VOLUME NO. 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

E
WIRChy

INTERNATIONAL JOURNAL OF RESEARCH TN CONINIZERCE AND NMIANAGENMIENT

CONTENTS
Sr. No. Article / Paper Page No.
1. HUMAN RESOURCE MANAGEMENT IN ETHIOPIA: 6

CURRENT AND FUTURE TRENDS
RAKESH KUMAR

2. APRIL ANOMALY AND RETURN PREDICTABILITY IN 27

INDIAN STOCK MARKET - AN EMPIRICAL STUDY
DR. V. RAJESH KUMAR & MS. T. S. RAVIDARSHINI

3. CUSTOMIZING  ENTERPRISE BRAND RESONANCE 60

THROUGH PRIVATE LABELS
DR. P. BABA GNANAKUMAR

4. A STUDY OF FACTORS RESPONSIBLE FOR INDUSTRIAL 74

SICKNESS AS PERCEIVED BY ENTREPRENEURS
HEMANTKUMAR P. BULSARA & DR. D. V. BHATT

S. ENVIRONMENTAL ACCOUNTING AND REPORTING IN 84
INDIAN COMPANIES-PERCEPTION OF THE
PROFESSIONALS
DR. M. C. GARG & AMANDEEP SINGH

6. COMPARATIVE STUDY ON INNOVATIVE PRACTICES OF 120
SOME SELECTED BANKS
DR. RAJU RATHOD & YAGNA VYAS

7. GLOBAL RECESSION: IMPACT AND RECOVERY 146
DR. RAJ KUMAR & MS. SARIKA

8. WEB BASED CORPORATE ENVIRONMENTAL REPORTING: 170

A NASCENT COMMUNICATION PARADIGM
KANIKA GOYAL, DR. ASHOK KHURANA & BHAVET

9. STRATEGIC COMMITMENT TO INNOVATION AND 186

CHANGE THROUGH HRD - AN EXPLORATORY STUDY
MRS. SHAVETA T GROVER & MS. VIDUSHI CHOPRA

10. MOBILE NUMBER PORTABILITY- ISSUES IN 206
IMPLEMENTATION AND EVALUATION
PRIYANKA GAUTAM

11. CURRENCY FUTURES: AN INNOVATION IN CAPITAL 215
MARKET
DHARAMVEER, DR. SAMBHAV GARG & HARVINDER SINGH

12. A STUDY OF CONSUMERS PERCEPTION AND ATTIUDE IN 229
FOOTWEAR INDUSTRY

DR. M. K. GUPTA, SREELATA NEELESH & BHAVET

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories
Ground Floor, Building No. 1041-C-1, Devi Bhawan Bazar, JAGADHRI — 135 003, Yamuna Nagar, Haryana, INDIA

WWwWWw.ijrcm.org.in




VOLUME NO: 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

CHIEF PATRON
PROF. K. K. AGGARWAL
Founder Vice-Chancellor, G. G. S. Indraprastha University, Delhi
Ex. Pro Vice-Chancellor, Guru Jambheshwar University, Hisar (Hr.)

PATRON
SH. RAM BHAJAN AGGARWAL
Ex. State Minister for Home & Tourism, Government of Haryana
President, Governing Body, Vaish College, Bhiwani
Vice-President, Dadri Education Society, Charkhi Dadri
President, Chinar Syntex Ltd., Bhiwani (Textile Mills)

CO-ORDINATOR
DR. SAMBHAV GARG
Asst. Professor, M. M. Institute of Management
Maharishi Markandeshwar University, Mullana, Ambala, Haryana
ADVISORS
e PROF. M. S. SENAM RAJU
Director A. C. D., S.0.M.S,, I.G.N.O.U., New Delhi
e PROF. M. N. SHARMA
Chairman, M.B.A., Hr. College of Tech. & Mgt., Kaithal
e PROF. PARVEEN KUMAR
Director, M.C.A., Meerut Inst. of Eng. & Tech., Meerut, U. P.
e PROF. S. L. MAHANDRU
Principal (Retd.), Maharaja Agrasen College, Jagadhri
EDITOR
¢ PROF. R. K. SHARMA
Tecnia Inst. of Advanced Studies, Delhi

CO-EDITOR
e DR. ASHOK KHURANA
Associate Professor, G. N. Khalsa College, Yamuna Nagar

A Monthly Double-Blind Peer Reviewed Refereed Open Access International e-Journal - Included in the International Serial Directories 202

WWW.ijrcm.org.in



VOLUME NO: 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

EDITORIAL ADVISORY BOARD

e PROF. SANIJIV MITTAL
U.S.M.S., Guru Gobind Singh 1. P. University, Delhi
* PROF. KRISHAN CHAND MITTAL
S.0.M.S., Punjabi University, Patiala, Punjab
e PROF. SATISH KUMAR
Dean (Mgt.), Galaxy Global Group of Institutions, Dinarpur, Ambala
¢ PROF. ROSHAN LAL
M. M. I.M., M. M. University, Mullana
e DR. TEJINDER SHARMA
Reader, Kurukshetra University, Kurukshetra
e DR. KULBHUSHAN CHANDEL
Reader, Himachal Pradesh University, Shimla, Himachal Pradesh

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

¢ DR. MOHINDER CHAND

Associate Professor, Kurukshetra University, Kurukshetra
¢ DR. MOHENDER KUMAR GUPTA
Associate Professor, P.J.L.N. Govt. College, Faridabad
* DR. VIVEK CHAWLA
Associate Professor, Kurukshetra University, Kurukshetra
¢ DR. VIVEK NATRAJAN
Asst. Professor, Lomar University, U.S.A.
¢ DR. VIKAS CHOUDHARY
Asst. Professor, N.I.T. (University), Kurukshetra

ASSOCIATE EDITORS
¢ DR. SHIVAKUMAR DEENE
Asst. Professor, Govt. F. G. College Chitguppa, Bidar, Karnataka
¢ SURUCHI KALRA CHOUDHARY
Head, Dept. of Eng., Hindu Girls College, Jagadhri
¢ PARVEEN KHURANA
Associate Professor, M. L. N. College, Yamuna Nagar
e SHASHI KHURANA
Associate Professor, S.M.S.K.L.G. College, Barara, Ambala
e SUNIL KUMAR KARWASRA
Vice-Principal, Defence College of Education, Tohana, Fatehabad
e BHAVET
Lecturer, M. M. Institute of Management, Maharishi Markandeshwar University, Mullana

TECHNICAL ADVISORS
e MOHITA
Lecturer, Yamuna Institute of Engineering & Technology, Village Gadholi, P. O. Gadhola, Yamuna Nagar, Haryana
* AMITA
Lecturer, B. R. S. K. I. P. S., Safidon, Jind
e MONIKA KHURANA
Associate Professor, Hindu Girls College, Jagadhri
e ASHISH CHOPRA
Sr. Lecturer, Doon Valley Institute of Engineering & Technology, Karnal
e SAKET BHARDWAIJ
Lecturer, Haryana Engineering College, Jagadhri
e NARENDERA SINGH KAMRA
Faculty, J.N.V., Pabra, Hisar
¢ DICKIN GOYAL
Advocate & Tax Adviser, # 874, Sec. - 8, Panchkula
e NEENA
Investment Consultant, Chambaghat, Solan, Himachal Pradesh
¢ CHANDER BHUSHAN SHARMA
Advocate & Consultant, Jagadhri

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 203

WWwWWw.ijrcm.org.in



VOLUME NO: 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

CALL FOR ARTICLES/RESEARCH PAPERS

We invite original research papers in the area of finance, marketing, HRM, Banking, Insurance, and other allied subjects. The
above mentioned tracks are only indicative, and not exhaustive. The journal expects unpublished and original quality research
articles/papers only.

You may submit your articles/papers at the email addresses, info@ijrcm.org.in or infoijrcm@gmail.com.

GUIDELINES FOR SUBMISSION OF ARTICLE/PAPER

1. COVERING LETTER FOR SUBMISSION:

The Editor
IJRCM

Subject: Submission of Manuscript.

Dear Sir,
Find my submission of research paper/article for possible publications in your e-journal.

I hereby affirm that the content of this manuscript are original. Furthermore it has been neither published elsewhere fully or partially or any
language nor submitted for publication (fully or partially) elsewhere simultaneously.

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

Also, if our research paper/article accepted, |/We agree to comply with the formalities as given on the website of journal.

Name of Corresponding Author (s)
Affiliation:

Mailing address:

Mobile Number (s):

Landline Number (s):

E-mail Address (s):

2. INTRODUCTION: Manuscript must be in English prepared on a standard A4 size paper setting. It must be prepared on a double space
and single column with 1” margin set for top, bottom, left and right. It should be typed in 12 point-Times New Roman 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 14 point Times New Roman Font. It should be bold typed, centered and
fully capitalised.

4, AUTHOR NAME(S) & AFFILIATIONS: The author(s) full name, affiliation(s), mobile/landline numbers, and email/alternate email
address should be in 10-point Times New Roman. It must be centered underneath the title.

5. ABSTRACT: Abstract should be in fully italicized text, not exceeding 300 words. The abstract must be informative and explain
background, aims, methods, results and conclusion.

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 stop at the end.

7. HEADINGS: All the headings and sub-headings should be in a 12 point-Times New Roman Font. These must be bold-faced, aligned
left and fully capitalised. Leave a blank line before each heading.

8. MAIN TEXT: The main text should be in a 12 point-Times New Roman Font, single spaced, fully justified.

9. FIGURES &TABLES: These must be simple, centered & numbered, and table titles must be above the tables. Sources of data should

be mentioned below the table.

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 204

WWwWWw.ijrcm.org.in



VOLUME NO: 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

10. REFERENCES: The list of all references should be alphabetically arranged. The authors should mention only the actually utilised
references in the preparation of manuscript and they are supposed to Harvard Style of Referencing. The list of all references should be
alphabetically arranged. The authors should mention only the actually utilised references in the preparation of manuscript and they are
supposed to follow the references as per following:

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

o 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...

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

o Note that italics are used only for titles of books and names of journals. Double quotation marks are used for titles of journal articles,
book chapters, dissertations, reports, working papers, unpublished material, etc.

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

L4 Use endnotes rather than footnotes.

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

° For sources which have insufficient details to be included in the Reference, use endnotes (such as interviews, some media sources,

some Internet sources).

See the following for style and punctuation in References:

Books
o Bowersox, Donald J., Closs, David J., (1996), "Logistical Management." Tata McGraw, Hill
o Hunker, H.L. and A.J. Wright (1963), "Factors of Industrial Location in Ohio," Ohio State University.

Contributions to books

L 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

o 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.

o Kiran Ravi, Kaur Manpreet (2008), Global Competitiveness and Total Factor Productivity in Indian Manufacturing, International
Journal of Indian Culture and Business Management, Vol. 1, No.4 pp. 434-449.

Conference papers

. Chandel K.S. (2009): "Ethics in Commerce Education." 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. (2006): "Customer Value: A Comparative Study of Rural and Urban Customers," Thesis, Kurukshetra University.

Online resources

o Always indicate the date that the source was accessed, as online resources are frequently updated or removed.
Website
o Kelkar V. (2009): Towards a New Natutal Gas Policy, Economic and Political Weekly, Viewed on 11 September 2009

http://epw.in/epw/user/viewabstract.jsp

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 205

WWwWWw.ijrcm.org.in



VOLUME NO: 1 (2010), ISSUE No. 3 (JULY) ISSN 0976-2183

MOBILE NUMBER PORTABILITY- ISSUES IN IMPLEMENTATION

AND EVALUATION

PRIYANKA GAUTAM

Lecturer
Maharishi Markandeshwar University

MULLANA - 133 207

ABSTRACT

The Indian telecom industry is one of the fastest growing in the world and is projected that India will
have 'billion plus' mobile users by 2015. Projection by several leading global consultancies is that India’s
telecom network will overtake China’s in the next 10 years. Amid this the introduction of Mobile Number
Portability (MNP) would benefit subscribers as they will be getting improved services that too at a lesser
cost. MNP allows subscribers to retain their existing mobile telephone numbers when switching from one
access service provider (telecom operator) to another, irrespective of mobile technology or from one
technology to another, of the same or any other access service provider. In other words, it enables the
subscriber to retain his/her phone number, when switching subscription from one mobile service provider
to another.

This study focuses on the implementation and evaluation of MNP in Indian market, various aspects
covering portability rate, charges, benefits of MNP to customers and telecom service providers,
prospective effects of MNP on telecom subscribers, suggestions for telecom service providers etc. Mobile
Number Portability (MNP) has been introduced in many developed countries and is now being
contemplated in many developing countries. The competition will intensify because of implementation of
MNP and telecom service providers will be compelled to innovate their services to retain existing market

share.
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KEYWORDS
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INTRODUCTION

“Mobile Number Portability” means the facility which allows a subscriber to retain his mobile telephone
number when he moves from one Access Provider to another irrespective of the mobile technology or
from one cellular mobile technology to another of the same Access Provider; (TRAI)”

Though it was introduced as a tool to promote competition in the heavily monopolized wireline
telecommunications industry, number portability became popular with the advent of mobile telephones,
since in most countries different mobile operators are provided with different area codes and, without
portability, changing one's operator would require changing one's number. Some operators, especially
incumbent operators with large existing subscriber bases, have argued against portability on the grounds
that providing this service incurs considerable overhead, while others argue that it prevents vendor lock-in
and allows them to compete fairly on price and service. Due to this conflict of interest, number portability
is usually mandated for all operators by telecommunications regulatory authorities. The Indian telecom
industry was about to launch Mobile Number Portability (MNP) in a phased manner, on September 2009
and to be completed by March 2010. But it delayed due to some reasons till 30th June.

Competition is one of the major driving factors of the Indian telecom industry. Launch of CDMA services
and entry of new players are the major events, which made the industry highly competitive over a period
of time. Consistent rounds of tariff cuts and improvement in the quality of services only resulted from
high competition. Players upgraded themselves by making huge investments to improve the infrastructure
and thereby the quality of services offerings, in view of the size of the market and the opportunities it

offered.
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Indian telecom industry is one of the most competitive telecom industries in the world with 12 players
offering services to over 390mn subscribers. However, the top 5 players have captured significant market
share of 85%, while the other 7 players account for just 15%. Considering the size of the market, the
TRAI has allowed entry of new players, which would fuel competition further.

Mobile operators offering telecom services in India include state-owned BSNL and MTNL, besides
private operators like Airtel, Reliance Communications, Vodafone, Idea Cellular, Loop Mobile, Aircel,
MTS and Tata Indicom/DoCoMo. Once mobile number portability is across in India, every operator will

have to facilitate customers’ exit from and entry to their networks with the same number.

HISTORY OF MNP IMPLEMENTATION

COUNTRY

YEAR OF IMPLEMENTATION

Canada

March 14, 2007

United States

November 24, 2003

Mexico

July 5 of 2008

Dominican Republic

September 30, 2009

Brazil March, 2009
Hong Kong March 1, 1999
Israel Dec 2, 2007.
Japan October 24, 2006
Saudi Arabia 8 July 2006,
Pakistan March 23, 2007
Singapore 13 June 2008

South Korea

January 1, 2004

Germany

March 1, 2004

Australia

1999.
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New Zealand 1 April 2007

Source: wikipedia

WAYS OF PORTABILITY

There are four main methods to implement MNP by routing a number to new service provider:-

All Call Query (ACQ)

The operator that originates the call always checks a centralized database and obtains the route to the call.
Query on Release (QoR)

The operator that originates the call first checks with the operator to which the number initially belonged,
the donor operator. The donor operator verifies the call and informs that it no longer possesses the
number. The operator that originates the call then checks the centralized database, as is done with ACQ.
Call Dropback

Also known as Return to Pivot (RoP). The operator that originates the call first checks with the donor
operator. The donor operator checks its own database and provides a new route. The operator that
originates the call then uses this route to forward the call. No central database is consulted.

Onward Routing (OR)

The operator that originates the call checks with the donor operator. The donor operator checks its own
database and obtains a new route. The operator to which the number was designated routes itself the call

to the new operator. This model is called indirect routing.

PROCESS OF MNP: HOW TO CHANGE MOBILE OPERATOR?

Earlier the subscribers were hesitant to change their operators due to fear of loosing their existing mobile
number, but now with MNP subscribers can easily switch to new operator while retaining same mobile
number. There’s a catch though. You cannot switch operator and retain number if you have been with that

operator for less than three months. Prepaid users must remember that their balance talk time will
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disappear if they switch to a different operator. The maximum downtime between deactivating the
existing connection and starting the new connection will be a maximum of two hours. TRAI has
forwarded the responsibility to the Department of Telecommunications (DoT) to select an operator who
will be licensed to manage an end-to-end MNP solution.

Subscribers must pay up all pending bills before making an application for MNP.

The porting fee is to be paid to the new operator.

No payment is required to be given to the operator you are leaving.

TRALI said that porting between mobile operators should be accomplished within four days.

The porting rate in any country depends on a number of factors like:

Mobile subscriber base

Churn rate

Number of operators in the market

Per Port Transaction Charge

The per port transaction charge has been computed by dividing the total cost to the MNP Service Provider
(MNPSP) by the estimated number of porting subscribers, over a period of 5 years. Accordingly, the Per

Port Transaction charge works out as follows:-

Particulars Unit Amount
Total cost Rsin Mn | 2320.47
Average porting In Mn 123.26
Per Port Transaction Charge in Rs 18.83
License fee @1% in Rs 0.19
Total Per Port Transaction Charge | in Rs 19.02
rounded off in Rs 19.00

Source: TRAI
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TRALI said that subscribers in India will be able to change their service providers while keeping the same
mobile number, at a fee of no more than Rs 19. It doesn’t matter whether you want switch from GSM to
CDMA or vice-versa, or within GSM and CDMA operators; you can still retain the same number.
However, initially, you will be able to switch operators and retain the number only within the same
telecom circle. You cannot retain the same number and change operators if you want to, say, move from
Delhi to Mumbai. TRAI also said that service providers will be able to charge any amount less than or
equal to Rs 19. MNP will be introduced in India, in two phases. It will first be introduced in Indian metros

and Category A telecom.

EVALUATION OF MNP

Mobile Number Portability More Attractive To India's Postpaid Users and High Spenders:
According to the Nielsen Mobile Consumer Insights study, postpaid subscribers have almost double the
minutes of usage compared to pre-paid subscribers and the incidence of data application usage is also
higher among postpaid and high spenders. Vodafone has the highest postpaid subscriber base in India.
They found on the basis of the survey that postpaid subscribers will show higher switching rate then the
prepaid subscribers.

“Consumers and the market will decide who the predominant player will be, with the significant
developments in the industry of Mobile Number Portability. As the market grows and hyper-competition

takes effect, retention of the right type of customers will become critical,” said Panchapakesan.

ADVANTAGES TO SUBSCRIBERS:-

¢ Free mobility from one service provider to another, without changing the mobile number.
® Price competition if the market is competitive.
e Competition among service providers will lead to improvement in quality of service and

product innovation, in order to retain and expand the customer base.
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Many value-added services may be offered by service providers to attract customers, either free or at low

COSts.

DISADVANTAGES TO PHONE SUBSCRIBERS:-
Telecom operator charges porting fees in many countries. These charges comprise of administrative fees
and recurring monthly fees for number porting services.
Waiting period for mobile subscribers to get their number successfully ported. This waiting period ranges
from 1-2 working days in Hong Kong, to 4-7 working days in Taiwan and Singapore, 4 days in India as

directed by TRAI resulting in too much inconvenience for subscribers.

ADVANTAGES TO TELECOM OPERATORS:-

It increases competition by allowing consumers to switch service providers, yet retaining their old mobile
phone number, which help telecom operator to improve its product line and services.

It provides a fair chance to all the service providers. Player with better quality of service and innovative
products can sustain in the long term.

It can be one of the major reasons for the industry to consolidate.

DISADVANTAGES TO TELECOM OPERATORS:-

Increase in churn rate directly affects the revenues of the service provider.

Increases price competition.

It may put pressure on margins, as product innovation costs and marketing costs may increase.

Increased investments in back-end services.

SUGGESTIONS FOR COMPANIES
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The arrival of the new system in India will definitely make mobile network operators stay on guard as the
subscriber has the flexibility to move out of their network at any time. Mobile network operators will
have to face this huge hurdle and will have to improve upon their customer service and products to be the
best if they wish to retain their esteemed customers. There are many exit barriers or strategies that the
operators can adopt to prevent their base from churning. A few examples of such strategies are:

Offer advance rental plans with bundled free airtime before introduction of MNP to lock-in the
subscribers.

Enhance network coverage by providing in-building solution.

Offer personalized customer care.

Focus on services like mobile money, navigation, email that would make subscriber think twice before

leaving the network.

CONCLUSION

The move is sure to unsettle the market. It will generate fierce competition between service providers and
force big ones to improve their services. At the same time, it will benefit new players immensely.
Introduction of mobile number portability will facilitate the easy exit of disgruntled users. This also
means telcos will have to put more effort to retain those customers, who earlier stayed loyal to the
operator out of the necessity of retaining their number.

There are some additional factors which affect porting. These are procedure for porting, porting time,
porting costs/fee, lock-in period, customer awareness, exit barriers, launch of services by new operators,
attractive/aggressive tariff plans, innovative services, VAS offerings, quality of service, time to resolve
disputes & porting process complexity etc.

As seen internationally, the porting rate is high in the initial period of introduction of MNP and then
reaches a plateau. Unlike other countries where at the time of introduction of MNP, the telecom sector

had matured, in India, several new operators are entering the market and the monthly addition of new
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subscriber is still very high. As the churn rate is quite high, it is expected that once MNP is available,
subscribers may use this facility as an alternative to switch over to other operators. Price competition may
intensify post MNP implementation. We believe that services and the quality of services in the telecom
industry are quiet homogenous, making pricing the key differentiator, and major tool to attract and retain
subscribers. In a worst-case scenario, new players or small existing players may adopt cheap pricing

strategies to attract and retain subscribers.
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