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From the
editorial board

Dear Readers,

elcome to the fourth edition of our Newsletter ‘Racon-
Wteur’. As always, it is the aim of the April 2012 edition of

the Newsletter to keep you updated about the activities
and events of IIM R. The theme of this issue is our final place-
ments, followed by our social responsibility of playing a key role
in the development of area that we operate in.

For the first ever final placements of IIM R, the response from
the industry was very encouraging, considering the tough eco-
nomic scenario. The recently concluded placement process for
the first batch of 43 students began in mid-January and was con-
ducted on a cohort basis. As many as 30 recruiters participated
with 65 offers, including 12 recruiters who were from the previous
Summer Internship Process. The highest number of offers was
made by YES Bank (6 offers in total). Three students bagged
international offers in Middle East and South East Asia.

As far as social responsibility is concerned, IIM R is embarking
on an ambitious and innovative social project called ‘The Bare-
foot Manager Programme’. The mission of the programme is to
promote market-place and entrepreneurial literacy among low-
literate, low-income individuals through educational programmes
and through innovative approaches, with the ultimate aim of posi-
tively impacting their earnings. The programme is scheduled to
roll out from July 2012.

The Government of Jharkhand has assigned the following two
maijor projects to IIM R:

@ Rural Drinking Water and Total Sanitation

@ Training of District & Block Level Officers on planning, orga-
nizing, and executing their tasks at the respective levels in the
Department of Primary Education.

Hope you thoroughly enjoy reading the latest quarterly edition of
‘Raconteur’.

Janaki Jagan
Coordinator

Paraag Sabhlok
PGDM (2011-13)

PGDM (2011-13)

“a_

Vishal Shetty
PGDM (2011-13)

Shekhar Modi
PGDM (2011-13)
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Aarohan - 2011

Students from IIM R participated in the St Xavier College’s
Cultural Festival “Aarohan” held on 17th and 18th March, 2012.
IIM R bagged the “Overall first runner up” position in this festival.

The following is the list of the events they participated and the
names of winners:

Business Baron (Team Event)
1st prize - Vikat Patil, Vishal Shetty, Yash Agarwal, Yogesh Taak

Business Quiz (Team Event)
1st prize- Hanu Prateek Kunduru, Akashdeep Sah, Varun Shaunik
2nd prize- Avishek Basu Mallick, Amandeep Singh, Sameer Agrawal

The Negotiator (Individual Event)
1st prize- Yash Agarwal

Antakshari (Team Event)
1st prize- Akashdeep Sah, Vikat Patil, Vishal Shetty

Solo Singing (Individual Event)
3rd prize - Vikat Patil
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COMMITTEES

Student Committees are an integral part of a B-school. Students of each committee strive to ensure that
IIM R’s high standards are maintained. Every year this baton will be passed on to the incoming batch.

The student body of IIM R has formed seven committees to resolve their concerns and act as an
intermediary between the administration and the students.

Academic Committee
The Academic committee looks after all the academic issues and ensures
a conducive learning environment. The Committee acts as a communica-

tion channel between students and administration. The committee helps A % E Mj C

in finalizing academic calendar, scheduling of classes, floating of electives

and special interest courses. C O M M I TTE E

Placement Committee
The Placement Committee is responsible for maintaining corporate
relationship and handles placement related activities in the institute.

Alumni and International Relations
Committee

The committee is entrusted with the responsibility of fostering vibrant

relationship with international institutes and building alumni network.
The committee arranges for student exchange programmes with other

international institutes.

TECH Committee

The TECH committee looks after the IT infrastructure ‘ ‘
of the college and the hostel and ensures smooth and
impeccable IT services to everybody.

Literary Committee and Media PR Cell

The committee’s responsibilities are to publish newsletter, magazine and
to co-ordinate with media. The committee provides the press release for
all the Institute events and also coordinates with media during such events
for coverage.
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Student Facilities Committee
The committee is assigned the responsibility of ensuring smooth function-
ing of mess and availability of all kinds of students’ facilities.

Cultural & Sports Committee
The committee organizes various sports and cultural events and ensures ~
that students have all the requisite facilities. 4

Clubs

Apart from the above committees, the diverse interests of the students have facilitated the evolution of
various student clubs resulting in a vibrant atmosphere.
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ADMISSIONS

Admissions 2012

This year the admission process (Personal Interview and Written Analysis Test)
for PGDM 2012-14 of the 6 I1IMs

(Kashipur, Raipur, Ran(;hi, Rohtak, Tiruchirapalli ar}d Udaipur)
was coordinated by IIM Ranchi.
A total of 9,880 Students were shortlisted for the PGDM programme of the 6 New IIMs.

The Number of Candidates in the five categories General, OBC, SC, ST and DAP are
4779, 2979, 1603, 410 and 109 respectively.

3,625 Candidates out of 9,880 are common with older IIMs (IIMC, IIML and IIMK).
These Candidates were not called by new IIMs for the Interview and Written Test.
These candidates’ Interview and Written Scores will be collected by the older IIMs.
New IIMs called ¥ emaining 6,255 of these candidates for Interview and Written test.
The Interviews were carried out at 5 Locations from 15th Feb to 14t March 2012.

The Attendance of candidates for interviews and written test was about 70%.

Prof Amit Sachan, Chairperson-Admissions
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Prof M ] Xavier

@ “‘From Underdog to
Race Horse”

The Telegraph, Sunday, Jan 1,
2012 (Page 1 &7)

@ “Taking Education
Online”

Digital Learning, e-India
Conference Proceedings, Jan 2012 (Page 42)

@ “Green Purchasing Practices: A study of E-
Procurement in B2B Buying in Indian Small and
Medium Enterprises”, California Journal of Operations
Management, Vol.10, No.1, Feb 2012 (Page 1-14)

PUBLICATIONS

@ “Theory of Forbidden Apple: An Approach to
Contain Corruption” Commemorative Journal on
Participative Vigilance of Bank of India, Ranchi (Page 16-21).

@ “Uncovering the Underlying Constructs
and Classifying "Indovations’ using the
Repertory Grid Analysis”, in-house Journal of SAIL,
Ranchi (Page 1-7).

@ Management, the Gandhian Way, The Hindu -
Education Plus, Monday, Feb 6, 2012 (Page 8)

@ 1IM is not Just a Placement Exchange but a
Temple of Learning, Business Economics Mar 1-15,
2012 (Page 66-67)

Mar 31, 2012.

Prof Amarendu Nandy

Op-ed titled “Fiscal Deficit can spin
out of control”, The Hindu Business Line,

Weblink: http://www.thehindubusinessline.
com/opinion/article3262974.ece
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Conferences &
Workshogs
attended by

\

Facult
Prof M ] Xavier

“Determinants of Customers» Online
Purchase Intention: An Empirical Study
in India” paper presentation along with
Thamizhavanan, Arun of Great Lakes

Institute of Management, Chennai in
International Conference in Marketing
organized by IIM Lucknow

(Jan 12-14, 2012).
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CONSULTANCY

Consqltanc
Projects

1) MECON

IIM Ranchi and MECON have signed
an MOU of cooperation wherein
IIM Ranchi shall be the knowledge
partner for MECON in various initia-
tives of MECON. This cooperation
would include a broad range of activi-
ties within the general and functional
management domains.

2)GOVERNMENT OF

JHARKHAND
The Drinking Water Supply & Sanitation

Department, Government of Jharkhand,
has given two consultancy projects:

a) Revamping the Drinking
Water & Sanitation Department
This project is on transforming the work
culture of the department such that it
becomes a high performing organiza-
tion. The project is directed towards
formulating :

B An HR policy, covering all work
motivation related issues such as
promotion, career development, trans-
fer and performance management.

M A training policy for bringing about
attitudinal changes amongst the em-
ployees.

B A suggestion scheme system so as
to bring process and delivery related

improvements in the organization.

b) ImlgmctAssessment of

Drinking Water and Sanitation
Programmes

The second project is on the assessment
of the impact of the centrally Spon-
sored National Rural Drinking Water
Programme (NRDWP) and Total Sani-
tation Campaign (TSC) on the pace of
progress in direction of sanitation and
drinking water availability and usage in
the Jharkhand state. The study will also
highlight the impact of the Drinking
Water Programme and Sanitation Cam-
paign on the health, education, gender

IIM Ranchi Quarterly Newsletter



empowerment, social inclusion in rural
areas. Finally, the study will seek to un-
ravel the durability and sustainability
of the provision and usage of drinking
water and sanitary facilities over time.

The Project team from IIM R consists
of Prof. M.]J.Xavier, Prof. Subir Verma
and Prof. Amit Sachan.

3) TRAINING OF
DISTRICT AND BLOCK
LEVEL OFFICERS

The Government of Jharkhand has as-
signed a project to IIM R for training
about 100 officers at both District level
and Block level on planning, organiz-
ing, and executing their tasks at the
respective levels in the Department of
Primary Education. Various tasks of
these officers include managing infra-
structure, schools, service conditions
of teachers, various flagship schemes
amongst others.

Given the uniqueness of the chal-
lenges that this particular assignment
is intended to address, IIM R has pro-
posed a modular approach, to be im-
plemented in a phased manner.

The project would be conducted in
two phases. Phase I will comprise of
“Needs Assessment Study” whereas
Phase II will be directed towards con-
ducting the training programme.

The team which shall conduct this
Needs Assessment Study would com-
prise of Prof Amarendu Nandy, Prof GR
Chandrashekhar & Prof M ] Xavier.
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Amarendu Nandy
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BUSINESS & CONSUMER LITERACY

By
M.]. Xavier and Amarendu Nandy

IM R is entering into its third year

of operations. In the very short

period of time since its incep-

tion, the Institute has been able

to grow very differently with a
focus on unique areas of research and
consultancy like Indian management,
neuro management, business analyt-
ics, inclusive growth, e-governance and
energy management. We have been
successful in inculcating a philosophy
of collaborative growth among all our
stakeholders and therefore, it is not sur-
prising that IIM R is now beginning to
get positively noticed in the academic
world in India and abroad both.

Consistent with our philosophy of
“Thought Leadership Through Erudite
Fusion” and recognizing our moral and
social responsibility of playing a key
role in development in the area that we
operate, IIM R is now embarking on an
ambitious and innovative social project
called ‘The Barefoot Manager Program’.
The mission of the program is to pro-
mote marketplace and entrepreneurial
literacy among less educated and low
income individuals. Education materi-
als and information brochures, primar-
ily audio-visual in nature, would posi-
tively impact their lifetime earnings.
In the process, the initiative would also
help them to get out of the vicious cycle
of poverty.

The work of Prof. Mohammed Yunus
and The Grameen Bank has shown one
way to solve the problem of low-income
trap through the inclusive powers of mi-
crocredit. Facilitating access to markets
is another. The Barefoot Manager Pro-
gram highlights the third key element
- marketplace literacy. Marketplace lit-
eracy is not basic literacy but refers to
social skills, awareness of rights, and
self-confidence to negotiate the mar-
ketplace. Therefore, it also advances the
goal of inclusive development set out by
the Government of JTharkhand.

Motivation and Objectives
In India, rural marketplaces represent

the next frontier of socio-economic
growth. They offer value-creation op-
portunities to private enterprises and
public and civic institutions alike. How-
ever, they also represent some of the
poorest settings in the world, where
many struggle to subsist and survive.
The rural poor face considerable chal-
lenges in participating in the market-
place as consumers, producers, or
entrepreneurs. Marketplace Literacy
- Education that is rooted in local socio-
cultural contexts and which recognizes
the strengths and the vulnerabilities
without overemphasizing one or the
other - has the undeniable capability to
unleash rural consumption and entre-
preneurship potential in Jharkhand

This Program shall use the: “know-
why” or an understanding of market-
places as a basis for the know-how of
being an informed consumer or en-
trepreneur. The aim is not to focus on
concrete vocational skills but on know-
how to run a business, or be an effective
consumer and know-why to adapt to
changing circumstances. Through be-
ginning with know-why, the program
aims to enable broader thinking. For
example, if an individual is thinking of
starting a food shop, broad thinking
would involve consideration of varia-
tions such as home delivery, selling
ingredients to the hotels or, a different
business altogether. Thus, we hope to
enable individuals to be better able to
function as consumers and entrepre-
neurs and adapt to changing circum-
stances.

Despite the difficulties with abstract
thinking that low-literate individuals
may experience, the Program shall en-
able deeper understanding of market-
places by leveraging the social skills
that participants bring to the program
and relating educational content back
to their lived experiences. The Program
shall use a variety of methods such as
picture sorting, simulated shopping,
and role plays. Such understanding can
enable individuals to place themselves
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on a path to lifelong learning. Topics to
be covered shall range from consumer
skills to choosing an enterprise to start
and being customer oriented.

The curriculum for the above Pro-
gram has been originally developed by
the Marketplace Literacy Project Team
headed by Prof. Madhu Viswanathan
of School of Business Administration
at the University of Illinois, Urbana-
Champaign, on the basis of rigorous,
qualitative research of low-literate,
low-income buyers and sellers in urban
and rural Tamil Nadu since 2001. Using
this research as a basis, a curriculum for
business and consumer literacy was de-
veloped, which culminated in an edu-
cational program that was pilot-tested
in June 2003. The program is also docu-
mented in a book titled “Enabling Con-
sumer and Entrepreneurial Literacy in
Subsistence Marketplaces: Research-
Based Education across Literacy and
Resource Barriers”, published in 2008
by Springer.

Different versions of this Program is
running in the states of Andhra Pradesh
(with assistance by Byrraju Founda-
tion); Tamil Nadu (with assistance from
Madura Micro-Finance Limited); in
communities in Chennai; and in parts
of Uttar Pradesh (in association with
Townschools, a rural network of vo-
cational training centers). Currently,
IIM R is working on further modifying
and developing new contents and ped-
agogical tools for the Program to suit
the local context in Jharkhand.

IIM R intends to spread this to vil-
lages and hamlets in Jharkhand in
association with the Government of
Jharkhand, and subsequently scale it in
a variety of ways, ranging from training
trainers to creating self-administered
video based education. The videos pro-
duced, and supporting materials like
pictorial handouts and objects used for
the purpose, shall be coordinated by fa-
cilitators at community centres.

The program can be used by non-
profit organizations as well as busi-
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BUSINESS &

nesses working with the urban and ru-
ral poor as customers or as suppliers or
partners in the value chain. IIM R also
plans to customize the Program con-
tent to different degrees of depth and
breadth (e.g., health-related consumer
literacy, broader business education,
agricultural literacy, etc.).

To sum up, the objectives of the
Barefoot Managers Program to
be rolled out in Jharkhand are
as follows:

(i) to provide entrepreneurial and
consumer literacy education for low-
literate, low-income youth and adults
in rural Jharkhand;

(ii) to use innovative multi-media
approaches to provide ‘entrepreneurial’
and ‘consumer literacy’ education to
large audiences;

(iii) to train non-profit organiza-
tions to provide ‘entrepreneurial’ and
‘consumer literacy’ education, and

(iv) to disseminate educational materi-
als and guidelines for ‘entrepreneurial’
and ‘consumer literacy’ in different dia-
lects of JTharkhand.

Educational Content and
Methodology

The Program shall use methodology
that takes into consideration both the
vulnerabilities (low literacy, low in-
comes) and strengths (social skills) of
the rural poor. For example, pictorial
rather than verbal or text-based tasks
shall predominate.

The philosophical orientation of the
Program shall be to enable participants
to learn how to learn and create their
own opportunities. Our approach shall

use teaching methods such as short
films, picture sortings, group discus-
sion, and role-playing, assuming that
the typical participant barely knows
to read or write. The entire process is
divided into three different modules.

Part 1 shall focus on the process of
exchange and its evolution over time.
It shall primarily cover the concept of
a value chain from production of prod-
ucts to consumption.

In Part 2, participants shall assume
the role of consumers. The focus shall
be on consumer literacy using simulat-
ed shopping environments that mimic
pitfalls in real-life transactions. The
Program shall also train participants to
more accurately gauge value by consid-
ering multiple dimensions of what they
give up (money, time, and effort) in ex-
change for acquiring a product.

In Part 3, participants shall assume
the role of entrepreneurs. This part
shall emphasize a consumer-orient-
ed philosophy of doing business that
makes a profit on the bases of satisfying
customer needs and providing a valu-
able product. This orientation shall flow
from the consumer orientation of part 2
and the importance of value in a prod-
uct. It will cover several specific areas of
business such as production and prod-
uct design, distribution and manage-
ment of the supply chain, pricing and
related financial issues, and promotion.
We shall end the training with a discus-
sion on ethics and the need to balance
societal concerns with profit making
and consumer needs, as well as sustain-
able consumption and production.

Through the Program consum-
ers shall learn relevant skills, often for

This
Program is
expected to be

rolled out by
July, 2012

the first time, of checking products,
planning purchases, bargaining, and
switching stores. Entrepreneurs shall
learn skills of identifying opportunities
to begin an enterprise, and determin-
ing and responding to consumer needs.
Perhaps the most impactful aspect of
the Program is that it treats ‘consumer’
and ‘entrepreneurial literacy’ as two
sides of the same coin. Learning to
assess value as a consumer also teaches
‘entrepreneurial value creation’ to peo-
ple who often engage in the twin roles
of consumption and enterprise to meet
survival needs.

Action Plan

As stated above, the Program shall be
disseminated primarily through audio-
visual educational materials. IIM R has
started the process of shooting short-
films for the purpose. Each film will
be of duration between 20-30 minutes,
shot in rural settings at various loca-
tions of Jharkhand, as per the require-
ments of the script. Though the master
language version will be in Hindi, the
films shall also be dubbed in local dia-
lects of Jharkhand and Bihar - like Nag-
puri, Bhojpuri, Maghi, and Maithili.The
videos produced for the purpose shall
be coordinated by facilitators at com-
munity centres.

We are talking to corporate houses to
sponsor this program through their CSR
funding. Banks and micro finance com-
panies are also expected to help us take
the program to the hinterland. We also
plan to train the trainers and roll out the
program through NGOs.
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Finance

IIM R continued to perform exceedingly well in Fi-
nance with its roots of IIM Calcutta as mentor. The
promising IIM excelled at finance despite the down-
turn in the financial market with close to half the
batch (44.2%) opting for finance related roles.

Certain recruiters in the finance domain (domes-
tic and MNC banks) recruited exclusively from IIM R
amongst the new IIMs. A senior HR from a domestic
bank quoted: “We participated in the summer place-
ment process for the first batch and our experience
with the interns was very good. Hence, we came
back to recruit here in numbers despite low planned
intake this year.”

A boutique investment banking firm based out of
Mumbai recruited in the final placements offering
M&A roles. Another highlight was the enthusiastic
participation of several companies in the banking
sector. Roles offered in finance included invest-
ment banking, investment banking research, credit
research, retail banking, corporate banking, mort-
gage services and economic research.

Prominent Recruiters: Citibank, HSBC, Ocwen
Financial Services, ICICI Bank, YES Bank, HDFC
Bank, ING Vysya Bank, Aranca, CARE Ratings, ICRA,
UAE Exchange, Reserve Bank of India.
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Marketing & Operations

Riding on the success of the summer placements
2011 wherein several top marketing companies
participated, the final placements saw interesting
roles in several sectors like FMCG, e-commerce,
media, consumer durables, manufacturing, market
research and pharmaceuticals. Roles in this domain
were opted by 25.6 percent of the batch and included
profiles like B2B marketing, business development,
sales, brand management, market research etc.

The National Sales Head of a participating company
in this domain and an alum of IIM-A quipped “I was
skeptic about the new IIMs but was pleasantly sur-
prised after interacting with the first batch students
here. Surely, ITM R has a great future ahead.”

The domain saw participation from 7 new recruiters
which offered roles to the students.

Prominent Recruiters: HT Media, Flipkart,
Godrej & Boyce, Pfizer, Maruti, Tata Steel, United
Spirits, Eveready Industries, Titan, Berger Paints,
Cavinkare.
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General Management & HR

New recruiters dominated in this space with Jindal
Steel & Power offering its Lead Management Train-
ee Programme. With the commencement of the
PGDHRM course next year, IIM R plans to attract
more attractive companies in this domain same.

Prominent Recruiters: RPG Group, Jindal Steel
& Power, Jaipur Rugs

IT & Consulting

With close to 50% having prior work experience, roles
in IT & Consulting also attracted considerable inter-
est. Ernst and Young offered roles for its Business
Consulting division after participation in the last two
summer’s process.

Prominent Recruiters: Ernst & Young, Sonata
Software, Polaris, Actuate Management Consulting
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ACCOLADES

Chanakya Award

n a very short span of time IIM R created its own space at National Level. Prof M ] Xavier, Director of the Institute

was the recipient of The Chanakya Award for Innovative Leadership 2012 from Public Relation Council of India

on February 13, 2012 in the national level conference at Trident Nariman Point, Mumbai. Chanakya Award for

Achiever is awarded to those who create a unique identity of themselves in a very short span of time in their profes-
sional career in the industry and elevate the institute to a new heights with execution of new innovative ideas .

Amity
Academic Excellence Award

ased on the study of academic and research institutes, Prof M ] Xavier, Director, IIM R has been

bestowed the “Amity Academic Excellence Award” on February 23, 2012 during the 14th International

Business Summit (INBUSH) being organized by Amity International Business School, Amity University,

Noida with a focus on “Building Spiritual Quotient, Emotional Quotient & Human Quotient along with
Physical Quotient is Essential for Creating World-Class Global Organizations.”
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An insight into the l
A SHORT SURVEY

Anup KJohn, Gyanendra Sharma, Mohit Kumar, Ranjith Kumar Reddy
Iluru, Vikat Shashikant Patil, Sri Raghava Kiran Mukku

(PGDM 2011-13)

Indian Institute of Management Ranchi

Introduction

ANY person visiting Ranchi, the capi-
tal city of Jharkhand, for the first time
is sure to be surprised by the sight of a
number of cycle rickshaws in this age
of motor vehicles like auto rickshaws.
The authors of this report too were
surprised the same way, all the more
because none of them were from Ran-
chi. This prompted them to inquire and
analyze this unique but worrying situa-
tion, and they conducted a short survey
with 36 rickshaw pullers on the streets
of Ranchi on Sep 4, 2011.

The present report summarizes the
details of the survey and it is divided
into the following sections- objective
and the methodology followed for the
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survey, findings from it, and recom-
mendations of the authors towards the
betterment of the lives of these rick-
shaw pullers.

Objective and
méthodology

Why do we have so many cycle rick-
shaws in the streets of Ranchi even in
the age of motor vehicles? What is the
socio— economic status of the rickshaw
pullers? Is lack of credit affecting the
rickshaw pullers’ ability to own a cycle
rickshaw or migrate to an alternative
like an auto rickshaw? What is hamper-
ing the growth of the concerned popu-
lation? Is it lack of education/skills/
technical expertise/restriction on new
permits/unorganized lifestyle?

The authors, six in number, divided
themselves into three groups, to find
answers to the above research ques-
tions. They interviewed rickshaw pull-
ers at three different locations of Ran-
chi: Lalpur Chowk, Main Road and
Kachhari Chowk. Each of the groups
aimed at interviewing at least ten rick-
shaw pullers and one rickshaw garage
owner. The idea of visiting various rick-
shaw garages was taken up to under-
stand the issue better.

A questionnaire for rickshaw pullers
was framed such that it covers various
aspects of their family and educational
background, the thought process be-
hind choosing to pull rickshaws and
if they were interested in exploring

Figure 1: A Hoarding in Ranchi advertising the

“Dal Bhat” scheme

other opportunities to make a living.
The other questions that were framed
were how much they make in a day by
pulling rickshaw whether they have
any savings and operate any bank
account whether they were aware of
various schemes run by the local and
central Governments.

The questionnaire prepared for ga-
rage owners was different. The aim was
to find out how big/powerful the garage
owner was, how he decides upon the
rent amount, and if there are any rules
and regulations made for those who
borrow a rickshaw on rent. The data col-
lected based on the questionnaires was
analyzed and the findings thereon were
summarized in the following section.

The next section also includes pieces
of information which the rickshaw pull-
ers kindly provided the authors with,
over and above the questionnaire.

The questionnaires put to both the
rickshaw pullers and the garage owners
are in given in the Appendix I of the re-
port. The authors are all presently first
year students of the PGDM program
(2011-13) at IM R.

Findings

The reason quoted by many rickshaw
pullers for choosing the profession is
that they were either illiterate or did
not receive sufficient education to earn
a living in a different and better way.
About 42% of rickshaw pullers were il-
literate and rest had only minimal edu-
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SHORT SURVEY

cation. As they were very much aware
of why they had to settle for pulling
rickshaws, they’re ensuring that their
kids get education by sending them to
schools. However, due to unemploy-
ment, some of their children, after their
school education, are going for some
kind of manual labor. In some cases
women too earned for their families.

Most rickshaw pullers have a big
family to support. The average family
of a rickshaw puller was sized 6, and
this signifies the absence of or failure of
family planning system. One of the rick-
shaw pullers with six children felt very
bad when the authors told him that he
did not look like the father of so many.

One of the things that concern the
rickshaw puller community the most
is the “lack of respect” from other com-
muters. The authors feel that the Indian
society needs to be educated in this as-
pect toward recognizing the “Dignity
of Labor”.

Some of the rickshaw pullers are not
even aware that there exists a cycle rick-
shaw pullers’ union in the city. This too
adds to the low esteem they nurture,
because they are not associated and
therefore lack the feeling of strength
and unity. One of the rickshaw pullers
near Kachhari Chowk said, “Hamara
koi union nahi hai. Rikshaw-walon ko
log kamjor samajhte hain. Rickshaw-
walon ko garage-wale dabate hain,
auto-wale dabate hain, cycle-wale bhi
dabate hain.”

Figure 2: At a rickshaw garage




SHORT SURVEY

Statistics of Rickshaw Pullers

Agricultural Land Holdings Educational Background Number of Dependents
@ Illiterate
® Yes ® Lower Primary
@® No @® Upper Primary
@ High School
@ Matriculate
Rickshaw Pulling Experience Bank Account Holders Rickshaw Owners
® <1
@® 1to5 @ Rented
® 5t015 @ Own
® >15

The average daily income of rickshaw
pullers is no more than around Rs.150/-
. The earnings are the least on Sundays
and in the rainy season, while the earn-
ings are the highest on the market days
of Saturday and Wednesday.

There is a common perception
among many people that rickshaw
pullers are heavy drinkers, but based
on the survey, it is found that most of
them do not do so. They feel a sense of
responsibility towards their family and
in particular towards the education of
their children. They are clear on what
they are doing their jobs for— earning
money.

One of the survey findings was that
people with daughters were more con-
scious towards savings. If a rickshaw
puller has a daughter, he operated a
savings account — either in peerless or
a bank. Many have agricultural land
holdings in their village or place of
residence, but most of them are giving
the land in dowry or planning to sell
the land off for getting the daughter
wedded.

Many of the rickshaw pullers are not
even aware of MNREGA and those who
knew are not willing to go for it because
it provides employment for only a lim-
ited duration. Another interesting ob-
servation was that those who have been
pulling rickshaw for more than 15 years
were not willing to shift to another pro-
fession. The reason was that this gives
them the income at the end of the day
as opposed to many other professions
the income of which can be earned only
at the end of month. This very idea at-

tracts some to pull rickshaw on a part
time basis. One of the respondents,
who is a full time worker at a sweet
shop, earns a few extra bucks by pulling
arented rickshaw in his free time.

About 97% (35 out of the 36 ques-
tioned) of the rickshaws were rented
from various garages in the city. Of the
reasons the rickshaw pullers told for
not purchasing their own rickshaws
were the lack of finance options and the
lack of a safe parking space! Instances of
rickshaw thefts too were reported dur-
ing the survey. Rickshaw thefts (“hera
pheri” as termed by one of the respon-
dents) happen the most when the rick-
shaw puller is away, helping the cus-
tomer in carrying their luggage home.
The opinion was that there were thieves
among themselves who steal the rick-
shaw rented from one garage, make mi-
nor modifications (repainting, etc) and
sell it to another garage. The one who
loses the rickshaw has to pay the garage
owner an amount of Rs.6,000/-, which is
alot given the kind of living they make.

Some rickshaw pullers also reported
that the garage owners take advantage
of and are the first ones to avail of any
Government scheme. They termed this
as “dalali’.

Some people knew how to drive an
auto rickshaw, but didn’t have a driv-
ing license! Their attempts in securing
driving licenses were unfruitful because
they would not have any documentary
proofs required to be submitted. This
was one of the reasons why they would
not get any bank loan when they want
to purchase their own rickshaw. Added

to this, most of them are from outside
Ranchi and do not have any idea about
whom to approach to secure a driving
license or to get a vehicle on rent.

Interestingly, almost all the people
had voter ID cards thanks to the inter-
ests of politicians. However, only few
of them had BPL card or ration card.
As the voter ID card is issued in their
hometown, it would not be useful as an
address proof while they stay in Ranchi.

When asked about auto rickshaws,
the response was that both auto and
cycle rickshaws give almost the same
earnings per day.

The kind of hard work to be put in
varies between the two. Rickshaw puller
has to rely on his muscles while the auto
driver has to rely on his capabilities to
shout and attract commuters. Each has
its own advantages and disadvantages.

When asked about the “Dal Bhat”
scheme introduced by the Government
of Jharkhand, the response was mixed.
Some responded that the food served
was of decent quality while some said
blatantly that it was bad. All of them
complained about the long queues, the
number of questions to answer, and the
limitedness in terms of quantity. For the
kind of manual work they do, the lim-
ited food served is not sufficient. One of
them added, “pyaar se khilate naheen”.

The insights obtained by interview-
ing the rickshaw garage owners are re-
lated to the daily rent charged and the
security they seek before giving a rick-
shaw on rent. It is observed that, across
garages visited, the charges are based
on the number of hours for which the
rickshaw is rented. The minimal rent is
Rs.25/-and the maximum rent is Rs.40/-.
There is a “mestri” too, hired for taking
care of any repairs to the rickshaws.

The three garages visited were big-
ger than the authors assumed them to
be, in terms of the number of rickshaws
they hold (around 100 per garage) and
how long they have been operational
(average more than 10 years). Given the
kind of experience they have, the garage
owners do not find it difficult to man-
age people and rickshaws. A guarantor
is a must in case one wants to rent a
rickshaw. It is strictly observed that no
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rickshaw is given to unknown people.

The survey is based on the responses
of 36 rickshaw pullers from three parts
of the city. Such a small sample size can
be one of the limitations of this study,
but given the spectrum of the kind of
answers received and the problems re-
ported, the authors feel that a kind of
normality is achieved in the sample.
Some of the findings are summarized in
the pie chart.

Recommendations

The following recommendations are
made by the authors for improving the
lives of the rickshaw pullers in Ranchi.

A system to provide microfinance
credit to rickshaw pullers should be in
place, to help them purchase their own
rickshaws and during emergency re-
quirements. This would be very helpful
to them given their savings patterns. Lo-
cal Jharkhand Government may as well
take this scheme up. In such a scenario,
to make sure that the benefits reach
the right people, genuine identity cards
need to be issued to them. These iden-
tity cards would also serve as proofs of
local address.

For the general welfare of the rick-
shaw pullers, access to social welfare
schemes should be in place. This can in-
clude group insurance (life and health),
pension schemes, and support for the
education of their children.

For those interested in shifting to
driving auto rickshaws, the local vehicle
transport department should organize
a license issuing drive, with a minimal
number of documents required.

In the lines of solar-powered rick-
shaws introduced in Delhi and battery—
powered rickshaws in Kanpur, intro-
duction of new technology in rickshaws
can be taken up. The authors feel that
this is a potential business opportunity.
Though the rickshaw pullers are very
conscious about their health, which is
evident from the fact that many of them
do not work “overtime” in terms of pull-
ing rickshaw during nights, designing
rickshaws, such that the back-breaking
physical effort required is lessened, is
also helpful from a health perspective.

Awareness of family planning and

the benefits of a small family should
reach the rickshaw puller community,
through various channels like adver-
tisements in the televisions at the Dal
Bhat centers, advertisements in local
radio channels, and the inclusion of this
in the curriculum of their children.

The implementation of “Dal Bhat”
scheme is dismal. To avoid the long
queues and the multitude of questions
for availing the benefits of the scheme,
all the target audience should be pro-
vided with identity cards similar to BPL
cards. A quality control team should be
set up, which pays surprise visits to var-
ious centers to ensure supply of quality
food.

Running TV or radio advertisements
during the “Dal Bhat” scheme hours,
for creating awareness about various
social welfare programs and govern-
ment schemes for poor people, should
be taken up. Help can also be rendered
in terms of helping the wives of the rick-
shaw pullers in forming their own self
help groups.

Given the kind of hard work they do
during the day, running night schools
to impart education among the rick-
shaw puller community may not be a
very effective move. The authors feel
that “we” should be more sympathetic
towards rickshaw pullers and respect
their “dignity of labor”. Unless individ-
uals change their outlook, in issues like
this, the society won't follow suit.

Conclusion

The condition of the rickshaw pullers
in Ranchi is pitiable and worrisome.
Many of them are in hope of receiv-
ing some kind of help from the local
or central Government towards the
betterment of their lives. They should
be educated about the various schemes
they can avail, and the processes for
these should be eased for their benefit.
The outlook and respect towards rick-
shaw pullers should improve among
the general public. It should start from
an individual level, in the lines of what
Mahatma Gandhi said, “Be the change
you want to see.”
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SHORT SURVEY

Appendix
The questionnaire for
rickshaw pullers

Example: Background of
rickshaw pullers:

Name

Social Group

Place of origin (original village)
Access to state entitlement (BPL
Antyodaya card/MNREGA card/
voter ID card/ration card)

5 Educational background

> DN —

Example: Rickshaw/ Auto related
questtons
Whether casual or permanent
rickshaw puller
7  Since when are you pulling rickshaw?
8 Istherickshaw rented? How much
is the rent paid?
9  Who bears the cost of repairs if any?
10 Asyou are renting a rickshaw, why
don’t you buy a rickshaw for yourself?
11 Daily income from the rickshaw
12 Do you charge extra for night?
13 Do you own a drivers license?
14 Do you know how to drive an auto?
15 Ifyou get a rented auto, will you be
interested in driving it?

Example Family related questions:
Where do you live?

17 Do you have any land holdings?

18 Why do you pull rickshaw?

19 Size of family

20 Are other family members,especially
women, working?

21 Areyou aware of the “Dal Bhat” scheme
of Govt. of Jharkhand, where a meal is
available for Rs.5/-? Did you eat that
meal? Is that meal good?

What is the quality of the meal?

22 Do you have any savings? Do you have
any bank account? Any loan?

23 Do you stay in Ranchi? What kind of
house is it? (Own house/rented house/
slum/footpath)

Example: The questionnaire for

garage owners

1  Since when are you operating?

2 How many rickshaws do you have?

3 Whatis the daily rent from a rickshaw?

4 Any problems faced in the management
of people/ rickshaws?

5  Whatis the security for the rickshaw?




VISITING FACULTY

| VISITING FACULTY

PROF AJAY PANDEY

AREA: FINANCE & ACCOUNTING
Fellow (IIM Ahmedabad)

=> Professor, IIM Ahmedabad

PROF ASHISH BANERJEE
AREA: MARKETING

Ph D (Calcutta University)

PGDM (lIM Calcutta)

=» Senior Professor, IIM Calcutta

PROF IBHA KUMAR

AREA: GENERAL MANAGEMENT
PhD (IlIT Kanpur; MA (Kanpur)

=» Associate Professor,

XIM Bhubaneswar

PROF L GURUNATHAN
AREA: PM & IR
Fellow, (IIM Ahmedabad) and MBA

| (Coimbatore)

=» Assistant Professor,
XLRI Jamshedpur

PROF MANOJ K SRIVASTAVA
AREA: PRODUCTION &
OPERATIONS MANAGEMENT

Ph D (BITS-Pilani), M.Tech.( lIT- Delhi),
B.E.( lIT- Roorkee )

=» Assistant Professor, Operations
Management Coordinator Placement
activities for Executive Graduate
Programmes , MDI Gurgaon
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PROF ANJAN RAICHAUDHURI
AREA: GENERAL MANAGEMENT
MBA (lIM Calcutta)

=» Dean IIPM, Kolkata and Visiting
Professor, IIM Calcutta

PROF G VENKAT RAMAN

AREA: HUMANITIES & LIBERAL
ARTS IN MANAGEMENT

Ph D, The School of Government Man-
agement, Peking University, Beijing
=» Assistant Professor, IIM Kozhikode

PROF KALYANRAMAN S

AREA: PRODUCTION &
OPERATIONS MANAGEMENT

PG Diploma in Management, Indian
Institute of Management Calcutta,
Degree in Engineering,

Madras University.

=» Founder-Director in The Academic
Mentors, Chennai

PROF L SRIDHAR

AREA: FINANCE

FCA; FCS; DISA

=» Partner — Sridhar & Brito,
Chartered Accountants, Bangalore

PROF MICHEL DANINO

AREA: GENERAL MANAGEMENT
=» Convenor, International Forum for
India’s Heritage, Coimbatore
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PROF NV RAO

AREA: FINANCE

Ph.D. (University of Cincinnati, Cin-
cinnati, Ohio, USA),

M.B.A. ( University of Cincinnati,
Cincinnati, Ohio, USA)

=» Northeastern lllinois University,
Chicago, lllinois, USA

PROF PIYUSH KUMAR SINHA
AREA: MARKETING

Ph.D. (Sardar Patel University)
=>» Professor, IIM Ahmedabad

PROF PURUSHOTTAM SEN
AREA: FINANCE &
ACCOUNTANCY

Fellow, (IIM Calcutta)Chartered
Management Accountant,

CIMA London; M.B.A, IISWBM,
Kolkata

=> Professor, Finance & Control,
lIM Calcutta

PROF RAJIV MISRA

Area: Production & Operations
Management

B.E. (Mech. , Roorkee),

M.S. (Industrial State Univ. of New
York, Buffalo, USA)

=>» Professor, XLRI Jamshedpur

PROF S KRISHNAMURTHY
AREA: FINANCE

FCA (Fellow Member of The Institute
of Chartered Accountants of India),
1970

=» Adjunct Faculty, IIM Bangalore

PROF SANKARSHAN BASU
AREA: FINANCE & CONTROL
Ph D (London School of Economics
and Political Science, UK);

M Sc-Statistics (lIT Kanpur)

=» Chairperson, Finance & Control
Area, Chairperson, Centre for
Financial Markets and Risk
Management, lIM Bangalore

PROF NILANJAN BANIK
AREA: ECONOMICS

Ph D (Utah State University);

M A(Delhi School of Economics)
=» Associate Professor & Program
Director, IFMR, Chennai

PROF PRASOON PARIJAT
AREA: GENERAL MANAGEMENT
PG ( Mass Communication -
Journalism), Indian Institute of Mass
Communication, Post Graduation,
Delhi University

=» CEO and Managing Editor,
www.newzzon.com

PROF RAGHUNATH SUBRAMANYAM
AREA: GENERAL MANAGEMENT
Post Doctoral Fellow, Graduate
School of Business,

Stanford University, Doctor of
Philosophy, Gujarat University

=» Professor & Dean(Administration),
IIM Bangalore

PROF ROHIT PRASHAR

AREA: MARKETING

MBA (Centre for Management
Development, Modinagar), Masters in
International Marketing (Strathclyde
University, Glasgow)

=> Professor, Asian School of
Business Management, Bhubaneswar

PROF SANAL KUMAR
VELAYUDAN

AREA: MARKETING
FELLOW (IIM Ahmedabad)
=> Professor, IIM Kozhikode

PROF VENKATESH
VARADACHARI

AREA: FINANCE

Masters- Financial Eng( NUS,
Singapore)

MBA (lIM Bangalore)

=» Co-Founder, Money-Wizards,
Chennai
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M Guest of Honor in the programme named “CEOQ’s Charter Making of a CEO” for a Face
to Face Interaction with students on the topic “Challenges to overcome this decade”
organized by GRD Institute of Management, Coimbatore(Jan.4, 2012).

B Keynote Address for Inaugural Function of HRD Week Celebration on “Significance
of HRD in Today’s Business Scenario” organized by SAIL, Bokaro Steel Plant, Bokaro
(Jan.16, 2012).

B Keynote speaker at the conference on “Spiritual Paradigm for Surmounting Global
Management Crisis” organized by Conference Secretariat School of Management Scienc-
es Khushipur, Varanasi (Feb.24, 2012).

W Speaker at Conference on “Concern 2012” organized by B K Center for Living in Har-
mony Pvt Ltd, Gurgaon (Mar.3 & 4, 2012).

B Resource Person at the State Level Seminar on “Religious Harmony” organized by
Ramakrishna Mission Ashram, Ranchi to commemorate 150th Birth Anniversary of Swami
Vivekananda (Mar.11, 2012).

B Speaker on “Manpower Management” at Jharkhand Security Conference 2012 orga-
nized by Shri Krishna Institute of Public Admn, Ranchi (Mar.15, 2012)

B Keynote Speaker and Panelist at 3rd Aegis Graham Bell Awards 2012, jointly organized in
association with Bloomberg UTV & Exhibitions India on “Education” under Telecom Innova-
tion Series (Mar.21, 2012).

M Chief Guest for the inauguration of HDFC Bank (Kanke Road Br.), Ranchi (Mar.22, 2012)

M Keynote Speaker in “Need for a Holistic Approach in Education”, at the First Jharkhand
Education Summit organized by Prabhat Khabar (Mar.24, 2012)

M Chief Guest for the Chairman Trophy for Young Managers organized by MTI, SAIL, Ranchi
(Mar.25, 2012).
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CONTACT INFORMATION

INDIAN INSTITUTE OF MANAGEMENT RANCHI
Suchana Bhawan, Audrey House Campus, Meur’s Road

Ranchi 834008, Jharkhand
Tel: 0651-2280083 . Fax: 0651-2280940

www.iimranchi.ac.in

www.orangemediaindia.com




