Research Project Details
Name of the Principal Department of Principal Funds
. < : . 5 " Type (Government/Non- 3 1 ; 5
Sl.no. | Investigator/ Co Investigator Title of the Project Nature of the Project Name of the Funding agency Government) Investigator/ Co Year of Award provided (INR Duration of the project
(if applicable) Investigator in lakhs)
Dr.Rameshkumar J, Training needs and Customer
1 R & Consult; HPCL Deal Non -G t M t 2017-1 0.225 1Yea
Dr.N.Manjula & Dr. Saraswathi |Satisfaction of HPCL customers Esearch nattancy . CRASEREIHEN anagemen d 8 r
Customer Awareness and
Dr.N.Manjula & Dr. Shilesh
2 Rastogi ; Knowledge towards Velammal |Research Project Velammal Hospitals Non - Government Management 2017-18 7.1395 8 months
o Hospital
Dr Sathyakumar, Dr. Malay Understanding the training
3 Biswas, Dr. Mutharasi, Dr. needs for Hi-Tech Arai Research & Consultancy HiTech Arai Non - Government Management 2017-18 0.36 9 months
Saraswathi, Dr. Niveditha employees
. Employee Training Needs i
4q Dr. Saraswathi Mproyee wm_:_:m eegsin Research & Consultancy Apollo Non - Government Management 2017-18 0.21 1year
Apollo hospitals
2 A study on the business
Dr. M. Selvalakshmi, Dr. B. . Al
5 prospects of a pharmacy outlet |Research Project E:EmmB Non - Government Management 2018-19 0.35 7 Weeks
Janarthanan ; s Medicals
in Jaihindpuram Area
Developing a reprting
mechanism to provide
6 Dr. Nataraj analytical reports on Sales, cost |Research & Consultancy Malliga Asafoetida Company Non - Government Management 2020-21 0.260 7 months
of production, profitability and
other parameters
Bridiging Competencies and
Barriers: 3y
Prof. Ramesh Kumar J; Dr. arriers: Role of ”E_J_:m. and .
7 > . Development Agencies in Research Project ICSSR Government Management 2021-22 3.5 12 Months
Sivapragasam; Dr. Manjula N )
promoting women ‘
entrepreneurship in Tamilnadu
Dr. Nachiketas, Go-to-New Market Strategy for
8 Dr.Selvalakshmi, Dr.Nataraj, Dr.|S hna Nagai Maligai Pvt.  |Research Project Sri Krishna Nagai Maligai Non - Government Management 2021-22 1.808 8 months
Mathiazagan Ltd.
Dr. Nachiketas, Dr. . PVCK - Mr.
9 3 s Market potential for PVC bags |Research Project e mﬁm:.cu L Non - Government Management 2021-22 0.060 9 months
Selvalakshmi, Dr. Nataraj Subramanian
Livelihood, Economic and VedsRtaR veas LiFitad
10  (Dr.Ramesh, Dr. Sivapragasam [Industrial Outlook: A Ground  |Research Project > oF MWD: © Ced= Non - Government Management 2021-22 1.500 10 months
Survey erlite copper
Impact of the introduction of The Peninsular Export .
11 (Dr. Manjula N the E-tailers such as Udaan and |Research Project iR po Non - Government Management 2021-22 0.450 1year
Jio Mart on the distributors peny
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Research Projects

2017 - 2018

1. HPCL Dealers — Dr. N. Manjula, Dr. J. Ramesh
Kumar & Dr. Saraswathi
2. Hi-Tech Arai Ltd. — Dr. J. Sathyakumar, Dr. Malay
Biswas, Dr. P. Mutharasi, Dr. Saraswathi & Dr.
Nivethitha
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I, Conlirm the work program

2. Finalize the {consulting) eontract

3. Obtain any background information, exisiing resource matenzl and list of key people to be
contacted and’or interviewed,

4, Understand the SOP.

3. Agree on meelings, reporiing requirements and project ballings

1.2 Initial orientation and planning

The objectives of this work element are;

. To allow us to review readily available material and plan the scope and depth of our
research, interviews and field work to produce the resulis expected within the available
time and budget.

2. To have an orientation meeting with your designated representative 1o reach agreement on
the direction of the project.

3. Among the matters considered will be:

.

b,

a

T e o

the scope of the engagement to ensure a common understanding of what is to be
included in, and possibly excluded from, the project;

the proposed plan and timing for conducting the project and co-ordinustion with you;
lines of communication for purposes of direct enquiries and reporting during the
engagement;

any possible special instructions with respect to the engagement;

significant recent developments;

overview of current status;

(ap analysis

Issues encountéred to date.

A, Conduct customer focused training for sales personnel
@) Ome to one meeting with the sales personnel, understanding the employees

a. Understand the vision of Ramajeyvam Agencies
b, Appreciating the imporiance of cuslomers
¢, Doal setting

b} Compare with Industry benchmark and sdentify the Gap.
¢) Based on the Gap Analysis suggest a suitable Action Plan,
d) Customer service & feed back

&) Customer retention programs

B. Briefing dealers about Interpersonal Effectiveness, Financial fundas, Marketing
mantras& digitalization and Service Operations.

1.0 Reporting
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Resource Persons:

O, J Sathyakumar, M, Com, MA, MBA, PRD

Prof Sathyakumar has ower 15 years of experience in the corporate sector and 10 years in academics.
Prior te jeining T5M he has occupied senior position in SPIC group of companies. His research interest
includes Human Resource Management and Occupational Piychology, He also published several research
papars and reports in the areas of his expertise in international and natlonal journals and conferances.
He has conducted management developed programs for Loval Textiles, SFIC group of companies, TVS
Group and Indian Postal Department.

Or. Matay Biswas, PhD D (Horth Maharasthra University), M.P.A(DAYY), B.Com. (Hons. )
Calcutta University

Biswas Ph,D,, Is currently working as Assodiate Professor [Organizational Behavior! Human
Retource Management) at the Thisgarajar School of Manageméent, Madursl, Earlier he worked as Agsistant
Professor at the Indian Institute of Managemsnt (IIM), Rohtak (2091-2017) and earlier worked a5 Dean -
Management Studies and Senbor Faculty Member at the Institute of Hotel Management, Aurangabad,
Maharashtra (2003-201 1), He worked with the Taj Hotels Resorts and Palaces in their various human
resource functions before choosing to be an academnic (1993-2003), He has over 24 years of experience
in the hospitality industry and teaching. He ha: conducted management developed programs for Asfan
Paints, Canara Bank, Peerless, Indian Oil Corporation, Life Insurance Corporation of India, State Bank af
Inedlia and Taj Group of Hotels, Dr Blswas published textbook titled HR in Hospitality Industry (Oxford
Publication}, He alie published several research papers and reports in the areas of his expertise in
inbernational and nathenal journaly and canfersnces.

Prof. P Mutharasi, BA (Eng. Lit), MBA, PhD

.|Ig Prof Mutharasi teaches Organizational Behavior, Human Resource Management and its
i elective cowrses. She has 11 years of teaching experience and her docteral research i in
the area of Organizational Behavior - Tocising on Organizational Citizenship Behavior and Organizational
Climate. She has conducted Gensral management programs Tor Head Masters under the Rashiriya
Madhyamik Shiksha Abhiyan, She has trained employees of India Post in the Central Government Project
Arrow incareas Like Change Managemant, Conflick management and Inter personal effectiveness. She has
conducted training programmes in her area of expertise for TVS Group of Companies, HPCL, Apalio
Hospitals and also far undergraduate students of colleges In and around Madurai,

Or. Hivethitha 5, MEA, PhD (Joint program - IT-M and Unlversity of Passau, Germany)

Dr. Mivethitha & has completed her PhD {Joint Doctoral Degree Program) in O8/HR from

T Madeas, India and University of Passau, Germany, She has teaching experience in India
and Germany. Her teaching interests: include Crganizational Behavicur, Human Resource Management
and International Human Resource Management. She has published in pesr-reviewed international
journals, Her ressarch interedts inclede HAM practices, Paychological Contract, Organizational
Identification and Employes Tumaver.






Research Projects

2018 - 2019

1. Arumugam Medicals — Dr. M Selvalakshmi & Dr, B
Janarthanan
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3. Research Objective and Variables under study
Objective 15 to understand the business prospects of a Pharmacy outlet in Jaikindpuram Area

In crder to understand the market more specifically in the Pharmacy business, the study has 1o
be done amaong the three stakeholders

I. Doetors

I. Educational backgroundSpecialization of doctors
2. Chinics/Hospitals they are associated and its details (Mo of bedsfvear of inception
e,
3. Location and Address
4, Time of availability/Practice
5 Pharmacy support from
2. Pharmacies:
[. Years of Existence
2, Dosctors supported
3. gbout their customers
3, Prospective customers:

|. Demographic Profile

2. Purchase behaviour

3. Cetchment area

4. Factors of impartance Tor choice of a medical stare

4. Methodology:

To meet the research, an exploratory research design with survey methodology s proposed.
Though, this kind of study requires a huge sample to meet the objective & a good confidence
interval, due ip Bme constraint and sensitivity of the study, the sample size can be regiricled o
400 numbers. Sample identification and data collection will be through guota sampling method
for doctors’ Pharmacies, and with customers, it will be drawn in proportion o the total number
of voters in each of the wards in the catchment area

In the proposed study, the following technigues may be used for analysis

. MANOVA toidentify different behaviour pattern among the respondents in lerms of
age, pmfeﬁqﬁnn, income level, ete.

2. Percentage Analvsis for different variables/queestions

3. Mean ranking Analvsis

5. Technicality and Consulting Requiremenis
Timeline of ke Study

. Literamire review and Problem formulation - 1 week
2. Questionnaire Preparation and validafion -1 week
3. s Collection = 3 weeks






ANNEXEITRE

Study among customers

L. Age:

ii. Gender:

jii.  Decupation:

iv. Family Size:

v.  Household income( annual)

vi. Freguency of purchase:

4, Dnece Im 15 days/ Once a month/ Once In three months/ Once in six
ménths) Others

vil,  Sources to Buy Medicing;

4. Personally visit medical stores
b. Personally order medicines over the intarnet
t. Place orders for medicing over telephone call
id. Someone ¢lse visits medical stores
e. Someoneelse orders medicines over the intermet
f. Someone else places orders for medicine over a telephone call
viil,  Buying medicines for Chronic disease such as Diabetes, BP, Thyroid etc
a fesfNo
ix. Monthly Expenditure Incurred Over Medicine (in INR)
Less than 1,000
1OOY ton 2,500
2,501 to 5,000
5.001 to 10,000
10,001 to 20,000
More than 20,000

R RO

%, What is the distance of the médical skore from your house!
More than 10 lems
5.1 to 10 kmg
3.1-5 kims
2.1- 3 ks
1-2 kms
. Within 1 km
xi.  How doyou go the medical store?
a. Car
b, 2 Wheeler
o Auto rickshawf cab
d. Walk
wil.  Howw much time will it takee to reach the store from your house?
More than 20 minutes
&1-90 minutes
31-60 minutes
16-30 minutes
11-15 milnuites
5-10 minutes
Liess than 5 minutes

e N o

®eEangp



xiil,  Rave your degree of imporance attached to the following features in procuring
medicines on the following 4 point scale:
1. Not atall important
2. Less important
2, Important
3. Very important

Lewve| of
S.No. | Features Importance
Vigit Multiple Pharmacies 1

Digcount on medicines purchased
Availability of Qualified Pharmacist
Counselling on Administration of Medicines
Sale of Medicines without Prescription
Glving Proper Bill for Medicines
Home Delivery of Medicines
Substitute fAlternative Medicine

Price Difference on Substitute fAlternative Medicine
3 | offered ==
10 | All Required Medicines at One Store / Wehsite
11 | Better Price

12 | Choice of Dellvery Time and Location

13 | Cuality of Medicines

e O

0O = |G | | e | =




Research Projects

2020 - 2021
1. Malliga Asafoetida — Dr. B. Nataraj






EROJECT BACKCHOUNED

Malligha Asafoetida Company (MAC) is a leading Manufacturer & Exporter of Compounded
Asafoetida (Ferula Asafoetida) since 1996, They manufacture best quality asafoetida with good
manufacturing practices on food safety management with a state of an An manufacturing
facility to deliver right quality varieties of asafoetida products.

MAC wanted 10 have a Management Information System and comprehensive analytical repons
in order to moke data driven managerial decisions. The organisation aspires to have an
-automated anafytical tool to do business in o scientific manner,

Thiagarajar School of Management (TSM) has 59 years of legacy in education and producing
warld class management graduates. Apart from its contribution towards education, TSM is also
invoalved in Executive Davelopment Programs and Consultancy Assignments. TSM has a great
vision in supporiing the Small and Medium Scale Business through its consultancy
assignments. TSM has committed to provide analytical solutions for the business requirements
of MAC,

OBJECTIVES OF THE PROJECT:

o To provide a comprehensive analfytical tood thar will help Molligha Asafeerida
Company in moking data detves decision

o To provide standard analytical repevis abowl MAC's sales, cost of production,
profitabiling and other imporfant décision paramelers on datly basis, monthly hasis
aried for giver pertad of e,

Deliverables by Thingarajar School of Management (TS
1. Product wise cost value on daily basis, monthly basis and for given period of time
2, Orverall cost of production on daily basis, monthly basis and for given period of time

3. Profitability of the Finished product based on sale quantity and rank order of the
product on the basis of Profitability.

4, Product wise profitability for the given periogd

5. Comprehensive siock maintenance report of Raw Materials, Semi-Finished, Finished
and Packing Matersals.



6. Opening stock, InwardPurchaseProduction, outward/consumption/sales, Closing

stock

7. Impact of Inventories incase of rare events such as

B Management Information System (MIS) Report

a) Conversion of one Finished Good into other Finished Good,
b} Conversion of one Semi Finished Good into ather Semi Finished Good,

c) Finished Goods given as froe samples, Sales Retum,

d) Conversion of one Packing Material into other Packing Material,
¢l Stock neutralization and itz corresponding reflection in cost of good

compuiation,

a) Customer wise, Area wise, Product wise MIS reports on Profit Analysis
bl Segment wise and product group wise Profitability analysis,

8. Kecessary and required modifications in Bill of Materials (BOM) and respective changes in
Semi-Finished Goods, Finished Goods and Packing Materials in response to the market needs.

Dir. Mataraj, Faculty, Thiagarajar School of Management, Madurai will be the faculty co-
ordinator for the proposed consuliancy agresment.

. To provide required and relevant data and all other possible values, inputs and

information 1o be recorded from Tally software to Microsoft Excel on daily basis.
Single Point of Contact (SPOC) whom the student or faculty of TSM shall contact on

timely basis.

J. Standard Consultancy Agresment 10 be signed by the concemed authority in MAC.

4, A description of all of the tasks that the Client is expected to complete, the personnel the
Client is expected to provide, or other responsibilities that the Client is expecied to fulfil.
FROJECT PLAN INTERMS OF DAYS;
Mir. of Moz of
S.No. Stady Area days for days for Methodology
Faculry Stuilent
Unederstanding (v
recuirements of MAC and ;
! | Prelimicary diagnosis of the 1 i iy ion
problem




Planning for mitial
pzsignments and submitiing
propasal to MALC and 1 ML Project Flanning
developing a consulting
contract.
Deploving' Delegating the
robes and explaining the AL 1 Celegation and explanation
deliverables to the student
Migrating the student to the 0 . Handing over human resaurce
MAC team ita MAC
Dielivering the Analytical
requirements of the Client as " S Performance of Analytical
pet the objectives and Assignment
deliverables
Fact Checking by faculty
about pccuracy of the work 4 4 T ﬁ;ﬁtﬂﬂﬂmng and
done on weekly basis e
Final closwre before handing &
over the product to MAT . ¥ T -
Total Man davs 1 9
*Miake: dian dav A Migi f6l :
BUDGET
Effort and Time | Rate per Man
Estimated Costs (Man Days) Day Total
Facully {1 i} - MA Rs.10,000
Student 9 Fos 500 Rs. 14,500
Administrative Ohverheads and Miscellineous Expenses R, 3,000
Estimated Budget Rs.27,500
2% Discount for First Consultancy Assignment R, 22,000
GST R 3,960
Total Hs. 25,960,
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Research Projects

2021 - 2022

1.1CSSR — Dr. J Ramesh Kumar, Dr. N Manjula & Dr. P
Sivapragasam
2. 5ri Krishna Nagai Maligai — Dr. Nachiketas, Dr. M.
Selvalakshmi, Dr. B. Nataraj & Dr. Mathiazagan
3. PVC Karur Start-up - Dr. Nachiketas, Dr. M.
Selvalakshmi & Dr. B. Nataraj
4. Vedanta Resources Ltd. - Dr. ] Ramesh Kumar & Dr.
P Sivapragasam
5. The Peninsular Export Company — Dr. N Manjula
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The Second |nstalment will be released after receiving = satisfactory sinfnlnef twelve it Progress
Roport (depending on the duration of the progrimmo], simple statement of account of first instalmint,
pubilished peer reviewed journal, along with grast-in-aud Bill towtds the secomnd instalment.

The Third instalment will ba released will be released after receiving second Progress Report (depending
on the duration of the programme), simple statement of accounts of the second instalment, along with
grant-in-aid bill towards the third instalment.

The fourth Instalment will be relexsed after receiving book bength Final Report in soft copy (bath word
and PDF format), Executive Summary of Final Report in soft copy [Both waord and FOF format ], 500 words
sbstract of the Final Report in soft copy, research papers. published In peer roviewed journals duly
acknowledging ICSSR, similarity index score sheat, simple statement of accounts of third instilment aleong
with grant-in-aid bill towards the fourth instalment. Project (Nrector &8 required to submit herd copics of
the Final Report only after the confirmation from the 1CSSH after incorporating the suggested changes.
Such data or information relating to the research project as may be asked for by the 1C55R for preservation
in its Data Archives should be given by the scholar,

The publication grant will be rotained by the ICSSR & will be spent by the ICSSR Publication Division if
the Final report bs found publishable by an Expert Lommittee comstitured by the 1CS5H.

The scholar shall acknowledge support of ICSSR in all publications resulting from the project output
[Research Paper, Books, Articles, Reports, etc.] and should submit a copy of the same to the CSSR during
it conrse and after completion.

Final instalment will be issued aftar receipt of recommendation of the expert for acceptance of the Final
Report, Audited statement of accounts [AC] In prescribed format with utilization certificare (UC) in GFR-
1 24 Form for the entiré approved praject amount duly signed by the Finance Officer/ Registrar JDirector of
the affilisting Institution, verification of all documents amd decision on retaining of equipment and books
ate. The institations of which the accounts are not audited by CAG/AG, their utilisation certificate will be
signed by the Finance Officer and a chartered accountant

The Overhead Charges to the alfillating Institution will be released after the Final Report has been
accepted and documents verifiesd by the ICSSR. The |CSSR reserves the right to change the affiliation i1 is
found that the affiliating institute is not co-operating with the scholar and it s not facilitating timely
completion of Hhe study,

The Project Director will ensure that the expendituce incurred by him conforms to the approved budjpet
heads and relevant rules. Audived Statement of accounts with Utilization Certificate in GFR af 124 form s
far the entire project amount approved for the praject.

The University,/Institution of affillation will provide to the scholar office accommodation Including
furniture, library and research facilithos and messengerial services. For this, the [CSSR shall pay to the
Unlversity/Institution of affiliation overhead charges @5% over and above or maximum Rs.1,00,000 of
the total expenditure incurred on the project only after successiul completion of the project.

The Contingency Grant may be utilized for research and office assistance, books, stationary, computer cost,
research assistance and the field work expenses of Froject Birector, Co-Project Directors and research
personnel connectad with the ressarch work.

The sverhead charges to the afillating institetion over and above @ 5% or maximum R 100,000 will be
released only sfter successful completion of the project after evaluation, The accounts andd the Unlization
Certificate will be signed by the Finance Officer/ Reglstrar/ Principal fDirector in the case of accounts af the
Institution are audited by CAG/AG. Otherwise. they need to be signed by the Finance Officer and the
Chartered Account.

Ihe Director of the research project will be Dr. Ramesh Kumar, who will be responsible for complation

within 12 Months from the date of commencement of the project, which is 17 March 2022, a2 [ntiemated
by thie scholar,

In case, the Project Director does not submit the periodic / flsal project report as per schedule with
adequate justification, the scholar may be debarred from availing all furure financial assistance from ICS5R.

All grants from ICSSH are subject to the general provision of GFR 2017,

‘Fhie Project Director will ensure that the expenditure incurred by him conforms to the approved budgst
heads. The grant-in-aid is subject to all the conditions Laid down in the Indian Council of Social Science
Research (ICSSR) Research Projects available In the 1CS5R websibe www iessrorg
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‘Title: “Bridging Competencies and Barriers: Hole of Training and Development Agencies in
Promoting Women Entrepreneurship in Tamil ¥adua®.

By Dr. Ramesh Kumar

| S.No Heads of Expenditure Value
(Rs.)

|

Praject Director/o-PD =
3| Research Staft, Full time/part timefHired | Not exceading 45% aof the total budget.

services o
3 | Field work Mot exceading 25%
4 | Equipment and study material Mot excerding 12%
5 | Contingency Mot exceeding 5%
& | Publication of report - | approx5-T%
tirand Total 1CSSR will finally make it 100%

Aifiliating Instiutional overheads over | [Affiliating Institutional averheads @ 5%
and above the grand total af the approved budget subject to 3
maximum upper limit of R 1,00,000/]

* The five percent (5-7%] pullication amount will be spent by the ICSSR Publication Division if the
Final report is found publishable by an Expert Commiittes constituted by the LS50,

+  Remuneration and Emoluments of Project Staff

{a) Project staff could be engaged by the Project Directar on a full/ part-tinie basis v the
research work and the duration/consolidated monthly emoluments of thelr employment may be
decided by the project director within the limits of the sanctioned financial allacation and as per the
ICSSR rules (b) Research Associate @fs.20, 000/« pm [Qualification - Post griduate in any social
seience discipline with minimum 55% marks and NET/SLET /M.Phil/PhD)(c)\Research Assistunt
@Rs16, 000/ pm{Qualificaton-PhD/MIPhIL/ Fost graduate in soclal science discipline with
minimum 55% marks(d) Fleld Investigator @ Rs.15, 000/-pm. [not exceeding & months)
(Qualification- Post graduate in any social  sclence  discipline  with  minimum 4
marks][e) Retrospective payment for work already done is not permissible.

» Re-appropriation: The Project Investigator may with the permission of the Institutien, re
appropriate expenditure from one sub-head tw another, subject to a maximum of 5-7 % of the
particular budget heads. If the study necessitates re-ppprapriation beyond7%, |t may be domne only
after the approval of the IC5ER,

+ Selectlon of Research Staff should be done through an advertiserent and a selection committer
consisting of (1] Project Director; (2] One sutside Expert [other than the institute where the project is
located); (3) a nominee of the Vice Chancellor/Head of the lnstiution and (4] Head of the
Pepartment] /Dean of relevant faculty duly approved by the competent authority.

% For all field work related expenses aof Project Director, Co-Director and project personngl rules
pertaining to affiliating institutes shall be frallowid.

All equipment and books purchased out af the project fund shall be the property of the afillating
institutions. On completion of the study, the Project Director shall submit an underiaking In this
ragard. The ICSSR. however, reserves the right to take charge of equipment and books, if it thinks it fit

Ina case:

Purchase of equipment/ assets for the research Project is permissible only I it is originally
proposed and approved by the IC5SR and dses pot exceed the permissible amount.

% The scholar should acknowledge the support of ICSSR in all publications resulting fram the
programime output (Eesearch Paper, Buoks, Articles, Reports, etc) and should sebmit a copy of the
same to the ICSSR during its course and even after completion.
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Prepared for: Chairman and Managing Director, SKNM

Prepared by: TSMCODEI
Dot 07 08.2021
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5ri Krishna Nagai Maligai

A leading jwelry brand in Madurai, over decades is a family promoted business since
19806, They have grown consistently over the Tast 30 years and gained the goodwill of
the customers through its consistent quality delivery, The unique brand salience of
SKNM are its personalized services, fine collection of antique jewelry, contemporary
designs of fast-moving jewelry and on-time delivery of ordered items. They have
grown from a single retail outlet to 3 at present, serving Madurai customers, they also
have online shopping facility, The management team has been customer-centric, also,
their acquired wisdom in inventory management by stocking best-selling and fast-

moving items have been their unique ingredients for success.

1.0 The Issue & Challenges
SENM isin the cusp of seeing rapid growth due to expected large purchases afler few

years of lull due 1o Covid and due to Government focus on retailing BIS hallmarking
jewelry. Further their consistent customer growth over the last few years have thrown
an apportunity for the brand to grow not just in Madurai but in the nearby towns and
cities. SKNM is looking at opening few more retail shops in new geographies and this

leads to the need of understanding the market scientifically, 1o discover strategies in

) Dicsania :
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their quest for spread with lower risk and preater success. SKNM is looking to enter a

new chapter in its development.

2.0 Risks and Opportunities

In the coming years, growth in gems and pewelry sector would largely be contributed
by the development of large retailers/ brands. Established brands are guiding the
organized market and are opening opportunities to grow. Increasing penetration of
organized players provide variety, in terms of product and design. As per government
statistics online sales which accounts for 1-2% of fine jewelry segment now will grow
to 5% by 2025. With government relaxation of restrictions of gold imports is likely 1o
provide the fillip to the industry and propel growth of jewelry export market.

With SKNM right vision to grow both in spread and topline will call for calculated
risks, which can be mitigated with scientific approach and modern business tocls and

knowledge. Some of the area which would need focus are

2.1 Scientific survey(s) and collection of data which would support the spread.

2.2 To keep up with the changing world order on digital transformation of
business and data-driven decision making, SKNM while arriving at their
strategies to face the new world looks at growth driven strategical inputs in

this area of online commerce and data analytics.
2.3 Rapid growth necds decentralization of operations and bringing in systems

and process lo manage the day-to-day operations while the owners focus

on providing clarity, accelerate performance & strategic growth.
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2.4 Develop their team, bring in ownership and competency and
compartmentalize: functions to bring accountability. Deploy best of
customer acquiring and retention stralegies, data driven customer

classification & focus, customer lovalty & repurchass,

2.5 The final leg to the challenge is the wisdom that the owners have acquired
over years in purchase and stocking of fast-moving materials need to be
captured as an Al tool as they move forward on their rapid growth strategy,
Right purchase and stocking decision is critical to reduce the inventory cycle

time and increase the cash cycle.

SKNM with its able leadership is poised for taking up the challenges and set its foot
in the next growth and development cycle.

3.0 About TSMCOEI

Thiagarajar School of Management (TSM) with its new focus group called TSMCOE]
(Thiagarajar School of Management's Cenbre of Excellence and Innovation ), with a
vision to provide the best of business academia talent to the growth of businesses in
and around Madurai, has the right talent to provide SKNM with consultation and
strategy for their growth needs. TSMCOED with erudite facalty in almost all domiins
with their constant research acumen have made them the best leaders while coming
to provide contemporary solutions to business problems. Added to this the excellent
students force, helps in implementation of the strategy devised by the faculty team
and brings synergy to the client in quick adaptation on the recommendations of the

consultancy group.
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We have seen success in handling clients from food industry to fumiture industry and

our dients have grown and seen their objectives comwe true with the support of

TSMOOEL team,

4.0 TSMCOEI Our Point Of view

For Vision

Develop a business case for each initiative to be able v make
infermed trade offs

Move from “Indication Development” to “Customer Centric
Product Development”

Set a clear strategic vision, it leads to better program design and

better choice of levers

For Process

Create a detailed operational model design and analyse the
implications of the required changes
In depth understanding of the " As-15" process

Peaple and

Organization

Create a clear and compelling vision i.e. a “buming platform” nr...d‘-
align the organization around the changes required
Unwavering executive commitment to success of transformation

program
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5.0 Proposed Project Approach

While we fully understand the need of SKNM's growth strategy, we'd like to take up
the consultancy in logical phases as given below.

Phase 1 “Go to New Market” - The objective of this phase is to construct, conduct
customer survey and competition analysis survey for the 2 new markets and provide
strategy for spread.

Phase 2 “Data driven success” - The objective of this phase is to identify the gap in
the current data management and suggest tools and strategies based on the data
analytics decision making for success,

Phase 3 “Decentralization through System, Process & Team "~ The objective of this
phase is to establish functions, draw systems and process, build the team and fix KFI
and review systems,

Phase 4 “Customer Relationship Management” — The objective of this phase is to
bring strong workable strategies in building customer loyalty, repurchase and growth
of the customer base by deploying best of customer relationship management
practices.

Phase 5 “Capture the purchase wisdom” — The objective of this phase will be to bring
an Al tool-based strategy and meural network to capture the wisdom of the owners in

making the right purchases which helps in reducing the inventory cyde.

@ THCARAIAR T
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1.1.0 Each phase will be headed by key lead persons and as of now, this proposal is

for Phase 1 only and will be led by Prof, Nachiketas Nandakumar, Ph.D.

1.2.0 Scope of Phase One - "Go to New Market”
SKNM market entry strategy with Consumer Profiling, Sales Potential, Competition
study & benchmarking, Consumer profiling will identify target customer segment,

buying pattern and product focus.

Sales Potentials study will bring clear knowledge on market potential, SKNM market
penetration strategics & a quick ballpark number on sales forecast (1 year).
Competition analysis will provide deep insights into the product category best sold,
strengzth and weakness of key players in the market, marketing strategies used by the
key players, locality, customer foot fall and size of the showroom,

Benchmarking of product /service and process will provide information on SKNM's
points of parity and differentiation with their competitors to identify competitive

advantage positions,

1.3.0 Stages in Phase 1: The go to new market phase is divided into the following
stages and the markets that would be studied will be Rajapalayam and Theni.
Stage 1: Getting ready with data: Working on identifying data on all 2

peographies on demographics and industry relevant markers.

Stage 2 Constructing Tools for survey: Understanding from the client on the key
factors that need ko be studied, preparing a scientific questionnaire(s). training
student to rollout in all the 3 domains - customer, competition, and product

Waorking on the sample size and designing a plan to approach the survey.

@ THIRGARATAN :
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Stage 3: Data collection: Collect data and draw interence from the same,

scientifically from customer BLFVEYE,

Stage 4: Mystery Shopping and compelition survey 1: Collect data on the shops
ton be visited, Design the data points to be collected, field strategy to be followed

and administering of survey on small gold smiths.

Stage 5: Mystery Shopping and competition survey 2: with the trigger points
from survey 1 undertake a second one with more inputs on location, product, and

key competition.

Stage 6: Reading the data: Understand the data collected and arriving al a

meaningful insight

Stage 7: Preparing a Strategy: Work on preparing priority strategies for each area

and presenting it to the customer

1.4.0 Customer Value Proposition: SKNM is lnoking at growing its Top line by 30%
by these 2 expansions and ils customer base to increase organically by 1.2X in the first
vear 1o 2X in the 3rd vear, Increased brand visibility and higher sales are the end
objective of this proposal.

1.5.0 Staffing &= 'ayment for Phase 1 “Go to new Market” : Our team is proposed to
consist of the following team composition: 1 Lead consultant and 2 trained students.

Their man-days and timeline are shownin appendix.

THIAGARARLE b
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1L.6.0 Deliverables: The project will have 3 deliverables

E
Z.

i

Inital survey document proof to the client
Cuztomer study data and inference

Competition analysis and data & Strategies [or launch of new outlet,

1.7.0 Acceptance: Each deliverable will be presented 1o the cient for acceptance and

if there are any minor modifications needed it could be proposed and accepted. Each
delivery needs to be accepted by the client.

1.8.0 Timeline: Based on the scope of the work, it has been divided in to stages and

the time required for each stage is calculated and presented in the timeline graph,

appendix 1.

1.5.0 Fee

The project will be delivered for a fee of Es. 92,000 (Rupees Ninety-Two
Thousand Only). Exclusive of GST, currently #18%, or as applicable. The cost
is based on the current time estimate provided in appendix 2,

If there is any escalation of time due to change in statement of work, the cost
will be reworked based on the actual time. Currently 64 man-days of student
engagement time and 15 consulting period of lead consultant time is worked
out based on the scope of work, Fee are provided at the lowest possible rates of
Rs.500= (Rupees Five hundred only) per man-day for student engagement and
Rs. 4000/ (rupees four theusand only) per consultant period, considering the
long-term association.

The above fee is exclusive of gilt [ incentivization of survey respondents, It is
proposed that each respondent would be incentivized with a gift worth
anywhere betwesn 50~ 100 rupees, estimating to 15,000 - 30,000 rupees for 300
respondents. We would recommend SKNM to provide their regular gitts given

to customers to be used here,
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d. Any venue, equipment and out of (primary work location) travel costs will be

borne by the dient on actuals.
& The boarding and lodging cost for level 1 student intern will be Rs. 2000/ day/
for 2 students. The travel cost to outstation and the local travel will be charged

on actuals,

f. Cost Estimates: There are estimates based on available information today,

however actuals might differ slightly based on change in statement of work

and actual coast wherever applicable.

51 | Cost Elements Value
no (Rupecs)
1 | Swudent Engagement 32,000
2 | Lead Consultant Support 60,000
3 | Travel out station 12,000
4 | Burvey gifts 30,000
5 | Boarding & Lodging 33,000
& | Miscellaneous expenses (photocopy [ commu nication) 5,000
Total 1,72,000
1.10.0 Payments

a. Billing will take place according to the following schedule:
Advance: 20% of the total fee
On delivery 2: 40% of the total foe

On delivery 3: 40% of the total fee

b. Reimbursernent of travel, boarding and lodging will be presented to you for

payment 2/3 times in the course of the project.

c. Payment is due within 10 days of billing.

@ THagARsIAR
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23 February 2022

To

Mr. Subramanian
Managing Director
PVC Private Limited
Karur.

Dear Sir,
Sub: Consultancy proposal for Market Research.
We are pleased to submit our detailed consultancy proposal with the timelines for

your consideration. We assure you of our best service.

Warm regards,

Dr.Selvalakshmi,

,,.‘Principal,
Thiagarajar School of Management,
Madurai- 625005.

Principal
School of Management

Thiaga
9 adurai-625 005
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Client Name — Mr.Subramanian

Project Proposal: Market Research Study for Mr. Subramanian
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Prepared for: Mr. Subramanian

Prepared by: Dr. Nataraj, Assistant Professor, TSM
Date: 23.02.2022

Background

Mr. Subramanian is planning for a startup venture planning to launch their
operations in Karur District, Tamil Nadu. Mr. Subramanian, the Managing
Director of PVC private limited has a great vision in helping the people and
making the company in to a successful business venture in a sustainable
manner. He would like to have a scientific approach in estimating the market
size and understanding the potential of the market. The expert team in TSM

has the capability to deliver the requirements of PVC.

PVC bags are used by garment and home furnishing textile industries for

packaging. PVC bags are made of poly vinyl material which can be recycled.

PVC bags are manufactured with a process called PVC welding. Raw
materials for PVC bags will be procured as a roll and it is being welded at the

customized sizes with the help of high frequency welding machine.

There are two types of machinery for welding PVC, the first one being

manually operated with foot pedal

The second one is hydraulic operated semi-automated machine in which the

bags will be pressed with pre- fabricated dies using hydraulic arrangement.
The advantages of using hydraulic machines are

a) Durability of the PVC bags

b) Production Speed

¢) Uniformity

TSM- Market Research Proposda
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A startup venture has planned to use semi-automated machine for
manufacturing PVC bags. Such startup venture should have a detailed
market study before launching the production unit in an industrial district in
Tamil Nadu. Since the business is mainly driven from B2B customers, the
startup venture headed by Mr. Subramanian, would like to have a

methodological approach in forecasting the demand and product profiling.

About TSM

Thiagarajar School of Management (TSM), with a vision to provide the

best of business academia talent to the growth of businesses in and

around Madurai, has the right talent to provide Meera Kunj with

consultation and strategy for their growth needs. TSM with erudite

faculty in almost all domains with their constant research acumen have

made them the best leaders while coming to provide contemporary

solutions to business problems. Added to this the excellent students

force, helps in implementation of the strategy devised by the faculty

team and brings synergy to the client in quick adaptation on the

recommendations of the consultancy group.

We have seen success in handling clients from food industry to furniture
industry and our clients have grown and seen their objectives come

true with the support of TSM team.

Market Study Proposal

The market study proposal will have a detailed analysis, that includes estimating
the market size for PVC bags in Business to Business customers. Analyzing the
competitors, Market share analysis of existing players, pricing strategies for a
start up venture, Product Profiling and Go to market strategies for the startup

venture.
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Scope of Market Research Study

The scope of the consultancy includes market research strategy with
Customer Profiling, brand consciousness study & benchmarking.
Consumer profiling will identify target customer segment, buying pattern
and product focus. Perception mapping and product mapping will
provide deep insights into the product category best sold, strength and
weakness of key players in the market, marketing strategies used by the

key players, locality. Point of differentiation and Point of parity analysis.

Ddliverables

Market Size Estimation
Customer Profiling
Competitor Analysis
Market Share analysis
Perception Mapping

SN N e

Product Category Analysis

Proposed Market Resear ch

While we fully understand the need of growth strategy, we would like to
take up the consultancy in logical stages given below. The market research
study will be led by Dr. Selvalakshmi, Dr. Nachiketas and Dr. Natarg.

Point of Contact: Dr. Selvalakshmi

Email id: selvalakshmi@tsm.ac.in

Mobile: 9843351013

The market research phase is divided into the following stages and

market study will happen in Karur District.
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Stage 1. Getting ready with data: Working on identifying customer
demographics and industry relevant markers. Collecting the secondary data
and preparing for the further stages.

Stage 2: Constructing Tools for survey: Understanding from the client on
thekey factors that need to be studied, preparing a scientific questionnaire(s),
training student to rollout in all the identified domains —

1. Textile Firm owners/ Textile firm Packaging In charge
2. PVC Bag Manufacturers
3. Traders

Working on the sample size and designing a plan to approach the survey.
Stage 3: Data collection: Collect data and draw inference from the
same, scientificaly from textile firm owners, PVC bag

manufacturers and traders.

Stage 4. Reading the data: Understand the data collected and

arriving at a meaningful insight.

Stage5: Preparing a Strategy: Work on preparing priority strategiesfor each
area and presenting it to the customer which includes customer perception
report, influencers’ perception report, client preparation and results

evaluation.

STAFFING:

Our team is proposed to consist of the following team composition: 1 Lead
consultant and 4 trained students. Their man-days and timeline are shown in

appendix.
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Project Fee

The project will be delivered for a consulting fee of Rs. 63,000 (Sixty-Three Thousand
only). This includes the student engagement charges, faculty engagement charges and
miscellaneous expenses as shown in Table 1. Travelling expenses, survey gifts and
miscellaneous expenses will be charged at actuals. The amount is exclusive of GST,
currently @18%, or as applicable. The cost is based on the current time estimate

provided in appendix 2.

If there is any escalation of time due to change in statement of work, the cost will be
reworked based on the actual time. Currently man-days of student engagement time
and consulting period of lead consultant time is worked out based on the scope of
work. Fee are provided at the lowest possible rates of Rs.500/= (Rupees Five hundred
only) per man-day for student engagement and Rs.4000/ (rupees four thousand only)

per consultant period, considering the long-term association.

The above fee is exclusive of gift / incentivization of survey respondents. It is proposed
that each respondent would be incentivized with a gift worth anywhere between 50 ~
60 rupees.

Any venue, equipment and out of (primary work location) travel costs will be borne by
the client on actuals. The travel cost to outstation and the local travel will be charged on

actuals.

Cost Estimates: There are estimates based on available information today, however
actuals might differ slightly based on change in statement of work and actual cost

wherever applicable.
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Table 1: Table showing Cost Elements involved in the project

S.No Cost Element Value in Rupees

1 Faculty Engagement 52,000
Student Engagement 11,000

3 Travelling, boarding, and lodging Expenses 5,000
(Approx.)

4 Survey Gifts (Estimated at Rs.50 for 60 3,000
Respondents)

5 Miscellaneous Expenses (Photocopy/ 5,000
Communication, etc.,)

Total 76,000

ACCEPTANCE: Each ddiverable will

be presented to the client for

acceptance and if there are any minor modifications needed it could be

proposed and accepted. Each delivery needs to be accepted by the client.

PAYMENTS

Billing will take place according to the following Schedule

Stages of Fee Details Percentage of Amount in
Payment Allocation INR
Acceptance of Advance 10% of total fee 6,300
Proposal
Delivery 1 Results of Pilot 30% of total fee 18,900
Study
Delivery 2 Data Analysis, 60 % of total fee 37,800
Interpretation and
Final Presentation
Total 63,000

Reimbursement of travel, survey gifts, and other miscellaneous expenses will be
presented to Mr.Subramanian for payment during the project for clearance. The

mentioned amounts are exclusive of GST. Payment is t is due within 10 days of billing.
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Payment should be made to

Name: - Thiagarajar school of management
Bank:-Central bank of India
A/cno:-3229795188.

IFSC:-CBIN0280914

BRANCH: - Madurai Main

Validity: This proposal is valid for a period of 30 days from the date hereof.

Our team is available to answer question via phone or email and we would be happy to
provide necessary support as you deem fit. Hope you consider our proposal and

provide us with an opportunity to serve you.

With warm regards, Accepted
Dr. Selvalakshmi. M Mr. Subramaninan
Principal
Thiagarajar School of Management
Madurai.
principal@tsm.ac.in
9843351013
Principal
Thiagarajar School of Management
, Madurai-625 005
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Appendix 1

Students Faculty
Total
Milestone Deception Manpower Days Mandays Consultant | Days | Total Consulting Days
Ground Work 3
Constructing Tools 2
Pilot Testing 2 2 4
Revisiting The survey tool 1 1 1
Data Collection 1 3 3
Textile firm/
Packing In charge 2 3 6
PVC Bag
Manufacturers 3 6
Traders 3 6
Analysis and Interpretation 1 3 3
Final Presentation 1 1 1
22 13
Cost Per Man Total
Day Cost
Total Student Engagement Time 22 500 11000
0
Total Faculty Engagement Time 13 4000 52000
63000

oy
A
L
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Appendix 2

April

May

June

Milestone Deception

Ground Work

Constructing Tools

Pilot Testing

Revisiting The survey tool

Data Collection

Textile firm/ Packing Incharge

PVC Bag Manufacturers

Traders

Analysis and Interpretation

Final Presentation
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Irwakce Mo
IIHIIGHTM‘I I-22

Lroted
15-3-12
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£,585.00
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Vedanta Resources Limited — Sterlite Copper

Proposal for Ground Survey

2
@ TSM- Market Rescarch Proposal



Frepared for: Vedanta Resources Limited

Prapared by: Df. ). Ramesh Kumar
Dater 25.03.2022

1. Background

Vedanta Resources Limited - Sterdite Copper has solicited o proposal to support ground survey, data
analysls and report of findings from the team of Thiagarajar Schoot of Management [Autonarmous),
Madural, hencefarth referred as T5h Madurai.

This proposal & tendered by TSM Madural to conduet 3 research-based eonsulting for Vedanta
Resources Limited - Sterlite Copper,

2. Objectives

L. Stakcholder diseussion (o understand the needs and requirernents
+ support in developing the Interview Schedule for ground survey.
Training the enumerators and data entry persomnel,

s b d

. Data Analysis and presentation of findings 3¢ 2 detailed report.

3. Scope of work

The team from TSM will work with the team of Vedanta Resouress Limited — Sterlive Copper in setting
up the ground survey by developing and fine-tuning interview schedules 1o be administered o the
ground survey. Based on the data collected and shared, the project team of TSM will undartake
appropriate qualitative and quantitative analysis and presentation of findings in a detalled mannier 1o
Vedanta Resources Limited — Sterlite Copper, with a pre-submission presentation and submission of

final report in 8 bounded form.



4. About TSM
Thiagarajar School of Management [TSM) bagan with the aim to impart professional education to
managers wheo had & buming desire to scale up thelr career potential with better managerial ckills. TSM
endeavours to live up to its Vision of being ~a Izading academic Institution of chokce amongst
management stuchents, faculty and employers alike.® The Institute has mult-dimensional strengths,
straddling differen: areas and activities, such a5 infrastructure, faculty and academics, internal
processes, student profile & activities, and placements & corparate relations that facilitate in achieving

the wisian,

5. Projeet Lead B Co Lead

1. Dr. P.Sivapragasam
Assitant Professor

Thiagarajar School of Management, Madurai
+51 SBB4 348588

sivapTagasamELEm, acin

2. Dr. l, Ramesh Kumar
Asshstant Professar
Thiagarajar Schoot of Management, Madurai
+91 99522 7R064

rameshikumar| @t acin

6. Proposed Ground Survey & Timaline

While we fully understand the need of growth strategy, we would like to take upthe
consultancy in logical stages given below.



o 26 Feb. 2 Mar. 4 Mar. 26 Mar. 16 Apr.

2022 2022 2022 2022 2022
Milch survey with | infevaction wati ' Sierial Dala ' Srart of Daa Submiszion of
i Uhe finsliseg | the +  Colwsction, Anatysiy. Target reparT and
| Questiennaing | Mandgement Tarigel Datw ' Date pessendadian Lo
i e 25 wsmnla. bt the Managrmem
! Taget Damy L sunegy. Taget : | Target Date
Daie ]

¢ Traiming for the i Tiradning for the : !
enumeraiors by +  Dats entry i Completion of Camgiation of
TSM Profeisoss. ' enimerstors by ! Data Collection | Data Anglysis.
Target Dato I TN profeston. i Tergel Date Target Bain
1 Mar, A 0 24 Mar. C) 15 Apr.
2022 2 Mar, 2022 2022
2022
7. Project Fee

The project shall be carried out for a consulting fee of Rs.1.5 Lakhs, The othes engagement charges lika

training and other expenses must be considered exclusive of the consulting fee. The amaunt is alss
exclusive of GST @ 18%.,

The cost s based on the current estimate provided in project timelings, Any escalation of time due 1o
change in the scope of the research shall be changed based on discussion and mutual cansant.

B. Acfceptance

Each deliverable will be presented to the Sterite tesm far acceplonce, Any modification needed could
be presenied by the Sterdite team,

8. Payments






_/ Principal
Thiaga\‘%jar School of Management
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L This study 1res 10 undersiand virinis PEFpectives ol the remilers, ke distritamiors
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disarihisons anad fhe ShAFs The duly can b ploted G Moo aatially, The sudy s peoponed
s wower Bour msuther disiois of Temil Smba sl ms Madurs, Virudhansgor, Diedigul od
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Sumpling feamewiork

 Sample Lnits Sample siee | Goographical Area of sampiling

|jn.?-='-+.=_r5_ e Theni, Madurai, Dirdigul and Virudhunagar
Distribatais pl Theni, Madurai, [X | and Virudhunagar

| Whalesalers I8 Theni, Madurai, ﬁiﬂml undl Vinslhianazar

| Senall and Mediam b7} Theni, Madurai, Mirdigul and Virudhunagar

| Engerprises | B,
Sampling Design |

The simdy proposes 10 use propationee seatified msdom sampling. padiculady 10 Swdy 1he
retzilery as one of the respondents of the sady. Tho retmikers are divided bnto different st
hased o their geographice] locations. Hence the foue dilfersnt stmle uee thie retailoss (nom
Sbedural, Dindigul, Theni and Yirsdhimagar Bsincts of Southam Tamil Madu,

Nameof the | Sige afthe | Sample sice | Distributors . Wholesalers | SMES
t | population | { Mool retallers) .
12,485,299 e ) & £ _§ 1w |
13150778 i 7 7 |

Maduri 30,38.252 oA i [ o
Vinidhamagar | 19,47 388 Ti) o T T Jﬁ
"Toml (X263 | WR R i F I
feihod of Para Collectinn:

There are four vpes af nespondests proposed for this siudy namely Distribatoes, wholesalers
FEetailers, and Small and mcdium entanprises
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Thiagananar School of Managensent snd Or Pushpara) . Madurai Koerara Liniserey,

Taods fire Nmn bvwia;

Arpropriaie siatistiical 0ols woild be used 1o anslvse the data,

fesenrch innls are propesed s

b 1meel,

Estimated time period for duta coflection and the Duration of the praject

The extimated duration for the data enl

of 2 auderts fom Firt year PGDM Pragramme  of  Thingarainr

Managesseni, Maduzal

The sty | 10 be seganised in the tass week

repart in be submitted un o before 10t March, 3072,
BUDCET M'ROPOSED FOR THE STUDY

HUDGET ESTIMATION

Entnteghad i 853
Farrebmt Loty Maar
Tlmgpeaiealian,
Weiiis §25 008
Tarrvi May bl

T & 01 453 AR AR
[ I bRl L
'-H e bamar &

O [ T

Wiervsew with the dvanbuice, whislowalen and
e totnl nowl ssdents mvolved ae 29 | year PEAA

e imnder (ke guidance of e Moy Mrgsmjzs,

Bath quantitiovs end gunitatve

bectinn af the proposed sidy is wo weeks witk the help

Schogl  of

of Febaaary, 2022 und ikp

'S N ]' Type of expense | D;HHI'H-HII el Proposcd Fatimate
| Pectailers Vo0 N, 0 30 per sample respondent 15,004
L. | Mun power e | Wholeslers 28 Nos @ U per saniple rospan den TRAMOE |
" 6\ Dristribusors 28 H@_]ﬂl:l per sample respandeni BAni. =1
Small ol Madium Encerprises 38 Nosi 300 per | i
sample responder |
e e, e ——T -, S e =1 e
L | Swationeies wl other | Questionnaire lyping, protiog chorges and other | 4,800/
contingency expenses | miscellanesus B e |
| Dutn  Analysis  and | Statbstical inols application and effort estimation |
| inderpretation and | Freporation of Repon
repornt printing cherges | Printing of the final fepon
= = Tots! Estimation e ReAS ML |
The Manpower expenses is estimated basid on the costs incurred 1o coliect thedain =

Mote: GST 18% Fxtra
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