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Information Technology as a Cost Cutting Tool in 
Manufacturing Industry  

                                                                                                                                   
Rimple Goja & 

                                                                                                                                   Meenu Sharma 
                                                                                                                                   MBA-  3rd Sem     
 
       

The Indian manufacturing sector was growing at an impressive rate of 9.5% annually 
since 2003-04 but recession at global level has affected Indian manufacturing sector 
as a result the cost per unit in production has increased. In this paper an attempt has 
been made to reduce cost of manufacturing with the help of various strategies & tools 
at the time of recession also. One of the strategies for reducing cost is the use of 
information technology as a cost cutting tool, which ultimately reduces cost and 
improves service level. It has been tried to integrate the various functional areas as 
well as various different units besides the focal organization in order to reduce 
uncertainty in terms of demand   reduction of inventory cost as well as losses due to 
mark down pricing and over production 
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INFORMATION TECHNOLOGY AS a COST CUTTING TOOL:  

Information technology plays a vital role in reducing manufacturing cost. Some of the 
information technology tools are described, which ultimately reduces time.  

(A). ERP (Enterprise Resource Planning) 

      ERP is defined as an integrated, multidimensional system for all functions based on a 
business model for planning, control & global optimization of entire supply chain by 
using IT technology. In other words, ERP is an integrated system that allows information 
to enter at a single point in process & updates a single shared database for all functions 
that directly or indirectly depend on this information or we can say that, ERP is basically 
a software suit that integrates the whole enterprise, covering the entire internal supply 
chain from vendors & suppliers to customers. 

ERP solution includes functions like human resources, corporate finance, production 
planning & control, materials management, quality management, plant maintenance, 
service management & sales and distribution. 

                                                 

“The first myth of management is that it exists. The second myth of management is that success 
equals skill” 
                                                                                                                                      Robert Heller 
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Amul Started Implementing The ERP In Phases 

                                            

 

ERP SYSTEM USED IN TEXTILE MILLS 

• In every sector of our textile business, the market is forcing companies to stay 
competitive by taking proactive steps to improve operations. In the pursuit of profitable 
growth in a global marketplace, mills are looking for new strategies to improve the 
quality, cut costs, respond swiftly to changes in customer demands and vagaries in raw 
material supply position, expand globally, develop new distribution channels and forge 
new value-added relationships with suppliers and customers With the increase in 
competition and quality awareness within and outside India, no developing and 
progressive industry would be able to survive for long without application of enterprise 
resource planning (ERP).It plans and controls various operations right from the purchase 
upto selling of the product. There are many slacks in use of manpower, energy, fuel, 
textile material, and other processing materials in textile industry. It reduces the wastage 
of the raw materials. Higher quality of product is obtained by using 
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Controlling of the different textile mills in the different location can be made easy by this 
system. 

• It vanquishes the old standalone computer system in Finance, HR, Manufacturing 
and Warehouse, and replaces them with a single unified software program dived into 
software modules that roughly approximate the old standalone system. 

• It provides software for textile industries of all kind, from vertically integrated 
companies requiring system top cover the entire production cycle to those to those 
specializing in single stage of the production process. It helps in the planning for 
optimizing and scheduling of production orders.  

• It not only provides a user-friendly environment can be tailored to the needs of 
companies both large and small, but also progressively expanded, both in the ` 
horizontal` sense to embrace additional organizational functions, as well as `vertically to 
integrate other stages of the production process.  

 

E-procurementment: 

 Transparency, cost-cutting and  access to a wider                 
supplier base are the key reasons that are driving organizations to 
look at e-procurement tools, finds Megha Banduni. 

Six years ago, the Government of Andhra Pradesh (GoAP) 
created a benchmark of sorts by becoming the first among public 
sector organizations to adopt an e-procurement solution. The 
GoAP set up an e-procurement solution linking government 
departments, agencies and local bodies with their vendors.  

The main objective of this e-procurement initiative was to reduce 
the time and cost of doing business, realize better value for 
money spent, standardize the procurement process across 
government departments and agencies, increase buying power 
through demand aggregation, provide a one-stop shop for all 

procurements and allow equal opportunity to all vendors. 
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Virtual Integration  

 Virtual integration is a new form of value chain management. Under such a system, the 
links of the value chain are brought together by informal arrangements among suppliers 
and customers. Shipments of the components that your firm needs can be easily arranged 
through the Internet or a networked computer system. The same type of arrangement 
allows you to fully serve your customers in ordering, services, or any other needs. 

Today the vision for many manufacturers is to become virtual companies, owning only 
the brand and the customer. The design, system development, product sourcing, logistics, 
and even final assembly can all be outsourced to supply chain partners. Increasingly the 
goal is to replace physical assets with information in such a way that every member of 
this extended supply chain benefits. This forces the move from an environment of ‘hard 
wired integration’, where relationships are arms-length and adversarial, even across 
functional boundaries within the organization, to an environment based on ‘negotiated 
sourcing’, where non-core activities are outsourced and collaborative partnerships are the 
norm. 

CASE:  Dell Computer Corporation 

When Dell Inc. first began using the Internet to expand their business, the company had 
three basic objectives: 

1. to make it easier to do business with Dell,  

2. to reduce the cost of doing business with Dell, and  

3. to enhance their customer relationships.  

Starting in 1996, by 1999 Dell was selling more than $35 million per day over the 
Internet. "But for Dell, online commerce was only the beginning," writes Michael Dell1, 
the Founder & CEO of Dell Computer Corporation. "Because we viewed the Internet as a 
central part of our IT strategy, we started to view the ownership of information 
differently, too. Rather than closely guarding our information databases, which took us 
years to develop, we used Internet browsers to essentially give that same information to 
our customers and suppliers – bringing them literally inside our business. This became 
the key to what I call a virtually integrated organization – an organization linked not by 
physical assets, but by information. By using the Internet to speed information from 
between companies, essentially eliminating inter-company boundaries, it would be 
possible to achieve precision and speed-to-market for products and services in ways not 
dreamed possible before. It would be the ultimate business system for a digital economy��
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“The first rule of management is delegation. Don't try and do everything yourself because you 
can't”                     
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THE CHANGED EQUATION  
                                                                                                                

                                                                                                             Divya Singh 
                                                                                                                 MBA-3rd Sem. 

“There’s not to question why 
but to do and die” 

These famous lines from the poem “The Charge of The Light Brigade” rightly describe 
the equation depicting employee-employer relationship in the past. How can one forget 
the infamous historical incident in which Emperor Shahjahan got his workers’ hands cut 
off, who had given shape to his ‘Taj Mahal’?  

For years men used to work in inhuman conditions and then the industrial revolution 
worsened the conditions even more. But as time passed and talking of India particularly, 
many Acts were passed and social reforms took place which increased the awareness 
level of workers and they showed signs of revolt which gave birth to Trade Unions. The 
Unions became the epitome of employee empowerment but  the purpose they  were 
supposed to serve was somewhere left behind as they took the shelter of political parties 
due to lack of funds. As usual they were used by their political affiliates for their own 
selfish interests.  

Then came the LPG model in the ‘90s. Liberalization, Privatization and Globalization 
were given a green signal by the Government and they brought with them a surge of 
economic and social changes. There was more employment, more competition and rapid 
urbanization. Literacy increased, demand for skilled and professionally qualified persons 
increased, people migrated to cities and most importantly the family structure changed as 
the ‘Great Indian Joint Family’ was splitting into ‘Nuclear families’. All this led to a 
great change in the attitude of the employee who now was more confident, informed and 
demanding as consumerism made its presence felt like never before.  

As these changes were going on and their impact increased with the help of a few more 
economic reforms the private sector is now no more a second fiddle to the public sector 
instead it is now the most sought after one. Competition whose nature has changed and is 
no more either local or global but both i.e glocal and the necessity to have the most 
talented and skilled workforce so as to survive the ever changing and unpredictable 
market has forced organizations to respect its employees and not commit the grave 
mistake of taking them for granted.  A compassionate and nurturing attitude is imperative 
and a good Human Resource policy is the transaction organizations need to pay for their 
successful survival.                                                                                                                         

 “It’s not enough to be busy, so are the ants. The question is, what are we busy about?“ 
                                                                                                       Henry David Thoreau 
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The picture is quite clear, employees are an asset and have to be treated as one and not 
like an input as it used to happen because today it’s the inability to hire and retain 
competitive employees which proves to be a bottleneck for an organization’s growth and 
development and not capital. 

Thus, the old equation: 

Power of Employer> Power of Employee 

 Which persisted for years has lost its relevance and this made way for the formulation of 
a new equation rightly describing the present scenario: 

Employ+ talent= Employee  

Employ+ authority/power= Employer 

POWER OF EMPLOYER = POWER OF EMPLOYEE  

 

  

 

 

 

 

 

 

 

 

  

                         

 

“Take care of the minutes and the hours will take care of themselves“. 
                                                                                                          Lord Chesterfield 
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UNDERSTANDING ERGONOMICS AT WORK  

       
                                                                                                                  Anu Sharma 

                                                                                                                   MBA-3rd Sem. 
 

INTRODUCTION 

With the rapid development of computers an increasing number of people are working in 
offices for long hours in relatively fixed positions, performing repetitive movements 
while working hard to meet deadlines. The aches and pains are felt in the neck, shoulder, 
upper and lower back, wrist and elbow joints. In some cases the, 
the nerves to the hand become compressed, causing weakness 
and/ or tingling in the fingers. Lots of employees in MNCs, IT, 
BPO are suffering from lots of musculoskeletal complication 
such as Back pain, Neck pain, Joint pains, forearm, wrist and 
fingers pain, Abnormal posture and Ergonomics which leads to 
further complication and which affect their jobs, their working 
posture, working environment, psychological well being and 
their performance. These days, with more and more people 
working in office environments, ergonomics is just as important 
since poor posture, bad lighting and the carrying out of repetitive 
tasks can put enough strain on the individual to cause injury 

A Physiotherapist can help in screening of causes, abnormal 
factors, complete assessment of body, ergonomic and postural 
analysis according to types of work, working habits, working 
posture, working environment, working schedule and factors 
which affects the work and performance and fitness level of 
employees. 

WHAT  IS ERGONOMICS                       

Ergonomics is defined as: The applied science of equipment 
design, as for the workplace, intended to maximize productivity 
by reducing operator fatigue and discomfort. The word 
Ergonomics is derived from the Greek word ergon which 
simply means work. Ergonomics aims at fitting the person to the workstation, rather than 
the workstation to the person. As each individual is very different and so their 
workstation needs to be adjusted to match them. 

                                      “ To do two things at once is to do neither “ 
                                                                              Publius Syrus 

 



�

�� �

 

OFFICE ERGONOMICS 

Ergonomics is defined as “The applied science of equipment design, as for the 
workplace, intended to maximize productivity by reducing operator fatigue and 
discomfort.” Office Ergonomics specifically relates to the way in which people use 
furniture and computer equipment while performing their general job duties. As an 
example, a heavy computer user will click a mouse button 6,500 times a day – is it any 
wonder wrist strain injuries are so common. It is important that the position of the body 
in relation to the desk, chair, keyboard, mouse and monitor are correctly aligned to ensure 
injuries do not result. This is where office ergonomics is important in the corporate 
environment. The ergonomic assessment as performed by Ergo works involves a 
Physiotherapist monitoring the workspace of each individual and making modifications 
and or recommendations regarding how that workspace would be more suitably used. 

ERGONOMIC ASSESSMENT SOFTWARE - WHAT IS ERGO 
ASSESSING? 

Ergo assess is an online workstation assessment tool that is a cost effective way of 
providing your staff with education while at the same time mitigating risks within your 
business. It is a learning and development tool that provides employees with information 
about the way they sit, stretching and placement of equipment on their workstation, but 
also provides management with comprehensive reports, such risk reports, compliance and 
assessment result reports. This enables management to have a centralized store of 
information that they can then use provide further education to staff or ensure that they 
have complied with OH&S (occupational health and safety) regulations.    

 

  

ERGOWEB'S INNOVATIVE COMPUTER BASED TRAINING COURSE 
(CBET):  It is the easy and low-cost way to take care of your ergonomics training needs. 
CBET is easy to access and use from any computer, any time, anywhere, with the simple 
requirement of Internet Connection and Web Browser (e.g., Internet Explorer, Firefox, 
etc.)  

                                        “ Never let yesterday use up today “ 
                                                                   Richard H. Nelson 
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ERGONOMIC EXERCISES 

Common areas that should be stretched / or exercised 
throughout the day include 

• Back                                                         

• Neck  

• Eyes  

• Wrist and hands  

It is difficult to maintain a good posture throughout the day, and often a combination of 
long working hours and fatigue you can often find yourself in bad postures such as 
rounded shoulders, slumping over the desk, leaning on your elbows and overreaching for 
the mouse and the phone. Stretches or ergonomic exercises should never causes you pain. 
These should be done throughout the day during your rest breaks.  

WHAT IS ERGONOMIC DESIGN 

Employees come in all shapes and sizes, yet most work 
using the same office equipment and furniture. These are 
the main elements that need to be adjusted when an 
employee sits down at a workstation: 

• Chairs  

• Keyboard and mouse  

• Monitor  

• Document holders  

• Work habits and placement of equipment on desk  

Examples of Organization Implementing 
Dergonomic Programme: 
Work Place Safety in Johnson & Johnson Family of 
Companies: 

Johnson & Johnson began to recognize ergonomics factors as an employee safety hazard 
in the late 1970s. When the use of computers became widespread in the 1990s, 
ergonomics injuries accounted for 48 percent of lost workday cases within Johnson & 
Johnson.   

    3The time for action is now. It’s never too late to do something“�
������������������������������������������������������������������������������������������Carl Sandburg 
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To address this issue J&J introduced ERGO in 1995. The global program was refined in 
2001 to further reduce ergonomics injuries and set ergonomics standards for operating 
companies worldwide. As a result of this effort, approximately 50 percent of the high 
ergonomics risks in manufacturing were reduced to low risk. Ergonomics initiatives 
continue today, and ergonomics-related injuries continue to decline. At the end of 2006, 
ergonomics injuries made up 28 percent of lost workday cases. 

Automobile Manufacturer Mitsubishi: 

Just take a look at the Normal, Ill., base of automobile manufacturer Mitsubishi. "The 
first year after training( ergonomic), it had a 20-percent drop in RMIs( repetitive motion 
injury); the second year a 25-percent drop in RMIs over the previous year," (says Lee 
DeYoung, branch manager of safety, industrial hygiene and ergonomics in 1998). 

 

CONCLUSION: 

A physiotherapist with specialist knowledge in ergonomics and work related conditions 
can perform an individual work station assessment. Recommendations will be given such 
as the correct seating and workspace layout to prevent such conditions happening. Risks 
will be identified and advice given on correct posture, height of the desk and chair, 
position of screen, mouse and keyboard thus promotes the health and well-being of 
workforce, decrease workers' compensation claims and boost productivity. 

 

REFERENCES:    (assessed on 4-08-09) 
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• http://www.ergonomics-ohs.com.au/what-is-ergonomic-design.html 

• http://www.miltonphysiotherapy.com.au/_upload%5C20080430150804541.pdf 
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• http://www.usernomics.com/news/workplace-ergonomics-news           

 

 “ You cannot do a kindness too soon, for you never know how soon it will be too late“ 
                                                                                            Ralph Waldo Emerson 

 



�

�� �

 

BANKING HABITS OF THE PEOPLE OF THE J&K  

                                                                                                                
                                                                                                               Irbha Magotra 
                                                                                                               MBA (BE)-3rdSem 

Introduction:  

Without a sound and effective banking system in India it cannot have a healthy economy. 
The banking system of India should not only be hassle free but it should be able to meet 
new challenges posed by the technology and any other external and internal factors. For 
the past three decades India's banking system has several outstanding achievements to its 
credit. The most striking is its extensive reach. It is no longer confined to only 
metropolitans or cosmopolitans in India. In fact, Indian banking system has reached even 
to the remote corners of the country. This is one of the main reasons of India's growth 
process.                                                                                                                                                                                                                         
The main motive behind this research is that of the 6, 34,321 villages in India, only 9,000 
villages have more than one bank branch. This is despite the fact that there are 32,227 
rural branches and they account of about 45 per cent of the total branch network. Close to 
60 per cent of rural households do not have a bank account and only 21 per cent have 
access to credit from a formal source. Over 70 per cent of marginal farmers have no 
deposit account and 87 per cent have no formal credit. Less than 2 per cent of rural 
households can access loans from a financial intermediary to meet unforeseen financial 
expenses and the approval for such loans takes between three and six months, and that 
too after bribing officials. (www.ruralindia/scenario.com  assessed on 14-03-09) 

Objective of the Study: 

The main objective is to find out the difference in the people of urban and rural areas 
regarding the purpose for which they they using banks, the banks they are preferring etc. 
in other words, the objective is to find out the difference in the banking habits of rural 
and urban people. 

Research Design:- 

Research design is a framework or blue print for conducting the research project. It 
specifies the details of the procedures necessary for obtaining the information needed to 
structure and solve research problems.ir lays foundation for conducting the project.  
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Exploratory Research: - Exploratory research was conducted using the   secondary 
source of data (journals, articles in newspaper etc.) and it is found that the banking sector 
is not fully developed in the rural area, that is, banks have very less share in rural areas as 
compared to urban areas. Schedule is being used instead of questionnaire as a research 
instrument as the data has to be collected from rural areas also and the rural people are 
not very literate and knowledgeable to fill the questionnaire by them. Schedule consists 
of 16 close ended questions and 6 open ended questions. The scaling method is Nominal 
Scale and Interval Scale (5-point Likert Scale). Stratified Sampling used to categories the 
sample into homogenous groups known are strata, that is, rural and urban and from each 
strata, elements are selected through random sampling method. Field was Jammu, 
Kakyral, Vijaypur, Udhampur, Katra. Parametric and non- parametric tests are used to 
calculate the results. 

 

Sample Design:-  

·  Target population: The people dealing with banks. 
·  Sampling frame: The people of Jammu region dealing with banks 
·  Sampling Unit: Rural and urban residents. 
·  Sample size: 101 respondents  

 Limitations of the Study:- 

1. Time period for conducting the whole survey was limited. 

2. The responses of rural people (39) were less as compared responses of urban people 
which was 50 in number. 

3. Area under coverage was limited. 

4. Lack of knowledge in rural people. 

Findings:- 

1. There is no significant difference between the preference of urban and rural people 
with respect to their preference for saving/investment transaction. 

2. 48.4% people in urban and 18% in rural area have some king of banking habits 
because they receive their salary through cheque or their salary is credited to their 
respective account in the bank. 
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3. There is no significant difference between the urban and rural people regarding their 
investment of savings in bank account. 

4. There is no significant difference between the urban and rural people with respect to 
the type of account they have except Kids account where there lies a difference. 

5. There is a significant difference between rural and urban people as urban people are 
using ATM services but in rural areas ATM services are not being used completely by 
the people 

6. Rural people don’t have knowledge about advanced banking and in urban areas, the 
knowledge level is low. 

7. The usage of advanced banking is also very low (20%) in case of urban areas. 

8. Most commonly used aspect of advanced banking is balance enquiry and funds transfer 
and other aspects are remain unknown. 

9. There is significant difference between the rural and urban people with respect to their 
visit to the bank in the month as urban people tends to visit more in a month. 

10. Both urban and rural people have the one main and most important investment 
objective, that is, future security. 

11. There is no difference between rural and urban people regarding the rating for the 
attributes of the bank. Both have same preferences for the bank’s attributes according to 
the importance o those attributes. 

12. Rural people tends to use bank for saving purpose more than the urban people .Apart 
from  savings, the usage of other services like depositing of tax, payment of premiums 
etc. is not significantly different in rural and urban areas. 

13. Mainly, rural people uses J&k BANK, PNB, SBI more for their savings, loan etc. and 
urban people tends to move to other banks like Canara Bank,HDFC,ICICI etc. for their 
savings, investments etc. 

14. The difference in the rural and urban people’s banking habits is due to certain 
reasons. Some reasons are as follows:- 

A) Lack of Knowledge 

B) Low income 

C) Lack of attractive investment scheme 

D) Illiteracy among the rural people 

“Whenever there is a hard job to be done I assign it to a lazy man; he is sure to find an easy way 
of doing it” 

                                                                                                                              �
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Recommendations:- 

1. Knowledge providing camps for both the areas as the study shows both the areas are 
not aware of the advanced banking completely. 

2. Literacy camps etc. for guiding rural people how to save, how to invest, where to 
invest their income in banks. 

3. Reducing the minimum balance requirement for opening an account in bank for rural 
people.                                                                                                                                                     

4. Rural people should be provided with certain services like ATM etc. with no cost 
involved 

5. Payment of salaries etc. to the people through banks will increase their banking habits. 

6. Guidance to the people of rural areas in their language  by some local people regarding 
different banking facilities along with the benefits attached to those facilities which are 
useful for the people. 

7. Opening up of more extension counter at different places in the rural areas. 

8. Timely information regarding the account, new schemes etc. will be communicated to 
the people of rural areas by personal visits, televisions, road shows etc. 

9. Quick services will be provided to the people in order to enhance their participation in 
the banks. 

To conclude, there is not much difference in the banking habits of the people of rural and 
urban area regarding the usage of banks and the difference which is present is due to the 
limited resources, lack of knowledge, illiteracy etc. Moreover, one significant area of 
difference is that rural people prefer public banks like SBI more whereas the urban 
people move towards the private banks like ICICI bank. 

REFERENCES:  

1. Malhotra, Naresh. K. (2004):“Marketing Research”, Pearson Education Publication, 
NewDelhi. 

2. www.governmentofindia/reports.com    assessed  on 13-03-09 

3. www.ruralindia/scenario.com  assessed on 14-03-09 

 

 

  “ To think too long about doing a thing often becomes its undoing“ 
                                                                                              Eva Young 
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MARKETING IN CHANGING WORLD SCENARIO  

                                                                        
                                                                                          
                                                                                                                       Sharon Bhatt 
                                                                                                                       MBA-3rd Sem. 
It is said that the “genius of investing is recognizing the direction of a trend- not 
catching highs and lows”.  
We can say with confidence that “the marketplace is not what it used to be”. Technology 
and social change are independent. It is clear that this is a society where individual tastes 
are no longer predictable and marketers can not easily and neatly categorize their 
customer base. Marketers must attend and respond to a number of significant 
developments.[1] 
 
Changing market trends are a beyond our control. The reason we are talking about this 
topic today is because of the current market situation, where everyone is so worried about 
everything. If you look back into the history of our finances, there has never been a time 
so strong and with such a lot of growth opportunity as we've had over the last few years. 
But then, all things change, and what goes up must come down (according to an old 
Indian saying). 
 
But a lot of things are looking up. There is a lot of market potential in emerging markets, 
and all we need to do is look beyond our borders, and things will be fine. The problem 
with some fellow baby boomers is that we do not look beyond the USA. The USA has 
been the first country to foster globalization, and today, we believe that the same 
globalization is threatening us. However, once we break free of the psychological 
shackles that we have created for ourselves and truly believe that the whole world is one 
global village, new opportunities will suddenly crop up.[2] 

 
Today, the marketplace is radically different as a result of major, and sometimes 
interlinking, societal forces that have created new behavior, new opportunities and new 
challenges: 

�  Network information technology 
�  Globalization 
�  Deregulation 
�  Privatization 
�  Heightened competition 
�  Industry convergence 
�  Consumer resistance 
�  Retail transformation 
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Currently in India, the national economy and marketplace are undergoing rapid changes 
and transformation. A large number of reasons could be attributed to these changes. One 
of the reasons in these changes in the Indian Market Scenario is Globalization, and the 
subsequent and resulting explosive growth of global trade and the international 
competition. The other reason for these changes in the Indian Market Scenario is the 
technological change. This is an important factor because the technological 
competitiveness is making, not only the Indian market, but also the global marketplace 
cutthroat.In the Indian Marketing Scenario, the market success goes to those companies 
that are best matched to the current environmental imperatives. Those companies that can 
deliver what the people want and can delight the Indian customers are the market leaders.  

Today the companies are operating in such a marketplace where survival of the fittest is 
the law. In order to win, the companies are coming out with various new and evolving 
strategies because the Indian market is also changing very fast. It is to capture the Indian 
market, that the Indian and the Multi National Companies are using all of their resources. 
The Indian market is no longer a sellers market. The winner is the one who provides 
value for money. A large number of companies have huge idle capacities, as they have 
wrongly calculated the market size and installed huge capacities. This has further 
contributed to converting the Indian market into a buyers market. 

The Indian Marketing Scenario is one of the biggest consumer markets and that is 
precisely the reason why India has attracted several MNC’s. These large Multi National 
Companies have realized that to succeed in the Indian market-place they need to hire 
Indian representative who are much more aware of the Indian economic, political, legal 
and social realities. In the Indian Marketing Scenario, it is the MADE FOR INDIA  
marketing strategies that work.[3] 

Interactivity is the also new product offered by the info-tech environment, one that seems 
to have shaped new tools, new paradigms and new practices in marketing discipline. The 
Term interactive points to two features of communication: the ability to address an 
individual and the ability to gather and remember the response of that individual. Those 
two features make possible a third: the ability to address the individual once more in a 
way that takes into account his or her unique needs.[4] 
  
Globalization, liberalization and privatization, together with rapid strides made by 
information technology, have brought intense competition in every field of activity. 
Indian industry at present is dazed, confused and apprehensive. The marketing 
complexities have increased, product life cycles have shortened and the market is more 
turbulent than ever before. Indian industry is desperately looking for strategy and action 
plans that would ensure its survival and growth. In the fast changing socio-economic 
environment the consumer is truly a moving target today. Sharp product segmentation 
based on consumer insights is highly desirable. The challenge for the marketers is to use 
the tools of branding and pricing at their disposal to ensure that the most valuable 
package in the customer's perception is represented by his brand. The cooperative and 
collaborative relationships with customers are the most prudent way to keep track of 
changing expectations. 
 
“Management by objective works - if you know the objectives. Ninety percent of the time you 
don't. “                                                                                                                            
Peter Drucker 
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The classification of services, customization in order to regain lost customers, 
differentiation strategies to command premium price and gastronomy strategies to 
provide a great deal of interaction and personalization to consumers, are amongst the 
prominent strategies, which could be used in customer relationship management. The 
market research should be visualized as a series of building blocks of information 
necessary for strategy development. The Indian marketers must give emphasis upon 
strategic marketing of their products/services in the changing business scenario.[4] 
 
Business marketing strategy is the single biggest factor which determines the success or 
failure of your business. It doesn't matter if you sell widgets from an office in your house, 
or run a multi- million dollar company. It is just that simple. Get it right and you prosper. 
Get it wrong and you go the way of many others who have failed before you. This is true 
on main street, and on the internet as well. No matter what you do, the proper business 
marketing strategy essentials remain the same, only the application of them has to adapt 
to the needs of your particular business. Do not confuse business marketing with simple 
advertising. Your business marketing strategy should affect every aspect of how you run 
your business. It is the heart and soul of a successful business.[5] 

BizRave Inc. is a company founded to provide you the education, resources, and support 
needed to understand and implement the core business marketing strategies that will help 
you succeed in whatever business you may manage. BizRave Inc. is run by a consultant 
with almost 20 years of experience as a self employed business owner. The business 
marketing strategies we teach and promote are designed to help you succeed by showing 
you how to do the things that make customers love you and become your greatest assets. 

If you are dedicated to building a business that thrives upon strong relationships with 
your customers and employees we can help you learn a business marketing strategy that 
allows you to succeed beyond your expectations. No instant wealth promises, or hype 
about a lifestyle that allows you to just sit back and watch the money roll in. You still 
have to be one who implements the strategy in your business, but we are there to help and 
support you as you make this journey. 
 

For example: Several hundred Dilbeck sales partners gathered at the Sportsmen's Lodge 
in Studio City recently for a motivational and informative event.  

The program started off with a stepbystep technology demonstration by Stephen Kaseno, 
a sales partner in Dilbeck's Westlake Village office. "Some of you are scared of 
technology," said Kaseno, "but you need to embrace it. It is so important to today's 
market." Following Kaseno, Bob MacCulloch with Golden Crest Realty, Inc. Consulting 
Group explained the benefits of the 'Secret Order of the Golden Rhinoceros."  

                        

                                “You may delay, but time will not“ 
                                                        Benjamin Franklin 
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"All of you are professionals with many years of experience but the real estate market is 
constantly changing and sales professional need to remember the following: Master the 
moment, do a little bit more and, finally, be accountable," said MacCulloch.  

After the keynote speaker the group broke out to round table discussions. The featured 
speakers and topics at the tables were Dan Sanchez, from the Burbank office on Short 
Sales, Anngel Benoun and Sue Bernstein on REOs in today's market, Rebecca Ohan and 
Geoff Yale on marketing and Christie's Great Estates, Luis Malaga and his team from 
Ambassador Capital on financing in today's market and how it affects market areas.[6]  In 
the light of some of the characteristics mentioned above, here are a few  areas where 
companies should plan their strategies: 

 
�  Concentrate on the masses 
�  Concentrate on functionality 
�  Customize for the country 
�  Provide a one stop solution to customer needs 
�  No preconceived notions 
�  Emphasis on volumes and not on short term margins 
�  Realistic assumptions and calculations of markets 
�  Investing in the appropriate distribution strategies 
�  Do not go by the law of averages 
�  Highly adaptable organization structures 
�  Communication mix to suit local needs 
�  Pick your team from local areas 
�  After sales services. 
�  Quality control and consciousness.[1] 

 
REFERENCES 
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IMPACT OF SOCIAL ADVERTISEMENTS IN J&K  

                                                                                                                            
                                                                                                                           Shivdev Singh Jamwal 
                                                                                                                           MBA(BE)-3rd Sem.   
SOCIAL ADVERTISEMENTS 
 
Social Advertisements are also known as ‘Public Service Announcements’.These social 
advertisements communicate a message on behalf of some good cause such as stopping drunk 
driving, eradication of polio, preventing child abuse. These kinds of advertisements are usually 
created by advertising professionals free of charge and the media often donate the necessary space 
and time. Social advertisements are now days creating a wave of information among the people. Not 
only the Central Government but also other commercial institutions are playing an important role in 
both creating these advertisements and broadcasting them. Social advertisements thus are for the 
promotion of a societal cause that results in the betterment of the society and its people. 

FUNCTIONS OF ADVERTISEMENTS 

• Build awareness. 
• Create brand image. 
• Provide information of product and brand. 
• Persuade people. 
• Provide incentives to take actions. 
• Provide reminders. 

DIFFERENT SOCIAL ADVERTISEMENTS CONSIDERED IN OUR STUDY:  

• Pulse Polio 
• Dots 
• Aids 
• Consumer Forum (Jaago Grahak Jaago) 
• Atithi Devo Bhavah 
• No Smoking 
• Railway Crossing  
• Helmet                                                                                                                                            
 
 
 
 
 
 
“It is not enough to have great qualities; We should also have the management of them” 
                                                                               Francois de La Rochefoucauld 
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SOME STATISTICAL DATA ABOUT SOCIAL ADVERTISEMENTS  

                                                                                                                     

                                                             

ZONE WISE CONTRIBUTION OF SOCIAL ADS                                                              SHARE OF GOVT. IN  SOCIAL 
ADVERTISEMENT 

METHODOLOGY  

 Objectives:- 

• To find out the awareness of the social advertisements. 

• To find out source that is most effective in increasing the social awareness. 

• To study the impact of social advertisement on the buying decision of an 
individual. 

• To Analyse the most important factor in the social advertisement. 

Type of research:- 

The objective is to study the effectiveness of social advertisement in increasing the social 
awareness and we are describing and analyzing the characteristics of people, so, we go 
for Descriptive research & casual research 

Measurement and scaling procedures: Likert scaling, Rank order scaling. 

Type of Data: Primary data 

Data collection technique: Questionnaire. 

Sampling method: Simple random sampling. 

Sample size: 100. 

“Nothing is a waste of time if you use the experience wisely.“ 
                                                                                 Rodin 
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Target population: All the people of the Jammu region who are watching/hearing the 
advertisement through any source. 

Sampling frame: All people of the Jammu region who are watching the social 
advertisements through any sources. 

FINDINGS 

1. In case of Pulse Polio advertisement the most preferred course of action is:                                                   
“following the instructions”.  

2. In case of DOTS the most preferred courses of actions are:- “followed the instructions” 
and “went out and educated others” 

3. In case of AIDS advertisement the most preferred course of action is :- “became more 
concerned”.  

4. In case of Consumer Forum advertisement the most preferred courses of action are :-
“following the instructions” and “looking for  more information”. 

5. In case of Atithi Devo Bhavo advertisement the most preferred course of action is :- 
“following the instructions”. 

6. In case of no smoking advertisement the most preferred course of action is :- “went out 
and educated others” 

7. In case of railway crossing advertisement the most preferred course of action is :- 
“went and educated others” 

8. In case of helmet advertisement the most preferred course of action is:-“went out and 
educated others”.  

9. In case of social advertisement as a whole the most important factor is: - “Timing of 
broadcast”. 

“Social advertisement” significantly affects the buying decision of the people. 
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LIMITATIONS 

Every study has some limitation and no study is foolproof. There are many limitations 
that we encountered during the course of our study and research process. These 
limitations are as follows:- 

• The very first limitation is that our study was limited in Jammu region only. 
So the exact nature of the population could not be known through our study.������������������������������������������� 

• The answers of some of the questions also depend on the mood the 
respondent. 

• Some of the respondent found our questionnaire lengthy, so there is a chance 
of response error. 

 
CONCLUSIONS 

Our study leads to the conclusion that the course of action of the people after seeing 
social advertisement depends on the type of advertisement i.e the issue covered in the 
advertisement. The general course of action of people regarding the advertisement about 
health awareness and dreadful diseases; like advertisement on PULSE POLIO, DOTS, 
AIDS etc. is that they become more concerned about the problem and thus change their 
attitude about the these matters. Moreover, the general course of action of people 
regarding the advertisement about the security and social health; like helmet, railway 
crossing, no smoking etc. is that they went out and educate other people. 

Thus, social advertisements have a great impact on the minds of the people and affect 
their buying decision also. 

RECOMMENDATIONS  

The various recommendations which we would suggest for future research are as follows: 

1. Wider area should be covered in order to get the exact response of the people 
regarding the problems. 

2. The questionnaire should be a little bit shorter in length so that the respondent 
would not leave any part of questionnaire unfilled. 

3. Some more parameters can be included in the study to get a clearer picture of the 
affect of social advertisement on the population. 
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COMPETENCY MAPPING  

                                                                                             Rupali Gupta                       

                                                                                                                                     MBA- 3Sem 

 

How does the HR department avoid making the mistake of hiring a round peg for a square hole? By 

using competency mapping 

Competency-based HR is considered the best HR. In India however competency development and 
mapping still remains an unexplored process in most IT organizations 
despite the growing level of awareness. After all, Level 3 of PCMM is 
focused on the competency framework in an organization.  Is the 
underlying principle of competency mapping just about finding the right 
people for the right job? The issue is much more complex than it appears, 
and most HR departments have been struggling to formulate the right 
framework for their organization. 

Competency mapping is a process of identifying key competencies for a particular position in an 
organization, and then using it for job-evaluation, recruitment, training and development, 
performance management, succession planning, etc. "The competency framework serves as the 
bedrock for all HR applications. As a result of competency mapping, all the HR processes like talent 
induction, management development, appraisals and training yield much better results," states well-
known HR consultant Ullhas Pagey.  He however points out that the competency movement has 
caught on much better in the non-IT sector than the IT sector. Only a few IT organizations which are 
at the higher end of the HR value chain are known to be doing some work in this area; most are more 
busy handling recruitment and compensation-related matters. "Unless managements and HR heads 
have holistic expectations from their HR departments, the competency movement is unlikely to 
succeed as it requires lot of time, dedication and money," he adds, pointing out that before an 
organization embarks on this journey it has to be very clear about the business goals, capability-
building imperatives and core competencies of the organization. The competency mapping process 
needs to be strongly integrated with these aspects. 

Experts agree that the competency mapping process does not fit the one-size-fits all formula. It has 
to be specific to the user organization. It is suggested to develop models that draw from but are not 
defined by existing research, using behavioral interview methods so that the organization creates a 
model that reflects its own strategy, its own market, its own customers, and the competencies that 
bring success in that specific context (including national culture).  

Businesses are made by people. We've proven time and time again that you can have wonderful shop, and 
put a bloke in there who's no good, and he'll stuff it up. Put a good bloke in, and it just turns around like that” 
                                                                                                                                          ������������  
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Start with small, discrete groups or teams, ideally in two directions-a 'horizontal slice' across the 
business that takes in a multi-functional multi-site group, more or less at the same organizational 
level, and a 'vertical slice' taking in one whole department or team from top to bottom. From that, the 
organization can learn about the process of competency modeling, and how potential alternative 
formats for the models may or may not fit the needs of the business. 

It is important to focus on one or two key areas of implementation rather than the whole HRD 
agenda in one scoop. "So if recruitment and selection or performance management is the key 
strategic needs of the business, and where the pain is being felt, then start there. Competency 
mapping can be rather good at providing organizational pain relief when applied effectively-and so 
making the case for extending it. Further, it is advisable to begin with a 'horizontal' slice of the 
management or senior-most team as the benefits will percolate down to the whole organization. 

�

Methodology for designing 

The following methodologies used for designing and developing competency frameworks .The most 
effective route is to employ recognized best-practice internal research methodology using behavioral 
event interview (BEI) techniques to selectively sample the target population (supplemented with 
expert panels and 'Competency Requirement Questionnaires' to engage wider population samples) 
and so build up the models from the data that emerges. This data should be triangulated against clear 
top-down input in terms of organizational strategy and business objectives, and also against external 
research relevant and analogous to the organization’s situation-not as a driver, but as a reference 
point. Once the behavioral data is collected, it should be sorted, categorized and leveled carefully to 
create models that are concise and comprehensive, simple and sophisticated. 

Developing BEI skills within the organization has the added benefit that once the model is complete, 
it can be used more effectively by transferring these skills to selection interviewing, development 
assessments, and so on. It is suggested that international organizations must ensure that the 
methodology does not screen-out those competencies that do not match the culturally-influenced 
pre-conceptions of the head office (wherever it is situated) of what high-performance competencies 
are. "This is a common error…the Universalist, all-powerful 'global leadership model'. There is so 
much evidence to support the idea that culture is a business issue, is a management issue, that it 
seems obvious that mono-cultural lists of 'exemplar behaviors’ will work only to exclude those who 
do not conform to the originating culture. The point is not to get everybody to behave the same, but 
to get everybody to perform to the same high standards." 

Recruitment and retention 

Competency mapping can play a significant role in recruiting and retaining people as it gives a more 
accurate analysis of the job requirements, the candidate's capability, of the difference between the 
two, and the development and training needs to bridge the gaps, asserts Martin. 

“Did I say that the President's entire job is image management? Of course not” 
                                                                                                                         Gwen Ifill  
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As far as meeting an individual's career aspirations are concerned, once the organization gives an 
employee the perspective of what is required from him to reach a particular position, it drives him to 
develop the competencies for the same. "Competencies enable individuals to identify and articulate 
what they offer-regardless of the (usually misfit) job they happen to have at the time-so that their 
organization (current or future) can see, value and utilize what capability is actually available," says 
Martin. 

Lynette D'Silva, manager, learning & development, HR, Zensar Technologies, points out that 
competency mapping helps identify the success criteria (i.e. behavioral standards of performance 
excellence) required for individuals to be successful in their roles. 

It helps to: 

·  Support specific and objective assessment of their strengths, and specify targeted areas for 
professional development.  

·  Provide development tools and methods for enhancing their skills.  

·  Provide the basis for a more objective dialogue with their manager or team about 
performance, development, and career-related issues.  

"If an individual is able to discuss the above with his manager, it will help him to chalk out his 
growth perspectives in the company," states D'Silva 

At Zensar and L&T Infotech  

  Zensar has a behavioral competency model which is based on    various job roles in the 
organization. D'Silva describes the process of implementation: 

·  Having defined the various job roles, a focused study was initiated where job role holders 
were interviewed on the critical incident method and the data of success-critical factors was 
collated.  

·  The job roles and deliverables were finalized on the basis of the competencies derived from 
the data. This data was further analyzed, and on the basis of this competencies that had an 
impact on the job roles and deliverables were finalized.  

·  After identifying the competencies, a job analysis exercise was carried out where the 
importance level of every competency was ascertained before freezing the competency 
model.  

 

I've got an opinion on everything, so I should go into management “ 

                                                                                                                   Richard Gough 
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For team leaders and project managers, the company also runs development centres in-house; here, 
individuals are profiled on behavioral competencies required for their position. "This process creates 
awareness in the individual about his behavioral traits in detail, and helps him chalk out an 
individual development plan. Development centres help map an individual's potential, which is  
useful to both the individual and the organization. All management development programmes are 
also fine-tuned to address the specific competency needs at different levels," explains D'Silva, 
adding that the 360-degree feedback has also been designed on the competency model, enabling 
managers to get feedback from their teams. This feedback is based on the rating of the competencies 
which are an integral part of their managerial skill-set. 

L&T Infotech, a PCMM Level 5 company, has a successful competency-based HR system. 
Recruitment, training, job rotation, succession planning and promotions-all are defined by 
competency mapping. Dr. Devendra Nath, Executive Vice-President of the company, who had 
initiated the PCMM process in the parent company (L&T) in 1997 says, "Nearly all our HR 
interventions are linked to competency. Competencies are enhanced through training and job 
rotation." He adds that all people who have gone through job rotation undergo a transformation and 
get a broader perspective of the company. For instance, a person lacking in negotiation skills might 
be put in the sales or purchase department for a year to hone his skills in the area. 

Dhananjay Savarkar, head of the training department, L&T Infotech, asserts that in no two 
organizations can competency frameworks be the same; it will vary over time even in one 
organization. It is not timeless, it is contextual. "We call it the DNA of success…it is what makes 
star performers work in a particular way. Isolate the DNA and make it available to ten others," says 
Savarkar. When the company started competency mapping the whole process took eight months for 
six roles and two variations. Eventually, 16-18 profiles were worked out.  The company uses 
PeopleSoft for competency mapping. "Behavioral competencies do not change every month. Two 
appraisals are done subsequently… every project-end for skills, and annual for behavioral 
competencies." He acknowledges that there was resistance from the line people, but when the 
numbers started flowing they sat up. Every quarter, an SBU-based skills portfolio is published. Nath 
says that it has been a very rewarding experience. As far as training and development is concerned, 
instead of asking people to attend classes, they themselves get pulled to the classes. Introduction of 
competency mapping has also involved introducing skill appraisals in performance appraisals. This 
has also led to training people on how to assess subordinates on competencies. Notes Nath, "The 
best human resources development is when people in the line department do HR. Where the HR 
department is the enabler, the line people see the advantage and drive us." Competency-based HR 
makes this almost-utopian dream attainable. 

 

“I believe my concepts are more than just business, they are about our culture” 

                                                                                                    )����"�)���  
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WARREN BUFFET – THE INVESTMENT GURU  

                                                                                                                                                                                                            
Subtantar Kashni                                                                                              
MBA(BE)- 3 rd sem 

This article is about a boy who at the age of six purchased 6-packs of coca-cola from his 
grandfather’s grocery store for twenty five cents and resold each of bottles for nickel, pocketing a 
five percent profit. While others children of his age were playing hide and seek, he was making 
money. What could be more interesting than this that at the age of eleven he purchased three shares 
of Cities Services Preferred at $38 each share for himself and for his older sister, Doris, showing the 
signs of matured investor. At age of 13, he filed his first income tax return, deducting his bicycle 
and watch as a work expense for $35 for his work as newspaper delivery boy. It was more than his 
interest and involvement in the high finance before his age. Of course this guy is none other than 
the Warren Buffet, the second of three children of Howard, a stockbroker turned Congressman. He 
was born on 30 august, 1930 and displayed an amazing aptitude for money and business at the very 
early age of life. In 1947, a seventeen year old Warren Buffett graduated from High School. It was 
never his intention to go to college; he had already made $5,000 delivering newspapers.  
 
 
His father had other plans, and urged his son to attend the Wharton Business School at the 
University of Pennsylvania. Buffett stayed two years, complaining that he knew more than his 
professors. When Howard was defeated in the 1948 Congressional race, Warren returned home to 
Omaha and transferred to the University of Nebraska-Lincoln. Working full-time, he managed to 
graduate in only three years. Warren Buffett approached graduate studies with the same resistance 
he displayed a few years earlier. He was finally persuaded to apply to Harvard Business School, 
which, in the worst admission decision in history, rejected him as "too young". Slighted, Warren 
applied to Columbia where famed investors Ben Graham and David Dodd taught - an experience 
that would forever change his life. 
 
Before he prepares himself to be an investor in hands of Ben and David, he realized at eleven that in 
investment- THE PATIENCE IS VIRTUE. This he came to learn when shortly after buying the 
stock of Cities Services at $38, it fell to just over $27 per share. A frightened but resilient Warren 
held his shares until they rebounded to $40. He promptly sold them - a mistake he would soon come 
to regret. Cities Service shot up to $200. He then approached Ben the discoverer of the concept 
“Intrinsic business value”- a measure of a business's true worth that was completely and totally 
independent of the stock price.  
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His principle of intrinsic value of business got some recognition when Dow Jones had fallen from 
381.17 to 41.22 over the course of three to four short years following the crash of 1929. At that time 
investing in equities was considered to be foolishness. He learned a lot from them. He also marked, 
The Intelligent Investor, book by Ben Graham, “the greatest book on investing ever written”. 
Through his Days at Columbia his experience with Ben and Dodd turned him into more educated 
investor. By the late '70s, the his reputation had grown to the point that the rumor Warren Buffett 
was buying a stock was enough to shoot its price up 10%. Berkshire Hathaway's stock was trading at 
more than $290 a share, and Buffett's personal wealth was almost $140 million.  
 
The irony was that Warren never sold a single share of his company - meaning his entire available 
cash was the $50,000 salary he lived on. During this time, he made a comment to a broker, 
"Everything I got is tied up in Berkshire. I'd like a few nickels outside." This prompted Warren to 
start investing for his personal life. According to Roger Lowenstein's "Buffett", Warren was far more 
speculative with his own investments. At one point he bought a copper future - which was 
unadulterated speculation. In a short time, he had made $3 million dollars. When prompted to invest 
in real estate by a friend, he responded "Why should I buy real estate when the stock market is so 
easy?" In 1981, the decade of greed, Berkshire announced a new charity plan which was thought up 
by Munger and approved by Warren. The plan called for each shareholder to designate charities 
which would receive $2 for each Berkshire share the stockholder owned. This was in response to a 
common practice on Wall Street of the CEO choosing who received the company's hand-outs [often 
they would go to the executive's schools, churches, and organizations.  
 
The plan was a huge success and over the years the amount was upped for each share. Eventually, 
the Berkshire shareholders were giving millions of dollars away each year - all to their own causes. 
Another important event around this time was the stock price - it hit $750 per share in 1982, most of 
the gains attributed to Berkshire's stock portfolio which was now valued at over $1.3 billion dollars. 
For all the fine businesses Berkshire had managed collect, one of the best was about to come under 
its stable. In 1983, Warren Buffett walked into Nebraska Furniture Mart, the multi-million dollar 
furniture retailer built from scratch by Rose Blumpkin. Speaking to Mrs. B, as local residents called 
her, Buffett asked if she would be interested in selling the store to Berkshire Hathaway. Bumpkin’s  
answer was a simple "yes", to which she responded she would part for "$60 million". The deal was 
sealed on a handshake and one page contract was pulled up. The Russian-born immigrant merely 
folded the check without looking at it when she received it days later. Scott & Fetzer was another 
great addition to the Berkshire family. The company itself had been the target of a hostile takeover 
when an LPO was launched by Ralph Schey, the chairman.  
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The year was 1984 and Ivan Boesky soon launched a counter offer for $60 a share [the original 
tender offer stood at $50 a share - $5 above market value]. The maker of Kirby vacuum cleaners and 
World Book encyclopedia, S&F was panicking. Buffett, who had owned a quarter of a million 
shares, dropped a message to the company asking them to call if they were interested in a merger.  
The phone rang almost immediately. Berkshire offered $60 per share in cold, hard, cash. When the 
deal was wrapped up less than a week later, B. Hathaway had a new $315 million dollar cash-
generating powerhouse to add to its collection. The small stream of cash that was taken out of the 
struggling textile mill had built one of the most powerful companies in the world. Far more 
impressive things were to be done in the next decade. Berkshire would see its share price climb from 
$2,600 to as high as $8,000 in the 1990's. 
 
The 80's went on with Berkshire increasing in value as if on cue - the only bump in the road being 
the crash of 1987. Warren, who wasn't upset about the market correction, calmly checked the price 
of his company and went back to work. . It was representative of how he viewed stocks and 
businesses in general - they were just numbers. This was one of "Mr. Market's" temporary 
aberrations. It was quite a strong one; fully one-fourth of Berkshire's market cap was wiped out. 
Unfazed, Warren plowed on. 
 
 A year later, in 1988, he started buying up Coca-Cola stock like an addict. His old neighbor, now 
the President of Coca-Cola, noticed someone was loading up on shares and became concerned. After 
researching the transactions, he noticed the trades were being placed from the Midwest. He 
immediately thought of Buffett, whom he called. Warren confessed to being the culprit and 
requested they don't speak of it until he was legally required to disclose his holdings at the 5% 
threshold. Within a few months, Berkshire owned 7% of the company [$1.02 billion dollars worth of 
the stock]. Within three years, Buffett's Coca-Cola stock would be worth more than the entire value 
of Berkshire when he made the investment. During the remainder of the 1990's, the stock catapulted 
as high as $80,000 per share.  
 
Even with this astronomical feat, as the dot-com frenzy began to take hold, Warren Buffett was 
accused of 'losing his touch'. In 1999, when Berkshire reported a net increase of 0.5% per share, 
several newspapers ran stories about the demise of the Oracle. Confident that the technology bubble 
would burst, Warren Buffett continued to do what he did best... allocate capital into great businesses 
that were selling below intrinsic value. His efforts did not go unrewarded. When the markets finally 
did come to their senses, Warren Buffett was once again a star. Berkshire's stock recovered to its 
previous levels [after falling as low as $30,000 per share], and the man from Omaha was once again 
seen as an investment icon.  His 2006 annual salary was about $100,000, which is small compared to 
senior executive remuneration in comparable companies. Buffett has described himself as agnostic 
when it comes to religious beliefs. 
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 In December 2006 it was reported that Buffett does not carry a cell phone, does not have a computer 
at his desk, and drives his own automobile. In 2007, he earned a total compensation of $175,000, 
which included a base salary of just $100,000. In 2008, he again earned a total compensation of just 
$175,000, which included a base salary of $100,000. He lives in the same house in the central 
Dundee neighborhood of Omaha that he bought in 1958 for $31,500, today valued at around 
$700,000 (although he also does have a $4 million home in Laguna Beach, California). In 1989 after 
having spent nearly 10 million dollars of Berkshire's funds on a private jet, Buffet sheepishly named 
it "The Indefensible." This act was a break from his past condemnation of extravagant purchases by 
other CEOs and his history of using more public transportation.  
 

Buffets’s learnings 

·  Hard work: All hard work bring a profit, but mere talk leads only to poverty.  
·  Laziness: A sleeping lobster is carried away by the water current.  
·  Earnings: Never depend on a single source of income. [At least make your Investments get 

you second earning].  
·  Spending: If you buy things you don't need, you'll soon sell things you need.  
·  Savings: Don't save what is left after spending; Spend what is left after saving.  
·  Borrowings: The borrower becomes the lender's slave. 
·  Accounting: It's no use carrying an umbrella, if your shoes are leaking.  
·  Auditing: Beware of little expenses; A small leak can sink a large ship.  
·  Risk-taking: Never test the depth of the river with both feet. [Have an alternate plan ready]  
·  Investment: Don't put all your eggs in one basket. 

I'm certain that those who have already been practicing these principles remain financially healthy. 
I'm equally confident that those who resolve to start practicing these principles will quickly regain 
their financial health. 
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