fully powered on electric
power. Electric vehicles have low running costs as they have less moving parts for
maintaining and also very environment friendly as they use litile or no fossil fuel.
When consumers make purchase decision, they face more alternatives due to infor-
mation exchange, and the aspects that they value during purchase are also varied. Alt-
hough the popularity of electric vehicles is increasing ,the market ratio of electric ve-
hicles is still very low. Consequently, the key to this study is to investigate how to
make cansumers accept electric vehicles, and explore the conditions which influence

the consumers acceptance of electric vehicles.

Therefore, based on the above research background and motivation, this study aims to
investigate the factors influencing consumers purchase of electric vehicles in order to
provide a reference for the design and development of electric vehicles and offer sug-
gestions for companies regarding future consumer purchase of electric vehicles. This
paper studies consumers opinions on electric vehicles in an uncertain environment,
and analyzes the factors influencing consumers purchase of electric vehicles, in order
to improve the penetration of electric vehicles into the market and to provide sugges-
tions for future researchers. The key factors influencing consumers purchase of elec-
| tric vehicles are not only applicable fo the design and development of electric vehicles

that better suit consumers demand, also serve as a theoratical basis for the populariza-
tion of electric v.ehicles, and provide a reference for consumers choice and relevant
manufacturers need to consider increasing the publicity of electric vehicles and launch
more attractive battery and charging schemes to attract consumers and promote the

sustainable devclopment of the automobile industry.

Technology to be used in the upcoming EV is very mature and uptrend Jeading to high
| distance coverage with high efficiency and comfort. The potential of electric mability
has been studied in recent research from a technical ,economic, logistic, environmental

a ke

| _However research showed also that there is inconsiderable struggl€T6F dlectric vehi-

and dinner urban point of view

cles to create appropriate markets at least public perception and aceeptance of eleciric

vehicles India. Changing is the trend from acceptance of fuel cars to EV requires a
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A study on consumer percepfion towards cleciric vehicles with special reference (o Ernakulam city

5.3 CONCLUSION

With the depletion of fossil fuels and constant hike in fuel prices, is a need for energy

transition in vehicles in India. The respondents are aware of global climate conditions

and are ready to change their preference from conventional to eco-friendly vehicles. |

Cost is an important factor while considering the purchase of electric vehicle.
Respondents are willing to consider electric vehicles as their future purchase option, if |
proper infrastructure is availtable. Initial cost of purchase, number of charging stations

and the time required to recharge the battery is creating limitation in boosting consumer

confidence.
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A study on investors perception towards various scheme of L1C

1.1 INTRODUCTION

The Life Insurance corporation of India (L.1.C} is the largest life insurance Company
in India and also the Country's largest investor. It is fully -owned by government of
India. It was founded 1 1956 Head quartered in Mumbai which is considered the
financial Capital of India, The Life insurance Corporation of India Currently has 8
Zonal office and 113 divisional offices located in different parts of India. At least 2048

branches Located 1n different cities and towns of India.

Life 1s unpredictable and uncertain. There can be chance
to unsound event Life Insurance provides Financial Assistance against if un Sound
event earning member and earning member of family death happen. Life insurance

provides both benefit one is life Cover and investment in form of saving

LIC is insurance Company which provides life insurance
Product Life Insurance is required, because life is uncertain. LIC 1s taking Premium
from the Customer and give insurance facility for Life. LIC is provides a facilities of
both Savings and insurance of Life Cover. LIC is helping to achieving Long term goal.
LIC is large public Sector Company in Insurance Sector. The main objective of LIC 1s
spread importance about life insurance. In rural area and backward Classes Life
insurance Cover hife and provide financial assistance if uncertain event happen earning
member. LIC is most valuable brand in life insurance Industry in India but now a days
private players Increases their market Share by providing batter Services. This Swudy
aim to measure the satisfaction level of investors towards faction towards the Services
provided by the LIC and Study about perception of investors investing in various
schemes of LIC. |

i 3 {
1.2 STATEMENT OF PROBLEM L)y S ) o L
Investors are confusing because various insurance policies are available in
market so this study will help us to understand the consumers perception about life
insurance policies and how a consumer select organises and interpret the quality of |
services and product offered by the company. Investments are both important and useful
in the context of presem day condition. In the present financial market the invesiors are
facing either the problem of safety or un attractive return$-At this juncture, the extent

to which LIC goes to attract the investors has been under taken in this study.
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A study on investors perception towards various scheme of LIC

To sell the insurance product through electronic medias.

LIC should also tie up with several other banks apart from the existing ones to

sell its products Through banc assurance.

3.4 CONCLUSION

The study entitled “ INVESTORS PERCEPTION TOWARDS VARIOUS
SCHEMES OF LIC WITH

REFERENCE TO KAYAMKULAM MUNCIPALITY” looked in the
different LIC schemes and the

Evaluation of these scheme by the investors . We also studied how a person |

selected the schemes from LIC.

customer satisfaction

Has become an important aspect to retain the customer , not only to grow but
also to serve . Increased

Competition wide range of product offering and multiple distribution channel
cause companies to value

Satisfied and highly profitable customers. Customer service is the critical
success factor in a company and providing top notch customer service
differentiates great customer service from in different customer service. Even
with the stiff competition in the market place, it is evident from the study that
products offered by the LIC &re creative, innovative and of the liking of the
customers, moreover they are satisfied by the true knowledge provided by the
company or agents and they are easily accessible, Flexible payment schemes |
with no hidden cost, there is no undue delay in claims Isettlement, customers
are highly satisfied by the grievance redressal mechanism. and in the near
future if they will go for the policy they will stuck to LIC of India, which shows

the great faith and positive perception of the customers towards LIC of India.

|

LIC dominates the Indian insurance industry . In today’s competitive world ,
|

|
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