
Volume : 8 December 2017

Janardan Rai Nagar Rajasthan Vidyapeeth (Deemed-to-be ) Udaipur, RajasthanUniversity

The Effectiveness of Information and Communication Technology on Consumer 

Relationship Management in the Banking Industry

Preference of young consumers: A study of Mall culture in Mumbai

Engagement Level of Employees in Private Sector Banks of Udaipur Region

Predicting Distress Probabilities : A Study of Selected Textile Companies in 

Rajasthan.
 

A Study on Consumer Awarness & Perception Towards the Usage of Mobile 

Banking in Anand District

Technology as a Game Changer in Life Insurance Industry - A Study

Work Life Balance in India : The Key Driver of Employee Engagement

Ms. Monika Shrimali 

Dr. Pallavi Mehta , John Joseph

Mr. Hemant Trivedi, Ms. GarimaMathur

Dr. Nidhi Nalwaya, Nishta Bansal 

Greeshma V., Dr. Jignesh Valand

Mr. A Ramesh,  Prof. S. Sreenivasa Murthy,  Dr. P. Vijay Kumar 

Ms. Jyoti Solanki, Dr. Shilpa Kanthalia



Prof. Rajbeer Singh
Director

 Inst. of Mass Comm. & 
Media Tech., Kurukshetra University, 

Haryana

Prof. Rajesh Singh
Professor 

Banaras Hindu University
Varanasi (U.P.)

Dr. Yoganand Shastri
Professor

 B. S. College Delhi University 
& Former Speaker

Delhi Legislative Assembly

Prof. K.C. Sodani
Vice-Chancellor

GG Tribal University, Banswara (Raj.)

Dr. Nirmal Kunawat
CA, FCA, LLB, CS

Udaipur (Raj.)

Vice-Chancellor

Dr. Neeru Rathore         Dr. Shilpa Kanthalia

Dr. Vineet JainMr. Bharat Sukhwal

Advisory Board

Prof. H.C. Parekh

Prof. Anita Shukla
Chief Editor



NirnayNirnay

Vice Chancellor's Message

I feel happy in presenting this issue of "Nirnay, The Journal of Decision 
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From the Editor's Desk 
The second paper "Preference of Young 

Consumers: A Study of Mall Culture in 

Mumbai" by Dr. Pallavi Mehta and John 

Joseph looks into the behaviour and 

attitudes of young consumers towards mall 

culture. The study finds that malls are the 

preferred place for shopping by young 

consumers and mall culture is developing as 

malls and huge multiplexes offers shopping, 

entertainment and food all under one roof.

The paper "Engagement Level of 

Employees in Private Sector Banks of 

Udaipur Region" by Hemant Trivedi and 

GarimaMathur, measures the level of 

engagement of employees working in the 

private sector banks of Udaipur region and 

analyses the relationship between age and 

gender of respondents with their level of 

engagement. The study reveals that younger 

generation from the age group of 26-35 

years and those in the age group of 46-55 

year were found to be more engaged as 

compared to others. Adequate level of 

employee engagement works as a win-win 

approach for both employers and 

employees. 

In the paper "Predicting Distress 

Probabilites : A Study of selected Textile 

companies in Rajasthan" Dr. Nidhi Nalwaya 

and Nishta Bansal have used Altman's Z 

Score Model to predict distress probabilites 

of selected textile companies of southern 

rajasthan using the annual reports.

Welcome to the Volume VIII of 

'Nirnay', 2017 Journal of Decision Sciences, 

the Journal of Faculty of Management 

Studies, JRNRajasthan Vidyapeeth 

(Deemed to be University), Udaipur.

The present issue consists of Research 

Papers and management perspective in 

varied domains of management research. 

The authors of these papers have used 

different methodologies in presenting their 

findings.

The opening paper of the Journal by 

Monika Shrimali  capt ioned "The 

Effectiveness of Information and 

Communication Technology on Customer 

Relationship Management in the Banking 

Industry" discusses the effect of information 

and communication technology on the 

efficiency of banking sector in certain 

private as well as public banks of Udaipur. 

The study concludes that the types of 

accounts operated have an impact on the 

perception towards the effectiveness of 

In fo rmat ion  and  Communica t ion  

Technology on Customer Relationship 

Management. The study suggests raising 

awareness and promoting the concept of 

i n f o r m a t i o n  a n d  c o m m u n i c a t i o n  

technology among the customers as well as 

bank employees, conducting training 

programs once in the month, encouraging 

the use of E-commerce by providing the 

better and fast services.
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be a prime concern for employers so as how 

to make people work efficiently. In this 

regard, the final paper titled "Work Life 

Balance in India - The Key Driver of 

Employee Engagement", by Jyoti Solanki 

and Dr. Shilpa Kanthalia examines the 

literature on work life balance policies and 

practices, employee engagement and work 

place culture in different industries in order 

to increase their productivity and retain 

them in the organisation for a long of time.

The current edition has impressive 

variety of articles that should be of interest 

to a wide variety of practitioners, 

researchers and academicians. It is hoped 

that the readers will find this issue to be 

interesting and useful in the contemporary 

context. I am thankful to one and all for their 

immense contribution and also request for 

suggestions, if any, so that necessary 

changes can be introduced in the favour of 

greater audience.

The paper titled "Consumer Awareness 

and Perception towards the usage of mobile 

banking in Anand district authored by 

Greeshma V. Dr. Jignesh Naland, explores 

the mindset of consumers towards mobile 

banking and evaluates selected issues in 

mobile banking from urban customer's 

perspective.

The paper authored by A. Ramesh , Prof. 

S. Sreenivasa Murthy and Prof. Vijay 

Kumar, takes up the subject of "Technology 

as a Game Changer in Life Insurance 

Industry". The paper examines the nature of 

technological tools like mobile apps, 

websites of organisation, social media from 

consumer perspective and the influence of 

these tools on buyer readiness stages. It was 

observed that as decision making in 

personal finance involves both rational and 

emotional aspects, the technological tools 

can be used by the marketers to influence 

and aid customers in decision making.

Today's organisations are all about 

working with 24 X 7, so stress will be 

involved with work and mental stability will 
Chief Editor

Prof. Anita Shukla
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The Effectiveness of Information and Communication
 Technology on Customer Relationship Management in

 the Banking Industry

* Ms. Monika Shrimali

ABSTRACT

The explosive growth of information and communication technology (ICT) is 

fastly changing the banking industry and stern competition between the increasing 

numbers of banks has resulted in high investment on ICT. The research paper aims to 

identify the effect of ICT on banking industry (service) with reference to public and 

private banks. Two Questionnaires were used to collect data from diverse customers and 

bank employees separately in Udaipur(Rajasthan).F- Test ANNOVA was used to find the 

association/non association between the variables.

Key words :  information and communication technology, customer relationship management, banking industry

* Assistant Professor, Sydenham College of Commerce and Economics, Mumbai

Meaning of ICT-The term "ICT" describes 

the use of computer - based technology and 

the internet to make information and 

communication service available to a wide 

range of users. The term is used broadly to 

address a range of technologies, including 

telephones.

The study focuses on determining the 

effect iveness  of  information and 

communication technology on customer 

relationship management in banking 

industry. Certain factors has been decided to 

calculate the effectiveness of ICT, they are:

• Types of accounts operated

• Period for which utilizing the services of 

bank

Introduction

Bank is a financial institution which 

keeps money for savings and checks 

accounts or exchange or issues loans and 

credit etc. The essential function of a bank is 

to provide services related to the storing of 

deposits and the extending of credit. Basic 

function may include Credit collection, 

Issuer of banking notes, Depositor of money 

and lending loans. Now a days banking is 

not in its traditional way, with the 

advancement of technology it's focusing on 

more comfort of customer providing 

services such as:Online Banking, 

Investment Banking, Electronic Banking, 

Internet Banking, PC Banking /Mobile 

Banking, E-Banking, etc. 

04



NirnayNirnay

04

2004) The study was conducted to develop 

an understanding of consumers' attitudes 

and adoption of Internet banking among 

sophisticated consumers. Based on a 

random sample of  academicians ,  

demographic, attitudinal, and behavioral 

characteristics of Internet banking (IB) 

users and non-users were examined. The 

analyses revealed significant differences 

between the demographic profiles and 

attitudes of users and non-users. (Murugan 

Anandarajan, 2000) The study showed 

that many of these foreign subsidiaries, 

especially in less-developed countries, 

under-utilize their information systems, 

thus not making a significant contribution in 

i m p r o v i n g  t h e  p e r f o r m a n c e  o f  

organizations. The results suggested that 

social pressure is an important factor 

affecting microcomputer usage. (Lin, 2007) 

The paper investigated whether the firm 

Information technology (IT) capability of a 

firm can create economic value and 

competitive advantage. The results of the 

study indicated that both IT capability and 

human capital investment contribute 

directly to the overall value-creation 

performance of banking firms. Further, the 

study suggested that IT capability and 

human capital investment can have a 

negative interactive effect on the firm's 

value creation. (Corrocherb, 2004) The 

paper examined the impact of technological 

change on the organizational structure of 

Italian banks, in terms of the evolution of 

competencies and the development of new 

systems for the provision of financial 

• Aware about the changes took place in 

the banking industry

• Faced problems while using the new IT.

And association of these factors with the 

perception towards effectiveness of the ICT 

on CRM in baking industry has been 

identified. The following criteria used for 

this:

• Get any help services to use new system 

technology.

• The thing which makes the bank 

different from its rivals is that it can 

make good relationships with its 

customers.

• Satisfied with the Banking services 

provided after using I.C.T.

• Reliability of the bank.

• Personnel of the bank have enough 

experience and information about the 

technology.

Review of Literature

(Bodo Lang, 2003) The paper 

investigated the impact of IT in a 

relationship marketing context. It focused 

on how customers use a combination of IT 

channels to interact with their financial 

service provider and how this interaction 

affects the relationship quality between the 

customer and the financial service provider. 

The study provides empirical evidence that 

indicates that those customers who do not 

exhibit an "IT gap" have more positive 

perceptions of their relationship with their 

financial service provider. (Serkan Akinci, 

04
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management of banks. However none of 

these studies provides a picture of effects of 

ICT on CRM in the banks of Udaipur 

(Rajasthan). The study is focused on 

determining the  effect iveness  of  

i n f o r m a t i o n  a n d  c o m m u n i c a t i o n  

technology on customer relationship 

management in banking industry of 

Udaipur.

Objectives of  the Study

• To study the effectiveness of ICT on 

CRM inBanking Industry.

• To study the effect of the ICT on service 

delivery of  banks.

Hypothesis Framed for the Study

services. We consider organizational 

changes both at the level of production and 

at the level of distribution of financial 

services. 

Research Gap

There have been a number of valuable 

studies on the effectiveness of information 

and communication technology on 

customer relationship management in 

banking industry. It was found by various 

researchers that what are the new 

innovations introduced in ICT in banking 

industry and how these innovations are 

playing an important role in effecting as 

well as improving the customer relationship 

Test

 

Hypothesis

H01

 

There is no significant association between the types of accounts operated and their 

perception towards effectiveness of the ICT of CRM in the banking industry.

H02 There is no significant association between periods for which you are utilizing the 

services of the bank and their perception towards effectiveness of the ICT of 

CRM in the banking industry.

H03 There is no significant association between awareness about the changes taking place 

in the banking services and their perception towards effectiveness of the ICT of 

CRM in the banking industry.

H04 There is no significant association between the problems faced by using the new ICT 

services and their perception towards effectiveness of the ICT of CRM in the 

banking industry.

Table 1

The samples were selected on the basis of 

convenience sampling from Udaipur city 

(Rajasthan) only. Questionnaires have been 

distributed to all the people for the study and 

each and every person has responded well. 

Research Methodology / Design  

The sample of the study included a 

total of 100 people, amongst them 50 were 

employees of public and private banks (25 

each) and 50 customers of both the banks. 

05
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out the association/non- association 

between the variables.

Data Analysis and Interpretation

Journals and books have been reviewed and 

some part of data has been collected for the 

study.  F- Test ANNOVA was used to find 

Table 2 (Demographic Profile of the Respondents)

Outcomes Frequency Percent

Account in both Public and Private sector banks

Yes 75 61.0

No 48 39.0

Total 123 100.0

Types of accounts you operate

Savings 108 87.8

Current 15 12.2

Total 123 100.0

Period for which utilizing the services of Bank

0-5 years 12 9.8

5-10 years 30 24.4

10-15 years 24 19.5

> 15 years 57 46.3

Total 123 100.0

Aware about the changes took place in the banking 

industry

Yes 96 78.0

No 27 22.0

Total 123 100.0

Faced problems while using the new IT

Easy 75 61.0

Difficult to 

operate
21 17.1

Difficult to 

understand
27 22.0

Total 123 100.0

only .8% in Business. Most of the 

respondents belongs to less than 30 years of 

age group i.e. 61.8% and the respondents for 

other age group are more or less equal in 

numbers. Most of the respondents are 

females i.e. 65% and only 35% are male 

respondents.

Interpretation

Most of the respondents are working in 

Private sector i.e. 39.8%, and in other cases 

like govt. sector, business etc are more or 

less equal in numbers. In case of 

Qualification most of the respondents are 

Professional i.e. 39.8%, Graduates i.e. 35%, 

post graduate respondents are 24.4% and 

06
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utilizing bank services from less than 5 

years. Most of the respondents are aware of 

the changes took place in the banking 

industry i.e. 78% and 22% of respondents 

are not aware about it. For most of the 

respondents using the new IT is easy i.e. 

61%, 17.1% having difficulty in operating 

new IT and 22% having difficulty in 

understanding the new IT.

Interpretation 

It has been found fromthe study that 

most of the respondents have their account 

in both public and private sector banks i.e. 

61% and only 39% have their accounts in 

either of bank. A major portion of 

respondents have saving accounts i.e. 

87.8% and rests of them have current 

accounts which includes 12.2% only. Major 

part of the respondents are utilizing the 

services of banks from more than 15 years 

i.e. 46.3% and only 9.8% respondents are 

Outcomes Frequency Percent

Occupation

Govt. Sector 16 13.0

Private Sector 49 39.8

Business 15 12.2

Profession 21 17.1

Others 22 17.9

Total 123 100.0 

 

Educational 

qualification

Graduate 43 35.0

Post graduate 30 24.4

Business 1 .8

Professional 49 39.8

Total 123 100.0

Age

< 30 years 76 61.8

30-40 years 16 13.0

40- 50 years 13 10.6

> 50 years 18 14.6

Total 123 100.0

Gender

Male 43 35.0

Female 80 65.0

Total 123 100.0

07
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Table 4 z(Descriptive Statistics)

Shows the Mean and Std. Deviation of the factor selected for the study

Outcomes

 

Mean Std. Deviation

Get any help services to use new system technology
3.17 .973

The thingwhich makes the bank different from its rivals is 

that it can make good relationships with its customers. 4.27 .690

Satisfied with the Banking services provided after using 

I.C.T. 4.09 .820

Reliability of the bank
4.15 .709

Personnel of the bank have enough experience and

information about the technology.
3.77 1.007

operated and their perception towards 

effectiveness of the ICT of CRM in the 

banking industry.

H01: There is no significant 

association between the types of accounts 

operated and their perception towards 

effectiveness of the ICT of CRM in the 

banking industry.

Interpretation

Most of the respondents had 

satisfied with the banking service provided 

by their banks and they feel that their bank is 

reliable regarding the various information 

and services provided by the bank. The S.D. 

for the same was also fairly less indicating 

the similarity of the responses. 

Association between the types of accounts 

Table 5

Outcomes
Sum of 

Squares
df

Mean 

Square F
Sig

Get any help services to use 

new system technology

Between 

Groups

.157 1 .157

.165
.68

5
Within 

Groups

115.257 121 .953

Total 115.415 122

08
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 The thing which makes the 

bank different from its rivals is 

that it can make good 

relationships with its customers. 

Between 

Groups

2.711 1 2.711

5.918
.01

6
Within 

Groups

55.435 121 .458

Total 58.146 122

Satisfied with the Banking 

services provided after using 

I.C.T.

Between 

Groups

.537 1 .537

.797
.37

4
Within 

Groups

81.480 121 .673

Total 82.016 122

Reliability of the bank Between 

Groups

.108 1 .108

.214
.64

4
Within 

Groups

61.257 121 .506

Total 61.366 122

Personnel of the bank have 

enough experience and 

information about the 

technology.

Between 

Groups

1.596 1 1.596

1.583
.21

1Within 

Groups

122.030 121 1.009

Total 123.626 122

accounts operated 

Association between periods for 
which utilizing the services of the bank and 
their perception towards effectiveness of the 
ICT of CRM in the banking industry.

H02 : There is no significant 
association between periods for which 
utilizing the services of the bank and their 
perception towards effectiveness of the ICT 
of CRM in the banking industry.

Interpretation

From the above we could interpret in 
that most of the cases the null hypothesis 
was accepted that there is nosignificant 
association between the types of accounts 
operated and their perception towards 
effectiveness of the ICT on CRM in the 
banking industry. But the perception 
towards making good relationship with 
customers has been affected by the types of 

Outcomes

Sum of 

Squares df

Mean 

Square F Sig.

Get any help services to 

use new system technology

Between Groups 13.654 3 4.551 5.322 0.002

Within Groups 101.761 119 0.855

Total 115.415 122

Table 6

09
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The thing which makes the 

bank different from its 

rivals i s that it can make 

good relationships with its 

customers. 

Between Groups 15.833 3 5.278

14.843 0

Within Groups 42.313 119 0.356

Total 58.146 122

Satisfied with the Banking 

services provided after 

using I.C.T.

Between Groups 25.016 3 8.339 17.409 0

Within Groups 57 119 0.479

Total 82.016 122

Reliability of the bank Between Groups 0.57 3 0.19 0.372 0.773

Within Groups 60.796 119 0.511

Total 61.366 122

Personnel of the bank have 

enough experience and 

information ab out the 

technology.

Between Groups 6.042 3 2.014
2.038 0.112

Within Groups 117.584 119 0.988

Total 123.626 122

the period for which utilizing the services of 

bank on these two. 

Association between awareness 

about the changes taking place in the 

banking services and their perception 

towards effectiveness of the ICT of CRM in 

the banking industry.

H03: There is no significant 

association between awareness about the 

changes taking place in the banking services 

and their perception towards effectiveness 

of the ICT of CRM in the banking industry.

Interpretation

From the above we could interpret in 

that most of the cases the null hypothesis 

was rejected that there is significant 

association between periods for which 

utilizing the services of the bankand their 

perception towards effectiveness of the ICT 

of CRM in the banking industry. But in case 

of Reliability of the bank and

Personnel of the bank have enough 

experience and information about the 

technology the null hypothesis was 

accepted and shows there is no influence of 

Table 7

Outcomes

Sum of 

Squares df

Mean 

Square F Sig.

Get any help services to use 

new system technology

Between 

Groups

14.716 1 14.716

17.682 0Within 

Groups

100.699 121 0.832

Total 115.415 122

10
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The thing which makes the 

bank different from its rivals is 

that it can make good 

relationships with its customers. 

Between 

Groups

4.055 1 4.055

9.071 0.003Within 

Groups

54.091 121 0.447

Total 58.146 122

Satisfied with the Banking 

services provided after using 

I.C.T.

Between 

Groups

9.86 1 9.86

16.534 0Within 

Groups

72.156 121 0.596

Total 82.016 122

Reliability of the bank Between 

Groups

3 1 3

6.22 0.014Within 

Groups

58.366 121 0.482

Total 61.366 122

Personnel of the bank have 
enough experience and 
information about the
 technology.

Between 

Groups

1.257 1 1.257

1.243 0.267
Within 

Groups

122.369 121 1.011

Total 123.626 122

accepted which states there was no 

significant association between these two.

Association between the problems 

faced by using the new ICT services and 

their perception towards effectiveness of the 

ICT of CRM in the banking industry.

H04: There is no significant 

association between the problems faced by 

using the new ICT services and their 

perception towards effectiveness of the ICT 

of CRM in the banking industry.

Interpretation

From the above we could interpret in 

that most of the cases the null hypothesis 

was rejected that there issignificant 

association between awareness about the 

changes taking place in the banking services 

and their perception towards effectiveness 

of the ICT of CRM in the banking industry. 

But in case the Personnel of the bank have 

enough experience and information about 

the technology null hypothesis was 

11
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Table 8

Outcomes

 

Sum of 

Squares
df

Mean 

Square
F Sig.

Get any help services to use 

new system technology

Between 

Groups

8.619 2 4.310 4.843 .009

Within 

Groups

106.795 120 .890

Total 115.415 122

The thing which makes the 

bank different from its rivals is 

that it can make good 

relationships with its customers. 

Between 

Groups

7.861 2 3.930 9.379 .000

Within 

Groups

50.286 120 .419

Total 58.146 122

Satisfied with the Banking 

services provided after using 

I.C.T.

Between 

Groups

6.037 2 3.019 4.768 .010

Within 

Groups

75.979 120 .633

Total 82.016 122

Reliability of the bank Between 

Groups

1.771 2 .885 1.783 .173

Within 

Groups

59.595 120 .497

Total 61.366 122

Personnel of the bank have 

enough experience and 

information about the 

technology.

Between 

Groups

10.386 2 5.193 5.503 .005

Within 

Groups

113.240 120 .944

Total 123.626 122

 
 

 
 

  

    

   

of CRM in the banking industry. But in case 

of reliability of bank the null hypothesis was 

accepted which states that there was no 

significant association between these two.

Conclusion

Information and communication 

technology has become the heart of banking 

Interpretation

From the above we could interpret in 

that most of the cases the null hypothesis 

was rejected that there is significant 

association between the problems faced by 

using the new ICT services and their 

perception towards effectiveness of the ICT 

12
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well as public sector banks.

Management  Implications / Reco 

mmendations

The study could prove useful to 

Raise awareness and promote the concept of 

i n fo rma t ion  and  Communica t ion  

technology among the customers as well as 

bank Employees. The results of the study 

suggests to Conduct training programme 

once in the month, Encourage the use of E-

Commerce by providing the better & fast 

Services. An effective authentication 

method should be used which have 

c u s t o m e r  a c c e p t a n c e ,  R e l i a b l e  

performance, and Interoperability with 

existing systems and future plan. With the 

growth in electronic banking and 

commerce, financial Institutions should use 

reliable methods of originating new 

customer accounts online. Recognize the 

needs of employees while using the ICT.   

The daily updating & awareness of new 

changes in ICT must be incorporate.
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"Preference of Young Consumer's A study 
of  Mall-Culture in Mumbai""

* Dr. Pallavi Mehta
**John Joseph

ABSTRACT 

Buying has always been a great opportunity for the consumer and the research was done to 

study the young  consumer's behavior and attitude towards mall culture in Mumbai. Malls as a 

retail format developed in early 2000 took a long time for capturing the market. Malls being a 

part of retailing has also acted as a source of entertainment for the consumer and ultimately 

attracted consumer over a large period of time. However various factors contributed for the 

growth of the malls and its failure as well as the marketing strategy adopted by the malls changed 

the attitude of the consumers. Development of malls along with consumer expectations and 

increasing the level of satisfaction contributed greatly for the growth of the malls.. With the 

growing globalization, consumer's expectation  also started growing. The main reason for young 

consumers preferring malls may  differ but  retailers provide varied services to make shopping as 

a most memorable experience for an individual. Today's consumers are willing to pay more for 

deriving satisfaction. India has 20% global population and also India's consumer market is 

estimated to be 6th largest in the world. The rise in the disposable income has been increased the 

demand for large, one stop shopping centers in India. Malls and huge multiplexes offer shopping, 

entertainment and food all under one roof. Mall culture has been developing in India. These malls 

will not affect only youth, but it will have adverse effect on retailers. Therefore, an attempt has 

been made to study the behaviour of the young consumers towards mall culture in Mumbai.

Key words:- Consumer Behaviour, Mall Culture, Retailing, Shopping Malls, Young Consumer.

* Associate Professor, Faculty of Management, Pacific University, Udaipur
** Research Scholar, Pacific University, Udaipur

Today, super - malls are replacing 

'kirana' stores all over India. Lifestyle 

marketing is a process of establishing 

relationships between products offered in 

the market and targeted lifestyle groups. 

Lifestyle is a distinctive mode of behaviour 

centered on activities, interests, opinions, 

Introduction

According to Kishor Biyani, M.D., 

Pantaloon, "We have learnt that the 

consumer is always evolving faster than us 

in his needs and requirements.  Consumer is 

always two steps ahead.  They are same 

every where and seek value".  

15



NirnayNirnay

04

get good deals on bulk buying and at the 

same there is more variety. Organized retail 

chain and mall stores are mushrooming in 

all major cities and towns of India. 

Objectives of the study: 

1. To study the behaviour of young 

consumers towards mall culture

2. To ascertain young consumer's attitude 

towards mall culture. 

3. To study the changing preference of 

young consumers 

Research Methodology:

As the study is descriptive and 

analytical, Survey Method is followed. 

Primary data was collected from young 

consumers with the help of questionnaire.  

Secondary data was collected from books, 

newspapers, journals, and periodicals.The 

population of the sample is young  

consumers who visit malls. The sample size 

is 120 young consumers in Mumbai selected 

on  random basis from Chembur suburban 

area. 

Hypothesis : 

"Mall culture has been developing among 

the young consumers of Mumbai"

Analysis and Interpretation : 

a) Visits to shopping mall:  

The respondents were asked whether 

they visit the shopping mall or not. Their 

responses are given below:- 

attitudes and demographic characteristics 

distinguishing one segment of the 

population from another. A consumer's 

lifestyle is seen as the sum of his or her 

interactions with his or her environment. 

India's retail infrastructure is slowly 

undergoing a change with many hi-fi super - 

malls being constructed and operating in 

various cities. The mall concept has come to 

stay for good. The Indian consumer seems 

to be undergoing a shift in terms of 

personality, buying motives, interests, 

attitudes, beliefs and values when he or she 

is making a shift from 'kirana' stores towards 

shopping malls. In this context, it assumes 

significance to study the buying behaviour 

of consumers in Mumbai especially with 

changes taking place in India's retail 

scenario. 

The shopping mall concept is a big hit 

with the sole purpose to provide everything 

under the sun under one roof or in one big 

complex. It also heralded in a new 

urbanization concept where everything was 

taken to the consumer in his comfort zone, 

suburbia. Customers state that malls, 

supermarkets and hypermarkets are well 

organized and that there are no quality 

issues, the range of choices and value-for-

money deals make them happy, the 

ambience is good, there are better deals 

across categories with more choices and 

they get everything under one roof and they 
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Table 1 No. of Respondents Visiting to Shopping Mall

Frequency %

 
Visiting 107 89

Non- visiting 13 11

Total 120 100

Table 2  Data Showing Frequency of Visits of Respondents to Shopping Mall

Nature of visit Frequency %

Regularly 14 12

Sometimes 106 88

Total 120 100

the shopping mall is very high as compared to 

the non- visitors. 

b). Frequency of Visit: The respondents were 

asked how often they go for shopping. The 

responses of the respondents are given below:

Out of 120, 107 respondents said that they visit 

the shopping malls and 13 respondents said they 

don't visit shopping mall. It shows that out of 

120 respondents only 11% respondents do not 

visit shopping malls, while 89% respondents 

visit shopping malls. The number of visitors to 

sometimes is 88% as compared to those who 

are visiting shopping mall.

c). Preferred Shopping Days : The 

respondents were asked which day of week 

they prefer the most for shopping. The 

responses of the respondents are as follows :

Table no 2 shows that the number of 

respondents visiting malls regularly is 14, 

whereas the respondents visiting shopping 

malls sometime are 106. It shows that the 

percentage of regular visitors is 12% out of 

120 respondents. Whereas number of 

respondents, who visit shopping malls 

Table 3  Data Showing Preferable Visiting Timings of Respondents to Shopping Mall

Period of time Frequency %

 

Weekdays 10 8.33

Weekends 39 32.50

Holidays 71 59.17

Total 120 100
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like to go to shopping in weekdays is very 

low, the percentage is about 8% of total 

respondents. 

d).  Preferable Time for Shopping: The 

respondents were asked which time of the 

day they prefer the most for shopping. The 

responses of the respondents are as follows:

The data given in Table 3 shows the 

preferable time the respondents would like 

to go to shopping mall. It shows that the 

percentage of visitors, who like to go to 

shopping in Holidays is the highest i.e. 

around 60%, followed by visitors visit malls 

at weekends i.e. 33%. Whereas the visitors 

Table 4  Data showing frequency of preferable visiting timings in a day of

 Respondents to Shopping Mall

Time of day Frequency %

Morning 7 5.83

Afternoon 23 19.17

Evening 90 75.00

Total 120 100.00

afternoon (19%). Whereas the percentage of 

the respondents like to go to malls in 

morning is lowest (6%). 

e).  Preferred place for shopping : The 

respondents were asked where they prefer to 

shop. The responses are given as follows :

The data presented in Table 4 reveals that 

most of the respondents like to visit 

shopping malls at evening. The percentage 

of respondents like to visit at evening is the 

highest (75%) of total respondents. After 

that the respondents like to go in the 

Table 5 Data showing frequency of place people like to go for shopping 

Nature of stores Frequency %

Shopping mall 65 54.17

Departmental Store 28 23.33

Small shops 27 22.50

Total 120 100

who would like to go to Departmental stores 

and small shops are 28 and 27 respectively. 

The percentages of the respondents like to 

Analysis reveals that out of 120, 65 

respondents said that they would like to visit 

Shopping malls in future. The respondents 
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respondents were asked items they buy from 

the malls. Their responses are given as 

follows: 

go to shopping a mall is highest (54%) as 

compared to those who would like to go to 

departmental stores and small shops (23%). 

f).  Shopping of items from malls : The 

Table 6  Data showing items respondents buy from the malls

Name of item Frequency Percentage

Apparels 35 12

Jewelery 18 6

Groceries 21 7

Books 38 13

Gift items 63 21

Cosmetics 32 11

Electric goods 22 7

Crockery 11 3

Others 61 20

Total 301 100

consumers are attracted by Gift items of 

shopping malls. The respondents preferred 

groceries, Electrical goods, Jewellery and 

then Crockery from the list given above.  

 Hypothesis Testing :

On the basis of data collected from the 

respondents following table is prepared for 

testing of hypothesis with the help of Chi- 

Square test. 

The data presented in Table 6 shows that out 

of 9 items given in table, Gift items got more 

preference from the respondents. The 

percentage of this item is 21%. After that the 

respondents gave preference to other items 

those are not mentioned in the table. The 

respondents with 13% chose Books. The 

respondents with 12% chose Apparels as 

their buying items from malls. Young 
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• Around 70% of the young consumers 

are saying that the future of shopping malls 

in Mumbai is bright. 

• It is also observed that the consumers 

pay visits to small shops and vendors nearby 

their residences for buying vegetables, 

groceries, etc.

• The overall impact of the concept of 

shopping malls on minds of young 

consumers is high. They are likely to 

patronize shopping malls with great gusto 

and enthusiasm in future too.

Suggestions :

1. It is now the retailers' main task to 

convert these visitors into their regular 

customers. Only then the mall culture will 

sustain its growth in India for a long time. 

2. For attracting consumers to malls with 

more regularity, retailers and the 

government have to decide on and 

implement some major improvements like 

offer ing reasonable  pr ices ,  more 

convenience and some kind of credit facility 

to consumers, which they get from 

unorganized retailers in India. 

3. The Government of India has to permit 

these malls to work in two shifts. It will also 

help to solve the problems like traffic jams, 

parking in and around shopping malls. 

4. When we are appraising new organized 

retailers, at the same time we have to take 

care of our old, traditional, small retailers. 

There should be some planning for the small 

retailers to protect them from these new big 

freedom at 5% level of significance)  

Hypothesis is accepted which states that 

mall s are the preferred place for shopping 

by young consumers and mall culture is 

developing .

Findings and Conclusions:

• In mega city like Mumbai, the Retail 

Industry has succeeded in increasing the 

footfalls of people in malls. Day by day 

visitors to shopping malls are increasing . 

Especially the attraction among the young 

people is very high towards mall culture.

• Number of regular young visitors is less 

and most of them visit shopping malls 

'sometimes'.

• Results of the study also point to the fact 

that youngsters of Mumbai prefer evening 

time for visits to malls.

• Qualities or features like good, pleasant 

atmosphere, a lot of variety of goods, good 

quality of products that they are not getting 

from small stores are attracting these young 

people towards malls.

• It is observed that when the young 

consumer walks into a shopping mall, 

He/she is ready to spend on gift items, 

cosmetics, books, apparels the most, in that 

order.

• Young consumers give more preference 

to shopping places that are nearby their 

location. 

• Most of the young consumers 

responding to this study felt that high prices 

at shopping malls are the major problem. 

20



NirnayNirnay

04

7. John D.R., February 2008, 'Bharti-Wal-

Mart Tie-up', Marketing Mastermind, 

Vol. no. VIII issue-2, pp.42-56.

8. Kalhan A., 2nd June 2007, 'Impact of 

Malls on Small Shops and Hawkers', 

Economic and Political Weekly, 

pp.2063 - 2066.

9. Qureshi N.Z. and Amin M.M., Oct- Dec 

2007, 'FDI in India's Retail Sector: 

Prospectus and Hurdles ', Indian 

Journal of Commerce, pp. 69-76.

10. Ramanathan V., July 2008, 'Effective 

Role of CRM in the Indian Retail 

Market', Marketing Mastermind, Vo l .  

no. VIII issue-7, pp.19- 23.

11. Vakhariya S., February 2008, 'The 

Changing Face Of Retailing in India', 

Marketing Mastermind, Vol. no. V I I I  

issue-2, pp.24-27.

organized retailers.

References -

1. Biyani K., 2007, It Happened In India, 

New Delhi, Rupa & Co.

2. Gupta L.C., Retail Management, Delhi, 

Wisdom Publications.

3. Miles, 2000,Young Lifestyles in 

Changing World

4. Srivastava K.K. and Khandai S., 2002, 

Consumer Behaviour, New Delhi, 

Galgotia Publishing Company.

5. Dixit Kavaldeep, February 2008, 'Retail 

Marketing In India -Key Issues and 

Challenges', Marketing Mastermind, 

Vol. no. VIII issue-2, pp.13-23.

6. Gopalan K. and Ghosh A., 4th June 

2006, 'Retail Rush Business Today, 

pp.96.

21



NirnayNirnay

04

Engagement Level of Employees in Private 
Sector Banks of Udaipur Region

*Hemant Trivedi
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ABSTRACT

Employee engagement is a workplace approach resulting in the right conditions 

for all members of an organization to give of their best each day, committed to their 

organization's goals and values, motivated to contribute to organizational success, with 

an enhanced sense of their own well-being. Many researchers have studied the subject of 

employee engagement and found a strong correlation between employee engagement 

and their performance in the organization. Present study is conducted with the objective 

to measure the level of engagement of employees working in the private sector banks of 

Udaipur region and relationship between age and gender of respondents with their level 

of engagement. A sample of total 125 employees working in the private sector banks was 

taken using convenience sampling method, and a self designed questionnaire was given 

to them to fill the questionnaire containing various question on Likert Scale related to 

employee engagement. Various statistical tools and techniques were applied to analyze 

the collected data. The analysis of data reveals that employees working in private sector 

bank of Udaipur were found to be adequately engaged (test statistics was found to be 

highly significant). Further classification of engagement level in low, moderate and high 

level it was found that that proportion of respondents in moderate and high level category 

was high as compared to in low level of engagement category. Hypothesis test results 

revealed that level of engagement in independent of gender but significantly related to 

age of respondents. Respondent belonging to younger age group (26-35 years) and 

employee belonging to 46-55 years of age group were highly engage as compared to 

other age groups. Hence finally it was concluded that employees of private sector banks 

are found to be adequately engaged, level of engagement do not vary with gender but it 

does vary with age of employee.

Keywords: Employee engagement, performance, Private sector banks

* Adjunct Faculty, Pacific University of Higher Education and Research, Udaipur
** Research Scholar, Pacific University Udaipur

22



NirnayNirnay

04

Employee engagement is the level 

of commitment and involvement an 

employee has towards their organization. It 

is a scale that measures the association of 

employees within its organization and 

creates link between the two.

An engaged employee will always 

put his distinct effort into his work, he has 

commitment towards his job and hold thin 

task with filled enthusiasm. He bring fresh 

ideas for his job and less likely to quit their 

own job and do not search for any other 

opportunities. 

Many employers feel that engaged 

employees outperform other by showing 

heightened interest in their work and being 

prepared to "go the extra mile" for their 

organization. Engaged employee should 

have sense of job security, they expect that 

they should be respected by their managers. 

On the other hand employees should pat on 

the back of employees for their outstanding 

work. There should be trustworthy 

relationship between employer and 

employee.

Engaged employees always know 

their efforts, where they should be applied. 

It is false conception of the employers that 

employees work only for money and they 

don't want to give their efforts.

Review of Literature

Many researchers have studied the subject 

of employee engagement. A brief overview 

of the literature reviewed is given below - 

Introduction

Employee engagement  is  a  

workplace approach resulting in the right 

conditions for all members of an 

organization to give of their best each day, 

committed to their organization's goals and 

values, motivated to contribute to 

organizational success, with an enhanced 

sense of their own well-being.

According to David Macleod - 

"Employee engagement is about how we 

create the conditions in which employees 

offer more of their capability and potential".

Employee engagement is based on 

trust, integrity, two way commitment and 

communication between an organization 

and its members. It is an approach that 

increases the chances of business success, 

contributing to organizational and 

individual performance, productivity and 

well-being. Employee engagement can be 

measured. It varies from poor to great. It can 

be nurtured and dramatically increased; it 

can be lost and thrown away.

Employee engagement is the most 

challenging and focused point in almost all 

the organizations in today's scenario. To 

foster organizations, it is necessary to keep 

employees properly aligned towards their 

jobs and this is possible if they are engaged 

to their job. Employee engagement has now 

become a very important tool for the 

development of the organization and is 

among the major focused area in public and 

private sector both.
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encourage them to be involved and 

committed to their job.

Right Management findings show 

that research engagement leads to higher 

financial performance, higher customer 

satisfaction, and higher employee retention. 

IT shows a strong relationship between the 

level of employee engagement and 

organizational performance.

Objectives of the Study

The main objectives of the present study are 

as follows -

1. To study the level of engagement of 

employees working in the private sector 

banks of Udaipur region

2. To study the relationship between 

engagement level of employees with 

age

3. To study the relationship between 

engagement level of employees with 

gender

Hypothesis of the Study

H01: There is non-significant difference in 

the level of engagement of male and female 

employees of private sector banks of 

Udaipur region

H02: There is non-significant difference in 

the level of engagement of employees of 

different age groups of private sector banks 

of Udaipur region

Research Methodology

Sampling Unit: as per the objective of the 

study sample of the study is taken from the 

Gallup (2012) in his report provides 

insight into what leaders can do to improve 

employee engagement and performance in 

their companies. It included an over view of 

the trend in employee engagement in 

companies of US. 

Kevin Kruse in his 28 research 

studies show a correlation between 

employee engagement and service, sales, 

quality, safety retention and sales.

Aon Hewitt (2013) in his report 

titled "The 2013 trends in Global Employee 

Engagement" find the employees work 

engagement is improving. He concluded 

that although 4 in 10 employees worldwide 

are not engaged but 2 in 10 are actively 

engaged.

Towers Watson Communication 

ROI Study - The 2011-12 change and 

communication ROI study report finds that 

companies  wi th  h ighly  effec t ive  

communications are nearly five times as 

likely to have an interrelated strategy for 

communication and change management. 

These firms are also eight times more likely 

to continue exhibiting new behaviors and 

skills after changes are made.

The analysis of the study done by 

Sinha and Panda on 10 Cs (Connect, Clarity, 

Career, Convey, Congratulate, Contribute, 

Control, Collaborate, Credibility and 

Confidence) shows different programs to 

congratulate its employees concludes that it 

is necessary to retain employees and 
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fill, pilot study was done on 30 samples and 

reliability of the questionnaire was tested 

using Cronbach's Alpha. The Cronbach's 

Alpha value obtained was 0.982 on 39 items 

which shows high level of reliability of the 

questionnaire.

Sampling Technique: The primary data for 

the present study was collected using 

convenience sampling method. Due to 

reluctance of the Banks to give full list of 

their employees so that employees can be 

chosen randomly from researchers, were 

compelled to use convenient method of 

sampling to collect data.

Data Analysis Results

In the present section results of data 

analysis performed on collected primary 

data is given.

population of employees working at various 

levels in the private sector banks of Udaipur 

Region

Sample Size: A Sample size of 125 

employees working in the private sector 

banks of Udaipur region was taken.

Data Collection: A self designed structure 

questionnaire was used to measure level of 

engagement of employees working in 

private sector banks of Udaipur. Total 39 

items (statements) related to employee 

engagement were given to respondents to 

rate those statements on five point Likert 

Scale from strongly agree to strongly 

disagree. Besides this other information like 

gender age, designation was also sought 

from the respondents. Before giving final 

version of questionnaire to respondent to 

Table 1: Distribution of respondent according to age group

Age Group N %

26 - 35 year 89 71.20

36 - 45 year 31 24.80

46 - 55 year 2 1.60

Above 55 year 3 2.40

Total 125 100.00

respondents belong to 36-45 years of age 

group and rest 4% from the age group above 

45 years. Hence it can be observed that 

maximum respondents belong to younger 

age group.

Table 1 shows distribution of respondents 

according to age of respondents. 

Distribution of data given in the table 

reveals that maximum 71.20% respondents 

from 26-35 years of age group, 24.80% 
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Table 2: Distribution of respondent according to gender

Gender N %

 

Male 98 78.40

Female 27 21.60

Total 125 100.00

reveals that there were 78.40 % male 

employees and 21.60% were female 

employees. 

Table 2 shows distribution of respondents 

according to gender of respondents. 

Distribution of data given in the table 

Table 3: Distribution of respondent according to designation 

Designation N %

 

Executive 3 2.40

Officer 20 16.00

Manager 81 64.80

Clerk 12 9.60

No Response 9 7.20

Total 125 100.00

respondents were clerks and 9 respondents 

i.e. 7.20% respondents didn't revealed their 

designation. 

Distribution of respondents according to 

designation in Table 3 shows that there were 

2.40% executives, 16% were Officers, 

maximum 64.80% were managers, 9.60% 
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Table 4: Level of Engagement

N Mean SD t df Results

125 4.15 0.64 19.97 124 ***

level of population. It was found that the 

engagement level of private sector bank 

employees was found to be highly 

significantly above assumed average 

engagement level of population (t =19.97, p 

<0.001).

Table 4 shows level of engagement of 

sampled employees of private sector banks 

of Udaipur region. The mean engagement 

level was found to be 4.15 with standard 

deviation of 0.64. This value was further 

tested against assumed average engagement 

Table 5: Level of Engagement Categorized

Level of Engagement N

 

%

 Low 15

 

12.00

 Moderate 80 64.00

High 30 24.00

Total 125 100.00

found to have moderate level of engagement 

and 24% employees were found have high 

level of engagement. Hence on the basis of 

Table 4 and 5 it can be said that employees 

working in the private sector banks of 

Udaipur regions are adequately engaged.

Table 5 shows engagement level of sampled 

employees categorized in to Low, moderate 

and high categories on the basis of mean 

engagement level of employees. There were 

12% employees whose engagement level 

was found to be low, 64% employees were 
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in the level of engagement of employees of 

different age groups of private sector 

banks of Udaipur region.

Relationship  between  level of 

engagement and age of employees

H02: There is non-significant difference 

Table 7: Test Results - Level of engagement and age

Age group N Mean SD F Df

 

Result

 

26-35 yrs 89 4.29 0.56

6.30 3, 121 ***
36-45 yrs 31 3.74 0.74

46-55 yrs 2 4.41 0.00

Above 55 yrs 3 4.08 0.00

groups (F= 6.30, p <0.001). On observation 

of table it can be concluded that employees 

belonging to age group of 26-35 yrs and 46-

55 yrs were found to be highly engaged as 

compared to employees of age group 36-45 

yrs and above 55 yrs. The reason for this 

Table 7 shows results of test applied 

to check the relationship between level of 

engagement and age of respondent 

employees. Test results shows highly 

significant difference in the level of 

engagement of employees of different age 
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general population. Further two hypotheses 

were tested to test whether level of 

engagement varies with gender and age or 

not. Test results revealed that level of 

engagement do not vary with gender, but 

level of engagement differ significantly 

with age. Younger generation (26-35 years) 

and those who are in the age group of 46-55 

years were found to be more engaged as 

compared to other age groups. 

Hence finally it can be concluded 

that employees of private sector banks are 

found to be adequately engaged which have 

positive effect for both employees and 

employers as well. Due to high level of 

engagement employers with get better work 

quality and productivity whereas as on the 

part of employees they will be more 

satisfied with their job.
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variation may be due to that those who are 

young are more enthusiastic and committed 

so their level of engagement is high on the 

other hand those who crossed the age of 45 

may be became more serious in their job 

hence their high level of engagement. 

Hence null hypothesis that "there is non-

significant difference in the level of 

engagement of employees of private sector 

banks of different age groups" is rejected 

and it is concluded that level of engagement 

of private sector bank employees vary 

according to age.

Conclusion

The present study was conducted to 

know the level of engagement of private 

sector bank employees of Udaipur region. A 

sample of 125 employees working in 

various private sector banks was taken to 

collected data and measure engagement 

level of these employees. Self designed 

structured questionnaire was used to collect 

data. Before collecting final data a pilot 

study was done on 50 samples and 

reliability of questionnaire was tested which 

came out to be 0.982 which is quite high and 

hence final questionnaire after minor 

modification was floated to collect final 

data.  Sampled data consists of respondents 

belonging to both gender and age group 

ranging from 25 years to above 55 years. 

Data analysis revealed that the engagement 

level of employees working in private sector 

banks was significantly high as compared to 

average level of engagement level of 
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Predicting Distress Probabilities :  
A Study of Selected Textile Companies in Rajasthan.

*Dr. Nidhi Nalwaya
**Nishta Bansal  

Abstract

Bankruptcy for a company is a final declaration of its inability to sustain current 
operations given in its current debt obligations. Practically all firms have to source debt, 
either to expand operations or just to survive. If bankruptcy could be predicted with 
reasonable accuracy ahead of time, firms could better protect their business and could 
take action to minimize risk and loss of business and perhaps even prevent the bankruptcy 
itself.  The Indian textile industry is one of the leading textile industries in the world. It 
largely depends upon the textile manufacturing and exports. The latest IBEF Report on 
Textile Industry and Market Growth in India estimates Textile Industry to be around US$ 
137 billion, which is expected to reach US$ 230 billion by 2020. The Indian Textile 
Industry contributes approximately 4 per cent to India's Gross Domestic Product (GDP), 
10 per cent of manufacturing production and 14 per cent to overall Index of Industrial 
Production (IIP). The industry is the second largest employer after agriculture sector, 
providing employment to over 45 million people directly and 60 million people indirectly, 
however one third of companies in this sector have reported losses. Compared to the 
share of the largest exporter, China (40%), India's share is a mere 5% in the world even 
countries like Italy, Germany and Bangladesh which are comparatively small as 
compared to India have a similar share of around 4-5%. This indicates that India has not 
been able to realize its potential even though it enjoys the presence of a complete value 
chain and an abundant supply of cheap and skilled labor. The RBI Financial Stability 
Report 2017 has noted that sectors including iron and steel, mining, infrastructure, 
textiles and aviation accounted for the majority of scheduled commercial banks' total 
stressed advances. The specific aim of this research paper is to use the Altman's Z-score 
Model to predict distress probabilities of selected textile companies of Southern 
Rajasthan using the company's annual reports.

* Assistant Professor, Pacific Business School, PAHER University, Udaipur
* * Student 4th Semester (MBA) , PBS . PAHER University, Udaipur

Key Words:  Corporate Sector Distress, SME, Textile Industry, Bankruptcy Prediction, Bankruptcy 
Prediction Models.
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is highest in the last five years but manmade 

filament yarn production registered a fall of 

6% during 2015-16. Cotton yarn production 

grew by 14% and man-made fibre 

production by a miniscule 2% in 2015-16. 

Fabrics production in the country has not 

grown to its true potential since 2008; fabric 

production has shown a Compound Annual 

Growth Rate (CAGR) of only 3.8% in the 

twelve year period. Production in handloom 

sector has been shrinking while in hosiery 

and mill sectors have been increasing. 

Power loom sector has also seen growth in 

production owing to some technological up 

gradation and adoption of shuttle less looms 

but this is not adequate.

Financial distress is a condition where 

a company cannot meet / has difficulty 

paying off its financial obligations to its 

creditors that can produce substantial losses 

to various parties involved in the business. 

Therefore, financial distress prediction is 

important for various parties such as 

creditors,  investors,  management,  

shareholders, vendors, company, labour and 

the state. 

Introduction :

The latest report from IBEF and 

another report from ICRA assess that the 

textiles sector is one of the largest 

contributors to India's exports with 

approximately 15 per cent of total exports. 

The textiles industry is also labour intensive 

and is one of the largest employers. The 

textile industry has two broad segments. 

First, the unorganised sector consists of 

handloom, handicrafts and sericulture, 

which are operated on a small scale and 

through traditional tools and methods. The 

second is the organised sector consisting of 

spinning, apparel and garments segment 

which apply modern machinery and 

techniques such as economies of scale.

In the last eight years, the sector has 

shown an average growth of almost 5%. 

After the end of Quota regime, textiles 

sector in India grew by 10%. In 2011-12, the 

sector registered a de growth of 5.7% owing 

to weak global demand. Thereafter the 

sector started recovering and registered 

positive growth in next two years due to 

stimulus provided by Government of India.

 Though, the growth of 7% in 2015-16 

Table : A  Growth of Textile Industry

Year Growth Rate (%)
2009-10
2010-11
2011-12
2012-13
2013-14
2014-15
2015-16
2016-17

10.1
11.7
7.5
-5.7
4.8
5.8
3.6
7.3
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difficult. A firm, which is exposed to higher 

business risk, faces a greater chance of 

financial distress (Pandey 1999). A firm 

experiences financial distress when it 

defaults the external obligations. Though a 

leveraged  firm has the tax advantage, a 

highly leveraged firm is always under the 

threat of distress because of the high cost of 

debt. A firm in distress condition reduces the 

value of the firm because: 

Value of the firm = Value of equity 

finance + PV of tax shield - PV of cost of 

financial distress.

As a result, as the PV cost of 

financial distress increases, the value of the 

firm declines. Financial distress leads to 

incipient sickness, ultimately resulting into 

closure of the unit, unless a revival 

programme is effectively put into operation.

Definition of Industrial Sickness: In broader 

lines, sickness in industrial and business 

units is defined as " an industrial unit may be 

regarded as sick if (i) it faces financial 

embarrassment (arising out of its inability to 

honour its obligations as and when they 

mature) and (ii) its viability is threatened by 

adverse factors" (Prasanna Chandra 2001). 

The Sick Industrial Companies (Special 

Provision) Act 1985 has defined sickness as 

"an industrial company (being a company 

registered for not less than seven years) 

which has at the end of any financial year 

accumulated losses equal to or exceeding its 

entire net worth and has also suffered cash 

losses in such financial year and the 

The specific aim of this research 

paper is to predict bankruptcy in textile 

companies of South Rajasthan through the 

study of randomly selected textile 

companies.  This research paper also 

attempts to evaluate the financial health of 

the sample textile companies.

The inspiration to undertake the 

research was provided by the plentiful 

reports on increasing indebtedness of Indian 

companies (and business groups at the 

aggregate level) which pointed towards an 

ever increasing corporate leverage 

situation.  The Financial Stability Report 

(RBI, 2017) has also cited high and 

increasing leverage and low profitability of 

Indian corporate sector as a high risk area. 

When a company enters financial 

distress, it may face one of two possible 

conflicts. These can be defined either as a 

cash shortage on the assets side of the 

balance sheet, or as a debt overhang in 

liabilities. Both sets of circumstances 

however draw similar results, that cash flow 

is insufficient to cover current obligations. 

This may involve financial restructuring 

between the firm, its creditors, and its equity 

investors. Financial distress in long term 

may result in business failure or even result 

in Bankruptcy. The various interpretations 

of bankruptcy as per 'The Company Act 

1956' and other related Laws can be 

summarized thus:

Financial distress is a situation, 

which makes the company's survival 
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Research Methodology:

Data source:

For testing the financial health of the 

selected Textile companies, Altman's Z 

score model has been used in this study 

which is based on secondary data. The data 

from the published reports, annual reports, 

etc is the basis for analysis. This information 

will be used to determine the application of 

Z-score model in predicting financial 

distress. 

From about 1985, onwards, the Z - 

Score have gained acceptance by auditors, 

management accountants, courts, and 

database systems used for loan evaluation. 

It has been used in a variety of contexts and 

countries, but was designed originally for 

publicly held manufacturing companies 

with assets of more than $ 01 million. Later 

revisions take into account the book value of 

privately held shares and the fact that 

turnover ratios vary widely in non-

manufacturing companies. 

The Capital Turnover Ratio is a 

standard financial ratio illustrating the sales 

generating ability of the firm's assets. It is 

one of measure management's capacities in 

dealing with competitive conditions. It 

ranks second n its contribution to the overall 

discriminating ability of the model. 

The Resulting Z-Score puts a 

company in one of three categories. 

Companies with a Z-score above 2.99 are 

considered healthy. A Z- Score less than 1.8 

financial year immediately preceding such 

financial year"

A company becomes sick when its 

cash inflows are insufficient to meet the 

cash outflows. Often such companies would 

be depending on debt to source their funds 

and eventually would move to a debt trap.

Scope of the Study

Based on the consistency of the Z - 

Score model, the present study will be 

helpful for predicting the financial 

performance in general and financial 

distress in particular of various companies 

of textile sector at large. The similar kind of 

study can be done for other companies of 

different sectors as well. The study can be 

applied not only to public traded 

manufacturing firms but also to private 

firms and firms in service sector by applying 

revised models of Altman's Z - score.

Research Objectives 

The specific aim of this research 

paper is to predict the bankruptcy 

probability and assess the financial health 

and   of the randomly selected 04 textile 

companies of South Rajasthan. Altman Z-

score has been used to substantiate a score 

function effective in bankruptcy risk 

prediction of enterprises in textile sector.

Objectives of the Study:

To predict the solvency status/ 

bankruptcy risk of the chosen Textile 

companies in South Rajasthan through 

Altman Z score model
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organizations do not have market value of 

shares).

Analysis

An analysis of Z - Score calculated 

on the basis of the information available 

indicates that in the initial years of the study, 

financial health of  Kamal Suiting Private 

Limited was in Grey Zone. But after year 

2008, it has entered in the Distress Zone 

which shows a condition of financial 

distress. In the year 2009 and 2013, the 

figure became negative also. 

The Z - score of the year 2014, 2015 

and 2016 are also below than 2.99 which 

indicate that all Z -scores of the study are not 

in Safe Zone. 

1) Kamal Suiting Private Limited

indicates a high probability for bankruptcy 

in the next 01 to 02 years. Scores 1.8 to 2.99 

are considered within the 'Grey area'. 

There are two revisions of the Z- 

Score that are designed to apply private 

companies. For public companies, the 

original Z-score should be preferred. 

Zones of Discrimination:

Altman's original Z- Score model 

requires a firm to have publicly traded 

equity and be a manufacturer. He uses a 

revised model to make it applicable for 

private firms and non-manufacturers. The 

Resulting Model is this:- 

Z = 6.56X1 + 3.26X2 + 1.05 X3 + 6.72 X4

Where - Z is an index of bankruptcy.

Where- Z > 2.90 indicates no bankruptcy. It 

means 'Safe' zone.

1.23< Z < 2.90 indicates a 'Grey' zone. 

Z < 1.23 indicates bankruptcy prediction. It 

means 'Distress' zone. 

Evaluation of the Altman's Z-Score 

Model: 

Looking at inconsistently of ratios 

of textile companies, the researcher found it 

appropriate to examine the financial health 

using the Altman Z - Score model. The 

textile companies are private enterprises 

and not listed companies, therefore the 

third (Altman's original Z -Score model 

requires a firm to have publicly traded 

equity and a manufacturer) model is 

applicable for such an organization (as these 

Year Score

2004 2.824857

2005 2.728294

2006 2.024949

2007 2.133978

2008 1.636506

2009 -0.93991

2010 1.251605

2011 0.522424

2012 1.031494

2013 -0.02883

2014 1.041366

2015 0.96615

2016 1.256385

Source : Annual Reports of the Company

from RoC 
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1) Janki Corp Limited

An analysis of Z - Score calculated on the 

basis of the information available indicates 

that in the initial years of the study, financial 

health of  Nutech Global Ltd was in Gray 

Zone. But after year 2006, it has entered in 

the Distress Zone which shows a condition 

of financial distress. In the year 2013, 2014, 

2015 and 2016, the figure became negative 

also. This indicates that all Z -scores of the 

study are not in Safe Zone. 

4) Nutech Global Ltd

An analysis of Z - Score calculated on the 

basis of the information available indicates 

that in the initial years of the study, financial 

health of the Shree Rajasthan Syntex Ltd 

was in Safe Zone. This indicates that all Z -

scores of the study are in Safe Zone. 

1) Shree Rajasthan Syntex Ltd

An analysis of Z - Score calculated on the 

basis of the information available indicates 

that in the initial years of the study, financial 

health of Janki Corp Limited was in Gray 

Zone. But after year 2007, it has entered in 

the Distress Zone which shows a condition 

of financial distress. In the year 2011, 2013 

and 2015, the figure became negative also. 

This indicates that all Z -scores of the study 

are not in Safe Zone. 

Year Z-score

2004 2.958857

2005 2.428294

2006 2.564949

2007 2.953978

2008 2.632506

2009 2.832914

2010 2.251605

2011 2.456424

2012 2.789494

2013 2.689333

2014 2.555666

2015 2.96515

2016 2.981638

Source: Annual Reports of the Company from RoC 

Year Z-score

2004 2.934857

2005 2.338294

2006 2.064949

2007 1.223978

2008 1.566506

2009 1.709914

2010 1.201605

2011 -0.52042

2012 1.020494

2013 -0.02533

2014 1.042666

2015 -0.94515

2016 1.756385

Source: Annual Reports of the Company from RoC 

 

 

 

 

 

 

Year Z-score

2004 2.594637

2005 2.654394

2006 1.158944

2007 1.478651

2008 1.654706

 

 

 

 

 

 

  

36



NirnayNirnay

04

that in the initial years of the study, financial 

health of the 03 textile companies was in 

Gray Zone, t 01 company was in safe zone. 

It indicates that this financial distress may 

be cause of Bankruptcy in future for 03 

companies.

The Researcher used Altman Z - 

Score Model approaches to conclude their 

views as why the firm under study went 

bankrupt. Therefore, we concluded that 

Altman's Model may be used as an indicator 

and perhaps evidence to determine the 

firm's bankruptcy in the future. We know 

that a mathematical model and abstraction 

of reality, therefore we believe that further 

evidence and economic indicators may be 

needed to determine outcome of the firm's 

future operating activities and its financial 

position or performance. 
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A Study On Consumer Awarness 
& Perception Towards The Usage Of Mobile 

Banking In Anand District

*Greeshma V.
**Dr.Jignesh Valand

Abstract

Technology plays significant role in the banking industry. Today banking is one of 

the big financial institution continuously explores the immense opportunities of 

technology enabled services to give ease and better customer experience. India is still in 

the beginning stage of mobile banking growth and development. Rivalry and changes in 

technology and customer life style in the last 15 years have changed the banking industry. 

The changes that have taken place impose tough standards of competition and 

compliance.

India is the second largest telecom market in the world having 481 million 

internet users and because of that banking sector have huge opportunities to turn this 

customer in to internet banking.  However, mobile banking has not become the choice of 

millions of people but still there is hope for that and that's why the purpose of this 

research is to explore  the mindset of customer towards Mobile banking and to evaluate 

the selected issues in mobile banking form urban consumer's perspective and  perceived 

utility of mobile banking in comparison to retail banking and online banking among the 

mobile banking users and non-users.

Key Words: M-Banking, Awareness, Perception.

*Assistant Professor, Anand Institute of Business Studies,Anand
** Assistant Professor, Anand Institute of Business Studies.Anand

Computers such as Palmtops, Pagers, Smart 

Phones, Personal Digital Assistant (PDA) & 

Laptop Computers. M-Banking sometimes 

referred to a next generation M-Banking 

which allows users to access internet 

without any wired connections or computer.

Introduction:

Mobile banking is also known as M-

Banking, is the process of conducting 

Banking Services transaction using mobile 

device connected through wireless 

networks. The Mobile Devices includes 

Cellular (Mobile) Phones, handheld 
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awareness on mobile banking.

Ubadineke, Francis.N (2009) indicated 

that advances in information technology 

and telecommunications are resulting in 

new delivery channels for bank products 

and services in the developing countries.

Scope of the Study

The scope of this study is wider .here 

this study is limited to Anand district only so 

it is also can be done in other parts of the 

state and Country. Through this a much 

insights about the perception of Indian 

consumer we can study. 

Research Methodology

The study is aimed to evaluate 

perceptions and opinions of urban mobile 

banking users. For this a cross sectional 

descriptive design was adopted with ad-hoc 

quota sampling. Sample was comprised of 

100 mobile banking users (Male 35% and 

Female 65%) of Anand District, Gujarat, 

India. Here in this research descriptive 

research design have been used for the 

completion of study.

Objectives of the Study

To evaluate the selected issues in 

mobile banking form urban consumer's 

perspective.

To Analyze the perceived utility of 

mobile banking in comparison to retail 

banking and online banking among the 

mobile banking users and non-users.

The main Significance of Mobile 

Banking is that the people of remote area 

can also access the banking services at ease. 

This has become possible with the reach of 

mobile devices in the rural areas where the 

device can be purchased starting from few 

hundreds. The penetration of mobile in 

India has made rapid change in 

communication system. Apart from the 

reach of communication device; revolution 

in mobile technology like 2G, 3G, 4G are 

created more market where the potential 

people are adopting the latest technologies.

Review of Literature

Miss. R. Elavarasi and Dr S.T. 

Surulivel (2014) indicated about the 

various e-banking services provided to 

customers and had also identified 

satisfaction level among customers about 

internet banking. The data analysis shows 

that age, educational qualification, 

occupation, income level of customer are 

significant factor that decide usage of e-

banking services of various banks in the 

study area.

Sandhya Ragaur (2014) said that in 

today's scenario people are using and doing 

mobile transaction at a large scale. Mobile 

banking is a subset of electronic banking. It 

is the latest and most innovative services 

offered by the banks through electronic 

channels such as ATM, Internet banking, 

tele-banking and mobile banking. The 

research is an attempt to study the consumer 
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Data Analaysis And Interpretation

Awareness of mobile banking

Sr.no Particulars frequency Percentage

1 yes 67 67%

2 no 33 37%

Total 100 100%

The above graph clearly shows that 67% of respondents are aware of mobile banking and 

33% of respondents are not aware of mobile banking.

Sr.no Particulars frequency Percentage

1 yes 65 65%

2 no 35 35%

total 100 100%

Customers interest of enrollment for mobile banking
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The above chart clearly shows that majority 65respondents is ready to enroll the mobile 

banking services but rest 35 respondents were not ready to avail the services.

Sr.no

 

Particulars frequency Percentage

1 e-payment 8 8%

2 Credit-debit cards 20 20%

3 ATM 46 46%

4 Internet banking 26 26%

total 100 100%

Customers preference regarding e-banking services

The graph shows that the respondents response regarding e banking services. In which 46% 

of respondents prefer ATM facility while 26 % were prefer Internet banking. Very less 

respondents prefer 8% interested in E payment.

Familiarity with obtaining financial information through my mobile device.

   

    

Sr.no

 

Particulars frequency Percentage

1 Strongly agree 25 25%

2 Agree 48 48%

3 Strongly disagree 07 07%

4 Disagree 20 20%

Total 100 100%
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The above graph shows that 48% of respondents agree that they are familiar in obtaining 

financial information through their mobile device while 25% strongly agree that they were 

familiar in obtaining financial information through their mobile device and 20% of 

respondents are not familiar in obtaining financial information through their mobile device.

8) I am familiar with Money transfer facility through mobile device.

Sr.no Particulars frequency Percentage

1 Strongly agree 39 39%

2 Agree 37 37%

3 Strongly disagree 08 08%

4 Disagree 16 16%

Total 100 100%

had shown their interest to enroll for 

mobile banking.

• E-banking provide various services 

o u t  o f  w h i c h  m a j o r i t y  o f  

respondents i.e 46%  prefer ATM 

services.

• It is observed that majority of 

respondents are familiar to obtain 

financial information and also 

money transfer facility through their 

mobile devices.

The above chart shows that 39% of 

respondents agree that they are familiar with 

money transfer facility through their mobile 

device, while 37% of respondents strongly 

agree with the same but 16% of respondents 

disagree that they were familiar with money 

transfer facility through their mobile device

Findings

• From this study it is observed that 

majority of respondents i.e 67% are 

aware of mobile banking.

• Majority of the respondent's i.e 65% 
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So here it is conclude that 

technology is that best medium to attract 

and retain the customer which gives plenty 

of advantage to banking industry.
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Suggestions

• Customers should be motivated to 

use more or other e-banking 

services.

• Proper training should be given to 

customers for using e-banking 

services.

• They should be explain regarding 

the benefits of using various e-

banking services.

• Majority of the bank customers 

using ATM services for their 

consumption so here it is an 

opportunity for the banker to do 

marketing of various banking 

services through ATMs .

• Mobile is good option for creating 

awareness regarding the various 

services rendered by the banks to 

their customer.

Conclusion:

As Far As Banking is Concern 

Customer is a key for success in the business 

world. For the satisfaction it is prime 

responsibility of the banks to inform 

customers about various schemes and 

services rendering to them, so today mobile 

is a tool through which they can spread 

awareness and ATMs is also best medium of 

information sharing to all the end user.
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ABSTRACT 

Marketing communication, hitherto dominated by mass media was marketer 

controlled and predominantly oneway communication. However the advent of internet 

and mobile technologieshas enabled two way communicationswhile providing unique 

and favourable customer experiences. The demographic shifts such as techsavy 

customers coupled with increased internet and smart phone penetration, channel 

disintermediation with aggregators like policybazzar.com, organization and review 

websites and mobile apps launched by life insurance organizations have a profound 

impact on the life insurance buying behaviour. The studies in understanding the influence 

of technology drivers in consumer behaviour have been sparse in the Indiancontext. The 

researcharticle attempts to explore the technological influences in buyer readiness 

stages anddevelops conceptual frameworks to understand the nature of these 

technological tools. The technologies would be key drivers of customer - centric 

marketing in the future.
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zonal offices, 1381 satellite offices and the 

corporate office. LIC's Wide Area Network 

covers 113divisional offices and connects 

all the branches through a Metro Area 

Network. 

Life insurance industry was liberalized 

in 2000 to increase life insurance 

penetration and density in India. LIC is 

Introduction 

Life insurance was nationalized in 1956 

to protect the interests of stakeholders and 

Life Insurance Corporation (LIC) was 

established in 1956 by the life insurance 

corporation ACT 1956.Currently, LIC 

functions with 2048 fully computerized 

branch offices, 113 divisional offices, 8 
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judgments  have to understood  There is a 

need to understand thebeliefs, preferences 

and judgments that guide individuals in the 

context of financial investment decisions 

(Kahneman and Tversky, 1974, 1979; 

Pompian, 2006).Kahneman and Riepe 

(1998) observed the investment decisions 

has emotional and financial outcomes over 

time and to be understood 

Sheth, J. N., Sisodia, R. S., & Sharma, A 

(2000) emphasized the   rising of 

importance of customer -centric marketing 

and cocreation marketing.Gera, R. (2011) 

observedthat agent serviceattributes such as 

product knowledge, empathy, reliability 

and trust have bearing on customer 

recommendation.Ganguly, B., Dash, S. B., 

& Cyr, D. (2009) in the empirical study 

found website factors influence online trust 

in India.

Siddiqui, M. H., & Sharma, T. G. 

(2010)highlighted the importance of 

assurance, competence and personalized 

financial planning as areas of importance in   

measuring perceived service quality in life 

insurance.

Cheung et al., (2011) observed customer 

engagement  i s  a  p rocess  and  a  

psychological state. The understanding of 

customer engagement varies according to 

i.e., subjects (e.g. customers, students, 

employees) and objects (e.g. brand, service, 

course, mobile application) of engagement 

(Brodie et al., 2011).

market leader and there are total 24 

organizations in the life insurance industry 

in India. India's life insurance sector is the 

largest in the world with about 360 million 

policies and has witnessed attractive double 

digit growth in the past and expected to 

increase at a Compound Annual Growth 

Rate (CAGR) of 12-15 per cent over the 

next five years. The insurance industry 

plans to hike penetration levels to five per 

cent by 2020. Insurance regulatory and 

development authority (IRDA) was 

established in 2000 to regulate, promote life 

insurance industry and increase customer 

satisfaction in India. IRDA has formulated a 

draft regulation, which imposes obligations 

on insurers towards providing insurance 

cover to the rural and economically weaker 

sections of the population.

Life insurance decisions as part of 

Personal financial planning and investment 

management constitute a key and difficult 

task for any individual and his/her 

household, as well informed decisions will 

pave way for the financial well-being. In the 

context of decision making, it becomes 

imperative to examine the how the 

customers use the various technologies in 

decision making.

Markowitz (1952) emphasized the 

rational decision making made by the 

investors to maximize the utility, the 

behavioural  theories stressed the 

satisfaction (Simon, 1955;Kahneman and 

Tversky, 1979).  Beliefs, preferences, 
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review websites, websites of organization; 

social media like Facebook have a serious 

bearing on consumer behavior. Research 

exploring the influence on buyer readiness 

stages and understanding the nature of these 

technological tools in life insurance 

industry have been scarce in the Indian 

context.  Given high information 

asymmetry and the complex nature of the 

life insurance product,it is essential to 

examine,how the technological tools are 

used by the potential and existing policy 

holder's .This research paper attempts to fill 

this void. The objectives of the study are:

1. To examine the nature of the 

technological tools from customer 

perspective 

2. To examine the influence of these 

technological tools on buyer readiness 

stages.

Methodology - The study is based on 

secondary data.

Lic Mobile - Life insurance corporation 

of India (LIC) has launched free mobile app 

in 2012 for smartphones and tablet (Android 

based) to get access information services for 

customers and agents. In, 2014, it launched 

mobile app for windows smartphone.SBI 

Life - Easy Access is an mobile application 

which provides the information regarding 

existing and new policies, premium 

payment, industry updates, premium 

calculations. Aviva life insurance is free 

Mollen and Wilson (2010) observed  the 

three themes of customer engagement  , 

mental state along with active and sustained 

cognitive processing; assurance of 

instrumental and experiential value; 

emotional  bonding,  pleasure and 

satisfaction.

Ponsignon, F., Klaus, P., & Maull, R. S. 

(2015)  identified five practices that are 

consistently used by financial services 

organizations to manage the customer 

experience.  These practices include, define 

the customer journey lifecycle monitor, 

track, and improve failed moments of 

truth,Engage customers in learning 

activities, leverage transaction data to 

personalize the customer experience, and 

apply sensory design on the tangible and 

visible service elements

Gupta, M., & Aggarwal, N. (2013) 

conducted  factor analytic study  and  

identified  three components of information 

,'Literature and advertising', 'Professional 

r e c o m m e n d a t i o n s ' ;  a n d  ' R e t u r n  

performance' which are important in life 

insurance purchase. 

There is strong relationship between 

sources of information and decision to 

purchase (Vinson and McVandon, 1978, 

Crossby and Stephans 1987,Carroll .P 

1980)

Need and objectives of the study: 

Digital economy has heralded new 

technological tools such as mobile apps, 
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a website.  Policy bazzar.com enables 

comparison of different products belonging 

to organizations and also one can buy life 

insurance policies. Term policies are 

preferred product which is purchased online 

as products are cheaper when compared to 

buying through agents. IRDA regulations 

also impacted the business models of these 

new channel intermediaries. Some of them 

provide leads. There are eighteen web 

aggregators in life insurance enabling 

customers to compare different policies and 

make informed decisions

         The Figure 1 shows the dimensions or 

characteristics of different technologies.

mobile apps   and it enables to manage ones 

policy and provides new product 

information. In India, there is rising trend of 

buying online term policies by the young 

and financially educated customers. It is 

cost effective for policyholders to buy 

online.According to PwC study insurance 

2020, observed mega trends that influence 

insurance industry that big data will 

transform into actionable insights.  India is 

to become largest smartphone market in the 

world by 2017.

IRDA has given regulations and defined 

the scope of functions of web aggregators 

who gather and provide information about 

insurance policies of various companies on 

Figure 1:  Characteristics of Technologies in life insurance industry 

High 

Customer 

engagement

High functionality Low 

functionality

Mobile apps

Web aggregators

Organization 

Facebook 

Low 

customer 

engagement 

Company Website 

Mouthshut

.com

Source: Developed by the authors
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launched multi-lingual website to assist non 

- English segment.

 According to Kotler "Buyer Readiness 

Stages" Thesearedifferent stages passed by 

the customer and eventually making 

purchase. These are given below:

Awareness: customer has a vague idea and if 

the awareness levels with respect to 

organization and product are ow, it requires 

concerted marketing efforts. Website, 

Facebook and review websites assist the 

marketers in developing awareness levels. 

Brand recognition and recall are critical 

objectives to be achieved.

Knowledge: This is the second stage where 

the consumer is aware of the product but 

does not have enough knowledge about the 

product or organization.  Mere awareness 

will not suffice and developing knowledge 

is necessary. The technological tools like 

organization website, mobile apps, and 

review websites provide necessary 

knowledge.

Liking : It is essential to understand the 

customers' feelings and convert negative 

feelings to positive, by tools such as 

Facebook, Mouthshut, and website. 

Facebook plays major role in the affective 

stage.

Preference : Customer needs to develop 

preferences and gives top priority to select 

offerings based on needs and constraints.

Conviction : In this stage, customer 

needs to be strongly convinced and requires 

Mobile apps launched by several life 

insurance organizations provide high 

functional uses such as product information   

and   premium payment options and policy 

status and updates for existing customers. 

This acts as new and unique platform for 

customer engagement and customer 

experience. This platform also enables co-

creation by which organizations suggest and 

develop products according to individual 

customer needs. Web aggregators enable 

potential customers to compare different 

products and make informed decisions. 

They may also enable to purchase online 

products. Organizations like Facebook 

enable to express customers opinions and 

felling's vis- a- vis no of likes, feedback and 

views. Review websites like Mouthshut 

.com enable to vent positive felling's and 

outbursts, and give candid view about the 

product. However, compared to other 

products, Mouthshut.com has low 

functional appeal among potential 

customers. We attribute this aspect to   

nature of the life insurance as  a product 

which is   private  product. Consumers may 

not seek and express freely when compared 

to other product categories. Company 

webs i t e  p rov ides  comprehens ive  

information and enables customer contact 

and feedback but customer is passive 

recipient of information. However, the 

challenge lies in integrity and   controlling 

negative word of mouth publicity especially 

on Facebook, Mouhshut.com. SBI life has 
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Life insurance is perceived to be high 

involvement and complex product. We 

assume the customer need to go through 

these linear stages (awareness, knowledge, 

liking, conviction and purchase).The table 1 

shows the role of   technologies in buyer 

readiness stages.

a rationale to purchase the product. Web 

aggregators and mobile apps play critical 

role in this stage...

Purchase : Post conviction, marketer should 

lead the customer to purchase by offering 

cogent value proposition. Web aggregators, 

organization website and mobile apps lead 

the customer to purchase online.

Table 1: Role of different technologies in buyer readiness stages

Buyer readiness stages Technology /application Stage of 

buying 

behaviour

Awareness Company Website, 

Facebook,Mouthshut.com

Pre and post 

purchase

knowledge Company web site , Mobile 

,Mouthshut.com

Pre and post 

purchase

Liking Facebook,Mouthshut,website 

,Mobile app

Pre and post 

purchase

Preference Mouthshut.com ,Facebook, 

website ,Mobile app

Pre and post 

purchase

Conviction Web aggregator, website 

,Mobile app

Pre and post 

purchase

Purchase Web aggregator Pre and post 

purchase

Source: Developed by the authors

the customer service by providing full 

lifecycle policy services (premium 

payment, change of address, change of 

beneficiary, policy status and fund 

values).Time impoverished customers, may 

choose mobile apps, web aggregators and 

organization website for online purchase. 

This provides hassle free convenience to 

C o n c l u s i o n  a n d  m a n a g e r i a l  

impl icat ions  -  Organizat ions  are  

capitalising on mobile strategy though 

mobile apps for customer engagement,and 

facilitating operational and information 

applications. Social media like Facebook 

can be used for brand building and customer 

interaction. Mobile apps have transformed 
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Limitations and scope for further 

studies - The study is exploratory in nature 

and may be further validated by descriptive 

studies. The technological tools may appeal 

to tech savvy customers but still the 

majority of the customers rely on agents 

advice, the use of missed call concept may 

be explored for customers using feature 

phones. There is immediate and urgent need 

to study the customer interactions and 

engagement aspects who have claimed 

insurance amount (ie post purchase in life 

insurance) as this would reveal gaps in 

service quality.
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ABSTRACT : 

In India the balance between the work-life and the professional life is a common talk. 
Personal and professional are the two roles played by a working individual. The 
employees have to play their role and handle their responsibility. Due to the work stress 
their dear ones like family, organization and society gets affected. In several professions 
there is considerably a high pressure of performance which in return leads to stress and 
other problems. The shrinking incomes, faltering economy and uncontrolled layoffs are 
some undeniable factors. A considerable factor is the lack of accommodation for the 
work-life balance, which in return can add to the stress load of the employees, especially 
for the working women's who are the primary caretakers of their family, children's and 
old dear ones. All of these factors lead to the stressed individuals in an organization 
which leads to the fatigue, these individuals prone to mistakes and injuries, and are more 
likely to be absent. Work and professional life are the two sides of the same coin. This 
exploratory research is an attempt to study the work-life balance issues. This paper will 
examine the literature on work-life balance policies and practices, Employee 
engagement and work-place culture in different industries in order to increase their 
productivity and retain them in the organization for a long period of time. This paper is an 
attempt against the highly increasing work load and working hours that is the primary 
demand of Indian organizations and expects in the course of time and what are the 
problems faced by the employees due to the pressure of work and what are the main 
problems they can be encountered. In India where family issues are the top priority but 
due to the adverse effect of the work-life of the employees they can't give enough time to 
his/her family.

Keywords: Employee Engagement, Work-Life Issues, Reasons for Balances, Benefits
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theoretical framework when we are looking 

at work-life balance.Whenever we get the 

answer of this question it becomes easier for 

us to crack the problems. In today's work 

Introduction 

Work-life balance is an often-used term 

in all the sectors like BPOs, ITs, and 

Hospitality etc. The question is "what is the 
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employees like the senior management 

interest in their wellbeing and they like to 

work for the organization with a reputation 

of a good employer. The organizations 

which provide a workplace culture with the 

p s y c h o l o g i c a l  c o n d i t i o n s  o f  

meaningfulness (job enrichment, work role 

fit), safety (supportive managers and co-

workers), and availability (resources 

available) are more likely to retain the 

employees. It is shown by the researches 

that the organizations get the engaged 

employees due to the psychological 

conditions of meaningfulness, availability 

and safety. Work-life balance is important 

for the employees engagement and 

retention. By knowing the unique needs of 

diverse groups as well as by recognizing 

individual differences within these groups, 

HR can better understand the challenges of 

increased diversity in the organizations 

workforce (e.g., different generations, more 

females, and changing psychological 

conditions) and work towards designing 

and implementing work-life balance 

policies and practices to engage diverse 

employee groups. During this time of 

financial uncertainty the businesses are 

more concerned about increasing the 

employees engagement. The tangible 

benefits can be achieved with the 

introduction of appropriate employment 

practices to help the employees to achieve a 

better work-life balance. The faltering 

downturn and job insecurity would bring 

environment a better balance between work 

and life is increasingly desired by the 

workers. The desire for a better work-life 

balance has become one of the growing 

concerns in contemporary society. 

Therefore it is essential for organizations to 

incorporate work-life balance strategies 

with job design and employment policies. It 

is important to identify the benefits of work-

life balance before designing and 

implementing any work life balance 

program. Examining the advantages of 

work-life balance can help organizations to 

realize the importance of incorporating 

work life balance strategies with their 

employment policies. Consequently they 

can design and implement effective work-

life balance programs in their work 

environment. When the burden, obligations 

and responsibilities of work and family 

roles become incompatible, then a conflict 

between the work and personal life get 

aroused which in return make it complicated 

to complete one task at a time. The 

obligation to do a task can force the 

individual to neglect the other one. The 

work/life balance is about adjusting 

working patterns in such a way that 

employees can combine their work with 

their other responsibilities such as caring for 

children's or elder relatives. In today's 

knowledge world employees are looking for 

the new opportunities to learn and improve 

their skills. They want the open valve for 

their imagination, creativity and ideas. The 
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burnout, expressed dissatisfaction with life, 

and were in poor mental/ physical health. 

Work schedule flexibility has been found to 

be negatively associated with work life 

balance / work family conflict. Higher the 

flexibility lower is the work family conflict. 

In other words, higher the work schedule 

flexibility, higher is the work life balance. 

Loscocoo (1997) examined how people 

with considerable control over their work 

lives construct and experience work family 

connections. The data was collected 

through in-depth interviews of 30 self-

employed people. The results showed that 

self-employed people had considerable 

control over their work lives and this helped 

them to curb the intrusion of work into 

family life. However, women emphasized 

the importance of flexibility more than men. 

Hammer et al. (1997) reported that higher 

levels of perceived work schedule 

flexibility were related to lower levels of 

work family conflict. Macky and Boxall 

(2008) reported that employees working 

longer hours are more likely to report a 

greater imbalance in the work life 

relationship. The five high involvement 

variables (i.e. power to make decision and 

act autonomously, information provision, 

rewards, knowledge of the job and team 

working) were found to be negatively 

correlated to work life imbalance. It was 

also found that increasing the availability of 

work life balance policies for employees did 

not improve the relationships when pressure 

increased job focus and engagement. The 

work life balance can made the employees 

to feel free and even lead to increased 

productivity, lower absenteeism and less 

stressed workforce and employees will 

remain engaged to the organization. This 

paper will examine how to promote good 

work-life balance in workplace and 

highlights its benefits in the business. It also 

explores the belief of employees 

engagement and workplace culture. 

A l t h o u g h  i t  w i l l  o u t l i n e s  t h e  

implementation of the work-life policies 

and practices adopted in the organizations 

for the employees engagement. II. 

Review of Literature 

A brief review of literature of studies 

conducted so far is given here. Adams et al. 

(1996) found that relationships between 

work and family can have an important 

effect on job and life satisfaction and the 

level of involvement the worker assigns to 

work and family roles is associated with this 

relationship. Duxbury and Higgins (2001) 

examined the effects of three types of work 

family conflict - role overload (having too 

much to do), work to family interference 

and family to work interference on the 

organizational performance and quality of 

life of employees. It was found that work-

life conflict had a negative impact on 

organizational performance and on 

employees. Employees who are overloaded 

or whose work interfered with family (vice-

versa) were highly stressed, experienced 
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employee engagement can be achieved 

through the creation of an organizational 

environment where positive emotions such 

as involvement and pride are encouraged, 

resulting in improved organizational 

performance, lower employee turnover and 

better health. Individuals adopt strategies 

such as accommodation, negotiation to 

enhance their work life balance or reduce 

work family conflict. Singh (2001) in his 

qualitative study used "work/life border 

theory to explore how British and Swedish 

m a n a g e r s  d e a l t  w i t h  c o m p e t i n g  

commitments. A sample of 35 managers (18 

Swedish, 17 British; 18 males and 17 

females) ranging from directors to project 

managers, aged between 28 to 59 years, was 

taken and semi-structured interviews were 

held on site in UK and Sweden. The study 

showed a tension between managers own 

needs for more balanced work lives and 

corporate attitudes to balance - seekers and 

career choices. Findings suggested that four 

kinds of strategies were used by the 

managers for maintaining work life balance. 

These included accommodating family 

terms, negotiating with the family, 

accommodating the organization and 

staggering commitments. The study showed 

that managers enact their work life balance 

strategies with both their employer and their 

family, particularly their partner, who also 

enacts boundaries between home and 

employer, so there are four parties to the 

negotiation or accommodation of needs. 

to work longer hours was higher, and 

employees felt greater work life imbalance. 

Across industries,  engagement is  

substantially higher in the non-profit sector 

than in every other sector looked at by 

Towers Perrin (2003). This would appear 

logical, given that people tend to be drawn 

to this sector through a sense of mission, 

rather than from any prospect of high pay or 

wealth accumulation. This finding is also 

consistent with the numerous definitions 

and views surrounding engagement, which 

identifies a passion for work as being a key 

component factor (Truss et al 2006, Brim 

2002 and Holbeche and Springett 2003). 

Indeed, the fact that the sector is 

traditionally not a high-paying one, relative 

to the others studied, emphasizes the fact 

that it is not possible to buy engagement in 

the conventional sense by offering better 

than average monetary awards. Conversely, 

in another study comparing the public and 

private sectors, Truss et al (2006) found that 

group in the public sector had a more 

negative experience of work, they reported 

more bullying and harassment than those in 

the private sector, and were less satisfied 

with the opportunities they had to use their 

abilities. This reinforces the findings of 

previous studies and underlines the scale of 

the challenge facing public sector managers 

in particular, and the negative impact that 

bullying and harassment have on employees 

and their levels of engagement (Emmott 

2006). According to Robinson (2006), 
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members. Other important factors in the 

success of work life balance policies include 

proper communication of commitment to 

the policies to existing and future 

employees, raising awareness of the 

policies, education of managers about the 

importance of policies, and training of 

managers on how to implement these 

policies. 

Engaged Employees are a Competitive 

Business Advantage 

The most successful companies 

recognize that their employees are their 

most valuable asset. Employee engagement 

is not just a buzzword - it has a clear link to 

increased business success. Efficiency and 

productivity are prerequisites for success on 

a fiercely competitive market. Healthy, 

capable and engaged employees are a 

company's capital and a major competitive 

advantage. Linkage research (e.g., Treacy) 

received significant attention in the business 

community because of correlations between 

employee engagement and desirable 

business outcomes such as retention of 

talent, customer service, individual 

performance, team performance, business 

unit productivity, and even enterprise-level 

financial performance (e.g., Rucci at al, 

1998 using data from Sears). Some of this 

work has been published in a diversity 

context (e.g., McKay, Avery, Morris et al., 

2007). Directions of causality were 

discussed by Schneider and colleagues in 

2003. The Corporate Executive Board 

Some managers use their own views as 

reference points for dealing with 

subordinates need for work life balance. 

Work-life Balance Policies & Practices 

Work-life balance, in its broadest sense, 

is defined as a satisfactory level of 

involvement or fit between the multiple 

roles in a person's life (Hudson, 2005).There 

is no one accepted definition of what 

constitutes a work-life balance practice, the 

term usually refers to one of the following: 

organizational support for dependent care, 

flexible work options, and family or 

personal leave (Estes & Michael, 2005). 

Hence these practices include flexible work 

hours (e.g., flexitime, which permits 

workers to vary their start and finish times 

provided a certain number of hours is 

worked; compressed work week, in which 

employees work a full week's worth of 

hours in four days and take the fifth off), 

working from home , sharing a full-time job 

between two employees (job sharing), 

family leave programs (e.g., parental leave, 

adoption leave, compassionate leave), 

onsite childcare, and financial and/or 

informational assistance with childcare and 

eldercare services. Work-life balance 

policies can assist employees achieving a 

balance between their work and personal 

commitments that is right for them. The 

policies need to be supported by the 

workplace culture, which reflects the 

beliefs, values and norms of the whole of the 

organization from the CEO to staff 
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multigenerational workplace. These 

multigenerational workplace policies and 

programs include the flexible working 

conditions, telecommuting, family leave, 

rewards and recognition, health care, 

training and development. In India, the 

concept of hierarchy has traditionally 

strongly influenced business decision, such 

a s  s t r a t e g y ,  p r o m o t i o n s  a n d  

communications. Yet, in today's Indian 

workplace, older workers view hierarchy as 

more important than do people of the 

younger generation. Additionally, it should 

be noted that the concept of the Baby Boom 

generation exists only in the developed 

world, with other nations not having the 

concerns resulting from this large 

generation. For example, many countries 

(e.g., Latino Christian, Arab and African 

nations) did not have a significant reduction 

in fertility rates, nor did they embrace 

factors such as access to contraception, the 

changing role of women in society and more 

recent focus on work/life balance. 

Work-Life Balance Policies & Practices 

Stimulating Employee Engagement in 

Industries 

Over the last decade the evidence for the 

business benefits of work-life balance 

policies has been growing in volume and 

strength. The studies show strong links 

between work-life balance policies and 

r e d u c e d  a b s e n t e e i s m ,  i n c r e a s e d  

productivity and job satisfaction. Other 

benefits include improved recruitment and 

surveyed 50,000 employees in 59 

organizations worldwide. Employees with 

lower engagement are four times more 

likely to leave their jobs than those who are 

highly engaged. Even more important, 

moving from low to high engagement can 

result in a 21 percent increase in 

performance. "The key to engaging 

employees comes from targeting the right 

employees with the right programs. 

Companies that segment employees based 

on commitment and 'line of sight' can find 

the right drivers that will retain and motivate 

their most valuable employees. Programs 

that increase trust, empowerment and 

customer focus increase engagement and 

therefore provide a competitive advantage. 

Employee engagement has emerged as a 

critical driver of business success in today's 

competitive marketplace. Thus, to gain a 

competitive edge, organizations are turning 

to HR to set the agenda for employee 

engagement and commitment. 

Workplace Culture Sets the Tone for 

Employee Engagement

Organizations that create cultures that 

value balance, and assist employees to 

achieve life balance will be rewarded with 

highly engaged employees. By developing 

more unified and compassionate workplace 

cultures, organizations will be more 

attractive to people of all generations. Such 

studies provide valuable insight and 

information to HR professionals to assess 

HR policies and programs for the 
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understand that whether he is supporting the 

employees to balance their work and life. 

There are some factors that show that the 

work/life balance is poor. Some of these 

factors are as: 

? Employees are doing a lot of overtime as 

the youth is targeted as they are more 

energetic and young to do any task. In 

lieu of earning money they not get 

enough time to spend with family and it 

may lead to issues related to personal 

life even health may not support for a 

long period of time to spend on job. 

? High rates of absenteeism or staff 

sickness. 

? High levels of staff turnover. 

? Employees taking a lot of time off to 

deal with 

? emergencies involving children or 

other dependents. 

? High levels of employee stress. 

Employees should be made to get 

recharge as they will be working for long 

hours they need break from hectic work 

schedule. Management should interact with 

people and understand what can be done to 

keep employees happy so that they can be 

part of organization for a long period of 

time. But should Corporate India meekly 

accept that Could they not firmly and 

collectively send the message out that their 

executives are their wealth and should be 

better taken care of. 

Initiatives like "work from home," flexi-

work, etc., have not been successful. People 

retention rates with associated cost savings, 

reduced sick leave usage, a reduction in 

worker stress and improvements in 

employee satisfaction and loyalty, greater 

flexibility for business operating hours, an 

improved corporate image. The Workplace 

Employee Relations Survey 1998 suggests 

that the workplaces that are doing best on a 

number of dimensions were those with 'high 

commitment management practices' well 

embedded in the labour process, and where 

a large proportion of employees feel 

committed to the organization. They 

defined high commitment management 

prac t ices  to  inc lude  pol ic ies  on  

communication with employees and 

family-friendly working practices. 

Research Objectives 

The main objective of the work-life 

balance study here is to understand the 

business benefits of improved work-life 

balance. 

The main objectives of the research are as 

follows:

? To study the work-life balance issues 

affecting the employee's life. 

? To study the factors affecting the work-

life issues. 

? To determine the factors leading to 

work-life imbalance of the employees. 

? To suggest the suitable measures for 

perfect equilibrium between effective 

work and life. 

Work-life Balance Problems 

For an employer it might be difficult to 
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eventually people quit the industry. Most of 

the employees work on Indian holidays too, 

which causes frustration. Some employees 

even feel the need for inclusion in the family 

and the society. Hence it is important for 

family members to render support for their 

young sons and daughters and to help them 

with the stress that they are undergoing. 

Discipline and Behavioural Issues 

Call centres provide excellent working 

environment, free food and transportation. 

There is always situation where individual 

or group of youngsters tend to commit 

mistakes and abuse the freedom. The most 

common behaviour cited is misuse of food, 

behave erratically in vans, and Smoke in 

public places, misuse of telephones and 

other resources of the company. The 

supervisors themselves reel under the 

pressure of performance and achieving 

targets. Hence do not give their time for 

finding solutions. The professional 

counsellor can play a major role in 

educating the youngsters on discipline; 

provide advice to erring executives. 

Unacceptable behaviours cause disturbance 

to others and affects the overall 

productivity. Continuous education and 

counselling will help to mitigate such 

problems and it is possible to change the 

behaviour by adopting a positive approach. 

Personal Habits 

The young executives tend to develop 

certain bad habits such as alcohol, smoking 

etc. It is not. It is uncommon to find women 

smoking and drinking alcohol in the 

who choose that option have become 

marginalized and subtly excluded, with 

their career clearly nose-diving. This has 

forced most of them to give in and get back 

to the mainstream career force or make a 

tough priority decision. I have come across 

several "power women" who chose the 

work from home option. In a few months, 

they had to admit that it was killing their 

growth in the company. 

There are certain health related issues 

which are arises due to the work/ life 

imbalances and stress at workplace. 

Health Problems 

The consequences of stressful work are 

health related problems, which eventually 

leads to quitting of job or Quitting the 

industry. We witness high attrition rates of 

around 30-40% in this industry. Some of the 

health issues are: 

1. Tension 

2. Sleeplessness 

3. Headaches 

4. Eye-strain 

5. Repetitive strain injury (RSI) 

6. Voice loss, hearing problems and burn-

out. 

Detachment from the Family 

Since the daytime is spent in sleep and 

recreational activities with friends. The 

employees are hardly able to give time for 

their families. Problems become more 

pronounced when they get married. 

Additional responsibilities of running a 

family demands more time and hence 
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companies have overcome by use of anti-

glare monitors. 

Hearing Ailments 

A call centre job invokes taking calls 

throughout the shift,  sitting with 

headphones. While quality of headphones 

does make a difference, it would not be 

appropriate to say that good quality of 

headphones can solve this problem; it is 

more to do with giving rest between calls. 

Reasons of imbalance 

There are various reasons for this 

imbalance and conflicts in the life of an 

employee. From individual career 

ambitions to pressure to cope up with family 

or work, the reasons can be situation and 

individual specific. The speed of 

advancement of information technology, 

the increasing competition in the talent 

supply market has led to a "performance-

driven" culture creating pressures and 

expectations to performance more and 

better every time. Also, many a times, many 

people find it difficult to say "NO" to others 

especially their superiors. They usually end 

up over burdening themselves with work. 

The increasing responsibilities on the 

personal front with age can also create stress 

on personal and professional fronts. 

Effects 

Constant struggle and effort to maintain 

a balance between the work and personal 

life can have serious implications on the life 

of an individual. According to a survey, 81 

per cent of the respondents have admitted 

organization which is definitely a Social 

stigma in the Indian societies. There are 

increased concerns about the habits of the 

employees among the parents, who are not 

finding it easy to talk to them about their 

habits, which in no way are welcomed by 

the Indian families. Solving such issues lies 

majorly in the hands of the employees and 

their employers. Employees can be made to 

attend counselling sessions of professional 

c o u n s e l l o r s .  C o n d u c t i n g  g r o u p  

Counselling, workshops, educative film 

shows, in order to create awareness on 

effects of bad habits. Such actions will 

enable individuals to realize the importance 

of good habits and they could seek one-to-

one counselling sessions. 

Depression 

The gradual realization that there are 

limited scopes in developing a career owing 

to fewer growth opportunities is increasing 

the frustration levels in the organization. 

Coupled with growing mental fatigue and 

i n c r e a s i n g l y  p u n i s h i n g  p h y s i c a l  

environments, depression is the obvious end 

result. Some call centres have now devised 

different stress management programs 

mainly to counter depression. 

Eyesight Problems 

Globally call centre employees are 

considered a high risk group for eye related 

problems. While the quality of monitors 

might impact these disorders, sitting 

continually without adequate breaks seems 

to be the truer reason. While this is already a 

problem in the IT industry, which some 
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Unpaid Career Breaks 

The other policies that make it easier for 

employees to balance work and the rest of 

their lives include unpaid career breaks and 

paid sabbatical schemes. These are a cost-

effective way to retain valued staff or 

reward those with long service. Allowing 

your employees extra days off work -

whether paid or unpaid - can improve their 

work/life balance. Holiday purchase 

schemes enable employees to buy 

additional - usually limited holidays on top 

of their annual entitlement. You could 

consider giving employees maternity, 

paternity, adoption or parental leave in 

excess of the statutory minimum, e.g. higher 

pay or longer leave. These schemes give 

employees a measure of control over how 

their working lives are organized and foster 

greater employee loyalty and commitment. 

Making the working environment more 

attractive 

Improvements  to  the  working 

environment can boost morale and help you 

retain valued staff. The typical techniques 

include:  free exercise classes,  a  

free/subsidized canteen, company days out, 

childcare vouchers, time-off for learning. 

Time management 

It is one of the best solutions which can 

help to reduce the imbalance between the 

personal and the work life of the employees. 

Prioritizing the tasks and planning the 

activities can help to take out some free time 

that their jobs are affecting and creating 

stress in their personal lives. The pressures 

of the work or personal life can lead to 

stress. According to studies, it has been 

found to that such situation can take a toll on 

the person's health both physiologically and 

psycho log ica l ly.  Hear t  a i lmen ts ,  

cardiovascular problems, sleep disorders, 

depression, irritability, jumpiness, 

insecurity, poor concentration and even 

nervous breakdowns are becoming 

common among the victims of such 

imbalance. Pressure, stress or tension in 

work life can lead to bad social life and vice 

versa. 

Suggestions For Effective Work Life 

There are no hard-and-fast rules on what 

constitutes an acceptable work/life balance - 

this will depend on the operational 

requirements of your business and the needs 

of your employees. 

Flexible Working Practices 

This includes part-time working, flexi-

time, job sharing and home working. Self-

roistering allows employees to choose 

which shifts to work. Certain employees 

have the right to request flexible working. 

For a full explanation of the types and 

advantages of flexible working, see our 

guide on flexible working - the law and best 

practice. You can also use our interactive 

tool to investigate what kind of flexible 

working will best suit your employees and 

employers. 
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intent to remain in the organization. Work-

life balance must be supported and 

encouraged at all levels of the organization, 

including senior management, line 

managers and all staff. An organization 

which encourages work-life balance 

policies and practices will win the benefits 

of augmented employee engagement and 

also a positive outcome is dependent on a 

workplace culture that is supportive of using 

work-life initiatives. Some organizations 

are working on balancing the work-life of 

employees and measure to be taken to solve 

complexities of workers in workplace and 

how to solve this problem using time 

management and employees can manage 

their personal life and professional life 

smoothly. Today's organizations are all 

about working with 24*7 and stress will be 

involved with work and mental stability will 

be a prime concern for employers so as how 

to make people work efficiently. The 

organizations has to organize special 

programs at the week-end by creating an 

attractive work environment through which 

people can get relaxed at least during week-

end. The organizations should know what 

the reasons are for the birth of such 

imbalances. 
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