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ExecutiveISummary 

 

TheIpresentIstudyIisIbasedIonIRelianceIJioIInfocommILimitedIwhichIisIpopularlyIknownIasI 

RelianceIJio.ItheImainIaimIofItheIresearchIisItoIidentifyItheIoverallIimpactIofIRelianceIJioIon 

ItheItelecomIindustryIofIIndia.IWithItheIbaseIofI1.19IbillionIsubscribers,ItheIIndianItelecomIin

dustryIisItheIsecondIlargestItelecomIsectorIinItheIentireIworld.ITheIbusinessImodelIisIdefinedI

asItheIplanIwhichIisIdevisedIandIimplementedIbyIcompaniesIwithIanIobjectiveItoIcarryIoutIsu

ccessfulIoperationsIandIactivitiesIinItheIlongIrun.I 

 

TheIbusinessImodelIofIRelianceIJioIalsoIincludesIaIpartnershipIwithIeightIdifferentIglobalIbran

dsIinItheItelecomIindustryIwhichIareIMTS,IMilicom,ITeliaSonera,IOrange,IBritishITelecom, 

IRogers,ITimIandIDeutscheITelecom.IForIconductingItheIpresentIstudyIinItheImostIeffectiveI 

mannerIinductiveIapproachIhasIbeenIadopted.IFurther,IinterpretivismIphilosophyIhasIbeenIado

pted,IsampleIsizeIofI10ImanagersIworkingIinIRelianceIJioIhasIbeenIundertakenIandIprimaryId

ataIhasIbeenIobtainedIwithItheIhelpIofIquestionnaireIfromItheImanagersIworkingIinIReliance. 

 

TheIentireIanalysisIcarriedIoutIhasIsupportedIinIknowingIthatItheIoverallItelecomIindustryIofII

ndiaIhasIbecomeIveryIcompetitiveIandIlargeInumberIofIplayersIareIoperatingIinIthisImarket.ID

ifferentIcompaniesIareIintroducingIdifferentIplansIsoIasItoIretainIcustomersIandIsatisfyingItheir

IoverallIneedsIinItheIbestIpossibleImanner.IPrimaryIanalysisIhasIclearlyIsupportedIinIknowingI

thatIwithItheIpresenceIofIlossIstrategyIRelianceIJioIhasIbeenIpositivelyIbenefitted.IOneIofItheI

mainIrecommendationIisIassociatedIwithIconductingImarketIresearchIonIcontinuousIbasisIasIth

roughIthisIitIwillIbecomeIpossibleIforIRelianceIJioItoIunderstandItheIactualIneedIandIrequirem

entIofItheItargetImarket 
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I. Introduction 

 

 

 

MissionIandIVisionIofItheIcompanyI– 

ToIbeIaIresponsibleIcorporateIcitizenInurturingIhumanIvaluesIandIconcernIforIsociety.IToIimp

roveItheIlivesIofIlocalIcommunityIinIallIourIprojects.IToIbeIaIpartnerIinInationIbuildingIandIc

ontributeItowardsIIndia’sIeconomicIgrowth. 

 

InItheIpresentIscenario,ItheIcompetitionIamongIbusinessesIoperatingIinItheItelecomIindustryIof

IIndiaIhasIbecomeIveryIintense,IandInowIitIhasIbecomeIveryIcomplicatedIforIcompaniesItoIsu

stainIinItheImarketplace.ICurrently,IIndiaIhasIbeenIrecognizedIasItheIsecondIlargestIandItheIm

ostIpotentialIcommunicationIsectorIinItheIworldI.ItIcanIbeIexpressedIthatIaIsubstantialInumber

IofItheIsubscriberIbaseIofI1.19IBillionIisItheIcriticalIfactorIwhichIhasIcontributedItoIsuchIrapid

IgrowthIandIdevelopmentIofItheIIndianITelecommunicationIindustry.IOverItheIpastIdecade,Ithe

InationIhasIwitnessedIdrasticIchangesIandIgrowthIonItelecomIsectorIandIatItheIsameItime,ItheI

telecomIsectorIhasIcontributedIaIlotItoItheIoverallIdevelopmentIofIIndia’sIGDP.IApartIfromIth

is,IstrongIdemandIfromIcustomersIisIalsoIaIcriticalIfactorIwhichIisIcontributingItoIlong-

termIgrowthIandIsustainabilityIofItheItelecommunicationIindustryIofIIndia. 

 

Currently,ItheIIndianITelecomIindustryIisIalsoIcontributingItoIeconomicIdevelopmentIofItheIco

untryIbyIcreatingIadequateIandIcompellingIopportunitiesIforIemployment.IItIcanIbeIassertedIth

atIinItheInextIfiveIyears,ItheIindustryIisIexpectedItoIcreateImoreIthanIfourImillionIindirectIand

IdirectIjobsIwithinItheInationI. 
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TheIpresentIstudyIisIbasedIonIRelianceIJioIInfocommILimitedIwhichIisIpopularlyIknownIasIR

elianceIJioIwhoseIentryIhasIresultedIinIcreatingIaItransformationIofItheIentireItelecommunicati

onIindustryIofItheIcountry.IRelianceIJioIisIalsoIconsideredIasItheIgameIchangerIinItheIwholeI

market,IandIitsIentryIhasIadverselyIaffectedItheIsales,Iprofits,ImarketIshareIandIcustomerIbaseI

ofItheIexistingImarketIplayersIsuchIasIAirtel,IIdea,IVodafone. 

 

TheIservicesIofferedIbyIRelianceIJioIareIinnovative,IhighIsatisfactoryIandIatItheIsameItime,Ith

eIbrandIhasIemployedIaIlowIpriceIstrategy.ITheIresultIofIthisIisIthatIRelianceIJioIhasIbeenIabl

eItoIpenetrateItheIIndianItelecommunicationIindustryIwithinIaIshortIspanIofItimeI.ITheIstudyI

willIoutlineIaIbusinessImodelIofIRelianceIJioIwhichIhasIplayedIaIcriticalIroleIinIbringingIinno

vationsIinItheItelecomIindustryIofIIndia. 

 

 

ResearchIQuestions: 

 WhatIisItheIpresentIsituationIofItheIIndianITelecomIIndustry? 

 WhatIareItheIkeyIattributesIinItheIbusinessImodelIofIRelianceIJio 

 WhatIareItheIwaysIinIwhichIrelianceIJioIhasIaffectedIotherIplayersIinItheItelecomIindu

stry 

ofIIndia? 

 HowIRelianceIJioIhasIdominatedItheIentireItelecomIindustry? 

 WhatIareItheIwaysIthroughIwhichIRelianceIJioIcanIbecomeIleaderIinItheIIndianITeleco

m 

Sector? 

 

SignificanceIofItheIstudy 

TheIpresentIstudyIisIsignificantIbecauseIitIwillIhighlightItheIkeyIstrategiesIwhichIhaveIbeenIe

mployedIbyIRelianceIJioIwithinItheIIndianImarket.IItIhasIbeenIidentifiedIthatIthereIareIlimited

IstudiesIandIresearchIpapersIconductedIinItheItelecommunicationIindustryIofIIndia. 

However,ImostIofItheIstudiesIfocusIonIprovidingItheIoverviewIofIIndianItelecomIindustry,Iand

InotIaIsingleIresearchIisIdirectedItowardsIidentifyingItheIoverallIimpactIofIJioIonItheItelecomIi

ndustryIofIIndia.IItIcanIbeIassertedIthatIdataIfromIdifferentIprimaryIandIsecondaryIsourcesIwil

lIbeIcollectedIinIthisIstudyItoIunderstandItheIinnovativeIbusinessImodelIandIstrategiesIadopted

IbyIRelianceIJioItoIcarryIoutIitsIbusinessIoperationsIinItheIhighlyIcompetitiveItelecommunicati

onIindustryIofItheIcountry.I 
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I. LiteratureIReviewI 

 

AsIperItheIviewIofIPurkayastha,IKumarI&ILu,I(2017)IwithItheIbaseIofI1.19IbillionIsubscribers

,ItheIIndianItelecomIindustryIisItheIsecondIlargestItelecomIsectorIinItheIentireIworld.IFurtherm

ore,ItheIindustryIhasIemergedIasIoneIofItheImostIpotentialIandIrapidlyIgrowingIsectorIwithinIt

heIcountry.IOnItheIotherIsideIofIthis,IPandaI&IShastri,I(2016)IhasIarguedIthatIIndiaIisIalsoIco

nsideredIasItheIfourthIlargestIapplicationIeconomyIinItheIentireIworld.IItIcanIbeIstatedIthatIthe

reIareItwoIsignificantIreasonsIbecauseIofIwhichItheItelecomIindustryIofIIndiaIisIgrowingIrapid

ly.ITheIfirstIandIforemostIfactorIorIreasonIisIlinkedIwithIincreasingIdemandIofItheIconsumersI

inItheIcountry.ITheIcustomersIinItheIIndianImarketIareInowIlookingIforwardItoIaItelecomIserv

iceIproviderIwhoIcanIofferIservicesIsuchIsIfastIinternetIconnectivityIandIefficientImobileInetw

orkIatIpricesIwhichIaffordableIandIconvenient. 

 

 

AccordingItoISharmaI&IPandey,I(2015)ItheIIndianIgovernmentIhasItakenIalmostIeveryIpossibl

eIstepItoIboostIupItheIperformanceIandIgrowthIofItheItelecomIindustry.ITheIstatementIcanIbeIj

ustifiedIbyItheIfactIthatIIndianIgovernmentIhasIdevelopedIeffectiveIstrategiesIwithIanIobjective

ItoIensureIeasyIaccessibilityIofItheItelecomIequipment.IInIadditionItoIthis,ItheIplansIofIgovern

mentIareIalsoIdirectedItowardsIfacilitatingIaIproactiveIandIfairIregulatoryIframeworkIwithIanIo

bjectiveItoIensureIthatIcustomersIinItheIindustryIareIprovidedIwithItheIbestIqualityIofIservicesI

atIpricesIwhichIareIaffordable.I 

 

AsIperItheIviewIofIDhar,I(2016)ItheIIndianIgovernmentIisIsupportingItheItelecomIsectorIbecau

seIitIisIdirectlyIcontributingItoItheIgrowthIandIdevelopmentIofItheIcountry’sIeconomy.ITheIsta

tementIcanIbeIjustifiedIbyItheIfactIthatItheIIndianItelecomIisIexpectedItoIcreateImoreIthanIfour

ImillionIopportunitiesIforIemploymentIinItheIcountry. 

I 

TheIotherInetworkIprovidersIinItheIcountryIusedItoIincreaseItheirItariffIonIfestivalsIandIspecial

Ioccasions.IHowever,IconsideringItheIcaseIofIRelianceIJio,ItheIcompanyIhasIfocusedIonIkeepi

ngIitsItariffIsameIevenIonIspecialIoccasionsIandIholidays.ITheIstrategyIhasIencouragedItheIcus

tomersIinItheIindustryItoIswitchIfromIotherIbrandsItowardsIRelianceIJioIandIatItheIsameItime,

ItheIbrandIhasIbeenIableItoIattainIhighIdegreeIofIsatisfactionIamongIcustomers. 
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ResearchIObjectiveI:  

 

 ToIgainIanIoverviewIofItheIpresentIsituationIofItheIIndianITelecomIIndustry 

 ToIidentifyIkeyIattributesIinItheIbusinessImodelIofIRelianceIJio 

 ToIdefineItheIwaysIinIwhichIrelianceIJioIhasIaffectedIotherIplayersIinItheItelecom 

industryIofIIndia 

 ToIassessItheIkeyIwaysIinIwhichIRelianceIJioIhasIdominatedItheIentireItelecomI 

industry 

 ToIrecommendIwaysIthroughIwhichIRelianceIJioIcanIbecomeIleaderIinItheIIndian 

TelecomIsector 

 

 

 

 

II. ResearchIMethodology 

 
ItIisIoneIofItheImostIimportantIpartIofItheIstudyIthatItakesIintoIconsiderationItheIdifferentItool

sIandItechniquesIadoptedIforIconductingItheIoverallIstudyIinItheImostIeffectiveImanner.IFurth

er,ItheIdifferentIareasIthatIareIcoveredIinItheIresearchImethodologicalIpartItakesIintoIconsidera

tionIresearchIapproach,Idesign,IdataIcollection,IdataIanalysis,IresearchIlimitationsIetc.IEachIan

dIeveryIpartIinItheIresearchImethodologicalIsectionIhasIitsIownIimportanceIandIitIbringsIfavor

ableIresultsIforItheIentireIstudyIinItheIbestIpossibleImanner.I 

 

ResearchIDesign 

 

ConsideringItheIcharacterIofIthisIstudyIwhereItheIforemostIaimIofItheIstudyIisItoIunderstandIt

heIrealIimpactIofItheIRelianceIJioIonItheItelecomIindustryIofIIndiaIandIforIaccomplishingIthisI

aimIdescriptiveIdesignIhasIbeenIadoptedIasIthroughIthisIdesignIit'sIpossibleItoIknowIaboutIthe

ItopicIwithinItheIproperImanner.IItIcauseIproperIanalysisIofItheIsubjectIandIsuccessivelyIallIth

eIkeyIobjectivesIofItheIstudyIareIoftenIaccomplishedIeasily.IThisIisIoftenItheIforemostIreasonI

dueItoIwhichIdescriptiveIdesignIhasIbeenIadoptedIwithinIthisIstudyIinsteadIofIexploratoryIdesi

gn. 

WeIanalyzeItheIimpactIofIRelianceIJioIonItelecomIindustryIinIIndia.IOurIstudyIisIbasedIonIse

condaryIdata;ItheIsourcesIofIdataIareIarticles,Ijournals,Ipaper,Iblogs,IreportIetcIwithinItheIintro

ductionIofIRelianceIJioIwithinItheItelecomIsectorIit'sIaffectedItelecomIindustryIinIvariousIway.

IRelianceIJioIcreateIaIrevolutionIinItelecomIindustryIwithItheirIfreeIdataIpacksIandIfreeIvoiceI

calls.I 
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AfterIfewImonthsIofIfreeIservicesI,IRelianceIJioIgiveIveryIcheaperIplansIthatIaffectIrivalsIsuch

ItonsI.ThereIisIcomparisonIinIdataIplansIbeforeIRelianceIJioIandIafterItheIarrivalIofIRelianceIJ



ioIwhichIshowIchangesIinIdataIplanIandIvoiceIcallIplans.IEarlierIdataIplansIwereIcostlyIandIa

mountIofIdataIisIextremelyIlessIbutIafterItheIarrivalIofIRelianceIJioIdataIplansIareIcheaperIand

IamountIofIdataIisImore.TheIwholeInumberIofIinternetIuserIalsoIincreaseIsinceIRelianceIJioIen

terIwithinItheItelecomImarketIbecauseIbeforeIeveryoneIunableItoIaffordIthoseIcostlyIplansIbutI

plansIareIsuchItonsIcheaperIsoIeveryoneIableItoIaffordIit. 

 

DataIcollectionI 

InIthisIstudyIprimaryIdataIhasIbeenIobtainedIwithItheIassistanceIofIquestionnaireIfromItheIma

nagersIworkingIinIRelianceIJio.IFurther,IquestionnaireIhasIbeenIpreparedIwhereIdifferentIquest

ionsIareIaskedItoItheImanagersIsoIonIrealizeItheIbusinessImodelIofIRelianceIalongIwithItheIke

yItacticsIthatIareIadoptedIbyItheIcorporateIthanksItoIwhichIit'sIbecomeIpossibleItoIinfluenceIth

eIwholeItelecomIindustryIofIIndia.IAsideIfromIthis,IdifferentIarticlesIhaveIbeenIaccessedIthatI

givesIoverviewIofItheIIndianItelecomIindustryIandIthereforeItheIkeyIplayersIthatIareIoperatingI

withinItheImarket.ITherefore,IduringIthisIwayIbothItheIsourcesIareIundertakenIforIobtainingIin

formationIandIit'sIprovedItoIbeIbeneficialIforItheIwholeIresearch. 

 

SamplingI 

ConsideringItheInatureIofItheIpresentIstudyIwhereImainIfocusIisIonIidentifyingItheIkeyIattribut

esIinItheIbusinessImodelIofIRelianceIJioIinItheIIndianImarketIprobabilityIsamplingItechniqueIh

asIbeenIundertakenIwhereIpurposiveIsamplingIhasIbeenIundertaken.ISampleIsizeIofI10Imanage

rsIworkingIinIRelianceIJioIhasIbeenIundertakenIforIobtainingIinformationIfromIthemIinItheIbe

stIpossibleImanner.ITheImainIreasonIdueItoIwhichIpurposiveIsamplingItechniqueIhasIbeenIund

ertakenIasIthroughIthisItheIdataIfromItheIrespondentsIisIobtainedIonItheIbasisIofImainIpurpose

IbehindIconductingItheIstudy.IThisIisItheImainIreasonIbehindIundertakingIpurposiveIsamplingI

techniqueIasIcomparedIwithIothers. 
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DataIAnalysis 

 
ThisIpartIisIlinkedIwithIanalyzingIinformationIsoIasItoIknowItheIactualIresultsIobtainedIafterIc

onductingItheIoverallIstudy.IMainlyItwoItechniquesIofIdataIanalysisIareIpresentIthatIinvolvesIq

ualitativeIandIquantitative.IInIcaseIofIqualitativeItechniqueItheIdataIisIpresentIinItheInonInume

ricIformIandImainlyIthematicIanalysisIisIcarriedIoutI. 

 

IFurther,IdifferentIthemesIareIformedIthatIhelpsIinIknowingItheIrealIresponseIofItheIresponden

tsIandIitIcontributesIaIlotIinIunderstandingIaboutItheIoverallIresultsIinItheImostIappropriateIma

nner.IOnItheIotherIhand,IinIquantitativeItechniqueIstatisticalItoolsIareIadoptedIthroughIwhichIa

nalysisIisIdone.IItIinvolvesIcomputationIofImean,Imode,ImedianIetcIforItheIoverallIanalysis.IIn

ItheIpresentIstudyIbothIdataIanalysisItechniquesIhaveIbeenIundertakenIwhereItheIresultsIhaveI

beenIshownIwithItheIhelpIofIdifferentIthemes.IAlongIwithIthis,IdataIhasIbeenIrepresentedIwith

ItheIhelpIofIpieIcharts,IbarIchartsIandIotherIformIofIdiagramsIforIbetterIunderstanding. 

 

 

 

 

 

III. Results 

 
CASEI1:IAGE 

Interpretation:ItheIinfoIhasIbeenIcollectedIbyItenImanagersIofIRelianceIJioIandIit’sIbeenIanaly

sedIthatImajorityIwhichIisI50%IofItheIentireIrespondentsIwereIaboveI35IyearsIagedI.IInIadditi

onItoItheIpresentI,I20%IofItheIrespondentsIwereIbelowI30IyearsIandIthereforeItheIremainingI3

0%IwereIwithinItheIageIgroupIofI30-35Iyears. 
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CASEI2:IIsIIndianItelecomIindustryIbecomeIveryIcompetitive? 

 

Interpretation:ItheIinfoIhasIbeenIcollectedIfromItenIdifferentImanagersIworkingIinIRelianceIJio

IandIit’sIbeenIanalysedIthatIatItheIpresentI,ItheIdegreeIofIcompetitionIwithIIndianItelecomIind

ustryIhasIbecomeIveryIintense.IOutIofItheIentireItenIrespondentsIfromIwhomItheIinfoIhasIbeen

Icollected,ImajorityIwhichIisI60%IagreesIwithItheImentionedIaboveIfactIandIthereforeItheIothe

rI10%stronglyIagreedIwithIanIequivalentI.IOnItheIoppositeIsideIofIthis,I10%IofItheIrespondent

sIdisagreedIwhereasItheIremainingI20%IstronglyIdisagreedIwithIanIequivalentIsupportedItheIre

sponseIprovidedIbyImajorityIofItheImanagers,IitIareIoftenIassertedIthatItheIIndianItelecomIind

ustryIgoesIthroughItheIstageIofIfierceIcompetitionIandIit’sInotIeasyIforIaIbrandItoIsustainIwith

inItheIindustry.IItIhasIbeenIalsoIanalysedIthatItheInetworkIprovidersIoperatingIinIindustryIface

IseveralIissuesIandIchallengesIinIcontextIofIattractingInewIcustomersIandIretainingItheIoldIone

s. 
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CASEI3I:IJioIhasIadministeredIdigitalItransformationIwithinItheIIndianITelecom 

Interpretation:IFromItheIinfoIcollected,Iit’sIbeenIobservedIthatItheIIndianItelecomIindustryIhas

IundergoneIthroughIdigitalItransformationIdueItoItheIentryIofIRelianceIJioIwithinIanIequivalen

tI.IOutIofItheIentireItenIrespondents,ImajorityIwhichIisI70%IstronglyIagreesIwithIthisIfactIandI

thereforeItheIremainingI30%IagreesIwithIanIequivalentI.ITheIrespondentsIhaveIfurtherIexplain

edIthatItheIservicesIlinkedIwithIvoiceIcallIandImobileIdataIofIrelianceIJioIisIhighIadvancedIan

dIup-

gradedIinItermsIofItechnology.ITheIrespondentsIalsoIexplainedItheIdueItoIJio’sIentryIwithinIth

eIindustry,IotherInetworkIprovidersIareIforcedItoIintroduceIadvancedIandIup-

gradedItechnologyIinItheirIservicesIandIoverallIbusinessIstrategy.I 
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CASEI4:ITheIsalesIandIprofitabilityIofIbrandInameIhasIbeenIaffectedIadverselyIdueItoI

RelianceIJio 

Interpretation:IFromItheIknowledgeIgatheredIthroughIprimaryIsources,IitIhasIbeenIanalysedItha

tItheIentryIofIRelianceIJioIwithinItheImarketIhasIresultedIinIaffectingItheIsalesIandIprofitabilit

yIofIotherIbrandsIoperatingItheItelecomIindustryIofIIndia.IOutIofItheIwholeItenIrespondents,Im

ajorityIwhichIisI40%IstronglyIagreedIwithIthisIfactIwhereasItheIotherI40%IagreedIwithItheIsa

meI.ITheIremainingI10%IofItheIwholeIrespondentsIstronglyIdisagreedIwithItheIactualIfactImen

tionedIabove.IBasedIonItheIresponseIprovidedIbyImajorityIofItheIparticipants,IitIhasIbeenIanal

ysedIthatItheIoverallIvolumeIofIsalesIandIprofitabilityIofIbrandsIlikeIAirtel,IVodafone,IIdeaIan

dIBSNLIareIaffectedInegativeIdueItoIJio’sIentryIinItelecomIindustry. 
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CASEI5:ITheIareaIofIdevelopmentIofIotherIbrandsIaffectedIdueItoIJioIentry. 

 

Interpretation:Iit’sIbeenIalsoIanalysedIthatIasideIfromIsalesIotherIareasIofImobileInetworkIprov

idersIwithinItheIcountryIhaveIalsoIbeenIaffectedIdueItoItheIentryIofIRelianceIJioIwithinItheIm

arket.ITheIinfoIhasIbeenIcollectedIfromItenIdifferentImanagersIworkingIinIJioIandIit’sIbeenIfo

undIthatI10%IofItheIentireIrespondentsIstatedIthatIcustomerIbaseIofIbrandsIlikeIAirtel,IIdea,IB

SNLIandIVodafoneIhasIbeenIsufferingIfromIJio’sIentryIwhereasItheIoppositeI10%IstatedIthatI

profitsIofItheseIcompaniesIhasIbeenIaffectedIdueItoIanIequivalentI.ItheIoppositeI10%IofItheIre

spondentsIexplainedIthatIoverallIoperationsIofIotherInetworkIprovidersIareIaffectedIdueItoIJio’

sIentryIwhereasItheIremainingIandImajorityIofItheIrespondentsIwhichIisI70%IfavouredItheIver

yIfactIallItheImentionedIaboveIareasIofIotherInetworkIprovidersIwithinItheIcountryIareIaffect. 
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IV. DiscussionIandIAnalysis 

 

TheIentireIanalysisIadministeredIhasIsupportedIinIknowingIthatItheIoverallItelecomIindustryIof

IIndiaIhasIbecomeIveryIcompetitiveIandImassiveInumberIofIplayersIareIoperatingIduringIthisI

market.IDifferentIcompaniesIareIintroducingIdifferentIplansIsoIonIretainIcustomersIandIsatisfyi

ngItheirIoverallIneedsIwithinIabsolutelyItheIbestImanner.IPrimaryIandIsecondaryIstudyIhasIsho

wnIthatIpresenceIofIhighIlevelIofIcompetitionIwithinItheImarketIhasIbenefittedIcustomersItonsI

whereIthey'reIableItoIobtainIbigIchoiceIofIservicesIfromItheItelecomIcompaniesIandIsuccessive

lyIit'sIcontributingItonsIinIsatisfyingItheirIneedsIwithinIabsolutelyItheIbestImanner.I 

 

PrimaryIstudyIhasIsupportedItonsIinIknowingIthatIwithItheIhelpIofIRelianceIJioItheIoverallIdig

italItransformationIhasIbeenIadministeredIwithinItheIrightImanner.IvarietyIofItheIkeyIservicesI

ofItheIcompanyIonIwhichIitsIbusinessImodelIdependsIareIhighlyIadvancedIjustIlikeItheImobile

IdataIespeciallyI4GIandIthusItheIvoiceIcallIisIadditionallyIalsoIeffectiveIthatIcontributesItonsIi

nIenhancingItheIsatisfactionIlevelIofItheItargetImarket.IWithItheIdoorwayIofIRelianceIJioIwithi

nItheImarketItheIotherIplayersIwithinItheImarketIareIadverselyIaffectedIlikeIVodafone,IBsnl,IA

irtelIetc.I 

 

OverallIrelianceIisIfunctioningIwithItheImostIrecentItechnologyIandIthisIisIoftenIoftenItheIfore

mostIreasonIbecauseIofIwhichItheIfirmIisIduringIaIpositionItoIdeliverIadvancedIservices.Iwithi

nItheIIndianImarketIRelianceIJioIisIparticularlyIknownIforItheI4GInetworkIthat'sIhighlyIadvan

cedIandIit'sIuniqueItooIwhereIinternetIareIoftenIaccessedIeasilyIandIit'sIinInoItimeItoo.IThisIisI

theImainIeffectivenessIofIthisInetworkIthatImakesIitItotallyIdifferentIfromIotherIkindIofIteleco

mIbrandsIoperatingIwithinItheImarket.IatIthisIwithinItheIIndianImarketInoIotherIcompanyIisIof

feringIadvancedI4GIservicesIandIonlyIRelianceIhasIbeenIableItoIdoIthisIafterImodifyingItheIbu

sinessImodelIofItheIfirm.IInIshort,ItheIadoptionIofItheInewIbusinessImodelIhasIallowedItoIund

erstandIcompetitiveIadvantageIandIsuccessivelyIit'sIactedIasIdevelopmentItoolIforItheIentireIco

mpanyIwithinItheIbestIpossibleImanner.I 

InItheIIndianImarketIRelianceIJioIisIparticularlyIknownIforItheI4GInetworkIthat'sIhighlyIadvan

cedIandIit'sIuniqueItooIwhereIinternetIareIoftenIaccessedIeasilyIandIit'sIinInoItimeItoo.IThisIisI

theImainIeffectivenessIofIthisInetworkIthatImakesIitItotallyIdifferentIfromIotherIkindIofIteleco

mIbrandsIoperatingIwithinItheImarket.IatIthisIwithinItheIIndianImarketInoIotherIcompanyIisIof

feringIadvancedI4GIservicesIandIonlyIRelianceIhasIbeenIableItoIdoIthisIafterImodifyingItheIbu

sinessImodelIofItheIfirm.IInIshort,ItheIadoptionIofItheInewIbusinessImodelIhasIallowedItoIund

erstandIcompetitiveIadvantageIandIsuccessivelyIit'sIactedIasIdevelopmentItoolIforItheIentireIco

mpanyIwithinItheIbestIpossibleImanner.I                                                                    PgI13 

 



TheIprimaryIanalysisIhasIdirectlyIassistedItonsIinIknowingIthatIdifferentIattributesIwithinItheIb

usinessImodelIofIRelianceIJioIareIpresentIthatIhasIcontributedItonsIinImakingItheIservicesIofIt

heIbusinessImuchImoreIeffective. 

 

IFurther,IitIhasIbeenIidentifiedIthatItheItowersIinstalledIbyItheIcompanyIareIofIfiberIcableIandI

ecoIfriendlyItooIbecauseIofIwhichIitsIoverallIinstallationItakesIplaceIinItheIbestImanner.IInIco

njunctionIwithIthis,ItheIpricingIstrategyIofItheIfirmIisIadditionallyIeffectiveIwhereIit’sIalreadyI

beenIstatedIthatIpricingIofItheIfirmIisIlittleIbitIlowIasIcomparedIwithIotherIbrandsIwithinItheI

market.IWithoutItheIeffectiveIbusinessImodelIitIisn’tIwithinItheIleastIpossibleIforItheIReliance

IJioItoIenhanceIitsIoverallIoperationsIwithinItheImarket.IMoreover,IafterItheIintroductionIofI4

GIserviceItheIentireIscenarioIhasIchangedIwhereIservicesIofIRelianceIareIconsideredItoIbeIhig

hlyIsuperiorIasIcomparedIwithIotherIcompaniesIwithinItheImarket.IRelianceIJioIisIwellIknown

IforIitsI4GIandIotherIkindIofIadvancedIservices.ITheImainIbenefitIisIthatIit’sIunderItheIpurcha

singIpowerIofIpeopleIandIsuccessivelyIthey’reIgoingItoIeasilyIaffordItheIservicesIofItheIRelian

ceIwithinIabsolutelyItheIbestImanner. 

 

V. Limitations 

ConsideringItheIpresentIstudyImainIfocusIisIonIknowingItheIoverallIinfluenceIofItheIRelianceI

JioIonItheIentireItelecomIindustry.IThisIisIdirectlyIrepresentingIthatIresearchIisIonlyIconfinedIt

oIrelianceIjobIwithIrespectItoItheIIndianImarketIandInotIotherIcompaniesIhaveIbeenIundertake

nIinItheIresearchIthatIareIoperatingIinItheImarketIofIIndia.IApartIfromIthis,ItheIoverallIanalysi

sIisIrestrictedItoIoneIcompanyIonlyInamedIrelianceIandIthisIisItheImainIlimitationIassociatedI

withItheIpresentIstudy.IApartIfromIthis,IanotherImainIlimitationIisItimeIwhereItheIresearcherIh

asItoIapproachIdifferentImanagersIworkingIinIRelianceIandIapproachingIdifferentIformIofIman

agersIinIsingleItimeIperiodIisIalsoItimeIconsuming.ISo,IthisIisItheIalsoIoneIofItheImainIlimitati

onIthatIhasIaffectedItheIentireIstudy.ITheseIlimitationsIhaveIactedIasIhurdleIinIaccomplishingIt

heIkeyIobjectivesIassociatedIwithItheIresearch. 

RelianceIJioIhasIbeenIstuckIinIaIdisputeIwithIincumbentIoperatorsIoverIpointsIofIinterconnecti

vity.IJiohasIaccusedIBhartiIAirtel,IVodafoneIandIIdeaICellularIofIprovidingIinsufficientIpointsI

ofIinterconnectivityIleadingItoIcallIdrops.IJioIputIoutIdataIforISeptemberI22,I2017IsayingIover

I12IcroresIoutIofI15IcroreIcallIattemptsIbyIitsIusersIfailed. 

IOfItheI6.13IcroreIcallIattemptsImadeItoIAirtelInetworkIonISeptemberI22,I4.8IcroreIorI78.4Ipe

rIcentIofItheIcallsIfailed.ITheIfailureIonIVodafoneInetworkIwasIhigherIatI84.1IperIcentIwithI3.

95IcroreIcallIdropsIoutIofI4.69IcroreIcalls.ICallsItoIIdeaIsawI3.36IcroreIcallIdropsIoutIofI4.39I

croreIcallsImade.IBhartiIAirtelIhasIhitIbackIatIRelianceIJioIsayingInetworkIconnectivityIissues

IandIcallIdropsIareIdueItoIJio’sIownI“underpreparedness”,IinsufficientItestingIeffortsIandIacqui

ringIaIlargeInumberIofIcustomersIatItheIpre-launchIstageIitself.I 
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IDecreasedIInternetISpeed 

WithIadditionIofIusersItoItheIJioInetwork,ItheIspeedIofIJio'sI4GIdataIservicesIhasIcomeIdownI

drasticallyIafterISeptemberI5.INow,ItheIinternetIspeedIhasIcomeIdownItoI6-

10IMbpsIfromI50MbpsIduringItheIlaunchIstage.IOnIpaper,ItheIdifferenceIisIhugeIbutIinItermsI

ofIaverageIcustomerIuse,IevenIaIspeedIofI8MbpsIshouldIworkIflawlessly.IHowever,ItheIJioIco

nnectionIfacesIfrequentIfluctuationsIhamperingItheIuserIexperience.IUsersIhaveIalsoIcomplaine

dIaboutIvaryingIspeedsIdespiteInoIchangeIinIlocation.I 

 

IBuggyIJioIApps 

TheIRelianceIJioIappsIhaveInotIshownIconsistentIperformance,IbutItheIideaIofIfreeIcontentIsits

IprettyIwellIwithItheIIndianIaudience.ITheIJioITVIappIisIsubjectedItoIfrequentIcrashesIandIhas

IaIlongIboot-

time,IwhichIisIalsoItheIcaseIwithImostIappsIreleasedIbyIJio.IInIourIexperience,ItheIJio4GVoic

eIisIoneIofItheIglitchiestIJioIapps.ITheIappIoftenIfailsItoIloadIandIwhenIitIdoes,ItheIexperience

IisIprettyIlaggy.I 

 

ILackIofIVOLTEISupportIinIOlderIPhones 

AllIthoseIwhoIdon'tIhaveIVOLTEItechnology-

supportedIphonesIcannotImakeIvoiceIcallsIwithoutItheIuseIofIJio4GVoiceIappIwhich,IasImenti

onedIabove,IseemsIbuggy.IThisIoneIdrawbackImakesItheIlucrativeIfreeIvoice-

callingIfeatureIobsoleteIforImostInewIconsumers.IApartIfromItheIVOLTEIsupport,ImostIIndian

IsmartphoneIusersIareIstillIstuckIwithI3GIphones.ITheIJioIsimsIwon'tIbenefitIthemIinIanyIway. 

 

IBatteryIConsumption 

RelianceIJioIhasIlaunchedIitsIinternetIservicesIonItheI4GIband.IWithInotImuchIdifferenceIinIth

eIratesIofI2GIorI3GIservicesIandI4GIconnection,InewIusersIareIincliningItowardsIJio.ITheIonl

yIconstraintIwithI4GIservicesIisIthatItheyItakeIaItollIonItheIphone'sIbattery,IforcingItheIuserIto

IchargeIitIrepeatedly.IWithInoI2GIorI3GIoptions,ItheIuserIcan'tIswitchItoIaIslowerIconnectionIt

oIsaveIbattery. 
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VI. ConclusionI 

 

TheIafterIeffectsIofIlaunchIofIJioIisIlikeIaItsunami,IitcompletelyIswallowsIanythingIthatIcomes

IinIfrontIofIit,IjustIlikeIthatIJioIswallowedIeveryIcompetitor,ItakingItheIlifeIoutIofIthem,Iforcin

gIthemItoImoveIorIexitIorImerge.IData,IdataIinIthisIeraIisItheInewIOil.IAncientIcivilizationIpr

osperedIwhenIthereIwasIaIriver,ItheImodernIcivilizationIprospersIwhenIthereIisIinformationIav

ailable.IAsIrightlyIsaidIinIaIspeechIbyIMr.IMukeshIAmbani,IinformationIwillIleadItoIIndiaIout

IofIpoverty,IoutIofImiseryIthusIitIisIlikeIOil.IWithItheIincreaseIinItheIdataIconsumptionIandIev

eryIhumanI 

beingInowIrelyingIandIgettingIaddictedItoIinternet,IJioIhasIcreatedIaIperfectIopportunityIforIits

elf.IByIenticingIfreeIcallsIforItheIendIusersIandIthenItemptingItheIusersIforIfreeIdataIinItheIbe

ginningIandInowIcheapIdata,IonceItheIhabitIisIformedIitIwon‟tIbeIdifficultIforIthemItoretainIth

eIconsumers.IJioIhasIalreadyIannouncedIitsIfutureIplansIofIcreatingIhugeIlibrariesIofI10Imillio

nIsongs,I6000ImoviesIandI60000IvideoIsongs,I1IlakhIepisodesIofITVIshowsIinImoreIthanI10Il

anguages.IWeIcanIderiveIthatIinItheIcomingIdaysIthereIcanIbeImassiveIinvestmentIinItechnolo

gyIdrivenIsectorsIandIentertainmentIsectorIwithIeachIandIeveryIJioIuserIhavingIaccessItoI4GId

ataIwithIasIlowIasI50IperImonthIandIthusIJioIisInowIunstoppable.IItIisIaIbullIwhichIhasIbeenI

nowIsetIfreeIinItheIindustryItoIofferIanythingItheyIwantIatItheIlowestIprice.IFromIallItheIfindi

ngsIandIanalysis,IweIconcludeIthatIafterItheIlaunchIofIJiotheIeconomicIstructureIofItheImarket

IisIstillItheIsame,IbutItheIlevelIofIcompetitionIhasIgrownIunexpectedly.IIfIJioIcontinuesIatIthis

Ipace,IitIwillIcompletelyIredefineItheITelecomIsectorIinIIndiaIandIaInewIPostIJioIeraIwillIbeIf

ormedIinItheIsectorIwhereIanythingIandIeverythingIisIpossible.TheIstate-

runIcompanyIhasIaIstrongImarketIpresenceIinItermsIofInetworkIreach,IparticularlyIinItheIstates

IlikeIKerala,IHimachalIPradesh,IPunjab,IOdhisa,IandIHaryana.ITheIcompanyIwillIbeIannounci

ngIzeroIvoiceItariffIplansIfromI2017IwhichIcouldIbeIlowerIthanIthatIofIJIO. 

BSNL’sIbroadbandIusersIwillIbeIgettingIbenefittedIfromItheInewIplans,ItheIcompanyIstated.IT

heIideaIisItoIrerouteItheIoutgoingIcallsIfromItheIusers’ImobileIphonesIthroughItheirIlandlines. 

BSNLIsurelyIhasIputIaItonneIofIpressureIonItheIotherItelecomIcompaniesIsuchIasIAirtel,IIdea,

IandIVodafoneItoIcutIdownItheirItariffsIbyIsomeImargin. 
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VII. Recommendations 

 

OnItheIbasisIofIconclusionIvariousIrecommendationsIareIpresentItoIRelianceIJioIsoIthat 

overall 

 

IOneIofItheImainIrecommendationIisIassociatedIwithIconductingImarketIresearchIonIperform

anceIofItheIfirmIcanIbeIeasilyImanagedIwithItheIhelpIofIcontinuousIbasisIasIthroughIthisIitIwi

llIbecomeIpossibleIforIRelianceIJioItoIunderstandItheIactualIneedIandIrequirementIofItheItarge

tImarket.IThisIwillIassistIaIlotIinImodifyingItheIexistingIservicesIandIintroducingItheInewIoneI

soIasItoIoperateIefficientlyIinItheIoverallImarket. 

 

IObtainingIcustomerIfeedbackIonIcontinuousIbasisIisIalsoIvitalIasIwithItheIhelpIofIthisIitIwil

lIbeIpossibleItoIknowIwhetherItheIcustomersIareIsatisfiedIwithItheIrangeIofIservicesIofferedIto

IthemIorInot.IAlongIwithIthis,IifItheIsatisfactionIlevelIofIcustomerIisIlowIthenIinIsuchIcaseIRe

lianceIJioIcanImodifyIitsIservicesIaccordingly. 

 

IMoreIfocusImustIbeIonIbuildingItheIadvancedIservicesIasIinItheImodernizationIitIisInecessa

ryIforItheItelecomIbrandsItoIofferIadvancedIservicesIthatIcanIassistIinIprovidingIconvenienceIt

oItheIcustomerIandIinIturnIcanIleadItoIriseIinItheIperformanceIlevelIofItheIbrandIalso.ICompa

nyImustIidentifyIinIcontinuousIbasisIlikeIwhatIformIofItechniquesItheyIcanIadoptIforIdeliverin

gIbetterIservices. 

 

IMainIfocusImustIbeIonIresearchIandIdevelopmentIasIthisIisIquiteIcrucialIareaIwhereIproperI

researchIcanIassistIaIlotIinItheIintroductionIofItheIlatestIservicesIandIinIturnIitIcanIbecomeIone

IofItheImainIreasonIbehindIsuccessIofItheIfirmIinItheImarket.IThisIwillIdirectlyIcontributeIaIlo

tIinIenhancingItheIlevelIofIcustomerIsatisfactionIandIcanIassistIaIlotIinIgainingIcompetitiveIad

vantageIalso. 
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ICustomerIretentionIisImostIcrucialIinItheIentireItelecomIindustryIandIitIisIrecommendedItoI

RelianceItoIfocusIonIthisIaspectIinItheIeveryIpossibleImanner.ITheIcompanyIisIrequiredItoIado

ptIeveryIformIofItacticIthroughIwhichIcustomersIcanIbeIretainedIeasily.IThisIisIpossibleIbyIoff

eringIdiscountIonItheIservicesIofferedIorIotherIformIofIattractiveIservices.IThisIcanIassistIaIlot

IinIinfluencingItheIpurchaseIbehaviourIofItheItargetImarketIandIinIturnIcanIdeliverIdifferentIbe

nefitsItoItheIbusinessIalso 

 

 

ICompetitorIanalysisIisInecessaryIasIthroughIthisItheIstrategyIofItheIcompetitorsIcanIbeIeasil

yIknownIwhatIsortIofIdifferentIactivitiesItheyIareIdoingIandIthroughIthisItheIpresentIperforma

nceIofIRelianceIJioIcanIbeIeasilyIknownIinItheImarket.IOnIcontinuousIbasisIcompetitorIanalys

isIcanIbeIconductedIandIinIturnIRelianceIcanIknowIhowIitsIservicesIareIsuperiorIfromIthoseIof

IotherItelecomIcompaniesIoperatingIinItheIIndianImarket 

 

IMoreImarketingIandIpromotionIrelatedIactivitiesIareIrequiredItoIbeIadoptedIinItheIruralIarea

sIasItheIcustomersIexpectItelecomIservicesIatIanIlowIcost.IThroughIthisIitIwillIbeIpossibleIforI

RelianceIJioItoIattractItheIpeopleIlivingIinItheIruralIareasIandIinIturnIitIcanIprovideIcompetitiv

eIedgeItoItheIbusinessIinItheIbestIpossibleImanner. 

 

IMainIstressImustIbeIonInetworkIcoverageIasIitIisItheImajorIissueIinItheImodernIeraIwhereIc

ustomersIhaveItoIfaceIissueIdueItoIpoorInetworkIandIinstallingItowersIinIdifferentIareasImoreI

superiorIservicesIcanIbeIofferedItoItheIcustomersIinItheImarket. 

 

SoIaboveIareIsomeIofItheImainIrecommendationsIthatItheIcompanyIcanIadoptIsoIasItoImaintai

nIitsIlongItermIperformanceIinItheImarket.IByIworkingIonIallItheseIrecommendationsIitIwillIb

eIpossibleItoIbecomeImarketIleaderIandIinIturnItheIrangeIofIopportunitiesIpresentIinItheIbusin

essIenvironmentIcanIbeIeasilyIgrabbedIwithItheIhelpIofIthis.IAllItheseIrecommendationsIwillIa

ssistIinIcustomerIsatisfaction,IenhancingIbrandIloyaltyIlevelIandIcanIprovideIlongItermIbenefit

sItoItheIbusinessIinItheIbestIpossibleImanner. 
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IX. Appendix 

Questionnaire

IName 

 

1.Age 

 

a) BelowI30 

b) 30-35 

c) AboveI35 

 

 

2.IAtIpresent,ItheIIndianITelecomIIndustryIhasIbecomeIveryIcompetitive? 

 

a) StronglyIAgree 

b) Agree 

c) Neutral 

d) Disagree 

e) StronglyIdisagree 

 

 

3.ITheIentryIofIRelianceIJioIhasIresultedIinIdigitalItransformationIofItheIIndianITelecom 

Iindustry? 

 

a) StronglyIAgree 

b) Agree 

c) Neutral 

d) Disagree 

e) StronglyIdisagree 

 

4.ITheIsalesIandIprofitabilityIofIbrandIsuchIasIAirtel,IVodafone,IIdeaIandIBSNLIhasIbeen 

IadverselyIaffectedIbecauseIofItheIentryIofIRelianceIJioIinItheIindustry? 

 

a) StronglyIAgree 

b) Agree 

c) Neutral 

d) Disagree 

e) StronglyIdisagree 
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5.IWhatIareItheIareasIofIotherIbrandsIwhichIhasIbeenIaffectedIbecauseIofIJio’sIentryIinIthe 

Iindustry? 

 

a) CustomerIbase 

b) MarketIshare 

c) Profitability 

d) Operations 

e) AllItheIabove 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
PgI21 


