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CHINESE SMARTPHONE COMPANIES
DECODE THE INDIAN MARKET

With this issue of SPM Mirror, as we come to the end of the year 2018,
and usher into 2019, I on behalf of our 2018-19 team, a warm thanks to all
our readers. It has been a great year indeed with all the efforts of the SPM
students, faculty and staff who constantly give in their best to this institute.
Dr. Pramod Paliwal
Professor and Dean
School of
Petroleum Management

With the addition of new members to our family, a number of activities took
place at SPM like Business Management Symposium, HR Conclave, Navratri
celebrations, Diwali celebrations and much more. These events surely gave
a boost to our junior batch and made sure that they are the ones to take on
this legacy of events next year with full responsibilities.
In recent time, School of Petroleum Management introduced the Business
Analytics Teaching Lab at its campus. Business analytics is the practice of
iterative, methodical exploration of an organization’s data, with an emphasis
on statistical analysis. With the aim to make students acknowledge with the
technique, the lab was inaugurated by Mr. Vivek Gupta, Partner, and Advisor
at Ernst and Young on 28th September.

Ashish Saini PGP-17

W

e’re in 2018, so talking about this context won’t

not been able to serve with the right product for the right

sound unfamiliar and let’s understand this by

need. So, we won’t focus on why they failed in this one as it

taking certain examples of companies. Here

will take a dedicated blog for that one, but here we will talk

it will be about smartphone companies, those companies

that how these Chinese companies understood the Indian

which have born and brought up in China but have created

smartphone market so well and made such great impact in

a disruption in the Indian Smartphone market by gaining not

so short span of time.

only the market share but also winning the hearts of Indian
Consumer.

Let’s begin with Oppo and Vivo, so both of them not only
targeted offline markets but also captured the channels

So far, with the development in industry, the Indian economy is largely
resilient to external pressures and is expected to grow around 7.5% in 2018
and 2019. As stated by Moody’s Investors Service, growth is supported by
strong urban and rural demand and improved industrial activity, pointing to
the strong PMI and the index of 8 core industries.

So, it all began with Oppo, Vivo, Xiaomi, One plus & Realme

which reach the target market in the best possible and

brands which were born around a decade ago and started

effective way. When everyone was talking about online,

their operations in India just before 4-5 years, except Oppo

they went for offline, they targeted people who were not

which came much earlier and Realme which came in June

able to buy online due to financial or intellectual crunches

2018. So, as we all know that Oppo, Vivo and OnePlus are

or were still skeptical about online trade, the market

A note of appreciation to the entire team of SPM Mirror for putting in their
best efforts and keeping our readers updated with the recent events at SPM.

all sister brands under the same parent i.e. investor BBK

which still needed a feel of holding gadgets in their hand

Electronics Corporation which is a Chinese multinational

before buying, they focused on touch points by pushing the

firm specializing in electronics such as television sets, MP3

products via retailers, gave them holiday offers, goodies,

players, digital cameras and cell phones. This is a big bouquet

profit margins highest in the industry and they were the only

of different companies serving with almost the same kind of

and first one to sell technological and innovative products

products, in the same industry but positioned differently

via push strategy, and they succeeded. Oppo and Vivo

and very strategically. We also need to keep in mind that

have big endorsements via big celebrities, big marketing

Oppo before was purely acting as an OEM for various other

budget, which is ultimately lent on the product price and is

popular smartphone companies but later it came forefront

obtained by the customer. No marketing is free, so the cost

with its own brand products in the market.

incurred to do the same is ultimately procured from the

Happy reading and stay connected!!

Before knowing these companies’ efforts to decode the
Indian market and its impact, let’s understand some facts
and data about smartphone industry. India is one of the
most popular destinations for smartphone companies
with as many mobile users as the entire population of the
United States. The number of smartphone users in India
is estimated to increase to about 442.5 million in 2022.
So, with all this data we can say India has big potential for
smartphones. But when we talk about Indian Smartphone
brands like Karbonn, Micromax, Lava, Intex, etc. all of
them failed badly, miserably and even though being in the
native motherland and between the consumers, they have

consumer and charged in the form of MRP. Oppo and Vivo
are providing great products but the pricing they have is
totally overcharged or overpriced but they knew that this
won’t affect their business as the target consumer is so
unaware about the technical specification and can easily
be lured by the marketing campaigns and push marketing
strategy. Same specifications if compared with brands like
Xiaomi, Realme or Nokia, you will find that Oppo and Vivo
are charging almost 30-40% extra price from the consumer.
But now when we see, even Oppo and Vivo are charging
somewhat reasonable prices for their product because of
the saturated market, competitors from their home ground
i.e. Xiaomi or Honor or other companies like Lenovo and
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Motorola. So, such strategy by Oppo and Vivo also created a

and it took OnePlus just 4-5 years and the company has

negative image in the mind of the consumer initially, because

beaten Samsung to become the top brand in India’s premium

the target market that they were focusing was having a bad

phone market, according to a report by research agency

experience because of the quality of the product is compared

Counterpoint. OnePlus, which saw its sales surge by around

to the price he/she pays for the product. But what they did

446 percent year-on-year in the Quarter 2 of 2018, now has

right and which helped them to gain the market share and

a market share of 40 percent compared to 34 percent held

profit from even so saturated market is their right way to

by Samsung.

reach to the target market. There were and are established
norms to sell smartphones which belong to these price
ranges in which Oppo and Vivo are doing business in the
industry but they went out of the way and created a history
which will be looked forever.

SPM MIRROR

OPEC STRUGGLES TO CONTROL
OIL PRICES IN 2019

Of the three, only OnePlus gained market share in the Q2,
2018. Both Samsung and Apple saw their share decline. But
a year ago the three brands constituted 95 percent of the
market, but now that number has come down to 88 percent,
indicating that the phones launched by Huawei (the P20

When we look at brands like Xiaomi and OnePlus, even these

Pro) and Nokia (Nokia 8 and others) to have found favor with

companies have made wonders because the kind of products

some consumers. So, if we see, OnePlus has always been

they are providing is just commendable in its price range.

on point while pricing the product and creating a tech cult

One should always keep in mind while comparing products,

community among the consumer, so they can create a soft

that what is the price range and value for money. OnePlus

binding among the consumer and same is with the Xiaomi.

competes in the flagship/premium smartphone segment

Davinder Singh PGP- 18
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lthough the whole process of oil selling predominantly was initiated by OPEC (ORGANIZATION OF PETROELUM
EXPORTING COUNTRIES) which was created by members of 15 countries namely Algeria, Angola, Congo, Ecuador,
Equatorial Guinea, Gabon, Iraq, Iran, Kuwait, Nigeria, Qatar, Saudi Arabia, UAE & Venezuela. The dominance that they
had among the oil industry has been on a stake as the tables have turned and now have been amongst the most powerful
people namely President Donald Trump (USA), Vladimir Putin (RUSSIA) and Crown Prince Mohammed Bin Salman (SAUDI
ARABIA), but all of them have been having Different perspectives.
The main reason to this is the arrival of US SHALE as a key global competitor that can pump even during the declining prices
of Oil means that OPEC could no longer manipulate prices. The SHALE revolution could change a lot of things and these three
counties dominate the Global Supply surpassing those 15 countries. All of them have been pumping at record rates and will
raise output again in the coming years.

So, the point is now consumers understand and so even Oppo and Vivo are changing their marketing strategies and going
online, while Xiaomi which dealt only in online is opening its offline MI stores and same is with Motorola’s Moto hubs, etc. So,
people are understanding tech now, growing competition is helping a consumer to go through many options and procure the
best. Obsession for logos and brands with no great utility in smartphones is reducing and this can be seen with the data, facts,
and surveys. Like Economic Times had an intensive research on October 02, 2018 that Chinese smartphone maker OnePlus
has pipped Apple to emerge as the first choice among aspirational buyers seeking to purchase premium devices, when it comes
to upcoming smartphones, the one that consumers are keenly looking for is OnePlus (36 per cent), followed by Apple (34 per
cent) with Samsung at the third spot (18 per cent), said the survey from Cyber Media Research (CMR). In the age group of 1832, 59 percent of those surveyed favor OnePlus and it reigns supreme as the brand of choice for buyers. There is a significant
bump for OnePlus in the under-40 age group, with 15 percent of those surveyed indicating OnePlus as their choice for their
next smartphone.
If any company wants to gain market share, profits or loyalty, now there is no way except giving them the reality and not
just hopes and big technical jargons, either be it a help from technological awareness of any other factor, now consumers are
enabled to search, understand, evaluate and choose. So right product for the right target market with right pricing and great
marketing efforts are what a company as well as a consumer need.
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The initiative was eventually taken by RUSSIA and SAUDI ARABIA that led them to push the production and reduce the output
restraints among the OPEC + countries, both the countries tried to jack up production and bring them to the nearer levels
or equivalent to it, at the same time the companies that pumped from the Permian basin in the Texas got over the pipeline
bottlenecks to move their oil to the Gulf coast which led an increased output in the USA too.
As the oil prices have been heading south, Saudi Arabia has informed that it might cut exports by 5,00,000 bopd per month and
have warned the comrades to cut approximately 1 mmbd in the coming months, that led to a lukewarm response from Trump
as well as Putin.
This decision was made by Bin Salman as he plans to increase the oil revenues which might help to fund his ambitious plans to
bring a revolution in Saudi Arabia, while avoiding those who may hurt in this process. The IMF has forecasted that the kingdom
will need an oil price of $73.3/bbl. next year to balance its fiscal budget. Brent crude is trading about $15 below that.
Bin Salman may face more obstacles from Putin and Trump as the Russian President shows no response towards decreasing
the country’s production. The opposition from Trump will naturally be louder as the American producers have added a volume
equivalent to the entire output of OPEC’s Nigeria in the past 12 months.
Saudi Arabia will have to risk Trump’s wrath, Putin’s indifference and a booming U.S. SHALE industry if it hopes to balance the
oil market in 2019.
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Introduction to Consumer behavior from a
Marketing Perspective

Artificial Intelligence and Machine Learning in
Oil and Gas Industry

Davinder Singh PGP- 18

Hardik Patel PGP- 18

hatsoever we may be in our lives be it a child, a parent, a student, an employee – we are all consumers. We buy and
consume goods and services continuously. The prevalence of consumption is such high that we are completely
unknown about what kind of impact it has on our lives.

1st century is the era of technology and digitalization. As a data driven professional, you might be aware of the machine
learning and predictive analysis for the digital transformation of the business. Today every industry is using artificial
intelligence and data analytics for gaining the more insights about business and for increasing the efficiency as well as
effectiveness.

W

As the demands and choices of consumers change rapidly it is really important for the marketers to understand what their
customer needs are and should work on it to maintain an edge over their competitors
Consumer behavior can be examined as a physical as well as a mental activity; it is an activity in which individuals engage
themselves by evaluating, acquiring and consumption of goods or services.
The American Marketing Association (AMA) defines consumer behavior as “The dynamic interaction of cognition, behavior
and environmental events by which human beings conduct the exchange aspect of their lives”.
The study of consumer behavior holds much importance as it might give a clear idea about the buying behavior of consumers in
the market. It is not just confined to what do the consumers buy but to why, when, where and how to buy it. The methodology
carried out to evaluate the consumer behavior is known as Consumer Research, it usually occurs at every process before
buying a product, during the purchase of a product and even after the purchase of the product. From this it can be inferred that
gathering knowledge and information about the consumers are crucial to any organization in order to frame the marketing
strategies and help them grow.
A marketer will have to look through a perspective that the product which the company may offer must be of the consumer’s
interest and the product thus may be positioned in such a way that portrays the maximum consumption of it in the market.
Thus, getting into the details of consumer behavior is not only important from the marketer’s perspective but also to the
companies whose objectives are profit maximization and other concerns as well. The study of consumer behavior will always
remain the basis for marketing strategies.

2

For the last few months the usage of machine learning and artificial intelligence has increased manifold and more and more
companies are towards the usage of machine learning and artificial intelligence. Nowadays every company is interested in
increasing the operational efficiency.
Operators are seeking for a better operational efficiency. They are interested in finding the bottlenecks and finding problems
in advance so that downtime can be reduced. Everyone is interested in making the operations more efficient and faster. There
are ways to improve each of the above metrics using machine learning and artificial intelligence.
Increased usage of the artificial intelligence in the oil and gas industry is due to the increasing big data technology in the oil
and gas industry to augment E&P capabilities, the increased need for automation driving the oil and gas industry, and extreme
pressure to reduce production costs.
Oil and gas industry is also relies on automated and complex Systems buildup on the cooperation and coordination. For
continuous operation and to avoid any supervision, Oil and Gas industries started using DCS (Distributed Control Systems)
and SCADA (Supervisory Control and Data Acquisition) systems which are installed on the top of the assets and continuously
generate data. This data is useful for making critical decision online and offline.
Data generated using artificial intelligence can be utilized for optimization of maintenance schedule and to reduce the
unplanned downtime. It is also useful for solving exploration, reservoir simulation & seismicity challenges. The cost of
operations has come down drastically using these generated data.
Same way, AI and ML can be used in mid-stream and downstream for better efficiency and effectiveness. Thus in coming years,
we will see the boom of AI and machine learning in each area of the industry.
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GUEST SESSION BY

Should Interns be paid for their Work?

Mr. Mrugank Paranjape, Director & CEO, MCX
The Guest lecture committee, SPM-PDPU invited Mr. Mrugank Paranjape, Director and CEO of MCX (Multi Commodity
Exchange of India Ltd). MCX is an independent commodity exchange based in India. It was established in 2003 at Mumbai.
It is India’s largest commodity derivatives exchange where the clearance and settlements of the exchange happens and the
turnover of the exchange for quarter ended December 2017 was 12.82 trillion rupees. MCX offers options trading in gold and
futures trading in non-ferrous metals, bullion, energy, and a number of agricultural commodities (menthe oil, cardamom, crude
palm oil, cotton and others).

Bhushan Dhande PGP- 18

“Baccha kabil bano, kabil... Kamyabi toh …….. peeche bhagegi.”
This extremely famous dialogue from the Bollywood
blockbuster 3 Idiots is widely considered a gospel of God by
many idiots who think that real life is as simple as reel life.
You don’t need to be good at something to land that dream
job. As a matter of fact, companies are now making potential
employees jump through hoops to land half-a-decent job.
These days, a well-rounded CV is one with a good amount of
experience and special skills. But a company won’t hire you
until you have some experience and skills. This is a classic case
of catch-22. Well, what do you do now? The answer is pretty
obvious - Internships. Probably for personal development,
getting a mentor, experience, training, opportunity, setting
goals for life and developing the skills. But nowadays, landing
a desirable internship at a top company is a distant dream for
a lot of students. Internships in India are generally not for skill
generation. If it’s a job that can be done by multiple people,
companies use their huge reputation and woo youngsters with the overrated ‘certificate’ some guys refer to as a Letter of
Recommendation. For every student who asks for stipend, there is always that one person who is willing to do it for free.
And this absolutely destroys any remaining chance of a respectable stipend. Now this gives rise to another condition where
students are willing to spend a few thousands to be on board a company that teaches them basic work skills for a fee anywhere
between Rs.4000-6000.

Mr. Mrugank Paranjape started his session with simple explanation of derivative markets followed by crude oil derivative
market and how volatility of dollar affects profitability in derivative market. After explaining in and outs of crude oil derivative
market, he explained about hedging, Hedge is an investment to reduce the risk of adverse price movements in an asset.
Normally, a hedge consists of taking an offsetting position in a related security, such as a futures contract, elements of hedging
and options as hedging investments.
During the session he welcomed questions, doubts from the students and discussed the same using relevant examples and
experience in the sector.
The session provided great learning on derivative markets and what MCX is all about, we as a management student had many
takeaways and new learning’s from this session.

On the other side, companies think that people are slave which is true since, “Slavery has evolved and it’s called Unpaid
Internship”. But what laws says, “If companies can’t pay to interns, then they have to provide skills and opportunities that
clearly benefit interns, and they can’t gain anything from their work” while, “If the intern is contributing to company’s revenue,
he or she needs to be paid.” If didn’t get paid then the intern has the power to sue the company under law and many people had
already done it getting settlement for the same.
Aside from avoiding a lawsuit, there are other significant benefits to paying the interns. Paid interns are happy interns and are
excited to come to work, contribute to the team, and put forth their best efforts.
They work with much dedication and enthusiasm and act as “brand ambassadors” which can sell company’s culture to their
friends who can be potential future hires for the company. Ultimately saving the recruitment and headhunting costs of the
company.
So, the Interns should be paid for their work because the paid internship attracts many students for the internship which
eventually is profitable for the company as they will get students of high quality and diverse backgrounds.
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GUEST SESSION BY

ALUMNI SESSION BY

Mr. Bhavesh Rastogi from Gulf Oil Lubricants

Mr. Sneh Desai HR Executive at Swiggy

On 9th of September, 2018 a guest lecture was organised by the Guest Lecture Committee at SPM and the renowned
personnel like Mr. Bhavesh Rastogi, Head-Battery Business at Gulf Oil Lubricants was invited along with Mr. Vinod Dumra.
Mr. Bhavesh Rastogi currently heads the Gulf Synergy Business-Two wheeler batteries for Indian market from purchase to
profit responsibilities. He has an experience of 23 years in the business.
The other guest was Mr. Vinod Dumra, a Mechanical Engineer with Postgraduate studies in Business Management. He had
started his career in Kolkata in 1964 with Exide. He has been in Battery industry for over 54 years now. He is retired now but
continues to be on the board of the Bangladesh’s Indian Company.
The whole session covered major topics like Energy Storage, the market of Lead Acid batteries in India, the two wheeler battery
industries and the Lithium Ion battery for Indian Market. He discussed about the energy storages and markets in India; The
current calibre and future prospects in India. Lead Acid Batteries has registered its presence globally and its advancements
are occurring worldwide including India.
Mr. Bhavesh Rastogi provided students detailed information about the theory and principles of Lead Acid Batteries and its
storage. In vehicles there is a charging system which is called as Vehicle Electrical System which has also increased the area
for Batteries’ market.
Mr. Vinod Dumra shared many of his life experiences related with Exide and other of his working life. He gave insights about
the prospects in two wheelers market as well. The session also introduced the scholars to Valve Regulated Lead Acid (VRLA)
Batteries which can be purchased from authorised or multiple outlets.

The Alumni Relations Committee, SPM organized another interactive session with our alumnus, Mr. Sneh Desai of PGP 201315 batch. Mr. Sneh Desai is currently working as an HR Executive in Swiggy. He was an executive human resource in Tech
Mahindra and Hitachi Hi-Rel Power Electronics Pvt.Ltd.

Visions of Gulf Oil was also provided by the guests; Gulf Oil which has a huge potential growth in the field of batteries. It has
first position amongst the organized trading brands. In future, Gulf Oil Lubricants has plans to produce around one million
batteries every year.

He shared with the students about how he, from being a student at SPM reached to such a prestigious position, along with
what one needs to do as a learner. As the knowledge of analytics has become important for the corporates now, so during the
session he gave insights on the role of Analytics and its implementation in the large organizations. He briefed us about the
procedures of analyzing the market through big data and consumer insights.

Overall, the session was quite informative and effective. We are extremely thankful to our distinguished guests for providing
in depth technicalities of the battery industry.

Mr. Bhavesh Rastogi

The students were indeed happy to the know-how experience and expertise shared by Mr. Sneh Desai, which will surely add
to the insight about the industry.

Mr. Vinod Dumra

08

09

NURTURING INTELLECTUAL CAPITAL

Business Management Symposium 2018

SPM MIRROR
Session 1: “Digitization- Expanding horizons for Finance”

School of Petroleum Management (SPM), Pandit Deendayal Petroleum University, Gandhinagar has organized Business
Management Symposium on 28-29 Sept’2018 (BMS 2018) in its 5th edition with a vision & path to discuss the key issues
related to managing business with reference to emerging role of digitization. The core theme of the event was - “Digital World:
Transforming Potentiality into Reality”.
Day 1 started with the inaugural ceremony of new Business Analytics Lab
facilitated by Mr. Vivek Gupta, Partner at EY and Prof. Tanushri Banerjee,
SPM. Later, the inaugural ceremony was followed by a keynote address by
Mr. Vivek Gupta on how big data and business analytics are transforming
the business environment. Also, he discussed the importance of coding and
programming with inclination to managerial perspectives.

The session 1 discussion started with valuable insights by Mr. Jay Shah, from NCDEX on the commodity market. Also, he
interacted about Spot Market, Market Derivatives and Hedging funds. Further, the session was followed by Mr. Asit Selarka,
Dy. General Manager at Adani Solar. He shared his vast experience on infrastructure, agro-chemical and renewables. With
great enthusiasm, he discussed on the topic of how fast things are changing, he added industry examples of increasing
efficiency of solar cells, role AI in finance managing and improvement in day-to-day technologies.
In the post lunch talks, the session resumed by Mr. Prasanna Lohar, Head Innovation and Architecture at DCB Bank Ltd. Mr.
Lohar talked about usage of innovation and revolutionizing brands by using 5 pillars i.e. People, Process, Technology, External
forces and Customers efficiently. He also added his knowledge about block chain and its future in management. For the end of
the session, we had Ms. Krishna Gangopadhyay, Head strategy & International Relations at India INX. Ms. Gangopadhyay also
enlightened the students about different capital markets and transformation of markets.
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Session 2: Embracing Technology, Revolutionizing Brands”

Session 3: “Explore the crossroads of Consumer, Creativity and Business Intelligence”

The session 2 discussion started with talk by Mr. Nishant Munshi, Co-founder at Ecademia. Mr. Munshi discussed about
parallelism between technology and different generations. He also talked about the marketing problems with real life
situations and cases. The session was further carried on by Mr. Mitul Dadhania, Founder & CEO at Webchanakya. Mr. Mitul
discussed on acute difference between USP v/s SOV in context with digital marketing and targeting pinpoint audience to
attract potential customers. Third, talk was delivered by Mr. Subodh Kumar, Dy. Chief Manager at Times group. The main
theme of the talk was based on Branding. Mr. Kumar touched upon the flow of marketing with all-around statistics of growth in
print media based on demography and other related factors. The last talk was by Mr. Hemant Chadda, Marketing Head-West
at Future Group. Mr. Chadda educated on the topic of brand, brand building and its differential effect in the minds of consumer.
He also added a classical difference between online and traditional marketing along with how online marketing is identified as
interactive marketing.

The day 2 started with the first speaker of the session was Mr. Mukti Sadhan Nath, Co-founder at Azkka Pharmaceuticals.
Mr. Nath talked about the process of launching a brand where definition, design, delivery and drive get inclined with business
intelligence, creativity and consumer. Further, he discussed about the challenges and scope in Pharmaceutical Industry and
how lifestyle dynamics effects. The second speaker was Mr. Lavanya Bakshi, Associate Director-Retail Measurement Service
at Neilsen. Mr. Bakhsi enlightened the students about Market Analysis and the trends impacting it. He also added industrial
examples of Real-time pricing, Big Data, Gamification and Predictive analytics to support habitual consumption within
consumers. The session was then continued by Mr. Diptendu Chakraborty who mainly focused on Modern Market Retail.
He touched upon how the needs of people change the dynamics of business and how service sector is selling convenience.
The fourth speaker for the session was Mr. Ajay Rawal, General Manager-Marketing at Raymond. Mr. Rawal spoke about
how branding determines the magnitude of success and how maximized distribution can be achieved. He also discussed how
dynamically we can identify brands and technology bringing huge penetration within small span of time.

We are grateful to all the guest dignitaries for such an insightful session and their gracious presence.
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Session 4: “Delivering Operational Excellence through Analytics”

SPM MIRROR

ALUMNI SESSION BY
Mr. Dhaivat Acharya Assistant Manager at
Bharat Petroleum Corporation Limited

After lunch break, the session was initiated by Mr. Mitesh Patel, Assistant Practice Manager at Evosys. Mr. Patel explained
about Big Data and data related cyclical turn-arounds. He also threw some light on how businesses manage people and
customers hand-in-hand using consumer insights. The second speaker of the session was Mr. Chetan Dixit, Head Business
Intelligence and Building data products at Ola. Mr. Dixit started the conversion with the parameters of big data i.e. Volume,
Variety and Velocity. He also interacted on data pyramid and data at Ola and its functioning. The third speaker was Mr. Ajay
Saraswat, CEO at iWare. Mr. Saraswat educated the students about digital technology reshaping SCM using IOT, AI, Cloud
Computing, Automation etc. He explained how logistics and storage can turn sustainable and autonomous using BI and other
technologies. The fourth speaker of the session was Mr. Saurabh Jain, Senior Manager at Cognizant. Mr. Jain focused on about
the journey from Data Creation to Value Addition. He further spoke on the Block chain technology and decentralization of
resources in the economy

On 1st October 2018; an interactive session was arranged by the Alumni Relations Committee of SPM, PDPU. The alumnus
invited was Mr. Dhaivat Acharya of PGP 15-17 batch. He is currently working as an Assistant Manager (Lubricants) at Bharat
Petroleum Corporation Limited (BPCL).
During the session, he mostly discussed the MAK Lubricants. BPCL has combined three lubricant brands. MAK lubricants
for Diesel Engine Oil, Automol for Petrol Engine Oil and Glide for two/three wheelers under the umbrella brand called MAK
Lubricants.
Mr. Acharya talked about the awareness of Lubricants in Indian Market. The Marketing of this is done primarily through Petro
Retail Outlets, spare part shops, garage, etc. The whole process of the supply chain was discussed briefly along with the use of
data analysis in the lubricants’ market.

We had an immense pleasure having these industrial experts with us on such a great reception.
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HR CONCLAVE: SAMAVESH 2018

SPM MIRROR
Track 2: “Technology & HR - Digitization, Robotics & HR Analytics”

Track 1: “Integrating HR Strategy with Business Strategy”
Track 2 began with the first speaker, Mr. Debasish Samal, General Manager-HR at Tech Mahindra. Mr. Samal discussed
about the journey of Human Resources Management from Employee Administration to Employee development. He also
touched upon Employee Value Proposition where employees get great developmental curve via HRM. The second speaker
of the session was Ms. Sonali Banerjee, Head-HR at Imagination Technologies. Ms. Banerjee spoke about HR transformation
through Automation. She also added how Analytics can help managers in decision making and work more efficiently. The next
speaker for the session was Mr. Uday Sinh, Consultant. Mr. Sinh educated the students on how important technology is and
more importantly transcending it. He also triggered points like digital mindset, work flow analytics, people analytics etc. The
4th speaker of the session was Ms. Poulami Basu Sinha, Learning & Development Lead HR at JCH AC India Ltd. Ms. Basu
a strong believer in “Ordinary People, extraordinary result” shared her insights about systematic Employee allocation and
technological up gradation in Human Resource Management. The next speaker of session was Mr. Shyam Sharma, PresidentHRM & Corp. Communications at Claris Lifesciences Ltd. Mr. Sharma explained about people development and integration of
technological in HRM. He also added on psychological aspects and induction of employees. The sixth speaker of the session
was Mr. Alok Jain, Vice President at NCPL. Mr. Jain mainly focused on the importance of human touch in the industry. He also
shared his experiences on emotional aspects and technological disruptions helping employees to cater customer needs.
We thank our guests for sharing their experiences and wisdom in the field of human resource management.

School of Petroleum Management (SPM), Pandit Deendayal Petroleum University, Gandhinagar had organized HR Conclave
- SAMAVESH on 4-5 Oct’2018 (SAMAVESH 2018) in its 3rd edition with a vision & path to discuss the key issues related to
managing Human Resources with reference to the emerging role of digitization and business analytics.
Track 1 inaugurated with a first speaker, Mr. Amit Karandikar, General Manager & Head-HR at Netafim Irrigation Pvt Ltd.
Mr. Karandikar focused on how value-based HRM practice supports long vision growth prospects and employee allocation
in an organisation and presented a case to engage the ideology of “HR Strategy = Business Strategy”. The second speaker of
the track was Mr. Lokesh Pandey; General Manager (HR) at Experion Developers Pvt Ltd. Mr. Pandey spoke on how talent
acquisition and identification is the biggest challenge in human resource management and how one can use different industrial
practices to fight against employee resistance and employee attrition.
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Track 3: “New Age Talent Aspirations amidst Changing Employee Expectations”

Track 4: “Employee Engagement to Employee Experience”

Track 3 was initiated by Mr. Sushil Tripathi; Head HR at Siyaram Silk Mills Ltd. Mr. Tripathi spoke on how to tackle managerial
inconsistencies and uncertainties in human resource management and aspirational deviations disrupting human mentality
and psychology. The next speaker for the session was Mr. Lokesh Pandey, General Manager (HR) at Experion Developers
Pvt Ltd. Mr. Pandey discussed about job preferences among different age employees. He also touched upon why employee
retention is becoming a debatable issue in modern era business and at what magnitude it becomes a growth prospect for an
organisation. The 3rd speaker for the session was Mr. Anand Bhatnagar; AVP HR at Reliance Industries Ltd. Mr. Bhatnagar
started his talk with great enthusiasm and various activities. He explained about why human psychology and behaviour resists
full potentiality in employees. He also added on how influential effect requires uniqueness in Human Resource Management.

Track 4 was started by Mr. Sanjay Ayachit, AVP ER, Hindalco Ltd-Birla Copper. Mr. Ayachit interacted with students on
importance of Industrial Relations and its disruptions. He also touched upon how proper communication can help in building
strong relationship between employer and labour unions. The next speaker for the session was Mr. Chirag Shah, Associate
General Manager HR, Adani Ports & SEZ Ltd. Mr. Shah focused on corporate set up and team building. He also introduced
real life example of how HR policies proportionately relate to employee engagement. The 3rd speaker for the session was Mr.
Dhruwang Mehta, General Manager & Head HR at Deepak Phenolics Ltd. Mr. Mehta enlightened students on working flow
from employee experience to employee engagement. He also spoke about strategies to be adopted for employee satisfaction
and value development. The 4th speaker for the session was Mr. Ravi Shankar, Senior VP HR at Wellspun India Ltd. Mr. Shankar
discussed about HR engagements towards different behavioural problems and challenges. Further, he added about legal and
technological disruptions in Human Resource Management.
It was pleasure having these experts for educating students with all their skills, knowledge and experiences.
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GUEST LECTURE BY

ALUMNI SESSION BY

Mr. Manish Thaker, Associate General Manager HR at Adani Ports

Mr. Praveen Garg Offshore Advisor Dubai Petroleum

T

T

impacting on education, the workplace and our life. To cope with the increasing pace and change of modern life, people need new

interesting insight or rather speaks about his profile in different oil

skill set or enhance the acquired skill set.

& gas company where he worked in technical department and how

he SPM Guest Lecture Committee invited Mr. Manish Thaker, Associate General Manager HR at Adani Ports for
enlightening students on “Becoming Corporate Ready”. “In a constantly changing environment, having relevant skills is an
essential part of being able to meet the challenges of professional life.” as quoted by Mr. Thaker. He spoke on how dramatic

changes in global economies over the past five years have been matched with the transformation in technology and these are all

The session began with simple story of tortoise and rabbit
and through the course of session he made this simple story
complex to explain us how having varied skill set with one
master skill can help us to grow in our corporate careers and

he Alumni relation committee of SPM PDPU invited Mr.
Praveen Garg of batch (2006-2008) E&I for alumni session.
Mr. Garg start’s the session began with formal introduction

of him and describe various positions he worked at, He gives a very

being a non-engineering graduate he handles the various projects
he worked on, Mr. Garg explain to various students that being an
engineer or non-engineer is irrelevant to the management profile
it’s just about the on-field training.

how we can build a team of people with varied skills and these

In the second half of the lecture he explained drilling process

skills synchronize to achieve the target with more quality and

and how workers have to undergo various courses to learn new

efficiency.

skills like gas testing, other ins and outs of oil & gas business, He

The session concluded with a deep learning on how an
individual can strike a perfect balance between enhancing

explained the insurance, tax and commutation of oil from different
countries plays a very crucial role in the pricing of the oil.

existing skills and developing a new one. We are very much

In the third leg of the session Mr. Garg takes questions from the

grateful to Mr. Manish Thacker for creating a unique and

students about academics and internships, He explains how

fruitful learning opportunity.

internship is very crucial to learn thing and how you should be on
your toes gain much needed skills. Session shifts again the realms of oil & gas industry where, he discussed situation in middle
east and how USA meddling this industry. Mr. Grag’s session was very informative for the students and he explained the oil
& gas industry very effectively especially from summer internship point of view.
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NAVRATRI (GARBA NIGHT) AT SPM

N

avratri is a festival of “strength”: symbolizing the building of bodily physical strength and inner spirituality. Navratri
holds the significance of ‘’self-purification’’, with the arrival of new season.
Navratri is considered as one of the holiest festivals celebrated in India, mainly Gujarat.

It is a nine-day festival followed by 10th day celebrated as ‘’Dusshera’’ -where we burn the effigies of ‘RAAVAN’, and manifest our
unique culture. This year Navratri began on 9th October, thus celebrating the nine avatars of Hindu Goddess Durga.
School of petroleum management celebrated the auspicious day of Navratri on 10th of October, Wednesday. The event marked its
beginning with the puja of “LORD AMBA”, followed by the performance of lots of different steps of Garba till midnight. Presence
of music band, decorations, traditional outfit of students and idol of LORD AMBA in the center created the perfect environment
of celebration.

SPORTS EVENT AT SPM

S

chool of petroleum management has always shown a great balance of
academia and sports and extra curriculum by participating in various
events in leading B-schools of India. Institute of Management, Nirma

University organized its annual sports fest “Parakram-2018” from 29th
September- 1st October, 2018 where B-Schools from around the country
participated in this 3 days ebullient festival of hard work, teamwork and
passion. 40 sports enthusiasts of SPM participated in different Sports
events of this Fiesta with the integral support of the sports committee
of SPM and the Institute itself. SPM stood the Runner’s up in Volleyball
event and were the Champions of Cricket event. School of Petroleum

While, on Navratri’s 6th day i.e. 15th of October, Pandit Deendayal Petroleum University has organized the Garba event

management congratulates the winners and the participants.

“RANGTAAL’’. All the Garba enthusiasts from within and outside the university participated in the event’s and added joy and
enthusiasm with their presence.
“Sports can work as a great stress buster as it makes you happy and active”. The sports committee at SPM organized an
The lightings of university with graceful Garba steps and joyful expression among the people made the night memorable and
beautiful.

open Table Tennis League for the students of SPM which received an overwhelming response. Over 80 participants divided
into teams of five each with color codes this event started with great enthusiasm and fun. The prerequisite of the event was
less the skills of sport and more of the passion to play. After this entertainment, full event that lasted for two days team
WHITE stood as the best of the best beating team BROWN in Finals.
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FACULTY FOYER
Dr. Tanushri Banerjee, Associate Professor SPM-PDPU has the following contributions towards academic knowledge base:
a) Paper titled “Web Content Analysis of Online Grocery Shopping Web Sites in India” published in International Journal of
Business Analytics (IJBAN) by IGI Volume 5 Issue 4 in October-December 2018 issue.
b) Chapter titled “Designing a Business Analytics Culture in Organizations in India,” accepted for the upcoming book, “Encyclopedia
of Organizational Knowledge, Administration, and Technologies.” By E-Editorial Discovery, IGI Global.
c) Signed a contract with SAGE Publications for my upcoming second book, this being in the textbook category titled “Business
Analytics - Text and Cases”.
d) Designed and organized a workshop on “R for Business Management” for PDPU Masters students on behalf of Business
Analytics Teaching lab at SPM.
Dr. Kaushal Kishore, Faculty (Marketing & Energy Studies) at SPM-PDPU was invited as a resource person for delivering lecture(s)
in 48th Refresher Course on Saturday, November 17,2018 at UGC-Human Resource Development Centre. Dr. Kishore shared his
views on ‘Role of Energy Sector in Overall Development of Indian Economy’.

SPM MIRROR

DARE2COMPETE
Dare2Compete has always stood as a great opportunity for the students in MBA to show their skills, talents, knowledge,
capabilities and to compete with other leading B-schools of India. Students of School of Petroleum Management has always
shown great competency and results in various competitions held in various B-schools of India and was time for one more
Feather on the hat. Five students of SPM PGP-18 E&I batch namely Vatsal Deladia, Sharique Akhtar, Bhavesh Kourani, Vikash
Kumar and Asif Ahmed under the team name “SPM FORCES” participated in the event “BRANDOMANIA-18” organized by
K J Somaiya institute of Management Studies and Research, Mumbai. The objective of the event was to design and develop
a Brand of their own with a Brand name, logo and tagline and to present it in front of Market experts for commercialization
through your Marketing Strategies. The team beating 150 other teams, cleared the first round of online Quiz and reached
the second round of online submission of Brand outline. The brand “BIO-bartan” was shortlisted as one of the top 5 brands
of the competition and was called at KJ Somaiya, Mumbai for the 3rd and final round of presentation. The product of the
SPM FORCES was biodegradable utensils made from leftover of paddy straw with the social objective of reducing the
pollution menace in northern plains of India due to crop burning. SPM stood second after KJSIMSR as the winner and were
complimented by the judges for the uniqueness of the idea. School of Petroleum management congratulates the team
members and wishes luck for their future endeavors.

Professor Sudhir Yadav, presented a paper at New York Conference on “Marketing Capabilities for Internationalization”. He also
chaired the session at the conference.
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PGP’17
GOPAL PARMAR | RIDDHI THAKKAR | ISHA GANDHI | AASTHA SINHA
VYOM SHAH | DHRUVAL PATEL | KRUTIKA AYACHIT | RICHA TIWARI

PGP’18
JAYDEEP MULCHANDANI | SHIVANGI SHARMA | ALAY PATEL | KANAN RAVAL
VATSAL DELADIA | ANANTIKA MALLIK | KRISHNA BHATT | ANJALI KATARIYA
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