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Q1. Case Study (Compulsory) 15 marks

R-Jio sends a message to rivals: It's war

The gloves are off in India's high-decibel war of the waves as Reliance Industries Ltd. (RIL) chairman

Mukesh Ambani used the company's 42" annual general meeting to spell out aggressive plans for
the long-delayed and much-awaited Jio 4G services.

With audacious tariffs, low-cost phones and free voice calls for lifetime, Reliance Jio Info-comm Ltd.
looks set to kick off a new phase of turbulence in the worlds' fastest growing telecom market. The
ensuing battle will certainly see a realignment of the telecom sector with the weaker players
succumbing to the massive spending power of Jio, .whose scorched earth policy of spending its way
to market leadership may not, however, thrill its existing shareholders.

; i i i have been on the margins of data usage,

for telecom users in India, particularly those that . usa
Elllttil:oii(t)ed by high rates and uneven services, this could be a bonanza, particularly once Bharti Airtel
and Vodafone I:;idia Ltd unleash their own competitive data tariff plans.

i arti Airtel slashed 4G and 3G
io will pri i ta as low as Rs.50 per gigabyte (GB, Bharti Airtel s . (
Jlob'llcil }Jr:‘:s:nrt;}coc?llll:ngtgngf 2:1; f;z 80% to as low as Rs.51 per GB under a special scheme in

mobi

anticipation of the Reliance Jio launch.

. R sy ser) but the flip side
< otil] above India's voice ARPU (average revenue er u s d

“Rs.150 at the entry Igze‘./l olisczan‘CE,” said Kunal Najaj, a consultant for telecom, dlg-ltalﬂntgir:;toan

is that they haxe m:l_ something that could create disruption because any one who is S'{)]cc[ilo s, That

tech ventures. Thﬂd ll.fpses a Iittle bit of data and is willing to upgrade to a 4G handset wi

Rs.150 on voice an

is where the disruption will come in. it
s B YL .
ive posturing, there was also a note of caution :nh/—\‘.fl: o lestablished
Through the aggres”s]ijv tpoperators have advantages over new entrants, ﬂnus is rightly on Fhe
shareholders. “£2 Ni:l:zv entrants require fair access to both. Therefore, the 9= 1§ dicating
: mers.
networks, custo

77 ha sS4l
: - + =y Y dlesp hvs . -
tors not to misuse their market power by creating nn t:uhll‘; a5 in place, including
i operator> : that Bharti Airtz], in partiuiih
incumbent op o of the formidable fortress that Bhart et
that he is awar de 4G coverage.
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Statement, «A g ares |

done,” it added,

|
b try to the digital world and wish them the very best,” Airtel safﬁ%g;_@.)
ponsible operator, we will fulfill all our regulatery obligations as we have always

“This chan . |

same techn%eli;he aT;adlgm f"-{f th‘? telecorn. ir_ldUStly. Having said that, all telecom operators have the

market share bui, rul ai{e Aoy 8 1t ot P_ncmg pressures will build up for telcos as they fight for
es lor customer experience will apply to all. Everybody has shareholder returns

to take care of along wi
g with banks and d : S e . .
Partner at Deloitte Haskins and Sollo ebt, so this needs to be seen objectively,” said Hemant Joshi,

Thus, Reliance Jio's 4G network. whi
, » Which spans 18,000 citi dt illag
€Xpects to cover 90% of India's population}:)y March. R N

;[‘c;r thlsSeI:II:/?, the company is c;eating an eqtire ecosystem with Jio which comes with its own device,
ee carc_l, a dgta plan, its own media content, apps such as JioChat and J ioPlay. Reliance Jio
has more apps in 1ts inventory than any other telecom operator and many of them can take on some
of the b.est apps in the entertainment business. Interestingly, some of the apps are already making the
users flip over to them and are topping the charts of the most popular apps on Google Play Store.

By making data as the key hinge of their announcement and offering free apps worth Rs.15,000, the
company has made c_lear its focus on value-added services (VAS). In an effort to fight back, other
telecom operators will be forced to refresh their VAS offerings including partnerships with VAS

providers and start-ups.
wWw,

Reliance Industries Ltd. (RIL) chairman Mukesh Ambani also announced “We have plans to partner

with thousands of Indian entreprenecurs, whose digital ventures can bloom in the ground that Jio is
preparing. For this purpose, we have created a Jio Digital India Startup Fund”.

In an effort to target students, Jio will offer them 25% more data on plans and special services for
enterprise customers by offering them “competitive and unique customized solutions.”

Cheap data is just one of RIL's pl to take on current operations. For a newcomer to the telecom
secior, Reliance Jio has created quite a buzz. The operator already has raultiple smart phones lined-
up under the LYF brand with features designed to take advantage of various services. Even the most
basic phones support 4G VoLTE technology, for example. The firm is also pl:fnnin_g to sell
smartphones-as cheap as Rs.2,999 and WiFi routers for Rs.1,999. It has also promised improved

service quality in areas such as booking a new connection.

Reliance Jio has played its early cards bui Bharti Airtel, Vodafone and Idea aren't expected to sit still.
They have huge.turfs to safeguard and the momentum of existing customers to back them. Ang-holds .

barred battle for the Indian telecom cusiomer is one the cards.
W““"“ A i S prc—C— S .

model is built around access with delivery being the key. With Reliance
del by fccusing on content and spftwa_re an interesting clasii is inthe {

{
{

?The status qud telco business
{ Jio trying to change that mo
olﬁmg._J

i T
| With the con
undividedly focus on

technology invegtment

sumer mindshare and loyalty switching at the drop of a hat, telecom operators must

A : ; L . nt”
what, {ruly mattérs: delivering uhparalled cusiomer experience: The rece

s by Airtel and Vodafone on Data Anglytics exemplify this: . who offer
Gréybound research believes that in the end, the winners iri“this game will be the one
- rng),’isf'em and reliable experiences and not necessarily free services. |
© h st N ”,‘-nger KC”EO in '.hiS
) Detail out the various competiiion strategies adopted by the new. chal’ez.
) telecom service sector: How are the leeliders likely to,zetaliate? (?D?—oating the POP & PODs

ting and positioning strategy cf Rellio, 25

b) Enumerate the targe |
created. (7.5) ( j
] v; '
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Section < B 2

ipplied Qs .
tt
~CMptany 3 from Q2 to Q6 (Each Q carries 10 marks)

f:QZ- The Int ] \
N ernet of Things (I0T)~ where seemingly ordinary devices connect to each other and the

Anternet to make \
milk and thes, . C;Srem more than the.sun.l of their parts (think fridges that know when you’re out of
more for you) — is still more a concept than a reality for many.

That is stead; i
ily changing as more and more devices arrive on the market but, like the spokes on a

bicycle wheel need a hub t
_ 0 connect them, those devices need to be linked up to be usefi !
SmartThings hub hopes to be that central pin that connects them all. ’ N

The majori :
com:l\%]i(t)}l:tt)]; qf IOT devices -—.from smart plugs to thermostats, door sensors to security cameras —
€Ir OWn apps, their own systems and connections, and many of them do not speak to

each other. That’s where Samsung’s SmartThings hub attempts to step in, as the grand unifying box
—one IOT command and control centre to rule them all.

Where in the Product Life Cycle is the IOT? Also explaining the BCG matrix, state where would

you place 10T in the Matrix? Explain the strategies that the company should-adopt at that particular

quadrant of the matrix and why?
wwm,

Q3a. Today, Patanjali manufactures more than 500-different products with a ‘specialisation’ in
production of FMCG. Now its founder and Yoga Guru Ramdev, with its goal of taking on foreign
manufacturers, is planning to venture into the production of clothes, shoes‘i, jeans etc.

Q3b. With the recent launch of Pixel Mobile phone, Google is émbarkin’g on a wholesale revamp of
its mobile phone strategy, debuting a pair of slick and powerful handsets that for the first time will

go head-to-head with Apple Inc.’s iconic iPhone.
" In the above a & b, what kind of strategy is used? Explain usin% f\psoff matrix.-

04, Refer to the ad clipping attached and explain how marketers are building the right CPV__
for the product? Also explah}_t_lwlgg_c_&'tﬁnn_&.ddivemprocess of the product with

reference to the same ad.

beauty has become a very personalized category for consumers who expect their identities

5. Today, b e s
J ¢ eir choices. The challenge for brands is to create personalities in order to attract a

to reflect in th
specific set of consumess.

We find that there are six dimensions of beauty which exist in India: The i_'lrst consists o'f brands \Yiﬂ}
d dynamism. We call this dimension as 'Bold’". "Ijhe_: next Fllnlen51on qf _beauty is '[nventive
energy and ¢y brands associated with innovation and providing unique proposition to the consumers.
e Seef e on getting the basics right and delivering the core benefits to consumers. This 1S
'Somc brands ?fjlil;ens%on of beauty. Then there is the dimension of 'Genuine' where brands stand
No-Nonsense henticity as well as claim delivery of performance and quality. The next dmwns:::rn
fo tn:st and' o ?‘nbranﬁs which own class and prestige along with delivering style and .H'g‘;‘l’m;
‘Posh’ consists O ers would like a dash of fun and charm in their lives and expect their be?
Finally, some co.n;ulzame These brands fall in the 'Flirty' dimension of the beauty categor:
brands to deliver the ' oo for e different
dimensions can help a brand define their value propn_)sxtl%’mbomte on this

ing of these .
An ““df“ta’:;;gg on the basis of psychographic and behavioural seometalon:
segments CT'
statement. above mentioned segments of bexuty categor:

Fit in the y‘é}S mgplel on the
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