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ABSTRACT:

The aim of this paper is to study and analyze existing practices of competency mapping
and competency development. Also study most preferred practice out of Competency
Mapping and competency development for managerial personnel. This paper gives the
various definitions of Competency, Managerial Competency and Competency Mapping.
Managerial competencies are the major type of competency, which required for the
success of an organization. Study of Managerial Competency and competency mapping
helps to improve the performance to achieve the goals, vision and mission of an
organization in the global scenario. It’s also help for own development. Skill,
Knowledge and ability/attitude are the major part of manager’s competency. A
competency development helps to improve individual performance and motivate
individuals for performing particular job, occupation or industry. This is the new
approach to globalization.

Keywords:  Competence, Competency, Competency Mapping, Competency
Development, Managerial Competency, Knowledge, Skills, Attitude/Ability,
Communication

skills.

1. INTRODUCTION

The term “competency” plays the important role in improving job performance and in
turn qualifies human resources. Especially, in the high competition in corporate world
on global level. Now a day’s higher level managers like heads and executives requires
acquiring a new set of knowledge, skills, and attitudes to face the diversity and
complication of the new business environment successfully. Thus the Managerial

Competency plays an important role in the global organizations. This is the new
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Competency mapping helps to analyze Manager’s or individual’s Strength, Weakness,
Opportunities and Treats (SWOT). It also helps them for their career development.
Companies are looking for multi skill, multi knowledge higher level managers.

Competency Development helps managerial personnel to improve their knowledge,
skills and ability/attitude through various training methods. This is major approach

towards globalization.

2. LITERATURE REVIEW:

2.1 Definitions:

2.1.1 Competence is the ability of an individual to do a job properly. The word
competence is derived from Latin word “competere” which means ‘to be
suitable/sufficiency of qualification’.

Woodrufee (1991) “A work — related concept that refers to area of work at which a

person is competent”.

2.1.2 Competency/Competencies

Hayes (1979)- “Competencies are generic knowledge motive, trait, social role or a skill
of a person linked to superior performance on the job”.

“An underlying characteristic of a person which results in effective and/or superior
performance on the job” (Klemp 1980).

Boyatzis (1982) defined competency as “A capacity that exists in a person that leads to
behaviour that meets the job demands within parameters of organizational environment,
and that, in turn brings about desired results.”

Albanese (1989) — “Competencies are personal characteristics that contribute to
effective managerial performance”.

Woodrufee (1991) “Competency: A person — related concept that refers to the
dimension of behavior lying behind competent performer”.

Woodrufee (1991) “Competencies: Often referred as the combination of Competency
and Competence”.

Hogg (1993) defined competency as ‘competencies are the characteristics of a manager
that lead to the demonstration of skills and abilities, which results in effective
performance within an occupational area. Competency also embodies the capacity to

transfer skills and abilities from one area to another.’

Neville Wadia Institute of Management Studies & Research 2
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Ansfield (1997) “Underlying characteristic of person that results in a effective superior
performance”.

The American Heritage Dictionary of English language (2000) provided a general
description as “the state or quality of being properly or well qualified” (p. 376).

UNIDO (2002) - “A Competency is a set of skills, related knowledge and attributes that
allow an individual to successfully perform a task or an activity within a specific
function or job”.

Rankin (2002) “Competencies are definition of skills and behaviours that organization
expects their staff to practice in work”.

Competencies can be defined as “Skills, area of knowledge, attitudes and abilities that

distinguish high performer. (SeemaSanghi 2012)

2.1.3 Managerial Competency
Managerial Competencies are the competencies which are considered essential for

employees with managerial or supervisory responsibility in any functional area
including directors and senior posts.

F. Hronik defines a managerial competence as a "bunch of knowledge, skills,
experience and characteristic, which support the achievement of the objective."”

S. Whiddett and S. Hollyford define managerial competencies as "sets of behaviors
that enable individuals demonstrate the effective performance of tasks within the
organization”.

C. H. Woodruff defines managerial competency as "a set of employee behaviors that
must be used for the position that the tasks arising from this position competently

mastered.”

2.1.4 Competence Mapping:
“Competency mapping is a process of identifying key competencies for organization,

the jobs and functions within it”.
“Competency mapping is a process to identify and describe competencies that are most

crucial to success in a work situation”.

3. SCOPE OF STUDY
This study is based on pilot survey, which helps researcher for the further study in his

Doctoral research.

Neville Wadia Institute of Management Studies & Research 3



The Effect of 'New Approach To Globalization' on Business ISSN : 2230-9667
4. RESEARCH METHODOLOGY

4.1 Research design:Descriptive method

4.2 Objectives of the Study

1) To find out and study existing practices of competency mapping and competency
development in select manufacturing and service industries in Pune.
2) To identify out of Competency Mapping and Competency Development which one
is mostly practiced in Manufacturing and service industry.
3) To analyze which practice is mostly carried the organization, competency mapping
or competency development.
4.3 Sampling Technique
SAMPLING PLAN:-
i) Sample Method Non Probability Convinience Sampling
i) Sample Size : 54 managrial Personnel from TATA Motors, TCS,
Cummins India, Infosys and TATA Technologies. Out of 54 respondants 32 from
Service Industries and 22 from Manufacturing Industries.
4.4 Data Collection Method
Data are facts, figures and other relevant material, which are either past or present,
serving as basis for the study & analysis. Data constitutes the subject matter of analysis
the relevance; adequacy and reliability of data determine the quality of study. The data
are collected through Primary data and Secondary data.
Primary Data
It is the information collected during the course of experimentation during experimental
research. It can be obtain through the observation or through direct communication
with the person associated with selected subject, by performing survey or descriptive
research. Primary data which is collected fresh and for the first time it is also called
basic data or original data. There are several methods of collecting primary data.
e Observation method
e Interview method and
e Questionnaire Method
Researcher uses the Structured Questionnaire as a tool for collecting the Primary Data.
Questionnaire Formation- The structured questionnaire was formed according the
topic of this paper. Total 3 questions were taken for analysis. All the questions are

closed ended questions.

Neville Wadia Institute of Management Studies & Research 4
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Secondary data

Secondary data measures data that is already available i.e. they refer to data which have
already collected and analyzed by someone else.

When the researcher utilizes secondary data, then he has to look into various sources

from where he can obtain them.

The secondary data collection methods used for this work are:-

6.

Journals

Proceedings

Articles

LIMITATIONS

The sample was restricted to the fifty four respondents.

The organizations which are selected are only five.

Eight respondents skip two questions from questionnaire.

DATA ANALYSIS AND INTERPRITATION
Q.1. Following practice is/are carried in our organization related to competency.

Sr. No. | Options Respondents | Percentage
1 Competency Mapping 11 20
2 Competency Development 14 26
3 Both 22 41
4 Not Caried 7 13
54 100

Practices carried in the organization

B Competency Mapping B Competency Development

Both M Not Caried

Neville Wadia Institute of Management Studies & Research
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41% respondents said that both Competency Mapping and Competency

Development practices are carried in their organization. Only Competency

Development is carried in 26% organizations and Competency Mapping in 20%

organization. Where in 13% organizations not a single practice is carried.

Q.2 Competency mapping practice is done for last

Sr. No. | Options Respondents | Percentage
1 10 years 17 37
2 OQtoSyears |4 9
3 S5to3years |7 15
4 3to 1 year 12 26
5 below 1 year | 6 13
46* 100

e Eight (8) respondents are not given their opinion.

B 10 years Wm9to 5 years

10 years

37

26
> o B &

9to5
years

Competency Mapping Practice in

Years

5to 3 years M3to1lyear

5to3
years

3to1l
year

below 1

below 1 year

year

The organizations having 10 years Competency Mapping practice are of 37%, between

9 to 5 years are 9%, between 5 to 3 years are 15%, between 3 to 1 years are 26% and

below 1 year are 13%.

Q. 3 Competency development practice is done for last

Sr. No. | Options Respondents | Percentage
1 10 years 17 37
2 9to 5 years 5 11
3 5to 3 years 8 17
4 3to1year 13 28
5 below 1 year | 3 7
46 100

Neville Wadia Institute of Management Studies & Research 6
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e Eight (8) respondents are not given their opinion.

B 10 years M9to5 years

Competency Development
Practice in Years

5to3years M3tolyear M below 1 year

37
28
17
11
] 7
10 years 9to5years 5to3years 3tolyear below 1year

The organizations having 10 years of Competency Development practice are of 37%,

between 9 to 5 years are 11%, between 5 to 3 years are 17%, between 3 to 1 years are

28% and below 1 year are 7%.

Q.3 Competency development is done through various training methods

Sr. No. Options Respondents | Percentage

1 Strongly Agree 27 50

2 Agree 23 43

3 Neutral 4 7

4 Disagree 0 0

5 Strongly Disagree |0 0

54 100
Competency Development done through
training methods
m Strongly Agree M Agree 1 Neutral M Disagree M Strongly Disagree

0%

-
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50% Respondents said that they strongly agree that the competency Development is

done through various training methods, where 43% agreed upon it and 7% are

Neutral.

7. FINDINGS

1. There are 13% organizations those are not conduct any practice of Competency
Mapping and/or Competency Development.

2. The organizations those practicing Competency Mapping between 9 to 10 years are
46%. Also there are organization which are practicing Competency Mapping
between 3 to 1 year and 5 to 3 years are 26% and 15% respectively.

3. The organizations those practicing Competency Development between 9 to 10 years
are 48%. Also there are organization which are practicing Competency
Development between 3 to 1 year and 5 to 3 years are 28% and 17% respectively.
Below 1 year are very less i.e. 7%.

4. Competency Development is done though various training methods.

5. Itis found that Competency Development is mostly practiced in the organizations.

8. CONCLUSION

Competency mapping is useful for managers in identifying performance level,
performance standards, good communication, improving relationship between
employer and employee and reduce the career related issues. Thus Competency
Mapping and Competency Development are essential practices and new approach

towards globalization.

9. FURTHER RESEARCH:
Required to gather more data from more respondents and from more manufacturing and

service industries.
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A STUDY OF CALL MANAGEMENT PROCESS WITH
ASSESSMENT OF CALL QUALITY AND CALL EFFECTIVENESS
IN PHARMACEUTICAL SELLING

Karuna Jadhav  Dr. Vikas Dole Prof. Dr. G. K. Shirude

Asst Professor, Neville Wadia Institute of Former-Director And Research Head
Management Studies and Research, Pune .
Sp Mandli’s

Prin. N. G. Naralkar Institute Of Career Developmentand Research, Pune.

1. ABSTRACT:-

The pharmaceutical industry is one of the highly organized sectors in India. This
industry plays an important role in promoting and sustaining development in the field
of global medicine. fintech at bottom of pyramidDue to the presence of low-cost
manufacturing facilities, qualified and skilled manpower, the industry is set to scale
new heights in the fields of production, development, manufacturing, and research.

In terms of the global market, India holds a modest 1-2% share, but it has been
growing at approximately 10% per year. In DIGITAL PAYMENT: THE CANVASdia
gained its foothold on the global scene with its innovatively engineered generic drugs
and active pharmaceutical ingredients (API), and now it is seeking to become a major
player in the outsourced clinical research as well as contract manufacturing and
research. As it expands its core business, the industry is being forced to adapt its
business model to recent changes in the operating environment. The Indian
pharmaceutical industry tops the chart amongst India's science-based industries with
wide ranging capabilities in the complex field of drug manufacture and technology. A
highly organized sector, the Indian pharmaceuticals market is expected to expand at a
CAGR of 23.9 per cent to reach US355 billion by 2020. It ranks very high amongst all
the third world countries, in terms of technology, quality and the vast range of
medicines that are manufactured. It ranges from simple headache pills to sophisticated
antibiotics and complex cardiac compounds; almost every type of medicine is now
made in the Indian pharmaceutical industry.The Indian pharmaceutical sector has
expanded phenomenally in the last two decades with more than 20,000 registered units.
The pharmaceutical market has severeprice competition and government price control.
The Pharmaceutical industry in India meets around 70% of the country's demand for
bulk drugs, drug intermediates, pharmaceutical formulations, chemicals, tablets,
capsules, orals, and injectables. There are approximately 250 large units and about

5000 Units, which form the core of the pharmaceutical industry in India (including 5

Neville Wadia Institute of Management Studies & Research 10
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Central Public-Sector Units).
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Overview of Indian Pharmaceutical Industry: -

Medicines contribute enormously to the health of the nation. The discovery,
development and effective use of drugs have improved many people’s quality of life,
reduced the need for surgical intervention and the length of time spent in the hospital
and saved many lives. Over the years pharmacy has grown in the form of
pharmaceuticals sciences through research and development processes. It is related to
product as well as services. The various drugs discovered and developed are its
products and the healthcare it provides comes under the category of services. Pharmacy
involves all the stages that are associated with the drugs, i.e. discovery, development,
action, safety, formulation, use, quality control, packaging, storage, marketing etc. The
Indian pharmaceutical industry is a successful, high-technology-based industry that has
witnessed consistent growth over the past three decades. Indian Pharmaceutical
Industry has an important role in promoting public health. The origin of the Indian
pharmaceutical Industry may be traced to the establishment of the Bengal Chemicals
and Pharmaceutical works started in Calcutta in 1930, which exist today as one of
government-owned drug manufacturer. During those times, most of the drugs in India
were imported by multinationals either in fully formulated or bulk form. The
government started to encourage the growth of drug manufacturing by Indian
companies in the early 1960s and with the patent Act in 1970, enabled the Industry to
become what it is today. This patent act removed composition patents from food and
drugs and though it kept process patents, these were shortened to a period of five to
seven years. The lack of patent protection made the Indian market undesirable to the
multinational companies that had dominated the market, and while they streamed out,
Indian companies started to take their places. They carved a niche in both the Indian
and world markets with their expertise in reverse engineering new processes for
manufacturing drugs at low costs. Although some of the larger companies have taken
baby steps towards drugs innovation, the industry as a whole has been following this

business model.

Sales Effectiveness: -

Attempts to answer the question of what makes a good sales person have a 70-year
history of empirical research. Despite the volume of research about the issue, questions
remain unanswered with respect to the predictors of sales performance, which

dimensions should be measured, and how those dimensions should be measured. Sales

Neville Wadia Institute of Management Studies & Research 12
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managers have attempted to understand and explain predictors of sales performance.

Studies about sales performance yielded inconsistent results with respect to such
forecasts. These studies have also yielded inconsistent results with respect to the

strength of the relationship between sales performance and performance predictors.

The significance of the Study: -

In the era of intense competition companies are looking for ways to increase the
productivity of their sales and marketing divisions. The pharmaceutical industry is
currently undergoing a number of key changes brought about both by developments
within the industry relating to new technologies increased competition and continuous
change in the promotional activities. As a result of the changing dynamics of the
pharmaceutical industry and changing needs of the physician, increasing sales force
ROI(Return on investments)will be a key driver of success in the pharmaceutical
industry the key influences in the sales force ROI can be broken down into four key
areas,

1. Organization of the sales force.

2. Management of the sales force

3. Application of technology

4. Collaboration with external partners.

Pharmaceutical companies are required to continuously optimize their sales force
resources and effectiveness as they tighten their focus on profitability as well as
revenue growth. The dearth of new products, difficulty in selling high-volume brands
lack potential blockbuster molecules, increasing the cost of the sales force and
promotion has changed the present pharmaceutical selling scenario.

Companies need to refocus on real sales force effectiveness and analyze this to ensure
that they are delivering the right messages to the right target audiences, at the right
time, with the right influencing behaviors. Only by doing this, will real returns be
possible from the sales force without wasting resources and making optimum use of the
available resources. Companies formulate their promotional strategies according to the
therapeutic area, disease segment, brand, market dynamics, product lifecycle, etc. they
cater to. The promotional strategy would point out the key measures for assessing the
sales force productivity in terms of efficiency and effectiveness.

Pharmaceutical marketing strategies vary from company to company, according to
government rules the types of doctors who prescribe different medicine, or the level of

Neville Wadia Institute of Management Studies & Research 13
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data available. Deeper insight into the physician’s behavior can also give an

organization a constant competitive advantage, Pharma companies largely depend on
the sales force to communicate with and promote their products to their costumes. Need
to focus on both effectiveness and efficiency, to ensure they are delivering the right
messages, to the right target audiences, at the right time, with the right frequency, and

right influence on the prescribing decision.

2. Review of Literature:

Based on the importance of understanding the predictors for sales organization
effectiveness in the pharmaceutical industry, the literature review for the present study
examined existing empirical research about the influence of and outcome-based
management control systems on sales force performance and sales organization
effectiveness in sales organizations within the pharmaceutical industry. Considering the
importance of the sales force to pharmaceutical companies’ profitability, the lack of
research on sales management control appears to be an area to be further explored.
Literature review focused on the following terms: personal selling, personal sales
management, sales management, sales performance, salesperson, selling skills, sales
training, management control, sales management control, outcome-based control,
behavior-based control, sales force control systems, sales force -effectiveness,
pharmaceutical sales, pharmaceutical sales force, biotech sales, sales territory, sales
territory design, territory alignment, sales alignment, selling skills, selling behaviors,
and adaptive selling. Researchers have shown a high level of interest in the relationship
between management control and sales and marketing effectiveness (Baldauf et al.,
2005).

A research paper deals with the intent of management control in an organization is to
direct and influence the attitudes and behaviors of employees to achieve organizational
objectives. Sales management control considers the extent of sales manager activities
such as supervising, guiding, assessing, and compensating salespeople (Anderson &
Oliver, 1987). Another research paper also indicated that sales territory design had a
positive relationship with behavior-based and outcome-based performance. In addition,
the results indicated that sales management control is related to both sales territory
design and behavior-based performance. Moreover, sales territory design has a similar
effect on both behavior-based and outcome-based performance. (Babakus et al, 1996)

Researchers synthesized various initiatives in research about sales management control
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in order to guide further research on the topic and found 22 articles that examined

management control relationships. According to them, much of the empirical research
was centered on sales organizations’ examination of the management control
relationships within the sales area and employment of sales executives.

Sales Call Management Process:

Control mechanisms are central to the efficient and effective functioning of
organizations Controlling is recognized as one of the major activities of managers and
is generally viewed as an integral link for connecting other essential managerial
functions such as planning, organizing, and leading. According to Barker and Jennings,
the control process ensures that actual and planned activities are congruent with each
other. The control process includes monitoring organized efforts, comparing progress
with planned objectives, and making the necessary decisions to ensure success.
Potential benefits of effective control processes, in terms of performance enhancement,
are effectively designed and controls implemented. (Barker & Jennings, 1999)
According to Tannenbaum, management control consists of directing the daily sales
activities of the salesperson. Several other researchers have identified planning as a key
element of management control Reeves and Woodard argued the proper domains of
management control include direction of daily activities, evaluation of sales results, and
analyzing goal versus actual performance to identify and correct any deviations. In
addition, the compensation plan is a common method used to control and motivate
salespeople (Churchill, Ford, & Walker, Cooke, 1999).

Management control consists of directing the daily sales activities of the salesperson.
Several other researchers have identified planning as a key element of management
control. Reeves and Woodard argued the proper domains of management control
include direction of daily activities, evaluation of sales results, and analyzing goal
versus actual performance to identify and correct any deviations. In addition, the

compensation plan is a common method used to control and motivate salespeople.

3. Research Methodology:

Objectives of the Study:

1. To study in detail the call management systems in pharmaceutical selling.

2. To make an assessment of call quality and measure call effectiveness in

pharmaceutical selling.
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3. To find out the impact of call quality and call effectiveness on the sales

achievement.

The hypothesis of the Study: -

H1: Increase in the frequency of calls results in an increase in sales.

H2: Superior quality of calls has a direct impact on sales.

H3: Scientific promotion has a positive impact on sales.

H4: Call coverage, work experience, call frequency, use of technology, has an impact

on the ROI. (return on investments) of companies

Sampling Method and Size: -

A non-probability purposive sampling plan was designed. A total number of 700
respondents including 300 Sales executives 250 Sales Managers and 150 Medical
practitioners were interviewed using three questionnaires out of the total population of
Pharma executives and Medical practitioners in Pune district. A survey was conducted
with the help of research tool - questionnaire. The questionnaire was administered to
Sales executives, Sales managers, and Medical practitioners to get their responses on
various aspects of the research study. The sample size for the study was 700
respondents — 300 sales executives 250 sales managers and 150 medical practitioners.
The sample size is a representative of the pharmaceutical companies operating in Pune

district and general medical practitioners.

Tools for Data Collection:

Survey Method

The population of interest was large and was accessible and were educated enough to
respond to the instrument of data collection, therefore it was evident that ‘survey
method’ was found o be the most appropriate method for this study.

Questionnaire: -

Based on the hypothesis and objectives three questionnaire were designed as an
instrument for data collection..A seven-point Likert scale was used.

The three questionnaires included various questions on the aspects of

1. Territory coverage

2. Use of scientific communication

3. Number of sales call

4. Frequency of sales call
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5. Use of promotional tools in sales promotion

6. Use of technology

7. Practical demonstration related to the dosages and compliance of products

8. Commiunication abilities

9. Efficacy and potency of drugs

10. Impact on prescriptions.

Secondary Data:

An extensive review of the literature including scholarly and peer-reviewed journals,

Reference books, Newspapers, opinions of researchers in pharmaceutical domain sales

executives sales managers and medical practitioners form the bulk of the secondary

data.

Primary Data:

The primary data is collected through three structured questionnaires for sales

executives, sales managers, and medical practitioners. The questionnaires had various

aspects of Sales call, use of scientific information, use of technology, the frequency of
sales calls, sales territory coverage and sales of the territory related to the sales
executives.

The primary data is collected through three structured questionnaires for sales

executives, sales managers and medical practitioners.

1. The questionnaire for sales executives had various aspects on Sales call, use of
scientific information during the sales call, appropriate use of technology,
frequency of sales calls, sales territory coverage and sales of the territory related to
the sales aspects of the pharmaceutical sales executives.

2. The questionnaire for sales managers included aspects related to monitoring of sales
territories sales calls and also assessing the impact of various factors on the final
outcome of the sales call.

3. The third questionnaire meant for medical practitioners included various aspects
which impact the prescriptions given by the medical practitioners and various
factors like the contents of the sales call, the practical demonstration of products,
and the packaging and availability of the products were included.

Pilot Study: -

Based on the insights through the literature review and the discussions with the expert's

researcher drafted three questionnaires for the pilot study. 25 Executives, 18 Sales

Mangers and 20 Medical practitioners were interviewed during the pilot study. The
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pilot study revealed some more valuable inputs and suggestions from the respondents.

Based on these observations and experiences in the pilot study, the researcher has made
necessary changes in the three questionnaires 7 Point Likert scale is used throughout
the questionnaires with open-ended questions.

The options of the questions were measured on either on the nominal or ordinal scale.
Respondents were requested to rate their opinions and rating were converted to
composite score to arrive at factors of Sales Effectiveness. The reliability was verified
by using “Cronbach alpha” which was found to be greater than 0.7, indicating the
reliability of the tool used. The outcome of the pilot study; lead the researcher to
finalize the questionnaire. This final questionnaire was then administered to the

respondents.

4. Data Analysis and Interpretation

After collecting the primary data, it is necessary to process it and then analyze it as per
the proposed research plan. The processing of data implies editing, coding,
classification, and tabulation of collected data so that they are amenable to analysis. In
other words, to carry out analysis of data, it must be sorted and classified first, and then
only actual processing can be done.

Analysis of data involves seeking and establishing relationships amongst the groups of
data and calculating certain measures. This organizes data in such a way so as to
answer the research question. For the analysis part of this research SPSS 23 and

Minitab 17 software were used.

Analysis of questionnaire: -

The researcher has methodically scrutinized and evaluated the primary data in order to
identify tendencies and patterns of relationships. Further each questionnaire was
analyzed separately to check the hypothesis.

The study findings were grouped, analyzed and presented under following three
sections:

Section I:

Deals with the demographic characteristics of the respondents.

Section II:

This section deals with assessment of the call management systems, call quality and

measure call effectiveness in pharmaceutical selling
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Association with demographic variables

SECTION I-
DEMOGRAPHIC CHARACTERISTICS OF THE RESPONDENTS

The objective is to assess the demographic characteristics of the respondents. This data
are presented intable 1, 2,34 & 5.

Table 1: Distribution of the respondents according to their age

Age Frequency | Percentage
< 27yrs. | 112 37.33
>27 188 62.67

Distribution of the respondents according to their age
70+

60-1
50-
40-
30-

20+

No. of respondents (in %)

10+

< 27yrs.

=27 yrs.

Explanation:-

We can see from the above table that 37.33% of the respondents were of age less than
27.

A maximum number of respondents (62.67%) belongs to the age group above or equal
to 27 years.

Table 2: Distribution of the respondents according to gender

Explanation:-

From the above table, it is observed that there are more pharmaceutical representatives

Gender | Frequency | Percentage
Male 282 94.00
Female | 18 6.00

(94%) than female executives (6%) among the total respondents.
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Table 3: Distribution of the respondents according to their sales territory area

Sales Territory | Frequency | Percentage
Pune District | 151 50.33
Pune District | 149 49.67

Explanation: From the above table it is observed that majority of respondents are from
Pune district.

Table 4: Distribution of the respondents according to experience in years

Experience Frequency | Percentage
1 or 2 years 141 47
More than 2 years | 159 53

Distribution of the respondents according to experience
in years

54
53
52
51
50
49
48|
47
46
45
44-!

No. of respondents (in %)

1 or 2 years More than 2 years

Experience in years

Explanation: From the above table it is observed that 47 % of the respondents have an

experience of 1 to 2 years and 53 % have an experience of more than 2 years.

Distribution of sales executives according to company
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Explanation: -

1. Sales executives are representing major Indian and multinational companies.
2. The companies also include top 10 Indian Pharmaceutical companies.

3. The companies represent a sample of the Indian Pharmaceutical companies
4

. The companies are having structured field presence in various markets

Distribution of sales managers according to company

— ?_
£ 51
T 4
[
2,
% 2

0-

W‘*’ @J ﬁ%@ "%‘«% &Wﬁﬁ
% «‘3

LP@Q
Company
Explanation: -

1. Sales Managers are representing major Indian Pharmaceutical companies.

2. The companies also include top 10 Indian Pharmaceutical companies.

3. The companies represent a sample of the Indian Pharmaceutical companies
4. The companies are having structured field presence in various markets

5. The field force in the selected territory Pune district helped the researcher to

understand Various aspects related to sales during the research.

SECTION II-
DEALS WITH CALL MANAGEMENT SYSTEMS, CALL QUALITY AND
CALL EFFECTIVENESS IN PHARMACEUTICAL SELLING

The objective is to study in detail the call management systems in pharmaceutical
selling and assess the call quality and measure call effectiveness in pharmaceutical

selling.
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The sales territory assigned to 7
_ _ 1sb |2 |3 4 |5 6
me is as per my expectations SA
N 48 54 |5 9 |32 71 81
27
% 16 18 | 1.67 | 3 | 10.67 | 23.67
Factor wise analysis
Factors Mean | Median | SD | p-value
F1.  Territory coverage & Frequenc
Y : d Y 5.07 |5.50 1.56
of sales calls
F2: Use of Scientific information 5.99 | 6.00 1.40
F3:  Promotion & Use of H = 66.90
_ 5.62 | 6.00 1.20
promotional tools DF=5
F4: Use of Technology 539 | 600 | 168 P =
- 0.000**
F5:  Call Contents, Body Language
&Time spent in call, | 5.56 | 5.75 1.24
Demonstration
F6:  Product Quality, Availability &
_ ) 587 |6.25 1.38
Packaging, Price

Table: Descriptive statistics of scores of factors affecting sales

KW: Kruskal-Wallis Test, H: Test statistic value, DF: Degrees of freedom

**: Highly significant difference

Median score

Median score of factors affecting sales

6.4+
6.2
B

5.81
5.6
5.4+
o
-

Territory Use of Promotion &

coverage & Scientific Use of

Frequency of information  promotional

sales calls tools

Factors afecting sales

Use of

Call Contents,  Product
Technology Body Language  Quality,
&Time spent in Availability &

call, Packaging,

Demonstration Price
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Explanation: Median score of Territory coverage & Frequency of sales calls is 5.5

with standard deviation 1.56 .

Median score of Use of Scientific information is 6 with standard deviation 1.40.
Median score of Promotion & Use of promotional tools is 6 with standard deviation
1.20.

Median score of Use of Technology is 6 with standard deviation 1.68.

Median score of Call Contents, Body Language &Time spent in call, Demonstration is
5.75 with standard deviation 1.24.

Median score of Pro Product Quality, Availability & Packaging, Price is 6.25 with
standard deviation 1.38.

The Kruskal-Wallis statistic for the data is 66.90 and the p-value is 0.000. Because the
p-value is very very small (less than the common -level of 0.05), the test is highly
significant. Thus, we can conclude that the scores of all factors are not same.

Most affecting factor for the sales is F6 because F6 has highest rating median score

(6.25) while least affecting factor is F1 as it has least median rating score (5.50)

Findings:

Following are the findings of this research study,

1. It is observed that the frequency of Calls is a very important factor for sales
executives to achieve the targets assigned to a pharmaceutical sales executive in a
territory. Certain parameters were noted in the frequency of calls such as regularity,
the frequency of repeat calls and frequency specialty of prescribers. It was found
that ( 78 % )of sales executives from the respondents agreed with hypothesis.

2. Effective scientific communication is an important factor affecting the sale.
Similarly, with respect to the quality of scientific inputs, thus (59.33 %)
respondents strongly agreed that the better quality and Usage of relevant scientific
inputs has a strong impact on the increase in sales.

3. Work experience of the sales executive plays a pivotal role in deciding the impact
of the sales call. Work experience includes the number of years the sales executive
is with the company. It was found that (84%) of the respondents among the sales
executives agree with hypotheses. Thus out of collected data on (300) randomly
selected sales executives and find that( 241) sales executives agreed with the
hypotheses.
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Taking into consideration the above factors it was observed that in case of use of
technology during the sales call has an impact on the Rx and sale and better
outcome i.e. the prescriptions. Certain parameters were noted in the frequency of
calls such as regularity, the frequency of repeat calls and the frequency of calls in
better sales performance done with the sales managers from the company. Here it
was observed that the frequency of the repeat calls was strongly observed as the
important factor in making a successful call resulting in a better outcome in terms
prescriptions and better sales.

The promotional tools used by the sales executive

The gifts and freebies used by sales executives.

A practical demonstration related to usage of a product.

The communication abilities of the sales executives.

The presence of higher officials in your sales team.

The providing extra services and information related to the product.

The efficacy and the potency of a drug

The promises of rewards to a prescriber.

Call coverage, work experience, call frequency, use of technology, has an impact on
the ROI. (return on investments) of companies(84%) respondents agreed.

It was also found that (37.33%) of the respondents were of age less than 27 years.
Maximum number of respondents (62.67%) belongs to the age group above or
equal to 27 years.

It was observed that there were more male pharmaceutical representatives (94%)
than female executives (6%) who participated in the study.

4.The Sales territory and assigned to a pharmaceutical sales executive in terms of
geographical area covered and number of prescribers has an impact on the sales
outcome of a sales executive.

5.The appropriate use of Scientific communication has an impact on the sales in an
assigned territory. In case of pharmaceutical sales, scientific knowledge is an
important factor thus the scientific promotion with respect to communication in
scientific language and the quality of scientific inputs affects the number of
prescriptions.

The number of sales calls made has an impact on the sales in a assigned sales

territory.
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8. The number of repeat calls (Frequency) has an impact on the sales of a particular

territory assigned to the pharmaceutical sales executive.

9. The dressing style grooming and personality of a sales executive has an impact on
the sales outcome in an assigned territory of the pharmaceutical sales executive.

10. The promotional tools in terms of Gifts and freebies also have an impact on the
sales outcome in an assigned territory to the pharmaceutical sales executive.

11. The use of latest technology during the sales call has an impact on prescriptions and
sales in an assigned territory for the pharmaceutical sales executive.

12. The quality of scientific communication presented during the sales call
(detailing)has an impact on the sales outcome ie. prescriptions in a territory.

13. Call content, Body language and and time spent in call has an impact on the sales
outcome of the sales executives.

14. Product quality, Product availability, and Packaging, Price has an impact on the
final outcome of the efforts of the sales executives ie. Prescriptions and the sales of

the territory.

Hypothesis Validation:

Sales Executives: -

With the sample size of (300)respondents, four hypothesis were proved.

H1:- A proportion test was performed to determine whether or not the proportion of the
respondents agreeing to the hypothesis was greater than the required proportion of 0.
and also, in addition, a 95% confidence bound was constructed to determine the lower
bound for the proportion of agreed respondents.

It was observed that the frequency of Calls is a very important factor for sales
executives to achieve the targets assigned to a pharmaceutical sales executive in a

The statistical tests proved that the P values 0.000 suggested that the data are consistent
with the value sample ps is less than 0.60.

Thus as the P value is less than 0.05. Hence it proves that increase in the frequency of

calls increases the sales.

X N Samplep | 95% Lower Bound P-Value

235 | 300 | (783 0.741 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test
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H2:-Superior quality of calls has a distinct impact on sales.

The statistical tests proved that the P value 0.000 suggested that the data are consistent
with the value of sample p is less than 0.60. Thus, as the P value is less than 0.05. The

test proves that superior quality of calls has a Distinct impact on sales.

X N Sample p | 95% Lower Bound P-Value
254 300 0.847 0.808 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H3:- Scientific promotion has a positive impact on sales.

The statistical tests proved that the P values 0.000 suggested that the data are consistent
with the value sample p is less than 0.60.

Thus, as the P value is less than 0.05. Hence the hypothesis is accepted it proves that
Scientific promotion has a positive impact on sales

In case of pharmaceutical sales, scientific knowledge is an important factor thus the
scientific promotion with respect to communication in scientific language and the

quality of scientific inputs affects the number of prescriptions.

X N Sample p | 95% Lower Bound P-Value
261 300 0.870 0.834 0.000**

H4:- Call coverage, work experience, call frequency, use of technology, has an impact
on the ROI. (return on investments) of companies

The statistical tests proved that the P values 0.000 suggested that the data are consistent
with the value sample p is less than 0.60.

Thus, as the P value is less than 0.05. Hence the hypothesis is accepted it proves that
Call coverage, work experience, call frequency, use of technology, has an impact on the

ROI. (return on investments) of companies.

X N Sample p | 95% Lower Bound P-Value

241 | 300 |0.803 0.762 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test
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SUB-HYPOTHESIS OF THE STUDY
SALES EXECUTIVES

Sub Hypotheses Sample | 95% Lower | P-
p Bound Value

Hi: Territory coverage &
Frequency of sales calls has | 235 | 300 | 0.783 0.740 0.000**

impact on sales

H2:  Use of Scientific
information has impact on | 261 | 300 | 0.870 0.834 0.000**
sales

Hs: Promotion & Use of
promotional  tools has | 268 | 300 | 0.893 0.859 0.000**

impact on sales

Hi: Use of Technology has

_ 253 | 300 | 0.843 0.805 0.000**
impact on sales
Hs: Call Contents , Body
Language &Time spent in
) 262 | 300 | 0.873 0.837 0.000**
call, Demonstration has
impact on sales
Hes: Product Quality,
Availability & Packaging, | 271 | 300 | 0.903 0.870 0.000**

Price has impact on sales

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

SALES MANAGERS

H1. Increase in the-the frequency of calls results in increase in sales

A proportion test was performed to determine whether the proportion of the
respondents agreeing to the hypothesis was greater than the required proportion of 0.
And also, in addition, a 95% confidence bound was constructed to determine the lower
bound for the proportion of agreed respondents.

Thus as the p-value is 0.000 (less than 0.05) the alternate hypothesis Increase in

frequency of call results in an increase in sales is accepted. It was observed that the
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frequency of Calls is a very important factor for sales executives to achieve the targets

assigned to a pharmaceutical sales executive in a particular territory.
X N Sample p | 95% Lower Bound P-Value
143 200 0.715 0.658 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H2: Superior quality of calls has a direct impact on sales

A proportion test was performed to determine whether the proportion of the
respondents agreeing to the hypothesis was greater than the required proportion of 0.
And also, in addition, a 95% confidence bound was constructed to determine the lower
bound for the proportion of agreed respondents.

Thus as the p-value is 0.000 (less than 0.05) the alternate hypothesis superior quality of
calls has a direct impact on sales is accepted.

X N Samplep | 95% Lower Bound P-Value
172 200 0.860 0.813 0.000**
**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H3: Scientific promotion has a positive impact on sales. It was found that 163
respondents ie. Sales Managers agreed with the hypothesis.

The statistical tests proved that the P values 0.000 suggested that the data are consistent
with the value p is less than 0.60.

Thus, as the P value is less than 0.05. Hence it proves that Scientific promotion has a

positive impact on sales.

X N Sample p | 95% Lower Bound P-Value
163 | 200 |0.870 0.764 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H4: Call coverage, work experience, call frequency, use of technology, has an impact
on the ROL. ((return on investments) of companies).

The researcher has concluded after the data analysis that the Hypothesis Call coverage,
work experience, call frequency, use of technology, has an impact on the ROI. (return

on investments) of companies is accepted.

Neville Wadia Institute of Management Studies & Research 28



The Effect of 'New Approach To Globalization' on Business ISSN : 2230-9667

A proportion test was performed to determine whether or not the proportion of the

respondents agreeing to the hypothesis was greater than the required proportion of 0.
And also, in addition, a 95% confidence bound was constructed to determine the lower
bound for the proportion of agreed respondents.

Thus as the p-value is 0.000 (less than 0.05) the alternate hypothesis Call coverage,
work experience, call frequency, use of technology, has an impact on the ROI. (return

on investments) of companies.

X N Sample p | 95% Lower Bound P-Value
146 200 0.730 0.674 0.000**
SALES MANAGERS
Sub Hypotheses y N Sample | 95% Lower | P-
p Bound Value

H1 Territory coverage &

Frequency of sales

calls has impact on 143 | 200 | 0.715 0.658 0.000**
sales

H2 Use of  Scientific
information has | 163 | 200 | 0.815 0.764 0.000**

impact on sales
H3 Promotion & Use of
promotional tools has | 170 | 200 | 0.850 0.802 0.000**

impact on sales

H4 Use of Technology has

_ 153 | 200 | 0.765 0.710 0.000**
impact on sales

H5 Call Contents , Body
Language &Time
spent in call, | 164 | 200 | 0.820 0.769 0.000**

Demonstration has

impact on sales
H6 Product Quiality,
Availability &

Packaging, Price has

175 | 200 | 0.875 0.830 0.000**

impact on sales
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MEDICAL PRACTITIONERS

H1. Increase in the-the frequency of calls results in increase in sales

The researcher after the data analysis came to the conclusion that the hypothesis will be
accepted as a proportion test was performed to determine whether or not the proportion
of the respondents agreeing to the hypothesis was greater than the required proportion
of 0. And also, in addition, a 95% confidence bound was constructed to determine the
lower bound for the proportion of agreed respondents.

Thus as the p-value is 0.000 (less than 0.05) the alternate hypothesis Increase in the-the
frequency of calls results in an increase in sales is accepted.

X N Samplep | 95% Lower Bound P-Value
109 | 150 | 0.727 0.660 0.001**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H2: Superior quality of calls has a direct impact on sales

The researcher after the data analysis came to the conclusion that the hypothesis will be
accepted as out of a data Thus as the p-value is 0.000 (less than 0.05) the alternate

hypothesis Increase Superior quality of calls has a direct impact on sales.

X N Samplep | 95% Lower Bound P-Value

119 150 | 0.793 0.731 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H3: Scientific promotion has a positive impact on sales the researcher after the data
analysis came to the conclusion that the hypothesis will be accepted. As the P-value is
0.000 (less than 0.05) the alternate hypothesis scientific promotion has a positive

impact on sales.

X N Sample p | 95% Lower Bound P-Value
120 | 150 | 0.800 0.739 0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion
Test

H4: Call coverage, work experience, call frequency, use of technology, has an impact
on the ROI. (return on investments) of companies). The researcher after the data
analysis came to the conclusion that the hypothesis is accepted as the P-value is 0.000

(less than 0.05) the alternate hypothesis the proportion of agrees.
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X N

Sample p

95% Lower Bound

P-Value

129 150

0.860

0.805

0.000**

**: Highly significant proportion difference, Test used: One Sample Proportion

Test

Sub Hypotheses

Sample

p

95% Lower

Bound

P-

Value

Ha:

Territory coverage &
Frequency of sales calls has

impact on sales

109

150

0.727

0.660

0.000**

Use of Scientific
information & Innovations
in drugs &drug delivery

has impact on sales

120

150

0.800

0.739

0.000**

Hs:

& Use of
tools

Promotion
promotional has

impact on sales

119

150

0.793

0.731

0.000**

Ha:

Use of Technology has

impact on sales

129

150

0.860

0.805

0.000**

Hs:

Call Contents , Body
Language &Time spent in
call, Demonstration has

impact on sales

119

150

0.793

0.731

0.000**

He:

Sponsorships for academic
activities has impact on

sales

124

150

0.827

0.768

0.000**

Product Quiality,
Availability & Packaging,

Price has impact on sales

123

150

0.820

0.760

0.000**

Recommendations & Suggestions:

The finding of the present research endeavor will be of interest to pharmaceutical

companies, academicians, managers of pharmaceutical companies, distribution
channels, doctors, and customers.
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1.

The present study is a humble effort to understand the call management process
ensuring that the field personnel is better equipped to master the trait of sales call
effectiveness which is the backbone of the outcome of all the activities performed
to get the final result. The prescription and the sale Pharmaceutical executives need
to be better equipped with the scientific knowledge the key driver in impacting the
final outcome of the entire gamut of activities focused towards the sole aim of
achieving the final outcome of better sales performance.

Companies need to relook in the training aspect as nowadays focus is shifted to
various other methods to lure and attract the prescriber rather than using the
scientific knowledge about the drug and drug delivery systems resulting in better
patient compliance. Adequate scientific information related to the mechanism of
action efficacy indications and contraindications of a particular molecule or drug as
to enable them to handle all sort of queries in the day to day field operations
wherein they interact with various target audiences like Medical practitioners and
the pharmacists.

With the increasing competition newer method of communicating to the consumer
have evolved, reaching to the customer in different ways using the latest technology
has to be upgraded by companies as a result better dissemination of scientific
information would lead to better understanding of newer molecules being
introduced with focus on newer drug delivery systems for enhanced efficacy and
compliance thus benefitting the end user the consumer of the medication.

When we take a look at the call management systems and sales territory design it is
suggested that the companies need to relook into the sales call management systems
in a very practical and methodical manner so as to ensure better coverage across
areas and specialties being focused for sales promotion this will not only improve
the final outcome but also ensure better co ordination between sales executives and
sales managers who are an integral part of the entire sales call management system.
The sales call content, body language and the amount of time spent in the call and
the practical demonstration of the usage of the pharmaceutical products during the
sales call also has a positive impact on the prescriptions resulting in better
awareness of usage of products. This part of creating awareness among the patients
and the stakeholders; the medical fraternity has to be taken into consideration by the
pharmaceutical companies for creating awareness about the life-saving drugs and

molecules.
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Limitation of research and further Scope of the Study:

The limitation with respect to this study is that the geographical scope of the study is
limited to Pune District.

Further Scope:

Further studies in the pharmaceutical sales management and effectiveness can be
carried out with a larger geographical area with respect to the Indian Pharmaceutical
industry and various aspects related to the sales effectiveness can be further explored in
a broader geographical area.

Sales management and sales management and effectiveness are dynamic with regards
to various factors affecting them, further studies can be undertaken related to the sales
effectiveness.

The behavioral aspect of of sales executives and managers concerned with various
activities, skills, and competencies, needed to perform the responsibility of the sales job
also can be further explored.

The conclusion of the Study:

The study with the backbone of the pharmaceutical sales the sales executives and sales
managers aimed at finding out the real deciding factors for the outcome of the
pharmaceutical sales effort. The true outcome of all the efforts of sales promotional
activities is the increase in the number of prescription for a brand resulting in an
increase in sales as the immediate outcome and brand building a brand as a result
building of the company image in the long run. Thus, it is concluded that there are a
plethora of factors that impact the sales outcome and with all the focus on sales
promotion still, the appropriate use of scientific information and use of latest
technology has a definite impact on the sales outcome.

Future studies can extend their scope of the study, it would be very interesting to
conduct another study in some other geographic location with different demographics,
which will give more integrated result to the topic and better utility to various facets of
sales management in pharmaceutical selling.
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ABSTRACT:

With the impact of globalization in the twentieth century an extension and diffusion of
mass tourism are produced. It is an intensive and localized tourist modality that brings
important social and environmental effects.Agro-tourism is a part of contemporary
tourism and presents an essential factor of rural tourism in a rural environment,
including all activities that occur with respect to tourism. It is based on the competitive
advantage of the area, tradition, specificity of agriculture and people.Agro-tourism has
received increasing attention in academic literature as it has been widely promoted
both in developed and developing countries. Based upon an empirical study in a rural
village in Pune, India, this study examines the impacts of agro-tourism on an ethnic
community and discusses the challenges faced by residents who are attempting to
improve their livelihoods through tourism.

The overall objective of this study is to examine the potentials of agro-tourism, to study
the Effect of new approaches to Globalization. And to study the new area for
agrotourism in Pune, India.

Both primary and secondary data were used. Key informant interviews, focus group
discussions, case studies and direct field observation methods were used as the tools of
primary data collection.

In data analysis researcher have discussed about role of India as a host and as guest.
In this, researcher hasconsidered Model for study. And considered Pune based 10 units
of Agro Tourism. Researcher has analyzed data on the basis of following criteria:
Increase in the number of local visitors than in the year 2017-18

No. Of Foreign visitors increased than last five years

Increase in the number of stakeholders

Use of Foreign technology for advance farming

YV V V VYV V

Awareness about Government Policies & schemes
Based on the data analysis we can conclude that, Impact of new approaches of
globalization on Agro-Tourism is on large extend. It brings boom to the Farming sector

by giving extra income through Agro-Tourism. Exchange of technology within various
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countries gives new scope in this field. We can conclude that Pune Agro-tourism
industry is enjoying benefits of globalization by increased foreign visitors as well as
increased local visitors.

Though there is very less use of foreign technology which needs to be increased.
Awareness of government policies, subsidies is on satisfactory level (50%). Still
Government should take initiative to increase the awareness.

Keywords: globalization, approaches, Agro-Tourism, foreign visitors, Israel

e Introduction:

Tourism is one of theindustries which have seen a major transformation due to the
globalized world. People have started to discover the world due to the free accessibility
provided by the countries in order to promote tourism. Tourism is one of the booming
sectors in the world.

If a person wants to visit any part of the world he/she can be there with in no time. The
countries have progressed in terms of infrastructure, technology, transportation and
communication. The policies which allow global trade have enabled businesses to use
the natural resources from any part of the world. Trade has also been successful in
bringing together different people and cultures. Until the beginning of 21st century, the
effect of globalization was not visible to the economies in the world. As globalization
gradually impacted the various countries, the impact was seen by the politicians and
media as a path to attaining greater wealth and prosperity. Globalization within a decade
has been able to transform the political and economic structure of the economies, its
implication have still not been seen and understood by most of the people.

Tourism has become a global phenomenon in the last ten years. Due to globalization
processes there is significant increase in interest of tourists to get to know different
countries, new cultures, local customs and way of life. On the other hand, competition
is steadily intensifying between tourist destinations which in order to survive on global
tourism market have to constantly create new, innovative and quality tourism products
based on autochthony of local resources, tradition and in accordance with the principles
of sustainable development. Therefore, the purpose of this work is to show the
relationship of globalization and tourism, with reference to which are the positive and
negative consequences of globalization processes unfolding in the tourism market and

to analyze the development of agro-tourism in Pune, India as a form of tourism that can
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offer new and different type of holiday that will be competitive in the global tourism

market.

With the impact of globalization in the twentieth century an extension and diffusion of
mass tourism are produced. It is an intensive and localized tourist modality that brings
important social and environmental effects. As an alternative to this standardized
model, other more specialized tourism, based on nature, culture and heritage, are
characterized by the variety, flexibility and permeability of their forms. The network
formed by the association "Nekazalturismoa-landaturismoa™ (Nekatur) can be an
alternative tourist modality to mass tourism and, thanks to the potential of
globalization, can favor its development.

Even if there is not a clear-cut definition of rural tourism, researchers have found
several similar features. A comprehensive definition that uses these characteristics is
given by Nagaraju and Chandrashekara (2014, p. 43) who state that rural tourism
represents “any form of tourism that showcases the rural life, art, culture and heritage at
rural locations, thereby benefiting the local community economically and socially, as
well as enabling interaction between the tourists and the locals for a more enriching
tourism experience”

Agro-tourism is a part of contemporary tourism and presents an essential factor of rural
tourism in a rural environment, including all activities that occur with respect to
tourism. It is based on the competitive advantage of the area, tradition, specificity of
agriculture and people. The totality of these elements makes a complete tourist product,
which provides the following services to the tourists: accommodation, rest on the farm,
also various specific agricultural contents: getting the children acquainted with the farm
animals, the presence during agricultural works, food production: bread, wine, brandy,
food for winter, collecting medicinal herbs, tea, mushrooms, snails, as well as
adventurous contents: riding, driving in horse-drawn carriages, teaching traditional
crafts: production of cloth (weaving), crochet, embroidery, production of tools and
similar. What is essential for an agricultural destination is its uniqueness and
distinctiveness with regard to the competition.

Agro-tourism has received increasing attention in academic literature as it has been
widely promoted both in developed and developing countries. Based upon an empirical
study in a rural village in Pune, India, this study examines the impacts of agro-tourism
on an ethnic community and discusses the challenges faced by residents who are

attempting to improve their livelihoods through tourism. A qualitative study of selected
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households indicates positive experiences both economically and socio-culturally.

Agro-tourism has not only provided a supplementary income and new employment
opportunities to the rural community, but has also increased the conservation of the
environment and appreciation of minority cultures and rural lifestyle. However, the
development of agro-tourism is facing a number of challenges, and government aid is

needed to support farming families establishing and operating tourism enterprises.

e Objectives of the research
The overall objective of this study is to examine the potentials of agro-tourism, to study

the Effect of new approaches to Globalization. And to study the new area for agro-

tourism in Pune, India.

1.3.1 Specific Objectives

1. To Identify opportunities for promoting agro-tourism among the farming
community.

2. To analyze the current situation of agro-tourism in the farming sector and possible
agro-tourism activities to improve their livelihoods.

3. To understand the potentialities of rural tourism in the study area.

4. To make recommendations to promote agro-tourism in the agrarian community.

e Study Area
This study was conducted in Pune district. Pune district were selected considering two

reasons. Firstly, these districts are among the major tourism destinations in
Mabharashtra, especially for historical and educational tourism which has close linkages
with agro-tourism. Secondly, this district is among the major agricultural production
areas in the country and agricultural activities are greatly diversified in these areas.
From these districts10 Agro tourism divisionswere selected for case studies considering
the potentials for agro-tourism with the initial discussions conducted with relevant
officials. Three indicators were used to select the study locations, namely, proximity to
tourism attractions, natural, cultural resources and attractiveness, and agricultural

resources and farming practices.

e Methodology :
Both primary and secondary data were used. Key informant interviews, focus group

discussions, case studies and direct field observation methods were used as the tools of
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primary data collection. It gathered views of different stakeholders such as national and

district level administrative officers in agriculture and tourism sectors, hoteliers, tour
operators, agriculture instructors, community leaders, agricultural research and
production assistants, and farmer organizations. The key informants’ interviews were
conducted to obtain their views, suggestions and extensive information on opportunities
and challenges in developing agro-tourism in the farming community and to verify
other field information gathered. Farmer level information was collected using focus
group discussions to identify their capacity and resources to develop agro-tourism,
available opportunities, challenges and issues to carry out agro-tourism in farmer level.
Present agro-tourism and related activities, farmer perception on agro tourism, possible
agro-tourism activities/products and potential benefits of agro-tourism were also
identified according to farmer perspectives through the focus group discussions.
Limitations of the Study

This study was limited to one district in India with a focus on ten case study areas.
Qualitative data collection methods were used to gather data. Therefore, findings of the
study were based only on the analysis of qualitative data. Quantification of the
economic benefits of the agro-tourism was challenging due to data unavailability.

e Data Analysis:

e India as a quest:
India has chosen lIsrael as a strategic partner (G2G) in the field of agriculture. This

partnership evolved into the Indo-Israel Agricultural Project (1IAP), under the Indo
Israel Action Plan, based on a MOU signed by Agricultural ministers of India and
Israel in 2006.

The partnership aiming at introducing crop diversity, increasing productivity &
increasing water use efficiency.

[1AP is implemented via establishment of Centers of Excellence (CoE), in which Israeli
Technologies and know-how are disseminated tailored to local Indian conditions.

For a country like Israel where 60% of the area is desert, exporting high-value farm
produce like mangoes and avocados is a matter of pride, whereas for India, among the
largest food producers globally, the challenge is to counter the effects of erratic rainfall,
raise productivity and use water efficiently.

So, it was with the objective of sharing best practices and technical knowledge from
Israel that the agriculture cooperation project was launched in 2008. The implementing
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partners for the project are the National Horticulture Mission (NHM) under the

agriculture ministry, MASHAYV, Isracl’s agency for international development
cooperation, and Indian state governments which help set up centre of excellence as per
their local needs.

India and Israel are set to jointly develop new crop varieties and share post harvest
technologies following the success of the 10-year-old Indo-Israeli Agriculture Project
(IIAP) whose accomplishments include growing cherry tomatoes in Haryana,
rejuvenating mango orchards in Maharashtra and demonstrating to Indian farmers the
effectiveness of state-of-the-art irrigation technologies.

There is a lot of focus on drip irrigation and how to design better farms by using
canopy management and use of improved irrigation and fertigation technologies. Each
centre showcases a range of greenhouses to farmers depending on their needs and
capabilities. A unique focus is to teach farmers the language of irrigation - when to
irrigate and by how much - to increase water use efficiency.

So far, 20 centres of excellence are functioning in different states and five more will be
operational by next month. Notable among these are centres for vegetables in Karnal,
Haryana, for mangoes in Dapoli and for citrus fruits in Nagpur, both in Maharashtra,
and one for pomegranates in Bassi, Rajasthan.

Among the unique projects are a functional centre of excellence for bee-keeping in
Haryana and a centre for dairy which is in the pipeline.

Following Prime Minister Narendra Modi’s visit to Israel in July last year, a new action
plan for the years 2018-2020 envisages joint development of new crop varieties and
sharing of post harvest technologies.

Further, the plan is to establish a partnership on water conservation that includes waste-
water treatment and its reuse for agriculture, desalination, water utility reforms, and the
cleaning of the Ganga and other rivers using advanced water technologies.

According to a MASHAYV document, vegetable intervention in Haryana showed how
crop productivity could be increased 5-10 times under protected cultivation of tomato,
capsicum and cucumber, coupled with 65% decrease in water use and substantial
reduction in fertiliser and pesticide costs.

Similarly, the mango orchard rejuvenation project in Dapoli resulted in a three-fold rise

in productivity within three years.

Neville Wadia Institute of Management Studies & Research 42



The Effect of 'New Approach To Globalization' on Business ISSN : 2230-9667

“Every year, between 10,000 and 20,000 farmers visit each of these centres, and we
hope the technologies we are showcasing will echo, carried forward by state
governments and the private sector,” said Alluf.

“One of the key ways to boost overall agricultural production is to implement better
soil-water management techniques that would provide the arid and semi-arid lands
better access to irrigation water, without actually increasing the stress on available
water resources,” said a NITI Aayog concept paper released in October last year.
However, data from the report showed that out of 160 million hectares of cultivable
land in India, only about 65 million hectares or 41% is covered under irrigation. Also,
just 8.6 million hectares are currently covered under micro-irrigation compared to a
potential 69.5 million hectares.

“In states which are water-stressed such as Maharashtra, Karnataka, Telangana and
Guijarat, adoption of drip irrigation has been faster but so far, adoption of these
technologies among north Indian farmers has been lower due to easy water
availability,” said Siraj Hussain, former agriculture secretary and currently a fellow at
the Delhi-based Indian Council for Research on International Economic Relations.
“The centre and state governments also need to push these technologies with more
funding. Last year’s budget announced Rs5,000 crore micro-irrigation fund, but it took
almost a year to operationalized it,” Hussain added.

e India as a host:

Pune suburban area has great diversity of culture, traditions and natural resources,
which makes this place very attractive tourist destination. Three tourism themes have
been selected as benefiting both tourists and local people.

e Aqgro- Tourism benefits:

¢ An inexpensive gateway

e Curiosity about the farming industry and lifestyle

e Interest in natural environment

e Disillusionment with overcrowded resorts and cities

e Rural recreation

e Challenges to Agro-tourism:
Agro-tourism is although a boom for the development of our rural society but if it can

positively handled the following challenges in its path as stated below.
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Quiality of the service
Complexity in the delivery of the service
Infrastructural deficiency

Multi level channel

Involved this tourism development at local and

>

YV V. V V V V

Quality of the service

Complexity in the delivery of the service

Infrastructural deficiency

Multi level channel involved this tourism development at local and
Regional level.

Literacy rate of the farmers and farm owners

Government Support an