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INTRODUCTION




INTRODUCTION

Nashik city in Maharashtra strate, India is the fruit and vegetable basket of the whole India.

India being a home of wide variety of fruits and vegetables holds a unique position in production
figures among other countries. Over 90% of India’s exports in fresh fruits & vegetables go to
west Asia and East European markets. However, it needs to augment its food and processing
industry at a mega scale.

Nashik’s exports of Fresh Fruit and Vegetable has increased in Crores in recent years, which is
including the products like Fresh Grapes, Onion, Fresh Tomatoes and other fresh Fruits &
Vegetables.

Abundant investment opportunities are there in expanding the export market. An increasing
acceptance of new products with market development efforts has been witnessed lately given the
fact that there is a good international demand for certain fruits and vegetable products. Nashik
ranks one of the top cities in the India in cropped area under cultivation and production of
Grapes, Onion & Tomatoes.

Nashik district accounts for 78 percent of grape acreage and 80 percent of production of grapes
in the state. It also contributes 55 percent of India's and 75 percent of Maharashtra's grape
exports (NCAP n.d.). The region has a fairly well- established marketing infrastructure.

Exports of Grapes, Onions, Tomatoes have started going to the Europe, America, United
Kingdom, Middle East, Singapore and among fruits & vegetable, Grapes occupies first position
Onion, Tomatoes and other green vegetables have good export potential.

Fruits and vegetables typically constitute an essential part of the daily diet in India and they are
in great demand round the year from most sections of the population. The commercial value of
fruits and vegetables in terms of direct consumption, processing as well as trade has risen
substantially in recent years. Their economic importance has also increased and high labour
intensity in the production of most fruits and vegetables production also makes them important
from the employment angle as well (Sharma 1991). Increase in area allocation under
horticultural crops has often been suggested as a measure for agricultural diversification,
increased employment and income (Malik, 1998).

In light of these issues, this study seeks to examine the market environment for fruits and
vegetables in Nashik. It examines various aspects of fruits and vegetable marketing such as
market infrastructure, marketing practices, marketing costs etc. in the wholesale markets in the
selected cities.




OBJECT OF THE PROJECT WORK

The object behind this project work is to ascertain the practical knowledge regards fruits &
vegetable market in Nashik district mainly in Rural areas.

The main aim of field work study gives us the good opportunity to understand the multinational
and dynamic aspect of consumer market in Nashik city.

The study also made an attempt to identify the prevailing value chain from the Farmer —
Preharvest contractor — Commission Agent — Wholesaler — Retailer — Consumer in terms of
costs, prices and their shares in the selected markets.

OBJECTIVE OF THE STUDY

Every task is taken with an objective. Without any objective task is rendered meaningless.
The main objective of doing this Project work is to make the students understand the concept of
Internship Project and prepare them for further research programs.

The main objectives for undertaking this project are:

Obijectives :-

) To find out the optimum potential market for Indian fruits and vegetable in Nashik

i) To find out the major production of fresh fruits & vegetables in Nashik

iii) To understand the bilateral trade between India and Gulf Cooperation Council

iv) To suggest some marketing strategies to farmers, wholesalers & other parties
involved in selling & exporting the fresh fruits & vegetables.

SCOPE OF THE STUDY

The study covered the Nashik region but also studies the Indian market report for similar
products. It also focused on respondents at the retail outlets level. The sample was stratified for
category, size and the respondents’ role in purchasing/sourcing for fruits & vegetables with the
said outlet.

The study researches the spectrum of market analysis followed by primary research towards
developing a model, propose suggestion that would reduce costs, promotional ideas to farmers &
sellers and help in overall marketing interests.




RATIONALE OF THE STUDY

India is geographically very close to GCC. The volume of trade exchange between India & GCC
countries exceeded US $ 64 billion in 2009. The GCC states import a variety of Goods including
agricultural commodities while India imports oil & gas in return. The GCC countries need more
agricultural products as their countries agricultural production is very poor compare to the rest of
the countries in the world.

India can get this potential market for Indian fruits & vegetable product. This makes the Indian
economy an ideal source for sourcing and developing agro based value chain in the GCC region.
GGC, with a presence of an advanced processing and packaging industry, combined with highly
developed transportation sector, has huge opportunities in expanding into a cost effective agro
based value chain.

India is an agriculture based country. Hundreds of fruits and vegetables types are grown in all
parts of India. Fresh fruits and vegetable reach small scale fruits vegetables suppliers, they are
then sent to local markets as well as fruits and vegetables exporters. Last decades have seen the
number of Indian fruit vegetables suppliers and fruits vegetables exporters rising to an all time
high. Especially there has been a steep rise in the number of vegetable exporters. India is the
world’s second largest producer of fruits and vegetables - - after the United States accounting for
10 percent of global share. Out of 370 million tons of fruits production in the world, India
accounts for 30 million tone. Of the 456 million tone of vegetable produced in the world, India’s
share is 59 million tone amounting to 17 percent. The production of fruits & vegetable
contributes more than 30% of the agriculture GDP.

LIMITATIONS OF THE STUDY

A research is a never-ending process therefore all studies have their own limitations. Following
are the limitations of the study.

1. The study required more time and qualified questionnaire.

2. The study comprises for one city only.

3. Because of time limit analysis of more sample cannot achieved. It was lengthy process and
time consuming. The duration of project was for only 3 months.

4. Farmers & Sellers in remote areas was not able to gave enough information due to lack of
marketing knowledge.
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METHOD OF STUDY

RESEARCH:

Research is a careful and detailed study into a specific problem, concern, or issue using the
scientific method. It's the adult form of the science fair projects back in elementary school, where
you try and learn something by performing an experiment. This is best accomplished by turning
the issue into a question, with the intent of the research to answer the question.

Definition:

A careful consideration of study regarding a particular concern or problem using scientific
methods. According to the American sociologist Earl Robert Babbie, “Research is a systematic
inquiry to describe, explain, predict, and control the observed phenomenon. Research involves
inductive and deductive methods.”

Inductive research methods are used to analyze an observed event. Deductive methods are used to
verify the observed event. Inductive approaches are associated with qualitative research and
deductive methods are more commonly associated with quantitative research.

Research is conducted with a purpose to understand:

v" What do organizations or businesses really want to find out?

v What are the processes that need to be followed to chase the idea?

v" What are the arguments that need to be built around a concept?

v What is the evidence that will be required for people to believe in the idea or concept?

Characteristics of Research:

e A systematic approach must be followed for accurate data. Rules and procedures are an integral
part of the process that set the objective. Researchers need to practice ethics and a code of conduct
while making observations or drawing conclusions.

e Research is based on logical reasoning and involves both inductive and deductive methods.

e The data or knowledge thatis derived is in real time from actual observations in natural
settings.

e There is an in-depth analysis of all data collected so that there are no anomalies associated with
it.

e Research creates a path for generating new questions. Existing data helps create more
opportunities for research.

e Research is analytical in nature. It makes use of all the available data so that there is no
ambiguity in inference.

e Accuracy is one of the most important aspects of research. The information that is obtained
should be accurate and true to its nature. For example, laboratories provide a controlled
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environment to collect data. Accuracy is measured in the instruments used, the calibrations of
instruments or tools, and the final result of the experiment.

Types of Research

Following are the types of research methods:

<+ Basic research: A basic research definition is data collected to enhance knowledge. The main
motivation is knowledge expansion. It is a non-commercial research that doesn’t facilitate in
creating or inventing anything. For example: an experiment to determine a simple fact.

<+ Applied research: Applied research focuses on analysing and solving real-life problems. This
type refers to the study that helps solve practical problems using scientific methods. Studies play
an important role in solving issues that impact the overall well-being of humans. For example:
finding a specific cure for a disease.

Figure 1 : Types of Research
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+ Problem oriented research: As the name suggests, problem-oriented research is conducted to
understand the exact nature of a problem to find out relevant solutions. The term “problem” refers
to multiple choices or issues when analysing a situation. For example, revenue of a car
organization has decreased by 12% in the last year. The following could be the probable causes:
there is no optimum production, poor quality of a product, no advertising, or economic conditions.
+ Problem solving research: This type of research is conducted by companies to understand and
resolve their own problems. The problem-solving method uses applied research to find solutions to
the existing problems.

+ Qualitative research: Qualitative research is a process that is about inquiry. It helps create in-
depth understanding of problems or issues in their natural settings. This is a non-statistical method.
Qualitative research is heavily dependent on the experience of the researchers and the questions
used to probe the sample. The sample size is usually restricted to 6-10 people. Open-ended
questions are asked in a manner that encourages answers that lead to another question or group of
questions. The purpose of asking open-ended questions is to gather as much information as
possible from the sample.

The following are the methods used for qualitative research:

v" One-to-one interview

v' Focus groups

v" Ethnographic research

v' Content/ Text Analysis

v" Case study research

v' Learn more: Qualitative Research Methods

+ Quantitative research: Qualitative research is a structured way of collecting data and
analysing it to draw conclusions. Unlike qualitative methods, this method uses a computational
and statistical process to collect and analyse data. Quantitative data is all about numbers.

Quantitative research involves a larger population — more people mean more data. With more
data to analyse, you can obtain more accurate results. This method uses close-ended questions
because the researchers are typically looking to gather statistical data.

Online surveys, gquestionnaires, and polls are preferable data collection tools used in quantitative
research. There are various methods of deploying surveys or questionnaires.
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Research Methods:
Research methods are broadly classified as Qualitative and Quantitative.

Both methods have distinctive properties and data collection methods.

Qualitative Methods

Qualitative research is a method that collects data using conversational methods. Participants are
asked open-ended questions. The responses collected are essentially non-numerical. This method
not only helps a researcher understand what participants think but also why they think in a
particular way.

Types of qualitative methods include:

One-to-one Interview: This interview is conducted with one participant at a given point in time.
One-to-one interviews need a researcher to prepare questions in advance. The researcher asks only
the most important questions to the participant. This type of interview lasts anywhere between 20
minutes to half an hour. During this time the researcher collects as many meaningful answers as
possible from the participants to draw inferences.

Focus Groups: Focus groups are small groups comprising of around 6-10 participants who are
usually experts in the subject matter. A moderator is assigned to a focus group who facilitates the
discussion amongst the group members. A moderator’s experience in conducting the focus group
plays an important role. An experienced moderator can probe the participants by asking the correct
questions that will help them collect a sizable amount of information related to the research.

Ethnographic Research: Ethnographic research is an in-depth form of research where people are
observed in their natural environment without This method is demanding due to the necessity of a
researcher entering a natural environment of other people. Geographic locations can be a
constraint as well. Instead of conducting interviews, a researcher experiences the normal setting
and daily life of a group of people.

Text Analysis: Text analysis is a little different from other qualitative methods as it is used to
analyse social constructs by decoding words through any available form of documentation. The
researcher studies and understands the context in which the documents are written and then tries to
draw meaningful inferences from it. Researchers today follow activities on a social media platform
to try and understand patterns of thoughts.

Case Study: Case study research is used to study an organization or an entity. This method is one
of the most valuable options for modern This type of research is used in fields like the education
sector, philosophical studies, and psychological studies. This method involves a deep dive into
ongoing research and collecting data.
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Quantitative Research Methods

Quantitative methods deal with numbers and measurable forms. It uses a systematic way of
investigating events or data. It is used to answer questions in terms of justifying relationships with
measurable variables to either explain, predict, or control a phenomenon.

There are three methods that are often used by researchers:

Survey Research: The ultimate goal of survey research is to learn about a large population by
deploying a survey. Today, online surveys are popular as they are convenient and can be sent in an
email or made available on the internet. In this method, a researcher designs a survey with the
most relevant survey questions and distributes the survey.

Descriptive Research: Descriptive research is a method which identifies the characteristics of an
observed phenomenon and collects more information. This method is designed to depict the
participants in a very systematic and accurate manner. In simple words, descriptive research is all
about describing the phenomenon, observing it, and drawing conclusions from it.

Correlational Research: Correlational research examines the relationship between two or more
variables. Consider a researcher is studying a correlation between cancer and married women have
a negative correlation with cancer. In this example, there are two variables: cancer and married
women. When we say negative correlation, it means women who are married are less likely to
develop cancer. However, it doesn’t mean that marriage directly avoids cancer.

Identifying Research Methodology

To choose the appropriate types of research, you need to clearly identify the objectives. Some
objectives to take into consideration for your business include:

v Find out the needs of your clients.

Know their preferences and understand what is important to them.

Find an appropriate way to make your customers aware of your products and services.

Find ways to improve your products or services to suit the needs of your customers.

After identifying what you need to know, you should ask what research methods will offer
you that information.

Organize your questions within the framework of the 7 Ps of marketing that influence your
organization — product, price, promotion, place, people, processes, and physical tests.

ASRNENEN

<

A well-organized research process produces valid, accurate, reliable, timely, and complete results.
Results that rigorously reflect the opinions and needs of your clients will help you grow your sales
and improve your operations. To obtain the results, you need to establish and follow the processes
that you have detailed out for your organization:
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Set your goals

Consider the client’s objectives and define those that identify with yours. Make sure that you set
smart goals and objectives. Do not presume the results of your surveys.

Plan your research

Good planning allows the use of creative and logical approaches to select the methods that gather
the most accurate information. Your plan will be influenced by the type and complexity of the
information you need, the skills of your market research team, and how soon you need the
information. Your budget also plays a large role in your ability to collect data.

Collect and collate your results

Make a list of how you are going to carry out the research process, the data you need to collect,
and collection methods. This will help you keep track of your processes and make sense of your
findings. It will also allow you to verify that your research accurately reflects the opinions of your
clients and your market. Create a record table with:

The consumer research activity

The necessary data

The methods for data collection

The steps to follow for data analysis.

Remember, research is only valuable and useful when it is valid, accurate, and reliable. Relying on
imperfect research is dangerous. Incorrect results can lead to customer churn and a decrease in
sales.

Analyse and understand your research

Analysis of the data can vary from simple and direct steps to technical and complex processes.
Adopt an approach, and choose the method of data analysis based on the methods you have carried
out.

Keep the findings ready

Choose a spreadsheet that allows you to easily enter your data. If you do not have a large amount
of data, you should be able to manage them with the use of basic tools available in survey
software. If you have collected more complete and complex data, you may have to consider using
specific programs or tools that will help you manage your data.
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Review and interpret the information to draw conclusions

Once you have gathered all the data, you can scan your information and interpret it to draw
conclusions and make informed decisions. You should review the data and then:

Identify the main trends and issues, opportunities, and problems you observe. Write a sentence
describing each one.

Keep track of the frequency with which each of the main findings appears.

Make a list of your findings from the most common to the least common.

Evaluate a list of the strengths, weaknesses, opportunities, and threats that have been identified in
a SWOT analysis.

Prepare conclusions and recommendations about your research.

Review your goals before making any conclusions about your research. Keep in mind how the
process you have completed and the data you have gathered help answer your questions. Ask
yourself if what your research revealed facilitates the identification of your conclusions and
recommendations. Review your conclusions and, based on what you know.

SAMPLING

Sampling techniques are especially useful in business research as many times large amount of data
are generated, and researcher thinks of using a more measurable subsets of data that they believe
accurately the trends in the larger collection.

Sampling may be defined as the process of selection units (people, organization etc.) from a
population of interest so that by examining the sample units, results may be generalized about
population. It helps to identify the target population to be considered for collection of data.
Sampling is an essential part of all scientific procedure. It is well developed in field of biology,
physics, chemistry and social science research.

An important step before the data collection is sampling. Sampling is a process of selecting a
representative part of a population, studying it and there by drawing conclusions about the
population itself. Sampling is a very important aspect of research and due care must be taken to
arrive at a right sample to be studied. It is an important concept that we practice even in our
routine life. Sampling involves selecting a relatively small number of elements from a larger
defined group of elements and expecting that the information gathered from the small group will
allow judgements to be made about the larger group.

16




DEFINITIONS OF SAMPLING:

“Sampling is the selection of a certain percentage of a group of items according to a

predetermined plan”. Bogrdus

“A sample as the name applies is a smaller representative of a large whole”. Goode and Hatt.

Sampling is defined as the process of selecting certain members or a subset of the population to

make statistical inferences from them and to estimate characteristics of the whole population.

Sampling is widely used by researchers in market research so that they do not need to research the
entire population to collect actionable insights. It is also a time-convenient and a cost-effective

method and hence forms the basis of any research design.

TYPES OF SAMPLING METHODS

Sampling
Methods

/" Probability
Sampling

1. Simple Random
2. Systematic

3. Stratified
4. Cluster

A
-

Figure 2 : Sampling Methods

/' Non- Probability

Sampling

1. Convenience
2. Quota

3. Judgement
4. Snowball
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Probability Sampling:

Probability sampling also known as random sampling or chance sampling is one in which every
unit in the population has a non-zero chance of being selected in the sample, and this probability
can be accurately determined. Probability sampling is a sampling method that selects random
members of a population by setting a few selection criteria. These selection parameters allow
every member to have the equal opportunities to be a part of various samples.

e Random Sampling:
Random sampling is the simplest and purest form of probability sampling. It is a technique in
which every unit in population has equal and known chance of being included in sample.

e Stratified Sampling:

Here the heterogeneous population is divided into distinct, non-overlapping, homogenous
subgroups called “strata”, as per some important characteristics or variable like income, education,
age, etc., and then a random sample is selected from within each subgroup.

e Systematic Sampling:
Systematic sampling is used to select a specified number of records from a computer file.

e Cluster Sampling:
This method divides the population into clusters at each stage and draws sample of required size at
each stage. Sampling is done in multistage.

Use of the Probability Sampling Method
There are multiple uses of the probability sampling method. They are:

= Reduce Sample Bias: Using the probability sampling method, the bias in the sample derived
from a population is negligible to non-existent. The selection of the sample largely depicts the
understanding and the inference of the researcher. Probability sampling leads to higher quality
data collection as the population is appropriately represented by the sample.

= Diverse Population: When the population is large and diverse, it is important to have adequate
representation so that the data is not skewed towards one demographic.

= Create an Accurate Sample: Probability sampling helps the researchers plan and create an
accurate sample. This helps to obtain well-defined data.
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Non-Probability Sampling:

Non probability sampling method is reliant on a researcher’s ability to select members at random.
This sampling method is not a fixed or pre-defined selection process which makes it difficult for
all elements of a population to have equal opportunities to be included in a sample.

e Convenience Sampling:
Convenience sampling is a method in which samples are drawn at the convenience of the
researcher or interviewer.

e Judgement Sampling:
In judgment sampling is selected based on the opinion of an expert.

Hence, Non-Probability Purposive sampling method seems beneficial for the study.

e Snowball Sampling:
Snowball sampling is a sampling method that is used in studies which need to be carried out to
understand subjects which are difficult to trace.

e Quota Sampling:
In Quota sampling, selection of members in this sampling technique happens on basis of a pre-set
standard. It is an extremely quick method of collecting samples.

Use of the Non-Probability Sampling Method
There are multiple uses of the non-probability sampling method. They are:

= Create a hypothesis: The non-probability sampling method is used to create a hypothesis when
limited to no prior information is available.

= Exploratory research: This sampling technique is widely used when researchers aim at
conducting qualitative research, pilot studies or exploratory research.

= Budget and time constraints: The non-probability method when there are budget and time
constraints and some preliminary data has to be collected.

Hence, researcher has selected Simple Random Sampling — Probability method as it seems
to be beneficial for the study.
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23 DATA COLLECTION

Methods of Data Collection

Data collection simply means gathering and selection of information which is most critically used
for the research or survey being carried out. It is the important aspect of any type of research
study.

In accurate data collection can impact the results of a study and ultimately can result into invalid
results.

Two basic methods of data collection are:

1) Primary Method:
In this method you collect the data yourself using methods such as interviews and questionnaires

the key point here is that the data you collect is unique to you and your research.

The primary data which is generated by the above methods may be qualitative in nature (usually in
the form of words) or quantitative (usually in the form of numbers or where you can make counts
of words used.)

Methods of primary data collection

Primary sources refer to original events, documents and articles.
Example: newspaper articles, photographs, and diaries. These are the works that are analysed and
interpreted to create secondary sources. These are three methods of the collecting primary data.

The methods of collection primary data include:

= Interview Method: It is the most widely used primary data collection methods wherein the
interviewer asks questions either personally, or through mail or telephone from the respondents
to obtain the insights of the problem under study. The researcher may either visit the
respondent in person at his home or meet him at the central location as mutually decided by
them.

= Delphi Technique: It is a forecasting technique
wherein the researcher elicits the information
from the panel of experts either personally or
through a questionnaire sent through the mail.
Here, each expert in his respective field is asked
to give their opinions on the problem concerned
and the consolidated view of all is used to reach
for the most accurate answer.

Figure 3: Primary Methods




= Projective Techniques: The projective techniques are the unstructured and an indirect interview
method used where the respondents are reluctant to give answers if the objective is disclosed. In
order to deal with such situation, the respondents are provided with the incomplete stimulus and
are required to complete it through which their underlying motivations, attitudes, opinions,
feelings, etc. related to the concerned issue gets revealed. Some of the following projective
techniques are used to discover the ‘whys’ of the market & the consumer behaviour.

Thematic Apperception Test (TAT): Here the respondent is presented with multiple pictures
and then is asked to describe what he thinks the pictures represent.

Role Playing: Under this method, the respondents are given the imaginary situations and are
asked to enact in a way they would have if the situation is real.

Cartoon Completion: Here the respondents are shown the cartoon pictures comprising of two or
more characters and then are asked to give their ideas and opinions about the characters.

Word Association: Here the researcher provides a set of words to the respondent and then ask
them to tell what comes to their mind when they hear a particular word.

Sentence Completion: The researcher provides the incomplete sentences to the respondents and
asks them to complete it. This is done to check the ideas of the respondents.

= Focus Group Interview: It is one of the widely used data collection methods wherein a small
group of people, usually 6-12 members come together to discuss the common areas of the
problem. Here each individual is required to provide his insights on the issue concerned and
reach to a unanimous decision.

= Questionnaire Method: Questionnaire is the most evident method of data collection, which is
comprised of a set of questions related to the research problem. This method is very convenient
in case the data are to be collected from the diverse population. It mainly includes the printed set
of questions, either open-ended or closed-ended, which the respondents are required to answer
on the basis of their knowledge and experience with the issue concerned.

Method of
data
collection

Primary

Seconda
2 Sources

Sources

Questionnaire

 V— = 4
2. Earlier Research
3. Census i — —_— i ——
4.P I record Noh
- Personal records participant Unstructured Collective 24

Figure 4 : Methods of Data Collection
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2) Secondary Method

This method in which the data is collected from the past studies carried out.
The information contained in it is already used by some other researcher. This is the method of
taking references and collecting data from the data source that have been already used.
The secondary data are readily available from the other sources and as such, there are no specific
collection methods. The researcher can obtain data from the sources both internal and external to
the organization.
The internal sources of secondary data are:
v’ Sales Report
Financial Statements
Customer details, like name, age, contact details, etc.
organization information
Reports and feedback from a dealer, retailer, and distributor
Management information system

AN NI NN

There are several external sources from where the secondary data can be collected. These
are:

Government censuses, like the population census, agriculture census, etc.

Information from other government departments, like social security, tax records, etc.
Business journals

Social Books

Business magazines

Libraries

Internet, where wide knowledge about different areas is easily available.
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The secondary data can be both qualitative and quantitative. The qualitative data can be obtained
through newspapers, diaries, interviews, transcripts, etc., while the quantitative data can be
obtained through a survey, financial statements and statistics.

One of the advantages of the secondary data is that it is easily available and hence less time is
required to gather all the relevant information. Also, it is less expensive than the primary data. But
however, the data might not be specific to the researcher’s needs and at the same time is
incomplete to reach a conclusion. Also, the authenticity of the research results might be sceptical.
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Methods of secondary data collection

Data from a secondary source is any data which has been collected by another researcher, whether
it is a group of people or just one person. The data may have originally been used for a different
type of research, but you can manipulate it to fit you research, instead of using it was intended to
be used.

1. Library work:

This technique requires going through written text that have already done similar work and
utilizing their researches for our operations.

2. Internet:

Using online resources through internet is common for all in now-a-days. Lots of information can
be collected through various website.

3. Telephone:

This is a very common and simple method. The researcher only needs to have contact numbers of
sources from where he wants to take information. Telephone method gives quick responses. From
this chapter, | have concluded that project report is very important. I have come to know the
meaning of data, types of the data, there are many methods of the primary data and secondary
data.

Hence, researcher has selected Primary method (Questionnaire), Secondary method (books,
internet etc.)

Type of Data Analysis:

Data Analysis is the process of systematically applying statistical and/or logical techniques to
describe and illustrate, condense and recap, and evaluate data.

There are two types of methods of data analysis:

1) Quantitative method of data collection
2) Qualitative method of data collection

Quantitative Method of Data Analysis:

The type of information contained is numerical data. Such type of data is analysed with the help of
statistical tools such as mean, median, mode, standard deviation, frequency etc.
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1) Mean: it is the average score of the sample.

2) Median: it is the score halfway between high and low score.

3) Mode: the average response given most often.

4) Standard deviation: the distance from the mean, in which 66% of responses can be found out.

Qualitative Method of Data Analysis:

If most of the data is collected with the help of individual interviews, focus groups interviews,
open ended questions, or case studies than data analysis become qualitative. This type of data is in
the form of words which is analysed, sorted, and organized in the right manner.

It is the range of processes and procedures whereby we move from the qualitative data that have
been collected into some form of explanation, understanding or interpretation of the people and
situations we are investigating.

24 PRESENTATION OF DATA, TOOLS OF ANALYSIS & INTERPRETATION

Data Analysis of data may be defined as “a process under which the relationships or differences
supporting or conflicting with the original or new hypothesis, should be subjected to statistical
tests of significance, to determine with what validity the data can be said to indicate any
conclusion”.

Data Interpretation is establishing continuity in research through linking the results of a given
study with those of another and the establishment of same relationship with the collected data.
Interpretation is the device through which, the factors that have been observed by the researcher in
the course of the study can be better understood.

Data Analysis:

Editing, classification, coding and tabulation are the important stages in research. It is at this stage
that mass of data collected during the survey is processed, with a view to reducing them to
manageable proportions. In other words, data processing which encompasses, editing, coding,
classification and tabulation, is the intermediary stage between collection of data and analysis and
interpretation of data. Thus, these are the three crucial stages in the processing of social survey
data.

There are some general common-sense recommendations to follow when presenting data. The
presentation should be as simple as possible. Avoid the trap of adding to much information. It is
not the aim to include all the information you have but only a summary of the essential feature you
are typing to illustrate. A good rule of thumb is to only present one idea or to have only one
purpose for each graph or chart you create.

27




The presentation should be self-explanatory. A chart or graph is not serving its purpose if the
reader cannot comprehend the legends or must refer to the text in order to understand it. There is a
careful balance between too much information which makes the graph or chart too complicated
and too little information that makes the chart difficult to comprehend or worse misleading.

The title should be clear and concise indicating what? When...? and where...? the data, codes,
legends and label should be clear and concise, following standard formats is possible.

Data analysis is the process of developing answers to questions through the examination and
interpretation of data. The basic steps in the analytic process consist of identifying issues,
determining the availability of suitable data, deciding on which methods are appropriate for
answering the questions of interest, applying the methods and evacuating, summarizing and
communicating the results.

Analysis is placing the collected data in some order or format so that the data acquires a meaning.
Raw data becomes information only when it is placed in a meaningful form. Interpretation
involves drawing conclusions from the gather data.

Analysis and interpretation of data are the most crucial aspects of research. It is highly skilled and
technical jobs, which should be carried out only by the researcher, or under his close supervision.
Data analysis is essential for understanding results from surveys, administrative sources and pilot
studies; for providing information on data gaps; for designing and redesigning survey for
planning new statistical activities and for formulating quality objectives.
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CHAPTER NO. 3

REVIEW OF LITERATURE
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Export Centers of Maharashtra State Agricultural Marketing Board

India is the biggest producer of fruits and vegetables in global trade. Varied climatic conditions
helps to grow all kind of agro commodities. In globalization of market we are facing more
difficulties in accessing the same. Increased crop production and its marketing is a concern for
farmer producers. The frequent gluts in local market lead to price drop, to avoid this if we produce
export worthy production and increased export thereof will lead to price stabilization in local
market.

For accessing the developed markets like Europe, USA, Australia and Japan the import regulations
by these countries are quite stringent and required to be fulfilled. A uniformly graded product in a
attractive packing is to be exported in foreign market. Also good quality of fruits, fruits without
spots and bruising are equally important.

Export of fresh fruits, vegetables and flowers needs proper handling, grading and warehousing as
post harvest technology to facilitate this grading, packing, precooling and cold storage as
integrated facilities in production centers are to established. Also cold storage facility for storage
of perishable commodities is important for reducing storage losses. Most of the vegetables, fruits
and flowers are produced in nad villages or at taluka places, where storage facilities are not
available at large in Maharashtra.

Fruits and vegetables are need to be stored properly to increase its shelf life, as these products are
undergoing respiring, transpiration and ripening process simultaneously. Storing commodity at a
proper temperature will reduce these process and thus increasing the shelf life of fruits and
vegetables.

With this view, MSAMB has erected 44 such facilities in various regions of the state considering
the climate and production of fruits and vegetables in that particular region, which includes export
facility 21, fruit and vegetable modern market facility center (20), Flower export facility (3).
Through this infrastructure development of 1919 Mts Cold Storage, 225 Mts of Pre cooling and
200 Mts of Ripening chamber capacity has been developed in the state by MSAMB. About 60,000
Mts plus agro commodities have been handled through facilities for export and domestic market
purpose. About 89.89 lakh stmes are exported to England and other countries from flower export
facilty center,Talegaon Dabhade.

Regulating markets are only the first step to improve the marketing efficiency. Past studies on
regulated markets in various parts of the country brought out various inadequacies in the system in
terms of their functioning, infrastructure, price realized by farmers and so on. Grading, providing
price information at different markets etc. have been neglected by few regulated markets. Few
other problems identified are lack of standardized price quotations, disparities in rate of market
fees. In some cases it was found that the traders and not the farmers obtained the benefit of the
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regulated markets. In few regulated markets there were very few traders and hence enough healthy
competition was not there and eventually low prices were realised by the farmers. Even in more
competitive regulated markets, the market were often not stable.

In a study on fruits and vegetable wholesale market in Ahmadabad, the most striking aspect
observed was congestion and crowding during business hours. Though the produce remained only
for a few hours in the market significant mechanical damage and contamination can occur in the
course of loading, unloading and handling (Sharan, 1998). All these evidences suggest that there is
large scope for improving various aspects of fruits and vegetables marketing in the country.

Fruit and Vegetable Marketing

Marketing of horticultural crops is quite complex and risky due to the perishable nature of the
produce, seasonal production and bulkiness. The spectrum of prices from producer to consumer,
which is an outcome of demand and supply of transactions between various intermediaries at
different levels in the marketing system, is also unique for fruits and vegetables. Moreover, the
marketing arrangements at different stages also play an important role in price levels at various
stages viz. from farm gate to the ultimate user. These features make the marketing system of fruits
and vegetables to differ from other agricultural commodities, particularly in providing time, form
and space utilities. While the market infrastructure is better developed for foodgrains, fruits and
vegetables markets are not that well developed and markets are congested and unhygienic (Sharan,
1998).

The markets in many of the major cities in some states are not covered by market legislation and
continue to function under civic body as well as private ownership.

In many locations for fresh fruits and vegetables regulated markets are the first destination.
Growers send their produce daily to these markets for sale and traders and retailers buy them for
the consumers. Fruits and vegetables arrive from far off places follow different marketing systems.
It was also found that the regulated markets benefited farmers in proportion to the effectiveness
with which market committees supervise the trading of fruits and vegetable marketing.

These findings advocate effective implementation of regulatory measures, improved market
infrastructure, and dissemination of market information that could not only improve the marketing
of fruits and vegetables but also the share of producers’ in consumers’ rupee.

Agricultural marketing continued to be plagued by many market imperfections such as inadequate
infrastructure, lack of scientific grading system, defective weightment and so on. The basic
objective of regulating the marketing of agricultural products was to bring both producer and
buyer/trader closer and to the same level of advantage. This would help reduce middlemen and
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associated costs and margins. Moreover regulated markets are the platform for both producers and
buyers to represent their grievances and discuss matters of mutual interest.

Market legislation in India covers almost all agricultural commodities. Since regulation of markets
IS a state subject, the regulatory measures adopted by various states differ though marginally.
There are as many regulated markets in the Nashik dealing with fruits and vegetables trade. While
the market regulation has been successful in some areas to certain extent, it has not often achieved
the objectives to the desired level. A large number of wholesale markets, are yet to be brought
under the purview of market legislation.

Methods of Data Collection :-

Types of data collected —

Secondary data has been collected & used for the present research study.
Sources of data —

Secondary data was collected from internet, reference books, journals, articles publications, etc.
related to production of Indian fruits & Vegetable, bilateral trade between India & Gulf
Cooperation Council (GCC) Countries and World.

Tools for data analysis —
Pie Chart
Sample Size -

100 respondents (Farmers & Local Vendors)
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CHAPTER NO. 4

PROFILE OF FRUIT & VEGETABLE MARKET

IN NASIK CITY
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Despite pandemic situation & lockdown in Nashik, Mumbai, Pune and rest of Maharashtra, the
sales of foodgrains, kirana, fruits and vegetables has remained stable or declined at many places.
Unlike last year when the sale of pulses, rice, flour and other essential food items had more than
doubled in April 2020 as retail household consumers had resorted to stocking and panic buying,
the demand this April is tepid.

Nashik has a lion’s share of the vegetable market in Mumbai and sends across more than 500 ton
of greens daily. Nashik also supplies vegetables to cities in not only North Maharashtra but also in
Gujarat daily.

There has been concern in recent years regarding the efficiency of marketing of fruits and
vegetables, and that this is leading to high and fluctuating consumer prices and only a small share
of the consumer rupee reaching the farmers. Marketing of horticultural crops is complex
especially because of perishability, seasonality and bulkiness.

The study seeks to examine different aspects of their marketing, focusing particularly, on the
wholesale markets for fruits and vegetables which have been established to overcome deficiencies
and improve the marketing efficiency. Results indicate that in Nashik the direct contact between
commission agents and farmers is very low. For vegetables this is 50 percent and for fruits only 31
percent.
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Further, in the system of transaction, secret bidding and simple transaction dominate and open
auction is relatively rare. In big cities, the wholesalers act as commission agents and receive
consignments directly from -

producing  centers  through | B - -
agents or producers. By and
large the system of transaction
remains traditional and open
auction is rarely seen. This is
one major reason for poor
efficiency. However, in the
small market, the farmers sell
directly to consumers. The
share of farmers in the
consumer rupee in Nashik was
41.1 to 69.3 percent for
vegetables and 25.5 to 53.2 ~°
percent for fruits.

This indicates that if there are few or no middlemen, the farmers’ share could be much higher. The
high percentage of margin to farmer-consumer price difference is indicative of large inefficiencies
and relatively poor marketing efficiency.

There is great need to improve the marketing of fruits and vegetables. One important measure
would be to bring more markets under regulation and supervision of a well-represented market
committee.

Another measure would be the promotion and perhaps enforcement of open auctions in the
markets. Yet another measure could be efforts to bring more buyers and sellers into the markets,
bringing them closer to perfect markets. The direct participation of farmers should be increased.
Market infrastructure should be improved through storage (go-down) facilities, cold storages,
loading and weighing facilities. Improvement in the road network, and cold-chain facilities are
also of substantial importance. Greater transparency of the operations through supervision and
systems can also help substantially. The market integration and efficiency can also be improved by
making up-to-date market information available to all participants through various means,
including a good market information systems, internet and good telecommunications facilities at
the markets.

Maharashtra State Agricultural Marketing Board (MSAMB) Export section has organized
training programs at grassroots levels for post-harvest management of agro produce including
precooling, cold storage, ripening, packaging, logistics etc., to increase the export worthy
production and post-harvest management, with the support of horticulture department, cooperation
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department, agriculture universities, local APMCs and guidance from APEDA and NPPO,
Government of India. MSAMB provides the basic export oriented infrastructure for grading,
packaging, handling, storage etc. MSAMB supports local APMCs and cooperative societies to get
the funding from central and state government to create the infrastructure in the state.

MSAMB undertake the policy to boost of the agro export from Maharashtra. By implementing
schemes viz. searching importers and sending samples of fresh fruits, vegetables and processed
products, participation in various national and international exhibitions and trade events, exploring
new international markets etc. MSAMB provides the importing orders to the grower exporters as
well as farmer groups for supply of material for export and also organizing buyer-seller meets.
MSAMB’s export facility centers has played very important role in exporting various agro
produce like mango, pomegranate, banana, oranges, mango pulp, cashew, flowers, onion to USA,
Japan, New Zealand, UAE, Australia, South Korea, Mauritius, Russia.

MSAMB’s Export Oriented Infrastructure

Government of India has declared Agri export zones (AEZ) in the state of Maharashtra for
Alphonso mango, kesar mango, onion, oranges, banana, pomegranate, and flowers. For AEZ of
alphonso mango, Kesar mango, onion, oranges, banana, pomegranate MSAMB has been
appointed as a nodal agency for its implementation in the state. Being nodal agency, MSAMB has
realized the need of the export oriented pack house and facility centers for fresh fruits and
vegetables, to reduce the post-harvest losses and as per the demand from the importing countries
of agricultural produce.

It is important to understand how markets for fruit and vegetables operate in order to ensure that
they are sustainably available and accessible. Value chain approaches to nutrition have been
proposed as a means of determining how supply and demand factors impact on food and nutrition
security. These approaches aim to identify the people (actors) and processes (activities) within a
supply chain and thereby to understand how decisions are made in terms of production, marketing,
and selling of foods. This may provide opportunities to intervene and create “win—win” scenarios,
whereby diet quality can be sustainably improved and poverty among those who work within the
agriculture sector can be reduced.

A recent review of value chain interventions in India found that approximately half involved
naturally nutrient-dense foods such as meat, fish, dairy, millets, pulses, fruit, and vegetables.
These include interventions to improve linkages between farmers and vendors so that value chains
are shorter and prices are more stable. Just over a quarter of interventions involved foods of
increased nutritional value such as fortified foods and the remaining quarter involved the
distribution of foods such as in the midday meal program for schoolchildren.
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It has been reported that Indian farmers realize only about 30% to 35% of the value of their
produce compared to 65% to 70% in developed countries. Modifying value chains and the way
they are financed can be part of a comprehensive livelihood model enabling small farmers to
benefit from sustainable and profitable farming. For example, a recently implemented project
called MilKIT aimed to develop dairy-based livelihoods through value chain development in India.
The project has achieved improvements in women empowerment; sharing of knowledge and
technologies between farmers has improved animal feed. Furthermore, self-help groups have
enabled development of new enterprises and increased incomes for farmers.
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Division

Details Of Division Wise Export Facility Centers

Name of Facility

Name and contact number of
facilitators operating through co-
operatives and private exporters

Fruits and vegetables export

Pravara fruit and vegetable co-

Nashik 1 1 operative society, pravaranagar Tal-
facility center, Khadkewake Rahata Dist-Ahmadnagar Gita
2 Banana export facility M/S-Sadguru Enterprizes,Mumbai
center, Savda
Onion, Grapes,
3 Pomegranate export facility M/S-Sadguru Enterprizes,Mumbai
center , Kalvan
Onion, Grapes, M/S- Kasamade Parisar Agro
4 Pomegranate export facility Producer Co.Ltd At- Parner Post-
center , Chandwad Nitane, Tal- Baglan Dist- Nashik
5 Flower export Facility, Nature one fresh produce,502 harur
Mohadi haite, Mumbai
Alphonso Mango Export
Ratnagiri 6 Facility Center, Nachane, M/S-Sadguru Enterprises, Mumbai
Dist: Ratnagiri.
7 Alphonso Mango export M/S- Sahyadri farmers producer
facility center, Jamsande company Ltd. Adgaon, Dist- Nashik
Vapour heat treatment
8 facility, (VHT), Navi MSAMB Shri-Abhimanyu Mane
Mumbai Vashi
9 Irragiation faC|I_|ty center, MSAMB Shri-Satish Waghmode
Vashi
10 Vegetable processing Vishal experts services pvt Ltd
facility, Vashi Ambegaon, Pune.
Oranae export facilit Maharashtra State Agricultural
Amaravati 11 ge exp y Marketing Board,Division Office,

centre, Varud

Amaravati
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Name and contact number of

Division Name of Facility facilitators operating through co-
operatives and private exporters
Maha Orange, Market Committee
12 Orange export facility Building, New Cotton Market Yard, In
center, Karanja (GH) front of ST Stand, Ganesh Peth,
Nagpur-440022
Maharashtra State Agricultural
Pune 13 Banana export Facility Marketing Board, Division Office,
Center Indapur Pune. Bazar Samiti snagh 2nd Floor
Market Yard, Pune 411 037
Aaro produce export facilit Agricultural Produce Market
15 grop p y Committee, Indapur, Mr. Vaibhav
center, Indapur .
Doshi, Secretary
Maharashtra State Agricultural
16 Export facility center, Marketing Board, Division Office,
Talegaon Dabhade Pune. Bazar Samiti snagh 2nd Floor
Market Yard, Pune 411 037
Flower export Facility Orien Flora Pvt. I_.td Tazlegaon
17 centre. Talegaon Dabhade Dabhade, Pune Alice D’souza -
, 1aleg 8308774900
18 Géipisrtag%iﬁ)i?mégﬁ?:te Agricultural Produce Market
P Y ’ Committee, Baramati
Baramati
Aurangab 19 Kesar mango export facility Agricultural Produce Market
ad centre, Jalna Committee, Jalna
20 Banana export Facility Surya Farmers Producer Co. Ltd.
centre , Vasmat Vasmat Dist- Hingoli
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CHAPTER NO. 5

DATA COLLECTION & ANALYSIS
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1. Methodology

The present study is based on information collected from: the market officials of the selected
fruits and vegetable markets, commission agents/wholesalers, retailers and farmers in and around
the selected cities. The market officials were interviewed/consulted for gathering the information
on the overall activities of these markets, marketing infrastructure and other related information.
Data were collected from the wholesalers/commission agent, retailers and farmers through
structured questionnaires.

The sample in this study for the Nashik market comprised of commission agents, retailers and
farmers; for Nashik market the sample comprised of wholesalers, retailers and farmers and for
market the sample include wholesalers, intermediaries and farmers.

Number of sample respondents in the Nashik market includes 30 commission agents, 28 retailers
and 42 farmers. These respondents were dealing with only grapes and onion.

2. Overview of Fruit and Vegetable Economy of India

This section gives a brief account of fruits and vegetables economy of India. This is examined in
terms of the production and productivity of major fruits and vegetables at the national level as
well as in various states. This is followed by a brief account of the present marketing practices
that are followed in various parts of the country.

2.1 Fruits and Vegetables Production in India

India now ranks first in the world in the combined production of fruits and vegetables. Out of
370 million tons of fruit production in the world, India accounts for 30 million tons. Of the 450
million tons of vegetables produced in the world, India produces as much as 59 million tons and
so India's share in the world's vegetable market is 17 per cent. The horticultural crops in the
country presently covers 13.6 million hectares of land, i.e. 7 per cent of the gross cropped area
and contributes 18-20 per cent of the gross value of India's agricultural output. India is the largest
producer of mango and banana in the world and has fifth position in the production of pineapple
and sixth in the production of orange, tenth in the production of apple (Table 2.1). Among major
vegetables, India occupies the first position in cauliflower and brinjal production, second in
onion, third in cabbage, and sixth in potato in the world.
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The diverse soil and climatic conditions in the country makes it possible to cultivate a wide
variety of fruits and vegetables in various parts of the country. The total area, production and
yield per hectare and the share of area under fruits in gross cultivated area in different states are
shown in Table 2.2. The importance varies substantially from state to state.

Table 2.1: Production of Major Fruits and Vegetables:
India's Position in the World, 1996

Sr. Fruits/ Vegetables Production (000 MT) India’s | India's
No. India | World Share Rank
Fruits
1 | Mango 10000 19215 52.0 1
2 | Banana 15073 55787 27.0 1
3 | Apple 1200 53672 2.2 10
4 | Pineapple 820 11757 7.0 5
5 [ Papaya 490 5867 8.4 4
6 | Orange 2000 59558 34 6
7 | Grapes 1083 5004 21.6 8
8 |[Lime 1700 9104 18.7 1
Vegetables
1 | Tomato 4800 84873 5.7 6
2 | Onion 4058 36544 1.1 2
3 | Brinjal 8026 11981 67.0 1
4 | Potato 17942 294834 6.1 6
5 | Green Peas 270 5214 5.2 5
6 | Cabbage 3300 46656 7.1 3
7 | Cauliflower 4800 12725 37.7 1
8 | Garlic 350 10401 3.4 3

Source: Horticultural Statistics, 1999, Department of Horticulture, Chennai and
http://www. Postharvestindia.com/indhrvst/fruits.htm
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Table 2.2 : Area, Production and Yield of Fruits in various States in India, 1999-2000

State Area Production Yield Area under Fruits
(000 ha) | (DOOMT) | (MT/ha) as percent of
Gross Cultivated

Area

1 Himachal Pradesh 1966 B7.5 0.4 20.23
2 Arunachal Pradesh 441 931 2.1 17.64
3 Jammu and Kashmir 133.0 1021.0 7.7 1228
4 Manipur 246 118.1 48 11.88
5 Mizoram 13.0 407 31 11.50
6 Meghalaya 269 22313 83 10.72
7 MNagaland 19.4 2323 12.0 746
& | Goa 12.3 94910 2.0 T.28
9 | Tripura 304 3721 122 6.67
10 | Kerala 1878 11845 6.3 6.33
11 | Sikkim 5.9 5.6 1.5 415
12 | Andhra Pradesh 44492 51754 11.5 3.70
13 | Tamil Nadu 23210 59396 256 3.54
14 | Bihar 30493 IRT0.7 125 3.09
15 | Kanataka 3150 5456.1 17.3 2.69
16 | Assam 1061 12471 11.8 2.66
17 | Maharastra 539 8 BORE S5 16.1 248
18 | Onssa 2049 1202 9 59 237
19 | Gujarat 1762 237610 135 .66
20 | West Bengal 1302 18161 139 1.41
21 | Uttar Pradesh 3151 32105 102 1.19
22 | Haryana 28.6 212.0 7.4 047
23 | Punjahb 301 418.6 139 0.37
24 | Madhya Pradesh 67.4 15361 228 0.26
25 | Rajasthan 20,0 3393 17.0 0.049
All India 3796 8 45496 10 1210 1.99

Source: Horticultural Statistics, 1999, Department of Horticulture, Chennai and
hitp:/fwww . Postharvestindia com/indhrvst/fruits. him
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Q 1. Do you have any specific Marketing strategy for selling fruits & vegetables?

Knowledge of Marketing Strategy

H No
H ves
Q2. Do you know the procedure for exporting the products in other countries?
Knowledge of Procedure of Exporting
m No
m Yes
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Q3. Do you get good value from retailers or vendors?

Getting good value for product

H No

M Yes

Q4. Are you aware about the Export Facilitation centers in your area?

Awareness about Export Facilitation
Center

H No
HYes
Q5. Can you directly sell your products to market areas other than your area?
Directly Selling Products to Other Market
Areas
] No
m Yes
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The Bilateral Trade Between India And Gulf Cooperation Council

India’s relation with Gulf Cooperation Council countries goes back to the centuries and it has
been based on mutual trade and business. As both India and GCC are large economic power, the
economic trends are reinforcing mutual interdependence. India’s 7 million strong workforces in
the GCC countries is a very important link between both the regions. The gulf region is meeting
two-thirds of India’s total energy requirements. Similarly, India supplies textiles, food products,
spices, machineries, information technology and electrical goods to the GCC market. GCC is a
major trading partner of India and the country which does more trade with India is UAE. India’s
total trade with the GCC countries rose from US$ 16878.46 million in 2004-05 to US$
150020.62 million in 2013-14. With regards to trade relations between the two countries UAE is
India’s largest trading partner and Saudi Arabia is the second largest trading partner of India in
GCC. The main purpose of this research is to analyze the bilateral trade between India and GCC
countries for 10 years and improve the trade relations between both the countries.

Table : India - GCC Trade Relations (Amounts are in USD / Million)

Year

Trade
2004- | 2005- | 2006- | 2007- | 2008- | 2009- |2010- |2011- |2012- |2013-
05 06 07 08 09 10 11 12 13 14
Export
to OR14.9 | 11775, | 16374, | 21760. | 32125, | 30479. | 42476. | 43460. | 51053. | 48229
GCC |3 30 38 24 30 97 50 09 65 40
Export
Growt 1997 | 3906 |3289 |4763 |-512 (3936 |6.79 12.55 -5.53
h%
Import
from 7063.5 | 7805.0 | 30994, | 45089. | 59504. | 53497. | 74915. | 102181 | 108092 | 102056
GCC |3 4 03 79 91 43 28 94 06 .60
Import
Growt 10.5 2971 [4548 | 3197 |-10.1 |40.04 | 364 5.78 -5.58
h%
Total [6878. | 19580. | 47368. | 66850. | 91630, | 83977. | 117389 | 145642 | 159145 | 150286
46 34 41 03 21 4 78 03 71
Total
Growt 16 14192 | 41.13 | 37.07 |-835 |39.79 2407 |927 -5.57
h%

Source: Ministry of commerce
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CHAPTER NO. 6

CONCLUSION & SUGGESTION
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6.1 CONCLUSION

As per the responses received so finding of this project:

e The respondents were not having any specific idea about Marketing strategy for selling
fruits & vegetables. Around 95% respondents were unknown about Marketing strategies.

e The respondents did not know the procedure for exporting the products in other countries.
Only 8% of them were having little idea about the same.

e Around 65% respondents get good value from retailers or vendors.

e More than 95% respondents were not aware about the Export Facilitation centres in their
area

e Only 11% of the respondents were able to sell their products to other market areas.

.Challenges Of Indian Fruits & Vegetable Export:

A. Wastage of fruits & vegetable:-

India’s wastages of fruits & vegetable are estimated nearly at Rs. 33000 crores in volume terms
due to the absence of proper processing and storage facilities. The lack of processing and storage
of fruits & vegetable result in huge wastages estimated at about 35% annually India process only
2% of about 35% of milk, 26% of fish, 25% of meat and overall processing level of only 6% as
compared to nearly 70- 80% in the developed countries.

B. Institutional Problems:-

I. Low Productivity:- The major problems that come across while exporting fruits & vegetable
from India include low productivity as compared to global standards.

ii. Low level of pre harvest and post harvest technologies.

iii. Low level of Research & Development in pre harvest & post harvest stage.
iv. Need of region export facilitation centers.

v. Supply chain inefficiencies and lack of cold storage facilities.

vi. Low quality of fruits & vegetables:-

The quality of India fruits & vegetables are very poor many consignments have rejected at the
destination port either due to poor quality.
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vii. High cost of production, high cost of processing, high cost of packaging.

viii. Use of pesticides & chemicals:- Indian farmers are applying more pesticides such as
chlordane, endrin and heptachlor that can cause serious neurological problems, kidney damage
and skin diseases. A study conducted by NGO Consumer-Voice reveals that the amount of
pesticides used in eatables in India as much as 750 times the European Standards. Fruit sellers
are also using chemicals like copper sulphate and calcium carbide to ripen bananas & mangoes.
In a bid to make them look garden fresh and ensure that they grow faster to farmers & sellers are
using chemicals at random that threaten to cause serious health hazards to consumers.

This study was qualitative in design and comprised 24 one-to-one interviews aimed at mapping
value chains for exemplar fruits and vegetables and understanding decisions made by value chain
actors with regard to the foods that they produce, market, and sell. We used a participatory
approach in designing the research and involved members of the community in the development
of the methods in order to learn from their knowledge of the local situation.

Challenges faced sourcing for Fruits & Vegetables by Sellers & Retailers

Results from the survey indicate that 71% of the retailers face challenges sourcing for
vegetables.

The challenges listed by survey retailers include:

e Accessing quality vegetables: some suppliers deliver vegetables which are not fresh. This
is a common seasonality challenge. During harsh weather e.g. rains and dry seasons
vegetables are often not fresh. Retailers therefore have to return vegetables on receiving
and sorting at the retail outlet or run low on supply when vegetables aren’t fresh on the
shelves.

e Limited supply: adequate supply of vegetables is often hindered by the absence/lack of
adequate storage facilities by suppliers and their ability to handle large quantities required
by retailers as well as lack of storage facilities and the associated technological
advancement to enable farmers produce large quantities of vegetables required by outlets.
Suppliers’ inability to meet demand either by delivering less quantity than ordered or not
delivering at all.

e Seasonality of vegetables presents challenges of plenty during on season (thus low
purchase price) and scarcity during off season (leading to high purchase prices). The high
purchasing cost coupled with price fluctuations/variations makes it difficult for retailers
to put a mark up on them.

e Lead time long/late delivery by some suppliers.

e Unpredictable customer demands/sudden upsurge on particular vegetables creating
scarcity.
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Challenges faced selling Fruits & Vegetables

e Consumer demands quality in terms of appearance, freshness, presentation as well as
nutritional value and safety. While consumer’s opinion is becoming more and more
important, it is no longer sufficient for a product to be technically perfect and produced in
an economically profitable way, it is also necessary to satisfy the consumers’
expectations of quality.

e Different consumers have different expectations on quality based on individual
perception of quality. Meeting the wide variety in expectation is a challenge to retailers.

e Short shelf life because of high perishability; if vegetables don’t move from the shelf
once they are stocked they become wastage and losses are incurred.

Overall, the following conclusions can be made based on the findings of the retailer’s study:
Sourcing:

There are multiple suppliers per product. Retailers often source different vegetables from
different sources even though this increases their transaction costs.

Quality:

There is a growing demand for higher quality, external as well as internal quality from
consumers. External aspects (presentation, appearance, uniformity, ripeness, and freshness) are
the main components in the decision to purchase, which is usually taken when the consumer sees
the product exhibited at the sales point.

Selection of suppliers:

Key factors considered when choosing vegetable suppliers: As is evidenced from this survey
77% of the surveyed retail outlets indicated quality of vegetable is a key factor considered when
purchasing vegetables. The key factors considered by retailers when choosing a vegetable
supplier include; quality of the product, Margins and sufficiency with the supplier/ability to
consistently supply whether product is in or out of season. Others in descending order includes
lead times, conditions under which vegetables are grown; whether healthy or unhealthy suppliers
proximity to the outlet history with the supplier and the least considered factor according to this
survey was packaging of the product.

Key products:

Overall, the most common vegetables were said to be of high value in terms of
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margins and turnover in all retail outlets. Asian vegetables were reported to be of least value

in terms of margins and turnover in all outlets. The following vegetables were considered of

high value in terms of turnover; tomatoes, kale, spinach, onions, cabbage, potato, carrot

while high value in terms of margins included; tomatoes, onions, kale, potato, cabbage,

spinach and carrot.

Retail landscape:

Supermarkets are increasingly becoming visible as a trend towards one stop shop shopping
continues to grow in the market. Most supermarket as well as other smaller estate supermarkets
are important outlets for vegetables especially for the working upper and middle class who have
little time to visit the open air and seemingly congested Nairobi City Council markets. The
outlets offer lower prices and a huge choice of products.

Challenges:

Results from the survey indicate that 71% of the retailers face challenges sourcing for
vegetables. The challenges listed by survey retailers include; accessing quality vegetables,

limited supply and seasonality of vegetables
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SUGGESTION

As per the responses received so finding of this project:

e There should have some procedures or facilities in order to provide trainings on Marketing
Strategies to rural area farmers or sellers by Government or relative institutions.

e The people should get proper idea about exporting their goods, or they The respondents can
get in touch with export agencies in order to export their products.

e Farmers & vendors at rural remote places should negotiate with wholesalers to get good
expected value for their products.

e Government or local agencies should provide knowledge about the Export Facilitation

centres in their area, so that the local vendors or farmers can able to proceed for exports.

e Farmers or local rural vendors should get familiar with the transport facilities and other

accessibility so as to sell their fruits &vegetables in other areas or cities.

e It is also suggested that in order to reduce wastes due to perishability the farmers or vendors

should adapt some precautionary measures about storage of fruits & vegetables.
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CHAPTER 1

INTRODUCTION

ABSTRACT

Housing, being one of the three essential needs of life, remains a top priority for every
individual, community and economy. As a human being, a person wants his or her own room
and privacy, which can be supported by the possession of a home. Home is the core unit of
culture. Home offers a forum for the family, and the family is the most significant social
entity that leaves its mark on the individual for a lifetime. Housing thus needs substantial
consideration in the sense of the implementation of human development policies and
strategies. But the rest of the human population also lives in slums, shanties and makeshift
shelters in rural areas.The shortage of housing is a big impediment in the healthy
development of an individual and consequently the society, and the nation.

The problems of space, anonymity, protection and sanitation contribute to social, economic
and environmental degeneration. The constant competition for room and house-ownership
leads to personal and social disorganization, which is counterproductive to society and the
economy. A developed nation like India must concentrate more on the housing sector in order
to address the housing needs of the burgeoning population and accelerate economic
development. The housing industry has been seen internationally as a driving force for
economic development as it creates jobs and business demand. Authorities have seen a major

emphasis on the housing sector in India over the last decade.



INTRODUCTION INHOUSING

Housing is one of the best human needs of the society. It is closely linked with the process of
overall socio-economic development of a country. India, being a highly populated country,
there is a great need and scope for the development of Housing Sector. Unfortunately, for
some reasons or the other, the housing sector in India has remained underdeveloped in the

past, however, it is hoped that there would be improvement in the near future.

Housing is a growing industry. There is substantial gap between demand and supply and is
persisting for a very long period. According to an estimate by the National Building
Organization, the cumulative shortage of total dwelling houses in the country by the end of
1991 was 31 million. It is further estimated by this organization that the demand for housing
will be around 4.5million units, leaving a gap of one million housing units annually. Hence,
based upon this estimate, the cumulative shortage of housing may reach to 41million units by

the end of this century.

Presently, funds required per dwelling shelter are so high that the individual’s saving is not
adequate to meet the expenditure of house building. As a result, there is great demand for

external housing finance.

Housing was given due priority only in 1988 when a National Housing Policy was announce.
The policy reflected the trust that housing was not merely consumption expenditure but also a
productive investment which would provide economic activity in the country. Besides this,
the policy also envisaged that an impetus given to housing would stimulate economic
development through creation of substantial employment opportunities. Consequently, the
institutional mechanism for housing was strengthened by the establishment of National
Housing Bank (NHB) by the Reserve Bank of India.

Housing is an imperative engine for expansion as well as success of any economy. It is a
centre and domestic device for mankind's moral and core development ever since the dawn of
evolution and civilization. Good housing is a pre-requisite for human development and
welfare. It provides shelter, security, amenities and privacy to human beings for decent
living. Adequate housing is essential for survival of human beings with dignity. There are

many things that people would find difficult to do without good-quality housing. Housing



shortage is a universal phenomenon. Without good housing, people cannot realize their full
potential and carry on the life they want to lead. Good housing reflects general welfare of
community, whereas bad housing leads to serious consequences such as diseases, immorality,

and juvenile delinquency.

Housing is also an investment activity and provides impulsion to economic growth. Housing
investment is a major driver of economic growth and welfare. Housing finance is a broad
topic and acts as a bridge to provide finance to seekers and open up the housing market to
aspiring house owners. Due to scarcity of funds housing remains just a wish to many people.
To boost the investment in housing industry, Government established the housing
development finance corporation in 1977. In 1998 the government set up the national housing
with the objective of providing housing finance to all sections of society. Housing finance
refers to finance for meeting the various needs related to housing such as purchase of land,

acquisition of flats, construction of a house, extension of a house, etc.

Housing or shelter is one of three basic needs of human beings. This is accepted and
approved by civilized society. Housing is one of the important activities and plays an
important role to socio-psychological development of the individuals. Housing Finance is an
important element of housing policies pursued by the Government. Housing is one of the
basic necessities of man; the capital required per dwelling is so large that few individual can
built up from their own savings. Therefore there is a great need and scope for the
development of arrangements for supplying or finance for the purpose of construction or

purchase of house etc.

Investment in housing is a necessary element for encourage the socio-economic development
of modern societies. Therefore, more investment in housing is a direct off shoot of the
welfare of state goals of modern government. Money is limiting factor in India, investment in
modern housing stock and housing service in India is grossly inadequate due to low per
capita income, high land prices and rising construction costs on one hand and inadequate
financial assistance on the other hand. The problem of housing has been of great importance
ever since the evolution of mankind. There has been tremendous growth in the demand for

housing in our country since from three decades due to population growth.



» TYPES OF HOUSING FINANCE IN INDIA

Home Purchase Loans:Home Purchase Loans are the basic home loan you can opt
for purchasing new home. This type of Home Loan is offered by all kinds of Banks
and HFCs.

Home Construction Loans:Home Construction Loans are especially meant for the
construction of a new home. Formality of availing this loan has a little different from
the normal Housing Loan. The plot on which the construction is being erected is
purchased within a period of one year, the cost of the plot is then also included as the
component for the valuation of total cost of the property.

Home Extension Loans: Home Extension Loans is offered for meeting the operating
cost of alteration to an existing building. Extension here means addition of an extra
room etc.

Home Conversion Loans:Home Conversion Loans are offered to those who want
finance for the purchase of another home by converting the already existing home and
on which loan is already sanctioned. Through this loan, the existing loan is transferred
to the new home including the extra amount required and there is no need for pre-
payment of the previous loan.

Land Purchase Loans:Land Purchase Loans can be availed for purchasing land for
both home construction as well as investment purposes.

Stamp Duty Loans:Stamp Duty Loans is offered for the payment of stamp duty in
the transaction of the property

Bridge Loans:Bridge Loans are offered for selling the existing home and purchasing
of another. The bridge loan assists in the finance of new home, until a buyer is found
for the old home.

Balance-Transfer Loans:Balance Transfer of the loan is the transfer of the balance
of an existing home loan at a higher rate of interest (ROI) to either the same company
or another.

Re-finance Loans:Refinance loans are availed when a loan from an organization at a
particular ROI is dropping leading to a loss. Then the option of swap of the loan can
be availed. One can avail this from either the same HFI or other at the current rates of
interest.

NRI Home Loans:NRI Home Loans are meant for Non-Resident Indians who wish to

build or buy a home or



INTRODUCTION TO HOME LOANS

Home is a dream of someone that suggests the quantity of efforts, sacrifices luxuries and

exceptionally accumulating budget step by step to come up with the money for one’s dream.

Home is one of the matters that everybody one wants to own. Home is a refuge to man or
woman wherein he rests and sense relaxed. Many banks offering home loans whether or not

industrial banks or economic establishments to the individuals who want to have a domestic

SBI- (State Bank of India) Home Loan, India were serving the human beings for around 3
many years and supplying diverse housing loan according to their various wishes at appealing
& affordable interest prices. Owing to their wide community of financing, SBI Housing
Loans affords offerings at the doorstep and helps you find a domestic as in step with your

requirements.

Many banks are providing domestic loans at most inexpensive charge to attract clients closer
to them. The greater customer pleasant mindset of those banks, presently offer to purchaser’s

cheapest loan over houses.

In view of acute housing shortage in the United States, and retaining in thoughts the social —
financial role of industrial banks inside the gift times, the RBI suggested banks to encourage

the flow of credit score for housing finance.

With the RBI lowering financial institution charge, the house loan marketplace rates nose-
diving by means of 50 foundation factors. The SBI Bank and Standard chartered bank has
end up the primary participant in this area to announce a housing mortgage for a two decades’
period. No doubt it'll enhance the quit fee humans to devise their residence over longer
duration now; it's been made clean for a person to shop for that dream residence which he

dreamt of lengthy in the past.

SBI also presents with Home Improvement Loan for internal and external upkeep and
different structural enhancements like portray, waterproofing, plumbing and electric powered
works, tiling and floors, grills and aluminum home windows. SBI finances up to 85% of the

cost of upkeep (a 100% for current customers).
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» ADVANTAGES OF HOME LOANS: -

The various benefits of home loans arising to the customers are: -
(i) Attractive interest rates: -

The diverse banks offer appealing interest prices to reinforce and assist their clients. Many
banks provide loans on constant or floating rates to facilitate customers as consistent with

their needs.
(ii) Help in owning a home: -

The domestic availed via someone with the assist of banks, due to the fact they offer

technical and financial help to clients for proudly owning their dream home.
(iii) No requirement of guarantor: -

The commercial banks now an afternoon, liberalize their legal guidelines concerning home
loans. Some of banks don’t even require the guarantor to supply loan to their consumers.
They also make consumers unfastened by means of reliving him to find a guarantor to finish

the complaints of availing mortgage.
(iv) Door-Step Services: -

These doorways to step offerings are supplied from enquiry degree to the very last
disbursement takes location such offerings are useful for customers in gift busy lifestyles.
Banks like ICICI bank and widespread chartered bank offer door to step services to

customers to borrow loan.
(v) Loan period: -

There are many banks which give most mortgage tenures upto 15-two decades primarily
based at the mortgage amount and the creatibility of clients. This relieves the clients to pay

off loan quantity until an extended period.
(vi) For accidental death insurance: -

Some banks provide unfastened accidental demise coverage with housing loan which is also

useful for the customers. Home loans help such humans in making their dream home.
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» DISADVANTAGES OF HOME LOANS: -
The main disadvantages of home loans are high lightened as below:
(i)Delays in processing: -

Many times, there are massive delays in processing of offering domestic loans because
numerous formulations to be fulfilled on this system. Due to those delays customers feel

mentally in addition to financially weak.
(i) Fluctuating interest rates: -

Some banks give home loans at floating fees, which differ at Different intervals because of a
few reasons. These adjustments occasionally, can also lead to increase in hobby price which

will boom the fee of domestic loans to the clients
(iii) High Cost: -
The public region banks price high processing fee for domestic loan’s sanctioning.

They are pressured to pay critical expenses at various ranges to meet the necessities. Some
consumers are not able to pay such expenses so such human beings couldn't avail the

blessings of home loan schemes.
(iii) Problems in disbursement: -

There are many troubles in disbursement of home loan amount. There are some put off in
disbursement of loan quantity to the clients due to felony formalities. This reasons troubles to

the clients.

These are limitations or risks of home loans. But sometimes a few banks fees high

installments to pay off loan quantity. Such additionally causes problem to clients.

These barriers may be eliminated with the aid of imparting top and promote services to the

clients
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» DISBURSEMENT OF HOME LOANS: -

Every bank has its personal process to disburse the loan quantity among customers. After

selecting your right home, the subsequent step is disbursement of home loans.

The loan amount is allotted after identifying and deciding on the belongings or home that are
bought and submit the considered necessary prison files. In the disbursement of domestic
loans, a clean title and full verification to make sure that someone has full rights on his house.
The 230A clearance of dealer and /or 371 clearances from the suitable authority of income
tax is likewise needed.

(i) Eligibility criteria: -

However, if one is a resident or non-resident individual who's planning to buy a house in
India, you'll observe for a home mortgage. If a person has determined to shop for an asset in
the close to destiny, he/she will be able to apply for a loan earlier than even deciding on the
assets. Once the most quantity to position into the property has been decided, the Housing
Finance Institutions or Banks will let the patron realize that how a good deal he/she is eligible
for and this enables to plan out the price range.

(if) Conditions regarding co-applicants: -

All Housing Finance Institutions lay down situations on who can be co-applicants. All co-
owners to the belongings need to be co-applicants to the loan always. These establishments
do now not allow minors to enroll in in as both co-proprietor or as co-candidates due to the
fact a minor isn't always eligible to go into a contact as in keeping with regulation. They do
now not permit even pals or loved ones who are not blood spouse and children to take a
property mutually. However, Income of co-candidates can be clubbed collectively to get
better loan eligibility. Given under is a Table that throw mild on suited courting of a co-

applicant for clubbing of profit
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Income Clubbing of Co-applicants: - It is as follows: -

Combination Income Clubbing: -

>
>
>

Husband-Wife: - Income of husband-wife can be clubbed.

Parent - son: - It can be clubbed if only son is there but not if any male sibling exists.
Brother-Brother: - If they are currently staying together and intend to stay together
in the new property, then only, their income-can be clubbed for above purposes.
Brother-Sister: - No clubbing-is possible.

Sister-Sister: - No clubbing is possible.

Parent-Minor- Child: - No clubbing is possible in this case also.

(iii) General Terms and Conditions: -

The following are the terms and conditions applicable to the basic home loan product only.

These are likely to change on the basis of the variations of the home loan product. Typically,

in general home loans, the following conditions are applicable: -

1)

2)

3)

4)

5)

6)

The loan to fee ratio (LTV) can't exceed a particular percent. This differs from
product to product and from one Housing Finance Institutional Bank (HFI/B) to any
other. The components of the price of the Property calculated right here are covered
beneath price of property.

The maximum tenure of the bank is nominally fixed through HFI/Bs. However,
HFIs/Bs do offer for extraordinary tenures with different terms and conditions.

The installment that one can pay is generally limited to about-50-according to cent of
the month-to-month gross income of the candidate.

The overall monthly outflow towards all of the loans that have been availed of,
including the present day loan is normally restricted to 50% of the gross month-to-
month profits.

One could be eligible for a mortgage amount that is the bottom as in keeping with
one's eligibility. This is calculated as according to the LTV norms, the HR, norms and
the FOIR norms as referred to above.

Most HFIs/Bs consider the profile before they decide the repayment ability. The
judgment is primarily based on age, qualifications, quantity of dependents,
employment details, agency credentials, paintings enjoy, preceding song file of

14



compensation of any loans that have been availed of, profession, the enterprise to
which the candidate's commercial enterprise relates to, if he/she is self-employed,
then the turnover within the final 3-4 years etc.

7) Some HFIs/Bs insists on guarantees from different people for the repayment of the
loan. In such instances, the clients have to arrange for the personal assure before the
disbursement of the loan takes area.

8) The assets should be technically clear before the HFIs/Bs disburses the loans amount.
Most of establishments and banks have a teams of technical professionals who visit
the website online to get a technical report before the disbursement of loan. This is
also beneficial to the client as they test for the technical high-quality and compliance
with local laws.

9) The assets must be legally clear before you could avail of a disbursement of the loan
amount. Housing-Finance Institutions /Banks (HFIs/Bs) take legal clearance from
their lawyers earlier than the disbursement of quantity. This proves to be beneficial to
the clients as a felony expert exam his/her documentation to make sure that he/she get
a proper identify to the assets.

10) The disbursement of the mortgage is as per the progress of construction of the assets
until it's far a ready asset wherein case the disbursement may be by using one
unmarried cheque. PEMI or easy hobby at the mortgage amount dispensed to the
customer in case of a component disbursement could be payable via the purchaser on
the disbursement.

11) The disbursement in most instances might be favoring the builder or the vendor or the
society or the improvement authority as the case may be. The disbursement will come
inside the client's favor under unique occasions only.

12) The reimbursement of loan may be made both via deduction towards revenue, put up-
dated cheques, status instructions or Auto debit instructions to bank.

13) The precept is amortized either on annual lowering or monthly lowering foundation
because the case may be.

The above terms and conditions are generally true for most Housing finance

Institutions/Banks with respect to the general Home Loanshowever, the specific terms and

conditions vary with respect to special Housing Finance Institutions or Banks
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THE HISTORY OF INDIAN HOME LOANS: -

Home loans in India have made humans Buy Property in India regardless of the
skyrocketing charges. Today, we discover great Real Estate Investment in India, both inside
the discipline of Residential Property in India or Commercial Properties in India. Home
Loans in India are distributed by using many Banks as Loan Banking is one of the maximum
crucial characteristic of the Financial Services in India. Property Dealers and Real Estate
Consultants in India typically suggest that we adopt appropriate Home Loan or Mortgage
Loancounseling in order that we will Buy Apartment in India at a low cost Mortgage Rate.
Purchasing the house of your goals isn't always a clean challenge especially when you plan to
shop for a home on mortgage. Home loan means that you buy a residence on installments. In
easier terms when you want to very own a home and mightn’t manage to pay for to pay the

quantity in lump sum, you can pay it in monthly installments with an interest rate.

The interest rates of home loans are predicted to move down even similarly in keeping with
analysts who foresee a cut down in the costs by using the RBI within the wake of the
selection taken via US Federal Reserve to reduce its quotes by means of a widespread

margin.

There is quantity of agencies provide reasonably-priced home loans at a low hobby fee. You
can avail mortgage in opposition to current house for maintenance or enlargement and so on.
There are many nationalized banks that provide finance for cheap housing. India Housing has
prepared a comprehensive statistic to offer you with the cheapest Home Loans available
within the market. We have listed all the critical housing finance institutes and some of the

top domestic finance banks supplying lowest interest rates.

In the last few years, housing mortgage situation in India has modified considerably. It has
taken the front seat and those are looking ahead to proudly owning their personal houses. It is
not any extra a dream that required lifetime saving and a hard selection to make. Today the
new domestic purchase mortgage is a lot easily available and is plenty cheaper than what
turned into available earlier. Banks are actually everywhere and the schemes are carried out
even in villages and smaller towns. The housing loans are popular there too, but, the activity
of constructing residences is little slow. It might no longer be wrong to say that there has
been a boom in the domestic loan marketplace and with this increase; there may be
additionally a boom inside the Number of domestic loans mortgage brokers in InThe

predominant cause for this increase in home mortgage market is the exchange in authorities’
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regulations. It is our authorities’ motivation that the home loan hobby charges in India have
fallen appreciably. Lot many banks are supplying domestic loans and this is available at low
EMIs (Equated monthly Installments). High EMIs at the moment are a component of beyond.
Today lending fee is within the variety of 7.5 to 15 %.

Again, there are distinctive kinds of domestic loans available these days. The interest price
available is likewise of different types. One is the fixed fee loan and the alternative is the
floating rate loan. In the fixed rate mortgage, whatever interest is fixed on the begin of
mortgage is carried on for the whole duration. However, in the different one, the interest
charge is not constant and as the hobby price is going up or low the impact is directly
transferred to the individual that is taking the mortgage. In the previous couple of years, the
floating interest charge has been a favourite amongst the general public taking domestic

loans.

There is likewise a fashion to opt for domestic construction loan. This loan is to be had to
those who need to design their houses in keeping with their requirement and flavor. In
different phrases, this loan is meant for individuals who themselves need to assemble their

new domestic.

As shared in advance, taking a mortgage isn't a tough mission. However, earlier than taking a
mortgage, one ought to recognize that the connection with the bank could be for a longer
period typically 15 to 20 years so one should make sure religion and integrity in bank. Apart
from low rate of hobby, the bank has to additionally provide some fee brought services. The
different factor is to look at is the assets this is to be introduced. Making positive that the

builder has all sanctions and facility to construct a great constructing is very crucial.

Taking home loans nowadays has become simpler. With the RBI often convey down interest
charges; taking home loans have end up extraordinarily easy. Housing loans which have been
sixteen.5% to 18% some years ago fell via 11.5% to 13%. With hobby charges taking place,
human beings increasingly variety follows to take those loans. Some of the main banks
imparting domestic loans in India, inclusive of ICICI Bank, IDBI Bank, HDFC Bank, Bank
of Baroda, SBI, Standard Chartered Bank and Axis Bank.
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» Home Loan Procedure in India: -

1) Submission of Application Form: - After choosing a specific domestic mortgage, the
client submits the utility form to the housing finance organization (HFC) together with other
relevant documents as required by way of the HFC. They include documents to set up profits,
age, house, employment, investments, and so on. The client additionally desires at hand over
a cheque for charge of an up front (non -refundable) processing charge of about 0.5-1% of the

loan amount to the HFC.

2)Validation of the Information: - In the following degree, HFCs validate the statistics
provided via the consumer on the utility shape. They generally conduct checks at the
residential address of the purchaser, the vicinity of employment of the client, and credentials
of the organization. Some HFCs can also insist on a personal interview with the customer and
perform a reference check at the references furnished by using the patron on the application

form.

3)Issue of Sanction Letter: - After due appraisal of consumer profile, a sanction letter is
issued which contains details which include loan quantity, price of hobby, annual / monthly
lowering stability, tenor of the mortgage, mode of reimbursement and preferred phrases and
conditions of the loan. This is the certainly the approval of the cash lending technique by
using the business enterprise. However, the cash is sanctioned best after the files and the

property on behalf of which the mortgage is being granted is very well verified.

4)Submission of Documents: - Once the sanction letter is exceeded, the purchaser is needed
to go away the entire set of unique documents referring to the property being bought with the
HFC as safety for the loan quantity sanctioned. These documents remain inside the custody
of the HFC until the time the mortgage is completely repaid. Once the files are exceeded over

to the HFC, they send all of the documents for a thorough criminal scrutiny.
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5)Validation of Property: - Prior to disbursement, the HFC additionally conducts a domain

go to to the purchaser's belongings to make certain that each one production norms have been

adhered to correctly. Once the HFC is satisfied that the belongings are legally and technically

clear, they disburse the loan quantity. The disbursement from the HFI is on the basis of the

stage of production of the belongings.

6)Payment Procedure: - Once all the above noted procedure, the borrower is entitled to take

the cash from the lender party. Until such time that the entire sanctioned quantity is not

drawn, the customer is supposed to pay an easy interest at the Actual Amount drawn (without

any main repayments). The EMI payments commences simplest after the whole sanctioned

loan amount is drawn.

INTEREST RATES PROVIDED BY VARIOUS BANKS

Finance Institution

Bank of Baroda

State Bank of India

HDEC

ICICI Bank

Loan Period
(in years)

Upto5
60 10

11 t0 15
16 t0 20

Upto5
6 t0 10

11to 15
16 to 20

Upto5
6to 10

11to 15
16 to 20

‘Up to 5
6t0 10

11to0 15
16 to 20

Fi

9.00

9.25
9.50
9.50

9.50
9.75

11
11
11
11

10.75
10.75
10.75
10.75

xed

EMI / Lakh

(INR)

2076
1230
1044
932

2100
1300

2175

1375
1137
1033

2162

1364
721
1016
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Floating

8.00
8.25
8.25
8.50

8.75
9.25
9.25
9.75

9.50
9.50
9.50
9.50

9.50
9.50
9.50
9.50

EMI / Lakh

2028
1227
970
868

2064
1280
1029
949

2101
1294
1045
933

2101
1294
1045
933

(INR)




Upto 5 10.50 2149 9.50 2100

6 to 10 11 1373 9.50 1294

L1C Housing Finance 11 to 15 11 1137 9.50 1044
16 to 20 11 1032 9.50 932

Upto S 9.00 2076 10.50 2150

6 to 10 9.00 1267 10.50 1350

PNB Housing Finance1] to 15 9.25 1030 10.50 1106
16 to 20 9.50 933 10.50 999
16 to 20 11 1032 9.50 932

Upto5b 9.00 2076 10.50 2150

KarurVysya Bank 6 to 10 9.00 1267 10.50 1350

11to0 15 9.25 1030 10.50 1106
16 to 20 9.50 933 10.50 999

The above table illustrates the comparison between the interest rates from various Housing
Finance Companies and banks. It can be seen that if one wishes to go for floating loans, the
bank which gives the best deal as far as the interest rate is concerned is HDFC followed by

PNB Housing Finance with the lower rates.
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» Types of home loans: -

Housing loans offered by banks are of different types: -

1) Home Purchase Loans

2) Home Construction Loans
3) Land Purchase Loan Home
4) Home Improvement Loans
5) Home Extension Loans

6) Home Conversion Loans
7) Stamp Duty Loans

8) Bridge Loans

9) Balance Transfer Loans
10) Refinance Loans

11) Loans to NRIs

1)Home purchase loans: -

This is the primary home mortgage for the acquisition of a new home. If you want to shop for
a flat in a few society or some already constructed house, banks and HFCs sanction you home

purchase loans for this procedure.

2)Home construction loans: -

This Loan is to be had for the construction of a new home on a said asset. The documents
which are required in this type of case are slightly unique from the ones you publish for a
regular Housing Loan. If you have purchased this plot within a duration of one year before
you began creation of your home, maximum HFCs will encompass the land price as a thing,
to fee the whole fee of the assets. In cases in which the duration from the date of purchase of
land to the date of software has exceeded a yr, the land cost will not be included in the overall

cost of property while calculating eligibility.
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3)Land purchase loans: -

This loan is available for purchase of land for both home construction and investment

purposes.

4)Home improvement loans: -

These loans are given for imposing restore works and renovations in a home that has already
been bought, for external works like structural upkeep, waterproofing or inner work like
tiling and flooring, plumbing, electric paintings, painting, and many others. One can avail of
this type of mortgage facility of a home development mortgage, after acquiring the requisite
approvals from the relevant constructing authority. The following are coming under the house

improvement loans:

e External repairs

e Tiling and flooring

e Internal and external painting

e Plumbing and electrical work

e Waterproofing and roofing

e Grills and aluminum windows

e Waterproofing on terrace

e Construction of underground/overhead water tank
e Paving of compound wall (with stone/tile/etc.)

e Borewell.

5)Home extension loans: -

An extension loan is one which lets you meet the charges of any alteration to the present
building like extension/ modification of a current domestic; as an instance, addition of an
additional room and so forth. One can avail of this sort of mortgage facility of a domestic
extension mortgage, after obtaining the requisite approvals from the applicable municipal

employer.
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6)Home conversion loans: -

This is to be had for those who've financed the prevailing domestic with a home loan and
want to purchase and move to another home for which some greater finances are required.
Through a domestic conversion mortgage, the present mortgage is transferred to the new
domestic together with the greater quantity required, doing away with the want for pre-fee of

the previous Loan.

7)Stamp duty loans: -

This loan is sanctioned to pay the stamp duty amount that needs to be paid on the purchase of
property.

8)Bridge loans: -

Bridge Loans are designed for people who wish to sell the existing home and purchase

another. The bridge loan helps finance the new home, until a buyer is found for the old home.

9)Balance- transfer loans: -

Balance Transfer is the transfer of the balance of an existing home loan that you availed at a
higher rate of interest (ROI) to either the same HFC or another HFC at the current ROl a

lower rate of interest.

10)Refinance loans: -

Refinance loans are taken in case when a loan for your house from a HFI at a particular ROI
you have taken drops over the years and you stand to lose. In such cases you may opt to swap
your loan. This could be done from either the same HFI or another HFI at the current rates of

interest, which is lower.
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11)NRI home loans: -

This is customized for the necessities of Non-Resident Indians who desire to build or
purchase a home or belongings in India. The HFCs provide attractive housing finance plans

for NRI traders with suitable compensation alternatives.

On could be entitled for domestic loans inside the variety of Rs 5 lakh to a most of Rs 1
crore, based totally on the reimbursement ability, preceding credit history and the value of the
assets. The financial institution may provide a maximum of 85% of the price of the
belongings or the price of production as relevant and 75% of the price of land in case of

purchase of land. The compensation potential is calculated considering elements including:

o Age

e Income/Salary

e Qualifications

e Dependant/(s)

e Assets/Liabilities

e Credit History

e Stability / continuity of your employment/business

e Income of co-applicant/(s)
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» PROBLEMS OF HOUSING FINANCE COMPANIES IN GENERAL

Many of the plan objectives like shelter to the needy, improving quality of life, creating
environment conducive for better health and sanitation, creating additional employment,
bringing urban, rural and inter personal in terms of standard of living can be achieved with
housing. The HFCs are working hard to minimize the housing problems by reducing the
lending rate and encouraging the people to have their own house. However they have so for
touched only the periphery of the problem. The problem of housing is still existed due to the
multi-dimensional problems encountered by HFCs themselves. The selected few important

problems have been discussed overleaf.

1. Availability of funds: It is the most important problem of the HFCs. The borrowing
capacity of the people has increased due to the budget proposals whereas the lending capacity
has not changed much since it requires the long term finance.

2. Entering into an era of rate war: Now a day the finance companies have entered into an
era of rate war. Many players have started examining the possibility of reducing their interest
rates in order to remain competitive in the market place and attract the customers. The ability

to get long term funds at cheap rates is an important competitive advantage.

3. Risk of default: Since the HFCs are running short of funds, any default by the customers
will have the direct impact on the lending capacity of the companies as the funds remain
blocked during the period. HFCs are not in a position to absorb such shocks due to the
paucity of funds. However, HFCs have historically had much lower default rates when

compared to the banks and other finance companies.

4. Asset-liability mismatch: Many of the HFCs are suffering from the asset liability

mismatch.

5. Legal aspects: The timeliness in legal aspects is having its own significance, but the very
backward legal system prevailing in the country creates lot of problems to the HFCs to settle
the case in the event of default by customers. It is observed that years together required to

settle the case.

6. High stamp duties: The very high stamp duty acted as a major hinder to the parties

involved in the housing finance
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» PROBLEMS FACED BY THE HOUSING FINANCE CUSTOMERS

Some of the problems faced by the borrowers before and after taking loan. Following are the

problems faced by borrowers.

1. Inadequate Assistance: Finance is an important component of modern society. Without
adequate finance any activity cannot run efficiently. Finance is a backbone of any activity.
Inadequate financial assistance has made them to approach non-institutional loans i.e
borrowing from money lenders, borrowing from relatives and other sources at a exorbitant
rate of interest. Considering the above problem 15 beneficiaries accounting for 18.75 percent

of the total have stated that the LICHFL’s made inadequate financial assistance.

2. Problems relating to other charges: The borrower has to pay monthly interest/EMI,
otherwise extra interest will be charged to them, on the outstanding loan depending upon the
loan sanctioned. This is major problem for them, especially for salary holders, if any delay
in getting salary they have to pay panel interest. 10 beneficiaries accounting for 12.5 percent

of the total has stated this problem.

3. Collection of documentation: the problem faced by the customers to relating to collection
of documents from different offices. The various documents required for home loan are
approved lay out plan, salary certificate, building construction plan approved by corporation
or development authority etc. To collect the above documents from different offices is a
tremendous job for sample beneficiaries. It takes lot of time and even to some extent money
also, this is problem mainly for employee who hardly finds times to visit the offices to collect

documents. 17 beneficiaries accounting for 21.25 percent are stated this problem.

4. Lack of flexibility in payments of loan installments: Salary people make the payment
regarding monthly installment (EMI), but it difficult to pay monthly for businessman and
other class of people. So this type of people wants relaxation to make the payments of EMI
according to their convenience. 10 beneficiaries accounting for 12.5 percent of the total have

stated this problem.
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5. Fluctuating housing loan interest rates: The housing loan interest offered by housing
finance companies are varying from one to another and now a day’s frequently changing
interest rate is confusion to customers to choose housing finance agencies. Though there are
two types interest rates offered by housing finance agencies fixed and floating rates, option
for the customers but it will difficult to choose suitable option. After one option if customer
wants to change floating to fix or vice versa they have to pay switch over cost. 20

beneficiaries accounting for 25 percent of the total have stated this problem.

6. Hidden Costs: Generally housing loan borrower does not have sufficient knowledge of
housing finance and they select randomly one of the housing finance companies. But after
taking the loan the borrower has to pay hiddencharges such as processing fees, late payment
charges pre mature payment of loan, interest rate conversion charges etc. 5 beneficiaries

accounting for 6.25 percent of the total have stated this problem.

7. Lack of reliable information regarding housing finance sector: It is one of surprising
fact that the educated home loan borrower does not make any comparative analysis among
different housing finance agencies. Generally they make comparative analysis regarding
interest rate, monthly installment and repayment period; they not give concentration to
technical details of the housing loan. 10 beneficiaries accounting for 12.5 percent of the total

have stated this problem.
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CHAPTER 2

COMPANY PROFILE

HDFC (housing development financial corporation) Bank Limited is an Indian banking and
financial services company headquartered in Mumbai, Maharashtra. It has 84,325 employees
and has a presence in Bahrain, Hong Kong and Dubai. HDFC Bank is India’s largest private
sector lender by assets. It is the largest bank in India by market capitalization as of February
2016.1t was ranked 69th in 2016 BrandZ Top 100 Most Valuable Global Brands.

I} HDFC BANK

The Housing Development Finance Corporation Limited (HDFC) was amongst the first to

=

receive an 'in principle' approval from the Reserve Bank of India (RBI) to set up a bank in the
private sector, as part of RBI's liberalization of the Indian Banking Industry in 1994. The
bank was incorporated in August 1994 in the name of 'HDFC Bank Limited', with its
registered office in Mumbai, India. HDFC Bank commenced operations as a Scheduled

Commercial Bank in January 1995.

History

In 1994 HDFC Bank was incorporated, with its registered office in Mumbai,India. Its first
corporate office and a full service branch at Sandoz House, Worli was inaugurated by the
then Union Finance Minister, Manmohan Singh.

As of June 30, 2017, the Bank’s distribution network was at 4,727 branches and 12,220
ATMs across 2,666 cities / towns
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Business Overview

An overview of various business segments

> Retail Banking

« HDFC Bank has developed a strong retail banking franchise over the years. Retail
Banking is one of the key drivers of the Bank’s growth strategy and it encompasses a
wide range of products delivered to customers through multiple channels. The Bank
offers a complete suite of products across deposits, loans, investment solutions,
payments and cards to help customers achieve their financial objectives. The Bank
focuses on product differentiation as well as a high level of customer-service to

enable it to build its retail business.

e« The Bank has continued to develop its risk management capabilities in Retail
business, both from a credit and operations risk standpoint. The branch channel is
effectively utilized for growing the retail assets business, with loan and card products
being offered to existing clientele.

e The growth areas identified by the Bank are in the areas of residential mortgages and
passenger car loans. Of the total retail loans portfolio, 88.47% is in the form of

secured loans (residential mortgages and auto loans).

e The Bank offers a wide range of payment solutions to its customers in the form of
debit cards, prepaid cards and credit cards. As on 31st March 2016, the Bank has a
base of approximately 124.99 lac debit cards, placing it among the leading players in
the country. The Bank is also a dominant player in prepaid cards. HDFC Bank has

over 2 lakh installed EDC machines - a highest for any bank in India

e The retail business of the Bank is supported by innovative services and alternate
channels which provide convenience of transactions to customers. These channels
include an extensive ATM network, internet banking, mobile banking and phone
banking.
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HDFC Bank’, an exclusive private banking service offers advisory, investment and
lending solutions to its customers across 10 cities in the country. Privée follows a
client-focused investment process and a team-based approach for managing client
relationships. The relationship management team is supported by a team of product
specialists, client servicing teams, investment consultants and research experts. The
private banking business focuses on addressing both the personal and corporate
advisory needs of an entrepreneur or business family by bringing solutions offered by
various business groups across the retail and corporate businesses within the Bank

under an integrated platform.

The Bank launched ‘HDFC Bank Wealth’ in 2008-09 targeting customers who have a
total relationship value with the Bank of between Rs.30 lacs and Rs.200 lacs. The
value proposition aims at delivering a ‘One Bank’ experience to such customers and

IS positioned as a complete solution involving banking, investment and asset needs.

The Bank also distributes third party products such as mutual funds, Bank assurance
products (life and general insurance), online trading, Gold and Silver coins through its

branches.

International Retail

International Retail Business focuses specifically on the overseas sales channel, retail
foreign exchange business, remittances and retail businesses in overseas centres such
as Hong Kong and Sri Lanka, where the Bank has a presence. The products offered in
the area of retail Forex and remittances include travel currency cards, inward and
outward wire transfers, traveller’s cheques and foreign currency notes, remittance
facilities through online portals as well as through collaboration with correspondent
banks, exchange houses and money transfer operators. The Bank continued to have a
market leadership position in Travel Currency Cards with 11 currency options other
than INR being offered. The aggregate spends on Travel Currency Cards have crossed
USD 3 billion during the year 2014-15.
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Business Banking

Business Banking leverages the Bank’s strengths — a well distributed network of
branches and a strong technology platform to offer the best in transaction banking
services. The Bank offers a range of current account products and cash management
solutions across all business segments covering corporates, institutions, central and

state government ministries and undertakings as well as small and retail customers.

The Bank is one of the top CMS providers in the country. The Bank acts as an agency
bank for transacting government business offering services to various Central
Government Ministries / Departments and other State Governments and Union

Territories.

In order to provide solutions for business to effectively manage their funds flow, the
Bank has introduced liquidity management solution for corporate customers.
Similarly, a single window for all payment requirements was launched with several
advanced features such as setting a daily transaction limit for corporate users, setting
transaction limits for individual beneficiaries, prioritizing payment methods, online

stop payment and cancellation facilities.

Corporate Credit

HDFC Bank has built a strong corporate banking franchise across corporate, liability
and asset businesses. HDFC Bank provides customized structuring and financing
solutions in a timely and comprehensive manner to its corporate customers with a
focus on building out a high quality credit portfolio. The Bank is a market leader in
Debt Capital Markets and loan syndication business across segments, sectors and
geographies. The Bank also provides full range of Treasury and Trade Finance
solutions to its corporate clients. The Bank offers technology enabled transaction
banking and cash management services to customers across Government, financial

institutions and corporate segments.

Bank’s infrastructure business includes project and bid advisory services, project
lending, debt syndication, project structuring and due diligence, securitization and
structured finance. During the year the Bank launched its first ever ‘D&B-HDFC
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Bank Infra Awards 2014’ in association with Dun & Bradstreet. The award felicitates
leading infrastructure projects and infrastructure companies. The Index, as a
composite measure of investor confidence, comprises four components: flow of
equity and debt funds into infrastructure sectors, project completion and
commencement of operations, output related to infrastructure segments and regulatory
and policy developments relevant for the sector. It is designed to capture the evolving

fundamentals of the sector and is updated and disseminated on a quarterly basis.

Treasury

The Bank has an integrated Treasury, covering both domestic and global markets,
which manages the Bank’s funds across geographies. The Bank’s treasury business
has grown substantially over the years, gaining market share and continuing to be
among the top five banks in terms of forex revenues. The Treasury plays an important
role in the sovereign debt markets and participates in the primary auctions held by
RBI. It also actively participates in the secondary government securities and corporate
debt market. The foreign exchange and money markets desk is an active participant in
the inter-bank/ FI space. The Bank has been exploring various cross-border markets to
augment resources and support customer cross-border trade. The Bank has emerged as
one of the leading providers of foreign exchange and trade finance services. It
provides a gamut of products for exports and imports as well as retail services. Its
cutting edge technology provides comprehensive and timely customer services.

Small and Medium Enterprises

The Small and Medium Enterprises (SME) segment is a thrust area of the Bank. The
business approach towards this segment, which is expected to contribute significantly
to economic growth in future, is to build relationships and nurture the entrepreneurial
talent available. The relationship based approach enables the Bank to deliver value
through the entire life cycle of SMEs. The Bank has segmented its SME business in
three groups: Small Enterprises, Medium Enterprises and Supply Chain Finance. The
Bank has launched ‘Business Gaurav SME Awards’ in association with Dun &

Bradstreet to recognize and award achievers in the SME space.
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» International Banking

The international operations of the Bank form a key enabler in its strategy to partner
with the overseas growth potential of its domestic clientele, who are venturing abroad
or require non-rupee funds for domestic projects. The Bank now has a foreign
network of four branches (Singapore, Hong Kong, DIFC (Dubai) and Colombo (Sri
Lanka)) and three representative offices (Shanghai, Dubai and Abu Dhabi) with
presence in six countries. While corporate banking, trade finance, treasury and risk
management solutions are the primary offerings through the branches at Singapore,
Hong Kong, DIFC (Dubai) and Colombo, the Bank also offers retail liability products
from its branches at Hong Kong and Colombo. Further, the Bank’s Gulf Co-operation
Council (GCC) initiatives in the form of representative offices in Dubai and Abu
Dhabi, and alliances with banks and exchange houses in the Middle East provide the
support for leveraging the business opportunities emanating from the large NRI

diaspora present in these countries.

Information Technology

Technology is one of the key enablers for business and delivery of customized
financial solutions. The Bank continues to focus on introducing innovative banking
services through investments in scalable and robust technology platforms that delivers
efficient and seamless services across multiple channels for customer convenience
and cost reduction. The Bank has also focused on improving the governance process
in IT. The Bank has launched the Business Process Management System, a reusable

system, which helps to build process efficiencies across various areas of operations.

The Bank has undertaken various steps in order to align itself towards RBI guidelines
on security and governance, including setting up of Board and Executive level
committees and working on IT operations and other key areas.
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» Agriculture

The Bank continues to drive and expand the flow of credit to the agricultural sector.
401 branches of the Bank have dedicated officers for providing farm loans. Products
and solutions are created specifically with simple features and offered at affordable
rates to rural customers. The Bank has also adopted a value-chain approach, wherein
end-to-end solutions are being provided for various stakeholders. It also offers various

customized solutions to meet the regional requirements.

Financial Inclusion

The Bank perceives financial inclusion (FI) not as a corporate social responsibility or
a regulator driven initiative but as a large business opportunity that lies untapped in
the rural and unexplored section of the urban market. Till March 2012, the Bank has
opened over 4.4 million No-Frills accounts in over 7,607 villages through a network
of 15 Business Correspondents and nearly 6,000 customer service points. The Bank
has a strong presence in the Electronic Benefit Transfer (EBT) space and has covered
around 6,800 villages across 19 districts and 9 states till date with over 3.7 million

beneficiaries.

In the urban space, the Bank has launched financial inclusion initiatives in Bangalore,
Chennai and Delhi targeting migrant labourers, slum dwellers and other under-banked
sector of the urban population and has opened over 3.5 lac No Frill accounts. The
Bank’s financial inclusion efforts are not merely restricted to launching of financial
inclusion initiatives and sourcing basic No Frill accounts, but to also promote the
savings habits and enable the customers to obtain customized solutions for their

financial needs.

The Bank also has a range of other customized products for this customer segment
like different variants of HDFC Uday No Frills Savings Accounts, Chhota RD,
Chhota FD, and Chhota SIP. The Bank has been one of the first few banks to have
tied-up with telecom companies to offer remittance led financial inclusion services on

the mobile platform.
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» Human Resources

e The Bank aims in creating and developing human capital to realize its vision of
nurturing a mutually beneficial relationship with its employees. Employee
engagement and learning, leadership development, enhancing productivity and
building multiple communication platforms thus occupied centre stage in the Bank’s
HR objective. The Bank continues to maintain a strong employer brand in the
financial services sector especially on the campuses of the premier business schools of
the country. In a major initiative, the Bank launched HDFC Academic Interface
Program (AAIP) with Institutions to offer youngsters an understanding about the
financial services industry, and creating ‘HDFC Bankers’. So far, the Bank has tied up

with Manipal University, NIIT, IFBI and Guwahati University.

« HDFC Bank has a young workforce with an average age of 29 years. The equal
opportunity employer policy of the Bank contributes strongly to the HDFC Bank
brand

» Mission

e Customer service and product innovation tuned to diverse needs of individual and
corporate clientele.

e Continuous technology up gradating while maintaining human values.

e Progressive globalization and achieving international standards.

e Efficiency and effectiveness built on ethical practices.

Customer Satisfaction through providing quality service effectively and efficiently.

> Vision and Values

To be the preferred financial solutions provider excelling in customer delivery through
insight, empowered employees and smart use of technology
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Core Values

Customer Centricity
Ethics
Transparency
Teamwork

Ownership

HDFC Bank offers its financial services majorly in four parts:

Personal
Corporate

NRI

Priority banking
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CHAPTER -3

REVIEW OF LITERATURE

Vandell, Kerry D (2008) analyses the sharp upward push after which drop down domestic
costs from the period 1998- 2008. Changes in expenses are for the motives as such monetary
basics, the trouble become not subprime lending in keeping with se, but the dramatic
reductions and subsequent will increase in interest quotes in the course of the early- mid-
2000, the housing loan boom was concentrated in the ones markets with full-size deliver-
aspect regulations, which tend to be more fee-unstable. The hassle turned into now not in the
excess supply of credit in aggregate, or the growth in subprime consistent with se, however as
an alternative inside the elevated or reduced presence of sure other mortgage products.

Dr. Rangarajan C. (2001) said that the economic gadget of India built a full-size community
of monetary institutions and markets over instances and the arena is dominated by using
banking region which accounts for approximately two-0.33 of the belongings of prepared

monetary sector.

DePaul Singh (2001) in his take a look at entitled patron Behavior and Bank Retail products
an Analysis “Stresses that the debtors’ mindset is an essential issue for the development of

housing loan schemes

La courMicheal (2006) examined the home purchase loan product possibilities of LMI
households. Objectives of his observe have been to evaluation the elements that decided their
desire of loan product. The position pricing and product substitution play in this segment of
the market and to confirm whether or not outcomes range whilst loans are originated via
mortgage brokers. In this situation regression evaluation has been used and outcomes have

shown that excessive hobby threat reduces loan fee.

Naik (1981) discovered that housing loans are normally superior towards the safety of loan of
land and the constructing to be constructed with the loan. Housing finance is therefore

mortgage finance.

37



Krishna, R.R and V.V.Ganesh Murthy (1998) found the perspectives that there may be a
sizeable scope for housing promoting in India and the banks and housing finance agencies
can play a crucial function inside the advertising of housing. They advised that reduction
within the housing mortgage hobby and simplified manner for sanctioning housing loan will

enhance the development of homes.

LeelammaKuruvilla (1999) throws mild on National Housing Policy and new projects in
housing finance. She cautioned that the change in the legal frame-work, simplifying the
process for housing finance and the lively involvements of the Government inside the

housing region will surely mitigate the housing problem.

Mohinder Singh (1999) states the magnitude of the housing hassle within the united states
and numerous country wide housing guidelines of the Government. He reviewed the targeted
statistical information and cautioned the following: a) enough loan quantity unfastened from
corruption and a low rate of interest, b) a country-huge survey to discover the actual housing
storage, c) standardization for low value housing and d) everyday monitoring and follow-up

action.

Parimal.H.Vyas and Sandip.K.Bhat (1999) who analyse the most important housing
finance establishments, crucial issues of housing finance, hobby rates and the reimbursement
techniques found that the restructuring of housing finance establishments by way of growing
suitable advertising and marketing orientation programmes are important to stand the

demanding situations inside the current global of liberalization and globalization.

Mathurn (1993) opined that the financial burden of funding in housing is normally very
heavy when the proprietor does now not have enough finances available to pay for the
website online and the complete fee of construction. Hence, he ought to make arrangements

to attain funds from a few different sources.
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Sharma, A.K. (1996) highlights the reality that the demanding situations of homelessness
and concrete slums are largely the spillover problems of insufficient rural habitat. He said
that the housing is carefully linked with boom of populace, modernization, poverty,
development and facts and the negative humans of India, lack all simple centers as they're
incapable of meeting the growing price of constructing substances. He also opined that
Indians can't clear up the housing hassle without a strong political will and nicely designed

strategies.

Nair, K.N.S and S.G. Jayachandra Raj (1994) discovered that Kerala stands particular
within the realm of boom and development. But, even within the wake of state’s fast
enlargement within the social sector, it's far to be determined that Kerala initiatives a
dichotomy photo of improvement comprising of feeble economic structure along with

developed social lifestyle.

According to Harichandran (1989), the objective of the National Housing Policy include
motivation to assist humans specifically the houseless to relaxed for themselves inexpensive
refuge and to promote investment in housing on the way to gain a sustained increase of

nation’s housing inventory.

Usha Patel (1996) explained that at gift housing through bank finance became a part of
financial institution’s priority area lending. Besides, each nationalized financial institution is
expected to allocate every yr an exact percent of deposits and plan for its deployment for

financing direct as well as indirect housing programmes.

Parekh (1988) reported that the destiny of housing finance is to enhance the loan origination
process for housing in the course of the country. To broaden an institutional network that
could facilitate the origination system, to identify the potential aid base for the machine as a
whole and to simplify the prison device with admire to threat management of housing finance

institutions.
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Thomas Paulose (1988) in his examine narrated a real photograph of housing guidelines and

programmes in Kerala.

Deepak.Razdam (1990) said that the assets of informal savings are seen to be cash and bank
deposits, property like jewelry, loans from buddies and family and to a small part of finances
from money lenders. The Government plan to result in appropriate modifications inside the
methods of the prevailing financial institutions if you want to make them extra responsible

and handy to households.

R.R.Krishna and V.S.Krishna Mouthy (1999) pressure of their article entitled “Trend and
policy Issues of Housing finance in India”, that simplified techniques and rapid sanction of

housing loans will supply a boost to the constructing homes.

Birla Institute of Scientific Research (1981) in its take a look at makes a comparative
assessment of the overall performance of public sector banks and major non-public zone
banks because nationalization. They discover that the overall performance of public region
banks is not first-class in rural development sports when as compared to the private region
banks.

Jain, Pinson and Malhotra (1987) of them examine “Customer loyalty as an assemble
inside the marketing of financial institution offerings” feel that consumer loyalty is a totally
useful construct. Their competition is that the human aspect of banking ought to take delivery
of utmost significance by way of the dependable phase for the advertising and marketing of

bank offerings.

R Jayakumar (1993) in his observe of “Performance of personal quarter banks in Kerala”
makes a comparative exam of performance of public zone banks and private zone banks in
Kerala. He finds that in Kerala personal area banks carry out better than their public zone

counterparts.
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Delvin James (1995) makes a case have a look at of the retail banking offerings in UK the
use of First Direct, a subsidiary of Midland Bank. He concludes that banks can boom their
marketplace percentage through proper communication and activate delivery of their

merchandise.

Govindarajalu (1996) in his article “Satisfaction and dissatisfaction with financial institution
services” perspectives that the Indian banks have misplaced the satisfactory of customer
service. The dissatisfaction of clients with financial institution offerings is a crucial problem

to be considered via banks and coverage makers for the improvement of banking area.

Sarkar and Das (1997) make an evaluation of the overall performance of the three financial
institution sectors - public, non-public and overseas - for the yr 1995-1996. These banks are
as compared in terms of profitability, productiveness and economic management. They
discover that the public sector banks are very terrible in performance on the basis of those

variables than the alternative sectors.

D Mishra (1997) makes a study at the overall performance of industrial banks in India
selecting relevant parameters like high-quality of service, risk control, profitability etc. His
end is that the banks need to try and boom exceptional, stability risk management, and
optimise profitability so as to live to tell the tale and succeed. He identifies 4 challenges for

the bank particularly opposition, credit, consumer and control

Gaganjot Singh (1998) in his observe “New improvements in banking enterprise — a have a
look at of latest personal zone banks” views that the brand new non-public area banks in
India are using better technology and are imparting better offerings to the clients. The new
personal banks have emerged as a version to the banking enterprise in terms of service tiers,
atmosphere, technology and so forth. As the public sector banks have already hooked up a
large client base, they turn out to be complacent and are sluggish to come to be purchaser
friendly. They also are less innovative inside the use of technology-assisted customer service.
Because in their big consumer base, they sense that they are able to resist competitions from

new generation banks.

41



N. S. Varghese (2000) is of the opinion that new generation personal region banks with their
present day generation are capable of put into effect e-banking and are highly desired by
using investors within the inventory market. He also points out that distinguished new
generation personal zone banks like HDFC and ICICI have entered into internet banking via

which more comfort is obtainable with lower transaction cost.

The observe performed by P Verma (2000) is in tune with the findings of Varghese.
Analyzing the impact of statistics era on new generation banks Verma feels that new
technology banks are far in advance of traditional public quarter banks. He finds that facts
technology is posing a chance to the public area banks. He observes that the enterprise in step
with worker of predominant public region banks in India is a mere fraction of the business in
keeping with employee of recent era banks. So the public area banks should enhance their
productivity and performance to compete with the new generation banks that are absolutely
computerized. But Eapen Varghese (2001) reveals no such distinction between the services
rendered by way of public area and personal sector banks

Mini Joseph’s (2001) view is that new technology banks have created a spirit of opposition
inside the banking industry by way of completely using the facilities and services to be had
from era and computerization, and by means of accepting client satisfaction because the
middle element. For stopping the erosion within the marketplace percentage of vintage non-
public zone banks and public zone banks, they're also providing quality provider now in a

competitive spirit.

AnanthaSwamy (2001) makes an appraisal of the overall performance of different financial
institution groups in India inside the backdrop of opposition, deregulation and modifications
within the area of banking. He classifies banks into public quarter, antique private zone, new
private area and overseas banks. His recognition has been on profitability, NPA, contingent
liabilities, spread and so forth. For the ultimate five years and arrives at the conclusion that

the new personal sector banks are appearing higher than the banks in other sectors.
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Jamal and Naser (2002) makes an examine on “The elements influencing client pleasure in
the retail banking sector of Abu Dhabi”. He amassed the vital facts the usage of dependent
questionnaire. Customer reaction to questionnaire suggests that the purchaser expectations
from the bank and provider excellent supplied by using the banks are the principal
determinants of patron delight. Their research on factors influencing customer pride in the
Pakistan retail banking sectorl5 additionally exhibits that carrier first-rate is the vital

determinant of client pleasure.

P. D. Jeromi (2002) who studied “The tendencies and issues of financial institution credit
score in Kerala” finds that the absolute rate of boom of credit score within reason exact. But
with regards to deposits, per capita credit, credit consistent with account, disbursement by all
India Financial Institutions the extent of credit is decrease. He also observes that more

attention need to take delivery of two mobilization of deposits than to expansion of credit.

Pushpangadharan’s (2002) have a look at on “The first-class of customer support in public
quarter banks” additionally suggests that public sector banks lag in the back of non-public
sector banks in customer service. The parameters he used in the look at are facilities and
facilities, speed in finishing transactions and providing deposit associated and credit
associated services. The customers of public sector banks aren't an awful lot satisfied with
branch managers’ and personnel’ attitudes. The public quarter banks are very terrible in

appreciate of client comments system and redress of grievances.

Bharathi Pathak (2003) makes a take a look at of “The monetary operations of new era non-
public region banks in India”. Five banks (Indusind bank, Centurion bank, HDFC financial
institution, ICICI bank and UTI financial institution) are taken up for economic evaluation for
a length of 5 years from 1996-97 to 2000-01. Their economic overall performance is studied
underneath four unique parameters — financial, operating, profitability and productivity. His
end is that the working of all banks is best but HDFC bank comes at the pinnacle closely

observed by way of ICICI bank.
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Bikram De (2003) makes an observe at the outcomes of possession on bank performance. He
compared old personal zone banks and new generation banks in terms of profitability,

performance, liquidity and so forth.

Gilotra (2003), in his study on retail lending, perspectives that the fulfillment of retail
lending of a bank depends on factors like advertising performance, right appraisal and
comply with-up. He additionally finds that HDFC has become very first-rate in housing

finance entirely due to the long term strategies followed by means of them.

R. Kumar (2003) in his examine “Retail banking growth drivers and analysis of associated
dangers” perspectives that banks have to evaluate the retail mortgage portfolio at periodical
periods in a dependent manner for identifying the dangers and upgrading the techniques for
the discount of risk.

V.S. Murthy (2003) in his examines views that during India the banking enterprise has very
high competition mainly inside the retail zone. In this opposition simplest the fittest will live

on. It is expected that the banks are properly equipped to be successful in the retail journey

Qamar (2003) has carried out a comparative observe at the “Profitability and resource use
performance in scheduled commercial banks in India”. He finds that performance of new
non-public banks and foreign banks is higher even though marginally than the antique private

region banks and public quarter banks.

Velayudham (2003) in his article “Banking for corporate new instructions” reminds banks to
make certain that for a balanced asset portfolio retail banking has to go together with
wholesale banking. Besides, for higher control of purchaser’s wishes and consultative selling

of products, industrial banks have to have patron relationship control department.
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Filomina’s (2004) survey on expectations of client from retail banks suggests that not one of
the banks are capable of meet the numerous needs of customers. As an end result the
customers aren't so unswerving to a selected financial institution and go for multiple banking.
Customers are aware about the type of products and services which are available inside the
banking quarter and demand them from their banks. The competitive banking of new

generation banks make clients dislike them.

Groeneveld and Wagemakers (2004) of their article “Retail banking strategies in Europe”
analyse retail banking approach with unique emphasis on retail banking inside the broadest
sense of the word. He finds that many banks rediscovered retail banking after the disintegrate
of investment and company banking sports and the fall inside the stock charges inside the
previous few years. The retail banking strategies in well-known and the strategic positioning

of Rabobank group particularly are described in the observe

Gurumurthy (2004) has made an analysis of income, expenditure, operating profit and NPA
of public area banks, overseas banks, antique non-public region banks and new private region
banks. He contends that the reforms in banking zone definitely have an effect on the financial
fitness of the banks. He observes that the monetary performances of the banks are improving
due to the prudential norms of RBI and different committees. Besides, those reforms have

helped to boom opposition within the banking industry

SubratMohapatra (2004) in his article states that the non-food credit score of the banks has
increased numerous instances. Banks have to boom the lending despite the fact that the
interest quotes are decreasing because of the of bulk deposits acquired by using them. Retail
credit and SME advances are the growth regions of banks
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Velouston and Cleopatra (2004) in their study have analysed the relative role of positive
drivers of financial institution loyalty. There has a look at suggests the links among
photograph, perceived great satisfaction, dedication and loyalty in Greek retail banking. The
result of the have a look at is that the photograph has a tremendous effect on perceived first-
rate and pride. The key factor that results in loyalty is the personalization in imparting

services to clients which assist to increase purchaser pleasure.

Yeole (2004) in her article “Problems of NPA” deals with the NPA problems of commercial
banks. She feels that the public area banks are going through the NPA trouble greater
frequently than the personal and foreign banks. The NPA of public region banks is growing
due to external and internal factors and affects the profitability and liquidity of the banks

adversely

Chakraborty (2005) in the article, “Customer courting control, a brand new mantra in Indian
banking” views that CRM has an essential role for banks inside the advertising of products
and services in a technology of era. By practicing CRM, the patron base and purchaser
loyalty in banks may be increased.

Gopalakrishnan (2005) in his take a look at identifies four essential reasons of NPA. In his
opinion the primary causes are willful default, budget diversion, deficiency in credit appraisal
standards and absence of observe-up and supervision. Besides these, absence of marketplace
intelligence, lack of team of workers to supervise the advances and absence of credit score

records among banks additionally motive NPA.

S. Joy (2005) in his study “Performance evaluation of personal sector scheduled banks in
Kerala” indicates that private sector banks in Kerala are a way underneath the alternative

banks in performance but above different banks in increase proportions.
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Ramola (2005) in his article states that Indian banking industry can attain global stage best
thru the increase of retail banking. For the increase of retail banking, modern merchandise
which satisfy the needs of the individuals are required. Such merchandise can be advanced
thru marketplace studies. Besides, new rules are required to lessen NPA in retail area.

Rudra Sen Sarma (2005) makes an examine on “The price and income efficiency of Indian
banks at some stage in 1986-2003”. During this era the value performance of the banks
advanced but the profit performance reduced. Compared to foreign banks, domestic banks are

located to be more efficient in terms of value and earnings.

Sudhir (2005) in his study “Retail banking — a paradigm shift” factors out that the potentials
of retail banking in rural and semi urban regions continue to be untapped. The capability
clients inside the rural and semi urban areas provide opportunities for the boom of retail

banking in destiny.

Amit and Anwarin (2006) view that maximum of the Indian banks is presenting retail
banking services like cellphone banking, net banking, multi-metropolis cheque facility, any
department banking and bill pay services. Along with this generation based services, banks

are focusing on commercial enterprise intelligence for providing higher consumer offerings.

Arun Kumar (2006) in his have a look at entitled “Retail banking-its socioeconomic impact”
argues that retail banking has failed to enhance the socioeconomic conditions of retail

mortgage clients.

Deepal Singh (2006) who made a look at on “Consumer behavior and banking of retail
merchandise” argues that borrower’s attitude is the most essential issue which determines the

success of housing mortgage scheme
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Dharmendra Singh and GarimaKohli (2006) are of the opinion that the brand new
generation banks in India are distinct from the traditional banks. They are the pioneers in the
use of generation, usage of manpower with expert control and enforcing company
governance. The conventional banks follow the technology adoption of those banks to keep

customers.

Laxman (2006) in his article “Retail banking, small and beautiful dimensions” identifies the
ease of the customers, excellence in processing and cost effectiveness as high elements

figuring out the fulfillment of retail banking.

Nair (2006) opines that Indian banks have to innovate and grow for dealing with the new
conditions of technological trends within the banking region. Modern customers are not
happy with conventional banking and conventional banking services and products.

Rajesh Chakrabarti (2006) observes that the over emphasis on competition and profitability
has pushed away the socialistic technique of public region banks observed for decades. Yet
he concludes that the emergence of latest technology banks and overseas banks has promoted

the usage of era and professionalism in banking region.

Parmar (2012) expressed her views about the condition of women in the field of housing
finance. She observed that, due to over and unnecessary rules and regulation females were
least interested in investment of funds in housing finance. Literacy rate of women in India is
not up to that level so that, they can try to obtain home loans evens. She concludes that

women in India are completely ignored in this area.

Monk, Tang and Whitehead (2010) studied the social - economic impact of housing in
Scottish country. The study exposed various multiplier effects of housing like output

multiplier, income multiplier, employment multiplier and GVA multiplier on economy.
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Mishra Ashok (2013) studied about basic requirements for acquisition home loan and
growth of housing finance in India. According to him due to the increase in population, shift
in demographic prototype and going up income of the middle class vis-a-vis the availability
stock and shortage of shelter. In order to rectify this mismatch between demands and supply
the government encouraged housing finance institution and banks (public and private) for
bridging the resource gap. Home loan is becoming a new area of investment. The paper

revealed the process of obtaining of home loan by different banks.

Bhalla (2008) examined the financial recital of selected HFCs. The study designed to
examine the effect of various selected independent variables on profitability of selected
HFCs. The independent variables considered are interest income, interest expenses, non

interest income, operating and administrative expenses and employee costs.
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CHAPTER 4

RESEARCH METHODOLOGY

STATEMENT OF THE PROBLEM

The main purpose of doing this project is to study the housing finance sector in India which
helps to choose the right home loan schemes for purchase house. Various public and private
institutions have entered in this field. These institutions have initiated various house
financing schemes to cater the diversified needs of this sector so that | am analysis of

Housing Finance schemes of various Banks.

OBJECTIVES OF THE STUDY

The main objectives of the study are as follows:-

1) The main objective of this study is to know the housing finance sector in India

2) Generating good business to the company by promoting and selling the products of Banks.
3) To know the ideas of customers about home loan products and services.

4) To make comparative study of Disbursement of home loans by Public & Private banks.

5) To study the satisfaction level of customers about home loans.

6) To study the problems faced by customers in obtaining the home loans.

7) To learn about various aspect of home loans of Public & Private Banks.

SCOPE OF THE STUDY

This study will be conducted in Mumbai Region. A survey of 100 people each from the banks
has been conducted who are the general people of the banks. Professors, businessmen,

Engineers and persons from self-employed category, etc. will be surveyed.
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RESEARCH METHODOLOGY

The research will be done for study onhousing finance sector in India. A Questionnaire is
prepared for the survey which has conducted in Mumbai Zone. Data have been collected
from customer by a personal interview. The research design used in this research will be
Exploratory Research Design.

Explanation of the Method

A Research Survey will be performed among 100 customers of different PSU Banks and
Private Banks. The technique of Random Sampling will be used in the analysis of the data. |
personally contacted 100 respondents to get the questionnaires filled. All possible efforts

were made to gather information in some rational way to remove biasness
Sampling Plan

Collecting the required information from the right source is very important. Sources from

which the data are collected differ as per the required of researcher.
Basically there are two types of data collection sources:
1) Sampling Unit:

The sampling unit primarily consisted of the needed people like businessman, professionals,

salaried employees and others. The sample unit is taken from the Mumbai region.
2) Sample Size:

Though large sample give more reliable results than small samples but increases the cost,
time and non-sampling error. Keeping in view these constraints 100 respondents were
chosen. Attempts have been made to see that samples are chosen from different areas of

Mumbai.

From a statistical point of view, the sample comprised of 100 bank customers who completed

the questionnaire & Interview.
Tools for Data Collection
¢ Questionnaire

< Interview

o1



Method to Classify Data
Primary Data:

Data collected by a researcher is known as primary data. It will be collected by a person for
his own use obtained from findings. This is the data which will be collected by us through
survey. The data will be collected by the means of questionnaire filled in by the employees at

office.
Secondary Data:

Secondary data means data that are already available i.e., they refer to data which has already
been collected and analyzed by someone else. This type of data information will be used by
the researcher for his use as second hand information sources through which secondary data

can be collected. Secondary data will either be published data or unpublished data.
Tools for Data Analysis

The data will be analyzed through statistical methods. Simplex percentage analysis will be

used for analyzing the collected data.
Simplex Percentage Analysis:

Percentage analysis will be the method to represent raw streams of data as a percentage (a

part in100- percent) for better understanding of collected data.

CHI-Square Test:

The CHI-Square test is a useful measure of comparing experimentally obtained results with
those expected theoretically and based on hypothesis. It is used as a test static in testing a
hypothesis that provides a set of theoretical frequencies with which observed frequencies are
compared. In general, CHI Square test is applies to those problems in which we study
whether the frequency with which a given event has occurred is scientifically different from
the one as expected theoretically. The measure of CHI-Square enables us to find out the
degree of discrepancy between observed frequencies and theoretical frequencies and a

theoretical frequency is due to error of sampling or due to change.

CHI-Square= (Oi-Xi2)/ Ei
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Graphs:
Graphical representations will be used to show the results in simple form. The graphs will be

prepared on the basis of data that will be received from the percentage analysis

LIMITATIONS OF THE STUDY
| have found the following limitations in my research study:

e It was very difficult to convince the people to fill up the questionnaire.

e Itis only an assumption that the respondents have given correct information.

e The study has the limitation of time and resources.

e The respondents were not open to questions related to their personal income.

e The respondents did not want to provide their address and contact number because

they feel that they might be contacted through telemarketing and other purpose.
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CHAPTER 5

DATA ANALYSIS AND INTERPRETATION

1. Age
Table no. 1
Cumulative
Frequency | Percent | Valid Percent Percent
Valid |Below 30 22 22.0 22.0 22.0
30-40 40 40.0 40.0 62.0
40-50 27 27.0 27.0 89.0
Above 50 11 11.0 11.0 100.0
Total 100 100.0 100.0
Chartno. 1
40— — Age
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Below 30 30-40 40-50 Above 50
Age

Interpretation:

Table 1 reveals that 22% of the respondents are of the age group of below 30, 40% of the
respondents are of the age group of 30-40 years, 27% of the respondents are of the age group

of 40-50 years and 11% of the respondents are of the age group of 50 years and above.
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2. Educational Qualification

Table no. 2
Cumulative
Frequency | Percent | Valid Percent Percent
Valid |Graduate 36 36.0 36.0 36.0
Post Graduate 29 29.0 29.0 65.0
Others 35 35.0 35.0 100.0
Total 100 100.0 100.0
Chart no. 2
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Interpretation:

Table 2 reveals that 36% of the respondents are graduates, 29% of the respondents are post

graduates and 35% of the respondents have other qualifications.
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3. Occupation

Table no. 3
Cumulative
Frequency | Percent | Valid Percent Percent
Valid | Business 11 11.0 11.0 11.0
Salaried 60 60.0 60.0 71.0
Professional 14 14.0 14.0 85.0
Other 15 15.0 15.0 100.0
Total 100 100.0 100.0
Chartno. 3
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Interpretation:

Table 3 reveals that 60% of the respondents are salaried, 14% of the respondents are

professionals, 11% of the respondents have business and 15% of the respondents have other

occupations.
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4. Which Income group do you belong to

Table no. 4
Cumulative
Frequency | Percent | Valid Percent Percent
Valid |Below 4 Lacks 14 14.0 14.0 14.0
4-8 Lacks 34 34.0 34.0 48.0
8-12 Lacks 37 37.0 37.0 85.0
12 Lacks and above 15 15.0 15.0 100.0
Total 100 100.0 100.0
Chartno. 4
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Interpretation:

Table 3 reveals that 37% of the respondents have an annual income of 8-12 Lacks, 34% of
the respondents have an annual income of 4-8 Lacks, 15% of the respondents have an annual

income of above 12 Lacks and 14% of the respondents have an annual income of below 4

Lacks.
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5. Are you aware of the home loan product of any of the following banks?

Table no. 5
Cumulative
Frequency Percent Valid Percent Percent
Valid ICICI 22 22.0 22.0 22.0
HDFC 21 21.0 21.0 43.0
PNB 17 17.0 17.0 60.0
SBI 22 22.0 22.0 82.0
Bajaj 18 18.0 18.0 100.0
Total 100 100.0 100.0
Chartno.5
Percent
micicl
m HDFC
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Interpretation:

Table 5 reveals that 22% of the respondents are aware of the home loan product of any of

ICICI Bank, 21% of the respondents are aware of the home loan product of any of HDFC

Bank, 17% of the respondents are aware of the home loan product of any of PNB Bank, 22%

of the respondents are aware of the home loan product of any of SBI Bank, and 18% of the

respondents are aware of the home loan product of Bajaj Housing Finance limited.
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6. Name of housing finance bank from which you have taken loan.

Table no. 6
Cumulative
Frequency Percent Valid Percent Percent
Valid |SBI 31 31.0 31.0 31.0
PNB 26 26.0 26.0 57.0
HDFC 18 18.0 18.0 75.0
BAJAJ 25 25.0 25.0 100.0
Total 100 100.0 100.0
Chart no. 6
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Interpretation:

Table 6 reveals that 31% of the respondents have taken housing finance from SBI Bank, 26%
of the respondents have taken housing finance from PNB Bank, 18% of the respondents have
taken housing finance from HDFC Bank, and 25% of the respondents have taken housing

finance from Bajaj Housing Finance.
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7. Time taken to approve the Loan.

Table no. 7
Cumulative
Frequency | Percent | Valid Percent Percent
Valid |<5 days 4 4.0 4.0 4.0
5-15 days 23 23.0 23.0 27.0
16-25 days 46 46.0 46.0 73.0
>25 days 27 27.0 27.0 100.0
Total 100 100.0 100.0
Chart No. 7
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Time taken to approve the Loan
Interpretation:

Table 7 reveals that 46% of the respondents got home loan approved within 16-25 days, 27%
of the respondents got home loan approved in more than 25 days, 23% of the respondents got
home loan approved within 5-15 days, and 4% of the respondents got home loan approved

within 5 days.
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8. Why did you choose Public Sector/Private Sector Bank to get a home loan?

Table no. 8
Cumulative
Frequency Percent | Valid Percent Percent
Valid |Rate of Interest 36 36.0 36.0 36.0
Fast Sanction 29 29.0 29.0 65.0
Good Service 7 7.0 7.0 72.0
Easy Processing 21 21.0 21.0 93.0
More Branches 4 4.0 4.0 97.0
Others 3 3.0 3.0 100.0
Total 100 100.0 100.0
Chartno. 8
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Why did you choose Public Sector/Private Sector Bank to get a home loan?

Interpretation:

Table 8 reveals that 36% of the respondents chose Public Sector/Private Sector Bank to get a
home loan because of Rate of Interest, 29% of the respondents because of fast sanction, 21%

of the respondents because of easy processing.
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9. Reason for getting home loan

Table no. 9
Reason for getting home loan
Cumulative
Frequency | Percent | Valid Percent Percent
Valid | Benefit of tax 2 2.0 2.0 2.0
Non availability of funds 54 54.0 54.0 56.0
Reluctance to pay cash in 38 38.0 38.0 94.0
one stretch
Others 6 6.0 6.0 100.0
Total 100 100.0 100.0
Chartno. 9
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Reason for getting home loan

Interpretation:

Table 9 reveals that 54% of the respondents took home loan because of non-availability of
funds, 38% of the respondents took home loan because of reluctance to pay cash in one

stretch.
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10. Are you satisfied with the rate of interest?

Table no. 10
Cumulative
Frequency | Percent | Valid Percent Percent
Valid |Public Sector 62 62.0 62.0 62.0
Private Sector 38 38.0 38.0 100.0
Total 100 100.0 100.0
Chart no. 10
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Are you satisfied with the rate of interest?

Interpretation:

Table 10 reveals that 62% of the respondents are satisfied with the rate of interest of public
sector banks and 38% of the respondents are satisfied with the rate of interest of private

sector banks.
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11. Are you satisfied with the service provided by your bank?

Table no. 11
Cumulative
Frequency | Percent |Valid Percent Percent
Valid |Extremely dissatisfied 3 3.0 3.0 3.0
Somewhat dissatisfied 32 32.0 32.0 35.0
Neutral 14 14.0 14.0 49.0
Somewhat satisfied 39 39.0 39.0 88.0
Extremely Satisfied 12 12.0 12.0 100.0
Total 100 100.0 100.0
Chart no. 11
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Are you satisfied with the service provided by your bank?

Interpretation:

Table 11 reveals that 39% of the respondents are satisfied with the service provided by their
bank and 32% of the respondents are dissatisfied with the service provided by their bank.
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12. Do you want shift your home loan from current bank to other bank?

Table no. 12
Cumulative
Frequency Percent | Valid Percent Percent
Valid |Yes 40 40.0 40.0 40.0
No 60 60.0 60.0 100.0
Total 100 100.0 100.0
Chart no. 12
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Do you want shift your home loan from current bank to other bank?

Interpretation:

Table 12 reveals that 40% of the respondents do wish to change their bank to other banks.
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Table no. 13

ANOVA
Sum of Mean
Squares df Square F Sig.

Reason for getting home | Between Groups 2.193 3 731 1.810 | .150
loan Within Groups 38.767 96 404

Total 40.960 99
Are you satisfied with the | Between Groups 3.438 3 1.146 .907 441
service provided by your | \yithin Groups 121312 | 96 1.264

?
bank? Total 124.750 | 99
Are you aware of the Between Groups 11.628 3 3.876 1.949 | 127
home loan product of any | within Groups 190.882 | 96 1.988
' ?

of the following banks* Total 202510 99
Name of housing finance |Between Groups 3.780 3 1.260 920 | 434
bank from which you Within Groups 131.530 | 96 1.370
have taken loan Total 135310 | 99
Time taken to approve the | Between Groups 695 3 232 342 | 795
Loan Within Groups 65.145 96 679

Total 65.840 99
Why did you choose Between Groups 18.790 3 6.263 3.368 | .022
Public Sector/Private Within Groups 178520 | 96 1.860
Sector Bank to get a Total 197 310 99
home loan? '
Are you satisfied with the | Between Groups 140 3 .047 191 903
rate of interest? Within Groups 23.420 96 244

Total 23.560 99
Do you want shift your Between Groups .706 3 235 971 410
home loan from current  |\ithin Groups 23294 | 96 243

k h k?

bank to other ban Total 24000 | 99

66




HYPOTHESIS TESTING

Hypothesis testing is an act in statistics whereby an analyst tests an assumption regarding a
population parameter. The methodology employed by the analyst depends on the nature of
the data used and the reason for the analysis. Hypothesis testing is used to infer the result of a
hypothesis performed on sample data from a larger population.

Purpose:

The purpose of this of this test is to analyze that whether the amount of loan is dependent on

income of a respondent or not. So we will assume two hypotheses related to this analysis.
Ho: There is significant relation between income of a respondent and amount of Home loan

H1: There is no significant relation between income of a respondent and amount of Home

loan
Loan Amt 5t0 10 10 to 15 15to 25 More Total
than 25
Upto| Lakh Lakh Lakh
Income( in
Lakh) 5
Lakh
Uptol5 0 0 0 0 0 0
15t025 0 2 2 0 0 4
25t035 1 8 2 0 0 11
0 2 1 0 0 3
35t05
More than 5 0 0 0 1 0 1
Total 1 12 5 1 0 19

67



Expected Frequencies

Arranging Observed & Expected Frequencies as follows:

0 0 0 0
0.21 2.52 1.052 0.21
0.57 6.94 2.9 0.57
0.15 1.9 0.78 0.15
0.052 0.63 0.26 0.052

Calculations

(fo- (fo-

Fo fe fo-fe fe)2 fe)2/fe
0 0 0 0.000 | 0.000
0 0 0 0.000 | 0.000
0 0 0 0.000 | 0.000
0 0 0 0.000 | 0.000
0 0 0 0.000 | 0.000
0 0.21 -0.21 | 0.044 | 0.210
2 2.52 -0.52 | 0.270 | 0.107
2 1.052 | 0.948 | 0.899 | 0.854
0 0.21 -0.21 | 0.044 | 0.210
0 0 0 0.000 | 0.000
1 0.57 0.43 0.185 | 0.324
8 6.94 1.06 1.124 | 0.162
2 2.9 -0.9 0.810 | 0.279
0 0.57 -0.57 | 0.325 | 0.570
0 0 0 0.000 | 0.000
0 0.15 -0.15 | 0.023 | 0.150
2 1.9 0.1 0.010 | 0.005
1 0.78 0.22 0.048 | 0.062
0 0.15 -0.15 | 0.023 | 0.150
0 0 0 0.000 | 0.000
0 0.052 | -0.052 | 0.003 | 0.052
0 0.63 -0.63 | 0.397 | 0.630
0 0.26 -0.26 | 0.068 | 0.260
1 0.052 | 0.948 | 0.899 | 17.283
0 0 0 0.000 | 0.000

21.309
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x’= 3 (O-E) = 21.309
E
The value of x? = 21.309
Degree of freedom (D.F.) = (r-1) x (c-1) = 16

X% = (at 5 % confidence level)= 26.296

Fise 2029
Here &° <X’ i,
Hence Ho is accepted
Interpretation:

As figure shows the sample Chi Square the value of 21.309 is within the acceptance region.
Thus we accept the null hypothesis there is significant relation between income of a

respondent and amount of Home loan
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CHAPTER 6

FINDINGS

Findings:

v

22% of the respondents are of the age group of below 30, 40% of the respondents are
of the age group of 30-40 years, 27% of the respondents are of the age group of 40-50
years and 11% of the respondents are of the age group of 50 years and above.

36% of the respondents are graduates, 29% of the respondents are post graduates and

35% of the respondents have other qualifications.

60% of the respondents are salaried, 14% of the respondents are professionals, 11% of

the respondents have business and 15% of the respondents have other occupations.

37% of the respondents have an annual income of 8-12 Lacks, 34% of the respondents
have an annual income of 4-8 Lacks, 15% of the respondents have an annual income
of above 12 Lacks and 14% of the respondents have an annual income of below 4
Lacks.

22% of the respondents are aware of the home loan product of any of ICICI Bank,
21% of the respondents are aware of the home loan product of any of HDFC Bank,
17% of the respondents are aware of the home loan product of any of PNB Bank, 22%
of the respondents are aware of the home loan product of any of SBI Bank, and 18%

of the respondents are aware of the home loan product of Bajaj Housing Finance.

31% of the respondents have taken housing finance from SBI Bank, 26% of the
respondents have taken housing finance from PNB Bank, 18% of the respondents
have taken housing finance from HDFC Bank, and 25% of the respondents have taken

housing finance from Bajaj Housing Finance.
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46% of the respondents got home loan approved within 16-25 days, 27% of the
respondents got home loan approved in more than 25 days, and 23% of the
respondents got home loan approved within 5-15 days, and 4% of the respondents got
home loan approved within 5 days.

36% of the respondents chose Public Sector/Private Sector Bank to get a home loan

because of Rate of Interest, 29% of the respondents because of fast sanction, 21% of
the respondents because of easy processing.

54% of the respondents took home loan because of non-availability of funds, 38% of

the respondents took home loan because of reluctance to pay cash in one stretch.
62% of the respondents are satisfied with the rate of interest of public sector banks

and 38% of the respondents are satisfied with the rate of interest of private sector

banks.

39% of the respondents are satisfied with the service provided by their bank and 32%

of the respondents are dissatisfied with the service provided by their bank.

40% of the respondents do wish to change their bank to other banks.
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CHAPTER 7

Suggestions

v

To boom their clients, the banks ought to offer specialized services in this region.
These services can be together with proper guidance to the purchaser concerning the

processing of loans, particularly for the clients who're illiterate.

To satisfy their clients and for right dealings in destiny, the banks should make
prompt disbursement of loan quantity to the customers so that they should purchase or

construct their dream domestic as early as viable.

The banks should use smooth method, or say, less lengthy process for the sanctioning
of mortgage to the client. There have to be less variety of felony formalities, in case
this exists, then, these have to be completed in less time. This will be beneficial in

attracting more clients.

Although the hobby quotes on precise norms, yet clients seek much less hobby charge
which can decrease their value of house. So banks should try and lower their hobby
quotes. Needless to say, that the bank which is having lower interest costs, have the

maximum clients for loans.

Banks provide mortgage according to the repaying capacity of the purchaser and
his/her eligibility. Due to which, a few clients are not capable of get amount of
mortgage needed by using them. So, the banks have to melt their norms concerning

the loan quantity.

Create consciousness: The Company has to take care of cognizance advent

approximately the goods and offerings many of the customers.

Charges: The Company has to lessen the mortality and management expenses.
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The organisation has to reduce their interest fees on home mortgage products and

services.

The agency has to pick out the ability clients.

Company should do not forget the existing opposition and ought to act in keeping
with the patron desires.

The banks ought to attempt to offer proper know-how concerning their home loan
schemes, even to people who don't know approximately such schemes and their
advantages especially in rural areas. So they need to provide know-how to the
ignorant customers, particularly in rural areas and backward urban area so, above are
the main hints furnished to the KVVB. By considering these hints, the banks can give a
boost to their client base in home loans area. They have to improve their offerings and
decrease felony proceedings and ought to be pleasant to their clients. All this will be
beneficial to satisfy their customers.
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CHAPTER 8

Conclusion

In a developing country like India majority of the populace are below the poverty line. For
them proudly owning a residence is a distant dream. For maximum of the buyers, the most
important investment has been of their personal domestic. One of the important inputs of
housing is finance and different required inputs are land, building strategies technology, sales
and offerings. Housing has been a hobby wherein people in reality discover it tough to shop
first and then make investments. Hence for the general public of the people housing finance

appears to be the most effective feasible answer.

The housing finance enterprise has witnessed a steady growth within the past few years
despite continued recession in the global economy. The housing finance enterprise witnessed
the access of many gamers such as housing finance groups and more these days the

aggressive boom of industrial banks in the housing arena.

The study is centered to investigate area-wise performance evolution of housing finance of
decided on industrial banks which consist of regulations, programmes, contribution and

scheme of the respective establishments.

The preference and the expectancy of the borrowers were analyzed to identify the factors that
influence a housing loan borrower in selection of a company and their stage of pride in the
direction of the offerings presented by using the chosen business banks. The analysis is made
on the basis of primary statistics amassed from commercial banks and housing mortgage

borrowers via a properly-structured schedules and questionnaire

For millions the sky is the roof below which they sleep and billions live in dangerous and
unsanitary settlements where the fundamental centers are conspicuous with the aid of their
absence or chronic inadequacy to each citizen toward the thing of social responsibility.
Providing housing facility to every member of the society is one of the primary
responsibilities of the government in the direction of the society. Therefore, steps need to be
taken by using the government to boom the running efficiency of banks in imparting housing
finance. Long term finances can be made to be had liberally to these banks supplying housing
finance which might enable these banks to provide a safe shelter to billions of people. This
will permit the state to find an area in the listing of evolved nations inside a quick term.
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Appendix

QUESTIONNAIRE

1)

2)

3)

4)

5)

6)

Age

(a) Below 30
(b) 30-40

(c) 40-50

(d) Above 50

Occupation

(a) Business
(b) Salaried

(c) Professional
(d) Other

Are you aware of the home loan product of any of the following banks?
(@) ICICI (b) HDFC (c)PNB  (d)SBI  (e)BAJAJ

Name of housing finance bank from which you have taken loan
(a) SBI (b) PNB (c) HDFC (d) BAJAJ

Time taken to approve the Loan
<5days (b) 5-15days (c)16-25days (d) >25days

Why did you choose Public Sector/Private Sector Bank to get a home loan?
(a) Rate of interest

(b) Fast Sanction

(c) Good Service

(d) Easy Processing

(e) More branches

(F) Others
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7) Which Income group do you belong to
(a) Below 4 lakhs

(b) 4-8 lakhs
(c) 8-12 lakhs
(d) 12 lakhs and above

8) Educational Qualifications

(a8) Graduate (b) Post Graduate (c) Others

9) Reason for getting home loan
(a) Benefit of tax
(b) Non availability of funds

(¢) Reluctance to pay cash in one stretch
(d) Others

10) Are you satisfied with the rate of interest?

(a) Public Sector (b) Private Sector

11) Are you satisfied with the service provided by your bank?
(2) Extremely Satisfied

(b) Somewhat satisfied

(¢) Neither Satisfied nor Dissatisfied
(d) Somewhat dissatisfied

(e) Extremely Dissatisfied

12) Do you want shift your home loan from current bank to other bank?
(a) Yes (b) No

Dept of Commerce )
Anandrao Dfionde Alias Babaji .
Collzge, Kada, Tal. Ashti, Oist. Beed
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