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Single machine scheduling with deterioration and multi task
maintenance policy

Hamidreza haddad®, Hamed Nozari
Department of industrial engineering, Iran University of science and technology, Narmak, Tehran, Iran

Abstract:

This paper tackles the single machine scheduling problem in which three objective functions are
considered simultaneously as minimizing the cost of maintenance activities, minimizing the earliness
and tardiness cost and maximizing the job values in makespan. Based on mentioned objectives a
mathematical model is developed and because of immense complexity, a calibrate hybrid algorithm
based on simulation annealing and Hill climbing is used to obtain near optimal solutions. Furthermore,
the proposed model contains a multi task maintenance policy that causes the problem to be more
complex.

In computationa study, the sensitivity analysis is implemented for deterioration and reduction rate of
job values and various instances are presented that show the effectiveness and cgpability of proposed
hybrid.

Keywords: s ngle machine scheduling; mai ntenance; deterioration; dependent setup time; job valuesin

makespan

1-introduction

Single machine scheduling with tardiness and earliness functions is one of the earliest problems in the
scheduling area that is applied widely in manufacturing and real industry. In many industries,
Manufacturers desire to operate based on a make to order system in order to reduce inventory cost and
decrease risk to vulnerabilities. Just-in-time (JIT) has been widely studied in scheduling problems since
two decades before. JIT in scheduling literature means that producing the orders on the due date.
Problems with such requirements have tardiness and earliness cost. In literature, some papers applied
JIT for in single machine scheduling problem by considering tardiness and earliness as the objective
function simultaneously. Rabadi et al. [11] presented a branch-and-bound algorithm for the
single-machine scheduling problem with sequence dependent setup times to minimize total tardiness
and lateness objective whose earliness and tardiness are weighted equally and the due date is common
and large for all jobs. Bauman et al. [12] considered single machine sequence dependent setup time
scheduling problem with linear earliness and tardiness cost.

Allahverdi et al. [1] provided a comprehensive review of scheduling research involving the setup time
considerations and demonstrated that the Presence of sequence dependent setup times increases the
complexity of the problem.

In literature, there are many papers considering single machine scheduling problem with dependent
setup time by minimizing total weighted tardiness. Rubin and Ragatz [2] solved the problem of single
machine scheduling to minimize the total tardiness where setup times are sequence dependent and
applied a genetic search to solve the problem. Sun et a [3] developed a Lagrangian relaxation approach
for single machine scheduling and formulated Sequence dependent setup times as capacity constraints.
Tan et a. [4] considered single machine scheduling problem with sequence dependent setup times to
minimize total tardiness. They also compared performance of branch-and-bound, genetic search,
simulated annealing and random-start pairwise interchange and showed that simulated annealing and
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random-start pairwise interchange are viable solution agorithms in their study. Lin et al. [5] proposed a
simulated annealing (SA) method with swap and insertion search, a genetic algorithm (GA) with
mutation operator was performed by a greedy local search, and a tabu search (TS) with a swap and an
insertion tabu list to solve single-machine total weighted tardiness problems with sequence dependent
setup time. Luo et a [6] developed an algorithm based on branch-and-bound scheme that included the
implementation of lower and upper bounding procedures, and dominance rules to solve the single
machine scheduling problem with sequence dependent setup time for total tardiness minimization. Liao
and Juan [7] proposed an ant colony agorithm for minimizing the weighted tardiness with sequence
dependent setup times on a single machine. Valente and Alves [8] proposed an improved beam search
for the single machine weighted tardiness scheduling problem with sequence dependent setup. Recently,
Anghinolfi and Paolucci [9] proposed a new Discrete Particle Swarm Optimization approach to solve
single machine total weighted tardiness scheduling problem with sequence dependent setup time. They
enhanced its performance by employing different population initialization schemes based on some
constructive heuristics. Ying et al [10] proposed effective iterated greedy algorithm to solve single
machine total weighted and un-weighted tardiness problems with sequence dependent setup time.

Objective function of single machine scheduling problem can include other costs. Oguz et a. [13]
studied simultaneous order acceptance and scheduling decisions where the orders are defined by their
release dates, due dates, deadlines, processing times, sequence dependent setup times and revenues on a
single machine environment that appear from make-to-order systems. They also proposed a mixed
integer linear programming model to maximize the total revenue from accepted orders and developed
three heuristic algorithms to solve large sized problems.

Papers studied single machine scheduling problem with preventive maintenance are divided into two
categories. Some papers address single machine scheduling problem where the machine must be under
maintenance during certain intervals implying a non-availability of the machine during these periods
like Graves and Lee [14]. The second category considers maintenance activity as a variable decision
that should be determined in scheduling problem like [15].

Yulan et al. [16] presented the joint determination problem of preventive maintenance planning and
production scheduling for a single machine to optimize multi objectives simultaneously, including
minimizing the maintenance cost, makespan, total weighted completion time of jobs, total weighted
tardiness, and maximizing machine availability. They solved it by multi-objective genetic algorithm. Ji
et al. [17] considered a single-machine scheduling problem with several maintenance periods to
minimize makespan activities where each maintenance activity is scheduled after a periodic time
interval. Chen [18] considered a single machine scheduling problem with periodic maintenance, where
the machine is assumed to be stopped periodically for maintenance for a constant time during the
scheduling period. Shihi and Varnier[19] studied a single-machine scheduling problem with several
maintenances periods to minimize maximum tardiness. They investigated two situations. In the first one,
maintenance periods are periodically fixed and in the second one, the maintenance is depended on the
maximum continuous working time of the machine which is allowed is determined. Pan et al. [20]
proposed an integrated scheduling model by incorporating both production scheduling and preventive
maintenance planning for a single-machine problem to minimize the maximum weighted tardiness.
They considered maintenance time as variable and subject to machine degradation. Rebi et a [21]
studied the problem of scheduling a set of M preventive maintenance tasks to be performed on M
machines to minimize the total preventive maintenance cost. The problem was solved by a branch and
bound algorithm, a local search approach and a genetic algorithm. Hsu et al. [22] studied a
single-machine scheduling problem with periodic maintenance activity under two maintenance
strategies, problem where the machine should be stopped for maintenance after a fixed periodic interval
or after afixed number of jobs have been processed to minimize the makespan.

One of the most important problems that have been considered in scheduling problem with maintenance
activities is job deterioration. Job deterioration that is used in some real scheduling problem means that

3
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processing time of jobs increases over time. In literature, there are some papers that considered job
deterioration without maintenance activity. Browne and Yechiali[23] introduced job deterioration
scheduling problem in which the processing time of ajob is afunction of its starting time. Mosheiov [24]
who was first applied simple linear deteriorating function for single machine scheduling problem,
considered this problem to minimize the makespan, total completion time, total weighted completion
time, total weighted waiting time, and total tardiness, number of tardy jobs, maximum lateness and
maximum tardiness. Wu et. al. [25] solved a single-machine problem by a branch and bound algorithm
and two heuristic algorithms to minimize the makespan under the piecewise linear deterioration model.
Wang et a. [26] solved the single machine scheduling problems with learning effect and deteriorating
jobs simultaneously to minimize the total weighted completion time and the maximum lateness. Wang
and Wang [27] considered a single machine scheduling problem with deteriorating jobs in which the
processing time of ajob is defined as a simple linear function of its starting time to minimize the tota
weighted earliness penalty subject to no tardy jobs. Husang et al [28] considered a single machine
scheduling problem with deteriorating jobs by a linear function of time to minimize the total weighted
earliness penalty subject to no tardy jobs. Cheng and Ji [29] proposed a single machine scheduling
problem, where the jobs were ready to be processed in batches and the processing time of each job was
asimple linear function of its waiting time. Wang et al [36] developed a new model for minimizing the
total completion time with time dependent deterioration that actual processing for each job was
calculated based on the prescheduled jobs in the sequence.

Chen [30] studied a dependent setup single machine scheduling problem with machine maintenance to
minimize the completion time. Chen [31] presented the two models and a heuristic for a single machine
scheduling problem with multiple periodic maintenance activities to minimize the makespan, where the
machine had to be stopped periodically for maintenance for a constant time during the scheduling
period. Cheng et al. [32] proposed a new model in which job deterioration, learning effect and setup
times are considered concurrently. They considered that the actual processing time of ajob isa function
of the setup and the processing times of the jobs already processed and the job’s own scheduled position
in a sequence. Also they showed that the time of solving single machine scheduling problems to
minimize the makespan, total completion time, and sum of square of completion times are polynomial.
Bahalke et al. [33] addressed the single machine scheduling problem with considering sequence
dependent setup time and deteriorating jobs simultaneously to minimize makespan. They also proposed
a mathematical model for this problem and solved it by a hybrid genetic and tabu search algorithms.
Ghodratnama et al. [34] presented a new nonlinear mathematical model for a single machine scheduling
problem that included some constraints, such as repairing and maintenance periods, deterioration of jobs,
and learning effect of the work process. Their objective function was composed of minimizing the sum
of the weighted completion times, minimizing the sum of the weighted delay times, and maximizing the
sum of the job values in makespan.

Moataghedi et al. [37] presented a new model for the single machine scheduling problem to minimize
the earliness and tardiness cost, machine processing cost and maintenance activities that times of jobs
are determined according to asimple linear deterioration function.

In this paper we develop a new model for single machine scheduling problem with deteriorating jobs,
setup dependent jobs and maintenance activities and the aim is to find a schedule of jobs that minimizes
the delay, holding and maintenance costs simultaneously. As well as proposed costs based on
Ghodratnama et a [34], the job value in makespan is considered and tried to be maximized.
Furthermore, the operation of machine considered cost consuming for processing jobs. Based on the
mentioned literature there are no article that consider the proposed costs simultaneously. In order to
solve the suggested model, a hybrid algorithm based on simulation annealing and hill climbing is used
that is calibrated by a Taguchi approach.

The remainder of this paper is organized as follows: The notation and problem description are
introduced in section 2. Section 3 presents simulated annealing and hybrid algorithm. In section 4,
computational experiments are reported and statistical analysis is performed. Finally, some concluding
remarks are made in section 5.
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2- Problem formulation

In this paper, the problem of sequencing of N jobs on a single machine with sequence dependent setup
time, deteriorating jobs and multi task maintenance is considered. The machine works with no idle and
all the jobs are ready to be processed at time zero. It is also assumed that processing jobs are cost
consuming for machine.
The aim isto find a schedule of jobs that minimizes the costs of maintenance, machine operations, delay
(tardiness) and holding (earliness) and maximizes the job values in makespan simultaneously. For this
regards a new mathematical model is presented that supports below settings:

1) Maintenance time is a predefined constant,

2) consideration of earliness and tardiness of jobs simultaneously in objective function,

3) The completion time of each job may be changed by maintenance, deterioration and

dependent setup,
4) Process on ajob is cost consuming for machine.

According to deterioration, the processing times of jobs have not constant values and are dependent to
their positions. We use of the time dependent deterioration model investigated by Wang et al [37] that is
presented as:

P =g ldp g bt p::-']]ﬁ @
Where 0< 6 <1 andpiyyy = 3.

Furthermore, two types of maintenance activities are defined include minor and fundamental actions
that the second takes more time. When a maintenance activity is occurred the index of job deterioration
is reset and the next job is processed with its normal processing time. Since the completion time of each
job may be changed by maintenance activities, the cost of maintenance is considered as part of machine
operation cost.

The variables and parameters of problem are defined as follows:

N Number of jobs are ready to scheduled

pi The normal processi ng time of job where scheduled inith position
Pri] The actual processing time of job where scheduled in ith position
E The earliness of ithjob

T The tardiness of ithjob

G The completion time of ithjob

d; The due date of ithjob

Shi The setup time of job j when is processed exactly after job h

o Delay cost (tardiness cost)

B Holding cost (earliness)

CM Operation cost of machine

Tuk Time of Maintenancetypek ( k=1,2)

0 Rate of deterioration
A reduction rate of job values

And decision variables are asfollows:
{1 If jobi isexecuted in priorityj

0 Otherwise
1 M amaintenance of type K is planned before job in priority j
-]

0 Otherwise
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And the proposed model is as follows:

n

Min > (aT + BE)+ z p,.-C, —Zn: w,e
i=1 i=1 i=1

St:

2% =1 ®)

j

Y =1 @

c,=0 ©)

(2)

n ©)
C 2Cy+ Y, T+ 0, % B+ D0 D %%, 1S,
i=1 i hezi
n | ™
T zzcjxi. -d Vi

n _ )
E>d-Ycx Vi

T>20 Vi ©)

E >0 Vi (10)

Equation (2) introduces the objective function and tries to find a schedule of jobs that minimizes the
costs of tardiness, earliness and machine performance and maximizes the value of jobs in makespan.
Constraint (3) states that in each priority just one job could be planned. Constraint (4) assures that each
job liesjust in one priority. Constraint (5) mentions that machine is available from time zero. Constraint
(6) declares that in any sequence, the value of completion time may be changed based on the
maintenance activities, deterioration effect and setup times, constraints (7) and (8) demonstrates tow the
tardiness and earliness are calculated and finally constraints (9) and (10) states that the tardiness and
earliness have positive values.

3- Solution approach
3-1. Simulation Annealing

Simulated annealing (SA) is a class of optimization Meta heuristics that performs a stochastic
neighborhood search through the solution space that have been applied widely to solve many
combinatorial optimization problems. The immense advantage of SA over classical loca search
methods is its ability to avoid getting trapped in local optimawhile searching for a global optimum.

In this case, SA starts with a randomly generated solution which is a sequence of maintenance
parameters and jobs. Maintenance parameters are binary in which number 2 is representative of a
maintenance operation Type 2; number 1 demonstrates the occurrences of maintenance activity type 1
and number O represent the no maintenance activity. A sample string considering 4 jobs is represented
in Fig. 1. In this sample, four first elements are representative of maintenance operations and the next
ones are related to the sequence of jobs. According to Figure 1 before second and fourth jobs in

sequence that are job 4 and 1 respectively, a maintenance operation is scheduled.
6
I SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

Fig. 1 Representation of asample string

Neighborhood search is aso implemented by swapping the two randomly selected positions in the
current solution string in both binary and sequence parts separately.

In order to calibrate the proposed SA, a Taguchi approach is presented. This approach 1s an experimental
design methodology that allows choosing a product or process that performs more consistently in the
operating environment. Taguchi designs recognize that not all factors that cause variability can be controlled
in practice. These uncontrollable factors are called noise factors. Based on this fact, Taguchi attempts to
identify controllable factors (control factors) that minimize the effect of the noise factors. During
experimentation, the noise factors are manipulated to force variability to occur and then finding the optimal
control factor settings that make the process or product robust, or resistant to variation from the noise factors.

Taguchi uses orthogonal arrays, which estimate the effects of factors on the response mean and variation.
Orthogonal arrays allow investigating each effect independently from the others and may reduce the time and
cost associated with the experiment when fractionated designed are used.

In this paper the S/N ratio considered as nominal is the best and is calculated by:

: . 12
i At -1 -.':r;lg-.,i_r.n}rv'.ril.w‘."lmr..’.'f.'.n‘l"' (12)

The effective factors and their levels are also described within below table:

Table 1- the Taguchi experiment inputs

factor symbol levels type Degree of
freedom
Number of total A 5 A(1)=250 4
iterations A(2)=500
A(3)=1000
A(4)=2000
A(5)=5000
Number of B 5 B(1)=4 4
iterations per B(2)=6
temperature B(3)=8
B(4)=10
B(5)=15

The associated degree of freedom for these two factors is equa to 8; therefore according to Taguchi
standard table of orthogona array, the L,s should be selected that fulfils all the minimum necessary
requirements.

In order to conduct the Taguchi experiments three important measures are considered contain the S/N
ratio (as robust measure), average responses for each combination of control factors and the variability
in the response due to the noise (standard deviation).

Theresults are depicted in below figures.
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Fig 2- the results for response based on S/N ratio
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Fig 3- theresults for response based on means
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Fig 4- the results for response based standard deviations

In Taguchi designs, ameasure of robustness is used to identify control factors that reduce variability in a
product or process by minimizing the effects of uncontrollable factors. Figure 2 indicates the robustness
of each combination of factors. Clearly it is desired to select a pair of factors that generate the maximum
robustness. Therefore, based on this figure A (5) and B(2) should be selected.
Figure 3 shows the average responses for each combination of control factor. Since the objective
function is as minimization the minimum value for this measure is desired, so A (3) and B (5) are
selected.
Finally figure 4 shows the variability in the response due to the noise that is desired to be minimal, so A
(5) and B (5) should be selected.
Based on the mentioned measures, the most efficient combination of proposed factorsis as A (5) and B

8
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(5) that better satisfies the response values. However, B(2) also can be considered as a good situation
because of the maximum robustness and lower required run time in comparison to other situations.

3-2. hill climbing

Hill climbing starts with a random but not very appropriate solution, and iteratively makes small changes to
the solution, each time improving it a little. When the algorithm cannot improve the best solution anymore, it
terminates. Ideally, at that point the current solution 1s near the optimal one, but there 1s no guarantee that hill
climbing will ever come close to the optimal solution.

In simple hill climbing, the first node which 1s closer to the solution is chosen, whereas in steepest ascent hill
climbing all successors are compared and the closest to the solution 1s chosen. In this paper this approach
starts from the first element of the sequence, the place of each job is changed with its adjacent job and then
objective function 1s calculated, in case of objective function reduction, the change is applied, otherwise, the
change 1s not accepted. The procedure continues until all adjacent jobs are examined for a better objective
function.

3-3 the proposed hybrid algorithm

The framework of proposed hybrid is as follows:

Generate an initial solution randomly
Do while the termination of SA not occur
{
Calculate the value of objective function by SA
Improving the value of objective function by Hill climbing in each temperature
Comparison with best obtained solution and record it if the current solution is better

}

Reduce the temperature

Fig5. The framework of proposed SA

3-4 an illustrative example

Let s consider there are four jobs ready for processing on the machine and their properties are as below.

Job Processing time Due date
1 2 10
2 6 8
3 4 6
4 1 2

Furthermore, the setup times between jobs are offer as:

| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

1 1 2 1
- 3 4
5 - 1
5 3 -

[l NN O

2
3
4

The associated times for two kinds of maintenance activities are also considered as i« =10 and ;. =20 respectively.

Regards to the following schedule, the completion time for each job is calculated as below.

Cy = [y o= b

Cr = C +Er; =Me+3, — "+ itTr =M

=g (VAR R =TV TR T =T

= CmmE- - I, 3 —- T e T e LT =Y

Therefore, the values of earliness and tardiness are calculated as:

Ermga, dym?¥

T,ma, o, mTH

T

B —E'Jd_d-‘l — F‘i.r'

Ty =y =i, = £7,0

4- Computational results

To illustrate the efficiency and performance of the proposed hybrid, the algorithm procedure was coded
in Visua Basic 6 and was run on a Vostro 1500 with 2.2 GHz CPU and 2 GB Ram. All the instances
were randomly generated as follows. For each job, an integer processing time was generated from a
uniform distribution [1, 100]. For each job, an integer due date was generated from the uniform
distribution [0, 6P], where P is the sum of the processing times of all jobs and ¢ is the deterioration rate.
Weights and set up times were also randomly generated from uniform distributions of [1, 5] and [1,100]
respectively. The results of the hybrid algorithm are compared with simple SA, then the sensitivity
analyze of problem is checked to the deterioration rate and reduction rate of job values in makespan.
Table 2 illustrates the comparison of the hybrid algorithm with simple SA for different deteriorating

rates. It’s clear that the hybrid algorithm acts much better than the simple SA.

Table 2- comparison between the results of hybrid and SA

N d SA Hybrid
VOF Time (Sec) VOF Time (Sec)
5 0.2 34142 0 34142 0
0.4 43622 43622
08 36471 20831
10 0.2 363101 0 363101 0
0.4 389177 389177
08 543856 304645
25 0.2 4141013 1 3201679 2
10
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04 4008752 3353239
0.8 5621399 3687950

50 0.2 17512815 1 17512815 20
04 22379055 16191189
0.8 29356806 14428721

75 0.2 53368025 2 37799277 122
04 64410432 43795066
0.8 75512342 59054645

Where N demonstrates the number of jobs and 3 represents the rate of deterioration. Columns 3 and 4
also show the performance of hybrid algorithm include value of objective function (VOF) and running
time and columns 5 and 6 represent the results of simple SA.
Furthermore, the performance of hybrid and SA are tested by consider of severa rate of deteriorations
with choose of medium scale of jobs and the results are depicted in table 3.

Table 3- sensitivity analyze based on deterioration rate

3 Hybrid SA
VOF VOF
0.1 2904959 3509469
0.2 3049109 3690822
0.3 2469869 3372463
0.4 3759849 4312127
05 3467239 4711154
0.6 2980549 4392259
0.7 4039459 5759277
0.8 3944670 6623464
0.9 3345769 5187022

Where the value of deterioration rate is shown by & and second and third columns show the
performance of presented hybrid and simple SA. In order to better view, this comparison is depicted in
below figure.

8000000

7000000

6000000 \-/Is—a.A

5000000 A.C.\—-—.“/::.\

4000000 P_,@vk—.— hybrid
r'd N SN

3000000

VOF

2000000

1000000

0

0.1 0.2 0.3 .6 0.7 0.8 0.9

04 05 0
deteriratingrate

Fig. 6 Comparison of sensitiveness to deterioration rate

As shown in figure 6, the problem has not any sensitivity to deterioration rate and for all the instances

the hybrid algorithm yields better solution.
The problem also is considered for the various values for reduction rate of job valuesthat the results are shown in table 4.
Tabled- sensitivity anal yzing based reduction rate of job values

11
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n hybrid SA
VOF VOF
0.1 3620079 4983133
0.2 4736586 5821755
03 3562809 5935668
0.4 4579270 6168559
05 3895297 6720180
0.6 4112519 5575503
0.7 4412780 6113635
0.8 3689999 5830080
0.9 4024339 6593182

Where the value of job value rate is shown by A and second and third columns show the performance of
presented hybrid and simple SA. In order to better view, this comparison is depicted in figure 6.
8000000

7000000

6000000 “‘*—1‘4
N—

5000000

2000000 A /\‘P‘_‘/\ R —— hybrid
.f’r Q\N‘rf’— -““‘r'"-"—'

—m— A

VOF

3000000

2000000

1000000

0 T T T T T T T T 1

0.1 0.2 0.3 0.7 0.8 0.9

1‘931'14cti011 1‘:1?'950f job ‘Qi Pues

Fig. 6 Comparison of sensitiveness to reduction rate of job values

Based on depicted plot it can be concluded that the proposed hybrid performs much better than simple
SA for al the values of reduction rate and generally, there are no relation between this rate and the value
of objective function.

5-Conclusion

In this paper, the problem of Single machine scheduling problem was considered and a new model was
developed for it based on three objective functions as minimizing the maintenance activities costs,
minimizing the earliness and tardiness costs and maximizing the job values in makespan. The model
also contained the multi task maintenance policy that caused to increase the complexity of problem. In
order to solve the proposed model a hybrid algorithm based on Hill and SA was used that its parameters
was calibrated by Taguchi approach . In computational experiments section the problem was solved for
various instances and the sensitivity analyze is implemented for some important factors of proposed
model.

For future research, solution method can be improved by using other meta- heuristic methods.
Developing the model by proposing multi objective functions and assuming more complicated
maintenance policies can also be considered as future research area.
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ABSTRACT

Training in banks as in other sectors 1s vital organizational development activity, which aims at developing
operational skills, competence and attitudinal changes among employees. Training helps in reducing gap
between existing and accepted standards of employee's performance. Training reduces gap between
employee's existing performance and expected standards. Difficult task such as attitudinal change can be
achieved only with quality training for which training need assessment 1S necessary. Training interventions
need to be well- organized, pro active and continuous in nature. Pro-active attitude aims at developing
futunistic attitude and pre emptying undesired features. As the organization invests huge sums on training, it 18
natural to expect that such investments are cost effective. Training managers have to be accordingly
accountable for training effectiveness. Training need assessment 1s a quantitative study surveying employee
performance, knowledge and communication style, etc. For the purposes of this study the term 'training need
assessment' will be used and taken to mean the process of gathering, assessing and analyzing date to
determine the training needs for an organization. A tool utilized to identify what educational courses or
activities should be provided to employees to improve their work productivity and bring in change. Focus
should be placed on needs as opposed to desires. This study analysis three criterion of training needs
assessment, 1.e. individual analysis, task analysis and organizational analysis. The study concludes that
respondents of private sector banks agree on all three criterion but public sector bank managers have mixed
response towards different criterion for training and development needs assessment.

INTRODUCTION

Assessing Training And Development Needs Of Employees in Banking Industry Sustenance and growth
of any organization in general and banking industry in particular depend on the organizational readiness to
absorb to societal changes. This 1s because globalization has led to increase the competition, changes in
external and internal environments, and accordingly organizations have to be adaptable and flexible to the
changed environment for maintaining competitive advantages. This can be largely attained through training
interventions. Training in banks as in other sectors 1s vital organizational development activity, which aims at
developing operational skills, competence and attitudinal changes among employees. Training helps in
reducing gap between existing and accepted standards of employee's performance. Several banks have
accordingly set up their own staff training colleges (STC's). Apart from in - house training, banks also send
their employees for external training programmes at institutions like National Institute Of Bank Management
(NBIM-Pune), Banker's Training College (BTC-Mumbai), College of Agricultural Banking (CAB-Pune),
Southern India Banker's Training College (SIBSTC - Bangalore), etc. Job and the organizational needs are not
static; they change from time to time in the view of technological advancement and change in the awareness
of the total quality and productivity. Training improves and moulds employee's knowledge, skill sets, abilities,
behavior and attitude towards work . Training reduces gap between employee's existing performance and
expected standards. Difficult task such as attitudinal change can be achieved only with quality training for
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which training need assessment 1s necessary (Bulin 2001). Apart from training interventions, there 1s also
need to bring changes in organizational culture. Individuals may become disillusioned with training if it does
not bring desired results. Training interventions need to be well- organized, pro active and continuous in
nature. Pro-active attitude aims at developing futuristic attitude and pre emptying undesired features. As the
organization invests huge sums on training, it 1S natural to expect that such investments are cost effective.
Training managers have to be accordingly accountable for training effectiveness (Amsa, 1988). It 1s thus
desirable to have some training evaluation forces in organizations (Kailash, et al., 2001). Training can yield
desired results if it 1s backed by training needs analysis, involvement of operating executives in training
interventions and management commitment towards training.

Training Needs assessment Training need assessment 1s a quantitative study surveying employee performance,
knowledge and communication style, etc.  This becomes important when a change has to be ushered into the
organization. Since every organization is unique, each training audit should be customized to meet the specific
learning needs and requirements of each situation. Organizations should re - educate and retool their
workforce using a training need assessment that identifies critical gaps in employee’ s workplace knowledge.
The main role of training needs assessment 1s to 1dentify gaps in learning strategies and resources needed to
build an effective learning organization. The purpose of these needs assessment 1s to align learning, to both
the individual and organization, with the business strategies of the organization. In most of the organization
the emphasis 1s given on the systematic approach to training in order to achieve the purpose of training and
the enhanced level of organizational effectiveness to cope up with the change. An organization has to undergo
to cope with changing situation. Pressures of international competition and market globalization constrain
Indian companies to match global standards of performance and corporate governance. Various models/
frameworks have been presented which provide the systematic approach / process approach to training
function. These frameworks include' Ten Stages Cyclical Process Of Training (Boydell, 1971), Job
Description Of Training And Development Professionals (1978), 'Spiral Model Of Three Phase Training
Process (Lynton And Pareek, 1978), Transitional Model Of Training Process (Taylor, 1991), 'Process Of
Planned Training (Kenney And Reid, 1992), 'A Systematic Approach To Training (Buckley Any Caple, 2000),
'Results Based Training Design Model (Ford, 2002). These frameworks, by and large, contain five phases, viz.
1) Analysis Phase: which includes training analysis, training needs assessment, performance analysis, job/
task analysis, learner's analysis, content analysis, skill gap analysis; 2) Design Phase: which includes stating
training objectives, designing project, training scheduling, managing training project and designing blue prints
and prototypes for training; 3) Development Phase: which includes drafting and creating reading materials,
audio visual aids, videos, software and also tests and feedback instruments; 4) Implementation Phase: which
includes classroom and non- classroom, delivery of training and training of trainers; and 5) Evaluation Phase:
which includes evaluating trainees reaction, evaluating learning, evaluating transfer of training and evaluating
the results of training.'

According To Boydell (1970), there are threelevels of training needs assessment:
A) Organizational analysis: looks at the effectiveness of the organization and determines where
training is needed and under what conditions it will be conducted. It involves looking at the interna
environment of the organization influences that could affect employee performance and determine it
fitness with organizational goals and objectives. It is this analysis that provides identification of
performance discrepancy at the organizationa level. An organizational analysis should provide the
following information:

¢ The mission and strategies of an organization.

e Environment impacts

e State of the economy and the impact on operating costs
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e Changing workforce demographics and the need to address cultura or language barriers
e Changing technology and automation
e Increasing global / world market places
e Political trends such as sexua harassment and workplace violence
¢ Organizationa goals (how effective is the organization in meeting its goals), resources available
(money, facilities: materials on hand and current, avail able expertise within the organization).

e Climate and support for training (top management support, employee willingness to participate and
responsibility for outcomes).

The information needed to conduct an organizational analysis can be obtained from a variety of sources
including:

1. Organizational goals and objectives, mission statements, strategic plans.
2. Staffing inventory, succession planning, long and short-term staffing needs.
3. Skills inventory, both currently available and short and long-term needs.

Organizational Climate Indices: labor / management relations, grievances, turnover rates, absenteeism,
suggestions, productivity, accidents, short-term sickness, observation of employee behavior, attitude survey
and customer complaints.

Analysis of efficiency indices: costs of labor, costs of materials, quality of products, equipment utilization
production rates, costs of distribution, waste, down time, late interviews and repairs. Changes in equipment,
technology or automation

Annual reports
Stakeholders
Plans for reorganization or job restructuring
Audit exceptions reward systems
Planning systems
Delegations and control systems
Employee attitudes and satisfaction

B) Task analysis provides data about a job or a group of jobs and the knowledge, skills, attitudes and abilities
needed to achieve optimum performance. There 1s a variety of sources for collecting data for a task analysis:

Job description A narrative statement of the major activities involved in performing the job and the conditions
under which these activities are performed. If an accurate job description 1s not available or 1s out of date, one
should be prepared using job analysis techniques.

KSA analysis A more detailed list of specified tasks for each job including knowledge, skills, attitudes and
abilities required of incumbents.

Performance standards Objectives of the tasks of the job and standards by which they will be judged. This 1s
needed to 1dentify performance discrepancies.

Observation  regarding the job or the sample of work.
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Job inventory questionnaire Evaluate tasks in terms of importance and time spent performing.

Review literature about the job Research the 'best practices' from other companies, review professional
journals.

Questions About the job - of the incumbents, of the supervisor, of upper management.

Analysis of operating problems Down time, waste, repairs, late deliveries, quality control.

C) Individual analysis how well the individua employee is doing the job and determines which
employees need training and what kind. Sources of information available for an individual analysis
include:
e Performance evaluation identifies weaknesses and areas of improvement.
e Performance problems productivity, absenteeism or tardiness, accidents, grievances, waste, product
quality, down time, repairs, equipment utilization, customer complaints.
e Observation observes both behavior and the results of the behavior.
e Work samples observe products generated.
e Interviews tak to manager, supervisor and employee. Ask employee about what he / she believes he/
she needs to learn.
e Questionnaires written form of the interview, tests, must measure job related qualities such as job
knowledge and skills.
e Attitude surveys measure morale, motivation, satisfaction.
e Checklistsor training charts up-to-date listing of current skills.
Assuming that the need assessment identifies more than one training need, the training manager,
working with management, prioritizes the training based on the urgency of the need (timeliness), the
extent of the need (how many employees need to be trained) and the resources available. Based on this
information, the training manager can develop the instructional objectives for the training and
development program. All three levels of needs analysis are interrelated and the data collected from
each level is critical to athorough and effective needs assessment.

REVIEW OF LITERATURE

Prarthana Dwivedi and Prof. Pooja Purang (2007) Studied training need 1dentification and evaluation in
different sectors and industries and deal with different type of products and services. These organizations
had a progressive HR set up and a training set up and seem to have realized the importance of training for
employees and the Indian models of needs 1dentification (to an extent) recommend a three level analyses, 1.e.
organizational level, functional level and individual level analysis. In the organizations surveyed we see that
most of the organizations do not conduct a three level analysis through some organizations do have an
established three level analysis in place, which 1s in line with what has been proposed by the researchers in
the west. Other organizations are still using the old traditional method of driving the needs from the
performance management systems and paying more emphasis only to the organizational analysis level. The
organizations are not conducting a task or individual analysis while are relying on the data obtained from
PMS, which has a lot of drawback in it. The comparison was done with the proposed model for need
1dentification, it has been found that analysis 1s not done at all levels in all the organizations.Some of the
organizations do follow the western models of need 1dentification, but as regards to the proposed model the
level of analysis 1s being conducted at the three mentioned levels in a few organizations completely while
they are trying to analyze the other two levels as well. For a few organizations, they are not analyzing any of
the levels 1n the need 1dentification process. Chopra (2002) conducted a study in Gujarat Heavy Chemicals
Ltd. had found that the training needs like Assessment centre to assess the training needs at all levels,
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competency profiling which linked compensation to the 3Ps (Position, Person and Performance) and
employee opinion survey. Further, GHCL intended to create space in innovative training package which took
into account the changing operational context of mdustry. D. Rama Rao, R. Kalpana Sastry, S. K. Soam Rao
(2002) described the outcome of a major HRD initiative by ICAR (Indian Council of Agricultural Research).
The study 1s the culmination of the training needs assessment by soliciting employees' opinions through a
survey questionnaire, brainstorming on key issues and discussions with senior officers, and standard training
needs manuals. The study identified norms for training expenditure, mandatory training of all new recruits,
creation of core faculty for training of administrative and finance staff, infrastructure to use the gains
particularly in information technology, ethics and morals through yoga and meditation, and finally, training
audit. H. K. Sardana, P. P. Arya (2002) Training of engineering students in an industrial environment 1s an
alternative to projects undertaken within the institute. The approach becomes more challenging as it puts them
in a new environment with the generally accepted goal of improving their application skills. To implement
such a scheme requires a coherent effort from students, faculty members and industry supervisors. In this case,
study, we propose a model for making formal need assessment of engineering student’ s training which then
forms the basis of the training's evaluation and effectiveness. The need assessment 1s outlined in terms of
inherent attributes, generic attributes, technical skills and student’ s basic needs of training. Finally, the
student” s reaction evaluation and relevance of training to job prospects are presented. J. Meenambigai & R.
Netaji Seetharaman (2003) Studied on the training needs of extension personnel in communication and
transfer of technology among the extension personal employed in the state department of agriculture under
TNA Development Plan. They are varying in their extent of training needs in various sub areas of
communication and transfer of technology (TOT). The extension personnel have recognized well the
importance and need of communication in their routine work. The major training need identification in this
areca were presenting programmes thorough TV and radio, writing of articles, preparation of video
programmes, preparation of audio visual aids, effective public speech making and teaching equipments .
Training 1S a continuous process and requires regular and short term courses and programmes be 1mplemented.
In the process of training the personnel” s, planning of curriculum is needed at regular visits. Leat and Lovell
(1997) had discussed the weaknesses of current training needs analysis. It was found that there was improper
training goal setting and failure of the performance appraisal reviews to diagnose needed areas to improve
employee’ s skills in the working environment. There was variance between actual performance and
performance objectives. But these needs should not be limited to that level only. Possible improvement at the
organizational and task levels should also be evaluated, as part of training needs analysis. Training
expectations should also be developed and detailed after an extensive research into the inter relationship
between inner and outer contextual changes and within the organization and individual goals. The authors also
indicated that evaluation of training must be linked to the organization’ s objectives and training approaches
should match the organizational culture. Rao, Sastry and Soam, (2002) had conducted a study at Indian
Council of Agricultural Research (ICAR) to assess the Training - needs Assessment and action, found that
there was need to carry out institute specific training needs assessment followed by the methodology
employed 1n the study. R. Krishnaven: (2005) conducted competency based training analysis in respect of
middle level management personnel of deputy manager/ manager levels in a compressor manufacturing unit.
Training needs 1dentified was short listed and prioritized in three phases depending on number of responses
received for each category. Based on this prioritization training calendar was developed for fulfilling the
competency development objectives. This calendar was developed in a manner that 1t did not affect normal
work schedule of the concerned employees. As in many similar studies sample size was more representative
rather than comprehensive due to practical constraints. While the study was limited to middle level executives
only, but in the same way it can be extended to other grades of employees as well besides deputy managers
and managers. Competency models may prove helpful in aligning individual performance with organizational
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goals and in the process achieving competitive advantage. The value addition by a competency based
approach depends on a number of factors: 1) extent to which the competency study is based on the strategic
needs of the organization 2) clarity with which the role or job is defined in relation to the strategy 3) rigor of
the process used in defining the competencies; and the accuracy in matching individuals vis-a -vis job needs.
Implementation of competency model may, however, invite resistance from certain quarters as sometime it
may be in conflict with traditional 'mindsets' and remedial measures may become necessary to overcome
'mental roadblocks'. Training 1s inside-out approach where as learning is outside - 1in approach (Mager and
Pipe, 1970). A study was done on the competency assessment and need identification for training in Oil
Company. The competencies of four different categories of employees were studied, 1.e. field sales officers,
divisional officer in charge, front line operations officer, and operations local heads. GAP analysis was done
in the difference between required capabilities and existing capabilities was observed. These following
competency sub categories were observed, 1.e. planning the work, taking initiative, communication in writing,
managing a team, encouraging participation, listening to others, resolving conflicts, generating creative ideas,
strategic thinking, computer skills, goal oriented, business attitude, analyzing problems, technical aptitude. It
had found that every category of employee had a gap in the desired skills and his/her competencies need to be
improved (Damodar Suar & Abhik Dan 2001). A need assessment 1S composed of two procedural elements:
1) A need 1s a gap between current and desired results, a need assessment " 1s process for identifying the
gaps based on the differences between " what 1s " and "what should be " based on a combination of hard
-independently verifiable- soft -personal and private -data : 2) the identified needs are placed in priority order
based on what it costs to ignore the need and compared to 1ts impacts and society and the organization. "Need
assessment" and "need analysis" are not synonymous terms, needs assessment 1s a prerequisite procedure for
need analysis, and the latter process 1s the means to 1dentify the causes and reasons, appropriate interventions-
such as training, job aids, and jobs redesign, and hiring procedures to meet the need (Kaufman, 1993).

OBJECTIVESOF THE STUDY
1. To find out the criterion of training needs assessment among public and private sector banks.

2. To assess any similarities and dissimilarities in assessing training needs among public and
private sector banks.

HYPOTHESIS
Ho: There is no significant difference regarding assessment of training and development needs which are
done according to organizational analysis, individual analysis and job analysis of employees of public
and private sector banks.
Ha There is significant difference regarding assessment of training and development needs which are
done according to organizational objectives, individual needs and job requirement of employees of
public and private sector banks.

RESEARCH METHODOLOGY
Exploratory and descriptive research design was used for the study. The data was collected with
personal investigations involving original field interviews with the middle level managers of public and
private sector banks. The study of the relevant literature was also useful in this study. In this study
Non Probability Purposive sampling technique was used. The questionnaire has been designed on the
basis of i.e. functional and operational levels of the organizations. Therefore a structured questionnare
was designed on the basis of data generated from the various literature studies. The whole questionnare
was designed on binary basisi.e. yes and no responses. The final tested questionnaire, written in English
(being only the medium of communication) was hand — delivered to 700 respondents working as branch
managers in various branches of public and private sector banks. But only 455 of the respondents filled
and returned their filled questionnaires. Appropriate statistical techniques were used for the analysis of
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the data.

SCOPE OF THE STUDY

The sampling unit was the Middle Level managers working as branch managers at supervisory level in service
sector 1.e. public & private sector banks. The data were collected from Punjab, Haryana, Delhi and NCR
region.

DATA PROCESSING METHODOLOGY

Firstly the returned filled up questionnaires were edited one by one to detect and eliminate errors relating to
their accuracy, uniformity and completeness. Cross examination was done for the incomplete portions of the
questionnaires left out by the respondents and for the respondents who could not give certain remarks on
some portions of the questionnaires. All in competencies were re-examined with the aid of interviews and
observation techniques. The questionnaires were arranged organizationally and master sheet was created after
scoring of the responses. Finally the data were entered in the excel sheet of Microsoft office. For proper
statistical analysis and Descriptive analysis R Software & SPSS Software was used.

RESULTSAND DISCUSSION
RELIABILITY TEST

Cronbach alpha 1s commonly used to measure reliability for a set of two or more construct indicators. All of
Cronbach's alpha values should meet the minimum criterion (alpha greater than 0.60). So, the results will
indicate the reliability of likert five point scale and sub scales which was at acceptable level. This reliability
test 18 done for checking the reliability of the scale 1.e. likert scale. In this study reliability test 1s done on the
basis of pilot study having sample size of 50. Firstly 25 samples each from HDFC bank and SBOP bank were
taken to find out the reliability of the study. The values were calculated on the basis of overall 50 sampled
data and not for individual bank. The alpha values calculated as Cronbach alpha values of the factor’ s
section wise indicating reliability. This table shows the reliability of each section having different number of
factors and range of alpha values 0.6009- 0.9197.

TABLE 1

Reliability Test for Different Variables of The Study

Reliability Test for different variables for No. of variables Alphavalues

criterion used for assessment (0.6009-0.9197)
Criterion used for assessing training & 3 0.6009
development needs of middle leve

M anagers.

Demographic Analysis of Private Sector Banks

The analysis of table 2 shown below 1s of Private sector banks regarding allthree variables of demography 1.e.
sex, age and experience in years in that particular bank. Again on analysis of below table showed maximum
of responses were between males and very few respondents were available among females. On comparison of
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both the sexes on average male respondents are in the range of 75 % to 80 % as compared to female
respondents in range of 20% to 25%. In terms of age, average age 1s around 35 years for almost all the banks
1n that sector except Bank of Rajasthan where exception was found in average age which was around 41 years.
Similarly, the range for age was also almost similar for all the banks with minimum age ranges around late
twenties to maximum with late thirties except in J&K Bank and Bank of Rajasthan where range age was
32-47 years and 35-52 years respectively.

Table 2 showing Demographic Analysis of Private Sector Banks

Private Sector Banks

Number Of Respondents (229)

Total Mae Femade Ageinyears Experience
inyears

Average  Range Average  Range
HDFC 43 35(82%) 08(18%) 33 28-38 91 4-13
Axis Bank 40 31(78%) 09(22%) 34 27-42 95 4-15
ICICl Bank 43 34(81%) 09(19%) 35 31-39 10 7-15
Federal Bank 23 18(78%) 05(22%) 35 29-39 10.6 6-14
Indus Ind Bank 20 15(75%) 05(25%) 36 32-39 1.2 8-14
Kotak Mahindra 20 14(74%) 06(26%) 35 30-39 10.6 6-14
Bank
J& K Bank 20 16(76%) 04(14%) 36 32-42 1.2 5-15
Bank Of 20 15(75%) 05(25%) 41 35-52 1.2 10-25
Rajasthan

I nter pretation: Analysis of table 2 showed more experienced staff was available in Bank of Rajasthan
with average range of experience of 10 — 25 years but overal for the rest of the banks average age
experiences was similar almost 10 years approximately also among rest of the banks they do have the
respondents who were quite young in experiences and also with handful of experience as compared to

Bank of Rajasthan.

Demographic Analysis of Public Sector Banks
Table 3 showing Demographic Analysis of Public Sector Banks

Public Sector Banks

Number Of Respondents (229)

Total Mae Femade Ageinyears Experience in
years
Average  Range Average  Range
SBOP 25 21(84%) 04(16%) 51 40-57 28 15-37
SBI 25 21(84%) 04(16%) 48 35-56 24 08-35
PSB 25 22(88%) 03(12%) 49 40-57 25 16-34
OBC 25 21(84%) 04(16%) 48 39-57 23 14-37
PNB 25 21(84%) 04(16%) 47 33-57 22 08-33
Syndicate Bank 25 20(80%) 05(20%) 47 40-56 23 15-31
Bank of 20 16(80%) 04(20%) 50 42-56 25 18-35
M aharashtra
Co-Operative 25 20(80%) 05(20%) 49 40-56 24 15-31
Bank
Bank  of 20 16(80%) 04(20%) 48 48 28 28
Baroda
22
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UCO Bank 14 10(71%) 04(29%) 51 4458 27 19-33

I nterpretation: Table 3 analysis is of public sector banks with respect to sex, age and experiences of
respondents in that particular bank. It was found that among 229 tota respondents in public sector
banking majority of respondents were again males with maximum percentage of 88% respondents only
exception being in UCO Bank with 71% of males respondents. Again it was found female respondents
were not too much among all the banks in that sector. In case of age it was found that on an average all
the respondents among all the banks were in their late forties or some early fifties with average age slab
of 40 - 50 years with exception being in two banks only, i.e. SBI and PNB with average age slab of
34-56 years. Thus, in these two banks bit younger age group was found as compared to other banks in
same group. As far as experience was concerned maximum was 28 years in banks like SBOP and Bank
of Baroda and with minimum experience of 22 years in bank like PNB. The average range of experience
in years was around 18 - 35 years with exception in banks like SBI and PNB where younger
respondents were found in terms of experience, i.e. 8 -34 years.

RESULTSAND DISCUSSION
The following table gives the comparative analysis of the private and public sector banks on issues of
criterion of assessment of training and development needs.

Table 4 : Comparative Analysis of Private — Public Sector Banks with respect to criterion of
assessment

Criterion used for | Bank No. Mean Sd. t-test p-value
assessing training & Deviation (456 df)

development needs of | Private 229 1.0349 | .11573 -7.003 0.00
middle level Managers | Public 229 | 11397 | .19466

i.e. organizational

analysis, individual

analysis, task analysis.

Results: The analysis of the above table showed that there were significant difference among the
average responses of the respondents from the both private and public sector banks on issues of criterion
of assessment of training and development needs, Statistically as p-values obtained for them were very
low i.e. lessthan 0.05. Thus we reject the null hypothesis and accept the aternative hypothesis.

Analysis and Interpretation of Private & Public Sector Banks (Criterion Used For Assessing
Training and Development Needs of Middle Level Managers).

Brief description of variablesof the questionnaire:
1. Organizationa analysis
2. Individua analysis

3. Task analysis

Summary : In this respondents of both sector of banks were asked to give their response again on
binary scale of yes-no to know about the criterion be used for assessing the training and development
needs of the managers on three parameters of Organizational, Individual and Task analysis. Again the
analysis was divided into two parts of private-public sector banking in which summary report of
maximum response of each section of bank was created towards the three parameters.

Criterion used for assessing training and development needs of middlelevel managers.

Analysis and I nterpretation of Private Sector Banks

Summary Table 5 of respondents of Private sector Banks for all 3 Factors.
Summary TABLE 5 of Maximum response of respondents of the questionnaire for each bank on
each factor
A —Agreed D - Disagreed
Criterion used for assessing training and development needs of middle level managers:

Criterion HDFC | AXIS | ICICI | Federal | Indus K otak J&K | Bank of
for Bank Bank Bank | Bank Ind Bank | Mah. Bank | Rajasthan
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Assessment Bank

FAC1 A A A A A A A A
FAC2 A A A A A A A A
FAC3 A A A A A A A A

Interpretation: The analysis of private sector banks showed that all banks were agreed on al of the
factors they were asked to response.

Analysis and I nterpretation of Public Sector Banks

Summary Table 6 respondents of Public sector Banks for all 3 Factors.

Summary TABLE 6 of Maximum response of respondents for section G of the questionnaire for
each bank on each factor | nter pretati
A —Agreed D - Disagreed on (Public
Criterion used for assessing training and development needs of middle level managers:
Criterion | SBOP | SBI | Punj | OB | PN | Syndica | Bank | Co-op. | Bank | UCO sector
for ab & | C B | teBank | of Bank | of Bank Banks) :
Assessme Sind Mah. Barod The analysis
nt Bank a of above
FAC1 D A A A A A A A A A table had
FAC2 A A A D D A A A D A showed that
FAC3 A A |A A A |A A A A A al banks
were found

agreed on factor 1 and 3 except SBOP on factor 1 similarly on factor 2 it was mixed response with
banks like OBC, PNB, Bank of Baroda were not agreed on this but rest of the banks were found agreed.
The results have shown that mgjority of the different public and private sector banks think differently
within and among themselves with regard to organizational objectives, individua needs and job
requirement of employees both in public and private sector banks.

DI SCUSSION

In this respondents of both sectors of banks were asked to give their response again on binary scale of yes-no,
to know about the criterion be used for assessing the training and development needs of the managers on three
parameters of Organizational, Individual and Task analysis. Again, the analysis was divided into two parts of
private-public sector banking in which summary report of maximum response of each section of bank was
created towards the three parameters. The analysis of private sector banks showed that all banks agreed on all
of the factors they were asked to response. It means that private banks were using organizational, individual
and task analysis for assessing training and development needs of middle level managers. The analysis of
public sector shows that all banks were found agreed on the fact that organizational and task analysis 1s used
for assessing training and development needs of middle level managers except SBOP, whose managers were
disagreed with organizational analysis. For individual analysis these following banks were not agreed; like
OBC, PNB, and Bank of Baroda. But rest of the banksagreed onthe three factors.

CONCLUSISON

Finally on the basis of analysis of private sector banks showed that all banks agreed on all of the factors they
were asked to response. It means that private banks were using organizational, individual and task analysis for
assessing training and development needs of middle level managers. The analysis of public sector shows that
all banks were found agreed on the fact that organizational and task analysis 1s used for assessing training and
development needs of middle level managers except SBOP, whose managers were disagreed with
organizational analysis. For individual analysis these following banks were not agreed; like OBC, PNB, and

Bank of Baroda. But rest of the banksagreed on all three factors.
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Abstract: With the phenomena growth of B2C e-commerce, most industries including banking and financia services sector have been
influenced, in one way or another. Severa studies suggest that customers have not adopted B2C e-commerce in the same degree primarily
because of risk concerns and trust- related issues. This paper extends an area of information systems research into a marketing of financia
services context by look in into the element of trust and risk in e banking. A conceptua model of trust in e banking is proposed with two
main antecedents that influence customer's trust: percelved security and perceived privacy.

Trust is being defined as afunction of degree of risk involved in the e banking transaction, and the outcome of trust is proposed to be
reduced perceived risk, leading to positive intentions towards adoption of e- banking.

Keywords: Electronic Banking, Economical Development, Modern Business, satisfaction, Qudity

INTRODUCTION

With the development of the internet, more knowledge is
accessible to people anywhere a anytime. Facilitating
communication, data transmission, and globd interaction, the
internet is a playing fidd unlike any other. Transcending the
traditiona barriers of time and space, the internet is redefining
the world of banking. The internet has created new methods for
carrying out a variety of financia transactions. With these
developments, a new era of banking has emerged which has
come to be known as “e banking”. E-banking encompasses an
aray of financia transactions, once done through the tangible
exchange of information, now are done eéectronicaly. While the
benefits of such advancements have been welcomed, there also
have been drawbacks. Issues such as security , fraud, and theft
have deterred people from participating in the internet e banking
revolutions [1].

The extension of money and banking to the cyberspaceis an
inevitable development in the information age. Over the past
few years, many financid institutions have launched e- retail
banking over the internet. Given the requirements of matching
margind gains against margind costs, evauaing the
profitability of market development adong specific dimensions
and segments, and determining whether the new technology
would be accepted, it is imperative that this decision is
continualy re-evaluated. commercid banks face significant
challenges on both the supply side and demand side, associated
in particular with competition, product- service qudity and
differentiation, transaction security, cost efficiency, and
demographic change [2].

Many banks have hired qudified teams of network
administrators as a part of ther IT departments to ensure the
safety of both the customer and the institution that operate from
and log into the banks network. Future compliance with these
security measures aso will lead to techniques such as
biometrics and dectronic fingerprint ability. Banks are aso
encouraged to focus on security from within by exploring
scenarios of disgruntled employees or hackers from within the
organization. The responsibility for safety and protection aso
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lies with the customer[3]. The development of customer
identification numbers, passwords, and other forms of customer
identifications permitting users to into a banks web site and
make secure transactions are the main emphasis behind
consumer protection. Password protection is the one of the
biggest problems facing customers. Creating passwords that are
not easily recognizable prevents outside parties with malicious
intent from computer hacking. Many banks now require
passwords to be case sensitive, include a certan number of
characters, and contain both numbers and letters. In addition,
customers are recommended, and in some cases required, to
change their password on aregular basis[4,3].

Customers' trust on electronic banking transactions as
compared with face to ftransections have some unique
dimensions, such as the extensive use of technology for
transactions, the distant and impersond nature of the online
environment, and the implicit uncertainty of using an open
technologicd infrastructure for transactions. The spatid and
tempord separation of the bank branch and the customer, and
that of the customer.

And the financid advisor increases fears of opportunism
arising from product and identity uncertainty. Customers trust in
an internet environment thus, is very important as there is little
guarantee that the online vendor will refrain from undesirables,
unethical, opportunistic behavior, such as unfarr pricing,
presenting inaccurate information, distributing personal data and
purchase activity without prior permission [4,5]. To further
complicate the situation there is a concern about the réliability,
of the underlying internet and related infrastructure the banks
and financid service providers employ to interface with
customer. Overdl, these unique differences reduce customer
perceptions of control over ther online transactions, increasing
their apprehension about adopting e-banking and providing
unique chalenges to banks and financid service providers to
find ways in which to initiate and foster eectronic relationships
with their customers[6]. It is important to understand the factors
that might influence consumers intentions to engage in banking
and financial services over internet. As discussed in the next
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section an important factor that is recognized as key for the
continued growth of eectronic banking is the concept of trust.
Congruent with this, the am of this paper is to explore the
nature, drivers and consequences of customers trust on the
banking and financia services over internet. such understanding
of customers trust will provide the practitioners and researchers
with a set of manageable, strategic levers to build such trust,
which will promote greater acceptance of eectronic banking
and financial services[7,8].

THEORETICAL PERSPECTIVE AND DEFINITION OF
TRUST

Trust has long been considered as a catalyst in many buyer —
sdler transactions that can provide consumers with high
expectations of satisfying exchange rdationships [9]. Many
researchers have argued that trust is essentia for understanding
interpersonal behavior and economic exchanges[10,11] The
notion of trust has been examined in various contexts over the
years a relaed to bargaining [12], industrid buyer—seler
relationships[13], distribution  channels[14], partner co-
operation in strategic dliances[15], 1998), and the use of market
research[16] persondlity psychologists traditionaly have viewed
trust a an individua chaactenistic[17]. They have
conceptudized trust as a belief, expectancy, or feding deeply
rooted in the persondity and originating in the individuas early
psychologica development, dso known as disposition to trust.
However, this approach can only be taken into account but is an
uncontrollable factor that cannot be influenced by the web
merchant[18].

RESEARCH ON TRUST IN E-BANKING

The particular case of dectronic banking that lacks the
physica presence of bank branch and a physica interaction
between the bank personne and the customer, render a unique
environment, in which trust is of paramount importance. Retail
banks can build mutualy vauable relationships with customers
through at rust-based collaboration process[19]. However, the
way in which trust may be gained and the impact it has on
online banking outcomes are not yet well understood [20]. Trust
in electronic banking is a new and emerging area of interest in
the filed marketing of financid services research. Extant
literature on trust related to online banking is scarce and focused
on more generd issues of e- commerce.

BACKGROUND TO E-BANKING AND ITS SUCCESS
FACTORS

Some researchers in the fidd of ebanking have been
engaged in quantifying the current provision of eectronic
services by the banks from an innovation and marketing point of
view [21]. Lieo and Cheung (2002), have explored the
perception of customers about e banking. king and liou (2004)
and compared the e-channd with other channels. Some strategic
issues such as outsourcing of e banking initiatives have been
discussed by Cantoni and Rossignoli (2000) or competitive
advantage of e-banking by Griffiths and Finlay (2004), but the
aea of strategic organizational issues of e-banking has
generdly not been covered adequately by the current body of
the literature. This research was aimed to help bridge this gap.
This section summarises some of the research done in this area.
We have divided these factors into three categories: strategic,
operational and technica. This categorization will help to
explain our findings in terms of the nature of success factors in
e banking adoption [22,23].

STRATEGIC FACTORS
The interactive nature of ebanking aso crestes an
opportunity to gan a much deeper understanding of the
customer during his/ her interaction with the bank can be
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anadlysed using data mining techniques and this marketing
decision capability may ultimately determine the success of the
banks internet channel [4]. To succeed in the e-banking arena,
companies need to transform ther internal foundations to be
effective because of the reasons mentioned above. The new type
of business would consist of findy tuned integration of
business, technology and processes [24]. Therefore one critica
issue is re-engineering of the business processes, which aso
includes technologica processes.

OPERATIONAL FACTORS

The most common factor cited by many in literature, is good
customer service [25] Legislation has increased customers rights
while technology and competition have increased their choice of
products and providers. The increasing amount of information
on the internet and changes in socia behaviors has reduced the
loydty factor considerably. These changes will result in the
growth of users with sophisticated needs and new channels are
required to serve most of these needs. Harden (2002)argues that
e-channels erode a direct reationship with customers and
stresses the need for persondization in  customer
communication. According to Jayawardhena and Foley (2000),
banks must continually invent new products and services in
light of changes brought by the internet and also make existing
products more suitable for online delivery. Similarly , Riggins
(2000) identified a number of critical success factors of internet
banking in the context of the Australian banking industry. These
include developing the will to innovate rapidly, aggressively
marketing the banks website address to generate first time
visitors, online decision support tools for persona financia
management, the crestion of an online virtua community for
financial services, and bundling of products/ services [26].

TECHNICAL FACTORS

Security, which may include protection of consumers
personad data and safe transactions to prevent misuse, is
paramount for the growth of any sort of online trade, including
e banking. security in this context includes secure transactions
as well as secure front and back up systems [25,27].

Franco and klein (2006) stress the importance of upgrading
existing technologica infrastructure (which may still largely
depend on slow and fragmented legacy systems)to bring it up to
the speed with the internet trade. Storey, Thompson, Bokma,
and Bradnum (2000) state that technology failures lead to loss
of custom, often forever. Shortcomings in technologica
infrastructure are often the biggest hurdle in adoption of the e
banking channd and its integration with other channels [11].

A MODEL OF E-TRUST FOR ELECTRONIC BANKING

The literature on trust provides a useful basis for
investigating consumer trust and its antecedents in the context
of electronic commerce, but as pointed out by Mayer et al.
(2005) many researchers confuse trust with its antecedents. This
section aims to remove this confusion by proposing a simple yet
parsimonious model of trust on dectronic banking, with strong
support from literature. While proposing ther modd of
organizational trust Mayer et a. (2005) suggested that a
parsimonious model with a managesble number of factors
should provide a solid foundation for the empirica study of trust
on another party. Based on the above discussion and the review
of literature, a theoreticad model for of trust in e-banking is
proposed in fig.1.
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Fig 1. The proposed modd of e-trust for e-banking [28].

PERCEIVED SECURITY

Security is being defended as a threat which creates
circumstance, condition, or event with the potentia to cause
economic hardship to data or network resources in the form of
destruction, disclosure, modification of data, denid of service,
an/or fraud, waste, and abuse [22] under this definition, in
context of electronic banking threats can be made either through
network and data transaection attacks or through unauthorized
access to the account by means of fase or defective
authentication. Perceived security, then is the customers
perception of the degree of protection against these thredts.
Security has been widely recognized as one of the main
obstacles to the adoption of éectronic banking seems to remain
one of the most significant barriers for adoption. The rapid
developments in technology have made significant contributions
to securing the internet for eectronic business. However , the
challenges remain in this area, and security remains a substantia
issue for the development of eectronic businesses, especidly
éectronic banking . The need for security has aready been
recognized within the dectronic banking community and a
number of technologies have been developed to secure
électronic transactions [29,30].

PERCEIVED PRIVACY

Privacy has been identified to be a mgor, if not the most
critical, impediment to e-commerce: In our view, the single,
overwhelming barrier to rapid growth of e-commerce is a lack
of consumer trust that consumer protection and privacy laws
will apply in cyberspace. Consumers' worry, deservedly, that
supposedly legitimate companies will take advantage of them by
invading thelr privacy to capture information about them for
marketing and other secondary purposes without their informed
consent [2] Consumers in online environment in contrary to
traditiona retal environments, perceives little control over
information privacy and this has a striking influence on ther
willingness to engage in exchange relationships with merchants.
Due to the fdl in cost data transmission and emerging
technologies, it is now easier to collect persona information
from customers and share it with third parties.

According to stone and stone (2000) customers are likely to
have positive perceptions about privacy when: (a) information is
collected in the context of an existing relationship. (b) They
perceive that they have the ability to control the future use of the
information. (c) The information collected or used is relevant to
the transaction, and (d) they believe tha the information will be
used to draw reliable and valid inferences about them [31].

PERCEIVED TRUSTWORTHINESS
People make important buying decisions based, in part, on
their level in the product, salesperson, or the company. similarly,
éectronic banking decision involves trust not simply on the
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transaction medium but aso between the customer and the bank
or financia service provider. Mayer and his colleagues have
identified and vaidated three main element of trustworthiness:
integrity (trustee honesty and promise keeping), benevolence
(trustee caring and motivated to act in the trust or’s interest and
competence [1].

QUALITY

Qudlity can be defined as excellence. Dabholkar (2000) posited
that within service contexts, the evidence supports an assertion
that customers who view technology based service as easy-to-
use, reliable, and enjoyable also perceive service qudlity in such
technology—mediated service offerings (i.e-service). Perceived
service qudity is believed to contribute to positive business
outcomes such greater levels of customer satisfaction and, by
extension, favorable marketing behaviors such as repurchase
and positive word—-of-mouth behaviors [32].

SATISFACTION

Satisfaction, on the other hand , is the consumer fulfillment
response (Oliver, 2007). Szymanski and Hise (2000) argued for
the impotence of esatisfaction in technology—mediated
relationships. The authors suggested that the conceptua domain
of esdtisfaction appears similar to that understood from the
genera marketing literature. This assertion further supports our
reliance on Oliver's (2007) constitutive definition for purposes
of this research study. In addition, satisfaction judgments are
generdly believed to be superior to quality perceptions.

B2B, or business-to-business e- businesses, are companies
that sell to one another online. B2C, or business-to- consumer
e-businesses, are companies who sell to consumers via websites
(Lerouge & Picard, 2000; Morrish, 2001) some writers argue
that integrating both B2B and B2C capabilities may become
essentia to respond to customer demands and streamlining their
supply chain management .C2B refers to trade between
consumers and businesses, and is best exemplified by
companies like Priceline. Com. C2C refers to trade between
consumers and is best exemplified by companies like eBay.

The relationship between satisfaction and loydty has aso
enjoyed a measure of atention in the recent literature. This
research study envisions loyalty as super ordinate to satisfaction
in that loyalty can capture long-term relationship elements that
lie outside the domain of satisfaction in a business-to business
(B2B) context (Barnes et a, 2000). This B2B perspective
appears consistent with Heskett, Sasser, and Schlesinger (2007)
and Hunter (2007) who asserted that three primary
measurements of customer loyaty commonly known as the
three R's included [33]:

1. Revenues and profits from retention of loya customers.

2. Repeat sdes

3. Referrds
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From a practitioner perspective, Pastore (2001) suggested
that customer loyaty and satisfaction will continue to play key
roles as companies evauate spending budgets based on a study
by NFO prognostics(proprietary). In fact while the study
suggested that satisfaction scores and reference ratings are
generdly strong, many professiona service buyers are shopping
aound with each new IT project. Such shopping around
behavior is an indicant of a wesk marketing relationship. This
finding strengthens the basic premise of this research study
caling for relationship—marketing-based models specific to the
e banking industry. In summary, the weight of the evidence to
date suggests that satisfaction should be subordinate to loyalty
in the formation of customer behaviors .Assuming a base level
of satisfaction, the research expects loya customers to engage in
activities that support and strengthen therr relationship with the
sponsoring e-banking company, as well as engage in positive
word-of mouth activities within the professional Community.

DISCUSSION AND CONCLUSION
Trust is been identified as key to e.ccommerce. If trust is
vitd, then building trust is even more crucid. This paper
provides severa preliminary insights into the role of perceived
security, perceived privacy and the perceived trustworthiness
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Abstract

Present study investigated the interdependence relationship among non-financial support

services, performance and growth of the selected small enterprises in Bangladesh. It is found in
the study that factors relating to the supply of non financial services and characteristics of the
service providing institutions are significally important for performance and growth of the
enterprises. Supervision by the support institutions should to be used as a tool for facilitating
enterprise development, enhancing promptness of the employees of support institutions, higher
degree of awareness of the entrepreneurs regarding support institutions and their support
mechanisms are notable factors that have positive influence on the studied firms. When support
service receiving status has been evaluated it is found that firms receiving more non-financial
services including finance are more successful while credit rationing is controlled for. Providing
services by making relevancy of enterprise problems and giving appropriate service as per
necessity of the organizations are also important. Finally, the study suggested integrating
important policy options while desigining the support mechanism, especially, when non-financial
support services are provided to the SMEs.

Key Words: Non-financial support services, performance, growth, integrated support

mechamism.

Introduction

The interest, into the development methodologies and approaches to supporting business start
up and growth has been increasing globally. To this end in the last decade or so, governments of
various Asian countries have formulated national agendas and development polices addressing
the issue of support services to promote entrepreneurship in small and medium sector

enterprises. SMESs’ in Asian countries, especially the SMEs in Bangladesh, are not contributing
32
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

to the economy at the similar level as it is with SMEs in developed countries. Many new
enterprises fail as a result of the excessive costs of entry relative to their fragile financial
positions at startup, or inability to secure permits, access to finance or obtain business / technical
support, while other fail because of high costs of operation, such as cost of servicing debt,
inaccessible business information (e.g. how to export), and either burdensome state regulation
(e.g. onerous tax compliance) or inadequate state regulation (e.g. weak contract enforcement).
Therefore, various challenges and impediments prevent SMESs in realizing their full potentials.
One of which is the lack of access to the specific support services by considering their
appropriateness in terms of level of growth and development. Therefore, support services play
an important role for the creation and development of enterprises especially in the small and
medium scale enterprises for developed and developing countries. The same is true for the
entrepreneurship development in Bangladesh.

In explaining importance of support services Veciana et. al. (2002, P. 147) in their research
highlighted that the assistance policy to enterprise creation and entrepreneurship development
has a positive impact on employment generation ( Phillips 2000), economic growth (Carree and
Thurik 2005), and innovation (Drucker 1984, Pavitt, Robson, Townsend 1987). The subject of
assistance to business start-ups and development has also attracted the interest of researchers.
Present study aimed at investigating inter-dependence among non-financial Support Services,
Performance and Growth of the Enterprise. Here, performance of the enterprises has been
measured through the Entrepreneurs Economic Success Index (EESI) and afterwards classified
them into different quartile forms, which agagin categorized as low success, moderate success,
high success and super success category to evaluate the interdependence relationship between
non-financial support characteristics and enterprises performance. For evaluating
interdependence relationship cross tabulation as a tool has been used and statistical significance
has bee measured by using Kendall tau b and c statistics.

Classifications of Support Services

There is no straight way for classifying the services and the issue is fully debatable. From the
various viewpoints support services are classified into the different categories. The literature of
ILO (1961) classified support services into two groups. They are extension services: advisory
services, counseling, training, research and information and other supporting activities; financial
services: loans, grants, subsidies and infrastructural facilities etc. and physical facilities:

industrial estates, export processing zones, shed, land, water, power, gas and other important
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services related with the development of physical facilities for entrepreneurship development.
Singh (1989, P. 146-149) identified government incentives for growth of small entrepreneurship
into two categories. These are incentives involving financial assistance and non financial
services like infrastructural facilities. The notable financial services are providing subsidized
capital, granting loan, and special employment scheme etc. meanwhile non financial assistance
includes providing training; giving assistance for preparing project report and conducting
feasibility studies, giving marketing assistance and assisting through provide land and industrial
shed with other infrastructural support services etc. Ball (1991: P.24) classified support services
into six types of activities while studying in 13 Commonwealth countries including Bangladesh
and referred by Sarder (2000: P. 21). These services are information, advice / counseling,
consultancy, training, logistic support and financial assistance. The Small Industries Service
Institute, Hyderabad, India was established in the year 1956 typified their service rendering
functions for the promotion and development of small scale industries into eight broad heads: (1)
economic advisory services; (2) technical advisory services; (3) management and technical
training services; (4) enterprise counseling; (5) common facilities services; (6) financial
assistance; (7) ancillary development services and (8) promotional activities which includes
important set of activities like arranging hire-purchase of machinery, export promotion, arranging
seminar and exhibitions etc ( Rao 1986, P. 97-98).

Therefore, from the above literature review, it is obvious that in spite of having many
classifications, functional aspects might be the better basis for classifying the support services.
These are financial and non-financial services. Out of the financial services loans, credit, grants,
subsidies, tax breaks and other financial services are notable. The major non-financial services
are management training, entrepreneurship education and counseling, technical assistance,
marketing and promotional services, information and extension services etc.

Inter-dependence Relationship Studies among Non-financial Support Services,
Performance and Growth of the Enterprise: Here interdependence among the characteristics
of non financial support services, performance and growth of the enterprises have been
evaluated through cross-tabulations and presented in this section.

Impact of Promptness of Providing Services on the Performance of the Enterprises after
Controlling for Frequency of Supervision: The mode of providing service, when provided,
how frequently the enterprises are supervised after supplying the services and how promptly the
services are provided etc. have an important influence on the performance of the served
enterprises. It is generally assumed that when knowledgeable and skilled employees of
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support institutions supervise the enterprise frequently, understand the overall problems and
progress of the enterprise and advice them on the occasion of post-supervision perspective,
enterprise could make effective utilization of the services for creating surplus through the
operations. Promptness is also essential. It is generally assumed that performance and
promptness are positively correlated to each other. Table - 1 shows how supervision and
promptness influence the performance of the enterprises. The results of the study shows that out
of the 86 enterprises two percent enterprises are found in the never supervised category, 22
percent enterprises belongs to the category of occasionally supervised, 70 percent enterprises
opined that their enterprises are supervised sometimes and only 5 percent enterprises were of
the opinion that their enterprises are supervised most often. In terms of promptness 2 percent
enterprise are found in the no prompt category, 43 percent enterprise are found in the somewhat
and moderately prompt category, 42 percent enterprises belongs to mostly prompt category
and finally 13 percent enterprises were found in the very prompt category. In the total
enterprises studied 94 percent belongs in the group of moderately to very prompt category. And
50 percent enterprises of this category have been found in the high and super success
categories of performance. Out of the total enterprises occasionally and sometimes supervised
enterprises are 80 percent from which 59 percent enterprises achieved high and super success
category of economic success index. In cross table, promptness of services rendered by support
institutions is found to be effective toward the better economic performance of the enterprise.
This is found true even after controlling of supervision. However, supervision is not equally
effective for economic performance of the enterprise when promptness has been controlled.
These findings tend to support the argument that supervision of support institution is viewed by
the enterprise as the controlling mechanism rather than facilitating tool for the enterprise
development. From the above discussion it appears that supervision by the support institutions
should be used as a tool for facilitating enterprise development objectives rather than control
mechanism and promptness of the employees of support institutions should be enhanced in
providing services for increasing the success possibility of the enterprises.

Impact of the Degree of Awareness of the Entrepreneurs Regarding Support Institutions on
the Performance of the Enterprises after controlling mode of awareness: Knowledge of the
support institutions and their different support programs help entrepreneurs in taking the
decisions whether they will take or reject services of the support institutions. Entrepreneurs
become aware of the support institutions from different sources. The notable sources are support
institutions and their promotional measures, business network and acquaintances, friends and

relatives and other sources. Degree of awareness of the enterprises has been measured through
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the low degree, medium degree and high degree awareness of the support institutions.
Enterprises aware of the two institutions have been included in the low degree awareness
category, knowledge about the three to four institutions is categorized in medium degree
awareness and knowledge of more than four institutions is treated as the high degree awareness
of the support institutions.

Table no. 2 depicts that 43 enterprises obtained knowledge about the support institutions from
the support institutions themselves and their promotional programs. Fortyone percent enterprises
become aware of the support institutions from the business network and their acquaintances, ten
percent enterprise obtain knowledge from friends and relatives, and finally five percent
enterprises collected the information about the support institutions from other sources.

In terms of awareness the percentage of the low degree, medium degree and high degree aware
firms are 10 percent, 82 percent and 7 percent respectively. The positive association between
degree of awareness and performance of the enterprises is indicating that the higher degree of
awareness about the support institutions may lead to the higher degree of performance of the
enterprises. This turned out to be more effective and statistically significant when the awareness is
carried through the mode of friends and relatives and these modes are controlled for. However,
when the mode of support institutions and their promotional measures are controlled for, the
association between the degree of awareness and economic success turned out to be negative
although statistically significant.

The above findings show in the table implies that the support institutions should provide
promotional measures i.e. campaign of their promotional activities in raising awareness of the
potential entrepreneurs along with delivering support services. Furthermore, statistical
significance of the results testifies to the fact that support institutions and their promotional efforts
are essential for the entrepreneurs to collect information and obtain knowledge about them. And
degree of awareness can assist the entrepreneurs in taking business decisions by considering
pros and cons of the support services available in the market.

Impact of the Promptness of the Support Institutions as Perceived by the Entrepreneurs
on the Performance of the Enterprises after controlling Time for Receiving Services:
Time is another resource in the hands of entrepreneurs. The less the time requires in receiving
the support services the more possibility that enterprise will obtain success through their
operations if services are utilized properly. The empirical data in table no. 3 shows that out of the
80 enterprises, 60 percent enterprises were found receiving support services by one month time,
26 percent received support services by two months time and 14 percent enterprises received
the same by more than two months time.

Promptness is another important variable for enterprise success and improvement. The less the
time taken to provide services the most likely that the institutions will be more prompt for the
same. Thus, less time in receiving services and more promptness of the institutions are positively
correlated. And both the factors amalgamate the opportunities for achieving success by the
enterprises. The 48 enterprise who received support from the institutions within one month time
horizon perceived that the support institutions were mostly prompt in supplying the services
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meanwhile ‘very prompt’ by 65 percent enterprises, ‘moderately prompt’ by 33 percent
enterprises and only 2 percent enterprise perceived support institutions as ‘somewhat prompt'.
Again in this category 58 percent enterprises belongs to the category of two upper quartile of
success index and 42 percent enterprises were found in the lower quartiles of success index
categories. In case of two months service receiving time horizon still success rate is found higher
for most of the enterprises. The results speak that 57 percent out of 21 enterprises are more
successful compared to 43 percent in the lower success category of the enterprises in terms of
guartile measures. When service receiving time is more than two months 73 percent out of 11
enterprises were found in the first quartile of success index and only 27 percent enterprises were
found in the fourth quartile of success index categories. In terms of statistical significance it has
been found that promptness and enterprises economic success achievement are positively
related even when service receiving time is controlled. But when promptness is controlled it is
found that less time in providing services bear more positive result for the enterprises economic
performance. So, it is essential for the support institutions to provide prompt services by taking
less time. This will assist the entrepreneurs to utilize the services when they are needed and it
would be helpful for the achievement of economic success through their operations.

Impact of Support Service Receiving Status (Categorical) on the Performance of the

Enterprises after control for Credit Rationing Status:

Support services play the vital complementary role for achieving success of the enterprises with
other important factors. In the 100 enterprises studied 85 percent found receiving services of
different kinds and 15 percent enterprises didn’t receive any service from the institutions. The
table no. 4 shows that out of 20 enterprises those didn’'t apply for financial services, 70 percent of
them are in the category of first two quartiles of the success index. Out of total 100 enterprises
the percentage of ‘no rationing’, ‘partial rationing’ and ‘full rationing’ enterprises are 13 percent,
62 percent and 5 percent respectively. In the no rationing category total number of enterprises is
thirteen from which 54 percent enterprises are found in the first two quartiles of the success index
category and 46 enterprises belongs to the category of upper two quartiles. Probably these
discriminated results may have been produced due to some moderating variables in the
uncontrolled environment. The number of enterprises in the partial rationing category is 62 from
which 56 percent enterprises belong to the higher quartile success category and 44 percent
enterprises are in the lower quartiles. For the full rationing firms 60 percent out of 5 enterprises
found in the highest category of success index and only forty percent enterprises are in the
lowest category. The overall conclusion that can be made from the study that support services
are key important success factors with other factors of the enterprise development. In terms of
service receiving status it has been found that firms receiving more non financial services
including finance are more successful when credit rationing is controlled. But when service
receiving status of the enterprises is controlled credit rationing has the lesser but still has positive

impact on the enterprise performance.

Impact of Credit Rationing Status of the Enterprises on the Performance of the
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Enterprises after control for Support Service Received (Dummy):

The table no. 5 depicts that out of 15 enterprises that didn’t receive support service only 27
percent achieved 4" quartile of the success index meanwhile a major portion, 73 percent
enterprises in this category obtained 1% and 2" quartiles of the success index category. It is
evident from the results that out of 85 enterprises who received support services 54 percent
enterprises found obtaining two upper quartiles of the success index category and 46 percent
enterprises obtained another two lower quartiles success index category. In the service receiving
group 10 enterprises didn’t apply for financial services but received non financial support of
different kinds from which the number of enterprises is equal for both the group of success index
quartiles. In the no rationing category, out of 13 enterprises, the percentage of enterprises in
the upper and lower quartiles success index category is 46 and 54 respectively. For partial
rationing firms 56 percent out of 62 enterprises are found in the upper quartile success index
group while only 44 percent enterprises belongs to the lower quartile success index category.
When association between credit rationing status and entrepreneurs’ economic success index is
studied by controlling the service receiving status dummy it has been found that support services
are important for the entrepreneurs to achieve success through entrepreneurs operations. It is
essential to provide support services to the entrepreneurs by considering their necessity. The
result also evidenced 54 percent enterprises with no rationing and partial rationing of the credit
service receiving belongs to the category of two upper quartile of success index category.  The
association between support receiving and economic performance of the enterprises also found
positive although statistically is not significant.

Impact of Credit Rationing Status on the Performance of the Enterprise after control for
Frequency of Receiving Financial Services:

It is generally assumed that a firm, that could obtain and utilize credit from the financial institution
as and when they are necessitated, becomes successful through their operations. The table no.6
studies the relationship among credit rationing and frequency of receiving financial services and
enterprise performance. It is apparent in the table that out of 75 entrepreneurs 49 percent
entrepreneurs received only one time services, 31 percent entrepreneurs received two times
services and 20 percent entrepreneurs received financial services more than two times. Out of
37 firms who received only one time financial services 51 percent achieve economic success
index at the upper two quartiles and 49 percent was found in the two lower quartiles of the

success index scores.
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In case where financial services received two times by the enterprises out of them 61 percent
entrepreneurs were found in the upper quartiles and 39 percent entrepreneurs were in the lower
guartiles of success index category. Entrepreneurs who received the financial services more than
two times in their case 53 percent enterprises obtained two upper quartiles of the success index
besides, 47 percent entrepreneurs achieved the lower quartiles of the success scores. The data
regarding no rationing and partial rationing of the credit services provides the knowledge that out
of 62 entrepreneurs who received support services with partial rationing 56 percent
entrepreneurs are categorized in upper quartiles of the success index scores and 44 percent
entrepreneurs are in the category of 1 and 2" quartiles of the success index scores.

Overall Evaluation of the Support Institutions by Entrepreneurs Economic and
Performance of the Enterprises while Weighted Score of the Human Resources controlled
for: In the table no. 7 performance of the enterprises are measured by weighted score of the
human resources and overall evaluation of the support institutions by entrepreneurs. It is learnt
from the table that out of 83 entrepreneurs 5 percent entrepreneurs perceived services of the
institutions as fair, 87 percent entrepreneurs evaluated the support institutions as average and
satisfactory levels and only 8 percent entrepreneurs perceived support institutions from which
they received the services as best. The study of the weighted score of the human resources of
the support institutions as perceived by entrepreneurs provides the knowledge that low/moderate
success of the firm can be attributed to the poor weighted scores on human resources.

The data show that out of nine entrepreneurs who obtained weighted human resource score of
1 — 2.99 only 22 percent enterprises obtained highest category of success index and remaining
78 percent entrepreneurs are found in the 1% two quartiles of success index category. Out of 83
entrepreneurs seventy four percent evaluated the human resources of the support institutions
and found their weighted score of human resources in the category 2.991 to 3.991 and above. In
this category 57 percent entrepreneurs obtained their success index score at two upper quartiles
and remaining 43 percent entrepreneurs are found in the two lower quartiles of success index
category. However, out of these 74 entrepreneurs 88 percent evaluated their support institutions
positively from average to the best order of satisfaction. Therefore, from the study of overall
evaluation of the support organizations by entrepreneurs provide us the knowledge that high
performance of the enterprises are depended on both the factors like human resources and
overall optimistic view for evaluation of the support institution as perceived by the entrepreneurs.
When statistical relationship among the positive evaluation of the support institutions and
economic success of the enterprise is determined by controlling the weighted score of the human

resource the higher order evaluation provides more significant achievement and vice versa for
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the high weighted score of the human resources. It is also noted that weighted score of the
human resources have been calculated by using the attitude of the employees of the support
institutions towards their clients, their problems understanding capability of the served
enterprises and tendency towards the rapid response for accommodating the clients’ application
or complaints. Therefore, human resources and positive evaluation of the entrepreneurs
regarding the services both are important for the performance of the enterprises.

Impact of the Promptness of Support Institutions on Growth of the Enterprises after
controlled for Frequency of the Supervision: The table no. 8 shows the relationship among
perceptions of the entrepreneurs regarding promptness of the support institutions, frequency of
supervision and growth status of the firms. The frequency of supervision has been measured
through the order of ‘never’, ‘occasionally’, ‘sometimes’, ‘most often’ and ‘very frequently’
categories. On the other hand perception of entrepreneurs regarding promptness of the
entrepreneurs has been measured through the ‘no prompt’, ‘somewhat prompt’, ‘moderately
prompt’, ‘mostly prompt’ to ‘very prompt’ category. The growth of the firms has been measured
through dichotomous variables like ‘growth’ and ‘no growth’ firms.

The result of the table no. 8 depicts that in the total number of 86 enterprises 2 percent
enterprises stated that they were never supervised by support institutions. Twenty two percent
enterprises exposed that they are occasionally supervised by support institutions. Meanwhile,
highest 70 percent entrepreneurs stated that they are supervised sometimes. And finally only 6
percent entrepreneurs stated that they are supervised most often by the support institutions.
Here one notable finding is that in the total number of enterprises only 5 percent are not pursuing
growth. Although they opined that their firms are supervised by support service institutions in
varying degrees. This finding suggests that supervision play very minor role in the achievement
of growth of the enterprise. One explanation to support the present findings is that most of the
support institution especially the financial institution in our country supervised the firms from
controlling viewpoints. In some incidents the financial institutions supervised the lending firms for
checking the non repayment behavior of the loan installment which sometimes create pressures
to the entrepreneurs in time of business crises. Even sometimes employees of the support
institutions don’t supervise their clients to provide them right counseling in solving their practical
business problems rather they supervise the firms as a routine job which generally bears very
negligible meaning to the entrepreneurs. The same findings also have been found in the table no.
7.10 where the relationship between promptness of the support institutions and enterprises
economic performance was studied by controlling the frequency of supervision. In this section
the positive relationship is found between the promptness of the support institution in providing
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services and growth of the enterprise when frequency of supervision is controlled. But when
promptness is controlled supervision doesn’t play the same role in pursuing the growth of the
enterprises. Therefore, here it is suggested to enhance the promptness by the support
institutions while providing support services to the entrepreneurs and supervision should be
made from facilitating viewpoints to address the problem issue of the entrepreneurs rather than
supervision for only realizing the loan amount or to check the non repayment.

Service Receiving Status of the Enterprises, Credit Rationing Status and Growth of the
Enterprises: Support service also plays an important role for the growth of the enterprise as like
as economic performance of the enterprises. Here it is evident in the data that out 100
enterprises 20 percent entrepreneurs didn’t apply for financial services. But out of that 20
entrepreneurs 50 percent enterprises (10 firms) received different non financial services from the
support institutions. From this category 75 percent entrepreneurs belong to the growth firms and
25 percent belong to the non growth group. Therefore, in this case importance of support
services for obtaining the growth and development of the enterprises can not be ignored. All the
entrepreneurs in the category of no-rationing are found to be growth firms. In the category of
partial rationing, 94 percent entrepreneurs were found with growth status while 6 entrepreneurs
were traced in the non growth category. The total number of entrepreneurs in the full rationing
category is five.  Out of five entrepreneurs 4 entrepreneurs were in the growth status. In spite
of full rationing some entrepreneurs did well. The rationality behind the success of all these firms
is that although they didn’t receive financial support they might manage it from other sources.
Another argument is that finance is a complementary factor with other set of factors to obtain the
growth of a firm. So, here entrepreneurs’ access to other sources of resources might help to
obtain the growth. When entrepreneurs obtain finance according to their desired amount and
time and could utilize them properly it would help them to pursue more growth for the firms. If
we make the category wise analysis of the entrepreneurs in terms of receiving services it is
evident that out of 15 entrepreneurs who didn't receive support services 60 percent
entrepreneurs were found in the growth category where only 40 percent were traced as non
growth firms. Out of 14 firms who receive only finance 86 percent were traced in the growth
category while only 14 found as non growth firms. In the category of receiving credit with any
other single non financial services, the percentage of growth and non growth firms are 96 percent
and 4 percent respectively. The number of firms receiving more than one non financial service
including finance is 48 from which all the firms were traced as growth firms. Again firms that
received only single or multiple non financial services were also found as the growth firms.

Therefore from the data of the table no. 9 it can easily be concluded that non-financial support
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services have tremendous impact on the growth of the firms if they are provided with credit.
Statistical result is also found significant when impact of service category is measured on the
growth of the firms by controlling the credit rationing status. But when service category is
controlled to measure the impact of credit rationing on the growth of the firms the result doesn’t
make significance in the same way. However apart from the statistical significance the table
shows the positive impact of support services and credit rationing status on the growth of the
firms if they can be pursued properly.

Time Taken to Receive the Services, Promptness of the Support Institutions as Perceived
By the Entrepreneurs and Growth of the Enterprises:

It is found in the study that the relationship between promptness of providing services and growth
of enterprise is positively related when time taken to receive the services is controlled and vice
versa. So, support service organization may increase their operational efficiency by making
previous plan in providing services and lessening the time so that entrepreneurs obtain the
services when it is needed. And enhancement of the promptness of the support institutions is
also important to obtain the benefits of the support services in full extent. Result shows in the
table no. 10

Relationship among Service Receiving Dummy Status of the Firms, Credit Rationing and
Growth of the Enterprise: One important issue in the Table-11 is that 100 percent firms who
received non financial services although didn’t apply for financial services become the growth
firms. In the no rationing category 13 firms who obtained full services become the growth firms. In
case of partial rationing the total number of firms is sixty two out of which 94 percent of the
enterprises are pursuing the growth. Therefore, the result is still much satisfactory. In the full
rationing case out of 5 firms 4 firms obtain the growth might be due to their personal skills to run
the enterprises and ability to obtain the resources from various sources other than finance from
the formal financial institutions. So, entrepreneurs’ personal ability can supplement the growth of
the firms with services from the formal institutions. In another analysis of this study it has been
found that at the initial phase small enterprises obtain assistance from informal sources like
friends and relatives with flexibility and more soft terms and conditions although they don’t
access to the formal sources of financial institutions. Therefore, findings of this table also provide
the same conclusion. The findings of the table no. 11 show that both no rationing and partial
rationing firms are pursuing the growth in proportionate extent when service receiving status
(dummy) is controlled. But when credit rationing is controlled the impact of support receiving
status (dummy) is not found influenced in the same manner. Probably the impact of support
services is moderated by some other pre-conditional factors that would make the supply of
support services more effective and goal oriented to produce the better results in terms of growth
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of the enterprises.

Growth of the Enterprises by Weighted Score of the Human Resources and Approaches to
Service Provision: Through minimalist approach institutions provide only finance without giving
other kinds of services. In an integrated approach with financial services other kinds of non
financial services are also provided. The extent of integration by the support institution is
measured through five point likert's scale qualitatively from ‘minimalist’ through ‘integrated to
some extent’, ‘fairly integrated’, and ‘mostly integrated’ to the ‘fully integrated’ approach. The
table no. 12 shows that out of 83 firms 5 firms belongs to the category of minimalist approach to
receive the service. That means they receive only finance from the financial institutions. In the
minimalist category 80 percent firms are growth firms while only 20 percent firms in the non
growth category. However, in the ‘integrated to some extent’ category the total number of firms is
20 where 90 percent firms belong to the growth category with remaining 10 percent in the non
growth firms. When services are provided in fairly integrated manner 95 percent out of 19 firms
were found in the category of growth firms and only 5 percent firms were observed in the non
growth category. In case of mostly integrated and fully integrated category the total number of
firms is 37 from which 100 percent firms found to be as the growth firms. So, from the findings of
the table no. 12, two important issues emerge. First, minimalist approach of service provision is
proved worthy to the firms in the sense that in this approach the overall operational cost of the
support institutions is minimal and they can cover wide geographical area through their service
strategy. On the reverse direction through integrated approach support institutions can meet the
entrepreneurs’ requirements in a better way but it necessitates more investment of the different
kinds of resources from the institutional viewpoints. With insufficient resources support
institutions could not cover wide geographical area of operations but they can serve the
diversified group of customers at a time within the limited geographical area. So, entrepreneurs
could avail the right assortments of their services from an institution that provides the services
through fully integrated strategy. But statistical results clearly evidenced that high weighted score
of the human resources are contributing towards the growth of the enterprises when approaches
to the service provision is controlled. On the contrary if weighted score of the human resources is
controlled better results is evidenced through the firms that perceived that the support services of
the institutions are fairly integrated to the fully integrated. Therefore, it is essential for the support
institutions that they train their people to change the attitude from negative and indifferent to the
positive towards the service requests of the entrepreneurs, to understand the real business
problems of the enterprises and rapidly respond to the request of the entrepreneurs to meet their

needs of the business. And provisions of service should be in the more integrated manner as far
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as possible to cover the overall requirements of the entrepreneurs within one stop point with

minimum possible price of services.
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Conclusion:

Non-financial services along with the modes and characteristics by which services are provided
have influences over the performance of the enterprises. In this chapter it is identified that some
factors relating to the supply of non financial services and characteristics of the service providing
institutions are playing important role towards the performance and growth of the service
receiving enterprises. It is learnt that for enhancing the effectiveness and efficiency of providing
non financial support assistance, supervision by the support institutions should be used as a tool
for facilitating enterprise development. Enhancing promptness of the employees of support
institutions in providing services is another essential issue. Higher degree of awareness of the
entrepreneurs regarding support institutions and their support mechanisms helps to attain higher
degree of performance of the enterprises. It is also found that promptness and enterprises
success achievement are positively related to each other and less time in providing services
have significant positive influence on the enterprises performance and growth. In terms of
service receiving status it has been found that firms receiving more non financial services
including finance are more successful when credit rationing is controlled. But when service
receiving status of the enterprises is controlled credit rationing has the lesser but still has positive
impact on the enterprise performance. But to obtain positive impact of support services and
credit rationing status on the growth and performance of the enterprises both of these should be
pursued properly.The results of the weighted score of the human resources reveal that
low/moderate success of the firm can be attributed to the poor weighted scores of the human
resources of the support institutions. Out of the important perceived craracteristics, providing
services by making relevancy of enterprise problems and giving appropriate service as per
necessity of the organizations have the positive impact on the improvement of the organizational
success possibility and growth of the enterprises. Thus, support institutions need to include
important policy options while desigining the support mechanism, especially, when non-financial

support services are provided to the small entrepreneurs.
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Appendix:
Table — 1: Impact of Prompt Services on Performance of the Enterprises after controlling
for Frequency of Supervision

" Success Opinion of entrepreneurs regarding Total
< ch" Categ_ories In promptness of the support intuitions
ot Quartile Not Somewh | Moder | Mostly | Very
=. ™ @ |Forms of EESI| prompt | at prompt | ately | prompt | prompt
o & promp
> t
Never | High Success 1 1 2
Sub Total 1 1 2
Low Success 1 3 1 5
Q Moderate 3 3
S Success
= High Success 1 1 2
3 Super Success 5 3 1 9
= Sub Total 1 1 9 6 2
19
0 Low Success 1 8 5 14
o Moderate 1 5 7 3 16
?D’ Success
g- High Success 6 9 3 18
o Super Success 4 5 3 12
Sub Total 1 1 23 26 9 60**
Low Success 1 1
§ Moderate 1 1
@ Success
=4 High Success 2 2
e Super Success 1 1
Sub Total 1 4 5*
Grand Total 2 JFx* 34** 36 11 86

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .
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Table — 2:

Impact of the Degree of Awareness of the Support Institutions by

Entrepreneurs on the Performance of the Enterprises after controlling mode of awareness

> EESI Degree of Awareness about the
g § Categories Support Intuitions
o o In Quartile | Low Medium High Degree
> @ Forms Degree Degree Awareness Total
§ =4 Awarene | Awareness
SS
o | Low 8 3 11
S | Success
= Yo o | Moderate 2 9 11
® S 2 = | Success
o 3
© 9 437 |High 1 10 11
=9
oSz Success
® » T & | Super 2 8 10
S | Success
® Sub Total 5 35 3 43r**
w Low 2 8 1 11
S Success
> C5D' Moderate 1 9 1 11
=BA Success
22 High 11
g2 Success
a é Super 8
& = Success
S Sub Total 3 36 2
o 41
Low 2 1 3
- I Success
® High 2 2
22 Success
> o) Super 3 2 5
? 32 Success
Sub Total 2 6 2 10***
Low 1 1
Success
Moderate 1 1
Success
High 1 1
Success
% Super 2 2
® | Success
@ Sub Total 5 5
---- | Grand Total 10*** 82 T¥** 99

Kendallstaub & c .
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Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
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Table — 3: Impact of Prompt Services on the Performance of the Enterprises after
controlling Services Receiving Time

T o EESI Opinion of entrepreneurs regarding promptness of the | Total
‘Z 2 @ Categories In support intuitions
3 %] § Quartile Forms Not Somewh | Moderate | Mostly Very prompt
> Prompt at prompt | ly prompt | prompt
Low Success 7 1 1 9
e} Moderate 3 5 3 11
a Success
Z High Success 1 1 8 2 12
S Super Success 5 7 4 16
5 Sub Total 1 16 21 10
48*
- Low Success 2 3 5
2 Moderate 4 4
= Success
S High Success 1 7 2 10
S Super Success 2 2
@ Sub Total 1 11 9 210
=z Low Success 1 1 2 1 5
S _ 9 | Moderate 1 2 3
>5® Success
» > | SuperSuccess 1 2 3
> Sub Total 2 1 5 3 11*
Grand Total 2 i 32 33** 10 80

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table — 4: Imapact of SupportService Receiving Status (Categorical) on the Performance of the Enterprises
(EESI) after control for Credit Rationing Status

o EESI Categories Service Receiving Status of the Enterprise (Categorical) Total
o In Quartile Forms
Q.
o= = =h 5 = = =
5 3 55| 2339B85573 335| 523879
5= ? 205 E28% 9 =03 2pS<3
» o 9P| =3 so o2 536=2® 3 =®0o®
2 o =0 = < ®s5T7= o=z =
2 d2 | a 3 a o adhs 525 5
S = Q' =2 =] Snow
Low Success 6 3 9
» g | Moderate Success 3 2 5
8 = High Success 4 4
< ~ | Super Success 1 1 2
Sub Total 10 10 20**
- Low Success 2 1 3
2 Moderate Success 1 2 1 4
S Z | High Success 3 3
2 Super Success 2 1 3
Sub Total 5 7 1 13
- Low Success 3 10 13
2 I Moderate Success 1 11 2 14
S 5 | High Success 1 15 2 18
2 £ | Super Success 4 10 3 17
Sub Total 9 46 7 62
5 = Low Success 2 2
.o 1
5=c Super Success 3 3
ce- Sub Total 5 5
Grand Total 15 14 53 8 10 100

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .
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Table — 5: Impact of Credit Rationing Status on the Performance of the Enterprises
after control for Support Service Status (Dummy)

EESI Credit rationing status of the Enterprise Total
Service Categories :
Receiving Status 9oT®S I Bidn't No Partial | Full
of the Enterprise In Quartile .. .. ..
Forms apply rationing | rationing rationing
Low Success 6 o o 2 8
Didn’t Receive Moderate Success 3 - = I 3
Support Service Super Success 1 ---—- ---—- 3 4
Sub Total 10 ——— ——— 5 15
Low Success 3 3 13 o 19
Support Services Moderate Success 2 4 14 - 20
Received High Success 4 3 18 - 25
Super Success 1 3 17 ---—- 21
Sub Total 10 13 62 - 85
Grand Total 20* 13 62 5 100

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by Kendalls tau b

&c.

Table — 6: Impact of Credit Rationing Status on the Economic Performance of the

Enterprise after Control for Frequency of Receiving Financial Services:

EESI Categories In Credit rationing status of the Total
Frequency of Receiving Quartile Forms Enterprise
Financial Services No rationing Partial
rationing

Low Success 2 7 9
One time received Moderate Success 2 7 9
financial services High Success L ! 8
Super Success ---—- 11 1
Sub Total 5 32 37**
Low Success o 5 5
Two times received Moderate Success 1 3 4
financial services High Success L ! 8
Super Success 2 4 6
Sub Total 4 19 23
Low Success 1 1 2
More than two times Moderate Success 1 4 5
received financial High Success 1 4 5
services Super Success 1 2 3
Sub Total 4 11 15
- Grand Total 13 62 75

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table — 7: Overall Evaluation of the Support Institutions by Entrepreneurs and
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Performance of the Enterprises (EESI) while Weighted Score of the Human Resources
are controlled for.

Weighted score of EESI Categories In Overall Evaluation of Support Institutions by Total
the human Quartile Forms Entrepreneurs
resources Of. th? Fair Average Satisfactor Best
Support Institutions y
1-1.990 Low Success 1 — - - 1
Sub Total 1 [ — I 1
1.991 — 2.990 Low Success ——— 4 [ - 4
Moderate Success - 2 - - 2
Super Success 1 1 - - 2
Sub Total 1 7 . I gF*
2.991 —-3.990 Low Success e 5 5 - 10
Moderate Success o 6 7 = 13
High Success — 10 7 o 17
Super Success 1 4 6 ——— 1
Sub Total 1 25 25 51
3.991 and above Low Success 1 - 2 1 4
Moderate Success - 1 3 1 5
High Success ——— [ 5 2 7
Super Success - - 4 3 7
Sub Total 1 1 14 7 23*
——— Grand Total 4 33 39 7 83

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table — 8: Impact of the Promptness of Support Institutions on Growth of the Enterprises
after controlled for Frequency of the Supervision:

Frequency of the | Growth status of Perception of the entrepreneurs regarding promptness of the Total
supervision by the firms support institutions
}:setﬁldﬂgﬂrst Not Somew hat Moderately Mostly Very
prompt | Prompt Prompt Prompt Prompt
Never No growth firms - - - - - -
Growth firms - 1 1 - - 2
Sub Total 1 1 2
Occasionally No growth firms - - - - 1 1
Growth firms 1 1 9 6 1 18
Sub Total 1 1 9 6 2 19*
Sometimes No growth firms - - 1 1 - 2
Growth firms 1 1 22 25 9 58
Sub Total 1 1 23 26 9 60
Most often No growth firms - - 1 - - 1
Growth firms 4 4
Sub Total ——— ——— 1 4 ——— 5*
- Grand Total 2 3 34* 36 11 86

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .
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Table — 9: Relationship among Service Receiving Status (Categorical), Credit Rationing Status and Growth of the Enterprises

Growth status Service Receiving Status of the Enterprise (Categorical) Total
Credit of the firms
rationing No Only finance | Received More Receivin
status Service received any other than one | gany
Received single NFS one or
No growth firms 5 - - ——— 5
Didn’t apply Growth firms 5 ---- ---- S 10 15
Sub Total 10 10 20%**
No growth firms - ———
No rationing Growth firms o 5 7 1 - 13
Sub Total o 5 7 1 o 13
) No growth firms - 2 2 - 4
r;?gﬂﬁl,g Growth firms ---- 7 44 47 ——— 58
Sub Total 9 46 47 62*
Eull No growth_firms 1 - - - ——— 1
rationing Growth firms 4 - - - ——— 4
Sub Total 5 - - ——— ——— 5
- Grand Total 15 14* 53* 8 10 100

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table — 10: Time Taken To Receive the Services, Promptness of the Support Institutions As Perceived By the
Entrepreneurs and Growth of the Enterprises

Time taken to Growth status Perception of the entrepreneurs regarding promptness of | Total
receive the of the firms the support institutions
services
Tz oW <z o= U<
c2 S S oo 30 38
3 3 3 S& 32 3 <
i} £ 33 g<| 3
> T =
) -~
One month No growth firms 2 1 1 4
Growth firms 1 14 20 9 44
Sub Total 1 16 21 10 48
Two months No growth firms
Growth firms 1 11 9 21
Sub Total 1 11 9 21
More than two No growth firms
months Growth firms 2 1 5 3 11
Sub Total 2 1 5 3 11
Grand Total 2 3 32* 33 10| 80

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table — 11: Relationship among Service Receiving Status (Dummy), Credit Rationing and
Growth of the Enterprises

Service | Growth status Credit rationing status of the Enterprise Total
Receivin | of the firms Didn’t apply No Partial Full
g Status rationing rationing rationing

Didn’t No growth firms 5 1 6
Receive Growth firms 5 4 9
Support Sub Total 10 5 15
Service
Support No growth firms 4 4
Services Growth firms 10 13 58 81
Receive Sub Total 10 13 62 85

d
Grand Total 20 13 62 5 100

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .

Table —12: Growth of the Enterprises by Weighted Score of the Human Resources and
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Approaches to Service Provision (From Minimalist to Integrated Approach)

as23ggz> | Growth Weighted score of the human resources | Total
833522273 | status of of the Support Institutions
2 32%°8 |the firms 1-1990 | 1991-2.990 | 2.991- 3.991 and
== 3.990 above
Minimalist No growth 1 1
firms
Growth 2 2 4
firms
Sub Total 2 2 1 5*
To some No growth 1 1 2
extent firms
integrated Growth 2 10 6 18
firms
Sub Total 1 2 10 7 20
Fairly No growth 1 1
integrated firms
Growth 1 9 8 18
firms
Sub Total 1 10 8 19
Mostly No growth
integrated firms
Growth 2 26 5 33
firms
Sub Total 2 26 5 33
Fully No growth
integrated firms
Growth 1 2 1 4
firms
Sub Total 1 2 1 4
---- | Grand Total 1 8 50 22** 83

Note: *** ** and * represents the statistical significance at 1 percent, 5 percent and 10 percent level of significance as measured by
Kendallstaub & c .
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Abstract

The study focuses on the grey market banes and the ways of mitigating it. The purpose of the study is to
uphold the evils that grey market that has invaded the Indian economy that is becoming a threat to the
existence of few of the major sectors of India. This is a very extensive study regarding the effects Indian
economy has due to the grey market invasion which is basically eating up the whole economy. Thus this
needs to be controlled and mitigated. The grey market can be mitigated in number of ways. But the
intellectual property rights can prove to be a very powerful weapon if used in a proper way. Intellectua
property right makes the original organization the legal owner of the product or service they produce.
There are Indian laws that have protected the ownership rights of the organization. But the powers of
intellectual property rights are yet to be cultivated.

The premise of the study is to generate the awareness amongst the people regarding the potential of the
weapon that the study has taken upon, against the grey market. Moreover, the study discusses about the
usefulness of the competitive intelligence regarding the grey market mitigation with the help of
intellectual property rights. In precise, grey market can be mitigated with the help of intellectual property
rights. But the weapon needs a catalyst for its effectiveness and competitive intelligence is the catalyst
which gives a competitive edge to the mitigating weapon. Unfortunately the India is yet to discover the
worth of the subject while the rest of world moves on its principles.

Keywords: Globalization, Copyright, Patent, Competitive Intelligence, Intellectual Property rights, Watch
movements, Competition

I ntroduction

Grey market in present economy is seriously one of the maor concerns which has literally called in an
economic war in every form in every market across the globe resulting to a huge loss. The study has thus
taken this concern into account and an effort is being made to find a strategy to beat this concern to
restore the economic bliss in the society. One of the very useful tools is intellectual property rights (I1PR),
the importance of which is yet to be understood by the organizations. The study mainly explores the
potential of the IPR in combating the grey market losses.

Grey marketing is the trading of the legal goods across the global market against the wishes of the

54
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

copyright or the trademark owner or the authorized importer or the authorized distributor of the products.
The concept of grey marketing is something that is not new. But the problems arising out of this is very
much critical now days. Grey marketing has evolved due to the very fact that price f one product variesin
different markets across the globe and that is due to price differentiation. The grey marketers enjoy the
guasi monopoly in literal terms. The goods get infringed into the grey market in three different ways:

a) The export quality of goods, i.e., the products sent for export is diverted back to the home ground for
the sale here without the consent of the producer.

b) Goods produced in abroad and imported unauthorized.

¢) Foreign produced goods imported to compete with the licensed authorized dealer of the same goods.
From the consumers point of view the grey market situation is heaven. But the trademark holders or the
original producers can get bankrupt if the grey market thrives. Moreover the grey marketers don’t
consider the responsibility towards the society, i.e. , they are free of tax payments. This accounts to a
heavy loss for the government that may lead to government bankruptcy, which is a huge problem on the
integrity of the country. This needs to be checked as far as possible since it is really tough to break
through the grey market chain completely. But we can use intellectual property rights as the weapon to
fight against the grey marketing. However, few countries like India and china supports the phenomenon
since grey marketing stands for the interest of the ordinary country nationals. In North America, every
year, the accounted loss of the government is 100 billion dollar approximately. So there has to be a law
that needs to protect the corporate and government interest. Hence the study concentrates on designing
strategies using the intellectual property rights (IPR) to fight against the economic war called in by the
grey marketing.

Literature Review

Grey marketing is the legal marketing of the products without the consent of the original producer.
Famous Canadian lawyers, Frangois M. Grenier* and LEGER ROBIC RICHARD, defined grey
marketing as  “Grey marketing is hardly a new phenomenon but in a world market characterized by the
facility with which goods become internationally known circulated, the problems caused by the practice
are more acute today.” Now, a trademark, patent or intellectual property right, makes the original
organization the legal producer of the product. According to the ROBIC, Patent & Trademark Agent
Centre CDP Capital, “Trademarks and copyrights can be used to stop grey marketing and prevent the
flow of goods bearing the Trademarks or in association with which copyrighted material is used, even if
such goods are genuine, provided that appropriate legal protection (flowing from a combination of the law
and the

facts) exists.”

The competitive intelligence is the analysis tool that gives the insight regarding the future market
environment. John L. Colley Jr., Jacqueline L. Doyle and Robert D. Hardie said in their book, Corporate
Strategy, “Competitive analysis is critical for managers formulating corporate or divisiona strategies.
Executives and planners must be aware of the levels and trends in performance of their competitors to
determine the best direction for their divisions and parent corporations. They also must be capable of
critically assessing their own organization’s performance, over time, relative to its competitive
peers.”( http://www.exinfm.com/training/coursel2-1.doc) . Again, Steven M. Shaker and Mark
P. Gembicki said in their book, the War Room Guide to Competitive Intelligence, “Success for every
business, whether it’s a one-person operation or a Fortune 500 corporation, increasingly depends on a
timely awareness by key executives of the rapidly changing events impacting their organizations. Yet in
most corporate settings, executives consistently work with massive amounts of raw data, small amounts
of value-added information derived from analysis, and very little intelligence. Competitive intelligence
reverses this traditional trend toward data and information and redirects it toward actionable
intelligence.”( http://www.exinfm.com/training/cour sel2-1.doc)

Objectives of the study:
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a) To find how Indian economy is subjected to risk of grey marketing.

b) The awareness of the grey marketing risks among the nationals.

¢) To find the strategy to mitigate the grey market losses through the implications of IPR.

d) The implication of competitive intelligence in identifying the risks of grey marketing

€) The organizational awareness in Indian economy regarding the usefulness of competitive intelligence

Limitations of the study:

a) The study has been centered round the Indian economy majorly.

b) The study mainly explores the potential of IPR to restore the economic bliss in terms of grey marketing.
However other ways can also be scooped out.

c) Grey marketing is a vast concept that is been administered in different genres of the economy, for
instance, the stock market, the service market, etc. the study however considers only the product market.
d) The small scale watch industry is being considered in order to establish the view.

Research methodology:

The study is based on secondary datawhich are qualitative in nature. The source of the data used has their
roots in several books and articles. The study also considered the latest research papers put up in several
websites. The list of the sources is given in the end of this paper.

Data analysis and inter pretation:

The study mainly focuses on the secondary data and the interpretation is categorized as the following
fivefactors, viz.,, A, B, C, D, and E.

A) Indian economy and the importance of | PR:

India undoubtedly is one of the fastest growing countries with minimum six percent annual growth. But
still India has yards to cover. It still is a developing country where half of the population is still below
poverty. However the prospect here is really bright. Over the years India has called in many foreign
investments. Amidst the globalization, India got her driver. Indian economy isvast. It includes agriculture,
technology, basics like stationery, FMCG, soaps, automobiles and other luxury items. These industries
need to be copyrighted so that the infringement does not affect these industries. Every sector, be it
telecom, or FMCG, or a petrochemical or any basic industries like the small scale industry needs to be
copyright protected or patent protected. Every sector has some innovations that has the potential to keep
the sector grow fast and gain much profit. For instance, the telecom sector or the IT sector whose main
basis is the technology, noticed a rapid growth as soon as they got copyrighted. They enjoyed a hike in
rate of growth of 48% in less than a decade, compared to its usua rate of 35%. It is sad, if the
government keeps up its support for intellectual property right, the number will grow more and the
software export revenue generation can go up to $50 billion in next few years. But the importance has to
be laid also on other sectors. For instance, let the small scale industries be considered. Small scale
industries are those whose machine cost is not above 1 lac. Let the small scale industry be the watch
industry. The time pieces like watches, wall clocks, and alarm clocks are now days facing a tough
competition against the grey marketed watches. To protect the Indian watch industry, the government of
India canceled the regulation of the special import license. But on the contrary, it started a new regulation
where the basic duty currently on watches and clocks is 35%, the surcharge on basic customs duty is 3.5%,
the additional duty is 16%, the Special additional duty is 4%; and the total duty is 67.08%. Since then
the watch industry got adversely affected. This triggered the grey marketing or marketing of fake products.
The fake products have fake addresses. The grey market of India started to import the “watch
movements”, i.e., that is just the machine of the watch. Then the grey marketers of India get the machines
their cases and the glasses and sold that in the market at a much cheaper rate than the other reputed brands.
They just had to bear the cost the import duty. They do not need to pay the sales tax. A reputed watch
industry of India, Jaina times industries has seen its worse times due to this when it had to see their
factory of 900 workers being shut down cause there was no sales of its watches and without sales,
production is unjustified for the industry. That will lead to loss. So Indian watch industries should be
patented or copyrighted. For instance, the titan watches now days have reduced the price to ahuge margin
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just because they need to survive the competition in the market caused by the grey market. The paralel
effect by the grey market goods is casting an adverse effect on the goods that are legally imported or
legally produced inside the country. In fact the goods if imported legally cost more than the Indian
counterparts. The main intention behind the amendment of the government of India was that if the
imported goods cost more than the local brands will survive. But that dint happen. That triggered the grey
market and grey market survived because it supported the public interest. Indiais developing country with
amgjority of low or middle income groups. Hence the brand consciousness is low considerably than the
developed countries with a mgority of high income groups. The government of India needs to regulate
proper policies to support the small scale industries. It is said that over 1 lac smuggled “watch
movements” transactions are going on at present approximately over the country. This is a huge threat to
the existence of the national and multinationa investments in small scale industries. Apart from this, the
tax evasion is also a mgor concern. The government of India although backs the grey market since it has
apublic interest , but still it suffers from aloss of huge money.
B) Grey marketing-a critical approach to people awareness for HOPE(higher order purpose of
existence):
The public awareness regarding intellectual property rights and the patent rights are very low in India.
The mass market specially prefers low cost products which is the key characteristics of the grey
market. This makes the grey market famous to the ordinary mass market. But awareness should be
spread regarding the pros and cons of the grey marketing to the customers. The importance of the
intellectual property rights and the patent rights should also be taught to the public. The awareness of
the worth of quality over quantity should be spread. For instance, the pirated CD’s and VCD’s,
which is a mgjor part of the grey market, is now so popular for its cheap rates anong the low and
middle income groups which forms the mgority of the population of the country that it will be really
tough to eradicate the grey economy completely but the adverse effect of the grey economy should be
preached. People should get aware of the future consequences and the possible threats from the grey
marketing to the Indian market. A market sustains only because of the popularity among the buyers.
And, buyers are quite obviously are the Indian nationals. Only if they are made aware of the pros and
cons of grey marketing, and only if they stop supporting the grey marketed goods, the grey market can
be controlled.
One of the leading multinational watch company Seiko, as a precautionary measure from grey
marketing has taken up aretail model which goes like this: they have got their authorized dedlers in
various countries. Since grey marketing is not illegal, customers have full liberty to buy the watch
from any place, be it from their dealers or from the grey market. But then, the difference comes in
servicing. The customers buying from the dealers are offered servicing and repairs which they
officially refuse to do if the customer cannot show the warranty card or the manual which one can
only haveif the watch is bought from an authorized dedler.
But the grey marketing has found a solution in this too. One of the grey market customers was asked
what if grey the Grey Market Orange Monster needs repair or service. The answer was Theoretically
Authorized Seiko Repair centers refuse (that is the official Seiko text) to repair those watches.
Practically they cannot refuse your original Seiko watch, because you could simply tell them that your
received this watch as a gift or you could tell them, that your partner threw the manual and warranty
card into the trash bin during spring cleaning. Thus, there is actually nothing to worry.” and, it is
certainly not that the products are forged or defectives. It is been surveyed that all the products are as
fresh as that of the products with the authorized dealers and it is said that all comes straight from the
factory. Basically the grey marketing thrives because of its cost efficiency. But people should be
aware of the consequences that the market faces and their government faces. Perhaps that’s why the
battle against the pirated CDsis still on.
¢) Organization and use of | PR:
In a present time watch industry, the priority is not only the machine. The priority of a watch has
shifted from just a time piece to a luxury item, the substitutes of a time piece being the mobile
industry and the computer industry. Over the years the best watches are the Swiss watches. The
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famous Rolex watches, the swatch watches, the Swiss timer watches, etc, are now the luxury items
that ordinary people aspire to have in their closet. The IP rights holder organization of these brands
have their nose high up in the air exclusively taking pride in their product as the luxury item that will
be dream to the affinity and the mass market. Their target is the luxury market and that too the people
who stands out in the crowd. One of their tag line reads like this- “Do not wear this watch to see the
time”. These organizations have each of their products trademarked and the IP righted. They have
their own authorized retailers and suppliers all round the world. But still the products find their way
into the grey market. They mainly get their way inside the market from the factory through the
suppliers and the dealers and the factory workers. Indian market of watches does not even stand close
in the market competition when it comes to the imported watches. Apart from this, access to the
lucrative watches, that is now a status symbol of the society, to the Indian mass, it is feverish. Any
person in the market will prefer a Rolex watch or the other Swiss watch or any other Japanese or
Chinese watch, to the Indian watches. Moreover, the watches in the cheap or grey market is so low
priced that the mass market prefers to have access in the grey market only. This costs the Indian
market a lot. The Indian brands like sonata, titan, and hmt are suffering a huge loss. In fact they are
now alost identity. The weapon that can be used here is that the brands should be trademark and the
IP right protected. Once the products are copyrighted and IP right protected, the grey marketing can
be mitigated to a large extent. This is because, with this rights comes the powers of eliminating the
grey market of their goods to a large extent. It will be wrong to say that with these rights; their goods
will never get grey marketed, since the grey market is to some extent backed by the government itself
for the mass interest. But surely the level can be lowered.

D) Indian laws and protection against grey marketing:

The Indian government out of vested interest supports the grey marketing. The reason is that India
is developing and its people are still in middle level and lower level income group. Globalization has
helped to get India the cheap market which has been accepted by mass market. For an ordinary middle
class Indian, buying an android cell phone in the grey market in much lower cost is like receiving an
incentive. However, the Indian government did not overlook the importance of industry and its rights.
They have formed several laws that can be filed in case any organization wants the justice against the
infringement. This trading of grey goods are however, legal worldwide. The laws that are being passed
keeping in mind the interest of the industry are as follows:
1)patent act:

In case of any technology, a patent is amonopoly right granted to a person who has invented the new and
useful article or a new process of making the article.

2) Copyrights act:

Copyright act is mainly meant for the arts of audio and video.

3) Designs act:

This act grants monopoly rights to the new configurations, unique shapes, and never before seen patterns.
4) Trademark act, 1999:

The trademark act gives the products of a particular organization the “certification trade mark” that gives
the products its identity. Eventually, this becomes the identity of the firm or the organization to which the
product belongs to. For instance, Apple has its trademark that speaks for the organizations. What
happened in china also shows how a trademark can fool customers as it eventually becomes the face of
the organization. There a store with apple logo was successful in fooling the customers. Even though it
wasn’t an apple store and it dint have “APPLE” anywhere written in the shop, the customers got fooled
just by thelogo. Such is the power of trademark.

5) Geographical indications act, 1999:

This act enables a product to get identified by the geographical indications. For instance, we have the
Darjeeling tea. Customers know that tea is best cultivated in Darjeeling. And thus the sales increases
automatically.

E) Competitive intelligence, grey marketing and intellectual property rights:
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Before going into how the art of competitive intelligence can prove to be a driver in the war against the
grey marketing, the concept of competitive intelligence deserves a special mention.

Know thy-self, know thy competition, and get it right almost every time.

Know thy-self, not know thy competition, and get it right about half thetime.

Not know thy-self, not know thy competition, and get it wrong almost every time.

Quoted by: SUN TZU, THE ART OF WAR  source:www.refspace.convquotes/the_art_of war
(http://www.exinfm.com/training/cour sel2-1.doc)

The form of present market is highly competitive. There are more than thousand companiesin India itself.
But only the fortune five hundreds are considered to be large and have the reputation of being a market
leader. In the present market, if you do not act smart, you can get eliminated from the competition. The
grey market runs basically on the competitive intelligence failure. The analysis tool that is widely used in
abroad is yet to find its way inside India. If the tool needs to be used in an effective manner, then people
should know what it is and its importance. It is said, the knowledge that is of no use is just a sheer
wastage. The importance of knowledge liesin its application.

Competitive intelligence is an analysis tool of planning, collection, analyzing and dissemination of data
that helps in anticipating about the competitors move in the market and safeguarding the organization
from facing the competition. it is based on three pillar of actions, viz., hindsight, insight and action. The
competitive analysis gives the insight of future actions and reactions.

It has been discussed about the importance of the intellectual property rights in mitigating the grey
marketing. But the role of competitive intelligence lies in the execution of getting the products and
services copyrighted or IP righted. Only IP rights cannot mitigate the grey market. Law says that if a
product or service is copy righted then the original organization or the authorized organization has the full
and legal right to voice against their products or services been grey marketed. For instance, it is known
that online transactions undertaken by the legal site e-bay.com is grey. Any kinds of advertisement
regarding the grey goods or services can be petitioned to remove by the original or authorized
organization. But in order to undertake this step, the authorized organization needs to have the
information which is atask of the competitive intelligence.

Again, grey marketing is done mainly by the suppliers of the original organization. For instance, the
goods mainly get marketed from the factories, that is, from the lot of the market ready goods. So, oneway
of mitigating the graying of goods from white is checking the backgrounds of suppliers and to see if they
have any history in grey market. This again is the task of competitive intelligence. It figures out the grey
history f every suppliers if they have any. That is called dude intelligence of the suppliers.

The use of competitive intelligence can go deep. If it can be studied properly then it can be noticed that it
is some more than just a driver. As in the epic Mahabharata, lord Krishnawas just a driver. But only that
made all the difference.

Key points:
In order to mitigate grey market, we can take up the following steps:

a) The organizations should necessarily trademark and 1P right the products and services.

b) Congant vigilance on the market to keep a check on the grey marketed goods.

¢) In case of any infringements, for instance advertisements of grey goods, petitions can be filed to
removeit.

d) Keep a check on the suppliers. If any suppliers are caught with hands in grey market, then the
organizations will have full right to cancel the order as they will have the IPR protection.

€) Restricted supply in the cheap markets. It forms the base of grey marketing.

f) Any product always has the warranty card with it. An IPR protected organization always has theright to
dismiss the servicing of the products that do not have the warranty card. For instance, the warranty time
period servicing is always done once you show the receipt and the warranty card of the product in any of
the authorized showroom of the original organization.
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g) The IPR protected organization should have the authorized retail shops. Then their technology will be
serviced by them only.

h) Considerable attention should be given on local packaging so that if a good is traded in then it can get
located, i.e. if grey marketed then it will get identified.

Conclusion and recommendations:

Indian economy is on a bear run. They should get more flexible and get accustomed to new technology
and new procedures. Once agreat man told that there is nothing inside the box. You need to get out of the
box and see things. Moreover, Indian industry should take up competitive intelligence seriously if they
want to have effective IP rights practices. IP rights or patents alone cannot help Indian industry to
safeguard against the vulnerability of the grey market.
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Abstract

Traditional DEA models treat the DMU as a “black box.” Inputs enter and outputs exit, with no consideration of the
intervening steps. Consequently, it is difficult, if not impossible, to provide individual DMU managers with
specific information regarding the sources of inefficiency within their DMUs. Traditional DEA models ignore the
internal process of production systems and are not able to identify the cause of deficiency in efficiencies
mesasuring. At this research traditional DEA mode and two-stage DEA model were used to measure efficiency

of Iranian private insurance companies during 2006-2007. The results indicated that the traditiona DEA modd is
not suitable for such kind of network systems. In marketing perspective iran Moein Company was efficient during
the study period. But this company is not efficient due to weakness in investment sub-process in year

2007.

Key words: Data Envelopment Anaysis, Insurance industry, Marketing sub-process, Investment sub-process,
Network system

Introduction

Insurance companies extend the productivities and services activities with providing safety and confidence.
Insurance industry aso cause ability and reduce the anxiety due to indemnification.
These companies
accomplish the governmental socia program aswell as alocate the sourcesin arationa manner. Furthermore, these
companies have positive effects on economics growth of the country. Therefore, the efficiency of the
insurance companies is always under the question mark. Efficiency measurement in the insurance companies
increases the quality of their activities and also assists them to identify and solve the problems (Kueng, 2000).
Measuring the performance of a production system is an important task for purpose of control and planning.
Data envelopment analysis (DEA) is a technique that widely applied to measure the relative efficiency of a set of
production systems, or decision making units (DMUs) which apply the same inputs to produce the same outputs.
This method identifies al of the DMUs with weak performance and aso shows the sources of inefficiency (Fortuna,
2000). Traditiona studies in DEA view systems as s whole, ignoring the performance of their component
processes to calculate the relative efficiency of a set of the production systems. The first deficiencies are that the
efficiency score may not properly represent the aggregate performance of the processes of a system. The second
deficiencies are that the traditional DEA dose not show which process causes the low efficiency of an inefficient
system. In order to identify the source of inefficiency, it is possible to calculate the efficiency of each process
independently. However, the relationship between the efficiency of the system and those of the processes is not
reveded (Kao, 2009). There are severa studies show the deficiency of traditional DEA model such as; Chen & Zhu,
2004; Luo, 2003; Chen et al, 2006; Kao and Hwang, 2010; Kao, 2009. Traditional DEA is considered the DMUs
activities as a black box and ignore the intermediate measures (Chen et al, 2006). Traditiona DEA may give high
scoreto the overall efficiency but in fact that the sub-processes are not efficient (Kao, 2009)
There are many studies are deat with network system that include internal processes. Seiford and Zhu (1999)
divide a commercia banks production process into the stages of profitability and marketability. The input of the
bank production process is employees, assets and shareholders equity, which are aso the inputs of the first stage.
The output of the bank production process is market value, total return on investments, and earning per share which
are aso the output of the second stage. Although there are two intermediate products, revenues and profits,
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which are the outputs of the first stage as well as the inputs of the second stage. Kao and Hwang (2008) measured
the efficiency of non-life insurance companies with two-stage DEA mode in Taiwan. They divided production
process of non-life i nsurance companies to two sub-processes premium acquisition and profit generation. Two-stage
DEA modd partialy improve these deficiencies. Recently DEA has been extended to examine the efficiency of
two-stage processes, where all the outputs from the first stage are intermediate measure that makes up inputs to
the second stage (Chen et al., 2010). Insurance industry provides services totheir  clients to generate profit.
There ae severd studies which used the DEA technique to measure the manageria
performance of thisindustry (Fecher et al, 1993).

The profit is not earned from insurance service aone. Insurance company use the insurance premium acquired through
the systems of agencies, broker, solicitors, etc (Kao and Hwang, 2008). Zha and Liang (2010)
considered production to describe the cooperation between different stages efficiency and banks overall assessment.
Production process in the insurance industry is consisted with two sub-processes called marketing
and i nvestment. The output of the marketing sub-processistheinput of the investment sub-process.

The aim of thisresearch isto measure the efficiency of private insurance compani es viatwo-stage DEA model in

Iran during 3 years. There are several studies dealt with the efficiency measurement of insurance companies in

Iran, but they have used traditional DEA method that ignores the internal process of production systems. Therefore, this
research is different from the previous studies which treat the whole production process and the two sub-processes as
independent. Moreover, this paper takes the series relationship of the two sub-processes into account in measuring the
efficiencies of the Iranian private insurance compani es.

Material and Methods

Datawas collected from 14 private insurance companiesin Iran from 2006 to 2007.

Input and output was earned from financial sheet of the companies (Iranian Centra Insurance, 2010). Marketing and
investment sub-processes were considered (Figure 1). Marketing sub-process inputs includes operation expenditures
(x,), insurance expenditures ( x, ). Marketing sub-process outputs includes direct  written
premiums (z; ) and reinsurance premiums( z , ) which inputs of the investments sub-process.

Output of investments sub process consist underwriting profit (v;) and investment profit ( v, ). Operation costs and

insurance costs in sub-process of marketing are covered by clients and the other insurance companies. Clients pay
direct written premiums and reinsurance premiums paid by the other insurance companies. In sub- process of
investment premiums are invested in a portfolio to earn profit.

Direct written

Operation expenses p| Marketing > premi ums(Zl) | Investment p  Under writing profit
( Xl) sub- sub- (Yl)
process process
Insurance expen ses > 1 Reinsurance premiums - = Invest ment profit
(X3) (Z,) (Y,)

Figure 1: Production system of the private insurance companiesin Iran.

Inputs of the system, which are also the input of thefirst stage (marketing), are as bel ow:

Operation expenses ( X1 ): Salaries of the employees and various types of costsincurred in daily operation such
as personnel costs, admi nistrative and public costs)

Insurance expenses X( 2). expenses paid to agencies, brokers and solicitors, and expenses
associated  with marketing the service of insurance such as rei nsurance premium, wage of damages and etc.)
Intermediate products in the system, which are the outputs of the marketing sub-process as well as the i nputs of
the investment sub-process, are as below:

Direct written premiums ( Zl): Premiums received from insured clients.

Reinsurance premiums ( 2 ): Premiums received from ceding
companies.

Outputsof the system, which are also the outputs of investment stage, are as below:

Underwriting profit ( it ): Profit earned from the insurance business.
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Y.
Investment profit ( 2): Profit earned from the investment portfolio includes banking deposit revenue, coupon-
bond revenue, loan revenue and etc.
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Insurance production of Iranian industry is based on two-stage network structure (Figure 1). Therefore the
traditional DEA modél is not arational manner to measure the efficiencies of thisindustry.

Kao and Hwang (2008) was used a two-stage DEA moded to measure the efficiencies on non-life insurance
companies in Taiwan. Therefore, at this research their model was used to measure the efficiencies of Iranian
private insurance companies.

First of all, the overall efficiency was measured. Then, the first stage efficiency was measured consider to the
overall efficiency. The second stage efficiency was determi ned whereas the overall efficiency was divided to the
first stage efficiency.. As mentioned before that the private i nsurance companiesin Iran have the network system
with series structure, hence these kinds of systems will be discussed.

Network Systems

Systems with more than one process connected with each other called networks (Kao, 2009). Outputs of thefirst

stage are as the inputs of the second stage that they called as intermediate data (Zha and Liang, 2010). There are
two basic structures for the network systems, series and pardlé, in the both systems efficiency and deficiency
can be divided into efficiency and deficiency of internal process.

In a series structure the whole internal processes are connected in a series form where as the outputs of the each
process are as the inputs of the next process that they called as intermediate data Intermediate data of the last
process are the outputs of the system. The number of intermediate products can be different for each process.
At this status, a DMU is efficient only if al its processes are efficient. The system efficiency will be low if there
isaprocesswhich is very inefficient and will be high only when all processes have high efficiencies. In a paralle
structure the whole internal processes are connected in a parale form. At this status the sum of input for al
processes is equal to the input of the system of this is the same for the output. If a process is efficient in the
parallel system, it will be preferable to usethis process alone for production. Since the underlying assumption of
the CCR modd is constant returns to scale, the system will be efficient if this efficient process consumes al of
the inputs for production (Kao, 2009). To measure the efficiency of a network system a network DEA modd is
needed. Different from the traditional DEA model, the network DEA model does not have a standard form. It
depends on the structure of the network in question.

There are four procedures exist for two-stage systems: Standard DEA approach; efficiency decomposition
approach; network-DEA approach and game-theoretic approach. Except for the standard DEA approach, all
other approaches attempt to correct for the above-ref erenced conflict issue (Cook et al, 2010).

At this research the procedure of efficiency decomposition and two-stage DEA mode were used and these
methods will be discussed. DEA models treat the DMU as a "black box" Inputs enter and outputs exit, with no
consideration of the intervening stages. Consequently, it is difficult, if not impossible, to provide individual
DMU managers with specific information regarding the sources of inefficiency within their DMUs (Lewis &
Sexton, 2003).

Two-stage DEA model

Denote X;, ,i=1,....mand JI=1,...,sasith input and rth output, the traditional DEA model for measuring
Sﬂk

the efficiency of DMU k under the assumption of constant returns-to-scaleisthe CCR model:

S
E, =max ) uY,

r=

st Z;vixik =1;

ZurYrj —ZviXS 0, j=1..,n (1)
ij

r=1 i=1

V,,u, >¢, i=1..m, r=1..,s

E, isthereative efficiency of DMU k. E, =1 showsthe DMU k isefficient and E, <1 indicate the DMU
If k isinefficient. if

Consider a two-stage network structure or processes as shown in Figure 2, for each of a set of n DMUs, we
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. _ _ Z
assume each DMUj (j=1,2,..., n) has m inputs Xi , (i=12,..., m) to the first stage, and ¢ outputs P,

(p=1,...,0) fromthat stage. These g outputs then become the inputs to the second stage and will be referred to as
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intermediate measures. The outputs from the second stage are Y, , (r =12, ..., s). We denote the efficiency for

thefirst stageas Ell< and second stage as Ef , for each DMU;j.

—_— » —
X ik stage 1 2 stage 2 }rrk
Pk =
—_— - —
1=1.....m P=1..... q =1, ...=s

Figure 2.Two-stage system of DMU k

Seiford and Zhu(1999) use model (1) to measure the overall efficiency and the models 2,3 cited bel ow to measure

the efficiencies of first stage( E, ), and second stage( E ).
These models ignore interrelationship  between internal  processes and caculate the
stages  efficienciesindependently.

q
E; =maxprZpk
p:
m

st. ZVi Xi =1

1=1

q m
<0
p=1 i=1

Vi, W, >g,i=1..mp=1..,.q

V. isaweght giventoinputi, isaweight given to intermediate p, Xik isthe data value i from DMU k

Wo

and Zpk istheintermediate data value p from DMU k.

s
Elf = max ur Yrk
9>

st w,Z, =1,
p=1
s q .
duYy =>w,Z, <0 j=L.,n ©)
r=1 p=1

w,,u, =2¢,p=1..,q,r =1..,s

W, isaweight givento intermediate p, isaweight givento outputr, Zpk is the intermediate data value p
u

r

fromDMU kand Y;, isthe datavalue output r from DMU k

Kao and Hwang(2008) introduced the model§(2,3) which are the same as model (1). Therefore, the efficiencies of
the whole process and two sub-processes are calculated independently. To link the two sub-processes with the
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overall process, a model must describe this series relationship between the overal process
and two sub- processes. Modd (4) wasintroduced by them according to this concept:
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Zu,v,j—zivix”so; j=1..,n
: i |
YW, Zy =Y viX =0 j=1..,n (4)
p=1
j

\" isaweight given to intermediate p,isaweight given to outputr, X, i is

. isaweight giventoinputi, W,
u

p

r

the data value i from DMU j and Z ; is the intermediate data velue p from DMU j and Y;; is the data value
output r from DMU j.

Overall efficiency and internal process efficiency are calculated after solving model 4 and determining the

coefficients of U,V , W,

s q s
ZurYrk przpk ZurYrk
- r=1 p= - r=1

E E' , E?

k m - m
Zvi* X ‘ Zv, X k iwp Zy
iik=1 i:(=1 p=1

The optima coefficients solved from moded 4 may not be wunique; consequently, the
decomposition  of

E, =E, % would not be unique. This makes the comparison of either E; or amongE} &l DMUs lack a
E.
common basis. TO solve this problem we may find the set of coefficients which produces the largest E,i while

maintaining the overall efficiency score a ca culated from Model (4). Therefore, model 5 was presented by
E
Kao and Hwang (2008) as bel ow:

68

| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

q
Ey Max Y w, Z,

Vi X (5)
0

Case Study

The sample sizes at this research were 14 private i nsurance companiesin Iran (Tablel). These companies includ
Moadem, Parsian, Tosieh, Razi, Karafarin, Sna, Mdat, Iran Moein, Omid, Hafez, Day, Saman, Novin and
Pasargad.

Data such as operation expenses(x, )insurance expenses(x,)direct written  premiums(z,),

reinsurance premiums(z , ), investment profit(y,) and underwriting profit(v,) were collected during

2006-2007(Iranian

Centra Insurance, 2010).

Two stage DEA techniques via LINGO 8 software were used in order to measure the efficiencies of the
insurance companies.

Results:

Data such as input, intermediate and output from 14 Iranian private insurance companies have been shown in
table 1 in year 2006.

Table 1: Input ( X)), intermediate (Z ) and output (Y) from 14 Iranian private insurance companies in year
2006 (Iranian Million Rial).

Investment | Underwriting | Reinsurance Direct Insurance | Operation | Insurance
profit(y,) profit (v;) premiums written expenses expenses | companies
(z,) premiums (x5) (x1)
(z)
10239 11596 3080 47332 25393 15764 Moalem
53909 194944 314655 2007088 1929459 34758 Parsian
11152 5900 2896 23747 19046 9140 Tosieh
42579 23856 26083 292438 230353 14249 Razi
25942 76929 50783 541405 458962 64387 Karafarin
38292 46812 48621 431699 363161 31479 Sna
207460 201025 35905 1065067 575364 26059 Meat
7929 12881 4173 42386 26967 1199 Iran
Moein
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2493 1020 7084 11421 12210 2593 Omid
2452 3588 657 70526 68797 3888 Hafez
28306 39240 24029 174017 149012 39054 Day
11720 21061 3498 109573 92207 10698 Saman
2510 19102 4103 82070 45790 7263 Novin
19405 109 248 659 249 1291 Pasargad
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Overall efficiency and internal process efficiency of insurance companies were caculated using traditionad DEA
approach and models 1, 2 and 3 that presented in previous section. Although, the overal efficiency of the insurance
companies was caculated using two-stage DEA mode through modd 4. Marketing sub-process efficiency was
calculated based on model 5 (Tables 2, 3). Investment sub-process efficiency also was cal culated with the following ratio:

Results of traditional DEA modd indicate that the companies such as Iran Moein and Pasargad are efficient
(B =1) in year 2006 (Table 2). But pasargad insurance company is not efficient in marketing and investment

process simultaneously. Result of two-stage DEA model shows that the Iran Moein company is efficient (E,  =1)

in year 2006. In marketing point of view the companies such as parsian, iran moein and omid are efficient
(Et =1). In investment perspective al of the companies except iran moein and pasargad are deficient in year

2006.( E* #
1).

Table 2: Efficiency of Iranian private companies in year 2006.

Two-stage DEA model Traditional DEA model
E2 = 1 E, Ek2 E,i Ek Insuran(_:e
= kg1 | (model 5) (model 4) (model 3) (model 2) | (model 1) compantes
0.80 0.05 0.04 0.88 0.05 0.04 Moaem
0.30 1 0.30 0.65 1 0.30 Parsian
0.57 0.64 0.37 0.47 0.64 041 Tosieh
0.24 0.65 0.16 0.26 0.65 0.22 Razi
0.45 0.59 0.27 0.48 0.59 0.27 Karafarin
0.33 0.63 0.21 0.36 0.65 0.21 Sna
0.62 0.91 0.57 0.89 0.80 0.69 Meat
1 1 1 0.97 1 1 Iran Moein
0.14 1 0.14 0.33 1 0.15 Omid
0.1 0.50 0.05 0.31 0.56 0.05 Hafez
0.66 0.65 0.43 0.79 0.65 0.45 Day
0.66 0.62 041 1 0.62 041 Saman
0.75 0.66 0.50 1 0.76 0.52 Novin
1 0.26 0.26 1 0.28 1 Pasargad
0.54 0.65 0.33 0.64 0.66 0.40 Average

The results of traditional DEA model in the left side of the table 3 shows that the companies such as Iran Moein
and Pasargad are efficient (E, =1) in year 2007 (Table 3). Whereas, these two companies are just efficient in
one marketing and investment sub-process. Therefore, there is doubt about the validity of traditional DEA
model. There is a contradictory between the result of this model and two-stage DEA model. Result of two-stage
DEA model shows that the Iran Moein company has the highest overall efficiency with score efficiency of
0.94(E, =0.94). This means that this company is efficient in marketing and investment
sub-process. In marketing point of view the companies such as Parsian, Melat, Iran
Moein, Hafez and Novin are

efficient( E* =1),but all of the above mentioned companies are deficient in investment sub-process( £ #1).

k k
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Table 3: Efficiency of Iranian private companies in year 2007.

Two-stage DEA model Traditional DEA model
E2 = ! E, E2 = E. E/Insurance
B, g | (mode5) | (modei4) | (model3) | (mode2) | (mode1) companies
0.23 0.59 0.14 0.25 0.74 0.21 Moaem
0.22 1 0.22 0.22 1 0.65 Parsian
0.02 0.72 0.02 0.66 0.72 0.75 Tosieh
0.20 0.99 0.20 0.20 0.99 0.71 Razi
0.36 0.61 0.22 0.36 0.71 0.28 Karafarin
0.28 0.75 0.21 0.28 1 0.37 Sna
0.21 1 0.21 0.21 1 0.81 Mdat
0.94 1 0.94 0.94 1 1 Iran Moein
0.23 0.52 0.12 0.27 1 0.18 Omid
0.08 1 0.08 0.83 1 0.22 Hafez
0.48 0.56 0.27 0.54 1 0.32 Day
0.77 0.62 0.48 0.77 0.62 0.54 Saman
0.54 1 0.54 0.54 1 0.82 Novin
1 0.72 0.72 1 0.72 1 Pasargad
0.39 0.79 0.31 0.50 0.89 0.56 Average

The efficiency comparison of the insurance companies shows iran moein company is efficient in marketing
process during 2006 and 2007. Therefore, the investment weakness is the mai n reason of overall deficiencies.

Discussion:

Traditiona studies in DEA view systems as a whole, ignoring the performance of their internal processes in
calculating the relative efficiency of a set of production systems. The deficiencies are, firstly, that the efficiency
score may not properly represent the aggregate performance of the processes of a system. The objective of
efficiency measurement is to detect the wesk areas so that appropriate effort can be devoted to improve
performance. An issue which is of greaster concern to the inefficient DMUs is what factors that causes the
inefficiency? To answer this question, much effort has been devoted to breaking down the overall efficiency into
components so that the sources of inefficiency can be identified. One type of decomposition focuses on the
structure of the DEA modd.

Traditionad DEA models consider all DMU activities as a black box and ignore the intermediate products.
Therefore, the two-stage DEA model was used in this research.

Kao and Hwang (2008) measured the efficiency of non-life insurance companies with two-stage DEA model in

Taiwan. They showed that there is a significant difference between marketing efficiency average and investment
efficiency average. Although, they indicated that investment sub-process weakness is the
main reason of insurance companies’ deficiencies. The result of this research is similar to study of Kao and
Hwang (2008). A two-stage DEA model is used to measure the dual impacts of operating and business strategies
for the Canadian life and heath (L&H) insurance industry (Yang, 2006). His result indicated that the Canadian
L&H insurance industry operated fairly efficiently during the period examined (the year 1998). The result aso
showed that operation and business performances have significantly mutual effects. Therefore, efficiency anaysis
should be consi dered simultaneously which is similar to the result of this study that emphasisthisissue.

A two-stage DEA mode was used for efficiency evaluation of banks (Luo, 2003). He found that the real
problem of bank inefficiency is due to marketability efficiency rather than profitability efficiency. However,
there is a contradictory between his result and the result of this paper. Here we found that the investment

weaknessis the main reason of Iranian private insurance companies’ deficiencies in the study period.
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ABSTRACT

Privatization is the most common prevailing economic tactics of structural adjustment of present
time. World bank and IMF have conditioned their financial support to many countries with privatization.
Privatization affects all the ingredients of economy like government, organizations, employees and
general public, through economic phenomena such as income, investment, efficiency, quality, wages,
employment and prices.

1. INTRODUCTION

In the last two decades a massive privatization process of productive and other activities
previously considered public services has taken place across the world. Privatization in developing
countries has been spurred since the IMF and the World Bank started to make their assistance conditional
on privatization (Perotti, 2004).

Privatization is critical and politically sensitive government activity that has led to fundamental
shifts in the relationship between the private and public sectors of the jurisdictions of many countries. The
role and scope of privatization have increased both in the form of contracting out of public services and in
the outright purchase of government enterprises by the private sector on the national and international
levels (Prizzia, 2005).

A change in ownership changes the structure of information, incentives and control, affecting
operating decisions and thus economic performance. Privatization, by limiting the state’s ability to
redirect the enterprises’ activities in ways that promote short-term political objectives, enhances economic
efficiency. The key difference between public and private firms is that the former maximize an objective
function that is a weighted average of social welfare and the bureaucrat’s personal agenda. Under
competitive market conditions, private and social objectives are more closely aligned and externalities
smaller, so that private ownership is likely to have an advantage. In conclusion, private ownership has
efficiency advantages over public ownership under a competitive market structure (Anonymous, n.d).
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Within the basic welfare services, privatization has been used to refer to an increase in the individual’s
responsibility for his or her own welfare. This arises from the state’s attempt to delineate more explicitly
its commitment to citizens’ welfare and may also reflect citizens’ own demands for alternative services
(ILO, 2001).

Privatization encompasses a wide range of social consequences, and a growing concern over the
negative repercussions of privatization has spawned research worldwide (Prizzia, 2005). In this regard
researchers have conducted several studies to evaluate the benefits and drawbacks of privatization.
Following are few researches wherein different aspects of privatization causing benefits and harms have
been studied. This study is dedicated to find out the negative and positive aspects of privatization on the
society.

1.1 Definition of Privatization

Privatization encompasses the many ways in which the private sector assumes functions that were
previously carried out by the government (Aktan, n.d.). According to Pamacheche et al. (2007)
privatization is supposed to be undertaken to re-deploy assets from the public to the private sector, where
the assets are expected to be used more efficiently.

Pamacheche et a. quoted a definition of privatization by the World Bank as:

“A transaction or transactions utilizing one or more of the methods resulting in either the sale to
private parties of a controlling interest in the share capital of a public enterprise or of a substantial part
of its assets”, Or “the transfer to private parties of operational control of a public enterprise or a

substantial part of its assets”

According to ILO (2001) privatization is the transfer from the public to the private sector of
assets in terms of ownership, management, finance or control. In its narrowest sense it is the sale of
public assets to the private sector, but it has also been linked to a reduced regulatory role of government,
linked to policies of liberalization and deregulation.

2. WHY PRIVATIZATION

Privatization encompasses the many ways in which the private sector assumes functions that were
previously carried out by the government. Privatization also fosters competition and thereby results in
efficiency and effectiveness within sectors. Competition is very important to obtain more efficient and
effective public services (Aktan, n.d.). Beginning in the mid-1980s governments and citizens came to
recognize the drawbacks of government control of enterprises. Competition was restrained, which
resulted in lower quality of goods and reduced innovation. Citizens were deprived of lower prices and of
choice. The international competitiveness of state-controlled enterprises was suffering, which often
resulted in the need for growing government subsidies. In addition, rather than focusing on the business

aspects, many governments-controlled corporations had become grazing grounds for political appointees
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or vote winners through job allocations. As a result, many government-owned enterprises excelled in
losing money and governments are increasingly recognizing that it is possible to reduce the cost of
governing by changing their role and involvement in the economy (Nalingigwa, n.d.).

Therefore according to Charles W. Howe Professor of Economics University of Colorado at
Boulder The World Bank and The International Monetary Fund has been pushing client countries toward
privatization and Perotti, (2004) asserted that in developing countries the IMF and the World Bank has
made their assistance conditional on privatization. Similarly Borner (2004) of University of Munich in
discussion paper revealed that during the last decade, international organizations have promoted
privatization as a prerequisite for economic development. The idea is that privatization of the state-owned
sector enhances the efficiency and competitiveness of an economy.

3 EFFECTS OF PRIVATIZATION.

3.1 EFFECTSON GOVERNMENT REVENUE AND COSTS

One of the objectives of privatization would be to raise revenues for the government. This strategy
would be important when the government encounters financial crises (Aktan n.d.). Therefore many
governments have seen privatization as a source of fiscal revenue and have initiated privatization
programs with this as an important objective. This is particularly true of governments that must reduce
fiscal deficits as part of structural adjustment programs.

Nalingigwa (n.d.) is of the view that through privatization, governments can cut their budget cost
and can use proceeds from privatization to fund other pressing domestic needs and still ensure that more
efficient not fewer services are provided to their citizens. Similarly Pamacheche and Koma (2007)
reported that reducing government debt a number of governments have been able to raise huge sums of
money from privatization transactions. These financial resources have enabled the governments to sustain
macroeconomic stability and repay huge portions of government debts. As aresult of privatization, many
governments have also reduced the need for huge subsidies to public enterprises that can be redirected to
other development initiatives with the consequent impact of strengthening their fiscal positions.
Pamacheche and Koma also found out that during the period 2000-2005, Sub-Saharan Africa raised US$
11 billion in privatization proceeds, representing 3% of the global total for developing countries. A total
of 960 transactions were conducted in 37 countries of the region, and this represents the third highest
number of transactions, behind Europe and Central Asiaand Latin America.

But Nancy and Nellis (2003) by analyzing many research reports gave an aternate view that
privatization’s economy-wide effects on the government budget growth, employment and investment are
less established. The IMF reviewing 18 privatizing countries, reported that substantial gross receipts from
privatization, accounting for nearly 2% of annual GDP. Governments have generally ended up with about
half that amount reflecting the high costs of financial clean-ups, labor downsizing and sales assistance.

Even 1% of GDP is substantial, but the long-run effects on government revenue generally come not from
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sales proceeds (a one time infusion) but from the elimination of subsidies to state enterprises and from
subsequent increased tax revenues from more profitable and productive private enterprises. Governments
as diverse as Mexico, Cote d’Ivoire and Mozambique received, in the first few years following sales,
more from privatized firms in taxes than from direct proceeds of sales. A “flow of funds” analysis in
Bolivia shows, in the first four years following sales, a positive financial return to government of US$
429 million—and this in a case where government received not a penny of the sales proceeds. The IMF
concluded that markets and investors regard privatization as a healthy signa of the political likelihood
that government will stick with its overall reform program, implying somewhat higher investment ratesin
the economy overall. Nalingigwa (n.d.) also pointed out that in Tanzania the objective of raising money
directly by selling has not been met since the contribution of money from sales averagely per year was
below 5% in domestic revenue. On the other hand the objective of generating additional tax revenue has
been met since most privatized enterprises have increased production capacity with corresponding high
profit, hence contributed high revenue by tax.

3.2 EFFECTSON GENERAL PUBLIC
321 Effects On Public Welfare
How much welfare to the citizens is brought by privatization is embedded in following reports.

Nalingigwa (n.d.) is of the view that privatized goods and services are often more competitive and
more innovative as in Tanzania after privatization the quality of goods and services improved and some of
them have been awarded international quality certification.

Pamacheche and Koma (2007) concluded that privatization in Africa brought about numerous
benefits, and empowered the private sector. The benefits that accrued to the nation include efficiency
gains, stable and reduced prices, reduced government subsidies that can be redirected to other
development initiatives, at times, payment of dividends to government and increase in employment, to
mention a few. Pamacheche and Koma further argue that the majority of cases studied show that
consumers are benefited from privatization. This is as a result of lower prices emanating from the
efficiency improvements following privatization. For example, privatized energy firms were able to
reduce prices sharply as a result of their ability to limit the amount of stolen or unbilled electricity. Also,
because investment constraints were removed, privatized firms were in a better position to avail their
products to the public. Evidence suggests that privatized firms seek more aggressively to improve quality
and introduce new products to satisfy the consumer.

Khalid (2006) quoted Clarke et al (2003) who using a combination of country case studies and
cross-country analyses concluded that privatization of banks improves performance as compared to
continued state ownership.

However privatization caste negative impacts on public as revealed by some research studies.
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Nancy and Nellis (2003) reported negative impacts of privatization by stating that at the heart of popular
criticism is a perception that privatization is fundamentally unfair in both concept and implementation: it
is seen as harming the poor, the disenfranchised, the workers, and even the middle class; throwing people
out of good jobs and into poor ones or unemployment; raising prices for essential services; giving away
national treasures— and al this to the benefit of the local €lite, agile or corrupt politicians, and foreign
corporations and investors. Nancy and Nellis concluded that the complaint is that, privatization has a
negative effect on the distribution of wealth, income and political power.

Prizzia, (2005) in a paper titled “An International Perspective of Privatization and Women
Workers” asserted negative impacts. According to his example, a privatized hospital in the USA, gave rise
to “prestige medicine” for the rich and “no care zones” for the uninsured working poor, chronically ill and
disabled. The privatization of a water system in Bolivia and an energy system in Thailand increased
unemployment_and decreased consumer welfare in both countries, resulting in the sudden rise of prices
that culminated in a series of mass protests.

About Japan Cato (2008) expressed that the studies on mixed oligopolies revealed that in an
industry that is sufficiently competitive (i.e., the number of firms in the market is sufficiently large),
privatization improves welfare. Cato also opined that the sectors that are structurally complex, such asthe
energy industry and the water industry, are beginning to be privatized. One of the features of such
industries is that the firm’s production activity often leads to environmental damage. In other words, the
degree of negative externality is high, and emission or pollution make the environment harmful for the
residents of the surrounding areas. While Wang et al (2009) opined that privatization unambiguously
reduces the pollution levels of firms. Namely, privatization does improve the environment. Moreover, by
implementing partial-privatization policy, social welfare can be enhanced.

322 Effects on Prices

In the view of Megginson and Netter (2001) it is unrealistic to expect that the effects of privatization on
prices will be the same in every industry. However market structure of an industry, as well as firms’
productivity will affect consumer prices. Studies that examine the effect of privatization on alocative
efficiency are rare.

According to Pamacheche and Koma (2007) the majority of cases studied show that consumers benefit from
privatization. This is as a result of lower prices emanating from the efficiency improvements following privatization. For
example, privatized energy firms were able to reduce prices sharply as aresult of their ability to limit the amount of stolen or
unbilled electricity.

Prices by privatization decrease, because cost become low as reported by Lindqvist (2007)
that being residual claimants, private owners have stronger incentives to cut costs than public
employees.

La Porta and Lopez-De-Silanes (1999) & Nancy and Nellis (2003) analyzed Mexican firms

from a variety of industries and found that consumer prices increase after privatization. In their
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analysis of the water and sewerage industry of England and Wales, Saal and Parker (2001) found
that output prices increased, and furthermore, total price performance indices revealed that
increase in output prices have outstripped increase in input costs. Prizzia (2005) reported that the
privatization of a water system in Bolivia and an energy system in Thailand increased
unemployment and decreased consumer welfare in both countries, resulting in the sudden rise of
prices.

42.3 Effects on Quality of Goods and Services

Nalingigwa (n.d.) in his paper “Impact of Privatization on Public Enterprises Case of Tanzania”
asserted that quality of goods and services improved and some of them have been awarded international
quality certificates, for example The Mbeya Cement Company (MCC) which recently became the East
Africa’s first cement company to earn ‘International ISO 9002 Award’ for quality standard in the year
2000, Tanga Cement Company and Tanzania Cigarette Company, Tanzania Breweries Limited, Mtibwa
Sugar Company, Kilombero Sugar Company, Tanzania Tea Packers and Canvas Mills. Nalingigwa aso
stated that improving the quality of goods has led them to compete to the international markets, for
example products from Blanket & Textiles Manufacturing Ltd, products from Handcrafts Marketing
Company. Tanzania Cigarette Company and Tanzania Breweries Limited are among top 20 competitive
companies in Africa. Now Cement from Tanzania is marketable to neighborhood countries such as
Malawi, Zambia, Rwanda and Burundi. Beers from TBL are sold to Kenya, Uganda and other
neighborhood countries. Canvases from Canvas Mills are sold to Army of NATO.

Pamacheche and Koma (2007) reported that the implementation of the Nigerian privatization
program led to positive results in many areas. A number of firms recorded improvements in output in the
post privatization years. Majority of cases studied show that consumers benefited from privatization.
Evidence suggests that privatized firms seek more aggressively to improve quality and introduce new
products to satisfy the consumer.

1-1-1-1-3.3 EFFECTSON FIRMS

1-1-1-2-3.31 Effects on Efficiency, Performance and Profitability of Firm

Several researchers studied the impacts of privatization on efficiency, performance and profitability
concluding positive and negative impacts. Few are quoted here:

Privatized goods and services are often more competitive and more innovative (Nalingigwa, n.d.)
because privatization fosters competition and thereby results in efficiency and effectiveness within
sectors. Competition is very important to obtain more efficient and effective public services (Aktan,
n.d.). Further under private ownership, the firm attempts to maximize profit, which is a component
of socia welfare, so that private ownership is likely to have an advantage (Anonymous, n.d).
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Nalingigwa (n.d) expressed that the facts have demonstrated that privatization in some cases has
improved the levels of production and profits after investment, and changes in management and labour
practices. However Willner and Parker (2002) suggested after their analysis that the way in which a
company is organized may be more important than ownership from the standpoint of cost efficiency.

Megginson and Netter (2001) after reviewing 65 empirical studies at the firm level, in a wide
range of sectors and across countries in different regions and of different income levels, concluded that
“privately-owned firms are more efficient and more profitable than otherwise-comparable state-owned
firms”’

Nancy and Nellis (2003) asserted that the shift to private ownership usually improves a firm’s
performance and post-privatization profitability has generally increased. Technical analyses of the
outcomes of privatization are generally positive. Privatization has increased profitability, returns to
owners and investors, economic efficiency, welfare and growth.

Nancy and Nellis quoted examples of improvement of efficiency of firms after privatization such as: 1-
in Peru, astate-run electricity utility was inefficient initially, with poor management, high technical losses,
poor revenue collection, and irrational pricing. Its performance was highly inequitable, providing virtually
no services to poor neighborhoods, while under-pricing or failing to charge and collect fees in
middle-class and rich neighborhoods or from large industrial users. Privatization increased efficiency with
offsetting effects on overall. 2- in the United Kingdom, privatization of the electricity sector provided
large initial efficiency gains, but underestimation of these gains, combined with non-aggressive or
incomplete regulation in the years immediately after sale, meant that the new owners, and not consumers,
captured most of the initial gains. 3-in Brazil, privatization of state telecommunications monopolies
brought huge efficiency gains, with greatly increased coverage and quality for consumers and for
productive sectors for which communications is a critical input. But underpricing of the firm to ensure the
sale was successful.

Khalid (2006) quoted Clarke et al (2003) who using a combination of country case studies and
cross-country analyses concluded that privatization of banks improves performance as compared to
continued state ownership. However Khalid analyzed the privatization effects of banking sector in
Pakistan and expressed that the results obtained show little evidence of improvement in most of the
indicators of financial health as a result of the privatization and liberalization policies pursued so far in
the banking sector of the country. In particular, the performance of the privatized banks has been less than
satisfactory due mainly to the poor showing of the Allied Bank, the ownership of which was transferred to
its employees group. Khalid opined that benefits of privatization in the form of improved performance
indicators are likely to emerge over alonger period of time.

Pamacheche and Koma (2007) opined that several studies on privatization in Africa reveal that it
brings about numerous benefits, and empowers the private sector. The benefits that accrue to the nation
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include efficiency gains, stable and reduced prices, reduced government subsidies that can be redirected
to other development initiatives. The majority of cases studied show that consumers benefited from
privatization. This is as a result of lower prices emanating from the efficiency improvements following
privatization. Pamacheche and Koma further reported that in almost al cases studied, company
performance improved after privatization. They referred a World Bank research pointing out a
performance improvement in eight out of nine developing country cases studied. They also referred
sample of sixty company cases (studied by Megginson et a. 1994), which revealed a substantially
improved performance in 75% of the cases. Generally, company profitability surged in amajority of cases
and privatization removed existing constraints on new investment and access to capital. Also, through
output growth outpacing the growth of labor and other inputs, privatization has the effect of raising
productivity and efficiency. This is the situation in a number of cases such as Togo, where performance
was observed to have dramatically improved following privatization. In situations like this, enterprises
were able to adapt their production to meet real demand. However, cases in other countries such as Mali
did not yield similar results. The poor handling of the privatization process itself explained the lack of
improvement in efficiency and productivity. Companies were sold to buyers who lacked the ability to run
such enterprises or the ability to pay the purchase price, payable in installments. Another source of
difficulty in some countries was continued government interference in the aftermath of privatization. In
amost all cases studied, company performance improved after privatization. However according to Earle
(2006) “efficiency effect” of privatization, however, implicitly assume that the firm’s output remains
constant or at least does not increase.

Pamacheche and Koma (2007) are of the view that privatization encourages competition and
hence leads to al the benefits associated with it such asimproved customer service and reduced prices.
Privatization has given impetus to market reforms in many countries. To have an impact, it is important to
coordinate the activities of the bodies responsible for privatization and those responsible for competition.

1-1-1-3-3.3.2 Effects on Administration of Companies

Khalid (2006) is of the opinion that generally, the case for privatization of state owned enterprises
can be grouped around three main themes, i.e, competition, political intervention and corporate
governance. The competition argument states that privatization will improve the operation of the firm and
the alocation of resources in the economy, if it results in greater competition. Privatization can improve
efficiency even without changing market structure if it hinders interventions by politicians and
bureaucrats who would like to use the SOEs to further their political or personal gains.

Carreira and Deza (2009) asserted that privatization implies a change in the administration of
companies. One of the main differences between public and private firms is the diversity of goals. While
state-owned enterprises tend to combine specific strategies with objectives of general interest, apart from
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the purely corporate ones, private businesses, by contrast, are exclusively profit-oriented
3.34 Effects on Firms M echanization by I ntroducing M oder n Technol ogies

Technological advancement or progress encompasses invention and innovation. Aktan (n.d)
expressed that privatization fosters and initiates technological advancement, because, competition as a
result of privatization forces entrepreneurs to introduce new methods of production which will generate
additional output with the same amount of inputs.

Nalingigwa (n.d.) concluded that introduction of modern technology is as a result of privatization.
In Tanzania production of privatized companies increased due to mechanization. Sugar Companies have
led to the increase of sugar production. Similarly computerized beer production by TBL and the use
Automatic Teller Machine by National Micro-finance Bank and Cooperative Rural Development Bank
employ the withdrawal of money courtesy of the gains of privatization.

3.4 EFFECTSON EMPLOYEES
34.1 Employee L ayoffs

Politically the most difficult and feared impact of privatization is employee layoffs. The fear is
justified because many public enterprises are greatly overstaffed, as they are often used as instruments of
job creation (Anonymous n.d).

Prizzia (2005) asserted that commonly accepted trade-offs that occur throughout the privatization
process typically create an imbalance of accrued benefits to various segments of the workforce and
members of the community in general. There is concern that privatization negatively impacts the most
vulnerable segments of the workforce. Prizzia illustrated that the privatization of a water system in
Bolivia and an energy system in Thailand increased unemployment and decreased consumer welfare in
both countries. Therefore Earle (2006) asserted that the greatest opposition to privatizing a firm usually
comes from the firm’s own employees, who are fearful of wage cuts and job losses.

According to Aghael, et al. (2010) on privatization employees, feel job insecurity and have fear
losing their jobs. Fear can pass to other employees and trigger a chain reaction that ultimately leadsto the
widespread fear in employees, of losing their jobs which causes increased job stress. Nancy and Nellis
(2003) are of the view that at the heart of popular criticism is a perception that privatization is
fundamentally unfair in both concept and implementation: it is seen as harming the poor, the
disenfranchised, the workers, and even the middle class; throwing people out of good jobs and into poor
ones or unemployment. It is clear that public enterprises were overstaffed, often severely so; that in
preparing for privatization, public enterprise employment numbers declined, sometimes greatly, and that
these declines generally continued post-privatization. Overall, the evidence indicates that more people
have lost jobs than gained them through privatization.

34.2 Effect of Privatization on Employment
According to Nalingigwa (n.d.) the fear of job losses is the stumbling block to privatization.
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Where the government‘s power base is in urban centers, trade unions make employment the number one
issue in the privatization deal. Despite the concern about possible job losses, studies undertaken by World
Bank showed that “African government have done very little to track the effects of privatization on
employment.” Not only that privatization is causing unemployment in Tanzania, most of workers lost
their jobs before Privatization started, because more than 70 enterprises were closed and workers lost
their jobs. The reduction of human labour force is necessitated by the fact that new and modern
technologies are efficient and mechanized. Also the employment has been increased outside the
enterprises for example all cement industries, and this has made to rapid increase of construction works
and production of bricks business also has given the employment to owners of transport vehicles and of
sugar industries have increased employment of cutting sugar canes and out growers. Nalingigwa
concluded that despite all these successes the government goal to employment rate has not been met since
most of workers lost their job at aftermath of privatization. The very fact that privatization has made it
possible for a low income and low saving’s countries like Tanzania to avoid institutional failure inherent
in apublic sector company has to be highly appreciated.

In the light of evidences Pamacheche and Koma (2007) suggested that privatization is in the
interest of employees, athough there are a few exceptions to this. Such benefits take three forms (a)
employment levels tended to increase after privatization; (b) remuneration packages tended to improve
after privatization, and; (c) many employees bought shares at discounted prices in the privatized firms and
these benefited when share prices eventually rose. In cases where employees lost their jobs as a result of
privatization, such employees tended to receive generous severance packages. Severance and retirement
incentives buy labour support and allow privatization and its benefits to happen and, where
unemployment insurance systems are not in place, mitigate the social impact of layoffs. In some cases,
the reduction in the level of employment took place prior to privatization and as such, could be attributed
to the need for greater efficiency, and not just privatization. In cases where shut down enterprises were
re-opened by private investors, employees benefited directly.

34.3 Effect on Wages

In a research about Tanzania Nalingigwa (n.d) reported that salaries and other incentives for
workers have been increased and improved, for example before privatization the lowest salary plus other
incentives at Tanga Cement Company was 120 USD per month, now after privatization the salary is more
than 360 USD. Tanzania Breweries Limited for lowest salary was 72 USD per month before privatization
and after raised to 96 USD per month.

Earle (2006) is of the view that the implications of privatization for wages are also ambiguous.
New owners may reduce wages as part of a general cost-cutting policy, but if the firm expands, it may
have to offer higher wages to attract new workers. New private owners may also be more likely to adopt
skill-biased technologies, resulting in a compositional shift toward higher-paid workers. Depending on
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the relative strength of such factors, wages may either rise or fall as aresult of privatization. The Upjohn
Institute, in collaboration with partners from Heriot-Watt University in Edinburgh and the Central
European University Labor Project in Budapest, has recently undertaken an empirical analysis of the
effects of privatization on the wage bill, employment, and wage rates of firms in Hungary, Romania,
Russia, and Ukraine—countries where thousands of businesses were privatized in arelatively short period
of time during the 1990s. These four countries had varied success with privatization reforms. Hungary
was considered one of the most successful, Russia and Ukraine were less successful, and Romania was
somewhere in the middle. The new research in this project, however, finds no evidence of large
systematic negative consequences of privatization for employment and wages.

Accordimg to Pamacheche and Koma (2007) privatization is in the interest of employees and after
privatization; remuneration packages tended to improve.

344 Effects on Employees’ Health and Performance

McCarthy et a expressed results of their study that majority of respondents reported deterioration
in conditions of employment and operational participation since privatization.

Aghagi, et al. (2010) concluded that trust is a cornerstone of cooperative relationship among
people. Once an organization begins changing, its employees may face threats to their jobs, roles,
positions, and resources. These threats can lower the employees’ trust in their organization as a whole
which can be negatively reflected in employees’ attitudes toward their work. Aghaei, et al found that
stress is a general and global phenomenon encompassing man’s psychological, physical, familial, and
social dimensions. Researchers have made great efforts studying the effects of this stress on mental and
physical health of employees to better understand its nature.  When individuals contemplate the stress of
organizational change, their perceptions, choice of reactions, and working attitudes all strongly influence
whether the change will be successful and if the newly reconstituted organization will function efficiently
or not. Aghael et al concluded that after privatization, the job stress of employees increased significantly.
This increase was associated with a decrease in mental health. They illustrated a recent study conducted
in Thailand, which concluded that the organizational change has a significant association with more
psychological stress, which in turn, resulted in poor job performance. In Canada after privatization
employees of a large hedthcare provider surviving from downsizing had a higher degree of delay and
also a higher degree of stress due to less control exercised over their jobs. Consequently, they enjoyed less
job satisfaction and living standards and worse general health. In this respect, International Labor Or-
ganization (2002) discussing safety and job hedlth, reported that privatization, organizational restructuring
and increasing the number of small business units increase unemployment, stress, alcoholism, job
insecurity and prolongation of work hours, all of which lead to psychic trauma at work and private life.
Moreover, it has been shown that stress and its related diseases lead to an increase in the incidence rate of
indigestion, heart disease and mental disorders.
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35 GENERAL EFFECTS
3.5.1 Effects on Capital Investments

Many researchers pointed out that privatization causes increase in investment. Nalingigwa (n.d.)
expressed that in privatization the conversion of government monopolies into market-driven activities
tends to attract foreign investments capital, bringing additional know how and financing to enterprises.

According to Pamacheche and Koma (2007) privatization indirectly signals the level of a
government’s commitment to freer markets and as such, encourages greater green-field investment and
other forms of investment not directly related to privatization. Therefore through privatization, many
countries have been able to attract significant amounts of foreign investment. This is the case in many
Latin American countries. In some African countries, however, privatization accounts for aminimal share
of foreign investment due to restrictions placed on such investments. For depicting the quantitative impact
of privatization on investment Pamacheche and Koma referred a World Bank study by Frank Sader (1993)
who suggests that privatization has a huge impact on investment decisions and further states that an extra
38 cents in new investments is generated for every dollar of privatization revenue. It further documents
that financial and infrastructure privatizations have the greatest impact on foreign direct investment. The
findings of the study by Adam Smith Institute support privatization efforts and emphasize the need to
pursue privatization more rigorously in the years ahead.

352 Effects on Industrial Relations

McCarthy et al (n.d) asserted that privatization could be expected to create significant changes in
theindustria relations environment of enterprises that move from public to private ownership. Employees
believe that privatization has resulted in a substantial strengthening of the bargaining position of
management despite employees’ substantial shareholdings within the firm. Furthermore, increased
collaboration between unions and management is associated with advantages to management rather than
unions.

According to Nalingigwa (n.d.) the government‘s power base is in urban centres, where
trade unions make employment the number one issue in the privatization deal. They impose
collective bargaining and set the levels of end of service benefits and severance pay.

Hebdon (2006) who studied labor effects of privatization of public services in New York State
found that local government privatization have some harmful effects on workers. Few local employers
had adjustment policies to protect affected employees and disproportionate negative impacts were found
on women and minorities. Privatization was also found to have significant de-unionizing effects.

4. PUBLIC PERCEPTIONS OF PRIVATIZATION
Nancy and Nellis (2003) narrated that public perceptions of privatization are generally

negative—and they are getting worse. For example: a mgjority of people surveyed in 2001 in 17 countries
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of Latin America disagreed with the statement “the privatization of state companies has been beneficial”’
and the extent of disagreement was much greater than three years earlier. More than two thirds of 1,600
Russians interviewed in 2001 thought that they had lost more than gained from the privatization of state
property; only 5% said the opposite. Of Sri Lankans polled in 2000, most thought that privatization had
increased poverty and raised the cost of living, and over 60% opposed the privatization of the remaining
state-owned firms. In Uruguay, a plebiscite revoked a privatization law narrowly passed by parliament;
South African Nongovernment Organization (NGOs) and community activists have formed an
Anti-Privatization League; in Mexico President Vincente Fox has been unable to make any progress on a
promise to begin privatization of the energy sector; and in India parliamentary opposition halted
(temporarily) the national privatization program in September of 2002.

5. CONCLUSION

In the light of the literature studied and cited it is concluded that through careful structuring of the market and
regulatory arrangements, communities and citizens stand to gain much through the judicious use of privatization as well as
other reforms (Prizzia 2005) because privatization encourages competition and hence leads to all the benefits associated with it

such asimproved customer service and reduced prices (Pamacheche and Koma 2007).

Most technical assessments classify privatization as a success but Borner (2004) concluded that the
success of privatization depends on efficient incentives of the political leadership, supported by a
functioning economic environment. Whereas for the success of privatization Bradburd (1992) suggested
that greater consideration must he given to other objectives of regulation including distributional concerns
and the creation of confidence in the stability of the environment for business

Privatization, especially in transitional and developing economies, is seen as fundamentally unfair both in conception
and execution, and it is widely and increasingly unpopular. However the overal point is that there can be no simple prediction
about the distributional effects of privatization; the impact depends on at least three factors: initial conditions, the sale event,
and the post-privatization political and economic environments (Nancy and Nellis 2003).

6. RECOMMENDATION

The lesson learnt from the studies of many researchersit is recommended that:

1- Privatization has given impetus to market reforms in many countries. To have an impact, it is important
to coordinate the activities of the bodies responsible for privatization and those responsible for
competition (Pamacheche and Koma 2007)

2- Failure to recognize the inequities and socia costs, brought about by a growing globa economy
dominated by privatization, is not only politically dangerous, it is socially irresponsible. International
studies show that socia factors such as job security, occupationa stress, equity, social services, the
welfare of consumers, and responsibility to all stakeholders in the affected community and its natural
environment should be serious considerations in privatization activities (Prizzia 2005).

3- If privatization is to yield strong benefits to society as a whole, it needs to be managed to ensure
transparency, equity, and fairness and consideration must be given to its impact on workers, employers,
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owners and investors, consumers, management and all other stakeholders (Prizzia 2005).

Moreover, privatization’s promised benefits of private ownership for the affected communities
appear to have exceeded the measured gains to date. Perhaps the message from measured outcomes or
past privatizations is the need for thoughtful consideration of qualitative factors..

4-  to lessen the side effects of privatization, organizations should support their employees sufficiently
to enable them to adapt themselves to the changes, through allowing their employees to participate in
making decisions concerning the functional changes in the system to prevent or reduce the subsequent job
stress (Aghaei et al. 2010).

5 Asthe benefits of privatization in the form of improved performance indicators are likely to emerge
over a longer period of time (Khalid 2006) so it also required to wait observe the effects patiently and
should not make any conclusion immediately.

6- Greater consideration must he given to other objectives of regulation including distributional
concerns and the creation of confidence in the stability of the environment for business (Bradburd, 1992).
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ABSTRACT

Failure to recognize undesirable outputs under states the cost efficiency of adecision making unit,
in this case a commercial bank. Price inefficiency is found pervading the public, private and foreign
sector banks as they fail to procure their inputs at constant prices. Non-Performing Assets (NPAS) is an
undesirable output that harms the performance of a commercial bank. This study decomposes economic
efficiency of 63 commercial banks into the product of Price, Risk and Farrell’s input cost efficiency.

The foreign sector banks operate relatively in arisk free environment but at relatively high price
inefficiency. The public sector banks operate at a relatively high risk environment.

Keywords: DEA, Non-Performing Assets, Cost efficiency, Price Efficiency and Cost Based Risk
efficiency.
JEL Classification: G21.

1. INTRODUCTION:

Planning era of India commenced from the year 1950. At that time it was recognized that banking
sector was a key instrument for rapid economic development of India. Then the Imperial Bank of India
was nationalized in the year 1955, renamed as State Bank of India, now, the largest of all Public, Private
and Foreign sector banks. In the year 1959 the State Bank of India Act was passed and by enclosing seven
states as its associated banks the domain of SBI expanded. SBI and its associates were assigned the task
of serving India towards economic development by meeting the credit needs of the economy. All other
banks were privately owned till 1969. During 1947-1960 the commercial bank credit was channeled more
to meet the requirement of urban based customers, Industry and Trade than Agriculture and Small scale
Industries. To fulfill the social objectives like the welfare and well being of all sections of people and for
uniform distribution of bank credit, under nationalization Act 14 the largest private banks were
nationalized in first phase. In second phase another 6 private banks were nationalized in the year 1980.

2 Corresponding Author: Professor , Dept. of Statistics, Sri Venkateswara University, Tirupati, Andhra Pradesh — India—
517502. e mail: tsmstat2010@gmail.com , csrsvu@yahoo.in
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The private and public sector banks coexisted in highly regulated environment where their activities were
closely monitored and controlled through regulated entry and strict branch licensing.

During 1969-1990, 3000 rural branches were opened where commercial banks did not exist
(Kumar and Gulati, 2009). All the regulatory measures led to a phenomenal growth of Indian Banking
Sector, in particular the public sector banks. In 1990 ninety percent of commercial bank business was
accounted for by Public Sector Banks. Rapid growth, excessive focus on social objectives rendered many
banks inefficient, unprofitable and under capitalized (A .Sensarma, 2005).

In 1991 Indian commercia banks were found to face financial repression. To make these banks
perform better the Govt., and RBI intervened and introduced anti-repression policies following the
Narasimham Committee (1) recommendations in 1991. The reforms included interest rate liberalization,
entry deregulation, reduction of reserve requirements (CRR and SLR) and removal of credit allocation.

While the first stage reforms were in progress the second stage reforms were introduced in the
year 1998 by the policy makers. These reforms were based on Narasimham Committee (II)
recommendations. The objectives of these reforms were to increase Capital Adequacy Ratio (CAR) from
its minimum level, recognition of market risks and their effective management. The reforms also required
introduction of Asset Quality Management system, transparency and disclosure practices.

RISK IN COMMERCIAL BANK BUSINESS:

Risk isintegral part of bank business. The risk faced by a bank is a combination of environmental
and volitional risks. The former is viewed to occur due to exogenous factors such as changes in
macro-economic variables. The later risk arises due to endogenous factors inherent in the decision made
by a bank (Joshi and Joshi, 2002). The policies, laws, regulations and informal controls which prevent
proper functioning of the banking sector lead to exogenous risk. Banks also face systematic risk which is
exogenous, that tends to increase in depression and decrease during expansion.

Regulation of Cash Reserve Ratio (CRR) and Statutory Liquid Ratio (SLR) promote or ease
exogenous risk in banking business. During 1960s and 1970s the Cash Reserve Ratio was about 5% and
in 1991 it reached a level of 15%. 3% and 5% were legal minimum and maximum levels of CRR
respectively. In 1992 SLR was 38.5% while the upper limit existed at 40%. The Indian commercial banks
were left with 14.5% of bank credit at their disposal to perform their own business. To improve banks’
environment Govt., and RBI intervened. Even in intervention of the reforms the commercial banks still

faced exogenous risk due to non-discretionary factors, while some of them ease and some promote risk.
2. NON-PERFORMINGASSETS:

Credit is most certainly the largest class of risk faced by commercial banks al over the world. We

assume exogenous credit risk is captured by the size of non-performing assets. Prior to the
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implementation of first stage reforms in 1991 the Indian commercial banks in particular the public sector
banks suffered from the presence of Non-Performing Assets (NPAs). NPA means an asset or account of
borrower, which is classified by a bank as substandard, doubtful or loss asset according to the norms
suggested by the country’s Central Bank. NPA does not yield any income to the lender bank in the form of
principal and interest payments. NPAs reflect the health of a commercial bank and the presence of credit
defaults affects the profitability and net worth of the bank.

Management of NPAs requires provisions which reduce the overall profits and shareholders value.
RBI imposed provision norms against asset classification. It ranges from 0.25% to 100% from standard to
loss assets respectively (Joshi and Joshi, 2002).

A raise in NPAs and their provisions lead to depletion of lonable funds, insufficient funds for
investments, fal in the value of equity share and failure to attract deposits. The monitory constraints
additionally imposed by NPAs fail to usher new technology and to use human resource to their potential.
Thus, NPAs and the associated provisions lead to deterioration of the productivity of inputs such as labour
and fixed capital; and non-interest income. Thus, an increase in NPA deteriorates input cost and

technical efficiency which signals input losses.
3. MODELLING COMMERCIAL BANKS—- CHOICE OF TECHNOL OGY:-

Performance of banks and bank branches were studied by a number of analysts, but unfortunately
there is no general consensus not only in choice of technology but aso inputs and outputs (Humphrey
1985, 93; Berg, et.a., 1991, 93; English et.al., 1993; DeYoung. R, 1997; Mester Loreta 1997; Casu and
Giradone 2002; Sathey 2003);

The commercial banks can be modeled in either production or intermediation perspective. The
production approach (Benston, 1965) views a commercial bank as a financial institution that combines its
inputs to produce services to the customers.

Under the intermediation approach financial institutions are viewed to intermediate funds between
depositors and borrowers (Sealey and Lindley, 1977; Piyu, 1992). This approach views that banks
produce intermediation services using deposits and other liabilities such as loans, securities, and other
investments as inputs (Kumar and Gulati, 2009). While the production approach views deposits as output,
the intermediation approach treats the same as input.

In this study we have followed production approach to model a commercial bank. Number of
Employees and fixed assets are DEA inputs. Applying stepwise method (Wagner J.M et.al., 2007), DEA
outputs are selected. Deposits, Loans and Advances and non-interest income are outputs of DEA.

4. DATA:

The data used in this study are collected from Reserve Bank of India Bulletins (2007). Since the
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analysis required to compute factor minimal cost, input prices are necessary. To find unit price of labour,
total wages is divided by number of employees. Cost of funds proxy unit price of fixed assets.

5.METHODOL OGY:

R.W. Shephard (1970) proposed input set L(u,)={x:x produces u,}. u, is exogenously
given output vector. The input sets are built on axiomatic foundations. Factor minimal cost, can be viewed

to arise solving optimization problems:

Qug.o) = Minfpx: x & L(u,)}
where Q(uo,po) is minimum cost, u, and p, are exogenously given output and input price vector,
respectively.

(a) COST EFFICIENCY:

Cost efficiency estimation dates back to Farrell (1957), who provided a non-parametric method of

estimation. The following figure illustrates Farrell’s cost efficiency.

Figure (1): Farrell’s Cost Efficiency

In the above figure L(u,) istheinput level set bounded below by its isoquant. The production unit
that operates at ‘T” is inefficient. AA" is the cost line which is tangent to the isoquant of L(uo) asSat

which factor cost is minimum.

CostatT:  pyX; +PyX;
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CostatS: PXS +PpXs = Q(uy,p)
Qlu,.p)

Farrell’s Cost Efficiency : = =
plOXl + p20x2

(b) COST BASED RISK EFFICIENCY:

Inherent in every activity of a commercial bank, there is an element of risk. Risk is the
potentiality that both the expected and unexpected events cause an adverse effect on the bank’s capital
and earning. Among al risks faced by a commercial bank the most important one is credit risk.

Two important contributors to exogenous risk are govt’s intervention into banks’ business through
its monitory policies, intervention of Reserve Bank of India through its monitory policies. Depressed
economy promotes risk and an expanding economy eases risk. Thus, the state of economy aso
contributes to exogenous risk. Due to liberalization world over, competition from within and outside the
country has increased which resulted in multiplicity of risks both in number and volume resulting in
volatile markets. The credit risk of a commercial bank reflects in its non-performing assets (NPAs) and
the provisions alocated to control them. Such provisions to control NPAs lead to depletion of inputs of a
commercial bank.

Assuming NPAs as an undesirable output (given an input status), to find factor minimal cost in the

presence of NPAs (: ubo), the following optimization problem may be solved (Fare et.al., 1996):

Qe Port) = Minfpe: ()< ()
= Mxin{px: f(Ug )X € L(ug )}

Q(Uo’ Pos Ubo): [f (ubo)]il M(in{pf(ubo)x : f(ubo)x € L(Uo)}
=[f(u, )] Min{px: % eL(u,)},wherex =f (u,, )x

~ Quy.p)
f(um) _Q(uo’p’ubo)
QU p) < Q(Ug, .U
= 0<f(uy)<1

Up,=0 = f(u,)=1

Uy SUp, = Q(uo’p’ubl)ZQ(uo’p’ubz)

f(u,) measures environmental input cost efficiency. In the present case (environmental) cost based risk

efficiency. f(ub) exhibits neutral impact on the conventional inputs employed in Data Envelopment
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Analysis. More is u,, smaller is f(u,) and smaller are inputs made available for production of

desirable outputs.

u,

Figure (2)
In the above figure L(u,) is the input level set constituted by al the input vectors capable to

produce output u,. The conventional input ‘x’ and NPAs (=u,,) are measured along horizontal and

vertical axis respectively. The commercial bank V is inefficient. V is compared with the point S at which

minimal cost can be attained by V. Since it is assumed that u, is exogenously given to estimate cost

efficiency of V, it is compared with al points falling on the line segment RT. The minimum cost is

attained at a point on RT which is denoted by, Q(uo, P, uﬁ)

Itisassumedthat u,, p and u, areexogenously given. Clearly, we have,

Q(ug, p) < Q(uy, p,u)

Following Fare et.al (1996), Q(u,,p) and Q(uo,p,uZ) are obtained solving the following linear

programming problems:
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Q(uo’ p) = Mxin pXx

subject to

where A, >0
X, and u; aretheinput and output vectors of jth production unit.

Q(uo’ P, Ubo) = Mxin pX

subject to

AU >uUg

j=1JJ

n
_zlkjubj < Uy,
J:

where kj >0

Q(u,.p)

The ratio f(ubo)zQ(u o0 )

measures cost based risk efficiency.

(c) PRICE EFFICIENCY:

The public, private and foreign sector banks which operate on Indian soil procure their inputs at different
prices. Price variation exists not only between sectors but within sectors also. Such commercial bank that
procures its inputs at lowest cost is considered to be price efficient.

Let p™ =Minp;, i=12...m

Kj<n

where p; is unit price of ith input of jth commercial bank. Allowing no price variation we solve the

following linear programming problem:
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Q9™ )= Ming 5",

subject to

En)kjurj >2u, , r=12..,s
j=1
A =0

We disentangle the influence of price variation from Q(uo,p”“”), solving the linear programming

problem,
Q(ump): M)i(n g:lpixi
subject to
En;ijij <X, ,1=12,....m
j=1
AU, U, , T=12..,5
j=1
vxel(u,), p™x < px
Qlu,, p™ )= Min{p™x : x € L(u, )} < Min{px : x  L(u, )}
= Q(UO’ p)
Q(Uo’ pmm )5 Q(UO’p)
The ratio % measures price efficiency of the commercial bank whose cost efficiency is under
0!
evaluation. From Q(u,,p) the influence of risk variation can be disentangled solving for Q(u,,p,u,, )-
The ratio Q(Qu(u—;ﬁ)) measures cost based risk efficiency. The overall cost efficiency can be
0 M Mo

multiplicatively decomposed into price, risk and Farrell cost efficiency measures.

Q(uo’pmm) :(Q(uo’pmm)J{ Q(Uo’po) J Q(uo’p’ubo,)
ipioxio Q(uo’po) Q(Uo’p’ubo,) ipio Xio

Price efficiency Cost based risk efficiency

Overall cost efficiency Farrell's cost efficiency

6. EMPIRICAL INVESTIGATION:
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28 public sector, 12 foreign sector and 23 private sector banks are exposed to a common frontier,
while their cost efficiencies are evaluated. Three variants of cost efficiencies are evaluated for each

commercial bank. Giving no importance to price variation and credit risk variation, Q(uo,p”“”) are
calculated solving appropriate linear programming problems. Allowing price variation Q(uo,po) are

calculated; again, solving linear programming problems. Following A.S. Camanho and Dyson (2009) the
two factor minimal costs are used to measure price or market efficiency. For all the commercial banks
predominant input cost is the total wages paid to the employees. A careful examination of price efficiency
scores reveal that the bargaining power of private sector banks appears to be more than public and foreign
sector banks.

No commercia bank operated procuring its inputs a minimum prices. Given below are the average
price efficiency scores of public, private and foreign sector banks:

Table (1): Price Efficiency

Standard | Coefficient
Deviation | of Variation
Public Sector Banks 0.3963 0.6568 0.4827 | 0.0598 12.3913
Private Sector Banks 0.2713 0.9316 0.5141| 0.1605 31.2217
Foreign Sector Banks | 0.0451 0.6997 0.2190 | 0.1736 79.2385

Sector Minimum | Maximum | Mean

Foreign sector banks procured their inputs (labour and fixed assets) at predominantly higher prices
than public and private sector banks. The relevant price efficiency variation is observed to be the least for
public sector banks as measured by their standard deviation (=0.0598), implying that inputs are procuring
nearly at constant prices. For public sector banks standard deviation per unit mean is the lowest. Largest
coefficient of variation (=79.2385) is observed for foreign sector banks. The difference between mean
price efficiency scores of public and private sector banks is not significantly different from zero, while
such difference for public and foreign; private and foreign are significantly different from zeroat p <
0.01.

e Due to price inefficiency input losses are more for foreign sector banks than public and private

sector banks.

¢ Private sector banks have greater bargaining power than public and foreign sector banks.

e  Greater price variation is observed in foreign sector banks.

The factor minimal cost Q(u,,p,) is not free from credit risk differences. This study assumes

non-performing assets (NPAS) capture the impact of credit risk on cost of production. NPAs =u,, are

Q(u,,py)
Q(Uy, Py Uy, )

thisratio greater are inputs left available to produce bank’s outputs.

given input status. The ratio, f(um)z measures environmental (risk) efficiency. Larger is
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Table (2): Cost Based Risk Efficiency

Standard | Coefficient
Deviation | of Variation
Public Sector Banks 0.2305 0.6627 | 0.5630 0.0763 13.5470
Private Sector Banks 0.5404 1.0000 | 0.6861 0.1426 20.7831
Foreign Sector Banks | 0.5602 1.0000 | 0.8238| 0.1882 22.8433

Sector Minimum | Maximum | Mean

Due to exogenous risk efficiency public sector banks experienced larger input losses than private and
foreign sector banks. Risk efficiencies of public sector banks are distributed over a smaller scale than
foreign and private sector banks. Thus, risk stability is observed more in public sector banks.

The difference between mean efficiency scores of public and private; public and foreign; and private
and foreign sectors are significantly different from zeroat p < 0.05.

e Cost based risk efficiency is the lowest for public sector banks.

e Public sector banks relatively have more stable risk distribution

e Lower input losses are observed in foreign sector banks.

QUg, Py Uy )
%pm X

Finally, theratio, measures Farrell’s input cost efficiency.

Table (3): Farrell’s input Cost Efficiency

Standard | Coefficient
Deviation | of Variation

Public Sector Banks 0.3172 1.0000 | 04908 | 0.1677 34.1648
Private Sector Banks 0.0563 1.0000 | 04222 | 0.2357 55.8331
Foreign Sector Banks | 0.2087 1.0000 | 0.7032| 0.3027 43.0368

Sector Minimum | Maximum | Mean

When it comes to Farrell’s cost efficiency foreign sector banks perform better than public and private
sector banks. The difference between mean Farrell efficiency of public and private; public and foreign;
and private and foreign sectors are statistically significantly different from zero at p < 0.05.

e Foreign sector banks perform better

e The efficiency distribution of Farrell’s efficiency scores is more stable

e Public sector banks perform better than private sector banks
7. CONCLUSIONS:

The Indian commercial banking industry is constituted by public, private and foreign sector banks.
These banks procure their inputs such as labour and fixed assets at varying prices. Departure from

minimum prices leads to price or market inefficiency. This study discovered that private sector banks
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procured their inputs at lower prices than public and foreign sector banks. As revealed by their standard
deviation that public sector banks procured their inputs nearly at constant prices. This is expected because
any commercial bank’s expenditure on inputs is dominated by the wages paid to the employees. The
employees unions are able to bargain for wage revisions from time to time. This is not so with other
sector commercial banks.

Of al the risks associated with various activities of a commercial bank credit risk is the most
important one. We assume, this is captured by the size of the non-performing assets. NPAs are identified
as an input and it is shown that larger NPAs are smaller are the conventional inputs made available to
banks for their business. We quantify exogenous risk efficiency. In this study the public sector banks are
found to experience more input losses due to (credit) risk. This trend is observed historically in the case
of Public sector banks. To reverse this several reforms were introduced at two stages (1991 and 1998)
considering Narasimham committee recommendations. To improve Capital Adequacy Ratio (CAR) in
order to address the problem of NPAs and the congtituted risk more effectively, public sector banks were
allowed to go for partial privatization.

Between private and foreign sector banks, the later sector performed better by loosing smaller
amounts of inputs due to cost based risk inefficiency. When it comes to the traditional Farrell cost
efficiency foreign sector banks perform better than public and private sector banks. Among public and

private sector banks the former sector performed better.
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APPENDI X-I
Table-1
m
Qupsp™) | QUaPy) | QP ) | ZPoXo
(OBSERVED COST)
Nationalized Banks
1 State Bank of India 82456.8100 | 198489.0000 | 861152.1000 861151.8918
2 State Bank Bikaner & Jaipur 5200.2470 12417.5500 20597.3300 53842.0399
3 State Bank of Hyderabad 7339.0280 16342.1800 28496.8600 55018.4814
4 State Bank of Indore 3773.9970 7513.5790 12097.4000 24801.8227
5 State Bank of Mysore 4099.7780 8369.2400 13619.1700 37517.1806
6 State Bank of Patiada 72247530 14744.4000 24474.1600 43791.5769
7 State Bank of Saurashtra 2844.7600 4960.6170 8406.1480 24217.0170
8 State Bank of Travancore 5982.9470 11640.3400 19407.3700 45462.6037
9 Allahabad Bank 10656.7900 | 19207.6100 34166.2900 74169.7670
10 | AndhraBank 7305.6020 16524.3600 28593.0500 60199.8293
11 | Bank of Baroda 21958.8800 | 55412.2900 96300.8400 188138.4694
12 | Bankof India 21695.0500 | 49440.9700 84092.3700 183263.3763
13 | Bank of Maharashtra 5990.9190 11784.2400 20550.8300 52487.5445
14 | CanaraBank 25452.4600 | 38751.9700 92416.2300 194374.4959
15 | Centra Bank of India 14071.7100 | 25024.6700 46499.3400 134119.0616
16 | Corporation Bank 7657.3770 14646.0300 25098.7400 44054.9635
17 | DenaBank 4836.7340 10512.3500 18191.0000 43722.6834
18 | IDBI Ltd. 12055.8200 | 25191.5700 38011.4500 38011.4444
19 | IndianBank 7951.2180 19031.1200 34283.7400 97617.2734
20 | Indian Overseas Bank 12222.2700 | 29287.9200 50392.5000 110681.9022
21 | Orientd Bank of Commerce 11421.9500 | 23974.6000 42237.3200 60088.4292
22 | Punjab & Sind Bank 3237.6220 7405.5540 13215.0700 41662.2734
23 | Punjab National Bank 24979.8500 | 56788.4300 97463.1300 252391.1800
24 | Syndicate Bank 13694.5700 | 31581.4400 56425.1500 110216.7696
25 | UCO Bank 11875.0700 | 23315.0400 40062.9800 94554.5959
26 | UnionBank of India 15685.1000 | 28578.3800 49108.4600 97865.6320
27 | United Bank of India 6172.3920 12157.2600 22602.3800 65327.9956
28 | VijayaBank 64845730 14320.9700 25467.3100 45869.1651
Foreign Sector Banks
29 | ABN Amro bank 3830.2780 20977.3600 30738.0700 39061.9341
30 | Abu Dhabi Commercid Bank 71.3625 519.9591 519.9591 593.6152
31 | American Express Bank 465.6442 1765.7540 3152.0520 14680.4976
32 | Bank of Bahrain & Kuwait 548711 167.8355 167.8355 470.3881
33 | Bank of Ceylon 13.0272 186171 186171 89.4619
34 | Bank of Tokyo-Mitsubishi UFJ 294.2115 2488.6510 2488.6510 2488.6509
35 | Chinatrust Commercia Bank 243196 91.8211 91.8211 155.0714
36 | Citi Bank 7653.2830 49830.3500 69684.5800 69684.5731
37 | Deutsche Bank 1262.9990 27973.9000 45863.0200 45863.0160
Hongkong & Shanghai Banking
38 Corporation 6099.1870 35045.0200 55804.7700 75858.7136
39 | JB Morgan Chase Bank 251.0184 5413.4490 5413.4680 5413.4484
40 | Standard Chartered Bank 6965.5960 322441900 46731.8700 69907.4091
Other Scheduled Commercial Banks
41 | AxisBank 10005.6600 | 24065.3300 44530.3400 48884.7980
42 | Bank of Rgjasthan 1697.6340 4047.2290 7254.4420 18331.9948
43 | Catholin Syrian Bank 812.7229 1515.1340 2311.9590 10060.7602
44 | Centurion Bank of Punjab 27814330 2985.6360 5139.4260 29312.8769
45 | Citi Union Bank 850.4089 1245.0300 1600.3470 5234.4984
46 | Development Credit Bank 736.7562 1746.7520 2652.5340 8562.5597
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47 | Dhandlakshmi Bank 512.6504 944.3644 1299.6160 5044.3530
48 | Federa Bank 3853.9860 9649.0430 16084.3900 29595.9047
49 | HDFC Bank 12168.4400 | 25758.8200 45511.6500 90502.8692
50 | ICICI Bank 46030.9700 | 135649.9000 | 208308.3282 208308.3282
51 Indusind Bank 3005.3100 6435.3930 11672.0100 12928.4492
52 Ing VysyaBank 2929.8010 7856.4220 11968.1700 27395.9410
53 | Jammu & Kashmir Bank 44573170 7936.5080 13728.6900 23688.4147
54 | KarnatakaBank 2488.2830 3848.8140 7078.8070 14033.7028
55 | Karur Vysya Bank 1746.3870 2965.3890 4673.8350 10820.7060
56 | Kotak MahindraBank 2405.7360 8866.8860 12766.6900 39481.8355
57 | Lakshmi VilasBank 915.8918 1573.9900 2315.3680 6302.8719
58 | Lord krishnaBank 297.9227 334.9499 374.6466 2504.6065
59 | Ratnakar Bank 146.6146 333.5833 333.5833 2463.7708
60 | Sangli Bank 199.7065 358.2878 358.2878 6360.5424
61 | SBI Comm.& Intl Bnak 86.1465 239.6410 239.6410 735.1539
62 | SouthIndian Bank 2115.1650 4332.0760 7404.9390 15364.3489
63 | Tamilnad Mercantile Bank 1060.4720 2427.2360 3729.3910 9870.1782
TABLE -2
min Q u,,p,u
DMU Bank Name Q(Lp) M (meO)
QUg:py) | Qlug.puy) 2.PoXo
Nationalized Banks
1 State Bank of India 0.4154 0.2305 1.0000
2 State Bank Bikaner & Jaipur 0.4188 0.6029 0.3826
3 State Bank of Hyderabad 0.4491 0.5735 0.5180
4 State Bank of Indore 0.5023 0.6211 0.4878
5 State Bank of Mysore 0.4899 0.6145 0.3630
6 State Bank of Patiala 0.4900 0.6024 0.5589
7 State Bank of Saurashtra 0.5735 0.5901 0.3471
8 State Bank of Travancore 0.5140 0.5998 0.4269
9 Allahabad Bank 0.5548 0.5622 0.4607
10 Andhra Bank 0.4421 0.5779 0.4750
11 Bank of Baroda 0.3963 0.5754 0.5119
12 Bank of India 0.4388 0.5879 0.4589
13 Bank of Maharashtra 0.5084 05734 0.3915
14 CanaraBank 0.6568 0.4193 0.4755
15 Central Bank of India 0.5623 0.5382 0.3467
16 Corporation Bank 0.5228 0.5835 0.5697
17 DenaBank 0.4601 0.5779 0.4161
18 IDBI Ltd. 0.4786 0.6627 1.0000
19 Indian Bank 0.4178 0.5551 0.3512
20 Indian Overseas Bank 0.4173 0.5812 0.4553
21 Oriental Bank of Commerce 0.4764 0.5676 0.7029
22 Punjab & Sind Bank 0.4372 0.5604 0.3172
23 Punjab National Bank 0.4399 0.5827 0.3862
24 Syndicate Bank 0.4336 0.5597 0.5119
25 UCO Bank 0.5093 0.5820 0.4237
26 Union Bank of India 0.5488 0.5819 0.5018
27 United Bank of India 0.5077 0.5379 0.3460
28 Vijaya Bank 0.4528 0.5623 0.5552
Foreign Sector Banks
29 | ABN Amro Bank | 0.182% 0.6825 0.7869
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30 Abu Dhabi Commercia Bank 0.1372 1.0000 0.8759
31 American Express Bank 0.2637 0.5602 0.2147
32 Bank of Bahrain & Kuwait 0.3269 1.0000 0.3568
33 Bank of Ceylon 0.6997 1.0000 0.2081
34 Bank of Tokyo-Mitsubishi UFJ 0.1182 1.0000 1.0000
35 Chinatrust Commercia Bank 0.2649 1.0000 0.5921
36 Citi Bank 0.1536 0.7151 1.0000
37 Deutsche Bank 0.0451 0.6099 1.0000
38 Hongkong & Shanghai Banking Corporation 0.1740 0.6280 0.7356
39 JB Morgan Chase Bank 0.0464 1.0000 1.0000
40 Standard Chartered Bank 0.2160 0.6900 0.6685
Other Scheduled Commercial Banks
41 AXxis Bank 0.4158 0.5404 0.9109
42 Bank of Ragjasthan 0.4195 0.5579 0.3957
43 Catholin Syrian Bank 0.5364 0.6553 0.2298
44 Centurion Bank of Punjab 0.9316 0.5809 0.1753
45 Citi Union Bank 0.6830 0.7780 0.3057
46 Development Credit Bank 0.4218 0.6585 0.3098
47 Dhanal akshmi Bank 0.5429 0.7266 0.2576
48 Federal Bank 0.3994 0.5999 0.5435
49 HDFC Bank 0.4724 0.5660 0.5029
50 ICICI Bank 0.3393 0.6473 1.0000
51 Indusind Bank 0.4670 0.5514 0.9028
52 Ing VysyaBank 0.3729 0.6564 0.4369
53 Jammu & Kashmir Bank 0.5616 0.5781 0.5796
54 Karnataka Bank 0.6465 0.5437 0.5044
55 Karur Vysya Bank 0.5889 0.6345 0.4319
56 Kotak Mahindra Bank 0.2713 0.6945 0.3234
57 Lakshmi Vilas Bank 0.5819 0.6798 0.3674
58 Lord krishnaBank 0.8895 0.8940 0.1496
59 Ratnakar Bank 0.4395 1.0000 0.1354
60 Sangli Bank 0.5574 1.0000 0.0563
61 SBlI Comm.& Intl Bank 0.3595 1.0000 0.3260
62 South Indian Bank 0.4883 0.5850 0.4820
63 Tamilnad Mercantile Bank 0.4369 0.6508 0.3778
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Abstract

This research aims to examine financial ratio s impact on stock Return for 1SO 9001 certified companies.
The finand al ratios examined in this research are current ratio (CR), gross profit margin (GPM), Return
on equity (ROE), debt to ratio (DER), financial leverage (FL), total asset turnover (TATO), and earnings
per share (EPS). The samples of this sudy are 36 listed 1 SO 9001 certified companies that actively trade
in Indonesan Sock Market between 2007 and 2009. The research result shows that the financial ratios

have no s gnificant impact on sock Return for 1SO 9001 certified companies.

Keywords: Sock Return, Financial Ratio, | SO 9001

1. Introduction

Stock market is one of the important elements in the investment world today. The stock market opens up
opportunities for companies to obtain additional capital for their business (Chin and Hong, 2008). On the
other hand, market stock increases the potential investors’ possibilities and accessibilities to invest in a
company. Related to market stock, one important issue that continually being discussed by academics
and business practitioners is stock returns and the factors that influence it (Laverde, Varua, and Ozane,
2009; Grinblatt and Moskowits, 2004; Samitas and Kenourgious, 2007; Pedro and Rossen, 2000; Wang,
2010; Bashir and Hassan, 1997; Gultekin, 1983; Rahardja, 2005; Nur, 2001; Kennedy, 2003; Martani,
et.a., 2009; and Harahap 2001) .

In the existing literature, financial ratio is considered as the determinant of the stock return (Dhatt, Kim
dan Mukherji, 1999; Lewellen, 2004; Floros, Jaffry, and Ghulam, 2009; Aono and Iwaisako, 2011; Zekic,
1998). Financial ratio analysis is one of the financial statement analyses that often used by business

practitioners (Palepu, Healy, and Bernanrd, 1999). It provides a quick and effective indicator for the
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company’s operation, performance, and position within an industry sector (Fotwe, Price, and Thorpe,
1996). Furthermore, it is also useful for predicting company’s financial failure (Beaver, 1966; Shirata,
1998; Ohlson, 1980).

Financial ratios could be classified into five ratio types, i.e. profitability ratio, liquidity ratio, leverage
ratio, activity ratio, and market value ratio (Shim and Shiegel, 2008). At Indonesia context, numerous
researchers have examined the impact of financial ratios on the stock return, such as Martani, et.al (2009);
Mythi (2007); Nur (2001); Rahardja (2005); Harahap (2001); and Kennedy (2003). Even so, the findings
of each researcher are dissimilar and inconsistent from each other, as shown in Table 1.

Profitability ratio and stock return. Research finding from Martani et.al (2009) showed that
profitability ratio affected the stock return significantly. Contrast to Martani’s result, a research by
Rahardja (2005) showed that profitability ratio did not significantly affect the stock return for LQ-45
companies. The research of Kennedy (2003) also showed that the profitability ratio did not significantly
affect the stock return in the year of 2002. Furthermore, Nur’s (2001) research result showed that
profitability ratio did not affect the stock return for medium and big companies.

Liquidity ratio and stock return. The research of Martani et al. (2009) showed that liquidity ratio did
not significantly affect the stock return. However, this research result was not supported by Mythi’s (2007)

research. Mythi’s (2007) finding showed that liquidity ratio could predict the stock return.

Leverage ratio and stock return. Kennedy’s (2003) research showed that leverage ratio significantly
affected the stock return in the year of 2001. However, other researchers (e.g. Martani et.al (2009) and
Harahap (2001)) showed that leverage ratio did not significantly affect the stock return.

Activity ratio and stock return. The research of Martani et.al (2009) showed that activity ratio
significantly affected the stock return. Meanwhile the findings of Rahardja (2005) and Nur (2001) showed

that activity ratio didn’t affect the stock return.

Market value ratio and stock return. Kennedy’s (2003) research showed that market value ratio
significantly affected the stock return on 2001. This finding was also supported by Nur’s (2001) finding.
Nevertheless, Rahardja (2005) found out that market value ratio didn’t significantly affect the stock

return.

Aside from the contradictive results, there are no previous researches on the relationship between
financial ratios and stock return that were conducted for 1ISO 9001 certified companies. 1SO 9001
certification becomes popular recently, especially for companies. Up to 2009, there are 1,064,785 I1SO

9001 certified organizations. Most of these organizations come from Europe (47%) and Far East (37.4%)
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region (1SO, 2009). 1SO 9001 certification shows that a company has fulfilled minimum characteristic of
good management practices (Van den Heuvel et. al, 2009; Magd et al., 2003). This good management
practices certification will lead companies’ financial performance improvement as shown by Dick et al.
(2008); Haversgjo (2000); Casadesus and Gimenez (2000); Chua et al. (2003); Corbett et al. (2005); and
Casadesus et al. (2000). Furthermore, the ISO 9001 certification will also lead the corporate image to be
improved (Sampaio et. a, 2009). Those benefits of 1SO 9001 certification may give some effect to the
relationship between financial ratios and stock return. Hence, it is interesting to discuss the relationship of
both constructs for SO 9001 certified companies.

Referring to the above explanation, this research aims to examine financial ratio’s impact on stock return
for ISO 9001 certified companies. More specifically, the research questions that will be answered are, “Is
there any significant effect of profitability ratio on stock return for 1SO 9001 certified companies? Is there
any significant effect of liquidity ratio on stock return for 1ISO 9001 certified companies? Is there any
significant effect of leverage ratio on stock return for 1ISO 9001 certified companies? Is there any
significant effect of activity ratio on stock return for 1SO 9001 certified companies? Is there any
significant effect of market value ratio on stock return for ISO 9001 certified companies?

In this research, only one ratio in each financia ratio category is tested. For profitability ratio, return on
equity (ROE) ratio isthe only ratio tested. Meanwhile, for liquidity ratio, leverage ratio, activity ratio, and
market value ratio, the ratio tested are current ratio (CR), debt equity ratio (DER), total asset turnover
(TATO), and earnings per share (EPS), respectively.

2. Literature Review and Hypotheses Development

Financial ratios could be classified into five ratio types, i.e. profitability ratio, liquidity ratio, leverage
ratio, activity ratio, and market value ratio (Shim and Shiegel, 2008). Profitability ratios are financial
ratios used to investigate company’s capability’s effectiveness in gaining profit (Shim and Siegel, 1998).
If the profitability ratio of a company is higher, then the company’s ability in gaining profit will be more

effective.

One of the most frequent used profitability ratios is return on equity (ROE). It is also aratio that usually
has significant relationship with various economic phenomena (Nur, 2001). ROE is earnings available to

common stakeholder compared to average stakeholders’ equity (Shim and Siegel, 1998).

An empirical research by Martani et.al (2009) conducted during 2001 to 2006 in 39 manufacturing

companies showed that ROE affect stock return positively. The higher the ROE of a company, the higher
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stock returns gained by the company (Martani, et.al, 2009). This finding was also supported by other
studies conducted by Kennedy (2003), and Nur (2001). Based on the previous discussion, the first

hypothesis of this research is:
“Profitability Ratio (ROE) has a significant effect on stock return”

Leverage ratios are financial ratios used to measure enterprise’s ability in fulfilling its long-term
obligations (Shim and Siegel, 1998). Leverage ratios are related to company’s risk into bankruptcy (Nur,
2001; Hadianto and Helina, 2010). The higher the leverage ratio of a company, the higher the possibility

of acompany went into bankruptcy (Nur, 2001).

Debt Equity Ratio (DER) is one kind of leverage ratios (Shim and Siegel, 1998). DER is the relative
proportion of debt and shareholders' equity (Shim and Siegel, 1998; Hadianto and Helina, 2010). DER is
the most frequently used ratio. It is also a ratio that usually has significant relationship with various
economic phenomena (Nur, 2001). Empirically, a study by Kennedy (2003) on LQ 45 index companies
showed that DER significantly affected stock return in the year of 2001. Based on the previous
description, the author proposed the following hypothesis:

“Leverage Ratio (DER) has a significant effect on stock return”

Liquidity ratios are financial ratios used to expresses a company's ability to repay short-term creditors out
of its total cash (or its current assets) (Shim and Siegel, 1998). Company’s liquidity will determine the
survival ability of a company and the company’s image in the future (Nur, 2001). Moreover, Shim and
Shiegel (1998) stated, “Liquidity is essential to conducting business activity, particularly in times of
adversity, such as when a business is shut down by a strike or when operating losses ensue due to an
€CoNnomic recession or a steep rise in the price of a raw material or part”. Generally, the higher the value
of the ratio, the larger the margin of safety that the company possesses to cover its short-term debts (Nur,
2001).

Current ratio (CR) is one of liquidity ratios (Shim and Siegel, 1998). This ratio compares a firm's current
assets to its current liabilities (Shim dan Siegel, 1998). Empirically, Mythi (2007) stated that CR is the
best ratio that can be used in predicting stock return. Based on the previous explanation, the third

hypothesis of this research is as follows:
“Liquidity Ratio (CR) has a significant effect on stock return”

Activity ratios are financial ratios used to measure a firm's ability to convert different accounts within
their balance sheets into cash or sales (Shim and Siegel, 1998). In other words, this ratio will provide an
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overview of company’s effectiveness in managing its assets (Nur, 2001; Harahap, 2005). The higher the

activity ratio of acompany, the more effective it will be in managing its assets.

One of the most frequent used activity ratios is total asset turnover (TATO). It is also a ratio that usually
has significant relationship with various economic phenomena (Nur, 2001). TATO is a comparison
between net sales and average total assets (Shim and Shiegel, 1998). Empirically, a research by Martani,
et.al (2009) in 39 manufacturing companies showed that TATO has a significant impact on stock returns
for the period of 2002 to 2009. Based on the previous description, the fourth hypothesis for this research

is as follows:

“Activity ratio (TATO) has a significant effect on stock return.”

Market value ratios relate an observable market value, the stock price, to book values obtained from the
firm's financial statements (Nur, 2001; Shim and Siegel, 1998). One of the most frequent used market
value ratios is earning per share (EPS). It is also have significant relationship with various economic
phenomena (Nur, 2001).

Empirically, Nur’s research (2001) shows that EPS has a significant effect on stock return. Nur (2001)
showed that this effect occurs in all size of company, i.e. small, medium, or big. Kennedy (2003) aso
argued that EPS is affecting stock returns. Based on the previous discussion, the fifth hypothesis of this
research is as follows:

“Market Value Ratio (EPS) has a significant effect on stock return.”

3. Resear ch M ethodology
3.1 Resear ch Design

A quantitative approach is applied into this research. To be more specific, this quantitative research is
designed as a hypotheses testing research using causal-comparative research type. A causal-comparative
research is a study of the relationship between two or more variables identified as dependent variables
(variables that are affected) and independent variables (affecting variables) (Indriantoro and Supomo,
2002).

3.2 Variables and M easur es

The independent variables of this research consist of return of equity (ROE), Debt equity ratio (DER),

Current Ratio (CR), Total asset turnover (TATO), and earnings per share (EPS), while the dependent
109
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

variables of this study is stock return. Thus, visually, the conceptual framework of this research is showed
in Figure 1.

.
- &j
- N
- %

.

Figure 1. The Research Conceptua Framwork
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Table 1. The Contradictive Results of Previous Researches

Author(s) Profitability Ratio Liquidity Ratio Leverage Ratio (DER) Activity Ratio Market Value Ratio
(CR)
(ROE) (TATO) (EPS)
Martani, et.al. Significant Not Significant | Not significant Significant n.a
(2009)
Rahardja (2005) Not significant for LQ-45 n.a n.a Not significant Not significant
companies but significant for
non LQ-45 companies
Kennedy (2003) Significant on 2001 but not n.a Significant on 2001 but n.a Significant on 2001 but
significant on 2002 not Significant on 2002 not Significant on 2002
Nur (2001) Not Significant for small n.a n.a Not Significant Significant
companies but significant for
medium and big companies
Harahap (2001) n.a n.a Not significant n.a n.a

Note: n.a. = variable was not examined
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According to Tsoukalas et.al (2005), Ang and Liu (2007), Nur (2001), Harahap (2001), and Rahardja

(2005), stock return as dependent variable is only measured using capital gains, regardless of the dividend

yield. Jacob Petit (1998 in Harahap (2001)) stated that this is alowed, since the number of shared

dividend is small, so that it has no effect whether it is taken into account or not. The measures of each

independent and dependent variables can be seen in Table 2.

Table 2. Research Variables and Measures

Financial
Variables M easur es Type Source
Ratio
Independent | CR —Current assets Liquidity Shim and
Current debt Ratio Siegel, 1998
ROE Net profit Profitability Shim and
Equity Ratio Siegel, 1998
TATO Earnings Activity Ratio | Shim and
Average total assets Siegel, 1998
DER Tatal Debts Leverage Shim and
Equity Ratio Siegel, 1998
EPS _Dividends on preferred stock | Market Value | Shim and
Average outstanding shares Ratio Siegel, 1998
Dependent | Stock _(Stock pricet+1) — (stock pricet) | Capital Gains | Tsoukalas,
Return (Stock pricet)* Darayseh, and
Abuizam, 2005
Note: * t = year
3.3 Data and Samples
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Data used in this research is secondary data and consists of two types, i.e. financial reports of companies
obtained from Jakarta stock exchange and company’s stock price obtained from Yahoo! Finance for the

period of 2007-2009.

Population that becomes the object of this research is whole 1SO 9001 certified companies listed on
Jakarta stock exchange. The samples of this research are 36 1SO 9001 companies listed on Jakarta stock

exchange. The samples are having the following criteria:

1. Companies were 1SO 9001 certified from 2007 to 2009.

2. Companies were publishing their financial reports from 2007 to 2009, and their fiscal years

were ended in December.

3. Companies were not having negative equity.

3.4 Analysis M ethods

The anaysis method used in this research is multiple regression analysis. It is the most frequent used
analysis method and used to forecast dependent variable based on independent ones (Hair, et.al, 1998).
Multiple regression analysis is used when the dependent and independent variables are metric. The

multiple regression model to be tested in this study is:

Yit = Bo + B1CRit + B2ROE;: + B3TATOit + B4DER;: + BsEPS;: + ¢

where

Yit =company i stock return on the year t

CRjt =company i current ratio on the year t

ROE;; = company i return on equity on theyear t
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TATO; = company i total asset turnover on the year t

DERi; -=company i debt to equity ratio on the year t

EPS;; = company i earning per share on the year t

Hypotheses testing will be done by applying partial t-statistic testing at 5% significance level. Asarule of
thumb, if the p-value (sig.t) is lower than 0.05, we reject the null hypothesis and accept the aternative

hypothesis (Suliyanto, 2005).

3.5 Testing the M ultivariate Assumptions

In multiple regression analysis, there are some random noises that cause bias in the resulted regression
model. In a study evaluating financial ratio and stock return, there are at least three important noises to be
observed. First is the non-normal residual distribution of research variables, which can be referred as
normality symptom. Hair, et.al (1998) stated that the non-fulfillment of normality assumption is a usual
noise of multiple regression analysis. Second is the multicolinearity symptom. It is a symptom of strong
relationship between its independent variables (Hair, et.al, 1998). In this research, there is a high
possibility of multicolinearity exists, because the author used the same data on financial ratios
calculations (Nur, 2001; Harahap, 2001; Rahardja, 2005). Third is the existence of heteroscedasticity. This
is a condition where the variance error is not constant for each independent variable (Hair, et.al, 1998).
According to Nur (2001), this symptom is likely to occur in the research evaluating the stock return,

taking into account the constantly changing stock price.

Given these conditions, researchers conducted a normality test, multicollinearity test, and
heteroscedasticity test prior to regression analysis. In normality test, we used the Kolmogorov-Smirnov
test. The test results showed that the model meets the normality assumption because of the standardized

residual value curve shows the value of the p-value greater than a (0.05) (Suliyanto, 2005). To test the
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model’s heteroscedasticity, we used Gleyser park method. The result showed that the p-value is greater
than the apha value (0.05) which means that the model does not have a constant variables variance
(Suliyanto, 2005). In the multicollinearity test, the results showed the value of VIF (variance inflation
factor) of all independent variables are smaller than 10, which means that for all the independent variables,
there were not any correlation between independent variables towards the dependent variable (Suliyanto,
2005). Thus, this multiple regression model is spared from disturbances mentioned in the previous

description.

4. Result and Discussion

4.1. Descriptive Statistic of Research Variables

This research is using six variables with metric scale. The variables consist of five independent variables
and a dependent variable. The independent variables of this research are return of equity (ROE), debt
equity ratio (DER), current ratio (CR), total asset turnover (TATO), and earnings per share (EPS), while
the dependent variable is stock return. Decriptive statistics of each research variables can be seen in Table

3.

Table 3. Descriptive Statistic of Research Variables

Variables Minimum | Maximum M ean Sd. Deviation
ROE 78 -82,890 163,566 1,152 20,868
DER 78 0,118 36,741 2,702 5,288
CR 78 0,076 17,197 1,927 2,740
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TATO 78 0,058 6,847 1431 1,445
EPS 78 -128,000 | 2480,00 183,749 456,467
SR 78 - 0,746 2,238 0,009 0,518

4.2 Multiple Regression Analysis Results

Multiple regression analysis result for the research model can be seen on Table 4. It can be inferred that

the significant value t (p-value) of independent variables (ROE, DER, CR, TATO, and EPS) are higher

than the alpha significant value (0.05). This shows that those variables do not significantly affect stock

return. Thus, thefirst to fifth hypotheses of this research are rejected.

Table 4. Regression Analysis Result

Stock Return
Variables
Coefficient Sig. t
C 0,017 0,562
CR -0,014 0,535
ROE 0,000 0,872
DER -0,007 0,582
TATO 0,005 0,907
EPS 0,000 0,620
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R-squared 0,014
Adjusted R? - 0,054
Foount 0,205
Sig. F 0,959

Moreover, we also investigate whether the research variables has a significant effect on dependent
variables simultaneously. We conducted an F-test with the significant level of 0.05. As arule of thumb, if
the p-value (F significant value) is lower than alpha significant value (0.05), it means that there is a
significant effect of independent variables toward dependent variable simultaneously. Based on the
information derived from Table 4, F significant value (0.991) is greater than 0.05. Thus, the independent

variables (ROE, DER, CR, TATO, and EPS) have no significant effect on stock return simultaneously.

4 .3. Discussion

Theoretical Implications. The first hypothesis stated that ROE has a significant effect on stock return.
The result of this research is refusing the proposed hypothesis. Thus, this research finding shows that
ROE does not have a significant effect on stock return. This finding supports the previous research

finding by Rahardja (2005), Nur (2001), and Kennedy (2003).

The second hypothesis stated that DER has a significant effect on stock return. The finding of this
research shows a reversed-result from the proposed hypothesis. This research shows that DER does not
have a significant effect on stock return. It supports the finding of Martani, et.al (2009) and Harahap

(2001).

The third hypothesis of this study stated that the CR has a significant effect on stock return. The third
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hypothesis is not supported by research results. In other words, this study suggests that CR has no

significant effect on stock return. This finding supports the findings of Martani, et.al. (2009).

The fourth hypothesis of this study indicates that TATO has a significant effect on stock return. This study
found that the fourth hypothesisis rejected or that TATO does not have a significant effect on stock return.

Thisfinding is consistent with the findings of Rahardja (2005) and Nur (2001).

The fifth hypothesis of this study propose that EPS has a significant effect on stock return. The findings
of this study is not in line with the fifth hypothesis. This means that the EPS does not have a significant

effect on stock return. These findings are consistent with the findings of Rahardja (2005).

In addition to partial results, results from this study aso showed that the ROE, DER, CR, TATO, and EPS
simultaneously have no significant effect on stock returns. We assumed that, given the stock return is
reviewed by the basis of capital gains, there are several things that caused the company’s financial ratios

do not have an influence into stock return of 1SO 9001 certified companies.

The first cause is the global financia crisis that emerged in the period covered by the study. In the
2007-2008, financial crisis in America emerged, triggered by the collapse of Lehman Brothers in global
stock market, so it impacted on stock prices in other countries, including stock prices in Indonesia (Park,

2010). Thus, the stock return is not affected by the financial ratios.

In addition, if associated with the context of the studied companies, the un-influenced financial ratios on
stock return can also be caused by investor perceptions that the 1ISO 9001 certified companies have been
improving its management’s quality (Wilopo and Priyambodo, 2008). This condition can make the stock
prices of 1SO 9001 certified company remains good despite its financial ratios have not been encouraging.
In other words, the stock return is not affected by the financial ratios. Furthermore, some researchers,
such as Hendricks dan Singhal, (2001), Easton dan Jarrell, (1998) Dowen dan Docking, (1999), Nicolau
dan Sellers, (2002), also revealed that 1SO 9001 certification as the implementation of total quality

management may directly influence the company's stock return.
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Managerial Implications. The insight regarding factors affecting stock return is useful for many
interested parties, i.e. investors and issuers (companies). For the investors, the findings of this research
can affect their decision in investing their money, wherein that in making investment, the investors should
not be solely based on the consideration of financial aspects alone. Other aspects need to be considered by
the investors are non financial aspects such as maturity of company’s management, human resource
development programmes, business strategies executed, corporate’s image, as well as corporate’s

attention to social and environmental issues.

For the issuers (companies), the findings of this research indicate that it is important for the company to
focus not only on performance measurement of financial aspects in order to increase stock return in
capital gain perspective. Kaplan and Norton (2000) proposed Balanced Scorecard model that balances all
aspect of performances, both financial and non financial (i.e learning and growth, internal business

process, and customer perception) aspects.

SO 9001 certification is one of fundamental efforts conducted by the company to have good management
system and focus on customer satisfaction and continuous improvement. Effectiveness of 1SO 9001

certification of acompany can be utilized to boost stock price, that will be increasing stock return.

5. Conclusion, Limitations, and Future Resear ch

Nowadays, stock market is one of the most important elements in investment world. One of the critical
issues related to stock market often debated is the effect of financial ratios to stock return. This research

aims to investigate the effect of financial ratios to stock return in SO 9001 certified companies.

The research result shows that financial ratios, i.e. return of equity (ROE), Debt equity ratio (DER),
Current Ratio (CR), Total asset turnover (TATO), and earnings per share (EPS) do not have significant
effect on 1SO 9001 certified companies’ stock returns either partially or simultaneously. This condition
can be caused by two things, i.e. global financial crisis impact emerging on research period and linkage
with the context of the research objects, i.e. ISO 9001 certified companies.
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In addition to the previous explanation, there are several limitations to this study. First, this research
only tested five financial ratios. Research result might be different if more financial ratios are used.
Second, this research did not consider other factors that might affect the relationship between financial
ratios and stock return or factors that might affect the stock return directly whether can be controlled by
the company or not. The uncontrollable factors are, for example, crime rate of a country (Laverde, Varua,
and Ozane, 2009), stock price movements (Grinblatt and Moskowits, 2004), macro-economy (Samitas
and Kenourgious, 2007), political situation (Pedro and Rossen, 2000), government policy (Wang, 2010),
interest rate (Bashir and Hassan, 1997), and inflation rate (Gultekin, 1983). Meanwhile, the controllable
factors are, for example, company’s size (Nur, 2001) and non-financial performance. Third, this research
also had limitations on the sample size and observation period. The research result, therefore, may not be

generalized for entire listed |SO 9001 certified companies in Indonesia.

Given mentioned limitations, in the future research, the author suggest to develop research model —
particularly on research variables, objects, and observation period — in assessing the impact of financial
ratios on stock return in 1SO 9001 certified companies. Moreover, the authors also suggest testing the

direct influence of 1SO 9001 certification to stock return.
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Abstract

Entrepreneurship is the vital source of the sustained economic development of the country. Assuming this
factor as significant in the economic development, the study was conducted to analyze the entrepreneurial
inclination of the MBA students of the Islamia University of Bahawalpur. This study reveadled some
important factors that seem to be somewhat different from the rest of knowledge available. This study
will help the institution and other concern agencies regarding entrepreneurship to frame those policies and
strategies, which would be helpful for those who after completing their degrees want to set up the
business. It will also help the institutions to revise their curriculum regarding entrepreneurship. Using the
statistical technique of association, significant factors were highlighted so that their importance can be
considered on logical ground.

Keywords: Entrepreneurship, university students, MBA, courses and curriculum, role model

I ntroduction

The entrepreneurship is considered to be one of the most important factors in the development of the
country. The policy makers of the country, business man, economists and the students are aso talking
about this concept. Every year different workshops, seminars and other activities related to the
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entrepreneurship is being organized which emphasis its importance not only for the country development
but also for the society and the development of the individuals (Béchard & Toulouse 1998; Schaper &
Volery 2004; Matlay& Westhead 2005). It has been observed that amost 12 percent of the adult
population of the world is involved in entrepreneurial activities (Prof G.S Gopli, 2010). The concept of
entrepreneurship is becoming more important in the countries like Pakistan where we are facing the
problems of the poverty and where the unemployment rate is amost 15.2 %( 2009). However, the
entrepreneurship activities are very limited in Pakistan. According to World Bank report 2007, the
average annual entry rate of Pakistan is 7 % as compared to the average annual rate of the World
industrial countries which is 10.2 %(Matthieu Chemin, 2008).

Literature Review

Today the concept of entrepreneurship has become one of the most vital and important strategy for the
sustained economic development of the country and to face the challenges regarding globalization
(Schaper & Volery, 2004; Venkatachalam & Waqif, 2005).

Therole of institutions in promoting entr epr eneur ship.

The popularity of this concept anong most of the people is due to the fact that it is working as catalyst for
the generation of wealth and opportunities of the jobs and services (Postigo & Tamborini, 2002; Othman,
Ghazali et al. 2005; Gurol & Atsan, 2006). Entrepreneurship is working like an engine which is
motivating the economic development, creation and innovation in many nations (Scarborough &
Zimmerer, 2003; Kuratko & Hodgetts, 2004). Most of the researches and the research have revealed the
positive association between the economic development and the entrepreneurship regarding job creation
and opportunities, ultimate survival and the change of technology (Gorman, Hanlon et a. 1997; Lena &
Wong 2003; Karanassios, Pazarskis et al. 2006). As a result, this concept has emerged as an important
research area in the academics circles to study its importance and involvement in the society (Lee, Chang
et al. 2005). The courses of entrepreneurship are becoming very famous among the students both at
school and college level (Brown 1999).Over the last ten years the interest in entrepreneurship has been
increased in both graduates and under graduates (Solomon, Weaver et al. 2005). The main reason for this
is that the employment of wages and the secure government jobs is not the guarantee nowadays for the
graduates of the university (Collins, Hannon et a. 2004; Kamau-Maina 2006; Postigo, lacobucci et al.
2006). Nowadays, there is an environment that jobs are limited and one has to secure the job because the
jobs are limited in numbers. This results in the low ratio of getting jobs by the students after their
graduation. That is why students are searching for such business education and courses which can furnish
them with the knowledge of business and skills so that they can run their own business and can develop
jobs from them (Brown 1999; Henry 2003). That is the reason that many universities and other
ingtitutions are offering different courses regarding entrepreneurship to the students so that they can
develop the interest and skill in them about different entrepreneurship careers (Postigo & Tamborini,
2002). Different studies and research has been done on the field of entrepreneurship which has
exponentialy risen internationally (Hill, Cinneide et al. 2003; Raichaudhuri, 2005).

The cour se contents and curriculum regar ding entr epr eneurship
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The course contents being taught in the institution play an essential role in developing entrepreneurial
qualities. The emphasis of the curriculum should be focused on encouraging, innovation and creativity as
well as venturesome. The instructive approach should motivate students in making decisions and mistakes
should be taken as part of learning process (lbrahim & Ellis, 2002). In the United States of America,
various universities and colleges have developed entrepreneurship curriculum since 1960s. Many schools
introduced Entrepreneurship related courses such as “Entrepreneurship and Venture Creation,” “Small
Business Management,” “Enterprise Development,” etc. as a vital part of their courses. In 1971, there
were only sixteen colleges and universities where entrepreneurship was being taught. However, the
scenario was changed by year 1997, more than 800 colleges, and universities were offering
entrepreneurship and management courses (Fiet, 1997). Similarly, China has shown interest towards
entrepreneurship education, especially for students in higher level. Since its financial system largely
depends upon the state owned enterprises (SOEs), entrepreneurial courses focus on entrepreneurship
management or industrial management education rather than self-business. Recently, the Chinese Centra
Education Committee decided to focus on entrepreneurship courses such as SMEs management, New
Venture Creation, Small and medium Industry Management, Corporation Management, because Chinese
state owned enterprises are facing serious unemployment problem (Li & Sebora, 2001). The Universities
are playing the essential and vital role in promoting the education of entrepreneurship for the nationa and
regional economic development (Binks, Starkey et al. 2006; Co and Mitchell 2006). Mahlberg (1996) aso
agrees with this point of view and states that institutions have an important role to play for developing
entrepreneurship skills since these institutions can be considered ideal place where we can shape and
develop entrepreneurship skills the and aspirations among the students (Autio, Keeley et a. 1997,
Landstrom 2005). Therefore it is the responsibility of the educationa institutions that they make
themselves as a center of entrepreneurship by making essential contributions in promotion an
entrepreneurial atmosphere that together with the factors that can add to the entrepreneurship
development (Gnyawai and Fogel 1994). Therefore it is essentia to present a positive picture of
entrepreneurship as an option of career to draw the attention of the studentsin the university by providing
the facilities available to them. We should remember this fact that although students have entrepreneurial
knowledge, they do not have positive picture about entrepreneurship (Alberti, Sciascia et al. 2004).

The contribution of “Role Models” in promoting entrepreneurship

The impact of the role models towards entrepreneurship has been widely discussed in the research
literature (see Ghazali, Ghosh et al. 1995; Deakins, Glancey et al. 2005; Van Auken, Stephens et al. 2006;
Kirkwood 2007). Role models are those ‘individuals influencing an entrepreneur’s career choice or styles
(Hisrich, Peters, & Shepherd,2005), It is based on the supposition that after meeting or seeing the
successful business man in the society, the student will have the motivation to impersonate to become a
flourishing business man (Caputo & Dolinsky, 1998). The responsibility of the teachers is vital as they
‘arrange, persuade and grow students’ (Boyle 2007, p.12). Teachers are important part for the
development of effectual enterprise education initiatives (Hytti & O’Gorman, 2004).The role of the
teachers and the educators, in this case, is to guide and inspire the students actively towards
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entrepreneurship by telling and sharing real life experiences of the business (Hannon 2005).

Hypotheses

1. The role of the university and the concerned institutions increases the interest in entrepreneurship
among the students of the Islamia University of Bahawalpur.

2. The course contents and the curriculum being taught create interest in the entrepreneurship among
the students of the Islamia University of Bahawalpur.

3. The role model plays an essential role in developing interest regarding entrepreneurship among
the students of the Islamia University of Bahawalpur.

M ethodology

To examine and analyze the mentioned hypotheses, data was collected from a questionnaire
conducted among university students in the Islamia University of Bahawalpur. Our unit of analysis was
the student in MBA department at the Islamia University of Bahawalpur. The response of the studentswas
gathered through questionnaire which consisted of closed ended questions so that non-response may be
avoided at maximum. The questionnaire was adapted and designed through different sources which were
used as mean for data collection. The sample of 341 students was chosen through simple random
sampling technique. After examining, 300 questionnaires were filled properly which resulted in the
response rate of 87%. The scales used in the questionnaire was based on a 5-point Likert scale (with 1 for
strongly disagree, 2 for disagree, 3 for no opinion, 4 for agree, 5 for strongly agree) for each close-ended
guestion. The technique of chi-square was used for the testing of hypotheses. The significance level was
set at 5%. SPSS 15 was used for the data analysis.

Data Analysis, Demographics and the family back ground of the respondents

Out of 300 questionnaires that were filled properly, 64.7% consists of the female respondents and 35.3%
consists of male respondents. Since most of the students are studying at the graduate level, most of them
aged between 20 and 25. The response to the question that whether university or the institution is
imparting education regarding entrepreneurship effectively, the proportion of students who completely
agreed with the statement was 78%, whereas 17% were somewhat agreed and the remaining 05% were
disagreed. The question was asked to the respondents that whether the course contents or the curriculum
being taught in the university regarding entrepreneurship is creating interest in the entrepreneurship, 65%
of them gave the response in yes whereas 20% were indecisive and the remaining 15% have said No.
The question about the importance of role models for creating and developing interest in entrepreneurship
78% of them mentioned it highly important 12 % were indecisive and 10% said it less important.

The educational level of the parents was categorized as illiterate, primary level, secondary level
and tertiary level (degree, diploma education or above).The study revealed that 18% of the student’s
father were illiterate, 26% of the student’s father had only primary level of education where as 33% of the
student’s father had secondary level and the remaining 23% had tertiary level of education. The
investigations of the study showed that 35% of the student’s mothers were illiterate while 23% had
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primary level of educational, 28% had secondary level of education and the remaining 14% had tertiary

level of education.

Test of Association:

1. For testing the first hypothesis that is there any association between the role of the university and
the interest developed in entrepreneurship among the students, chi-square was used as test of
association. The study showed that the results were significant as our Pearson chi-square value is
amost 0.034 which is less than the significance level 0.05. Chi-square table showing significant

results is mentioned below.

Table 1: Chi-square between role of the university and the

concerned ingtitutions and interest developed in the
entrepreneurship among the students
Value Degree of Ale
-V
n freedom pvat
Pearson Chi-Square 6.752 2 034
Likelihood Ratio 6.939 2 .031
Linear-by-Linear
. 6.223 1 013
Association
N of Valid Cases 300

2. For testing our second hypothesis that whether there exists relationship between the course
contents and the curriculum being taught and the interest developed in the entrepreneurship among
the students, the value of chi-square was found .004, which is less than our significance level 0.05.
So there exists strong relationship between course contents and the curriculum being taught in the
universities and the interest developed in entrepreneurship among the students. The results can be
presented in the form of following table.

Table2: Chi-Square Tests between the course contents and the

curriculum being taught and the
entrepreneurship among the students

interest developed in

Degree of

Vaue treadom p-vaue
Pearson Chi-Square 18.099 9 .004
Likelihood Ratio 21.623 9 .010
Linear-by-Linear 9.771 1 .002
129
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Association

N of Valid Cases 300

3. The third hypothesis can be tested with the help of chi-square. The value of chi-square was
calculated as 0.000 which is less than our significance level 0.05. So we can conclude that there
exists strong relationship between the importance of the role models and the interest developed in
entrepreneurship among the students. The results can be summarized in the following table.

Table 3: Chi-square test between the importance of role models and
the interest developed in entrepreneurship among the students.

Va Degree of Ale
-V
He freedom p-vau
Pearson Chi-Square 32.001 4 .000
Likelihood Ratio 27.191 4 .000
Linear-by-Linear
. 23.797 1 .000
Association
N of Valid Cases 300

Discussion:

The purpose of this study was to investigate the inclination of the students of MBA department of the

Islamia University of Bahawalpur towards entrepreneurship. We constructed the hypothesis regarding the
role of the institutions and the universities in creating and developing interest among the students in
entrepreneurship. The result of our study practical supports for the role being played by the universities
and the institutions in enhancing entrepreneurship (Edwards & Muir, 2005; Postigo, lacobucc et al. 2006;
Nurmi & Paasio, 2007).
It is significantly associated with the inclination towards entrepreneurship. Furthermore universities can
be considered ideal place where while studying, we can shape the entrepreneurial cultures and
inclinations among students (Mahlberg 1996). Therefore it is important for the universities and the
concerned departments to create the entrepreneurship friendly environment for the encouragement and
flourishing this concept.

For this purpose the university must design and develop such curriculum and introduce those
courses that can fulfill the requirements of the students as well as the needs of the industry. Moreover if
the courses related to entrepreneurship are exposed to the students well, it can influence the students
towards the entrepreneurship. Charney and Libecap (2003) showed such resultsin his study.

As far as role models are concerned, we have found their significant impact on developing student’s
interest towards entrepreneurship. Role models are very vital because they provide individuals a guidance
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for being social (Postigo, lacobucci et al. 2006; Rajkonwar 2006).

Conclusions and Recommendations

In this study, the inclination of the university students towards entrepreneurship was examined. The
conclusions of the study indicated that the role of university, the curriculum and the course contents and
the importance of role of models were found significantly associated with the interested developed in the
students towards entrepreneurship. The role played by the universities related to this issue is much needed
today to develop the environment of the entrepreneurship. While on the other hand it is also desired from
the students to convert their learning towards practical thinking and approaches which is required for
creating the entrepreneurial environment. The conclusions of this study will certainly help the
administration and the teaching staff of the university to think towards practical learning and aspects of
the entrepreneurship in new global era.
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EFFECT OF FDI INFLOW ON ECONOMIC GROWTH OF INDIA: A

TIME SERIESANALYSIS

By Nikhil Kumar Singh® and Urvashi Varma®*
ABSTRACT
Foreign direct invesment (FDI) has boomed in post-reform India. Moreover, the composition and type of
FDI has changed consderably since India has opened up to world markets depending on various
determinants which exigt in the environment. This has fuelled high expectations that FDI may serve as a
catalyst to higher economic growth. The literature on foreign direct invessment (FDI) and economic
growth generally points to a podtive FDI-growth relationship. However, very few studies offer direct
tests of causality between the two variables. In theory, economc gronth may induce FDI inflow, and
FDI may also stimulate economic growth. This paper adds to the literature by analyzing the existence
and nature of these causal relationships. This study deals with the trend analysis of Gross Domestic
Product (GDP) and FDI from 1990-91 to 2010-11 and forecas the growth trend of both variable. It also
analyzes the correlation between GDP and FDI. This study also tries to find out the impact of first and
second generation FDI reformon GDP of | ndia through regresson method. By us ng time series data and
coefficient of correlation analysis, we found that Foreign Direct Investment (FDI) is positively affecting
the economic growth. The empirical analysis usng the time series data from 1990-91 to 2010-11 shows
that FDI plays unambiguous role in contributing to economc growth. While the regresson analysis
reveals that thereis no impact of first and second generation reformon GDP of | ndia.

Keywords: Gross Domestic Product, Foreign direct investment; economic growth

1.0 INTRODUCTION

One of the most striking developments during the last two decades is the spectacular growth of FDI in the
global economic landscape. This unprecedented growth of global FDI in 1990 around the world make
FDI an important and vital component of development strategy in both developed and developing nations
and policies are designed in order to stimulate inward flows. In fact, FDI provides awin — win situation to
the host and the home countries. Both countries are directly interested in inviting FDI, because they
benefit a lot from such type of investment. The ‘home’ countries want to take the advantage of the vast

markets opened by industrial growth. On the other hand the ‘host’ countries want to acquire technological

3 Student,4™ year, Integrated MBA, Amity School of Business, Noida.nikhilsingh11@hotmail.com
* Lecturer, Amity School of Business ,Noida.urvashi23varma@gmail.com
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and managerial skills and supplement domestic savings and foreign exchange. Moreover, the paucity of
al types of resources viz. financial, capital, entrepreneurship, technological know- how, skills and
practices, access to markets- abroad- in their economic development, developing nations accepted FDI as
a sole visible panacea for all their scarcities. Further, the integration of global financial markets paves
ways to this explosive growth of FDI around the globe.

The relationship between foreign direct investment (FDI) and economic growth is a well-studied subject
in the development economics literature, both theoretically and empirically. Recently, renewed interest in
growth determinants and the considerable research on externality-led growth, with the advent of
endogenous growth theories, made it more plausible to include FDI as one of the determinants of long run
economic growth. The opening market in India and significant growth rate are attracting large FDIs in
India. This changing composition certainly effects the composition of various sectors operating in India.
These development and growing attractiveness of Indian market on global front gave rise to study the
relation of FDI with economic growth of India. Before going to the deeper study there is a need to
understand the basic concepts of FDI and Economic growth.

Foreign Direct I nvestment:

Accordingto RBI, FDI is the process whereby residents of one country (the home country) acquire
ownership of assets for the purpose of controlling the production, distribution and other activities of a
firm in another country (the host country). While IMF defines FDI as a cross border investment made by
a resident in one economy with the objective of establishing a 'lasting interest’ in an enterprise that is
resident in an economy other than that of a direct investor. According to Economic Times, Foreign Direct
Investment is a type of investment that involves the injection of foreign funds into an enterprise that
operates in a different country of origin from the investor. Investors are granted management and voting
rights if thelevel of ownership is greater than or equal to 10% of ordinary shares. Shares’ ownership
amounting to less that the stated amount is termed portfolio investment and is not categorized as FDI.
Regulatory bodies in India: The proposals for foreign direct investment in India get their approval

through two routes that are the Reserve Bank of India and The Foreign Investment Promotion Board
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(FIPB) Department of Economic Affairs, Ministry of Finance. FIPB has been constituted by the
Government of India with a view to promote and attract foreign investment in India. The FIPB is a high
powered committee comprising the Principal Secretary to the Prime Minister (Chairman), Finance
Secretary and Commerce Secretary, and is located at the Ministry of Industry. Automatic approval is
given by the Reserve Bank of India to the proposals for foreign direct investment in India while FIPB
processes cases of non- automati ¢ approval.

The actual FDI inflows in India is welcomed under five broad heads: (i ) Foreign Investment Promotion
Board’s (FIPB) discretionary approval route for larger projects, (ii) Reserve Bank of India’s (RBI)
automatic approval route, (iii) acquisition of shares route (since 1996), (iv) RBI’s non — resident Indian
(NRI’s) scheme, and (v) external commercial borrowings (ADR/GDR) route.

Economic Growth:

In economics, economic growth is defined as the increasing capacity of the economy to satisfy the wants
of the members of society. Economic growth is enabled by increases in productivity, which lowers the
inputs (labor, capital, material, energy, etc.) for a given amount of output. Lowered costs increase demand
for goods and services. Economic growth is also the result population growth and of the introduction of
new products and services. Economic growth is measured as a percentage change in the Gross Domestic
Product (GDP) or Gross National Product (GNP).

Gross domestic product: GDP refers to the market value of al final goods and services produced within
a country in a given period. GDP per capita is often considered an indicator of a country's standard of
living. GDP can be determined in three ways, all of which should, in principle, give the same result. They
are the product (or output) approach, the income approach, and the expenditure approach. For example
GDP can be calculated by expenditure method as. GDP = private consumption + gross investment +
government spending + (exports — imports).

GDP at constant price: GDP at constant prices refers to the volume level of GDP. Constant price
estimates of GDP are obtained by expressing values in terms of a base period. In theory, the price and

guantity components of a value are identified and the price in the base period is substituted for that in the
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current period. It basically removes the effect of price changes on GDP.

The economic liberalization in India refers to ongoing economic reforms in India that started on 24 July
1991. After Independence in 1947, India adhered to socialist policies. In the 1980s, Government of India
initiated some reforms. In 1991, after India faced a balance of payments crisis, it had to pledge 67 tons of
gold to Union Bank of Switzerland and Bank of England as part of a bailout deal with the International
Monetary Fund (IMF). In addition, IMF required India to undertake a series of structural economic
reforms. As a result of this requirement, the government started breakthrough reforms. The new
neo-liberal policies included opening for international trade and investment, deregulation, initiation of
privatization, tax reforms, and inflation-controlling measures. Starting from a baseline of lessthan USD 1
billion in 1990, a recent UNCTAD survey projected India as the second most important FDI destination
(after China) for transnational corporations during 2010-2012. As per the data, the sectors which attracted
higher inflows were services, telecommunication, construction activities and computer software and
hardware. Mauritius, Singapore, the US and the UK were among the leading sources of FDI. These
economic changes are the outcome of the liberalization policies adopted by India. This trend of foreign
investment and drastic economic growth in India opened ways for many study to investigate the relation
of investment inflow in the country and the growth.

20LITERATURE REVIEW

Atrayee Ghosh Roy and Hendrik F. Van den Berg (2006), in his study “Foreign Direct Investment and
Economic Growth: A Time-Series Approach” have focused on how foreign direct investment (FDI)
transfers technology from developed economies to less developed economies. Most FDI occurs between
developed economies. This paper examines whether such FDI inflows have stimulated growth of the
economy. The research applies time-series data to a simultaneous-equation model (SEM) that explicitly
captures the bi-directiona relationship between FDI and economic growth. FDI is found to have a
significant, positive, and economically important impact on growth. Also, the SEM estimates reveal that
FDI growth is income inelastic. These results imply that: (1) even a technologically advanced country

benefits from FDI, (2) The gains from FDI are very substantial in the long run. Overall, the results
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suggest that policies should focus on keeping the country attractive to foreign direct investors.

Narayan Sethi and K. Uma Shankar Patnaik (2006), in his study “Impact of International Capital
Flows on India’s Economic Growth” concluded that Countries with well developed financia markets
gain significantly from Foreign Direct Investment (FDI). Given the huge volume of capital flows and
their influence on the domestic financial markets, understanding the behavior of the flows becomes very
important especially at time liberalizing the capital account. This study examines the impact of
international capital flows on India’s financial markets and economic growth. It also examines trends and
composition of capital inflows, changing pattern of financial markets in view of globalization, ascertain
the impact of domestic financial policy variables on international capital flows and suggest policy
implication thereof. By using monthly time series data, the study found that Foreign Direct Investment
(FDI) is positively affecting the economic growth direct contribution, while Foreign Institutional
Investment (FI1) is negatively affecting the growth alb its, in a small way and make a preliminary attempt
to test whether the internationa capital flows has positive impact on financial markets and economic
growth. The empirical analysis using the time series data between April 1995 to December 2004 shows

that FDI plays unambiguous role in contributing to economic growth.

Argiro Moudatsou and Dimitrios Kyrkilis (2009) in his study, “FDI and Economic Growth: A Case of
European Union and ASEAN Association of South East Asian Nations” attempt to address the
causal-order between inward FDI and economic growth using a panel data set for two different Economic
Associations that is EU (European Union) and ASEAN (Association of South Eastern Asian Nations)
over the period 1970-2003. Three possible cases are investigated in this paper 1) Growth-driven FDI, is
the case when the growth of the host country attracts FDI 2) FDI-led growth , is the case when the FDI
improves the rate of growth of the host country and 3) the two way causal link between them. Empirical
results obtained from heterogeneous panel analysis indicate the following

Regarding the EU countries the results  support the hypothesis of GDP -FDI causality (growth driven
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FDI) in the panel. Regarding the ASEAN there is evidence that there is a two ways causality between
GDP per capita and FDI in the cases of Indonesia and Thailand while in the cases of Singapore and the
Philippines FDI is host country GDP growth motivated.

Andreas Johnson (2006), in his study “The Effects of FDI Inflows on Host Country Economic
Growth” discusses and models the potential of FDI inflows to affect host country economic growth. The
paper argues that FDI should have a positive effect on economic growth as a result of technology
spillovers and physical capital inflows. Performing both cross-section and panel data analysis on a dataset
covering 90 countries during the period 1980 to 2002, the empirical part of the paper finds indications
that FDI inflows enhance economic growth in developing economies but not in developed economies.
However, economic growth could itself cause an increase in FDI inflows. Economic growth increases the
size of the host country market and strengthens the incentives for market seeking FDI. This could result in
asituation where FDI and economic growth are mutually supporting. However, for the case of most of the
developing economies, even sustained economic growth is unlikely to result in market-seeking FDI due to
the low income levels. Therefore, causality is primarily expected to run from FDI inflows to economic

growth for these economies.

E. Borensztein, J. De Gregorio, J-W Lee(1998)in his study, “How does foreign direct investment affect
economic growth?” test the effect of foreign direct investment (FDI) on economic growth in a
cross-country regression framework, utilizing data on FDI flows from industria countries to 69
developing countries over the last two decades. The results suggest that FDI is an important vehicle for
the transfer of technology, contributing relatively moreto growth than domestic investment. However, the
higher productivity of FDI holds only when the host country has a minimum threshold stock of human
capital. Thus, FDI contributes to economic growth only when a sufficient absorptive capability of the

advanced technologies is available in the host economy.

Maria Carkovic and Ross Levine, in their study “Does Foreign Direct | nvestment Accelerate Economic
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Growth ” studied that FDI has increased dramatically since the 1980s. Furthermore, many countries have
offered special tax incentives and subsidies to attract foreign capital. An influential economic rationale for
treating foreign capital favorably is that FDI and portfolio inflows encourage technology transfers that
accelerate overall economic growth in recipient countries. While microeconomic studies generally, though
not uniformly, shed pessimistic evidence on the growth effects of foreign capital, many macroeconomic
studies find a positive link between FDI and growth. Previous macroeconomic studies, however, do not
fully control for endogeneity, country-specific effects, and the inclusion of lagged dependent variables in
the growth regression. After resolving many of the statistical problems plaguing past macroeconomic
studies and confirming the results using two new databases on internaional capital flows, the study
conclude that FDI inflows do not exert an independent influence on economic growth. Thus, while sound
economic policies may spur both growth and FDI, the results are inconsistent with the view that FDI exerts

apositive impact on growth that is independent of other growth determinants

3. RESERCH DESIGN
3.1 OBJECTIVE OF THE STUDY
¢ To analyzes and forecast the trend of FDI inflow and Economic growth in Indian.
oTo find out the correlation between FDI inflow in India and economic growth prevailing in the
country.

e To analyze the impact of first and second generation reform on GDP growth of India

3.2 RESEARCH METHODOLOGY

3.3 DATA: Data has been taken for 20 years starting from 1990-91 to 2010-11(August —March). GDPis
taken at Market prices, at constant price and base year for GDP from 1990-91 to 2004-05 is 1999-2000
and from 2005-06 to 2009-10 is 2004-05.

3.4DEVELOPMENT OF HYPOTHESES

Hoz : There is no relationship between the FDI Inflow and Economic growth

Ho2: The Economic growth does not depend on time
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Hos : The Economic growth does not depend on FDI inflow
Hos : The Economic growth does not depend on accelerated FDI inflow
Hos - Thereis no difference in the impact of the first and second generation reforms on the economic
growth.
3.5TESTING TOOL
eKarl Pearson coefficient of correlation has been used to find out the relation ship between FDI and
Economic growth.
eTime series analysis has been used for forecasting. Both linear and parabolic trend have been used.
eRegression analysis using dummy variables have been used to find out the impact of FDI inflow and
accelerated FDI inflow on the economic growth of the contry. Dummy variable segregates the first

and second generation reforms.

4 ANALY SIS & DISCUSSION
4.1 TREND ANALYSISOF FDI INFLOW AND GDP
Trend of GDPand FDI Inflow in India from 1990-91 to 2010-11 can be observed in Figure 1

Figure 1 : Trend of GDP and FDI Inflow in India
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SOURCE: Compiled using data from RBI handbook 2011& Economic Survey of India 2011
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Most datain macroeconomics and finance come in the form of time series-a set of repeated observations
of the same variable, such as GDP, FDI etc. Time series analysis helps to analyze the trend of the data and
forecast the value of the same for the future. Here in case of GDP and FDI linear trend by least square
method is used to forecast the trend of FDI and GDP but the value of r? (Coefficient of Determination) for
FDI is 0.685 while that of GDP is 0.888 as can be seen in Figure 2.

Figure 2 : Forecasting FDI Inflow and GDP using linear trend
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SOURCE: Compiled using data from RBI handbook 2011& Economic Survey of India 2011

The value of r2 signifies that the significance level of time series analysis by least square method is not
explaining the problem correctly. So to get better result second degree trend or parabolic trend is used.
This method explains the problem more significantly as can be seen in Figure 3.

Post liberalization there is huge changes occurred in Indian financial system from the verge of crisis now
India emerges as one of the strongest financial power in the world. Various studies predict that in future
India will emerge as the financial super power in the word. But this all happened only in past 20 years
after liberalization of Indian market. Here the major question arises that is it a long term or the result that
we are observing is just a short term outcome of opening of Indian market and huge investment of the
investor in Indian market. To analyze this fact there is aneed to forecast the future trend of FDI inflow in
Indiaand its Economic growth (GDP

Figure 3 : Parabolic Trend for FDI Inflow and GDP at Market Prices
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The above Second degree trend or parabolic time series approach support the view that in future India
will grow at a huge pace and become one of the mgjor financial power in the world.

FDI Inflow: Time Series Analysis of FDI has high coefficient of determination (r?) .i.e. 0.876 with good
significance level. This shows that the FDI inflow in India is positively flowing and the trend of FDI
inflow in India shows a positive upward growth. This certainly boosts the economic condition of the
country making it more attractive for investment. The future FDI inflow trend also shows a parabolic
positive growing trend which indicate that the flow of FDI in India will remain positive making it one of
the favorable investment destination for that global investors.

GDP Growth: Time Series Analysis of GDP at Market Price has coefficient of determination (r?) 0.986
which shows that it is highly significant. The trend value calculated using the parabolic equation (Yc) =
atbX+cX2 reflect that there is a positive growing trend of GDP in past 21 years from 1990 to 2011. This
can be certainly seen from the past GDP growth of the country. But the result also forecasted the growing
positive trend of GDP for next 10 years from 2012 to 2021.

Economic reforms taken by Indian government in 1991 makes the country as one of the prominent
performer of global economies by placing the country as the 4th largest and the 2nd fastest growing

economy in the world. India also ranks as the 11th largest economy in terms of industrial output and has
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the 3rd largest pool of scientific and technical manpower. Continued economic liberalization since 1991
and its overall direction remained the same over the years irrespective of the ruling party moved the
economy towards a market — based system from a closed economy characterized by extensive regulation,
protectionism, public ownership which leads to pervasive corruption and slow growth from 1950s until
1990s. In fact, India’s economy has been growing at a rate of more than 9% for three running years and
has seen adecade of 7 plus per cent growth. The exports in 2008 were $175.7 bn and imports were $287.5
bn. India’s export has been consistently rising, covering 81.3% of its imports in 2008, up from 66.2% in
1990-91.

But there is a growing concern that weather this growth rate will sustain for long time or it’s just a short
term outcome of the liberalization of Indian market. This can be well studied by analyzing the past data of
FDI and GDP in India post liberalization and then forecasting the future of the growth trend of both the
factors. Thetime series analysis of FDI and GDP for past 21 year shows that in future the growth trend of
FDI and GDP will be increasing giving huge boost to Indian economy. FDI moves parallel to the GDP
growth giving a huge support to various industries in India and this will ultimately result into the
economic growth of the country.

4.2 COEFFICIENT OF CORRELATION ANALYSIS: KARL PEARSON’S COEFFICIENT OF
CORRELATION BETWEEN GDP AT MARKET PRICE AND FDI INFLOW (199091 TO
2010-11)

r2 (Coefficient of Deter mination) = 0.861373847

PE (Probable Error) = 0.020404

Now the basic point that arises during the discussion was; is FDI effect GDP or Economic growth and if
yes then what is the correlation between them, how much it effect the growth of a country. From basic
economic principle we can say that FDI create investment which ultimately results in to economic growth

as:
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—» —» —> —>
FDI INVESTMENT PRODUCTION INCREASES EMPLOYMENT INCREASES INCOME

INCREASES

The above results obtained by Karl Pearson Model suggest that there is strong correlation between FDI
inflow and GDP of India. The analysis of past 21 year data from 1990-91 to 2010-11 project the value of
Coefficient of correlation (r) as 0.928 while coefficient of determination (r?) is 0.861 at very high
significance of 0.00. The Probable Error method also validates the result as r is more then six times the

PE so the value is considered to be significant.

This result strongly supports the hypothesis that FDI and economic growth are highly correlated and it
certainly effects the economic development of the country. But at the same time there are various other
factors are also operating in the same environment effecting both FDI inflow and GDP of the country.

4.3 I MPACT OF FIRST AND SECOND GENERATION REFORM ON GDP OF INDIA
Recognizing the importance of FDI in the accelerated economic growth of the country, Government of
India initiated a number of economic reforms in 1991. As a result of the various policy initiatives taken,
India has been rapidly changing from a restrictive regime to a liberal one, and FDI is encouraged in
amost all the economic activities under the various inflow routes. But now the phase of economic reform
is a history and there are lot of changes occurred after the reform in 1991. The changes and the reform
from 1991 to till now is divided into two phase .i.e. First generation reform from 1991 to 2000 and
Second generation reform from 2001 to till now. To analyze the gradua effect of FDI on economic
growth (GDP) of Indiaboth the generation must be studied.

Model used

Model Summary

R R Square Adjusted R Square Sd. Error of the

Estimate
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0.980% 0.961 0.951 291304.897

Predictors: (Constant), Dt (Dummy variabl ), FDI2, TIME, FDI

M odel Un standardized
Coefficients t Significance
(Constant) 1894515.921 8.610 (0.000)
TIME 95314.399 3.009 (0.008)
FDI 20.484 2.159 (0.046)
FDI2 -4.998E-5 -1.098 (0.288)
Dt -2093.290 -0.008 (0.994)

Dependent Variable: GDP
To analyze the gradual effect of FDI on economic growth (GDP) of India both the generation must be
studied. The model above was not appropriate to bring out the difference in the first and second
generation of reforms.

This result also shows that the FDI don’t have very significant and dramatic effect on GDP in first and
second generation reform it effect both the phase in same trend.
5.0 CONCLUSION
Nations’ progress and prosperity is reflected by the pace of its sustained economic growth and
development. Investment provides the base and pre-requisite for economic growth and development. But
the question arises that what are the major factors that contribute to the economic growth of the country.
From basic economics it can be concluded that investment play a major role in economic growth. Foreign
Direct Investment (FDI) is considered to be the lifeblood of economic development especially for the
developing and underdeveloped countries. Multinational companies (MNCs) capitalize on foreign

business opportunities to grow in the market.
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The above results show that, post liberalization the growth of FDI and GDP is significant in India and the
trend will continue in future, strengthening the position of Indiain global financial market. The positive
growth trend of FDI inflow and GDP also indicate that both the factors are dependent on each other. The
study also shows that there is high correlation between FDI inflow and GDP growth rate in India. This
indicates that FDI play very important role in economic development of the country. From the study it can
be concluded that both FDI and GDP are interdependent. FDI fuels economic growth and in return

economic growth attract more FDI inflow.

Further, the above analysis helps in identifying the major determinants of FDI in the country. FDI plays a
significant role in enhancing the level of economic growth of the country. Thus, a nation can improve its

Economic fortunes by adopting liberal policies vis-a-vis by creating conditions conducive to investment
as these things positively influence the inputs and determinants of the investment process. This analysis
also helps the future aspirants of research scholars to identify the main determinants of FDI at sectoral
level because FDI is also a sector — specific activity of foreign firms’ vis-&Vvis an aggregate activity at
nationa level. Finally, the study observes that FDI is a significant factor influencing the level of
economic growth in India. It provides a sound base for economic growth and development by enhancing

the financial position of the country.

REFERENCES
1. Arora PN, Arora Sumeet and Arora S.2009. Comprehensi ve Satistical Methods. 3¢ edition.New
delhi.S. Chand & Company Ltd.
2. Borensztein E., De Gregorio J.,, Lee JW. (1998). “How does foreign direct investment affect
economic growth?’ Journal of I nter national Economic.s. pp 45
3. Carkovic Maria and Levine Ross,. “Does Foreign Direct Investment Accelerate Economic

Growth”

147
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

4.

Chakraborty Chandan, Peter Nunnenkamp (2006): “Economic Reforms, FDI and its Economic

Effects in India”, www.iipmthinktank.com/publications/archieve.

Chouhan Shylgan S,(2011), “ FDI & Its Determinants in India”. The Economic Review.
Vol(VIII).pp 16-19.

Department of Industrial Policy and Promotion (DIPP), 2010.

Economic Survey (2010-11) Ministry of Finance, Government of India, New Delhi.

Fact sheet on foreign direct investment (FDI1)2011: Ministry of Commerce, Government of India
Guijrati, Damodar N. and Sangeetha.2008. Basic Econometrics. New Delhi. Tata McGraw Hill

Companies, Inc. 4th edition: pp 593-647.

10. Johnson Andreas (2006), “ The Effects of FDI Inflows on Host Country Economic Growth”. Centre

of Excellence for studiesin Science and I nnovation resear ch publication, pgper number 58.

11. Moudatsou Argiro and Kyrkilis Dimitrios (2009). “FDI and Economic Growth: A Case of European

Union and ASEAN Association of South East Asian Nations”. Presented at EEFS2008-Conference

at Warsaw-Poland.

12. RBI: Handbook of Statistics on the Indian Economy 2011

13. Roy Atrayee Ghosh and Van den Berg Hendrik F.,(2006),. “Foreign Direct Investment and

Economic Growth: A Time-Series Approach”, Economics Department Faculty Publications

Universty of Nebraska — Lincoln.pp 1-16

14. Sethi Narayan and Patnaik K. Uma Shankar (2007),. “Impact of International Capital Flows on

India’s Economic Growth”. ICFAI Journal of Applied Finance

148
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

Cognitive Approach of Corporate Governance

A Visualization Test of Mental model s with Cognitive Mapping Technique

Garoui Nassreddinel* and Jarboui Anis?**

University of sfax

'Faculty of Economics and Management (FSEG)
Higher Institute of Business Administration (ISAAS)
Postal Address: ISAAS - 3018 Sfax-Tunisia
Phone: +216 23629312

+216 50 679 312

Higher Institute of Business Administration (ISAAS)
Postal Address: ISAAS, BP 1013 - 3018 Sfax-Tunisia
TEL 00216 74 680 460
FAX 00216 74 680 450

anisjarboui@yahoo.fr

*corresponding author

E-mail adresses: garoui.nassreddine @yahoo.fr (G.Nassreddine)

ABSTRACT

The idea of this paper is to determine the mental models of actors in the firm with respect to the
cognitive approach of corporate governance. The use of the cognitive map to view these diagramsto
show theways of thinking and conceptualization of the cognitive approach.The paper takes a corporate

governance perspective, discusses mental models. It takes also a cognitive mapping technique.

K ey words: corporate governance, stakeholder model, cognitive mapping

1. Introduction
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As shown Charreaux (2002), approaches a break with the paradigm contract can be grouped under
the term "cognitive theories of the firm." According Charreaux, these theories include such current
behavior (Simon, 1947, Cyert and March, 1963), evolutionary theory (Nelson and Winter, 1982), and the
theory based on the resources and expertise. After briefly characterized the cognitive approach, our goal is
to raise the contribution of this approach. Our goal isto identify the key concepts of the cognitive approach.

2. Literaturereview
L’approche cognitive dela gouvernance

Langlois and Foss (1999) indicate that the majority of studies related to contractual theories of the
organization, focusing exclusively on the notion of information asymmetry and conflicts of interest it
generates, does not offer an analysis the process of value creation. Interested only in the distribution of
value, this work therefore obscure the productive dimension of building value by the company and do not
givetheir placeto levers such as competence, knowledge, the innovation and learning that appear to play an
important role in research more competitive source of value creation in a sustainable manner. Cognitive
theories focus particularly on creating internal knowledge from organizational learning.

The performance was more of the leader's ability to imagine, innovate, to receive new investment
opportunities and act on their environment to change in its ability to restructure existing processes.

The firm is seen as a repository of knowledge, not only as a nexus of contracts. Value creation
depends primarily of the identity and distinctive competencies of the latter, as well as its ability to create
knowledge (Teece, Rumelt, Dosi and Winter, 1994). The cognitive approach attaches more importance to
the contribution of intellectual capital in creating value. Thus, in the context of the cognitive approach to
governance, the cognitive cost optimization is the main lever for value creation. Contrary to common
contractual governance in the current cognitive, the problem is not that of aligning the interests of managers
and providers of resources but of qualitative coordination, alignment and patterns of cognitive models
anticipation: cognitive adjustments between the various stakeholders. Charreaux (2002) then defines
corporate governance as the set of mechanisms to increase the potential for value creation through learning

and innovation. According Poincelot and Wegmann (2004), a cognitive perspective, governance
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mechanisms must enable the management to inform on how to achieve the objectives assigned to it.

Control mechanisms leaders have therefore designed to ensure the sustainability of the organization.

In this context, the board plays acognitive role when considered as a place for exchanges and discussionsin
which qualified directors are able to influence the management skills of the manager and where the debate
can lift some disagreement about the value of the strategy. Governance mechanisms must guide the leader
and allow him to make decisions that create value through innovation and organizational learning.
This aspect of governance introducing some aspects associated with the internal characteristics of the firm
as "information processor”, which involves cognitive patterns of interpretation. He said the role of
governance is a system for monitoring possible schemes for organizing the functions of allocation of
information between the various participants in the organization.

This vision includes proactive governance including the behavioral theory of the firm based on the
work of Simon (1947) and Cyert and March (1963), evolutionary theory, theory of organizational learning
and theories of resources and skills.

In cognitive vision of governance, the role of the board goes beyond the interests of shareholders; it

is a mechanism to ensure the best possible cooperation between managers and shareholders (Charreaux,
2000).
It acts as a hierarchical body which, in addition to its role of arbiter in the rent sharing, should encourage
teamwork. Thisrepresentation allows the board to better understand the presence of directors as employees,
bankers and suppliers. Thus, the inside directors can not only protect their specific investments, but also
provide new information to enhance value creation. The role of the board is no longer limited to monitor
managers to shareholders, it also acts to protect the set of relationships that create value, preserve and
enhance the productive nature of the nexus of contracts, either by providing a shared fair and adequate
incentive among different partners, by providing expertise (Charreaux, 2000). The company represents a
system of stakeholders aiming to create value for stakeholders. The purpose of the governance mechanisms
should be to maximize the global creation of wealth by the company.

The key concepts of the cognitive approach
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Value creation: operating skills, knowledge and organi zational learning

The common cognitive theory is that value creation comes from knowledge. The source of value
creation islinked to elements difficult to imitate and which provide asignificant competitive advantage and
sustainable. The determinants of value creation as it is spoken in the cognitive theories are some of
sociological and other psychological.

The behavioral theory (behaviorist theory) gives more prominence to the psychological dimensions
of value creation. Achieving the desired performance requires knowledge of the behavior of actors or
groups of actors in an organization. Two assumptions underlie this theory: the rationality of individuals is
limited (Simon, 1947) and the organization consists of acoalition of actors with specific objectiveswhich is
asource of differences and potential conflicts.

Accordingly, a principle of maximizing the satisfaction replaces the traditional principle of
maximizing value for shareholders. The decision process is interactive and emerging and the possibility of
organizational learning.

The controls in this context are intended to ensure the sustainability of the organization.

For this, the officer must complete a mission animation and mediation to help the players to coordinate.
These devices must also inform the levels of contributions of different actors and so on payments possible,
thus allowing areduction of "organizational slack”. To achieve these ends, the controller must measureand
transmit signals external and internal, stable behavior and encourage self. Non-financial indicators
(absenteeism, productivity indicator ...) learning about the behavior of each can increase the cement of the
coalition.

In theories of organizational learning, competence creating value comes from the knowledge of
organizational routines and especially for evolutionary theory (Nelson and Winter, 1982), knowledge of
their developments. Routines are patterns of behaviors and interactions that individuals are able to use to
deal with different situations that arise. The construction of these routines is the organizational learning
(collective). They are usually tacit (neither codified nor transferable).

Nonaka and Takeuchi (1998) explain the creation of organizational knowledge and organizationa
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learning to distinguish the dominant behavior (learning "how to" by observation, imitation, experience) and
a predominantly cognitive ("the learning outcomes are a change in cognitive results in information

processing and leads to increased knowledge or changes in patterns of interpretation. "

The learning process will involve then the "know how" and "why"). An organizationa learning process
involves a comprehensive behavioral and cognitive change. The plurality of non-financial indicators and
their high frequency including those focused on training, the rate of turnover may be justified in theory in
order to create organizational learning. The participation of other stakeholders in the knowledge of
employees is aso important (opinions of customers on products, services ...). Note also that the creation of
organizationa knowledge is initially transferring tacit knowledge within a group, sharing of information.
The nature of the information to be communicated is not dictated by the hierarchy but emerges from the
communication between the groups (tacit knowledge is inherently difficult to transfer, the transfer will be
primarily through dialogue and less formal way through indicators).

In evolutionary theory, the evolution of an organization due to relevant operating skills called
secondary. Evolutionary theory can also be used to understand that non-financial indicators (such as other
management practices, such as the ABC method) can be introduced and maintained or otherwise rapidly
rejected by studying the existing organizational routines (Burns and Scapens, 2000). The Movement for
Resources and Skills stems from thework of Ricardo (Arrégle, 1996) during which the concepts have been
developed for pension and quasi-rents. The Ricardian rent is in the possession and use of a common
strategic asset whose supply is limited and cannot be easily imitated or created. The quasi-rent is the
specificity of an asset that may be worth more than a company as a competitor. These assets are difficult to
imitate, difficult to substitute and exchangeable in a market. The MRC is part of broader evolutionary
theories which postulate that the structural dimension of business performance is not their competitive
position, but managing the evolution of their technical processes and their organizational processes.

The MRC leads therefore to refocus strategic thinking in the heart of the company in attempting to

identify its scarce resources and more specifically human and organizationa skills, that is to say its
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Intellectual Capital. The elements of Intellectual Capital are perceived as strategic resources chip, capable
of giving companies a competitive advantage. MRC refers to a strategic interactionist mode of identifying
the resources and skills, and to analy ze the interaction between these resources and skills and environmental
conditions.
Control modes of communi cation and exchange and training

In general, cognitive theories are based on emerging modes of control. These control modes are
aiming to coordinate routines. It is also to promote the emergence of these secondary skills by providing
detection devices and adequate analysis (concept of leading indicators) and facilitating organizational
learning: promoting exchanges, communication and training. In addition to this overview, it is interesting to
show that certain theories in organizationa control, that is to say, theories of performance appraisal and
pilot organizations, are part of the cognitive perspective. We present two approaches particularly significant.
Uncertainty, the company must use other methods of control that the control of a disciplinary nature
(checking that the results are up to the goals and behaviors are accordance with the requirements of
managers). Modes of control refer to contractual paradigm, while the informa modes of control, through
culture and self-refer to the cognitive paradigm.
Cognitive resources and growth opportunities

The emergence of a governance model extended to cognitive limitations of the model comes from
the explanatory force (Rgan and Zingales 2000; Charreaux, 2002, 2002). This model seeks to explain the
long-term success of firms and specifically why some firms are more profitable than others (Jensen and
Meckling, 1976). In this traditional view of governance inherited from the seminal work of Berle and
Means (1932), the value created is essentially the control over the executive. Indeed, shareholders owners
delegate decision rightsto their leader, they must ensure that it does not use them for its exclusive benefit or
do not waste. It is therefore to limit the discretion of the officer via the internal (board of directors, audit
committee, independent directors) and externa mechanisms (financial market, labor market leaders,
regulators). The value created from the effectiveness of the mechanisms in place. However, as noted

Charreaux, (2002), it may happen that aleader who has achieved good financial results is still crowded.

14
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

Taking the founding texts of current theories contractual, Charreaux (2002) shows that the source of the
performance comes not only from the elimination of opportunistic behavior. In addition to the disciplinary
aspectsis the ability of management to organize production and to acquire knowledge that enables firmsto
be more productive. Financial resources are supplemented by cognitive resources involved in the strategic
choices (Charreaux, 2002).

Shareholders, but also other creditors, provide financial and cognitive (Charreaux, 2000). The
introduction of the cognitive dimension of governance emphasizes the concepts of knowledge and learning
and this in an evolutionary perspective in the sense of Nelson and Winter (1982). Knowledge is an
interpretation of information by individuals. In this context, information is collected, processed and
interpreted and there is a real organizational learning within the firm. This learning begins with the
interactions between the board and the manager and can also develop inside the firm.

Organizationa learning for; the acquisition of individua skills but also the development of
collective skills, the subject of many schools of thought.

There aretwo main types of learning; The first concernsthe exploitation of existing knowledge and
skills (or internal resources), in the context of relatively stable systems, while the second develops the
exploration of new opportunities (or resources) in amore complex and turbulent. In the first case, learning
is oriented management experience and in the second case, it is experimenting with new internal processes
or to challenge existing processes in amovement of regeneratio.

In this context, the board helps the leader to develop or modify its vision (Charreaux 2002, Wirtz,
2006). The board becomes (or becomes) areal forum for discussion and is not simply "rubber stamp" to
which he is sometimes compared. In fact, the skills of directors (or shareholders), their social networks
become predictors of the value created by firms. The board can also be seen as a mechanism to harmonize
existing cognitive schemas in the firm and in this context, the composition of the board plays an important
role. Infact, it'smorediverse board is decisive rather than independence (Charreaux, 2002). In this scheme,
the entrenchment of the manager is not necessarily bad for the firm, it is even necessary to promote the

construction of a shared vision and create value between the leader and the rest of the
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stakeholders.Cognitive conflicts must be able to speak is through them that new opportunities can be built,
it is however desirable to alleviate the consequences, by consensus or by the game of corporate culture.
Governance and financial governance cognitive classic not opposed but complementary (Wirtz, 2006) and
where appropriate, use existing skills or explore new opportunities, one or other of the dimensionsthat will
be more relevant another. Under this analytical framework, it is no longer conflicts of interest must be
reduced and "channeling” but the cognitive conflicts. The framework proposed moving away from a
governance perspective to include strict discipline, in explaining firms' long-term, preservation and
exploitation of internal resources but aso the exploration of new resources.

Cognitive levers: innovation, capabilities and specific skills

Visions shareholder and partnership adopt a vision of legal and financial governance focuseson the
levers disciplinary expected to provide the distribution that maximizes the value (that is to say that
minimizes agency costs): the source of value creation created is purely disciplinary and linked to the
minimization of conflict. If the disciplinary approach isstill appropriate in the case of corporate managerial
capital dispersed, recent studies highlight the restrictive nature particularly in the case of innovative firms
(Charreaux, 2002; Wirtz, 2006). Value creation could not be reduced to a simple problem of discipline, but
would aso include a cognitive dimension, actually centered on the levers cognitive related to innovation
and learning, which can create value. At the various strands of research in strategy, this approach highlights
the central role of knowledge, skills and specific skills of the manager and his team (Kogut and Zander,
199). This knowledge is often tacit.

They contribute to both encourage innovation and strengthen competitive advantage and appear as
real vectors of sustainable value creation (Wirtz, 2006). Cognitive theories are based on four common. The
first is the current behavior (Simon, 1947) in which the firm is seen as a political coalition and a cognitive
institution that adapts and learns (organizational learning).

The second is based on economic theory of evolution Neo-Schumpeterian (Nelson and Winter,
1982) which defines the firm as an entity comprised of activities in a coherent way, a repertoire of

productive knowledge, a system of interpretation, which emphasizes the notion of competition based on
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innovation.

Thethird is based on the theories of the strategy based on the resources and skills (" resource based
theory") that show the company as both a set of resources and an entity accumulation of knowledge guided
by the vision of leaders due to their experience. As such, sustainable growth must be supported by the
ability to learn and specificity of the stock of accumulated knowledge. The fourth is the power of
organizational learning (Argyris and Schon, 1978) which emphasizes cognitive learning organizations.

The cognitive approach is novel in that it allows indigenizing the question of the origin of
investment opportunities. Indeed, in the traditional view, the firm is interested few, if any, the source of
investment opportunities. These opportunities are being "° available to policymakers °" in the image of a
varied menu in which the leader would only have to choose "al possible activities for acompany and their
characteristics in value creation are given exogenously. Although the information on this subject is
distributed asymmetrically, it exists, is "objective" and can in principle be obtained, although it sometimes
involves a significant cost "(Wirtz, 2006). To illustrate this idea, Wirtz cites the example given by Jensen
(1993) on overcapacity in the tire industry: the assessment of overcapacity due to the introduction of new
technology, theradial tire, is objectively verifiable; the opportunities for value creation in this industry are
given (just to learn).

In this context, discipline is exerted on the head to force him to make the best choice possible
through a reduction in information asymmetry. On the contrary, the theories "cognitive" introduce the
notion of knowledge and not just information. If the information is seen as a closed set, objective (that isto
say, potentially accessibleto all individuals) data on the impacts of possible events, knowledge is an open
set, subjective, resulting from the interpretation information by individuals, according to their cognitive
models.

The construction of aunique investment opportunity, for example through technological innovation
depends not only information (ie information that could have built the way), but also knowledge specific
(and tacit) of its designers.Contrary to information in principle transferable to third parties, knowledge,

built asamental or cognitive structure, is asubjective concept and depends largely on the specific trajectory
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of the holder (Fransman, 1994). Through the case of Air Liquide Group, Wirtz (2006) proposes an gpproach
that integrates both the disciplinary and cognitive dimension by showing that the weight of thesetwo levers
depends on the stage of business development. It highlightsthe potential asymmetry of knowledge between
an officer and shareholder in innovative companies. This is a source of conflict that are explained by the
mutual incomprehension between the two parties, not just by asimple difference of interest. These conflicts
lead costs, called cognitive costs (Charreaux, 2002, resulting from both dysfunctions caused by the mutual
incomprehension of the various stakeholders and costs incurred to overcome the differences in the
assessment of investment opportunities (in time and resources devoted to discussion, explanation,
etc.).Wirtz (2006) appropriately distinguishes three kinds of cognitive costs: the costs of mentoring,
generated for "standards to" the behavior of managers to the practices in the professional world of partners
(such as a venture capitalist who helps a young shoot of high technology to comply with the purposes of
financial reporting for capital ...), the costs of conviction, committed to understanding the intrinsic interest
of aproject and costs associated with residual cognitive misunderstanding on the part that remains.
Cognitivetheory of governance: a different view of value creation

This theory rejects the assumption of calculative rationality in favor of a so-called procedural
rationality. Rationality can be assessed more in terms of decisions, but the processes that govern them. In
this theoretical approach to governance, value creation depends primarily identity and skills that are
designed as a coherent whole (Teece et al, cited by Charreaux, 2002).

Similarly, the pattern of creation and ownership of the value that underlies it, is different from that
underlying the disciplinary theories. In this approach, the organization is seen asarepository of knowledge
able to perceive new opportunities, create value in a sustainable manner. The value comes from the
emergence of all the opportunities. In addition, particular emphasis is given to the productive capacity both
in terms of innovation for coordination.

In acognitive perspective, Charreaux (2002) defines corporate governance as the set of mechanisms
that have the potential to create value through learning and innovation.

Each of these theories suggests different modes of value creation. If the first two theories have a more static
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value creation, the cognitive approach gives adynamic view. These three theories give a different view of

governance mechanisms and ultimately to implement.

3. Resear ch M ethodology
Methodological tools

| choseto approach theperformancesof the actorsof the company by usinga common
technique in cognitive approaches, that of cognitive mapping. This is a graphical modeling technique of
cognition used in numerous studies in management sciences.

The cognitive map isnot the only tool for analyzing the managerial cognition, but it isthe most popular for
the presentation of cognitive structures.

Cognitive mapping is a technique now well established captures the minds of the players about
aproblem or situation. A cognitive map allows you to view certain ideas and beliefs of an individual on a
complex areasuch ascorporate governance. A cognitive mapis usualy defined asthe graphical
representation of aperson's beliefs about a particular field.

A map is not ascientific model based on an objective reality, but a representation of a part of the world as

seen by an individual.

Description of the empirical investigation

To meet the research objectives mentioned above, a survey was conducted among players in the
company of Tunisia. | have chosen as exploratory approach using multiple case studies.
Themultiple case studiesseek a better understanding of the phenomenon. They are tostudy a
phenomenonin its natural settingby working withalimited number of cases. They are
particularly interesting in the case of exploration of little-known phenomena. The case studiesthus
allow multiple accounts the specificities and characteristics of corporate governance.
The data is from10 firms. The decision to base my study on a sample of firmsfrom various sectorsis
based on the assumption that a variety of issues will be addressed as well.

Theoutput is acognitive map for actorsreflecting their perceptionsvis-a-vis the stakeholder
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approach of corporate governance. The method used to create cognitive maps is the questionnaire.
Presentati on of the questionnaire

The questionnaire is divided into two parts: the first identifies the company and the second deals
with corporate  governance. For the second part, relating to corporate  governance, we
interview actors from the firm on stakeholder approach of corporate governanceby providing alist of
conceptsfor  each approach with systematic  exploration grids and  matricescross.  Systematic
exploration of the grid is atechnique for collecting materials.

Each player is encouraged to exploretheir own ideas or cognitive representations in relation to
its strategic vision. The subject is asked to identify important factorsthat he said will have an impact on the

key concept related to an approach to corporate governance.

COCOCD COCOCD COCOCH
5 ‘t) Q’FCD (/QCD

(2 () ()!;) CD

COCHC D COCTOHTD COHCHCD

Figurel: Grid systematic explor ation

Regarding the cross-matrix, it is also a technique of data collection and the basis for the construction of
the cognitive map. The matrix is presented in theform of a tablewith n rows and n columns. Box of
index (i, J) indicates the relationship between concept i and concept j.

The actors manipulate the key concepts and assign pairs of concepts depending on the nature and degree of
proximity sensed between these concepts.

Tablel:

Adjacency matrix
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Conceptl Concep2 ... Concept n
Conceptl 1
Concept2 L21 1 L2n
...... 1
Concept n Lnl Ln2 1

Proposal for modeling cognitive maps

When it is difficult to identify the goals, an integrated approach of performance provides a holistic
view in which the performanceis analyzed by the processesthat lead, through the performances of the
actors. Theserepresentation processes are two problems of implementation: the sharing of representations
of actors and the identification of dominant representations in the organization in order to act upon them.

The construction of this representation necessarily requires a model that allows understanding to
act is "an action of intentional design and construction, for composition of symbols, patterns that would
make a complex phenomenon intelligible perceived.
In this context, the use of cognitive mapsseems relevant, because they can take into account the
complexity and comprehensivenessof the systemin which [the behavior]is embedded, while
maintaining access to the analysis" (Komocar, 1994). The value of the tool is instrumental (Audet, 1994),
it allows both improving their actions and making sense.

Cognitive mappingisused as a tool for representation of an idiosyncratic schema (Cossette,
1994), a pattern is "acognitive structurethat guidesthe cuttingof reality, the interpretation of
events, and action individuals ", pattern unique to each individual, causing it to have its own behavior.

The congtruction of cogniti ve maps

We will see at first step that allowed the construction of concepts, methodological approach that
we discuss. Then we will examine how the cards were dealt.
Concepts

We addressed thisissue by the representations constructed by players using the method of cognitive
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maps, amethod that can be applied to poorly structured situations. An analysis based on cognitive mapscan
understand this process of structuring, as this model is to build or rebuild the mental simultaneously
modeling. This construction takes the form of astructure, carrier for clarification.

It helpsto identify waysto implement to achieve a given goal, the same way it helpsto identify the
goalsjustifying the use of such means. Finally, it facilitates communication and negotiation.

There are two mgor trends in the construction method of the cards: the determination of the
concepts can be ex ante, or subsequent interviews with respondents for whom the cards are built. Komocar
(1994) links the question of determining nodes - or concepts - and links to two paradigms. In the
phenomenological paradigm, the universe is largely unknown. The emphasis is on describing the world
from the experiences of people who experience it.

Nodes and links are determined directly by the participantsthat advocate Cossette and Audet (1994),
not to deprive the subject of representations. the questions should be invitations for the respondent
verbalizes histhoughts on what he considersimportant subject of research (Cossette, 1994). In addition, the
researcher cannot force the subject to consider every possible link because the links must be made
spontaneously or in response to open questions, so that the subject constructsits reality (Cossette and Audet,
1994). In the normative paradigm, the universe is more or less determined. The focus is on operational
definitions and research plans reproducible. Observers, different participants, may determine the
relationship between variables and nodes that can be.

Komocar proposesto take account of these two paradigms by adopting the following position: the
nodes are determined a priori, and the links between these nodes are determined by the participants
(Bougon et a. 1977; Komocar, 1994; Markoczy, 2001).

We selected 19 concepts for the partnership approach to their ability to describe the field of
governance. We were guided in this by a literature review and an exploratory study based on a
guestionnaire made up of grids of systematic exploration and cross-matrices. The concepts presented in the
table below.

Table2:
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K ey concepts for stakeholder approach

1.Knowledge (KN)

2. Creation of value (C V)

3. Competence (COMP)

4. Organizationa learning (LORG)
5. Control (CON)

6. Communication (COMM)

7. Training (TR)

8. Cognitive resource (RES COG)
9. Growth opportunity (GR OPP)
10. Innovation (INN)

11. Specific capacitance (SP C)

12. Rationality (RAT)

13. Patterns of creation and ownership of the annuity (PCOA)

14. Repertoire of knowledge (REP KN)

4. M aterials and methods of structural analysis

Analysis of the results led initially by apreliminary investigation of perceptionsthat are playersin
the Tunisian company vis-aVvis the stakeholder approach of governance.
This investigation was limited to the analysis of acollective cognitive map for al company, prepared
on the basis of systematic exploration grids completed by the actors of the company.
From cognitive maps, we could identify and qualify the designs are the actors of the field of corporate
governance.

The development and analysis of cognitive maps were made using the Mic-Mac software.
Our initial investigation focused on two elements: the relative importance of concepts and analysis of the

dynamicsof influence/ dependence concepts (or variables) in the cognitive universe of players in the
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company. The relative importance of concepts was evaluated from the MIC. Mic-Mac program allowed
us torank theconceptsin order to "balance" and "dependency."Thusarisethe ideas that dominatein
the cognitive universe of players.

Overview of gructural analysis method

The main objective of structural analysisis to identify themost important variables in
determining the evolution of the system. Inspired by graph theory, structural analysisis based on the
description of a system using a matrix linking all its components. By weighting these relationships, the
method highlights thekey variablesto changes in thesystem.Asa tool, we optedfor the
software "Micmac" (cross-impact matrices, Multiplication Applied to Classification).

The first step of the method MICMAC is to identify all thevariables characterizing the system
under study (both external and internal variables). The second step involves the linking of variables in the
construction of the matrix of direct influence and potential. Indeed, this approach is supported by thefact
that inasystemic approach, avariable exists only through itsnetwork of relationshipswith other
variables.

It is fromthis matrix what hasidentified the key variables. Indeed, we obtainthe classification by
the direct sum row and column. If the total connections line indicates the importance of the influence of a
variable on the overall system (direct motor level), the total column shows the degree of dependence of
one variable (level of direct dependence). The ranking against indirect detects hidden variables through
amatrix multiplication program applied to indirect classification."This program allows us to study the
distribution of impacts by the paths and feedback loops, and therefore to prioritize the variables in order
of influence."

Matrices and process ng MICMAC method

All structural analysis matrices above have been established only from direct relationships
between variables. However, it is clear that a variable can also exert influence on other variables
indirectly, or through another variable ("path" of order 2), or through several others exercising their

influence cascaded through "paths' for longer and longer, and can also loop over themselves. The
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classification of motor skills may be significantly altered, and understanding the mechanisms of the
system similarly.

Establish direct relations matrices indirect paths of length two, then three ...then N would quickly
become intractable.

A relatively simple mathematical processing (multiplication of a matrix by itself, and elevation of
the power matrices N) solves this problem. Benefiting from the spread of computers and personal
computer, the method MICMAC (cross-impact matrix-multiplication applied to classification) is a
commercia version.As expected, the rankings of variables by motor / decreasing influence (or
dependence) generally find it changed. But experience has shown that these rankings become amost
stable after three or four students to the power, and they are clearly the importance of some new variables
in terms of their indirect influences.

Map and analyzed at the collective level, the map is the collective model of mental representations
of several people on a research topic identified. In some cases, the cards are developed by collective
aggregation of individual cards and in other cases they are developed directly by building a group card. In
the first case, the card is called collective and composite map is constructed by superimposing individual
maps (M.G. Bougon & J.M. Komocar, 1994; M.G. Bougon, 1977; J.Ford& H. Hegarty, 1984). While in
the second case, the cards are called strategic and more individuals come to gether to create a community

card. It then seeks to map the shared perceptions of a group of individuals on a particular area.

PRESENTATION OF VARIABLES

LIST OF VARIABLES
Knowledge (KN)
Creation of value (C V)
Competence (COMP)
Organizational learning (LORG)
Control (CON)
Communication (COMM)
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Training (TR)

Cognitive resource (RES COG)
Growth opportunity (GR OPP)
Innovation (INN)

Specific capacitance (SP C)
Rationality (RAT)

Patterns of creation and ownership of the annuity (PCOA)
Repertoire of knowledge (REP KN)

THE INPUT

This step was to compile amatrix of direct influence between these variables in a scoring session.

Matrix of direct influence (MID) which describes therelationship of direct influence between the

variables definingthe  system and the Matrix Influences MIDP represents

the potential

direct influencesand dependenciesbetween existing and potentia variables. The scoring has

developed the input matrix "matrix of direct influences (MID).

The influences are rated from 0 to 3, with the ability to report potential influences.

MATRIX OF DIRECT INFLUENCES (MID)

Matrix of direct influence (MID) describes the relationship of direct
variables defining the system.

Table3:

Matrix of direct influences

influences between the

o @] (@) - (@) (@) = X o > (0))] Py Bo) Py

z < O O O O XM m X % ('g > O m

2 Py p Z %g e 4 O ;

° @ < o B > 2

0]
KN 0 0 0 0 0 0 0 0 0 2 0 3 0 1
cVv 0 0 0 1 0 0 0 P 0 0 0 0 0 0
COMP 0 0 0 0 0 0 0 0 0 0 0 0 0 0
L ORG 0 1 2 0 P 0 0 0 0 2 0 3 0 2
CON 0 1 0 0 0 3 0 0 0 2 0 0 0 0
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COMM
TR

RES COG
GR OPP
INN

SPC

RAT
PCOA
REPKN

0

0

0

0

2

0

0

0

P

0

0

0

0

0

0

0

P

2

0

0

1 0 3
0 0 0
0 0 0
0 0 1
3 0 0
0 0 0
0 0 2
1 0 0
0 0 0

The influences are rated from 0 to 3, with the ability to report potential influences:

0: No influence

MATRIX OF DIRECT POTENTIAL INFLUENCES (MIDP)

1: Low

2: Average

3: Strong

P: Potential

The Matrix Influences MIDP represents the potential direct influences and dependencies between existing

and potential variables.

It complements the matrix MID also taking into account possible relationshipsin the future.

Table4:

Matrix of potential direct influences

2858 87323z 942332

:3° £ & ¢ "8 3

0 < QO =T zZ

®
KN 0 0 0 0 0 0 0 0 0 2 0 3 0 1
CcVv 0 0 0 1 0 0 0 3 0 0 0 0 0
COMP 0 0 0 0 0 0 0 0 0 0 0 0 0
L ORG 0 1 2 0 3 0 0 0 0 2 0 3 0 2
CON 0 1 0 0 0 3 0 0 0 2 0 0 0 0
COMM 0 0 0 0 3 0 0 2 0 0 0 1 0 3
TR 0 2 0 0 0 0 0 0 0 1 0 0 0 0
RES COG 0 0 2 0 0 0 3 0 0 0 3 0 0 0
GR OPP 0 1 0 0 1 0 0 0 0 0 0 0 0 1
INN 2 0 0 1 0 0 2 0 3 0 0 3 0 0
SPC 0 1 0 1 0 0 0 2 0 0 0 0 0 0
RAT 3 0 0 1 0 0 0 1 0 0 0 0 0 2
PCOA 0 0 1 0 1 0 3 0 0 2 0 1 0 0
REPKN 1 0 0 3 0 0 2 0 0 0 1 0 0 0
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The influences are scored from 0 to 3:
0: No influence 1. Low 2. Average

3: Strong

5. RESULTS OF THE STUDY
DIRECT INFLUENCES
Characteristic of MID
This table showsthe number of 0, 1, 2, 3,4 of the matrix and displaysthe filling ratio calculated asthe
ratio between the number of MID values different from 0 and the total number of elements of the matrix.
Table5:

Characteristicof MID

Indicator | Size of | Number | Number | Numbre | Number | Number | Number | Total | Fill rate

matrix | of of zero | of one of two of three | of P
iterations
Vaue 14 2 149 19 14 10 4 47 23,97959%

Stability from MID

If it is shown that any matrix must converge to stability after a certain number of iterations (usually 4 or 5
for amatrix of size 30), it was interesting to monitor the stability during the successive multiplications.

In the absence of established criteria mathematically, it waschosen to rely onthe number of
permutations (bubble sort) necessary to classify each iteration, influence and dependence, al the variables
of the matrix MID.

Table6:

Stability from MI1D

I TERATION INFLUENCE DEPENDENCE

1 104% 105 %
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I TERATION INFLUENCE DEPENDENCE

2 98 % 105 %

Sum of rows and columns of MID
This table is used to enter the sums in row and column of the matrix MID
Table7:

Sum of rows and columns

N°  VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Value creating 6 6
Opportunity 1 6
3 Contract node 0 5
4 Specific investment 10 7
5 Specific human capita 6 2
6 Responsibility multiple 6 3
7 Power 3 7
8 Legetimacy 5 5
9 Profit 3 3
10 Residual claim 11 9
11 Annuity 4
12 Distribution 7 11
13 Conflict 8 0
14 Asymetric information 7 9
Totals 77 77

POTENTIAL DIRECT INFLUENCES

Characteristic of MIDP

This table showsthe number of 0, 1, 2, 3.4 and MIDP matrix displaysthe filling ratio calculated asthe
ratio between the number of MID values different from 0 and the total number of elements of the matrix.
Table8:

Characteristic of MIDP

INDICATOR V ALUE
Size of matrix 14
Number of iterations 2
Number of zero 149

169

| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

INDICATOR V ALUE
Number of one 19

Number of two 14
Number of three 14
Number of P 0

Total 47

Fill rate 23,97959%

Stability from MIDP

If it is shown that any matrix must converge to stability after a certain number of iterations (usually 4 or 5
for amatrix of size 30), it was interesting to monitor the stability during the successive multiplications.

In the absence of established criteria mathematicaly, it waschosen to rely onthe number of
permutations (bubble sort) necessary to classify each iteration, influence and dependence, the set of
variables.

Table9:

Stability from MI1DP

| TERATION INFLUENCE DEPENDENCE
1 102 % 117 %
2 91 % 93 %

Sum of rows and columns of MIDP
This table is used to enter the sums in row and column of the matrix MIDP.
Table 10:

Sum of rows and columns

N°  VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Value creating 6 6

2 opportunity 4 6

3 Contract node 0 5

4 Specific investment 13 7

5 Specific human capita 6 8

6 responsibility multiple 9 3

7 power 3 10
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N° VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
8 legetimacy 8 8
9 profit 3 3
10 Residual claim 11 9
11 annuity 4 4
12 distribution 7 11
13 conflict 8 0
14 Asymetric information 7 9
Totals 77 77

INDIRECT INFLUENCES
Matrix of indirect influences(MI11)

The matrix of indirect influences (M) isthe matrix of direct influences (MID) high power, by successive
iterations. From this matrix, a new classification of variables high lights the most important variables of
the system. Indeed, itrevealsthe hidden variablesthrough amatrix multiplication program applied
to indirect classification.

This program allows us to study the distribution of impacts by the paths and feedback loops, and
thereforeto prioritize thevariablesin order of influence, taking into account the number of pathsand
loopsof length 1, 2,... nfrom eachvariablein order of length, taking into account the number of
pathsand loopsof length 1, 2, ..narriving oneach variable. The ranking is stablein general from
an increase in the order 3, 4 or 5.

Table1l:

Matrix of indirect influences

) (@) O — O O = ) ® = wn Py jo) pY)
z < ¢ 9 ¢ ¢ ® M A £ 8 B Q m
= 2 =2 2 @ o o A 9 2
v < o I p
®
KN 24 21 22 25 6 0 12 8 0 50 15 66 O 48
cVv 15 0 0 2 0 0 8 3 6 0 2 6 0 0
COMP 0 0 0 0 0 0 0 0 0 0 0 0 0 0
L ORG 24 36 30 26 6 0 12 10 0 62 15 81 0 57
CON 36 17 18 36 6 0 18 9 0 18 27 21 0 34
COMM 2 31 22 15 0 0 4 18 0 38 5 48 0 26
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TR 9 10 6 3 3 0 0 3 0 2 0 15 0 17
RES COG 0 3 18 3 0 0 0 0 0 6 18 9 0 6

GR OPP 4 9 8 4 0 0 4 8 6 12 0 24 0 18
INN 56 6 12 64 0 9 42 9 24 30 22 60 O 33
SPC 15 7 2 18 0 0 8 15 6 2 2 9 0 8

RAT 57 19 12 41 0 0 26 22 24 20 5 48 0 38
PCOA 30 17 8 24 6 0 14 12 15 24 5 48 0 40
REPKN 63 1 6 51 0 0 34 12 30 2 13 33 0 26

The values represent the rate of indirect influences
Sum of rows and columns of M1

This table is used to enter the sums in row and column of the matrix MI1.

Table 12:

Sum of rows and columns

N° VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Value creating 303 335
2 opportunity 58 183
3 Contract node 0 164
4 Specific investment 359 322
5 Specific human capita 240 27
6 responsibility multiple 209 9
7 power 78 182
8 legitimacy 63 129
9 profit 97 111
10 Residual claim 367 276
11 annuity 92 129
12 dispersion 312 468
13 conflict 243 0
14 asymetric information 271 357
Totals 77 101
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POTENTIAL INDIRECT INFLUENCES

Matrix of potential indirect influences (MIIP)

The Matrix of Potential Indirect Influences (MIIP) is the matrix of direct influences Potential (MIDP)
high power, by successive iterations.

From this matrix, a new classification of variables highlights the potentially most important variables of
the system.

Table 13:

Matrix of potential indirect influences

2358 87283z 42332
58 ° 2 8§ S22
QO =T pd

(0)
KN 24 27 2 25 30 0 21 8 0 50 15 66 O 48
CcV 15 30 0 210 9 8 24 6 15 2 6 0 6
COMP 0 0 0 0 0 0 0 0 0 0 0 0 0 0
L ORG 36 3 36 35 69 0 42 37 18 62 24 108 O 84
CON 36 26 24 36 15 27 45 9 0 3 36 21 0 34
COMM 14 43 22 24 57 0 19 45 18 44 5 75 0 53
TR 9 10 18 3 2 0 18 3 0 12 18 15 0 17
RES COG 6 3 18 12 9 0 24 27 9 6 18 18 0 6
GR OPP 4 9 14 4 21 0 13 11 6 2 9 24 0 18
INN 56 9 12 64 9 18 51 33 24 3 22 60 0 33
SPC 15 22 8 18 3 9 17 18 6 14 11 9 0 8
RAT 57 28 12 4 18 9 26 25 24 29 5 8 0 38
PCOA 30 17 8 24 24 0 17 33 15 24 5 48 0 40
REPKN 63 1 6 5. 0 0 3 12 30 2 13 33 0 26

The values represent the rate of indirect potential influences

Sum of rows and columns of MIIP

Thistable is used to enter are on the line and column of the matrix MI1P
Table 14:

Sum of rows and columns
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N°  VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Value creating 326 365
2 Opportunity 142 270
3 Contract node 0 200
4 Specific investment 587 358
5 Specific human capita 345 270
6 Responsibility multiple 419 99
7 Power 135 341
8 Legitimacy 156 309
9 Profit 145 156
10 Residual claim 427 360
11 Annuity 158 183
12 Distribution 360 531
13 Conflict 285 0
14 Asymetric information 350 411
Totals 77 77

6. Conclusion and implications of theresearch

Concepts (or variables) structuring the cognitive world of the actors can be projected in terms of
influence / dependence. The distribution of the point cloud variables in this plan, particularly in relation to
different quadrants is to distinguish four categories of variables.

The first quadrant includes the most prominent concepts in the dynamics of thought of the actors.
For the actors of that organization, the concepts of "control”, "communication" and "patterns of creation
and ownership of the annuity" are the most dominant in their cognitions reflecting an intention based on a
logic that differs from the cognitive discipline of logic. Returning to the systematic exploration of grids
for each actor, there is a balance of concepts expressing their orientation. For example an actor, these
concepts are expressed through statements such as "competence,” "productive capacity”, "learning
process». Thus reflecting an orientation to a productive logic.

The pattern of creation and appropriation of value underlying cognitive theories differ greatly
from those underlying the disciplinary theories, in which the productive dimension is either ignored or
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reduced to aspects incentives (Langlois and Foss, 1999).

It leads in particular to a different cause of the existence of the firm that allows not only to
distinguish the market but aso of its competitors, that is to say of him define an identity. For example, to
Foss (1996), firms exist because they can more efficiently coordinate collective learning process.

For Dosi (1994), firms are sets of key competencies and complementary assets associated with these
skills and boundaries of the firm must be understood not only in terms of transaction costs but aso in
terms of learning, path dependencies, technological opportunities, selection and complementarity of
assets.

The central element is the emphasis on the productive capacity both in terms of innovation for
coordination. Thus, the problem of coordination can be effectively made in defining the firm as a ssimple
information system; the coordination is done only on how incentive. It should be reformulated with
respect to a growth target based on the use of information, not knowledge but, it does not reduce the
collection of information but including processing and interpretation. This reformulation also implies a
more complex view of the firm as an open system and the abandonment of the concept of balance in favor
of that process.

The efficiency depends not only on technology but also the motivation and skills of the workforce,
organizational and managerial supervision, the latter two being based on the institutional structures and
routines and cultural norms inherited the past.

The perceptual dimension of the entrepreneurial function related to the ability of management to
think, perceive, build new opportunities also plays a key role, much more than the restructuring and
reconfiguration of the business portfolios of firms in response to changes in the environment. The goal,
remember, is to ensure sustainable value creation particularly through the construction of growth
opportunities.

In summary, the firm as a processor or repository of knowledge based on the following uses of the
cognitive argument: (1) the orientation of the activity according to the vision of leaders, (2) the creation

of knowledge as a basis for innovation and all investment opportunities, this knowledge with tacit and
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social nature, which makes them difficult to imitate, (3) the protection of the knowledge base, (4)
coordination of productive activity which involves the dimensions of the construction, operation and
transfer of knowledge far beyond the mere transfer of information, (5) conflict resolution, which exceeds
the only conflicts of interest to take a cognitive dimension.

This last point deserves special comment. A big difference from conflicts of interest and cognitive
conflicts is that so it is interesting to minimize conflicts of interest, as this goa seems suboptimal for
cognitive conflicts. Innovation, even simple adaptation, seems favored by the coexistence of conflicting
cognitive schemas (Foss, 1996). In other words, the efficiency gains resulting from the reduction of
cognitive conflicts can be more than offset by reducing the potential for innovation and adaptation. Here
we find the traditional opposition between "exploitation" and "exploration” or between "static efficiency"
and efficiency "dynamic" (Dosi, 1990).

The cognitive approach of the firm is to reconsider the role of governance. It must identify and

implement cost-effective investments in a dynamic efficiency perspective. According to Demsetz (1969),
to understand the influence of the institutional framework - so that the system of governance - on dynamic
efficiency, we must remember three objectives: (1) the ability to encourage awide variety of experiences
(2) the ability to promote investment for potentially successful experiment and to reject non-bearing
investments such prospects, (3) the ability to use extensively the new knowledge generated.
The criticism to the financial vision of governance joins this approach: we need to expand this vision in
order to consider the quality of the relationship between managers and investors and potential to increase
the efficiency of the firm to identify and build opportunities for growth. In a broader perspective, the
cognitive approach led to study the governance systems in terms of their influence on the different
dimensions of cognitive processes of value creation.

The cognitive approach also leads to a reconsideration of the traditional financial approach to
governance, in which the relationship between the firms with financial investors is limited to the
provision of capital and the only objective is to secure investment financial discipline better leaders. Or,

as suggested by various authors, finance also includes a cognitive dimension.
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Thus, Aoki (2001) believes that in the model of governance associated with venture capital, it is
not the venture capitalists ability to provide funding which is the most important factor, but that, on the
basis of his knowledge and experience, on the one hand, to select the most promising projects, on the
other hand, to deny financing (or refinancing) projects the least interesting, as soon as possible. Similarly,
Charreaux (2002, 2002) offers an interpretation of the funding policy based on cognitive arguments
explicitly involves the provision of expertise on the part of shareholders, including the industrial
shareholders. Such developments argue for a reconstruction of the financial governance vision extended
to the cognitive

For the actor 2, this orientation is expressed in statements such as "information"”, "organization”,

"value creation", "schemas", "conflict", reflecting a logic-based cognitive understanding of ownership of
the annuity. Visions cognitive focus primarily on the concepts of information and knowledge. From there,
the organization is characterized by its ability to learn and generate knowledge: beyond the role of
conflict resolution (contractual theories), the company produces knowledge that contributes to the process
of value creation. The concepts of learning, building skills and innovation are central. The second
guadrant contains the relay variables that are by definition both very influential and very dependent.
By analyzing the level of influence / dependence, there are players for the concepts or ideas illustrating
the concepts of "organizational learning”, "innovation", "Knowledge Directory", "rationality” and
"knowledge". The ideas of the players in the Tunisian firms tend to focus on three basic concepts namely
"property”, "investment" and "value creation".

In this sense, the performance results from the creation of wealth that comes from making an
investment that creates value. This achievement depends on the ability of each individual involved in the
investment process to derive a satisfactory gain.

This concept of extended value to the various stakeholders has the interest to show that the
creation of value not only the result of capital contributions by shareholders but the combined efforts of
al partners. Different approaches to the creation of stakeholder value are possible. Charreaux and

Desbriéres (1998) Conference to provide a method for measuring stakeholder value creation, based on an
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overal measure of the rent created by the company in connection with the stakeholders and not just
shareholders. According to these authors, the stakeholder value created is calculated as the difference
between the sales price (or cost) opportunity and the sum of opportunity costs of the stakeholders. For our
part, we proposed a model for creating full value of three modules: organizational value, economic vaue
and socia value. Organizational value is defined as the quality of management and operation of the
company. It contributes to the creation of economic value and socia value, which are interacting. This
integral value is a possible approach to stakeholder value. The measurement method of creating
organizational value that we have proposed is based on the socio-economic theory. The measurement of
organizational value creation is the sustainable reduction of hidden costs (or gain value). Organizational
value created can be used according to the strategy of company executives, creation of economic vaue
and / or social value. The model of value creation and stakeholder value integral we have proposed is part
of the problem of global and sustainable performance of the company.

The third quadrant contains the dependent variables or resulting. They are both influential and
very little dependent, particularly sensitive. They are the results of which is explained by the variable
motor and relay. Thus there are the strong dependence of a number of factors such as training variables,
and value creation. The fourth quadrant contains the independent variables are simultaneously influential
and little bit dependent. They are relatively excluded from the dynamics of thinking by the Tunisian
company.

The plan review influences / dependencies shows the existence of a number of independent variables such
as variables related to cognitive resources, opportunity for growth, specific capacity, etc..
Table 15:

Total of rows and columns

N°  VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Value creating 6 6
2 Opportunity 1 6
3 Contract node 0 5
4 Specific investment 10 7
5 Specific human capita 6 2
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N° VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
6 responsability multiple 6 3
7 Power 3 7
8 Legitimacy 5 5
9 profit 3 3
10 Residual claim 11 9
11 Annuity 4 4
12 Distribution 7 11
13 Conflict 8 0
14 Asymetric information 7 9
Totaux 77 77

Let W =W | + W cwith WI: total weight of the variable influence, Wc: total weight dependence.
Table16:

Relative importance of variables

Variables Poids
Value creating 12
Opportunity 7
Contract node 5
Specific investment 17
Specific human capital 8
Responsability multiple 9
Low 10
Legitimacy 10
Profit 6
Residual claim 20
Annuity 8
Distribution 18
Conflict 8
Asymetric information 16

Based on the study of the relative importance of concepts in cognition of Tunisian players in the
company vis-a-vis the different approaches of corporate governance, it is possible to advance the

following conclusions: Actors perceive the partnership approach of corporate governance at the level of
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concepts "organizational learning”, "innovation" and "rationality.” But the distribution of the point cloud
variables, one can distinguish the first quadrant which includes the most prominent concepts in the
dynamics of thought of the actors. For the actors of that organization, the concepts of "control”,
"communication” and "patterns of creation and ownership of the annuity" are the most dominant in their
cognitions, reflecting a cognitive logic that differs from that of the disciplinary logic. The design they
make the partnership approach is through different logics: one based on the valuation of a productive
logic and one based on an understanding of the ownership of the annuity.

The central element is the emphasis on the productive capacity both in terms of innovation for
coordination. Thus, the problem of coordination can be effectively made in defining the firm as a simple
information system; the coordination is done only on how incentive. It should be reformulated with
respect to a growth target based on the use of information, not knowledge but, it does not reduce the
collection of information but including processing and interpretation. This reformulation also implies a
more complex view of the firm as an open system and the abandonment of the concept of balance in favor
of that process. the firm as a processor or repository of knowledge based on the following uses of the
cognitive argument: (1) the orientation of the activity according to the vision of leaders, (2) the creation
of knowledge as a basis for innovation and all investment opportunities, this knowledge with tacit and
social nature, which makes them difficult to imitate, (3) the protection of the knowledge base, (4)
coordination of productive activity that involves dimensions of the construction, operation and transfer of
knowledge far beyond the mere transfer of information (5) conflict resolution, which exceeds the only
conflicts of interest to take a cognitive dimension.

Visions cognitive focus primarily on the concepts of information and knowledge. From there, the
organization is characterized by its ability to learn and generate knowledge: beyond the role of conflict
resolution (contractua theories), the company produces knowledge that contributes to the process of

value creation. The concepts of learning, building skills and innovation are central.
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ABSTRACT
This research paper examines the effect on consumer mind set when it comes under the influence of sales
person rational behavior or exchange oriented behavior (provide all suitable information to convert
inquiry in to purchase of goods). The research paper also focus on the effect of emotions in consumer
buying behavior, the paper further discuss emotions by dividing it into positive and negative emotions
and study its effect on goal attainment. Our primary interest is to find out the effect of salesperson
behavior and consumer emotions on consumer buying habits. Depending on the consumer mind —set and
the behavioral orientation of the salesperson either a congruent or an incongruent situation will be
perceived by the consumer.  This research is conducted in Jammu region on mobile |- tab and covered
most of its aress.
K eywords: Consumer assessment mind set, Consumer action mind set , Congruent outcome, Cognition,
Emotion , Motivation, Out come behavior, Salesperson behavior.

INTORDUCTION
This research examines the effect on consumer mind set and emotions during an encounter with
salesperson and also examines how consumer emotions effect on consumer goal attainment. Our primary
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motive is the interaction between a consumer motivational mind set and a salesperson’s behavior. The
interaction is posited to lead to the following (1) goal attainment as a result of congruent salesperson
attitude with situational consumer mind set; (2) effect of emotions on goa attainment/thwarting; (3)
outcome behavior as a result of motivation and emotions. This propositions stem from a central part of
the main theory in this research, which postulated that under a given motivational mind-set a consumer is
more likely to view certain salesperson behaviors as either congruent or incongruent with the consumer’s
motivation for entering the encounter. The motivation and emotions are likely to reflect to the consumer
goad attainment.
Conceptual overview

M otivation:
Consumer motivates by several factors when it enters interpersonal sales encounters; for example, to
gather specific information about a product category pr a particular brand, to make a desired purchase, or
simply to browse and find out what is new on the market. The concept of motivational mind- set used in
this research is based primarily on research carried out by Gollwitzer (1990) and Hilton and Darley (1991)
who differentiate between different types of motivational mind-sets. According to Gollwitzer and
Moskowitz(1996) a specific mind-set emerges when a person addresses the distinct tasks associated with
various action plans. Gollwitzer and colleagues (e.g., Gollwitzer and kinney 1989; Gollwitzer,
Heckhausen, Steller 1990) discuss deliberative and implemental mind-set and associate each with a
different phase of action. A deliberative mind-set associated with an individual’s need to choose between
goal options and an implemental mind-set associated with goa attainment. Similarly, Hilton and Darley
(1991) apply the labels of assessment and action mind-set in order to differentiate between mind-set that
stem from different motivations. The preceding provides an overview of the basic distinction between two
motivational mind-set’s utilized in this research. This research adopts the terminology used by Hilton and
Darley (1991), thus, focuses on consumers in either an assessment or an action mind-set.
Salesperson behavior:
The personal selling literature emphasizes the importance placed on a salesperson’s ability to adopt his or
her behavior (Weitz, Sujan, Sujan 1986;Goff,Bellenger,Stojack 1994, Whittler 1996). The same literature
streams also indicates that consumers at different phases of the decision making process are likely to view
the role of the salesperson differently (Kernan and Reingen 1984). Thus, it follows that behaviors deemed
appropriate in one situation may not be viewed as such in another. Based in part on theorizing by Cialdini
(1984, 1999) and Caildini and trost (1998), the present research proposes that the influence strategies used
by salespeople can be broadly classified as either relational-oriented behaviors or exchange oriented
behaviors. Relational —oriented behaviors are those designed to help from relational ties based on liking,
reciprocation, trust and expertise. Exchange oriented behaviors are those designed to reinforce decisions
and initiate action based on social validation, scarcity and legitimate authority. (Lazarus 1991), predict
that cognitive appraisal of the salesperson’s theories of emotions that are specifically related to the
congruency appraisal and the consumer’s mind set.
Emoaotions:

Emotions affect or cause the negative thoughts. Lack of motivation prevents new'
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learning. Emotions and learning occur in the brain. Learning means acquiring new knowledge and/or
skills. Learning requires thinking. Our thoughts influence how we feel. How we feel influences how we
think. These connections are bi-directional and complex. When we think about a happy incident, our
mood improves and when we think about an angry incident, we are likely to feel angry. Because we
cannot see emotions directly, we look to our behavior and to that of othersto indicate how we feel.
Emotions are acritical part of our learning (LeDoux 1993). The psychological states of the person also
affect goal attainment or goal thwarting are based on Higgin's (1987) self-discrepancy theory. Higgins and
colleagues (Higgins, Shah, and Friedman 1997; Forster, Higgins, and Idson 1998) link these
psychological states (avoid the negative/prevention focus, achieve the positive/promotion focus) with
specific emotional states, or emotiona orientations. . The research draws on Richins' (1997) development
of the Consumption Emotion Set, which contains individual emotions and specific clusters of emotions
related to the consumption domain.

Wr osch, Scheier, Miller, Schulz, & Carver 2003:
Predicts that during periods of goal engagement, individuals focus on what is important and ignore
irrelevant stimuli. They put key procedures in place, attune their attention and perception to stimuli that
trigger or cue behavior, and shield themselves from potential distractions. During periods of goal
disengagement, by contrast, goals are deactivated. This does not imply a gradual decrease in goal
engagement; on the contrary, goa disengagement is an active process whereby the processes typical of
goa engagement are counteracted. It involves degrading the original goal and enhancing the value and
attainability of alternative goals, defending self-esteem against experiences of failure and, more generally,
seeking to ensure that disengagement from a particular goal does not undermine motivational resourcesin
the long term (J. Heckhausen, 1999). Goal engagement and goa disengagement can be seen as two
motivational modes: go and stop. The thesis proposed in this research is that a consumer's motivation for
entering a sales encounter has an impact on various aspects of the encounter.

Literature Review
Here we examine the key constructs of interest like motivation, emotions, cognition and out- come
behavior.

Panksepp, 1998:

Predicts that the nature of separation distress was initiated in 1972 when the first neurotransmitter
receptor, for brain uploads, was discovered. Social attachment and addictive dependencies share three key
attributes: (1) an initial intense positive affect ("loving") phase, followed by (2) a tolerance phase with
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diminished positive feelings, which sets up (3) a powerful separation distress phase of opiate withdrawal
in drug addiction and physiologies of grief following social loss. Such hypotheses have been extended to
other high-incentive rewards, including food treats (Colantuoni et al., 2002).

Berkowitz, 1994 and Rubin, 1986: assumed that there is an obvious link between anger and behavior.
Moreover, individual differences may occur in this regard: Not everyone, if angry, will behave in asimilar
way (e.g., Bo"ddeker & Stemmler, 2000).

Taylor and Brown (1988): proposed that a mentally healthy person is characterized not by accurate
assessment of her or his qualities but typically by holding mildly self-aggrandizing perceptions of the self.
They argued that instead of being maladaptive these positively distorted self-perceptions actually foster
positive self-regard, the ability to care for and about other people, the capacity for creative and productive
work, and the ability to effectively manage stress. Despite the obvious positive consequence of moderate
self-enhancement, the disturbing question: How do people with inflated self-concepts effectively identify
and make use of negative feedback they may encounter in the world?

(Hiemisch, Ehlers, and Wester mann, 2002):

Predict that research on mind set such as addressed individual differences in the activation of deliberative
and implemental mindsets and their effects on cognition and behavior. For instance, mindset effects have
been found to be dependent on a person's achievement motivation (Pucca& Schmalt, 2001), social anxiety,
and goal commitment (Gagn6 & Lydon, 2001). In this research we check whether the consumer achieve
its goal, when it is assisted by the salesperson.

Adler, 1927; Cantor, 1994; Emmons, 1989; Grant & Dweck, 1999 and Mischel, 1973:

Proposed that person's goals facilitate understanding and predicting the person's behaviors.
Accordingly, not only researchers of personality but also ordinary observers seek the goals underlying
others' behaviors and rely on goal-related assumptions to predict others' future behaviors (e.g., Bassili,
1989; Read & Miller, 1993). The people expect others to pursue different goals in different situations,
such as job interviews, fraternity parties, and first dates (Cantor, Mischel, & Schwartz, 1982). In this
research we check the factors which effect goal actualization/ goal thwarting.

Hilton (1998)
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Motivation is defined as the activation of internal desires, needs and concerns which energize behavior
and send the organism in a particular direction aimed at satisfaction of the motivational issues that gave
rise to the increased energy (Pittman, 1998). Similarly, according to Hilton (1998), social perception
amost aways involves an interaction between motivation and cognition. Further researchers like Fiske
and Neuberg (1990) and Hilton and Darley (1991) also support the view that motivations shgpe cognitive
processes and that on€e's future goals are profiled by the met expectations.

Ingrasci 1981; Goff,Bellenger,Stojack 1994; Whittler 1996:

Emphasizes his interested in personal selling and the importance of a salesperosn’s ability to adopt his or
her behaviors based on perceptions of the consumer (e.g., Ingrasci 1981; Goff,Bellenger,Stojack 1994,
Whittler 1996). The concept of adaptive selling (Weitz, Sujan,Sujan 1986) has replaced previously held
approaches to personal selling that involved canned presentations and high pressure tactics. According to
Goff,Bellenger and Stojack (1994), selling should be part of the marketing practice and it should share the
same customer oriented philosophy and methodology.

Saxe and Weitz 1982:

Emphasizes on selling effectiveness and customer-orientation scale (SOCO), having an ideathat
behavioral appropriateness on the part of the salesperson is a determinant of effectiveness. But, the scale
was not intended to specify behaviors that are either sales or customer oriented, nor was it intended to
address why certain behaviors would be viewed as such and under what conditions. The extant research
typically focuses on only one half of the dyadic interaction - the salesperson (for an exception see
Williams and Spiro 1985). The consumer and the motivations that she or he brings to the interaction are
often ignored.

Cialdini (1984):

Focus on six basic principles of influence with specific types of behaviors used across awide variety of
influence attempts. Cialdini’s principles of authority, social validation, scarcity, liking, reciprocation, and
consistency provide aframework for classifying salesperson behaviors. Cialdini (1999) argues that
influence principles work for [salespeople] precisely because they work for consumers. He states, “it is
normatively adaptive to follow the suggestions of an authority, friend or similar other, or to repay benefits
in a reciprocal fashion or to seize rare opportunities or to be consistent with one’s attitudes, beliefs and
actions.

Motivationally Driven Goals:

work done by Jones and Thibaut (1958) indicates that a perceier’s goa for social interaction, motivation
and situation more generally be used. Two primary assumptions underlie their theory of interpersona
perception, one being that the strategic focus in social perception will vary as a function of the type of
social interaction it supports, the second being that the perceiver in any social situation will act in such a
way as to reduce the need for information to sustain the interaction process. In contrast to broadly defined
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motives, personal goals constitute individualized and cognitively elaborated representations of what a
person wants to achieve (Brunstein 1993; Brunstein, Schulthesis and Grassman 1998).

Tomkins (1963) and | zard (1971, 1977):

Assert that emotions constitute the primary motivational system of human beings. Similarly, Young (1961)
states that emotion regulates and directs behavior according to the principle of maximizing the positive
and minimizing the negative. Also, Schwarz and Clore (1983) and Pham (1998) convey mood as a source
of information in evaluative judgments. Further, Luce (1998) says that about consumers desire to cope
with or minimize negative emotion in agiven decision task. Thus, the present research aims to examine
the arousal of-specific emotions associated with. specific motivational influences.

Westbr ook, 1987 and Oliver,1991:

Predict that emotions are mental reaction consciously experienced as a subjective feeling state. Principally,
consumption emotion refers to "the set of emotional response dlicited specifically during product usage or
consumption experiences. Emotions are distinguishable from the related affective state of mood based on
their great psychological urgency, motivational potency, and situational specificity. According to Oiver
(1997), emotions encompass both arousal and broader forms of affect including its cognitive domain. Yet,
the concepts of emotions and affect are frequently used interchangeably in the literature.

Heckhausen, 1986; Heckhausen & Gollwitzer, 1987:

Note that the effects of deliberative thinking have not been examined in the context of ongoing
self-regulation, and it is possible that prolonged deliberation may have costs as well as benefits.
Shakespeare's Hamlet, after all, was only the Prince of Denmark, but he was the king of deliberation; yet,
few would applaud him for his decision-making prowess or for his initiative. William James heaped
further scorn on those for whom deliberation was an enduring state rather than a finite process stepped
through en route to a goa: "There is no more miserable human being than one in whom nothing is
habitual but indecision" (James, 1890). . According to the Rubicon model of action, there is a sharp
distinction between this pre decisional, deliberative frame of mind and a post decisional frame of mind
marked by thoughts about how a given decision might be implemented (yielding an ™implementa

mindset"; Gollwitzer, 1990; Gollwitzer & Bayer, 1999).
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Emotional creativity:

Actually, a good deal of evidence suggests that emotional creativity is not only possible, but ubiquitous;

hence, one of the above propositions must be incol Tect. | will argue that it is the second, namely, that

emotions are biologically primitive responses. Failure to recognize the creativity of emotional experience
stems from deeply held cultural prejudices, dating back at least to the ancient Greeks, in which emotions
have often been contrasted unfavorably with rationality, the presumed hallmark of humankind (Averill,

1984; p174). Evidence for emotional creativity stems from three main sourcesis:

1. Cultural variation in emotional syndromes. emotions differ greatly from one culture to another.
Although such differences are widely recognized, that often missed as mere patina on more basic
emotions, a cOlTosion of the pure emotional ore. Argument against such a position have been
presented elsewhere and need not be presented here( averill, 1980, 1984).

2. Individua differences in emotional creativity: Not all people are equally creative in he emotional any
more than in the intellectual domain. Hence, another way to demonstrate emotional creative. The
interested reader is reflected elsewhere for details (Averill, 1999b).

3. The micro genesis of emotional episodes: An emotioan does not spring fully formed from the head of
a person, like minerve from the head of eus, no matter oow creative a person might be. Emotiond
episodes develop overtime. BOITowing a term from cognitive psychology, we may call this process
microgenesis (Arieti, 1962; Hanlon, 1991).

Damasio (2000) and L e Doux (1998):

Predict that emotions are a basic part of our being human, and appear to be unrelated to culture. While the

basic emotions comprising the affect program are fundamental to all human, believe that secondary

emotions (emotions like embarrassment or guilt) are to some extent acquired, and triggered by things
people have come to associate with that emotion through experience.

Richins, 1997

Predicts that in consumer psychology, consumer behavior, and even in the marketing literature there are

numerous batteries of scales for 'measuring’ feelings (sometimes labeled emotions). We initially
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considered simply using an established set of scales, but we were ‘concerned that when people talk about
their feelings for things like adverts or brands they may not mean exactly that same thing that one might
infer from a particular scale.

Positive and negative emotions:

Many papers acknowledge that positive and negative affect are “ever present in the experience of
emotions”( Diener, 1999,p.804; see also Berkowitz, 2000; Watson et al, 1999). We have content-analyzed
10 seminal studies in psychology on emotions and emotion words ( Frijdaet al, 1989; Haylenaet al, 1989;
Morgan and Heise, 1988; Plutchik, 1980; Roseman et al, 1996; Russell, 1980; Shaver et al, 1987; Storm
and Storm, 1987; Watson and Tellegen 1985; Watson et a , 1988). The research streams supporting the
different emotion structures (positive/negative vs. specific emotions) seem opposing, but can in fact be
seen as complementing. Shaver et al . (1987) and Storm and Storm (1987)and richens (1997) have
suggested that emotions can be grouped into clusters, yielding a hierarchical structure.

Negative emotions

=
An 4« Fear Sadness Shame
ger
Scared, afraid, panicky, Depressed, sad, Embarrassed, ashamed,

Angry, frustrated, irritated,
unfulfilled, discontented,
envious, jealous.

nervous, worried, tense

miserable, helpless,
nostalgia, guilty

humiliated

Figl. Hier archy of negative emotions
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Positive
emotions

o~ ¢ A A
Contentment Happiness Love Pride
Contended, Optimistic, encouraged, hopeful, Sexy, romantic, passionate, pride
fulfilled, peaceful happy, pleased, joyful, relieved, loving, sentimental,

thrilled, enthusiastic

warm-hearted

Fig2. Hierarchy of positive emotions

Behavioral outcomes:

According to Levine and Burgess (1997), negative emotions tend to signal a problem and may lead an
individual to focus on specific aspects of the problematic situation. Also, as per Ellsworth and Smith
(1988) and Oatley and Johnson-Laird (1987) negative emotional arousal should motivate an individual to
change his or her current situation. Similarly, according to Smith and Lazarus (1993, p. 234), a particular
type of emotional response prepares and mobilizes a person to cope with the particular appraised harm or
benefit in an adaptive manner, that is, to avoid, minimize or alleviate the appraised harm or to seek,
maximize or maintain the appraised benefit. Further, Stein and Levine (1989), Roseman (1991) and
Levine and Burgess (1995, 1996) support the view that emotions are associated with different
problem-solving strategies. Thus, review of relevant literature prompts the authors to use rationale to link

emotion and cognition and motivation to outcome behaviors and further to examine the positive emotions

and negative emotions aroused during a sales-encounter experience.

Objectives of the study:

1. Goal attainment as aresult of congruent salesperson attitude with situational consumer mind set.
2. Effect of emotions on goal attainment/thwarting

3. Outcome behavior as aresult of motivation and emotions.

Hypothesis Development
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H1: perceived goal facilitation/thwarting are not significantly affected by consumer assessment mind

when the salesperson uses relational behavior.

H2: Goal facilitation/thwarting will not be affected by consumer action mind set when the salesperson use
exchange oriented behavior.

H3: Goal facilitation/thwarting are not evoked by positive/negative emotions.

H4: Internally/Externally oriented emotions don’t cause a significant effect on consumer
assessment/action mind set.

Hb5a: Internaly positive emotions will not play dominant role when goal facilitation is high.
H5b.Internally negative emotions will not play important role when thereis goal thwarting.

H5c. Externally positive emotions don’t affect goal facilitation when it is high.

H5d. Externally negative emotions don’t play significant role when there is goal thwarting.

H6a: When goal facilitation is high and a consumer is concerned with avoiding negative outcome
advancement and approach strategy will not be adopted.

H6b: When goal facilitation is low and a consumer is concerned with avoiding a negative outcome an
avoidance strategy will not be adopted.

H6c: When goal facilitation is high and a consumer is concerned with achieving a positive outcome an
actualization strategy will not be adopted.

HE

H6

Goal facilitation/

Consumer mind set:

thuwmartina
Outcome behavior:
1
[N i)
Avoidance
Emotional effect
Positive / Negative
Approach
-
L
Sales person
P HA Advancement
Emotional
nriantatinn-
Actualization
(W)
»
Ll

Fig no:3 A Conceptual M odel of the Effects of Consumer M otivation During an Inter personal Sales
Encounter.
Reference: Lynnea M allalieu 2000
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Resear ch design and M ethodology

The main aim of research methodology is to find out the consumer motivational factors during
conversation with salesperson study objectives as mentioned above. The methodology of research
provides practical and systematic guidelines which helps in understanding the behavior of the consumer

during purchase of the product. The methodology of research for the study is mentioned below as follows:

Resear ch design:

Theresearch is descriptive in nature and it uses convenience sampling. The research is conducted through
guestionnaire and the subject used in pretest are under graduate students enrolled in engineering and the
subjects used after pretest are under graduate engineering students and other under graduate science
studentsin the age group of 17-24years. The scale used for this research is 7 point likert scale and the
results are predicted using factor analysis and regression analysis. The variables define for salesperson
behavior tested on 7 point likert scale with 1= extremely sale oriented and 7= extremely relational
oriented, then cut off for mean is set a 5.0. The variables whose mean value is above 5.0 are considered
under relation oriented. Whereas, variables whose mean value is below 2.5 are considered for sale
oriented behavior. Further, mean value is taken for consumer assessment mind set and consumer action
mind-set. Whereas, to differentiate pre defined variables for goal thwarting, goal facilitation, emotions
and outcome behavior we used factor analysis. The sample size taken for the survey consisted of 300
respondents and the survey is conducted at universities, colleges, malls, educational institutions. The data
analysis is carried out using statistical tool like spss16.0 and customer mapping using MS Excel 2007 in
order to achieve the desired objectives. The data interpretation is done by using regression analysis.
Significance of the study:

The study shows that how sales person behavior, effect the consumer mind-set; and convert the
consumer action in to the sales of the goods. It also discussed that how emotions of the customers plat an
important role in taking decisions during interaction with sales person; and how sales person attitude
motivate them to purchase goods or service. This study show the new dimensions of understanding
consumer mind during interaction with the sales person, and how sales person behavior help in increasing

sales of goods or services provided by the organization.

HYPOTHESISRESULTS
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H1: perceived goal facilitation/thwarting are not significantly affected by consumer assessment
mind when the salesperson uses relational behavior.

In this hypothesis goal facilitation and goal thwarting are dependent variables and consumer assessment
and salesperson behavior are independent variable. The hypothesis is examined using regression analysis.
From regression analysis, it seems that consumer goal achievement depends on the conversation between
salesperson and the consumer assessment of that information. Whereas, the results of the regression
indicate a significant interaction of consumer assessment mind-set and behavior with both goa
facilitation and goal thwarting, (F= 8.66, p=.002) for goal facilitation and (F = 4.377, p=.003) for goal
thwarting with adjusted R square value of .863. From this result it is clear that null hypothesisis rejected.

H2: Goal facilitation/thwar ting will not be affected by consumer action mind set when the
salesperson use exchange oriented behavior.

Here, goal facilitation and goal thwarting are dependent variables and consumer action mind-set and
salesperson behavior are considered as independent variable. The hypothesis is tested using regression
analysis. From thetest, it is conclude that goal facilitation/ thwarting are significantly affected by
consumer action mind set and salesperson behavior, along with a significant value for goal
facilitation( F=6.337, p=.0576) goal thwarting ((F=9.673, p=.005) . The R-square value for goal
facilitation is.761 whereas, for goal thwarting is .689.

H3: Goal facilitation/thwar ting are not evoked by positive/negative emations.

The subjects were asked to identify the emotions which evoke during interaction with salesperson. After
applying factor analysis on emotional variables, mean value is taken with areasonable cut off value, and
those emotions which are of least importance are dropped from the study. The emotions terms were
classified from Richens(1997) and some of them are explained in hierarchy of emotions. Results of the
regression indicate a significant interaction of positive and negative emotions with goal facilitation and
goal thwarting. Positive emotions (F= 7.673, p=.0256) for goal thwarting, and negative emotions (F =
4.377, p=.003) for goa thwarting and positive emotions (F= 8.66, p=.002) for goal facilitation, and
negative emotions (F = 4.377, p=.003) for goal facilitation.

H4: Internally/Externally oriented emotions don’t cause a significant effect on consumer
assessment/action mind set.

The internally oriented emotions are basically inner feelings of the customer generated by the current
facing situation. Whereas, external oriented emotions are generated from the behavior or the provided
information from the salesperson, then amean value is calculated for internal and external emotions. Here,
internal and external emotions are independent variables and consumer assessment and consumer action
are dependent variables. The results of the regression indicate a significant interaction of internal and
external emotions with consumer assessment mind set and consumer action mind set. Whereas, Internal
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emotions (F= 5.82, p=.005) for consumer assessment, and externa emotions (F = 8.98, p=.003) for
consumer action mind set show more significant value than external emotions (F = 4.4, p=.019) for
consumer assessment mind set and internal emotions (F= 5.93, p=.032) for consumer action mind set

H5a: Internally positive emotions will not play dominant role when goal facilitation is high.

Godl facilitation is considered as dependent variable and internally positive emotions are considered as
independent variable. From thetest, it is conclude that goal facilitation is significantly affected by internal
positive emotions like relieved and pleased. The results of the regression indicate a significant interaction
of internal positive emotions with goal facilitation; having(F=5.64,p=.001), with R square value of .707.

H5b.I nternally negative emotions will not play important role when thereis goal thwarting.

Goal thwarting is considered as dependent variable and internally negative emotions are considered as
independent variable. From the test, it is concluded that internally negative emotions like sad, unfulfilled
and painful cause significant affect goal achievement. The results of the regression indicate a significant
interaction internal emotions with goal thwarting (F= 7.98, p=0.028), with R square value of .741

HS5c. Externally positive emotions don’t affect goal facilitation when it is high.

Goal facilitation is considered as dependent variable and externally positive emotions are considered as
independent variable. From the regression analysis, it is considered that external positive emotionslike
enthusiastic, warmhearted, eager affect on goal facilitation. Whereas, the results of the regression indicate
asignificant interaction of external positive emotions with goal facilitation having (F=9.93,P=.008), with
R square value of .695

H5d. Externally negative emotions don’t play significant role when there is goal thwarting.

This hypothesis considered the analysis for the talk between subject and the salesperson. The results of
the regression indicate a significant interaction of externally negative emotions with goal thwarting and
the variables which significantly influenced this situation are astonished and anxious ( F=4.89,p=.007)

H6a: When goal facilitation is high and a consumer is concer ned with avoiding negative outcome
advancement and approach strategy will not be adopted.

The advancement and approach strategy are considered as independent variable, where advancement
means advancing in the decision process and gpproach means reasserting goals on the encounter, and goal
facilitation is considered as dependent variable. The results of the regression indicate a significant
interaction of goal facilitation with advancement and approach strategy with (F=10.78, p=.039).

H6b: When goal facilitation islow and a consumer is concerned with avoiding a negative outcome
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an avoidance strategy will not be adopted.

When consumer felts that information which is provided by the salesperson is not helping it to attain its
goal then it try to avoid further talk with the salesperson and the sale is dropped. The results of the
regression indicate a significant interaction of goal thwarting with avoidance strategy ( F=6.34, p=.047)
and the variables which influence this situation from customer behavior are (a) customer leave the store
without purchase (b) never make a purchase from that salesperson in future.

H6c: When goal facilitation is high and a consumer is concerned with achieving a positive outcome
an actualization strategy will not be adopted.

In this case consumer is hoping for achieving the desired product and is actually thinking of doing a
purchase. The results of the regression indicate a significant interaction of goal facilitation with
actualization strategy having (F=4.11,p=.038) and the goal facilitation is considered as dependent variable
and actualization strategy as independent variables, and the variables which cause an important effect on
goal facilitation with the assistance of salesperson are (a) make a purchase from that salesperson in future
(b) salesperson is helpful in understanding my needs.

Conclusion:
In today scenario market revolves around the customer needs, wants and expectations and every onetry to
lure customer by value additions and focus on enhancing the ability of boundary spanners. Thus, the
foremost purpose of this paper isto study asto how and in what manner the interaction between
consumers be motivational mind-set and a salesperson's behavior affects a consumer's cognitions,
emotions, and outcome behaviors. Consumers have to interact with salespersons on most of the deals and
most of thetimesit is seen that goal attainment/thwarting based on the interactive talks between
salesperson and consumer. If, salesperson provide information as per the requirement of the customer
than the chances of goal attainment is high otherwise every interaction with salesperson evoke negative
perception in customer mind and leads to goal thwarting. Moreover, positive emotions whether internal or
external play an important role on the interaction between salesperson and consumer and further leads to
goal attainment. Whereas, negative emotions whether internal or external leads to goal thwarting. When
god facilitation is high consumer is moving toward goal achievement. Whereas, when goal facilitation is
low, and when salesperson is not providing required information to the customer; in that situation
interaction leads to goal thwarting. From the research it is concluded that there is a necessity for
salespeople to understand what motivates consumers to enter a sale encounter. The research indicates that
relational oriented behaviors are perceived as facilitating, thus, unlikely to drive a consumer away,
however, it could be extremely difficult to recover from a situation in which exchanges behaviors are used
On aconsumer in an assessment min set.

Appendix |
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Salesperson behavior

eBuy one get onefree

e| can hold it for you for x no of days

e This product really suitsyou

eThisitemisvery rare

¢\\We can exchange the product for you

eThisitemis liked by everyone

ePeople mostly buy this quality of product only

eThisitem isin latest fashion

e This product works for years

eHis product is very much in demand

eMy expert opinion says you should buy this product

eIn which range you would like to buy

e\What you like fast colors or sober colors

¢\Would you liketo try this product

eThis isthe last piece; which is left

¢\We have variety of color in this product category

e| like this product because of its price and quality

eThis is easy to handle and wash

e|t is alow maintenance product
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e The performance of this product is very high

eThere isawarranty on this product

Emotions as main variables

Reference Emotions measured used

resulting restructure
Edell and Burke (1987) Edell and Burke (1987) upbeat,

negative, and warm

Holbrook and Batra (1987) Hilbrook and Batra(1987) pleasure,arousal and
domination

Westbrook(1987) lzard (1977) positive
and negative effect

Olney et al.(1991) Mehrabian and Russell(1974) pleasure and arousa
Mano and Oliver(1993) Watson et a(1988); Mano(1991) upbeat, negative and warm
Steenkamp et al(1996) Mehrabian and Russell(1974) Arousal

Nyer (1997) Richins (1997)

Anger,joy,satisfaction and sadness

Richens(1997 Richins(1997) Anger,discontent,worry,sadness,fear,
shame.envy.lineliness.romantic,love,pain.contentment,optimism,joy,excitementand surprise.
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Abstract
This paper examines the attitude of Indian women towards wine drinking and seeks to establish factors
that motivate them to consume wine. It further seeks to establish the extent to which Indian women
consume wine. Several studies have shown that there is an increase in the number of wine consumers in
Indian market. The study adopted an ex post facto survey design while the study location was at the
University of Kerala in India where proportionate random sampling technique was used to collect data
through questionnaires which were analysed by use of both descriptive and inferential statistics. The
study established that wine is the most preferred category of alcohol among women and those who
consume it have no problem with women consumers. Those who did not consume wine cited religious
doctrines, strict culture and health issues as main reasons. The changes in wine consumption among the
women could be attributed to high level of tourists, Christianity, high literacy levels and huge number of

emigrants abroad.

Key Words: Indian women consumer, western culture, wine
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INTRODUCTION

According to Benegal et al. (2005) research on drinking patterns among women generally shows that
women drink less than men(Wilsnack, 1996), across the developing (Assanangkornchai et al., 2003, Wei
et a., 1999) and the developed world (Kraus et al., 2000). The prevalence of alcohol use among women in
India (wherever data is available) has consistently been estimated at less than 5 percent (Mahal, 2000;
Sundaram et al., 1984).There is also a widespread notion that alcohol use is confined to tribal women,
women of lower socio-economic status, commercial sex workers and to alimited upper crust of therich,
and not favored by women from the middle or upper socioeconomic classes (Ray and Sharma, 1994). The
dominant stereotype strongly associates alcohol use with the primitive and/or poor, theimmoral and the
privileged women (Rahman, 2002; Musgrave and Stern, 1988; Thimmaiah, 1979). Alcohol use, especially
with reference to women’s use, is still negatively associated with notions of virtue. In India, forbidding
women against drinking exist from ancient times, being only one among a multitude of gender
discriminatory practices which have continued almost unchanged till this day. An example of thisisan
injunction contained in the ancient Brahminical text, the Manusmriti (circa 200 AD), which warns that
drinking (spirituous liquor), associating with wicked people, separation from the husband, rambling
abroad, sleeping (at unseasonable hours), and dwelling in other men’s houses, are the six causes of the
ruin of women (Doniger, 1992).

Benegal et al. (2005) contend that economic independence, changing roles in society, entry of
women into male dominated areas, economic and social emancipation, and greater acceptability of social
drinking and easy availability of alcohol have strongly contributed to rising incidence of alcohol
consumption in women. Over the last three or four years, alcohol abuse amongst women has increased,
while the lower income women take to country liquor, it is the upwardly mobile women influenced by a
western culture, by peer pressure, by the aggressive marketing on the television, where liquor
advertisements show gorgeous women living life king-size, that finally gets to them. The young urban
woman has taken to alcohol as away of knocking down social barriers and gaining acceptance amongst
her peers. Coming equipped with a strong academic, professional or family background is no longer
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enough. Alcohol has become the unisex leveler, an equaliser that promises instant entry amongst favoured
circles. Thisistrue of girls and women who have come from smaller towns to make a name and fortune
in bigger cities (Ray, 2002).

Kumar (1997) reported that in Bangalore city, a fifth of young people who frequented pubs on
weekends were girls aged between 13-19 years. Interviews with women drinkers identified boredom and
lack of work at home as factors for drinking among the high-income group; the low-income group
identified fatigue and spousal violence as triggers for drinking. About 305 million Indians live in nearly
3700 towns and cities spread across the length and breadth of the country. This comprises 38 percent of
its population, in sharp contrast to only 60 million (15 percent) who lived in urban areas in 1947 when the
country became independent. At the same time, the labour force participation rate which is  an indication
of the number of people offering themselves to be employed, came down between 1999 to 2002, for rural
women (470 per 1000 to 423 per 1000) and for urban women it rose in that period from 193 to 205 per
1000.

Neve et al. (1996) held that as women gradually acquire equal rightsin work and
social situations, this might also be reflected in a propensity to drink in equal amounts and in the same
manner as men. While this may not explain changes in drinking patterns of non-working women, it does
reflect a general change in societal attitudes to women’s drinking. Benegal et al. (2003) found that in
southern Indiathe average consumption on typical drinking occasions in women were five standard
drinks (12 gm. of ethanol per drink).

Prashad (2009) states that sales of alcohol in India have seen a growth rate of 8 percent in the past
3years. Officially, Indians are still among the world's lowest consumers of alcohol, government statistics
show only 21 percent of adult men and around 2 percent of women drink. The concern, say experts, is
that there has been arapid change in patterns and trends of alcohol usein India India’s per capita
consumption of alcohol is recorded to be among the lowest in the world (WHO, 2005). It is ranked at
150" position among 184 countries in the world with per capita consumption at about 2.6 liters. However,

recent statistics have shown a phenomenal growth in the widening of the alcohol market base and it is
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now estimated that between 15 and 20 per cent of Indian people consume acohol. The number of drinks
in the past decade is estimated to have increased from onein 300 to onein 20 people. 65 per cent of the
alcohol market is controlled by whisky manufacturers and the state of Kerala stands first in per capita
consumption of acohol at 8.3 liters, followed by Punjab at 7.9 liters. The main objective of this study was
to examine the influence of western culture on the Indian women consumer with focus on wine

consumption and to establish the extent to which Indian women consume wine.

LITERATURE REVIEW

Kim(2008) contends that despite characterisations of Indian culture as traditionally dry or abstinent, there
is evidence not only of consistent alcohol production and consumption throughout India's history, but of
relatively relaxed attitudes towards drink (Benegal, 2005) until the previous century. Brewing and
distilling in India can be traced back to as early as 2000 B.C. in the Indus valley, where they were
undertaken by the technologically advanced Indus civilisation. Drink also appears to have been consumed
at the time of the Epics and during this era, circa 1200 to 1000 B.C.E., although drinking was frowned
upon in the Hindu sacred text and consequently interdicted for Brahmins, the spiritual aristocracy, as well
as for students; the warrior and trading classes were permitted to consume liquor brewed from honey,
mahuaflowers or jaggery (Isaac, 1998). Moreover, the Sutras instructed that strong liquor be served to
guests upon entering a new house and to brides upon going into their husbands homes for thefirst time
(NIMHANS and WHO, 2003).

During the early Christian era, south Indian nobles imported wine for their use while the local
toddy, arrack and flavoured rice wine were aso common (NIMHANS and WHO, 2003). In south India,
drink was said to be absorbed by women, who drank in the company of their lovers or as they were
gossiping with other women. Alcohol consumption, particularly in ritual contexts, appears to have been a
social event taking place in pleasant surroundings, shared by lovers, married couples, families and friends
(NIMHANS and WHO, 2003). Regarding alcohol as a means to cement and negotiate ties with others,

factory officials of the East India Company frequently requested that the authorities in London send them
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bottles of wine both for their own use and for gifts to the Mugha monarch, prince, nobles, and officials of
the state (Chatterjee, 2005). Being in aposition to offer such highly prized presents enabled the giver, for
instance, to gain acceptance to court, to breach hierarchies, to obtain favours and to smoothen
negotiations. Thus, Chatterjee(2005) notes that while at times, the English monarch’s representative at
Emperor Jahangir’s court, presented caskets of wine purely as a gift to Prince Khurram or Emperor
Jahangir, at other times it was utilised to attain privileges of trade or to secure the release of goods from
the customs house at Surat (Chatterjee,2005).

In addition to strengthening and negotiating relationships, and constituting authority, drink was
utilised to make class and wealth based distinctions. Court chronicles, representing elite sections of
society, allude only to wine. The Mughal nobility commonly consumed the more expensive varieties of
wine, such as Shiraz and Canary. Furthermore, the Dutch, French and English gave gifts of exclusive
Spanish and French wines to gain, for example, trading privileges (Chatterjee, 2005).

Chatterjee (2003) notes that on the Indian tea plantations, drink was decried as an “evil”
that harmed workers health and prevented them from executing their tasks efficiently, even while
the indigenous beer was recognised as an important element of festivals and marriages. The
greater commoditisation of alcohol in India was met by two types of reactions. Poor rural
individuals, who were thought to use alcohol to obtain relief from the difficult conditions of their
existence (Benegal, 2005), turned increasingly to illicitly manufactured alcohol (Hardiman, 1985;
NIMHANS and WHO, 2003). In contrast, several movements agitating for abstinence and/or
prohibition also took root in India. Contributing to the rise of these anti-alcohol movements were
higher levels of drunkenness and crime associated with increased production and consumption
of drink. This led Indians to link alcohol consumption with Western ways and to describe it as
English vice (Benegal, 2005; Isaac, 1998).

With the emergence in the nineteenth century of an urban middle class and the
accompanying possibility for social change, abstinence was embraced by some of the more

prosperous members of the lower castes. They sought to distance themselves from their
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communities (Hardiman, 1985) and to achieve upward social mobility through the adoption of
upper-caste norms, such as vegetarianism and abstinence from alcohol, as a means to obtain
higher social status (Benegal, 2005). In the latter half of the century, abstinence from drink was
embraced by whole communities in some regions, such as South Gujarat. Additionally, rather
than the attainment of social mobility, the aim was to save their members from further
indebtedness to liquor dealers and from pauperisation (Hardiman, 1985).

Rod et al., (2010) states that wine serves as a significant marker of societal, and market change in
societies which are not traditionally wine drinking. Thus, there is an opportunity to look at those
individuals who serve to provide a ‘bridge’ between different cultures; both in terms of how they act as
intermediaries from atraditional marketing/supply chain perspective through a better understanding of the
relevant actor bonds, resource ties and activity links (Hakansson and Johanson, 1992), but also as cultural
intermediaries from the perspective of how they influence ‘taste’ and the process of foreign culture
assimilation/incorporation.

In India, wine drinking especially among the women is gradually being accepted and the change
in women’s drinking habits is not uniform. Today record numbers of women in India can afford to take
wine a home or out of home. This is a great paradigm shift attributed to the influences of the Western
culture. New drinking habits are growing alongside more traditional habits leading to two divergent
patterns (WHO, 2005). The first is the traditional pattern seen mostly among less educated women in
rural settings. The second batch comprise of affluent and educated urban women who are generally
younger than other group. They drink moderately especially lower alcohol content beverages like wine
and beer.

The Western culture is a body of knowledge which is believed to have developed from Greece. It
is primarily based on democracy, freedom and equality as the framework of human rights. It is also based
on individuaism, liberalism and utilitarianism (M gjie, 2002). The foundation of reason has made possible
a vast accumulation of understanding related to reality or nature including human nature. This

understanding is represented in several core ideals and values, which include individualism, happiness,
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rights, capitalism, science and technology. It is otherwise referred to as advanced culture because its ideas
and values promote the development of advanced civilization. The Indian and western cultures differ in
many respects. One such is that whereas Indian culture is a bit conservative, the Western culture is libera
with a lot of individual freedom of choice. According to Indian Wine Industry Report (2008), increase in
the disposable income, favorable government policies, amplified marketing activities and influence of
Western culture as key factors that have driven increased consumption of winein India.

Bourdieu (1986) argues that taste classifies the consumer and that consumer tastes are ultimately the
result of interaction between their social origin, the direction of their social mobility and their education;
with ever-increasing demand for expert knowledge to help consumersin their consumption, with the job
of educating being one such responsibility of cultural intermediaries. Negus (2002) notes that cultural
intermediaries occupy the space in between, and engage in creating points of connection between
production and consumption while Featherstone (1991) argues that they are specialists in symbolic
production and cultural entrepreneurs and intermediaries who have an interest in creating postmodern
pedagogies to educate publics.

According Rod et al. (2010), wine marketers, wine journalists, wine stewards, hotel, restaurant,
food and beverage managers are cultural intermediaries engaged in the trafficking of value and tastein
ways that frame taste or the appropriateness of certain goods and brands. They are key actorsin the
commercia exchange of expertise and in having the expertise to translate values and taste between
producers and consumers (Appadurai, 1986), in an environment where wine consumption is increasingly
transcending cultural barriers. Finding the right distributor and developing the right relationshipsis
crucial in any market and for any product, but nowhereis it more important than in the Japanese and
Singaporean wine markets. In addition, the relationship one has with afriend, awine shop owner, or any
other cultura intermediary who isin a position of authority or influence, will ultimately determine not
only what one drinks but even if one drinks (Wilkinson, 2009). Perhaps peculiar to Asia though,
Beverland (2009)argues that in Confucian societies, although the use of networks and relationshipsis

critical for market entry to the wine industry, in some instances, the number of firms, the role of large and
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small firms, and timing of entry can limit the effectiveness of relationships versus more transactional
marketing activities. This would seem to underscore the importance of gaining a better understanding not
only of the role of cultural intermediaries since they act outside of the traditional channel regardless of its
relational or transactional orientation, but also how they discursively construct their identities in
performing these roles.

Rod et al. (2010) explored cross-cultural issues by taking a discursive perspective to studying
representations of self, and of inter-organizationa and inter-personal relationships (Lowe et a., 2008) in
the global wine business, specifically through the analysis of a series of accounts of cultura
intermediaries and key stakeholders involved in potentialy influencing the extent to which New Zealand
wines achieve a greater presence in the Japan and Singapore marketplaces.

Lee (2009) illustrates contentions that the trend towards exclusiveness is a key driver in wine
consumption in emerging Asian countries and that these consumers attempt to follow the lifestyle of
Western consumers in the belief that they will experience Western culture and lifestyle by drinking wine.
Lee (2009) further notes that significant growth in wine consumption in Asia is somewhat surprising
because most Asian consumers have not traditionally drunk wine given each Asian country’s own
traditional alcoholic beverages, such as ““sake’ in Japan and “sochu” in Korea and that the strong
association between culture, eating habits, and food preferences makes it is very difficult for an individual
to alter preferred food items and beverages, including alcoholic beverages. In looking at the demand for
wine, Terrien and Steichen (2008) cite Bourdieu’s (2000) assertion that tastes are determined in a
systemic way and that they are aresult of the combination of personal experiences and social interactions,
both idiosyncratic behaviour derived from innate and acquired characteristics (experiences, habits), and a
social behaviour taking into account the socia status and the decisions of other actors. Rod et a., (2010)
observes that with wine not being associated with Asian culture, it is therefore useful to look at how its
increasing consumption in emerging Asian wine markets might be explained. They believed that the
persistence of local and cultural factors in markets and their dialectic with globalisation continues to

ensure an enduring and important role for cultural intermediaries.
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THEORETICAL FRAMEWORK

This study was based on Diffusion Theory originally applied by Rogers (2003) to consumer behavior as
having has four elements; innovation, communication channels, time and socia system. According to
Rodgers (2003), getting a new idea (wine consumption) adopted is difficult and many innovations require
lengthy period of many years from the time when they become available to the time they are widely
adopted. Therefore a common problem to individuals is how to speed up the rate of diffusion of an
innovation. Diffusion is the process by which an innovation is communicated among members of a social
system. The speed at which this spreads is known as the diffusion rate and the theory examines the
process by which new products are adopted over time (Gregor and Jones, 1999). Wine is thus considered
new in the women market within the context of the conservative Indian environment. Acceptability or
diffusion will heavily rely on the innovation decisions of others (Orr, 2003). One will go through the
following stages of the diffusion process before accepting the innovation; Knowledge- a person becomes
aware of an innovation and has some idea of how it functions; Persuasion- the person forms a favorable
or unfavorable attitude toward the innovation; Decision- a person engages in activities that lead to a
choice to adopt or rgect the innovation. Implementation- the person puts an innovation into use.
Confirmation- a person evaluates the results of an innovation decision already made which will influence

repeat of the same or not.
Product Diffusion Process

R

VLIS

P

Source: Rodgers (2003)
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Since not all people adopt new products at the same time, Rodgers (2003) suggested an adopter category
on the basis of when they adopt the product. Innovators are the first to adopt an innovation and are wiling
to take risks. They are the youngest in age, have the highest social class, and are very social and
financially stable. Early Adopters are the second fastest category to adopt an innovation and have the
highest degree of opinion leadership among the other adopter categories. They are younger in age, have
higher social status, financially stable, educated and more socially than late adopters. Late Mgority are
those who will adopt an innovation after the average member of the society. They approach an innovation
with the highest degree of skepticism and after the majority of the society have adopted the innovation.
Laggards comprise of those who are usually the last to adopt an innovation and have little to no opinion

leadership. They are not change averse and tend to be advanced in age and traditiona in approach.

METHODOL OGY

The study adopted a descriptive ex post facto survey research design which attempts to explore cause and
affect relationships where causes aready exist and cannot be manipulated. It uses what already exists and
looks backward to explain why. The study location was at the University of Kerala, India where a
structured questionnaire was used for data collection by interviewing a cross-sectional survey of 25
women. The respondents were selected by use of proportionate random sampling in clusters based on
the geographical location of their residence in various parts of Kerala working in the University of Kerala
from a population of 80 women non academic members of staff stationed within the main campus
academic section. Data collected included the area of residence, whether urban or rural; the marital status,
age bracket; literacy levels, whether relatives are emigrants abroad; interaction with tourists and exposure
to Christianity. Data collected were analysed using both descriptive and inferential statistics and
responses were converted into percentages. Pearson correlation was used to correlate between women

attitudes and wine consumption.

RESEARCH FINDINGSAND DISCUSSIONS
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The study found that 52 percent of women consume wine occasionally implying that wine consumption
by women is slowly being adopted. Majority of the respondents indicated that they consumed wine for
fun and enjoyment while others indicated that wine was healthy to the body. Those who do not take wine
stated that it was dangerous to health while others cited culture and religion as reasons for their non
consumption of wine. A descriptive analysis was carried out to determine the attitude of women towards
other women taking wine and majority of the respondents had a positive attitude towards other women
drinking wine.

To test the hypothesis that most women in Kerala state do not consume wine, there were mixed
reactions regarding women drinking wine. 52 per cent of respondents indicated that they drink wine while
48 percent disagreed. The chi square statistics of p = 0.841 indicated that the value is not significant at p =
0.001, which confirms that a significant number of women consume wine, therefore rejecting the null
hypothesis.

To test the hypothesis that women have negative attitudes towards wine consumption, respondent’s scores
on aseven point Lickert scale were divided into two (positive and negative attitudes) the scores for
positive attitudes ranged from 1 — 3.4 while on those for negative attitudes ranged from 3.5- 7. A
frequency analysis was carried out and the findings illustrate that majority 64 percent had a positive
attitude. The relationship between women attitudes and wine consumption was examined through the use
of Pearson correlation and the findings show a strong pasitive correlation of p=0.614 at 0.01 confidence
level. A cross tabulation analysis was carried out to determine, which alcoholic brands respondents
consumed and attitude towards them (positive/negative). From the findings, majority of the respondents
consumed and had positive attitude towards consumption of wine. It is evident that wine consumption
among women consumers in Kerala is slowly being adopted and wine was found to be the most preferred
alcohol at 52 percent among women who were considered as the early majority adopters. Kerala state is
considered the most prosperous state in Indiawith 100 percent literacy level and only 12.72 percent of its
over 31 million population below the poverty line. It isalso atourist hub in Indiaand this could influence

the locals towards adopting the western culture. Kerala has a large number of emigrants (see Table 1
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below) working abroad which could influence others on foreign culture.

Table 1: Estimates of Kerala Emigrantsin 2008

Districts Emigrants 2008
Thiruvananthapuram 308,481
Kollam 207,516
Pathanamthitta 120,990
Alappuzha 131,719
Kottayam 89,351
Idukki 5,792
Ernakulam 120,979
Thrissur 284,068
Palakkad 189,815
Malappuram 334,572
Kozhikode 199,163
Wayanad 13,996
Kannur 119119
Kasaragode 67,851
Kerala 2,193,412

Source Zachariah K.C. and Ragjan S. . (2010)

Finally Kerala state has the highest number of Christian population in India (about 21 per cent) and
Christianity has a great influence of the Western civilization as Indian Christians are more likely to
accommodate western culture.

Benegal et al. (2005) noted that there appear to be two widely divergent patterns of drinking
among women in India. There is what appears to be a traditional pattern which is confined to less
educated women from rural settings and poorer sections of urban society. Their drinking is marked by
drinking to intoxication, with a high proportion drinking five drinks or more per drinking occasion. This
pattern is marked by predominant use of cheaper, high alcohol-containing beverages: spirits, illicit liquor
and country liquor. Drinking is mostly conducted in under socialized drinking contexts. This group is
more likely to drink at home, usually alone and they are also more likely to drink at off-license retail

outlets, and licensed retail outlets like arrack shops. Though they drink less frequently, their pattern is
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nearer the drinking pattern observed of the men. It also appears to be more likely to serve the function of
tension relief rather than the enhancement of positive experiences. Drinking to enhance postive
experiences appears to be less of a motivation for women as a whole compared to males. It is reasonable
to assume that relief of negative emotional states rather than the pursuit of pleasure appears to be the
dominant motive driving women’s drinking, especially among women from lower socioeconomic groups.
It clearly leaves alot of guilt and shame in its wake and they aso report more alcohol-related problemsin
the sphere of household chores, relations with family and children, physical health, family finances and
friendships.

According to Benegal et al. (2005), the other pattern is seen in affluent, educated urban women
who are presumably more emancipated. This group is comparatively younger, more educated, earn more,
drink less on typical drinking occasions, less frequently and have a shorter duration of drinking. They are
more likely to be unmarried and without children. Their drinking is under relatively more socialized
circumstances; at restaurants, parties, with spouses, family members, workmates and friends. It is more
normalized in that they are more likely to drink at home and with meals. Although spirit drinking is still
most common, use of lower alcoholic beverages like wine is relatively higher. Women’s drinking is
perceived to be more socially acceptable in this group. Women in this group are motivated equaly by
expectancies of tension relief and the enhancement of positive experiences. These women obviously have
amuch higher spending capacity. They also have less physical, emotiona and interpersonal problemsas a
result of their drinking. This group is characterized by women in their early drinking careers, and there
are suggestions that the newer entrants are starting to drink at progressively younger ages. This is so
different from the traditional pattern of women’s drinking that some observers have suggested that a
westernized pattern is supplanting older drinking norms. In marketing terms they represent two different
markets. The rural and poorer urban consumers, who drink mostly non-premium spirits and country liquor,
constitute a market which is comparatively stagnant. The young, affluent female urban drinker conversely
represents an emerging market, which is rapidly growing thereby clearly recognized by local alcohol

manufacturers and trans-national alcoholic beverage corporations. According to industry projection which
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predicts a realistic market growth of 12-14 percent of beverage alcohol sales in India for the next ten
years, increasing drinking among women is expected to fuel over a quarter of that movement. The wine
market, again targeted at women, is growing at 25 percent per year (from 0.6 million bottles sold in 1997
to 2 million bottles in 2002).

Benegal et al. (2005) concluded that previous observations from India (Benegal et al., 2003;
Saxena, 1999; Isaac, 1998), have reported a significantly lower prevalence of alcohol use among women
compared to men. Thisis also similar to observations throughout the world, across different cultural
contexts of drinking. Why do women drink less than the men? The obvious answer isthat it is
socio-culturally less acceptable; the prevailing sentiment, and one that appears to be traditionally held
since ancient times, is that it is more acceptable for men to drink than for women. Thisis inextricably
linked to the woman’s position in society and is buttressed by strong associations with morality. There is
expectedly a strong male gender bias against women drinking (even among men who themselves use
alcohol). Rural women and the urban poor, continue to support the status quo, even the drinkers among
them. Women from urban areas with professional, semi professional or skilled jobs and students are more
permissive and tolerant of women’s drinking, regardless of drinking status. This group predictably has a
higher prevalence of drinking. Also, women, much more than men, believed that alcohol was more likely
to cause physical and emotional problemsin women than men. A larger proportion of abstaining than of
drinking women endorsed this belief. Such ahealth belief model (Kauffman et al., 1997) is likely to shape
drinking choices in women.

Thereal danger in Indiais that encouraged by increasingly permissive social attitudes to alcohol use,
pushed by targeted hard-sell by the liquor industry and shaped by the explosive drinking norms, thereis
likely to be growing consumption in women, which is likely to increase the alarmingly high social cost of
alcohol abuse in the country (Benegal et al., 2000).

Benegal et al. (2005) contends that a major gender related differenceis the trend towards lower
alcohol use (number of drinks on typical drinking occasions) with increasing age in women. WWomen

appear to be at greater risk of increasing consumption with increasing duration of drinking. This raises the
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likelihood that they too will in time have similarly explosive patterns of drinking, even though their
current consumption islow. There is some evidence that this processis already happening and that
women who have been drinking for 7 years or more are drinking multiple beverages, as well as drinking
more frequently and larger quantities than those with shorter drinking careers.

It is interesting to contrast two different socio-political trends that appear to have influenced the way
alcohol isviewed and used in India. First, as aresult of social and economic mobility, people of lower
socioeconomic class adopt the customs of the higher castes and classes (Srinivas, 1997). It has been
speculated that, with increasing education and urbanization and the resulting social and economic
mobility which saw the growth of the urban middle classes in India in the last 150 years or less, there has
been rapid changes in diet (in favour of the upper caste Brahminical norms of vegetarianism and
abstinence from alcohol) as lower castes/classes adopted the cultural mores of the higher castes/classesin
order to better adapt to their changed positions in the social hierarchy. Historically, this has served to push
temperance as the stated position on alcohol in the upper and growing middle classes. Alcohol use, in this
view, was seen as an archaic trait of the primitive (tribals and the socially backward) or an
abnormal/pretension of the upper classes. Emancipation as aresult of education, economic independence
and urbanization, along with the effects of globalization that affect women in urban India, appear to

increase the chance of initiating alcohol consumption and rapidly increasing the consumer base.

REFERENCES

Appadural A. (1986). “Introduction: Commodities and the politics of value”, in The social Life of Things:
Commoditiesin Cultural Perspective, A. Appadurai (Ed.), UK and Cambridge University Press.

Assanangkornchai S., Pinkaew P. and Apakupakul P. (2003). Prevalence of
hazardous-harmful drinking in a southern Thai community. Drug & Alcohol
Review, 22, 287-293.

Benegal V., Velayudhan A.and Jain S. (2000). Social Costs of Alcoholism: A
Karnataka Perspective. NIMHANS Journal, 18 (1& 2), 6-7.

Benegal V., Gururg G., and Murthy P. (2003). Report on aWHO collaborative

219
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012
project on unrecorded consumption of alcohol in Karnataka, India
http://www.nimhans.kar.nic.in/Deaddiction/lit/UNDOC_Review.pdf

Benegal V., Nayak M., Murthy P, ChandraP.and Gururg G. (2005).Women and alcohol in India pp
89- 123 in Alcohol, Gender and Drinking Problems Perspectives from Low and Middle Income Countries
Ed. By Obot |.S. and Room R. WHO Report.

Benegal V., 2005. India: acohol and public health. Addiction, 100, 105-56.

Beverland M. (2009). “Boundary conditions to business relationships in China: the case of selling wine in
China”, Journal of Business & Industrial Marketing, 24, 1, pp. 27-34.

Bourdieu P. (1986). Distinction: A social critique of the judgement of taste (R. Nice, Trans.). London:
Routledge.

Bourdieu P. (2000). Distinction: A social critique of the judgement of taste. Trans. Richard Nice,
Cambridge, MA: Harvard University Press.

Chatterjee P. (2003). An Empire of Drink: Gender, Labor and the Historical Economies of Alcohol.
Journal of Historical Sociology, 16(2), 183-208.

Chatterjee P., (2005). The Lives of Alcohol in Pre-colonial India. The Medieval History Journal,
4(1), 189- 225.
Doniger W. (1992). Rationalizing theIrrational Other: "Orientalism' and the Laws of Manu New
Literary History, pp. 25-43.

Featherstone M. (1991). Consumer Culture and Postmodernism. London: Sage.

Gregor S. and Jones K. (1999). Beef producers online: Diffusion theory applied. | nfor mation Technology
and People, 12(1), 71-85.

Hakansson H. and Johanson J. (1992). “A model of industrial networks”, in B. Axelson and G. Easton
(Eds.), Industrial Networks: A new view of reality, London: Routledge.

Hardiman D. (1985). From Custom to Crime: The Politics of Drinking in Colonial South Gujarat.
Subaltern Studies IV, 1985, 165-228.

Indian Wine Industry Report (2008), Comprehensive study of the Indian wine market
www.indianwineacademy.com/Comprehensive_Study WM .pdf

220
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012
Isaac M. (1998). India. In Alcohol and Emerging Markets: Patterns, Problems, and Responses

(Ed.) M. Grant, 145-175. Philadelphia: Brunner/Mazel.

Kauffman S. E. Silver, P. and Poulin J. (1997). Gender differences towards acohol,
tobacco and other drugs. Social Work, 42, 231-241.

Kim Y. H. (2008). The Outside and Inside Meanings of Alcohol: Changing Trends in Indian Urban
Middle-Class Drinking PhD Thesis University of Oxford.

KrausL., Bloomfield K., Augustin R., and Reese A. (2000). Prevalence of alcohol use and the association
between onset of use and alcohol related problems in a general population sample in Germany. Addiction,
95(9), 1389-1401.

Kumar V. S. (1997). Behavioural malignancy: alcoholism, ableak future? In

Azariah, J., Azariah, H., & Macer, D. R.J. (eds.), Bioethicsin India: proceedings of theinternational
bi oethi cs workshop in Madras: Biomanagement of Biogeoresources, 16-19 Jan. 1997, University of
Madras.Eubios Ethics Institute. http://www.biol.tsukuba.ac.jp/~macer/index.html

Lee K. (2009). “Is a glass of Merlot the symbol of globalization?” International Journal ofWine Business
Research, 21, 3, pp. 258-266.

Lowe S, EllisN. and Purchase S. (2008). “Rethinking Language in IMP Research: Networking Processes
in Other Words”, Scandinavian Journal of Management, 24, pp. 295-307.

Majie Z.(2002) “Western Civilization: Its Essence, Features, and Impact”, in Cultural | mpact on
International Relations, Chinese Philosophical Sudies, XX, Xintian Y. (Ed.), Chap. V; Cultural Heritage
and Contemporary Change, Series|lI, Asia, Vol. 20.

Mahal A. (2000). What works in alcohol policy? Evidence from rural India
Economic and Political Weekly, 12, 3959-68.

Musgrave S. and Stern N. (1988). Alcohol demand and taxation under monopoly and oligopoly in South
Indiain the 1970s. Journal of Development Economics, 15, 15-16.

National Institute of Mental Health and Neurosciences (NIMHANS) and World Health
Organization (WHO) (2003). WHO Collaborative Project on Unrecorded Consumption of Alcohol:
Karnataka, India [online]. Geneva: WHO. Available at:
http://www.nimhans.kar.nic.in/deaddiction/lit/ UNDOC_Review.pdf

221
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012
Negus K. (2002). “The work of cultural intermediaries and the enduring distance between production and

consumption”, Cultural Sudies, 16, 4, pp. 501-515.

NeveR. J. M., LemmensP. H. and Drop M. J. (1996). Gender differences in alcohol use and acohol
problems: mediation by social roles and gender-role attitudes. Substance Use Misuse, 32, 1439-1459.

Orr G, (2003). ‘Review of Everett Rogers Difussion Theory’
http://www.stanford.edu/class/symbsys205/Diffusion%200f%20Innovations.htm

Prasad R. (2009). Alcohol use on therise in India The Lancet, Volume 373, Issue 9657, pages 17 — 18.
Rahman L. (2002). Alcohol Prohibition and Addictive Consumption in India
http://www.nottingham.ac.uk/economics/leverhulme/conferences/postgrad
_conf_2003/Rahman_paper.pdf.

Ray R.and SharmaH. K. (1994). Drug addiction: an Indian perspective. In V.P.Bashyam (Ed.) Souvenir of
ANCIPS 1994 (pp. 106-109) Madras: Indian Psychiatric Society.

Ray S. (2002). Why women get addicted to alcohol. The Tribune, Sunday, April 21,
2002, Chandigarh, India.http://www.tribuneindia.com/2002/20020421/herworld.html.

Rod M., Ellis N. and Beal T. (2010). “Agents of Globality: The Role of Cultural Intermediaries in the Wine
Markets of Japan and Singapore” , 26" Industrial Marketing and Purchasing (IMP) Conference, Corvinus
University, Budapest, Sept. 2-4.

Rogers E. M. (2003). Diffus on of innovations (5th Ed.). New York: Free Press.

SaxenaS. (1999) Country Profile on Alcohol in India. In: Riley L & Marshall M.
(Eds.) Alcohol and Public Health in 8 Developing Countries. Geneva: World
Health Organisation. pp.37-60.

Srinivas, M. N. (1997). Socia change in modern India. New Delhi: Orient Longman.

Sundaram K.R., Mohan D., Advani G B., SharmaH. K. and Bgjg J. S.
(1984).Alcohol abuse in arural community in India. Part |: Epidemiological
Study. Drug and Alcohol Dependence 14, 27-36.

Terrien C. and Steichen D. (2008). “Accounting for social taste: application to the demand for Wine”,
International Journal of Wine Business Research, 20, 3, pp. 260-275.

Thimmaiah G (1979). Socio-economic impact of drinking, Sate lottery and horseracing
in Karnataka. New Delhi: Sterling pp. 43 and 120.

222
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

Wei H., Derson Y., Xiao S,, Li L. and Zhang Y. (1999). Alcohol consumption and
alcohol-related problems: Chinese experience from six area samples, 1994.Addiction, 94(10), 1467-76.

Wilkinson M. (2009). “Japan: Too big, too hard or too good to miss?” Wine Business
Monthly, (November), pp. 64-66.

Wilsnack S. (1996). Patterns and trends in women’s drinking: Recent findings
and some implications for prevention. In Howard, J., Martin, S., Mail, P,
Hilton, M., & Taylor, E. (eds.), Women and alcohol: issues for prevention
research. National Institute on Alcohol Abuse and Alcoholism (NIAAA)
Research Monograph No. 32. NIH Publication No. 96-3817. Bethesda, MD:
NIAAA, pp. 19-63.

WHO Report (2005). Global status report on alcohol and health
www.who.int/substance abuse/...alcohol_report/msbgsruprofiles.pdf

Zachariah K.C. and Rgjan S. |. (2010) Impact of the global recession on migration and remittancesin
Kerala: new evidences from the Return Migration Survey (RMS) 2009
Working paper available on www.cds.edu/download_files/wp432.pdf.

223
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

| mplementations of ICT Innovations. A Compar ative Analysisin ter ms of

Challenges between Developed and Developing Countries

Mutaz M. Al-Debei

Assistant Professor

Department of Management Information Systems
The University of Jordan, Amman-Jordan
M.AlDebei@ju.edu.jo

Enas M. Al-Lozi

Assistant Professor

Department of Management Information Systems
Al-Zaytoonah University, Amman, Jordan
E.Al-Lozi@zuj.edu.jo

ABSTRACT

The main aim of this paper is to achieve a depth of understanding of the various similarities and
differences in terms of challenges between developed and developing countries and in regards to the
implementation of ICT innovations. Indeed, advances in Information and Communication Technologies
(ICTs) have brought many innovations to the field of Information Systems (1S). Despite agreements on
their importance to the success of organizations, the implementation processes of such innovations are
multifaceted and require proper addressing of a wide-spread issues and challenges. In this study, we
address this matter by first; synthesizing a comprehensive body of recent and classified literature
concerning five ICT initiatives, second; analyzing and classifying ICTs challenges for both developed and
developing countries as well as justifying their similarities and differences following thematic analysis
qualitative methods, and third; presenting the study conclusions and identifying future research areas
drawn upon the conducted comparative analysis.

Keywords: Information and Communication Technologies, Innovations, Challenges, Implementation, Developed Countries,
Developing Countries.

1. Introduction

Recent advances in Information and Communication Technologies (ICTs) have brought many
innovations to the field of Information Systems (I1S). The main goal of such innovations, for both
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developed and developing countries, is the improvement of organizations’ performance and the
achievement of competitive advantages. Developing countries, in particular, are looking forward to
achieve several social, economical and strategic gains by implementing various “western-originated” ICT
initiatives. However, the overlapped implementation of these innovations spans over years, and is
substantially associated with business logic strategic changes. Hence, they impose significant implications
over organizations on the long run.

Many prescriptions to successfully employ these initiatives have been proposed in the literature. However,
it seemsthat a great deal of customization effort is necessary to be done over these proposed prescriptions
for the best fit within different organizations’ internal/external environments. Variables such as
‘organization size’, ‘sector’, ‘organizational and national cultures’, ‘politics’, ‘laws and regulations’, and
‘economic conditions’ have been founded to be extremely influential on the implementation of these
innovations.

Although implementation challenges are perceived to be to some extent universal, still there are unique
features characterising each part of the world in regards to the implementation of ICT innovations and
this is mainly due to the environmental differences. Indeed, ICT innovations not only dea with
technologies and information content, but also their deliverables are shaped by the associated
socia/cultural context. This highlights the importance of identifying the implementation challenges of
ICT innovations for developed and developing countries. Moreover, exploring the reasons behind the
similarities and differences in terms of challenges between both types of nations is substantial to enhance
our understanding of what constitute the most successful implementation of ICT innovations. To the best
of our knowledge, this is thefirst paper tackling the differences in terms of challenges between devel oped
and developing countries and in regards to different ICT innovations.

The rest of this study is organized as follows. Next, the methodology followed in this research for the
purpose of achieving its goals and objectives is discussed. Thereafter, five ICT innovations are fully
examined in section 3. For each initiative, normative and critical arguments and cases cornering both
developed and developing countries have been synthesized and neutrally examined. Similarities and
differences in terms of challenges have been pinpointed and vindicated in section 4. Finally, drawn
conclusions and further research avenues have been proposed in section 5.

2. Research Design and Method

For the purpose of finding the similarities and differences between developed and developing countriesin
regards to the implementation of ICT innovations, a qualitative methodology is followed in this study.
The primary source for data collection purposes in this study is defined as the related literature. A
comprehensive body of recent and classified literature regarding the implementation of five ICT

innovations (i.e. Enterprise Resource Planning “ERP”, Business Process Re-engineering “BPR”,
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Inter-organizational Systems and E-Business, Information Systems Sourcing, and Knowledge

Management) is systematically reviewed and synthesized.

Relevant articles reflecting the implementation of the identified ICT innovations in both developed and
developing countries were extracted from electronic libraries and databases (e.g. ScienceDirect, EBSCO,
JSTOR, and Scopus, and GoogleScholar), by means of keywords. The lists of references within the
selected articles were also useful. In the process of selecting the body of literature to be covered in this
study, we find it also important to cover normative, interpretive, and critical schools of thought so as to
incorporate various perspectives in this regard and in turn to end up with neutral bias-free findings and
conclusions.

Our literature search identified a sufficient and rich pool of papers addressing the implementation of the
identified ICT innovations in both developed and developing countries. Indeed, about 120 references are
cited and listed at the end of this study. This was not a surprise given the large volume of publications
about Enterprise Resource Planning “ERP”, Business Process Re-engineering “BPR”,
Inter-organizational Systems and E-Business, Information Systems Sourcing, and Knowledge
Management in the field of information systems. Having the pool of literature created, one author (MMD)
reviewed the titles and abstracts of the extracted papers for relevance to the current study. Papers were
included in this study in accordance with the following dimensions collectively:

1- TimeHorizon; that is covering the period from 1990’s to 2010.
Comprehend veness; that is covering normative, interpretive and critical schools of thought.

Balance; that is having fairly similar number of articles regarding each ICT initiative, and
approximately similar number of articles in each ICT initiative addressing developed and developing
countries.

Quality of Articles; in terms of content, number of citations, indexing, and publication source.

Learning; that is including articles that conducted comparisons in terms of implementation between
developed and developing countries and in regards to the identified ICT innovations.

After selecting articles from literature to be included in this study, a thematic analysis of the content of
these articles was started. Thematic analysis is a widely-used qualitative analytic method (see Roulston,
2001). Thematic analysis can be defined as a method for identifying, analysing, and reporting classified
patterns (themes) within data (Braun and Clarke, 2006). Such an analysis organises and describes data
sets in rich detail. However, it also can further interprets various aspects of the research topic (Boyatzis,
1998).

In this study, thematic analysis was applied separately on each ICT initiative. The authors of this study
were both involved in this process and played the roles of thematic analyzers and evaluators. For example,
if one author is the thematic analyzer for one ICT innovation, the other author is the evaluator and vice
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versa. However, during thematic analysis, all data sharing similar embedded meanings that indicated the
same themes were coded and grouped together in a separate cluster. Each cluster is actually represents a
shared similarity or difference between developed and developing countries and in regards to one the five
ICT innovations included in this study. We have also made sure that generated clusters are mutually
exclusive and unique. Then, generated clusters were provided with meaningful labels and appropriately
justified. Finally a comparative analysis was conducted between these clusters so as to find similarities
and differences in terms of challenges and in regards to each of the covered ICT innovations.

The Implementation Challenges of ICT Innovations in Developed and
Developing Countries

As afirst step in achieving the study goals and objectives, this section discusses the included five ICT
initiatives (See Figure 1). For each initiative, the underlying organizational benefits that can be obtained
due to the implementation of such an initiative are highlighted. Further, suggested approaches for
successfully implementing each of the ICT innovations are synthesized. Moreover, issues according to
both normative and interpretive/critical schools of thought are presented and supported by case studies
extracted from relevant literature. Indeed, for comparison purposes in terms of challenges, case studies
concerning both developed and developing nations are also provided.

KM ERP

IS @BPR

Sourcing |OS&EB

Figure 1. ICTs covered in the Study

3.1 Enterprise Resource Planning “ERP” Initiative

An ERP enterprise application is a standardized software package that integrates information across an
organization. The implementation of an ERP software package in an organization represents
organizational strategic continuum change (Bancroft, 1998), that transforms into a ‘radical’ one if
Business Process Re-engineering (BPR) is considered. However, such an initiative fundamentaly
addresses operational integration within organizations. Through ERP implementations; organizations have
sought to improve their competitiveness (Mabert et al., 2003), improve the quality of information and
timeliness, reduce operating costs, replace legacy systems (Avison and Malaurent, 2007), enhance data
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visibility (Parr and Shanks, 2000), and improve management control over complex business processes
(Davenport, 1998).

In this regard, the normative school of thought is concerned with finding the ‘right model’ of success for
implementing ERP software packages. Ngai et al. (2008) and based on reviewing literature tackling the
critical success factors (CSFs) in the implementation of enterprise resource planning (ERP) across 10
different countries/regions found that ‘appropriate business and IT legacy systems’, ‘business
plan/vision/goals/justification’, ‘business process reengineering’, ‘change management culture and
programme’, ‘communication’, ‘ERP teamwork and composition’, ‘monitoring and evaluation of
performance’, ‘project champion’, ‘project management’, ‘software/system development, testing and
troubleshooting’, ‘top management support’, ‘data management’, ‘ERP strategy and implementation
methodology’, ‘ERP vendor’, ‘organizational characteristics’, ‘fit between ERP and business/process’,
‘national culture’ and ‘country-related functional requirement’ were the commonly extracted factors
across these 10 countries/regions. They also found that in these 18 CSFs, ‘top management support’ and
‘training and education’ were the most frequently cited as the critical factors to the successful
implementation of ERP systems.

On the basis of the applied analysis in this study, we found that awareness of the following factors
constitutes the recipe for ERP implementation success: ‘Sufficient financial resources’, ‘data accuracy’,
‘ERP strategy alignment with the competitive strategy’, ‘proper project management’, ‘effective change
management’, ‘appropriate risk management’, ‘top-management support’, ‘effective structure and
composition of teams’, ‘end-user training and involvement’, ‘powerful technological infrastructure’, ‘the
selection and support of external consultants and vendors’, and finally ‘concentration on the decision
made between BPR or ERP customization’ (See Markus et al. ,2000 ; Sarker and Lee, 1999; Akkermans
and Helden, 2002; Umble et al., 2003; Dezdar and Sulaiman, 2009; Metrejean, 2010).

However, it has been acknowledged in the related literature that organizations of different sizes approach
ERP implementations differently (Markus et al., 2000; Luakkanen et al., 2007). For example, Buonanno
et a. (2005) found that organizations from different markets face different issues and challenges when
implementing ERP systems. In a similar manner, Parr and Shanks (2000) identified that requirements of
ERP implementation success differ across ERP implementation approaches. Sheu et al. (2004) suggested
that ‘culture and language’, ‘management style’, ‘government/corporate policies’, ‘regulation/legal
requirements’, ‘internal technical personnel resource/labor skills’, and ‘geography/time zone’ represent
national differences affecting ERP implementation practices across nations.

On the other hand, the interpretive/critical school of though argues that ERP implementation is a complex
process since the use of technology is shaped by its social context. Thus applying the global template or
recipe for implementation in different organizations operating in different environments without taking
each local environment into account is very risky and may lead to catastrophic results. Accordingly, this
school of thought argues that the process of ERP implementation needs to consider the following in order
to be successful: ‘Dynamics of organizational control’, ‘politics and power’, ‘the effect of cultural issues’,
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‘different levels of experience and awareness’, and ‘the extent to which ICTs can support ERP

implementation’. Based on a case study approach, Al-Mashari and Zairi (2000) identified the following
factors for ERP implementation failure: ‘Underestimating the human resources element in change’, ‘lack
of cultural preparation’, ‘insufficient resources’ (skills, manpower and finance), ‘ineffective management
of consultants’, and ‘separating IT from business affairs’. Xue et al. (2005) identified the following eight
factors as influential ones leading to ERP failures in China: ‘Language’, ‘report and table format’, ‘BPR’,
‘economic reform impact’, ‘cost-control system’, ‘human resource problem’, ‘price issues’, and

‘partnerships with ERP service organizations’.

As for the differences between developed and developing countries in regards to the implementation of
ICT innovations, Huang and Palvia (2001) compared the implementation of ERP innovation amongst six
developed and three developing countries. Interestingly, they found that when implementing ERP systems,
developing countries face additional challenges related to economical, political, cultural, and
infrastructural issues. More specifically, they indicated that low ‘IT maturity’, ‘small firm size’, ‘lack of
BRP experience and process management’, ‘long-term strategy’, and ‘poor project management
experiences’ were the main internal organizational challenges in developing countries. In another research
and based on a comparison of ERP adoption among USA, UK and Greece, it has been found that Greek
companies’ ‘internal culture’, ‘available resources’, ‘skills of employees’, and ‘management perception
about ERP’ have played crucial roles in determining ERP success or failure (Koh et al., 2006). Similarly,
Avison and Malaurent (2007) identified that ‘language and communication’, ‘governance concerning
attitudes and values toward control and management’, and ‘laws and regulations’ are cultural factors
influencing the possible success of ERP systems.

Furthermore and by comparing two ERP cases, onein Australia and another in China, Shanks et al. (2000)
found out that most ERP implementation CSFs differs because of the greater power-distance and
collectivist nature of the Chinese culture. Tarafdar and Roy (2003) also argued that issues experienced by
organizations in developing countries when implementing ERP systems are significantly different from
those faced by organizations in the developed ones; mainly due to differences in 'the sophistication of IT
use, ‘culture, and 'social contexts. Sheu et al. (2004) suggests that 'culture & language', 'management
style, 'government/corporate policies, 'regulation/legal requirements, ‘internal technical personnel
resource/labour skills and 'geography/time zone' represent national differences that affect ERP
implementation practices across nations.

3.2 Business Process Re-Engineering (BPR) Initiative

BPR consists on a *° ‘fundamental rethinking and radical redesign of business processes to achieve
dramatic improvement in critical, contemporary measures of performance such as cost, quality, service
and speed’ ° (Hammer and Champy, 1993). In fact, BPR has been introduced by Hammer (1990), and
Davenport and Short (1990) as an approach to increase operational efficiency and produce radical
improvements in performance through streamlined business processes. According to Hammer and
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Champy (1993), ‘customer diversity and power’, ‘sever competition’, and ‘rapid environmental changes’
are the three reasons underlying the implementation of BPR. However, BPR initiative suggests that
organizations need to elevate the importance of team-working and cross-functional processes to be
appropriately integrated.

Many prescriptions have been proposed to manage this kind of radical changes at the organizational level.
Hammer (1990) identified the following key principles to BPR: 'organize around outcomes, not tasks,
'have those who use the output of the process perform the process|, 'subsume information-processing work
into the real work that produces the information’, ‘treat geographically dispersed resources as though they
were centralized', 'link parallel activities instead of integrating their results,, 'put the decision point where
the work is performed’, 'build control into the process' and finaly 'capture information once and a the
source'. In the same vein, Davenport (1992) suggested that ‘developing the business vision and process
objectives’, ‘identifying the business processes to be redesigned’, ‘understanding and measuring the
existing processes’, ‘identifying IT levers’, and finally ‘designing, building and prototyping the new
processes’ are the main factors constituting the right approach to manage BPR. For successful BPR
implementations, Day (1994) identifies three principles to be practiced by senior management before
carrying out a reengineering change as 'emphasizing external objectives, ‘coordinating the activities &
culture change' and 'making the information available to all team members. Based on the experiences of
conaultants, Bashein et al. (1994) concluded the following CSFs of BPR: ‘Senior management
commitment and sponsorship’, ‘realistic expectations’, ‘empowered and collaborative workers’, ‘strategic
context of growth and expansion’, ‘shared vision’, ‘sound management practice’, ‘appropriate full-time

participants’, and ‘sufficient budget’.

Interestingly, Zairi and Sinclair (1995) listed the following factors according to their importance to BPR
success in a descending order (from the most important to the least): 'leadership’, ‘team make-up',
'available IT expertise', 'project targets', 'customer focus', 'existing IT systems', 'project’s time-frame,
‘process knowledge, ‘change management’, ‘communication’, 'management systems, ‘performance
measurement’, 'training’, ‘organization structure', 'organization culture’ and 'investment'. Hall et al. (1993)
proposed the following as three critical determinants of BPR success: 'breadth’ (concerning the number of
business units involved), 'depth’ (the change to six organizational elements; organizational structure, roles
& responsibilities, measurement & incentives, I T, shared values and skills), and 'leadership' (concerns the
extent of top-management support). Maull et al. (2003) identified that ‘taking a strategic approach’,
'integrating performance measurement’, ‘creating business process architecture, 'involving human &
organizational factors and finally ‘identifying therole of I T' constitute a smooth road to BPR success.

Critically, Davenport and Stoddard (1994) identified seven myths of BPR as follows: ‘the myth of
reengineering novelty’, ‘the myth of clean state’, ‘the myth of IS leadership’, ‘the myth of reengineering
vs. quality’, ‘the myth of top-down design’, ‘the myth of reengineering vs. transformation’, and ‘the myth
of reengineering’s permanence’. Reviewed literature reveals that BPR has been widely misunderstood as
it has been equated to downsizing and/or client-server computing (Malhotra, 1998). Mumford (1996)
warned from personal risks since BPR is associated with downsizing. Moreover, Knights and McGabe
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(1998) identified that BPR may bring stress to employee nature of work, thus increase their resistance and
lead to disruption of organizational goals and objectives.

Betroni et al. (2009) argued that BPR projects very often fail to meet the inherently high expectations of
re-engineering. Indeed, surveys and studies estimate the percentage of BPR failures to be as high as 70%
(Hammer and Champy, 1993). Malhotra (1998) indicated that ‘lack of sustained management
commitment and leadership’, ‘unrealistic scope and expectations’, and ‘resistance to change’ are the
principal obstacles that business process engineering initiatives face. On the other hand, Sarker and Lee
(1999) identified ‘lack of detailed knowledge about functional areas’, ‘hidden agendas of
top-management’, ‘lack of knowledge of (and over-reliance on) computer-based BPR tools’, ‘poor choice
of metaphors in organizational language’, and ‘lack of communication’ as the main reasons behind BPR
fallure at US TELECO. Based on three case studies, Willcocks and Smith (1995) suggest that BPR is too
often method-driven, and argued that it needs further holistic attention where human, social, and political
issues are considered as BPR main inhibitors.

As for developing countries, Ranganathan and Dhaliwal (2001) identified that ‘lack of human and
financial resources’, ‘lack of internal IT expertise and capabilities’, and ‘lack of champion for BPR
initiatives’ as the main problems faced by the Singapore organizations. Salman (2004) identifies the
following impediments faced by organizations in developing countries when carrying out BRP initiatives:
‘Lack of holistic view’, ‘lack of sponsorship’, “‘unsound financial condition’, ‘sense of complacency’,
“failure to distinguish between BPR and other improvement programs’, ‘burying the BPR project among
corporate agenda’, ‘resistance to change’, ‘communication gap’, ‘generic low usage of technology and
sceptical attitude towards technology’, and ‘lack of experience in handling BPR projects’. Furthermore,
Abdolvand et al. (2008) and based on reporting survey results indicating BPR readiness in two Iranian
companies found that ‘resistance to change’ is one of the main factors leading to failures in regards to the
implementation of BPR initiative. On the other hand, Abdolvand et al. (2008) study found that egalitarian
leadership, collaborative working environment, top management commitment, supportive management,
and use of information technology are factors leading to successful implementations of BPR initiatives in
Iran. In a similar vein, Nasierowski (2000) indicated that BPR necessitate to be repackaged to fit the
particulars of the Mexican cultural, social, and financial settings. Nasierowski also pointed out that
success heavily depends on the strong support of the highest political levels and business commitment.
Saxena (1996), Based on providing a number of reengineering examples carried out in Indian public
sector, claimed that for a successful BPR in developing countries, a holistic treatment and attention
should be set to strategy, organizational structure, 1T, and culture.

3.3 Inter-organizational Systems and E-Business Initiative

The fundamental message of IOS&EB innovation is that through its implementation an organization
would improve its profit, achieve strategic sustainability (Chircu et al, 2000), cut costs, run business
smoothly and effectively (Lu, 2003), build customer base quickly (Kauffman and Walden, 2001), reshape

231
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

customer and supplier relationships, and streamline its business processes (Daniel and Grimshaw, 2002).
Turning into dotcoms, organizations have been promised to be able to create value to their customers
characterized by low-cost and ease-of-use (see Timmers, 1999; Amit and Zott, 2001). Further, Porter
(2001) argued that a flood of new entrants has come into many industries since the Internet has reduced
barriers to entry. For example, based on interviewing Michael Dell, Magretta (1998) described how Dell
Company benefits from it virtual integration through exploiting ICT to blur the traditional boundaries in
the value chain (disintermediation). Moreover, Kraemer and Dedrick (2002) depicted how Cisco
Company established its 1OS to implement its strategic focus and to leverage its virtual organization,
leading to higher growth and profit rates.

Similarly, Ghosh (1998) argued that “Companies that do not want to participate in Internet commerce
may be forced to do so by competitors or customers”. This seems to be true and planning approaches to
implement this kind of ICT innovations have been proposed by many scholars. For example, Leitch and
Warren (2003) suggested the following stages for successful dot.com implementations: 'strategic &
business evaluation', 'system anaysis & design’, 'systems e-commerce design’, 'implementation’ and
finally 'post-implementation’. Choucri et al. (2003) developed a model that represents the CSFs for
dotcoms based on ‘Access’ (infrastructure and services), ‘Capacity’ (social factors, economic factors, and
policy factors), and ‘Opportunity Penetration’. Jackson and Sloane (2007) argued that for organizations to
operate successfully, ‘integration among organizational processes’, ‘human resources’, ‘organizational

culture’, and ‘sound management’ is required.

Furthermore, Cullen and Taylor (2009) study yielded five composite factors that are perceived by usersto
influence successful e-commerce use. The proposed critical success factors for e-business initiative,
according to their study are: “System quality,” “information quality,” “management and use,” “world
Wide Web — assurance and empathy,” and “trust”. Of these and according to the study of Cullen and
Taylor (2009), all respondents ranked information quality, system quality, and trust as being of most
importance, but differences in the rankings between purchasing and selling respondents are evident.
Another study by Sharkey et al. (2010), and on the basis of Delone and Mclean Model, found significant
relationships between Information Quality and System Quality and three success dimensions of
e-commerce initiatives: intention to use, user satisfaction and intention to transact. The study also found
the following information and system quality constructs to be most important in predicting e-commerce
success: ease of understanding, personalisation and reliability. In particular, they found that reliability is
more important than usability where transactions are concerned and security is important to transactional
zones of e-commerce systems. on the other hand, it has been also found that factors such as ‘internet
access and its infrastructure’, ‘“user confidence’, ‘trust’, ‘security’, and ‘privacy’ are claimed to downsize
e-business growth (Connolly, 1998).

Interestingly, it has been proven that organizations from different size and/or operating in different
industry sectors may adopt different e-commerce strategies as they usually face different issues and
challenges in regards to the implementation process (See Doherty et al., 2001; Daniel et al., 2003). It has
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been also proven the vaue proposition characteristics do matter (Brynjolfsson et a., 2000) as
implementation challenges do vary to some extent according to the nature of offerings of different
organizations. It is also worthwhile mentioning that the electronic market witnessed a number of
high-profile dot.com collapses (Howcroft, 2001). Indeed, Shapiro (2000), for example, warned from
liberty erosion as one of the negative e-commerce implications. Shapiro raises issues concerning control
and privacy and their social implications. Moreover, Howcroft (2001) discussed the following myths
concerning the dot.com market: ‘the myth of the new economy’, ‘the myth of success’, ‘the myth of the
entrepreneurial geek’, ‘the myth of the level playing field’, ‘the myth of innovation’, ‘the myth of the

virtual’, and ‘the myth of the online shopping experience’.

Using the case of Egypt, Ghoneim et al. (2001) concluded that an institutional role is needed to regulate
e-commerce. Markus et al. (2001) concluded that organizational use of Internet in some parts of Asia
differs from that in the USA in the following aspects: 'financial infrastructure', 'legal and regulatory
infrastructure’, 'national policies, telecommunication infrastructure', 'language and education’, and finally
'organizations size, structure and their control systems'. A case based research conducted by Kshetri (2007)
classified barriers to e-commerce in developing countries, into ‘economic’, 'socio-political’, and ‘cognitive'
at both consumer and business levels. Based on asurvey in Sri Lanka, Kapurubandaraand Lawson (2007)
identified that implementations of e-commerce technologies is inhibited by both ‘interna factors
(owner/manager characteristics, firm characteristics, and cost and return on investment) and 'external
ones (infrastructure, social and cultural, political, legal and regulatory). Based on examining i-metal
Chinese case study, Hempel and Kwong (2001) indicated that EB implementations in developing
countries presents unique challenges that are not presented in developed ones. Not only have they
identified infrastructure challenges in terms of financial, legal, and physical deficiencies, but also they
have identified different business philosophies and culture to be the most significant challenge that
influences company-marketplace relationship.

Empirically through surveying 95 Jordanian companies from different sectors, Al-Debei and Shannak
(2005) found out that the main reasons underlying the very small number of e-commerce applications by
Jordanian companies are: 'national-cultural’ (lack of awareness about e-commerce and its requirement),
'security & privacy issues, and 'lack of regularity & legislative bodies. In a similar vein, Salman (2004)
indicated that 'lack of basic automation in place, 'poor management skills, 'lack of e-commerce
integration’, 'economical situations, 'politics, 'inadequate infrastructure, 'pressing digital divide, ‘feeble
human capita’, 'culture’ and 'society’ represent inhibitors to implement e-commerce technologies in
developing countries. In Thalland, the results of Sebora et al. (2009) study confirmed that the
achievement orientation and locus of control of founders and business emphasis on reliability and ease of
use functions of e-service quality are positively related to the success of e-commerce entrepreneurial
ventures in Thailand.

3.4 1S-Sourcing Initiative
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The handing-over of tasks within the IS functions to a third-party is known as IS Sourcing. This kind of
innovation is intended to offer organizations tremendous performance enhancements such as significant
cost reductions (Nicholson and Sahay, 2001), effective use of human resources and exploitation of
external advanced technologies, ability to focus on core competencies, reduction in capital investments,
and challenging the rational planning view. However, Loh and Venkatraman (1992) noted that
organizations’ tendency to copy successful practices of others without taking into consideration their own
attributes are one of the major reasons behind 1S-sourcing besides the incapability to manage internal 1S
resources which represents another key reason for failure.

In fact, IS sourcing can be classified differently based on the dimension taken into account. In fact,
|S-sourcing could be handled either internally; known as insourcing, or externally known as outsourcing
(See DiRomualdo and Gurbaxani, 1998). Moreover, it could be classified as total vs. selective (See
Heinzl, 1993), single vendor vs. multiple vendors (See Currie, 1998), joint venture vs. strategic
partnership (See Fitzgerald and Willcocks, 1994), and on-shoring vs. off-shoring (See Shao and David,
2007). Interestingly, these types are not mutually exclusive as there are overlapping aspects amongst them.
Another classification of |S-Sourcing was provided by Millar (1994) who classified |S-Sourcing in four
categories as follows: general, transitional, business process, and business benefit contracting.

Catalogues of key factors influencing IS sourcing successful implantations have been advocated. Heeks et
al. (2001), for example, revealed the following challenges concerning 1S-Sourcing: 'distance’, 'essential
tacit knowledge & informal information transfer', and finally 'different cultural values'. On the other hand,
Aron et al. (2005) suggested a taxonomy for IS-sourcing risks as ‘strategic risks’ (behaviour of both
parties), ‘operational risks’ (i.e. communication), ‘intrinsic risks of atrophy’ (losing core people and
expertise), and ‘intrinsic risks of location’ (i.e. geopolitical, socio-political, and cultural). Further, Issues
such as transfer of assets and information security have been discussed by Lee (1996) as inhibitors of
|S-Sourcing. As for developed countries in particular, Shao and David (2007) argued that IT workers in
developed countries are negatively influenced by the 1S-sourcing trend. They predicted that those able to
interlink their 1T skills with business needs are those having the best chance to survive. Mclaughlin
(2003) assured the same point; Mclaughlin indicated that 1S-sourcing not only has changed the US
landscape for software professionals, but also has reshaped companies’ project planning and the criteria
based on which they select their employees. Moreover and based on a German telecommunication
Company’s experience that setting up a satellite operation in India, Kobitzsch et al. (2001) identified that
'legal’, 'knowledge transfer’, 'development and project management', 'quality management’, 'language,
'time, and 'infrastructure’ as critical factors in the arena of 1S-Sourcing.

Outsourcing in particular seems to be very challenging and risky undertaking, despite its promising
benefits. Willcocks et al. (1995), for example, suggested a formula to mitigate risks associated with
outsourcing consisting of the following principles: ‘market logic not management despair’,
‘rationalization not rationing’, ‘commodities not differentiators’, and finally ‘targeted not total’. Using
Rational Exchange Theory, Goles and Chin (2005) identified ‘commitment’, ‘consensus’, ‘cultural
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compatibility’, ‘flexibility’, ‘interdependence’, and ‘trust’ as attributes of outsourcing success. Further,
they identified processes of success in this regard as ‘communication’, ‘conflict resolution’,
‘coordination’, ‘cooperation’ and ‘integration’. In a study that addresses e-commerce and ASP
outsourcing, Lee et al. (2003) recommended the following guidelines for achieving an informal effective
partnership when outsourcing is considered: ‘understand each other business’, ‘prioritize short-term and
long-term goals’, ‘define realistic expectations’, ‘share benefits and risks’, ‘develop performance
standards’, ‘expect changes and revisions’, ‘prepare for the unexpected’, and ‘nurture the relationship’.
However, the applied analysis in this study reveals that challenges of 1S-sourcing not only differ acrossits
type and scope, but they also differ across various organizational strategies, sizes, and sectors (See Sobol
and Apte, 1995; Gallaugher and Stoller, 2004). On the other hand, Qu et al. (2010) interestingly found
that IT insourcing is more effective for developing |IT-enabled business processes (IEBP), which
subsequently lead to superior firm performance.

Based on a study that included comprehensive literature review as well as conducting interviews with
Offshore Software Development (OSD) experts, a list of CSFs was developed from the perspective of
German-speaking companies by Remus and Wiener (2009). They have actually identified the following
seven CSFs as generally being the most relevant for the successful implementation of an OSD project:
‘definition of clear project goals’; ‘continuous controlling of project results’; ‘ensuring of a continuous
communication flow’; ‘high quality of offshore employees’; ‘good language abilities of the offshore
employees in German and English’; ‘composition of an appropriate project team’; and ‘preparation of a
detailed project specification’. From an on-going longitudinal study of British organizations offshore to
India, Nicholson and Sahay (2001) concluded that ‘culture asymmetries’, ‘organizational politics’
(resources of power), and ‘time/space dispersion’ represent substantial challenges to British organizations’
management. Using transaction theory, Qu and Brocklehurst (2003) found that Chinese legal system
forms a main difficulty in reaching a competitive situation in offshore outsourcing. On the other hand,
Khan et al. (2002) indicated that the role of Indian government plays major roles in enhancing its
infrastructure and that the role of virtua around the clock approaches is substential to outsourcing
initiative success.

On the basis of delineating the success of one Viethamese company as an outsourcing partner, Gallaugher
and Stoller (2004) indicated that Vietnamese potential growth is limited by the subsequent issues:
‘government policies, ‘technology infrastructure, and 'comparative limitations in terms of population and
size'. Using the quantitative-qualitative approach, Khalfan and Alshawaf (2003) concluded that both
‘environmenta’ (educational status, national I T strategy, economic status, political system, technological
status, and legal status) and ‘cultural’ challenges (language/communication, religion, and behavioural
norms and attitudes) face Kuwaiti public sector when outsourcing is addressed. Coward (2003) identified
that ‘culture’, ‘language’, and ‘time zone differences’ are critical issues faced by American SMEs when
tackling outsourcing. Coward also explained that political stability of the provider’s country represents an
important factor to American SMESs in their outsourcing decision.
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3.5 Knowledge Management Initiative

Providing the means for managing knowledge as one of organizations main possessions in order to
leverage its intellectual capital is the primary significance underlying KM initiatives. By leveraging KM,
organizations have hunted to improve their competitiveness over time (Nonaka and Takeuchi, 1995) as
KM intends to signify a structure that facilitates problem-solving, decision-making, and strategic planning.
In fact, knowledge management encompasses identifying, capturing, selecting, organizing, disseminating,
and transferring knowledge across boundaries. However, making knowledge visible, manageable and
transferable is a multifarious process due to its tacit nature (See Nanoka, 1994), its stickiness (See Von
Hippel and Tyre, 1996), and its nature of being distributed (See Tsoukas, 1996). Accordingly, Carlile
(2002) argued that knowledge is both a source of and a barrier to innovation since it is localized,
embedded, and invested in practice.

Through surveying more than 300 senior executives, Gold et al. (2001) found that organizations would
achieve effective KM not only by focusing on knowledge process architecture (acquisition, conversion,
application, and protection), but also through focusing on the knowledge infrastructure (technology,
structure, and culture). Moreover, Ajmal et al. (2010), based on their study that examined the critical
success factors for KM initiatives in project-based organisations, identified six CSFs in this context:
‘familiarity with KM’; ‘coordination among employees and departments’; ‘incentive for knowledge
efforts’; ‘authority to perform knowledge activities’; ‘system for handling knowledge’; and ‘cultural
support’. Empirically, Alvai (1999) indicated that even though 'technology’ represents one of the key
concerns regarding KM; ‘cultural’, 'managerial’, and 'informational issues' represent the substantial ones.
Critically and based on examining two case studies; Ebank and Brightco, Swan et a. (1999) compared
cognitive network model; where technology is perceived as the CSF, with community networking model;
where trust and collaboration is perceived as the CSF. Accordingly, they warned from the potential impact
of the former one on KM within organizations. In a similar manner, Walsham (2001) indicated that ICTs
are beneficial only if carefully used to support the development and communication of human meaning.
In a similar vein, Reid and Slazinski (2003) indicated that 'cultural heterogeneity' of participants in a
service learning program at Purdue University represents issues to their KM initiative. Moreover and
through a series of semi-structured interviews, Desouza and Evaristo (2003) indicated that ‘change
management’ and ‘culture’ are relevant issues pertaining to KM across borders.

As for developing countries, in particular, Nguyen and Johanson (2008), through field work interviews,
found out that the main reason hampers Viethamese from accepting elements of a knowledge nation is
their society long-standing features (economic, social, cultural, and political). Using a case of Indian
pharmaceutical organizations, Kale and Little (2005) indicated that building-up new competencies in
developing countries is complex undertaking due to political and economic convolutions. Using the case
of Sudan, Ghobrial (2006) indicated the following problems confronting Sudanese society when KM
partnership: reduced access to knowledge, 'lack of regional-global integration and cooperation’, 'lack of
ICT cultural-ethics', 'lack of human-resources, 'lack of education’, 'lack of ICT development structure
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program’, 'lack of financial resources, 'society poverty and illiteracy’, 'legislation gaps, 'lack of ICT
policy guidelines, and ‘insecurity and bureaucracy aligned with ICT. Based on examining the
development of a knowledge portal at the Housing and Development Board (HBD) in Singapore, Teo
(2005) identified the HBD encountered challenges related to 'people’ and 'culture’, 'process, ‘content
management’, and ‘technology’. Generally speaking, Malhan and Gulati (2003) indicated that developing
countries confront ‘technological’, 'socio-economical’, ‘attitudinal’, 'geographical’, and 'linguistics
challenges in having access to knowledge. They aso indicate that despite the presence of sparkling ideas
and facts in India, lack of interests in knowledge activities expressed by top-management wastes these
innovative ideas away.

4. Discussion: Comparative Analysis

The results of the applied analysis in this study shows that the implementation of ICT innovations is a
complex course of action; mainly because of the essentially needed consistent interactions amongst
people, technology, and business processes. In fact, this unique mixture makes the success of
implementation of various ICT innovations way far from being straightforward and somehow
unpredictable. The applied analysis also reveals that organizations, in general, face many substantial
challenges throughout the implementation of such innovations, and that challenges along with their extent
vary across different organizations and in accordance with their macro and micro features and
characteristics. Hence, we argue that there is no one recipe of success in regards to the implementation of
ICT innovations that fits all organizations operating in various environments.

Indeed, as the relevancy of ICT innovations to developing countries has been assured (Walsham et al.,
2007), the debate regarding the challenges of ICT innovations has become much more substantial. From
the previous section, it has become clear that there is an increasing research interest in delineating the
differences between developed and developing countries in terms of implementation challenges of ICT
innovations. Our analysis in this study assures that both developed and developing countries share
common issues and challenges in the micro-organizational level in regards to the implementation of ICT
innovations, as summarized in Table 1.

Issues and Challenges
Lack of clear boundaries among different ICTSs.
The soft nature of ICT projects and its consequences.
Therationality of ICT (s) implementation decision and other related decisions.
Aligning the ICT innovation strategy with the competitive strategy of an organization.
Lack of concern of the human-resource element (needed skills, involvement and
retention).
Lack of top-management commitment and support.
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Ineffective management of consultants.
Resistance to change.

The dynamics of power (organizational politics).
Table 1. Common ICT Implementation Challenges for both Devel oped and Devel oping Countries

Our analysis reveals that ICT innovations are not mutually exclusive as significant overlapping areas are
available, in addition to the high level of interdependence amongst most of them (See Figure 2). In fact,
each ICT initiative undergoes from the disappearance of clear perimeters and its overlapping aspects
during implementation with other ICT innovations. To give just a general overview, BPR is highly
considered as a pre-requisite for ERP which is in turn considered a backbone for IOS&EB innovations.
KM is considered significant in managing organizational knowledge, while other initiatives and their
related issues constitute a significant portion of that knowledge. On the other hand, 1S-sourcing is
considered a choice for organizations confronting a decision regarding the implementation of all other
ICT innovations. Hence, we believe that ICT innovations generally complement each other rather than
acting as substitutes, despite the fact that they al nearly hold the same message towards organizations

entitled as “enhancing the performance and providing a competitive advantage”.

|OSandEB

ERP

BPR

Figure 2. Interdependences amongst ICT Innovations

Another common challenge is actually related to the nature of ICT projects given that such projects are
normally less tangible than others and thus their implementations are significantly more challenging than
other projects in terms of requirement specifications, control, monitoring, and evaluation. Making
decisions in regards to the implementation represents another common challenge (See Table 2 and Table
3). Indeed, there is a need to choose innovations helpful in achieving organizational goals and objectives
so as to be implemented. Consequently, organizations are required to decide whether these innovations
are to be implemented internally or should be outsourced. Moreover, decisions regarding the approach to
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be followed for implementation purposes and functional areas to be covered should be made. In addition
to these genera decisions, there are specific decisions to be made and in accordance with the chosen
innovation for implementation (See Table 3). For example, if ERP innovation is to be implemented, an
organization is required to make decisions in regards to whether Big-Bang, Middle-Road, or Vanilla
approach should be followed. On the other hand, if KM innovation is to be implemented, there is a need
to decide whether personalization or codification is the appropriate strategy to be followed in a specific
organization.

Decisions Issues and challenges
When and which ICT innovation(s) to | A. The significance of the ICT
implement? innovation(s).

B. Aligning the ICT innovation strategy
with  the organization competitive
strategy.

Should we implement the selected ICT | The decision whether to consider
innovation(s) in-house or should we | IS-sourcing or not.

source it?
Which vendor(s) and/or consultant(s) | The selection of the
should we select? vendor(s)/consultant(s) needed for the

implementation of the selected ICT
innovation(s) in order to acquire human
and technology recourses.

Which implementation approach or| The selection of the implementation
strategy should we adopt and follow? approach in regards to the selected ICT
innovation(s).

What is the scope of the selected ICT | The selection of the functiona areas or
innovation(s)? business units to be covered and
supported by the sdected ICT
innovation(s).

Table 2. Common Decisiona Challenges for both Developed and Devel oping Countries

In fact, many critical decisions in this regard are normally made based on informal communications
managers do with their social network. In some other times, managers make decisions based on their
tendency to copy successful firms in terms of ICTs implementations and without studying the feasibility
and need of such innovations to their organizations. Such practices would lead organizations to make
irrational decisions that in turn may lead to catastrophic results; given that organizations, in this case,
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neglect the appropriateness of the chosen innovation(s) to their settings. Hence, we believe that ICT
innovations should be implemented at the right time and should fit an organization’s strategy, structure,
management-style, and most importantly the culture, if that innovation is to be implemented successfully.

Table 3 below lists other decisional issues and challenges related to each ICT innovation covered in this
study. These challenges are shared between developed and developing countries.

ICT Innovations Issues and Challenges

BPR The number of functional areas or business units involved.

The selection amongst Big-Bang Middle-Road, or Vanilla as an
implementation approach.

The selection between BPR or ERP software customization for
the purpose of ERP fit with the business processes of an
organization.

ERP

The degree of separation/integration
|OS& EB egree ot sep &

The selection between insourcing vs. outsourcing.
The selection between total vs. selective sourcing.

The selection between single vendor vs. multiple vendors.

| S-sourcing The selection among 1S-sourcing joint venture, and strategic
partnership.

The selection between on-shoring vs. off-shoring.

The selection between personalization or codification strategy
for knowledge transfer.
Table 3. ICT-Specific Challenges for both Developed and Devel oping Countries

KM

For both developed and developing countries, there are also other important challenges for the
implementation of ICT innovations. Both nations also suffer from lack of concern of human resource
element. Often in such a context, organizations neglect or underestimate the role of human resources
along with their skills and capabilities as organizations normally perceive such projects as purely ICT
ones. Believing that acquiring the best technology assures its deployment success is one of the immense
pitfalls. The implementations of such ICT innovations are usually considered as strategic changes that
affect organizations’ on the long run since they stroke every single aspect of the entire organization.
Hence, underestimating the human-resource elements during strategic changes associated with the
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implementations of ICT innovations plays a significant role in hindering their implementations success.
For successful implementations, we argue that organizations should assure having all needed resources
for such initiatives. This includes financial, human-resources, technological, technical, business skills and
other relevant resources. Factors such as users’ involvement, training, retentions, and powerful team
formation as well as strong leadership facilitate successful implementations of ICT innovations. Lack of
top-management support decreases the perceived value of ICT innovations; thus decreasing the level of
commitment of various users, team members, and other stakeholders.

As clarified earlier, the implementation of ICT innovations is complex undertaking. Hence, organizations
often acquire the needed skills and expertise to successfully implement such innovations by incorporating
consultants in this process. However, the cost associated with consultants is usually high, and the value
they can add to the process of the implementation is hardly assured. This is because, most often, the
organization and the acquired consultants share different interests and goals. Consultants sometimes tend
to complete the project as fast as possible and move on to the next one, whilst quality and effective
completion of the project is main concern for organizations. Indeed, the applied analysis in this study
reveals that ineffective management of consultants is one of the main challenges organizations confront
when implementing ICT innovations. This challenge is actually owed to poor communication and
knowledge transfer problems between consultants and relevant members from organizations, in addition
to the tendency of consultants to maintain their power, influence, and organization-dependency.

Categories Issues and Challenges

Lack of appropriate technological infrastructure
I nfrastructural Lack of local vendors & consultants for ICT innovations
(Physical, Legal, HR, | Lack of internet accessibility
Technological, and Expensive internet and other technological services
others) Lack of R& D resources and facilities

Unfavorable economic status and Recession
Low economic growth

Economical Low income level
Scarcity of opportunities

Unfavorable laws, regulations and policies
Lack of governance

Political Lack of intellectual property laws
Unstable environment

Poor education system in some countries
Lack of national awareness & perception concerning
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ICTs.
Low IT maturity

High resistance to change
Low English proficiency

Low IT diffusion
Low level of innovation

Geographical distance
Different time zones
Table 4. Macro-Environmenta (National) Challenges of ICT Implementationsin Developing Countries

Geographical

Another critical challenge facing both developed and developing organization in regards to the
implementation of ICT innovation is 'resistance to change. This normally happens when, for example,
some members of the organizations become reluctant to acquire new skills and techniques associated with
the new innovation. It some other times, resistance to change happens when some influential members of
the organization stand offensively against the implementation of the new ICT innovation. In fact, the
underlying reasons behind resistance to change are numerous. For example, some employees would resist
the change associated with the implementation of the new ICT innovation because of the fear of the
unknown; accordingly they prefer to keep the status qua which they have afair control over and got used
to. Others would resist the change associated with the new ICT innovation because they believe this
would lead them to lose their power, accumulated experience, control over processes, or jobs in the
organization. In some other cases, members of an organization would show resistance because they
believe that the new innovation would strengthen the overseeing and monitoring capabilities of their
managers and profoundly change the dynamics of power within the organization.

In addition to the common challenges discussed above, there are extra unique ones facing only
organizations operating in developing countries. This can be traced back to the fact that ICT innovations
were firstly established for developed countries as they were originated in the western part of the world.
Therefore, the degree of compatibility of these ICT innovations with variables related to macro and micro
environments of an organization operating in developed countries is substantialy higher than those
operating in developing countries. Indeed, there are substantial differences mainly in political, economical,
social/cultural, and infrastructural (i.e. technological, physical, legal, human resources) aspects between
developed and developing nations (See Table 4). Nonetheless, listing these factors exclusively for
developing nations does not indicate their ultimate absence in the developed ones, but we sort them
exclusively in this study because these challenges are more generalizable and evident within developing
countries.

Categories Issues and Challenges

Infrastructural Inadequate technological infrastructure at the
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(Physical, Legal, HR, organizational level
Technological, and others) Lack of financial recourses and capabilities
Lack of needed skills and expertise within
organizations

Hierarchal management style

Power-distance
Strict line-of-orders

Lack of R&D resources and facilities within

Economical .
organizations

Relatively small-size of organizations

The dynamics of power

Arbitrary and social-driven Decision-making
Hidden management agendas
The fear of losing jobs

Palitical

Inappropriate technological culture
low IT maturity

Lack of IT skills and experience

Cultural Unfavorable attitudes and values toward control and
change

Inadequate English proficiency

Interlinked social and organizational relationships
Table 5. Micro-Environmental (Organizational) Challenges of ICT Implementationsin Devel oping Countries

Organizations within developing countries not only experience challenges at the macro-national level, but
they also face issues and challenges related to the micro-organizational environment (See Table 5). Indeed,
some issues have been inherited from the macro-national level such as low IT maturity and diffusion,
inadequate technological infrastructure which is the backbone for such ICT innovations, weak financial
situations due to the recession, lack of R&D resources and facilities, lack of relevant expertise, lack of
awareness about the added-value associated with ICT innovations along with their significance, poor
English proficiency that is needed for effective communications with consultants and vendors, and
geographical location issues. Such additional challenges definitely obstruct successful implementations of
various ICT innovations in developing countries.

Other challenges within developing countries could be traced back to (a) the hierarchal style that exhibits
a strong "command and control" management style; thus hinders innovation, (b) interlinks between
organizational and social relationships (For instance, in developing countries, the social status of an
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individual usually affects his/her status in the organization. Moreover, people normally mix between their
social and professional relations), and (c) lack of proper planning and modelling of the business.

Organizational politics represents aso a critical challenge facing developing countries in regards to the
implementation of ICT innovations. Indeed, ICT innovations usually change the way business are
conducted, which consequently affects the dynamics of power within organizational settings and lead to a
higher level of resistance. To give just one example, employees who have expertise in using an existing
legacy system will be threatened of losing their knowledge power if the organization decides to replace
the legacy system with anew ICT innovation.

In addition to all challenges discussed earlier, there are also other related challenges in this context which
are mainly associated with the nature of ICT innovations. In fact, the ICT innovations which are covered
and examined in this study are regarded as enterprise "large-scale” Innovations. Being classified as
enterprise innovations indicates their high total cost of ownership and the kind of expertise they require.
Hence and given the size and the financial conditions of most organizations operating in developing
countries in addition to the modest availability of essential skills and expertise, the ability to successfully
implement such demanding ICT innovations significantly declines.

5. CONCLUSIONS

The underlying reason behind the implementation of ICT innovations is gaining competitive advantages;
primarily through enhancing the performance, effectiveness, and efficiency of organizations. Nonetheless,
the implementation of ICT innovations is complex undertaking and usually requires a powerful alignment
amongst technology, business, and human-related factors. The applied analysis in this study reveals that
both developed and developing countries undergo several challenges in regards to the implementation of
ICT innovations. Lack of concern about the human-resources, lack of top-management support,
ineffective management of consultants, resistance to change, and the dynamics of power within an
organization are just few examples of those challenges. Interestingly, the analysis also reveals that
developing countries face extra unique challenges in this context and in both macro and micro levels such
as infrastructure inadequacy, economics and politics instability, culture unsuitability, time/location
dispersion, and management style inappropriateness.

Moreover, the analysis shows that the relevancy and successful implementation methods of ICT
innovations significantly vary across nations and organizations. Retrospectively, we advocate that ‘one
size fits all’ is not an applicable approach in the arena of ICT innovations and that there is no one
universal recipe for success that can be applied everywhere, but a rationale scientific approach is
recommended to be followed by managers when confronting decisions regarding the implementation of
ICT innovations given their significant influences on the on-going value of organizations.

Broadly speaking, the analysis also found that there is no direct proportional relationship between the

implementation of ICT innovations and organizational outcomes. This is because such a relationship is
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mediated by the social context factor which is mainly derived from the cultural settings. Thus, we believe

that successful implementations of ICT innovations are those creating a balance between conflicting
requirements and are performed in an adaptive and customized manner with various micro-organizational
and macro-national variables.
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ABSTRACT

The idea of thispaperis to determine the mental models of actors in the Tunisian firmswith
respect tothe behavioral approach of corporate governance. We usethe cognitive mapto view
thesediagramsand to visualize theways of thinking conceptualization of the behavioral approach.
The objective of this study was to understand the concept of "mental models’ from the presentation and
analysis of cognitive maps of Tunisian firms actors. The paper takes a corporate governance perspective,
discusses mental models. Returning to the systematic exploration grids for each actor, there is a balance
of concepts expressing their cognitive orientation.

Key words: corporate governance, behavioral approach, cognitive mapping, mental models, structural
analysis
1. Introduction

Thepsychological biasesof behavioral financeis anew paradigmthat complements
thetraditional finance  theory while  introducing aspects "behaviorist® in  the decision making
process. Behavioral financelooks at how thinking among investors and help them understand and
predict the psychology of decision. Moreover, it is based on the application of psychological principlesto
improve financial decision. There are quite a number of literatures interested in market anomalies that are
not explained by traditional theory, these abnormalities are cited among the abnormal movements of
the course following the first public offering or through a merger or to fragmentation of the capital.

During the 80and 90, statistical anomaliespersist, suggesting thatthe existing of
traditional modelsis incomplete. Investors seemnot to follow alogicintheir reactions tonew
information but rather confident and change their choices after the emergence of new information.

In recent years, the media give more importance to the valuation of securities. Therefore, there

are biases in the decision and therefore deviant behavior of individuals. These anomalies suggest that the
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principles of rational behavior are not always true, hence the need for amodel that treats human behavior,

such as those studied in other social sciences.

2. Literature review

Behavioral approach of corpor ate governance

According to Thaler (1996), the current behavior differs from traditional economic power by
seeking toaccount forthreedeviations fromthe standard representation of behavior: bounded
rationality (bounded rationality); will limited (bounded willpower) and selfishness
limited (bounded seif interest). To these differencesare associated anumber of  biases that
induce decision errors.
Biases associated with bounded rationality

For Jolls (2009), bounded rationality includes both errors of judgment and the differencesin
decisionsrelative to those of the standard maximization of expected utility. Errors in judgment may be
caused, for example, in the subconscious biasfor or against many prejudices against membersof a
group (on the basis of race, class, nation, sex, beauty ...).

Biases associated with the will and limited selfishness

Beyond themeans of rationality that led tomany developmentsinthe field of law, the
current behavior also  highlightstwo  other imperfections of human  behavior, thelimited
willingness and limited egoism. The concept of limited willingness reflectsthe limits of the will of
individuals.
The key concepts of the cognitive approach
The overconfidence

One of the foundations for the development of behavioral finance is overconfidence, which is,
nowadays, one of the most studied phenomena. Among these works are cited Article pioneer Debondt and
Thaler (1985). These studies define overconfidence as overestimation of the ability of the investor (Ritter
(2003)). Generally, there is the presence of such an attitude especially for agents 'experts' that the less
experienced actors. Overconfidence can have two effects; one is direct while the other is indirect. Danidl,
Hirshleifer and Subrahmanyam (1998) (DHS) show the direct effect of overconfidence. They show that
investors place more emphasis on the private information which they use in their choices.

Similarly, DHS show that overconfidence can not be the sole determinant of the sub-course
evaluation and the momentum effect in the short term (between 3 and 12 months). The indirect effect is
summarized in the fact that investors process information and conduct first choices biased after all.This
strategy is to attribution theory or conservatism. Barberis, Shleifer and Vishny (1998) (BSV) show that
the investor surpése adequate information with their beliefs and neglects those they do not like. Several
disputes have arisen following the spread of behaviora theory. These criticisms were developed by the
proponents of the theory of efficiency and in particular. This suggests that there is no theory as strong as
that of efficiency. The empirical psychological studies have shown that individuals tend to overestimate
their abilities and precision of their knowledge. For example, in the famous study by Svenson (1981),
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93% in-tomobilistes their driving skills are above average, known as the effect of

better-than-average-effect.

Overconfidence has been observed in many professiona fields: doctors, bankers, lawyers, (Yates,
1990),investors in venture capital (Zacharakis and Shepherd, 2001). It differs from the optimism that
reflects a preference for the positive outlook. Optimism is an unrealistic overestimation of future events,
not related to personal skills, while overconfidence resulted in an overestimation of the latter.

Formally, in the modeling of these two biases, optimism is seen as a mean error (overestimation)
and overconfidence as an underestimate of the variance, but the two terms are often used interchangeably
(Fairchild, 2005).Weinstein (1980) emphasizes that the natural tendency of individuals to overestimate the
result of a decision is reinforced when the decision maker thinks he can control that outcome.
Overconfidence is reflected on a static, both by overweighting given to private information (as opposed to
public information) and an overestimation in the ability to interpret this information, and, on a dynamics,
resulting in an erroneous inference of bias self-attribution. This way, the effects on the mispricing were
modeled by Daniel and al. (1998), leads individuals to attribute the good results to their own actions and
poor performance to external circumstances. This bias has important effects in both the inference arising
from over-confidence and persistence of overconfidence. The self-attribution bias leads to overconfidence
increase during periods marked by positive developments, for example, growth of financial markets or
activities of a company. Through over-confidence grows stronger in situations marked by uncertainty
(private information is naturally overweight and also puts the subject of extensive research that resulted in
an overstatement of the importance of information and an overestimation of its accuracy), in the context
of difficult tasks involving experts (more confident in their abilities that individuals inexperienced), and
when the returns decision or interpretation of information are slow or unclear (Griffin and Tversky, 1992).

Kahneman and Tversky (1979) show that when uncertainty is high, individuals tend to construct
scenarios overly confident about their probability of success (or planning fallacy). The jurisdiction would
also tend to exacerbate overconfidence (Heath and Tversky, 1991). All these factors, for example, been
observed in the case of decision making in venture capital: Zacharakis and Shepherd (2001) show that
96% of their sample of venture capitalists are affected by overconfidence. The connection of this bias
with the uncertainty is particularly complex, since it is an uncertainty perceived by the decider, inducing a
problem of causality and paradoxical reversa: the uncertainty promotes overconfident but this bias
decreases the percelved uncertainty. Furthermore, this link is dependent on information held by the
decision maker: when it has private information, overconfidence leads to overweight this information
even more strongly that the uncertainty is high. This increases the confidence of the decision maker in its
ability to assess a situation in the presence of information held exclusively. In experiments where
participants have the same information (and know), the link disappears or is reversed. The results of
Dittrich and al. (2005) can be interpreted within this framework. This experiment is studying an
investment decision and place the subjects (MBA students and economics) face the possibility of later
change their choice. Overconfidence is defined as the persistent overvaluation of the initial
choice. Changing choice is made by use of excess cash available after the initial investment (willingness
to pay - WTP) or by reselling it (willingness to accept - WTA).
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The optimism

Several models have been devoted to explaining the phenomena of bubble; and all emphasized
theimportance of investor optimismduring theswelling phaseof these bubbles. In this
regard, Scheinkman and Xiong (2003) have built a model in which investors are willing to buy a security
at a price above its fundamental value because they anticipate the possibility of resaleto investors even
more optimistic that them. Note that this model is based onastrong assumption: absence of short
sales, already present in a model developed by Miller (1977), where the latter shows that only optimistic
investorstakelong  positionsin  sdes since the banfound to prevent pessimistic investors to
work heavily on the markets. The greater the difference of opinion between optimistic and pessimistic
investorsis strong, and prices will be high on the markets.

The pricesmainly reflectthe views of optimistic investorsand then reacha level above
the fundamental. These studies have so easily been taken to try to explain the development of the Internet
bubble where it was impossible to sell short the majority of smaller listed companies.

The cognitive dissonance

Cognitive dissonance proposed by Festinger in 1957 which defines it as "a feeling of
psychological discomfort, caused by two conflicting cognitions, and plunging the individual in a state that
motivates him to reduce this uncomfortable feeling" (Festinger, 1957). The theory is related to cognitive
processes, emotional and motivational.

However, a thorough research reveals parents concepts of cognitive dissonance,the congruence /
incongruence, assimilation / contrast (Sherif and Hovland, 1961) and confirmation / disconfirmation
expectations (Anderson, 1973; Oliver, 1980). The theory of cognitive dissonance is born in the mid 50
when Festinger postulates that the individua is looking for a cognitive balance which, when broken,
produces a state of tension. This situation motivates the subject to restore consistency under the principle
of "balance" or "cognitive consistency" that man seeks to maintain consistency between the elements of
her persona world (views, actions) (Abelson and Rosenberg, 1958). It is however not a theory of
consistency, but a theory of avoidance of inconsistency, since it has a motivational process of return to
cognitive balance.

Thus, the state of dissonance motivates the individual to its reduction, in the same way that hunger
drives the subject to eat to soothe (Festinger, 1957; Brehm, Back and Bogdonoff, 1964). Resistance to
change cognitions determines which mode of reduction, less resistant cognitions are more modifiable than
those more rooted (Harmon-Jones, 2000).

The basic unit of the theory of cognitive dissonance is cognition. It is defined as anything that can
become an object of knowledge in the individual to construct his reality: knowledge, opinions, values,
attitudes, beliefs, feelings, about yourself and your behavior, another person or a group, or even elements
of the environment (Festinger, 1957). The relationship between the elements of cognition of an individual
in a state of dissonance is the contradiction, inconsistency and incoherence (Festinger, 1957).

If the literature on dissonance is often limited to considering only the relation of inconsistency
between cognitions, more recent research point out that Festinger's theory also underlies a relevance
relation (Harmon-Jones and Harmon-Jones, 2007).
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The mimicry

Mimicry is the ability to identify basic human its congeners and imitate them. Many authors can
be invoked here: Freud and the concept of identifying, Piaget's genetic psychology and the importance he
gave to the concept of imitation, sociologists and "anthropologists* as Tarde or for which Girard social
life finds its ultimate explanation in the imitation, cultural psychologists, as Tomasello showed precocity
and importance of imitative gestures and the role they take in learning.

This mimicry fundamental causes the following implications:The relationship begins in
undifferentiated,lack of differentiation that recurs in certain circumstances (including the show); Mimicry
is the basis of human desire as desire-fusion-unity, cohesion fusional movements-these are inseparable
from reverse movements of opposition, exclusion (of cons-imitation seems Tarde, imitation seems
negative Girard), by which identities are formed groupa or individual; Identity formation is a
self-centeredness (egocentrism) or group (ethnic or sociocentrism) often represented by a leader himself
very self-centered; Overcoming the opposition and called centrism’s a decentering process.

We are indebted to Piaget have revealed the importance of decentering process, both in terms of
mora development than on cognitive development.There decentration when socia, individua or group,
becomes capable, beyond the differences and oppositions, to resume from within the perspective of others.
This implies a kind of transition to a "meta’ level, from where you can put into perspective, and
eventually integrate them, differences in perspective. Individually, the decentration is responsible for
internal discussion, based, according to Piaget, logical reasoning. At the interpersonal, it is necessary to
any form of debate and social cooperation.

Mimicry is an imitation behavior that can be found in different areas of the living world. In

animals, it is avery common instinctual behavior assuming no conscious activity.
Indeed, Henry Bates was the first to use the term mimicry in 1861 to describe the behavior of butterflies
in the Amazon. He said the mimicry means "The ability of some animals to make an appearance
consistent with the objects around them."In human neurobiology, humans are born imitators: many
studies on experiments with infants have shown that a newborn is capable of reproducing the gestures of
an adult. Thus, for Méeltzoff (2005), regarding behavior that requires a conscious effort, the mimicry is an
innate mechanism, one of the bases of mental development of children, construction of self and
understanding others .Behaviorally, this is a fundamental mechanism of learning.

Anthropologically, it is to René Girard, in particular, the fundamenta mechanism of human
behavior and development factor of society.The difference between the two concepts is up to
intentionality. Mimicry is an adaptive reflex while the imitation would operate under a voluntary behavior
(Pupion and Leroux, 2006). We note nonetheless that the work on the description of phenomenarelated to
imitation in organizational sociology and economics are using them confused. According to Gomez
(1996), a convention is a system of rules in which the players are when they have to make a choice. This
is a set of criteria, benchmarks which individuals, faced with uncertain situations relate to decide how to
behave.

The dependence
Organized collective activity always creates a situation of interdependence between cognitive
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players who engage in it. Since the early work of economics is considered that the collective achievement
of a common goa requires coordinate the activities of each by dividing the work and then ensuring
synchronization and consistency between the products of the activity, they are realized by objects or they
are "intangible" intellectual productions. This cognitive interdependence itself rests on a structural
interdependence that we define as follows. When two actors are contractualy bound to achieve a given
we will assume that they are structurally interdependent. This structural interdependence may be created
by an informal agreement to work together, an employment contract that associates of individuals within
agiven institution, or as part of market relations between individuals or corporations.

The structural interdependence that generates the most often cognitive dependence or interdependence
which we define as follows: An actor is cognitively dependent on another when it can reduce the
uncertainty surrounding the conduct of its business without resorting to third.

When the dependence is mutual, which is the case in most situations of collective action, the
actors are cognitively interdependent. In the context of a given work organization, two actors are
cognitively interdependent when they can not do their job without a commitment to their partner or
without it does provide them with important information. The source of this interdependence, there may
be the inability "material" of an actor to perform only one goal, one move a large object or acquire
information on an extended field of operation. The physical inability to achieve one goal on timejustified
the establishment of a structural interdependence and work organization that meets in principle
"resources’ necessary but at the same time generate an interdependence Cognitive between the actors
involved in this organization that require them to deploy significant coordination. To reduce or remove,
there are two main strategies for organizing today endangered which have their counterparts in maor
socio-political systems.

The first, which corresponds to organizational contexts of strict hierarchy, is to remove the
cognitive interdependence by making certain players strictly dependent on others. The second, which
corresponds to the strict planning contexts, aims to remove any dependence between the cognitive actors
in advance by scheduling the tasks. In a strict hierarchy of organizational context, we suppress the
cognitive interdependence between stakeholders by creating a dependency of some radical cognitive
actors vis-avis others (hierarchical).Activities are entirely dependent on the actor defined by the
hierarchy in a way that can be completely erratic. For the hierarchical, the actor is dependent on a
resource available to it at will. Organizational contexts of strict hierarchy "pure" amost never meet more
in modern organizations and assume a hierarchical omniscient unlikely. In the vast mgority of situations,
the exercise of hierarchical authority is in a hierarchical or his subordinate and is in fact largely
cognitively interdependent. Another strategy to remove cognitive interdependence is the strict planning.

Cognitive impairment can be defined as a change in psychopathology pathological cognitive
activities of an organization (Kempler, 2005). Combining these two concepts leads to define the concept
of cognitive dependency as follows: the status of an elderly person who needs the help of a third party to
perform the necessary cognitive activities of daily living. Three dimensions emerge from this definition: 1)
elderly, 2) using a third party, 3) need to perform cognitive activities necessary for daily living
(ACNVQ). An elderly person is a dimension that refers to gerontology, that is to say that old age is
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generally defined by exceeding a threshold age of 60 or 65.The need to perform cognitive activities
necessary for daily living (ACNVQ) is adimension that entails a necessity of nature or of social life that
are asked to perform cognitive activities that are necessary for everyday life and thus the existence of the
elderly. Using a third dimension means that the elderly person can not accomplish on its own ACNVQ
and that aid must be human.

3. Research M ethodology

Methodological tools

| choseto approach theperformancesof the actorsof the company by usinga common
technique in cognitive approaches, that of cognitive mapping. This is a graphical modeling technique of
cognition used in numerous studiesin management sciences. The cognitive map is not the only tool for
analyzing the managerial cognition, but it is the most popular for the presentation of cognitive structures.

Cognitive mapping is a technique now well established captures the minds of the players about
aproblem or situation. A cognitive map alows you to view certain ideas and beliefs of an individual on a
complex areasuch ascorporate governance. A cognitive mapis usually defined asthe graphical
representation of a person's beliefsabout a particular field. A mapis not ascientific model based
on an objective redlity, but arepresentation of a part of the world as seen by an individual.

Description of the empirical investigation

To meet theresearch objectives mentioned above, a survey was conducted among players in the
company of Tunisia. | have chosen as exploratory approach using multiple case studies. The multiple case
studies seek a better understanding of the phenomenon. They are to study a phenomenon in its natural
settingby working with alimited number of cases. They are particularly interestingin the case
of exploration of little-known phenomena. The case studies thus allow multiple accounts the specificities
and characteristics of corporate governance.

The data is from10 firms. The decision to basemy study ona sample of firmsfrom various
sectorsis based on the assumptionthat a variety of issueswill beaddressed as well. The output is
acognitive  map for actorsreflecting  their perceptionsof  behavioral  approach  of corporate
governance. The method used to create cognitive maps is the questionnaire.

Presentation of the questionnaire

The questionnaire is divided into two parts: the first identifies the company and the second deals
with corporate governance. For the second part, relating to corporate governance, we interview
actors from the firm on behaviora approach of corporate governance by providing alist of concepts for
each approach with systematic exploration grids and matricescross. Systematic exploration of the
grid is atechnique for collecting materials.

Each player is encouraged to exploretheir own ideas or cognitive representations in relation to
its strategic vision. The subject isasked to identify important factors that he said will have an impact
on the key concept related to an approach to corporate governance.
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Figurel: Grid systematic exploration

Regarding the cross-matrix, it is also a technique of data collection and the basis for the construction of
the cognitive map. The matrix is presented in theform of a tablewith n rows and n columns. Box of
index (i, J) indicates the relationship between concept i and concept j.

The actors manipulatethe key conceptsand assign pairs of concepts depending on the natureand
degree of proximity sensed between these concepts.

Tablel:

Adjacency matrix

Conceptl Concep2 ... Concept n
Conceptl 1
Concept2 L21 1 L2n
...... 1
Concept n Lnl Ln2 1

Proposal for modeling cognitive maps

When it is difficult to identify the goals, an integrated approach of performance provides a holistic
view in which the performanceis analyzed by the processesthat lead, through the performances of the
actors. These representation processesare two problemsof implementation: the sharing of
representations of actorsand the identification of dominant representationsin the organization in order
toact upon them.The constructionof this representation necessarily requires a model that
allowsunderstandingto actis "anaction of intentional design and construction, for composition of
symbols, patterns that would make a complex phenomenon intelligible perceived.

In this context, the use of cognitive maps seems relevant, because they can take into account the
complexity and comprehensivenessof the systemin which [the behavior] is embedded, while
maintaining access to the analysis" (Komocar, 1994). The value of the tool is instrumental (Audet, 1994),
it allows both improving their actions and making sense.

Cognitive mapping is used as a tool for representation of an idiosyncratic schema (Cossette, 1994),
a patern is "acognitive structurethat guidesthe cuttingof reality, the interpretation of
events, and action individuals ", pattern unique to each individual, causing it to have its own behavior.

The construction of cognitive maps
We will see at first step that allowed the construction of concepts, methodological approach that
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we discuss. Then we will examine how the cards were dealt.

Concepts
We addressed this issue by the representations constructed by players using the method of
cognitive maps, a method that can be applied to poorly structured situations. An analysis based on
cognitive maps can understand this process of structuring, as this model is to build or rebuild the mental
simultaneously modeling. This construction takes the form of a structure, carrier for clarification.

It helps to identify ways to implement to achieve a given goal, the same way it helps to identify
the goals justifying the use of such means. Finally, it facilitates communication and negotiation.

There are two mgor trends in the construction method of the cards: the determination of the
concepts can be ex ante, or subsequent interviews with respondents for whom the cards are
built. Komocar (1994) links the question of determining nodes - or concepts - and links to two
paradigms. In the phenomenological paradigm, the universe is largely unknown. The emphasis is on
describing the world from the experiences of people who experience it.

Nodes and links are determined directly by the participants that advocate Cossette and Audet
(1994), not to deprive the subject of representations. the questions should be invitations for the
respondent verbalizes his thoughts on what he considers important subject of research (Cossette, 1994). In
addition, the researcher cannot force the subject to consider every possible link because the links must be
made spontaneously or in response to open questions, S0 that the subject constructs its reality (Cossette
and Audet, 1994). In the normative paradigm, the universe is more or less determined. The focus is on
operational definitions and research plans reproducible. Observers, different participants, may determine
the relationship between variables and nodes that can be.

We selected 5 concepts for the behavioral approach to their ability to describe the field of governance. We
were guided in this by a literature review and an exploratory study based on a questionnaire made up of
grids of systematic exploration and cross-matrices. The concepts presented in the table below.
Table2:

K ey concepts for behavioral approach

1.Cognitive dissonance (Dis cogn)

2.Dependence (Dep)

3.0ptimism (Op)

4.over confidence (Over c)

5.Mimicry (Mim)

4. M aterials and methods of structural analysis

Analysis of the results led initially by apreliminary investigation of perceptionsthat are playersin
the Tunisian company vis-aVis the stakeholder approach of governance.
This investigation was limited to the analysis of a collective cognitive map for all company, prepared on
the basis of systematic exploration gridscompleted by  theactors of the  company.
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From cognitive maps, we could identify and qualify the designs arethe actorsof the field of corporate
governance. The developmentand anaysis of cognitive mapswere madeusing the Mic-Mac
software. Our initial investigation focused ontwo elements. the relative importance of conceptsand
analysisof the dynamicsof influence/ dependence concepts (or variables) in  the cognitive
universe of players in the company. The relative importance of conceptswas evauated from
theMIC. Mic-Mac  programallowed us torank theconceptsin  order to "balance’ and
"dependency."Thus arise the ideas that dominate in the cognitive universe of players.

Overview of structural analysis method

The main objective of structural analysisis to identify themost important variables in
determining the evolution of the system. Inspired by graph theory, structural analysisis based onthe
description of a system using a matrix linking all its components. By weighting these relationships, the
method highlights thekey variablesto changes in thesystem.Asa tool, we optedfor the
software "Micmac" (cross-impact matrices, Multiplication Applied to Classification).

The first step of the method MICMAC is to identify all thevariables characterizing the system
under study (both external and internal variables). The second step involves the linking of variables in the
construction of the matrix of direct influence and potential. Indeed, this approach is supported by thefact
that inasystemic approach, avariable exists only through itsnetwork of relationshipswith other
variables.

It is from this matrix what has identified the key variables. Indeed, we obtain the classification by
the direct sum row and column. If the total connections line indicates the importance of the influence of a
variable on the overall system (direct motor level), the total column shows the degree of dependence of
one variable (level of direct dependence). The ranking against indirect detects hidden variables through
amatrix multiplication program applied to indirect classification."This program allows us to study the
distribution of impacts by the paths and feedback loops, and therefore to prioritize the variables in order
of influence."

Matrix and processing MI CMAC method

All structural analysis matrices above have been established only from direct relationships
between variables. However, it is clear that a variable can also exert influence on other variables
indirectly, or through another variable ("path" of order 2), or through several others exercising their
influence cascaded through "paths' for longer and longer, and can also loop over themselves. The
classification of motor skills may be significantly altered, and understanding the mechanisms of the
system similarly.

Establish direct relations matrices indirect paths of length two, then three ...then N would quickly
become intractable.

A relatively simple mathematical processing (multiplication of a matrix by itself, and elevation of
the power matrices N) solves this problem. Benefiting from the spread of computers and personal
computer, the method MICMAC (cross-impact matrix-multiplication applied to classification) is a
commercia version. As expected, the rankings of variables by motor / decreasing influence (or
dependence) generally find it changed. But experience has shown that these rankings become amost
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stable after three or four students to the power, and they are clearly the importance of some new variables
in terms of their indirect influences.

Map and analyzed at the collective level, the map is the collective model of mental representations
of several people on a research topic identified. In some cases, the cards are developed by collective
aggregation of individual cards and in other cases they are developed directly by building a group card. In
the first case, the card is called collective and composite map is constructed by superimposing individual
maps (M.G. Bougon & J.M. Komocar, 1994; J.Ford& H. Hegarty, 1984). While in the second case, the
cards are called strategic and more individuals come to gether to create acommunity card. It then seeksto
map the shared perceptions of agroup of individuals on a particular area.

PRESENTATION OF VARIABLES
LIST OF VARIABLES

Cognitive dissonance (Dis cogn)
Dependence (Dep)

Optimism (Op)

Overconfidence (Over c)
Mimicry (Mim)

THE INPUT

This step was to compile amatrix of direct influence between these variables in a scoring session.
Matrix of direct influence (MID) which describes therelationship of direct influence between the
variablesdefiningthe system and the  Matrix Influences  MIDPrepresents  the potential
direct influencesand dependenciesbetween existing and potentia variables. The scoring has
developed the input matrix "matrix of direct influences (MID). The influences are rated from 0 to 3, with
the ability to report potential influences.

MATRIX OF DIRECT INFLUENCES (MID)

Matrix of direct influence (MID) describes the relationship of direct influences between the
variables defining the system.

Table3:

Matrix of direct influences
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Dis cogn 0 0 0 0 0

Dep 0 0 0 1 0

Op 0 0 0 0 0

Overc 0 1 2 0 P

Mim 0 0 1 0 1

The influences are rated from 0 to 3, with the ability to report potential influences:
0: No influence 1: Low 2: Average 3: Strong P: Potential

MATRIX OF DIRECT POTENTIAL INFLUENCES (MIDP)

The Matrix Influences MIDP represents the potential direct influences and dependencies between existing
and potential variables.

It complements the matrix MID also taking into account possible relationshipsin the future.

Table 4:

Matrix of potential direct influences

O o @) @) <
s ¢ 5
S

Dis cogn 0 0 0 0 0

Dep 0 0 0 1 0

Op 0 0 0 0 0

Overc 0 1 2 0 P

Mim 0 0 1 0 1

The influences are scored from 0 to 3:

0: No influence 1. Low 2. Average

3: Strong

5. RESULTS OF THE STUDY

DIRECT INFLUENCES
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Characteristic of MID

This table showsthe number of 0, 1, 2, 3,4 of the matrix and displaysthe filling ratio calculated asthe
ratio between the number of MID values different from 0 and the total number of elements of the matrix.

Table5:
Characteristic of MID
Indicator | Size of | Number | Number | Numbre | Number | Number | Number | Total | Fill rate
matrix | of of zero | ofone |oftwo | ofthree | of P
iterations
Vaue 14 2 149 19 14 10 4 47 23,97959%

Stability from MID

If it is shown that any matrix must converge to stability after a certain number of iterations (usually 4 or 5
for amatrix of size 30), it was interesting to monitor the stability during the successive multiplications.

In the absence of established criteria mathematically, it waschosen to rely onthe number of
permutations (bubble sort) necessary to classify each iteration, influence and dependence, al the variables

of the matrix MID.

Table6:

Stability from MID

I TERATION INFLUENCE DEPENDENCE
1 104% 105 %

2 98 % 105 %

Sum of rows and columns of MID

This table is used to enter the sums in row and column of the matrix MID

Table7:

Sum of rows and columns

N°  VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Cognitive dissonance 6 6
2 Dependance 1 6
3 Optimisme 0 5
4 Overconfidence 10 7
5 Mimicry 6 2
Totals 77 77
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POTENTIAL DIRECT INFLUENCES

Characteristic of MIDP

This table showsthe number of 0, 1, 2, 3.4 and MIDP matrix displaysthe filling ratio calculated asthe
ratio between the number of MID values different from 0 and the total number of e ements of the matrix.

Table8:

Characteristic of MIDP

INDICATOR V ALUE
Size of matrix 14
Number of iterations 2
Number of zero 149
Number of one 19
Number of two 14
Number of three 14
Number of P 0

Total 47

Fill rate 23,97959%

Stability from MIDP

If it is shown that any matrix must converge to stability after a certain number of iterations (usually 4 or 5
for amatrix of size 30), it was interesting to monitor the stability during the successive multiplications.

In the absence of established criteria mathematicaly, it waschosen to rely onthe number of
permutations (bubble sort) necessary to classify each iteration, influence and dependence, the set of
variables.

Table9:

Stability from MIDP

I TERATION INFLUENCE DEPENDENCE
1 102 % 117 %

2 91 % 93 %

Sum of rows and columns of MIDP

This table is used to enter the sums in row and column of the matrix MIDP.
Table 10:
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Sum of rows and columns

N° VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Cognitive dissonance 6 6
2 Dependance 4 6
3 optimisme 0 5
4 Overconfidence 13 7
5 Mimicry 6 8
Totals 77 77

INDIRECT INFLUENCES

Matrix of indirect influences(MI11)

The matrix of indirect influences (M) isthe matrix of direct influences (MID) high power, by successive
iterations. From this matrix, a new classification of variables high lights the most important variables of
the system. Indeed, itrevealsthe hidden variablesthrough amatrix multiplication program applied
to indirect classification.

This program allows us to study the distribution of impacts by the paths and feedback loops, and
thereforeto prioritize thevariablesin order of influence, taking into account the number of pathsand
loopsof length 1, 2... nfrom eachvariablein order of length, taking into account the number of
pathsand loopsof length 1, 2, ..narriving oneach variable. The rankingis stablein general from
an increase in the order 3, 4 or 5.

Table11:

Matrix of indirect influences
o o @) @) <
R 8 ° 3 5

(@]

Disc 24 27 22 25 6

Dep 15 0 0 12 0

Op 0 0 0 0 0

Overc 24 36 30 26 6

Mim 36 17 18 36 6

The values represent the rate of indirect influences

Sum of rows and columns of M1
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Thistable is used to enter the sumsin row and column of the matrix MII.

Table 12:
Sum of rows and columns
N° VARIABLE TOTAL OF ROWS TOTAL OF COLUMNS
1 Cognitive dissonance 303 335
2 Dependance 58 183
3 Optimisme 0 164
4 Overconfidence 359 322
5 Mimicry 240 27
Totals 77 101

6. Conclusion and implications of theresearch

Plan influences/ direct dependencies

Optimis

Coanitive

Inmuence

Mimicr

____________________________________________________________________________________ —_——

RN H-I05 10

Dependenc Over

e

=

deépendance

Figure2: Cognitive mapping through the plan influences dependencies

This plan visualizes the concepts (variables) structuring the cognitive universe of actors can be
projected in terms of influences / dependencies. By the distribution of the scatter plot variables in this
plan, particularly in relation to different quadrants, we can distinguish four major categories of variables.

The first quadrant includes the most prominent concepts in the dynamics of thought of the
actors. For the actors of organization, the notion of "optimism" is the most dominant in their cognitions
reflecting an intention based on a behavioral logic. Returning to the systematic exploration of grids for
each actor, there is a balance of concepts expressing their orientation. For example, the actorl, this
concept is expressed through statements such as "under evaluation”, "investment"”, "net present value."
that reflects the logic level of investment. Optimistic actors, that the market undervalues their firms, reject
positive VAN investments to be financed by external resources. This prediction formula so the same
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conclusion that theories based on asymmetric information, that is to say under-investment firms when

cash at their disposal and their borrowing capacity is insufficient.

for the actor2, this orientation is expressed through statements such as "investment project”,
"project cost”, "negative net present value", "on valuation," reflecting a different approach based on return
on investment. Actors optimistic overstate their investment projects and can invest in projects they believe
profitable but whose NPV is negative. Therefore, optimism leads to the same result as that highlighted by
the theories based on the agency relationship between managers and shareholders: managers tend to use
free cash flow and debt capacity to overinvest.
The second quadrant contains the relay variables that are by definition both very influential and very
dependent. In analyzing the plan influences / dependencies, there are players for the concepts or ideas
illustrating the concepts of "cognitive dissonance”, and "mimicry."
The third quadrant contains the dependent variables or resulting. They are both influential and very little
dependent, therefore particularly sensitive. They are the results of which is explained by the variables and
motor relay. Thus there are only one variable namely on trust. The fourth quadrant contains the variables
that are simultaneously autonomous and influential little bit dependent. They are relatively excluded from
the dynamics of thinking by the Tunisian company. The plan review influences / dependencies show the
existence of asingle variable that is addiction.
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ABSTRACT
This research examines the determinants of firms’ capital structure introducing a behavioral perspective
that has received little attention in corporate finance literature. The following central hypothesis emerges
from a set of recently developed theories. firms managed by loss aversion, optimistic and/or
overconfident people will choose more levered financing structures than others, ceteris paribus. The
article explains that the main cause of capita structure choice is CEO emotiona bias (optimism, loss
aversion and overconfidence). | will use Bayesian network method to examine this relation. Emotional
bias has been measured by means of a questionnaire comprising severa items. As for the selected sample, it has
been composed of somel00 Tunisian executives. Our results have reveded that the behaviora anaysis
of financing optionsimplies the presence of peking order choice (Peking Order Theory, POT).
CEO (optimistic, loss aversion, and overconfidence) prefer to finance their projects primarily through interna
capital, by debt inthe second hand and finally by equity.
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Bayesian network.

JEL CLASSIFICATION : D2, G3,L2,L5 M1

272
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012
1LINTRODUCTION

Studies focusing the determinants of firms’ financing decisions address the problem from a wide
range of perspectives. In many cases, the distinct theoretical approaches are complementary. For instance,
the tax benefits of debt and the potential effects of greater financial leverage in mitigating conflicts of
interest among outside shareholders and managers in a given firm could be simultaneously weighted in a
decision concerning its ideal capital structure. Nonetheless, some of the determinants suggested in this
literature are likely to be more relevant than others for explaining observed financing patterns. This
empirical question has motivated an increasing number of studies about the actual drivers of firms’ capital
structure.

Static Trade-off Theory (STT) and Pecking Order Theory (POT) is the body of theory of reference
that addressed the issue of the financial structure of the firm. The first (STT) is based on atrade-off
between costs (bankruptcy costs explicit or implicit, agency costs of debt related to conflicts of interest
between bondholders and shareholders...) and earnings (shields deriving from the deductibility of interest
payments) associated with the debt to obtain an optimal financial structureto maximize the value of the
firm (Ross,1977 ; Jalilvand and Harris, 1984 ; Myers, 1984; Titman and Wessels, 1998; Stulz ,1990;
Graham ,2000 ; Booth and al , 2001;...). Asagainst the second ignores the concept of optimal financial
structure and arguesthat the choice of financing is through ahierarchical order. This approach sustains
that companies will tend to follow a hierarchy of preference for alternative financing sources motivated
by the informational asymmetries between their managers and outside investors. Specifically, because
firms will tend to seek financing sources that are less subject to the costs of informational asymmetries,
they will prefer to fund their business with internally generated resources. They will only turn to external
sources when necessary, preferably contracting bank loans or issuing debt securities (Myers, 1984 ;
Myersand Magluf, 1984; Graham and Hervey, 2001; Fama and French, 2002; Frank and Goyal, 2007,
Bushman and a, 2004; Antoniou and al, 2007; Huang and Ritter, 2009;..)

All of the above mentioned approaches hold in common one important point, namely, the implicit
assumption that financial market participants as well as company managers aways act rationally.
However, an extensive and growing literature on human psychology and behavior shows that most people,
including investors and managers, are subject to important limits in their cognitive processes and tend to
develop behavioral biases that can significantly influence their decisions. Indeed, individual
reasons are cognitive shortcutsthat influencethe position, making irrational and non-optimal in terms
of traditional financial theories. These biaseshave been identified and classified and grouped as
follows: The means of representation, reasoning analog bias of conservatism and confirmation, but also
emotions such as loss aversion, optimism and the overconfidence.

This study examines the possible influence of three closely related emotiona biases that are
extensively documented in behavioral research, loss aversion, optimism and overconfidence, on a firm’s
capital structure decisions. Recent theoretical Behavioral Corporate Finance literature suggests that these
biases can substantially influence the investment and financing decisions made by business managers. In
fact, one strong prediction emerges from this body of theories: optimistic and/or overconfident (or, for
short, “biased’’) managers will choose higher leverage ratios for their firms than they would if they were
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“rational” (or not biased). Therefore, these biases could rank among the determinants of capital structure.

This study offers one of the first empirical tests of this hypothesis and, at the same time, presents new
evidence about the factors that better explain observed leverage levels, using a sample of Tunisian
companies.

The article is structured as follows: Section 2 presents the related literature and the theories which
motivate the empirical work and Section 3 discusses the empirical strategies that were adopted. Section 4
discusses the main results and Section 5 presents the concluding remarks.

2.HYPOTHESISDEVELOPMENT

In this paper, we examine an aternative explanation based on differences in managerial beliefs to
shed light on some of the unexplained variation in capital structure decision. We examine the role of CEO
behavioral characteristics in the design of capital structure choice. The behavioral finance literature that
examines the consequences of behavioral biases of managers has primarily focused on managerial loss
aversion, optimism and overconfidence; traits that have been shown to be prevalent in managers (see
Malmendier and Tate (2005, 2008) and Ben-David and al, 2007). Heaton’s (2002) theory suggests that
managers overestimate future performance of their firms that can account for pecking order theory for
capital structure and high relation between investment and cash flow. Landier and Thesmar (2009)
explored the impacts of optimistic entrepreneur on financial contracting and corporate performance and
found that optimistic entrepreneur tend to make decisions under-reacting the negative information.
Mamendier and Tate (2008) suggested that overconfident CEOs tend to engage in acquisitions that
destroy firm value. Malmendier and al. (2007) indicated that overconfident managers view their firms
value be undervalued and do not prefer raising funds through external sources, which echoes pecking
order of financing and debt conservatism.

We investigate the influence of managerial bias (loss aversion, optimism and overconfidence ) about
corporate financial structure choice.

2.1. optimism and capital structure choice

Heaton (2002) focuses on optimism in a corporate setting. In particular, he discusses lucidly why the
arbitrage and the learning objection are weaker in corporate settings. Biased managers in his two-date
model perceive risky corporate securities to be undervalued by the market, may reject positive net present
value project if (seemingly costly) external funds are needed to finance them, and may invest in negative
net present value projects because of biased cash flow forecasts. Optimistic managers believe that the
projects available to their firms are better (in terms of expected return) than they actually are. Therefore,
they think that the securities issued by the firm, whether bonds or stocks, are systematically undervalued
by outside investors (the model assumes efficient capital markets). By nature, stocks are the securities
most subject to the perceived undervaluation. Consequently, the firm will prefer to fund its investment
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projects with internally generated resources and, secondly, by issuing debt securities, choosing to issue
new stocks only as alast resort.

Lin and al (2007), confirm the results obtained by Heaton(2002). With the help of an empirical study,
these authors found that Pecking Order Theorey (POT) predection can be explained by optimuistic
manager. Thus, a leader optimistic that this company is considered undervalued by the market to avoid
the most financed by the debet and/or program of action unlessit isforced. It promotes self first and last
debet and equity issuance.

Mamendier and al (2005), find that the optimistic manager will usea priority on self-financing,
then debt and ultimately to the issue of shares. They show the positive relationship between the means
of internal financing and managerial optimism.

Gervais and Odean (2001), Bais and al (2005), Chuang and a (2009), show the existence of a positive
relationship between overconfidence (and / or optimism) and uncertainty. This uncertainty regarding the
adequacy of available information affects decision making. Anderson (1983), emphasizes that uncertainty
implies risk aversion (risk of loss of pay or job stability and a brand on the market leaders) pulsing the
individual " leader "to take a conservative stance and therefore refuses any decision that could change
their current status including the entry of new shareholders. This reflects the negative relationship
between managerial optimism and external equity financing.

Dufour and Molay (2010), postulatethat the level of corporate debt reduces the risk of hostile
takeover. A leader optimistic with  the growth opportunities of his business has an interest to limit the
risk of hostile takeover. It seeksadebt threshold limitingthe risk of failure, the risk of hostile
takeover and indicating the health of the business.

It can be seen from these studiesthat the introduction of thebehavioral dimensionin the analysis
of funding decision confirms the pecking order theory (POT) . or there isaneed to propose the following
hypothesis:

H1: Optimgtic leader accepts level of casch flow greater than debet (and/or capital increase).

2.2. Lossaversion and capital structure choice

A nascent literature recognises that the bias of loss averson is a significant determinant of manager
financing decisions. Psychological studies document that loss aversion causes people to overestimate risk,
be more uncertain about forecasts and opt for making it safer to limit the likelihood of hisremoval.

Helliar and al. (2005), argue  thatloss  aversonleadersseek to  avoid  theworst-case
scenarios. They not only use the tools of risk management to reduce the variance of cash flowsbut rather to
avoid the worst scenariosthat influencethe risk of bankruptcy or preventing the company to take advantage
of profitable investment. They refuse todebt financing (avoidedthe risk of bankruptcy) and
prefer self-financing.

Kisgen (2006), showsthat the level of debt affects the credit rating in a negative way. Thus, a downpour in
the loss leader that seeksthe minimization of the probability of lossfor him and are firm to promote his
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business interestsin the financial market. It avoidsas soon as possibleits use of debt financingto improve

the rating and the performance of its business.

Chang and al (2009), assume that the volatility of the securities isan important determinant of ownership
structure. Thus, officer loss aversonand awareof the variation instock returnsof the business (or
their value on the market) reducesits financing by issuing sharesto avoid alossunder evaluation. He opts
for the issuance of sharesif the market overestimates the business.

Bertrand and Mullainathan (2003), argue that leaders can be encouraged not to invest so as not to be
challenged in their "quiet life". This kind ofconservatism isa way to counteract the risk of loss of control
(Barberisand Thaler, 2002). Thus, thelossaversion of the manager due to ahostile takeover bid (hogtile
takeover) forces him to not invest in projects with positive returnsif financed by issuing shares.

Albouy and Schatt (2010), assume that the dividend distribution is to reduce the equity of the
company and, therefore, reduce shareholder value. So an officer-shareholder whose compensation is linked
tothe change in value of the shares of his company. Aversionloss of acapital gainrelatedto changes
in impulseduring such officer to avoid payment of dividends negatively correlated with self-interest.

Nosc and Weber (2008), analyzethe risk-taking determinants andnote that perceptions of
risk and expected returns, affect the behavior of risk-taking. They show
that uncertainty regarding the expected returnsof  the  company affects the individuel risk-taking.
Indeed an uncertain leader of productive capacity of his company engages in conduct designed to respect the
interests of the firm. It seeks to make themselves heard and be respected by the mainshareholders. CEO loss
averse that seeksthe maximization of shareholder wealthhas an interestto  fund growth
opportunities through internal funding.

It can be seen from these studiesthat the introduction of thebehavioral dimensionin the analysis
of funding decision confirms the pecking order theory (POT) . or there isaneed to propose the following
hypothesis:

H2: lossaversion leader accepts level of casch flow greater than debet (and/or capital increase).

2.3. Overconfidence and capital structure choice

The psychology literature suggests that executives are particularly prone to exhibit overconfidence.
Schoar (2007) shows that CEOs who start their career in a recession make more conservative
capital-structure choices, e.g., choose lower leverage and internal over external growth.

Gervais and al (2003) provide various reasons for why especially managers are likely to be optimistic
and overconfident and study these traits within the capital budgeting process of an all-equity financed
firm.

Malmendier and Tate (2008) suggested that overconfident CEOs tend to engage in acquisitions that
destroy firm value. Malmendier and al. (2007) indicated that overconfident managers view their firms
value be undervalued and do not prefer raising funds through external sources, which echoes pecking
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order of financing and debt conservatism.

Schrand and Zechman (2010) emphasize that overconfidence is positively associated with
the overestimation of the probability of successand the presence of biased financial decisions. The
leader overconfidence that overestimates his personal skills tendsto choose financial
decisions inconsistent with the firm characteristics. It underestimatesthe risk of bankruptcy of his
company and believes the control. These beliefs led him to increase the debt level of the business.

David and al (2006), show that confident managers underestimate the probability of financial distress,
and therefore take on higher levels of debt than optimal. This may lead to higher probability of bankruptcy
and higher costs of capital. Therefore, in support of this confidence bias we expect a positive relation
between manager confidence and leverage. Orin the presenceof low funding capacity CEO
overconfident prefer debt that equity financing decision.

Ho and Chang (2009) postulate the presence of a positive relationship between the company
financial distress and CEO overconfidence level. Thus, overconfidence leads the manager to
underestimate the company bankruptcy probability and, therefore, a higher debt.

It can be seen from these studiesthat the introduction of thebehavioral dimensionin the analysis
of funding decision confirms the pecking order theory (POT) . or there isaneed to propose the following
hypothesis:

H3: overconfident leader accepts level of casch flow greater than debet (and/or capital increase).

3. RESEARCH METHOD

3.1. DATA

Our empirical study is based on quantitative research. we useaquestionnaireas a method of data
collection. Our questionnaire consists of four main parts, based ontreated areas in theory:
& The first partams to identify the company (size, industry, ownership structure, debt levels, level
of dividend distribution, ....).
& The second part focuses on presenting the level of loss aversion leaders.
& Party three deals with the level of optimism of the leader.

« Finaly, party four seeksto show the level of overconfidence of managers.

The questionnaire is addressed to CEO of Tunisian companies. The selected sample consists
of 100 managers of industrial and commercial companies listed on the tunisian stock exchange in 2010
(28 companies) and othernon-listed companies (82 companies).

Our choice of listed companiesis justified by thefact that they are supposed to the most efficient and
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meet several conditions necessary for the reliability of our studywerelimited companieswhich
are usually diffuse shareholders, increasingthe importance ofrole of theboard and ownership
structure and consequently increase the validity of the assumptions.

We decided to excludefinancial firms: banks, insurance companiesand investment companies for
development and portfolio management ... in  factthese companieshave different characteristics
of non-financial businesses and to avoid correlation effects specific to a specific sector.

To get a representative sample of our Tunisian market we have added other unlisted companies.

Table 1

\Visted Companies
Initial BVMT sample for 2007 50
Financial firms (22)
Other non financial firms 120
Insufficient data to emotional intelligence (40)
Insufficient data to board of directors compositions (8)
Final sample 100

3.2. Variables’ measur ement

The objective of this section isto determine the variables’ measurement.

3.2.1. Capital structure choice

The purpose of thisarticle is to show the impact of emotionson the capital structuire choice
(internally generated resources, debt level, and choosing to issue new stocks). The appropriate
measures in the literature to evaluate three methods of financing are:

3.2.1.1. Internally generated resources (The Cash Flow)

Research within the framework of financial theory of investment, haveresorted tomany measures
of internal resources. Cash flow representsthe flow generated by the activity of any business, is one
of the most gppropriate (L ehen and Poulsen, 1989;Molay, 2006; Naoui et al, 2008; ...).

CF = Net income + Depreciation — Dividend
Casch Flow rate (RCF) = CF / Total Assets

To show that the leader chosen or not internaly generated ressources, we can use the change in flow
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rate. A negative change indicates the use of internal resources.

Cash flowrate variation = RCFyn- RCFn.1 / RCRN:

3.2.1.2. Debt level

We observea variety of variables that measurethe level of debtinthe company.Measures such
astotal debt service ratio has been selected by severa authors (Hovakimian et al, 2004). Others have
used the debt ratio in the medium and long term (Myers, 2001). The debt ratio in the short term was
also used by Titman (1984).

As part of our analysiswe propose to usethe debt ratio as a measure of this variable. It should be
noted that thisratio is calculated by:

Leverageratios (LEV)= (total debt / total assets)

This measure is asoused by Koh (2003),Demariaand  Dufour (2007), Jarboui and
Olivero (2008), Ben Kraiem (2008) and Sahut and Gharbi (2008).

To show that the manager usesdebt or not, we can usethe change indebt ratio. A positive
change indicates the use of debt.
Leverageratios variation =LEVN- LEVN.1/ LEVNa

3.2.1.3. Equity level

This variable is measured by the value of equity in the balance sheet of the company.To show that the
leader chosen or not the capital increase, we can usethe variationin the percentage of investment. A
positive change indicates an increase of capital.

Level of Capital Invested (L Cl) = equity / total assets

Level of Capital Invested Variation =L Cln- LCln.1 / LCln-1
Thefinancial decision takes 7 follows:

e 1 if the manager chooses theinternally generated resources: positive variation in the cash flow
rate.
e 2if the manager chooses debt: positive variation in the leverage ratio.
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o 3if the manager chooses the capital increase: positive variation in the level of invested capital.

e 4 if the manager chooses internally generated resources + debt : positive variation in the cash
flow rate and debt ratios.

e 5 if the manager chooses internally generated resources + capital increase: positive variation in
the cash flow rate and level of capitainvested.

e 6 if the manager chooses debt + capital increase: positive variation in the leverage ratio and
level of invested capital.

e 7 if the manager chooses internally generated resources + debt+ capital increase: positive
variation in the cash flow rate, leverage ratio and level of invested capital.

3.2.2. Emotional bias

The questionnaire focuses on evaluating and scoring of the three emotional biases (risk aversion,
optimism and overconfidence). The questions have been inspired from the questionnaires formulated by
the Fern Hill and Industrial Alliance companies.

The emotional bias takes 2 follows:
o1 if the individual has ahigh level for each bias
0 if not

3.2.3. Control variables

Static trade-off theory (STT) and pecking order theory (POT) is thebody of theory of reference
that addressed the issueof the financial structureof the firm. Thefactors that explain the financial
structureare mainly at thecost, size, level of risk, growth opportunities, the structure of assets
and business (Rgjin and Zingales, 1995;Booth and al, 2001; Molay and Dufour, 2010).

We includein our model three control variablesthat explain the effectiveness ofchoice of financial
structureof the company. These variablesareproxies for profitability, firm size and growth
opportunities.

We include in our study three control variables that explain company capita structure choice . These
variables are proxies for profitability, firm size and growth opportunities.

3.2.3.1. Profitability

More profitable firms have, ceteris paribus, moreinternally generated resources to fund new
investments. If their managers follow a pecking order, they will be less likely to seek external financing
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(Fama and French, 2002). Thus, on average, these firms’ leverage ratios will be lower. In trade-off models,
on the other hand, this relationship is inverted. More profitable firms are less subject to bankruptcy risks,
ceterisparibus. Hence, their expected bankruptcy costs are reduced and they can make more use of the

tax shields provided by debt, thus choosing a position of greater leverage.
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We will keep the ratio of return on assets ROA to measure this variable:
ROA= Earnings beforeinterest, tax, depreciation divided by total assets, lagged one year period
3.2.3.2. Firm size

Studies suggest that the probability of bankruptcy is lower in larger firms and that, therefore, their
debt capacity is higher than that of smaller ones, all else equal. On the other hand, fixed transaction costs
can make new stock issues unattractive to small corporations, stimulating them to issue debt (Rgjin and
Zingales, 1995 ; Hovakimian and al, 2004; Dufour and Molay, 2010).

Indeed, most studies have applied total assets or turnover as a measure for firm size (Bujadi and
Richardson, 1997). In this paper, it is measured through the log of the firm’s total assets (LNSIZE).

3.2.3.3. Future investment opportunities

It is argued that future profitable investment opportunities can influence corporate financing decisions
in different ways. In the context of the pecking order theory, firms that have many investment
opportunities and believe that their stocks (and risky bonds) are undervalued by the market, may choose a
capital structure with less debt. If they maintained high debt ratios, they would be forced to distribute
precious cash flows generated by their business and could face the need to issue undervalued securities to
fund new projects. This could, in turn, induce underinvestment. A more static version of the pecking
order model, on the other hand, predicts that firms with more future opportunities will be more levered,
ceteris paribus, because they need more externa financing and issuing debt is preferable to issuing new
stock.( Ragjin and Zingales, 1995; Graham, 2000; Booth and al, 2001 ; Dufour and Molay, 2010;
Naoui and a, 2008).

We will keep the Tobin’s Q to measure this variable. The Tobin’s Q Estimated with the
approximation formula proposed by Chung and Pruitt (1994):

Q = MVS, + D,
it —
A
MV'S — market value of common and preferred shares; D — book value of debt, defined as current
liabilities plus long-term debt plus inventories minus current assets; A — total assets.

For simplification purposes, the summary of each variable extent range in the model, its name as well
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as its expected impact on the capital structure choice are depicted in the following table (table 2):

Table 2

Operational definitions of variables

Class : Phenomena : Mesure : Variables : Predictions :
Endogens variables
Capital structure Internally generated CF = Net income + Depreciation — Dividend CF
choice resources (The Cash Casch Flow rate (RCF) = CF / Total Assets
Flow) )
Cash flow rate variation = RCFy- RCFy. / RCFy
Debt level Leverage ratios (LEV)= (total debt / total assets) LEV
Leverage ratios variation = LEVy- LEVy / LEVy4
Equity level Level of Capital Invested (LCI) = equity / total assets EQ
Level of Capital Invested Variation = LCly- LCly
/ LCly4
Exogenous variables :
CF LEV EQ
Optimism Directors overestimate The questionnaire obtained score oP + + -
capacity of their firms
Lost aversion Loss rumination The questionnaire obtained score LA + - +
and reputation
overconfidence Directors overestimate The questionnaire obtained score OVER + + +
their personal
competences
Controls variables:
Profitability Reports on ROA= Earnings before interest, tax, depreciation PF + + -
the company's divided by total assets, lagged one year period
ability to meet its
commitments
Firm size Firms signaled Ln (total assets) LNSIZE + + +
performance
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Future Indicates the FIO - + +
investment productive MVSt + Dit
opportunities capacity of the Qt = A
t
company

MVS — market value of common and preferred shares;

D — book value of debt, defined as current liabilities

plus long-term debt plus inventories minus current

assets; A — total assets.

3.3. Bayeien Networck Method

The definition of a Bayesian network can be found in many versions, but the basic form (Pearl, 1986)
is stated as follows: a Bayesian network is a directed probability graph, connecting the relative variables
with arcs, and this kind of connection expresses the conditional dependence between the variables. The
formal definition follows.

A Bayesian network is defined as the set of {D, S,P},where.

(1) D isaset of variables (or nodes): in our case it consists of capital structure choice, optimism, loss
aversion, overconfidence, profitability, firm size and future investment opportunuities.

(2) S is a set of conditional probability distributions (CPD). S = {p (D /Parents(D) / D @ D},
Parents(D) @ D stands : for all the parent nodes for D, p(D/Parents(D) is the conditional distribution of
variable D.

(3) P is a set of marginal probability distributions. P={p(D) / D @ D } stands for the probability
distribution of variable D.

In the Bayesian network, variables are used to express the events or objects. The problem could be
modeled with the behavior of these variables. In general, we first calculate (or determine from expert
experience) the probability distribution of each variable and the conditional probability distribution
between them. Then from these distributions we can obtain the joint distributions of these variables.
Finally, some deductions can be developed for some variables of interest using some other known
variables.

In our study we try to show the evolution of CEO financing choices according to the evolution of
his emotions and his company characteristics. Thus, theoretically, have to show that the company capita
structure choice (Internally generated resources, debt and Equity) depends on: CEO emotiona biases
(CEO optimism level, loss aversion and overconfidence), firm profitability,firm size and firm future
investement opportunuities.
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3.3.1. Define the network variables and their values

The first step inbuilding aBayesian network expert is tolist thevariablesrecursively, starting
from the target variable to the causes. In this order we present the variables in the table below (table 3) :

Table 3

The network variables and their values

Variables Type
Capital structure choise Discret[1;2:;3;4;5;6;7]

Optimism Discret : YES/NO
Loss aversion Discret : YES/NO
overconfidence Discret : YES/NO
Profitability Discret : YES/NO
Firm size Discret [1; 2; 3]
Future investment opportunities Discret : YES/NO

3.3.2. Graphical model

The second step of Bayesian network the constructionis to expressthe relationships
between variables. The BayesiaLab learningof Bayesian network by takingthe databaseas
adiscrete entry processwithout samplingdata. The Bayesian network constructed isthe result
for the total database. According to the data that we have received through the questionnaire, we have
established relationships following graph (Figure 1):
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FIGURE 1. CAPITAL STRUCTURE CHOICE: BAY ESIAN NETWORK

The graphical model if it (Figure 1) explainsthe capital structure choice of Tunisian firms This decision is
affected by the CEO emotional biase (optimism, loss aversion,
and overconfidence). These emotional biases originate the fierms financial position (size, growth opportunity and
profitability).

In what follows, we describe in detail the various correlations between these variablesand their effect on the
target variable (capital structure choice: CSC).

4. EMPIRICAL RESULTS

4.1. Therelationships discovered analysis

The relationships between the variables inthe database are directed at the parent node child node. Each
relationship is composed of three different measures: the Kullback-Leibler, the relative weight and the Pearson
correlation (direction of relation). Indeed, the Kullback-Leibler and the relative weight are two measures
indicatingthe  strength  of  relationshipsand the  level correlation between  variables, in  that
while the correlation measure of persona meaning and relationship significance.
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The relative weight scale of 0to 1. Thus, the table (Table 3) below shows the relationships andysis
results between variables across the network Pearson coorrelation.

Table 4

The relationships anaysis

Parents nodes Childs nodes Kullback-Leibler relative Pearson
divergence weight coorrelation
OoP CsC 0,629522 1,0000 -0,1060*
LA CsC 0,320901 0,5098 -0,1237*
OVER CsC 0,227493 0,3614 0,3136
FSIZE LA 0,187266 0,2975 -0,3369
FSIZE OoP 0,180655 0,2870 0,1986*
FSIZE OVER 0,110202 0,1751 0,0556**
FIO LA 0,047198 0,0750 -0,0331**
FIO OoP 0,094701 0,1504 -0,0650*
FIO OVER 0,138862 0,2206 0,0293**
PF LA 0,079766 0,1267 -0,1702*
PF OoP 0,095710 0,1520 0,1768*
PF OVER 0,132294 0,2101 0,1153*
LA OVER 0,057432 0,0912 -0,1629*
OVER OoP 0,041499 0,0659 -0,0103***
Note.

a.Kullback-Leibler close to 1: important correlation between the variables
b.Relative weight close to 1: important correlation between the variables.

c.Pearson correlation:*,** *** respectively at 10%,5%,1%.

Table 4 examines the relationship (independance and correlation) between networks variables.

The results show the presence of a important and negative relationship (Kullback-Leibler = 0.62 /
weightratio =1 / B =-0106) betweenthe CEO optimism of and the firms capital structure
choice. Theseresults affirm the correlation between optimism and capital structure choice (H1).

Relationships analysis present moderately and negative relationship(Kullback-Leibler = 0.32 /
weightratio =05 p=-01 237) between CEO loss aversion andthe capital structure
choice. This empirical finding confirms our hypothesis (H2).

CEO overconfidence is positively (B = 0.3136) and medium (Kullback-Leibler = 0.22/ weight ratio
=0.36) correlated with the firms capital structure choice. This result confirms the presence of a
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correlation between capital structure choice and overconfidence (H3).

Relationship analysis test says that firm size influencethe CEO emotional state. Thus, firms
sizenegatively correlated with CEO loss aversion (f =- 0.3369), positively withthe CEO
optimism (B =0.1986) and CEO overconfidence (f = 0.0556).

Future investment opportunities are positively correlated with the
CEO overconfidence (f =0.0293) and negatively withthe CEO loss aversion (f =- 0.0331) and
optimism (B =- 0.0650).

The profitability is negatively correlated withthe CEO loss aversion (B =- 0.1702), negatively
correlated with his optimism ( = 0.1768) and his overconfidence ( = 0.1153).

The relations analysis shows the presence of a negative correlation between the CEO loss
aversion level and his overconfidencelevel ( =-0.1629).

Finally, the results also show the negative correlation between CEO overconfidence and his
optimism level (B =- 0.0103).

4.2. Target variable analysis : Capital structure choices (CSC)

To analyze the capital structure choice, we must choose the variable capital structure choice (CSC) as
atarget variablein theBayesian network. Thenwe can use thefunction that generatesthe anadysis
report of the target capital structure choice. In this report, the relationship between capital structure choice
and the other variables are measured by binary mutua information and the binary relative importance.
The mutual information of two random variables is a score measuring the statistical dependence of these
variables. It is measured in bits.

Table 5
Traget variable analysis

CSC= EQ (22,55%)

Nodes Binary mutual information Binary relative importance Modal value
OoP 0,2883 1,0000 NO 95,24%
LA 0,0520 0,1803 YES 84,68%
FSIZE 0,0377 0,1306 BIG 48,46%
PF 0,0175 0,0606 NO 70,65%
OVER 0,0038 0,0131 YES 52,41%
FIO 0,0020 0,0068 YES 60,33%

CSC=CF+LEV(18 ,25%)

Nodes Binary mutual information Binary relative importance Modal value

oP 0,1565 1,0000 YES 100,00%
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LA 0,0246 0,1572 NO 57,56%
FSIZE 0,0173 0,1104 BIG 70,61%
PF 0,0086 0,0549 YES 54,94%
OVER 0,0068 0,0434 YES 68,99%
FIO 0,0004 0,0023 YES 53,19%

CSC = CF+LEV+EQ (17,53%)

Nodes Binary mutual information Binary relative importance Modal value

OVER 0,0578 1,0000 YES 87,36%
LA 0,0060 0,1046 YES 51,94%

FSIZE 0,0025 0,0427 BIG 63,70%
FIO 0,0022 0,0374 YES 61,43%
OoP 0,0004 0,0061 YES 57,10%
PF 0,0000 0,0000 NO 56,39%

CSC = CF (12,01%)

Nodes Binary mutual information Binary relative importance Modal value
OoP 0,0438 1,0000 YES 89,68%
LA 0,0386 0,8800 YES 89,68%
OVER 0,0384 0,8762 NO 71,79%
FSIZE 0,0088 0,2013 BIG 52,67%
FIO 0,0072 0,1647 NO 57,94%
PF 0,0001 0,0028 NO 54,81%

CSC = LEV+EQ (11,15%)

Nodes Binary mutual information Binary relative importance Modal value
LA 0,0008 1,0000 YES 57,12%
OoP 0,0006 0,7818 YES 55,39%
OVER 0,0003 0,4191 YES 56,04%
FSIZE 0,0002 0,2103 BIG 62,66%
FIO 0,0002 0,2032 YES 57,65%
PF 0,0000 0,0207 NO 57,23%

CSC = LEV (9,56%)

Nodes Binary mutual information Binary relative importance Modal value
OoP 0,0766 1,0000 YES 100,00%
LA 0,0613 0,8008 NO 81,95%
FSIZE 0,0155 0,2021 BIG 77,67%
OVER 0,0075 0,0985 NO 56,59%
PF 0,0051 0,0662 YES 56,28%
FIO 0,0000 0,0005 YES 54,44%

CSC = CF+EQ (8,95%)
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Nodes Binary mutual information Binary relative importance Modal value
OoP 0,0103 1,0000 NO 59,45%
LA 0,0074 0,7170 YES 76,88%
FSIZE 0,0025 0,2415 BIG 54,63%
PF 0,0004 0,0359 NO 60,13%
OVER 0,0002 0,0202 YES 61,69%
FIO 0,0001 0,0111 YES 53,56%

Note .

a.Mutual information: This is the amount of information given by a variable on the target value.
b.Relative importance: The importance of this variable with respect to the  target value.

c.Modal value: The average value of the explanatory variable for each the target value.

The traget variables analysis shows that 22.55%  Tunisian companiesare opting to capital
increase, 18.25% choose cash flow and debt, 17.53% use three capital structure option (cash flow + debt
+ equity ), 12.01% operating of internal financing (cash flow), 11.15% prefer debt and capital increase,
9.56% fund investments by debt and 8.95% prefer cash flow and equity.

The results show CEO pessimismat 95.24%, CEO loss aversion at 84.86%, a level CEO
overconfidence at 52.41%, 60.33%  of future  investment level, agreat sizeto 48.46%  and low
profitability to70.65% implies use of the capital increase to 22.55%.

CEO 100% optimistic, 57.56% no loss aversion and overconfidence 68.99% prefer cash flow and
debet to finance their investment projects.

Bayesian networks analysis shows that if the CEO; 87.36% to overconfidence, 51.94% to loss
aversion, 57.10% have aoptimism high level, belongs toalarge company with a probability
of 63.70%, 61.43% to work in ahigh growth opportunities firms, and 56.39% to low profitability
firms, it usesal financing capabilities (internal cash flow +debt + capital increase) of its business with
aprobability of 17.53%.

CEO optimistic to 89.68%, loss aversion to 89.68%, and 71.79% in non overconfidence prefer the
internally generated resources t012.01%. Thus, these CEO belongs from a large
companiesto 52.67%, to low profitability firms a 54.81% and with low growth opportunities
firms in 57.94% prefer internally generated resources to reduce their companies risk.

Network analysisshows that 57.12% of CEO loss aversion, optimisticto 55.39%, 56.04% to
overconfidenceis positively correlated with 11.15% of the torque debt and equity. These, CEO give
up the choice of internally generated resources because of their firm’s low profitability (low profitability
to 57.23%). They preferthendebtand then usethe capital increaseto finance thesegrowth
opportunities (with a significant probability of 57.65%). This implies that firm characteristics affect CEO
psychological stateat the time of decision making (including capital structure choice). These,
characteristics are the creators of the CEO emotional biases. These,
biases affect emotional preferences when CEO choosing.
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The resultsadd thatthe CEO of large companies(77.67%), of firms profitability high
level (56.28%),and of firms growth opportunities (54.44%) are optimistic to 100%, no loss aversion to
81.95% , and not overconfidenceto 56.59%. These, CEO use the debt with a probability of 9.56%.

Finaly,  59.45% CEO pessimism, 76.88% CEO loss aversionand  61.69%
CEO overconfidence are positively correlated with 8.95% of the torque internally generated ressource and
equity. These  leaders (pessimistic, loss  aversion, and overconfidence)  working in large
firms (54.63%), non-profitable (60.13%) and have a high growth opportunities (53.56%) prefer the
troque internaly generated resourcesand equity.

4.3. Average target maximizing analysis

After presenting all the explanatory variables for each category of the target variable, it is necessary to
introduce thevariables maximizing each modality of the target variable. Thus, the traget
dynamic profile capability software (Bayesialab) to query about an a posteriori maximization of the
traget average . Thistest showsthe case

to maximize the target variable value. Table 5 presents the dynamic profile of the capital structure choice
(CSC).

Table 6
The Traget dynamic profile analysis

CSC=CF
Nodes Optimal modality Probability Joint probability
A priori 12,01% 100,00%
OVER NO 21,05% 40,97%
OoP YESI 35,03% 24,61%
FSIZE SMALL 50,00% 0,85%
CSC =LEV
Nodes Optimal modality Probability Joint probability
A priori 9,56% 100,00%
LA NO 20,45% 38,31%
OoP YES 32,69% 23,96%
OVER NO 50,00% 7,37%
CSC=EQ
Nodes Optimal modality Probability Joint probability
A priori 22,55% 100,00%
FSIZE SMALL 53,16% 10,10%
OoP NO 63,27% 8,41%
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OVER NO 71,43% 3,25%
CSC = CF+LEV
Nodes Optimal modality Probability Joint probability
A priori 18,25% 100,00%
OoP YES 30,69% 59,47%
LA NO 43,85% 23,96%
OVER YES 50,00% 16,59%
CSC = CF+EQ
Nodes Optimal modality Probability Joint probability
A priori 8,95% 100,00%
FSIZE SMALL 14,10% 10,10%
PF YES 15,45% 4,39%
FIO NO 16,67% 1,95%
CSC = LEV+EQ
Nodes Optimal modality Probability Joint probability
A priori 11,15% 100,00%
LA NO 12,48% 38,31%
FSIZE SMALL 25,00% 0,81%
CSC = CF+LEV+EQ
Nodes Optimal modality Probability Joint probability
A priori 17,53% 100,00%
OVER YES 25,94% 59,03%
FSIZE MEDIUM 29,13% 15,36%
OoP YES 35,30% 10,16%
FIO NO 41,18% 2,45%

Note .

a.Optimal modality: modality is maximizing the traget value .

b.Probability: the prior probability of each variable.

c.Joint probability: the probability that the target variable takes the value n given that the explanatory variable takes the value p. for example, the

probability of choosing CF by an executive overconfidence is 40.97%.

Dynamic profile analysis (Table 6) of the capital structure choice presents the following findings:

The decrease

inthe CEO overconfidence level

of 21.05%,

increasing its  optimism

level

of 35.03% and reduced the company size of 50% are positively correlated with the increase of

theinternally generated ressource level

of 12.01%. This result confirmsthe positive correlation
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between cash flow and optimism (H1),contradicts the positive correlation between overconfidence and

internally generated resource (H3), showsthe firm size role on access to external financing method and
rejects the positive effect of loss aversion aversion of self-financing (H2 is not checked). This result
shows the effect of the CEO emotional biases through their capital structure choices. Thus, optimistic
CEO and less overconfidence overestimates firms growth opportunities and underestimate their personal
abilities (to keep its place at the head of the company). He has an interest should be choosing internally
generated resources.

The increased CEO optimism level of the head of 20.45%, the decrease in the CEO loss aversion
level of 32.69% and decreased his overconfidence level of 50% are positively correlated with the increase
in leverage ratios of 9.56%. This finding indicatesthe positive correlation between optimism and debt
level (H1), a negative correlation between debt and loss aversion (H2) and contradicts the positive effect
of overconfidence on debt (H3). This is explained by the fact that the CEO optimism causes them to make
forecastsin absolute termsand seek toconfirm themat the expense of building its businesses. It
makes use of externa capital structure choice including debt. However, if loss aversion bias inherent in a
choice capital structure choice. It avoids the choice of methods of financing risk (including debt: the risk
of bankruptcy).

Firms size increasing of 53.16%, decreased CEO overconfidence level of 63.27%, and CEO
optimism at the head of 71.43% are positively correlated with the capital increase of 22.55%. This
result confirms the presence of a negative correlation between optimism and capital increase (H1),
contradicts the positive correlation between overconfidence and capital increase (H3), shows the firm size
positive impact on thecapital increase and rejectsexistenceof a negative correlation between loss
aversionand equity (H2). This is explainedby the factthat a CEO optimistic (and /
or overconfidence) who believes that his company isundervalued by the market avoidsthe issue of
new shares and debt to finance its projectsin order to enhance his firm.

CEO optimism level increased of 30.69% (H1, H2), the decrease inhis loss aversion level
of 43.85% (H5) and increasing her over-confidenceof 50% (H7, H8) are positively correlated with
theincrease in torqueinternally generated resources and debt of 18.25%. This finding indicates a
significant correlation between capital structure choice and CEO motional biases. Thus, CEO
overly optimistic and confident chose theinternally generated resourcesto reduce the risk patterns
of external financing (risk of bankruptcy andtakeover). Thes risk aversion CEO uses debt in a
second order to fund growth opportunitiesremainsof his firm. This result confirmsthe peking order
theory (POT) predictions. However, preference criterie between financing methodes is the CEO loss
aversion (not agency costs, transaction and / or the premium risk paid).

Size decrease of 14.10%, increasing the profitability of 15.45% and growth opportunities decrease of
16.67% are positively correlated with theincrease in torqueinternally generated resources and capital
increase of 8.95%.

CEO loss aversion level decreased of 12.48% (H5, H6) and decreased size of the company 25% are
positively correlated with the increase in torque debt and equity of 11.15%. This is explained by the fact
that loss aversion leader always seeks the minimization of the probability of lossesthrough its strategic
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choicesthat the financing decision. It therefore had chosen least expensive methods (agency costs,

transaction costs, bankruptcy costs...) andthat signals good management. He therefore preferred
theinternally generated resources and limits its use of debt and capital increase

Finally, increased CEO overconfidence level inthe head of 25.94%, an average size of 29.13%,
increased CEO optimism level a the head of 35.30% and decrease in growth
opportunities of 41.18% are positively correlated with the increase in choice of three means of capital
structure choice 17.53%. This result is explained by the fact that any CEO optimistic seeks to show its
good management through its financing choices. It issues shares when prices are high, and go into debt or
redeemshares when prices are low to benefit from afavorable market.

CONCLUSION

This research examines the determinants of firms’ capital structure introducing a behavioral
perspective.

Theoretical analysis presented CEO emotional biases highlights role (optimism, loss aversion,
overconfidence) to explaining his capital structure choice. Thus, quantitative studies devoted to corporate
finance practices have therefore seen their object move. This is less interested in the trade-off between
equity and debtto anayzethe CEO behivior impact on the capita structure choice.
Theorists integrate behavioral dimension in capital structure choice anaysis. They explain capitd
structure choice based on CEO psychological and emotiona capacities. Psychological dimension
introduced in the capital structure analysis has enriched the Pecking Order Theory (POT) and the Static
Trade Off Theory (STT) (Grahamand Harvey, 2001; Linet al, 2007; Heaton, 2002). First,
qualifying asymetric information role, theorists argue that CEO (optimistic, loss
aversion and confident ...) are reluctant to ask the marketto avoid under evaluation risk . They prefer
to fund projects primarily throughinternal generated resource , in the seconde order by debt and
finally by equity. Next, authors emphasize cognitive costs role in explaining CEO capital structure
choices. They argue that the optimal capital structure is one that minimizes cognitive costs.

Empirical analysis presenting a survey CEO large private companiesin Tunisia. Data analyses
revealed CEO emotiona beases importance in explaining his capital structure choice . Indeed, empirical
relationship analysis between optimism and capital structure choice shows behavioral dimension role
in the explanation. CEO optimism level is positively correlated with a preference for internally
generated resources and debt but negatively associated with capital increase. CEO optimistic is reluctant
to ask the market to avoid the being evaluated risk. They prefer to fund projects primarily through interna
capital debt and then finally external equity.

We aso notethat CEO loss aversion level is negatively correlated with firms’ leverage ratios
and capital increase. CEO recognizes firms’ operaztional risk level and loss aversion seeksto reduce
its firms total risk by using low of externa funding including debt. CEO of high operational firms
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risk try to control the total risk by limiting the financial risk introduced by debt and the issuance of new

shares. He prefersto  finance its investment projects through internal funds.

CEO overconfidence negatively affectsinternally generated choice , debtand equity but it
is positively correlated with the choice of debt and cash flow couple , and with the cash flow and
debt and equity combination choice . Overconfidenceimplies CEO alignment their choice with the
shareholders interests. Thus, CEO overconfidence overestimates his skills to reduce risk. Thisled him
to choose high projectsrisk  which is in the interest of shareholders and increases firms value (Gervais et
a, 2007).To finance itsinvestment choices,this overconfidence leader considers  his
company undervalued by the market limit its emissions securities risky. He prefersfirst internally
generated resource (cash flow) anduses capita structure combinations to minimize its firms
risk (including internally generated ressource and debt combination).

Finally, CEO capital structure choice analysis by integrating the behavioral dimension is consistent
withthe Pecking Order Theory, CEO funding priority prefered is internally generated
resource. CEO (optimistic, loss aversion, and overconfidence) prefer to finance their projects primarily
through interna capital, by debt in the second hand and finally by equity.
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ABSTRACT

The efficiency with which the capital formation is carried out depends on the efficiency of the cepitd
markets and financial institutions. A capital market is said to be efficient with respect to corporae event
announcement (stock split, buyback, right issue, bonus announcement, merger and acquisition etc)
contained information and its disseminations. The Sudy investigates the impact of corporae
announcements on the stock price movement of the selected firms constituting the BSE-500 using daily
log returns. The objective is to assess the significance of the economic event on the market value of the
firm using an event study methodology to empirically examine stock market reaction to acquisition
announcements. The results indicate that Indian stock market is informational efficient in which
corporate announcements  contained information are impounded instantaneously and rightly in the
stock prices of concerned. Corporae event does not contain information about the future performance
of the stock and the market is not using the stock split announcemat information for valuation of
companies’| stocks. This implies that customers cannot significantly gain abnormal returns from

announcement events (ex cept for 2.3 days surrounding the O day).

Keywords: Event study, Bonus issue, Stock Returns, Market Efficiency, corporate announcements,

Mergers
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1. Introduction

Stock market, being a vital institution, facilitates economic development. It is true that so many
investors are interesed in knowing the efficiency of the stock market. The small and medium investors
can be motivated to save and invest in the stock market only if their securities in the market are
appropriately priced. The information content of events and its dissemination determine the efficiency
of the stock market. That is how quickly and correctly security prices reflect these information show the
efficiency of the stock market. In thedeveloped countries, many research studies have been conducted
to test the efficiency of the stock market with respect to information content of events. Whereas in I ndia,
very few studies have been conducted to test the efficiency of the stock market with respect to corporate
announcements, even after, these studies have been conducted with different industries with different
period.

1.1 Stock Split

Stock split announcements have aways been very common phenomena among firms and continue to be
one of the least understood topics in finance. Stock splits are corporate actions by which a company
lowers the face value of its stocks, thereby increasing the number of shares owned by each shareholder.
Such action increases the number of outstanding shares without providing any additional cash inflows to
the company but there is no change in the shareholders claims on the assets of the firm. A stock split
announcement increases the number of shares of a company while decreasing the price per share. The
two for one split is most common, for example a company with 100 shares at “10 per share will issue 100
additional shares bringing the total to 200 shares theoretically dropping the stock price to 5 per share. A
stock split usually takes place after an increase in the price of the stock, and it carries a positive stock
price reaction. The price is adjusted such that the before and after market capitalization of the company
remains the same and dilution does not occur In the U.K., astock splitis referred to asa"scrip issue’”,
"bonus issue", "capitaization issue" or "free issue”, e.g., in 2-for-1 split, each stockholder receives an

additional share for each share he/she holds.
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This phenomenon has not yet been fully understood, regardless the numerous studies in the field. Stock
splits occur frequently; less often firms consolidate their outstanding common shares in a reverse stock
split. It is widely believed that stock splits are purely cosmetic events because the corporation’s cash
flows are unaffected, each shareholder retains his proportionate ownership and the claims of other classes
of security holders are unaltered. If stock splits were purely cosmetic it would be surprising to find them
associated with real effects. Yet, real effects are associated both with the announcement of the split and
with its occurrence — splits are associated with statistically significant stock price revaluations and
unusual volumes of trade and return variances around the announcement dates and, even more
surprisingly, around the execution dates. These effects have been reported in a number of international
studies. These results imply that if managers could increase share prices by splitting their firm’s stock,
both undervalued and overvalued firms would choose to split their shares, thus eliminating the
informational (favourable) content of the decision. Although stock splits seem to be a purely cosmetic
event, there exists ample empirical evidence from India, that stock splits are associated with abnormal
returns on both the announcement and the execution day, brings change in the shareholders holding value.
This paper investigates the market reaction to stock splits using a set of Indian firms. There are several
theories that have been advanced to explain why companies split their stock. In previous studies, it is
evident that stock returns are significantly affected negatively or positively around split announcement
dates. Informed investors market wealth is affected to a greater extent around this event, Stock splits are a
puzzling corporate phenomenon. However, as the persisting positive market reaction to stock splits
indicates, splits must credibly signal such positive company specific information. Since the publication of
the classic paper (Fama et al., 1969), the signalling hypothesis and the trading range hypothesis have
emerged in the finance literature as the leading explanations of stock splits. Hence there is a need for a
more comprehensive study of to understand the issues of stock split and its impact on stock returnsin a
more comprehensive manner in Indian Stock market and the present study is a modest attempt to do the
same.

1.2 Mergers and Acquisitions
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Mergers and acquisitions represent a prevalent strategy in expanding distribution channels, or entering
new markets across most industries. A popular belief is that mergers and acquisitions strengthen
businesses by making their operations more synergetic. In today's global, competitive environment,
mergers are sometimes the only means for long- term survival. In some cases, mergers are a strategic
component for generating long-term growth. Additionally, many entrepreneurs no longer build companies
for the long-term; they build companies for the short-term, hoping to sell the company for huge profits.
An entrepreneur may grow its business either by internal expansion or by externa expansion. In the case
of internal expansion, a firm grows gradually over time in the normal course of the business, through
acquisition of new assets, replacement of the technologically obsolete equipments and the establishment
of new lines of products. But in externa expansion, a firm acquires a running business and grows
overnight through corporate combinations. These combinations are in the form of mergers, acquisitions,
amalgamations and takeovers and have now become important features of corporate restructuring. They
have been playing an important role in the external growth of a number of leading companies the world
over. They have become popular because of the enhanced competition, breaking of trade barriers, free
flow of capital across countries and globalization of businesses. In the wake of economic reforms, Indian
industries have aso dated restructuring their operations around their core business activities through
acquisition and takeovers because of their increasing exposure to competition both domestically and
internationally. Mergers and acquisitions are strategic decisions taken for maximization of a company's
growth by enhancing its production and marketing operations. They are being used in a wide array of
fields such as information technology, telecommunications, and business process outsourcing as well asin
traditional businesses in order to gain strength, expand the customer base, cut competition or enter into a
new market or product segment.

Announcements of mergers and acquisitions immediately impact a target company’s stock price, as
induced reaction in the stock market cause investors to revise expectations about the company’s future
profitability (Pawaskar, 2001). According to the Efficient Markets Hypothesis, “prices reflect all publicly

available information on an underlying asset”. Event studies are frequently used to test market efficiency
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(Brown & Warner, 1985). An event study is a statistical method used to gauge the impact of a corporate
event, as stock splits, earnings announcements and acquisition announcements. This paper utilizes an
event study methodology to empirically test the Synergy Trap Hypothesis using daily stock returns; its
objective is to establish relationships between abnormal returns. Abnormal returns are defined as the
difference between actual and predicted returns surrounding a corporate event. Cumulative abnormal
returns are the sum of abnormal returns in a given time period. Abnormal returns are defined as the
difference between actual and predicted returns surrounding a corporate event. Cumulative abnormal
returns are the sum of abnormal returns in a given time period. Researchers (Brown & Warner, 1985; Das,
2000 & Mitchell & Stafford, 2000) utilize a similar event study approach to examine stock market
reactions to acquisition announcements. The literature is not exhaustive so there is an imperative need to
extend the literature for logical explanations of the issue. The research paper is divided into the following
sections, section 1 i.e. the present section deals with explanation of stock splits, mergers and acquisitions
and other corporate announcements. Section 2 presents a series of literature concerning plausible
explanations for observed stock market reactions to acquisition announcements. Section 3 defines the
research objectives and describes the sample selection and Section 4 methodology and analysis of results.
Section 5 provides the major findings revealed by our data set and aso compares acquisitions with
different specifications. Section 6 gives conclusion of the study, Section 7 throws light on relevance of
study, Section 8 gives the few recommendations derived from the study and the last section gives brief
description of the references used in the study.

2. Review of Literature

The question of why stock splits are issued, given that they are purely cosmetic accounting changes, has
been raised by various researchers across several countries. In the international scenario, there has been
vast quantum of empirical studies on earnings announcements. A study identified that about 10%-15% of
the information contained in awnounced earnings had been anticipated by the month
of preliminary announcement (Ball & Brown, 1968). Fama, et al., (1969) studied the process by which

common stock prices adjust to the information that was implicit in a stock split and
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found that stock split had informational value for investors. Research studies found abnormal
stock returns after the announcement of quarterly earnings (Kumar & Rgas, 1990; Hughes, 1993 and
Korwar, 1999). Certain studies further identified some firm specific factors viz., market capitalization,
functioning of concerned stock market, etc., which elucidates the dynamics of stock returns around the
earning announcement release in a systematic manner. For example, Augustine (1995) found that the
amount of unexpected information conveyed to the market by actual earnings report is inversely related to
the firm capitalization. While debate continues as to why managers split their stock, the question of
interest here is whether the initial market reaction to whatever news might be associated with splits is
unbiased and complete. The earliest empirical study in this regard, Famaet al. (1969), suggested that the
answer to this question might be yes.

Studies in the mid-1990s, relying on more recent empirical methods suggest that the initial market
reaction may not be so unbiased. Some researchers have expressed reservations about evaluating
long-horizon returns, reflecting concern over this area of research (Mitchell & Stafford, 2000). Some
found that the stock price reaction to semi-annual earnings announcement and found abnormal returns
both during the pre-announcement and post-announcement dates and the Indian stock market was slow in
incorporating quarterly earning information. Similarly, the information content of buyback announcement
made in the year ending of companies constituting CNX Nifty Index, and found significant abnormal
returns around announcement. Das et a. studied the effect of stock split announcements made by
companies constituting Sensex for a quarter (Das, 2000). Contrary to most of the research studies on
earning releases, the authors found that the quarterly earnings announcement releases by the large
companies did not have substantial impact on stock returns.

The present study make an effort to overcome this limitation and investigates the information content of
guarterly earnings announcements considering multiple event period covering 118 Announcements. These
recent changes in the India’s regulatory environment offer a unique opportunity to gain further insight
into the stock splits with reference to their effects on variables like stock prices, return, volatility, and

trading volume. With the increased integration of international markets in general and a wave of
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liberalization and globalization, the importance of understanding these stock events has increased
dramatically. In attempt to explain share buyback announcement has an impact on earnings, many authors
debated the theoretical concepts of share buyback. Share buyback program announcements have been
shown to generate abnormal returns in the USA and Canada (Kar, 2003). Some studies document a
significant increase in earnings per share (EPS) in the years following announcement of share buyback
(Shleifer & Vishny, 1994 and Beena, 1998) and share buyback do attribute to an improvement in earnings
but using small samples. However, using a much larger sample, there is an effect on earnings reflecting
unfavorable results (Hitt et al., 2001). It is difficult, however, to interpret any changes in earnings during
the announcement year because they might occur during the fiscal quarters before the announcement or
the fiscal quarters afterward. Beside that, abnormal return at the announcement is positively related to
announce repurchase percentage target (Sundaramurthy, 1996 and Sherman, 1998). Share buyback are
now afamiliar feature of the corporate finance landscape.

Hence, the two most common methods firms used to buy back their own share include (i) single-price
tender offer repurchases and (ii) open market repurchase programs. Research indicates tender offer
repurchases, execute using a fixed price tender offer. Furthermore on open market repurchase plans are
generally announced, and the announcement usually states the amount and duration of the planned
repurchases. From 1995 to 1999, more than 5,900 U.S. firms announced plans to buyback roughly $780
billion worth of shares (Grullon & Ikeberry, 2000). More than 20 years witnessed an increase in the use of
open market repurchases, and by 1998 the total value of share buyback (led by open market repurchases)
exceeded that of dividends (Khandwall, 2001).

Several studied have examined the effects of share buyback announcements on the share price of the
announcing firms> which have documented positive market reaction to share repurchase announcements
by the announcing firms (Bhagwati, 1996 and Kar, 2006). The financial literature on share buyback is
enriched by many researches positing a variety of motivation hypothesis and evidences supporting share

buyback. Studies have also documented the motivations and positive reactions from North American,

® European Journal of Social Sciences— Volume 11, Number 3 (2009)
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European, Japan, Taiwan and Singapore, India, Hong Kong and even Egyptian capital market. Not many
empirical studies done in Malaysia even though the share buyback was introduced since 1997 therefore
the literature very much depend on the empirical studies from United States (U.S) as this country has
implemented share buyback more than 20 years since 1985. Based on European Journal of Social
Sciences, this fact, this study attempts to explore by investigating the phenomena whether firms that
announced buybacks of their own common stocks had an observable difference in earnings of all
companies involved in the share buyback program. As Bruner points out, from the four research
approaches that are employed to measure M & A profitability (event studies, accounting studies, surveys,
and clinical studies) event studies clearly dominate in the literature (Bowman & Singh, 1993).

In terms of methodology and event windows this paper relates closely to this strand of the literature. Most
event studies define abnormal returns as the raw return minus some required return based on amodel such
as the Capital Asset Pricing Model (CAPM) or the simpler Market Model (MM) and then examine
Average Cumulative Abnormal Returns (ACARS) around the announcement day, and to capture the
announcement effect use a window of some days. This window varies from study to study, such as, a
window (in days) of [-4, 1], awindow of [-1, 1], awindow of [-5, 5], a window of [-20, 10], a window of
[-5, 5] and [-1, Q], awindow of [-7, 7], awindow of [-63, 126], a window of [-2,2], a window of [0, 36
months|, etc. Most studies agree that returns to target firms are, on average, positive and statistically
significant following M & A announcements despite differences in the types of mergers sample countries,
industry, and empirical methodology. This pattern seemsto persist though time, for instance, early studies
of US takeover activity report target firm returns in the range of 20% to 30%.

Later studies for the US market come to similar conclusions that mergers in the US banking industry and
find abnormal returns between 15% and 24%; abnormal returns of around 40%; 32 (Mueller, 1980);
returns may be of about 20%; some find abnormal returns of 15 to 30%, approximately (Rao & Rao, 1987
and Humphrey et a., 1998)). The results are similar for other markets as well as large acquisitionsin 18
European countries and report cumulative abnormal returns between 9% and 21% depending on the

window length examined. According to Pablo, 1994, the gains to targets stem from many sources such as
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reduction in agency costs, the enhancement of the competitive position, or synergies (Mehta & Samanta,
1997). Note that the magnitude of the stock return to target firms may depend on different factors:
Gaughan (1994) relate it to volatility and institutional ownership, while Shiva (1998) shows that if the
target firm has been subject to a takeover threat during the previous year the abnormal returns are not
significant.

The evidence on the stock return of acquirer firms is mixed, that is, many studies find negative abnormal
returns following announcements, other studies find small positive returns, and other studies find zero
returns. Bruner argues that, on average, shareholders of acquirer firms earn zero market-adjusted returns
and points out that buyer firms are typically larger than target firms (Bruner, 2002. For example, Houston
et a. find stock returns that range from -2.5% to -4.5% approximately; Rau & Vermaelen, (1998) report
negative returns of about -0.30%. Bidder shareholder returns seems to vary depending on the
characteristics of the firms involved and the timing of the merger. As regards to the long term stock
performance of acquirer firms, an analysis show that acquirers in mergers under-perform while acquirers
in tender offers over-perform (Rau & Vermaelen, 1998), while another find negative long-term returns for
firms involved in stock mergers and positive long-term returns for firms involved in cash tender offers
(Hughes, 1993). The stockholders of bidder firms suffer a loss of about 10% for the 5-year period after a
merger, while some report a negative return of about 7%-9.5% (Brown & Warner, 1985; Pablo, 1994 and
Hitt et al., 2001).

3. Data and M ethodol ogy

3.1 Objectives of the study

e Todetermineif acorporate event contains information about the future performance of a stock.

e To determine that if an announcement of a corporate action drives the stock prices in a
significant manner differing from the pre event scenario and effect customer

perception.
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e To suggest investors about market efficiency following the events and the trading strategies to be

followed.

3.2 Sample Selection

The study covers 10 events each of the stock splits, buybacks and mergers and acquisitions for companies
listed in Bombay Stock Exchange (BSE) for a time period of 5 years i.e.2005-2010. Announcement date
has been taken to be the date when the company finally announces the decision of going ahead with the
event to the public and its shareholders. The basis of selection for Stock splits is random. At least 1 event

from each year has been taken in order to depict an exhaustive representation (see table 1).

Table 1: Stock Split & Announcement Date

Stock Split Announcement Date
ITC 17-06-2005
Hindalco 12-07-2005
Crompton Greaves 23-05-2006
Suzlon Energy 23-10-2007
Jinda Steel 21-11-2007
Provogue India 13-08-2008
Sesa Goa 28-04-2008
GMR Infra 30-07-2009
Bharti Airtel 29-04-2009
Kotak Mahindra Bank 11-05-2010

Table 2: Buy Back and Announcement Date

Buy Back Announcement Date

Glaxo Smithkline Consumer 31-01-2005
Healthcare Ltd.

Godregl Consumer 11-05-2005
SRF Ltd. 23-06-2006
Patni Computers 03-04-2008
Gujarat Ambuja 16-01-2007
HUL 29-07-2007
Eicher Motors 03-02-2009
Zensar Technologies Ltd. 13-10-2009
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Binani Cement 16-05-2010
Piramal Healthcare 09-12-2010

For Mergers and Acquisitions, Events with highest deal values have been selected. Exceptions are just to
include the data from all the years (Vodafone — Hutchinson Essar acquisition has been left out due to non
clarity and insufficiency of data).

Table 3: Dates of Mergers and Acquisitions

Merger and Acquisition Date
Suzlon Energy acquired Hansen Transmissions 17-03-2006
Tata Steel acquired Corus 05-10-2006
Hindalco acquired Novelis 11-02-2007
HDFC Bank acquired CBoP 23-02-2008
Daiichi Sankyo Acquired Ranbaxy 16-06-2008
ONGC acquired Imperial Energy 26-08-2008
NTT Docomo acquired stake in Tata Teleservices | 14-11-2008
Reliance Industries and RPL Merger 02-03-2009
Bharti Airtel acquired Zain 15-02-2010
Abbott acquires Piramal 21-05-2010

3.3 Event Sudy

An Event gudy is a statistical method to assess the impact of an event on the value of afirm. For example,
the announcement of a merger between two business entities can be analyzed to see whether investors
believe the merger will create or destroy value. The basic idea is to find the abnormal return
atributable to the event being studied by adjusting for the return that stems from the price
fluctuation of the market as a whole. Following steps were taken:

3.3.1 Calculation of Actual Returns— Actual returns was calculated by using the data gathered from the
BSE website. The logarithmic returns are taken into consideration for a period of 90 days (60 days before
the announcement day and 30 days after the announcement). Ret =In ((SPt)/SPt-1)

Where, Ret = return on a security for a particular day, SPt = Stock Price of that particular day, SPt-1 =
Stock price of previous day

3.3.2 Determination of Regression Co-effecients — Regression analysis was applied in which the BSE

returns formed the independent series and the actual returns calculated in first step formed the dependent
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series. The value of the coefficients (a) and (b) of the regression equation is found out.

Return on Stock = a + b (Return on BSE)

3.3.3 Calculation of Expected Returns — Expected returns were calculated by using the equation (i)

putting the known values of a and b in above equation.

3.3.4 Calculation of Abnormal Returns — The difference between the actual and the expected returns

gave the abnormal returns for the time period.

3.3.5 Cumulative Abnormal Return (CAR) — The abnormal return for 11 days before and after the day

of announcement (Day 0) were added to obtain the cumulative abnormal return for a period of 23 daysin

total for each announcement event.

3.3.6 Cumulative Average Abnormal Returns (CAAR) — CAAR is calculated for atest window of (-7 to

7) and another test window of (-11 to 11) days by averaging out the CAR value obtained for all the 10

events. Also, paired t-test is performed on ACTUAL and EXPECTED RETURNS for all the events to test

the hypothesis of no variance in the mean returns (for both windows).

Table 4: Stock Split

CAAR

Company | Actual Ret | Expected | Abnormal CAR T Test P Value
Name Ret Ret
Bharti 0.00815922 | 0.0041546 | 0.00400465 | 0.092107 | 0.87693425 | 0.389998
Airtel
Crompton | -0.0097169 | -0.0066364 | -0.0030805 | -0.070852 | -0.5045137 | 0.618916
Greaves
GMR Infra | -0.0052184 | 0.0004884 | -0.0057068 | -0.131257 | -0.4713624 | 0.642023
Hindalco | 0.00281499 | 0.0015924 | 0.00122261 | 0.0281201 | 0.54420921 | 0.591771
ITC 0.00329527 | 0.003009 | 0.0002863 | 0.0065848 | 0.1258544 | 0.90099
Jindal 0.00736151 | 0.0140491 | -0.0066876 | -0.153814 | -0.5615043 | 0.580129
Steel
Kotak -0.000284 | -0.0062987 | 0.00601464 | 0.1383366 | 1.9608775 | 0.062675
Provogue | -0.0070032 | -0.0079597 | 0.00095647 | 0.0219989 | 0.27147513 | 0.788557
SesaGoa | 0.01602996 | 0.00805 0.00798 0.18354 1.13207122 | 0.269793
Suzlon | 0.00597387 | 0.0025983 | 0.00337555 | 0.0776376 | 0.61364626 | 0.545742
Energy
=0.0192402
Table 5:
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Company Actual Ret | Expected Ret | Abnormal Car T Test P Value
Name Ret

Bharti Airtel | 0.007435 0.00340115 0.0040338 0.060507 | 0.766785 | 0.456
Crompton -0.008792 | -0.0081131 -0.0006785 -0.01018 | -0.0842 0.934088
Greaves

GMRInfra | -0.006618 | -0.0070038 0.0003855 0.005783 | 0.025804 | 0.979778
Hindalco 0.003028 0.00127189 0.0017561 0.026341 | 0.659376 | 0.520354
ITC 0.0017745 | 0.00171891 5.56E-05 0.000834 | 0.020066 | 0.984274
Jindal Steel 0.017006 0.01468997 0.002316 0.034741 | 0.144329 | 0.887298
Kotak 0.0018056 | -0.0067921 0.0085977 0.128966 | 2.262205 | 0.040119
Provogue -0.013242 | -0.0082181 -0.0050234 -0.07535 | -1.20693 | 0.247456
Sesa Goa 0.0187345 | 0.00848855 0.010246 0.15369 | 1.068966 | 0.30317

Suzlon Energy | 0.0065901 | 0.00228882 0.0043013 0.06452 | 0.561926 | 0.583051

CAAR =0.038985

4. Analysis of Results

4.1 Test Window (-11 To +11)

The result depicts the CAR value for the companies which had stock splits in the time frame selected and
which were under the purview of the study. The Cumulative abnormal return for 11 day test window of
the following 3 companies — GMR Infra, Kotak Mahindra Bank and Sesa Goa is higher in comparison to
the rest of the companies which shows that the market was not perfectly efficient in absorbing the news of
stock split for these stocks. The CAAR value for 11 day test window, which signifies the efficiency levels
of the market, has turned out to be 0.0192402 which is very close to zero implying that the market was
efficient with respect to stock split announcement for the period.

4.2 Test Window (-7 To +7)

The Cumulative abnormal return for 7 day test window of the following 2 companies — Kotak Mahindra
Bank and Sesa Goa is higher in comparison to the rest of the companies which shows that the market was
not perfectly efficient in absorbing the news of stock split for these stocks. The CAAR value for 7 day
test window, which signifies the efficiency levels of the market, has turned out to be 0.038985 which is
closeto zero implying that the market was more or less efficient with respect to stock split announcement
for the period.

4.3 Paired Sample T -Test
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The Paired sample T-test was performed between the actual returns of the stocks and the expected returns
for aperiod of 23 days (i.e. -11 to +11 test window) and period of 15 days (i.e. -7 to +7 test window).

HO: There is no significant difference between the two series

H1: There is significant difference between the two series

The null hypothesis being that there is no significance difference between the two series at a confidence
level of 95%. Thetable indicates the p value of thet test which is not less than 0.05 in the cases of events
stated above. Hence we fail to reject the null hypothesis and therefore it implies that there is no significant
difference between the actual returns and the expected returns. Since the null hypothesis was accepted
hence we can say that the market is efficient with respect to stock split and the investors can not gain
abnormally from the events of stock splits.

Table 6: Buy Back

Company Name | Actual Ret | Expected | Abnormal CAR T Test | PValue
Ret Ret
Binani 0.00010897 | 0.0036876 | -0.00357863 | -0.08231 | -0.68374 | 0.501276
Eicher Motors | -0.0038539 | 0.00056217 | -0.00441604 | -0.10157 | -0.92613 | 0.364427
Smithkline 0.00730143 | 0.00140837 | 0.005893053 | 0.13554 | 0.795374 | 0.434894
Godrej 0.00715323 | 0.00458568 | 0.002567548 | 0.059054 | 0.319156 | 0.752619
Gujarat Ambuja | 0.00715323 | 0.00458568 | 0.002567548 | 0.059054 | 0.453627 | 0.65347
HUL -0.0020077 | -0.0029337 | 0.000926041 | 0.021299 | 0.200906 | 0.842618
Patni Computers | 0.01125202 | -0.0021842 | 0.013436206 | 0.309033 | 1.602418 | 0.123325
Piramal 0.0005886 | -0.0024466 | 0.003035178 | 0.069809 | 0.807519 | 0.428013
SRF 0.00524295 | 0.0008674 | 0.004375549 | 0.100638 | 0.532394 | 0.599789
Zensar -0.0001451 | 0.00109285 | -0.00123799 | -0.02847 | -0.18024 | 0.858694
CAAR =0.05420744
Table7:
Company Name | Actual Ret | Expect Ret | Abnormal CAR | T Test P
Ret Value
Binani 0.0001897 0.0038876 | -0.00377863 | -0.05623 | -0.488 | 0.633
Eicher Motors | -0.0018539 | 0.00236217 | -0.004141604 | -0.06157 | -0.615 | 0.549
Smithkline 0.012730143 | 0.00250837 | 0.001603053 | 0.13554 | 0.974 | 0.346
Godrej 0.031071533 | 0.00458568 | 0.002367548 | 0.159054 | 0.746 | 0.468
Gujarat Ambuja | 0.031071533 | 0.00458568 | 0.001956755 | 0.059054 | 0.746 | 0.468
HUL -0.00191077 | -0.00431337 | 0.00886041 0.121299 | 0.371 | 0.716
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Patni Computers | 0.01725202 | -0.0019842 | 0.013436206 | 0.109033 | 1.966 | 0.069
Piramal 0.0035886 -0.00188466 | 0.006635178 | 0.034091 | 1.209 | 0.247
SRF 0.02524295 | 0.00162574 | 0.007475549 | 0.296376 | 0.605 | 0.555
Zensar -0.0088451 | 0.00169285 | -0.00103799 | -0.08847 | -1.319 | 0.208
CAAR =0.06716047

4.4 Test Window (-11 To +11)

The table above depicts the CAR vaue for the companies which had buybacks in the time frame selected
and which were under the purview of the study. The Cumulative abnormal return for 11 day test window
of the following companies Glaxo Smithkline and Patni Computers is higher in comparison to the rest of
the companies which shows that the market was not perfectly efficient in absorbing the news of buybacks
for these stocks. The CAAR value for 11 —day test window, which signifies the efficiency levels of the
market, has turned out to be 0.05420744 which is very close to zero implying that the market was
efficient with respect to buyback announcements for the period.

4.5 Test Window (-7 To +7)

The Cumulative abnormal return for 7 day test window of the following 3 companies — Glaxo Smithkline,
Patni Computers and SRF is higher in comparison to the rest of the companies which shows that the
market was not perfectly efficient in absorbing the news of buyback for these stocks. The CAAR value for
7 day tes window, which signifies the efficiency levels of the market, has turned out to be 0.06716047
which is close to zero implying that the market was more or less efficient with respect to buyback
announcements for the period.

4.6 Paired Sample T - Test

The Paired sample T-test was performed between the actual returns of the stocks and the expected returns
for aperiod of 23 days (i.e. -11 to +11 test window) and period of 15 days (i.e. -7 to +7 test window).

HO: There is no significant difference between the two series

H1: There is significant difference between the two series

The null hypothesis being that there is no significance difference between the two series at a confidence
level of 95%. The column in the table indicates the p value of thet test which is not less than 0.05 in the

cases of events stated above. Hence we fail to reject the null hypothesis and therefore it implies that there
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is no significant difference between the actual returns and the expected returns for the events. Since the
null hypothesis was accepted hence we can say that the market is efficient with respect to buybacks.

Table 8: Mergers and Acquisition

Name of Actual Ret | Expect Ret | Abnormal CAR | T Test P
Company Ret Value
Abbott 0.00649684 | 0.00361638 | 0.0028805 0.076412 | 0.373 | 0.713
Bharti Airtel | -0.0031875 | 0.00122736 | -0.0044148 -0.00887 | -0.824 | 0.419
HDFC -0.0053054 | -0.00194957 | -0.0033559 -0.11076 | -0.607 | 0.55
Hindalco -0.0064062 | -0.00343605 | -0.0029701 -0.13837 | -0.426 | 0.674
ONGC 0.00051957 | 0.00154927 | -0.0010297 -0.03123 | -0.279 | 0.783
Ranbaxy 0.00018057 | 0.00168047 | -0.0014999 0.006292 | -0.206 | 0.838
Reliance -0.0012557 | 0.00073186 | -0.0019875 0.003899 | -0.952 | 0.351
Suzlon energy | 0.00831764 | 0.01448883 | -0.0061712 -0.01642 | -1.051 | 0.305
Tata Steel 0.00083847 | -5.35E-05 0.0008919 0.003914 | 0.343 | 0.735
Tata Tele 0.01724146 | 0.00309482 | 0.0141466 0.456515 | 1.382 | 0.181
CAAR =-0.0080733
Table9:
Name of Actual Ret | Expect Ret | Abnormal CAR T Test | P
Company Ret Value
Abbott 0.00809557 | 0.00300146 | 0.005094113 | 0.456515 | 0.246 | 0.809
Bharti Airtel | -0.00744556 | -0.0008544 | -0.00659116 | 0.003914 | -0.784 | 0.446
HDFC -0.00576948 | 0.00161458 | -0.00738406 | -0.01642 | -1.363 | 0.194
Hindalco -0.01101575 | -0.00179114 | -0.00922461 | 0.003899 | -1.142 | 0.273
ONGC -0.00087216 | 0.00120954 | -0.0020817 0.006292 | -0.354 | 0.729
Ranbaxy 0.003320552 | 0.00290106 | 0.000419487 | -0.03123 | -0.16 | 0.875
Reliance 0.000771266 | 0.00051134 | 0.000259924 | -0.13837 | -0.709 | 0.49
Suzlon energy | 0.005917091 | 0.0070119 | -0.00109481 | -0.11076 | -0.316 | 0.757
Tata Steel 0.001937871 | 0.00167696 | 0.000260915 | -0.09887 | -0.212 | 0.835
Teleservices | 0.021707903 | -0.00872641 | 0.030434317 | 0.076412 | 2.032 | 0.062
CAAR =0.0151386

4.7 Test Window (-11 To +11)

The table above depicts the CAR value for the companies which had undergone mergers/ acquisitions in
the time frame selected and which were under the purview of the study. The Cumulative abnormal return
for 11 day test window of the following 2 companies — Hindalco and Tata Teleservices is higher in

comparison to the rest of the companies which shows that the market was not perfectly efficient in

314
| SSN 2076-9202



International Journal of Information, Business and Management, Vol. 4, No.1, 2012

absorbing the news of merger/acquisition for these stocks. The CAAR value for 11 day test window, which

signifies the efficiency levels of the market, has turned out to be -0.0080733 which is very close to zero

implying that the market was efficient with respect to mergers and acquisition announcements for the

period.

4.8 Test Window (-7 To +7)

The Cumulative abnormal return for 7 day test window of Abbott is higher in comparison to the rest of the

companies which shows that the market was not perfectly efficient in absorbing the news of acquisition

for this stock. The CAAR value for 7 day test window, which signifies the efficiency levels of the market,

has turned out to be 0.0151386 which is close to zero implying that the market was more or less efficient

with respect to merger and acquisition announcements for the period.

4.9 Paired Sample T -Test

The Paired sample T-test was performed between the actual returns of the stocks and the expected returns

for aperiod of 23 days (i.e. -11 to +11 test window) and period of 15 days (i.e. -7 to +7) test window.

HO: There is no significant difference between the two series

H1: There is significant difference between the two series

The null hypothesis being that there is no significance difference between the two series at a confidence

level of 95%. The column in the table indicates the p value of thet test which is not less than 0.05 in the

cases of events stated above. Hence we fail to reject the null hypothesis and therefore it implies that there

is no significant difference between the actual and expected returns for both of the test windows. It

implies that investors cannot make abnormal gains. Since the null hypothesis was accepted hence we can

say that the market is efficient with respect to mergers and acquisitions.

5. Conclusions

e The Indian stock market is informationally efficient (Information Matrix) where the corporate
announcements contained informations are impounded instantaneously and rightly in the stock prices

of concerned companies. Therefore, a corporate event does not contain information about the future
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performance of the stock. The chance of earning more than the market is a matter of luck rather than

skill and strategy.

e The market did not receive the stock split announcement information for revising the security prices
of sample companies in a significant manner during pre and post announcement period because the
average value of CAAR was below one throughout the study period. This implies that customers
cannot dgnificantly gain abnormal returns from announcement events (except for 2-3 days

surrounding the O day).

e Information of corporate announcements can be used by the investors for making abnormal returns

around announcement period momentarily, through the strategy of short selling.

This study has empirically examined the informational efficiency of Indian stock market with regards to
stock split, buybacks and mergers and acquisition announcement released by the information technology
companies. Theresult of the study showed the fact that the security prices reacted to the announcement of
stock splits. The reaction took place for a very few days surrounding day O (i.e. the day of public
announcement of the event). The results show that, though the Indian stock market was able to analyze
the stock split announcement information, and use it for revision of security price, there was delay in their
reaction. It is concluded from the above analysis that the Indian stock market uses the stock split
announcements contained information for valuation of securities and the market was efficient in
impounding the events announcements information. The result reveals the fact that the market is not using
the stock split announcement information for valuation of companies stocks. It is clear from the above
analysis that market did not receive the stock split announcement information for revising the security
prices of sample companies during pre and post announcement period because the average value of
CAAR was below one throughout the study period.
Recommendations

= |n an efficient market an optimal investment strategy will be to concentrate on risk and return

characteristics of the asset and/or portfolio rather than trying to outperform the market.
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= The investors can invest and can ean smal amounts aound O day or the

announcement datei.e. for around 2/3 days after the announcement.

= Merger or acquisition announcements are perceived as not a very healthy action by the investors in
the market ( as CAR for a reasonable number of events in our study have come out to be negative
implying that the actual return on the security for the particular period is less than the expected). So
Investors should avoid trading in such securities around public announcement day; and wait for

some positive signals. Also, CAAR of 11 day test window is negative.

= Buybacks are being perceived as positive news among investors. Fund managers and analysts can
help investorsin extracting some returns out of these events. But again, effect is only visibletill 2nd

or 3rd day after the announcement takes place.
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Abstract

The Indian exports showing increasing trends but still facing lot of ditficulties and problems to compete
1n international market. The various such problems have been identified in this paper through primary research
on 164 manufacturing units operating the Northern Indian states comprising Punjab, Haryana, Himachal
Pardesh, Jammu& Kashmir and Chandigarh. A number of statements indicating the problems at company,
national and international level have been developed and the respondents were asked to express their level of
agreement/disagreement with these statements on tive-point Likert scale. Kruskal-Wallis test has been applied
to know the signiticant ditferences among the respondents relating to different industries. The test has been
applied at assumed p-value =0.05. The statements with less than 0.05 p-value are considered significant and
those with p-value more than the assumed value are considered to be insignificant. The findings reveals that
exporters are facing lot of problems such as product designing, pricing, research, export procedural and
documentation, financing at competition problems at the different levels.

Key words: Indian Exporters, company level problems, Product designing, Marketing research and pricing.

India is emerging one of the fastest growing economies of the world. Indian economic growth is
estimated at 8.0 per cent by the quick estimates released on 31st January, 2011. The industrial growth of
the country was buoyant during the first two quarters of current financial year. The manufacturing sector
in particular showed a remarkable robustness growing at rates of 12.6 per cent and 9.7 per cent
respectively during these two quarters (Economic Survey, 2011).

Liberalization has been a key ingredient of recent economic policies in India and elsewhere based upon

the notion that removing restrictions on domestic economic acivity as well as on the trade relations with
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other countries ( Maurya and Vaishampayan, 2011) . The liberalization regime in India which stated in
1991 is now attracting al the countries and companies of the world India’s foreign trade have experienced
a number of ups and downs since independence in 1947. During 1960s, the United States was a leading
trading partner for India, but now China is emerging major trading partner of India and has aready
surpassed USA in imports. The political scenario in neighborhood countries like Pakistan, Nepal, Sri
Lanka and Bangladesh is not encouraging due to internal social- political disturbances in these countries.
The SAARC and ACU unions are not as successful as the rest of the economic or trade unions of rest of
the world. In these circumstances the economic, political relations of India has increased with other
countries, especially  EEC countries, UK, USA, and other Middle East, African and Latin- American
countries.

After India started the process of liberalization, various changes at manufacturing sector, service sector
and other sectors have taken place. The service sector has shown tremendous growth after opening up the
banking, insurance, telecom etc for the private and foreign companies. With respect to world trade
volume, India’s export fell rapidly following the deepening of the global financial crisis but these rose in
second half of 2009-10 which continued through 2010-11 until June 2010. Thereafter growth decelerated
till October, 2010 and picked up subsequently to reach 36.4 per cent in December,2010 which is highest
growth in past two years. Cumulative export growth in April-December 2010-1 was at 29.5 per cent with
cumulative export reaching USD 200 billion but surpass it in 2010-1. India’s merchant import also
affected by global recession fell to USD 288.4 billion with negative growth (-5.0 per cent) in 2009-2010.
But foreign exchange reserves increased from USD 252 billion at the end of March 2009 to USD 279.1
billion at the end of March 2010 showing arise of USD 27.1 billion (USD 13.6 billion was on account of

valuation gain dueto decline of USD in international market (Economic Survey, 2011)
Resear ch M ethodology

The study relating to Problems of exporters have been carried out between April, 2011 to
November, 2011 in North India comprising states of Punjab, Haryana, Himacha Pradesh, Jammu and

Kashmir, Delhi and Union Terriority of Chandigarh. The research is based on primary data which has
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been collected by a structured questionnaire from 200 export organizations. Total 164 units have been

considered for data analysis purpose after verification. Likert scale has been used to know the perception

of the exporters. Kruskal-Wallis test has been applied to know the significant differences among the

exporters perceptions relating to company, nationa and international level problems. The test has been

applied at assumed p-value =0.05. The statements with less than 0.05 p-value are considered significant

and those with p-value more than the assumed value are considered to be insignificant.

Objective of the Sudy

The objectives of the study are:

i) to know the foreign trade scenario in India

ii) to examine the problems faced by the exporter at different level such as company, national and international

levels.

Comparative Country analysis of doing businessin India

Thetable 1 shows the cross country analysis of ease of doing businessin India.

Table 1- Doing Business: Cross Country Experience

S.No | Country Ease of doing | How many Daysto Timeto Days
Business daysto start enforcea | close to
(Rank) business Days) | contract | Business Export
(Days) (Years)
1 Brazil 129 120 616 4.0 12
2 Chile 49 27 480 4.5 21
3 China 89 37 406 17 21
4 India 133 30 1420 7.0 17
5 Indonesia 122 60 570 55 21
6 Japan 15 23 360 0.6 10
7 Maaysia 23 1 585 2.3 18
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8 Mexico 51 13 415 18 14
9 Pakistan 85 20 976 2.8 2
10 Russia 120 30 281 38 36
1 Singapore 1 3 150 0.8 5
12 Srilanka 105 38 1318 17 21
13 Thailand 12 32 479 2.7 14
14 USA 4 6 300 15 6

Source: World Bank, Doing Business 2010.

Table 1 reveals that doing business in Indiais not easy as country holds 133rd rank in the world and
is the last among above mentioned countries. Singapore with 1% leads the tally table in doing business
followed by U.S.A with 4" rank. It is also clear from the table that doing business in Asian countries like
Pakistan and Srilanka is easier in comparison to India. Table further reveals that India also takes highest

number of days and years to enforce the contract and to close the business respectively.

It has been observed that India scores high in terms of days taken to start business and to export the

product.
Indian Export Business at a Glance

The following tables 2,3 and 4 highlights the region- wise, top country-wise and top-commodity wise

status of the Indian exports.

Table.2 Region-wise exports (Valuesin US$ Millions)
Region Jun 2009 Jun 2010 %Growth %Share

1) Europe 8,279.05 9,643.02 16.48 18.28
EU Countries (27) 7,695.63 8,867.17 15.22 16.81]
Other WE Countries 556.70 745.10 33.84 141

East Europe 26.71] 30.75 15.11 0.06

2) Africa 2,214.80 3,765.40 70.01 7.14
Southern Africa 599.71 1,797.41 199.72 341
West Africa 694.05 905.26 30.43 1.72
Central Africa 76.19 101.11 32.7]] 0.19
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East Africa 844.86 961.62 13.82 1.82

3) America 5,622.75 8,609.35 53.12 16.32
North America 4,436.99 6,335.91 42.80 12.01]
Latin America 1,185.76 2,273.44 91.73 431

4) Asia& ASEAN 20,798.90 28,536.83 37.20 54.10
East Asia 314.09 37243 18.57 0.71
ASEAN 4,705.1Q 6,280.67 33.49 11.9]]
WANA 8,807.24 11,504.93 30.63 21.81]
NEAsia 5,177.57 7,992.99 54.38 15.15
South Asia 1,794.90 2,385.81) 32.92 4,52

5) CIS& Baltics 331.61 545.90 64.62 1.03
CARs Countries 66.11] 65.26 -1.28 0.12
Other CIS Countries 265.50 480.65 81.03 0.91

6) Unspecified Region 1,151.33 1,652.23 43.5] 3.13
Total 38,398.45 52,752.75 37.38 100.00

Data Source: DGCIS, Kolkata, 2010

The above table indicates that Indian exports have registered highest growth in the African
region (70.01%) followed by CIS and Baltics region (64.62%) in the year 2010. Table also indicates that
India holds highest export trade percentage in the Asia and Asian region 54.10 per cent followed by

European region 18.28 per cent.

Table 3-Top 5 Countries of Export (Valuesin US$ Millions)

Rank Country Jun 2009 Jun 2010 %Growth %Share
1 United Arab Emts 5,124.59 7,411.64 44.63 14.05
2 USA 4,169.39 6,066.47 45.50 11.50
3 China 2,093.67 3,027.47 44.60 5.74
4 Singapore 2,189.86 2,813.04 28.46 5.33
5 Hong Kong 1,430.92 2,296.03 60.46 4.33
Total 38,398.45 52,752.75 37.38 100.00

Data Source: DGCIS, Kolkata ,2010

Table reveals that India 1s the largest exporter to United Arab Emirates with the highest share of 14.05% 1n
comparison to other countries. Indian exports have registered highest growth rate of 45.50% to U.S.A. It can be

observed that China has emerged as India’ s third largest export partner.
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Table 4-Top 5 Commodities of Export (Values in US$ Millions)

Rank Commodity Jun 2009 | Jun 2010 | %Growth | %Share
1 Petroleum (Crude & Products) 4,434.5] 8,727.26 96.80 16.54
2 Gems & Jewellery 6,169.74 7,551.41 22.39 14.31
3 Transport Equipments 3,568.58 5,692.59 59.52 10.79
4 Other Commaodities 2,119.84 3,755.04 77.14 7.12
5 Drugs, Pharmcutes & Fine Chemicals 1,984.79 2,457.17 23.80 4.66

Total 38,398.45 52,752.75 37.38 100.00

Data Source: DGCIS, Kolkata, 2010

It has been observed that India is the largest exporter of petroleum (Crude and Products) and this has

shown highest growth rate of 96.80 per cent in the year 2010 over 2009. The export of other commodities have

also increased by 77.14 per cent in the year 2010. Table also indicates that export of Gems and Jewellery has

shown the lowest growth rate of 22.39 per cent in comparison to other commodities in the year 2010.

Problems of the Indian Exporters

The responses of the exporters with regard to various problems being faced by them at the company level,

national level and international level has been analyzed considering their responses to the statements.

Table 5-Company Level Problems

Europe | African | American | Asia& CIS& | K-W P-value
Problems Region | Region Region | Asian Baltic | Results
Region | Region

3.83 403 102
a) knowledge of market 3.05 3.84 2.96 3.15
b) Difficulty in product 4.37 3.87 4.25 2.84 311 2.352 .003*
selection
c) Procurement of export | 4.41 2105 .002*
order 3.20 4.54 301 3.10
d) Product positioning 452 295 4.62 3.14 3.20 4521 .001*
€) Product changes and 4.84 354 4.89 321 3.52 5213 .004*
new designing
f) Fixing the prices 4.78 3.87 4.85 2.98 2.95 3.245 214
g) Technica and 4.56 3.89 4.86 3.68 312 294 324
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professiond staff factors

h) Quality rel ated issues 4.82 3.87 4.87 3.86 323 | 15231 .002
i) Financia constraints 3.88 3.24 3.74 2.89 3.24 4.351 .097
j) Technological 4.67 25.325 .003
T 3.89 4.92 3.65 3.36

l[imitations

Great extent-4, Moderate extent-3, some extent-2, less extent-1, not at al-lessthan 1.
Note: * denotes significant results having p-vauelessthan 0.05.

Table shows that most of the exporters from different industries face company level problems such
as ‘technological limitations’,” product changes and new design, ‘quality related issues’, ‘technical and
professional staff factors,” ‘fixing the price, ‘product positioning’, ‘procurement of export order’, and
‘difficulty in product selection’,(mean score being more than 4) to a great extent in the American
followed by European markets. However, Indian exporters are facing problems to less extent in the
Asian and Baltic region in comparison to American and European Markets.

The findings of the study reveal that most of the exporters are facing company level problems in
the American and European region markets to great extent. Asfar as African, Asian and Baltic regions are

concerned the Indian exporters are facing these problems to moderate extent.

K-W statistics reveals that there are significant differences among the exporters with respect
company level problems being faced in the different markets such as ‘product positioning.’, ‘procurement

of export order’, and ‘difficulty in product selection’.

Table 6- National Level Problems

Europe | African | American | Asia& CIS& | K-W | P-vValue

Problems Region | Region Region | Asian Baltic | Results
Region | Region
4.24 13.542 | .002*
a) Policy and procedura
354 451 2.86 2.98
problems
b) Procurement of raw 4.72 3.15 4.82 3.12 2.96 9.542 .004*
material
¢) Coordination with 4, 3.547 156
) Coordination i B | 4 481 473 | 482
Government agencies
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d) Claiming the 454 4.79 4.69 4.78 4.83 6.874 .061
incentives/ assistance
€) Banks and exchange 3.87 3.64 342 343 3.13 8.6%4 .007
related issues
f) Marine Insurance 3.14 8.216 .058
) M 326 | 341 364 | 346
meatters
g) Shipping and customs | 2.54 4.654 074
2.23 2.84 2.29 2..29
clearance matters
h) Infrastructural 212 6.879 .248
2.36 2.73 251 2.64
problems
i)Regional disturbance 314 2.674 A1
o 3.98 3.76 3.68 3.12
and disparities
j) Documentation and 4.82 1.856 .862
4.86 4.63 4.74 4.62

other legal formalities

Great extent-4, Moderate extent-3, some extent-2, less extent-1, not at all-lessthan 1.

The analysis of the table shows that mgjority of the Indian exporters are facing problems at the
national level such as ‘coordination with government agencies,’, ‘claiming the incentives/assistance and
‘documentation and other legal formalities’ (mean score being more than 4) to great extent in all the
regions. However, the other problems such as ‘policy and procedural problems’, and ‘procurement of raw
material’, are also being faced by them to great extent (mean score being more than 4) to execute their
export orders in the American and European regions. The study further indicates that other problems such
as ‘banks and exchange related issues,” ‘marine insurance matters’, and ‘regional disturbance and
disparities,” (mean score being more than 3) are being faced by these exporters to moderate extent.

Findings of the study reveal that Indian exporters are facing problems to less extent in the Asian,

Baltic and African region in comparison to American and European regions.

K-W statistics shows that there are significant differences among the exporters with respect
to national level problems such as ‘policy and procedural problems’, and ‘procurement of raw material’

being faced by them in the different regions.

Table 7- International L evel Problems

Europe | African | American | Asia& ClIS& K-W | P-value
Problems Region | Region | Region | Asian Baltic | Results
Region | Region
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4.76 41.653 .000
a Market entry
3.16 491 3.83 3.54
problems
b) Distribution channel 3.12 3.06 3.53 3.01 297 8.612 743
issues
c) Competition problems |  4.86 4.80 4.73 4.89 4.62 1.652 527
d) Product promotional 492 4.87 4.79 4.84 4.78 .986 .701
policy
€) International market 4.95 4.88 4.92 4.68 4.79 1.126 .602
research
f) Foreign exchange 4.87 2.015 716
_ 4.66 4.58 4.67 4.81
management  issues
g) Meeting international 421 28.354 .002
: 4.39 4.80 3.97 3.87
quality standards
h) Order commitment 321 2.87 2.67 312 341 6.328 .016
i) Payment problems 203 2.78 202 2.52 232 1.365 872
j) Arbitration and legal 1.26 3278 | .192
1.35 181 1.65 1.38
problems

Great extent- score more than 4, Moderate extent-more than 3, some extent-more than 2, less extent- more than 1, not at

dl-lessthan 1.

The table shows that most of the Indian exporters are experiencing mgjor  problems such as,
competition problems, product promotional polices, and international market research and foreign
exchange management issues in all the markets (mean score being more than 4) to the great extent.
However, the other problems such as market entry problems and meeting international quality standards
are being faced by them in American and European markets(mean score being highest) to the great extent
in comparison to rest of the markets. The other issues like order commitment, payment problems are
faced up to some extent and arbitration and legal problemsto the less extent.

Findings of the study reveal that the exporters are experiencing problems mostly in the American

and European markets in comparison to the other Asian, African and CIS& Baltic regions.

K-W statistics shows that there are significant differences among the exporters with respect to

international level problems such as market entry and meeting international quality standards.

Conclusion
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In the present scenario most of the exporters from different industries face more problems at company
level relating to product and product designing, technology, meeting international quality standards,
fixing the competitive pricing and procurement of export order. Further, exporters are also facing more
problems in the American market  followed by European markets. However, Indian exporters are
facing problems to less extent in the Asian and Baltic region in comparison to American and European
Markets. The exporters are also finding difficulties in dealing with government agencies in the areas of
claiming the incentives/assistance under various schemes and lengthy and time consuming documentation
and other legal formalities. The other issues such as ‘banks and exchange related issues,” ‘marine
insurance matters’, and ‘regional disturbance and disparities are also creating problems for the
exporters.In the present  highly competitive era, meeting the competition challenges as per international
standards is also amajor task for the exporters.

Hence the exporters needs to understand the changes taking place at national and internationa level in the
various business issues. The exporters further have to analyze the business environment at micro and
macro level to strengthen their competitive skill. Adoption of latest technology is the need of the hour and
companies have to adopt the technological changesin all aspects of business. Proper marketing strategies,
marketing research, advertisement and acquiring the latest quality certification would also help these
companies to become more competitive and expansion of their market operations. Both the governments
at state and nationa level also needs to provide timely and speedy assistance to exporters which will

enable them to compete in the international market more effectively.
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Abstract: Covisint isajoint venture of the leading manufacturers in the automotive industry. In this
paper, we link the business practice and game theory. The background of Covisint is briefly reviewed.
Based on business practice, the key factors that affect the results of auctionsin Covisint platform are
evaluated. Using these key factors, the model of Covisint auction has been developed. Finally, the
influence of Covisint to the automotive industry has been analyzed in detail .

K eywords: Covisint, Reputation regarding auction, On-line auction, Automotive industry

1. Introduction

Covisint is an integrated, e-structured, global B2B trading and information exchange that provides
world-wide procurement, supply chain management, and product development functionality. It integrates
the supply chain in automotive industry as awhole. It is one of the most important integration and
cooperation tools in the automotive industry.

In February 25, 2000, the three leading American automotive manufacturers, General Motors, Ford,
and DaimlerChrysler announced their joint venture to create an on-line dealing platform called “Covisint”
[10]. InApril the same year, another automobile giant, Renault-Nissan, also announced to join this
project [12].

There are many debates about the dominance of Covisint in the present supply chain in automotive
industry. People consider Covisint as a new trust in the supply chain. In areputable automotive magazine,
Covisint was described as “...a complex, ambitious plan that may not achieve its original stated goal —
being the dominant online exchange for the global auto industry” [5]. Covisint has received its Federal
Trade Commission approval by September 2000. Since then, dealings on Covisint platform increases
every day. Undoubtedly, Covisint is playing an important role in the supply chain of automotive industry.

Auction has avery long history. However, the practical research in auction theoriesis relative
modern. The most influential papers were published by Vickrey in 1961 and 1962, which undoubtedly
played amajor factor for his winning of 1996 Nobel prize in economics [14,15]. The full blossom of
auction theories came at the end of 1970s with critical contributions from Milgrom, Weber, Riley, Maskin,
Samuelson, Myerson and Wilson. Their contributions rapidly moved the field of auction theories close to
its current cutting edge [11].
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There are four typical auction models: ascending bid auction, descending bid auction, first price
sealed bid auction and second price sealed bid auction. Ascending bid is also called English auction. Like
many auction platforms, Covisint uses the English auction model. In English auction, the price is
successively raised until only one bidder remains, and the bidder wins the object at the final price. This
auction can be run by having the seller announce prices, or having the bidders call out prices themselves,
or by having bids submitted electronically with the best current bid posted. If the buyer is the auctioneer
and the supplier is the bidder, it is also called a procurement auction [2].

On-line auction is a specific topic of e-commerce. On-line auction can be divided into three different
types namely: B2B, B2C and C2C. Covisint auction isatypical B2B on-line auction. Examples of other
B2B on-line auctions include CheMatch and Chem Connect (chemical industry), Metal Spectrum
(aluminum, stainless steel, copper, iron, and other metals) etc.. Because B2B on-line auction is arelative
new concept in economy, academic researches in B2B on-line auction israre.  This report represents the
first paper describing the research of B2B on-line auction in the automotive industry.

In this paper, we focus on the practical aspect of Covisint and its influence on the automotive
industry. Issues discussed are based on the business practice of daily operation. Wefirst review all the key
factors that affect the auction results in Covisint. Then, we connect the B2B on-line auction and auction
theories to develop the mathematical model for the reputation regarding on-line auction in Covisint.
Finally, the influence, value chain and efficiency, of Covisint auction to automotive industry is evaluated.

2. Factors that Affect the Results of Covisint Auction

Supplier Reputation

In Covisint, supplier reputation is the major factor that affects the results of bidding. There are four
critical elements constitute the long-term image of suppliers. These include quality, delivery, long-term
relationship and technical capability.

Quality isthe most important factor in this highly competitive environment. Every carmaker has the
consensus that quality is their life. Without quality, it is difficult to attract customer to buy their products
again. Quality affects the brand image in the long run. "One customer unsatisfied with your products, he
will tell another 20 persons’. It is atrue story in marketing. In automobile industry, the essential
certificate of supplier's quality is QS9000 system. In the terms and conditions statement in Covisint, the
QS9000 has been mentioned for severa times. Others like Ford Q1, 1SO14001 and many other quality
certifications will also be aplusto supplier's quality image. In the paper entitled "Design competition
through Multidimensional Auction”, Che revealed that it is optimal for the auctioneer to pre-commit to
scoring rule that under-rewards quality relative to hisreal preferences|[3].

Delivery is also an important concern for buyers to choose suppliers. Delivery means delivering
products to the right place at the right time. The time needs to deliver supplier's products to the assembly
plant is also an important concern. If it is long, it means more inventory need to be stocked for apossible
delay. On the other hand, it would be aweak point for supplier who is far away from the assembly plant,
especially, if it is an supplier abroad.
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Technical capability is another major concern for supplier to produce critical parts like: engine,
piston, piston cylinder and airbag sensor etc... If suppliers do not have enough skills to accept orders,
they can ask for help from other suppliers with such capability. Supplier can sign atechnical agreement or
ally with another supplier as partner.

Long-term relationship is the cooperative experience in the past. It is also an important factor that
will affect the forming of long-term supplier image. For a supplier with cooperative experience, this
means that the supplier has the basic understanding of the production system with each other. In my
personal experience, it isreally difficult to coordinate two factories with different production system.
Although the generic concepts of different production systems are aimost the same, the cooperation is still
very difficult in practice. Obstacles to cooperation include corporate culture, information system linkage
and etc.

Quality Delivery
Supplier
Reputation
Long-term Technique
relationship capability

Figure 1. Factors influence result of Covisint’s auction

3. Covisint’s impact on Automotive Industry

Imapct on Value Chain

To understand Covisint's impact on the automotive industry, it is important to know how Covisint
shifts or changes the values of the automotive industry. Generaly speaking, Covisint affects the value
chain of automotive industry in three aspects., i.e., procurement, supply chain management, and
collaborative design [13]

Covisint offers a less-expensive way for automakers and suppliers to do e-procurement in the
internet. This improvement makes company of Tier 2 and Tier 3 suppliers, who cannot afford the cost to
establish their own e-commerce platform, to have a chance to participate this game. Covisint offers
standardized online services, which connect the global suppliers all together. This may also increase the
competition between suppliers and force the price of commaodities down. Covisint provides opportunities
for smaller suppliersto attend the global market.
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Covisint offers supply chain management and planning, including real-time inventory management
and jugt-in-time delivery. In the longer-run, supply chain functions could help to support build-to-order
production environments. These environments would increase the efficiency of the industry as awhole.
This improvement can happen in three areas: automated procurement, collaboration and efficient market.

Covisint can provide an environment for automakers and suppliers to work together to design their
new modelsto fulfill the needs of the market. Collaborative design could enhance the platform sharing,
modular manufacturing and reduce the time to market.

I mpact on Efficiency

Covisint has brought a significant improvement in the supply chain integration of the automotive
industry. By adopting the facility of e-commerce, companies can dramatically increase return through
efficiency improvements, better asset utilization, faster time to market, reduction in total order fulfillment
times, enhanced customer service and responsiveness, penetrating new markets, higher return on assets,
and ultimately, higher shareholder value [9]. All of these are achieved through improving efficiency. As
mentioned previously, this improvement happens in the areas of automated procurement, collaboration
and efficient market.

Thefirst contribution of automated procurement is time saving. Automated procurement can reduce
the time spending on the routine paper works. The time saved can be used on the strategic aspects of
purchasing. The second benefit of automated procurement is lowering procurement costs. According to
GS equity research, Covisint platform is assumed to save up to $3,643 per vehicle, 14% of the total
supply chain cost. These savings are derived from Back-End B2B, On-Line Direct Sales and Make to
Order as shown in figure 2 [8].

4,000 =

14% Reduction $3,643
3500 in Total Supply

Chain Costs
3,000
2,500
2,000
Teea $1,064
1000 |  —

0
Back-End On-Line Direct Sales Make-To-Order Total

B2B

Figure 2. Savings Potential Of Covisint

The third benefit of automated procurement is lowering inventories. Covisint will offer real-time
inventory management and just-in-time delivery. These services can decrease the lead-time to prepare for
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production and reduce the uncertainty of the whole processes. These services would allow manufacturers
the ability to reduce inventory stockpiles ahead of production. Inventory is the buffer for production
uncertainty. With less uncertainty, the inventory can be reduced and cost will be lowered.

Covisint offers a good channel for its users to contact with automotive suppliers around the world. It
can be the mediato connect every link in the supply chain of the automotive industry. Companies
registering in Covisint will increase their visibility to other companies in the world. This can further
increase the opportunity to collaborate with others. This can also links every member in the chain together.
Collaboration can increase the efficiency of limited resource and reduce the risk of new venture.

In asupply chain, one of the biggest causes of inefficiencies is the information distortion -- the
well-known "Bullwip Effect” [7]. Information distortion often arises when companies make use of local
information to make demand forecasts and pass them to the upstream partners. Companies gaming
behaviors exaggerate orders when there are perceived uncertainties in supply conditions. These
distortions are amplified from one level to another in asupply chain and isillustrated in the graph shown
below (figure 3). Covisint can decrease the time for information dissemination. This can shorten the
distance between suppliers and customer and decrease the "Bullwip Effect".

o1
e of Dist s
o
pedr

Customers  Dealers  Distributors  Auto Makers Suppliers

Demand
Change

Figure 3. Bullwhip effect in the Supply Chain of Automotive Industry

Covisint declares that every auction in its platform could achieve a saving between 5-30% [4]. This
saving comes from the nature of auction. In auction, uncertain information will force suppliers to reveal
thereal price in their mind. Competition will force suppliers to drive down their cost and reflect to the
price of their products. Competitive situation makes it easier for buyersto get better prices. Lower price
decreases the variation of cost for car manufacturer. This economic lure attracts more and more
automakers to participate in this game. Automotive makers further attract suppliersto follow.

4. Conclusion

Covisint has brought a dramatic change in the automotive industry. The influence of Covisint is
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tremendous. For car makers, auction in Covisint reduces their costs in procurement and let them contact
with different suppliers around the world. For accessories suppliers, attending Covisint represents a
chance to contact the global market. Although, Covisint will further depress their profit margin through
the competitive auction, participation in Covisint is still a good deal. In the automotive industry, Covisint
will strengthen the efficiency of the entire operation process. These include shorten the distance between
customers and suppliers and eliminate the information distortion. In the future, the best strategy for
automakers and suppliers to face the changes created by Covisint isto join it. Being amember of Covisint
means companies can enjoy the convenience of e-commerce and participate in the global network of

Covisint’s members.
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ABSTRACT

The paper argues the importance of creating personalized recommender, particularly in small and tourism
developing countries as Macedonia. Due to the fact that tourism emerged as one of the major industriesin
the world economy by benefiting various sectors, each country is interested in its development. Having
in mind that increasing the number of tourists is significant source of income and economic growth,
meeting their preferences is inevitable. In this respect, the paper makes an attempt to justify the necessity
of designing national tourism portal in order to help the tourists to identify their holiday through a
recommender. So, this empirical evidence reports on practical experience gained from a successful
implementation of a collaborative filtering tourism recommendation system. Moreover, software module
is developed which is capable of generating a personalized list of interesting items for al visitors of a
national tourism web portal.

K ey words: tourism, web portal, recommender, preferences.

1. INTRODUCTION
Tourism has emerged as one of the major industries in the world economy, by benefiting transportation,
accommodation, catering and many other sectors. Thus, each country insists in developing it and making
a profit from its variety of impacts. Moreover, everyone is interested in increasing the number of

incoming visitors since it serves as a source of economic growth. In 2011, the tourism contributed almost
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USS 6 trillion to the world global economy, or 9% of global gross domestic product (GDP), 100 million
direct jobs and US$ 650 billion investments in tourism (WTTC, 2011a: 2).

Macedonia identified tourism as a mean for generating various micro and macro-economic. In this
line, a National Strategy on Tourism Development 2009-2013 was prepared with a main vision:
Macedonia to become famous travel and tourism destination in Europe based on cultural and natural
heritage (Government of Macedonia, 2009: 3). Up-to-date, tourism in Macedonia has accomplished an
average growth of 4.64% per year, which is higher than the average growth of the entire economy
(3.12%). In this respect, the participation of tourism in the creation of the gross domestic product (GDP)
has probably modest average of 1.7 % per year, but the impression is completely opposite when compared
to the average for Central and Eastern Europe (CEE) of 1.6% (WTTC, 2009: 6). With regards to the
participation of tourism employees in the total workforce in Macedonia, the national average is 3.1%,
which is more than twice bigger than the average of the CEE being 1.4% in 2009 (WTTC, 2009: 6). The
importance of tourism to national economy can be evaluated by the tourism inflows which in 2009
represented 26% of total inflows of services and 8% of exports of goods in Macedonia. In the same line,
the tourism inflows were 20% higher than the foreign direct investments. Additionally, in the frames of
services, tourism inflows were the second biggest item (just a little bit lower compared to the inflows of
transport services), which is 1.3 times higher than the inflows of business services and 2.4 times larger
than communication services inflows. Accordingly, the net tourism inflows in Macedonia have an average
of 1% of GDP (Petrevska, 2010: 105-107). Such condition indicates high potential to increase the tourism
effects in economic activity in Macedonia.

The forecasts regarding tourism development in Macedonia are very optimistic. Namely, according
to the estimations by 2021 it is expected tourism contribution to the national GDP to reach 4.9% thus
bringing revenue of US$200 million; the total contribution to employment including jobs indirectly
supported by tourism industry is forecast to rise to 35 000 jobs (5.4%) and the investment in tourism is
projected to reach the level of US$ 95 million representing 2.8% of total investment (WTTC, 2011b: 3).

Consequently, Macedonia identified tourism as an industry which might contribute to: enhancing
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foreign export demand for domestic goods and services, generating foreign currency earnings, new
employment opportunities within the country, repaying the foreign debt, increasing the national income
efc.

However, attracting a bigger number of tourists is not atrouble-free process, particularly in times of
ever-changing travel preferences. Despite the variety of options regarding tourist destination or attraction,
tourists frequently are not capable to cope with such a huge volume of choice. Moreover, they need
advice about where to go and what to see. In a tourism domain, recommendations may indicate cities to
go to, places to visit, attractions to see, eventsto participate in, travel plans, road maps, options for hotels,
air companies, etc. Such scope of work very often is not a trivial task. In this respect, recommenders
assist tourists by facilitating personal selection and prevent them from being overwhelmed by a stream of
superfluousdatathat are unrelated to their interest, location, and knowledge of aplace. So, it is much easier
for tourists to access the information they need thus resulting in shorter lead-time for bookings, making
last-minute decisions and generaly, tailoring their own packages from a suite of options.

Solution is seen in personalization of the information delivery to each traveler, together with the
travel history. Yet, the advanced tourist information systems must offer more than just relatively static
information about sights and places. Over the past two decades Internet had an enormous impact on the
tourism industry, specifically to the way how tourists search for information. A noteworthy transformation
was made from just passive searching and surfing to creating content, collaborating and connecting. In
this respect, the Web became the leading source of information particularly important in times of increased
number of competitors in tourism market. The way out is detected in application of recommender as a
promising way to differentiate a site from the competitors. So, user-generated content will gain in
significance thus enabling developing more accurate recommender.

Generdly, the contribution of this paper lies in the fact that it represents a pioneer research in
Macedonia thus contributing to the successful implementation of the recommender, based on novel

algorithms and methodology, in the national tourism industry.
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2. LITERATURE REVIEW
One may argue the inevitable relationship between tourists and information. Moreover, it is a
widely-recognized fact that information and decision-making have become the foundation for the world
economy (Wang, 2008). Due to the importance of tourism, recommenders applied in tourism have been a

field of study since the very beginnings of artificial intelligence.

2.1 Tourists’ preferences and related work

It is more than obvious that whether a potential tourist will be interested in a certain item depends on the
preferences. Although may sound fragile, but the vast majority of today’s tourists know exactly what they
are looking for. Yet, they are very demanding and have complex, multi-layered desires and needs. Today’s
so called “postmodern tourists” have specific interests and individual motives which results in tailored
made tourist products according to their particular preferences. They are often high experienced in
travelling and demand perfect tourism products rather than standardized ones. Consequently, they take
much more active role in producing diversified tourism products with shorter life cycles enabled by
increased usage of the information technology.

Many researchers were interested in identifying tourists’ needs, expectations and behavior. In this
respect, numerous papers discuss tourist roles in order to define their considerable variations. In mostly,
the behavior is related to specific demographic and background characteristics emphasizing the life
course as the leading component for investigating tourist role preferences. Yet, attention should be paid to
avariety of socia structures and processes, including psychological needs and lifecourse stage.

Cohen (1972) was one of the first sociologists who proposed atypology to conceptualy clarify the
term “tourist” by developing a four-fold typology. Based on that, Pearce (1982) identified specific
behaviors thus enabling tying the evolutionary nature of tourist role preference and the psychological
needs. Moreover he developed 15 different tourist types which allowed creation of severa measurement
scales. In this respect, the Tourist Roles Preference Scale (Yiannakis and Gibson, 1992) presents a

comprehensive classification of leisure tourists. Additional work resulted in adding two more tourist types
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to the tourist categorization (Gibson and Yiannakis, 2002). Moreover, researchers focused on exploring
the experience of tourists as well as the importance of the tourist experience for tourists (Y fantidou et al.,

2008).

2.2 Recommenders and related work
There is a large body of literature regarding the importance and effectiveness of applying the
recommenders in tourism, travelling and hospitality. It is a matter of identifying a class of intelligent
applications that offer recommendations to travelers, generally as a response to their queries. They mostly
leverage in-built logical reasoning capability or agorithmic computational schemes to deliver their
recommendation functionality. Consequently, the recommenders are an attempt to mathematically model
and technically reproduce the process of recommendations in the real world.

Numerous researchers made efforts in their introducing. In this respect the need for developing
intelligent recommenders which can provide a list of itemsthat fulfill as many requirements as possible is
elaborated (Mirzadeh et al., 2004; McSherry, 2005; Jannach, 2006). Also, a recommender system dealing
with a case-based reasoning is introduced in order to help the tourist in defining a travel plan (Ricci and
Werthner, 2002; Wallace, 2003). However, as the most promising recommenders in the tourism domain are
the knowledge-based and conversational approaches (Ricci et al., 2002; Thomson & al., 2004). Yet, some
other variants of the content-based filtering and collaborative filtering are engaged for recommendation,
like knowledge-filtering, constraint-based and casebased approaches (Kazienko and Kolodzigjski, 2006;
Ricci and Missier, 2004; Zanker et al., 2008). In the same line, the recommenders based on a text mining
techniques between a travel agent and a customer through a private Web chat may easily find an
application (Loh et al., 2004).

Dueto the rapid expansion of tourism industry, the recommenders for tourism have attracted a lot of
interest in academia. Additionally, we refer to some late research that brought more sophisticated outcomes,
like: introducing a personalized tourist information provider as acombination of an event-based system and

alocation-based service applied to a mobile environment (Hinze et al., 2009); investigation on sources and
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formats of online travel reviews and recommendations as a third-party opinions in assisting travelers in
their decision making during the trip planning (Zhang et al., 2009); findings regarding development of a
web site in order to enable Internet usersto locate their own preferred travel destinations according to their
landscape preferences (Goossen et al., 2009) and similar. Furthermore, the usage of the orienteering
problem and its extensions to model the tourist trip planning problem was elaborated as efficient solution
for number of practical planning problems (Vansteenwegen and Wouter, 2011). It is evidently that the
research area is extending resulting in improving the dependability of recommendations by certain
semantic representation of social attributes of destinations (Daramola et al., 2010). Moreover, most
recommenders focus on selecting the destination from afew exceptions (Niaraki and Kim, 2009; Charou

et al., 2010).

3. METHODOL OGY
The main objective of the developed national tourism web portal which relies on an efficient and accurate
personalized recommender is to support tourists visiting Macedonia by helping them to identify relevant
tourist objects matching their personal interests.

To accomplish this objective, a several step methodology was developed. The first step foresees
tourist and tourist objects profiling. The system uses tourist types taken from the scientific tourism
literature to model the tourist personal profile. The tourist profile indicates the degree to which tourists
identify themselves with the given types. Typicaly, individual tourist cannot be characterized by only one
of these archetypes but has unique combination of these personalities, although to varying degrees. Thus,
tourist types model the tourists’ generic interests in an abstract form. Vectors are suited to model such
tourist profile, whereby each dimension corresponds to a certain tourist type while the value indicates
how much the tourist identifies him- or herself with the corresponding type.

Tourist profiling is a two-step process which involves creating the profile and then reviewing the
profile to make any necessary adjustments. The initial tourist profile for each system user is created by

the user himself during the process of registration, by determining the degree of membership to each of
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the tourist types. Considering the fact that the human preferences change over time due to various factors,
the tourists might change their behavior too. To make the system capable to cope with these changes, we
have enabled tourist profile adjustment. It is based on the ratings the tourist give for each tourist object

that he visits after his journey and according to Eq. 1.
. 1, . . ,
Uljpy = E(U”t + Rik; * w* Okj) «y

where Ui represents the i-th user and Ui eU , U- is the set of users registered to the system, Uij; is the
degree of membership in the moment t of the i-th user to the tourist type Tjand TjeT, T — is the set of
tourist types according to literature (Gibson and Yiannakis, 2002). Ok e O represents the k-th object in the
set of al objects O registered in the system, w-is the weighting factor and R is the rating of the k-th
tourist object given by i-th user.

Similarly, we may generate profiles for attractions and in the same way as the tourist profile is
represented in form of a vector, every tourist object is modeled through a vector as well. Thereby, this
vector describes in a quantitative way how much the object is related to the given types. For example, the
famous monastery Saint Panteleimon in the city of Ohrid known as a birthplace for Cyrillic alphabet and
used by Saint Clement for teaching the Cyrillic alphabet, might be highly relevant for sightseeing tourists
but not for such kind of tourists that would like to do some risky activities.

In the developed system a manual process to link the given tourist types to appropriate tourist
objects is proposed. Therefore, for each of the tourist objects, the degree of relationship to each of the
tourist types is specified by domain experts. In order to prevent information overload of the tourist and
provide only relevant information, the system should recommend a subset of tourist objects according to
the personal experiences individua tourist desire and those he/she prefer to avoid. This in turn might lead
to an increase of the tourist's satisfaction of experiencing arelaxed sightseeing trip.

According to this, the next step of the proposed methodology aims to match tourist profiles against

the set of tourist objects on the basis of tourist types, thus producing aranked list of objects for each given
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tourist and reducing the set of objects. If a tourist profile matches the characteristics of an object, this
object should be recommended to the respective tourist. Therefore, the matchmaking algorithm has to
examine whether they share similar structures. The more similarities they have in common, the more
contributes the tourist object to the tourist’s satisfaction and therefore should be ranked higher.

To estimate the similarity degree between tourist profiles and tourist objects, the sysem contains a
specia module based on a vector-based matchmaking function, whereby a given profile and each tourist
object constitute vectors and are compared in a vector space model. A common method to obtain the
similarity is to measure the cosine angle between two vectors. If the vector space is non-orthogonal,
kernel based algorithms can be applied to measure the similarity in such a space. The dimensions of the
vector space model correspond to selected tourists types found in scientific tourism literature (Gibson and
Yiannakis, 2002), such that each distinct tourist type (e.g., adventure or cultural type) represents one

dimension in that space. The implemented matchmaking function has the following form (Eg. 2):

N

Ui, -Ojy
1

\/ikmkz\/ioj'kz

k=1 k=1

SIM s (Ui, Oj) = )

where Uiy is the degree of membership of the i-th user to the tourist type Tk, Ojk is the degree of
membership of the j-th tourist object to the tourist type Ty, and N is the number of tourist types.
According to the previous equation, the degree of similarity between tourist profiles and tourist objects
will be calculated. Tourist objects will be ordered by the value of the matchmaking function for a given
user, and only those objects that have positive value for this function will be considered for

recommendation:

Oi,o. = {Oj,where SIM (Ui, 0j) > 0} (3)

Considering the five point Likert scale for rating the objects, to each object in the constructed set,
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arecommendation mark will be assigned (Eg. 3).

RirecZ{R(Oj)ZS*SMcos(Ui1Oj)1VOj eOirec} (4)

In our methodology, we have considered another very important fact related with the behavior of the
people planning a vacation or trip. In everyday life, while planning a vacation or trip, people also rely on
recommendations from reference letters, news reports, general surveys, travel guides, and so forth. In
addition, they desire personal advice from other people with similar preferences or people they trust. In
fact, over 80% of travelers participating in a TripAdvisor.com survey agree that “reading other travelers’
online reviews increases confidence in decisions, makes it easier to imagine what a place would be like,
helps reduce risk/uncertainty, makes it easier to reach decisions, and helps with planning pleasure trips
more efficiently” (Gretzel, 2007).

Experimental findings show that there exists a significant correlation between the trust expressed by
the users and their similarity based on the recommendations they made in the system; the more similar
two people are, the greater the trust between them (Ziegler and Golbeck, 2006). Similarity can be
interpreted in several ways such as similarity in interests or ratings or opinions. Different methodologies
can be used to calculate the similarity between the usersin the system.

As one of the most prevailing and efficient techniques to build a recommender, collaborative
filtering (CF) implements the idea for automating the process of “word-of-mouth” by which people
recommend items to one another. It uses the known preferences of a group of users who have shown
similar behavior in the past to make recommendations of the unknown preferences for other users. CF is
facing many challenges, among which the ability to deal with highly sparse data and to scale with the
increasing numbers of users and items, are the most important in order to make satisfactory
recommendations in a short time period. Sparsity of ratings data is the magor reason causing poor
recommendation quality. The sparsity problem occurs when available ratings data is rare and insufficient

for identifying the similar neighbors. This problem is often very significant when the system isin its early
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stages. On the other hand, when numbers of existing users and items grow tremendously, traditional CF
algorithms will suffer serious scalability problems, with computationa resources grown nonlinearly and
going beyond practical or acceptable levels.

To reduce the dimensionality of data and avoid the strict matching of attributes in similarity
computation the cloud-model CF approach has been adopted. It is constructing the user’s global
preference based on his perceptions, opinions and tastes, which are subjective, imprecise, and vague
(Palanivel and Siavkumar, 2010), and it seems to be an gopropriate paradigm to handle the uncertainty
and fuzziness on user preference.

The main goa of the cloud model CF is to construct the global preference for each user by

calculating a triple of three digital characteristics\7 = (Ex, En, He) . The expected value Ex represents the
typical value of user ratings, that is, the average of user ratings. The entropy En represents the uncertainty
distribution of user preference, which is measured by the deviation degree from the average rating. The
hyper-entropy He is a measure of the uncertainty of the entropy En, which is measured by the deviation
degree from the normal distribution. Given a set of ratings datafor auser ui, ry, = ry = (fu1 , Fu2s fun)s

the three characteristics can be defined as (Zhang et al., 2009):

ru,i - EXI (5)

The k similar (neighbor) users, for an active user are selected based on the cloud model similarities

between the active user and the users that already rated the object Oj € Oi, .. A likeness similarity method

based on cloud model using the cosine measure was proposed in Zhang et al., 2009. Given two cloud

models in terms of the characteristic vectors V.=(Ex,,En,,He,) and V.=(Ex,,En,,He,), the

similarity between them are defined as
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sim(u,v)=cos(\7u, Ex,Ex, + En,En, + He,He, o
" JExZ+En + He | Ex + En + He,?
The recommendation function based on the cloud model is defined as:
Z(rv,j —r,)xsim(u,v)
RJ,J' = Fu + veN(u) : (7)

> sim(u,v)

veN (u)

where N(u) is the k most similar users to active user u and r, and ry are the average rating of user u and v,
respectively. The value of rating ryj is weighted by the similarity of user v to user u; the more similar the
two users are, the more weight r; will have in the computation of the recommendation function .

The total recommendation function for a given tourist object (O)), is calculated using a weighted

average of the functions (Eq. 2 and Eq. 7).

* SIM e (U, Of) + W, * R,
ecl’j:\N_L ( J)+ 2 RJ,,J (8)

W + W,

Fr

According to the value of the total recommendation functions the objects will be ordered and

further classified into five categories (EQ. 9).

k=1VQj € Oi,,, AO< Frec, ;<02

k=2,VOj €Oi,q ~0.2<Frec ;<04
Cat; ; = k=3,VOj € Oi . A04< Frec ;<06 9
k=4,v0j €0i, «N0B6<Freq ;<08

k =5,VOj €Oi,, A 0.8< Frec ; <1

4. WEB PORTAL DESIGN
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The developed national tourism web portal is structured in the form of a social network. Our portal is a
significant improvement on existing travel websites and provides tourists with a customized, unique, and
enriching travel experience. It incorporates some standard plugins typical for social networks like
Facebook. But, it advances the concept by including custom plugins, like the recommended objects plugin
which is the core of the portal. It is using the Google Map of Macedoniato visualize static tourist objects
(object that are not temporary, like churches, museums, archeology localities, etc.) and dynamic objects
(object that have limited time duration, like events, expositions, etc.). They are displayed on the map
according to their geographical location. Moreover, they are geographically grouped into municipalities.
Municipalities are recommended to the user in the form of circles as displayed on the map (Figure
1). The size of the circle indicates the user’s affinity for the municipality; therefore, a large circle
indicates a municipality with many tourist objects with high recommendation marks i.e. that match the
user profile. By displaying the user’s affinity through the size dimension of the circle, users can easily

observe which municipalities would be of most interest to them.
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Figure 1. Recommended municipalities

The tourist objects are displayed as icons in the location of the correspondent object as shown in

Figure 2.
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Figure 2. Recommended tourist objects

The image of the icon indicates the type of tourist objects such as a museum, church, or restaurant.
The size indicates how closely the object meets the user’s interests. Each attraction also has an
information window as displayed in Figure 2. The information window usualy includes the name and
picture of the attraction, an icon of an umbrella indicating that the attraction is accessible in the rain, and
tags. Additionaly, it displays a general idea of the time consumption of the attraction, friends who have
visited the attraction, and an option to view narratives in either video, audio, or text format. Through this
window, the user can also rate the object. This operation is recommended to be done after visiting the
object and according to the personal experience and satisfaction. The goal of this operation is two-fold: to

help updating the user profile, and to make the process of recommendation more accurate.

5. SYSTEM EVALUATION
We use dataset from proprietary database collected by the mixed research group composed of researchers
from the Faculties of Computer Science and Tourism at the “Goce Delcev” University. It contains 56320
ratings from 483 users for 818 tourist objects. Each user has rated at least 30 objects, and each object has
been rated at least once.

In order to measure recommendation accuracy more precisely we used information-retrieval
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classification metrics, which evaluate the capacity of the recommender system in suggesting a list of
appropriate objects to the user. With such metrics it is possible to measure the probability that the
recommender system takes a correct or incorrect decision about the user interest for an item. When using

classification metrics, we can distinguish among four different kinds of recommendations (Table 1).

Table 1. Classification of the possible result of a recommendation of an object to a user

Recommended Non recommended
Interesting True-positive (TP) False-negative (FN)
Uninteresting Fase-positive (FP) True-negative (TN)

If the system suggests an interesting tourist object to the user we have a true positive (TP),
otherwise the object is uninteresting and we have a false positive (FP). If the system does not suggest an
interesting tourist object we have a false negative (FN). If the system does not suggest an object
uninteresting for the user, we have atrue negative (TN). The most popular classification accuracy metrics
aretherecall and the precision. These metrics can be calculated by counting the number of test object that

fall into each cell in the Table 1 and according to the Eq. 10 and Eq. 11.

Precision = s (20)
TP+ FP

TP

11
TP+FN (1)

Recall (TruePositiveRate) =

Recall measures the percentage of interesting objects suggested to the users, with respect to the total
number of interesting objects, while precision measures the percentage of interesting objects suggested to
the users, with respect to the total number of suggested objects. In order to understand the global quality

of arecommender system, we may combine recall and precision by means of the F-measure
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2-recall - precision
recall + precision

F —measure=

(12)

In evaluating the quality of the recommendation, we use these metrics. To evaluate the system a
methodology which uses the k-fold and the leave-one-out together with classification metrics recall and
precision was used. According to the k-fold, users in the dataset are partitioned into k parts: k-1 parts
represent the and are used to construct the model, the remaining part represents the testing set. The model
created with the k-1 partitions is tested on the remaining partition by means of the following algorithm:

Step 1: One user in the testing set is selected (the active user).

Step 2: Onerated tourist object (the test object) is removed from the profile of the active user.

Step 3: An order list of recommended tourist objects is generated.

Step 4: If the test item is in the top-3 categories (according to the Eq. 9) of recommended objects,
either the true positive or false positive counter is incremented, depending whether the user liked
or disliked the test item.

We considered two distinct user groups. The group A contained al users who have rated 30-60
objects (the few raters user group), while group B contained all users who have rated 61-100 objects (the
moderate raters user group). Step 1 of the proposed algorithm was repeated for all the users in both
groups. Steps 2-4 are repeated for all the objects rated by the active user. In order to understand if a user
likes or dislikes a rated tourist object, we suppose that an object is interesting for the user if it satisfies

two conditions (Eg. 13).

Ratg ; > 3A Ratg ; > Ratg (13)

where Rate  is the rate given by the user i for the tourist object j and Rate is the mean of ratings for user
i. The first constraint reflects the absolute meaning of the rating scale, while the second the user bias. If a

rating does not satisfy conditions given by EQ.13 we assume the item is not interesting for the user. Once
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computed recall and precision, we synthesize them with the f-measure, as defined in (Eq. 12).
Upon the conducted evaluation the results for system precision, recall and f-measure were averaged

for each of the groups, and they are given in Table 2.

Table 2. Average values for recommendation system precision, recall and f-measure

Group Precision (%) Recall (%) F-measure (%)

Group A 75.14 79.18 77,11

Group B 81.74 85.32 83.49

According to the obtained results, the developed national tourism web portal with its collaborative
recommender system seems to be robust as it achieves good results in both scenarios (users with few and
moderate ratings). It also accomplishes a good trade-off between precision and recall, a basic requirement
for al recommendation systems. The experimental results show that the proposed approach can provide

satisfactory performance even in a sparse dataset.

6. CONCLUSION

The designed national tourism portal in its initial phase resulted in accurate recommendations and
guidelines for tourists and travelers in the line of identifying an ideal trip and holiday. In this respect, it
must be noted that tourism is defined as one of the most economically-oriented industries in the world due
to the fact that enhances and strengthens national economies. Moreover, the development of such
software module contributes generally to increasing the awareness of tourist destination that is capable of
fulfilling travelers’ preferences, and respectfully in raising net tourism income.

The outcomes of this study complement the forecasts for tourism demand in Macedonia in terms of
foreign tourists. Namely, according to the double-exponential smoothing model it is expected by 2014 to
have an increase of nearly 40% of foreign tourists (Petrevska, 2011). This optimistic view is

supplemented additionally with the fact that the number of user ratings is permanently increasing by 15%
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monthly growth rate. Supportive and not surprising is another fact that we have observed. Specifically, we
noted an upward trend of web portal users. Accordingly, all these points lead us to a positive general
conclusion referring tourism income in Macedonia. The average tourism consumption of $ 62 per day
(WTTC, 2010) will note an increase of only half a dollar, which may be misinterpreted as insignificantly
to the national economy. However, on long-term horizon based on these projections the tourism
contribution to the gross domestic product may note an increase of more than 1%.

Additionally, it is worth noticing that the travel and tourism economy in the country incorporates
broad spectrum of tourism-oriented activities and results with multiplicative impacts. With regards to the
multiplier effects of tourism in Macedonia, it is calculated to 4, meaning that every dollar generated as
direct tourism income results in four dollars of the global income including the direct and indirect income
aswell (WTTC, 2010).

The successful implementation of the national web portal (named “MyTravelPal”) is in the line of
supporting the national economy through improvement of tourism supply in more qualitative manner.
Due to the fact that this portal indicates the motives, preferences and reasons for traveling to Macedonia,
it may be of high importance to al key-tourism actors in the process of identifying measures and

implementing activities necessary for creating comprehensive tourism policy.
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