
VOLUME NO. 2 (2011), ISSUE NO. 7 (JULY) ISSN 0976-2183 

  
 

IIINNNTTTEEERRRNNNAAATTTIIIOOONNNAAALLL   JJJOOOUUURRRNNNAAALLL   OOOFFF   RRREEESSSEEEAAARRRCCCHHH   IIINNN   CCCOOOMMMMMMEEERRRCCCEEE   AAANNNDDD   MMMAAANNNAAAGGGEEEMMMEEENNNTTT   

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

Indexed & Listed at: Ulrich's Periodicals Directory ©, ProQuest, U.S.A., The American Economic Association’s electronic bibliography, EconLit, U.S.A.,  
Open J-Gage, India as well as in Cabell’s Directories of Publishing Opportunities, U.S.A. 

Circulated all over the world & Google has verified that scholars of more than eighty-one countries/territories are visiting our journal on regular basis. 

Ground Floor, Building No. 1041-C-1, Devi Bhawan Bazar, JAGADHRI – 135 003, Yamunanagar, Haryana, INDIA 

www.ijrcm.org.in 

CCCCONTENTSONTENTSONTENTSONTENTS    
Sr. 

No. TITLE & NAME OF THE AUTHOR (S) Page No. 

1. A CROSS-SECTIONAL STUDY OF ACCEPTANCE OF MENTORING FOR PROFESSIONAL DEVELOPMENT IN EDUCATIONAL INSTITUTIONS 

IN GULF COUNTRIES 

DR. IMRAN HAMEED & DR. NAZIA RASOOL QAZI 

1 

2. ROLE OF USER FEES IN ETHIOPIA: A CASE STUDY OF JIMMA UNIVERSITY SPECIALIZED HOSPITAL, SOUTH WEST ETHIOPIA 

DR. DEVI NAIR & KORA TUSHUNE 

6 

3. EXPORT GROWTH OF NON – OIL SECTOR IN OMAN: THE ERA OF LIBERALIZATION 

DR. THRESIAMMA VARGHESE 

13 

4. CORPORATE SOCIAL RESPONSIBILITY: ORGANIZATIONAL COMMITMENT IN THEORY & PRACTISE 

DR. QADAR BAKHSH BALOCH, IMRAN ULLANH KHAN & SHAHED JAN 

17 

5. CORPORATE GOVERNANCE AND PERFORMANCE OF PAKISTANI LISTED COMPANIES - A CASE STUDY OF SUGAR SECTOR 

QAISER RAFIQUE YASSER 

23 

6. STATE OF FLEXIBLE CAREERS FOR THE WOMAN PROFESSIONAL IN INDIA 

SAUNDARYA RAJESH 

31 

7. WHAT DRIVES THE PERFORMANCE OF COMMERCIAL BANKS IN ETHIOPIA? 

DR. DEEPAK KAPUR & ABEBAW KASSIE GUALU 

38 

8. NEEDS ASSESSMENT OF EMOTIONAL INTELLIGENCE IN BUSINESS EDUCATION 

KRISHNA PRIYA & DR. K. S. CHANDRASEKAR 

43 

9. CREDIT MANAGEMENT OF INDIAN COMMERCIAL VEHICLE INDUSTRY 

N. VELMATHI & DR. R. GANESAN 

48 

10. EVALUATION OF PASSENGER SATISFACTION AND SERVICE QUALITY IN INDIAN RAILWAYS - A CASE STUDY OF SOUTH CENTRAL 

RAILWAY USING RAILQUAL 

M. DEVI PRASAD & DR. B. RAJA SHEKHAR 

53 

11. A STUDY OF TERTIARY EDUCATION AND SHIFTS IN GLOBALLY MOBILE STUDENTS 

DR. Y. V. REDDY & D. M. DESHPANDE 

58 

12. DIMENSION OF FINANCIAL PERFORMANCE OF CEMENT UNITS IN SOUTH INDIA - AN EMPHIRICAL STUDY (Z SCORE ANALYSIS) 

DR. R. SRINIVASAN & C. U. TIRIPURA SUNDARI 

64 

13. AN EMPIRICAL ANALYSIS OF FINANCIAL LEVERAGE, EARNINGS AND DIVIDEND: A CASE STUDY OF MARUTI SUZUKI INDIA LTD. 

DR. SANJAY J. BHAYANI & DR. BUTALAL AJMERA 

69 

14. SERVICES MARKETING DYNAMICS – AN EXAMINATION OF SPORTS SPONSORSHIP STRATEGIES OF U. K. MARKET 

DR. S. P. RATH, DR.  BISWAJIT DAS & CHEF. ANANT BHAMKAR 

73 

15. NPA’S SIDE EFFECT AND IT’S CURATIVE MANTRA 

DR. B. CHANDRA MOHAN PATNAIK, DR. IPSEETA SATPATHY & AROOP KUMAR MOHAPATRA 

77 

16. THE ROLE OF EMOTIONAL INTELLIGENCE IN SELF DEVELOPMENT OF DOCTORS AN EMPIRICAL STUDY 

M. N. R. MANOHAR & A. V. SATYANARAYANA RAO 

81 

17. RISK MINIMIZATION IN SPOT AND DERIVATIVE MARKET 

DR. SUBRATA MUKHERJEE & DR. SAMIR GHOSH 

87 

18. IMPORTANCE-PERFORMANCE ANALYSIS (IPA) TO EXPLORE ORGANIZATIONAL CLIMATE – EMPIRICAL EVIDENCE 

SUBASHINI R & SAMUEL S 

93 

19. GOA TOURISM: MYTHS AND REALITIES 

DR. HIRANMOY ROY 

98 

20. SPIRITUALITY AND MANAGEMENT 

V. NITHYANANTHAN & DR. B. KALPANA 

103 

21. ORGANIZATIONAL HEALTH: EXAMINING WORKPLACE PRACTICES AND WELL-BEING 

DR. R. PRABHAKARA RAYA & P. SIVAPRAGASAM 

107 

22. EMPLOYEESSIXTH PAY COMMISSION: ESTIMATION OF JOB SATISFACTION AMONG CENTRAL GOVERNMENT 

DR. RAJESH KUMAR SHASTRI & MALAVIKA SINHA 

111 

23. PRODUCTIVITY CHANGE IN THE INDIAN HEALTH INSURANCE BUSINESS: A MALMQUIST TOTAL FACTOR PRODUCTIVITY ANALYSIS 

DR. SUMNINDER KAUR BAWA & RUCHITA 

115 

24. THE IMPACT OF CAPITAL ADEQUACY REQUIREMENTS ON PROFITABILITY OF PRIVATE BANKS IN INDIA - A CASE STUDY OF J&K, 

ICICI, HDFC AND YES BANK 

DR. KHALID ASHRAF CHISHTY 

122 

25. AN EMPIRICAL STUDY ON EFFECT OF WELFARE MEASURES ON EMPLOYEES’ SATISFACTION IN INDIAN RAILWAYS 

DR. ASIYA CHAUDHAY & ROOHI IQBAL 

130 

 REQUEST FOR FEEDBACK 138 



VOLUME NO: 2 (2011), ISSUE NO. 7 (JULY)  ISSN 0976-2183 

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE & MANAGEMENT 
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

www.ijrcm.org.in 

ii 

CHIEF PATRONCHIEF PATRONCHIEF PATRONCHIEF PATRON 
PROF. K. K. AGGARWAL 

Chancellor, Lingaya’s University, Delhi 

Founder Vice-Chancellor, Guru Gobind Singh Indraprastha University, Delhi 

Ex. Pro Vice-Chancellor, Guru Jambheshwar University, Hisar 

    

PATRONPATRONPATRONPATRON    
SH. RAM BHAJAN AGGARWAL 

Ex. State Minister for Home & Tourism, Government of Haryana 

Vice-President, Dadri Education Society, Charkhi Dadri 

President, Chinar Syntex Ltd. (Textile Mills), Bhiwani 

    

COCOCOCO----ORDINATORORDINATORORDINATORORDINATOR 
DR. SAMBHAV GARG 

Faculty, M. M. Institute of Management, Maharishi Markandeshwar University, Mullana, Ambala, Haryana 

    

ADVISORSADVISORSADVISORSADVISORS 
PROF. M. S. SENAM RAJU 

Director A. C. D., School of Management Studies, I.G.N.O.U., New Delhi 

PROF. M. N. SHARMA 
Chairman, M.B.A., Haryana College of Technology & Management, Kaithal 

PROF. S. L. MAHANDRU 
Principal (Retd.), Maharaja Agrasen College, Jagadhri 

    

EDITOREDITOREDITOREDITOR 
PROF. R. K. SHARMA 

Dean (Academics), Tecnia Institute of Advanced Studies, Delhi 

    

COCOCOCO----EDITOREDITOREDITOREDITOR 
DR. BHAVET 

Faculty, M. M. Institute of Management, Maharishi Markandeshwar University, Mullana, Ambala, Haryana 

    

EDITORIAL ADVISORY BOARDEDITORIAL ADVISORY BOARDEDITORIAL ADVISORY BOARDEDITORIAL ADVISORY BOARD    
DR. AMBIKA ZUTSHI 

Faculty, School of Management & Marketing, Deakin University, Australia 

DR. VIVEK NATRAJAN 
Faculty, Lomar University, U.S.A. 

DR. RAJESH MODI 
Faculty, Yanbu Industrial College, Kingdom of Saudi Arabia 

PROF. SANJIV MITTAL 
University School of Management Studies, Guru Gobind Singh I. P. University, Delhi 

PROF. ROSHAN LAL 
Head & Convener Ph. D. Programme, M. M. Institute of Management, M. M. University, Mullana 

PROF. ANIL K. SAINI 
Chairperson (CRC), Guru Gobind Singh I. P. University, Delhi 



VOLUME NO: 2 (2011), ISSUE NO. 7 (JULY)  ISSN 0976-2183 

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE & MANAGEMENT 
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

www.ijrcm.org.in 

iii 

DR. KULBHUSHAN CHANDEL 
Reader, Himachal Pradesh University, Shimla 

DR. TEJINDER SHARMA 
Reader, Kurukshetra University, Kurukshetra 

DR. SAMBHAVNA 
Faculty, I.I.T.M., Delhi 

DR. MOHENDER KUMAR GUPTA 
Associate Professor, P. J. L. N. Government College, Faridabad 

DR. SHIVAKUMAR DEENE 
Asst. Professor, Government F. G. College Chitguppa, Bidar, Karnataka 

MOHITA 
Faculty, Yamuna Institute of Engineering & Technology, Village Gadholi, P. O. Gadhola, Yamunanagar 

    

ASSOCIATE EDITORSASSOCIATE EDITORSASSOCIATE EDITORSASSOCIATE EDITORS 
PROF. NAWAB ALI KHAN 

Department of Commerce, Aligarh Muslim University, Aligarh, U.P. 

PROF. ABHAY BANSAL 
Head, Department of Information Technology, Amity School of Engineering & Technology, Amity University, Noida 

DR. V. SELVAM 
Divisional Leader – Commerce SSL, VIT University, Vellore 

DR. PARDEEP AHLAWAT 
Reader, Institute of Management Studies & Research, Maharshi Dayanand University, Rohtak 

S. TABASSUM SULTANA 

Asst. Professor, Department of Business Management, Matrusri Institute of P.G. Studies, Hyderabad 

    

TECHNICAL ADVISORTECHNICAL ADVISORTECHNICAL ADVISORTECHNICAL ADVISOR    
AMITA 

Faculty, E.C.C., Safidon, Jind 

MOHITA 

Faculty, Yamuna Institute of Engineering & Technology, Village Gadholi, P. O. Gadhola, Yamunanagar 

    

FINANCIAL ADVISORSFINANCIAL ADVISORSFINANCIAL ADVISORSFINANCIAL ADVISORS    
DICKIN GOYAL 

Advocate & Tax Adviser, Panchkula 

NEENA 
Investment Consultant, Chambaghat, Solan, Himachal Pradesh 

    

LEGAL ADVISORSLEGAL ADVISORSLEGAL ADVISORSLEGAL ADVISORS    
JITENDER S. CHAHAL 

Advocate, Punjab & Haryana High Court, Chandigarh U.T. 

CHANDER BHUSHAN SHARMA 
Advocate & Consultant, District Courts, Yamunanagar at Jagadhri 

    

SUPERINTENDENTSUPERINTENDENTSUPERINTENDENTSUPERINTENDENT    
SURENDER KUMAR POONIA 

 
    



VOLUME NO: 2 (2011), ISSUE NO. 7 (JULY)  ISSN 0976-2183 

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE & MANAGEMENT 
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

www.ijrcm.org.in 

iv 

CALL FOR MANUSCRIPTSCALL FOR MANUSCRIPTSCALL FOR MANUSCRIPTSCALL FOR MANUSCRIPTS    

We invite unpublished novel, original, empirical and high quality research work pertaining to recent developments & practices in 

the area of Computer, Business, Finance, Marketing, Human Resource Management, General Management, Banking, Insurance, 

Corporate Governance and emerging paradigms in allied subjects like Accounting Education; Accounting Information Systems; 

Accounting Theory & Practice; Auditing; Behavioral Accounting; Behavioral Economics; Corporate Finance; Cost Accounting; 

Econometrics; Economic Development; Economic History; Financial Institutions & Markets; Financial Services; Fiscal Policy; 

Government & Non Profit Accounting; Industrial Organization; International Economics & Trade; International Finance; Macro 

Economics; Micro Economics; Monetary Policy; Portfolio & Security Analysis; Public Policy Economics; Real Estate; Regional 

Economics; Tax Accounting; Advertising & Promotion Management; Business Education; Business Information Systems (MIS); 

Business Law, Public Responsibility & Ethics; Communication; Direct Marketing; E-Commerce; Global Business; Health Care 

Administration; Labor Relations & Human Resource Management; Marketing Research; Marketing Theory & Applications; Non-

Profit Organizations; Office Administration/Management; Operations Research/Statistics; Organizational Behavior & Theory; 

Organizational Development; Production/Operations; Public Administration; Purchasing/Materials Management; Retailing; 

Sales/Selling; Services; Small Business Entrepreneurship; Strategic Management Policy; Technology/Innovation; Tourism, 

Hospitality & Leisure; Transportation/Physical Distribution; Algorithms; Artificial Intelligence; Compilers & Translation; Computer 

Aided Design (CAD); Computer Aided Manufacturing; Computer Graphics; Computer Organization & Architecture; Database 

Structures & Systems; Digital Logic; Discrete Structures; Internet; Management Information Systems; Modeling & Simulation; 

Multimedia; Neural Systems/Neural Networks; Numerical Analysis/Scientific Computing; Object Oriented Programming; 

Operating Systems; Programming Languages; Robotics; Symbolic & Formal Logic; Web Design. The above mentioned tracks are 

only indicative, and not exhaustive. 

Anybody can submit the soft copy of his/her manuscript anytime in M.S. Word format after preparing the same as per our 

submission guidelines duly available on our website under the heading guidelines for submission, at the email addresses, 

infoijrcm@gmail.com or info@ijrcm.org.in. 

GUIDELINES FOR SUBMISSION OF MANUSCRIPTGUIDELINES FOR SUBMISSION OF MANUSCRIPTGUIDELINES FOR SUBMISSION OF MANUSCRIPTGUIDELINES FOR SUBMISSION OF MANUSCRIPT    

1. COVERING LETTER FOR SUBMISSION: 

DATED: _____________ 

THE EDITOR 

IJRCM 

 

Subject: SUBMISSION OF MANUSCRIPT IN THE AREA OF                                                                                                                .                           

(e.g. Computer/IT/Finance/Marketing/HRM/General Management/other, please specify). 

 

DEAR SIR/MADAM 

 

Please find my submission of manuscript titled ‘___________________________________________’ for possible publication in your journal. 

I hereby affirm that the contents of this manuscript are original. Furthermore it has neither been published elsewhere in any language fully or partly, 

nor is it under review for publication anywhere. 

I affirm that all author (s) have seen and agreed to the submitted version of the manuscript and their inclusion of name (s) as co-author (s). 

Also, if our/my manuscript is accepted, I/We agree to comply with the formalities as given on the website of journal & you are free to publish our 

contribution to any of your journals. 

 

NAME OF CORRESPONDING AUTHOR: 

Designation: 

Affiliation with full address & Pin Code: 



VOLUME NO: 2 (2011), ISSUE NO. 7 (JULY)  ISSN 0976-2183 

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE & MANAGEMENT 
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

www.ijrcm.org.in 

v 

Residential address with Pin Code: 

Mobile Number (s): 

Landline Number (s):  

E-mail Address: 

Alternate E-mail Address: 

 

2. INTRODUCTION: Manuscript must be in British English prepared on a standard A4 size paper setting. It must be prepared on a single space and single 

column with 1” margin set for top, bottom, left and right. It should be typed in 8 point Calibri Font with page numbers at the bottom and centre of 

the every page. 

3. MANUSCRIPT TITLE: The title of the paper should be in a 12 point Calibri Font. It should be bold typed, centered and fully capitalised. 

4. AUTHOR NAME(S) & AFFILIATIONS: The author (s) full name, designation, affiliation (s), address, mobile/landline numbers, and email/alternate email 

address should be in italic & 11-point Calibri Font. It must be centered underneath the title. 

5. ABSTRACT: Abstract should be in fully italicized text, not exceeding 250 words. The abstract must be informative and explain the background, aims, 

methods, results & conclusion in a single para. 

6. KEYWORDS: Abstract must be followed by list of keywords, subject to the maximum of five. These should be arranged in alphabetic order separated 

by commas and full stops at the end. 

7. HEADINGS: All the headings should be in a 10 point Calibri Font. These must be bold-faced, aligned left and fully capitalised. Leave a blank line before 

each heading. 

8. SUB-HEADINGS: All the sub-headings should be in a 8 point Calibri Font. These must be bold-faced, aligned left and fully capitalised.  

9. MAIN TEXT: The main text should be in a 8 point Calibri Font, single spaced and justified. 

10. FIGURES &TABLES: These should be simple, centered, separately numbered & self explained, and titles must be above the tables/figures. Sources of 

data should be mentioned below the table/figure. It should be ensured that the tables/figures are referred to from the main text. 

11. EQUATIONS: These should be consecutively numbered in parentheses, horizontally centered with equation number placed at the right. 

12. REFERENCES: The list of all references should be alphabetically arranged. It must be single spaced, and at the end of the manuscript. The author (s) 

should mention only the actually utilised references in the preparation of manuscript and they are supposed to follow Harvard Style of Referencing. 

The author (s) are supposed to follow the references as per following: 

• All works cited in the text (including sources for tables and figures) should be listed alphabetically.  

• Use (ed.) for one editor, and (ed.s) for multiple editors.  

• When listing two or more works by one author, use --- (20xx), such as after Kohl (1997), use --- (2001), etc, in chronologically ascending order. 

• Indicate (opening and closing) page numbers for articles in journals and for chapters in books.  

• The title of books and journals should be in italics. Double quotation marks are used for titles of journal articles, book chapters, dissertations, reports, 

working papers, unpublished material, etc. 

• For titles in a language other than English, provide an English translation in parentheses.  

• The location of endnotes within the text should be indicated by superscript numbers. 

PLEASE USE THE FOLLOWING FOR STYLE AND PUNCTUATION IN REFERENCES: 

BOOKS 

• Bowersox, Donald J., Closs, David J., (1996), "Logistical Management." Tata McGraw, Hill, New Delhi.  

• Hunker, H.L. and A.J. Wright (1963), "Factors of Industrial Location in Ohio," Ohio State University.  

CONTRIBUTIONS TO BOOKS  

• Sharma T., Kwatra, G. (2008) Effectiveness of Social Advertising: A Study of Selected Campaigns, Corporate Social Responsibility, Edited by David 

Crowther & Nicholas Capaldi, Ashgate Research Companion to Corporate Social Responsibility, Chapter 15, pp 287-303. 

JOURNAL AND OTHER ARTICLES  

• Schemenner, R.W., Huber, J.C. and Cook, R.L. (1987), "Geographic Differences and the Location of New Manufacturing Facilities," Journal of Urban 

Economics, Vol. 21, No. 1, pp. 83-104. 

CONFERENCE PAPERS  

• Garg Sambhav (2011): "Business Ethics" Paper presented at the Annual International Conference for the All India Management Association, New 

Delhi, India, 19–22 June. 

UNPUBLISHED DISSERTATIONS AND THESES  

• Kumar S. (2011): "Customer Value: A Comparative Study of Rural and Urban Customers," Thesis, Kurukshetra University, Kurukshetra. 

ONLINE RESOURCES  

• Always indicate the date that the source was accessed, as online resources are frequently updated or removed.  

WEBSITE  

• Garg, Bhavet (2011): Towards a New Natural Gas Policy, Economic and Political Weekly, Viewed on July 05, 2011 http://epw.in/user/viewabstract.jsp 



VOLUME NO: 2 (2011), ISSUE NO. 7 (JULY)  ISSN 0976-2183 

INTERNATIONAL JOURNAL OF RESEARCH IN COMMERCE & MANAGEMENT 
A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 

www.ijrcm.org.in 

48 

CREDIT MANAGEMENT OF INDIAN COMMERCIAL VEHICLE INDUSTRY 
 

N. VELMATHI 

ASST. PROFESSOR 

DEPARTMENT OF MANAGEMENT STUDIES 

MUTHAYAMMAL ENGINEERING COLLEGE 

RASIPURAM 

 

DR. R. GANESAN 

PRINCIPAL 

SRI VENKATESHWARA COLLEGE OF COMPUTER APPLICATIONS & MANAGEMENT 

COIMBATORE 
 

ABSTRACT 
Receivable constitutes substantial portion of current assets of several firms.  In India, trade debtors after inventories are the major components of current assets. 

They form about one-third of current assets.  As substantial amounts are tied-up in trade debtors, it needs careful analysis and proper management.  The prime 

aim of this study is to examine the trade credit of Indian commercial vehicle industry. 

 

KEYWORDS 
Credit, Commercial Vehicle, Working Capital, Industry. 

 

INTRODUCTION  
ll the firms by their very nature are involved in selling either goods or services.  Although some of these sales will be for cash, a large portion will involve 

credit.  In such a situation, trade credit is an essential marketing tool of the firms to protect its sales from the competitors and to attract the potential 

customers.  

Receivables or book debts has three features such as risk, economic value, futurity. First it involves with risk, second, economic value of goods and services 

passes immediately to the buyer, third the seller can get money in future period.   

The size of investment in accounts receivable is determined by several factors.  These factors are bifurcated under following heads: 1. Non decision variable and 

2. Decision variable. 

Level of sales, percentage of credit sales to total sales and level of credit sales are not within the control of the financial manager.  The nature of business tends 

to determine the blend between credit sales and cash sales. But the firm can take a decision regarding collection period, monitoring and evaluating customers 

regularly. This paper focuses on how the Indian commercial vehicle industry, monitoring and evaluating their customers. 

 

LITERATURE REVIEW  
Niranjan Mandal, Dr. B. N. Dutta Smriti Mahavidyalaya, (2010) in their study  makes an attempt to provide an insight into the conceptual side of working capital 

and to assess the impact of working capital management on liquidity, profitability and non-insurable risk of ONGC, a leading public sector enterprise in India over 

a 9 year period (i.e. from 1998-99 to 2006-07). It also makes an endeavor to observe and test the liquidity and profitability position of the enterprise and to 

study the correlation between liquidity and profitability as well as between profitability and risk. They may be concluded that working capital management is 

very much useful to ensure better productive capacity, good profitability and sound liquidity of an enterprise, specifically the PSE in India, for managerial 

decision making regarding the creation of sufficient surplus for its growth and survival stability in the present competitive and complex environment.  

Dr. T. Koti Reddy and Shri Raghav Baheti (2010) in their  study seeks to examine current policies and practices of working capital management at Saregama 

India Limited and tries to identify the strengths and weaknesses of the company; the opportunities it has and the threats it faces. It contains a detailed analysis 

of the various factors affecting the working capital requirements of the company and the impact they have on its profitability. The study concludes by suggesting 

solutions to address the concern areas that have been identified. The company is recommended to focus on digital sales, incentivize cash sales, follow a 

forecasting model that captures the tastes and preferences of consumers and strictly implement its credit policy. 

Russell P Boisjoly (2009) in his study discussed receivable turnover, payable turnover, inventory turnover, cash flow and working capital per share, and 

investment ratio for 50 of the largest non-bank corporations over the period 1990-2004 to determine whether their management practices had an impact on 

their financial ratios and distributions. Aggressive management of working capital and significant increases in productivity resulted in significant improvements 

in cash flow per share and reduced corporate reinvestment. Furthermore, it found that the distribution of cash flow per share became more positively skewed 

and working capital per share became less positively skewed during the study period.  

Shri. Abdul Raheman and Shri. Mohamed Nasr (2007) in their study discussed about the Working Capital Management has its effect on liquidity as well on 

profitability of the firm. In this research, they have selected a sample of 94 Pakistani firms listed on Karachi Stock Exchange for a period of 6 years from 1999 – 

2004. The main objective of the study is to find out relationship between working capital management and profitability and debt used by the firms and its 

profitability. The results show that there is a strong negative relationship between variables of the working capital management and profitability of the firm. It 

means that as the cash conversion cycle increases it will lead to decreasing profitability of the firm, and managers can create a positive value for the 

shareholders by reducing the cash  conversion cycle to a possible minimum level. We find that there is a  significant negative relationship between liquidity and 

profitability. We also find that there is a positive relationship between size of the firm and its profitability. There is also a significant negative relationship 

between debt used by the firm and its profitability.  

Shri. G. Sudharsana Reddy and Shri. S. Raghutha Reddy (2005) in their study attempted to evaluate the receivables management practices in the selected small 

scale industries at Peenya industrial estate in Bangalore.  The major findings of the study are: prime reason for granting credit facility is as sales promotion 

technique, bills receivables are the main form of credit sales.  The credit worthiness of customers is judged based on their past association with the customers.  

Units collect dues from the customers directly and also through representatives and units do not prefer to the court of law in regard to defaulting customers. 

Shri. Amit K.Mallik, Shri. Debasish Sur and Shri. Debdas Rakshit (2005) examined the relationship between working capital and profitability of some selected 

companies in Indian pharmaceutical industry during the period 1990-91 to 2001-02. The study concluded that the joint influence of the liquidity, inventory 

management and credit management on the profitability were very significant in the selected companies for the study.  

Shri. Reddy and Patkar (2004) studied the size and its components and liquidity management in factoring companies. They also studied the correlation between 

liquidity and profitability of factoring companies. They concluded that the study debtors and amount due to creditors are the major components of current 

assets and current liabilities respectively in determining the size of the working capital. 

A
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Dr. G. Sudarsana Reddy, Shri. C. Sivarami Reddy and Shri. P. Mohan Reddy (2004)
    

in their study evaluated the performance of the debtors’ management of 

the paper industry in Andhra Pradesh. For this purpose, the analysis of trends in sales and debtors, debtors’ size, turnover, collection period and aging of 

receivables had been carried out. The forgoing analysis reveals that the sample mills adopted liberal credit policy, which had a favorable effect on sales with the 

exception of Sirpur. The size of trade debtors as a percentage of current assets have shown declining trend. But the collection period of debtors slowly increased 

in all the mills except in Sirpur. The increasing debtors’ collection period was an indication of slackness in collection efforts of the mills. To reduce the collection 

period, the collection and follow up efforts of trade debtors shall be rationalized and the slackness should altogether be removed. 

Shri. N.R. Parasuram (2004)
 
studied the working capital practices in leading pharmaceutical companies- a view of the credit policy and profitability.  The main 

objective of the study is to understand the relationship between credit period given by companies and their actual performance in terms of sales and 

profitability. He concluded that  the top pharmaceutical companies strategize on their working capital policy to relax the credit policy to achieve greater sales 

and greater profits. And, he added thus the working capital management practices are seen to be quite different for the larger companies (companies with 

larger turnover) compared to others.  

Shri. Khatik and Shri. Pradeep Kumar Singh  (2003)
 
 in their study made an attempt to examines the liquidity position of Eicher Limited by using various financial 

ratios. The results of the study showed that the liquidity management of Eicher Limited was not satisfactory due to poor current assets management. The 

company should give special attention to management of current assets and debtors collection period, because debtor directly affects liquidity position of the 

company. The study suggested that all the techniques of currents assets management should be employed by the company to maintain overall control over 

liquidity position.   

 

PRESENT STATUS OF THE INDIAN AUTOMOBILE INDUSTRY 
Indian automobile industry is nearly six decades old.  The industry encompasses commercial vehicles, multi-utility vehicles, passenger cars, two wheelers, three 

wheelers, tractors and auto components.  Out of 262 total number of  companies, 220 Auto ancillaries, 7 commercial vehicle companies, 5 motor cycles / moped 

companies, 8 passenger car manufacturers 12 scooter and three wheeler companies and 10 tractor manufacturing companies. It employs 4, 50,000 people 

directly and 100, 00,000 people indirectly and is now inhabited by global majors in keen contention. 

India manufactures about 38,00,000 two wheelers, 5,70,000 passenger cars, 1,25,000 Multi Utility Vehicle, 1,70,000 Commercial Vehicles and 2,60,000 tractors 

annually.  Today, the Indian automobile industry is ranked first in the world in the production of three wheelers, second in the production of two wheelers, 

fourth in the production of commercial vehicles and ninth in passenger vehicles. 

 

SELECTION OF SAMPLE COMPANIES 
The study concentrates on Indian commercial vehicle Industry which includes Light Commercial Vehicles (LCV), Medium Commercial Vehicle Industry (MCV) and 

Heavy Commercial Vehicle (HCV).  There are seven players in the Industry and five companies only were selected.  The companies include Ashok Leyland Ltd., 

Tata Motors Ltd., Force Motors Ltd., Eicher Motors Ltd. and Swaraj Mazda Ltd. 

 

THE RESEARCH PROBLEM 
Generally, the higher the degree of competition influences more credit sales. Thus, the firm’s credit policy is one of the factors to determine the size of the 

working finance. In the inflationary trend it is very difficult to determine the optimum working finance to the firms especially in the manufacturing sectors. It is 

not exception to the Indian commercial vehicle industry. Besides this, liquidity position of company has been tied up with different factors like inventory 

management, debtors’ management and cash management. This paper examines the credit / receivables management of Indian commercial vehicle industry.  

 

OBJECTIVES OF THE STUDY 
The present study attempts to achieve the following objectives. 

1. To study the debtors position and credit policy of the selected units in Indian commercial vehicle Industry. 

2. To examine the efficiency of credit management in these units. 

3. To offer suggestions and recommendations for better management of debtors. 

 

HYPOTHESES OF THE STUDY 
The study proposes to test the following hypotheses. 

1. Average ratio of debtors to sales of Indian commercial vehicle industry does not differ significantly. 

2. Average debtors collection period of Indian commercial vehicle industry does not differ significantly. 

3. Average debtors turnover ratio of Indian commercial vehicle industry does not differ significantly. 

 

PERIOD OF THE STUDY 
The period of the study selected only ten years from 1998-1999 to 2007-2008. 

 

METHODOLOGY 
The study is analytical in nature. The data used for the study is secondary data.  The required data for the commercial vehicle manufacturing companies were 

collected from the compilation made by the Centre for Monitoring Indian Economy (CMIE) for the period1998-99 to 2007-08.  Prowess database of CMIE is the 

most reliable and empowered corporate database.  It contains a highly normalized database built on a sound understanding of disclosures on were over 7000 

companies in India. Some of the data collected from journals, websites, books etc.  Editing, classification and tabulation of the financial data, which will be 

collected from the above-mentioned sources, will be done as per the requirements of the study.  

 

FINANCIAL AND STATISTICAL TOOLS 
Ratio analysis technique is used to evaluate the credit management of the Indian commercial vehicle Industry.  Cross sectional analysis is done to identify the 

best performance of the company.  Arithmetic mean, standard deviation (S.D) and co-efficient of variation (C.V) are used to study the nature of rations. By using 

multiple discriminant analysis differentiate good customers from bad customers.  

 

LIMITATIONS OF THE STUDY 
The data used in this study have been taken only from secondary sources and as such it findings depends entirely on the accuracy of such data. 

 

RESULTS AND DISCUSSIONS 
RATIO OF DEBTORS’ TO SALES (IN %) 

This ratio is computed by dividing debtors by total sales.  The higher the percentage of the ratio shows inefficiency of management. Lower the percentage of the 

ratio indicates that sound credit management of the company. 
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Debtors to sales ratios of Indian commercial vehicle Industry is depicted in table 1.The debtor to sales ratios of Indian commercial vehicle industry is varied from 

0.35 per cent to 0.91 per cent. The mean value (99-08) of all units in the commercial vehicle industry is less than that of Industry mean 0.52, which reflects that 

Tata Motors Ltd. (0.09) and Eicher Motors Ltd. (0.09) has better control over the credit management followed by Force Motors (0.1) then Ashok Leyland Ltd. 

(0.185) and Swaraj Mazda Ltd. (0.26).  The Standard deviation and co-variance of the commercial vehicle industry is 0.17 and 0.33 respectively. The C.V. values of 

Tata Motors Ltd, Ashok Leyland Ltd. are greater than industry C.V, which shows that effective control over the debtors.  

The average debtors to sales ratio of selected companies have been compared using one-way ANOVA and are tested by the following hypothesis.  The results 

are shown in table 2. 

Ho : The average debtors to sales ratio of Ashok Leyland Ltd., Tata Motors Ltd., Force Motors Ltd., Eicher Motors Ltd. and Swaraj Mazda Ltd. do not differ 

significantly. 

Inference: since Fcal > FCrit the average debtors to sales ratio of selected companies differ significantly. 

RATIO OF DEBTORS COLLECTION PERIOD (IN DAYS) 

This ratio indicates the efficiency of the debt collection period and the extent to which the debt have been converted into cash.  It is very helpful to the 

management because it represents the average debt collection period.  This ratio can be computed as follows 

Debt Collection Period Ratio = Average Accounts Receivable / Net credit sales for the year * Days in a year 

The shorter debt collection period indicates that prompt payment by debtors. Similarly, higher collection period implies that payment by trade debtors is 

delayed. 

Ratio of Debtors collection period of Indian commercial vehicle Industry is presented in table 3. The debtors’ collection period of Indian commercial vehicle 

industry is varied from 110.13 days to 225.69 days. The mean value (99-08) of commercial vehicle industry is 154.47 days. The mean values (99-08) of all units in 

the commercial vehicle industry are less than industry average. It reflects that efficient management of debtors by the selected units in the Indian commercial 

vehicle industry. Tata Motors Ltd. (0.09days) is very sound in the management of debtors than others.  The Standard deviation and co-variance of the aggregate 

industry is 36.85 days and 0.24 days respectively. The C.V of Eicher Motors Ltd. is below than the industry which highlights that very good management of 

debtors than others.  

The average debtors collection period of selected companies have been compared using one-way ANOVA and are tested by the following hypothesis.  The 

results are shown in table 4. 

Ho : The average debtors collection period of Ashok Leyland Ltd., Tata Motors Ltd. Force Motors Ltd. Eicher Motors Ltd and Swaraj Mazda Ltd do not differ 

significantly. 

Inference: since Fcal > FCrit the average debtors collection period of selected companies differ significantly. 

DEBTORS TURNOVER RATIO (TIMES) 

Debtor’s turnover ratio indicates that number of times the receivables are turned over in business during a particular period. Receivables and Debtors represent 

the uncollected portion of credit sales. It is also termed as Debtors’ velocity.  It is used to measure the liquidity position of a concern. It is calculated as  

Debtors Turnover Ratio = Net Credit Sales / Average Receivables 

The higher turnover ratio indicates prompt payment by debtors. Like lower turnover ratio implies that payment by trade debtors are delayed.  

Debtors’ turnover ratio presented in the Table 5.  Debtors turnover ratio of Indian commercial vehicle Industry is fluctuating trend in the period from 1998-99 to 

2007-08. The Debtors turnover ratio of Indian commercial vehicle Industry is 14.53.  The mean value of Indian commercial vehicle Industry is less than that of 

Mean (1999-2003) value (13.85) which indicates that very fast payment of debtors during the period than the first five years of the study period. The mean 

values of units in the Indian commercial vehicle industry are greater than industry mean which shows that prompt payment by debtors. The standard deviation 

and C.V of Indian commercial vehicle Industry is 3.93 and 0.36 respectively. The C.V. of Eicher is less than the Industry C.V, Which indicates that very good 

administration of debtors. 

The average debtors turnover ratio of selected companies have been compared using one-way ANOVA and are tested by the following hypothesis.  The results 

are shown in table 6. 

Ho : The average debtors  turnover ratio of Ashok Leyland Ltd., Tata Motors Ltd. Force Motors Ltd. Eicher Motors Ltd and Swaraj Mazda Ltd do not differ 

significantly. 

Inference: since Fcal > FCrit the average debtors turnover ratio of selected companies differ significantly. 

 

CONCLUSION 
As receivables occupy a dominant position, its efficient management will play a vital role in any organization.  It constitutes the part of total current assets,  its 

prudent management is of paramount important in working capital  management. The study reveals that all the units in the Indian commercial vehicle industry is 

very good in management of debtors.  In case of debtors to sales ratio of Tata Motors Ltd and Ashok Leyland Ltd. are having minimum ratio, which shows that 

sound credit management.  Eicher Motors Ltd. is very efficient in collection of money from debtors. Moreover, debtors of Tata motors Ltd.  and Eicher Motors 

Ltd. are very prompt in their payment.  

Force Motors Ltd. and Swaraj Mazda Ltd. are also very good in the management of debtors, while comparing with others in the Indian Commercial vehicle 

Industry, they should concentrate their credit policy and credit terms to compete with others. The application of one-way ANOVA revealed that the mean ratios 

of debtors’ sales, mean ratios of debtors’ collection period, mean ratios of debtors’ turnover of all selected units in the Indian commercial vehicle Industry are 

differ significantly. 
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APPENDIX 
RATIO DEBTORS’ TO SALES OF INDIAN COMMERCIAL VEHICLES INDUSTRY (in %) 

 

TABLE NO. 1 

Year Ashok Leyland Ltd.  Tata Motors Ltd. Force Motors Ltd. Eicher Motors Ltd. Swaraj Mazda Ltd. Industry 

1998-99 0.41 0.28 0.05 0.13 0.2 0.91 

1999-00 0.32 0.12 0.05 0.09 0.24 0.63 

2000-01 0.29 0.11 0.09 0.08 0.25 0.62 

2001-02 0.21 0.11 0.12 0.11 0.22 0.59 

2002-03 0.19 0.11 0.11 0.08 0.17 0.52 

2003-04 0.12 0.05 0.12 0.11 0.22 0.44 

2004-05 0.11 0.05 0.09 0.08 0.28 0.39 

2005-06 0.08 0.04 0.11 0.07 0.42 0.38 

2006-07 0.07 0.03 0.12 0.1 0.32 0.38 

2007-08 0.05 0.04 0.14 0.06 0.28 0.35 

Mean(all) 0.185 0.09 0.1 0.09 0.26 0.52 

Mean (99-03) 0.284 0.15 0.08 0.1 0.216 0.66 

Mean (04-08) 0.086 0.04 0.12 0.08 0.304 0.39 

S.D 0.12 0.07 0.03 0.02 0.07 0.17 

C.V 0.66 0.79 0.3 0.23 0.27 0.33 

Source: Annual reports of the concerned company 

 

RATIO OF DEBTORS’ TO SALES RATIO (ANOVA) 

 

TABLE NO. 2 

Source of Variation SS Df MS F P-value F crit 

Between Groups 0.22362 4 0.055905 10.46562 4.44E-06 2.578739 

Within Groups 0.24038 45 0.005342    

Total 0.464 49         

Source: computed date from the Annual reports of the concerned company 

 

RATIO OF DEBTORS COLLECTION PERIOD (IN DAYS) 

 

TABLE NO. 3 

Year Ashok Leyland Ltd. Tata Motors Ltd. Force Motors Ltd. Eicher Motors Ltd. Swaraj Mazda Ltd. Industry  

1998-99 146.02 0.28 17.98 47.25 70.78 225.69 

1999-00 116.78 0.12 19.63 33.15 86.88 187.06 

2000-01 103.87 0.11 31.65 29.81 91.65 183.77 

2001-02 76.23 0.11 43.36 37.82 77.53 173.03 

2002-03 67.65 0.11 39.68 29.83 62.05 149.68 

2003-04 42.44 0.05 42.9 40.9 78.75 142.04 

2004-05 38.88 0.05 32.06 28.71 100.55 119.81 

2005-06 28.66 0.04 41.2 25.85 149.51 125.65 

2006-07 25.71 0.03 44.21 34.9 114.96 127.84 

2007-08 17.08 0.04 49.77 23.15 100.47 110.13 

Mean(all) 66.332 0.09 36.24 33.14 93.313 154.47 

Mean (99-03) 102.11 0.15 30.46 35.57 77.778 183.84 

Mean (04-08) 30.554 0.04 42.03 30.7 108.848 125.10 

S.D 43.75 0.07 10.68 7.29 25.21 36.85 

C.V 0.66 0.79 0.29 0.22 0.27 0.24 

Source: Annual reports of the concerned company 

 

DEBT COLLECTION PERIOD RATIO (ANOVA) 

 

TABLE NO. 4 

Source of Variation SS df MS F P-value F crit 

Between Groups 50197.52 4 12549.38 23.09782 2E-10 2.578739 

Within Groups 24449.15 45 543.3145    

Total 74646.67 49         

Source: computed date from the Annual reports of the concerned company 
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DEBTORS TURNOVER RATIO (TIMES) OF INDIAN COMMERCIAL VEHICLE INDUSTRY 

 

TABLE NO. 5 

Year Ashok Leyland Ltd Tata Motors Ltd Force Motors Ltd Eicher Motors Ltd Swaraj Mazda Ltd Industry 

1998-99 2.46 3.52 20.02 7.61 5.08 7.74 

1999-00 3.08 8.32 18.33 10.86 4.14 8.95 

2000-01 3.46 8.75 11.37 12.07 3.92 7.91 

2001-02 4.72 9.27 8.3 9.51 4.64 7.29 

2002-03 5.59 9.34 9.07 12.06 5.8 8.37 

2003-04 8.48 20.96 8.39 8.8 4.57 10.24 

2004-05 9.25 21.39 11.22 12.54 3.58 11.60 

2005-06 12.56 28.32 8.73 13.92 2.4 13.19 

2006-07 14 34.75 8.14 10.31 31.31 19.70 

2007-08 21.07 25.23 7.23 15.55 3.58 14.53 

Mean 8.47 16.99 11.08 11.32 6.90 10.95 

Mean (99-03) 3.86 7.84 13.42 10.42 4.72 8.05 

Mean (04-08) 13.07 26.13 8.74 12.22 9.09 13.85 

S.D 5.96 10.49 4.48 2.40 8.63 3.93 

C.V 0.70 0.62 0.40 0.21 1.25 0.36 

Source: Annual reports of the concerned company 

 

DEBTORS TURNOVER RATIO (ANOVA) 

 

TABLE NO. 6 

 Source of Variation SS df MS F P-value F crit 

Between Groups 591.2884 4 147.8221 3.008732 0.027772 2.578739 

Within Groups 2210.896 45 49.13102    

Total 2802.184 49         

Source: computed date from the Annual reports of the concerned company 
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