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MESSAGE FROM THE CHIEF MENTOR

I am delighted to see the June 2022 issue of the NSHM Journal of Manage-
ment Research and Applications (NJMRA), which aims at providing the
much-needed platform for a meaningful exchange of knowledge and ideas
between the industry and the academic fraternity. The journal has been
dealing with diverse areas of management right from the outset and in the
process, NJMRA is enriching its value of contents by attracting innovative
and quality articles from eminent academicians.

Such steady progress would never have been possible without the sincere
and sustained effort of the current editorial team and I compliment them
wholeheartedly on this count.

Cecil Antony
Chief Mentor
NSHM Knowledge Campus
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tended interruption in the physical classes in academics including the publication of the NSHM
Journal of Management Research and Applications (N JMRA).

o mention the team NSHM Business School dared to eject themselves out of the cavern
n and rejuvenate the spirit of conquering the enclave of knowledge and innoya.
tive ideas. Regardless of such a debilitating natural impediment, NSHM Business Schoo] success-
fully hosted its most coveted First International Conferenc; — ‘eNCLAVE’ on the 17th & 18th of
February 2022 in virtual mode and garnered an overwhelming response. The entire event was ably
handled right from the beginning to end, making it succinctly picture-perfect.
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of pandemic isolatio

The underlying theme of the conference was ‘Innovation in Management Practices’ and it was
graced by keynote speakers of international repute. Many research papers were submitted in diverse
management tracks, namely, marketing, finance & economics, human resources, and general man-
agement. After a stringent screening of many submissions, twenty-eight papers were selected for
presentation, of which thirteen were from the students. Evaluation of those papers was done with
the utmost rigor by a group of subject experts from internal and external sources, and the best papers
were rewarded. The forthcoming issues, including this current one of NJMRA, would showcase the
best manuscripts adjudged by the panel of experts at the conference.

One of the supplementary features of this issue is the perspective on “Women Entrepreneurs in
India: Need, Scope, Functions, Qualities, and Role’ highlighting the importance of the development
of women entreprencurs in India and how this initiative is facilitated by both government and
private institutions. Added to the perspective is a review of the book ‘Corporate Diary’ that assaye.d
the internal struggles and turmoil of a UK-based multinational company as viewed by protagonist.
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Chapter 1:

STUDENTS’ PERCEPTION ABOUT RECRUITERS’ EXPECTATIONS VIS-A VIS
RECRUITERS' EXPECTATIONS FROM STUDENTS WHILE RECRUITING FRESHERS

Prof. Mriganka Dutta,
Faculty, NSHM Knowledge Campus, Kolkata-700053

Email id : mriganka.dutta@nshm.com

Abstract —Campus Interviewing is one of the popular and effective external sources for recruiting
fresh graduating candidates. This process is equally important for the industry, the institute and the
students, who are stepping into the professional life through it.

The purpose of this research is to find out what are the important factors responsible for selection of
a candidate in a campus interview. And also to find out Whether the students’ perception about the
expectation of the interviewer is different from the expectation of the interviewers from a campus
interview, or not.

An extensive research was conducted on the campus recruitment process followed by many indus-
tries while hiring fresher graduates from a professional college in Kolkata. Data collection took
place with the help of filling of a closed end structured questionnaire. There are majorly two groups
of respondents in the survey conducted for the research work. First one the Graduating students
from professional institutes and the second one the recruiters - hiring fresh graduates for the indus-
try from the institutes. Students were passing out batches of three years’ degree courses in various
professional streams. The recruiting industries were a mix of manufacturing, designer house, retails
and export houses.

For the purpose of clear understanding about the similarity or dissimilarity between the two sets of
data collected, “T”- test has been done to compare the means from two series for all 15 selection
factors.

The majority of the factors, have been found to be important by both the recruiters and the student
candidates, but their degree of importance have been found to be statistically different.

Keywords: Recruitment, Freshers, Perception.

Background of the study

Recruitment is a continuous process of finding and motivating the potential resources for filling up
the vacant positions in an organization. It attracts the candidates with the required abilities and
attitude, which are required for the achievement of the organizational objectives. It is a continuous
process for an organisation and is one of the most vital responsibility for the Human Resource
department. The sources for recruitment can be broadly divided into two categories: 1) Internal
Sources and 2) External Sources.

Campus Interviewing is one of the external sources for recruiting fresh graduating candidates.
Campus recruiting is typically a technique for medium- to large-sized companies which have
high-volume recruiting needs. The size of the company can range from small efforts to extreme
large-scale operations.In general, there are two approaches to campus recruiting: in-person (physi-
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At the same time, students pursuing a professional course have an ultimate goal for getting e
in campus interview and being placed in the related industry. For this they prepare for i
siderable amount of time, money & effort are invested. Since campus interview is the first Sl
for a graduating student where he/she is being evaluated by the industry, they try to assume wha i
expected from them and start prepare accordingly. It is like preparing some selected suggestions for
forth coming examination. If the suggestion does not match, students are in trouble. The objective
of this exercise is to find out what students think and whether that is correct or not.

There has been many research done on interview method, campus interview, effectiveness on
campus interview. Many researchers have conducted study on behaviour of candidates, even accep-
tance level of the recruiters by the candidates. But what they think about each other, or what they
think, whether that matches with the thought process of the others, this area is yet to be studied in
depth. It seems that what the recruiters expect from the candidates and what candidates think that
the recruiter wants — this area must be explored. If a comprehensive study can be conducted in this
field, this apparent gap might be bridged.

Problem Statement -Based on the literature review research done in this related area, there seems 1o
be an apparent area of mismatching between the student/candidate’s interpretation about the
recruiters’ expectation and the recruiters’ actual expectation from a campus interview.

Research Questions - The objective of the study is to find out the answer of the Research Question-

1. ‘.‘What are the important factors responsible for selection of a candidate in a campus
interview?”
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5 “Whether the students’ perception about the expectation of the interview is different

from the expectation of the interviewers from a campus interview?”
By the term expectation it means what recruiters are searching for in a candidate. This study is
trying to find out whether the candidates are aware of such expectations? And if they are aware,
whether what they think or know, is it the correct one?
Hypothesis
HO: The expectation of the interviewers from a campus interview is similar to the students’ percep-
tion about the expectation of the interviewers.

Research Methodology

In order to study the acceptability of the stated hypotheses, descriptive research approach is
followed in this study. NSHM Knowledge Campus Kolkata has been chosen as the unit for the
study, Students from various under graduate professional courses are chosen as sampling unit. HR
people or recruiters from different organisations, who have come to NSHM Campus for campus
hiring, are chosen as another set of sampling unit. The questionnaire method being the more widely
used and economical means of data collection, Data collection took place with the help of filling of
questionnaires. In addition to this, as a result of existing pandemic situation, online questionnaire
has become the only possible way of data collection.

Based on the earlier literature and expert opinion (industry and academics), an instrument has been
developed and tested empirically through a pilot study. The instrument is a closed end structured
questionnaire, which is circulated to the respondents through online Google Form. The primary

data was collected by making the people fill the questionnaires.

A list of ability, performance & quality parameters has been prepared collecting information from
secondary data. Students and recruiters are asked to give their preference about those parameters.
Suitable Statistical tests had been conducted to check for significant difference between these two
sets of data.

Results

Characteristic of respondent / Respondents’ Profile
There are majorly two groups of respondents in the survey conducted for the research work.
1) Freshers - Graduating students from professional institutes joining industry

Design 48 63%
Hospital Management 10 13%
Graduating Hospital & Hotel 7 9%
Hospital Management 8 11%
Hospital Management 8 4%
Male 13 17%
Cioader Female 63 83%
Whether interested in Yes 70 92%
Placement / not No 3 4%
Whether already May be 3 4%
' Yes 6 8%
placed /not Total No 70 92%




Recruiters - hiring fresh graduates for the industry from the institutes
5 F! ,Lsgllm
Designer House | 50%%
Retail sector T 12%
Hospital Management 8 1%
Hospital Management : - %
Total 26 100%

Response received from Students:

Curriculum Vitae 0974 |
=
2 Academic Grades 76 1 s 3.882 1.070
3 Subject Knowledge 76 1 5 4.474 0.856
B Written Test 76 1 5 3.658 .13
5 Group Discussion 76 1 5 4.171 0.839
6 Technical Interview 76 1 5 3.945 0.9347
7 Awareness of
Digital Platform 76 1 5 3.908 0.851
8 Personal Interview 76 1 5 4.250 0.866
9 Convincing Power 76 1 5 4.184 1.016
10 | Communication Skill 76 1 5 4.5 0.902
11 | Background Information 76 1 S 42717 1.015
12 | Body Language 76 1 5 4.263 0.929
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[g:r—w Factors in interview | No Min | Min Value | Max Value { Avg, s
T 7 (‘Il.n'i\‘;ll\llrn Vitae 26 | { WAL 0 496 !
‘ 2 | Academic Grades 26 ; 1 4615 0.496
3 | Subject Knowledge 26 \ 4 4,808 0.402
F Written Test 26 3 4423 | 0809
"5 | Group Discussion 26 4 4615 | 049
1‘ 6 | Technical Interview - 26 77"4 4.808 0.402
r7 Awareness of Digital Platform 26 3 \ 4.423 0.809
‘ 8 | Personal Interview 26 4 7&62 K 70.]96
} 9 1 Convincing Power 26 4 4.8;)877‘ 0402
l 10 | Communication Skill 26 4 4.808 g 7(;.470277 ;
| 11 | Background Information 26 3 4.23] 0.‘;‘;277
12 | Body Language 26 - 4.615 0.496 i
13 | Flexibility & Openness 26 8 4.231 0.992 |
14 | Leadership Skill 26 3 4.423 0.809 |
15 | Personality & Dressing sense 26 3 4.423 0.992

Response received from Recruiters:
Ranking and Rank Correlation Coefficient:
It has been tried to test whether the relative importance given to the 15 selection factors by the

students and the recruiters are statistically similar or not. For this purpose, rank correlation coeffi-
cient has been calculated with the collected data.
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| Curniculum Vitae 41058

| Academic Grades 1.8R2
Subject Knowledge 4.474

| Written Test 3.658

: Group Discussion 4.171

| Technical Interview 4.145

| Awareness of Digital Platform 3.908

|_Personal Interview | 4.250

| ConvincingPower | 4184

J (lwanynjca{i(:nisfilli 4.500

Ll}aﬁckgr(;mid Information 4277 |

. Body Language 4.263

| Flexibility & Openness 4.381
Leadership Skill 4211 I
Personality & Dressing sense 4.198 13

From the above data, we found R (Rank Correlational Coefficient) to be 0.896. p

Since the numerical value of R is almost equal to +1, it can be concluded that the ranks o
both the students and the recruiters are strongly positively correlated. .
Factor wise analysis:

For the purpose of clear understanding about the similarity or dissimilarity between the two sets ¢

data collected, “T™- test has been done to compare the means from two series for all 15 selectig
factors.

List of all Sub-Hypothesis and the Conclusions:

- ﬂ_‘w,;._'-.—. ]

j ected

= N PSR

Ll rg'culum Vitae is equallyimoant
to recruiters and student
2 Academic Grades is equally important \ Rejected

to recruiters and students

3 Subject Knowledge is equally \ Rejected

important to recruiters and students

4 Written Test is equally important to Rejected
recruiters and students

5 Group Discussion is equally important Rejected
to recruiters and students

6 Technical Interview is equally Rejected

important to recruiters and students

7 Awareness of Digital Platform is Rejected

equally important to recruiters and student

.
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| 8 Personal Interview is equally Accepted
important to recruiters and students
9 Convincing Power is equall Rejected
important to recruiters and students

10 Communication skill is equally ‘ Rejected
| important to recruiters and students
1 Background Information is equally Accepted
| important to recruiters and students 7
12 Body Language is cqually important Rejected
to recruiters and students

13 Flexibility & Openness is equally Accepted

important to recruiters and students .

14 Leadership Skill is equally important Rejected
to recruiters and student

15 Personality & Dressing Sense is equally Accepted

important to recruiters and student

Conclusion - From this study conducted on 15 selection factors, it has been found that 4 out of 15
factors i.e. Personal Interview, Background Information, Flexibility & Openness and Personality &
Dressing Sense have been found to be equally important among both the recruiters and the student
candidates, and the degree of importance of these factors are also statistically significant.

The remaining 11 selection factors have been found to be important by both the recruiters and the
student candidates, but their degree of importance have been found to be statistically different. The
reason for this disparity is not clear and could not be determined by this study. It needs further
in-depth study with more number of data for statistical analysis.

Recommendation - This study can be helpful for the student, institute and the organisations hiring
them. The outcome of this study should be shared with the all departments from which students
appear in campus interview, so that the information can reach all students before they start prepar-
ing for the final placement. Student candidates will be aware of the actual recruiter’s expectation,
and prepare accordingly. The faculty members, the mentors, the student Placement Department of
the college can play a vital role in guiding and training the candidates for campus interview. At the
end of the day, a higher rate of placement provided by the institute from campus interview improves
the image of the institute.

Limitations - At present this study has been conducted on a preselected sample located at Kolkata.
The object is to get the data from as many students as possible, preferably from different types of
professional courses. For this reason, an institute has been chosen where multidirectional profes-
sional courses are taught. Data from this study represent students mostly from west Bengal. They
differ in their area of education, but all of them are studying under similar ambience, under same
college and same university. There is a chance of individual’s opinion getting affected by others or
some common factor.

11 |
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Limitations - At present this study has been conducted on a preselected sample located a1 g

The object is to get the data from as many students as possible, preferably from differen; .
professional courses. For this reason, an institute has been chosen where multidirectiona]types 3
sional courses are taught. Data from this study represent students mostly from west Bep alp -
differ in their area of education, but all of them are studying under similar ambience ungder. e
college and same university. There is a chance of individual’s opinion getting affected’ by oth:am 3
some common factor. .
Scope of future research - The outcome of this present study had revealed a gap between th
importance of 11 selection factors given by the Recruiters and the student candidates, but the reasox:
for this could not be determined with the help of existing set of data. This study can be extended to
a much broader prospect for the benefit of all students. More and more demographic varieties of
sources should be explored for collection of data. If more number of courses are explored, the
researcher may be able to compare data received from students passing out from different types of
courses. The perception of a business management student can be compared with a student from

say Hotel management and so on.

Similarly, samples should be collected from different locations, different colleges, different univer-
sities. This may reflect more authentic results. What students from different locations think, that
should not be decided based on any biased sampling error.

On the other hand, if similar study is conducted for under graduate courses as well as post graduate
courses from various sources, a comparative analysis can be done from there. Whether students’
perception changes after completing post-graduation qualification or not, that can also be studied
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Abstract: ‘ \ N N
The study analyses the extent of success ol the different modes of academic innovations -
ical Teaching and Learning method’ to accommodate the ‘Online Pivot’ of changing edue Ph |
systems, combating the uncertain times of Pandemic, from students’ to review the feedbacianona'
c-ommum'ly. The assimilation of knowledge of the students, has been captured ba of the

'y . . -, . } Sed on the ‘Co
munity of Inquiry’ (Col) model, including its three vital elements- Socia] element Coh -
g Itive

element, and Teaching element. The study incorporates the significant exploration: invest:
the students’ version of acceptability and effectivity of the novel academic technique alonestlgat‘e
tional method under the purview of Col model. Ultimately, the study tries to analyze the scog b
success of gradual transformation from ‘Brick & Mortar’ classroom to ‘Blended Teaching_fe and
ing’ system to adapt to the new normal period, awaiting Post Covid era, as a part of nove]eam
academic management. The objectives of the study lie in exploration of acceptability of Cof mtg’d";
along trying to figure out a trend to fathom the influence of the diverse Teaching- Learning facete
The study also tried to examine whether any gender bias works towards the pattern of Pedag osr
not. It also explored the applicability of micro-elements of Teaching-Learning methods |ike show-
ing of video clips, Animations, interactive classroom teaching, storytelling, Case-study methods
etc. as the part of disruptive teaching methods vis-a-vis dictation of notes and lecture methods ag
part of traditional teaching. The methodology is mostly qualitative analysis based on percentage of
summated response or frequency calculation along with multivariate analysis like ANOVA for
investigating the gender bias on the satisfaction of Blended Teaching Learning Methods. Though
the study did not reveal any gender based difference in the feedback pattern, but it could definitely
be interpreted as a skewed response towards the traditional teaching methods without the interven-
tion of digital learning. It was quite evident that the Indian students could not accept the exploration
of Physical Teaching-Learning Mechanism under the current situation. Additionally the study
revealed Among all the methods of Disruptive Teaching-Learning vis-a-vis Traditional Teach-
ing-Learning, Use of PowerPoint presentation (45.3%), Relevant Story Telling (42.5%), Case
Study Method (42.5%), Interactive Class Room (38.7%) were more popular and well accepted
methods overpowering other Disruptive and Traditional Teaching-Learning methods.

Key words: Phygital, Col, Blended Teaching-Learning, Pandemic, Covid, Pedagogy, teaching,

Introduction:
The immediate and sudden impact of extremely contagious Novel Corona .v1.rus (D =0
has exposed the world to a never before challenge and situation to every individual throug

hawan, 2020)
the
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world across all walks of life. It has compelled the Government of first world countries as well as
developing countries to undergo paradigm shift with strategic and policy transformation consider-
ing the uncalled for exigency and need of the hour (Chaturvedi et al., 2020). Due to the exigency of
ho\mc bound situation for everyone across all ages grounded a need for blended learning with both
Flex and Enriched Virtual Model through ‘online pivot’ (George, 2020). The Indian academia has
shifted towards digitised media from Brick and Mortar or physical classroom system (Zimmerman,
2020). Faculty members also tried to set a digital mindset to cope up with the speed of change (Hua-
rcaya-Victoria, 2020).Students have been extremely affected and psychologically compromised as
their social life became deeply deprived of any activity and only boiled down to the digital interface
of e-learning (Chaturvedi et al, 2019; Govindarajan et al, 2020).However the efficacy of online
teaching is time tested and well proven(Means et al., 2013). The blended learning model of
academic management, which has been referred to as phygital mode of education or Hybrid learn-
ing model (George, 2020) is compelling the teaching fraternity for learning the digital basics and
infrastructural development to equip themselves (Bao, 2020) to deliver the lectures in streaming
platform or in recorded version of it to adapt in better manner with the students (Acharya, 2017),
(Ajzen, 1. 1991). The academic seniors experimented with virtual classrooms like ‘Virtual Interac-
tive Case-Based Education” They deliberately chose platforms like Zoom, MS-Teams, Google
Meet, Google Classroom, Google with screen sharing and virtual breakout group capability (eg,
Zoom) and included text-based audience response to capitalize on learner engagement and encour-
age camaraderie (Redinger et al,2020). A virtual learning Environment (VLE) is created to enable
a perfect teaching-learning experience with an integration and amalgamation of e-learning method
(Al-Fraihat,2020). Studies revealed that teachers can foster perceived control over the scholars and
offer direction on most excellent avenues for teaching-learning amid pandemic.

Operational Framework:

Image 2.1: Community of Inquiry model adopted from Garrison and Anderson (2003)

15 |
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The study investigates the three vital elements ol Community of Ingyir
2003). [he three elements are Social Presence ( the ability of participants 1o pr
personalities in order to identify and communicate with the community and e
relationships. (Garrison, 2009), Cognitive Presence (the extent to which learners
struct and confirm meaning through sustained reflection and discourse, (Garyis e

Y Mode] (¢,
Jjec Aary),
Ject ”'L'lrl Idy »
Ve ‘
(,I(;p Ir”l‘r /“1”"
°T-e

v "‘T,x

il: '(
)
0N, Andey .

Archer, 2001, 2004) and Teaching Presence (the design, facilitation, and direction of th o, §
“ *nanld . »1reeleve ar (:'V .
cognitive processes for the purpose of |'L(|l|./,mg the relevant learning outcomes (Ar'fl(-rll( ial g
Garrison, & Archer, 2001).The following framework has been used to capture the rele 0 Rou,
; “Vance
three element for the current study. e of
i Hybrid
Physical Classroom
- .
Classroony] . h\ Physical
Learners ot Cognitive Learners’ Classroom
pr—C OMMUNItY Bresence Presence Community
e-Learnin el
. Teaching feicsae -~
Classr ——
Presence —
Physical
Classroom .
Learners’ Hybrid
Community Classroom
e-Learning

Figure 2.1: Showing Comprehensive Domain of the Research Framework of Online Pivot or
Blended Teaching-Learning Experience during Pandemic Times

Objectives of the Study:

The study tried to investigateacceptability andeffectivity of the novel academic techniques along
traditional methodunder the purview of Col model based on the learners’ feedback in a qualitative
manner first through exhaustive listing of determinants under Col model and then a trend analysis
based on acceptance,. Also it examined the scope and success of gradualtransformation from ‘Brick
& Mortar’ classroom to ‘Blended Teaching-Learning’ system toadapt to the new normal period,
awaiting Post Covid era, as a part of novelty in academicmanagement. The study tried to investi-
gate the possibility of any gender based differentiation of satisfaction pattern, though it could not
investigate the age wise variation of the same, since the age distribution of the surveyed Learners’
community is a mostly represented by 18-20 age group (66%) and could have been obstructive and
statistical insignificant.. Additionally, the study also explored the acceptability of micro-elements
of teaching methods in the disruptive vice versa traditional teaching methods.

Research Methodology:

The study initially explored the different modes of teaching methods independently from students
community without the interference of Teaching community to prepare an exhaustive list of indica-

16
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tors under the basal COIl model and then through an anonymous questionnaire ( Google form)
surveyed the three significant elements of Col model from those indicators or parameters. Though
the basic elements were kept same for COl model but the indicators or parameters under the spec-
trum of those three elements were broken into several sub-components, based on the exhaustive
list to match the maturity level, interest, value and philosophy of the learners’ aka students’ com
munity. Also the students have been chosen from under graduate and post graduate courses since,
Col model is only applicable for higher level of education. Then through a percentage based sum
mated response has been used to check the trend analysis of the Blended teaching-Learning Mecha

nism.

Elements of Col Lumlna_ Relevance
(Students Perspective)

Social Presence Satisfactory Teaching Method

Interaction in the class

Safety Perception

Physical comfort

Motivation

Eagerness to join classes

Presence of friends

Human touch of teachers

Sports and Games
Break time Mischeifs
Comfort Level to return to Physical Classroom

Cognitive Presence Knowledge Assimilation

Teaching Presence Memory Recall

Active participation

Enjoyment of the Learning Process

Use of Novel Teaching Techniques

Table 2.1: Showing Distribution and Purview of the Elements of Col Model, adapted for
Learners’ Community

The study included survey of 106 students from under graduate and post graduate educational
domain, mainly from Management and technical courses, including executive courses; though the
number of students from executive course was negligible. It was also ensured that they all went
through the three pedagogy of teaching: Physical classroom, pure online and Hybrid mode of teach-
ing; where they had to visit the college physically but on occasional basis with varying pattern
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Table 2.2: Gender and Age Distribution of Students or Learners’ Com
munity

Table 2.1: Analysis and Discussion:
1) Acceptance Pattern of Blended Teaching-Learning Mechanis
m:

Techniques 82
(77.35%) 13(12.26%) 11(10.38%)
4
79(74.5%) 9(8.5%) 18(17%)
/
81.1%
86(81.1%) 11(10.4%) 9(8.5%)
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o { CHighly Highly Highly
= satisfactory satisfactory satisfactory
g teaching 6l teaching 16 teaching 6
2 method (57.5%) | method |(15.1%) method (5.7%)
Satisfactory | Satisfactory Satisfactory
teaching [ 22 teaching ¥7 teaching
method [(20.8%) | method (34.9%) | method (23.6%)
| ' ; ' '
| | 1 | 24 52
| | Indecisive (10.4%) | Indecisive | (22.6%) | Indecisive (49.1%)
| 3 R S - T N | |
‘ | Dissatisfactory | Dissatisfactory Dissatisfactory
§ teaching 3 | teaching 21 teaching 12
method (2.8%) | method (19.8%) | method (11.3%)
Satisfac | Highly Highly Highly
‘ tory dissatisfactory dissatisfactory | dissatisfactory
- Teaching | teaching 9 teaching 8 | teaching 1
Method | method (8.5%) | method (7.5%) | method | (10.4%)
Safety Most Least | Most ' Most Least
Percepti :
on(feeling
Method
psychol
ogically ;
safe in 25 41 54 f
,‘ the class 81(76.41%) (23.58%) | 65(61.32%) |(38.67%)| 52(49.56%) (50.94%)]‘
i
! Mini : Mini _ Mini
:‘ Maximum mum | Maximum mum | Maximum mum
} Physical 49 39 39
comfort 57(54%) (46%) | 67(63%) (37%) | 67(63%) (37%) |
|
Motiva- ‘
tion
to attend
class 81(76.4%) 18(17%) 7(6.6%)
Eagerness
to Join
classes 89(84%) 9(8%) 8(8%)
May May May
Yes No Be Yes No | Be Yes No | Be
Presence
# in Classes [(95.28%)|(1.89%)(2.83%) [ (43.40%)| (31%) | (25%) |(2.83%) | (66.68%)|(8.49%)
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May May
Yes No |Be Yes No | Be Yes | No ::.’
Human TOm
touch of
teachers
(like
rebuke,
blem'n: 98 5 |1 R
smiling | %) | (82%) |(10% 0
s oy [20%) |90 (429 [ A0%|4 8% 2 0% fumy o
May May \‘ﬂi\“
Sports | Yes | No [Be Y& L 02 T L No Be
)
:E“I‘:ne 88 4 12 82 17 7 6 90 10
(83.2%)| (3.7%) | (11.32%)|(77.36%) | (16.04%) | (6.60%) | (5.66%) | (84%) ©
May May M
Bre]avll(iti Yes | No |Be Yes | No | Be Yes No
me Misc o
oM T |4 2 o | (3 fo1 Il
heifs 82%) |(5%) |(13%) [(68%) |(19%) [(13%) | (3%) | (86%) |(11%)
Feeling | yeg No May Be
unforfo
rtable to
return to
Physical
Class
reom 87 (88.1%) 24 (22.6%) 31 (29.2%)
Introdu Extremely 32 Extremely 13
ction of Interested | (30%) |Interested (12%)
Blended 39
teachin 29
g Interested | (37%) |Interested | (27%)
learning
system 16 34
- New Interested (15%) |Interested (32%)
Normal 12
as Uninterested 9 i )
i ninteres 9 (8%) |Uninterested | (11%)
ent Extremely 10 Extremely 18
solution Uninnterested| (9%) | Uninnterested | (17%)
Knowledge
Assimilation
72 (67.9%) 29 (27.4%) 5 (24.7%)
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T'he table Clearly shows the skewed feedback of the Learners’ Community towards the Traditional
Feaching-Learning method with least acceptability towards pure online teaching or e-learning
method of teaching in every sub-elements under the basal model of Col model with Enjoyment
(49.05%), Use of Noy el Teaching Techniques (10.38%),Memory Recall (17%), Active Participa-
tion(8.5%),under Teaching Presence; Satisfactory Teaching Method (5.7%), Maximum Interaction
in the class(13.2%), Safety Perception(49.56%), Motivation to attend class (6.6%), Eagerness to
ioin classes(8%), Presence of friends in class(2.83%), Human touch (3%), Sports and
Games(5.66%) under Social Presence; Knowledge Assimilation (4.7%) under Cognitive Presence
for Physical Classroom based teaching to least acceptance of pure online teaching Enjoyment
(37.7%), Use of Novel Teaching Techniques (77.35%), Memory Recall (74.5%), Active Participa-
tion (81.1%),under Teaching Presence;Satisfactory Teaching Method (57.5%), Maximum Interac-
tion in the class(80.2%), Safety Perception (76.41%), Physical comfort (54%), Motivation to
attend class (76.4%), Eagerness to join classes (84%), Presence of friends in class (95.28%),
Human touch (90%), Sports and Games (83.2%) under Social Presence; Knowledge Assimila-
tion(67.9%) under Cognitive Presence. Only exception was Physical comfort (63%) under Social
Presence which had a better representation in numbers in e-learning method than in Physical Class-
room for obvious reasons. The Hybrid mode of teaching had moderate response, mostly skewed
towards non-acceptability. Students are also least interested to accept Blended system of education
as new normal despite their utmost comfort level in the online mode, with inexplicable idiosyncra-
sy. The absence of the human touch of peer learners and teaching communities, which have been
reflected through the feedback, may be responsible for it, without any concrete evidence of it. But
the mean value of Satisfaction of students probably reflects the physical comfort level more promi-
nently as it is highest in e-leaning mode and lowest in Physical mode albeit more people rated phys-
ical mode of teaching learning as excellent.

Ammmmlml °'L"m:m°> Acceptabinty

Figure 2.2: Showing Qualitative Acceptability Spectrum of Learners Community based on
Col Model Sescrip e st —

Std.
N Minimum | Maximum | Mean Deviation
How do you rate 106 1.00 5.00 29717 | .99960
e learning teaching
process on a scale of
57
How do you rate 106 1.00 5.00 2.6981 | 1.17246
Phygital/Hybrid
(blend of online and
offline) teaching
process on a of 5?7
How do you rate 106 1.00 5.00 1.8396 | 1.24317
e-lerning teaching
process on
a scale of 57

Valid N (listwise) 106
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g the Satisfaction Pattern of Students in e-learning Mode

Table 2.4: Showin
" How do you rate PhygltallHybnd(blend of online and offline)
teaching process on a scale of 57
Valid | Cumulati
Frequency | Percent | Percent Perc:nftwe
Valid Hig_hly 16 15.1 1153 1551
Satisfactory
teaching
method
Satisfactory a7 34.9 349 50.0
teaching '
method
Indecisive 24 22.6 226 72.6
Dissatisfactory 21 19.8 19.8 92.5
teaching
method
Highly 8
e (O 75 7.5 100.0
teaching
method
Total 106 100.0 100.0
(T

l

J d
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Table 2.5: Showing the Satistaction Pattern of Students in Phygital Mode

 How do you rate Physical classroom teaching process on a scale of 57
, Valid | Cumulative
Frequency | Percent | Percent | Percent

' valid | Highly 61 575 | 5715 | 515
Satisfactory
teaching

Satisfactory 22 1208 | 208 |783
teaching
method

Indecisive 11 10.4 10.4 88.7

Dissatisfactory | 3 2.8 2.8 91.5
teaching
method
Highly 9 8.5 8.5 100.0
Satisfactory
teaching

method

Total 106 100.0 | 100.0 .

Table 2.6: Showing the Satisfaction Pattern of Students in Physical Mode
2) Investigation of Gender Based Variation in Satisfaction Pattern:

ANOVA

Sum of | 4f | Mean F

Squares Square Sig

Between
How do you rate Groups [1.087 |2 0.544 | 0.539 0.585
e-learning teaching [~ -

processonascale | 5 0 o |103.828(103 | 1.008

f)
oF Total | 104.915]5
How do you rate Between
Phygital/Hybri Groups [1.579 |2 0.789 | 0.569 0.568
(blend of online and
offline) eaching Within
process on a Groups [142.761| 103 | 1.368
scale of 5? Total 14434 | 105

Between
How do you rate Groups (3.112 |2 1.556 | 1.007 0.369
Physical classroom

teaching process on | Within
a scale of 5? Groups [159.161 103 | 1.545

Total 162.274| 105

Table 2.7: Showing One-way ANOVA results for gender based variations for Physical versus
Phygital Teaching-Learning Satisfaction Pattern
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4 relatable Games ;
Relevent story E 47 443 13 123 1 9 0
5 Telling el 0 | 106 1000 17—
6 Use of Graphic 31 29.2 53 50.0 18 17.0
White Board 2 [ee | 27 18 | 10s 1000 | gl
Use of 48 453 48 453 9 8.5 1 V
powerpoint 2 2 0 [ 106 1000 20
7 Presentation )
Group 30 283 53 50.0 22 20.8 0
8 Discussion 2 1 9 106 | 100.0 20
Flipped Class 15 14.2 49 46.2 39 13.8
9 Room 2 19 1 9 106 | 100.0 Zﬁ
10 Relevant Debate 22 20.8 62 58.5 18 17.0 2 1.9 2 1.9 106 | 100
el 7 [ Bs | |9 | 8 [wmo [ 2 [19]2 |15 T3]
Class Room 51774 51 |481 | 16 151 | 7 | 66 [ 3 28 —
12 Assignment d ’ 106 {100 21
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e i 12 11.3 57 53.8 20 18.9 13 12.3 4 38 106 | 100.0 24
Interactive Class [ 4] 38.7 .
” i 51 48.1 13 12.3 1 19 0 0 106 | 100.0 1.8
Class Notes to 25 23.6
g i 53 50.0 24 22,6 2 1.9 2 1.9 106 | 100.0 21
15 class
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Table 2.8: Showing the Response of Lea ’ 2 . :
Teaching Methods P rners’ Community regarding the Micro-elements of

Scope of Further Research:
;ll‘l}:leuc(;xrr:dnt s}:udy dogs not incorporate the viewpoints of the Teachin
e Much of Statistical analysis to fathom the statistical significance of the data.
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Chapter X
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Abstract - Finance is the life blood of business. Now-a-days for the past couple of years, behavioral
finance is a name which every industry specially finance industry is known for. It is a study of
which influence the behavior of the investors by means of psychology, intermediaries of finance
and financial analysts. It tries to explain thepatterns of behavior of investors and investment service
providers which includes the emotional processes involved while taking decisions.By the name
itself, it talks about the aim and the way to improve the understanding of financial markets and its
participants by going insights from behavioral sciences. It is actually a sub-field of behavioral eco-
nomics which has been developed in the early 1980s. It proposed a psychological-based theories to
explain the stock market anomalies. Although, we have seen many theories have been contributed
in the field of economics and finance during these years but it could not explain what is the reason
that people sometimes take decisions irrationally. The study in this field also includes, studies on
financial markets and providing explanations to certain types of stock market anomalies, studies on
stock market clashes & speculative market bubbles and so on. The present paper primarily aims to
find out the proportion of investment in riskless instruments and risky instruments of the selected
investorson certain areas of West Bengal as well as whether risky instruments are dependent on
different fundamental factors of behavioral finance and it has been classified from various angles to
find out the reasons behind such behavioural pattern. By way of doing this, different statistical tools
(SPSS 14) have been used and inferences are drawn accordingly.

Keywords: Behavioral Finance, emotional process,Mental Accounting, Herd Behavior, Loss Aver-

sion, Anchoring, etc.

Introduction:
For the past couple of years, behavioral financeis a name which every industry specially finance

industry is known for.It is a study of which influence the behavior of the investors by means of psy-
chology, intermediaries of finance and financial analysts.t tries to explain the patterns of behavior
of investors and investment service providers which includes the emotional processes involved
while taking decisions.By the name itself, it talks about the aim and the way to improve the under-
standing of financial markets and its participants by going insights from behavioral sciences.
Now-a-days, most of financial houses offer their services based on the psychology and findings
beached in behavioral finance. Say for an example, the market players, use the findings of behavior-
al finance to help the retired pension-holders money to improve the investment strategies. Also, the
actions many asset managers are based on the strategies originating in behavioral finance. Itis actu-
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Literature Review:
Many studies have been conducte
has been limited s0 far. Some of t

d worldwide over the years now, but in India the numb
he important studies in this area are summarised belovc;,r. of studie

Edwards (1955) in his research opined that, on the basis of collected data, in parallel t

developments and explanations, individuals often do not take decisions flawlessly 0 theoreticy|

Paul (1972) said that, almost all the investors investing on equity shares bears a tendenc
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Jagongo and Mutswenje (2014) in their article expressed that,taking investment decision is cosmo-
polil;m and more over it also demands creativity, since investors often takes decisions which are not
favourable of investments in order to minimize the losses

Nair and Antony (2015) in their research article said that, behavioral finance cannot be considered
as a replacement to the classical financial theories but, it is a way to understand the irrational behav
ioral approach of the investors and also explains the reasons for a sudden rise and fall in the market
Brady, (2018) express his opinion, that most of the well reputed companies sudden shock in the
stock market could not be traced by any means, not even information available to the public at
large.By analysing, it has been found that most of the investors basically rely on reference points
and their private information signals.

In the article of BIRAU, F.R. (2019) a new approach has been noticed while analysing capital
markets, namely, behavioral finance. According to him, behavioral finance is the psychological
based study which mainly focusses on the behavioral pattern of the individual through financial
markets evolution.

Thus, the studies on behavioural finance conducted so far are on the basis on human perceptions,
opinions and financial facts, explains, either partly or mostly, the reasons behind investment deci-
sions, which may look sub-optimal from the view point of standard finance.

Objective of the study:

The present study aims to figure out the investment percentage in riskfree instruments [such as,

savings bank deposit account (S.B.A/C),fixed deposit account (F.D.A/C), senior citizen savings

scheme, public provident fund, etc.] and in risky instruments (such as, equity shares, preference

shares, debentures, mutual funds, etc.) of the investors, their age-wise and income-wise investment

behaviour through the responses generated by way of answers to the structured questionnaire. It also

describes, from the existing literature, the different fundamental factors behind behavioral finance

with respect to investment in risky securities and statistical analysis is conducted based on these

fundamental factors whether these factors are dependent on percentage change in risky securities or

not and in what proportions. More specifically, the present study seeks to dwell upon the following

1ssues:

i.  To find out the factors behind behavioural finance of investors;

ii. To find out the investment percentage in risk free instruments and in risky instruments of the
investors and the main reasons behind such decisions;

iii. To check whether any difference exists in the proportion of investment in risky securities, on
the basis of income of the investors;

iv. To check whether any difference exists in the proportion of investment in risky securities, on
the basis of age of the investors;

v. To find out any intra group (age-wise and income-wise) differences in the proportion of
investment in risky securities, on the basis of income of the investors.

vi. To find out the relative importance of various factors behind behavioral finance which
influence the investment decision making process.

vil. To figure out thepsychology&behaviour of the investors.

viil. To understand individual’s preference for investing.

In point numbers (iii) to (vi) mentioned above, wherever required, statistical testing of hypothesis
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will be done. to find whether the differences of means are statistically significant

Research Methodology:

The present study is partly exploratory and partly analytical in nature and is based on daty and
mation collected from both primary and secondary sources. The study period, sample, data ""fu.
tools and techniques used to analyse the data are given below ey

i.  Time frame: The study is basically based on collecting primary data through questionngiy
. € rh
November, 2021 to December, 2021 g

ii.  Sample: Convenient sampling technique has been used for collecting data from the follow
lnk

groups of people

Table 3.1: Sample Size

ncome Group Age Group S R |
Below Rs 7,50,000 Below 45 years 78 |
Below Rs 7,50,000 45 years and above 04 i
Rs 7,50,000 and above Below 45;ars 26
Rs 7.50,000 and above 45 years and above 18
Total 126

11. Sources of data: The study is basically based on collecting primary data through structured ques.
tionnaire. This is done by way of distributing Google form as well as hard copy form.

Tools and techniques: All theoretical portions have been explained through descriptive methqg
However, for the survey portion, proper classification and condensation of collected data pg
been done. Thereafter, basis analysis of descriptive statistics has been done in every case gp4
t-test (test of hypothesis) has been conducted to find out the significance of mean value, wherey.
er necessary. SPSS 14 is used to analyse the data and to draw the inferences accordingly.

v.

1. Fundamental factors behind behavioural finance:
There are few fundamental attributes, as revealed from various studies, based on which the various
parties involved in financial decision making takes emotionally driven decisions. These factors may

be summarised as follows:

Mental Accounting: People often take decisions for allocation of their resources based on their
pre-fixed mental framework, i.e., designing of portfolio is mostly based on previously decided
resource allocation formula without looking into reality and the actual market conditions. This
propensity to allocate money to specific avenues is known as mental accounting in the perspec

tive of behavioural finance.
ii. Anchoring: This refers to the tendency of individual investors to spend money at a given level
an easy reference. Spending money for a popular brand, allocating resources mostly to the stOC_i
which has already given good historical return are some examples of anchoring. Based on thl’l

30
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tendency, investors often miss the opportunity to earn higher return by not investing on the
undervalued but promising stocks

Herd behaviour: “Herd” explains a mental state which is defined by the lack of individual deci-
sion-making which in turn caused people to behave similarly to those around them. The reflec-
tion of this behaviour is often and largely reflected in the selection of investment avenues. Most
of the concerned parties in investment process have the habit to follow the same financial
behaviour of majority without concentrating into reality.

il

iv. High self-rating: Some of the investors bears tendency of ranking themselves higher than the
average investors. Based on these premises, often they take unusual investment decisions ignor-
ing the fundamental factors behind such decisions. However, this concept is actually contradict-
ing the concept of ‘herd behaviour’ mentioned earlier.

v. Loss aversion:It is one of the important psychological concepts. It has gained increasing amount
of attention while conducting analysing on economics as well as psychology.According to this
concept, the investor is considered as a risk-seeker when they faced with the prospect of losses,
but is a risk-averse when they enjoyed profits. The discussions of Ulrich Schmidta and Horst
Zankb12 in their research specifies the theory of loss aversion with risk aversion and they also
accepted the views specified byKahneman and Tversky13.

vi. Regret Aversion: Regret means the disappointment which the investors felt when they invest-

ment in wrong security bearing less or nil returns. It is the pain which they don’t want to express

but a discomfort has been found for a poor investment decision. Regret aversion creates ineffi-
ciency in investment strategy for payment of tax asthey can reduce their taxable incomeby vari-
ous techniques while realizing capital losses.

Cognitive Dissonance:It implies a psychological irritationthat has been felt by an investor while

taking any decision against his reliance or thoughts. As per the definition, “Cognitive dissonance

is nothing but a feeling of discomfort or disharmony resulting from the contradiction with the set
beliefs or attitudes.”

o

Vil.

2. Investment percentage in risk free instruments and in risky instruments of the investors

and the main reasons behind such decisions:

The overall average figure collected on the basis of 126 selected investors regarding their proportion

of investment in risk free instruments (such as savings bank account, fixed deposit account, senior

citizen savings scheme, public provident fund etc.) and in risky instruments (such as equity shares,

preference shares, debentures, mutual funds etc.) in terms of percentage are shown in table 2 below:

Table 2: Descriptive Statistics of overall percentage of investments in riskless and risky
instruments

Where, N1 = % of
investment risk free

N 126 1000 | 10000 | 746667 | 2542912 | mStruments: and
N2 = % of investment
N 126 0.00 9000 | 253333 | 25.42012 | TisKy instruments
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Observations (from table 2 a

3. Proportion of investment in riskless and risky instruments,

bove and the data collected)

| ¥ ol » » e, t‘ . -‘ § ; (
74 .67 % of the total investments arc routed to riskless instruments and 25.33 %, i, risky

mstruments. .
34 out of 126 respondents (around 30%) mvest only in risk-free avenues,

26 out of 126 respondents (around 21%) invest mostly (i.e., 50% of more of theijr total

investments) in risky avenues. _ |
s . TOQ Q " ) ‘ > g » N( " Ebe. s ‘
Most of the selected investors opined that they invest in equity mostly due to its assureq

returns even in worst situation. A '
Most of the selected investors of risky securities opined that they invest in this royge becay
USe

of getting handsome return in long term.

on the basis of income group
of

the investors: . . .
For the present study, the respondents are classified into two income groups — (i) Below R
S

7.50,000 [82 respondents]; and (ii) Rs. 7,50,000 or more [44 respondents]. Their responses regard'
ing proportion of investments in riskless and risky instruments are summarised in table 3 bejgy,.

Table 3.3: Descriptive Statistics of percentage of investments in riskless and risky instruments of the

investors (classified on the basis of income)
, N Minimum | Maximum Mean Deviation

N; 82 10.00 100.00 73.9634 26.39606

Ny 82 .00 90.00 26.0366 26.39606

Ns 44 10.00 100.00 159773 23.76091

Ns 44 .00 90.00 24.0227 23.76091
Where,
N3 = % of investment risk free instruments of the investors of income group ‘below Rs. 7,50,000’;
N4 = % of investment risky instruments of the investors of income group ‘below Rs. 7,50,000’;
NS5 = % of investment risk free instruments of the investors of income group of ‘Rs. 7,50,000 or more";
N6 = % of investment riskless instruments of the investors of income group of Rs. *7,50,000 or more’;

Observations (from table 3 above and the data collected):

i1

iil.

32

73.96 % of the total investments of the investors of income group ‘below Rs. 7,50,000’ are routed to
riskless instruments and rest 26.04 % in risky instruments. This is not too much different from the overall
average shown in table 2.

75.98% of the total investments of the investors of income group of ‘Rs. 7,50,000 and above’ are routed
to riskless instruments and rest 24.02 % in risky instruments. This is also not too much different from the
overall average shown in table 2.

Thus, on an average there is not too much difference between the investors of two income groups, wih
respect to their gross pattern of investments in riskless instruments and risky instruments. In fact, thest

are not too much different from overall average.
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4. Proportion of investment in viskless and visky instruments, on the hasis of age group of the investors:

For the present study, the r¢ \|m|ulvnl.\ are classified into two age groups

(1) Below 45 years [ 104 respon

1174 » [D9 v \ .
dents]; and (i1) 45 years and above [22 respondents]. Their responses regarding proportion of investments in

riskless and risky instruments are summarised in table 4 below:

Table 3.4: Descriptive Statistics of percentage of investments in riskless and risky instruments of the
investors (classified on the basis of age)

[ | N Minimum | Maximum Mean ol
N7 104 10.00 100.00 ¥*7727.7()792}; 26.14303
B NS J i 104 .00 90.00 27.3(;7; | 26.14303
| N9 22 20.00 100.00 84.000;7 7 719.()54] 5
Nl?) 22 .00 80.00 16.0000 1 9.6547175 7
Where, -

N7 = % of investment risk free instruments of the investors of age group below 45 years;

N8 = % of investment risky instruments of the investors of age group below 45 years;

N9 = % of investment risk free instruments of the investors of age group of 45 years and above; and

N10 = % of investment risky instruments of the investors of age group of 45 years and above.

Observations (from table 4 above and the data collected):

1. 72.69 % of the total investments of the investors of age group ‘below 45 years’ are routed to riskless
instruments and rest 27.31% in risky instruments. This is slightly different from the overall average
shown in table 2

ii. 84% of the total investments of the investors of age group of ‘45 years and above’ are routed to riskless
instruments and rest 16% in risky instruments. This is, to some extent, different from that of age group
of ‘below 45 years’ and overall average shown in table 2.

iii. On the basis of observation (ii) above, we need to conduct following two additional tests to find out
whether the differences on the basis of age are significant or not:

(a) t-test to find out whether investment proportion in risky instruments (or riskless instruments) differs
significantly among the investors of age group of ‘below 45 years’ and ‘45 years and above’. We have
conducted this test on the proportion of risky instruments in section 9 of this study below.
t-test to find out whether investment proportion in risky instruments (or riskless instruments) differs
significantly among the investors of age group of ‘below 45 years’ and ‘45 years and above’ within the
investors falling in the income group of ‘Rs. 7,50,000 and above’. We have conducted this test on the
proportion of risky instruments in section 10 of this study below. This is worthy to mention here that the
same test on investors falling in the income group of below Rs 7,50,000 should not be conducted. This
is due to inadequate sample size (4 samples only) on ‘45 years and above’ category. Any meaningful
inferences cannot be drawn from this sample size

5. T-test to determine the statistical significance of difference between investment proportion in risky
instruments among the investors of age group of below 45 years and 45 years and above:

(b

~—

We apply t — test for testing equality of means for two independent random samples of size nl and n2. Here
nl =22 and n2=104. Where nl stands for number of investors from age group of ‘45 years and above’ and
n2 stands for number of investors from age group of ‘below 45years.’ The test hypotheses are as follows:
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HO1: There is no \I’lnlrﬂ"ﬂ"' difference between investm m 'nn'nullnn in risk y Instruments ﬂWmt the
tors of age group of ‘below 45 vears' and ‘45 years and above .
H11: There is significant difference between invesin nt proportion in risky instruments among the ety

oi'agc group of ‘below 45 ,\'N’"‘ﬁ' and ‘45 years and above

Table § and Table 6 given below, reveals the relevant portion output generated from SPss 14 ey
conducting t-test using the collected data,

Table 3.5: Group statistics of age-wise (overall) investment in risky security

22 16.0000 19.65415 4.19028

Variable —
104 27.3077 26.14303 2.56353

T T e

Table 3.6: Independent samples test of age-wise (overall) investment in risky security

95% Confidence Interval of
the Difference
: Sig Mean Std. Error
F | sig |t | df o ailed)| Difference | Difference
Lower Upper
Equal
variances 5.427 | .021 -1.915 124 058 -11.308 5.905 -22.995 379
assumed
Variable Equal
Varisnoes -2.302 | 38.56 | .027 -11.308 4912 -21.247 -1.368
not
assumed

Since the sample sizes are different, equal variances cannot be assumed.

Thus, the group means are statistically significant because the value in the ‘Sig. (2-tailed)’ column against
‘Equal variances not assumed’ row is 0.027 (i.e., less than 0.05). HO1 of statistical insignificance of differ-
ence in investment proportion in risky instruments among the investors of age group of ‘below 45 years’ and
‘45 years and above’ is rejected with 95%.Alternative hypothesis (H11) is accepted.

Therefore, it can be said that, on the basis of sample collected, significant difference exists between invest-
ment proportion in risky instruments among the investors of age group of ‘below 45 years’ and ‘45 years and

above’. '.

34
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6. T-test to determine the statistical significance of difference between investment proportion in risky
instruments among the investors of age group of below 45 years and 45 years and above within the
investors falling in the income group of Rs. 7.50,000 and above:

T - test is applied here for testing equality of means for two independent random samples of size n3and n4.
Here n3=18 and n4=26. Where n3 stands for number of investors from age group of ‘45 years and above’
falling within the income group of 'Rs. 7,50,000 and above' and nd stands for number of investors from age
group of ‘below 45 years’ falling within the income group of ‘Rs. 7,50,000 and above’. The test hypotheses
are as follows:

HO02: There is no significant difference between investment proportion in risky instruments among the inves-
tors of age group of ‘below 45 years’ and ‘45 years and above’ falling within the income group of “Rs.

7.50.000 and above’.

H12: There is significant difference between investment proportion in risky instruments among the investors
of age group of ‘below 45 years’ and ‘45 years and above’ falling within the income group of ‘Rs. 7,50,000

and above’.
Table 7 and Table 8 given below, reveals the relevant portion output generated from SPSS 14 after conduct-

ing t-test using the collected data.

Table 3.7: Group statistics of age-wise investment in risky security of the investors falling in the
income group of ‘Rs. 7,50,000 or more’

3

13.99498 3.29865

1857022

31.1538 26.61983 5.22058

Table 3.8: Independent samples test of age-wise investment in risky security of the investors falling in
the income group of ‘Rs. 7,50,000 or more’

95% Confidence Interval
of the Difference
) Sig Mean Std. Error
B Sig. t i (2-tailed) | Difference | Difference
Lower Upper
Equal
variances | 6.556 | .014 -2.540 42 .015 -17.432 6.864 -31.283
assumed
Variable
Equal Al
‘g{m .W 139.652 | .007 -17.432 6.175 -29.916
assumed |
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Since the sample sizes are different, equal variances cannot be agsumed,

1?%‘ lthc group means are statistically significant because the value in the ‘Sig, (2-tailed)’ colump o
1 o . A} - | - . ' A‘ ¢ 4 3 ﬂ
qug Yurmnu.& not assumed’ row is 0.007 (1.e., less than 0.05), HO2 of statistical msignificance nr:iflrn"
C . . o . . ! ! ! .
NCe I nvestment proportion in risky instruments among the investors of nge proup of ‘below 45 years’ .
: ] 8

f‘lS years and .nhovc‘ falling within the income proup of "Rs. 7,50,000 or more’ is rejected with 959, Al
tive hypothesis (H12) is accepted. ' *Wlierng.

Therefore, it .cnn.hc .smd _lhxu. on the basis of sample collected, significant difference exists between inve
ment proportion in risky instruments among the investors ofage group of ‘below 45 years’ and ‘45 yeqy, a':
S an

a.bovc. falling within the income group of “Rs. 7,50,000 or more’. Thus, percentage of total investments ;
risky instruments decreases with the increase in age. .

7. Analysis of Fundamental Factors:

The fundamental factors have been analysed on the basis of the results obtained from the respondents thgy
whether th?)" feel that, these factors are directly affected the decisions of the investors while investing ;
risky securities or not. £in

These factors are Mental Accounting, Anchoring, Herd Behavior, High Self-Rating, Loss Aversion and (g
nitive Dissonance. g

The results can be obtained with these factors separately on the basis of the respondents answer to the ques.
tionnaire, how they feel whether these factors directly dependent on investment in risky securities or not and
it can be shown in a tabular format as a percentage basis on the basis of 5-point Likert Scale measuremeng
technique, which are shown as below:

Point 1 for Insignificant, point 2 for Less Significant, point 3 for Moderately Significant, point 4 for Signifi.
cant and point 5 for Highly Significant.

Table 3.9: Analysis of Fundamental Factor: Mental Accounting (Percentage-wise Dependent)

16.67% 32.54% 37.30% 5.56% 7.94%

After analysing, it is found that out of 126 respondents, 16.67% of individual feels that, Mental Accounting
is highly significant in influencing people in investment decision-making, 32.54% of individuals feels that
it is significant in influencing people in decision-making process, 37.50% of individuals feels that it is mod-
erately significant in influencing decision-making process. But, only 5.56% of individuals thinks that Men-
tals Accounting doesn’t play any significant role in influencing investment decisions and 7.94% of individu-
als thinks that, Mental Accounting is insignificant in investment decision-making process.
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Table 3.10: Analysis of Fundamental Factor: Anchoring (Percentage-wise Dependent)

16.67% 38.89% 24.60% 11.90% 7.94%

After analysing, it is found that out of 126 respondents, 16.67% of individual feels that, Anchoring is highly

significant in influencing people in investment decision-making, 38.89% of individuals feels that it is signif-

icant in influencing people in decision-making process, 24.60% of individuals feels that it is moderately

- significant in influencing decision-making process, 11.90% of individuals thinks that Anchoring doesn’t

~ play any significant role in influencing investment decisions and 7.94% of individuals thinks that, Anchor-
ing’s contribution is insignificant in investment decision-making process.

Table 3.11: Analysis of Fundamental Factor: Herd Behavior (Percentage-wise Dependent)

22.22% 40.48% 22.22% 7.94% 7.14%

After analysing Herd Behavior, it is found that out of 126 respondents, 22.22% of people feels that, it is
highly significant that herd behavior plays a dominant role in investment decision making process in behav-
joral finance, while 40.48% of people fees that it is significant (which is a pretty high percentage) in influ-
encing people in investment decision-making. On the other hand, it is seen that, 22.22% of people thinks that
herd behavior is moderately significant in influencing people in investment decision-making. Also, it is
found that, only 7.94% of people thinks it doesn’t have any significant role to play in investment decision
making process and also, it is seen that, only 7.14% of people feels it is insignificant in decision making for

prospective investors.

Table 3.12: Analysis of Fundamental Factor: Self-Belief (Percentage-wise Dependent)

26.19% 35.71% 24.60% 10.32% 3.17%
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After analysing Self-Belief, it is found that out of 126 respondents, 26,19% of people feels that, it jq p.
significant that high self-rating of the investors plays a dominant role in investment decigjor mak}n *hi
while 35.71% of people fees that it is significant in influencing people in investment dccisinn-m:k' 0&...'
the other hand, it is seen that, 24.60% of people thinks that self-belief on finance ig moderately M'gni"in '

influencing people in investment decision-making, Also, it is found that, 10.32% of people thinksg i|c"ﬂt'm
significant while taking investment related decision-making process and also, it is found that, only 3 |" ey
people (which is a very small percentage) feels it is insignificant in dccisi(m-muking for prtm 7"/.0'
INvestors. Pectiy,

Table 3.13: Analysis of Fundamental Factor: Loss Aversion (Percentage-wise Dependent)

5.56% 15.87% 26.98% 43.65%

After analysing, it is found that out of 126 respondents, only 5.56% of individual feels that, Loss Aversion
highly significant in influencing people in investment decision-making,15.87% of individuals feels that it i:
significant in influencing people in decision-making process, 26.98% of individuals feels that it is mOderatet
ly significant in influencing decision-making process. But, 43.65% of individuals (which is a pretty hig|
percentage) thinks that Loss Aversion doesn’t play any significant role in influencing investment decisiom‘
and 7.94% of individuals thinks that, it is insignificant in investment decision-making process.

Table 3.14: Analysis of Fundamental Factor: Cognitive Dissonance (Percentage-wise Dependent)

23.02% 39.68% 33.33% 3.17% 0.79%

After analysing, it is found that out of 126 respondents, 23.02% of individual feels that, Cognitive Disso-
nance is highly significant in influencing people in investment decision-making, while 39.68% of individu-}
als feels that it is significant in influencing people in decision-making process, 33.33% of individuals fee
that it is moderately significant in influencing decision-making process. Only 3.17% of individuals thinks
that Cognitive Dissonance doesn’t play any significant role in influencing investment decision and only
0.79% of individuals (which is too small) thinks that,Cognitive Dissonance’s contribution is insignificant in
investment decision-making process.
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8. R(.gre,ssion Analysis:

Table 3.15: Variables I".nicrcd/kelnowd(h)
"o Xy, ‘
X3, |
X,
Xy
Enter
XS nile
. L Xs —
a. All requested variables entered.

b. Dependent Variable: Y

Multiple Regression Analysis have been done from the collected data. In this analysis, dependent variable is
Percentage (%) of investment in risky securitiesand is denoted by Y. The respondents were asked to find out
the relative importance of the factors that effects their investment decisions in risky securities. These factors
are:
i Mental Accounting (denoted by X1)
ii. Anchoring (denoted by X2)
iil. Herd Behavior (denoted by X3)
iv. Self-Belief on Finance (denoted by X4)
V. Loss Aversion (denoted by X5)
Vi. Cognitive Dissonance (denoted by X6)
For each and every independent variable mentioned above, the respondents were asked for mentioning their
relative importance by way of 5-point Likert Rating Scale, which are expressed as follows:
I Point 1 — Insignificant

Point 2 — Less Significant

Point 4 — Significant

2

3 Point 3 — Moderately Significant
4

5 Point 5 — Highly Significant.

The result of regression analysis generated from SPSS 14 is mentioned below:

Table 3.16: Model Summary(b)

7.14817

a. Predictors:(Constant), X1, X2, X3, X4, X5, X6
b. Dependent Variable: Y

39
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R According 10 the significance of the model and by the terminologies defined for Statistics. to elucidate

lucidly, R is treated as the square root of R Squared and it 1s the correlation between the obseryed and

predicted values of dependent variable

R-Squurc Again, as per the model specification, R-Square is defined as the pnfpmlmn ol variance in the
dependent variable [% of investment in risky securities (Y)]that can be predicted from the independent var;
ables [Mental Accounting (X1), Anchoring (X2),Herd Behavior(X3), Scll:llclicf on Finance(X4) | 088
Aversion (X $),Cognitive Dissonance(X6)]. The s alue specifies that 48.9% of the variance in Ycan be fore
casted from the variables X1, X2, X3, X4, X5, X6.

Adjusted R-square — As per the model specifications, some predictors are added to the model, each
explains some variances in their own way.lf predictors are added to the model, it also improves the ability 1,
explain the dependent variable of the predictor,still if there is some increase in R-square, it simply explaing
the chances in variation of sample arises. The adjusted R-square tries o provide more significant value 1o
estimate the R-squared for a particular population. R-square value was 489, while, Adjusted R-square value
was 479, Adjusted R-squared is computed with the help of a formula 1 - ((1 — Rsq)(N - 1 Y (N-k-1)).
With this formula, we can understand that,if the number of observations is small and the number of predic-
tors is large, then, there will be a greater difference between R-square and adjusted R-square (because the
ratio of (N -~ 1) / (N — k — 1) will be much ® 1). By contrary, when the number of observations is very large
as compared to the number of predictors, the value of R-square and adjusted R-square will be much nearer
because the ratio of (N — 1)/(N — k — 1) will tends towards 1.

Std. Error of the Estimate — It is also known as the root mean square error. It is basically the standard devia-
tion of the error term.It is the square root of the Mean Square Residual (or Error). Here, Std. Error of the Esti-
mate 1s 7.14817.

Here, the value of Dublin- Watson is 2.019, which is a good sign to show that multi-collinearity among the
independent variables is almost negligible.

Table 3.17: ANOVA(b)

Regression 9543.721 6 1590.620 47.825 .000(a)
Residual 3975.835 119 33:259
Total 13519.556 125

a. Predictors:(Constant), X1, X2, X3, X4, X5, X6
b. Dependent Variable: Y

Sum of Squares — Sum of Squares are connected with ANOVA and it includes three parts: (a) Total, (b)
Model, and (c) Residual as per SPSS Software Package.All these can be calculated in different manner. The-
oretically, these formulas can be mentioned as: Sum of Square of Total. The total variability around
themean. S(Y —®Y)2. Sum of Square of Residual, the sum of squared errors in prediction. S(Y - Y predict-
ed)2. Sum of Square of Regression, is basically,the improvement in prediction by using the predicted value
of Y over just using the mean of Y. Hence, this would be the squared differences between the predicted value
of Y and the mean of Y, S(Y predicted — Y)2. Alternatively, this is the Sum of Square of Regression is Sum
of Square of Total — Sum of Square of Residual. Here, the total S5=13519.556.
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[Note that, the Sum of Square Total = Sum of Square Regression + Sum of Square of Residual, Note that
Sum of Square of Regression / Sum of Square of Total, which is equal to 489, the value of R-Square. This
is because R-Square is the proportion of the variance explained by the independent variables, hence can be
computed by Sum of Square of Regression / Sum of Square of Total.|

Degrees of freedom (df) — Degrees of freedom are the indicators which are related with the sources of vari
ance. The total variance has N-1 degrees of freedom. Here, there were N= 126 i.e., the number of respon
dents, so the degree of freedom (df) for total is, 126 — | =125. The model degrees of freedom correspond to

the number of predictors minus 1 i.e., (K-1). People confused among themselves and think that it would be
6-1 (since there were 6 independent variables in this model, i.e., X1 X2. X3, X4, X5& X6).Butthe intercept
is automatically included in this model. Therefore, including the intercept, there are 7 predictors, 5o themod-
el has 7-1= 6 degrees of freedom (df). The Residual degrees of freedom is the df total minus the df model,
ie, 125-6=119.

Mean Square — These are the Mean Squares, the Sum of Squares divided by their respective df.

For the Regression,

X9543.721 / 6 = 1590.620.

For the Residual,

X 3975.835/119 = 33.259.

All of the variables are calculated so that, it will be easier for us to now compulc'the F ratio, which ig,“diviq-
ing the Mean Square Regression by the Mean Square Residual to test the significance of the predictors in
this model”.

F & Sig.-The value of F can be calculated, as Mean Square for Regression / Mean Square for.Residual. In
this case, the F-value = 1590.620 / 33.259 = 47.82525.The p-value associated with this F-value is very small
(0.0000). The value of p, at 5% level of significance is smaller than 0.05, so we can conclud.e that-. the. group
of independent variables (X1 X2, X3, X4, X5& X6) show a statistically significant relationship with the
dependent variable (Y).

Table 3.18: Coefficients(a)

Model i

B Std. Error t Sig

1 (Constant) 14.996 3.992 3.859 .000
X 446 .878 368 5.262 .000

X2 -2.466 1.102 -.132 -1.173 243

X3 427 329 .075 613 .000

X4 .309 2.169 015 142 .002

Xs -1.500 1.938 -.072 =774 441

X .837 296 114 4.236 .000

a. Dependent Variable: Y
Thus, the Regression Model stands as:
Y =14.996 + .446 X1 — 2.466 X2 + .427 X3 +.309 X4 - 1.500 X5 + .837 Xe6.
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9. Summary of findings:
Objective-wise findings of the study are summarised in table 19 below:

« Major factors are mental accounting
anchoring, herd behavior, self-belief.
finance, loss aversion & cognitive .

Descriptive method

i. To find out the factors
from existing literature

behind behavioural finance
of investors dissonance
(UT—
ii. To find out the investment Descripti
4 escriptive ® 74.67 % g
> g e .67 % of the total
?n srcentage in ns!( ﬁ'f:c statistics and riskless instrumentsuw::Stments i
' truments and in ‘nsky analysis of risky instrum Anie el
ms;'tl:lments of the investors | information collected e
and the mai 1
ain reasons % 30% of the investors invest only
in riskless avenues.

behind such decisions
- .
Assured return even in the worst situation

is t13e major motive behind a selection
of riskless instruments.

® Most of the selected investors of risky
securities invest for getting handsome
returns in long term.

m_;_




iii. To check  whether any

difference exists in the
proportion of investment
in risky securities, on the
basis of income of the
mvestors

iv. To check whether any

difference exists in the
proportion of investment
in risky securities, on the
basis of age of the inves-
tors

Descriptive
statistics

Descriptive

statistics

On an average, there is not too much
difference between the investors (of
two income groups), with respect to
their gross pattern of investments in
riskless  instruments and  risky
instruments. In fact, these are not too
much different from overall average.

72.69 % of the total investments of the
investors of age group ‘below 45
years’ are routed to riskless instru-
ments and rest 27.31% in risky instru-
ments. This is slightly different from
the overall average.

84% of the total investments of the
investors of age group of ‘45 years
and above’ are routed to riskless
instruments and rest 16% in risky
instruments. This is somewhat differ-
ent from that of age group of ‘below
45 years’ and overall average. T-test
is conducted to test the significance of
the difference.

t-test

Significant difference exists between
investment proportion in risky instru-
ments among the investors of age
group of ‘below 45 years’ and ‘45
years and above’.

. To find out any intra

group (age-wise and
income-wise) differences
in the proportion of invest-
ment in risky securities, on
the basis of income of the
investors

t-test

Significant difference exists between
investment proportion in risky instru-
ments among the investors of age
group of ‘below 45 years’ and ‘45
years and above’ falling within the
income group of ‘Rs. 7,50,000 or
more’.

Percentage of total investments in
risky instruments decreases with the
increase in age.

NSHM JOURNAL OF MANAGEMENT RESEARCH AND APPLICATIONS




vi. To find out the relative |
importance of various
factors behind behavioral
finance which influence
the investment decision !
making process.

Regression
Analysis

Vil. To figure out the behaviour
and psychology of inves-
tors.

Descriptive
method from
existing literature

Different Fundamental Factory gre
analysed taking investment in rsky
securities as dependent variable 44
all other factors like Mental Accoyng
ing, Anchoring, Herd Behavior,
Self-Belief on Finance, Loss Aver
sion and Cognitive Dissonance ag
independent variable. Tt is found thgy,
Durbin-Watson 18 2.019 which
signifies that multicollinearity among
the independent variable is almost
negligible.

The model gives a statistically signif.
icant result in ANOVA at 95%
confidence interval, i.e., the sig.
value is nearer to 0.000 which is less
than .05, so we can conclude that, the
group of independent variablesshow
a statistically significant relationship
with the dependent variable.

It also provides a regression equation
from it, we can say that, analysis
from the data’s above is statistically
significant. Thus, the model stands
as: Y = 14.996 + .446 X1 —2.466 X2
+.427 X3 +.309 X4 - 1.500 X5 +
.837 X6.

Structured questionnaire with variety
of questions provided to the respon-
dents to know their behavior pattern
while investing and it has been
analysed with different tests in SPSS
14.

viii. To understand the prefer-
ence of the people towards
investing.

Descriptive
method from
existing literature

Structured questionnaire with a
variety of questions provided to the
respondents to know their behavior
pattern while investing and it has
been analysed with different tests in
SPSS 14.
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Limitations of the Study:

Every research has its own limitations, While going through the depth of my research, | have found few
things which could be explained and analysed in a different prospective and also it may be possible that we
may get different outcomes. Also, due to Covid Pandemic protocol and guidelines issued by Government of
West Bengal, it becomes difficult to prepare my dissertation biased free, If there had been normal situation,
the research work which I have conducted could have been extended further and would have been expern
mented further. Given this, the limitations of my studies are:

i. As the analysis and interpretation of my research work is based on structured questionnaire which has
been prepared through google forms and circulated through different social medium platform, it
becomes difficult for me to understand the psychological pattern and emotional attachments of the inves-
tors while investing in different securities.

ii. The research is to find out the role of behavioral finance of selected investors of West Bengal in decision
making process, but due to pandemic, larger parts of West Bengal cannot be covered although different
social medium platform has been used to collect data, but still there has a gap in my research.

iii. Although my sample size of research is only 126 and it includes mostly respondents from different
sectors, but if the time of research is more than sample size will also be large and different statistical
analysis and inferences could have been drawn.

iv. My research is basically focused on intra group (age-wise and income wise) investment of the investors
in risk-free as well as risky securities and also whether risky securities affect the different fundamental
factors of behavioral finance or not, but different theories of behavioral finance, namely, Cognitive
Psychological Theory (CPT), Behavioral Portfolio Theory (BPT), Prospect Theory (PT), etc. has not
been explained at all.

v. My research is limited only to West Bengal. If this research has been done in other states, then, there
would have been a different outcome. As most of the states differ in their cultural and social behavior,
50 the outcomes become different. The thought process of the people of different states are different, so
their reactions will be different in various circumstances.

Conclusions:

Although standard finance, over the last few decades, provide acommanding theory within the academic
sectors or community, but, now a days, we, the scholars, investment professionals and others are experienc-
ing something new, as there has been a paradigm shift in the finance sector, as many people started focussin-
gon behavioural finance. It tries to describe and enhance people’s awareness regarding the emotional factors
and psychological processes of individuals and entities that invest in the financial markets. The present
study shows that the behavioural pattern on percentage of total investments in risky instruments decreases
with the increase in age. It also shows how different fundamental factors of behavioral finance impact the
decision-making process of the investors. Although, the study is limited to selected investors of West
Bengal, it shows their psychological, sociological, cultural, demographical as well as financial values that
instigate investors to make their choices for investment. The development of behavioural finance is in very
early stage. It is expected that more theories, different dimensions, various models, numerous analyses in
this area are going to be developed in the near future to minimize the emotional factors from investment

decision.
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Abstract
ond wave of COVID-19, WHO continuously monitors data from all gyer the vy
orlq

During the sec
symptoms and did not necessary of hospiy
1ta]

and found that 80% of people were affected with mild

admission. This study aims to determine the emotional, physical, psychological, and social condj
I~

tions of people along with depression during this pandemic period along with the effectivenegs of

home isolation and perception among people regarding COVID vaccination.

A cross-sectional survey was designed to evaluate the home isolated COVID-19 suspected Patientg
at Newtown, Kolkata between 2nd June 2021 to 18th June 2021. A precise questionnaire Was
prepared in a Google Form link and the survey was conducted on a total of 120 respondents choge

by judgmental sampling technique. With the collected data the analysis was done in MS Exce].

From 120 sample count all 38% of female and 62% of male participants are aware of the COVID-]9
virus and its precaution measures. By the analysis, it is revealed that 54%(65 respondents) strongly
agreed on the issue of hospital preparedness and infrastructure in combating the COVID situation
in Kolkata. Also, 59% (71 respondents) strongly agreed on another important factor, i.e., quarantine
and isolation facilities. Among all participants, 83% (100 respondents) suffered from the COVID
effect and isolated themselves in their homes, on which the most probable cause of exposure to the
virus denoted the marketplace, which is 37%(44 respondents). It is also revealed that 83% of 120
respondents prefer the Covishield Vaccine due to mainly two reasons, which are this vaccine is

WHO approved (51%) and also it is Made in India (28%).

WANAGEMENT RESEARCH AND APPLICATIONS

NSHM JOURNAL Of




[he most serious gap in combating COVID-19 in Kolkata according to the participant's view is the
hospital preparedness and infrastructure. In the case of vaccination maximum participants prefer the
COVISHIELD vaccine instead of COVAXIN due to the approval by WHO

Keywords: Perception, Home Isolation, COVID - 19 Second Wave, Serious Gap, COVID Vaccination

Introduction

In our healthcare system, isolation is one of the many measures that can be used to fight infection:
preventing the spread of infectious diseases from each other, healthcare providers and visitors, or
unspecified groups of people. When a patient is known to have an infectious viral or bacterial
disease (human-to-human transmission), isolation is usually used. Isolation should not be confused
with quarantine or biological isolation. Isolation is mandatory isolation and protection for people
with limited mobility. Or groups that may have been exposed to infectious microorganisms to
prevent further infection after infection. Biological containment refers to laboratory biological
safety in microbiology laboratories, which achieves the physical containment of highly pathogenic
organisms through built-in engineering controls.

Self-isolation, detention, or home isolation is the act of self-isolation voluntarily or by appropriate
rules or regulations to prevent oneself or others from being infected. This practice became apparent
during the COVID19 pandemic. Isolate from others—for example, try not to stay in the same room
with other people at the same time.

After the second wave of the COVID-19 pandemic, more than 3,000 people test positive every 24
hours, and the central government has issued several new guidelines on home isolation. People with
mild symptoms usually do not need hospitalization and can recover at home without advanced med-
ical care.

The guidelines were also released during the first wave of the epidemic, but with the emergence of

new and updated information about the pandemic, the home quarantine guidelines were also updated.

Central Government Home Isolation Guidelines:

Patients classified as mild or asymptomatic in clinical practice may need to be isolated at home
because they can choose to be isolated at home and must always have a guardian. If the doctor
allows, those with diseases that affect the immune system can be isolated at home.

COVIDI19 patients should be isolated from other family members in a separate room. Testing, mon-

itoring, isolating, and treating positive patients at home is the key to curbing the spread of SAR-
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RTPCR testing in response to this situation, such as:
RTPCR testing. It should not be repeated in people who test positive for RAT or RTp. CR

»”~

»  Individuals who have recovered from C OVID19 when discharged from the hospital ¢, -
need to be tested because all asymptomatic individuals must follow appropriate Covp
behavior during the main trip.

» The mobile test laboratory is now available in the GeM portal. Encourage countries 1,

strengthen RTPCR testing for mobile systems. In India, Rapid Antigen Testing (RAT) tests
for COVID19 are recommended in June 2020; however, the use of these tests is currently
limited to safe areas and medical facilities. The advantages of rapid detection of cases ang the
ability to isolate and treat them early to contain the spread. So far, ICMR has approved 3¢
RATS, 10 of which are on the GeM portal. To meet the high demand for testing, it makes senge
to use RAT to extend the test.

»  Measures to extend RAT testing:

>  RAT can be approved in all accessible public and private health centers.

»  Set up special RAT kiosks in towns and villages to provide personal testing.

»  Test benches can be installed in various locations, including medical centers, offices, schools,
universities, community centers, and other available vacant locations.

>  These test rooms must be open 24 hours a day, 7 days a week, to improve testing opportunities.

»  RAT-driven testing centers can be set up in suitable locations designated by the local govern-
ment.

»  Strict measures should be taken to avoid overcrowding of RAT testing facilities.

The overall goal is that the COVID19 vaccine will make a significant contribution to the fair protec-

tion and improvement of the well-being of people all over the world. The economic impact of the

pandemic is currently a priority. The vaccine is used in combination with other control measures. In

the long term, the vaccine aims to actively vaccinate people at risk to prevent COVID19. India has

taken key steps to curb the spread of COVID19 by improving diagnosis and treatment. Vaccines

will provide solutions by improving immunity and controlling the spread of diseases. Scientists
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worldwide have accelerated the development of a safe and effective COVIDI19 vaccine, Vaccines

are designed to expose the body to antigens and trigger an immune response, If a person is subse-

quently infected without causing disease, it can block or kill the virus. As part of the global effort to
| rapidly develop a safe and effective vaccine against COVID19, a variety of scientific methods are
) being developed.

Vaccine development is a labor-intensive process that includes the following steps:
( Table 4.1: Vaccine development steps

(Source: Google Image)

Pre-clinical

Phase 1 Clinical trial (8-10 participants) For testing vaccine safety
ini - . For testing vaccine immunogenicity i.e.,
Phase 2 Clinical trial (50-100 participants Droduction of antibodies against virus
Phase 3 Clinical trial (30,000-50,000 ~ For testing vaccine immunogenicity i.c.,

participants) production of antibodies against virus

Covishield (@impame Serum Institute of India, Pune Astra Zeneca Phase II/111
Adenovirus)

Covaxin (Inactivated Bharat Biotech International Ltd, Hyderabad Indian Council of Phase III (advanced)

v Virus) Medical Research, India
3. | ZyCoV-D(DNA vaccine) Cadila Healthcare Ltd, Dept of Biotechnology, Phase Il(advanced)
i Ahmedabad(Zydus Cadila) India
3 Sputnik V (Human Trialed and manufactured in India by Gamaleya National Phase-l1l over,
I Adenovirus vaccine) Dr. Reddy Gamaleya National Lab. Center, Russia Phase-III to start
Ph III under
5 NVX-CoV2373 Serum Institute of India, Pune Novavax consideration
(Protein Subunit) in India
. : Phase I plus Il
Recombinant Protein Biological E Ltd, Hyderabad MIT, USA it <ok
Antigen based vaccine tiialeicinaiech
HGCO 19(mRNA Genova, Pune HDT, USA y Pre-clin.ical
based vaccine animal studies over.

Inactivated rabies . " Thomas Jefferson e
Bharat Biotech International Ltd, Hyderabad University, USA Pre-clinical (Advanced)

vector platform
Vesiculo Vax Platform Aurobindo Pharma Ltd, Hyderabad Aurovaccine, USA | Pre-clinical (Advanced)
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Table.4.2 Indian landscape of COVID-19 vaccines under development
(Source: Google Image)

Research Objective on

> How many people are aware of the concept of home isolation need Prepar

Y

Perception on when to go for home isolation
Importance of RAT test

Importance to get vaccinated and their choice of vaccine

YV V V

Food and medicine facilities during the isolation period

Literature Review

The global outbreak of the COVID19 pandemic has spread to all parts of the world, affecting almost
all countries and regions. The epidemic was first detected in Wuhan, China in December 2019.
Countries around the world have warned the public to respond. Wash your hands frequently, wear
a mask, keep your distance, and avoid crowds and crowds. Strategies of isolation and staying a
home are implemented as necessary measures to flatten the curve and control the spread of disease.

The Ministry of Health has reported several cases of pneumonia of unknown etiology to the World

NSHM JOURNAL OF MANAGEMENT RESEARCH AND APPLICATIONS



Health Organization (WHO) in Wuhan, Hubei Province, central China. On January 7, a new type of

coronavirus was identified from the throat, which was originally named 2019nCoV by the WHO.
Wipe the sample. The Coronavirus Research Group later named the pathogen Severe Acute Respi-
ratory Syndrome Coronavirus 2 (SARSCoV2), and the World Health Organization named it Coro-

navirus Disease 2019 (COVIDI19). On January 30, the World Health Organization declared the
SARSCoV2 outbreak as a health emergency of international concern (PHEIC).

An epidemiological research report reported that elderly people are more likely to be infected with
SARSCoV2 (the average age of death is 75 years), and most patients who died have a history of
comorbidities or surgery before hospitalization. However, the currently observed maximum incuba-
tion period of SARSCoV2 is 24 days, which will increase the risk of virus transmission. In our field,
these tests are seen by many as one of the milestones in resuming clinical activity. The 4 recent
statement by ESHRE addresses the current lack of understanding in the field of in vitro diagnostics,
especially in the field of serological testing and ASRM. Call on healthcare providers to understand
the limitations of these tests. The purpose of this review article is to outline the current diagnostic

methods for SARSCoV2, with particular emphasis on the issue of serological testing.

India accepted the challenge of vaccinating 300 million people at the beginning of the COVIDI9
vaccination program. As of June 27, 2021, the world's largest COVID19 vaccination campaign
started in India on January 16, and 32.17.60.077 people have been vaccinated. With a population of
1.38 billion, India’s first COVID19 vaccination plan aims to vaccinate 300 million people by
August 2021, including 30 million medical and front-line workers (such as police and soldiers) and
270 million elderly people (ie 50 years and older) ) And suffering from comorbidities. Press Office,
COVID19 vaccination in India started with two vaccines: Covishield (from Serum Institute of India

Ltd) and Covaxin (from Bharat Biotech International Ltd).

Regarding India’s COVID19 vaccination plan, Bruce Yee Lee (Graduate School of Public Health
and Health Policy, City University of New York, U.S.) told The Lancet Infectious Diseases:
“India’s population ranks second in the world, more than one-seventh. Therefore, achieving high
COVIDI9 coverage in India is very important to control the global spread of SARS CoV2. Brian
Val (Bloomberg Johns Hopkins School of Public Health, Baltimore, Massachusetts) said that due to
strong domestic vaccine production, the country can initiate One of the largest and fastest

COVID19 vaccination campaigns in the world. India is likely to play a key role in providing afford-

able [vaccine] COVIDI19 to countries where [vaccine] is not available.”
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Materials and Methods

1. Ethical Approval:
of the research problem and objectives by the 4
€ depart.

The study was conducted with the approval
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effectively. Here a cross-sectional study was conducted with a randomized sample residing in New

town, Kolkata.

4. Study Participants:

his study included patients with mild COVID19 who were isolated at home under the guidance of
doctors during this pandemic period from June 2020 to June 2021. All participants had mild symp

toms (fever, cough, or fatigue), and the doctor did not have to be hospitalized. Patients with severe
previously diagnosed symptoms of severe cardiovascular disease (heart failure, myocardial infarc-
tion, cardiomyopathy, etc.) and cerebrovascular diseases, and women during pregnancy or breast-
feeding were excluded from this study. Doctors in each hospital or privately notified all participants
of treatment measures by telephone or online from the beginning of isolation and continued inter-

acting during the period of isolation.

5. Sampling Method:

Here the research study was conducted by using a judgmental sampling technique.
6. Sample Size:

The sample size of the respondents is 120 from the age group is 18-70 years.

7. Questionnaire Design:

For this research study, I have gone through many questionnaires of different research studies on
home isolation during this pandemic, COVID 19 antigen test, and COVID vaccination. After a
detailed study, I prepared this self-structured questionnaire for my study and designed it in a Google
Form to conduct a contact-less survey.

8. Sampling Criteria:

Inclusion Criteria -

> Patients who had mild COVID symptoms and undergone home isolation

e Residents who had no COVID symptoms but went for a RAT test

> Residents aged between 18 - 70 years.

> People who are residing only within Newtown, Kolkata.

> People who took their vaccination and also those who have not yet received their 1st dose
of vaccination too.

» Both male and female Newtown residents were selected.

| 55
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9. Methods of Data Collection:

For my research data collection, I started my survey on 2nd June 2021 to 18th Jupe 2021 ¢
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and offline modes. For the online mode, I shared the Google Form link v, Wh
‘ atsA
Pp

both online

and conveyed the details of my survey and also the purpose of their participation thrOugh teleph
‘ . ony

conversation. Also for the offline mode, I visited some of the resident's places ang make the
m

understand my research study and shared the Google Form link to their WhatsApp number o}
' dve

a contact-less conversation.

10. Data Collection Tool:

The universal sampling technique was recruited to collect data from all confirmed, probable, o
suspicious COVID-19 patients. Individuals isolated at home were followed up via phone calls 4
who already had isolation before were followed up by visiting their house. The respondents were
asked to answer a total of 27 questions in three different parts and give responses to the probable
answer options mentioned in the questionnaire. The first section contained information about the
participant’s social and demographic characteristics, including age, gender, occupation, email id,
etc. The second section was about the participant's awareness on COVID-19 and their home isola-
tion characteristics including their perception of lockdown effectiveness on the break of COVID
virus, serious gap in combating COVID-19 in Kolkata, reason for getting home isolated, occurrence
of symptoms, isolation behavior, living style, etc. The third section contains the perception of
COVID-19 vaccination among the participant which includes a preference for the COVID vaccine
and the reason behind their choice, the concern of them getting vaccinated, if the participant's yet

not received vaccination factor may work more to make the decision, etc.

11. Statistical Analysis:

Data were presented as the median or the percentage (%). All data were analyzed using MS Excel
software.

56 |
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Discussion & Findings

> Study Participants:

Out of 120 eligible Newtown residents, 100% of responses were received in this study survey. The
age range was 18 - 70 years. Here according to the survey response, the minimum age of the
responses was recorded as 23 yrs, and the maximum age of the respondent was recorded as 67 yrs
The mean age was 38.73. A total of 75 males (62%) and 45 females (38%) took participation in the
study and among all 120 participants 95% (114 respondents) belongs to the Hinduism religion and

5% (6 respondents) belongs to the Islamic religion.

Gender

1 Male

mFemale

Chart 4.1: Gender Ratio of the Respondents

e Awareness about COVID-19:
From the survey data outcome, it is revealed that all the participants are aware of all facts regarding

the COVID-19 virus and its pandemic situation, also about all the precaution measures like proper
N95 mask usage (without valve) which covers their nose mouth, and chin properly, hand washing
for 30 secs with hand-wash or 20 secs with hand sanitizer often, maintaining a safe distance, espe-

cially in the crowd and if it's not necessary to avoid the crowd.

Even all 120 participants agreed that lockdown is an effective step to break the chain of COVID
virus if it is followed properly. But along with this, they are also concerned about the loss in the edu-

cational sector as well as the economic status of our country, about all high expenses too.

> Views for the most serious gap in combating COVID-19 in Kolkata:
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Table 4.3: Serious Gap in combating COVID-19 in Kolkata
(Hospital Preparedness & Infrastructure)

Serious gap (Hoapital Preparedness
and infrastructure)

B Strongly Agree
B Agree
m Neutral

|

Chart 4.3: Serious Gap in combating COVID-19 in Kolkata
(Hospital Preparedness & Infrastructure)
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Table 4: Serious Gap in combating COVID-19 in Kolkata (Quarantine & Isolation Facility)
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B Strongly Agree
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= Neutral

Chart 4.4: Serious Gap in combating COVID-19 in Kolkata

(Quarantine & Isolation Facility)
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able 4.5:

Serious gap (Testing Facility)

| | StrOngly Agree
B Agree
» Neutral

Chart 4.5: Serious Gap in combating COVID-19 in Kolkata
(Testing Facility)

4. The fourth factor was Personal
Protection Equipment or PPE
Kit:- For this factor, 43% (52

participants) agreed with it as Participants Count 13 - = : .
another essential factor, whereas ~|Participants Count (in %) | 11% 43% 28% 8% 10%
0, olle )
2§ 70 (34 participants) replied Table 4.6: Serious Gap in combating COVID-19 in Kolkata
with neutral feedback. (Personal Protection Equipment or PPE Kit)
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Serious Gap (PPE Kit)

W Strongly Agree
W Agree

¥ Neutral

m Disagree

m Strongly Disagree

Chart 4.6: Serious Gap in combating COVID-19 in Kolkata

(Personal Protection Equipment or PPE Kit)

5. The fifth factor was lack of public awareness: - This factor is also another most vital factor in
combating the COVID-19 pandemic, of which 55% (66 participants) strongly agreed with this and
13% (15 participants) gave a neutral reply.

Strongly Agree 37 31%
Agree 76 63%
Neutral 7 6%

Table 4.7: Serious Gap in combating COVID-19
In Kolkata (Lack of Public Awareness)

Serious Gap (Lack of public awareness)

B Strongly Agree
W Agree

» Neutral
|

Chart 4.7: Serious Gap inln Kolkata (Lack of Public Awareness)combating COVID-19 in
Kolkata (Lack of Public Awareness)
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Table 4.8: Probable exposure source of COVID Chart 4.8: COVID Virus Exposure
Positive Participants Chart

Here in the Newtown area, maximum participants about 70% (84 participants) live with other
family members in condo or apartment-type houses, so during their isolation period their family
members are also isolating themselves from outside people and whatever essential things were
needed for their daily lifestyle was supplied by their community sources, online sources and for
some, their friends too helped to have the stuff.

e Vaccination perception of the participants:

During the study survey, all the 120 participants agreed to get a vaccination in their turn. But some
consequences are with them regarding vaccination. To define their concern about getting vaccina-

tion the study was conducted on 3 important points on the Likert Scale Method.

1. Participants have concerns about the vaccine's side effects, long-term safety, and efficacy:-
Here 50% (60 participants) of the entire participants strongly agreed with this point and 36% (43

participants) responded as agreed with this concern point.
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Concern about the vaccine’s
side effects, long-term safety
and efficacy

t 4
38
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2. Participants do not believe it will be a solution for

Table 4.9: Concern with vaccine side

Effect.
Coronavirus disease:-

For this point, 37% (44 participants) among all respon-
dents disagree with it.

Do not believe that
vaccination will be solution
for Corona virus disease

Strongly

Agreed 10 8o

Agreed 30 25% 1 ¢ 4

Neutral 22 18% e ERE

Disagree 44 37% | by o

Strongly 0

14 12% Strongly Neutral Disagree Strongly

Disagree Agree Disagree
Table 4.10: Do not believe vacci- Chart 4.10: Do not believe
nation to be a solution vaccination to be a solution
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From the study survey, it is observed that 83% (100 participants) respondents among 120 tota]
prefer to receive the Covishield vaccine and other 17% (20 participants) prefer to receive the
Covaxin vaccine. But from all 120 respondents, only 68%

(82 participants) people Vaccine Preference Vaccine Received

received the Covishield Covaxin
7%

vaccine, 7% (8 partici-

pants) received the

u COVISHIELD
Covaxin vaccine, and c°‘g;f,‘/ie'd u COVAXIN
3 .
the rest 25% (30 partic- ® NOTYET
RECIEVED

ipants) people not yet

received any vaccina-

tion till the date of the e
Chart 4.12 & 4.13: Vaccine Preference & Vaccination Received

study survey.
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[t is observed that people prefer their chosen vaccine especially because of its approval by WHO
and also because it's an Indian brand. 51% (61 participants) respondents choose their preferred vac
cine due to WHO approval, 28% (34 participants) choose it as it is made in India. 11% (13 partici
pants) choose it as they found a good review from all others with the after affect especially who
received vaceination till date, and 10% (12 participants) respondents choose due to good availabili

ty in the vaccination centers,

Reason for Vaccination preference

B Made in India M Review is Good M Availabillity is Good ™ WHO Approved

Chart 4.14: Reason for Vaccine Preference

Conclusion
In the locality of Newtown, the people are aware of COVID-19 and they adopt the precaution of
wearing an N95 mask, hand washing for a minimum of 30 secs, or hand sanitization for a minimum

of 20 secs, to maintain 6 feet distance and avoid crowded places.

The most serious gap observed by the respondents for combating COVD-19 in Kolkata is hospital
preparedness and infrastructure where 79%of the people take serious concern about the hospital
preparedness and infrastructure and which they face in the second wave of COVID-19.

Quarantine and isolation facility is also another key issue for combating the COVID situation where
91% of the respondents agreed to this fact. These respondents are of the view that "prevention is
better than cure".

In the case of the testing facility, here the respondents are conservative about the testing where only
31% strongly agreed with the fact, and the remaining 61% go for the testing facility as a reactive
measure. And for the PPE Kit, the respondents are more or less equally divided into considering it
as a serious gap in Kolkata.
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Abstract

Introduction: Social media marketing is the process of developing unique cont
ntent for e

ach

med@a platform in order to increase engagement and promote your com
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S y SO .ere yepgagmg in a two-way conversation with prospecti -
plingMeyerand converting them into loyal customers. Social media marketin p. C;ve cusiome
iverse‘way to promote a company. As a result therf i‘: e
| media marketing tools, as well as the impact’ they hav?: 2(:163 -
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Socig|
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Ompg.

Sphericitycost-effective and d
prehend and investigate socia
behaviour and purchase intent.
Objective : jective 1 i
1 ;ction d ;)f tl:ie resegrch. .The ob.Jectlve is to perceive the consumer behaviour relati
products via social media and to check the role of demographic proﬁl; re_t;tmg o
with respect to

buying behaviour.
Research Methodology: i
gy: A structured questionnaire 1 i
( : : s used to exam i

survey 1s carri i i gl

o yWith th:dnmtx-t online and ideally in Kolkata. The sampling method used is colr)ll\?:. 'The -
numb,er s (())nlson lzhzt the respondents would like to purchase items via social I::leer:iciz Si’f’}?‘
evaluatetheiraccesstoesls c lto the respondents is 35, out of which 4 aredemographics-based 3e.1retot-:
et et Oila' mediachannelsandthebehavioural questions are 28. The Likert sc’ale was
rristei withi Szft:or:gu}f, qnd rcl:spondents were asked to mark their fevel of agreement of

| . ehavioural statements i '
disagree, disagree, neutral, agree, strongly agree L S .

Analysis: An expl
: or. .
ploratory and descriptive research model is used with the use of a structured ques®
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tionnaire [he statistical software SPSS Version (IBM SPSS VERSION 2.0) is used for data analy
'he major behavioural factors are determined using factor analysis, To investigate the role of the

SIS

demographic profiles on behavioural factors, One-Way Analysis of Variance (ANOVA) is incorpo

rated to find out appropriate msights

Managerial Significance: With millions of clients to contact all over the world, 50« ial media 18
kly becoming one of the most important components of digital marketing. It's a low-cost way

\]lll\
to communicate with customers and increase brand exposure. Regular tweaks to the appropriate

social media marketing strategy will result in increased traffic, better SEO, stronger brand loyalty,
and much more.
Keywords: Consumer behaviour, social media marketing, buying intention, website traffic, social

media presence

Introduction

Nobody can deny the importance of online marketing nowadays. The emergence of social media
has been one of the most significant technological developments in recent years. Social media refers
to online platforms that enable users to share ideas, messages, pictures, and other types of informa-
tion. Among the most popular social media platforms are Facebook, Instagram, Twitter, and Linke-
dIn. The rise of social media has drastically altered how businesses market their goods and services.
Aside from the cost, social media allows advertisers to engage and establish relationships with their
customers through instant feedback. Furthermore, there is a lot of information generated by users on
social media that helps advertisers/marketers understand their consumers.

Solomon (2012) defines consumer purchasing behaviour as the process by which consumers search
for, select, and make decisions when purchasing a product. The intention to purchase and the actual
purchase are the two most important aspects of consumer behaviour. An individual's conscious plan
to purchase a product or service is referred to as an intention to purchase. Actual purchase, on the
other hand, occurs when an individual purchases goods or services. Social media marketing encom-
passes all direct and indirect marketing activities that raise brand awareness and recognition,
provide an opportunity for a brand, business, product, or person to act, and are carried out using
social Web tools such as blogs, micro-blogs, social networks, social marketing, and content sharing.

Review Of Literature

The term "social media" refers to a new type of online media that encourages interaction and partici-
pation. It enables users to create and share content with the general public. According to Bor-
2an(2010), people's attention is shifting to internet platforms where they can share, discover, and
consume information. Thus, social media marketing makes use of normal conversational platforms
in terms of people to build relationships that lead to the fulfilment of their needs through feedback.
Social media marketing has been defined by Dwivedi et al. (201 5), Yadar and Rahman (2017) as a
concept that facilitates connectivity and interactions among existing and prospective customers.
Consumer behaviour is defined as the study of how people decide how to spend their time, money,

and effort on consumer-related activities. Consumers engage in a physical action and planning
phase when accessing, obtaining, utilising, or disposing ofgoods and services, according to Loudon

and Bitta(1988).
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wide range of concepts,

plex strategic process.

prior to ©
and how companies aroun

Pandey, S. C. (2016): He inve
on product selection and purc
product or service to the consumer a
long-term goal of E-advertising and customer engagement.
Cppstantinides, E. (2004): He discusses consumer basic fundamentals. Purchasing behaviour i
divided into five steps: (1) problem identification, (2) alternative evaluation, (3) informationVlour .
(4) ppst—purchase behaviour, and (5) purchasing decision. Click-through rates and mud ﬁniear}c]h,
provide advanced web experiences, driving more traffic to online retail platforms §
Lodpi,S.&Shoaib,M.(ZOl7):They focus on understanding SMART (Specific Measurable
Achievable, Realistic, and Timed) electronic marketing. Placing ads on Facebook, e-mail You:
Tube, and websites in both consumer products, commercial, and service ads is also ,a great ;va to
capture global marketing through online marketing. y
]'; a}: lk’ H.S. & Kim, H.S. (2011): They compare online shopping to traditional methods
ght an important benefit of online shopping: responsive feedback via Q/A quiz sections

book, Twitter, and other social networking sites.
Pooj 2 _
ja (2019): She discovered that many factors influence consumers, including product inform
she advised online

and high-
on Face-

tion, onlin . .
Sk Owneispt?)y}r,nem’ convenience and variety, and accessibility. As a result,
ave popular websites in order to increase their sales and profitability.
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Ragunath(2015):According to his resear h, online ¢

'In)nnn [ T " P Qe -
APQ 5 ] v aves time and ( a (|l‘llyll] b
many consumers duc to free ”\'l'('-\.\lhlhly Pl } Hn nd mone y an Y

' . illl(l““m-‘“““l(.|W“ commerce sellers
Jahwari et al 2018): According (o (hejy findings, cus
5y

 fel™ slomer guarantee, product quality, and service
made customers satistied when purch : | I /

, : asing their products online. as well as service tangibility (to
deliver the products at a proper time).

iiay and Balaji (2009): Accordi el
Vij 1 ( ): According to the paper, the two major factors influencing internet users

nline are convenience ¢ YA i .
to buy online are convenience and time savings. They prefer to shop in an environment where they

: ‘. : 1as online shopping. Security and privacy are the most
significant threats to buyers, which can be mitigated through education.

can compare prices and product features, sucl

Chopra, l]\ (2016)1‘11\8 - result O‘I‘th.c various measures taken online, this report concluded that paid
media 18 the most effective tool for Increasing website traffic and influencing purchase behaviour

Prabhu, J. J. (2020): The paper investigated the ideas of existing customer studies as well as how
various elemen.ts of customer actions coincidentally generate significant marketing influencing
factors. According to the paper, the goal of advertisement psychology is to sway rivals to one side.

Research Methodology
The research methods entail the following elements.

Research Gap: Previous research has already happened in an identical area. But this specific study
is based on the change in consumer behaviour in social media usage during and post pandemic.

Research Objective: The objective is to understand the consumer behaviour relating to the selec-
tion of products via social media and what factors influence their buying decisions andto what
extent. People with different demographic profiles were chosen to know the varied perspectives-
ineachcaseandcarryoutsatisfactoryresearchwithrespecttothedifferentbuying patterns.

Sample Elements: The entire survey is carried out ideally in Kolkata. A sample size of 136 respon-
dents is selected out of the general population and examined using a questionnaire. Out of the
respondents, 55.9% were female and 44.1% were male. 36% were from the 18-29 age group, 23.5%
from the 30-49 age group, 22.1% from the 50-65 age group and 18.4% from the above 65 age group.

Sampling Method: The sampling method used is convenience sampling, wherein data is collected-
from random participants for the sake of research and such data collection is generally done from
human subjects as it is easily accessible. This is done here with the notion that the respondents
would like to purchase items via socialmedia.

Data Collection Tool: A questionnaire including indications about consumers' intentions, attitudes,
and experiences is used to capture their perspectives of the reason for their presence on social media
and the elements that determine their social media behaviour (using Exploratory Factor Analysis).
Respondents were asked to complete online surveys created using Google Docs. The number of
questions asked to the respondents is 35, out of which 4 are demographics-based, 3 are to evaluate
their access to social media channels and the behavioural questions are 28.

Data Collection Method: The probability sampling technique is used to collect data to analyse the

effect of social media marketing on consumer behaviour. Closed-ended primary data is collected
from 136 respondents via a structured questionnaire. The Likert scale was used as the scaling
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the slalisllcal
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Data Analysis And Interpretation
fresearch data, the results must be analysed and interpreted. T
. The primary

Following the collection 0 e .
is to create a sort of empirical model in which the relationship inyg]

ved is
Care.

objective of analysis

fully highlighted so that meaningful inferences can be drawn. Data analysis must reflect

purpose and objective, as well as its possible effects on the facts to be discovered Ethe Study's

Factor Analysis process (Pallant, 2007) is the assessment of its suitability (factOrabili&) ]’fplpratory

gate the factorability of the data, two statistical measures can be used: Bartlett's Test o'f S° 1nv§31i_

and Kaiser-Meyer-Olkin Measure of Sampling Adequacy (KMO). For the factor analysis tphenci

sidered appropriate, Bartlett's Test of Sphericity should be significant (p<0.05) (Tabacho .be con-
ince, as displayed in figure below, the significance of Banlgtlt?ls(;nd

st

Fidell, 2007; Malhotra, 2007). S1
of Sphericity in this research is p= 0.000, hence Exploratory Factor Analysis is appropriat
late.

Individual variance was studied using

the Kaiser-Meyer-Olkin Measure of Table 1: KMO and Bartlett's Test

Sampling AQequacy (MSA)- It discov- | Kaiser Meyer Olkin Measure of Sampli [ A

ered a sufficient correlation between all | Adequacy. A k JPDE 830

variables. The Kaiser-Meyer-Olkin | Bartlett's Test of N 1495.7
64

MSA was calculated to test the sampling Sphericity
df
378

adequacy and was found to be 0.830. It 1S :
stated that the sample is suitable for sam- s 000

pling. Because the KMO sampling ade-
quacy of this research data is high at 0.830 and the significance of Bartlett's Test of Sphericity i
city is

appro 3 1

F};}:m f:z:lt:l, yt:llz t(;:jtt}rlzszzlts .proglde a@equate ev.idence to support the appropriate use of Exploratory

ek W}:rr;gd ethaw.our sca’le items. The reliability and internal consistency of the

e e ermmfad using Cronbach's alpha. As a result of the findings, the
gh reliability and internal consistency (Cronbach's alpha coefficient = 0.8,97).

Total Variance Explained

A principal com
ponent analysis wi i 2
Factors with Eigenvalues gzzise v::h varimax rotation was used in the exploratory factor analysis.
were retained. The six factors rer lan 1..0 and rotated factor loadings equal to or greater than 0.50
sulted in 58.49% total variance, which is close to 60% total Jimit
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Initial Eigenvalues Extraction Sums of Squared Rotation Sums of Squared
- = Loadings 1 Loadings
ompon 30 Cumulative 50 ' 1 Cumulative
¢ l'otal Varlance 0 "y otal \‘/“”m’“r (l“”’l’,",l,“”v‘\ I'otal v”s”‘;:”“l‘. -
: 2001 [ 28,540 28.540 | 7.901 | 28,540 | 28540 | 3.913 | 13.975 | 13975
3 2,444 | 8.728 17.267 2444 | R.728 17267 | 1,585 | 12.804 26.7%0
3 1.906 | 6.805 44.037 1.906 | 6.805 | 44,073 | 2.59% | 9.278 36.05%
4 1.539 | 5.495 49568 | 1,539 | 5495 | 49568 | 2.574 | 9.19] 45.249
] 1.332 | 4.758 | 54326 | 1332 | 4.758 | 54.326 | 2.247 | 8.026 | 53.275
6 1.166 | 4.164 58490 | 1.166 | 4.164 | 58490 | 1.460 | 5214 5%.490
: 998 | 3.565 | 62.054 |
N 883 3.152 65.206
9 855 3.052 68.258
10 A9 2.840 71.099
11 A9 2.840 73.780
12 734 2.681 76.401
13 .647 2312 78.713
14 622 2223 80.936
15 607 | 2.167 83.102
16 ST 2.042 85.144
17 .540 1.928 87.072
18 510 1.822 88.894
19 450 | 11.129 90.501
20 432 1.542 92.042
21 393 1.404 93.446 |
22 .340 1.214 94.661 ‘
23 316 12129 95.790 [
24 304 1.085 96.875 I
25 260 1999 97.804 ‘
26 223 ST 98.602
27 | 204 729 99331
28 | .187 .669 100.000

Extraction Method: Principal Component Analysis.

Component Matrix

The Exploratory Factor Analysis process produces the Component Matrix, which lists the loadings
of each scale item on each of its components. Valid components having scale item loadings of 0.5
and above (Hair et al. 2010) and scale items with the highest loading on that component (Wixom

and Todd, 2005).

.
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Push notifications ‘||‘|N'.l| o
Random reVICWS \lll‘l‘\‘”
527
Con \‘Hl\‘”l 1N {|\'\1'\\ ,Rﬂ 4
Repurchase on order updates 52 =
More innovative
Sufficient info for products 666 |
More time spent navigation casc 618 ‘
Appealing interface 1 604 |
%
Pandemic increased usage ‘ |
Buying via ADs ‘ |
Quality risk 800
Financial risk g
Delivery risk o
Break-to-normal .
Product popups appeal o
Effective than trad -
Preference over trad B}
Info sharing comfort .599 |
Peer influence .585
FOMO e |
Updates alerts subscribed 57 |
Offers discounts “
Expert opinions referred -
Blogs appeal p ‘i
|

gxlraction Method: Principal Component Analysis.

xtraction Method: Principal Component Analysi '

: on ! . alysis. . i i
Eon b p ysis. Rotation Method: Varimax with Kaiser
a. Rotation converged in 15 iterations.
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lnl«'f‘/m'.'.lfmn of Factors

ror should be assigned a name or label in order to be identified and interpreted | [abachnick

Each 1ac . . _
2007). All of the factors extracted from this research data using Prine ipal Component

and Fidell,

Analysis in the Exploratory Factor Analysis process are displayed

‘ NG e Cronbach
[ Consumer Alpha and |
[ Buymng Item Eigen Factor Factor Kaiser
| Behaviour Value Loading | Loading Meyer
| Construct ()lk‘m
i g MSA
L/imli’_S items: Bartlett’s Test of Sphericity i
5 Provision to return 0.720
o Companies’ response support T 0.670
Interactive content appeal 0.665
Interface Easy product comparison 0.614
Appeal Push notification 7.991 0.572 28.540 28.540
Random review support 0.564
Convenient access 0.527
Order update 0.524 B Wop. =t
More innovative 0.682
inn(lnlift;otive Sufﬁcient info for‘pro.ducts R 0.666 8728 0.736
interface | More time spent-navigation ease 0.618
Appealing interface 0.604 N
foi Quality risk 0.809
. Financial risk 0.736 728 0.736
AESOCENTE Delivery risk 24 —oeoT i
: Break to normal routine 0.717
Convenient Product popups appeal 1.539 0.671 5.495 0.636
it Effective than traditional 0.606
Preference over traditiona 0.629
_ Peer Info shasngicemit 1332 9B | 4758 | 0.636
influence Peer group 0.586
FOMO 0.573
Offers and discounts 0.587
Xx(a)e% Expert opinions 1.166 | 0.547 4.164 0.288
Blogs appeal -0.537

Interface Appeal has been interpreted as the first factor with the highest Total Variance Explained
value of 28.540 percent. It includes 8 items on “Provision to return, Companies’ response support,
Interactive content appeal, Easy product comparison, Push notification, Random review support,
convenient access, Order update.” The second factor, which had the highest Total Variance
Explained value of 8.728 percent, was interpreted as Info-innovative interface. It includes 4 items
on “more innovative approach, sufficient info for products, moretimespentfornavigationease,ap-
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0 ri iour tor:
Je of dcmngrnphic variables on behavioural factors
' ; ¢
To test the T

oural factors

ts has no influence on behavi

profile of responden

H1: Age ]
df | Mgpﬁ-Sq\i;lfC F | Sig. | Remark
_g@.ﬁ@@ﬁfsﬁ@i/—/ 3.132 | 2.074/.268 ﬂzz .000 | Significant
Interface apPea’_ (3,132 | 2918/.367 |7.954 1.000 |Significant
:,16194&&‘&3%%%&2@5/@@4 407 |2.226 | 088 | Insignificant
EQW 3,132 | 3.051/.418 | 7.292 .000 | Significant
Con\(enlcnt app W‘“ 5.484/.334 | 16.401 |.000 | Significant
" Peer influence —5’—1'32" M 4.786 .000 | Significant

(WOMappeal ————
d to test the role of the respondents' age demographic i the
f consumers. F (3,132) = 7.7%29, p=..000, indicating a Signi
relationship. A detailed post-hoc test was carried out to de'tejr'm?ne which age group is signi flCantly
behaving differently. Tukey's method has been used to initiate the multiple CO.mp.ariSOns, When

compared to the other age profiles, the 18-29 age group (young adults) has a significantly |oye

mean score (Mean = 3.35). As a result, we conclude that young ad}llts are not concerned about jpe.

face appeal issues in social media marketing. The age demographic of thg respondents in relatiop 1,

consumer info-innovative interface secking behaviour reveals a significant relationship wig, F

(3,132) = 7.954, p=.000. Multiple Tukey's comparisons revealed that the over-65 age group has 3

significantly lower mean score (Mean = 2.91) than the other age profiles. As a result, we conclude

that old humans are unconcerned about info-innovative interface issues in social media market.

ing. The age demographic of respondents in relation to risk association related consumer behayioyr

demonstrates an insignificant relationship with F (3,132) = 2.226, p=.088 (>0.05). As a result, age

has no bearing on the implementation of the risk behaviour. The age demographic of the respon-

dents in relation to convenient approach related consumer behaviour reveals a significant relation-
ship with F (3,132) =7.292, p=.000. When compared to the other age profiles, the above 65 age
group has a significantly lower mean score (Mean = 2.98) As a result, we conclude that old humans
are unconcerned about convenient approach issues in social media marketing.

The age demographic of the respondents in relation to peer influence related consumer behaviour
reveals a significant relationship with F (3,132) =16.401, p=.000. The above-65 and 18-29 age
groups have significantly lower mean scores (Mean = 2.55, 2.8571, respectively) than the other age

inter.

One-way ANOVA has been use
ficant

face appeal seeking behaviour 0
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“1ae As a result, we conclude
srofiles. Asal de that both old humang and young adults are unconcerned about

; snee issues in social media marke
peet influence 185¢ media marketing, The age demographic of the respondents in rela

tion 10 “‘”7\1 “l‘l““::()‘:‘hl‘“"d consumer behaviour reveals significant relationship with F
(}‘”3) 4.786, p~.003, l( s been observed that the older age group (over 65) seeks more
WOM appeal than the 30-49 (p=.024) and 50-65 (p=.018),

Interface appeal

info in -
Turkey HSD® novative interface

Turkey HSD™

Hisk-nssociation
Turkey M

H2: Gender profile of respondents has no influence on behavioural factors

Behavioural factors df Mean Square F Sig. Remark

‘ N Age
Age —r— . g )., . | Age N I
FAbove R 3.3550 ;\ﬂ*m‘v 25 [ 29100 [§-20 40 17211
62 59 $0-65 50-65 30 1 8667
10-29 V-0, 30 Above 25 4.0267
| 5()_(\\ 30-49 32 65
[30-19 1.000 18-29 49 30-49 32 4.0521
| Sig s LU Sig | | 1000 Sig 165 J
-
l \\ [ "T' - ! /
i \\ 5 \ ‘ i /
| /
\ | /
- e -l — - o - P ~
Convenlent_approach Peer_influence Wom_appeal
Turkey HSD* Turkey HSD* Turkey HSD*
e N 1 2 Age N 1 2 Age N I B
Above Above 25 29 3.4000
65 25 | 29867 65 35 | 2350 65" iy
50-63 Zg g.gggg ;3-19 49 2.8571 18-19 49 3.5238 3.5238
| 18-2 { -49 32 3.3750 | [30-49 32 3.8021
! 30-19 32 3.7396 50-65 30 34583 | |50-65 30 3.8222
I Sig 1.000 788 Sig 151 939 Sig 780 108
! _//\ . —
| j. - \ ] g\ =l 7\
i _— e
[ ‘ \ !..< \\ é / \ |
! \\ 5 \ = P \
i | \ o ! i \
3 \ \ = ¢ \
Ay \ |
\
I 1] \.
- P - B £ - — ~ — s -— -—

Interface appeal 1,134 | 2.586/.291 | 8.875 .003 Significant
Info-innovative interface | 1,134 3.652/.399 | 9.144 .003 Significant
Risk association 1,134 | 2.023/.406 | 4.976 027 Significant
Convenient approach | 1,134 1.018/.473 | 2.153 145 Insignificant
Peer influence 1,134 | 1.937/.438 | 4425 037 Significant
WOM appeal 1,134 1.937/.438 | 4.046 046 Significant
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H3: Family size profile of responde

Behavioural factors Mean Square ig. Remark
Interface appeal 2.133 .015/.313 0.047 954 Insignificant
Info-innovative interface | 2,133 201/.427 0.470 .626 Insignificant
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Convenient approach | 2,133 .894/.471 1.899 154 Insignificant
lv’:gr ];nﬂuence 2,133 2.071/424 | 4.880 009 W
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va) ANOVA has been used to test the role of respondents' family size demographic in terms
o‘-imcrlllcc appeal related L‘\U"Nl““t"l"ht‘hfl\'inm: The result shows an insignificant relationship with
F(2,133) 0.047, p °054 ( \fH)S)' I hf' family size demographic of respondents in relation 1o €on
info-innovative interface seeking behaviour reveals an insignificant relationship with F

= (2 > Thae & : ' .
0.470, p=.626 (>0.05). The family size demographic of respondents in relation to risk
0.494,

One-V

sumer
(w.]ﬁ_ﬂ
association related consumer behaviour reveals an insignificant relationship with F (2,133)

=611 (\(),()S).Thc family size demographic of respondents in relation to convenient approach
related consumer behaviour reveals an insignificant relationship with F (2,133) 1.899, p=.154
~0.05). As a result, family size has no impact on the development of interface appeal, info-innova-
tive interface, risk association, and convenient approach related behaviour. The family size demo-
graphic of respondents in relation to peer influence related consumer behaviour reveals a significant
relationship with F (2,133) =4.880, p=.009. A post-hoc test revealed that the 2-3 member family
gize group has a significantly lower mean score (Mean = 2.98) than the other family size
proﬁ]Cs.The family size demographic of respondents in relation to WOM appeal related consumer
pehaviour reveals a significant relationship with F (2,133) =3.350, p=.038. It was discovered that
the 2-3 member family size group has a significantly lower mean score (Mean = 3.4111) than the
other family size profiles. As a result, we conclude that the 2-3 member family size is indifferent

about peer influence and WOM appeal issues.

Risk_association

Interface_appeal Info_onnovative_interface
Turkey HSD* . Turkey HSD* Turkey HSD™
Familysizg N 1 | | Family size| N Family size] N
2:3 30 3.7083 2-3 30 2-3 30
more than§ 28 3.7321 4-5 78 more than 5| 28
4-5 78 3.7452 more than 5| 28 4-5 78
Sig 957 Sig Sig
4 1 . 15 /‘\\ }
1 - b = . ~S ‘
l o \ { | // 1 l g / = ‘
i ' & e |
- 1 ‘ / | . e |
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" 1
1 |4 / |
. jiec) < - . J ™ - - .
Convenlent_approach Peer_influence Wom_appeal
Turkey HSD* Turkey HSD* Turkey HSD*
Family sizg N 1 Family size | N 1 2 Family size| N | 2
2-3 30 33111 2-3 30 |2.7417 2-3 30 34111
more than 5 28 3.5238 4-5 78 3.1090 | |[4-5 78 | 3.6838 | 3.6838
4-5 78 3.5983 More than 5| 28 32411 more than 5| 28 3.7262
Sig 176 Sig 1.000 .661 Sig .078 939
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/ ? 2 |
0o ¥ ;
H / b l.- |
/ |
/ 7 :

""“-- i oo = —_'-.t_—J R la—:.— -

NSHM JOURNAL OF MANAGEMENT RESEARCH AND APPLICATIONS




'mmh.m.. has no influence on l)(-hiIVIUHr'” f
Al facigy
“

. profile of res
H4: Family monthly inecome pmhh
Famil (LY MONTILY mm_\
' Sig.
R(',ym"k

b ; \f Mean Square
| Rehavioural factors ) ,
[ 733 | 488282 | 5:28° 002 -
Interface appeal {200 156/.425 0.838 475 ln““"'“cnm

o- ative interface | 3122 — - Enificq l

‘ln.h innov - — 3‘]32 042/_427 0.097 961 lnuign',-, nt
[Risk association | 2 128/.439 4.841 003 Sigr ;_lum |
' Convenient approach | 2122 L ——; SlBnificany
f P;cr influence 3,132 24004 : ::: gg: Significany
1 3,132 71,33(»/.273 894 O0S Significan;

WOM appeal : s R
i . income tested a Jainst interface appeal 18 significant at F (3 7 |
P’"(;::: "{‘i‘:‘;:;lrli]l.\]C(:::;;;u}‘)in:orctlfanIOOk)tcndstoscck grcatcri11FcrfaccappcaIC()ry(1p;llr’z(2] ) : 5.285,
[h;.n s fp:-om) and 30 to 70k (p=-019)- _FamilyHl‘nzmhily income tested against C(m(i'eni
approach 1s significant at F@3132)= 4.841, p—.003.— igher I1;10021&: group (m.orc than 100k) tc:m
to seck greater convenience compared 0 30-70k (p—.(.)02).' amily monthly incometeste dagai ds
pccrinﬂucnceissigniﬁcantatF(3, 1 32)=5.955,p=0.001 Higherincome nst.
eek greater peer influence compared to less than 30k (p=
me group 70-100k tends to seek greater peer influence C(;m

010). Family monthly income tested against WOM appeal is signiﬁCanIt)ared
Higher income group (70-100k) tends to seck greater WOMappealczinF

paredtolessthan30k(p=.004)and30to70k(p=.042).The family monthly income demographic of the

respondents in relation to consumer nfo-innovative interface seeking behaviour reveals an insigpif;
=(.838, p=475 (>0.05).And with respect to risk association relate](;

cant relationship with F (3,1 32)

behaviour of consumers t0o0, it highlights an insignificant relationship with F (3,132) = 0,097

p=.961(>0.05). V71,
Info_onnovative_interface

Interface_appeal
Turkey HSD* Turkey HSD*

I(:gq

n 100k) tends to s

group (more tha
=.006). Inco

035) and 30 to 70k (
to 30-70k group (p=
(3,132) = 4.892, p=.003.

Risk_association
Turkey HSD*

Family monthly income

,:mily monthly income N 1 2 Family monthly income

Less than 30k 25 | 3.4800 30-70k More than 100k

30-70k 28 | 3.5759 17-551501312;” 30k I740-1081(

More than100k 44 | 3.7756 | 3.7756 | | More than 100k 35 | 3535 ||3070k e

Sig 119 482 | [Sig .507 Sig

! - - '\l
;.-. ; !--- /\\ ’

J ‘ ki \ |
5~ §<9 H \

1 e i | .- P |

e =X Sk =S BN
; T

NSHM JOURNAL OF MANAGEMENT RESEARCH AND APPLICATIONS

80




Convenient Approach

)
Turkey HSD® Poer Influonce Wom _Appesi

Turkey 181y Tarkey HS(Y

o e

nel N | ‘ ) V| | Family monthly income | N
12

slpha | |

Family maonthly ‘
)

Family monthly inear
1070k

Less than 30K 2§ 144900 | 34400 | | Loss than 10k

0- 100k a4 Y4778 | 3477 0100k

Maore than 100K 19 17756 | 3.7756 Maore than 100k

- 128 091 Sig

income

‘h\ 0k 2R
Lows than 10k 25

N 2R10012 8100 1070k IR ARKI | ARR)
44 V2216(3.2216 ; More than 100k 9 (LRLARN AL
14 VAL

b 1.2564| | 70- 100K
|| 051

6l 050 996 || Sig

\

el S p—
v —
- —

4 /
\ 4
{
ol

T e - e »
Py mariy i ame L

Conclusion -

This study focused on the impact of Social Media Marketing on consumer buying behavior. Based
on the literature review and customer surveys from 136 respondents, we can conclude that social
media marketing has a significant impact on consumer buying behaviour.

It has been observed that age plays a significant role in case of interface appeal, info innovative
interface, convenient approach, peer influence and WOM appeal. The overall analysis says that
18-29 and above 65 are the age groups which stay comparatively unaffected from the recognised
factors. In almost every age demographic, Facebook surpasses other social media sites. They have
88 percent of users in the 18-29 age range and 62 percent of those over 65, so it's a good medium to
reach out to these age groups. Other than that, data analysis on how interactive a specific age group
is on a specific kind of marketing post would help analyse what’s better as a strategy for brand expo-
sure. If a game or competition on their interest topics draws them, we can proceed with that.

In case of gender, the significance lies with interface appeal, info innovative interface, risk associa-
tion, peer influence and WOM appeal. But we see that males are less bothered with each factor than
females. So, to draw their attention, we must avoid extending feminine benefits and instead make
benefits relevant to men. According to Jill Avery, senior lecturer at Harvard Business School, most
men fear being perceived as feminine, so we can touch the emotional nerve behind the machismo
persona and make our products more noticeable through facts and figures.

Family size plays a significant role in case of factors like peer influence and WOM appeal, wherein
we conclude that the 2-3 members family size is not bothered about peer influence and WOM
appeal related issues. We can engage with prospective customers from small families to understand
what actually excites them and serve them similarly. We could feature small families (who are actu-
ally interested in the company’s products) via short interesting videos, and grab the attention of sim-

ilar audiences thereafter.

Family monthly income plays a significant role in interface appeal, convenient approach, peer influ-
ence and WOM appeal. We conclude that less than 30k and 30-70k income groups (i.e., the lower
income groups) are not much bothered about social media overall. Low-income consumers face the

81 |
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) Business entreprencurs
:‘ I'rading entreprencurs

4 Industrial entrepreneurs
S Rural entreprencurs

6 Corporate entreprencurs

I'he various functions of women entreprencurs include idea generation, determination of objectives
undertaking a risk, handling uncertainties of business project preparation, product analysis, the
introduction of innovations, raining funds, supervision, leadership, coordination, and control
procuring the 3Ms, men, machine, and material. In the process of business formation, women entre-
preneurs face certain problems which are highlighted below.

Problems of women entrepreneurs:
Absence of self-confidence
Lack of capital

Lack of family support
Inadequate experience
High level of competition
Fear of losing capital

Lack of proper guidance
Inadequate knowledge
Low managerial skill
Market instability

Lack of positive attitude

'—"—‘\DOO\IO\(JI:Ls‘.JJ!)_—-

e

Women Entrepreneurship Development Initiatives in India

In traditional societies, women have been confined to the four walls of a home, children, household
affairs, and family rituals and customs. The male-dominated culture has resulted in women having
no say in decision-making either at home or in society. They are humiliated, disrespected, and
burnt, and remain socially, politically, and economically backward. They have a neglected child-
hood, education, early marriage, neglected health and nutrition, frequent pregnancies, etc. In recent
years, women have come to the forefront in different walks of life and are competing successfully

with men because of education, political awakening, legal safeguards, urbanization, social reforms,
etc.

As far back as 1954, recognizing the presence of women as a distinct group with special needs,

the approach was welfare-oriented where they were seen as the objects of state benevolence rather
than participants in the development process. In the 1970s, there was a shift in the approach of the
schemes from welfare to development. In 1974, the Committee on Status of Women in India recom-

mended that only active participation of women would ensure their integration into the mainstream
economy.
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iv) To prov ide marketing assistance at the State level,

v) To increase women’s participation in decision-making.

2) In 1981, the First National Conference of Women Entreprencurs was held in New Delhi and 1
urged the Government to give priority to women in the allotment of lands, sheds, sanction of
power, industrial licensing, etc., It also recommended simplifying loan procedures, counsel
ing services, a centralized marketing agency, and special training programs for women entre-
preneurs.

3y In 1989, the Second International Conference of Women Entrepreneurs organized by the

National Alliance of Young Entrepreneurs (NAYE) was held in New Delhi under the aegis of
the World Assembly of Small and Medium Enterprises (WASME). It adopted a declaration
containing the following important features:

i) All the national governments of the countries should promote the involvement of
economic and social programs, provide necessary infrastructural facilities, training, and mar-
keting facilities, and enact legislation to remove constraints on their way and arrange for
transfer of relevant technology and financial assistance.

ii) The international agencies such as UNCTAD, UNDP, ILO, and the national governments
should adopt appropriate measures for encouraging the free flow of products manufactured
by women entreprencurs and should provide fiscal and expert assistance to the governments
and other agencies engaged in the promotion of women entrepreneurship.

iii) The products manufactured by women entrepreneurs should be widely displayed i
and international trade fairs.

iv) The education ministries of the various countries and UNESCO should provide necessary liter-
ature, books, and publications for the benefit of women entrepreneurs.

v) The 1991 Industrial Policy of the Government of India also stressed the need for conducting

special entrepreneurship programs for women. It also suggested conducting product and

process-oriented courses for women to enable them to start small-scale industrial enterprises.

It further adds that the objective of such courses should be to give representation to women

in the field of small industry development in order to lift their status in the economic and

women in

n national

social fields.

4) During the Eighth Five Year Plan (1992-97), the following special programs were introduced
to increase employment and income-generating activities for women —

i) Inagriculture, in 1993, a program for training women farmers was launched.

ii) Women Co-operatives — A program for the formation of women co-operatives was launched
for helping women engaged in agro-based industries.

i) Khadi and Village Industries Commission (KVIC) took measures to provide more and more
employment opportunities for women.

iv) Several Development Programmes were launched specially for women e.g. Prime Minister’s
Rozgar Yojana (MPRY), Entreprencurial Development Programs (EDPs), Integrated Rural
Development Programme (IRDP), Jawaharlal Rozgar Yojana (JRY), Development of
Women and Children in Rural Areas, etc.

5) During the Ninth Five Year Plan (1997-2002), a special strategy was adopted by the Central
and State Governments to help women entrepreneurs as follows —

v
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Prime Minister Rozga
od to modify eligibility criteria and some s
Swarna Jayanthi Gram Swarozgar Yojana (SGSY) and Swarnajayanthi Shahari Ro,lg(;f \:(()mcn
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(SISRY) provide reservations for women, encourage group activities among them,
and h
Clp

them in several ways.

Small Industries Development
objective of providing training an
a comprehensive package designe
extend liberal financial help to enable them to s
schemes include-
Women Entrepreneurial Development Programmes (WEDPs)
Marketing Development Fund for Women Entrepreneurs (MDFWE)

Mahila Udyam Nidhi (MUN)

Mabhila Vikas Nidhi (MVN)
Micro Credit Scheme (MCS)

)

ang

: “mt‘nd.

Bank of India (SIDBI) has sponsored several schemeg v
d extension support services to women CmreprencU: wi
d according to their skills, and socioeconomic Stats ch
et industrial units in small scale Sects:

th the
rough
and l()
These

I.ndusrrial Estate for Women Entrepreneurs — There has been an insistent demand for sett
industrial estates, particularly for women entreprencurs. The Andhra Pradesh State Glng X
ment has supported for setting up of industrial estates exclusively for women in three d.OV.em-
Thes; industrial estates are meant for (a) setting up electronics, garments, food prOCISt“_CtS'
printing, 'biotechnology, handmade paper, small engineering units, accessories efSSmg,
export-oriented units like mushroom processing, computer hardware, and software ,t o
software Technology Park for women within the industrial estate. Sl Ha
Consortium of Women Entrepreneurs of India (CWEI) — It is a common platform to h
women entrepreneurs in finding innovative techniques of production, marketing, and f'o 3
in th(.: context of the opening up of the economy and the need for upgradation of t;:chn lmanCe
consists Qf (a) NGOs, (b) Voluntary Organisations, (c) Self-help Groups, (d) Instit t_O ogy. It
I&e) }i.r;dm.dual Enterprises from urban and rural areas. ’ utons g
o
kel > 99 l to 155 NGOs/Agencies benefitting around 21,350
aiiptag trar;mneucrs, tor providing training and employment opportunities to women in rural
i e = blﬁcke-n ers set up by NGOs mostly relate to activities such as sericulture, spin-
) A printing, handicrafts, handloom products, etc.

Micro Credi s
redit Scheme — This scheme of Rs. 810.50 million has been sanctioned by SIDBIi¢
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Small Industries Development Bank of India to 169 MF1s benefitting over 4,42,000 poor
women since the meeption of this scheme.

9y Prime Minister's Rozgar Yojana — Under this scheme, Women-oriented schemes of 1DBI,
SFCs (State Finance Corporations, KVIC, etc, have been introduced for the benefit of women
entrepreneurs by granting loans.

10) Rastriya Mahila Kash — This was set up in 1993 for providing micro-credit to poor women who
have no access to financial institutions at reasonable or fair rates of interest,

|1) Training Programmes — Various training programs have been started by the Government of
India exclusively meant for women for self-employment. The training programs include Sup-
port for Training and Employment Programme of Women (STEP), Development of Women
and Children in Rural Areas (DWCRA), and the setting up of Training-cum-Employ-
ment-cum- Production Units (NORAD).

12) District Industries Centres (DICs) — These centers have arranged various lectures, seminars,
etc. in girls’ colleges and technical institutions.

13) University Grants Commission (UGC) — The UGC has introduced the subject of entreprene
ship as a compulsory subject in the curriculum in the colleges of all universities in India.

Now with the spread of education and awareness, women entrepreneurs have shifted from extended
kitchen activities to the higher level of activities, i.e., 3Es. viz., Engineering, Electronics, and
Energy. Although the number of such units is not large, it can be noted that women are putting up
units to manufacture solar cookers (Gujarat), small foundries (Maharashtra), and T.V. Capacitors
(Odisha) and electronic ancillaries (Kerala).

Some of the factors which influence women entrepreneurs in India are:
1. family background of the women entrepreneurs

2. how much capital is available for women to invest in business

3. type of business

4. time available for women to give to business

5. financial assistance from banks

6. difficulty in getting bank loans

7. family support

Right efforts from all areas are required in the development of women entrepreneurs and their great-
er participation in entrepreneurial activities. There should be a continuous attempt to inspire,
¢ncourage and motivate women entrepreneurs. Awareness programs should be conducted on a
mass scale for educating women about the various areas to conduct business. Women should be
¢ncouraged to get educated and provisions should be made for their training, practical exposure, and
overall personality development. They should be offered soft loans and subsidies. Microcredit
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Motivations

Additional Measures to Boost Entrepreneurship
ative and high-income generating activities suitab|
able for

1. Identification and organization of innov
womern.

2. Development of entrepreneurship abilities of women by organizing special types of traini

h formal and non-formal education to involve themselves El::tlrg

€pre-

3. Encouraging women throug
neurship and effective planning at the micro-level.
4. Adequate representation of women experts in the case of women-related development pl
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hed areas to involve women planning,

5. Central and state Govt. to place more emphasis on untouc
sm at the central, state, and district levels to look
0

6. Government can establish a separate mechani
after women’s empowerment and their problems.
onitor the implementation of constitutional provisions

7 Establishment of supervisory bodies to m
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related to women.
8. The steps to make the women aware 0
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Trend =
Setters — Some Examples of Successful Women Entrepreneurs

d development to find out new opportunities in the field
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e vorthwhile to make | .
[t seems ¥ 10 make a mention, of course in brief, of some of 1l ful |
’ y €0 1€ Successiul and accom

pln.\lh"' women l‘““*TI‘H‘IN‘IH\ in the country, Smi SumatiMorarfi of ¢ '

yamutaiKirloskar of Mnlnlnllll\“,. Limited, Smt. Neena v I”-I 'u of Shipping ( ul‘[‘n»!.lll‘uh ymit
Hussaim l\c;"ll)‘ clinie cosmenics stands as a beacon I«; \;u' l.“ 'jl SRTCTANSD Gl S Wp—
ther, since the inception of the National Awards to Small |I"l"'l':‘;):'::I“'.l'):";lI:;l{"“" 'r'”l’ l’”;:[!l: 'I"rr
women “\nln‘prcn(‘lll‘.\ hil\ ¢ recerved Nl\(-(l.‘ll recognition awards ”N"V ";'r’;)\“:(.l:""h"l:; |’( " ; ‘,‘“
their untiring hard work, perseverance. tenaciousness, determination. confidence in ”M”":nd"\r;m;

importantly, their compelling urge of wanting to do something positive in their lives

Other successful women entrepreneurs of India in various fields are as follows:
1) Ms. Sumati Morarji — Shipping Corporation | |
i) Ms. Sharayu Daftary — Automobiles Radiators

i) Ms. Vimal Pitre — Surgical Instruments

v) Ms. Manik Vandrekar — Leather Crafts

V) Ms. Radantika Pradhan — Plastic Industries

There are private agencies that have taken initiatives to recognize women entrepreneurs. Director
of RuchiFoodline, Eastern India’s leading food brand and Odisha’s No.1 spices company, Rashmi-
Sahoo has been presented the Times Business Award 2022.

Conclusion- Entrepreneurship among women improves the wealth of the nation in general and that
of the family in particular. Women today are more than willing to take up activities that were once
considered the preserve of men. Women entrepreneurship must be moulded properly with entrepre-
neurial traits and skills to meet the changes in trends, and challenges in the global markets and also
competent enough to sustain and strive for excellence in the entrepreneurial arena.

———
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Information technology (IT), once
to its phenomenal growth over time
gained immense popularity in the |
when IT was shaping up in the 90s.
With an impressive forward note by Alok Ohrie, P

ndia, he

book squarely showcased the inner workings, struggles, turmoil, successes, and faily
; i H Ires
an Gupta, the newly recruited service head. €8 through gy,

resident and MD of Dell TCChnOlogic [
S

eyes of the protagonist, Roh
Rohan is a self-made, dedicated, career executive, and happily married with two kids, i

a senior leadership role at GCL, replacing their former Vice President (Services) onl At. ¢ takes op
has inherited a sloppy and lackadaisical team in a dramatically changing IT landzc 0 find that g
soon be a battle of survival not only for him but for the entire business. Being at the foape- It woylg
company’s leadership team,he is resolute to bring the organization's cultural transfrefror?t of the
demonstrate results. The author penned a unique insider’s view of the services busine:‘rma-non and
sure to some of the usual board room drama often harnessed in real life. S With expo.

Organized into an array of well-knit sections each assayed episode is common in th
on]d. Strikingly similar to the features of any business case, the story used particula € Corporate
an imaginary UK-based multinational IT hardware company named GCL, engaged inrt;eference to
ha.rdware business, covering equipment like mainframes, minicomputers, personal co € Computer
printers. Apparently, the GCL team is huddled inside the dilapidated cave,m of busine mp(;‘ters, and
out .much heed to the impending technology rejig. This has been one of the comm ss 1deas with-
bchmd the downfall of many companies irrespective of the time and place. From t}(:“ gz')ndromes
mainframes dominated the large and midsize industries withfew suppliers ruiing the me X s to 80s,
after, a drastic tech makeover emerging at its very own pace was perceived by some bar.et. -
ers,'and‘ accordingly, they got their businesses realigned and survived the transition FouSmess lead-
panies, it was traumatic, because of the mindsets that glued them to a comfort zone ;1n dr\jg::iz:&
::’logr:(‘)’ill;llz ;:ibr:(ia:] gf (;:-xcmng to rise and cope with the new scenario. They function’ed like a colossal
frame to per Soir:lal c(r)n]]nille Um(f t‘o think gac moYe, In the hardware sector, a transition from main-
software pervaded the Ii)nd(l:lr:trzd?f ilcr:ea (\?e?: p.penm% Ihhe Softwa.re domain, database management
— system integration. GCL ' T figs OLEORVEISENCe M the industry known by the term
JCL was getting trapped in a state of complacency even fully being awar¢ of

the emerging trend.
The sto i i i
ry unfolds in a time when the clock is set in the 90s, IT was gearing up for a big shakeup
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onundrum of disruptive technology. It was a corporate strategy meeting of GCL. The envi-
 mental setting fits into the diffident mood of the participants in the conference room — occasion:
Im|]'n'hlning and rains with the roar of deafening thunder certainly indicative of not 100
;‘,L;fiqring development but rather foreboding ominous shape of the things looming close-by
: o scene ook the readers to a presentation in GCL’s India headquarter at Ballard Estate
ai where the finance head presented optimistic and pessimistic figures to the members. There
arc many actors in the scene, the Indian CEO, overseas representatives, and other function heads
On the whole, the figures presented were dwindling and far from being encouraging, for example,
the lowest overall per-person productivity among the top competitors, and poor performance of !hff
printer business. HR head was advised to plan VRS for employees. T hgrc were desperate attempts
for cost control, and to explore other convenient modes of fund generation.

amidac
pleasant and
I'he

op;‘lnll

Mumb

The complaints of defects in the products, and the service delivery became a key issue for the
customers and a major concern of the GCL. All these apart, the focal point was a transition from
proprietary to industry-standard systems. The Indian companies operating in the IT arena had to
succumb to the changes in market dynamics. When the IT sector had already started adqptmg
state-of-the-art industry-standard machines (UNIX and Personal Computers), GCL too did not
disengage itself from such a venture, nevertheless, the profitability was at stake. and cash flow was
heavily impacted. A new set of IT Companies emerged posing a serious thrgat to GCL. Hence, the
need for redefining the business strategy was crucial for the company’s best interests.

‘Corporate Quality’ which is often a mere slogan, can be an extremely powerful vehicle .when the
organization internalizes and starts implementing the policies. Through the text, readers will be able
to ‘touch and feel’ an effective quality control system, learn about measuring ‘service gaps’ better
known as the ‘SERVQUAL’ model, and several other novel service management techniques. The
technical matters are presented to readers in a relatable, colloquial manner that is easy to grasp.

IT began as an account management tool. In the *90s, IT was gradually making a foray into many
other areas namely travel booking/ reservation systems, etc. One such system was the fingerprint
storage and retrieval system, namely the ‘criminal records system.” The story takes the reader
through the typical Government purchase process.

The role of planning, organizing, training, and effective control can never be over-emphasized n
any business. Several events highlighted their methodical implementation of them in the GCL
Services business. They become lively to the readers along with the characters and not only dry.

hard theories.

Customers are one of the most important entities for any business and dealing with them with care
and a systematic approach visibly improved not only the services but also sales revenue for GCL.
Successful customer interaction opens up additional sources of business and at the same time
improves customer satisfaction ratings. Every parameter for the services business of GCL was in
growth mode.

The story also discusses the weaker areas of GCL. With declining customer orders of a particular
product, GCL’s failure to deal with the production-related issues in their factory is highlighted.
Besides, the truth that most corporates experience but refuse to accept is that sometimes tactics are
treated as a strategy. The long-term goals and vision take the back seat, and trivial issues like cost

3
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NSHM School of Business and Management is publishing NSHM Journal of Management

Rescarch and Applications (NJMRA). The objective of NIMRA is to present current resear h and
< in the field of management in a lucid format accessible to both the academia and industry. The

ide

journal 18 also expected to act as st practices

a platform for industry professionals to share their be

al rescarch-based papers, articles, book reviews and management cases on
topics of current concern in the areas of management, development economics and related social
_<c¥cn¢¢s. It looks for conceptually sound and methodologically robust articles that harness and
extend knowledge in all domains of management through empirical work or by building on existing
concepts, and draws out the implication of the research for practitioners.The section on practices on
the other hand is expected to extend the knowledge of the academic researchers in this discipline.
Consequently, we expect the articles to have the potential to advance both management theory and
practice through the bilateral exchange and synthesis of ideas and information.

NJMRA invites origin

Frequency
The journal will be published twice a year in the months of June and December.

Content Mix
In view of the broad spectrum of readership, NJMRA invites contributions to any of the various

sections of the journal:

Research Papers, Conceptual Empirical Practice, Perspectives, Book Reviews, Case Studies.
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Review Process
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edited to suit the Journal's format. The Editorial Board of NJMRA reserves the right to shortlist a
paper/artic]e for a particular section of the Journal depending on its suitability. Wherever possible,
reviewer's feedback will be provided.
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United States Agency for International Development (USAID), (2008): Private Health Insurance
in India promise & Reality.

world Bank Report (1994): Averting Old Age Crisis
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If the market exists it would help the victims to get assured good quality treatment at low cost
through either risk-pooling (Arrow, 1963) or income-pooling (Nyman,2003).

One unique thing of private health insurance (PHI) in Canada is the coverage of prescription drugs
outside of hospitals that is not provided by public coverage (Glied, 2001; Colombo and Tapay,
2004).

This regulation needed well defined and informative materials regarding the future prospect of the
insurance products at the time of sale, claims procedure, proper functioning of policy holders
services and so on (USAID, 2008).

7 In case of more than two authors only the first author surname must appear followed by et al as
shown below:

This indicates the presence of substitution relation in richer countries between private and public
provisioning of healthcare related services; if quality of public service is not up to the markrelative-
ly more affluent people may opt out (Sekhri etal. 2005).
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