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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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A*Hffi*ffi
l. Confirm the work program
2. Finalize the (consulting) contract
3. Obtain any background information, existing resource material and list of key people to be

contacted and/or interviewed.
4. Understand the SOP.
5. Agree on meetings, reporting requirements and project billings

1.2 Initial orientation and planning

The objectives of this work element are:

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

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

3. Among the matters considered will be:
a. the scope of the engagement to ensure a common understanding of what is to be

included in, and possibly excluded from, the project;
b. the proposed plan and timing for conducting the project and co-ordination with you;
c. lines of communication for purposes of direct enquiries and reporting during the

engagement;
d. any possible special instructions with respect to the engagement;
e. significant recent developments;
f. overview ofcurrent status;
g. Gap analysis
h. Issues encountered to date.

A. Conduct customer focused training for sales personnel
a) One to one meeting with the sales personnel, understanding the employees

a. Understand the vision of Ramajeyam Agencies
b. Appreciating the importance of customers
c. Goal setting

b) Compare with Industry benchmark and identifu the Gap.

c) Based on the Gap Analysis suggest a suitable Action Plan.
d) Customer service & feedback
e) Customer retention programs

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

2.0 Reporting
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Resource Persons:

ry::: :.Fa-FlffiLli !,1,.,&r!

ffi 
Dr. J Sathyakumar, M. Com, MA, MBA, PhD

Prof Sathyakumar has over 25 years of experience in the corporate sector and 10 years in academics.
Prior to joining TSM he has occupied senior position in SPIC group of companies. His research interest
inctudes Human Resource Management and Occupational Psychotogy. He atso pubtished severaI research
papers and reports in the areas of his expertise in international and national journals and conferences.
He has conducted management devetoped programs for Loyal Textites, SPIC group of companies, TVS
Group and lndian Postal Department.

Dr. Malay Biswas, PhD D (North Maharasthra University), M.P.A.(DAW), B.Com. (Hons.)
Calcutta University

Biswas Ph.D., is currentty working as Associate Professor (Organizational Behavior/Human
Resource Management) at the Thiagarajar School of Management, Madurai. Earlier he worked as Assistant
Professor at the lndian lnstitute of Management (llM), Rohtak (2011-7017) and eartier worked as Dean -

Management Studies and Senior Facutty Member at the lnstitute of Hotel Management, Aurangabad,
Maharashtra (2003-201 1). He worked with the Taj Hotels Resorts and Pataces in their various human
resource functions before choosing to be an academic (1993-2003). He has over 24 years of experience
in the hospitatity industry and teaching. He has conducted management devetoped programs for Asian
Paints, Canara Bank, Peerless, lndian Oi[ Corporation, Life lnsurance Corporation of lndia, State Bank of
lndia and Taj Group of Hotets. Dr Biswas pubtished textbook titted HR in Hospitatity lndustry (Oxford
Pubtication). He atso pubtished several research papers and reports in the areas of his expertise in
internationaI and nationat journals and conferences.

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

Prof Mutharasi teaches OrganizationaI Behavior, Human Resource Management and its
etective courses. She has 1 1 years of teaching experience and her doctoral research is in

the area of Organizational Behavior - focusing on Organizationa[ Citizenship Behavior and Organizational
Ctimate. She has conducted General management programs for Head Masters under the Rashtriya
Madhyamik Shiksha Abhiyan. She has trained emptoyees of lndia Post in the Central Government Project
Arrow in areas [ike Change Management, Conftict management and lnter personaI effectiveness. She has
conducted training programmes in her area of expertise for TVS Group of Companies, HPCL, Apotlo
Hospitals and atso for undergraduate students of cotteges in and around Madurai.

Dr. Nivethitha S, MBA, PhD (Joint program - llT-M and University of Passau, Germany)

Dr. Nivethitha S has compteted her PhD (Joint Doctoral Degree Program) in OB/HR from
llT Madras, lndia and University of Passau, Germany. She has teaching experience in lndia

and Germany. Her teaching interests inctude Organizationat Behaviour, Human Resource Management
and lnternational Human Resource Management. She has pubtished in peer-reviewed internationat
journats. Her research interests inctude HRM practices, PsychotogicaI Contract, OrganizationaI
ldentification and Emptoyee Turnover.
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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 is to understand the business prospects of a Pharmacy outlet in Jaihindpuram Area

In order to understand the market more specifically in the Pharmacy business, the study has to
be done among the three stakeholders

1. Doctors

l Educational background/Specialization of doctors

2. Clinics/Hospitals they are associated and its details Qllo of beds/year of inception
etc.)

3. Location and Address

4. Time of availability/Practice

5. Pharmacy support from
2. Pharmacies:

l. Years of Existence

2. Doctors supported

3. about their customers

3. Prospective customers:

l. Demographic Profile

2. Purchase behaviour
3. Catchment area

4. Factors of importance for choice of a medical store

4. Methodology:

To meet the research, an exploratory research design with survey methodology is proposed.

Though, this kind of study requires a huge sample to meet the objective at a good confidence
interval, due to time constraint and sensitivity of the study, the sample size can be restricted to
400 numbers. Sample identification and data collection will be through quota sampling method

for doctors/ Pharmacies, and with customers, it will be drawn in proportion to the total number
of voters in each of the wards in the catchment area.

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

1. MANOVA to identify different behaviour pattern among the respondents in terms of
age, profession, income level, etc.

2. Percentage Analysis for different variables/questi ons
3. Mean ranking Analysis

5. Technicality and Consulting Requirements

Timeline of the Study

l. Literature review and Problem formulation : I week
2. Questionnaire Preparation and validation : I week
3. Data Collection : 3 weeks
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viii.

ix.

ANNEXURE

Study among customers

Age:
Gender:
Occupation:
Family Size:
Household income( annual)
Frequency of purchase:

a. Once in 15 days/ Once a month/ Once in three months/ Once in six
months/ Others

Sources to Buy Medicine:

a. Personally visit medical stores
b. Personally order medicines over the internet
c. Place orders for medicine over telephone call
d. Someone else visits medical stores
e. Someone else orders medicines over the internet
f. Someone else places orders for medicine over a telephone call

Buying medicines for Chronic disease such as Diabetes, BP, Thyroid etc
a. Yes/No

Monthly Expenditure Incurred Over Medicine (in INR)
a. Less than 1,000
b. 1,001 to 2,500
c. 2,501 to 5,000
d. 5,001 to 10,000
e. L0,001 to 20,000
f. More than 20,000

What is the distance of the medical store from your house?
a. More than 10 kms
b. 5.1 to 10 kms
c. 3.1-5 kms
d. 2.1- 3 kms
e. 1-2 kms
f. Within 1km
How do you go the medical store?
a. Car
b. 2 Wheeler
c. Auto rickshaw/ cab
d. Walk
How much time will it take to reach the store from your house?

xt.

xii.
a.

b.
c.

d.

e.

f.
ob.

More than 90 minutes
61-90 minutes
31-60 minutes
16-30 minutes
11-15 minutes
5-10 minutes
Less than 5 minutes

i.
ii.

iii.
iv.

vi.



xiii. Rate your degree of importance attached to the following features in procuring
medicines on the following 4 point scale:
1. Not at all important
2. Less important
2. Important
3. Very important

S.No. Features
Level of

Importance
I Visit Multiple Pharmacies I 2 3 4
2 Discount on medicines purchased

3 Availability of Qualified Pharmacist
4 Counselling on Administration of Medicines
5 Sale of Medicines without Prescription
6 Giving Proper Bill for Medicines
7 Home Delivery of Medicines
B Substitute /Alternative Medicine

9
Price Difference on Substitute/Alternative Medicine
offered

10 All Required Medicines at One Store / Website
L1 Better Price
L2 Choice of Delivery Time and Location
13 Quality of Medicines



 

 

 

 

 

 

 

Research Projects 

2020 – 2021 

1. Malliga Asafoetida – Dr. B. Nataraj 
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PROJECT BACKGROUND

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 safefy management with a state of an Art manufacturing

facility to deliver right quality varieties of asafoetida products.

MAC wanted to have a Management lnformation System and comprehensive analytical reports

in order to make data driven managerial decisions. The organisation aspires to have an

automated analytical tool to do business in a scientific manner.

Thiagarajar School of Management (TSM) has 59 years of legacy in education and producing

world class management graduates. Apart from its contribution towards education, TSM is also

involved in Executive Development Programs and Consultancy Assignments. TSM has a great

vision in supporting 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 analytical tool that will help Malligha Asafoetida

Company in making data driven decision

. To provide standard analytical reports about MAC's sales, cost of production,

profitability and other important decision parameters on daily basis, monthly basis

and for given period of time.

Deliverables hy Thiagarajar School of Management (TSM):

1. Product wise cost value on daily basis, monthly basis and for given period of time

2. Overall 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 period

5. Comprehensive stock maintenance report of Raw Materials, Semi-Finished, Finished

and Packing Materials.



6. Opening stock, Inward/Purchase/Production, outward/consumption/sales, Closing

stock

7. Impact of Inventories in case of rare events such as

a) Conversion of one Finished Good into other Finished Good,
b) Conversion of one Semi Finished Good into other Semi Finished Good,
c) Finished Goods given as free samples, Sales Return,
d) Conversion of one Packing Material into other Packing Material,
e) Stock neutralization and its corresponding reflection in cost of good

computation.

8. Management Information System (MIS) Report

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

9. Necessary 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.

Dr. Nataraj, Faculty, Thiagarajar School of Management, Madurai will be the faculty co-

ordinator for the proposed consultancy agreement.

Responsibilities of Mallisha Asafoetida Compan), (MAC). Madurai:

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

information to be recorded from Tally software to Microsoft Excel on daily basis.

2. Single Point of Contact (SPOC) whom the student or faculty of TSM shall contact on

timely basis.

3. Standard Consultancy Agreement to be signed by the concerned authority in MAC.

4. A description of allof the tasks that the Client is expected to complete, the personnelthe

Client is expected to provide, or other responsibilities that the Client is expected to fulfil.

PROJECT PLAN IN TERMS OF DAYS:

S.No. Study Area
No. of

days for
Faculty

No: of
days for
Student

Methodology

I

Understanding the
requirements of MAC and
Preliminary diagnosis of the
problem

1 NIL Advisory Role



2

Planning for initial
assignments and submitting
proposal to MAC and
developing a consulting
contract.

L NIL Project Planning

3

Deploying/ Delegating the
roles and explaining the
deliverables to the student

1 L Delegation and explanation

4
Migrating the student to the
MAC team

0 1
Handing over human resource

to MAC

5

Delivering the Analytical
requirements of the Client as

per the objectives and
deliverables

0 20
Performance of Analytical

Assignment

6
Fact Checking by faculty
about accuracy ofthe work
done on weekly basis

4 4
Fact Checking, controlling and

mitigation planning

7
Final closurd before handing
over the product to MAC

3 3 Final Closure.

Total Man days 10 29

*Note: Man day- A Minimum of 6 hours a dav.

BUDGET

Estimated Costs
Effort and Time

(Man Days)
Rate per Man

Day
Total

Faculty l0 NA Rs.10,000

Student 29 Rs.500 Rs. 14,500

Administrative Overheads and Miscellaneous Expenses Rs.3,000

Estimated Budget Rs.27,500

20% Discount for First Consultancy Assignment Rs.22,000

GST Rs.3,960

Total Rs.25,960.



U

z
tr
o
()
L

Cd

b0
a

al

O

o0

t

(-)

(\l

o\

a t

t- (-)

\o (\.l

io

$

4)

!+

(a ra

al al

()

o

o
,!()
C)

B

F
q)
o) I

Eo
a.9
=bo:
troo(l)(d.=s
Jvd>,
EH
o.=
-qtr
3.?
Ed eLfr O(! X-=; E*
LYq() E
E{ 0.,

) z=

aco
EsSoc):
ts< 5
LsO
.92 ol
a 9.=
(6oa

c iiX
L66

& 6sp
oo.E .!

-CO)A-o >
E;€

(i()
AE
C)e
o9
o.r k

botr
-= c)
H.=bo=(.r €
.9 o.r

oo bo

>.E
0J=

r-,1 0)

O

()

o

(.)
"o

0)

b{
.E

b{

()

C)
o.
a
d

u.9
;, L)
io

{,*
oo
E0
qpE
!C

69)
.-3
6oA()

=oc-oo(i()
}E
3E(.)v
.(dE

B=
ooP
!!oe()>\
.q c)OE
qo
-$O

L
o)

o
b0

!
CB

9c).5<
Pa;s
Lt-9
ooLEo.trc)

z
a

(\l s in \o r- €

2(n
F<
tr
o
()
L

(B

oo
U)

G)
G)

U)
0)

E
F

z



/\ ({.T1.i,,$ti,-*

'rl lrri rr yilr.

q t',i fiiflr;r,;: 11,itrh il;i{i}

&a"i---------
r i ${ lI,l,"h54 s:

I

;i"ia+ :.r I li:i:.;r li,t:tl
*::1irt;r 1r li:... i.r.rrt.;1.: r-

'i , r.l
^.'\'-;lt.j.l l' ^"ill r,"

"lrllll r. l,.lrtr: , I t,l

$i5,$*l;rt* lr,iqh ij;ilf

ilt ll;'t.1.. !'oiui,.!.-!.,r!trr.

:. l;l:;il Jii;; r.ri l!"';.. 1..

\l rii:"'1i.,.1.r,r1,'*t rl-! t ,,;t;:.r,'.
L,;l .t'.! tit;t:

l:r,r *nr.l r,n &,r.lrltl,i rrl l\lE

ll iittiitll ur:'",, i l,llr r,lrr{lr

S ipltr*lrir'-,,",, i llrr ilu{r



INVOICE

iHIAGARAJAR scHooL oF MANAGEMENT

TlN,UlN: 33AAATM{91 7G2ZR

State Name I ]'amil Nadu. Code : 33

NEFT'RTGSIDO

89I2A2, Ma$thanpatti Road,

Andarkoltaram

GSTINiUI N :33AAErM6538R 1 ZP

State Name ' Tamil Nadu, Code : 33

lndian Rupees Elght fhoruand sight hundrEd and twoniy six only

Narner Ihiagataiar School 0f Mana0emenl

Bank Name The Federal Bank Limited

tj.
/\



THIAGARAJAR SCHOOL OF MANAGEMENT
PAMBANSWAMY NAGAR,

THIRUPPARANKUNDRAM

MADURAI .625 OO5

GSTI N/U I N : 33AAATM49 17 GZZR
State Name ; Tamil Nadu, Code : 33

E-Mail : accounts@tsm ac in

lnvoice No.

TSMtGST.00016tz',r-22

Dated

16-06-2021
Delivery Note Mode/Terms of Payment

NEFTIRTGS/DD
Suppliels Ref Other Reference(s)

Buyer's Order No. Dated

Buyer

Maltigha Asafoetida Company

891242. Masthanpatti Road,

Andarkotlararn

MADURAI-.625020

GSTI NlUl N: 33AAEFM6538R 1 ZP
State Name : Tamil Nadu, Code: 33

Despatch Document No Delivery Note Dale

Despatched through Destination

Terms of Delivery

SI

No.

Particulars HSN/SAC lr rpnli Rale Amount

1

Consultancy Fees(33% ol Rs 25960) 7,260.00

7,260.00

CGST 9% 653.40

sGSr 9% 6s3.40

Invoice Amaunt 8,566.80

Routtding Qff 0.20

Total lnvoice Anounl 8,s67.00

Amount Chargeable (in words)

lndian Rupees Eight Thosuand Five hundred and sixtl
Company's PAN: AAATM4917G 

I

Bank Details: 
I

Account Namer Thiagarajar Schooi of Managernent 
I

Bank Name :The Federal Bank Limited 
I

Account Numben 20940200000175 
I

|FSC -FDR10002094 I

€ &oE
seven only

for IHTAGARAJAR SCHOr ANAGEMENT

{

Authorised Signatory

INVOICE

This is a Computeir Gqlerated lnvoice



 

 

 

 
 

Research Projects 

2021 – 2022 

1. ICSSR – Dr. J Ramesh Kumar, Dr. N Manjula & Dr. P 

Sivapragasam 

2. Sri 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. J Ramesh Kumar & Dr. 

P Sivapragasam 

5. The Peninsular Export Company – Dr. N Manjula 
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6. The Second instalment rvill be released;r{'trl. l'r:erir,'irrg.r satislai.tory lix/rtinef tr'velve montll$ }'ro;;rcss

Rrport felepeudilg on thc dtrration of thc prcgr;tttrtrte), sirrrpl* stiltelllen! of account of first ttrstalntent,

pgiti*hod per:r reviewed iournal, along with gntnt-in-aitl bill towards tlte secnnd instalnlent.

7. The Third instfflment will be released will be released after receiving second Progress Report (depending

on the duration of the programme), simple slatentent of accounts of the second instalment, along with

grant-in-aid bill towards the third instalnrent.

B. The fourth instalment will he releasecl ;rit*r rrceivitrg htiok lerrgtlr frinal Report irl soft copy (both u'rrrcl

anri pDt" fnrmat), Lxecutive Suntnrary of Finrl R*port in soft cr:py {hoth word and PDIf fornrat), 500 wurds

el:stract of the final ilepqrt in soit (opy, rcsc;rrclr palters pLrblisired in pcer reviewed ,iournals duly

ael<nowletlgipg 1CSSR, siniilarity index score sheet, sirrrple staterlunt of aeeounts of third instalment along

r,virh grantin-iia nitt t6warels ihe fc,urth instalrrent. Proieet Director is required to submit hard cr:pies of

rlr* Firral Report 6nly afier tlre confirn:atiun frunr the ICSSR after incorporating the suggested changes'

Such data or inlbrntaiiol relating to the research project as nay be asked for by the ICSSR for preservation

in its Data Archives shoukj i:e giveu by the scholar'

g. The putrllcation grant will be retainecl by rhe tcssR & will be spent by the ICSSR Publication Division ii
the Final report islqund publishable by an Expert Cumrnittee constituted by the ICSSR.

10. 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 ICSSR during

its course and after conPletion'

11. Final lnstalment witl be issued after receipt of recommetrdation of the expert for acceptance of the Final

Reporr, Audited sratement of accounts [ACj in prescribecl iormat wirh uillization certificate [UC) in Gl-R-

t2A forrn for the entire approveel project 
",nou,it 

duly signe d by the Finance OfficerlRegisrar lDirector of

the affiliating lnstitution, veriRcation o[ all ciocr"unents ancl clecision on retaining of equipment and books

etc. I'he institutions of which the accounts are nor auditecl hy CAC/A6, their utilisatlon certificate will be

signed by the Finance 0fficer and a chartered accountant'

12. The 0verhead Charges to rhe atfiliating institution rvill be released after the Final Report has been

acceptecl and clocurnints verifiecl by the tcssn. rn* lcssR rescrves the right to change the affiliation if it is

lound that the affiliating institute is not cn-operating lvirh the scholar and it is not facilitating tirrrely

completion of the studY,

13, The project Director will ensure that the expenciitr-rre incurred by him conforrns to the approved budget

lreads and relevant rules. Audited statenreniolaccounts with utilization certificate in cliRol 12A form is

for the entire projeet anlount approved for the proiect'

14. Tl,re University/lllstitution of affiliation lvill provide to the scholar office accommodation including

flurritrrre, library and research facilities anel niessengerial services' For this, the ICSSR. sha'll pay to the

Upiversityllnstitution of alfiliation overheatl charges @50/o over ancl above or nraximum Rs'1,00,000 of

the total expencliture incurred on the pro,ect only after successfulcornpletion of the proiect'

15. 'l'he Contingency 0rant may be utilized f'or research and oifice assistance, books, stationary, computer cost,

researclr assistance an6 the field work expenses of Prr:iect Director, Co-Project Directors and research

pcrsonne[ connected with the research work.

16, The overheaci charges to the affiliating institution over and above @ 50lo or maximum Rs'1,00,000 will be

releascel only afteriuccessful compleion of tlre proiect after evaluation. The accounts and the utilization

Certificate r,vill be signed by the Finance OlficerlRegistrar/Principal/Director in the case of accounts of the

instlurion arr aucliie6 Ui elCllC. Otherwise, tliey need to be signed by the Finance 0fficer and the

Chartered Aecotlttt.

17. "lhe Direct*r of tlre research prr:ject will [:e Dr. Ramesh Kumar. who rvill be responsible for its completiorr

within 12 Months from the daie of comnrencement of the project, which is 17 March 2O22,as intinrated

by the scholar,

18. ln case, the projecr Director does not submit the periodic I final proiect report as per schedule with

aclequate justification, t5c scholar may be debarred from availing all future financial assistance from TCSSR'

19. All g.rants from l{lSSl1 are subjectto tlre g,ener;rl ltrovisitirr of CFR 2017.

20. The project Director will ensure that the expendilure incurred try him conforms to the approved buclger

heacls. "i'he granr-in-aid is subiect to all the ionditions laid down in the Indian Council of Social Scierce

Research IICSSR) Research Proiects avaitable in the ICSSR website wwrv'icssr.org

'-$'v\'-
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Dr. Ramesh Kumar

frot exceeaing 45Yo ofthe total budgerffi;arch Staff, nutt timeTpart time/Hired

N*t excceding 35%r

Not exceodingl?a/aEquipment and study material

l.iot excetding StXr

(Aff,liatir,g hstitutional overheads @ 5%

of the approved budget, subiect to a

maximum upper limit of Rs.1,00,000/'J

-+-

Title: "Bridging Competencies anel Barrlers: Role of Training

nromitingWomen Ertrepreneurship in Tamil Nadu"'

By, Dr. Ramesh Kumar

Heads ofExPenditure

t Director

ContingencY

Fublication of rePort -

Crand Total

emtiating lnstitutional overheads over

and above the grand total

and Development Agencles in

iiSSn witt finally make i1100%

* The five percent (;-7a/a)publication antount rvill be spent by the ICSSR Publication Division if the

finai ."port is fourid puliirtraUtu by an Expert Cotrrttrittee constituted by the ICSSR'

Remuneratlon and Emoluments of Proiect Staff

[a) Proiecr staff coulcl Lre engaged by !h-* Proiect Director on a full/ paft'time basis during the

research work and the cluratir:n/consolidatecl nronthly emoluments of their employment may be

decidecl by the project director within the lirnits Q[the sanctionecl financial allocation and as per the

ISSSR rules [tr) Research Associate @Rs.20, ooof' p.nr. (Qualification - Post graduate in any social

science cliscipline with minimum 550/o marks ancl NETfSLET /M'Phil/Ph'DJ[c)\Research Assistant

@Rs.16, 000/- p.nr.(Qualificariorr-Pn.n.lHl.pirir.l Post graduate in social science discipline with

mininrum 550/o marks(d) Fielcl lnvestigator 0) Rs.15, OOO/-p.m. [not exceeding 6 rnonths)

lQualification- Post graduate ,in any . sotial science discipline with minimum 55%

nrlrksxe).Retrospective"payment for work alreacly done is not pernrlssible.

Re-appropriation: The Proiect Investigator may with the permission of the lnstitutiou' re-

appropriate expenditure lrorir r:ne sub'head to ailother, subiect to a maximum of 5'7 olo oi the

particular tTudget heads. tf the sturly necessitates re-appropriation beyonclTYo' it nray be done only

after the approval ofthe ICSSR.

selectlon of Research staff shoultl be done through an advertisement and a selection committee

consisting of (1) Proiect Director; (2) 0ne outside Ex[ert (other than the lnstitute where the proiect is

Iocated); [3J a rromi.ee of the-Vice Chancellor/i{ead of t}re lnstitution and (4) Head of the

n-pr.,-r--riltlean of relevant faculry rl*ly approved by the conrpetent authority'

For a[ field work related expenses of Proiect Dir{ctor, Co-Director ancl proiect persorrnel' rules

pertaining to affiliating institutes shall be followed'

All equipment and books purchaseci out ol the proiect fund shall be the prope$y of the affiliating

institutions. On .on',pi"tion of the study, the prrj*.i Director shall submit an undertaking in this

regarrl. The lcssR, r,o**u*r, reserves the right to tike charge of equipment and books' if it thinks it fit

ln a case.

Purchase of equipment/ assets for the researclr Prolect is permissible only if it is originally

proposeci and approvcd by the ICSSR and does trot exceed the pcrr:lissible anrount'

The sehokr shnttkl ar:kni;rvlecige th0 support r:f IeSSR in rll. pui:lication's resulting fronl tltc

programms output [Res*arch Piipcr, Books, Articles, Rcports, erc.J arrrl shoutd submit a copy nf the

tun* rn thc ICSIR drtring iis rourse ltttd evctt aftrr cotlipletieln'

I -\\.\'i
\L"

S.No

1

Value
{Rs.}

Z

3

T

;)

Field work

6
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THIAGARAJAR
SCHOOL OF MANAGEMENT

(AUTONOMOUS)

Client Name - Sri

(sKNM)

Krishna Nagai Maligai Pvt. Ltd

Project Proposal: Go-to-new Market Strategy for

SKNM.

THIAGANAfAR

SKNM Go-To-Market Consultancy Proposal

rtfur
SRIKRISHNA

NAGAI MALIG"AI PVT.LTD
Since 1990



Prepared for: Chairman and Managing Director, SKNM

Prepared by: TSMCOEI

Date: 07.08.2021

Background

Sri Krishna Nagai Maligai

A leading jewelry brand in Madurai, over decades is a family promoted business since

1980s. They have grown consistently over the last 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

SKNM is in the cusp of seeing rapid growth due to expected large purchases after few

years of lull due to Covid and due to Government focus on retailing BIS hallmarking

jewelry. Further their consistent customer growth over the last few years have thrown

an opportunity 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, to discover strategies in

SKNM Go-To-Market Consultancy Proposal
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their quest for spread with lower risk and greater 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 jewelry 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 7-2% of fine jewelry segment now will grow

to 5"/" by 2025. With government relaxation of restrictions of gold imports is likely to

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 tools 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.

2.2To 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 needs decentralization of operations and bringing in systems

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

on providing clarity, accelerate performance & strategic growth.

r.4 *! . THIAGARA.]AR
I rlil 1 <rcd@**c..*'
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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 strategies, data driven customer

classification & focus, customer loyalty & repurchase.

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 AI 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 TSMCOEI

(Thiagarajar School of Management's Centre 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. TSMCOEI 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.

/; rHlacARAlaR
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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

TSMCOEI team.

4.0 TSMCOEI Our Point Of view

*s9t:f.i:
SKNM Go-To-Market Consultancy Proposal

For Vision Develop a business case for each initiative to be able to make

informed 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 analyze the

implications of the required changes

In depth understanding of the "As-Is" process

People and

Organization

Create a clear and compelling vision i.e. a "burning platform" and

align the organization around the changes required

Unwavering executive commitment to success of transformation

Program



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 KPI

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 AI tool-based strategy and neural network to capture the wisdom of the owners in

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

.'.#:i:f.::
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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'

Contact information: IBSldLglAs@IllU.a-qjil

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 strategies & a quick baltpark number on sales forecast (1 year)'

Competition analysis 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, 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 Raiapalayam and Theni'

stage L: Getting ready with data: working on identifying data on all 2

geographies on demographics and industry relevant markers'

Stage 2: Constructing Tools for survey: Understanding from the client on the key

factors that need to be studied, preparing a scientific questionnaire(s), training

student to rollout in all the 3 domains - customer, competition, and product'

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

SKNM Go-To-Market Consultancy Proposal
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Stage 3: Data collection: Collect data and draw inference from the same,

scientifically from customer surveys.

Stage 4: Mystery Shopping and competition survey 1: Collect data on the shops

to 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 locatioo product, and

key competition.

Stage 6: Reading the data: Understand the data collected and arriving at 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 looking at growing its Top line by 30%

by these 2 expansions and its customer base to increase organically by 7.2X in the first

year to 2X in the 3rd year. Increased brand visibility and higher sales are the end

objective of this proposal.

1.5.0 Staffing & Payment for Phase L"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 shown in appendix.

r.C +' THIAGARAJAR
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1.6.0 Deliverables: The project will have 3 deliverables

1. Initial survey document proof to the client

2. Customer study data and inference

3. Competition analysis and data & Strategies for launch of new outlet.

1.7.0 Acceptance: Each deliverable 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.

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 graptu

appendix 1.

1.9.0 Fee

a. The project will be delivered for a fee of Rs. 92,000 (Rupees Ninety-Two

Thousand Only). Exclusive of GST, currently @79o/o, 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 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 - 100 rupees, estimating to 15,000 - 30,000 ruPees for 300

respondents. We would recommend SKNM to provide their regular gifts given

to customers to be used here.

THIACARA]AR

b.

SKNM Go-To-Market Consultancy Proposal
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d. Any venue, equipment and out of (primary work location) travel costs will be

borne by the client on actuals.

e. 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.

1.L0.0 Payments

a. Billing will take place according to the following schedule:

Advance: 20% of the total fee

On delivery 2:40"/" of the total fee

On delivery 3:40% of the total fee

b. Reimbursement 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.

SKNM Go-To-Market Consultancy Proposal
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no

Cost Elements Value

(Rupees)

1 Student Engagement 32,000

2 Lead Consultant Support 60,000

a
J Travel out station 12,000

4 Survey gifts 30,000

5 Boarding & Lodging 33,000

6 Miscellaneous expenses (photocopy / communication) 5,000

Total L,72,000
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INVOICE

THIAGARAJAR SCHOOL OF MANAGEMENT

PAMBANSWAMY NAGAR.

THIRUPPARANKUNDRAM
l. - 625 005

N: 33AAATM4917G2ZR

Name : Tamil Nadu, Code : 33

TSM/GST-00082t21-22

NEFT/RTGS/DD

Sri Krishna Nagai Maligai (Madurai) Pfi Ltd

No 81, South Avani Moola Street,

Near Vengala Kadai Street

Madurai-625001

GSTI N/Ul N: 33AAMCS04sgA 1 ZO

State Name : Tamil Nadu, Code : 33

Advanco for execution of go to mad<et consultancy sorvices (40% af

Chargeable (in words) E. & O.E

lndian Rupees Fourty threc thousand four hundred hflenty four only

Company's PAN : tutuqTM4g17c

Name: Thiagarajar School of Management

Name : Central Bank 0f india
Number: 3229795188

IFSC: -C81N0280914

for THIAGARAJAR SCHOOL OFr MANAGEMENT

This is a Computer



TSM/GST-00031121-22
SCHOOL OF MANAGEMENT

PAMBANSWAMY NAGAR,

THTRUPPARANKUNDRAM

GSTI N/U IN : 33AAATM49 1 7 G2ZR

State Name : Tamil Nadu, Code : 33

E-Mail : sccounts@tsm.ac,in

NEFTIRTGSIDD

Buyer

Sri Krishna Nagai Maligai (Madurai) Pvt Ltd

,No 81, South Avani Moola Street,

Madurai-625001

GSTI N/U I N : 33AAMC S0459A 1 ZO

State Name: Tanril Nadu, Code : 33

sultancY se/vrces

21,712.00

21,712.Q4

Chargeable (in words)

ndian RupeesTwenty one thousand Seven hundred twelve only

PAN: tutu{TM4917G

Name: Thiagarajar School of Management

Name : CentraI Bank Of india
Number; 3229795L88

tor fHt,CCannJAR SCHOOL OF MANAGEMENT

INVOICE

This is a Computer Generaled lnvoice



lnvoice No.

TSM/GST-00069121-22
HIA:GARAJAR SCHOOL OF MANAGEMENT

PAMBANSWAMY NAGAR,

I"HIRUPPARANKUNDRAM

MADURAI. .625 OO5

GSTI M/UlN: 33AAAIM4S I 7 GZZR

State Name : Tanril Nadu, Code : 33

E-Mail . accounts@tsm ac in

NEFT/RTGS/DD

iKrishna Nagai Maligai (Madurai) Pvt Ltd

No 81, South Avani Moola Street,

Near Vengala Kadai Street

Madurai-625001

GSrIN/U I N :33AAMCS0459A1 ZO

State Name : Tamil Nadu, Code : 33

ffiarecutiarA go b markat consultancy ser/ces

1 1 ,1 85.00

ffii#trinoo t,s frPCa + PhatacoPY)

1,01,085.00

1,19,280.00

Arnount Chargeable (in words)

n RupeesOne lakhs Nineteen thousand two hundred eighty ottly

ny's PAN: AAATM4S1TG

Eank Dotails:

Accounl Name. Thiagarajar School of Management

Bank Name : Central Bank 0f india

ccount Numbsr; 3229795188
IFSC: -C81N0280914

MANAGEfor THIAGARAJ

INVOICE

Tfris is a Computer Generated lnvoice

t



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.

Thiagarajar School of Management,
Madurai- 625005.

Warm regards,

r.Selvalakshmi,
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TSM- Market Research Proposal 

 

 
 
 
 
 
 

 
 
 

Client Name – Mr.Subramanian 
 
 

 
Project Proposal: Market Research Study for Mr. Subramanian 
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TSM- Market Research Proposal 

 

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 

c) Uniformity  
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TSM- Market Research Proposal 

 

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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TSM- Market Research Proposal 

 

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.  

 

               Deliverables 

 

1. Market Size Estimation 

2. Customer Profiling 

3. Competitor Analysis  

4. Market Share analysis 

5. Perception Mapping 

6. Product Category Analysis 

 

Proposed Market Research 

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. Nataraj. 

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. 

 

 

mailto:selvalakshmi@tsm.ac.in
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TSM- Market Research Proposal 

 

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 

the key 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, scientifically from textile firm owners, PVC bag 

manufacturers and traders.  

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

arriving at a meaningful insight. 

 

Stage 5: Preparing a Strategy: Work on preparing priority strategies for 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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TSM- Market Research Proposal 

 

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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TSM- Market Research Proposal 

 

 

Table 1: Table showing Cost Elements involved in the project 

S.No Cost Element Value in Rupees 

1 Faculty Engagement 52,000 

2 Student Engagement 11,000 

3 Travelling, boarding, and lodging Expenses 

(Approx.) 

5,000 

4 Survey Gifts (Estimated at Rs.50 for 60 

Respondents) 

3,000 

5 Miscellaneous Expenses (Photocopy/ 

Communication, etc.,) 

5,000 

 Total 76,000 

               

ACCEPTANCE: Each deliverable 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 
Payment 

Details  Percentage of 
Allocation 

Amount in 
INR 

Acceptance of 
Proposal 

Advance  10% of total fee 6,300 

Delivery 1 Results of Pilot 
Study 

30% of total fee 18,900 

Delivery 2 Data Analysis, 
Interpretation and 
Final Presentation 

60 % of total fee 37,800 

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.  

 

  



Payment should be made to
Name: - Thiagarajar school of management,
Bank:-Central bank of India
A/ c no>3229795188.
IFSC:-C8IN0280974
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,

Dr. Selvalakshmi. M
Principal
Thiagarajar School of Management
Madurai.
principal@tsm.ac.in
984335L013

Accepted

Mr. Subramaninan

9
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Appendix 1 
 

    Students Faculty 

Milestone Deception   Manpower Days 
Total 

Mandays Consultant Days Total Consulting Days 

                

Ground Work         1 3 3 

Constructing Tools         1 2 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 2 3 6       

  Traders 2 3 6       

                

Analysis and Interpretation         1 3 3 

                

Final Presentation         1 1 1 

        22     13 

                

    
Cost Per Man 

Day 
Total 
Cost         

Total Student Engagement Time 22 500 11000         

      0         

Total Faculty Engagement Time 13 4000 52000         

      63000         

 
 

 
 
 
 



 

 
Appendix 2 
 

 
 
 
 
 

1 2 3 4 1 2 3 4 1 2 3 4

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

April May June
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INVOICE

AGARAJAR SCHOOL OF MANAGEMENT

PAMBANSWAMY NAGAR,

THIRUPPARANKUNDRAM

MADURAI. " 625 OO5

rlN/UlN: 33AAATM491 7 G?ZR

Slate Name : Tanril Nadu, Code : 33

E-Mail : accounts@tsm.ac.in

lnvoice No

TSM/GST-00129t2',t-22

/ RTGS I DD

No.31 Mahilampoo Street

Guru Nagar,Tiruppalai
Madurai
14,Tamilnadu.91 50455930,jrsubbu@gmail.com
GSTIN/UIN:
State Name : Tamil Nadu. Code :

Conrultanry proposal for undertaking Market Research -initlal

advance

Chargeable (in words) E. & O.E

lndian Rtrpees Five thousand Nine Hundred and Eighty Five only

Company's PAN : A.AATM4917G

Bank Detaile:

Account Name: Thiagarajar School of Management

Bank Name : Central Bank 0f india
Accounl Number 3229795188
FSC: -C81N0280914

This is a Computer 'ated lnvoice
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Vedanta Resources Limited * Sterlite Copper

Proposal for Ground SurveY

TSM- Market Research ProPosal

1_



r_

Prepared for: Vedanta Resources Llmited

Prepared hy: Or. J. Ramesh l(umar

Dater 25.03.2022

1. Background

vedanta Resources Limited ' Sterlite copper has solicited a proposal to support ground survey, data

analysi: and report of findings from the tearn of Thiagarajar ichool of Management {Autcnomous},
Madurai, henceforth referred as TSM Madural,

This proposal is tendered by TSM Madurai to conduct a research-based consulting for vedanta

Resources Limited - Sterlite Copper.

2. 0bjectlves

1.. Stakeholder discussion to understand the needs and requirements.

2. Support in developing the lnterview Schedule for ground survey.

3. Training the enurnerators and data entry personnel.

4, Data Analysis and presentation of findings as a detailed report.

3. Scope of work

The team from TSM will work with the team of Vedanta Resources Limited - Sterlite Copper in setting
up the ground survey by developing and fine-tuning inrerview schedules to be administered in the
ground $rvey. Based on the data collected and shared, the project team of TSM will undertake
appropriate qualitative and quantitative analysis and presentation of findings in a detailed manner to
Vedanta Resources Limited - Sterlite Copper, with a pre-submission presentation and submission of a
final report in a bounded form.



4. AboutTSM

Thiagarajar school of Management {rsM} began with the aim to impart professional education to

manager5 who had a burning desire ts scare up their career potentiar with better manageriar skilrs. TSM

endeavsurs to live up to its vision of being "a leading academic instltution of choice amongsr.

rnanagement students, faculty and employers alike." The lnstitute has multi-dimensional strengths,

straddling different areas and activitiet such as infrastructure, faculty and academics, internal

processes, student profile & activities, and placements & corporate relations that facilitate in achieving

the vision.

5. Project lead & Co Lead

X. Dr. P. Sivapragesam

,{ssistant Professor

Thiagarajar School of Management, Madurai

+91 9884348588

:ivapragasam @tsm.ac.in

2, Dr. J. Ramesh (umar

Assistant Professor

Thiagarajar School of Managernent, Madurai

+91 9952226064

ram esh kumarj@tsm.ac.in

6. Proposed Ground Survey & Tirnaline

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



26 Feb.
za22
Pilol rurvey with
ahe tinali:ed
questionnaire
for ?5 sarnple.
farget Oale

2 Mar.
2922
lnteraction with
the
Management
aboul the
survey. Target
0ata

4 Mar.
2422
Start of Oata
Collectron-
Target Date

26 Mar.
2022
Start of Drta
Analy5is. Iarget
Dats

16 Apr.
2422
Submission of
r*port and
prele,ttdtion lo
Management.
Target Dilte

Iraining for rhe
enumerators by
TSM Frofessors.
Tar8et Date

1Mar.
2022

Training for the
Oata entry
enumerators by
TSM professon.

Completion of
0ata Collection
Target Oale

24 Mar.
2422

Completion of
Data Annlysis.
Target Date

15 Apr.
2A22

,q- TarBet Date

klz ruar.
2422

7.. Project Fae

The project shall be carried out for a consulting fee of Rs.1.5 Lakhs. The orher engagement charges like

tralning and other expenses must be considered exclusive of the consulting fee. The amount is also

exclusive of 65T @ 15%.

The cost is based on the current estirnate provided in proiect timelines. Any escalation of time due to
change ln the scope ofthe research shall be changed based on discussion and mutuai consent.

8. Acceptance

Each deliverable will be presented to the sterlite tearn for acceptance. Any modification needed could
be presented by the Sterlite team.

9. Payment;

t-
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I ,:::;';::;,:;,,:1,':."'t..I 
i!r('(i r,rnpani*r rrc up wirh rrrr,,r: niy, wh.r.irrr,," ,,,]*,-.*,r-r" 

-" "

.:rr*ll ;rnrl mEiiiurrr a,,,"rtt 
ittl<l tllu 

'Ilonu)' ft)ln{i(ln i3 illl(it?cther a eiillcr*nt h:rll rarnl llrr! rlr;
*nir hr J*rrenr, ,,r* n,u.nt"''t(:s 

{ s\ll:l or lhc tcgituttrl playcrl ) gcr rtruek l-rceau;c rrir:ii: \}.li.r
rux.ni. \1.,hrrr r's diritrih 

*tt lh* di:trihulo's l{) rc.,(h out r{} rrr,, rurailcr,, aniJ rhi,rr:h! ir_r [h* crrrr

:J[:i:*';;.; ;::J:;;:#,l,LIil: H:::Jil:; ;, j::;J,J;:lI:; 
;i,J;

If te pull or,cr our ien

;i:*j i:: fi *r :; ff ;"#::: ;:H:fi ,"txl i:.:,: :I JT j:,:;:: ;::T iI :
unrl hc nco n,e d srr hullxT:-,:::1,:Tllil:jJ: l,;J::,fii**:**:: ff*fi
rl::'il'fifi1':::''' crominatins 

', 
,n..i","., Managemenr. 0n one side nis (.errporares

:'icher and on th* ,ther 
l' dotninate in thc rt'hole of lhe nrarkcr ,ryirg ,o rrcconrc richer and

in,,icrs covcring ,r,*",;:f :}ililil"i,#butn" 'uhor" ;;';:, susrainar:ru, irusincss
.l' l'e* biggieu is a thr."r ,,, ,;,.-;::;:::::'':'a 

question rrrarh. l-arge incnrnc in rhe hands

*:ffi, fr 
ilJ5: j:", 

: ifi:"i::ff: ;: 
F_T[:;#i, ;:;.,ffi *IHlfi I;;

r'tanagcnrenl r,,,-,,,irll,;iJ::::::il:,ff dis*iburion ...*nn,io o. such in rhe crurn,rcr
and th{, slV{[s r'hich arc the regional players in ;tts 

Psrspsctivcs ol'the retailcrs. rhq disrriburors
thc ber:elits rr." roorr.,t upon tbr ali tlre stokeholdc,he. 

mnrkei and try to suggcsr a model rvheniin
"s in rhe sociery in largc.

Thc objcctir.o of lhe srudy:

l. 'f<.r undcrstand lltrl, 
L*l::, 

il: il::,ili"ffi::: T:' ilfi :::T[:::,:;: ;:,,J::t1..I,i,.,*, n.j. I rr urrderst:rrrd llrc 
.

{. .r 
r; urrdc*ran<J ,,r.'lltt 

or thr challenges faced rry trre disrrihLrlors post pa,dcmir:.

frirn.rrrrir,. 
tssucs and challrrrges ol'lhs sMF,s ;n ,tr. at,ann*l l\,larragurrnr:nr posr

li' f , t"::<pi're r'olulr,rts t. tltc l'atent ,'sr pantrcnric rrisirrtcr.nretriuti,.r, crru*c,gcs.

l

'
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i .l i|1,'lIr'(! {l I l,l,l

l' t,,1t, i,r 1r/ l.lr'/ tJdU.,lr-

i,,, 4,!lrIlr!trulrltlr.
i,|a",ttu tt)\ilti't
I l, I !larlrt. lrir!,.t

' '11 l\? l1t:,lt'r'1
, ,t, 1,,.t )1, tttlt'trl

;''l rtt.t .t '.1

1lt'lhrxlohrg-t,

llri "lrr.ir r(.(l(!itl.) it (h'tlll('(l \!lrlrl \rl(h ![rr: rr,lruli't., irn(l ,rll lrl{L.irlll rrlll]r,'t: " '.r!l' rl;

,Ir\t: rl!utrl\ ,tlJ tht Si\]l.r I llf tlurl\' cln l]r. lril{r{.{ rtt \lrt,lLtritt ilrti:rll;. 'l ltc ',t,.rrl', , , 7," i.', ; 'l

lir {'ir\(t !'rrrrr soullrcrn (ltslritl\ ol' liunil Ntrehr rtrt'lt lr M:trlriliri Virr;ditunapar. lrrr:,i1,1'llt ,;r ':

I ir;r: r

-\:rnr pling frlntcrr urk :

S:rnrpling Dcsign :

Thc srucl proposes to use pmportionate stratit'ied rarrdom \anlplin{ paflicularl}* Io itud} lhc

retnileni lls one of thc respondents ol lhs study. -t-he retnilers ilrc divided into dillerent stratir

[:;sed on their g,;ogruplrical localions. Hence the lour diftcrunt itrfltr flrs thc retlilcrr ironr

Madurai" Dindigul, Theni and Virudhunagar districts olSouthern 
.fanril 

Nadu.

Ngme 0f lhc
District

Siz-e of thc
rronulrlioil

Surnplc sizc
( No.of retrilcrs)

Distrihu lors Whnlcslrlers S II }:S

]}cr:i 12.4 5.899 45 { 4 t

Dind ieul 21.59,775 71 7 7
'l

Madurar 10.3E.252 r08 t0 t0 l0
Virudhunaqar t e.4 2.288 70 7 7 7

Toral 81.86.21.1 100 l,r l8 :8

Sletho{l of Data Ccillcctionl

Tli:rr:;rrr frrur types ol'tesltotrdcrls ;rroprsrrl lirr lhis studv rranrulr Distrihutors. trhoL:sulrn

l{ctailrrr, and .\nrall and rxcdium cnt('I?risc\.
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il1.{ }tukqlstrt(tr$ d0lhor! nttil3inil to Mdlrra lrrr;sal lhsffi,lll l.,rnrl ll*rk lMra

lrrnrdrtrl h1 iliA{) wrth l\ lirruli: lr4 r 1! ,ti? ?fB !{i99
It:t t 11 4'1? ?ltl l"ltfi
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'lilols lor rlual.r'sis:

'{ppnrpriate statisli0sl tools Kotrl{j bc uscd io nnillvsu thr: datl. l}cth quantiria!c and qua:itilri!c
reselrch tools crc prr.pose,cl ro hc uscrl.

['stinratct tirrre pcriod for dara co''ecrkrn and the Dur:rti*n of ihc projert :

J'hc cslimatcd duration for thc data collection of thc prr:p.rscd -*ruir1 is lrvo rvecks rvirh llre hclpol' lq sludcnt-s fiom First year rlcDM progranrmc ot' Thiagara.rar schoor o1-trtlanagenrent'ir4adurai"ilre sudy is tu hc organissd in rhe lasr rveek ol'reiruar1.. ?()ll antl rlrcrepon ro he submitrcd on or before tfih :Uar;. 102?.
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nriscellancous c.\pcnse:i
Statislicll rools applic*rion and cifon esrimation
Prepnration ot'Reporr
Prinring of the linal repon
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Data Analt,sis and
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