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2.3.1 - Student centric methods, such as experiential learning, 

participative learning and problem-solving methodologies are 

used for enhancing learning experiences.

http://www.yes.edu.in/
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Repnrl on

"Rurul Weekty Murket Visit ur Medho,,

Date - 27.06.2022

f lntrorluction:

InstitLttc orgattizeci ottc ciay visit to Mcdha to MIIA seconcl )ear stLrdcnts. It lvas conclLlcted on
l0/06/1012' Monda-r'*'ccl<lY baz'attr clar.'l'hcrc arc l4 sludcnts pafiicipatcd in visit on Moncia,v ancj rest
of stucie rrts visitt-'cl otl thcir o\\'lt .s pcr cr.v'crricrcc. 'l'lrc 

ainr of'this progr.arr to a\\,ar.c stLrcjcrts abor,rt
rltral llarket' rural colrsLllllcr bchavior. ancj rural rlarlie'lirg activities arcl urdcrstancl the rural
rrarketillg strategl., of'p|ocluct. pricing. pacl.auinpr prornotiorr rpi.r. Iloth girl stLrdent anci bo,v, sluclents
activel'l participated atlcl interacteci with the consurrer anrj seilers.'l'his visit unclefiaken on guidance ol
lacultr, coorclinator Dr. R.R.(.havan. a nrarketing tcacher.

,\ ctivitv:

Dr'R R'chavan delive.ed orientatiorl to the studcrls bctbrc thc visit. Afier that stucJcnts fb*ecl thc.ir,1
grollps and surve-ved the market' Str-rdcnt spent 2 hours in thc rnarket to observe the consurner behavior.
trrarketing activities' alrcl services availatrlc- i, lvecklv bazaar, T'hey also intcractecl 

'vith 
consurrcr and

scllers Also observcci thc't'pc of'prodLlcts availablc i, thc rnarkct. AIso sccn proclLrct pricing.| -_ -'pacliaging ancl pronrtltion straleg). 'l irc-t" enclLri.c aboLrt lh.nr irrpLrt to fann oLrt[]Llt a,r.l othc,l ,,.n-,,. 
1tlarkcting trallsacti.tl l'his wal this visit beco,cs r\'ortl'r to str-rdy t. thc str-rcicrts ard to i,au".rprrrr. 
]

ot'rr-tral nrarkel throLrgh llclcl visit. i

I

-l

L

Summary:

i
'l'his 

Field visit was organized by []acLrltl'of MBA. visit rvas execLrtccl as pcr schedLrlcd tirre nn rt ,r, ]

on ?()ll' Irna JA11 [\- r) r) -r-,on 20'r''lLrne 2022' t)r' R'R'chavan and Mr. M.V. Lanclge wcre accornparriecl r.vilh stLrclcnts i

' '|\''I\.\,dvd, drlu rvlf. rvr.v. l,andge wcre accornparriecl r.vilrr stLrcrcpts ip a visir i

llead o1'thc depa(nlent Shri R D Moltitc pc'rnrittc.d to organize the visit. Institute Vehiclc .r, ,"",,rn,. ]

to take the studenl to thr'Mr'dha. l-lris war stucjent obtained tlrc oppcrrturrit-v to do t'ielcl visit arrcl 
";:,; 

1

lrclp thcrn to corrplcte thei'practicar oIs,r,ilabLrs. r\rso ask stLrircrts to gi vc. rlecdback ol'vivrsrt anci subnril
their report 'fhe 

rc-sults o1- lbedback attachcd hcrcivith. Rcsr,rrt or visit rcveals that overall visit was

Y ash oda S h il< slt an prasarr k \,1a nda I 

.s

YASII()DA I'F]CIINICAI, CAM I'T-JS, SATARA

F'aculty of MBA

productive and all have en.ioyed and Iiked



Event Moments:

l''' I , ":
...;t"E \



b

\-

ffim



qslel fSH

:j- _"

i
a;

&Wf ffim?iffim$ms ffifdTH-€$". 
I
!

-: Etffi ffi#Tuffi *rd '*

A.,rj "*S\,n^*., 
rF.qlnne-t.

- cl'Isfuqr€T >' !1i:-- " **' ftTfffi s{W' qHT 

'/ 
arFryiaT #rr"*iprrnw* H'{iffi

F$qffiIe q6ffilelTfr'7sqr ffiffi a{Tqwqrf,T' anrt, runt qro$ ffiml.&

ga'l'w xn*f

-. 1 r .fc.tlrr,
=d\c\ r r-L- YY.:

}-*qd)

,Le.,lo.6 lz_c22-. iL "E,AA,

ffiiffi Za, lc 6 I 2-o2-P- -

q,A4T*,

ffrq-frT fteqrq-

Ol tar' '), r1-'4r1\r'" % 4k G A:--
Elq?fl€Erq -T- 

-_---".==:=--

=A: -e:-ry 5.!- Hy'nr ,;, r1,ia ri 
( j4 0?A3

afff,q g?fm QIE'T r' r '-

Effid'etu.*. 
64s'5 sffift,r#; gffiYLqq*rfr'-ft' 63 ---

w-qs qruuft ciC erq"r+fi@T q &qq ffi w'vx duqt(r aT,qT.



. ';,--)a:,, ,

i;i' '),

I 
.,. ':'

\N,N
Jr: I
i*-\i
\:,:,,.+.

.r' :i: h rrr_iii !lli il, iil r ar r

.,',",, I.-,i:11,.,,, i.r,ro"lip-lr{ .{ {, e^.i;r_;;, 1, ;r,.... 5i \a\-. 
"i"

i:)r'iisarak f,lurda l's

{,l,er I\{ $} E"l $, $iA'$"A EAA

$g"i\,,FffiAfl, *,es:ts ig,v

Date:-2O 6 yoz-2_
\:1::i ,:,i Er eitt: |f, U* *! kS e g\.\,
,i..-1 /1 ,1lic: > \"\Z -f o u_ r,.:

I

n\\"4 \ri*i .l- eI nqedkl,

t4
L)-,

I a,.

Studcnt Attendance

Student Narne
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Name

YSFM

REPORT OF INDUSTRIAL VISIT

Name of the lndustry and

address of plant visited

Maharashtra Scooters Ltd,,

Old M.l.D.C.Satara

Cell.:-9860569035

Factory ln charge

Name of faculty organizing visit

Prof. M V. Landage, prof p.R.patil

Class:- MBA-I & il Date:-1 611212022

Subject:- lndian Ethos and Management

Duration of visit 10 00 am to 1 00 pm

Qty_{qnls present 56

-.1

l

Name of faculty 1.Prof. M.V. Landage

2. Prof. P. R.Patitaccompanying

Purpose of visit: - 1) To Understand Levels of

2) To study the functions of a manager

4)To study roles and responsibilities of various managers

Observation made during the visit:_

students obtained detailed knowledge about various levers of management.

Students observed the functions of various departments

Practical analysis of various roles and responsibilities of managers was conoucteJ
Thorough industrial visit leads the students to observe practically how lndian Eth;; managerial

Outcome of the visit:-

lly9lffg=y:f about functions ,qpf? and responsibirfties or Manaseriat Levet

boutfrodu.t 
"n 

ii^r.;;, iln;run nlrorrce Department.t-...'-

st'duntri!.tfgrt(ircknowredged about rorer or runuf er in rndustry.
Feedback from lndustry(please tick V )

1)Student interest & Curiosity :_ Excellent/ Good/ Satisfactory/

l

1

l

YASI-IODA SHIKSI IAN PRASARAK MANDAI,'S

YASHCDA TF,CFINICAI, C-AMPUS, SATARA
FACULTY OF MBA

1)Students Behavior:- Excellent / Good / Satisfactory/ poor

Poor



Name of official with

Designation

Signaiure o@

Documents to be attached: (Hardcopj

Correspondance with lndustry

Attendance sheet of students

Signature of HOD

Original copy :- ln department file

Photocopy :_ teAC celt

Mr. T. D.pawar

Cell.:-9860S69635

Datei16t12t2O22
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FACULTY OF MBA
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lHffi;; i. ini"oii universitv' *o't*

P.-r R:b Mohite

HOD-MBA

Prof. blIharath Sagare
Drt"t 15.12'2022

e

t"""',"i,t"''lit;; wa -za

To,

The CEO'

Maharashtra Scooters Limited'

Old MIDC, Satara' Maharashtra

Subiect: Seeking permission to visit your esteemed organization'

ResPected Sir/Madam'

The ySpM,s yashoda Technicar campus, providing 
post graduate Management 

Programme 
(MBA)

since 2011.The lnstitute offers curricurum of shivaji university' Kolhapur' ln view to impart practical

knowledgeofManagementintostudents,wewishtovisityourorganization.

There would be nearry 4s visitors, incruding 01 Faculty members The purpose of this visit is to

understand the revers of management rn your organization and lndian Ethos in Managerial Practices'

we intend to take a round of the entire industry and show the tasks handled in different departments

to our students'

Kindly grant us permission for the industrial visit

look foward to a positive reply from your side'

Thanking You'

and make necessary arrangements for the same' We

ff;i',?;;r
sS ely,

ts

U,tLcs)
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ffin Prasarak Mandal's

Yashoda Technical GamPus' Satara

FACULTY OF MBA

MBA-I ond ll

Doy: FtrdoY

Acodemic Yeor 2022 23

Time l0.00 om
Dote: ) 6l)212022

Crgonizcrtion: Mohoroshiro Scooters Ltd' Sotoro

purpose:To understond ihe revers of monogernent ond opplicotion of lndion

Ethos in ir/onogeriol Proctices

Sludent Nome Signoture

1 
f'lgAil 
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: Jsnodo Shikshon Prosorok Mondol's

YASHoDA TE;nNrCAr cAMPus' SATARA 
^rnnce*

FACULTY OF MBAfAUULrr v'r ' ,.162_211238139140

*i-;, Woclhe, Sotorq" T."1"-l:l; ?1^^^^^ 
'ic@ves.€Hl;#: *l:f, :": ; ; .ry^*: : :: r,:cll: BY: I",*';5

APProved bY AICTE- New

rJ.lll, Lr I rvrr I ""- 
r.rn-trO (DTE, MumbOl)

Delhi, Govt. of Moho

lYi,*;i;]o inivoli Universitv' Kolhopur'

/ Prof-R. D. Mohite

H.O.D., M.B.A.rafi Sagare

Dale:1611212022

To,

The CEO,

e Maharashtra Scooters Limited'

Old MIDC' Satara' Maharashtra

Subject: Thank you for letting us to visit your organization'

ResPected Sir/Madam'

on beharf of the students, teachers, parents and administrators of yspMs Yashoda Technical campus'

satara, we wish to thank you for taking the time to make our study visit productive held on 16t1212022'

we hope that you enloyed your time with us. your experience moved and empowered our students'

,,] our students being budding managers need your support, we hope the simirar kind of cooperation in

coming future'

Thank you again for sharing your valuable time with us'

Mlil' , -t/

Yours SincerelY,
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YSPM

)t
REPORT OF INDUSTRIAL VISIT

Date:-16/1212022

Subject:- operations waE99I9$ sEEgE:

200PMto500PM

4)To study various modern technologies used in manufacturing

Observation made during the visit:-

Under the valuable guidance of Mr' Tushar Shinde students practically acknowledged with various

management

Students were informed'about pay for performance plans imPlemented in t gtr19utll

Students were informed about various motivational criteiions implemented in the industry'

Outcome of the visit:-

ffitailedknowled9eaboutfunctionsof'Production,HumanResourceand

Finance dePartment in industry 

- 

. -

\?

- -'=v

YASHODA SHIKSI-IAN PRASARAK MANDAI"S

YASHODATTcUxICALCAMPUS,SATARA
FACULTY OF MBA

Name of the lndustry and

address of Plant visited

Nq:'Igglggq-?!' " !9 li! it

Prof. M.V' Landage

Prof.P.R.Patil

Class:- MBA- I and ll
Spark Engineering Pvt.Ltd'

M.l.D.C.,Satara

Officer contacted for permission of the visit

Mr. Tushar Shinde I Duration of visit

ffi ]Nr*"of facurtv i 
r eror. M.V, Landage

accompanYing j 2Prof'PR'Patil

3)To study various factors considered for product developmenl

students obtained practicar knowredge about various production methods applied in industry'

Str rcients oractically obtained knowledge about concept of-productivity



I Signature:-
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YASHODA TECHNICAL CAMPUS, SATARA

FACULTY OF MBA NAAC B.}

NH-4, Wodhe, Sotoro., Contoct No;+91 9623285825

Website- www.yes.edu.in. Emoil-mbohod-ytc@yes.edu.in

Approved by AICTE- New Delhi, Govt. of Mohorosh'lrc (DTE, Mumboi)

Affilioted to Shivoji University, Kolhopur

Prof. Dasharath Sagare

Founder-President

Prof. R. D. Mohite

HOD-MBA

Ref. No. - YSPM/YTC/ADM t N/|ry 
1 

n022-23 Date: 15.12.2022

To,

The Director,

Spark Engineering Pvt. Ltd.,

M IDC Satara, Maharashtra

Subject: Seeking permission to visit your esteemed organization.

Respected Sir/Madam,

The YSPM's Yashoda Technical Campus, providing Post graduate Management Programme (MBA)

since 2011.The lnstitute offers curriculum of Shivaji University, Kolhapur. ln view to impart practical

knowledge of Management into students, we wish to visit your organization.

There would be nearly 45 visitors, including 01 Faculty members. The purpose of this visit is to

- understand the levels of management in your organization and lndian Ethos tn Managerial Practices

v 
We intend to take a round of the entire industry and show the tasks handled in different departments

to our students.

Kindly grant us permisslon for the industrial visit and make necessary arrangements for the same. We

look foruvard to a positive reply from your side.

Thanking You,

1? 6( o'?-^l 1911

StjnJc{Lr-r\n.n- Yaeh*da



MBA-I ond ll

Doy: Fridoy

Yashoda Shikshan Prasarak Mandal's

Yashoda Technical Campus, Satara
FACULTY OF MBA

lndustrial Visit Attendance Sheet

Acodemic Yeor 2022-23

Time 12.30 pm

g.slo"m:-

@a*^*,(-
4fre-

Dote: 1611212022

Crgonizotion: Spork Engineering Pvt. Ltd, Sotoro

Purpose: To understond the levels of monogement ond opplicotion of lndion

Ethos in Monogeriol Proctices

Student Nome
Signcture

MBN :L

hBA A
113r r

Reuon MBR A
nsA-1

-mBAiS
So nt'', La V 15)a,*,qn olh PnBn-Ir 

i
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Yoshodo Shikshon Prosorok Monclol's

YASHODA TECHNICAL CAMPUS, SATARA NAACB+

FACULTY OF MBA
NH-4, Wodhe, Sotoro., Tele Fqx- 02162'271238139140

Website- WWw.yeS.e<Ju.in, Emoil-mbohod-ytc@yes.edu.in
ApprovedbyAICTE_NewDelhi,Govt.ofMohoroshtro(DTE,Mumboi)

Affilioted to Shivoji University, Kolhopur'

Prof. Dasharath Sagare

Founder, President

Prof. R. D. Mohite

HOD, MBA

Ref . No. - YSP M^/TC/ADM I N/ ffi I 12022-23 Date: 1611212022

To,

The Director,

Spark Engineering Pvt, Ltd.,

M IDC Satara, Maharashtra

Subject: Thank you for letting us to visit your organization.

Respected Sir/Madam,

on behalf of the students, teachers, parents and administrators of YSPMs Yashoda Technical campus,

Satara, we wish to thank you for taking the time to make our study visit productive held on 16/1212022'

we hope that you enjoyed your time with us. Your experience moved and empowered our students'

our students being budding managers need your support, we hope the similar kind of cooperation in

coming future.

Thank you again for sharing your valuable time with us'

1le ( CI L\ 1s-Y
ours SincerelY,

\

)M*at *arr:P*a
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REPORT OF INDUSTRIAL TRAINING

Human Resource Development

Operations Management Strategies
lT Governance and Strategies

_rJuration 
of 

_ | t0 00 am to 4 00 pm_ 
/

Qtqqlgltgpresenr iG;;;;a tr- --55 j

- I .prof. M.V. rrnJrf 
___ _-_*l

accompanying 
| 
2. prot.tDR).S.A.Bhosale

3) To study the inventory ptannrng

4)To Know motivationattechniques 
rno ,,;il", * productivity

Ilr:lgtl1t'u9sy Governanc" uro rilr,ry

Students obtained d"
JIT and VED analysis, Control over I nventories

S h ri.Ayyaj Vf rir*ur. il*rpf 
"ln"J

< _ 
, at ucrrnpanytng 

i2. 
prot.(DR).S.A.Bhosale 

I

Itg":lq:l ro'oo*r,s of pav rtrr"trr"ifor different jro. 

- 'vrqrs 

;?=++ 
tt u ruv ro' pu'r.rrn." pl?n

YASHCDA SI JIKSHAN PRASARAK MANDAT_YASHODA 
T^..,Jysi[ cnMPus, sA.fARA
FACULTY OF MBA

Name of the lndustry and

address of plant visited
Cummins (tndia) Ltd. (ptant,*)

M.l.D.C.,phattan

Officer contacted for -----------
permission of the visit

Shri.Chandan Kanse

Cell No.:-B30BB464Bs

Shri. Chandan Kanse

Human Resource Manager

While discussion with system .amirstrati;
in details ahnr,+



lT infrastructure ,computer network and databast

Outcome of the Training:

Students in multinational organization obtainerl c

Students practically introduced with computerize

lT Governance and Strategies

Feedback from lndustry(Please tick J )

1)Student interest & Curiosity :-

1)Students Behavior:- Excellent /

I19-rrqt

Good / I

{ glr,lqyq: 19 fll!9vets 9l 9mqlovees

99'9q rryyrtglgeSlgrt 5 s t91ml1ology

C numerical system under the Subject of

,_,oq"gl-qq] lorYi Poor

iatisfactclry/ Poor
-T ---

lan Kanse I

t_
i308846485 I Signature:-

I

Name of officialwith

Designation

Shri .Chanr

Cell No,:-f

Signature of organizi ng

teacher

I 
sion"tu,^" ot n

I

DaIe-2311212022

x

Documents to be attached:

Correspondance with lt

Attendance sheet of st

(Hardcopy)
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YASHODA SHIKSHAN PRASAIIAK MAN DAL'S

YASHODA TECFINICAL CAMPUS, SA'TARA
FACUI, [Y OF MBAYSPM

REPORT OF INDUSTRIAL VIS!T

Cummins (lndia) Ltd. (plant No.2)

M. t.D.C.,phattan

Name of faculty organizing visit

Prof. M.V. Landage, prof.(DR).S.A.Bhosate

Class:- MBA-I & ll Datei23l1212022

- Compensation Management,

Human Resource Development

Operations Management Strategies

lT Governance and Strategies

Selective inventory Control Techniques

10.00 am to 4.00 pm

I 1.Prof. tt/.v

5q

Landage

S.A.Bhosale

Name of the lndustry and

address of plant visited

-.t

V.

v

Shri. Chandan Kanse Duration of visit

Sludqnts p-ryle1l

Name of faculty

accompanying

Human Resource Manager 
I

Designation
2. Prof.(DR)

Purpose of visit: - 1) To study components of pay structure for different jobs

2) To study the pay for performance plan

1 Q To study the inventory planning

I 4)To Know motivational techniques and its impact on productivity

5)To study lT strategy Governance and security

6)To study the lr infrastructure ,computer network and database

Observation made during the visit:-

i Students practically obtained knowledge about Production-planning-control procedures

Students during lnteractive session with HR manager motivational techniquer f"r;r;;;;
tudents practically visited to shop floor and observed the various cost control techniques and

procuders.

students obtained detailed knowledge about KANBAN, JIT and VED analysis, contror over lnventories,
I

I

l

Officer contacted for permission of the visit

Shri.Chandan Kanse''l

r, CellNo.:-830884648s

while discussion with system administration shri.Ayyaj Mulawar he explained in details about



€

lr infrastructure ,computer network rnd dotrb*-.------.-.------

students were awar 
===*--

_:_ __*_ ___ __ -_9lto_ur various ;d;;t".h;
Pqryryqr,r,p,rlsa@#;, rovees

/ stro"ni. p*.t ;ru introdrrcerj -* ^^*^..,-,. 
---.- '*l"dg" ,bort s", t"rri*Ld

lT Governance and Strategies

ll_!ltt[gl$ & curiosity 
:- F-=EU sg$"ti.ru"tor-yr poor.1)Students Behavior:- Excellent / Good / Satisfactory/ poor

Name of official with Shri .Chandan Kanse

Cell No.:-830884648sDesignation
Signature:-

Record:-

Original copy :- ln department file
Photocopy:- leAC ceil

Documents to be attacheO: lffarOcopg
Correspondance with I ndustry

Attendance sheet of students

Signature of organizing

teacher Date:-23t12t2022 Signature of

Outcome of the visit:_



tn
z
lil ,t-

ffi#$
%Mw#
%
#@wffi
@ffi
Mffi
@
k

ft
fq
ffi
rs

fl?
fi
I*
&

*#
,m
F"

q!
CJ
(,
ffi

&

kW
wl$
ffip
%
tu
%M
M
W
&

&
TJJ

#v&
4
qry
N
ffi

&

€M
ffi

s
H
€
@

d
%
*d

&ffi€MrB &W\#w
" %

€ffiu&
2,ffi+wr*UK
H&*
o%gffi
*ffi
>- e&

f,-M1



ffi
#?
ffi
ffi

ffidg

ffi
q&d

#
ffi

@U

effi
&UE

@d
Fhw

*@E

+q$
r*&

ffi*
tu
#*&-

Wry
affi

w
ku*
&.w&

bt
-&*;

a&
#
t,
q
*

*q

LJ

*
e*

f3
H*

tE
,dtqhtr

@d
#rw
ffi
flr
*Effii

#wFMc
0w

ffi
*#ffi#
offi

&k
+#
@
k*
ffi
s#
#;
@t#
4d
q,J

fffi

tr*
,kg

{*
F*
u#
ffir
Mdf,

fu*
e!*

ffi
dffi
&M

f1kf
t&
&d
&
eqJ

b
ow
i&'#

ffi
ry
*+qq

ffi
p
k

$ffiu

trtutrk

ffi
@dtr

#%
i.eE

k
tu
ffiM

@
CM
effi
.&L
&!J1ry

b
#en
fue

MW

U

&ffi

**
f**k
ffi
t tdF

\tE6

e*
&

%* e#
ffi thr-

M{tr
0;a G@

k {s'd

ffitr
f h f*
k#'&

ffikf# tr#
&t&

E* @ed *J
f* d&kcF
& &{u e*

&.$ ffi,\ w
1*' fb
1rcW
&-.
&6arw f{t
ffiwe*fu
!f,efik* -1

ffi#
h' {*}
ffi
\# ffiC
f"m &-
w#M

-s1 (ffi
;e% ffi
ffii -qwq**J &*#w

!&qB &r
-*@(t* 

xtu-ffi
&d@
#A&#J #

ilrom4ffi r
5ffiffi
(ryw Gi{sC

Mh
ffiffi
6mJ

!&d, u&c#

effi dfl

ffiffi*
"e*
e&n* E&s{
" r&6*

#p-
Hffi1@ed *J*6.-* #{#ffi

#
k
6qt

*,F
s&.d

dL
fu,J
eea,

#
k

#
dftw|f, f*
-eGhffi
3qd? d&&gilryE M&*tu

%"s*
ffi{J

nffiraft &*
d"5 ffi
ffituGtu
Fttr k.rud &*
ffiffi
ffihffiqFr
#u effi
i-*- ffir
ffiW

&* fB
@

*%kw&
d * *s[eqB# e#

tee
ffi$;
#ffi srtrFt

x6eru ,ryc
+*H, ttoP

q- e_&
ffingre mSq# wd
q} dpmG

&*#
*#u

d#S

ffiw
I ffiqe

tr** -J&r
ffi

re
Ws

ffi
@

%
k
ff
ffi
$ewd
@

ffiBw
*
M

ffi
gd#
wffirffi

g
ffi
sry
$$tu&e
,ls&

&#

ffi
ffi
.*hu.

ry

ffi
ffid
%
ffi
ffiM

.J



Y,4):it

. ili

Kili
i$* .

4'
:,t

,

. l: i::i:ri: ' -l l lj

1 r..1., 
;-,,, 

ti-i.r,11,.y,,,

\
.:ri}ia ,r ,

,i\
.t ;1. ,l,\5

,i
ri.lr:rll:
:alt''l': !

:. /,/
lt,

ir
j

li



t
:
q
(

IE

s.e
\t

J u
ap

1

\

A

d

x
l(J-
s_l{'

IB

fur

Id
H

I

@ [\

0)
L

(!
C
.s)
a

q
$jl
t9t-
IE d

$
ttsl

tN

c0

sd
id

d 9l
,al
a

@

{
1
\:
o(
d

o
)L,^

o
+

\-v

=
cn

)

m
<
co

=
c0

=
coe

co
e
c0

=
co
z

=
co

Z
c0

;
c0

=
cc

e
c0

=
<
c0

;
co

=
c0

=
co

;
c0

e
c0

=
c0

=
c0u)

a
o
C)

L
0)
E
O
G
o
F-

L
0)
.C
o
o
o)
F

co
;
c0

Z
co co

@
f'-
N

(o
3
@
N
O)

O)
Na
r--
N
(o
O)
F--
|r)

co
(o
o)
f--
f'-

O)
O
cr)
O)

O
N
O)

f.-
N
@

o
f''

o)
O)

N
@
O

f--
lr)
o)

(o
cO
O
lr)
l.r)
f--
(o
f*.
O)

cr)
l--

N
f.-
O

O)(o
00

N
o)
N
f.-
cOo
@
f--
Cq
6

O')
co
O
O)

La)
o)
f-
tr)

(p
tr)

O
O)oat-
f-
f..*

tr)
lf)

O
o)oo
f.-
f.-
F.

N
t--
@
@
t-
O

lco

l-

o)

$(o
$
cr)
tr)
N
ca
O)

l--

$
Lr)
(o
F-
@
c.)
F.-

Lf)

(o
$t
@
|r)
o
t-

@
lr)
@

(o

tr)
t-o
O)

r'-s
f--
O)
tr)
cr)
O)
$
N
t-

J
g
o

=a
2

L

0)
-o
E
lz
0)

b

Oo
(o
N
(a
N
rO

lco

l-

f.-
co
tr)
(o
F-
@
$
co
@

O
F
OJ
O)
$

l(o
lcoloIro
l6)

r--
(o

O
()
c.)
@
O
f.-

o)
@
F--

(q

o)l

|r)
OJ
f--
N
N
Ns
O
d
O)

=lrl
Lol

:
tr)
O)

$
CO

N
F
O
cr)
t()
@

r.*a
tr)
t
tr)
N
ca
@
t*
O)

$
N
(o

o)
C?
O
tr)
o)

co
O
N
(o
s
o)
(o
@
@
O

=

)

IE

lE
il6

i\E

*\i

E
c
c

E
c

G
c
c
C
c

u

a

=rTal I

ol I

El I

6ll
>l
>l
ol
ll
FI
Alarl (,)

<'l Eol9
=l 

&

tl -e

T
(

:ll

ill
rll
)l I

,{l
\t

u
01

:l
-l

I
f,i
si
'nl

ltl
l?l
l;l
l:l

;l el
Eil a>l =
el 5
_o: I -E:l I
-! 

I o
Eil t

E
c
C

=(I
E

C

C
c
a
C

Jr\l

ilE\'

lEl

ilEl
Dl o)

ile
>lo)lt
.llN
:lE
0lN
)lEul(oalv
*lo

3l 'P

ol o

tEl I

dg\:l
BIEIg

fl*lE
vl.Cl(,)

EIHIM

El L
Hl l!
el lE
;l=lE
Elsla

EISIF
3lG)l r

E\e\J
E
lrl

L

.C
a.F
Na
E

_c
c
c.
q
t
=0
C

f
L

(!
j,6
(!
d
c
c
T
(I

-c
C

0)
c
(!
a
c0

o
c0

,
c
s
G

q

I'

l(
$

n
.C:
z

(1

J-(
c

,9

o
.C
a
il

c
G

(I
.c
:c
(I

C
a
o
i<
(s
t
o-
o
.C

C
o
.s
E
.4
z
e
(\
'c
(\

v

,g

.E

G
c(
L

o

:=
N

-o
E

(f.

n
t
0
c

U

'=
-c.
o
"Ca
L
a
Gg

L
(\
s
I

C
o
)l
G
L
E
C
(!
_c
O

_c
0)
C
a
C
L
(I
.c
v

.q
c
o
a
z
(r.
jl
(

(\

E
o

f
o
.C
,a
C
a

0
c

o
(!

(!
(!
O
(g
c
a

=E
c
(n
(
(\
I
T
c
0

=C
.C
.9

o
J'
o
-ca
0,

G

(g
L

!
C
o'd
t_
z
.C,
o(.
0)
C
N

h

=o
IL

o
E
6
z

=LL

o
(!
U)

.C,
o

c.

c

0)
o
$
E-(!
J
\

I

C

=G
!

o
c

.v
o
.s
o
.v
c)
.C
.9
.C
-o

0l

U.

c
.c
d

o.

=$L
L
c
o

!
g

q

U

c
t
d

'd
C
N

o
C
(!
L

0)
L

L
c

U
c
E
d

C
o
E
$
C
o

=
N

(l
o
c
(I

fi
s
C

o')c
o
!

.q.
o
d

=.c
E(!

0i
c
(I

:
s

C
o
Ex
J

oo
=t
0)

o
.C
o

E
(g
c
$

=.Ca

(!
=)z
c
G
U.

=.:

:t
cl(le

=l{El=7la<l(r
olc
Gl(
Bl;
tll
(sl(I
olc

J:
a-E
G
a
C
(E

E
o
-
G
T
c
=fl(

a N fl) Lc) t- @ o)
N N

N(\ N
{
N

LO
N

(o
N

It*
C!

@
N

oz
a

N $ rO (o N CD

NI
c.t Iot
o{
N

..F

-rR
d

FF
tg -rfsac
;Z
i_Ez
3:
6
.g(ct t
l-L

t

ot
Fi
GI:
Eo:
!t
a"(0t

_.!JE

o-
a



l.-
@
@
N
@
CJ
N
C)
f\

=
m

c0

c0

@
@
@-t
@
@
Ct)
!

N-

v
v
N
O
@

N
\J-

O)
@

N

N
N
N

CO
\i'
O
N
l.-
O(o
rr)

5r

(o
tr)()
(o
Ov
@q)
N
@l

cf)
ct)
@
N
N
v
N
cY)

O)

v
@

LO

@

N
@
f!

O
o)
cO
cr)

C)
@v
N

O)

N
N(o
N
O)
O
cD
o)l

CD

O
ro
o
tr)
@

(o
(o
o)
C).i-
(o
N
(o
N
Ct)

N
N(o
()
(r)
\t
lr)
O
@l

@
N
LO

O
O)
ro
N
N
N

O)
cr)
O)

\f,

c/)
(o
N
c')

ro

o
l.r)

N
LO
C)
Nl

lo
N
l.r)
v
Nv
tr)
v
tr)
o)l

N

v
@
c')
@
@
@
@

o)
N
N
cf)
N
N
c)
N
c.)
o)i

f'..
(o
LO
\i-
N
o)
C)
oc
co
@

cr)
o)
cr)

@
Ct)v
i-
Nr

N
(o
Ov
N
a)
N
o
a)
O')

l.r)
O
O
O)

O
@
Ol
co/

v
|r)
C>

@
O)
|r)
co
O)

O
t\

(r)

O
o)

o
N
Ct)
O
N
N
O

(o

@
ro
N
N

cY)
N

O)
ro
o)
o)
LO
cc
(r')

/5
I

lCI-
IC
IL

IGJ
lcn
rPi
NlolEI

-sl
rQ/
sl

Ei

O
o)o
l-
O)

N
8i

lr
IL

/:
l(D
l-
t-
It)
IO
lo)

O]
Ni
il
LI
ftl>t
pi
0Jl
CI
ol
CI
o-l
(Ui
al

IEipt:
I-tcl

CD

o
Nrc)l
-c- I

crt I

-lYl
ol
EI
ml
c-l

IE
lo
IO
lo
IElc)
rQ)

o
l/
ol
rJI
gI
cl
sl

r<= Iclol

IE
l^r-
I-| .-lo
IE
lo)
rGl

@

5l(ol
s,l>l
EI
.l
LI
ml
-:< I-l

I5
IO
I

lm
le
lo)
lo
t^\l
lol
OI
BI
8l
==lLI
!t
tt
ol
€lpl
tnl

IElo
t:

o
E

TU

18)

51
ol.- Iclal
il
-.l

8l

I.
ILlo
l:
lCI
IElo)
IGJ
O]

E/

s/
al

IE
IR
IY

lE

9,
ol
ol
orl
ol
EI
o-l
c0 I

F/
r-l

ls
l(J

la-
Itr
rE;
o(ol

s/

H/
o-lrl
3t

IElo
l()
l;
ls
'@
O
NI
o_l
slo,
BI
3l
EI
-=l

ls
l8
t--

/g
l€)(ol
ol
slpl
g/

."3/xl
F/

IE
i:
IG
l5
/9i
rs/

€i
co Jt
EI
cl
3l
E'

-tzll
Ei-o,,

IE
lo
lo
I

l(U
ICl5
lc)
lo

LIol

'E/*t
o*l
NI
ol

.]<l
cl
rUl

tolmlo)
io
IL
lo
l-tzr

i/p/
lst
/E/

/r/rpl
rol

,F/j
-l 

(

6liut it:
<ti7

ltE
:lol:| .-
.l cu

IE
/6
i3r
ls/
'ol
5l
ol
c,
o-l
dl
ilat

/5
lr=

/s,
'€J
O
R/
olclcl
(U,

.'I
cJ
_ql
:lql
>l

i5
IEls
IC'

Q)

F/

H/

IE
ISt-'t-

o
Eo

G)

tr/
=l
*d/
>l
-t
L'

IE
ls
/e
ior
a)
olpl

n/ol
!l

rl
cl

ICt!
lo
l:
icu
IE
lor
I a8)
Itr
lF-l
Ir.*I
l;lctYl
cl
:l
EI
.'I
cl
EI
cl_at

/oE
lo
/Elo)
I (B)

l5Irr)l
lc":l

RI
cl
cul
al
ol
EI
-clal
-Yl
oi

IEloIO
t-.| .*
lo
,E
l6):
+lrol
'=l
!I

el
rol
at
ol
olcl
al

loE
lqt.-

(U

E
O)

G)
Ji
ol
6l
6l
:-l
EI

/s/ -

rpl Eottrolo')
5l@

E/r/

s/e/

IEloI (.)

l-
/E
I6i
l\tl
NI
OI
el
DI

s'/

=t
pt
E-l

/5
l--
IE
lot
IEJ

lnr
>i

#/-l
ol
5t
-Yi
FI
-.1

lc
l3IL
lf
la
lcu

.olal
pl
sl
cui

.tlzl

Iq'

l#
3
.c
a

'-l

Yi
arf
cui>,
tulzl

te
l;.-

00

>l
5l
s.l
(Ul

-lz I

zl

IE
lo
lc
l>
€

<l
dl
I)l
ol
oJ
2l

IA
l(I,
l-
IL(Ul
cipi
al
orl
olol
-:< I

2l

t-Y
lo

i$
t-
lb

OJ

,5
c
utl

dl
E-l
rLl

lc
ICU

IF
o
.r
(U

culal
*._l

e/

IEtc0
C

g

!l
(U I

il
fI

lo
la

/f
=tr
s/

$/

IC
,n
CU
L

L

N
B
o
o-I

t>la
IE
IE
l*" 

/'- |

cl

E/

H/
o_1,

t:
lL

ls
l(U
lcu
,m
l-
l-sj
o-/
EIel

+Jl
ot
EI
(Ul

o'l

let:-l>

I*ej
€t

*E/r]l
Gl
-cl
o-l

l3t--,>
l*

-:<
C
G

o_l
OIvl
(Ul
cl
o-I

t!
la
lp
ls| .-.
rE

'f

al
!rl
LI

cul
:'l
ol
fl

li<
l-Y

/it-
lf

;
oipl
LI
al

-=/
-clal

tc0
IL
IE
lq'
t!
lo
IC

le-
clpl
ol
CJ
trl
6tal
ol
ru.- Itl

IE
IOItr
rp

o-
J;
-ll

xl
fl
olul

IE
lh
t!
lco
l,r

*=
C
o/
ol
ol
ol
olal

ILlo
lg
tl
l-v
lE
lci(Ulz
lr
loll€l
rlal
el
vl
cl
fl
cul(Dlt

t:=
I cu'

l=
t!Ia
l,ui
EI
!l
al

JI
<l
al
slolal

,t c
IE
lclo
la
t-c

a
.Y
Gtol
o*l
olc,
ol

lo
lcu
IL
l-Y

ls
l>
l;
lollY,

5lrlul
otl
EI

5l

/f

EI

t>lo
l:=r>

'-l

ii
JItl
o, I

(Ul
t-l

is
Itl
Ir'

/;
C
cl
.al

f/
Trl
cl
EIal

/$(Ul
cl
al

g/

IE
l(:

i$
LI

sl
al

!lol
EI

YI

>=l

IE
IC

/!'
lo'
It
6
JI
sl
o-I
rlol

EI
gI

l3

/$
ls
;:rl
Ll

>l

$/

(o
O
t\
O
N
l'r
:tr
NJ

Ov
o)

cO
N
CD

(o
cY)

ro
c)

v
c,

cO
cv)

N
COc/)

C)
CD

o)
N

Ylol<ol*'llc\la>



I

.4ffiq'.

\v
dEFr/,--'5Lt;=
-|FEEI

qet6nffixffiwwffi"ffi 6egffi* T'trm€E.

*: Etsffi ffiwuft aM '*

sft,
qr. qrq*'-e 36ffi,
6+g,ir*ge, gffirgf'

-* A**#u*Ww/ $Tl&€T"flTffi-Msffiq

# Effiqd $5'4qq6HT orrfr' wrw dW fuffi"

i! *sq denf= l zof - $'6tr,

,elffiffi[ ffieeffi{-

frql6

\_ ffi.'.rou'

\r?
o'

OB: 3o Aia
A-L-)fu-r;vt--

4 rt -lLc-tl-o 88-l

ur"* q.rn'gft ad g*gT€qf q-"xt -#IF-q *uu''.o aiat.



,_.o 
i"-'*t ?o"_

L--

i,̂w
l*\
@

;SilM

Yoshodo Shikshon Prosorok Mondol's '
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nTiili.t",l to Shivoii University' Kolhnpur'

FEf nanOrrirsinh Mohite

ffif.-Dasharath Sagare HOD. MBA

'.

Founder- President Date: 23/1212022

-rN/B23t2oz2-23

Ref.No. -YSPMryT(

To,

The Human Resource Manager'

Cummins lndia Ltd'

MIDC Phaltan, Maharashtra

Subject: Thank you for letting us to visit your oroanizatlon'

ResPected Sir/Madam'

on beharf of the students, teachers, parents and administrators of yspMs Yashoda Technical campus'

satara, we wrsh to thank you for taking the time to make our study vtstt trlroductive lreld onZlJl121202'2

we hope that you enjoyed your time with us. your experience moved and empowered our students'

our students being budding managers need your support, we hope the simirar kind of cooperation in

coming future'

Thank you agarn for sharing your valuable time with us'

ncerelY,
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YASHODA TECHNICAL CAMPUS, SATARA

F'A.CULTY OF MBA NAAC B+

Wadhe, NH-4, Satara, Tele Fax- OZL62-271238/39/40

We bsite- www.yes.ed u. i n, Ema i l- m ba hodSrtc@yes.ed u. i n

Approved by AICTE- New Delhi, Govt. of Maharashtra (DTE, Mumbai)

Affiliated to Shivaji University, Kolhapur

Prof. Dasharath Sagare
Founder, President

Prof. Ajinkya D. Sagare
VicePresident

Mr. Randhirsinh Mohite
HOD, MBA

Report on Webinar on Career Advancement and Financial Planningfor MBA & MCA Students

February 05, 2023

The students of MBA are the future budding managers; they have to run the business

efficiently. ln order to obtain detailed knowledge about future upcoming 21st century

challenges and also to face the challenges regarding career alternatives the interactive in

association with lnstitute for Advanced Studies,Pune was organized'

Hon. Siddharth Pathak explained in details about career opportunities and how to grow

financially through investment in the financial sector. He discussed about following topics

very effectively. Career opportunities after Post graduation, lnvestment Opportunities in

developing country like lNDlA, He explained meaning of lnvestment opportunity as,

Investment opportunity means "anything, tangible or intangible, that is offered, offered for

sale, sold, or traded based wholly or in part on representations, either express or implied,

about past, present, or future income, profit, or appreciation." He explained ten important

lnvestment opportunities as follows. Some of the above investments are fixed-income while

others are market-linked. Both fixed-income and market-linked investments have a role to

plan in the process of wealth creation. While market-linked investments help in navigating

the volatility and in the process generate high real'return, the fixed income investments help

in preserving the accumulated wealth so as to meet the desired goal. For long-term goals, it

is important to make thd best use of both worlds. Have a judicious mix investment keeping

risk, taxation and time horizon in mind.

74 Students from MBA and MCA participated in the Webinar
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Founder, President
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HOD, MBA

Report on 'Aatmanirbhar, program of Vijay Thakkar

7f you wish to gain frnancial freedom early in life, you need to channel the conventionat

approach and start plannngtoday',: Vijay Thakkar

Yashoda Technicat campus had organ ized a'Aatmanirbhar' program of vijay Thakkar

for the students' The objective of the program was to render the Financial

lndependence awareness to the students. The key points discussed in the program are

as follows:

Financial freedom is generally

household has sufficient wealth

some form of employment.

assumed to be 'a state in which an individuar or

to live on without having to depend on income from

Financial freedom is the state where an individual can easily pay off his/her living

expenses since they have enough income sources that allows them not to be
dependent on others. After getting this freedom, money is not the dominating force in
their personal life. ln other words, at this point, an individual is free from worrying about
the source of their income. we are aware of the importance of financial independence
for married or aged people. However, not many people are aware that it is also
essential for college going students or youngsters,

students often think of following their hobbies along with their studies. However, they
often don't have enough resources and savings to afford their dream hobbies.
Therefore, they have to depend on their parents to pursue their hobbies. On the other
hand, a financially independent student has amole onnnrrr rniriac rn a++nt"nt 

ffiffK 
opportunities to afford hobbies such



as travelling, sporting events etc. A financially independent person can also involve in

pursuing music, art or photography. Students can use these skills to earn money or help

others. However, they should use their monetary resources efficiently, and shouldn't just

go around wasting their money on non-resourceful things or activities.

Dr. V. K. Redasani welcomed Shri. Vijay Thakkar by offering memento, the program

was organized and coordinated by Randhirsinh Mohite. The alumni of MBA department

Mr. Abhijeet Sawant availed this opportunity for the students of Yashoda lnstitutes,

Satara. Faculties, Students of various departments of Yashoda Technical Campus were

present on the occasion.

'y'

fi
ffi

d\
*,7:i\:::':,)1

lroB{MBA}
Yashoda Terhnical Campus

Satara



't

1r,,,,r,1r,1. .

.qa:li.:,\
- ,rdit:.r;;

w

W
campu*Yaehoda



t

Ir
| ^ .( /

\{(
lioDitrttA!

Yashoda Teatuu/al Campus
Satara





YashodaShikshanPras arakMandal' s

YASHODA TECIINICAL CAMPUS, SATARA

Faculty of MBA

Report of B-Quiz

MBA Batch 2022-23

Day & Date * Thursday, 22fr..2022

,f,*i!-"--*-:<ji,l*if,','i'/ \'e'
i ""/ \Yi
'.qi 19"

Introduction:

Business Standard BS Learning provided platform to the students of MBA, Yashoda Technical

Campus to appear for B-Quiz. Aim of Quiz to know the students information of business events and

strategies, to aware about the business environmental changes and also to develop the habit of reading of

English business newspaper. B-Quiz conducted as on Thursday, 22 December 2022 at 12pm in

Computer Lab.

Summary:

B-Quiz conducted as per the schedule where both MBA I and MBA II students have participated to

this quiz. Total There are 47 students registered to this platform. Of these 40 students appeared for

the quiz. Three students faced technical difficulty to appear for the exam. One student remarked as

absent. Result of quiz displayed to the noticeboard. After analyzing it is found that results of this

quiz are as follows

Grade Frequency %

5-6 -l 8.10

6-1 6 16.21

1-8 ) 8.10

B-9 1B 48.64

9-10 2.70

r -'" / \8.
i.r.Slj lL"

ii ;; I **U. e*"i: ST$-r i_S'
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It .on.lrd.

Rankers of the B-euiz

These types of quiz will help the students to examine their knowledge about the business
environment where they have to enter in as a Business Manager or Entrepreneur. These types of quiz
will be regularly otganizedto update the aspiring managers. During this event appear to arl students
to grab the opportunity and ask to update themserves in the changing business era.
All the facurty members Dr. s.A. Bhosare, Mr. M.v. Landge and Mrs. p.R. pat, were remain
present to monitor the quiz' Prof' R'D' Mohite Head of the MBA Department appreciated the student
performance and also congratulated the rankers. The B-quiz is coordinated by Dr.R.R.chavan. Sothis way department of MBA initiated for the overail deveropment of the students. This type of quizwill be regularly organizedin future.

y

Name ofthe Student

Pratiksha yadav

AshwiniGaikwad
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Yashoda Shikshan Prasarak Mandal's

Yashoda Technical CamPus, Satara

FACULTY OF MBA

ATTENDANCE SHEET

rvrge r & ll, ACADEMIC YEAR 2A22'23

Doy: WednesdoY

OBJECTIVES:

Dote: 22.12.2022 Time: l2:00 PM

l. To check the knowledge of Students obout the Business world

2. To owore the students obout the business strotegies ond environment

3. To convey the informotion obout the Business Environment

Sludent Nome

BUSINESS STANDARD . B.SCHOOL QUIZ

'tlit,/4-

Rr,rsh; V\QSI^ e sncul' 

--
3

l4

l(

__S1*,__- - l

- gt n*/, I-l
, i\e r," r"., LJ Iv*-t ,-l l

-l )* fu.ut _

a\*l+ 
I

Qdr'.-

I.l

-l

t3

14

riur\ i+ 
I @r*_ 

I

faBA Tr __r '| 
ry .' \-.

r^eeu I -*4k l

pg4f, i @9,*^a")
r\gfi -rr- l-&- i

r1r3x-r I ry:, l

f-LB€-ir- )4I4i'b--- - l

l1BA-l v!!-4vP-tt{ur

'tBn a- @4

R ,Paul a ^r" " ]

-A'til 
nl -

1c>m\at(A

t1-82-:t-
n'lGA- :l)-

F4 D I] -I]

YB/] TL.

Lc^o)' .SaJrs Ll i {loLt 1't-J

Di x-if seo n ki lo v fsh.-o:'cr nclj]^r-,

leclo m r\iih it cund h q P'reqg h

li^r^nco*rnm 3oinO €t_u€l kl

tl..zaq,l ASh*:iqi it"]

::;cpt ala *n\cr-u-c,

g her-Ie- A,bh'sL.\r tl-t d.
o&ta-raj q:l - -- - ,

Srrc \o.r S..ks!u S*tr\a-s h

rx rA fl.
rnB_,rl T r _

o.\g}AU
r, SA TT

p,

t5

B,L,/rrt

Arql \ N LLW



27

n
29

Student Nome

g1"q,lgt Rqsila Drrcra
Tn o,\rcile- I a.t bhoY i

,{il"{- Eu?"f lqpi -a i

ltrrirl.-lt"yiiltv-ta-ltr
Yqr{a rL l1"r '' 

1 ,,,1 u{ I ,1 / r Sirwr

\adqo;- f oo.^At.k"l[q +H
/1

t?"

lsa
l

l1s
t-
lso
f 
"--;---

lr/

l- ,u
l:q
L

40

t-
l4l

Signoture

*--Y'U" rtl5

,nin a r

iil{*2, c}""fuyL
Gru\\t.rJuil "r'erkn\ A \\h

rn 8..\ --r r,ff

(14,**."n
Cbordinotor'



o(:
EE
i:o

o
m

F\(o
rl
N
F..
N

lcnLnl.o
Nlcn
'.d 

I !c
rrllo

l.{

N
(o
(o
rn
..i
rl

(o
o;
Fl

N(o
Fl

n
(o
N

co
cn
@q
rl
N

cf)
co
cn
N
+
Fl

(.o
co
coq
rn
cl

LO
@
N
r--{

cn
ao
m
\d:

(o
!-l

m
co
co
r'{
o;
d

co
m
oo

I
st
N

r\
(o
(o
rl
+
rl

N
CJ
N

co
co
@
N
d
J

rnq
f'.
Fl

co
co
m
r.l
.j
N

rr)q
ra
N

m
co
co
ro
!i
rl

tn
CN
ao

n
ro
Fl

'I
t.a
:.ca

,oo.
5f
crj
N

o
E

.E'

c
L!

(o
n
co

*
N
r{

rl
n
rf)
*
N
r-l

N
rl
tf)
q?

N

sf
qo
(o
s
N
ri

<+
r-l
+
f?
N
rl

N
n
rl
:q
N
rl

(o
s
@
:q
N
rl

rt
n
m
s:
N
rl

oo

n
l'..
q?

c\
il

I-\
c_.''

O)
qo

N
d

rl

J
s:
N
Fl

O)

I
Fl

*
N
Fl

LN

n
co
*
N
J

-{qo

Or

s
N
rl

@
n
O)
q?

N
rl

$
q'i
u1

s:
N
Fi

rf)
I
c\
*
c\
rl

F\
I
<+

*
N

(o
c!
N
*
N
r{

N
cl
r'{
n
N
F{

co

I
co
s
N
Fl

l.n

*
co

s
N
Fl

(o
e
rl
n
N
Fl

o
E

P

L
G
P
tt

ro
rl
cr;
rl

^irl

c{
t!
|-.

6

N
n
O)
rl
o.i
r--l

n
o)
r-l
o.i
r-l

sf,

Fl
N
N
r.l

r--.l

f-.J
N
c]
N
F{

-
c-\'
N
c..,1

N

o:
s'
N
N
c.j
ri

<}
n
m
c!
O.:
ri

O)

s'
m
N
c.i
r-l

I
\t
f]
N
rl

ar

s
I
a\

s.
$
r!
N
rl

ai

,r;
N
c!
rl

I
lr)
fl
N
Fl

Fl
LO
N
N
d

$
t.r)

cl
N

C
r-l
6
c-.r

N
r-l

il

di
N
N
r-l

r-{

6
N
c!
FI

O
q?

ro
c'l
N
r'{

O,
n
N
c-','

N
r-l

r\
!?
N
c'j
N
F{

o)
E
(E

(,
(o oc

(c @
c]
l-r.)

<t
co

n
oo

c.j
LO

c{
N

cl
Ol

=q
co $ $

co
N
F.

=q
@

$
oo

t
(o sf co

oo
(o n

oo
a
@

s
@

oq

N

tt
L

o
LN
rl

N
cl

o
N

cf)
r..l

rl(\ .{
N

co @
r-l

(nlFi
Nlc!

o
r-l

c-l
N

@
rl

rl(\ i-{
a\,

(o
FI

O
rl

N
c!

|n
r-l

FI
N

rl
N

rl
N F\

=(!
E
o

'c

E

G
C
L.
rg

_fz

E
(E

0.)

(o

o

E

E
o
Q

'6

c
o!
Ar
G)

(o
P
E
(o

o-
$
N
(g
t

6l

E
o

:
(o

E
o!
Glo
rf)
co
(!

(o
q
(I,

E
(o

-c
6

GI

E
c
L

rc

E
o
e
$
cn
P
(o

CJs
ro

.G

(o
L

E
c

:
rc

E
ht

e
-l
O)

(o
P
ro

E
c
9
=(E
E
ol

e
rf,
@
G)

(o

-o
G5

(U

E
C
.o

E
c

:
(l

E
b/

e(!
lz
0.)

E
N
-l

c
L

'c

E
ol

e
ri
\f,
LO
L
(o

o

I

:z
(E

c

:
ro

E
uo

er
N
r{

a
E

fz
q)

'a

E
o
G

rl
OJ

(o
q
o

€
o
(o

E
.(o

E
c

:
rc

E
o/

e
o)
O
o)
N
!ts
0
(o

E
o

:
(o

E
oo

el
co
rl
O
cf)
(lJ

E
(E

=C]

c

G

E
br

e
O)
co

(o

(!

l2
(o

ro
o.

=
E
o
e
'=
rc

!
CJ

(E

ro
OI
C

E

:
E
bJ

e
N
O

J
o
(E

(E

E

:
(E

E
ot
o
N\
P

(U
L

t
P

L

E
o
(J

'(E

E
oo

€r
(E:
.E

(J

(o
:z
L

E
c
c

r(

E
0J

e
or
Ol
Ot
Fl
(o
(!

!(!

=*
rE
bI

c
L

C

E
o
Q
oro
N
N
o
(o

3
(I,
c
(o

ru

(o

E
o

:
(l]

E
b!
Ar
<t
No
G'

E
(I,

(E

E
L

E]

E
u

G
L
G

G

(E
L
!
G
#
P
(u

!
(E

:
(E
L

E
c
9
(!

E
bl

e
m
q,)

bI

G'

bI
(!

a
(I,
L

E
o

=9(1,

E
o!

QJ
o
N

(I,

(o

3(!
o-
Pl
(EI
LI
(ol

o
E
o
c
#
6
(E

o)

G,

E
(U

qJ

ro
P
!
(o

o-

fo
c
(E
VI

rI,

(IJ

c)
P
(o
F

o

-o
ro

U)

qJ

rU

L
ro

OJ

v)

L
ro

a
E

c)
(o
q

co

E
(o

J

E
(E

2

(o

(I,
o-

qJ

(o

(o
oo

C)

(q

(o

z

P
f
(o

L
(o

-:z

OJ
L
(I,

B
(I,

(!
z

(o
E
(o

(!

=(oo-

LU(,
o
-(,

L
(I,

3
(E
o-

o
E
(!

q

L

rE

=E
(o

L/)

(o

.t
-:Z

(oI
EJ (E
(ol=

! q
ol (c

-Y. lM<l*

(o

P

d.

(E

.E
J
C

(E
.Y
c.)

s
U)

q
J
(,
v)

P
ro

E
o
U)

J
CJ

.2

-o

J
(o

LA

(o

.:
o

(I,

(E

(J

(o
c
_!
(!

(o

vl.T
\Z

Y

P
f
L

(o

.=
(o

U

C
'=

c

(I,

o.
(E
v)

(o

E

(!:
E
(o
E

6
t

P
(o
L

o
O
cf)
N
O)
C!

co
m
N
o)
N

oo
<f,
N
o)
N

LO
$
N
o)
N

ri
<f,
N
o')
N

O)
$
N
O)
c!

N

N

N

@(o
N
O)
N

l-r
rl
N
O)
N

(o
N
N
o)
N

oo
co
N
O)
N

r-.{

r.r)
co
N

N

sf
cn
N
O)
N

O)
rl
N
ot
a\

f-.(o
N
O)
N

(o
(o
N
O)
a\l

N
rf)
N
O)
AJ

In
LA
N
o)
N

oo
N
N
O)
N

H
ro
c\
Ol
N

sf
N
N
Or
N

N
N
N
Ot
N

rl
N
N
O)
N

th

H a\l co sl Lr) (o r'. @ O
rl N

rl
co
F{

sf
r{

ln
Fl

(o
Fl

f..
rl

oo
rl

O)
Fl

OlFr
NIN

N
a\,

co
N

a.

CL

,;
P
6
o
P
P
,2

P
c
o)

E
o
h0(!
tr(!
E
L

IP
0
o

I
o.
o\
t

(J

-9
NS'= !{ EdE.=
oNtr
6,,Lq6fi
Lar:
t^q

=N.cr
=,N\- t

o
I
'o
L
o
E
c
o
P
ttl
I

tn
Ul
o

.=
t

5
'!tt
3
3

\s\
,;
a-
P
P

g
J
t
o
&,



ro
co
@
N
cf;
N

N(o
rl
4
N
N

tf)
ol
(o

cn
co
@
co
lJ;
r{

t-.(o
(o
O)

+
E{

m
N

m
co
co
o]
co
rl

F
oo

co
co
co
c.i
rr
J

cf)
fo
co
o.l
tf)
J

co
m
@
N
+
F+

N(o
(o
-l
cr;

N(o
(o
n
N

o)
n
n
N
J

s-{

d
n
N
rl

t
n
*
N
r{

o
!'{
co

*
N
r-t

O
I
co

s:
N
i-l

lr)
c
rl
n
N
rl

st
n
N
*
N
rl

l'-
cl
Or
g)
N
rl

t.r)

no
n
N
J

<t
q?

rl
n
N
FI

O)
l.l
rt
n
N
F{

@
q?

LO

*
N
it

O
I
O
q?

rn

(o
q?

o)
n
N
F-{

N
*
I'r
N
c.j
ri

ta
s:
l-.
N
r.j
r--{

F\
n
F
N
c.i
i.l

N
n
l-.
,N
c.i
FI

(\
I
oo(\
c.i
FI

tr)
I
@(\
c.i
FI

oo

n
oo
N
c.i
F-l

lr)
$o
cn
c.i
rl

co
gl
co
co
c.,:
rl

<,
rl
(rj
co
c.,l
rl

C.,l

c',r
I'-
q.l

N
rl

co

c!
N
s
N
-l

@
q?

<t
s:
N
rl

@
I
I'r
l.n

Gi
rl

N
It-

oq
(o

oq

co
Y
co

n
@

I
ln

R
@

R
N

c-.J

co
oo @

@
d @

@ f..
rl

N
c\

r-l
N

r{
N

$
il

ri
N ro @ o

c\
o
N

l-.
rl

o
N

E
o
I
'=
c
o0
c!
t-lo
-l
GJ
0.)

(o
6

(E

(o
L

o
Lo

E
o
q

(I,

E
bx

er
N
sf
Or
N
(E

J
C
ro

o.
(U

(o

o.

E
o
(.1

(o

E
br

er
@
rlo
N
(o
E
(E

L
(E

J.F
(!
L

E
o

:
(E

E
bo

er
t-.
(o
c
J
P
(D
L
o-
OJ

('
(E

I

E
o
q
'6

E
bI

@
cO
O
O(\
E
(E

E
(E

-:.
F
(o
bI
r5
L

c
o

:
(E

E
b.0

Ar
rl
N
r--
(o

(E

=-C
.2
(I,
OJ

(E

=(Eh!
C

E
o
q
(o

E
bo

er
O)
rt
(.)

(o
o-
o

:
+
(I,
!
o_

c
o

:
(o

E
bo

QJ
O)
O)
f.r
f.r
G,-o

='t
(5

-c
.2
(o

E
o
:
(o

E
bx

ero
Oo
N
N
@
6
o.

E
o
Q

-:Zo
o
P
f
o

I
(o

=o
ro

.!!
(E

.=

.Y
(o

E
o

:
(E

E
o!

G.,o
O
O
N(o
o
<l-
N
P
(o

(E

-c

=(o
c)
C

E
o

:
(o

E
b!
er
rl
(O
I-r
O
rl
(o
r..o
E(!

=-Y'6
oo
.=

o

E
o
I
'6

E
bl

rA

l--
Os
C\
OJ

P
(IJ
L
(I,

.E

(o

o

E
o

:
(o

E
b!
GJ
rl
O
rir
N
E
(o

i5
(o

-:z
(o

CJ

q)

o
-c
-o

Gj
.Y
ro

o

v

E
(o
E
(o
\Z

LlJ
J

=(9
z

o
(o
o-
o
-c
co

GJ

E
.=

u1

OJ
L
P
o
-co

qJ

!
(g

.gz

P
(o
L
ro

\Z

E

=
=rE(9

0)

P
(o
L
(o

E
(E

E
(E

:z

(E

G'

OJ
L

o-

(J
-:z

(E

'=
o-

(o

q

{=
(IJ

o_

C,

o
-v
{=
(U
L

#
(o

(o

o-

d.

=-LN

+
(o

o-

'=
(I,

-c
.9
(E

:
(o
o
f

d_

(E

.=
-:z

G
-c
(l.)

U)

P

E,

(o

v\

(o

G)
c

L/\

m
F.
c\
or
N

Ot
N
ol
N

O)
ro
N
Ol
N

o
LN
N
Or
r\l

N
cn
c.l
O)
N

sl
fr.
N
O)
N

Or\
N
O)
N

rl
LO
N
O)
N

c{(o
N
Ol
N

ro
f'.
N
O)
N

l--
<t
N
O)
N

O)
N
N
Ol
N

O)
af)
N
Ol
AI

rl
oo
N
Ol
N

sl'
N

r..)
N N

N
N

oo
N

O)
N

O
m

rl
cO

N
m

m
a6

$
CD

r.r)
cO

(o
m

N
cO

.!

d
I

co

GJ

P
s

OJ
J
(E
E

o
U
?o

a(P
dz(E

*k-* -6o
U

q.)

E
(o

(,

c]
O)

oq

@
@
@

G,
!
P
V)
o
-c
P
+
o
o
E
(o

z

(E

-o
E
:,v
P

E
o
t)

(E

fi,

(o

{=
(E
L
o-

E
(IJ

=#
fi,(,
'-
'=

q

C
(o
d.



I

MBA-ISem-I
Academic year. 2O2Z-ZB

Subject - Organization Behaviour

Oral Quiz(On Entire Syllabus)

MCQs

Attendance and Report of Assessment

Sth Feb 2028

Student Name

First Quiz(l2pm) Second Quiz(2:40pm)

PawarArati Anand

Phalke Priyanka Vilas

Tate Rutuja Vij
RautRutvik Pramod

Shinde Rushikesh

Rushikesh Patil

a*ti Pawar A")

Urmila Patole

Snehal Kadam



Organizational Behaviour
MCQs Quiz I

Q1. Organization structure primarily refers to

a. how activities are coordinated & controlled
b. how resources are allocated

c. the location of departments and office space

d. the. policy statements developed by the firm

Q2. The purpose ofjob enrichment is to

a. expand the number of tasks an individual can do

b. increase job efficiency

c. increase job effectiveness

d. increase job satisfaction of middle management

Q3. Strategic planning as a broad concept consists of
a. corporate strategy and business strategy

b. strategy formulation and strategy implementation
c. inputs and.outputs

d. environmental analysis and intemal analysis

Q4. According to Herzberg, which of the

following is a maintenance factor?

a. Salary

b. Work itself

c. Responsibility

d. Recognition

Q5. Policies are sometimes defined as a(n)

a. shortcut for thinking

b. action plan

c. substitute for strategy

d. substitute for management authority
Q6. The problem-solving process begins with
a. clarification of the situation

b. establishment of alternatives

c. identification of the difficulty
d. isolation of the cause

Q7. A study of the culture and practises in different societies is called
a) Personality

b) Anthropology
c) Perception

d) Attitudes

is known as'othe father of scientific management.',
a) FredrickW. Taylor
b) Henry Fayol

c) Robert Owen

d) None of these

Qe. a young Welsh factory owner was one of the
human needs of employees: He refused to employ young children
a) Andrew Ure

b) J.N. Tata

c) Robert Owen

Q8.

first to emphasisethe



d) None of these

Q10. embodies ateam concept, is based on the principle of mumal

contribution by employer and employees

a) Autocratic model

b) Custodial model

c) Supportive Model

d) Collegial Model

Q11. Contribution/s of human relations movement is/are

a) Great Depression

b) Labour Movement

c) Hawthome Studies

d) All of these

Q12. Edward Tolman is related to

a) Behaviourist Framework

b) Cognitive approach

c) Social Cognitive Framework

Q13. Hawthome

Studies is related to

which stage of the

organisational

behaviour evolution

a) Industrial revolution

b) Scientific management

c) Organisational behaviour

d) Human rblations movement

Q14. In present context, challenges for OB are

a) Employee expectation

b) Workforce diversity

c) Globalization

d) All of the above

Q15. Meso organisation behaviour is related with
a) Individual behaviour

b) Group behaviour

c) Organisational behaviour

d) None olthese

Q16. "Leadership motivates the people to work and not the power of money", this conceptis

related to

a) Autocratic model

b) Custodial model

c) Supportive Model

d) Collegial ft4odel

Q17. Organisational behaviour is a field of study backed by a body of associated with
growing concern for people at workplace
a) Theory

b) Research

c) Application

d) All of the above

Q18. Organisational behaviour is

a) A science



b) An art

c) A science as well as an art
d) None of the above

Q19. The field of organisational behaviour examines such questions as the nature of
Ieadership, effective team development, and
a) Interpersonal conflict resolution; motivation of individuals
b) Organisational control; confl ict management

c) Motivation of individuals; plaming
d) Planning; development

Q20. The term 5psychology' is derived from the word 'psyche', which means osoul, or,spirit'
a) Latin

b) French

c) Greek

d) None of these

Q21. The field of organisational behaviour is primarily concerned with
a) The behaviour ofindividual and groups.

b) How resources are effectively managed.

c) control irrocesses and interactions between organisations, extemal context.
d) Both a and c.

Q22. The study of organizational behaviour has certain basic assumptions. They are
a) An industrial enterprise is an organisation of people.

b) These people must be motivated to work effectively.
c) The goals of the employee and the employer may not necessarily coincide.
d) AU of the above.

Q23. Which of the following represents the correct sequencing of historical developmentsof
Organisational Behaviour? - ---r-'

a) Industrial revolution 
-> 

Scientific management -> Human relations movement -> OB
b) Industrial revolution 

-> 
Human relations movement 

-> 
Scientific management -> OB

c) Scientific management 
-> 

Human relations movement -> Industrial revolution -> OB
d) None of these.

Q24. Which of the following frameworks is used in the development of the overall model ofOB?
a) The cognitive framework

b) The behaviouristic framework
c) The social learning framework
d) AII of the above

Q25' Which of the following frameworks is based on the expectancy, demand and incentiveconcepts
a) The cognitive framework
b) The behaviouristic framework
c) The social leaming framework
d) The supportive framework



Organizational Behaviour
MCQs Quiz.2

1. which of the folrowing forms the basis for the autocratic moder of oB
a) Obedience

b) Authority

c) Power

d) Dependence on boss
2. "Might is right,, is the
motto of
a) Autocratic Model
b) Custodial Model
c) Supportive Mode

d) CollegialModel
3. Which one of the
following is the
definition given by
Fred Luthans

3rr?;*"*ational 
behaviour is to understand, predicting and controlling human behaviour at

b) "organisational behaviour is subset of management activities concerned to human behaviour,,c) "organisational behaviour is a branch ofsocial sciences that seeks to build theories,,d) "organisational behaviour is a field of study that investigates the impact on behaviour,,4. which of the following is not correct for the organisation'ai-i"t uriourz
a) Organisational behaviour is an integral part of management
b) Organisational behaviour is a Aisciptinary approach
c) Organisational behaviour helps in anaiysis of behaviour
d) "Organisational behaviour is goal_oriented
5. The is based on the envirorunent. Though like thinking,expectations and perception do exist, and they are not needed to ,nurug" or predict behaviour.a) Behaviouristic approach, Cognitive processes,
D) cogrutlve processes, behaviouristic approach
c) Social cognitive, behaviouristic approuctr
d) 

^C_ognitive 
processes, social cognitive

6. oB is the study oLin the organisationa.Human..Hr*urffi
b. Employer d. Employees
(Answer: c. I.luman Behaviour)
7. Nowadays a lot of stress is being put on the
organisation of the employee in the

a. Character

b. improvement

c. Behaviour

d. Rewards

8. OB focuses at 3
Levels-

a. Individuals, Organisation, Society
b. Society, Organisation, Nation
c. Employee, Employer, Management
d. Individual, Groups, Organization.



9. Scope ofOB does not include
a. Leadership

b. Perception

c. Job Design

d. Technotogy
10' High rate oL increase cost and tend to place ress experienced
employee in job

a. Training

b. Absenteeism

c. Employee Turnover
d. Strikes

11. Job Satisfaction have related to Absenteeism and Turnover
a. Positively

b. Negatively

c. directly

d. Elastically

12.
,advocated that humans are essentially motivated byIevels of needs a. A. M;srow BElet c. Elton mayo d. ivon pavrov

13. Scientist of oB recognize that organisations are not static but dynamic and

a) Processing

b) systematic

c) ever changing
d) researching

14. and fringe benefits are no longer employees first priority
a) Wages

b) bonus

c) rewards

d) promotions

15.A manager with good

a) Communication

b) knowledge

c) experience

d) Interpersonal Skills

a) Elton Mayo
b) Hendry Fayol

c) F'.W.Taytor

d) Robert Owen
17. The book "The
Psychology of
management" was
published by

a) William Gitbreth
b) Hendry Fayol

c) F.W.Taylor

d) Robert Owen
18.

is called as father of scientific management

is recognised as father of o,Human 
relations,,



a) William Giltrreth
b) Hendry.Fayol

c) F.\\-.Tallor
d) Elton \faro
19. The Hawihome
elperiment lr.as

conducted b3.

a) \\rilliam Gilbreth
b) HendryFayol

c) F.W.Taylor

d) Elton Mayo
,9.fh" most significant management skills are
a) Technical, Human and Conceptual
b) Technical, behaviour"f rrO C"rl;ffi,
c) Systematic, Human and Conceptui
d) Technical, Human and cognitive
2I. The 3 Theoretical f,.am"ewori of Otr area) Cognitive, Social ,nO f..mirJ^ 

"' "
b) Cognitivq, Behayiouristic, Social
c) leadership, attribution, motivaiion^
d) attribution, perception 

unO *otiuution

-2_2-._exp I ai n s intemal
processes of choi ce among Ol ff"r.rr U.frauio ursa) Equity Theorv
b) Expectan.y it 

"oryc) Goal attain theory
d) Goal sening Theory
zJ., -----:---:--exPlains
how and why people react when
tney tbel unfairly treated
a) Equiry Theorv
b) Expectancy theory
c) Goal attain theorv
d) Coal sening Theory
24 locuses on
ttow to. set goals for people
to reach

a) Equity Theory
b) Expectancy theorv
c) Goal attain theorv

$) 
C^oat sefting Theory

^z5. Uoncern ing organizationa I cultures,
a. a strong culture is a more productive environment
b. a weak culture is a more productive environmentc' the specific curture *rut rort iirt.rir'r"rlr,* effectiveness is we, knownd' the stronger the curture, tn. -o."Li"r"ntial it is on emproyee behavior
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Dettol Brand Efforts during Covid-19 

Dr. Rajashri Ramesh Chavan 
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Abstract: 

The present article aimed to highlight the efforts made by Reckitt Benckiser Private 

Limited Company during the lockdown period. The rising demand in sanitization in Covid-

19 poses an opportunity for Reckitt Benckiser to sell more Dettol. The RB has adopted 

various marketing strategies to sustain the label during the pandemic situation Covid-19. 

New labels entered the market and created a competition to establish the trusted brand 

Dettol. Dabur, HUL like big players, Non-branded local brands also entered into the 

market. Two objectives were set for the study as to understand and evaluate the efforts of 

Dettol during the Covid-19 pandemic situation and to identify successful outcomes during 

the pandemic situation. Analysis based on secondary sources e-newspaper, television 

commercials, published research articles, websites. The outcome reveals that during the 

pandemic situation, the percentage of television advertisement insertion of Dettol liquid 

soap was more as compared to Dettol toilet soap. 25% television ad with emotional appeal 

inserted for Dettol toilet soap. The Product was stretched to „Disinfectant Spray‟ to exploit 

the favorable situation. Partnership with Tik Tok, Social website alertness, financial 

performance went well. Antiseptic liquid market share is largely covered by Dettol 

compared to its competitors. Reckitt Benckiser adopted an effective brand management 

process during Covid-19 through various campaigns viz. Back to School 

campaign, Swachh Banega India and Maa Maane Dettol Ka Dhula. This way market got 

the lesson how to manage the brand in difficult situations in Covid-10. 

 

Introduction 

Reckitt Benckiser India Ltd (RBIL) is a fully owned subsidiary of Reckitt Benckiser 

Private Limited Company., well renowned in India in household cleaning. An Organization 

operating in 60 countries, its sales in 180 countries and has had net revenues of more than 

$5.5 billion. Reckitt Benckiser India Ltd (RBIL) manufactures and markets a wide range of 

products in Personal care, Pest control, Shoe care, Antiseptics, Surface care, Fabric care, 

mailto:rrc_mba@yes.edu.in/chavanrajashri22
mailto:chorageakash1999.ytc@gmail.com
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other categories. Amongst its many well-known brands are Dettol, Mortein, Harpic, Cherry 

Blossom, Lizol, Disprin, Robin powder, Colin, etc. Most of these brands are either number 

1 or number 2 in their respective categories in India.  

India‟s most trusted brand „Dettol‟ is marketed as protection from germs. The rising 

demand in sanitization in Covid-19 poses an opportunity for Reckitt Benckiser to sell more 

Dettol. The RB has adopted various marketing strategies to sustain the label during the 

pandemic situation Covid-19. However, new labels entered the market and created a 

competition to establish the trusted brand Dettol. Dabur, HUL like big players, Non-

branded local brands entered into the market. Thus, the market share was diluted and 

Dettol has the opportunity to exploit the situation but was a critical situation to protect its 

brand away from the competition. Therefore, interest is created to understand and analyze 

the efforts of Dettol to protect its market share during the pandemic situation.   

 

Research Methodology 

The present study aimed with the two objectives to understand and evaluate the efforts of 

Dettol during the Covid-19 pandemic situation and to identify successful outcomes during 

the pandemic situation. Research conducted during the lockdown period to December 

2020, Descriptive study purely based on secondary sources e-newspaper, television 

commercials, published research articles, websites. It is analyzed through the information 

collected through news form and data presented with discussion and findings and 

conclusion. 

 

Analysis and Discussion 

Reckitt Benckiser (RB) promoted its brand Dettol in various ways like Increase Television 

Commercial Advertisement Insertion, Launch Dettol Spray, Launch New Range of 

Products with Mothers, Handwash Challenge with Tik Tok, create awareness to maintain 

personal hygiene during Pandemic Situation. RB used a social website platform but 

criticized its exaggerated claim of commercials that Dettol kills coronavirus. 

RB has made 25943 insertions in the television ad during the pandemic of these Dettol 

Liquid soaps (13524) insertions are more compared to toilet soaps (12419). During the 

Covid-19 pandemic situation, various brands did a total of 46,250 insertions of an ad on 

television. Of these 28% insertions is of Olx, 25% of Amazon.in & 25% of Dettol Toilet 

Soap & 22% of Facebook. 
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An Organization launched a new product „Dettol Disinfectant spray’ which is a one-stop 

solution for the germ-free home during the pandemic situation. Brand Dettol enhanced by 

product stretching strategy. 

To make the brand strong RB‟s emotional appeal, “Dettol with Moms”, mothers emotional 

& sensitive approach well worked in ad promotion during sensitive & insecure situations 

of covid-19.  

To spread the government‟s message on handwashing company did a partnership with Tik 

Tok. The Campaign Handwash Challenge aimed to reach many people & their goal was 

100 billion views at the point of a brand in India. The campaign's videos were viewed by 

nearly 125 billion times So, this effort was successful.  

Another ad campaign used education appeal on personal hygiene to prevent and spread of 

Covid-19, germ protection. Reckitt Benckiser took the initiative in delivering the social 

message on personal hygiene. There are chances to forget the message if it is exposed one 

or two times so increased television commercial frequency.  

Sometimes controversy also indirectly helps to show the presence of a brand. When 

Facebook user Andy Freeman posted an image of Dettol disinfectant spray, saying it can 

kill the nCoV 2019 The Dettol spray bottle label information text was it can kill cold 

viruses (human coronavirus and RSV) and not the nCoV 2019. This post has been read by 

more than a thousand times. But the authority clarified the issue in media by saying: "As 

this is an emerging outbreak, we do not yet have access to the new virus (2019-nCoV) for 

testing. Our products have been tested against other coronaviruses such as MERS-CoV and 

SARS-CoV and have been found to kill the virus. Although 2019-nCoV is a new strain, the 

virus is very similar to other coronaviruses." The firm added it will continue to work to 

understand the virus and test Dettol's effectiveness against it. "We are working with our 

partners to ensure we have the latest understanding of the virus, route of transmission and 

will test our product range as soon as possible," it stated. 

During the lockdown, the organization took all possible measures to step up production 

activities. RB‟s offices in Makati, in the Metropolitan Manila region, were converted 

overnight into accommodation for more than 200 factory staff, complete with showers and 

canteen. The factory was still fighting to meet a Dettol demand. Every day, every week 

they were increasing capacity, increasing fulfillment rates. They were still under pressure 

to deliver. Globally the company eventually housed 1,000 workers. They put in 

accommodation, they arranged transport, and they arranged everything. In this position, 

they were making decisions which are for life or death,” There were customer complaints 
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on the shortage & scarcity of hand sanitizer & soaps. The Demand for Dettol was rising 

during the pandemic situation but Reckitt Benckiser was unable to meet rising demand due 

to some unavoidable & unpredictable situations e.g. CEO (important decision-maker) was 

locked in London flat & important production center was located in Woohan (China) 

center of Hot-Spot of Corona Virus in the world. This was a very adverse & problematic 

situation due to adverse conditions.  

The performance of the Dettol brand in the Hygiene sector is more. i.e. 38% & 8% in 

Portfolio, 21% in both Home & Health sector, 4% Food sector and 8%.Pharma sector. 

There was strong consumer demand, particularly in March & April. The sale of Hygiene 

products increased by 12.8% and Dettol Handwash was increased by 13.6%.  

The demand for Dettol increased by 62% around the world due to Covid-19. In the year 

2020, the Net revenue is 6,911 £m & the gross profit is 4,212 £m. In the year 2019, net 

revenue was 6,240 £m & gross profit is 3,757 £m. The net income is 1,087 £m in the year 

2020 which is 124 £m in the year 2019. 

In 2019 during the Covid-19 pandemic situations, Dettol launched a new product 

Disinfectant Spray, and maintain its Dettol label through product development. 

The Market share of Dettol was 83%, 10% Savlon, and 7% others. It reveals even though 

market share and sales increased during the covid situation but the company was unable to 

restrict potential competition. 

According to FMCG review of Nielsen, In January & February 2020, the three most selling 

brands in the hand sanitizer segment (i.e. Dettol, Savlon, Lifebuoy) alone had a market 

share of 85% while others including existing players & smaller brands had only 15% share 

of the market collectively. The sale for the top three brands decreased to 39% in March 

2020 as there was a sudden increase in demand for hand sanitizers but limited due to 

lockdown. Hence, smaller players‟ entry was easier. 

RB introduced various campaigns as Back to school campaign, Dettol-Banega Swachh 

India, Maa Maane Dettol Ka Dhula” which was launched in the year 2014 & featured 

Amitabh Bachchan. RB was partnered with NDTV & Facebook to launch “Dettol-Banega 

Swachh India”- a 5-year ambitious program that addresses the rising need for hygiene & 

sanitization. To create awareness and importance of hygiene & sanitation, “Maa Maane 

Dettol Ka Dhula”. The brand has promoted not just Dettol Original but also its variants. It 

makes seasonal campaigns too under this tagline which is also remembered for the longest 

time. 
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Dettol starts to awaken customers not to consume its cleaning products, after the comments 

of President Donald Trump. Who suggested the possibility of injecting disinfectants to 

protect people from coronavirus. Reckitt Benckiser (RBGLY), a British company, warned 

that human consumption of disinfectant products is dangerous. It issued the statement 

"recent speculation and social media activity." "As a global leader in health and hygiene 

products, we must be clear that under no circumstance should our disinfectant products be 

administered into the human body (through injection, ingestion or any other route)," It 

shows that cognizance of media and social websites responses make the people recall. 

 

Findings 

1. During the pandemic situation, the percentage of television advertisement insertion of 

Dettol liquid soap is more as compared to Dettol toilet soap.  

2. Total 46,250 insertions in television ads out of which 25% ads inserted by Dettol toilet 

soap.  

3. Dettol brand enhanced by product stretching strategy through „Disinfectant Spray‟ to 

exploit the favorable situation. 

4. Emotional appeal in television ads became effective during the pandemic situation 

5 A Platform of Tik Tok helps to increase large coverage during the lockdown. 

7. Reckitt Benckiser took the advantage of social media raised controversy but 

immediately the responsible authority has given the statement & clarified the issue and 

controlled the situation.  

8. Demand for Dettol was rising during the pandemic situation but Reckitt Benckiser was 

unable to meet rising demand due to some unavoidable situation.  

9. The performance of Dettol in the Hygiene product category is more i.e. 38% compared 

to other categories like health, home & very least in food 

10. The performance of the Dettol Brand was better than its forecast during the pandemic 

situation. 

12. Dettol remained a trusted brand during the pandemic situation.  

14. Financial performance of the brand is increased in the year 2020 as compared to the 

year 2019.  

16. Antiseptic liquid market covered by Dettol brand compared to its competitors  

17. Reckitt Benckiser was unable to meet the rising demand for Dettol sanitizer hence, 

Local brands jumped in the market race to fulfill the gap between increased demand & less 

amount supply.  
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18. Reckitt Benckiser adopted an effective brand management process during Covid-19 

through various campaigns viz. Back to School campaign, Swachh Banega India and 

Maa Maane Dettol Ka Dhula  

 

Conclusion 

Brand Dettol is a trusted brand in antiseptic antibacterial agents for the safety of an entire 

family. Brand Dettol has come up with many products other than antiseptic liquid-like 

hand sanitizers, soaps, surface cleaners, Disinfectant Spray, etc. for the fulfillment of 

various needs of customers. In the pandemic situation of Covid-19 make compulsion for 

wide usage of a cleansing agent as disinfectant & sanitizers. Dettol brand got an 

opportunity to exploit the situation. For getting benefit from this opportunity Reckitt 

Benckiser took many efforts regarding Dettol brand management & increases the 

performance of a brand. They updated their tv commercial insertions, introduced 

„Disinfectant Spray‟. Thus, Reckitt Benckiser has exploited the opportunity posed during 

the pandemic situation due to its trusted label & continuous promotional efforts. Two 

challenges they faced during lockdown one is meeting rising demand and effective 

distribution as their production and distribution center is located in lockdown area and its 

marketing CEO also locked in London hotel due to pandemic lockdown so managed with 

digital communication.   
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INTRODUCTION 
 
In a thrust toward incentivizing new-age technologies and 
the policy taken at COP26 to reduce its carbon emissions to zero by 
the year 2070, India is aggressively promoting the adoption of Electric 
Vehicles (EVs). India aims to switch 30 percent of private cars, 70 
percent of commercial vehicles, and 80 percent of two and three
wheelers to Electronic Vehicles by the year 2030. For this, both 
Central and state governments are offering various incentives to 
buyers and manufacturers. Electric scooter sales touched double digits 
in the recent period. They could already reach one million sales, had it 
not been for the Russia-Ukraine war, which has led to a shortage of 
semiconductors and other materials. According to the source of 
published news, Last year, 0.2 million electric scooters were sold. 
Analysts estimate that the two key players Ather Energy and Ola 
Electric will jointly sell between 0.25 million to 0.26 million scooters 
this year.  By 2023 the expectation based on the capacity built up by 
manufacturers is that sales could range between 1.5.2 million
a further dent in the overall two-wheeler market. If that happens, 
electric scooters will cross another milestone, they will account for 
10% of the total 18-20 million per annum two-wheeler market, which 
includes motorbikes. It could also mark a shift in the domestic market, 
where 70% of two-wheeler sales come from motorcycles, in favor of 
electric scooters in the coming years. Apart from anything else, there 
are only a few electric bikes and these have just entered the market. 
The government has its estimate. It believes that 80% of the bikes will 
be electric by 2030.  We estimate that about 0.7
scooters will be sold in 2022. 
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Currently, there are 35-36 players but it expects consolidation in the 
next two to three years. The market will grow gradually. The Price of 
electric scooters is also likely to go up when the government 
eventually withdraws the subsidy, which is currently helping to keep 
its price low. Perception matters a lot when anyone in the business 
world.  Needless to say, companies
opinions are often the ones that regularly break the ceiling and 
achieve remarkable success year in and year out.
businesses with poor customer perceived value find it hard to 
maximize their effort, struggle to realize the true potential, and in 
most cases, also get consigned to obscurity.  So, one should always 
strive to meet the expectations of customers and want to be seen in a 
positive light, and maintain a desired level of perception.  
perception is vital for any business for many reasons. Perception 
builds trust, Perception propels sales,
and Perception drives key metrics
mouth. Customers often form an opinion about a 
many factors and not all will be in your control. If you have the 
right customer experience strategy, you can easily work on most 
things that shape or break the perception and bring the desired 
improvement to the result.  Similarly, there 
as price, quality; positioning, etc. that can decide how your business is 
seen by others in the market.     
 
Review of Literature 
 
(Ashok, 2019)This article highlight the importance of E
the efforts of the government in implementing policies to promote E
Vehicles to reduce the dependence on oil, decrease greenhouse gasses 
and improve air quality. 
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The paper aims to understand the awareness of customers and government efforts to promote e-
vehicle and also to understand customers' product perception. This study is conducted in Satara city 
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collect the feedback from the sample. The nature of the research study is descriptive. The study 
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The study was conducted in Bangalore city. The study analyses the 
awareness levels of customers on government initiatives for E- 
transportation in India.  (Sanguesa Julio A, 2021)This paper reviews 
the advances of EVs regarding battery technology trends, charging 
methods, as well as new research challenges and open opportunities. 
(Hannan M A, 2014)This paper highlights existing technologies are 
more or less capable to perform HEV well; however, the reliability 
and the intelligent systems are still not up to the mark and also 
highlighted many factors, challenges, and problems with sustainable 
next-generation hybrid vehicles.(Garling Anita, 2001) Author outlines 
a two-phase strategy for the marketing of Electric Vehicles (EVs) 
based on a discussion of current and expected future characteristics of 
EVs and a review of research on early adopters.  

RESEARCH METHODOLOGY 
The research study is conducted in Satara city from Nov 2021 to Jan 
2022 with the objectives of understanding the awareness of customers 
and government efforts to promote e-vehicle and knowing the product 
perception of existing and potential customers and to know the price 
perception and identifying the influencing factor in buying.  An 
unequal proportionate stratified sampling technique is used to collect 
feedback from a total of 125 samples.   
 

A Schedule is used to collect the opinion of respondents. Both actual 
buyers and potential buyers are selected as sample units. Collected 
data analyzed with the help of descriptive analysis and presented with 
tabulation and described through data analysis and discussion.  The 
nature of the study is descriptive. Results are presented in the form of 
findings and classified data and tabulation presented in the annexure.  
 
Data Analysis and Presentation: A Researcher has analyzed the 
collected data and discussed it as follows. Published data talks about 
the growth of e-vehicles in Maharashtra in cars and two-wheelers. It 
shows as follows. The above figures depict that E-cars and two-
wheelers are increasing in Maharashtra. Of these two-wheelers, 
growth is higher compared to e-Cars in Maharashtra. 
 
Table 1. E- Vehicles (cars and 2-wheelers) Growth in Maharashtra 

 
Sr. Year Cars 2-wheelers Registered 
1 2019-20 183 5479 7400 
2 2020-21 1128 6875 9415 
3 2021-22 2633 19396 23786 

Source: https://timesofindia.indiatimes.com/city/mumbai/e-vehicles-
in-maharashtra-up-153-in-1-year-more-than-double-in-
mumbai/articleshow/88555385.cms 

 
It reveals that acceptance of e-vehicles are increasing day by day in 
Maharashtra. The government's efforts in implanting e- vehicles 
policies are getting success to some extent. It is a very good time for 
electric vehicles in Mumbai and Maharashtra. While the state saw a 
phenomenal 153% rise in new e-vehicle registrations in the first nine 
months of the financial year 2021-2022, the city recorded a growth of 
112% in the same period, the latest transport statistics show. Compared 
to 9,415 e-vehicles registered in 2020-21, the number of registrations 
skyrocketed to 23,786 in just nine months of 2021-22 (April 1 to 
December 27 this year). 
 
Government Efforts: India is aggressively promoting the adoption of 
Electric Vehicles (EVs). For this, both Central and state governments 
are offering various incentives to buyers and manufacturers. 
 
PLI Scheme for Auto Sector: In September this year, the Union 
Cabinet approved a Rs 26,058 crore production-linked incentive (PLI) 
scheme to accelerate domestic manufacturing of electric and fuel cell 
vehicles and drones in India. As per the government's estimate, the 
scheme would attract Rs 42,500 crore in fresh investment in the 
automobile and auto components industry over five years. The 
government has allocated Rs 25,938 crore for the automobile sector 
and the remaining Rs 120 crore for the drone sector 

FAME II Amendment: FAME-II (Faster Adoption and 
Manufacturing of Electric Vehicles-II) scheme. Under this, the 
government significantly reduced the price gap between petrol-
powered two-wheelers and electricians by increasing the subsidy rate 
for electric two-wheelers from Rs 10,000/kWh, to Rs 15,000/kWh, 
while also capping the incentives at 40 percent of the cost of vehicles 
as against 20 percent earlier. Government official plans were afoot for 
1500 new EV charging stations across the Mumbai region. The 
government also wants to ensure that 10% of new vehicle 
registrations by 2025 are electric vehicles. 
 
Perception of Customers in Satara City: The Researcher collected 
the opinion of customers in Satara city to examine their perception of 
customers. After analysis of the collected data, it shows that 60% of 
respondents have bought an electric bike and 40% are potential 
buyers. Of these respondents, 75.2% of respondents are aware of 
electric bikes, and very few i.e. 24% are unaware. This percentage is 
due to existing customers' samples being more than potential.43.2% 
of the sample perceive that the price of a vehicle is high, 26.4% 
perceive low, and 5.6% only perceive very low. There is mixed 
opinion about the price of Electric Bike. There is a need to plan an 
effective convincing price aspect for Electric Bike. 36.8% perceives 
mileage of vehicle is ‘Very Good’, 24.8% perceive ‘Good’, 28% 
perceive ‘Bad’& 10.4% perceive ‘Very Bad’. It reveals that the 
perception of customers towards mileage of the electric bike is 
satisfactory as they perceive (61.6%) ‘Good’ rest i.e.39.4% perceives 
‘Bad’. 40.8%sampleperceive the speed of the vehicle high, 11.2% 
perceive very high, 22.4% perceive low & 25.6% perceive very low. 
Thus, the perception of samples towards the speed of the electric bike 
is satisfactory. 
 
Respondent (53.4%) preferred Electric Bike price range between 
50,000-90,000 & rest i.e.46.6% preferred the price range 
between90000-110000. Zero Emissions and Environment & Tax 
Benefits are two important criteria that make respondents purchase 
Electric Bike.(66.66%)samples are dissatisfied with their post-
purchase experience & (33.33%) customers showed satisfaction 
towards post-purchase experience. It reveals that 66.66% are 
dissatisfied with the post-purchase experience. There is a need to 
identify the reasons for their dissatisfaction. There is further scope to 
study customer satisfaction towards Electric Bike. (60%) sample 
perceives the high cost of maintenance and (40%) perceives low-cost 
maintenance of e-bikes. There is a need to identify the reasons for 
their high-cost maintenance. There is further scope to study 
customers' high-cost experience with Electric Bike.54.66% samples 
said  e-bike speed is ‘average ‘& (26.66%) samples said ‘good’ speed 
& (18.66%) said ‘poor’. There is a need to improve the speed of the 
Electric Bike. When respondents talk about mileage coverage per charge, (52%) 
samples said they cover 90-110 km mileage per charge & (30.67%) 
cover110-130km,(12%) said 70-90km & (5.33%) very few customers 
said mileage covered per charge is above130km.It reveals that the 
majority of sample cover distance is 90-110km per charge. A very 
few (5.33%) customers said the distance covered per charge is above 
130km. So there is a need to study more on their power-saving 
storage of batteries to cover long distances per charge. 

RESULTS 
Results of a study found after analyzing the data where 60% samples 
are existing users of Electric Bike & 40% are willing to buy i.e. 
potential customers. There is a mixed non-proportionate group of 
samples used for the study. The results are based on their opinion. The 
majority of respondents are aware of electric bikes. There is mixed 
opinion on the perception of price. Perception of about mileage of the 
electric bike is satisfactory as they perceive (61.6%) good & rest 
i.e.39.4% perceive bad. The perception of customers towards the 
speed of the electric bike is satisfactory. Respondents are more 
convinced to buy Electric Bike for low running features than other 
features.  The preferred price of a vehicle ranges from 50000 to 90000.  
It shows respondents are not ready to spend more.  Zero Emissions 
and Environment & Tax Benefits are two important criteria that make 
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respondents purchase Electric Bike. All sources viz.  The Campaign, 
advertising, pamphlet, & others are used by the customer to know the 
Electric Bike. Respondents gave more preference to advertising the 
product. Actual customers are more preferred the campaign & 
Potential customers prefer the pamphlet. The majority of respondents 
are dissatisfied with the post-purchase experience. There is a need to 
identify the reasons for their dissatisfaction. It is well said that 
dissatisfied customers are always more dangerous than satisfied 
customers. There is further scope to study customer satisfaction 
towards Electric Bike.  The majority perceive the maintenance cost of 
the vehicle as high. There is a need to identify the reasons for their 
high-cost maintenance.  The majority perceive the speed of the vehicle 
to be average as per their post-experience. It reveals that customers get 
attracted by vehicle speed. So to attract more customers need to 
improve the speed of the vehicle. The majority of samples covered 
distance is 90-110km per charge and very few covered above 130km. 
Therefore, there is a need to examine power-saving storage i.e. battery 
to cover long distance per charge. Respondent thinks appearance plays 
a major role while making purchasing decisions so the Electric Bikes 
need to be made more attractive. 

CONCLUSION 
To be conclude that the maximum number of respondents are not 
aware of Electric bikes. Thus, it requires various promotional 
activities to increase the awareness level & thereby increases the 
sales.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

The study also identified and evaluated the consumer perception of 
various factors about the electric bike. The result of this study shows 
that there is a both positive and negative perception about e-vehicle. 
Here most of the respondents consider the cost and the mileage while 
purchasing a bike, majority of customers cover distance is 90-110km 
per charge so there is ample potential for the electric bike. But their 
battery performance, speed, and appearance are the major factors that 
are affecting the sales of electric bikes. The study explains the 
perceptions prevailing in the minds of customers and highlights the 
areas to improve the e-bike in near future.  
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Appendices 
Table No. 1 Distribution of Respondents As Per Their Type of Customer 

 
Sr. No Type of customer Frequency Percentage (%) 
1 Actual customer 75 60 
2 Potential customer 50 40 
 Total 125 100 
   (Source:-field data) 
 

Table No: 2 Awareness of Electric Bike 
 

Sr. No Parameters Frequency Percentage (%) 
1 Yes 94 75.2 
2 No 31 24.8 
 Total 125 100 

       (Source:-field data) 
 

Table No: 3 Respondent Perceptions Towards Price Of Electric Bike 
 

Sr. Perception 
Types of customer Total Actual customer Potential customer 

Freq % Freq % Freq % 
1. Very High 19 25.33 12 24 31 24.8 
2. High 29 38.67 25 50 54 43.2 
3. Low 22 29.33 11 22 33 26.4 
4. Very low 05 6.67 02 4 07 5.6 

Total 75 100 50 100 125 100 
(Source:-field data) 

 
Table 4 Criteria Used to Prefer Electric Bike 

 
Sr.  Parameters Weighted Average Rank 
1 Insurance of registration cost 123 3 
2 Petrol Consumption 123 3 
3 Tax Benefits 124 2 
4 Zero Emissions And Environment 125 1 

                       (Source:-field data) 
 

Table No 5. Perceptions towards Speed of Electric Bike 
 

Sr. Opinion 
Types of customer Total Actual customer Potential customer 

Frequency Percentage Frequency Percentage Frequency Percentage 
1. Very High 08 10.66 06 12 14 11.2 
2. High 29 38.66 22 44 51 40.8 
3. Low 9 12.02 19 38 28 22.4 
4. Verylow 29 38.66 03 6 32 25.6 
5. Total 75 100 50 100 125 100 

                     (Source:-field data) 
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Table No. 6 Perception of Customer Towards Sources Used To Know Electric Bike 
 

Sr. Opinion 
Types of customer Total Actual customer Potential customer 
Frequency Percentage Frequency Percentage  Frequency Percentage 

1. Campaign 22 29.33 07 14 29 23.2 
2. Advertising 32 42.67 22 44 54 43.2 
3. Pamphlet 10 13.33 14 28 24 19.2 
4. Other 11 14.67 7 14 18 14.4 
5. Total 75 100 50 100 125 100 

(Source:-field data) 
 

Table 7. Perception Of Customer Towards Mileage Of Electric Bike 
 

Sr. Opinion 

Types of customer Total Actual customer Potential customer 
Frequency Percentage Frequency Percentage  Frequency Percentage 

1. Very Good 39 52 7 14 46 36.8 
2. Good 10 13.33 21 42 31 24.8 
3. Bad 16 21.34 19 38 35 28 
4. Very Bad 10 13.33 03 6 13 10.4 
5. Total 75 100 50 100 125 100 

(Source:-field data) 
 

Table No: 8 Respondent Perceptions Towards Feature To Convinced To Buy Of Electric Bike 
 

Sr. Opinion 

Types of customer Total Actual customer Potential customer 
Frequency Percentage 

 
Frequency Percentage  Frequency Percentage 

1. Low weight 11 14.67 09 18 20 16 
2. Low running 39 52 25 50 64 51.2 
3. Registration onnot required 19 25.33 14 28 33 26.4 
4. Others 06 8 02 4 08 6.4 
5. Total 75 100 50 100 125 100 
(Source:-field data) 
 

Table No: 9 Respondent Perception towards Price Range Preferred 
 

Sr. Price Range 

Types of customer 
Total 

Actual customer Potential customer 

Frequency Percentage Frequency Percentage  Frequency Percentage 

1. 50000- 70000 04 5.33 09 18 13 10.2 

2. 70000- 90000 29 38.67 25 50 54 43.2 
3. 90000- 110000 34 45.33 14 28 48 38.4 
4. 110000-&above 08 10.67 02 4 10 8.2 
5. Total 75 100 50 100 125 100 

(Source:-field data) 
 

Table No: 10 Respondent Perceptions Towards Over All Post Purchase Experience 
 

Sr no. Opinion Frequency Percentage (%) 
1. Strongly dissatisfied 21 28 
2. Dissatisfied 29 38.66 
3. Neutral 18 24 
4. Satisfied 07 9.33 
5. Strongly satisfied 0 0 
Total 75 100 
(Source:-field data) 
 

Table No. 11 Perception Towards Over All Post Mileage Experience 
 

Sr no. Opinion Frequency Percentage (%) 
1. Good 20 26.66 
2. Average 41 54.66 
3. Poor 14 18.66 
Total 75 100 

(Source:-field data) 
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Table No. 12 Perception Towards Over All Mileage Covered Per Charge 

 
Sr. Opinion Frequency Percentage (%) 
1. 70-90 Km 09 12 
2. 90-110 Km 39 52 
3. 110-130 Km 23 30.67 
4. 130-Above 04 5.33 
Total 75 100 
          (Source:-field data) 
 

Table No. 13.  Perception of Maintenance Cost of Electric Bike 
 

Sr. Opinion Frequency Percentage (%) 
1. Low Cost 30 40 
2. High Cost 45 60 
Total 75 100 
     (Source:-field data) 
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