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Introduction 

Inclusion of project work in the course curriculum of the B.Com. (Accounting & Finance) 

programme is one of the ambitious aspects in the programme structure. The main objective of 

inclusion of project work is to inculcate the element of research analyse and scientific 

temperament challenging the potential of learner as regards to his/ her eager to enquire and 

ability to interpret particular aspect of the study. It is expected that the guiding teacher should 

undertake the counselling sessions and make the awareness among the learners about the 

methodology of formulation, preparation and evaluation pattern of the project work.  

 There are two modes of preparation of project work 

1. Project work based on research methodology in the study area 

2. Project work based on internship in the study area 

 

Guidelines for preparation of Project Work 
 

1. General guidelines for preparation of project work based on 

Research Methodology 
 The project topic may be undertaken in any area of Elective Courses.   

 Each of the learner has to undertake a Project individually under the supervision of a 

teacher-guide. 

 The learner shall decide the topic and title which should be specific, clear and with 

definite scope in consultation with the teacher-guide concerned. 

 University/college shall allot a guiding teacher for guidance to the students based on her / 

his specialization. 

 The project report shall be prepared as per the broad guidelines given below:  

 Font type: Times New Roman 

 Font size: 12-For content, 14-for Title 

 Line Space : 1.5-for content and 1-for in table work 

 Paper Size: A4 

 Margin : in Left-1.5, Up-Down-Right-1 

 The Project Report shall be bounded. 

 The project report should be 80 to 100 pages 
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Format 

 

1st page (Main Page) 

 

Title of the problem of the Project 

 

A Project Submitted to 

University of Mumbai for partial completion of the degree of 

Bachelor in Commerce (Accounting and Finance) 

Under the Faculty of Commerce  

 

By 

Name of the Learner 

 

Under the Guidance of 

Name of the Guiding Teacher 

 

Name and address of the College 

 

 

Month and Year 

 

 

2nd Page 

This page to be repeated on 2nd page (i.e. inside after main page) 
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On separate page 

Index 

 

Chapter No. 1 

(sub point 1.1, 1.1.1, .... And so on) 

 

Title of the Chapter Page No. 

Chapter No. 2 Title of the Chapter  

Chapter No. 3 Title of the Chapter  

Chapter No. 4 Title of the Chapter  

Chapter No. 5 Title of the Chapter  

   

List of tables, if any, with page numbers. 

List of Graphs, if any, with page numbers. 

List of Appendix, if any, with page numbers. 

Abbreviations used: 
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Structure to be followed to maintain the uniformity in 

formulation and presentation of Project Work  

(Model Structure of the Project Work) 

 

 Chapter No. 1: Introduction 

In this chapter Selection and relevance of the problem, historical background of the 

problem, brief profile of the study area, definition/s of related aspects, characteristics, 

different concepts pertaining to the problem etc can be incorporated by the learner.  

 Chapter No. 2: Research Methodology 

This chapter will include Objectives, Hypothesis, Scope of the study, limitations of 

the study,  significance of the study, Selection of the problem, Sample size, Data 

collection, Tabulation of data, Techniques and tools to be used, etc can be 

incorporated by the learner. 

 Chapter No. 3: Literature Review 

This chapter will provide information about studies done on the respective issue. This 

would specify how the study undertaken is relevant and contribute for value addition 

in information/ knowledge/ application of study area which ultimately helps the 

learner to undertake further study on same issue. 

 Chapter No. 4: Data Analysis, Interpretation and Presentation  

This chapter is the core part of the study. The analysis pertaining to collected data 

will be done by the learner. The application of selected tools or techniques will be 

used to arrive at findings. In this, table of information’s, presentation of graphs etc. 

can be provided with interpretation by the learner. 

 Chapter No. 5: Conclusions and Suggestions 

In this chapter of project work, findings of work will be covered and suggestion will 

be enlisted to validate the objectives and hypotheses. 

Note: If required more chapters of data analysis can be added. 

 Bibliography 

 Appendix 
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On separate page 

Name and address of the college 

 

Certificate 

This is to certify that Ms/Mr _____________________________________has worked 

and duly completed her/his Project Work for the degree of Bachelor in Commerce 

(Accounting & Finance) under the Faculty of Commerce in the subject of 

________________________________________ and her/his project is entitled, 

“______________________________________________________________” under 

my supervision.  

I further certify that the entire work has been done by the learner under my guidance 

and that no part of it has been submitted previously for any Degree or Diploma of any 

University. 

It is her/ his own work and facts reported by her/his personal findings and 

investigations.  

 

 

Name and Signature of 

Guiding Teacher 

 

 

Date of submission:  

 

Seal of the 

College 

Title of the Project 
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On separate page 

Declaration by learner 

 

I the undersigned Miss / Mr. ______________________________________here by, 

declare that the work embodied in this project work titled “________ 

____________________________________________________________________”, 

forms my own contribution to the research work carried out under the guidance of 

________________________________ is a result of my own research work and has 

not been previously submitted to any other University for any other Degree/ Diploma 

to this or any other University. 

Wherever reference has been made to previous works of others, it has been clearly 

indicated as such and included in the bibliography. 

I, here by further declare that all information of this document has been obtained and 

presented in accordance with academic rules and ethical conduct. 

 

 

Name and Signature of the learner 

 

Certified by  

Name and signature of the Guiding Teacher 

Name of the guiding teacher 

Name of the learner 

Title of the Project 
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On separate page 

Acknowledgment  

(Model structure of the acknowledgement) 

 

To list who all have helped me is difficult because they are so numerous and the depth 

is so enormous. 

I would like to acknowledge the following as being idealistic channels and fresh 

dimensions in the completion of this project. 

 I take this opportunity to thank the University of Mumbai for giving me chance to 

do this project. 

 I would like to thank my Principal, __________for providing the necessary facilities 

required for completion of this project. 

 I take this opportunity to thank our Coordinator_______________, for her moral 

support and guidance. 

 I would also like to express my sincere gratitude towards my project guide 

_____________ whose guidance and care made the project successful. 

 I would like to thank my College Library, for having provided various reference 

books and magazines related to my project. 

 Lastly, I would like to thank each and every person who directly or indirectly helped 

me in the completion of the project especially my Parents and Peers who supported 

me throughout my project. 
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2. Guidelines for Internship based project work 

 

 Minimum 20 days/ 100 hours of Internship with an Organisation/ NGO/ Charitable 

Organisation/ Private firm.  

 The theme of the internship should be based on any study area of the elective courses 

 Experience Certificate is Mandatory  

 A project report has to be brief in content and must include the following aspects:  

 Executive Summary:  

A bird’s eye view of your entire presentation has to be precisely offered under this 

category.  

 Introduction on the Company: 

A Concise representation of company/ organization defining its scope, products/ 

services and its SWOT analysis.  

 Statement and Objectives: 

The mission and vision of the organization need to be stated enshrining its broad 

strategies.  

 Your Role in the Organisation during the internship: 

The key aspects handled, the department under which you were deployed and brief 

summary report duly acknowledged by the reporting head.  

 Challenges: 

The challenges confronted while churning out theoretical knowledge into practical 

world.  

 Conclusion: 

A brief overview of your experience and suggestions to bridge the gap between theory 

and practice.  

 The project report based on internship shall be prepared as per the broad guidelines given 

below:  

 Font type: Times New Roman 

 Font size: 12-For content, 14-for Title 

 Line Space : 1.5-for content and 1-for in table work 

 Paper Size: A4 

 Margin : in Left-1.5, Up-Down-Right-1 

 The Project Report shall be bounded. 

 The project report should be of minimum 50 pages 
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Evaluation pattern of the project work 

The Project Report shall be evaluated in two stages viz. 

 Evaluation of Project Report (Bound Copy) 60 Marks 

 Introduction and other areas covered 20 Marks 

 Research Methodology, Presentation, Analysis and 

interpretation of data 
30 Marks 

 Conclusion & Recommendations 10 Marks 

 Conduct of Viva-voce 40 Marks 

 In the course of Viva-voce, the questions may be asked such 

as importance / relevance of the study, objective of the study, 

methodology of the study/ mode of Enquiry (question 

responses) 

10 Marks 

 Ability to explain the analysis, findings, concluding 

observations, recommendation, limitations of the Study 
20 Marks 

 Overall Impression (including Communication Skill) 10 Marks 

 

 

Note: 

 The guiding teacher along with the external evaluator appointed by the University/ 

College for the evaluation of project shall conduct the viva-voce examination as per the 

evaluation pattern 

 

Passing Standard 

 Minimum of Grade E in the project component 

 In case of failing in the project work, the same project can be revised for ATKT 

examination. 

 Absence of student for viva voce: If any student fails to appear for the viva voce on the 

date and time fixed by the department such student shall appear for the viva voce on the 

date and time fixed by the Department, such student shall appear for the viva voce only 

along with students of the next batch. 

 

 

  



The SIA College of Higher Education, Dombivili
PROJECT TOPIC LIST -TY B.COM ( B&I )- SEM V 2016 

Project topics Sign ame of the Student 
SINGH SNEHALATA RAJESH 

Project Guide 

Recruitment and selection in AXIS bank 
SALUNKE ANJALI RAMESH Arogya Vishesh scheme with reference to SVC bank 

RAMYADEVI MURUGAN Fee based services offered by Central bank 

SINGH KUMARI CHANDANI CHHOTELAL education loan in ABHudaya bank 
PAULOSE JOVITHA MERY JOY CRM in banking with reference to Bank od Borada 

RACHHA AAKASH SUBHASH Mr. Mahesh Kandalkar Functioning of IDBI bank 
WARKAR NIYATI SHREEKANT Education loan in ABHudaya bank 

SHINDE SHARVAREE UJWAL Mortage refininacing scheme og HDFC bank 
EZHAVA RESHMA GIRI NRI banking with reference to ICICI bank 
SHIRKE SHIVANI SUBHASH Dr.Delite scheme with reference to Saraswat bank 

RAORANE MANALI RAJENDRA Bancassurance with refernce to SBI bank 

GANDHI SAYLEE SANTOSH Financial analysis with reference to AXIS bank 

VAIDYA PRIYAM NIKHIL universal banking services in ICICI bank 
BOBADE SUSHMIT KUMAR Retail banking in SBI bank 
VIJAYLAKSHMI NAGARAJAN schemes provided by banks in rural areas 

Mr. Hasit Nagaria 
JAYALAXMI DEVANATHAN

YADHAVA CHENTHY VEL MURUGAN 

MUTHUSWAMY

Mastercards with reference to HsBC bank 

Cross selling in SBI 

SONEJI KUNAL NARESH E-Banking in Vijaya bank
YADAV ANKITA Performance Appraisal system in HDFC bank 

ER ED 
GUPTA SURAJ BHALCHANDRA 

Awareness about Mutual fund in Manpada area 



Comparison of DEMAT account provided ICICI bank & Angel 

broking 
BHOSTEKAR TUSHAR KISHOOR 

GAWANDE MAYURI NARAYAN Comparison of financial statement of BOI and DNS bank 

DESHMA SURESH Role of finaancial institution for industrial development 
Mrs. Ranjana mhalgi 

GADA HIRAL RASHMI Merchant banking services provided by SBI and DCB bank 

ACHARYA POORNIMA RAGHAVENDRA| Information technology in Banks 
GAWADE SHRADDHA GANESH Audit in Banks 
BANGERA SAURABH KRISHNA Use of ATM/ DEBIT card &credit card in Sagareli area 

DHUMAL PRATHAMESH MANGESH Comparative study of Loan products of two banks 

KHANAPURKAR SHRUTI PRASHANT Popularity of Post office scheme 
MANTA SALONI MAHESHBHAI

MAURYA PRIYANKA RAMNICHINT
Loans &Advances by bank of Maharashtra 
customer satisfaction regarding ICICI bank 

JADHAV KOMAL SURESH Indian banking System 
JADHAV MADHURI SAHEBRAO Ms. Salochana Nagdev Comparative study of Vijaya bank and Kotak Mahindra bank 

Pradhan mantri jan dhan Yoghana with reference to Union bank of 

India 
KANOJIYA SUNIL RAMKUMAR 

KAMBLI SHRIKANT SHRIPAD Credit control of RBI through monetary policy 
KHAN SABA NURU Housing finance with refence to SBI 

JADHAV MEHUL SURENDRASING The study of NBFC with refernce to Muthoot Finance 

MHATRE PRANALI AVINASH |E- pricing and Online shopping with reference to ICICI bank 
-

PATIL SHIVANI POPAT | Customer awareness 
PATIL JAGRUTI BALARAM Role of Digital CRM in Banking with reference to SBI bank 
NIKAM ARTI ANIL -

Awareness about bank product and service among auto rickshaw 
drivers with reference to SBI bank 

PANDEY ANUPKUMR AJAYKUMAR Mrs. Renu Vernms MAer satisiaction regarding HDFC bank 



PARMAR AMIT KHETARAM 
Micro finance Bandhan bank with respect to Aale goan 

PANICKER ARJUN BHASKARAN 
Customer experience in Disbursement of fHome loan 

PAT!L MAYUR BALARAM 
Markcting of Banking services in Rural arca with reference 

SHENOY ROHIT NARENDRA 
Financial services in banking with referenc to DNS bank 

Customer perception towards Online banking with reference to iiDFC 

bank 
NARWADE MAYURI MUKUND 

EDUCA GHE 

V 



The S.I.A College of Higher Education, Dombivili 
PROJECT TOPIC LIST - TY B.COM ( B&I )- SEM VI 2016-17 

Project topics Sign 
Name of the Student 

SiNGH SNEHALATA RAJESH 
Projeet Guide 

Comparision between traditional life insurance plans and ULIP with ICICI 

and LIC 
Money back policy with reference to LIC SALUNKE ANJALI RAMESH 

RAMYADEVI MURUGAN Comparative study of ICL and BAJAJ ALLIANCE 
SINGH KUMARI CHANDANI CHIOTELAL Travel insurance of Reliance company 
PAULOSE JOVITHA MERY JOY 

Postal insurance scheme
Human resource management in LIC RACHHA AAKASH SUBHASH 

WARKAR NIYATI SHREEKANT Mr. Mahesh Kandalkar |Group insuarnce products of Bajaj allianze
SHINDE SHARVAREE UJWAL Accident insurance 
EZHAVA RESHMA GIRI 

Re-insurance 
SHIRKE SHIVANI SUBHASH 

Pradhan mantri sureksha Bima yojana with refernce to Corporation bank 
KAMBLI SHRIKANT SHRIPAD Role of advertisemment in Insurance sector 

KHAN SABA NURU 
|Reliance Life Insurance 

JADHAV MEHUL SURENDRASING Insurance is a tax saving tool with reference to PNB Met Life 

RAORANE MANALI RAJENDRA Impact of ALM on profitibility of Star Wealth company 
GANDHI SAYLEE SANTOSH Training and development in Kottak life insurance 
VAIDYA PRIYAM NIKHIL Comparative study of public and private and public insurance company BOBADE SUSHMIT KUMAR studty oif customer perception towards LIC of India 

VIJA YLAKSHMI NAGARAJAN 
Marketing of insuarnce products with reference to Bajaj Alliance Co. 

Impact of FDI on insurance sector with SBI life JAYALAXMI DEVANATHAN 

YADHAVA CHENTHY VEL MURUGAN 
MUTHUSWAMY 

Mr. Hasit Nagaria Analysis of Micro insurance in SBI 

EDUCA 
GH 



SONEJI KUNAL NARESH 
Analysis of Fire insurance products with reference to Bajaj Alliance Co. 

YADAV ANKITA 
Property insurance 

KANOJIYA SUNIL RAMKUMAR 
Analysis of consumer Buying behaviour of Kotak life insurance 

JADHAV MADHURI SAHEBRAO 
career opportunities in LIC 

GUPTA SsURAJ BHALCHANDRA 
A comparative analysis of ULIP with Mutual fund 

BHOSTEKAR TUSHAR KISHOR Awareness of life insurance product of LIC in Dombivili city 

GAWANDE MAYURI NARAYAN 
|Awareness of Sukany samriddi yogana of post office 

DESHMA SURESH comparision of Financial statements of Two Insurance companies ( Bajaj 

|Allianz insurance and aviva life insurance) 

Employee insurance GADA HIRAL RASHMI 

ACHARYA POORNIMA RAGHAVENDRA Mrs. Ranjana mhalgi comparison of product of oriental and national insurance company 

GAWADE SHRADDHA GANESH Awareness of insurance products among students 

BANGERA SAURABH KRISHNA |Awareness of vehicle insurance in Dombivili city 

DHUMAL PRATHAMESH MANGESH Awareness of Insurance products in Dombivili area 

KHANAPURKAR SHRUTI PRASHANT Study of Mediclaim policy and its responsiveness among dombivili residents 

MANTA SALONI MAHESHBHAI ULIP as an Investmnent tool 

MHATRE PRANALI AVINASH IT in Insurance se ctor 

PATIL SHIVANI POPAT Awareness about PM Jeevan Bima Yojana 
PATIL JAGRUTI BALARAM 

Recruitment and Selection Process of KOTAK Life insurance 

Importance of Fire Insurance to Shopkeepers NARWADE MAYURI MUKUND 

NIKAM ARTI ANIL Awareness of mobile insurancee 

PANDEY ANUPKUMR AJAYKUMAR comparative study of ICICI lombard and BAJAJ ALLIANCE Mrs. Renu Verma PARMAR AMIT KHETARAM | Motar insurance with reference to LIC 

PANICKER ARJUN BHASKARAN General insurance with respect to TATA AIG 



The SIA College of Higher Education 
P-88, MIDC Residential Area, Dombivli Gymkhana Road, 

Near Balaji Mandir, Dombivli (East), 421 203 

Date: 1 Nov,2017 

Project Notice 

All TYB&I students are here by informed that the last date for submission of Semester-V 

Projects is 20" Nov.2017 failing which Projects will not be accepted and students will not be 

allowed to appear for Viva 
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The SIA College of Higher Education 

Project Guide List 2017-18 (TYB&) 

Semest7 
Roll No. Name of the student SR.NO. Project Guide 

BF14020 
BF14064 

JAGANI HIMANI DINESH 
SAPHALYA DHVANI SUDHAKAR 

BF15001 |Aley Darshana Santosh 
BF15002 AMIN MITHUN JAYAKAR 
BF15003 AMIN DISHANK RAMCHANDRA 
BF15004 Anjarlekar Siddhi Sanjay 
BF15005 BANDRE SONALI PRABHAKAR 

8 BF15006 Bhoir Viraj Kantilal Mrs Ranjana Mhalgi 
BF15007 Chavan Advait Shyam 9 

10 BF15010 DHANAWADE SIDDHI GANESH 
1IBFI5012 DUBEY BHAVIKA UDAYBHAN 
12 BF15013 DURGAVALE NEHA VIJAY 

13 BF15014 Gurud Ashwini Shyam 

14 BFI5058 Veena Jayaprasad Premalatha 

15 BF15059 Vishwakarma Sunita Ramkeval 
KUMA VAT NAT WAK BFI50/0 RANCUODARANA 16 

BF15015 Gounder Priyadarshini Somasundaram 
2 BF15016 GOWDA UDAY RAMESH 

BF15017Gupta Pooja Rajnarayan 
Ingawale Dipali Balasaheb 

BFI5019 lyer Vaishak Seshadri 

KANNAUJIYA REENAA 

3 

4 BF15018 
5 

BF15020 
BFI5021 
BF15022 Kulal Jatin Devadas 

7 Kashyam Shubham Abhimanyu 

8 Mr.Mahesh Kandalkar 

9 BFI5023 Kunder Sushmita Sudhakar 

10 BF15024 LAXMI BALKRISHNAN RAMANI 

11 BF15025 MAURYA PRITI OMKAR 
12 BF15026 Menon Anjali Anilkumar 

13 BFI5027 Meta Moumita Sunil 

LEGE 14 BF15056 Shriwardhankar Shubham Pradeep 

BF15057 
16 BF15068 

15 Tripathi Vaishali Premkumar 

Koli Suraj Ramu Anjamma 
17 BTI 7075 Lakshmi Murugesh Iyer 



The SIA College ofHigher Education 

Project Guide List 2017-18 (TY B&) 

BF1S028 Mhatre Prasad Bharat 
BF15029 
BF15030 

MIJAR ANIKET NARAYAN 
MISHRA DIVYA RAJESH 

BF15031 Moolya Vidisha liannappa 
BF15032 Morye Akshata Narendra Namita 

BFI5033 NAIR AAKARSHA SURESH 
BEI5034 Nair Rhea Sajeev 

BF15035 Pandey Upasana Vinodkumar Mrs.Renu Verma 
BF15036 Pandharkame Madhuri Narendra 9 

10 BF15037 PATHADE PRANITA SHIVA.JI 

BF15038 Pawar Rohan Shivaji 

PAWAR POOJA RA.JU 

11 

12 BF15039 
13 BF15040 PAWAR HEMA CHANDRAKANT 

14 BF15042 POOJARY YASHITA SHANKAR 

BF15060 Yadav Chandresh Shyambihari 

RAKHECHA AJAY GOVINDLAL 

15 

16 BF16074 

Prajapati Seema Kanhaiyalal 

PRAJAPATI ANAJALI DEVILAL 

BF15043 
BF15044 

BF15045 Pujare Nikhil Sunil 

BF15046 
3 

4 Salian Ashika Anand 

BF15047 Sawant Sameer Chandrakant 

BF15048 SHAIKH SAKINA RAJYAK 

BFI5049 Sharma Darshana Vinod 

BF1S050Shind Shubham Sachin 

BF15051 

8 Mr.Hasitkumar Nagariya 
9 Shinde Dhanashri Deshraj 

10 BF15052 SHINDE SIDDHESH SANJAY 

BF15053 
BF15054 
BF15055 

11 SINGH POOJA NARENDRA 

12 SINGH KAVITA AVADHESH 

SINGH KAJAL RAJESH 13 
14 BF15061 SAWANT AKSHATA VINAYAK 

15 BFI5062 Pednekar Manali Jayprakash 

16 BF15063 Bane Sarvesh Subodh 

DOMEMu 



funaged by The South Indian Association, Dombivli 
The S.I.A College of Higher Education 
P-88,. R MIDC Residential Arca, Dombivili Gymkhana Road, Near Balaji Mandir, Dombivili (East), 421 203. 

Academie Year 2017-18 
SEMESTER V PROJECT VIVA ATTENDANCE RECORD 

CLASS TY B COM ( BANKING & INSURANCE 

DATE: 11TH DEC,201 

SR NO Student ID HALL TICKET NO Student Name SIGN 

1 BF14020 2010452 lagani Himani Dinesh 
2010 595 Saphalya Dhvani Sudhakar 

2010359 Aley Darshana Santosh 

2 BF14064 

3 BF15001 CRsHANA 

BF15002 2olo 363 Amin Mithun Jayakar 

BF15003 20o 262. Amin Dishank Ramchandra 

2olo364 |Anjarlekar Siddhi Sanjay 6 BF15004 

7 BF15005 2010369 Bandre Sonali Prabhakar ouced 

8 BF15006 2010 376 Bhoir Viraj Kantilal 

9 BF15007 20 10 388Chavan Advait Shyam 

10 BF15010 2010 4 OS |Dhanawade Siddhi Ganesh 
nale 

Neka 
11 BF15012 204 !| Dubey Bhavika Udaybhan 

2010413 Durgavale Neha Vijay 

20t0433 Gurud Ashwini Shyam 

201042 Gounder Priyadarshini Somasundaram 

12 BF15013 

13 BF15014 

14 BF15015 

2010423 |Gowda Uday Ramesh 
15 BF15016 

16 BF15017 2010uL? Gupta Pooja Rajnarayan 

17 BF15018 20 044 0Ingawale Dipali Balasaheb 

18 BF15019 o lo44 yer Vaishak Seshadri 

BF15020 2010 464 |Kannaujiya Reena Achechhelal 
19 

BF15021 2010 Kashyam S Shubham Abhimanyu 
20 

BF15022 201049 Kulal Jatin Devadas ahqRaula 

21 

BF15023 201043 Kunder Sushmita Sudhakar 
22 

nder HIGHS 

23 BF15024 2016 352 Laxmi Balkrishnan Ramani 

24 BF15025 201o So Maurya Priti Omkar 

DOMBIVL 



.88, NIDC Residential Area, Dombivili Giymkhana Road 

CLASS 
TY B COM ( BANKING & INSURANCE 

uth Indian Association, Dombivli 
Managed by 

he S.l.A College olligher Education 
Balaji dir, Dombivili (East), 421 203. 

Academie ear 2017-188 
Vear. 

IESTER V PRO, OJECT VIVA ATTENDANCE RECORD 
EMES 

DATE: 11TH DEC, 2011 

25 BF15026 OI05 |Menon Anjali Anilkumar 

BF15027 2010513 Meta Moumita Sunil 26 

27 BF15028 2olo S 6 Mhatre Prasad Bharat 
BF15029 20105 1Mijar Aniket Narayan 28 

BF15030 20 1o5a Mishra Divya Rajesh 29 

30 BF15031 2ol5)3 Moolya Vidisha Hennappa 
31 BF15032 20 10S26 Morye Akshata Narendra Namita Akshola 

32 BF15033 2010 528 INair Aakarsha Suresh 

BF15034 20lo53 55 

20 10544 

33 Nair Rhea Sajeev 

34 BF15035 |Pandey Upasana Vinodkumar 

BF15036 0105 8 |Pandharkame Madhuri Narendra 35 

36 BF15037 Pathade Pranita Shivaji 

BF15038 2010564 Pawar Rohan Shivaji Kohan 37 

BF15039 2.010S63 Pawar Pooja Raju Ra 38 

BF15040 201o S6 Pawar Hema Chandrakant 39 

hita Shankar 
BF15042 2010573 Poojary 40 

rippeh 

nia 

2010SAS Prajapati sSeema Kanhaiyalal 
41 BF15043 

BF15044 20105 t4_ Prajapati Anejali Devilal 
42 

43 2olo5TT Pujare Nikhil Sunil 
BF15045 

44 2010Sg2 |Salian Ashika Anand 
BF15046 

47 20 06 0| Sawant Sameer Chandrakant 

2010605 Shaikh Sakina Rajyak 

45 BF15047 meer 
46 BF15048 

Sharma Darshana Vinod 
47 BF15049 2010G08 

2ot 0 618 Shinde Shubham Sachin 
48 BF15050)

20106 |4 ShindeDhanashri Deshraj Sude 49 BF15051 



Managed by The South Indian Association, Dombivli 
The S.l.A College of Tligher Education p.S8. IDC Residential Area, Dombivili (Gymkhana Road, ear Balaji Mandir, Dombivili (East), 421 203. 
Academic Year 2017-18 

SFMESTFR V PROJECT VIVA ATTENDANCE RECORD CLASS TY BCOM (BANKING & INSURANCE 
DATE: 11TH DEC,2011 

BF15052 201061 50 Shinde Siddhesh Sanjay 
BF15053 2010628|Sirngh Pooja Narendra 51 

52 BF15054 2o10626 Singh Kavita Avadhesh 

53 BF15055 LOlQ4 25 ingh Kajal Rajesh 

BF15056 2010623 Shriwardhankar Shubham Pradeep 54 

BF15057 2 olOGS1 55 Tripathi Vaishali Premkumar 

56 BF15058 Veena Jayaprasad Premalatha A 
BF15059 20106S2 |Vishwakarma Sunita Ramkeval 57 

2l0663 Yadav Chandresh Shyambihari 
2005933 

BF15060 Chohd 58 

BF15061 Sawant Akshata Vinayak Éaw 
59 

BF15062 2010566 Pednekar Manali Jayprakash 

2ol0S30 |Bane Sarvesh Subodh 

60 

61 BF15063 

BF15068B 204 82 |Koli Suraj Ramu Anjamma 62 

BF15070 2olo442 Kumavat Natwar Ranchodaram 
63 

Rakhecha Ajay Govindlal 
64 BS16074 

lyer Lakshmi Murugesh 
al hmy 

BT17075 2olo4y2 65 

Coordinator 

IGHE 
OF 

TA:9noG} 



The SIA College of Higher Education P-88, MIDC Residential Area, Dombivli Gymkhana Kou Near Balaji Mandir, Dombivli (East), 421 203. 

Department of Banking& Insurance 

Date: 12th March,20118 

Notice 

Semester VI Project submission 

All TYB&I students are here by informed that the last date for submission of 

Semester -VI Projects is 25th March,2018 failing which Projects will not be 

accepted and students will not be allowed to appear for Viva. 

Principal Convener 

ha 91A. 
Luoat 



THE SIA cOLLEGE OF HIGHER EDUCATION 

Department of Banking & Insurance 
T.Y. B.COM(Banking & Insurance) 

Student Project detail Semeslt-VL 20 14 -1& 
university Roll No Student Name 

project title seat noD sign 
BF14020|Jagani Himani Dinesh 

|Hwane Ss O joSuon liu_ Omon tAes BF14064 Saphalya Dhvani Sudhakar 

BF15001 Aley Darshana Santosh 

BF15002 Amin Mithun Jayakar 
BF15003Amin Dishank Ramchandra 
BF15004Anjarlekar Siddhi Sanjay 
BF15005 |Bandre Sonali Prabhakar 

Shop keeDes nsun 
Endacial Accysis of vateasurance Cazpanie 

Childenk LoáaraOce Plao 
nsurance or Self help roup: Kole ofF omeP, ycuye n eIn Su ntn re Cudu On ULIP 

BFI5006 Bhoir Viraj Kantilal 

BF15007|Chavan Advait Shyam 

BF15010 Dhanawade Siddhi Ganesh 
BFI5012Dubey Bhavika Udaybhan icld 

BF15013 Durgavale Neha Vijay 
BF15014 Gurud Ashwini Shyam 

BF15015 Gounder Priyadarshini S 

*** 

Ne 

Rehyemmemt_pem Sim DSNnte deerd io gddmag�f &odvt osed Dy Pell an Ce ibe Lrsu&uno AOm Aadmi Bimo yO Cina uertta vek eute Ho iC 

BF15016 Gowda Uday Ramesh 
la BF15017|Gupta Pooja Rajnarayan 

BF15018 Ingawale Dipali Balasaheb 
BFI5019|Iyer Vaishak Seshadri
BF15020 Kannaujiya Reena Achechhelal 

ustome Salskeion in uaj Alan4onea 
Wa 7CNe ss of inS2 ent amcne Ccnsa n Jehi Vstal nsuaniE 4e_ 
hur Pa2sprhas oMAud nte d AL andl 

HTGH BF15021 Kashyam Shubham Abhimanyy 
DOMBMLI 

N 



Student 
Roll NoStudent Name university 

seat no 
project title sign 

BFI5022 Kula! Jatin Devadas Psoduc of New India Nssus an&a 

BF15023 |Kunder Sushmita Sudhakar 
Bancasrancethetaeng e toFotale lRe Gnsuron ne 
uon Re Port on study huye Pres pect of tic 

1de 

-

BF15024|Laxmi Balkrishnan Ramani 

BF15025Maurya Priti Omkar 

BF15026 Menon Anjali Anilkumar úhzen 
aneenAPpnthniies in laSin ce Sectnanaibhnekneae to lid 

ios uoale d Seoloy -

BF15027 Meta Moumita Sunil 

BFI5028 Mhatre Prasad Bharat 
Mownul Ma.ney back poliy in LC 

ughess Avou eo Pts Ahoud girlau e BFI5029 Mijar Aniket Narayan 

BF15030 Mishra Divya Rajesh New 8ma Told polii LT C 
BFI5031 Moolya Vidisha Honnappa 

BF15032 Morye Akshata Narendra 
YOde 7edi ns Wan ce 

adhan MantmTecun uai Bima aona Ashala 
Awafene55 1e gonding Umb1ella n n uYúrn 

IHccident chim SeHlenent_pvcedtbe_ulhwlC 
Bharg Bhraman.rave lhsuaneAtaz 
walent 1havelinsionte iC loM Pd kuw 

BF15033 Nair Aakarsha Suresh 

BFI5034 Nair Rhea Sajeev 

BF15035|Pandey Upasana Vinodkumar 
BFI5036 Pandharkame Madhuri Narendra 

BFI5037 Pathade Pranita Shivaji 

BF15038 Pawar Rohan Shivaji AAYneSS mona eape aba a Ssaf Koho 
BFI5039P'awar Pooja Raju 

BE15040 Pawar Hema Chandrakant 

BF15042 Poojary Yashita Shankar 

K n Keligae ife nsuTan(e 
Reeusd man Seleen hocr gS OT 0o k insuvNc 
ouence f dyerheerment io l1C 

BFI5043Prajapati Seema Kanhaiyalal 

BF15044|Prajarati Anajali Devilal 

BFIS045|Pujare Nikhil Sunil 
e sele iUYon(a aia onzSnuvo ite Lemp 



ent 
Roll No fudent Name university 

project title sign seat no 
BFIS046| Salian Ashika Anand 

Chdcn oliey2 1s AHn gotpects BFI5047 Sawant Sameer Chandrakant 
BFI5048 Shaikh Sakina Rajyak 

i nuanein Liala unLite LoAaR al TOJrc (mumn~s pol otrrn ataikl e ihan SHA 
BFI5049 Sharma Darshana Vinod 
BF15050 Shinde Shubham Sachin 
BF15051Shinde Dhanashri Deshra 

uCtme Pelatjon Mormgfmtn in luc BF15052 Shinde Siddhesh Sanjay 
BF15053Singh Pooja Narendra 

Aal BF15054Singh Kavita Avadhesh 
Aeayi BF15055Singh Kajal Rajesh 

An3ud 
BE15056|Shriwardhankar Shubham Pradeep 
BF15057 Tripathi Vaishali Premkumar 

BF15058|Veena Jay aprasad Premalatha 

E ene raf vsonce fomer matec t plo ealh LLande 
BFI5059 Vishwakarma Sunita Ramkeval 
BF15060 Yadav Chandresh Shyambihari 

BE15061Sawant Akshata Vinayak 
BFI5062 Pednekar Manali Jayprakash 

nsunanre Owafe nejs a m n hon&e vsIve 

ersonal Accide n Jruuvane G Star health g 
JSTan (t S Subject mati solic itat.gn 

BF15063 |Bane Sarvesh Subodh 

B15068 |Koli Suraj Ramu Anjamma 

BF15070 Kumavat Natwar Ranchodaram 
fuyOrnUJs Veh nUTona 

BS16074 Rakhecha Ajay Crov indlal ccvan AKSa 
BTI7075 Iver Lakshmi Murugesh 

(poMBA 
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sManaged by The South Indian Asociation, Dombivli 
he S.I.A ollege of Higher Education 

Academic Year 2017-18 
SEN MESTER VI PROJECT VIVA ATTENDANCE RECORD B COM ( BANKING & INSURANCE CLASS TYB 
pATE: 3rd May,2018

SR NO Student |HALL TICKET NO Student Name SIGN 

BF15037
BF15038312 43 2 

36 Pathade Pranita Shivaji 
37 Pawar Rohan Shivaji 

BF15039318gu34 
BF15040 121LD 
BF15042 3E1441 

38 Pawar Pooja Raju 
39 Pawar Hema Chandrakant 

40 Poojary Yashita Shankar 

41 BF5043 31893 
42 BF15044 918942 

BF15045 31 y5 

Prajapati Seema Kanhaiyalal 

Prajapati Anajali Devilal 

Pujare Nikhil Sunil 

Salian Ashika Anand 

43 

BF15046213446S0 
BF1504731894 69 

44 

45 Sawant Sameer Chandrakant tom ees 

46 BF15048194 73 
BF15049 76 

Shaikh Sakina Rajyakk 

47 Sharma Darshana Vinod 

48 BF15050 314u 8S Shinde Shubham Sachin 

Shinde Dhanashri Deshraj 

Shinde Siddhesh Sanjay 

Singh Pooja Narendra 

SShinds 

BF1505 1 3181483 49 

50 BFT5052 G 66 

51 BF15053 3139 UgS 

52 BFI5054 3'2093 Singh Kavita Avadhesh 

53 BF15055313949 2 Singh Kajal Rajesh 

BFI5056 |31814AO 
Shriwardhankar Shubham Pradeep 

4 

55 BF15057 
Tripathi Vaishali Premkumar 

56 BFI5058 
Veena Jayaprasad Premalatha 

BF15059 318952 2 
3169522 

I50613189464 

BF150623189434 

61 BF15063 31892 4 
62 62 BFI50681S9353 

63 BF15070 34 363 
BS160743394$4 

BTI 7075 3 18q 313 

57 
|Vishwakarma Sunita Ramkeval

BFI5060
Yadav Chandresh Shyambihari 

hdYeS 

58 

59 
Sawant Akshata Vinayak 

60 
Pednekar Manali Jayprakash 

Bane Sarvesh Subodh 

Koli Suraj Ramu Anjamma 

Kumavat Natwar Ranchodaram Nh 

64 
Rakhecha Ajay Govindlal 

65 lyer Lakshmi Murugesh 

or Hic 

Coordinator Prinepal
DOMBVi 

PRINCIPAL 
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The South Indian Association's 
The SIA College of Higher Education P-88, MIDC Residential Area, Dombivli Gymkhana Road, 

Near Balaji Mandir, Dombivli (East), 421 203. 

Department of Banking & Insurance 

Date: 10h March,2019 

Notice 

Semester VI Project submission 

All TYB&I students are here by informed that the last date for submission of 
Semester-VI Projects is 31 st March,2019 failing which Projects will not be 

accepted and students will not be allowed to appear for Viva. 

Principal Convener 

AlGHE OFA 

bOMBIVLI9 

S BH 

PRINCIPAL 
The S.I.A. College of Higher Education 

DOMBIVLI (E) 



The South Indian Association's 
The SIA College of Higher Education 

P-88, MIDC Residential Area, Dombivli (Gymkhana Road, 
Near Balaji Mandir, Dombivli (East), 421 203. 

Department of Banking& Insurance 

Date: 10 April,2019 

Project Viva Notice 

AlTYB&I students are here by informed that the project viva for Semester -VI is 

scheduled on 15" April,2019 from 7.30 am onwards. 

All the students should be present with their project books in the formal attire 

at 7.30 am in their classroom. 

HE 
Principal Convener 

PRINCIPA The S.I.A. College of Higher Education 

nAencu 

DOMBIVL! (E) 



The SIA College ot Higher) ducation,Dumbivili - Fast 

Departnent of Banking & uranee 
P'roject Submission 2018-1 
TY Banking & Insurance 

SEMESTER VI Date: 

Sr.No Roll No. Name of the student Topies SIGN 

Tinancco ltesac arorg 
doAh 

BE16055 Rai Ruchita Ashok 

Singh Jyoti Ramkaran Topukar Tax.sctuinga loveotmeufcme 
BF16058 

Kizhakemadam Saraswathy Heolth tnenanoe <ile Siqnr 
BF16028 

aldiug buuness- A cae shudu o 

wome enhepve neuvS Kavilvalappil Varsha Venu 
BF16027 

21411) 

A SAudy on Consunr lercopt10MA 
Tovoor du uaurovu louci. 
AWareness of Bankin9 
SeNices qmong houseuives adhuRa 

Padwal Ruchita Sandeep 
BF16044 

oalu1 
Iyer Radhika Ganesan 

BTI8074 

foploysua nce Pov ducts wilh 
Aexts 

Dongare Apeksha Vishnu 
BF15011 

Panchal Darshan Shashikant 
BF15066 

LOan tor Domen &n terplendY 
qioen Ban ks 

Shetty Shreenidhi Sudhakar 
9 BF15067 fOMBV 



Achary Harikaran Krishnan t BE16001 

Lhvestovs precept lan u towa ds 
StocK marhet+ 

Agrahari Dashrath Hariram 
11 BF16002 

Das 
Aore ne 9s cf ln90rOne amon Ambade Soniya Pradeep 

12 BF16003 

Cagecr oPParAÜnYties n 
3n Sugnce Se ctor 

Bagadiya Honey Jayesh 
13 BF16004 

SU n Are 1O roNre omona Bagate Monika Uttam 
14 Shope epe BF16005 on ka 

Amlarencss gnd inestment in 
post oftce gcheme 

Bhandi Anita Purusothama 
15 BF16006 

P duic nd 
amo Bhoga Pooja Narayan nSuCnce 

16 BF16007 Shdents. 

opuby Muhol und ftoors arng Chandora Mayur Bhagaram 
17 BF16008 

Investmer t vtr ues Ye Herred L 

D-e0Ple 
Deo Siddhi Nitin 

18 BF16012 

orm firoyeS
Deshmukh Varsha Ajit 

19 BF16013 

oline bill Paumentuoith veeven ce to Devadiga Tejaswi Jayant TISB 
20 BF16014 

DOMBVL 



Shud g c Preg insumnm 
e lic11antk u1aA 

BI 16015 

Garud Manish Pramod plo.tie mnr 22 BE16016 

AStad atjo 
mmo r te 

Ghag Pritesh Pravin 
23 B16017 

Pcr 

hat sapr Bawina eus th Gupta Rahul Shambhu 
eene t Savs&at Banuk B160199 

Harijan Krishnayya Vyankatayya A Pvojec4 on 5 BI YONO 
Bonkirg APPlio: 

A SAud on Usage of payt1 

BE6020 

1autr Hulsar Aniket Balu 
Serices 26 BE1602 1 

uran iesou t sahce3 
n Bant 

lyer Krupa Nagasundaram 
27 BF16022 

Aftcds Demo ne-lizotidr Jadyal Siddhi Anil 

Cuskomers 28 BF16023 

Cexfteayment Inefoa urth rckenerda 
to cis bank 

Jaiswal Ankita Ashok 

29 BF16024 

Jaiswar Satish Harilal Variouc shemeiofe sBy DNC nk SAT ISH 
E E 30 BE16025 

COnsumeY pevcefhon owards AIM Seryid Vipn 
OMBVI 

Kannaujiya Vibha Umashankar 
31 BF16026 



Korpe Pranali Haridas 
FPNB? DNS Ban 32 BF16029 

Re 

PorducAs kservices oeméd by tIDCC 
SaeaTd LteTnsuene 

Kotara Shivam Maansingh 
33 BF16030 shom 

Auwaue among *the people uith rupecht 
icles n life nSuGace polfct 

Kundar Priyanka Kailash 
BF16031 

12uwcloe. 

AuoarstneSs aMeng investors toatds 
mutualnd as Malhari Jyoti Devendra 

35 BF16032 

Rele c- Advoiseme in iPe ingunm e Mandlik Vignesh Kumar 
36 BF16033 Cpoat0n 

Ausoymess d aa Suneure Mayekar Siddhesh Vijay 
37 BF16034 

A stu on Auo e ssof Lhc 
claughterMamRplan. 

|Mhaske Yogeshwar Vishnu 
38 BF16035 

Moolya Deepika Krishna CRM Relatcd to TnSurance 
39 BF16037 

eSs of touseife e 
Dhuraj Muthuswamy suon Ce Paty 

40 BF16038 

Awarenes Of malety insorante aia 
Amon wOmen 

Nadar Cynthia Anthonyraj 

41 BF16039 

Awareness o Hea1th in Juvame 
Naik Deepika Ravindra 

42 BF16040 amon q Senio Cti2on 



ak ash Maruti Fuave nes c 

Peop le 
43 BF16041 

Harini Natarajan Cybe tme nbankinq 44 BF16042 

Auwartnes of Ónline Baning Services Nikam Prajkta Anil 
Omong he Seri 1zens 

45 BF16043 

Cons umes uiaHe IS TelatCd 

o g0oqle Pumemts 
|Pandey Rachana Omprakash 

46 BF16045 

Auoarene9S oPostal 19k natnce 
aman9 People 

Panjani Karan Vijay 
47 BF16046 

Nohuahora froctites nAxS Benk Parab Ekta Ragho 
48 BF16047 

maak etin ShateY n Ari Ban Pawar Kumaribhagyashree Bharat 
49 BF16051 

Anlysis oEsTC P e ferv 
En ployees 

Pawar Neha Chandrakant 
50 BF16052 

roducts and Sen utes o Bkarat 
(O-Operative bank (20r4-19) 

Poojary Kavitha Narayan 

419 
51 BF16053 

IT VStS IN BHARAT Co-oPERA Poojary Tajnya Vasu 
TTVE CmomTAT) LImTTED bia. 52 BF16054 

Im of $i Relcul benHnot Cutome tuHsknion Singh Ragini Jaiprakash 
53 BF16059 



Singh Sneha Chandrashekh 
es ofPAB Bonks 54 BE16060 

Swain Reshma Uddhav A study on lc child Plan Resh 
55 BF16063 

Verma Priti Sunil Predhanmocdi rudra dojana uith 
56 BF16065 Siee benk of Tndicu. 

A study On cRM in 
Karha to ka Bank Vishwakarma Pradeep Rajbali 

57 BF160665 

A stth f koot 4f. Insron plun Yadav Anita Ramkrishna 
58 BF16067 

A Study on Analy3is HRm on tata 

ArG e ünsuT AI Yadav Nisha Omprakash 

59 BF16068 

The Sha dy o E-Ganeing 
datne in egerence o im Kammalar Murugan Eshwaramoorthi 

60 

/mruac 

BF16071 

Customer Satiafac-ttor totda vcds E- 
Parmar Ravina Mohanlal awinar- 

ban Eng faci lits oh efesen te to BAnK oF 61 BF16072 
Bavodc 

Gala Dhwani Jayesh 

62BS16073 

Convener ATE 
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Project Guide List 2018-19 

TY Banking & Insurance 

SEMESTER VI 
Sr.No Roll No. Name of the student Projeet Guide Sign of guide Sign of students 

20 BE16014 Devadiga Tejaswi Jayant 
eav 21 BF16015 |Dubey lemantkumar A 

H 
22 BF16016 |Garud Manish Pramod 

BF16017Ghag Pritesh Pravin 
24 BF16019 Gupta Rahul Shambhu 

BF16020 Harijan Krishnayya Vyankatay 25 

26 BF16021 |Hulsar Aniket Balu 
Mr Mahesh Kandalkar| 27 BF16022 |lyer Krupa Nagasundaram 

28 BF16023 |Jadyal Siddhi Anil 
29 BF16024 Jaiswal Ankita Ashok 

30 BF16025 |Jaiswar Satish Harilal SATI St 
31 BF16026 |Kannaujiya Vibha Umashank 

Nibh 
32 BF16029 Korpe Pranali Haridas 

33 BF16030 Kotara Shivam Maansingh 

34 BF16031Kundar Priyanka Kailash 
35 BF16032 Malhari Jyoti Devendra 

BF16033 Mandlik Vignesh Kumar 
A 

6 

BF16034 Mayekar Siddhesh Vijay 

BF16035 Mhaske Yogeshwar Vishnu oF HiG 38 

DOMBML 39 BF16037Moolya Deepika Krishna 

40 BF16038 Dhuraj Muthusw amy 
Mrs Renu Verma 

41 BF16039 Nadar Cynthia Anthonyra 
BE 16140aik Deepika Ravinura 



Projeet (Guide List 2018-19 

TY Banking & Insurance 

SEMESTER VI 

Sr.No Roll No. Name of the student Project Guide Sign of guide Sign of students 

43 BE16041 Naik Yash Maruti 

4 BE16042Harini Natarajan 
BF16043 Nikam Prajkta Anil 

46 BF16045 Pandey Rachana Omprakash 

47 BF16046Panjani Karan Vijay 
48 BF16047 Parab Ekta Ragho 

BE16051 Pawar Kumaribhagyashree B 
BF16052 Pawar Neha Chandrakant

49 

50 

51 BF16053 Poojary Kavitha Narayan 

52 BF16054 |Poojary Tajnya Vasuu 

BF16059 |Singh Ragini Jaiprakash 
BF16060 Singh Sneha Chandrashekhar 

BF16063 Swain Reshma Uddhav 

knyo 
53 
54 

Mr Hasit Kumar 
55 

Nagariya 
56 BF16065 Verma Priti Sunil 

BF16066Vishwakarma Pradeep Rajbali 
BF16067 Yadav Anita Ramkrishna 

57 rde . 
58 

59 BF16068 Yadav Nisha Omprakash 

60 BF16071 |Kammalar Murugan Eshwaran 
BF16072 Parmar Ravina Mohanlal 

62 BS16073 Grala Dhwani Jayesh 

61 gavino OMBIVLI 

Convener: (mhe 



The SIA College of Higher Education,Dombivili - East Department of Banking & Insurance TY B COM(Banking & Insurance ) SEM-VI Project Viva Attendance 2018-19 Date-15-4-2019 
Sr.No Roll No. Name of the student SIGN 

11 Dongre Apeksha BF 15011 

A 
2 BFI5066anchal Darshan Shashikant 

BF15067netty Shrinidhi 

4 BF18074 yer Radhika 

PodhiuRo 
Achary Hariharan Krishnan BF16001 

Agrahari Dashrath Hariram BE16002 

Oay 
Ambade Soniya Pradeep 7 BF16003 

Bagadiya Honey Jayesh BF16004 

Bagate Monika Uttam 9 BF16005 

Bhandi Anita Purushottam 10 BF16006 

BF16007 oga Pooja Narayan 

Chandora Mayur Bagaram 12 BF16008 

13 BF16012 |Deo Siddhi Nitin 

Deshmukh Varsha Ajit 14 BF160133 

15BF16014Devadiga T Tejaswi.Jayant 

Dubey Hemant Kumar Ashokkumar 
l6 BF16015 

17 BF16016 arud Manish Pramod 
16 

Ghag Pritesh Pravin 
18 BF160177 

19 BF16019 upta Rahul Shambhu 

Krishnayya Vyankatayya 20 BF16020 

21 
Hulsar Aniket Balu 

BF16021 

HERS 
BF16022 er Krupa Sundaram 

HIGA 

23 
Jadyal Siddhi 

BF16023 

24 
|Jaiswal Ankita Ashok 

BF16024 

25 BF16025 SATISHf Jaiswar Satish Harilal 



The SIA College of Higher Education, Dombivili - tast Department of Banking & Insurance TY B COM(Banking & Insurance Project Viva Attendance 2018-19 
SEM-VI 

Date-15-4-2019 
Vibha Umashankar Kannaujiya 26 BF16026 

27 BF16027avilvalappil Varsha Ven 

28 BF16028 nakemadam Saraswathy 

2 BF16029orpe Pranali Haridas 

30 BF16030olara Shivam Maansingh 

31 BEI6031 Kundar Priyanka Kailash 

Malhari Jyoti Devendra 32 BF16032 

Mandlik Vignesh Kumar 33 BF16033 

34 BF16034 ayekar Siddhesh Vijay 

Mhaske Yogeshwar Vishnu 35 BF16035 

36 BF16037 Oolya Deepika Krishna 

Dhuraj Muthuswamy 37 BF16038 

Nadar Cynthia Anthonyraj 38 BF16039 

Naik Deepika Ravindra 
39 BF16040 

Naik Yash Maruti 
40 BF16041 

Natarajan Harini 
41 BF16042 

Nikam Prajkta Anil /kReec 

42 BF16043I 

Padval Ruchita Sandeep 
43 BF16044 

Pandey Rachna Omprakash 
44 BF16045 

oar Panjani Karan Vijay 
45 BF16046 

Parab Ekta Ragho 
46 BF16047 

Parab Omkar Deepak 
47 BF16048 

Pawar Kumaribhagyashree Bharat 

48 BF16051 

Pawar Neha Chandrakant 

49 BF16052 

Poojari Kavita Narayan 

50 BF16053 

binp Poojary 1ajnya Vasu 

BF16054 



The SIA College of Higher Education,Dombivili - Fast Department of Banking & Insurance 
TY B COM(Banking&Insurance) SEM-VI Projeet Viva Attendance 2018-19 Date-15-4-2019 
Rai Ruchita Ashok 

52 BF 16055 

Singh Jyoti Ramakarn 
53 BF16058 

54 BE16059 g Kagini Jayaprakash 

Singh Sneha Chandrashekhar 
BF16060 

Swain Reshma Uddhav eeshta 
56 BE16063 

|Verma Priti Sunil1 
57 BF16065 

Vishwakarma Pradeep Rajbali ode 
58 BF16066 

Yadav Anita Ramkrishna 
59 BF6067 

Yadav Nisha Omprakash 
60 BF16068 

Kammalar Murugan E. 
61 BF16071 

Parmar Ravina Mohanlal 

62 BF16072 

Gala Dhwani 

63 BF16073 

Convener inip 
PRINCIPAL 

The S.LA. Coliege of Higher Education 
DOMBIVLI (E) 

HIGH 
(OMBVLI 



















































THE S.I.A cOLLEGE OF HIGHER EDUCATION 

TYB.SC.IT PROJECT DETAILS 2018-2019 

Technology Project Guide 
Archana Kshirsagar 

Project Topic srno Rol No Student Name 
F16028 MEHENDALE NIDHI UDAY Business Card Reader Android 

PAWAR PoONAM Archana Kshirsagar Business Card Reader Android 
C++ and Java Tutorials 

App 
C++ and Java Tutorials 

App 
Online Food Ordering 

App 
Online GrOccry ordering| 
App 

2 IF16042 PRAKASH 
KADECHA HEMANSHU 

3 IF16019 KIRTI Android Archana Kshirsagar

Android Archana KshirsagarRANE ANIKET ANIL 
JHA SHIWANI 

5IF16018 RAMESHKUMAR 
KULKARNI VAIDEHI 

6IF 16023 RAGHAVENDRA 
SAWANT PRIYAL 

7IF15039 BALKRISHNA 
PATANKAR AMARJA 

4IF16070 

|Android Archana Kshirsagar 

Android Archana Kshirsagar 

Student Teacher App Android Archana Kshirsagar 

8 IF 16039PRADEEP Art Auction site NET |Nandini Kadam 

gIF16031 MORYE PRAPTI SHANKAR online super market NET Nandini Kadam 

Nandini Kadam 10IF 16072 SHETTY SUDHIR SANTOSH online super market_ 
S.IA College of Health

PHP 

.NET 

|Nandini Kadam Sciences Website 
S.LA College of Health 

PHP 

11IF16015 GUPTA POOJA UDAY 

12 IF16057 SINGH SANGRAM LAUHAR Sciences Website Nandini Kadam 
WAGHELA DIMPLE 

S.LA College Website PHP Nandini Kadam 13 1F16063 RAMESH 
JADHAV RAHUL 

14 IF16016 SAGARMAL 
YADAV SATYAM 

15 IF16066 SURENDRA 

Training and Placement | NET Nandini Kadam 

Nandini Kadam Training and Placement .NET 
Cake Shoop 
|Management 
Cake Shop 
Management 

16 IF16048 SALIAN SHAURYA DAS NET Rashmi Chindarkar 

17 IF16071 RATHOD VIRAJ MAGAN NET |Rashmi Chindarkar 

Rashmi Chindarkar 
Rashmi Chindarkar 

18 IF16041 PAWAR PARAG PRASENJIT|Catch up 
19 IF16054 SHINDE VIGHNESH VIJAY Catch up 

Oniine Fest 

Management 

|Java 
Java 

KARKERA MONISHA 

20 IF16021 DAMODAR 
21IF16013 GUPTA AMIT VIKRAM 

Rashmi Chindarkar 
Rashmi Chindarkar 

NET 

Online Renting of car Java 

23 IF16036 LAD MIHIR RAJESH 

24 IF16045 R BALAKRISHNAN 
THARWAL SHREYASS 

22 IF16061 UPADHYAY NITESH MANOJ Online Renting of car Java 
Java 
Java 

Rashmi Chindarkar 
|Rashmi Chindarkar 
Rashmi Chindarkar 

Selling online spices 
Selling online spices 

Selling online spices 
Laundry Management 
System 

25 IF16059 SANTOSH Java Rashmi Chindarkar 
JAISWAR SANDEEP 

26IF16017 RAJKUMAR NET S. Saisree IND 
DOMBIVL 

S 3HL 

AN 



Srno Roll No Student Name 
Technolo9y |Project Guide Project Topic 

Laundry Management 

System 
|Society Management 

27 IF16024 KUMBHAR DHIRAJ VILAS NET |S. Saisree 

28 IF16014 GUPTA HARSHAD TRIVENI System 
POOJARY PALLAVI 

NET S. Saisree 

29IF16043 SURESH Time Table Generator Java S. Saisree 

30IF16058 SONI KIRAN SHANKARLAL Time Table Generator|Java S. Saisree 

WADER SHWETA 

31IF16062 SHANKAR 
CHAUHAN DHIRAJ 

32 IF16003 RAMAKANT 
CHAUHAN PRATIK 

33 IF16004 SHYAMsUNDAR 

|Java S. Saisree Time Table Generator 
Cyber Café 

Management 
Cyber Café 

Management 

NET Sandhya Pandey 

NET Sandhya Pandey 

NET 
.NET 

Sandhya Pandey 
Sandhya Pandey 34 IF16033 NAIR SRUTHI SREEKUMAR |Insurance Boat 

35 IF16035 NASKAR NIKITA BABLU Insurance Boat 
Online Gym 
Registration 
Online Gym 

Registration 

NET Sandhya Pandey_ 
36 IF16064 YADAV AJAY BANARASI 

YADAV NEERAJ 
37 IF16065 JEELAJEET 

KONAR 
|JAIPARAMESHWARI 

38 IF16022 BALASUBRAMANI 
SINGH PRATIBHA 

39IF16055 DHARMENDRA 
DIXIT ANIKET 

40 IF16010 SURYAPRAKASH 

NET Sandhya Pandey 

Virtual Classroom NET Sandhya Pandey 

NET Sandhya PandeyVirtual Classroom 
Akshay Sales

Corporation 
Akshay Sales

41 IF16047 RODE SAPNA PARSHURAM| Corporation 

Java Sandhya Thakkar 

|Java Sandhya Thakkar 
RAJBHAR MANGESH 

42IF15033 RAMSUBHASH E-Ticketing Java Sandhya Thakkar 

43 IF16006 CHAVAN CHINMAY KISHOR|E-Ticketing 
Sandhya Thakkar Java 

44 IF16007 DESAI PRASAD PRADEEP E-Ticketing 

45 IF16050 SHELAR DASHMI ANANTMIS 

Java 
Java 

Sandhya Thakkar 
Sandhya Thakkar 

Sandhya Thakkar 
46 IF16020 KAMBLE UTKARSH SANJAY|S.IA Athenaeum 

MANKAR ABHISHEK 

Java 

S.I.A Athenaeum 
S.IA Athenaeum 

Java 
Java 

Sandhya Thakkar 
|Sandhya Thakkar 47 IF16026 SAMPAAT 

48 IF16056 SINGH SAMAR LAUHAR 

NAIK DARSHAN 

49IF16032 RAMKRISHNA 
BHAVESH PRAKASH 

S.IA Granthalaya Java Sandhya Thakkar 

Java S.IA Granthalaya 
Attendance 
Management Systemn 
Attendance 

Management SystemEmbedded Tejaswini Shivsharan 

50|IF16034 NARANG 
|Sandhya Thakkar 

BHANDARI CHAITANYA 

PRAKASH 51 IF16001 
Embedded Tejaswini Shivsharan 

52 IF16030 MORE ONKAR PRAMOD 

A 
INDA 

(DOMBIV 



srmo DESHPANDE AISHWARYA 
Project Topic 

Technology Project Guide 

Srno RollNo 
Student Name 

53|IF16008 MILIND 
Automatic Bell SystemPython 

Tejaswini Shivsharan 

SHETTIGAR MADHUPRIYAA 
54|IF16051 SUBHASH 

Automatic Bll SystemPython 
Tejaswini Shivsharan 

55 IF16053 SHINDE SHREEJIT RAJAN Automatic Bell System Embedded Tejaswini Shivsharan 

Dustbin Monitoring 

56 1F16037 NAYAK DEEPA DAMODAR System 
Embedded Tejaswini Shivsharan 

PUDURKARA ANVIN 
Dustbin Monitoring 

System 
57 IF16044 IGNATIOUS 

Embedded Tejaswini Shivsharan 

CHAUDHARI RAVINA 

58|IF16002PARESH 
Smart Stice 

Embedded Tejaswini Shivsharan 

CLASS TEACHER 
PRINCIPAL 

The 
S.IA 

Colege 
of Higher 

Educa" 

DOMLI (E) 

PRINCIPAL 

N A NDA 

(CDOMBIVLI 
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PREFACE 

 

Over the last few years, efforts have been made to make the efficient use of 

technology and resources. The Information Technology is one of these fields 

where maximum use of technology is made and made sure the end users are 

satisfied and the job is done in efficient manner.  

Today almost all industries and firms are dependent on computer to store their 

large amount of data. This popularity is going to spread as and when year passes 

by. To cope up with this speed efforts have been made by every I.T. professionals 

and Students to sincerely make the industry more popular.  

With the help of this following project one more sincere effort is been added and 

contributed towards this industry. 

3 
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Chapter 1 

INTRODUCTION 

 

• As per the advancement in science and technology smart mirror is now a little 

common gadget or project being developed and implemented. But there are many 

concepts and innovative ideas through which we can develop or built it far better 

than its basic definition.  

• So here we came up with an idea of adding a basic health diagnosis feature in it. 

As we know the immune system of humans are getting weaker and weaker with 

increase in pollution and occurrences of new diseases, they fall ill very frequently.  

• We have added heart rate monitoring and body temperature monitoring in our 

smart mirror so that one can easily get the basic idea of their health status on daily 

basis. If the health status is abnormal so they can have an early doctor visit. 

 

1.1 Background: 

 

 The project was divided into roughly four phases: 

1. Design 

2. Microcontroller Programming 

3. Display Programming, 

4.  Fabrication.  

In the design phase we made the technical and aesthetic decisions that would inform 

the course of the project, and for the following two phases the bulk of the work was 

involved with programming and other electronics tasks. Finally, in the fabrication phase 

we pulled together all the separate elements into a well-constructed wooden frame. 

 

 

1.2 Objective 
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• The smart mirror must offer benefits of using modern technology while integrating 

seamlessly into the standard bathroom routines of most people. The smart mirror 

must be simple and as intuitive as possible. The smart mirror would be used to 

merge technology and the need for information into anyone’s daily schedule. 

• To provide a smart interface between mirror and users over voice command and 

graphical view (mirror as a display). 

• To provide an easy access to daily updated news along with weather forecast. 

• To provide a system for checking heart rate and body temperature (basic health 

diagnosis). 

. 

1.4 Purpose and Scope 

 

1.3.1 Purpose 

 

The purpose of this project was to design and build what is commonly called a Smart 

Mirror, or a household mirror with an integrated digital display. The guiding principle of 

this endeavor was to produce a product that is simple to use, attractive to look at, and 

that incorporates several visual applications to make daily life more efficient. 

The Smart Mirror, seeks to fill the need for a customizable, passive display of 

information in the home, to host everyday information from the time to appointment 

reminders.  

Powered by a Raspberry Pi microcontroller and displayed on a used computer monitor, 

the Mirror is a simple and inexpensive means of displaying information. 

 

1.3.2 Scope 

 

•  The smart mirror can be further updated with: 

➢ Home automation. 
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➢ AI assistant that with smart alarm feature, activity/schedule maker, daily 

schedule reminder, etc. 

➢ Upgrading the interface with links to different basic social media and 

shopping apps. 

➢  Also we can add a login feature for family members with an admin. 

➢ It can also be used as security system with the help of PIR sensors to 

detect human and VNC viewer. 

 

• According to a survey, it can be evaluated that this device is grabbing the 

attention of many people who might be interested in buying one for their own 

home in the future. ... And hence, everyone will prefer having a high-tech mirror 

instead of having a normal mirror for the same price. 

 

• This smart mirror aims to reduce and possibly eliminate the need for the user to 

make time in their daily morning or nightly routine to check their PC, tablet, or 

smartphone for the information they need. 

 

 

1.3.3 Applicability 

 

 There are various merits of the project such as the user can get update of current 

affairs of any country and anytime. The user can also diagnose his/her health at any 

time if any problem arise he/she can visit doctor immediately. This also saves time of 

users by providing news and weather forecast. One can get any information without 

mobile in their daily routine.  

Updated news will be flash on screen at any time, we do not have to update 

simultaneously.  

There are also various demerits like technical issue or any inappropriate content and 

humidity in one’s room or bathroom. The network problem can results in loss of data. 
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   Chapter 2 

SYSTEM ANALYSIS 

 

 This chapter gives details explanation of system analysis, the structure of the 

organization used as the case study, design steps and procedures as well as 

constraints and limitation of the old system with a new improvement upon the proposed 

new system. 

 System analysis simply refers to what is required of the system as well as the 

procedures and components required to make the system work on specification. It 

consists of an in depth analysis of how the existing system worked, its strengths, 

weakness, benefits and above all its problem which give side to this research work. In 

carry out system analysis, an analyst must first define the scope within which he intends 

to work. 

 System design it therefore the building of more efficient system, capable of 

fulfilling the requirement of the user and the database. 

 

2.1 Existing System 

 

• The user has to gather information about the current affairs by themselves. 

• The user has to visit the doctor for checking the health monitoring. 

• The user has to check their mobile phones or Tv to get weather forecast. 

 

 

2.2 Proposed System 

 

• The user can check about the weather by smart mirror. 
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• The user can check his/her heart rate at home by smart mirror. 

• The user can view news. 

• This system also displays news. 

. 
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Chapter 3 

 REQUIREMENT ANALYSIS 

 

 In order to start gathering requirements, first it is necessary to identify each group 

affected by this project and understand everyone’s needs. With that information in hand, 

an initial list of the desired functional and non-functional requirements can be put into 

the Product Backlog in the form of user stories. Every sprint these requirements may 

change, reason why in this section are described only the final requirements that are 

part of the current Product Backlog of the project 

 

3.1 Problem Definition 

 

Our project aims to construct a functioning “smart mirror”. When not in use, the product 
looks and functions exactly like a typical mirror. When activated, however, the mirror is 
able to display information directly through the glass. Picture yourself looking at your 
own reflection: while getting ready for the day, you can also read the date and time in 
the top left-hand corner, check your appointment reminders, and read a weather report, 
effortlessly. Our project purpose is to facilitate the easy viewing of this information and 
more through the visual medium of the mirror 
 
 

 
3.2 Requirement Specification. 

        

User requirements: 
                  

 
3.2.1 Functional Requirements 
 
The system must provide following functionalities:- 

• Keeping update news all over the world on the screen. 

• Keeping update of current weather forecasting like (hazy, rainy). 
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• System should perform the action as per defined in voice command. 

• System should accept the voice command. 

• System should perform heart monitoring 
 

 
3.2.2 Non-functional Requirements. 
 

 

• Security  

• This system should able to perform action if defined for that command. 

• System should be able to give real time results with proper date and time. 

• Reliability 

• Maintainability 

• Portability 

• Extensibility 

• Reusability  

• Resource utilization 
 
 

3.3 Planning and scheduling. 

 

Planning and scheduling is done to complete the project in the specified time 

interval and in a correct format. 

 

• Collecting Requirements: 

In this we need to collect all the requirements from the client by taking meeting 

with them. According to that we process further. 

 

• Design Thinking: 

In this phase we need to brainstorm from the information we have gathered in the 

earlier phase, by doing so we can develop all necessary modules, which will help 

in future. 

• Setup the Environment: 

Here for our project we need to setup server application on the computer on 

which we would be working for our project we need to install Python and 

Raspberry Pi. 

 

• Developing Modules: 
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Based on the brainstorming held in the design phase here we develop the 

module for our project. This modules are combined to make whole application. 

  

 

3.3.1 Gantt chart: 

 
A Gantt chart, project management, is one of the most popular and useful ways 

of showing activities displays against time. On the left of the Gantt chart is list of 

activities along the top is a suitable time scale. Each activity is represented by a bar. 

The position and length of the bar reflects the number of weeks required to complete 

the project. 

This allows you to see at glance. 

• What are the various activities? 

• When each activity begins and ends? 

• How long each activity scheduled to last? 

 

 

 
 

 

0 2 4 6 8 10 12 14 16 18

Designing UI

Designing Database

Designing Modules

Setup the environment

Designing Thinking

Collecting Requirements

No. of Weeks

No of Weeks
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3.4 Hardware Requirements 

 

                              Monitor display 

                           2-way mirror  

                           Raspberry Pi 3B+ 

                           MCP 3003 IC  

                          Pulse sensor  

                           LM35  transistor 

                       Wooden board  

                       Jumper wires  

                       Sv power supply Rasp pi 

                      230v power supply Display/monitor 

 

 

 

3.5 Software Requirements 

 

Language Python3 

Front end UI tinker 

Back end Python, Tkinter 

 

 Requirement engineering and analysis: Brief discussion of software requirement 

engineering and analysis that are related to the proposed method are as follows :   

The broad spectrum of tasks and techniques that lead to an understanding of 

requirements is called requirements engineering. Requirements engineering, which is a 

major process in software engineering, provides the appropriate mechanism for 

understanding what the customer wants, analysing need, assessing feasibility, 

specifying the solution unambiguously, and so on. It encompasses seven distinct tasks, 

which are inception, elicitation, elaboration, negotiation, specification, validation, and 

management. Some of these tasks occur in parallel and all are adapted to the needs of 

the project. At project inception, among other things, system analysts establish a basic 

understanding of the problem, the people who want a solution and the nature of the 
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solution that is desired. The activity includes establishing product vision and project 

scope. At the requirement elicitations, activities are performed to formulate the 

objectives for the system, what is to be International Journal of Software Engineering & 

Applications (IJSEA), Vol.5, No.2, March 2014 13 accomplished, how the system or 

product fits into the needs of the business, and how the system is to be used. 

Requirements elicitation (also called requirements gathering) combines elements of 

problem solving, elaboration, negotiation, and specification. Requirements analysis is 

the activity of elaborating basic requirements established during the inception, elicitation 

and negotiation tasks. Requirements analysis results in the software specification 

detailing the operational characteristics, interface with other system elements, and 

constraints that the software must meet. Requirements: Based on their functions, 

requirements can be classified into: 

 (a) Functional requirements, which describe system functionalities or services;  

(b) Non-functional requirements, which define system properties and constraints (e.g. 

reliability, response time and storage requirements).  

The functional and non-functional requirements can further be classified into few types 

and have relationship. As this research mainly concerns with business requirements 

that will be used in designing user requirements and the business rules that will be 

included in the use-case document, brief descriptions are provided for the three as 

follows:  

(a) Business requirements:  Represent high-level objectives of the organization or 

customer who requests the system. They describe why the organization is implementing 

the system (the objectives the organization hopes to achieve). 

 (b) User requirements:  Describe user goals or tasks that the users must be able to 

perform with the product.  

(c) Business rules:   The rules in the organization that affect the system, which 

include corporate policies, government regulations, industry standards, accounting 

practices, and computational algorithms. 
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3.6 Justification of Selection of Technology. 

 

Tkinter  is a small and powerful web framework for Python. It's easy to learn and simple 

to use, enabling you to build your web app in a short amount of time. 

it has access to a multitude of online resources for documentation purposes. 

It is one of the most used Python web frameworks, which is why there are available a lot 

of tutorials or libraries for it. 

The Raspberry Pi is a low cost, credit-card sized computer that plugs into a computer 

monitor or TV, and uses a standard keyboard and mouse. It is a capable little device 

that enables people of all ages to explore computing, and to learn how to program in 

languages like Scratch and Python. 

  

http://flask.pocoo.org/
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Chapter 4 

SYSTEM DESIGN 

 

4.1 Module Division 

Our project phases are defined broadly in four modules, according to the scope of work 

involved in each: 

1. Design 

2.  Microcontroller Programming,  

3. Display Programming,  

4.  Fabrication. 

 

 

Module 1: DESIGN 

 

Technical Milestones: 

• Dimensions 

The first and most important of our design phase was to decide the dimensions of our 

mirror. This ended up being determined by the monitor we chose for our display. Since 

we ended up using a Samsung 20” monitor, we needed a mirror of a size such that both 

the display elements and your reflection would not be competing for space. We quickly 

settled on a 20”x30” dimension as the best-looking and most functional size. 

Deliverable: 20”x30” dimension 

 

• Frame construction 

Next, it became necessary to design a frame to contain both the mirror and the suite of 

electronics behind it. A wood frame being standard for most mirrors, we looked to this 
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material for a design solution. We realized that due to weight and bulk of the mirror’s 

contents we’d need sturdy lumber, so while browsing Home Depot we settled on using a 

2x3 construction. Screwed together in a box shape, it offers the strength and depth to 

contain our materials. 

            Deliverable: Wooden 2x3 box frame 

 

 ·        

• Mirror Material 

Our first attempt at finding a mirror was to search dollar stores/department stores to see 

their stock, but none of these mirrors were suitable (their rear coatings were too opaque 

to shine light through). To save on time, we approached a local glass supplier and 

ordered a custom two-way mirror (this type allows us to easily shine a display through 

the glass). 

     Deliverable: 20”x30” Annealed Two-Way Mirror 

 

• Microcontroller type 

This design element offered us a lot of flexibility, as many microcontrollers fit our 

programming needs. We chose a Raspberry Pi 2 for its popularity, its functionality, and 

the wealth of tutorials and instructions that exist online for it. 

 Deliverable: Raspberry Pi 2 Microcontroller 

 

• LM35 temperature sensor and Pulse rate sensor 

LM35 is a precession Integrated circuit Temperature sensor, whose output voltage 

varies, based on the temperature around it. It is a small and cheap IC which can be 

used to measure temperature anywhere between -55°C to 150°C. 

he working of the Pulse/Heart beat sensor is very simple. The sensor has two sides, on 

one side the LED is placed along with an ambient light sensor and on the other side we 

have some circuitry. This circuitry is responsible for the amplification and noise 

cancellation work. The LED on the front side of the sensor is placed over a vein in our 

human body. This can either be your Finger tip or you ear tips, but it should be placed 

directly on top of a vein. 
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• MCP3008 

The MCP3008 is an 8-Channel 10-bit ADC IC, so it can measure 8 different analog 

voltage with a resolution of 10-bit. It measures the value of analog voltage from 0-1023 

and sends the value to a microcontroller or microprocessor through SPI communication. 

Here, we use it to convert analog data to digital data as Raspberry Pi does not have 

integrated analog IO pins. 

• Display elements 

These consist of the visual applications that we choose to form our display. From the 

project’s inception we knew that, at minimum, we wanted to be able to display the date 

and time. However, we also thought it would be both functional and visually appealing to 

have the day’s weather forecast shown as well. It was the combination of these three 

that would ultimately make up our design. 

 Deliverable: Date, time, and weather display widgets 

 

 

Module 2: MICROCONTROLLER PROGRAMMING 

 

Technical Milestones: 

• “Kiosk Mode” 

To achieve the minimalist display of our Smart Mirror, it was first necessary to program 

the controller to enter “Kiosk Mode”. Since we chose to host our display on a webpage, 

we needed to have our browser (Chromium) open in this manner. Actually getting this to 

work involved creating a file on the Pi and writing the relevant code using the “Terminal” 

program. 

 Deliverable: Microcontroller boots “Chromium” browser in kiosk mode upon startup. 

 

Module 3: DISPLAY PROGRAMMING 
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Technical Milestones 

• ·Web Page 

The web page is where the Smart Mirror’s display actually exists. We created a file in 

which to enter the Python coding that would form the actual display. In this way we were 

able to insert applications to display the date, time, and local weather.  

Deliverable: Locally hosted web page on the Pi containing date, time, and weather 

widgets. 

 

Module 4: FABRICATION 

 

Technical Milestones: 

• Wooden Frame 

This phase involves creating the actual apparatus to contain the mirror and its 

electronics. We started off by using a compound miter saw to cut four pieces of 2x3, 

which were then joined together with wood screws to form a 20”x30” box. Next, four 

pieces of wooden trim (with accompanying corner blocks) were hand-nailed to the outer 

edge of the frame with 2” finishing nails. Once installed, the trim overlapped the inner 

edge of our frame by ½” so as to prevent the glass falling forward. 

Deliverable: Wooden 2x3 Frame with exterior trim work. 

• Two-Way Glass 

Next, we needed to install our actual mirror. With the overlapping trim mentioned above 

it was a straightforward installation, involving us easing the glass gently into the frame 

itself and securing it with two wooden blocks screwed in behind the mirror itself. The 

glass is now essentially sandwiched between these blocks in the rear and the 

overlapped trim in the front. 

 Deliverable: Two-way mirror securely mounted in frame. 

• Electronics 

The final step of the fabrication phase was to install the suite of electronics that power 

the mirror. First, we mounted the display monitor by laying it against the glass and 

screwing in two 2x3 blocks (one on its top, the other along the bottom) to hold it in 
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place. Next, we used velcro to mount the Raspberry Pi on the glass and proceeded to 

hook up the necessary cabling. Finally, we installed our power bar by using its built-in 

screw mounts to secure it to the bottom piece of the frame. 

 Deliverables: Display monitor, Raspberry Pi, and power bar mounted in frame. 

 

 

4.2 ER Diagram    

 

  

 

 

 

 

Entity relationship diagram displays the relationships of entity set stored in a 

database. In other words, we can say that ER diagrams help you to explain the 

logical structure of databases. At first look, an ER diagram looks very similar to the 
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flowchart. However, ER Diagram includes many specialized symbols, and its 

meanings make this model unique. 

 

• Entity Set:- 

 

An entity set is a group of similar kind of entities. It may contain entities with attribute 

sharing similar values. Entities are represented by their properties, which also called 

attributes. All attributes have their separate values. For example, a student entity 

may have a name, age, class, as attributes. 
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• Relationship:- 

 

Relationship is nothing but an association among two or more entities. E.g., Tom 

works in the Chemistry department. 

 

 

 

Use Case Diagram:- 

 

A use case diagram at its simplest is a representation of a user's interaction with the 

system that shows the relationship between the user and the different use cases in 

which the user is involved. A use case diagram can identify the different types of users 

of a system and the different use cases and will often be accompanied by other types of 

diagrams as well. The use cases are represented by either circles or ellipses. 

https://en.wikipedia.org/wiki/Use_case
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Sequence Diagram:- 
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4.4 Data Flow Diagram 
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  Chapter 5 

IMPLEMENTATION AND TESTING 

 

5.1 Implementation Approach 

 

Implementation is the carrying out, execution, or practice of a plan, a method, or 

any design, idea, model, specification, standard or policy for doing something. As such, 

implementation is the action that must follow any preliminary thinking in order for 

something to actually happen. 

In any context, software or hardware implementation encompasses all the post-

sale processes involved in something operating properly in its environment, including 

analysing requirements, installation, configuration, customization, running, testing, 

systems integrations, user training, delivery and making necessary changes. The word 

"deployment" is sometimes used to mean the same thing. 

 

• Mirror.py 

import tkinter as tk 

from tkinter import * 

from PIL import ImageTk, Image 

import time, os, sys 

from geolocation import* 

from googlemaps import Client as GoogleMaps 

#import pyttsx3 

from subprocess import call 

import wikipedia 

https://searchmicroservices.techtarget.com/definition/software
https://searchnetworking.techtarget.com/definition/hardware
https://whatis.techtarget.com/definition/configuration
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import speech_recognition as sr 

import bs4 

from bs4 import BeautifulSoup as soup 

from urllib.request import urlopen 

import feedparser 

import time 

import spidev # To communicate with SPI devices 

from time import sleep  # To add delay 

# Start SPI connection 

spi = spidev.SpiDev() # Created an object 

spi.open(0,0) 

 

 

WEATHER_CLOCK = 300000 # every 5 minutes (in ms) - used for updating weather 

info 

TIME_CLOCK = 60000 # every 1 minute (in ms) - used for displaying clock 

click=30000 

DAY_CLOCK = 1800000 # every 30 minutes - used for week forecast 

 

LOCATION="Grove Oxfordshire" #keywords used for geolocation api 

 

ICONS_DIR="./icons" #directory where icons are stored 

 

headlines=" " 
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query=' ' 

 

sample_rate = 44100 

chunk_size = 512 

def speak(audio): 

call(["espeak",audio]) 

 

 

def alarm(): 

 

CurrentTime = time.strftime("%H:%M") 

speak("Hour") 

queryh=takeCommand().lower() 

h=["11","20"] 

while queryh not in h: 

speak("invalid hour") 

queryh=takeCommand().lower() 

 

hour=queryh 

print(hour) 

 

speak("Minute") 

querym=takeCommand().lower() 

m=["4","5","6","7","8","10"] 

while querym not in m: 
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speak("invalid minute") 

queryh=takeCommand().lower() 

minute=querym 

print(minute) 

 

alarm=hour+":"+minute 

print(alarm) 

 

while alarm != CurrentTime: 

CurrentTime = time.strftime("%H:%M") 

print(CurrentTime) 

time.sleep(1) 

if alarm == CurrentTime: 

speak("wake up") 

def takeCommand(): 

r = sr.Recognizer() 

r.energy_threshold=4000 

with sr.Microphone(device_index=2, sample_rate = sample_rate, chunk_size = 

chunk_size) as source: 

print("Listening...") 

r.pause_threshold = 1 

audio = r.listen(source) 

 

try: 

print("Recognizing...") 
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query = r.recognize_google(audio, language='en-in') 

print("/n",query) 

 

except Exception as e: 

 

print("Say that again please...") 

return "None" 

return query 

 

def left(event): 

print("clicked") 

 

def right(event): 

print("clicked") 

def monitor(event): 

speak("heres the temperature data") 

i=0 

while(i<10): 

spi.max_speed_hz = 1350000 

adc = spi.xfer2([1,(8+0)<<4,0]) 

data = ((adc[1]&3) << 8) + adc[2] 

 

volts = (data * 3.3) / float(1023) 

volts = round(volts, 2) # Round off to 2 decimal places 
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temp = ((data * 330)/float(1023)) 

temp = round(temp) 

temp=str(temp) 

 

 

print(volts) 

sleep(1) 

print(temp) 

speak(temp) 

sleep(1) 

i+=1 

 

def reply(event): 

r2 = sr.Recognizer() 

r2.energy_threshold=4000 

with sr.Microphone(device_index=2, sample_rate = sample_rate, chunk_size = 

chunk_size) as source: 

speak("whats your query") 

print("Listening...") 

audio2 = r2.listen(source) 

r2.pause_threshold = 1 

try: 

print("Recognizing...") 

speak("Recognizing...") 

query2 = r2.recognize_google(audio2, language='en-in') 
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print(query2) 

if 'Wikipedia' in query2: 

speak('Searching Wikipedia...') 

query2 = query2.replace("Wikipedia","") 

results = wikipedia.summary(query2, sentences=2) 

speak("According to Wikipedia") 

print(results) 

speak(results) 

if "alarm" in query2: 

alarm() 

 

except Exception as e: 

 

print("Say that again please...") 

speak("Say that again please...") 

return "None" 

return query 

 

def get_geolocation(): 

location = "" 

return location 

 

def get_forecast(location): 

# get current temperature from forecastio 

import forecastio 
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api_key = "96fde71e4fb18660642950e15945ed9f" 

forecast = forecastio.load_forecast(api_key,"27.2038","77.5011" ) 

return forecast 

 

def make_image(filePath, width, height): 

filePath = os.path.join(ICONS_DIR,filePath) 

img = Image.open(filePath) 

img = img.resize((width,height),Image.ANTIALIAS) 

img = ImageTk.PhotoImage(img) 

return img 

 

def get_datetime(): 

#format = "%H:%m - %A %-d %B %Y" # e.g. 20:15 - Tuesday 3 April 2015 

time_format = "%H:%M" 

try: 

# get clock from internet 

import ntplib 

client = ntplib.NTPClient() 

response = client.request('pool.ntp.org') 

clock = time.strftime(time_format,time.localtime(response.tx_time)) 

date = time.strftime(date_format,time.localtime(response.tx_time)) 

except: 

# if internet if not available, get clock from host 

import datetime 

clock = datetime.datetime.now().strftime(time_format) 
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date = datetime.datetime.now().strftime("%d %b %Y") 

return clock, date 

 

def is_network_available(): 

import shlex 

import subprocess 

cmd=shlex.split("ping -c1 google.com") 

try: 

output = subprocess.check_output(cmd) 

except(subprocess.CalledProcessError,e): 

return 1 

else: 

return 0 

 

def get_wifi_signal(): 

file="/proc/net/wireless" 

fo = open(file,"r") 

lines=fo.readlines() 

fo.close() 

wifi_signal = int(float(lines[2].split()[2])) 

return wifi_signal 

 

class App(): 

def __init__(self): 

self.start_time = time.time() 
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# init gui 

self.root = tk.Tk() 

self.root.attributes("-fullscreen", True) # fullscreen 

 

self.root.configure(background="black") 

 

self.bottomFrame = Frame(self.root, background = 'black') 

self.bottomFrame.bind("<Button-1>", reply) 

self.bottomFrame.bind("<Button-3>", monitor) 

self.bottomFrame.pack(side = BOTTOM, fill=BOTH, expand = YES, pady=20) 

 

# get geolocation 

self.location = get_geolocation() 

 

#self.button=tk.Button(text="hello", command=reply) 

#self.button.pack(anchor=E) 

 

# weather frame 

self.left_frame = self.make_frame(self.root) 

#self.left_frame.configure(background='blue') 

self.left_frame.pack(side=tk.LEFT, fill=Y, anchor=NW, padx=0, pady=10) 

 

 

self.left_frame_inner = self.make_frame(self.left_frame) 

self.left_frame_inner.pack(fill=Y) 
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self.summary_label = self.make_label(self.left_frame,9) 

self.summary_label.pack(anchor=W) 

 

self.rain_label = self.make_label(self.left_frame,10,fg="grey") 

self.rain_label.pack(anchor=W) 

 

self.wind_label = self.make_label(self.left_frame,10,fg="grey") 

self.wind_label.pack(anchor=W) 

 

self.humidity_label = self.make_label(self.left_frame,10,fg="grey") 

self.humidity_label.pack(anchor=W) 

 

self.hourly_label = self.make_label(self.left_frame,8) 

self.hourly_label.pack(anchor=W,pady=20) 

 

self.weather_icon = self.make_icon(self.left_frame_inner) 

self.weather_icon.pack(side=tk.LEFT, anchor=NW,padx=0,pady=0) 

 

self.temperature_label = self.make_label(self.left_frame_inner,9)#50 

self.temperature_label.pack(side=tk.LEFT,anchor=NW,padx=50,pady=10) 

 

self.last_update_label = self.make_label(self.left_frame,12) 

self.last_update_label.pack(side=tk.BOTTOM, anchor=W, pady=200) 
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# week weather frame (days name) 

self.frame_week = self.make_frame(self.left_frame) 

#self.frame_week.configure(background='yellow') 

self.frame_week.pack(anchor=W,pady=20) 

 

self.frame_day=[] 

self.day_label = [] 

self.day_icon = [] 

self.day_img = [] 

self.day_temp_max = [] 

self.day_temp_min = [] 

 

for x in range(0,7): 

self.frame_day.append(self.make_frame(self.frame_week)) 

self.frame_day[x].pack(side=LEFT, padx=(0,5)) 

 

self.day_label.append(self.make_label(self.frame_day[x],10,weight="bold")) 

self.day_label[x].pack() 

 

self.day_icon.append(self.make_icon(self.frame_day[x], width=20, height=20)) 

self.day_img.append(make_image("default.png",20,20)) 

self.day_icon[x].configure(image=self.day_img[0]) 

self.day_icon[x].pack(pady=8) 

 

self.day_temp_max.append(self.make_label(self.frame_day[x],10,weight="bold")) 
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self.day_temp_max[x].pack() 

 

self.day_temp_min.append(self.make_label(self.frame_day[x],10,fg="grey")) 

self.day_temp_min[x].pack() 

 

# datetime frame 

self.right_frame = self.make_frame(self.root) 

#self.right_frame.configure(background='red') 

self.right_frame.pack(side=tk.RIGHT, fill=Y, anchor=NW, padx=0, pady=10) 

 

self.bottom_frame = self.make_frame(self.root) 

self.bottom_frame.pack(side=tk.BOTTOM, fill=Y, anchor=NW, padx=0, pady=10) 

 

self.wifi_icon = self.make_icon(self.right_frame, width=40, height=30) 

self.wifi_icon.pack(side=tk.TOP, anchor=E, pady=10) 

 

self.clock_label = self.make_label(self.right_frame,15) 

self.clock_label.pack(anchor=E, pady=10, padx=10) 

 

self.date_label = self.make_label(self.right_frame,12) 

self.date_label.pack(anchor=E, pady=10, padx=10) 

 

#self.news = self.make_label2(self.bottomFrame,20) 

#self.news.pack(anchor=W, padx=100, pady=50) 
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self.news_icon = self.make_icon(self.bottomFrame, width=35, height=35) 

self.news_icon.pack(side=tk.LEFT, anchor=NW, padx=40, pady=0) 

 

self.news = self.make_label(self.bottomFrame,8) 

self.news.pack(anchor=NW, pady=10) 

 

 

self.news_label = self.make_label(self.bottomFrame,6) 

self.news_label.pack(anchor=W, padx=10, pady=5) 

 

 

self.news_label2 = self.make_label(self.bottomFrame,6) 

self.news_label2.pack(anchor=W, padx=10, pady=5) 

 

self.news_label3 = self.make_label(self.bottomFrame,6) 

self.news_label3.pack(anchor=W, padx=10, pady=5) 

 

self.news_label4 = self.make_label(self.bottomFrame,6) 

self.news_label4.pack(anchor=W, padx=10, pady=5) 

 

 

self.news_label5 = self.make_label(self.bottomFrame,6) 

self.news_label5.pack(anchor=W, padx=10, pady=5) 

 

# update loops 
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self.update_weather() 

self.update_weather_week() 

self.update_datetime() 

self.update_wifi() 

# tk gui loop 

self.root.mainloop() 

 

def make_icon(self, parent, filePath="default.png", width=100, height=100): 

img = make_image(filePath, width=width, height=height) 

return Label(parent, text="", image=img, width=width, height=height, 

background='black') 

 

 

def make_frame(self, parent): 

f = Frame(parent, bg="black") 

return f 

 

def make_label(self, parent, size, fg="white", weight="normal"): 

return Label(parent, text="", bg="black", fg=fg, font=("Helvetica Neue",size, weight)) 

 

 

def update_wifi(self): 

 

try: 

signal = get_wifi_signal() 
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except: 

signal = 0 

 

if signal<100: 

wifi_file="wifi_excellent.png" 

if signal<75: 

wifi_file="wifi_good.png" 

if signal<50: 

wifi_signal="wifi_fair.png" 

if signal<25: 

wifi_signal="wifi_weak.png" 

if signal<1: 

wifi_signal="wifi_no.png" 

 

self.wifi_img = make_image(wifi_file,40,30) 

self.wifi_icon.configure(image=self.wifi_img) 

self.root.after(TIME_CLOCK, self.update_wifi) 

 

def update_weather(self): 

forecast = get_forecast(self.location) 

day_forecast = forecast.currently() 

hour_forecast = forecast.hourly() 

 

self.weather_img = make_image(day_forecast.icon + ".png",50,50) 

self.weather_icon.configure(image=self.weather_img) 
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temperature = day_forecast.temperature 

temp = '{0:.1f}'.format(temperature) 

temp_str = str(temp) + u" \N{DEGREE SIGN}C" 

self.temperature_label.configure(text=temp_str) 

 

summary = day_forecast.summary 

self.summary_label.configure(text=summary) 

 

rain = int(day_forecast.precipProbability * 100) 

rain_str = "Chance of rain: " + str(rain) + "%" 

self.rain_label.configure(text=rain_str) 

 

wind = day_forecast.windSpeed #in miles/hour 

wind_str = "Wind speed: " + '{0:.1f}'.format(wind) + " mph" 

self.wind_label.configure(text=wind_str) 

 

humidity = int(day_forecast.humidity * 100) 

humidity_str = "Humidity: " + str(humidity) + "%" 

self.humidity_label.configure(text=humidity_str) 

 

hourly = hour_forecast.data[1].summary 

hourly_str = "Next hour: " + str(hourly) 

self.hourly_label.configure(text=hourly_str) 
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self.start_time = time.time() 

self.root.after(WEATHER_CLOCK, self.update_weather) 

 

def update_weather_week(self): 

forecast = get_forecast(self.location).daily() 

 

for x in range(0,7): 

day_name = forecast.data[x].time.strftime("%a").upper() 

self.day_label[x].configure(text=day_name) 

self.day_img[x] = make_image(forecast.data[x].icon + ".png",20,20) 

self.day_icon[x].configure(image=self.day_img[x]) 

day_temp_max = '{0:.1f}'.format(forecast.data[x].temperatureMax) 

day_temp_max_str = str(day_temp_max) + u"\N{DEGREE SIGN}" 

self.day_temp_max[x].configure(text=day_temp_max_str) 

day_temp_min = '{0:.1f}'.format(forecast.data[x].temperatureMin) 

day_temp_min_str = str(day_temp_min) + u"\N{DEGREE SIGN}" 

self.day_temp_min[x].configure(text=day_temp_min_str) 

 

self.root.after(DAY_CLOCK, self.update_weather_week) 

 

def update_datetime(self): 

 

datetime = get_datetime() 

self.date_label.configure(text=datetime[1]) 

self.clock_label.configure(text=datetime[0]) 
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news_file="News.png" 

import RPi.GPIO as GPIO 

from time import sleep 

GPIO.setwarnings(False) 

GPIO.setmode(GPIO.BCM) 

b=21 

GPIO.setup(b,GPIO.IN,pull_up_down=GPIO.PUD_UP) 

state=GPIO.input(b) 

if state==1:  print('hello') 

 

self.news_img = make_image(news_file,35,35) 

self.news_icon.configure(image=self.news_img,text="NEWS") 

self.news.configure(text="NEWS") 

headlines_url = "https://news.google.com/news?ned=%s&output=rss" % "in" 

feed = feedparser.parse(headlines_url) 

Labels=[self.news_label,self.news_label2,self.news_label3,self.news_label4,self.news_l

abel5] 

for post in feed.entries[0:1]: 

self.news_label.configure(text="1: "+post.title) 

 

for post2 in feed.entries[2:3]: 

self.news_label2.configure(text="2: "+post2.title) 

 

for post3 in feed.entries[4:5]: 

self.news_label3.configure(text="3: "+post3.title) 
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for post4 in feed.entries[6:7]: 

self.news_label4.configure(text="4: "+post4.title) 

 

for post5 in feed.entries[8:9]: 

self.news_label5.configure(text="5: "+post5.title) 

 

# calculate elapsed time since last update 

elapsed_time = time.time() - self.start_time 

elapsed_time = int(elapsed_time/60) 

 

# if stuck for more than 15 mins, reboot 

if elapsed_time > 15: reboot() 

 

maybe_plural = "s" if elapsed_time > 1 else "" 

self.last_update_label.configure(text="last updated " + str(elapsed_time) + " min" + 

maybe_plural + " ago") 

 

self.root.after(TIME_CLOCK, self.update_datetime) 

if __name__=="__main__": 

app=App() 

temperature.py 

import spidev  

from time import sleep 

spi = spidev.SpiDev()  
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spi.open(0,0) 

 

def temp(): 

    while(True): 

        spi.max_speed_hz = 1350000 

        adc = spi.xfer2([1,(8+channel)<<4,0]) 

        data = ((adc[1]&3) << 8) + adc[2] 

 

        temp = ((data * 330)/float(1023)) 

        temp = round(temp) 

        print(temp)if __name__=="__main__": 

    temp() 

 

 

• Heart rate monitoring: 
 
 

The Raspberry Pi pulse sensor can not be read out digitally, thus we need an analog-to-
digital converter. Such an ADC makes it possible to read out analog signals on the 
Raspberry Pi because. Unlike the Arduino, the Pi has no integrated analog IO pins. 
I used the following components in the below: 

• Heart rate Pulse sensor:   
• MCP3008 ADC  
• Small Breadboard:  
• Jumper Wire:  

Some sensors are shipped with a Velcro fastener for the finger, which is advantageous 
for the measurement, since there is not too much pressure on the finger. 
Since this sensor has also been designed for the Arduino, it does not provide a digitally 
readable signal. In order to be able to read the analogue signal, an ADC such as the 
MCP3008 is required. It doesn’t matter which channel of the ADC you are using, as long 
as you adjust it later in the code. 
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The positive pole of the pulse sensor is connected to 3.3V from the Raspberry Pi, as 
well as Minus to Ground. I have connected the signal / data pin (marked with an “S”) to 
channel 0 of the MCP3008. 
 

The ADC uses the SpiDev library, which must be installed. 
  
  
 

• Temperature reading: 
 

 
Now, we will calculate the temperature from the TMP36 readings. The circuit diagram 
for this is shown below 
 
 
 
 
 

http://tightdev.net/SpiDev_Doc.pdf
https://tutorials-raspberrypi.com/wp-content/uploads/Raspberry-Pi-MCP3008-ADC-Anschluss-Steckplatine.png
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Coding: 
 
The code is as follows 

1. # Importing modules 

2. import spidev # To communicate with SPI devices 
3. from time import sleep # To add delay 
4.   
5. # Start SPI connection 
6. spi = spidev.SpiDev() # Created an object 
7. spi.open(0,0)  
8.   
9. # Read MCP3008 data 
10. def analogInput(channel): 
11. spi.max_speed_hz = 1350000 
12. adc = spi.xfer2([1,(8+channel)<<4,0]) 
13. data = ((adc[1]&3) << 8) + adc[2] 
14. return data 
15.   
16. # Below function will convert data to voltage 
17. def Volts(data): 
18. volts = (data * 3.3) / float(1023) 
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19. volts = round(volts, 2) # Round off to 2 decimal places 
20. return volts 
21.   
22. # Below function will convert data to temperature. 
23. def Temp(data): 
24. temp = ((data * 330)/float(1023))-50 
25. temp = round(temp) 
26. return temp 
27.   
28. while True: 
29. temp_output = analogInput(0) # Reading from CH0 
30. temp_volts = ConvertVolts(temp_output) 
31. temp = ConvertTemp(temp_output) 
32.   
33. print("Temp : {} ({}V) {} deg C".format(temp_level,temp_volts,temp)) 

34. sleep(5) 

 

 

5.3 Testing Approach 

 

A test approach is the test strategy implementation of a project, defines how testing 
would be carried out. Test approach has two techniques: 

• Proactive - An approach in which the test design process is initiated as early as 
possible in order to find and fix the defects before the build is created. 

• Reactive - An approach in which the testing is not started until after design and 
coding are completed. 

 

 

5.3.1 Unit Testing 

 

UNIT TESTING is a level of software testing where individual units/ components of a 

software are tested. The purpose is to validate that each unit of the software performs 

as designed. A unit is the smallest testable part of any software. It usually has one or a 

few inputs and usually a single output. 
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• Unit Test Plan 
o Prepare 
o Review 
o Rework 
o Baseline 

• Unit Test Cases/Scripts 
o Prepare 
o Review 
o Rework 
o Baseline 

• Unit Test 
o Perform 

 

5.3.2 Integration Testing 

 

INTEGRATION TESTING is a level of software testing where individual units are 

combined and tested as a group. The purpose of this level of testing is to expose faults 

in the interaction between integrated units. Test drivers and test stubs are used to assist 

in Integration Testing. Integration Testing is the second level of testing performed 

after Unit Testing and before System Testing. 

• Integration Test Plan 
o Prepare 
o Review 
o Rework 
o Baseline 

• Integration Test Cases/Scripts 
o Prepare 
o Review 
o Rework 
o Baseline 

• Integration Test 
o Perform 

 

5.3.3 Validation Testing: 

 

http://softwaretestingfundamentals.com/software-testing-levels/
http://softwaretestingfundamentals.com/unit-testing/
http://softwaretestingfundamentals.com/system-testing/
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      Validation testing is the process of ensuring if the tested and developed software 

satisfies the client /user needs. The business requirement logic or scenarios have to be 

tested in detail. All the critical functionalities of an application must be tested here. 

Whenever you are asked to perform a validation test, it takes a great responsibility as 

you need to test all the critical business requirements based on the user needs. There 

should not be even a single miss on the requirements asked by the user. Hence a keen 

knowledge on validation testing is much important. 

 

5.3.4 Acceptance Testing: 

 

     Acceptance Testing is a level of software testing where a system is tested for 

acceptability. The purpose of this test is to evaluate the system’s compliance with the 

business requirements and assess whether it is acceptable for delivery. 

• Acceptance Test Plan 
o Prepare 
o Review 
o Rework 
o Baseline 

• Acceptance Test Cases/Checklist 
o Prepare 
o Review 
o Rework 
o Baseline 

• Acceptance Test 
o Perform 

 

 

5.3.5 Qualification Testing: 

 

      Qualification testing is performed to verify the design and manufacturing process, 
and it provides a baseline for subsequent acceptance tests. The production qualification 
testing is conducted at the unit, subsystem, and system level on production items and is 
completed before the production decision. The results of these tests are a critical factor 
in assessing the system’s readiness for production. Down line Production Qualification 
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Tests (PQTs) are performed to verify process control and may be performed on 
selected parameters rather than at the levels originally selected for qualification. 

 

5.3.6 Black Box Testing: 

 

        Black Box Testing also known as Behavioural Testing, is a software testing 
method in which the internal structure/design/implementation of the item being tested is 
not known to the tester. These tests can be functional or non-functional, though usually 
functional. 

 

This method is named so because the software program, in the eyes of the tester, is like 
a black box; inside which one cannot see. This method attempts to find errors in the 
following categories: 

• Incorrect or missing functions 
• Interface errors 
• Errors in data structures or external database access 
• Behaviour or performance errors 
• Initialization and termination errors 

 

5.3.7 White Box Testing: 

 

 White Box Testing is testing of a software solution's internal structure, design, and 
coding. In this type of testing, the code is visible to the tester. It focuses primarily on 
verifying the flow of inputs and outputs through the application, improving design and 
usability, strengthening security. White box testing is also known as Clear Box testing, 
Open Box testing, Structural testing, Transparent Box testing, Code-Based testing, and 

http://softwaretestingfundamentals.com/software-testing-methods/
http://softwaretestingfundamentals.com/software-testing-methods/
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Glass Box testing. It is usually performed by developers. White box testing involves the 
testing of the software code for the following: 

• Internal security holes 
• Broken or poorly structured paths in the coding processes 
• The flow of specific inputs through the code 
• Expected output 
• The functionality of conditional loops 
• Testing of each statement, object, and function on an individual basis 

 

 

 

5.4 Modifications and Improvements: 

 

 

It includes any updates, changes, engineering changes, adaptations, enhancements 

and/or modifications supplied or approved by Quantum that: 

• Correct any errors or defects in any of the Products; 

• Improve or enhance the existing functions of any of the Products; 

• Change any of the functions or add new features or functions to any of the 

Products;   

• Reduce the cost of manufacturing and assembling any of the Products. 
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Chapter 6 

RESULTS AND DISCUSSIONS 

 

6.1 Test Report 

 

 Test Report is needed to reflect testing results in a formal way, which gives an 

opportunity to estimate testing results quickly. It is a document that records data 

obtained from an evaluation experiment in an organized manner, describes the 

environmental or operating conditions, and shows the comparison of test results with 

test objectives. 

 

6.2 User Documentation 

 

• Date and Time: 

 Python’s time module has been used to display the date and time with a proper 

format. 

A class is created to fetch the datetime and is passed to a Tkinter block code the main 

window, where it gets labeled and assigned with dimension.  
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• Weather: 

 

For getting the weather forecast have used darksky.net a site which provides weather 

data based on location. Here we need to create an account and get an API key used to 

fetch the weather forecast data. 

 

 
 

• News: 

 

For displaying news have used feed parser module of python which accepts the 

argument of country name to get the news of that country. 
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• Speech Recognition: 

 

The smart mirror is interactive we can ask for service through voice command lets 

take the example of health monitoring system. 

We need to say “diagnose me” and the mirror will reply to touch the temperature and 

heart rate sensor so that it gains the values and display it over the window and the 

values disappear after 2 minutes 

 

 

• Temperature monitoring:  

 

For monitoring temperature have used LM35 transistor which is connected to the rasp pi 

with a MCP 3008 ADC between. 

 

 
 

 

• Heart Rate monitoring: 

 

For monitoring heart rate have used pulse rate sensor which is connected to the rasp pi 

with a MCP 3008 ADC between. 
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➢ Normal window appearance on smart mirror 
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➢ Window appearance on smart mirror after asked for diagnosis service 
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Chapter 7 

Conclusions 

 

7.1 Conclusion 

 

Most have us have a wish to be efficient in our everyday lives. We want to accomplish 

tasks easily, we want to manage our schedules, and most of all we simply want to feel 

in control of our lives as they unfold. The advent of smart technologies has helped to fill 

this need, as everyday objects are integrated with increasingly sophisticated levels of 

technology. 

 

However, there are still a vast amount of unexploited niches in our homes where 

technology could make our lives smoother and more convenient, and it is this technical 

problem that our group will address with our product, the Smart Mirror.  

The household mirror is often taken for granted in our daily routine, but really it’s one of 

the products that stand to gain the most functionality out of a tech upgrade. 

 Mirrors are a focal point of our attention almost every single day, and yet we rarely 

physically touch them. This makes it an exceptionally easy hub to display important 

information on, from the time of day to your favorite website’s leading headlines. 

Now let’s take an overview of our product, the Smart Mirror itself. At its heart the 

mirror is powered by a microcontroller, the Raspberry Pi 2, a platform on which to 

build all of our functionality. 

The elements we chose to make up this display consist of the following: 

• Time (a real-time clock displaying the hour, minute, and second) 

•  Date    

• Weather 

• News 

• Temperature 

• Heart Rate   
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As for the mirror itself, it consists of a strong 2x3 frame assembled from four individual 

pieces (each cut on 45 degrees) and screwed together with wood screws. The 

considerable weight of the glass and the suite of electronics behind it made this size of 

lumber necessary. Next, we purchased a two-way mirror (20”x30”) from a local glass 

supplier and mounted it within the frame. This mirror is built so that one of its faces 

looks identical to a mirror (reflective) but the other is transparent enough for our display 

to shine through. From the other side, the user sees only their reflection and elements 

we’ve chosen to display. 

➢ Benefits: 

• Smart interface with mirror. 

• Easy access to daily updated news. 

• Easy access to daily updated weather forecast. 

• Simple and comfortable way to check basic health status 

 

7.2 Limitations of The System 

 

• The working is a little slow we can speed up by using rasp pi 4. 

• The raspberry pi over heats very frequently needed to be placed in low 

temperature room. 

• The pulse sensors used is not highly accurate. 

• The temperature sensor may catch the temperature of its near 

environment when rasp pi over heats and give improper body temperature 

values. 

 

 

7.3 Future Scope of The Project 

 

The smart mirror can be further updated with: 

• Home automation. 
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• AI assistant that with smart alarm feature, activity/schedule maker, daily schedule 

reminder, etc. 

• Upgrading the interface with links to different basic social media and shopping 

apps. 

• We can also add a login feature for family members with an admin. 

• Smart Mirror As Security System :  

When there is nobody in home it can be switched into security system by using 

VNC viewer to detect human presence. When someone enters into room ,PIR 

sensor will detect the movement of the person when he passes by the mirror and 

capture the image and stores it in the drop box .Also informs the owner by 

updating captured image in the drop box  , by this way smart mirror system can 

also be used as a security system. 

 

 

7.4 References 

• https://projects.raspberrypi.org/ 

• https://docs.python.org/ 

• https://www.circuitstoday.com/ 

• Youtube.com 

• Google.com 

 

7.5 Summary 

A futuristic smart mirror system that provides information like time, date, accurate 

temperature and humidity, and latest news while looking and grooming in front of mirror 

and also helps with basic health diagnosis. The household mirror is often taken for 

granted in our daily routine, but really it’s one of the products that stand to gain the most 

functionality out of a tech upgrade. Mirrors are a focal point of our attention almost every 

single day, and yet we rarely physically touch them. This makes it an exceptionally easy 

hub to display important information on, from the time of day to your favorite website’s 

leading headlines. Smart mirrors have great potential to enhance user experience of 

accessing and interacting with information. Not only do they allow users to see relevant 

https://projects.raspberrypi.org/
https://docs.python.org/
https://www.circuitstoday.com/
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information effortlessly, they can also be integrated as a thief detection system. Our 

smart mirror saves time and makes it easier to access information. We can display date 

and time, weather predictions, news , current affairs and also monitor our health through 

basic diagnosis of body temperature and heart rate .In future this project can be 

improved by adding integrated  thief detection system into our smart mirror, interactive 

touch screen, geo-location and some more features 
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Abstract 

The success of any business or organization will depend on how skillfully and fastly you handle 

your customer problems. Remember, if you can resolve the customer issues successfully, then you 

would have won a customer’s trust and heart for their lifetime. They will stay connected with your 

organization hence, boosting revenue and profits. On the other hand, if you are not able to handle 

these issues, then you will likely to lose your customer and their trust as well. 

Generally, in any organization there is a support team who is responsible to manage issues raised 

by the customer associated with that organization and maintain the relationship between the 

customer and organization. The support team is responsible for improving customer service 

standards by addressing and solving that problems. 

Support team must deal with large number of customer tickets generated daily. These tickets could 

be raised on various issues related to services provided by the organization, password resetting, 

product owned and many more. 

But the question remains that why is it so hard to deliver customer service consistently for any 

organization? So, the answer is, obviously a manual employee of any organization cannot reply to 

all those tickets alone. This would be quite tedious and will require enough cost and a more 

resources in terms of cost and labors to work on. Everyone knows that customer service ticket jobs 

are really challenging. 

Our solution will help the organization to manage the inputs from a variety of channels and update 

support tickets on ZOHO Desk application. Support tickets are the requests that any customer raise 

by calling help desk agent of any organization to get your issues resolved for better customer 

satisfaction. 

 

  



6 
 

Acknowledgement 

The presented project, as a part of the curriculum was a first experienced for me. I have looked 

upon this project not merely as a syllabus to be completed but as an aim to know, study, develop 

and experience the commercial software technologies. 

I would like to thank and appreciate the support of my guidance, who served a helping hand 

physically, mentally, and intellectually during this project.  

Foremost regards to my guide Prof. Saisree Rangarajan as well as H.O.D. Prof. Sreekala Nair 

who were the guiding lights throughout the project. 

I would like to thank our Principle, Dr. Padmaja Ma’am, who made available the facilities 

required for this project. 

I also wish to mention the unsaid support of my parents who, as always helped me in every possible 

way to make this work of mine, as a success.  

The contribution made by my friends and my classmates, directly or indirectly was indispensable 

and will always be remembered.  

This opportunity has given me the valuable experience about software development.  

I am glad to say that I have satisfactorily reached my aims and intentions, to make this project a 

success. 

 

 

  



7 
 

TABLE OF CONTENTS 

1. Introduction ………………………………………………………………    8 

2. Literature Review ……………………………………………………......  13 

3. Background Study ……………………………………………………….  14 

4. Objective …………………………………………………………………. 15 

5. Different RPA Platforms or Tools 

a) UiPath ……………………………………………………………………………..   16 

b) Automation Anywhere …………………………………………………………….  21 

6. Technical Requirements ...……………………………………………… 25 

7. Project Overview and Project Details………………………………….. 26 

8. Project Groundwork …………………………………………………..... 28 

9. Project Implementation  

a) Main Workflow …………………………………………………………………… 32 

b) Reading from Excel ……………………………………………………………….. 38 

c) Invoking Excel Workflow from Main …………………………………………….. 44 

d) Creating a support ticket in the Zoho Desk System ……………………………….. 49 

e) Putting it all together ………………………………………………………………. 61 

f) Testing the Automation ……………………………………………………………. 65 

10.  Future Scope of Project………………………………………………..... 67 

11.  Reference and Bibliography …………………………………………… 67  



8 
 

Introduction: 

Generally, in any organization there is a support team who is responsible to manage issues raised 

by the customer associated with that organization and maintain the relationship between the 

customer and organization. The support team is responsible for improving customer service 

standards by addressing and resolving their issue. 

Support team must deal with humongous number of tickets generated daily. These tickets could 

be raised on various issues related to services provided by the organization, password resetting, 

product owned and many more. Obviously, a manual employee cannot reply to all those emails on 

daily basis. This would be quite difficult task and will require enough cost. 

Instead of processing all these tasks manually, you can just automate this task. Below in this 

solution, I am going to show you, how to automate this task using UiPath. 

Help desk agent gets input from a variety of channels, including phone, email, and spreadsheets, 

to create and update support tickets. Support tickets are the requests that you raise by calling help 

desk agents to get your issues resolved; for example, your laptop is not working, or you have 

internet issues. 

For this project, we will only be covering the automation of inputting tickets from spreadsheets 

that a requester places in a certain folder. We are assuming a very simple use case of ticket creation 

for this first project. All you must do in this project is to input support ticket data in a spreadsheet 

and place it in a folder. The bot, once invoked, automatically creates a support ticket within the 

help desk system for you. 

If you noticed, we are invoking this bot. This means that we will be building an attended 

automation that behaves like an assistant – an assistant that raises tickets automatically! 

Automation:  

Nowadays, there is almost no aspect of our lives that is unaffected by automation. Some examples 

include washing machines, microwave ovens, autopilot mode for automobiles and airplanes, 

Nestlé using Robots to sell coffee pods in stores in Japan, Walmart testing drones to deliver 

products in the US, our bank checks being sorted using Optical Character Recognition (OCR), and 

ATMs. 

The term automation is derived from the Greek word autos meaning self, and motos, meaning 

moving. Automation, in simple words, is technology that deals with the application of machines 

and computers to the production of goods and services. This helps in getting work done with little 

or no human assistance. 

With the advent of computers, many software systems were developed to accomplish tasks that 

were previously done on paper to manage businesses, or not being done at all due to the lack of 

tools. Some of these are bookkeeping, inventory management, and communications management. 
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There is also a type of software that ties these systems and people together in workflows, known 

as Business Process Management (BPM) tools. This software has been developed for areas such 

as record systems, engagement systems, insight systems, and innovation systems. These mostly 

replicate processes in real-life scenarios. 

In the digital world, automation and software development are two different terms. Very often, 

however, one is confused with the other. If some portion of a workflow can be programmed to be 

done without human intervention, it can be called automation. For example, in order to pass any 

invoice in a payment system, Ms. Julia at ABC organization needs to check that goods have been 

delivered and recorded in an inventory management system. This is a cumbersome job, as it has 

to be done for each and every invoice. Also, for larger organizations, more people are needed to 

do this check on computers. However, Jack, an application developer, proposes that he can 

integrate those two systems using database integration techniques. He will write a procedure that 

will fetch data from the inventory management system and automate the check of receivables. 

Developing an inventory management software system is called software development, while 

programming a step so that no more human intervention is required is called automation. 

There are various techniques used and available to automate steps and processes in an organization 

where software systems are being used to accomplish certain tasks. Before we look at these 

techniques however, let us see what can be automated and what should be automated. 

There are a few aspects that have to be taken into consideration for choosing automation 

candidates. The following processes should be automated: 

 Repetitive steps 

 Time-consuming steps 

 High-risk tasks 

 Tasks with a low-quality yield 

 Tasks involving multiple people and multiple steps. 

 And everything else! 

We have found out what should be automated. Now the question arises what can be automated? 

To automate something, it needs to have the following characteristics. 

 Well defined and rule-based steps 

 Logical 

 An input to the task can be diverted to the software system. 

 Input can be deciphered by software systems with available techniques. 

 The output system is accessible. 

 Benefits are more than the cost. 

 



10 
 

Robotic Process Automation:  

Today, automation has reached a stage of maturity where several other technologies have 

developed from it. Robotic process automation (RPA) is one such transformational burgeoning 

area. Robot in Robotic process automation means software programs that mimic human actions. 

In simple words, RPA involves the use of software that mimics human actions while interacting 

with applications in a computer and accomplishing rule-based tasks. This often requires reading 

from and typing or clicking on existing applications that are used to perform the given tasks. 

In addition, these software Robots also perform complex calculations and decision making on the 

basis of the data and predefined rules. With the rapid progress of technology and renewed efforts 

in the area of artificial intelligence, it has become possible to use State activity: Transitions contain 

three sections - Trigger, Condition, and Action, which enable you to add a trigger for the next state 

or a condition under which an activity is to be executed. with RPA to accomplish tasks that were 

not possible earlier. Some of the technologies being adopted with RPA are as follows: 

 Machine learning 

 Natural language processing 

 Natural language generation 

 Computer vision 

With the inclusion of the preceding technologies, sometimes it is also referred to as intelligent 

automation. 

With the advent of RPA, it has become much easier to automate tasks. Now, we need to know only 

the steps taken by humans and make the Robots mimic the action on a computer screen using 

mouse and keyboard. This is a big deal because in most cases, the process is already defined and 

the steps documented. Humans also follow the same operating procedures, which define the steps 

taken to accomplish the task. Business logic, validation of data, transformation, and use of data is 

already coded in existing systems that humans use to accomplish a task, a simple example being 

invoice data entry. 

RPA platforms allow the program, called Robots, to interact with any application in the same way 

a human would do, hence, automating rule-based work by recording those steps for later playback. 

An important point that distinguishes RPA from traditional automation is that the software Robot 

is trained using steps that are illustrative rather than using instructions based on code. Thus, a 

person with little programming experience can be trained on these platforms to automate simple 

to complex processes. 

RPA comprised of three main components which are Robots, Processes and Automation. Let us 

discuss all of them one by one: 
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Robots: A robot is an electromechanically designed machine, programmable of computer and 

trying to be carrying out a complex series of actions automatically without any human intervention. 

A robot accomplishes tasks by moving into the real world. 

Process: The ‘Process is the well-known term to everybody and even associated in the day-to-day 

life of people and spread across the sectors. It is an essential part of any system and firm and is the 

activity to accomplish a task completion. A process is a well-defined step which takes input form 

different devices and people and is completed as per the predefined rules to produce desired output. 

Automation: “Automation” is the technique of making an apparatus, a process, or a system which 

operate automatically. However, peoples are already reaping the automation application in day-to-

day life. Automation includes processing capability of any system. Integrating people and system 

to achieve automation is not a simple task. 

Types of RPA: 

We have two kinds of RPA automation that are based on how the RPA tool helps you automate. 

One of them is like an assistant that you call upon to help you complete the tasks, while the other 

is a kind of automation that is mostly used for back-office work. 

Attended Automation: These are the assistants that run on your computer and help you complete 

parts of the tasks that you are performing. For example, if you usually copy and paste data from 

one application to multiple applications, you can invoke an attended RPA to take over just these 

sets of activities. The control is then returned to you by RPA to carry out the next set of tasks. This 

type of automation is popular with agents at call centers. With this, the long, repetitive processes 

that an agent does are replaced with single clicks! This greatly reduces the time it takes to train 

your representatives. Therefore, attended RPA can reduce the average handling times, improving 

your customer experience. 

You would use attended bots for the following reasons: 

 Tasks that need real-time human-system interaction 

 To augment your employee's day-to-day work, enabling them to do it faster and better. 

 To help your employees understand and embrace automation. 

Unattended Automation: If you don't need a representative or worker interaction to execute a 

process, you can usually run the process on a backend server. This is known as unattended 

automation, which can be used to automate back-office work. In unattended automation, 

workflows are self-triggered and run-on servers. They usually run to a predetermined schedule and 

are available 24/7. For example, you can batch your invoices and process them at certain times 

during the day. The bot would later send you a report, indicating the invoices that could not be 

processed automatically. You can review the report and only work on the invoices that need your 

intervention. These automated tasks can be scheduled or started through control rooms. You can 
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allocate tasks, adjust priorities, manage queues, and intervene, in the case of performance issues, 

through the control room. 

Usually, unattended automation gives you more control over the automation process. It follows 

your rules to complete a process automatically. You would use unattended automation for the 

following reasons: 

 Tasks that are structured and can be fully mapped. 

 To replace entire roles where possible 

 To gather, sort, analyze, and distribute large amounts of data. 
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Literature Review: 

The changes happening in the global world driven by the development of new technologies require 

businesses to become more agile and quickly respond to the needs, wishes, and demands from 

their customers. Moreover, competitive, and financial pressures force organization to be more 

efficient, this constantly seeking for new technologies and methodologies that would help them 

become more productive, save costs, and add value to their business. 

One of the solutions which is emerging as a new technology is Robotic Process Automation (RPA) 

which can replace employees to be involved in more complicated tasks which can bring 

organization more value. According to the reports of consulting companies RPA is recognized as 

an emerging and disruptive technology that is already delivering value. 

Although there is number of authors reporting various benefits of implementing RPA within an 

organization according to author’s best knowledge, RPA is at, more often implemented in practice 

than it is investigated by the research. Thus, it is very important to discuss differences, similarities, 

and complementarities between RPA and similar technologies and approaches, one of which is 

business process management (BPM). 

According to the findings of preliminary literature overview, RPA is defined as the application of 

specific technology and methodologies which is based on software and algorithms aiming to 

automate repetitive human tasks. 

 

Recently, RPA definition is extended towards its conjunction with artificial intelligence (AI), 

cognitive computing, process mining, and data analytics. The introduction of advanced digital 

technologies allows RPA to be reallocated from performing repetitive and error-prone routines in 

business processes towards more complex knowledge-intensive and value-adding tasks. 
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Background Study: 

Any strong business will look to harness the power of customer service to develop positive 

relationships with the clients. But if you are a proactive company, you will keep asking the 

questions, “What is good customer service?” 

Your customers are interacting with your business pretty much every day. At some stage, your 

team will encounter roadblocks and challenges. Remember, if you can resolve these issues 

successfully and fast, you would have won a customer’s trust for their lifetime. They will return 

to you again, hence, boosting your organization’s revenue and profits. On the other hand, if the 

handling is poor, expect your customers to bolt to your closest competitor. And with it goes your 

revenue too. 

Earlier all these tasks are done manually by the people on daily basis. Hence these tasks were really 

time consuming and required more people to process. 

In this solution, we will only be covering the automation of inputting tickets from spreadsheets 

that a requester places in a certain folder. We are assuming a very simple use case of ticket creation 

for this first project. All you must do in this project is to input support ticket data in a spreadsheet 

and place it in a folder. The bot, once invoked, automatically creates a support ticket within the 

help desk system for you. 

To create this solution, we are considering RPA i.e., Robotic Process Automation. It is an exciting 

technology that is being the first step to using new and advancing technologies to automate 

enterprise processes. 

RPA is advancing rapidly and is part of a bigger movement to low code and no-code tools. 

Compared to traditional coding, these tools are easier to use and faster to deploy. Organizations 

are now using these rapid development tools with emerging technologies such as process mining, 

artificial intelligence (AI), and analytics to enable end-to-end process automation. 

RPA allows software robots to carry out tasks on a computer just like a human would. Robotic 

Process Automation (RPA) excels at automating manual and repetitive tasks. RPA, therefore, gives 

us a tool that we can use to automate all the unexciting work you may have been doing so you can 

do some exciting work! With this tool, you have more time to spend on unique human activities 

such as delighting your team, boss, and customers. 

 

 

 

 

https://www.proprofsdesk.com/blog/customer-service-101-guide/
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Objectives: 

Customer support team plays a very important role in organization to manage their customer’s 

problems and inn resolving them. But it is difficult for any employee who is working in any XYZ 

organization’s customer support team to handle all the customer’s problem on daily basis. 

The main objective of these project is to provide such a solution for organization so that they can 

manage their customer support department to an extent. In general, this solution gets input from 

spreadsheet and create support ticket on ZOHO Desk application. 

This solution gets the inputs stored in spreadsheet and then create a support ticket on Zoho desk 

application. This solution is a trigger based attended robot, so the use must trigger the event as 

shown in the prompted message box. Once the user triggers the even the automation will gets 

started. And will create the support ticket, then it will move the request excel sheet to process 

folder. 
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Different RPA Platforms or Tools: 

RPA tools help you automate business processes using multiple technologies. It all started with 

screen scrapping and workflow configurations to automate BPO processes. The emergence of AI 

technologies has helped the RPA tools include cognitive aspects. RPA, along with AI, is now being 

called "Intelligent Automation." 

There are various RPA platforms available in the market some of them are: 

 Automation Anywhere 

 UiPath 

 Blue Prism 

 WorkFusion 

 Thoughtonomy 

 KOFAX 

UiPath and Automation Anywhere are two of the top RPA platform vendors, as per the rankings 

from respected analysts such as Forrester and Gartner. They have taken different paths, as we will 

see, and have evolved into the top RPA platforms that we see today. 

UiPath: 

UiPath is a top RPA platform by many measures. The company is one of the most funded in this 

space and gives you a sense of what investors consider the best RPA tool in the long run. 

It is quite popular and has a big community. The secret to this is that UiPath made the platform 

easily accessible quite early. It is also one of the easiest RPA platforms with a comparatively low 

learning curve. Therefore, I have selected UiPath as one of the platforms for our projects. 

Fast forward to today, and UiPath is a top enterprise RPA platform. The UiPath platform helps 

you develop automation rapidly while being secure and scalable. 

The platform has three main components:  

 UiPath Studio 

 UiPath Orchestrator 

 UiPath Robot 

Let us discuss all of them one by one: 
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UiPath Studio: 

You design and configure your process workflows in UiPath studio. It is a low-code environment 

where you drag and drop prebuilt components. These components are provided by UiPath and are 

called Activities. The following is a screenshot of UiPath Studio: 

 

You can also create your custom components if the Activity that you need is not available. All 

these Activities enable you to create bots that automate processes. When you have many bots, you 

can manage them with an Orchestrator. 

UiPath Orchestrator: 

Orchestrator, as the name suggests, is the central place where you manage the UiPath bots. You 

can deploy and keep track of all your bots from this interface: 
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The Orchestrator is conveniently accessible through your browser and also through mobile apps. 

The Orchestrator allows multi-tenancy, allowing you to scale easily and enable discrete 

departmental RPA initiatives. The bottom line is that you can build your first bot and scale up to 

thousands of bots with this architecture. 

UiPath Robot: 

UiPath Robot is your runtime executable and allows you to run workflows built using Studio. It runs on 

your local machines and can be accessed from the Windows Tray: 

Robot can be run with or without people's supervision – attended or unattended, as we saw earlier. 

These robots need to be connected to UiPath Orchestrator to execute processes or you have to 

license them locally. The license you choose determines the capabilities of the robot. 

In UiPath Automation all these three components work together to complete a task and perform 

automation of different robots like, attended or unattended robot. This all components provide you 

with a rapid development of environment where you can create your automation projects. 
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UiPath – an integrated view 

The UiPath components we described previously work together to provide you with a rapid 

development environment where you can create your automation projects. Here is an integrated 

view of how these components work together to build, deploy, execute, and monitor both attended 

and unattended automation: 
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Automation Anywhere: 

Automation Anywhere is another top RPA tool. It has a good depth of functionality and features 

while being mostly user-friendly. You can get started quickly and scale easily with this decently 

robust tool. 

Automation Anywhere started in 2003 with a vision to replace manual scripting applications with 

process automation that could be designed by the user. Their focus was to support all aspects of 

automating business processes, including end-to-end processes Fast forward to today, and the 

current version of Automation Anywhere, known as A2019, can be deployed on the cloud or on-

premises. It has a web-based Control Room where you can develop and deploy bots. The Control 

Room connects to a bot agent on your Windows desktop to execute the automation process. 

Enterprise Control Room: 

Automation Anywhere's Control Room is a central place where you can develop, configure, and 

monitor your bots using a collection of specialized web-based services. Here is a screenshot of the 

Community Edition Control Room: 

 

The Control Room connects to a local bot agent to run your bots. It is a plugin that can be installed 

on your computer that accesses the Control Room.  

The Control Room provides us with the ability to build, manage, and analyze bots. Let's look at 

each of these aspects. 
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Build: 

Automation Anywhere's web-based Control Room can be used to create and edit bots from 

anywhere you have access to a web browser. You can access the bot editor from the Control Room 

by navigating to the My bots’ section, as shown in the following screenshot: 

You can also manage your usernames and passwords securely using the Credentials option. The 

packages that you can use to develop your automation are listed under the Packages option. 

 

Next, let us explore the My Devices and Administration tabs. 

Manage: 

You can also configure your client machine and users using the Control Room. The client machine 

that you use to connect to the Control Room to create or run your bots is called Devices. You can 

manage these devices from the My Devices option. In the Community Edition that we are using, 

we can run one bot agent, as shown in the following screenshot: 

Enterprise administrators can manage various aspects such as databases, the credential vault, users, 

roles, packages, licensing, and so on using the Control Room. In the Community Edition that we 

will be using, we can only view registered users. 
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Analyze: 

You can analyze the performance of your bots with the help of Automation Anywhere Bot Insights. 

This option, which can be found in the Control Room, provides real-time and interactive insights 

into your automated business processes: 
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Automation Anywhere also offers an AI-based bot option called IQ Bot. Let's have a quick look 

at that. 

IQ Bot: 

Automation Anywhere's IQ Bot uses different AI techniques such as computer vision, natural 

language processing (NLP), and machine learning (ML) to digitize semi structured or unstructured 

data. This means it can help us extract data from documents, forms, images, and emails. 
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Technical Requirements: 

The hardware and software that will be required for this project are as follows: 

 A PC with UiPath Community edition version 19+ installed. 

 A Chrome browser with a UiPath add-on 

 A Zoho Desk SaaS application. You can sign up for free at https://desk.zoho. com. 

 Microsoft Excel 2007 and later 
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Project Overview: 

We will automate the creation of help desk tickets using data from an Excel sheet. In this project, 

once the bot is invoked, it will check whether there are new request files available to process. If 

available, the bot will read the ticket data from this spreadsheet. The data is then used to create 

support tickets in the Zoho Desk application. 

Here is the high-level workflow for the project: 
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Project Details: 

Let's now look at the overall flow for this project in terms of the components we will be building 

and their interaction. 

We will have a main workflow called Main.xaml, which will invoke other workflows and 

orchestrate the automation. Within this workflow, we will keep checking for the trigger Alt + S. 

Once triggered, we will check whether the Request.xlsx file is available. If the file is available, 

then we will invoke ReadRequestExcel.xaml from Main.xaml. 

Within ReadRequestExcel.xaml, we will use the file path as an input argument to open the Excel 

file, read the content, and store it in three output arguments – Name, Email, and Subject. Next, 

Main.xaml invokes ZohoAutomation.xaml with these three arguments (Name, Email, and Subject) 

to create the ticket in the Zoho desk. If all goes well, a Successful message is returned. 

Finally, once the Successful message is received, request.xlsx is moved to the Processed folder 

and the bot is ready to process new requests: 

Here is the sequence flow diagram of the project: 

 

This was an overall flow to give you a high-level view of what we will be doing to create this 

automation. Before we configure our main workflow, let's undertake some groundwork that is 

required for the project. 



28 
 

Project Groundwork: 

As part of the project groundwork, we will create the project folders, along with a spreadsheet for 

the ticket data, and also log in to the Zoho SaaS application. 

Creating Project Folder: 

Let's create two folders, one to accommodate the spreadsheet containing the data to process, and 

the other to accommodate the processed spreadsheets: 

1) Open Windows Explorer on your machine and create a folder for the project. 

2) Within this project folder, create two folders, called Requests and Processed, as shown in 

the following screenshot: 

 

We will place the spreadsheet in Requests, and then the bot will move the processed sheets to the 

Processed folder. 

Next, let's create the requests spreadsheet. 
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Creating an Excel Sheet with Ticket Data: 

Now, let's create a simple spreadsheet with ticket data: 

1) Open Excel and create a sheet with three rows and two columns, as shown in the following 

screenshot: 

 

The first column contains the data labels, and the second column contains the data you like for 

your support ticket. 

2) Save this file as Request.xlsx in the Requests folder that we created in the previous section. 

Let's now log in to the Zoho application. 

Registering and Logging in to Zoho Desk: 

Perform the following steps: 

1) Go to desk.zoho.com and choose the option to log in. You should be directed to a page to 

log in or sign up if you do not have an ID. Create a free desk account by filling in the details 

if you do not have one: 

 

 



30 
 

 

2) Once you register with your details and company name, you will be walked through the 

steps to get started. You should eventually end up on the Zoho Desk view with the current 

tickets: 
You will see the following screen with your first ticket created on Zoho desk. 

Leave the tab open with the application logged in for the automation. 
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Now, as mentioned in the Project detail section, we will create the workflows for the automation. 

Let's start with the main workflow. 
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Project Implementation: 

This section all the details regarding how to implement and develop the following automation 

helpdesk agent. 

Main Workflow: 

Let's start by opening the UiPath Studio. This is one of the UiPath components of UiPath Platform 

which we need to install on our machine for creating automation workflow. 

On your Windows machine, you can go to Start and then select UiPath Studio. 

Project Setup: 

Let's create a new project for our automation using the UiPath template: 

1) On the first UiPath studio screen that pops up, select the project called Trigger Based 

Attended Automation. This will use a predefined UiPath template to create an attended 

automation project: 

 

2) Next up, provide a name for your project and an optional description and click on Create: 

You can give project name as per your choice, but it is important to provide a useful and 

insightful project name for easy reference. 

Then you need the select the location where you have created the project folder in the project 

groundwork step. 

You can also add a description for you project as shown in below screenshot. 
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3) On the Studio main screen, click Open Main Workflow to get to the main workflow. 

4) Your initial workflow should look like the following. Go ahead and remove the five 

unwanted activities highlighted in the following screenshot by right-clicking and selecting 

Delete: 
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5) Once done, ensure that you save the project and keep doing so periodically. 

The project is now set up. We are now ready to configure the initial part of the automation. 

Configuring initial part of Main workflow: 

We will add a few UiPath activities to initiate the attended automation. 

UiPath activities are puzzle pieces that we use to create any UiPath automation. 

The activities are automation actions, such as clicking, typing, and message box. 

We can use these activities to create with Excel, email, and the web. 

Let's now look at the steps to add the activities: 

1) We'll start by adding a message box. To do this, go to the Activities panel and search for 

message box: 
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Message Box activity is used to display message to user with the given text. It takes a string as a 

input and display that string to user as a message in message box. 

You can then drag and drop the activity to where you want it in the workflow. 

2) Once added, click on the box for the message and type "Agent Ready. Please use ALT + s 

to trigger the Automation". Note that you must keep the quotes as you input the message. 

Please refer to the image in step 4. 

3) Next, let's tell UiPath which hotkey we will use to trigger the automation. Luckily, UiPath 

has provided the activity within the template to do just that. In the Hotkey Trigger activity, 

choose Alt and type in s for the key, as shown in the screenshot in step 4. 

Hotkey Trigger activity is used to specify which keyboard hotkey is used as a trigger to start 

the automation. In our project we will use the Alt and s keyword to start our automation. 

4) It is always a good idea to add adequate comments for people to facilitate understanding 

of your workflow "code". Within Event Handler, let's start by adding a Comment to say 

Create a Zoho desk Ticket from the Request excel file.: 
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Comments are added in your automation for easy understanding of our automation. Comments are 

not executed by the automation. It is just for the sake of understanding that what exactly our 

workflow is going to do. 

5) As the first activity in Event Handler, we will be checking the Requests folder to see 

whether there are any new requests. For that, we will use the Path Exists activity. Follow 

the same steps as before to find the activity in the left-hand panel and drag and drop to the 

main workflow. 

Path Exists activity in UiPath is used to check whether the specified file in exists on not. If the 

file is present, then it return the true value else false. 

6) Now, for this and all activities, there are UiPath properties that are displayed on the right 

pane. Let's use the following Properties for the Path Exists activity we added: 

 Path: Environment.CurrentDirectory+"\Requests\Request.xlsx" 

 PathType: File 

 Exists: Create a boolean variable (use Ctrl + K or right-click) and create a new variable 

called boolFileExists. 

UiPath properties are the parameters and settings for the selected activity. The 

properties pop up on the right panel of your Studio interface. You can go to the 

panel and add or update properties for the selected activity. 

After implementing the above steps your sequence and properties should look like this: 
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7) Next, let's display a message to let the user know whether the bot found a request and 

whether it will process this request. We will use an If activity from the activities panel to 

do that. Add the If activity below the Path Exists activity. 

If activity is used to perform task base on specifies condition. If the condition is true, then it 

will go to then part otherwise it will execute the else part. 

8) Let's use boolFileExists, which we created in the earlier step as the condition to check. 

Within this If control, add two message boxes with messages as per the following 

screenshot to display an appropriate message to the agent: 

 

This is all for the main workflow for now. We will revisit the workflow later to call the 

ReadExcelRequest and ZOHOAutomation workflows, which we will create in the next two 

sections. 
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Reading from Excel File: 

In this next workflow, we will pick up the Request Excel file from the folder we created, read the 

ticket data, and incorporate them in variables for the next workflow to process. This will help you 

get your feet wet with Excel-based automation: 

1) Let's start by creating a new Sequence in the project. This will create a new workflow for 

us to work on: 

 

2) Let's name it ReadExcelRequest and click Create. The studio will create a default sequence 

for you: 

You can provide the name of sequence as per you need. It is necessary to provide some useful 

name of your sequence for easy reference.  

Then you need to select the location of project which you have created in windows explorer. 

After provide all the details click on create button it will create the sequence in your UiPath 

studio. 
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3) Within the workflow, let's first add the arguments using the Arguments tab at the bottom 

of Studio (refer to the following information box). Arguments will enable us to input and 

output data from this workflow to the main workflow. Proceed and create four arguments, 

as shown in the following screenshot: 

 

Note Direction and Argument type. 

The difference between a variable and an argument is that variables pass data to 

other activities, while arguments pass data to other workflows. The Arguments tab 

is next to the Variables tab at the bottom of the Studio screen. 
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4) We will always use a Try-Catch block to handle any exceptions gracefully. So, let's add 

the Try Catch activity to this sequence. Then, within the Try block, add the Read Range 

activity under Workbook to read the specified Excel file. The Read Range activity reads 

the value of a specified Excel range and stores it in a DataTable variable. 

5) For the WorkbookPath, specify the RequestFilePath argument that we added in step 2. 

This argument should be populated with the path to Requests.xlsx when we invoke this 

workflow from Main. Your sequence and properties should look like this: 

 

In the properties for the Read Range activities, perform the following steps: 

 Remove the range to cover the entire sheet. To do that, add “” to the Range property 

on the right pane. 

 While there, uncheck the AddHeaders property as we don’t have header in our input 

file. 

 Add an Output variable to store the data table. Use Ctrl + K to add the dtRequest 

variable within the DataTable property. 

6) Next, we will use three Assign activities in the workflow to read from Excel and store the 

data for ContactName, Email, and Subject in respective arguments. 

7) Use the arguments we just created on the left-hand side of the activity. You can start typing 

the argument names and the argument names should pop up for you to select: 
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8) We will use the dtRequest.Rows(row)(column) data table to read Excel values and map 

them to the arguments. For example, dtRequest.Rows(0)(1) means the first row and 

second column value in Excel. Since the output variable only accepts the values of the 

String type, we have to add .Tostring at the end of this formula; for example, 

dtRequest.Rows(0)(1).ToString: 

.ToString method is used to get the input as a string type. 

dtRequest.Rows(row)(column) is used to specify the specific row and column of data table. 

the below screen shot show how to use dtRequest.Rows(row)(column) property to specify the 

data table row. 

 



42 
 

9) After the Assign activities, add a Log Message activity to update the Excel read options in 

the system logs. This will help us to debug the workflow if needed: 

 

That completes our Try block sequence. We will now add exception handling to the Catches block. 

Exception Handling: 

Let's handle any exceptions for this Excel automation:  

1) For this, click on Add a new Catch in the Catches block beneath the Try block. 

2) Choose exception as System.Exception and click the box next to it. 

3) Also, add a Log Message activity to the catch block and add the following:  

 Error as the Log Level  

 "Error in Excel read operation with following exception: "+exception.Message" as 

the Message: 
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4) Finally, within the Catches block, add a Terminate Workflow activity to stop the 

automation if there are any exceptions: 

 

Great! This completes the ReadExcelRequest workflow where we read the Excel and stored the 

request data as arguments. Now, we will invoke this from the main workflow. 
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Invoking the Excel Workflow from Main: 

Let's now go back to the Main sequence to invoke this newly created ReadExcelRequest workflow. 

If you recall, we added a message within the main workflow if there are requests available to 

process. Let's invoke the read Excel workflow right after that: 

1) Let's add the Invoke Workflow File UiPath activity in the Then block of the If control: 

 

2) Let's populate this new activity with the ReadExcelRequest workflow path. To do that, 

click on the three dots on the right of the first parameter. Select the ReadExcelRequest.xaml 

file in your project folder: 
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3) Now, let's create three new variables to store the data that we would get from the 

ReadExcelRequest workflow. Go to the Variables pane at the bottom of Studio and add 

variables for contact name, email, and subject, as shown in the following screenshot: 

 

Note Variable type and Scope and ensure that you match what is shown. 
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Naming convention: Please use descriptive names for variables and arguments to 

enable easy understanding. We recommend that variables follow camel case, with 

the standard prefixed with the type of variable, for example, boolFileExists. 

Arguments can follow Pascal case; for example, ContactName. 

4) If you recall, we had a few arguments in the ReadExcelRequest workflow to pass data back 

to Main. Let's now pass data by clicking on Import Arguments and mapping the data. 

For that, within the Invoked workflow's arguments window, let's perform the following 

steps: 

 Populate RequestFilePath with the path to the file: 

Environment.CurrentDirectory+"\Requests\Request.xls x": 

 

 Map the new Variables we added previously to the respective argument value: 
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5) Since this is a learning exercise, let's add a message box to display ContactName, Email, 

and Subject for us to establish whether the bot got it right: 

 

6) Let's now perform a quick test of the workflow so far. Click on Run to run this main 

workflow. Please ensure that your Excel file is closed before you run the workflow: 
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You should get the initial message that we added: Agent Ready. Press Alt + s to trigger 

Automation. Click OK on this message box to acknowledge and press Alt + S to start the bot. 

Next, you should get the second message that there is a Request file to process and so to proceed 

with ticket creation. Finally, when it runs successfully, we can expect the message box with the 

name, email, and subject content that we added in the steps we just completed. 

Automation will always continue to run by default. Therefore, please click on the Studio Stop 

button to stop the bot.  

We have now completed the part where we read the data from the Request spreadsheet and are 

now ready to take this data and create our support ticket. 
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Creating a support ticket in the Zoho Desk ticketing system: 

In this final workflow that we will create for this project, we will use the data read from the 

Requests file to create the support ticket within Zoho Desk. This will help us understand how we 

can automatically input data into web applications through web application screens. Let's perform 

the following steps: 

1) We'll start by creating another sequence for Zoho web app automation. You can call it 

ZOHOAutomation: 

 

2) Within the UiPath default workflow, let's add a Try Catch activity. Let's also add four 

arguments, as shown in the following screenshot, to pass the data around: 

 

Ensure that you match Direction and Argument type. 
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3) Next, we will use the UiPath web recorder to record the steps to enter the Ticket data in 

Zoho and create a new ticket. First, go to your Chrome browser and ensure that the Zoho 

Desk home page is open in one of the tabs. Also, ensure that you have installed the UiPath 

add-on for Chrome in your Chrome browser. It is available on the Chrome App store. 

UiPath has a recorder that allows you to record mouse clicks and keyboard 

sequences to automatically generate UiPath scripts. You can also add these 

activities by yourself, but the recorder is a much faster way to create these 

sequences. Hence, we like to show you how you can do it. 

4) Click within the Try block and activate the web recorder by clicking on the Web recorder 

option within Recording: 

 

5) UiPath opens a web recording panel to control the recording. Click on the Record button 

with the Zoho Desk browser tab open: 
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Now that we have the recording set up and ready, let's record the actions to create a ticket in Zoho. 

Recording ticket creation activities: 

On the Zoho desk browser tab, perform the following actions to enable the UiPath recorder to 

record:  

1) Click on the + symbol to create a new ticket (at the top right of the Zoho desk screen): 

 

2) On the new TICKETS screen, type a contact name followed by the Enter key on your keyboard. 
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3) Similarly, type an email followed by the Enter key. 

4) Type a subject followed by the Enter key. 

5) Click on the Submit button on the Zoho Add Ticket screen. 

6) Once you perform all the preceding steps, use the Windows Esc key to stop the recording. 

Then, click on Save & Exit on the UiPath web recording panel. 

7) You may occasionally find the recorded steps outside the Try block. Move the recorded 

activity into the Try block if that is the case. Your workflow should look like the following: 

 

Now that we have the recorded activities, let's configure them for our automation. 

Configuring the recorded activities: 

We will now update the recorded activities as required to complete the ticket data input. Let's 

start with the browser title name: 
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1) You can see that the recorder has created an Attach Browser activity. This uses the 

browser title to attach to the browser tab and perform the recorded actions. 

In our case here, the browser title is dynamic because there is a ticket number in it. So, we will 

need to use wildcards to attach to the browser tab. If your browser tab for the Zoho desk is 

"123zyx", we will just use "*xyz*" with wildcards on both sides. 

Wild characters: It is good practice to use wild characters such as * (one or more 

characters) or? (any single character) in the browser selectors if we know that the 

index, prefix, or postfix will dynamically change during execution. 

Since we may need the browser title in other activities, let's define a variable called strBrowserTitle 

and add this as a default value, as shown in the following screenshot: 

 

2) Now, let's update the Attach Browser activity that the recorder added for us with the 

browser title variable. Click on the Attach Browser activity within the Try block. In the 

properties panel on the right, click on the option to update the Selector: 
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3) In the Selector Editor window that pops up, click on title to update with the newly created 

strBrowserTitle variable, as shown in the following screenshot: 

 

4) Let's also add a new variable within the UiBrowser output property for the Attach 

Browser activity. We will call it ZohoBrowser and set its scope to ZOHOAutomation. 

We will use this variable to handle exceptions later in the workflow. You can use Ctrl + 

K to add the variable and set the scope, or you can add it directly to the variables pane in 

Studio: 
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It is best practice to use a Browser variable when you attach the browser, so as to 

pass the control around during web automation. In our case, we will use this 

variable in the error handling sequence, as we will use the same browser session to 

perform error handling. 

5) Next, let's activate the specific browser window by using the Activate UiPath activity. Add 

the Activate activity, click on Indicate element inside browser, and then click on the 

Chrome browser title. Let's also maximize the browser window if it's not already 

maximized. For that, let's use the Maximize Window UiPath activity: 

 

6) To pass the ticket data to the Zoho desk fields that we recorded, let's replace the recorded 

text here with argument variables for Contact Name, Email, and Subject: 
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7) Let's also set the ContinueOnError flag to False in the Properties panel for these three 

activities so that we can stop execution and handle them if there are errors: 
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That is all the updates we require in order to make to the recording. Let's now check whether the 

ticket was created successfully. 

Validating successful ticket creation: 

By way of a final step in this ticket creation automation, let's ensure that the ticket was added 

successfully: 

1) To do this, let's check whether Zoho Desk moved to the next page by checking whether the 

Close Ticket option is on screen. 

2) Since our ticket is already created (during our record sequence), go back to the Zoho ticket 

application in Chrome and click on the newly created ticket. You should now see the Close 

Ticket option at the bottom of the screen: 

 

3) To check for the element, let's add an Element Exists activity within the ZohoAutomation 

workflow. Within the added activity, click on Indicate element in the browser and choose 

Close Ticket in the bottom-right corner of the Zoho ticket details screen: 

 

4) Also, go to the Properties window (on the right pane) of this Element Exists activity and 

add the Successful argument as output: 
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5) Let's now check whether the ticket was added successfully. Let's add an If activity to check 

for the Close Ticket element.  

6) If the element exists, we will log a message to say Ticket was created in Zoho desk. Use 

the Log Message activity for that. 

7) If the element does not exist, this means that we have a functional error (for example, there 

was no data in the sheet) and the ticket could not be created. In this scenario, let's log an 

error message indicating that the ticket could not be created. For that, add a new Sequence 

activity within the Else part. Within Sequence, add a Log Message activity with the Log 

Level Error and a Message box with a "Ticket Not created in Zoho desk" message: 
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We checked for the successful creation of the ticket. Let's now handle any exception scenarios. 

Handling exceptions: 

If there is an unexpected exception or error, then the bot should ensure that we bring the target 

application to a stable state where it can proceed with the next transactions. The following few 

steps guarantee this: 

1) Within the Else block, to ensure that the target application is in a stable state, we will attach 

an element on the screen to the browser. Let's add a new Attach Browser activity to handle 

the error handling activity in the already opened Chrome browser: 

 

2) On the properties side of Attach Browser, update Browser with the ZohoBrowser variable 

and set the BrowserType as Chrome to continue to use the same browser session: 
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3) Add a Mouse Click activity to the newly created sequence and click on Indicate element 

inside the browser. Then, go to the browser, and click on the TICKETS menu option in the 

top left-hand corner of the Zoho desk screen: 

 

This step will enable automation to get control of the home page of the web application if a 

ticket has not been created.  

This completes the Try block. Now, let's handle any system exceptions. 
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4) Moving out of the overall Try block, let's update the Catches block. Add a new catch of 

the System.exception type to the Catches block. Copy the error handling sequence that we 

added in the Else block and paste it into this Catches block: 

 

So we have now completed the web (Zoho Desk) automation as well. Here, we took the request 

data and incorporated it into Zoho Desk. Finally, we will go to the main workflow, invoke this 

workflow, and finalize the automation. 
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Putting it all together: 

It is time to finish up the main workflow so that it reads the requests, creates the tickets, and then 

moves the Request spreadsheet out once processed. In order to do this, perform the following 

steps: 

1) Go back to Main.xaml, create a new variable called boolTicketCreated of the Boolean type, 

set the scope to Event Handler sequence, and set the default value as False: 

 

We will use this to check whether the ticket was created successfully. 

2) To invoke the Zoho Desk workflow that we just added, let's add a new Invoke Workflow 

File activity and browse to the ZOHOAtuomation.xaml file: 

 

Note that we are adding this to the Then part of the If control we last added in Main. 
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3) Let's import the arguments by clicking on Import Arguments within the Invoke activity. 

On the popup, map the arguments to the strContactName, strEmail, strSubject, and 

boolTicketCreated variables: 

 

4) Next, let's use this last variable, boolTicketCreated, and add an If control: 

 

5) If the ticket was created, then we will move Request.xlsx from the Requests folder to the 

Processed folder. For that, let's add a Move File activity within the Then block with the 

following inputs: 

 From: Environment.CurrentDirectory+"\Requests\Request.xlsx".  

 To: Environment.CurrentDirectory+"\Processed\Request.xlsx".  

 Check the Overwrite checkbox. 
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6) Finally, add a Message Box with the message "Zoho Ticket Created and File Moved to the 

Processed Folder. Use ALT+S to check for new requests to process.". Also, add a Log 

Message activity with the same message and a Log Level of Info. 

7) Next, in the Else branch, let's add a Message Box saying "Zoho Ticket not created and file 

is not processed yet. Please check the input request file and Use ALT+s to reprocess the 

same request". Also, add a Log Message activity with the same message and a Log Level 

of Error: 

 

8) Let's save the project. Go to Remove Unused Variables in Studio and click on Validate 

Project: 
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You should get a message from Studio saying No errors found. Now, we are ready to test the 

project. 

Testing the Automation: 

Let's now test the automation with all the workflows end to end: 

1) Go to the main workflow and click on Run, as shown in the following screenshot: 

 

2) Once you get the first message box, click OK and then use ALT + S to trigger the 

automation. Click OK on the next few message box prompts. Remember that we added 

these message boxes to bring visibility to the workflow execution: 
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3) Go to the Processed folder and check whether the Request.xlsx file has been moved there: 

 

If you encounter issues, you can use the Debug option to run through the steps and ascertain where 

the issues are. 

4) Before you go, do not forget to stop the automation by clicking on the STOP button on 

UiPath Studio. 

That's it! We have completed our first project in UiPath that automated the process of creating a 

support ticket. 

We can implement a few enhancements and make things a little more interesting by trying out the 

following suggested enhancements. 
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Future Scope of Project: 

Here are a few simple, but interesting, things you can try out to enhance the project and learn more: 

1) After processing, try to rename the Request file as Request + Date Timestamp before 

moving it to the Requests folders. 

2) Try to capture all the fields (not just the mandatory three) to create the ticket in Zoho. 

3) Enhance attended automation to include the option to Stop Automation by using a hotkey. 
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https://academy.uipath.com/static-page/5
https://cloud.uipath.com/persojszopti/portal_/home
https://docs.uipath.com/
http://www.google.com/
http://www.youtube.com/
http://www.stackoverflow.com/
https://www.pwc.ch/en/insights/digital/rpa-data-analytics-an-unprecedented-force-for-digital-transformation.html
https://www.pwc.ch/en/insights/digital/rpa-data-analytics-an-unprecedented-force-for-digital-transformation.html
https://www.researchgate.net/publication/335400552_Robotic_Process_Automation_Systematic_Literature_Review
https://www.researchgate.net/publication/335400552_Robotic_Process_Automation_Systematic_Literature_Review
http://www.udaipur-icai.org/wp-content/uploads/2019/08/AI-Data-Analytics-RPA.pdf
https://www.scielo.br/j/jistm/a/m7cqFWJPsWSk8ZnWRN6fR5m/?lang=en
https://www.edureka.co/blog/rpa-projects
https://forum.uipath.com/
https://www.rpaforum.net/forums/uipath.10


BHASKAR V. PATANKAR 

SALES TAX CONSULTAN 

TO WHOMSOEVER IT MAY CONCERN 

sIs to certify that Ms. Mayuri Vinod Vora was working with me from 1" April, 

01. 1found Ms. Mayuri Vinod Vora is reqular, sincere and punctual in her work. 

Wish her iur good prospect in her future life. 

Regards,

BIHASKAR V. PTANKAR 

Head Ollice: Suresh Dhotre Compound, 2,Gr. Floor, Opp. Ishwar Hospital, Dr. R.P. Road, Dombivli (E)- 
421201 Mobile No. 9920206824 email: cyberca.kalyan@gmail.com 

Branch: Siiuya Computer Academy, Shop No. 16, KDMC Commercial Comples, Opp. Rotary Garden, Near 
Pendhe:kar Coilage, Dombivli (E)- 421 201. Mobile: 8879628085 email: shreyacreation22@gmail.com 



BHASKAR V. PATANKAR 

SALES TAX CONSUL TANT. 

TO WHOMSOEVER IT MAY CONCERN 

nis is to certify that Ms. Harshali Atmaram Rane was working with me from i April, 

2016. I found Ms. Harshali A. Rane is reqular, sincere and punctual in her work. 

WIsh her for good prospect in her future life. 

Regards,

BHASKAR v. PATANKAR 

Hoad Ofitve: Suresh Dhotre Compound, 2, Gr. Floor, Opp. Ishwar Hospilal, Dr. R.P. Road, Dombivli (E)- 

421201 Mobile No. 9920206824 emai: cyberca.kalyan@gmail com 
Branch: Slieya Computer Academy, Shop No. 16, KDMC Commercial Comples, Opp. Rotary Garden, Nea 

Pendhe:ir Colage, Dombivli (E) - 421 201. Mobile: 8879628085 emailt: shreyacreation22@gmail con 



Hexaware 
TECH NOLOGIES 

YOUR SUCCESS IS OUR FOCUS Date: 15/4 2016 

Sub: Rendering of Services 

Dear uta Jadn 

Ln rererence to your application and our subsequent meetings and discussions we are pleased 
egage your services as an "Associate" at our Mumbai office on the following ters. 

a) The assignment shall commence on5/41201 
OYOu wll devote your full energy, knowledge and expertise for discharging the desired 

assignments 
Cin consideration of your services, we will be pleased to offer you professional fees of 

RS600Q per month (Subject to tax deduction at source 10% if professional fees 
during a financial year exceeds Rs. 30,000 if PAN No. is provided & 20% if PAN NO. 15 

not provided). 

d) The payment will be made by Cheque for the period for which the services have been 

rendered. 

e) You shall co-operate in getting the invention or knowledge, if any, discovered in 
pursuance of your engagement, duly patented in the name of the Comparny. 

f) At no time, you shall divulge our trade secrets or business information to any outsider.

g) During the assignment, you are not entitled to any paid leaves. 

h) This arrangement is liable to be terminated by either side, at any time, by giving three 
days prior notice in writing without assigning any reason whatsoever and no 
compensation in lieu thereof shall be payable. 

Kindly sign and return the duplicate copy of this letter as a token of your having accepted the 
terms and coriditions mentioned above. 

Yours faithfully,
For Hexaware Fechnologies Limited 

Anses Edwards 
Managark HumantResources 

Accepted: 

Date: 1s2o16 

Hex awa BPS 

Building No. 3, Sector 1, Millennium Business Park, 'A' Block, TTC ndustrial Area, Manape, Navi Mumbai - 400 710, India Tel: +91 22 2778 3300 Fax: +91 22 27 

r 11 ' inn TTC Inrtistrial Area. Mahape, Navi Mumbai-400 710. (INDI 



SUPER TECI 
EQUIP MEN 

Factory: Unit No. C-7, Om Sai Ind. coa, 

Plot No. B51/52, Road No. 30, Wagle Estate, 

Thane 400 604. Tele Fax: 2580 4950/ 56 
e-mail supertech1info@yahoo.co.in 

website: www.supertechinfo.net 

Mgrs. ot Industrial Vacuum Cleaners, Flux Recovery Units, Dust/Fume Extractors, Centralised Vocuum System, 
Scrubbers

I, 
, 

al 

To 

Mr Sammer Katti 

Date: 1st Máy 2016 
Sub: Appointment as a "Marketing Trainee 

" 

in our Company 
Dear Sameer, 

we dre glad to infomm you that you have been selected for the position of trainee in our 

Company with the Marketing department for a period of One month. During this training 

prooation period you are required to undertake all duties and activities as assigned to yiu Dy 

the head of Marketing Mr.Kulkarni to whom you will be reporting.

YOur salary as per Marketing Trainee will be Rs 2000/-month. You will nt be eligible for any 

monetary benefits from this company. 

You can indicate your acceptance of the appointment as trainee by signing ans sending the 

same. 

Congratulations and Welcome to the prestigious company. 

Yours Sincerely 

For Supertech Equipments 





















HARIOM INFOCOMM INDIA PVT. LTD. 
"Telecom, Audio-Visual, Security & IT Solutions. B-204, 2 Floor, Ashapura Apt, Maneklal Estate. S.N Mehta Marg, Ghatkopar (W), v 

86 
Phone: 91-022-25113080. M: 9324146789 Email: sales@hoipl.com. Website: www.hoipl.com 

TO WHOM IT MAY cONCERN 

his is to certify that Mr. Abhay Vipul Pethani, Student of BachelorO 

Management Studies (BMS) of S.l.A College of Higher Education Has 

successfully completed a Summer Internship in the field of Finance from 

May 2017 to July 2017 (3 Months) Long Internship Program at Hari om 

Infocomm Under the Guidance of Mr. Harshal Mamtora. 

During this Internship He was Found Punctual, Hardworking and 

Inquisitive and was able to reach our Expectations. 

We wish Him Every Success in his Life and Carrer. 

Harshal Mamtora 

Director 

Hari Om Infocomm 













YOUng 

Birla Sun 1fe 
Insurance 

Turt 

Certificate of Achievement 

This certificate is awarded to 

NIkhitha Rai 

In recognition of best coordinator in training program 
Awarded on 30th December, 2017 



Birla SunLf 
Insurarce 

CERTIFICATE 

This is to certirfy that Mr. / Ms ikhitha Rai 
successfully completed his / her training from 23d October 2017 to 30th December 2017. 

has 

During the training, he/she was found to be punctual, positive & performance oriented. 

His/her performance towards client acquisition was Excellent. 

Helshe has attended the training on IRDA, Portfolio Management, Equity Research & 
Investment banking which included

Goal Setting
Risk Profiling 
Equity 
Debt 
Mutual Fund 

Life/General Insurance 
Fundamental Analysis
Technical Analysis

Sources of Finance 
Investment options. 

We wish him / her success in his / her career. 

NIKESH RUPAREL 
Sr. BUSINESS MENTOR 
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YOTng 

Tork 

Birla Sun Life 
lnsurance 

Congratulations 

lie 
SUPRIYA YADAVA MOOLYA 

nin 
clu 

First S 

hi 

In recognition of your 9 

Outstanding performance in 

the year of 2017-2018 
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Birla Sun Life 
Insurance 

Congratulations 

AshaRodrigues 

TOP S 

In recognition of your 

Outstanding performnance in 

the year of 2017-2018 

Nikesh Ruparel 
Senior Business Mentor 



Blirla Sun Life 
Insurance 

CERTIFICATE 

This is to certihy that Mr. / MsAlisha. Rodrigues Successfully completed his / her training from 23r Octobér 2017 to 30h December 2017. 
has 

During the training, he/she was found to be punctual, positive & performance oriented. 
His/her performance towards client acquisition was Excellent. 

He/she has attended the training on IRDA, Portfolio Management, Equity Research & Investment banking which included 

Goal Setting 
Risk Profling 
Equity 
Debt 
Mutual Fund 
Life/General Insurance 
Fundamental Analysis 
Technical Analysis 
Sources of Finance 
Investment options. 

We wish him/her success in his / her career. 

NIKESH RUPAREL 
Sr. BUSINESS MENTOR 



Birla Sun Life Tork 

Insurance 

CERTIFICATE 

This is to certify that Mr. /Ms Sauali. khanolkar 
successfully completed his /her training from 23rd October 2017 to 30 December 2017. 

has 

During the training, he/she was found to be punctual, positive & performance oriented. 

His/her performance towards client acquisition was Excellent. 

He/she has attended the training on IRDA, Portfolio Management, Equity Research & 

Investment banking which included 

Goal Setting 
Risk Profiling
Equity 
Debt 
Mutual Fund 
Life/General Insurance 
Fundamental Analysis 
Technical Analysis 

Sources of Finance 
Investment options. 

We wish him / her success in his /her career. 

R 
NIKESH RUPAREL 

Sr. BUSINESS MENTOR 



Voung Turtt 
Birla Sun Life 

Insurance

CERTIFICATE

has 
his is to certify that 4e. I Ms An al yer ESSTUlly completed his/ her trainng from 23October 2017 to 30" December z01. 
ung the training, he/she was found to be punctual, positive & performance oriented. 
His/her performance towards client acquisition was Excellent. 
ershe has attended the training on IRDA, Portfolio Management, Equity Researcn & Investment banking which included 

Goal Setting 
Risk Profiling 
Equity 
Debt 
Mutual Fund 
Life/General Insurance 

Fundamental Analysis 
Technical Analysis 
Sources of Finance 
Investment options. 

We wish him / her success in his / her career 

NIKESH RUPAREL 

Sr. BUSINESS MENTOR 



Yoong 
Turk 

Bira Sun Lfe 
nsurance 

Congratulations 
MANASI UPENDRA NANDEDKAR 

First 5 

In recognition of your 
Outstanding performance in 

the year of 2017-2018 





Birla Sun Life 
Insurance 

Toung 
Turk 

CERTIFICATE 

YogitgParab has This is to certify that Mr. / Ms 
Successfully completed his/ her training trom 23 October 2017 to 30h December 2017 

Duning the training. he'she was found to be punctual, positive & performance oriented 

Hher perfomance towards client acquisition was Excellent. 

H6/she has attended the training on IRDA, Portfolio Management, Equity Research & 
Ihvestment banking which included

Goal Setting
Risk Profiling 
Equity 
Debt 
Mutual Fund 
Life/General Insurance 
Fundamental Analysis
Technical Analysis
Sources of Finance 
Investment options. 

We wish hih/ her success in is / her career. 

NIKESH RUPAREL 

Sr. BUSINESS MENTOR 

























































Flipkart 
TeamLease 

o219 3os|po Puttng Inda to Work 

Certificate of Internshipp 

This certificate is awarded to 

JESINTH. NADAR 

In appreciation of your successful completion of 44_ days 
Internship at Flipkart's MotherHub during APeL -MAY 2019. 

Anurag Verma Sahieer Hassan Rituparna Chakraborty Senior Director HR Director - L&D 
Executive Vice President (Flipkart) (Flipkart) (Teamlease Services Limited) 



ORION 
enterprises 

December 7, 2018 

To Whomsoever It May Concern 

This is to certify that Ms. Shruti Nehere, has successfuily completed her internship with us from 

November 5, 2018 to December 5, 2018. 

During her internship we found her motivated, hardworking and honest. 

We wish her all the very best for her future endeavors. 

ERP ENTS 
For Orion Enterprises 

MUMBAI 
Partner 

903/B, Shivalaya Heights, Azad Nagar I1, Veera Desai Road, Andheri (West), Mumbai - 400 053. 





Reg. No. -E-10269/Thane 

Tut tt, T t, 3rttiaa uiarudt, urTam te, ETT A, zifaadt (7.) 

Email yugfoundationindia@gmail.com 

qHTOTY 

HIR&TT 
JZHHTT H 

YUG FOUNDATION 

PRESIDENT 

311. euoIiaT TUToTa f»rabr 





aigt (y). ga-400 051 
Indian Oil Corporation Limited 

Head Office, 
"Indian Oil Bhavan', G-9, Ali Yavar Jung Marg. IndianOil 

Bandra (E)., Mumbai - 400 051. 

Tel.:+91 22 2644 7655/2644 7644 

Marketing Division 

HO/CD/23 
18h June 2018 

O WHOMsOEVERITMAY CONCERN 

This is to certify that Ms. Shrividhyalakshmi S. Iyer student of 
The S.I.A College of Higher Education, Mumbai has carried out 
Project on "Banking and Cash Flow Management" as a part of 

her Intenship Training from 18h May 2018 to 18h June 2018 
in Finance Department at Marketing Head Office, Mumbai 
She has attended the training regularly and our internal guide 
has expressed satisfaction over the project report. 

We wish the student al success in her academic career. 

For Indian Oil Corporation Ltd. 

Dr. Kajal Ray) 
Chief Manager (LUD) 



. 

HDFC Bank Limited, HDFC BANK 
We understand your world 

Human Resources Division

HDFC Bank House, 2nd Floor, 

Senapati Bapat Marg, 
Lower Parel, Mumbai 400 013 

Tel.:66521000 
Fax: 2490 4016 
CIN: L65920MH1994PLCO80618 

August 26, 2018 

Nikhil Dabade 

Thane 

Dear Nikhil, 

We are pleased to appoint you as a Projeet Trainee in Retail Branch Banking at Thane, 
from September 03, 2018 to December 03, 2018. During this period of training, you will 
undertake the following project:

"Inactive Customer Activation." 

You will be paid a consolidated stipend of Rs.3500/-p.m. You will not be entitled to any 
other benefits. 

Please sign the copy of this letter as a token of acceptance of your Training with the Bank. 

We wish you all the best for your assignment. 

Yours truly, 
For HDFC BANK LIMITED, 

Vastav Pandya 
Assistant Vice President - Human Resoureces

Regd. Office: HDFC Bank Limited, HDFC Bank House, Senapati Bapat Marg, Lower Parel (West), Mumbai -400 013. 





HETHGIISEIGR
209 

In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that 

ooin Amut ulahi 
has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology, 
Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



209 
n the Memory of Shradhyey Shree Atal Bihart Vajpayee i 

CERTIFICATE OF INTERNSHIP 
This certifies that 

SumekhaKamLkal 

has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E) 

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology. 
Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



mfI7106. sBms; HA 

2o9 

CERTIFICTE E iNTERNSHIP 
This certifies that 

Floii lmakankai 

has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

7 
Ravindra Chavan 

Minister of State for Ports, 
Medical Education, Information and Technology, 

Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



o9 

In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that

NilliTagclik Kaian 
has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravindra.Chavan 
Minister of State for Ports, 

Medical Education, 1Information and Technology, 

Food and Civil Supplies, Consumer Protection

Guardian Minister, Raigad Dist. 



HTHIEEOG 
09 

In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies thae 

Salenitaresh Nagada 
has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology, 
Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



MFHO29 

2 

09 
In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that 

ashni Kamesh Nlaik 
has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology, 

Food and Civil Supplies, Consumer Protection

Guardian Minister, Raigad Dist. 



Relne!- MFIF119 

09 

the MemoyofShedhyeshree pal Bihari Vajpayee 

CERTIFICATE TERNSHIP 
This certifies that 

iakshu Kaiolara udhan- 

has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology, 

Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



MFIT1o 

209 
In the Memory of Shradhyey.Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that 

Autuya jayusant raikuaad 
has completed Internship for the event 

Saksham Dombivlikar 2018 

on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E).

Ravindra Chavan 
Minister of State for Ports, 

Medical Education, Information and Technoiogy,
Food and Civil Supplies, Consumer Protection 

Guardian Minister, Raigad Dist. 



TTHGIIGGOIGE 
Ro9 

In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that 

amile naz iapati 
has completed Internship for the event 

Saksham Dombivlikar 2018 
on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Je Ravindra Chavan 
Minister of State for Ports, Medical Education, Information and Technology, Food and Civil Supplies, Consumer Protection Guardian Minister, Raiga op Dist. 



TTHSIGEWICR 
209 

In the Memory of Shradhyey Shree Atal Bihari Vajpayee Ji 

CERTIFICATE OF INTERNSHIP 
This certifies that 

es L hodam 

has completed Internship for the event 

Saksham Dombivlikar 2018 
on 25th, 26th & 27th December 2018 at Brahman Sabha, Dombivli (E). 

Ravinira Chavan 
Minister of State for Ports, 

Medical Education, Information and Technology, Food and Crvil Supplies, Consumer Protection 
Guardian Minister, Raigad Dist. 





frozen spoons 

Clo Thanco's Natural Icecream, Shop no 8 & 9, Mai Mauli CHS, Manpada Road, Opp Gaondevi

Mandir, Dombivli (East), 421201. Email ld: frozenspoons18@gmail.com 

March 6h 2020 

TO WHOMSOEVER IT MAY cONCERN 

This is to certify that Ms Prachi Pramod Chaudhari completed internship with Mis 

Frozen Spoons A Franchisee of Thancos Natural Foods Pvt Ltd. (Dombivli East Outlet) fromn 

5th November, 2019 to 6th March, 2020 

Prachi completed her project as a Sales Executive and her job was to directly interact 

with customers, understand their requirements to increase sale and constantly work with 

Management to provide insights to boost overall sales and increase brand awareness. 

During the tenure of her internship, we found her sincere and hard working. She has 

shown willingness to learn and apply new concepts and will be an asset for any 

firm/organisation. 

We wish her all the best for future endeavours and a successful career. 

For Frozen Spoons, 
For FROZEN SPOONS SPo 

Domb loda 

Partner Mr Rahul Kadam Partner 































































































  

  

                                                                                                                                                                                                                

 

                                                        TO WHOMSOEVER IT MAY CONCERN 

 

This is to certify that Abhinav Jagannath Nigade has successfully completed the Summer 

Internship project in Finance Department at Future Generali India Life Insurance Co. Ltd.  

 

 

Details of the project undertaken are as follows: 

 Project Name: Needs & Benefits of insurance policy 

 Project Duration: 22nd October 2019 to 22nd December 2019 

 Location: Navi Mumbai-vashi branch 

 

 

Performance of Abhinav Jagannath Nigade during the period of internship was Good.  
 
 
We wish Abhinav Jagannath Nigade all the best for the future endeavors.  
 
 
 
For Future Generali India Life Insurance Co. Ltd  
 
 

Regards 
 
         
 
 
 
Shalabh Chowdhary 
Vice President - Human Resources    
 







  

  

                                                                                                                                                                                                                

 

                                                        TO WHOMSOEVER IT MAY CONCERN 

 

This is to certify that Harsh Ratilal Nagda has successfully completed the Summer Internship 

project in Marketing Department at Future Generali India Life Insurance Co. Ltd.  

 

 

Details of the project undertaken are as follows: 

 Project Name: An Internship Report on Future Generali 

 Project Duration: 22nd October 2019 to 22nd December 2019 

 Location: Navi Mumbai-vashi branch 

 

 

Performance of Harsh Ratilal Nagda during the period of internship was Good.  
 
 
We wish Harsh Ratilal Nagda all the best for the future endeavors.  
 
 
 
For Future Generali India Life Insurance Co. Ltd  
 
 

Regards 
 
         
 
 
 
Shalabh Chowdhary 
Vice President - Human Resources    
 













This is to Certify that Joel Saji, of college The SIA College of higher education, has been a
part of MyCaptain Campus Ambassador Program from 17th January 2021 to 16th
February 2021.

During the internship, Joel Saji has gained experience in Business Development,
Marketing and Sales along with a focus on Community building for creating an impact.

We wish Joel Saji all the very best for their future endeavours and thank them for all their
contributions.

MCAP282452





We are happy to inform you that, you've been selected as Young Leader/Intern under 
 the Wegrow Leadership Program at Homeflic Wegrow. Your Internship period starts
from the day of receiving this document and shall last for atleast  1 month (Subject to
extension based on performance).

Welcome to Homeflic Wegrow Community Pvt Ltd. Hope this tenure of yours at
Wegrow turns out to be as best experience of your life and opens up new ways of growth
and learning for you, while achieving the common goals and succeeding in all future
endeavours. 

Hoping you'll give your best and put all your efforts to complete the given tasks/projects
on time. Again congratulations and let me tell you that all of us at Wegrow very excited
about this, and having you on board.

Welcome once again.

Epic Stuff is in order, my friend

Kunal Kapoor
Co-Founder & Vice President 
Homeflic Wegrow

Thanks & Regards
For Homeflic Wegrow Community Pvt Ltd

Date: 19 NOVEMBER 2020

WEGROW SELECTION LETTER

Dear NEERAJ BHANDARI



22nd February,2021

TO WHOMSOEVER IT MAY CONCERN

This is to certify that Ms. Karishma Udaykumar Thakker. has undergone
summer internship in our organization from 22nd February,2021 to
22ndApril 2021.

She has successfully completed her project “RECRUITMENT &
SELECTION,at H & R Johnson (India under the guidance of Mrs Hema

.Menon, Senior Manager HR

She completed the two months of her internship successfully and her efforts
have been appraised and appreciated by the entire HR team. She completed
every task assigned and delivered on time. Her academic training and
understanding of HR principles is exceptional. The dedication and hard
work shown by her is highly appreciated.

We wish her success in her future endeavors.

With Regards,
For Prism Johnson Limited
(Formerly Prism Cement Limited)
H & R Johnson (India) Division

Sandeep Banerjee
Senior Vice President & Head HR

REF : PJL/SB/LTR/MD/2018





Certificate
 Of Excellence 

This Is To Certify That

Madhura Palkar

of Sia collage has been a part of the Internshala Student Partner 19 program and participated in Talk-a-

thon competition. In this, an Internshala Online Internship Talk was conducted to help their peers excel in 

their careers. Madhura, successfully hosted this talk demonstrating a wide variety of managerial skills: 

leadership, communication, and creativity. 

We appreciate the efforts put in and wish the ISP all the best for future endeavours.

Date of certification: 27/11/2020

Manager
Designation

















This certificate is proudly presented to

___________________
for successfully completing the

The Vista Campus Ambassador/Partner Internship
in the months of Sep-Oct 2020 with

IIM Bangalore’s Vista 2020

Sakshi Deshpande











Date:  4 September 2020 
 Employee ID: TEN/DM/B-3/191 

Document No.: TEN/CT/016 

This is to certify that Aishwarya Kadam pursuing BMS, from The SIA College of Higher Education, has successfully 
completed her internship with The Entrepreneurship Network from 13 August 2020 to 27 August 2020. 
During the period, she handled Digital Marketing. 
During the course of her internship, Aishwarya Kadam showed considerable interest in fulfilling her roles and 
responsibilities and her conduct was professional throughout. 

We wish her all the very best for her future endeavours. 

Best regards, 

Aakar Aggarwal 
CMO 

The Entrepreneurship Network 



 

 

 

 

 

 

 
 

 

 
 

Date: 15th February 2021  

Intern ID: ATS/GM/0007  

Document No.: LOC/GM/0007 

 

This is to certify that Aishwarya Kadam pursuing BMS from The Sia College of Higher Education, has successfully completed 

her internship with ATS Services for the duration of one month. During this period, she was General Manager.  

During the course of her internship, Aishwarya Kadam showed considerable interest in fulfilling her roles and responsibilities and 

her conduct was professional throughout. 

We wish her all the very best for her future endeavors. 

Best Regards, 

 

DS Mahalakshmi 

HR Manager 















 DESIARTROOM
 
 

Certificate of Completion
                                                                          

                                                                                                        
                                                                                              Date: - 22nd January 2021

 
This is to certify that Sanskruti Kamble has successfully completed her
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Chapter 1 - EXECUTIVE SUMMARY 

 

I have taken “DERIVATIVE MARKETS IN INDIA”. As a project topic as part of my 

final year project .This project is based on my internship work that I have completed 

as internship cum Training program with Aditya Birla Capital. I attended the training on 

IRDA, Portfolio Management, Equity Research and Investment Banking. The reason 

behind this was to understand the expertise in the Field of Finance. 

The Objective of the project was to understand the Scope and Market Scenario of 

Derivatives in India i.e., Factors Contributing Growth, Types of Derivatives, Participants 

and Role of Derivatives in India and many other topics that are covered under this Project 

During the internship I learned about Insurance Sector and the steps required to take a 

policy also I learned the basics about Share Market and thus also Learned Sales and 

Marketing of Products of Aditya Birla Capital. I also learned Leadership Skills . The insight 

of knowledge that I acquired in these two months internship with Aditya Birla Capital was 

Quite impressive.
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Chapter 2 – Company Profile 

 

 
 

2.1 - Introduction about Aditya Birla Capital & Birla Sunlife 

Insurance 

 
 

➢ Aditya Birla Capital Limited (ABCL), is the financial services platform of the 

Aditya Birla Group. 

➢ Formerly known as Aditya Birla Financial Services Limited, ABCL has a strong 

presence across the life insurance, asset management, private equity, corporate 

lending, structured finance, project finance, general insurance broking, wealth 

management, equity, currency and commodity broking, online personal finance 

management, housing finance, pension fund management, health insurance and 

asset reconstruction business. 

➢ Aditya Birla Sun Life Insurance Company Limited (ABSLI), is a subsidiary of 

Aditya Birla Capital Ltd (ABCL). is one of the leading private sector life insurance 

companies in India. ABSLI was incorporated on August 4th, 2000 and commenced 

operations on January 17th, 2001. ABSLI is a 51:49 a joint venture between the 

Aditya Birla Group and Sun Life Financial Inc., a leading international financial 

services organization in Canada. 

➢ Formerly known as Birla Sun Life Insurance Company Limited, ABSLI is one of 

India's leading life insurance companies offering a range of products across the 

customer's life cycle, including children future plans, wealth protection plans, 

retirement and pension solutions, health plans, traditional term plans and Unit 

Linked Insurance Plans ("ULIPs"). 

➢ Anchored by more than 17,000 employees, ABCL has a nationwide reach and more 

than 2,00,000 agents / channel partners, ABCL is committed to serving the end-to- 

end financial services needs of its retail and corporate customers under a unified 

brand - Aditya Birla Capital.
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➢ As of December 31st, 2019, Aditya Birla Capital manages aggregate assets worth 

Rs. 3,000 billion and has a consolidated lending book of over Rs. 619 billion, 

through its subsidiaries and joint ventures. 

➢ Aditya Birla Capital is a part of the Aditya Birla Group, a US$ 48.3 billion Indian 

multinational, in the league of Fortune 500. Anchored by an extraordinary force of 

over 120,000 employees, belonging to 42 nationalities, the Aditya Birla Group 

operates in 35 countries across the globe. 

➢ Aditya Birla Capital is financial services for collecting the savings of public and 

providing them with risk coverage. 

➢ The main function of Aditya Birla Capital is to provide the protection against the 

possible chance generating losses. It eliminates the worries and miseries of losses 

by destruction of property and death. It also provided the capital to society as the 

fund accumulated to be invested in productive heads. 

➢ The Company offers a complete range of protection solutions to help secure your 

family's future and provide financial support for your child's education, wealth with 

protection solutions, health and wellness solutions, retirement solutions and savings 

with protection solutions to help you stay financially secure in the future with small 

disciplined savings at regular intervals. ABSLI puts people's need first and aims to 

protect what is dear to the customer, with assurance. While, Life Insurance cannot 

prevent risk, it can compensate financial losses arising from risk.
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2.2 – History 

 

 
➢ Company was originally incorporated on October 15, 2007 under the Companies 

Act, 1956 as ‘Aditya Birla Financial Services Private Limited’ with the Registrar 

of Companies, Mumbai, Maharashtra and had received a certificate of registration 

from the Reserve Bank of India 

 
➢ On May 19, 2009 to commence / carry on the business of non-banking financial 

institution without accepting public deposits. The Company was converted from a 

private limited company to a public limited company and thereafter the name of the 

Company was changed from ‘Aditya Birla Financial Services Private Limited’ to 

‘Aditya Birla Financial Services Limited’ with effect from December 4, 2014. 

 

 

➢ The name of our Company was further changed to its present name ‘Aditya Birla 

Capital Limited’ and a fresh certificate of incorporation was issued by the RoC on 

Jun 21, 2017. 

 
➢ The Company has been set up as a holding company for the financial services 

business of Aditya Birla Nuvo Limited. 

 

 

➢ 2009 -Aditya Birla Financial Services Group acquires Apollo Sindhoori Capital, a 

leading brokerage firm in India. 

 
➢ 2011 -Company launched the Private Equity Fund. 

 

 

 
➢ 2012 -Company launched MyUniverse, an online personal finance management 

portal.
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➢ 2014 - Company commenced its housing finance business through its subsidiary 

Aditya Birla Housing Finance Limited. -Company acquired mutual fund schemes 

& portfolio accounts of ING Mutual Fund. -IFC acquired strategic investment in 

the online personal finance management portal MyUniverse. 

 

 

➢ 2015 - Company was granted a certificate of registration as a non - deposit taking - 

systematically important core investment company by the RBI. 

 
➢ 2016 -Sun Life Financial (India) Insurance Investment Inc. increased its stake in 

one of our key Subsidiaries engaged in the life insurance business, Aditya Birla Sun 

Life Insurance Company Limited, from 26% to 49%. 

 

 

➢ 2017 -Company launched its health insurance and incentivised wellness business 

through our Subsidiaries Aditya Birla Health Insurance Co. Limited and Aditya 

Birla Wellness Private Limited. -Company, through its subsidiary Aditya Birla 

ARC Limited, applied for the grant of an asset reconstruction and securitization 

license with the RBI.
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2.3 – Objectives 

 

 

➢ Proper understanding and analysis of Life Insurance and Finance Industry 

 
 

➢ To know the customer awareness regarding the Aditya Birla Capital and its 

Products. 

 

 
➢ To Determine whether the customers are satisfied with the Policies of the 

Company 

 

 
➢ To Study and determine the competitor position in the market.
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2.4 – Mission and Vision 

 

 
➢ Mission - 

 
To be the first preference of our customers by providing innovative need based life 

insurance and retirement solutions to individual as well as corporate. Well -trained 

professionals through a multi-channel distribution network and superior technology 

will make these solutions available. Our endeavor will be to provide constant value 

addition to customers throughout their relationship with us, within the regulatory 

framework. We will provide career development opportunities to our employees 

and the highest possible returns to our shareholders. 

 

 
➢ Vision – 

 
To be a world-class of financial security to individuals and corporate and to be 

amongst the top three private sectors life insurance companies in India. 

To be the most trusted name in investment and wealth management, to be the 

preferred employer in the industry and to be a catalyst for growth and excellence of 

the asset management business in India.
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2.5 - Members and Board Executives 

 

 
• Key Executives - 

➢ Ajay Srinivasan - Chief Executive Officer 

➢ Pinky Atul Mehta - Chief Financial Officer 

➢ Mukesh Malik - Chief Operating Officer 

➢ A. Balasubramanian - Chief Executive Officer of Aditya Birla Sun Life AMC 

Limited 

➢ Mayank Bathwal - Chief Executive Officer of Aditya Birla Health Insurance 

Company Limited 

 

 

• Board of Directors – 

➢ Kumar Mangalam Birla - Thai Rayon Public Company Limited 

➢ Arun Kumar Adhikari - Vodafone Idea Limited 

➢ Hayagreeva Ravikumar Puranam - Bharat Financial Inclusion Limited 

➢ Vijayalakshmi Rajaram Iyer - The Jammu and Kashmir Bank Limited 

➢ Subhash Chandra Bhargava - A. K. Capital Services Limited
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2.6 – SWOT Analysis 

 

 
➢ STRENGHTS – 

• Market Leadership Position - Aditya Birla Capital has a strong market 

leadership position in the Consumer Financial Services industry. It has 

helped the company to rapidly scale new products successes. 

 
• Wide geographic presence - Aditya Birla Capital has extensive dealer 

network and associates network that not only help in delivering efficient 

services to the customers but also help in managing competitive challenges 

in Consumer Financial Services industry. 

 
• Strong brand recognition - Aditya Birla Capital products have strong brand 

recognition in the Consumer Financial Services industry. This has enabled 

the company to charge a premium compare to its competitors in Consumer 

Financial Services industry. 

 

 
 

➢ WEAKNESS – 

• Loyalty among suppliers is low - Given the history of Aditya Birla Capital 

coming up with new innovations to drive down prices in the supply chain. 

 

• Low investments into Aditya Birla Capital's customer oriented services - This 

can lead to competitors gaining advantage in near future. Aditya Birla Capital 

needs to increase investment into research and development especially in 

customer services-oriented applications. 

 
• Niche markets and local monopolies that company’s like Aditya Birla Capital 

able to exploit are fast disappearing. The customer network that Aditya Birla 

Capital has promoted is proving less and less effective.
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➢ OPPORTUNITIES – 

• Local Collaboration - Tie-up with local players can also provide opportunities 

of growth for the Aditya Birla Capital in international markets. The local 

players have local expertise while Aditya Birla Capital can bring global 

processes and execution expertise on table. 

 
• Rapid Expansion of Economy as the US economy is improving faster than any 

other developed economy, it will provide Aditya Birla Capital an opportunity 

to expand into the US market. Aditya Birla Capital already have know-how to 

operate into the competitive US market. 

 
• Lower inflation rate - The low inflation rate brings more stability in the market, 

enable credit at lower interest rate to the customers of Aditya Birla Capital. This 

will increase the consumption of Aditya Birla Capital products. 

 

 

➢ THREATS - 

• Distrust of institutions and increasing threat of legal actions for Aditya Birla 

Capital - As the WTO regulations and laws are difficult to enforce in various 

markets. Legal procedures have become expensive and long drawn process. 

It can lead to less investment into emerging markets by Aditya Birla Capital 

thus resulting in slower growth. 

 
• Saturation in urban market and stagnation in the rural markets - For Aditya 

Birla Capital this trend is an ongoing challenge in the Consumer Financial 

Services segment. One of the reasons is that the adoption of products is slow 

in rural market. Secondly it is costlier for Aditya Birla Capital to serve the 

rural customers than urban customers given the vast distances and lack of 

infrastructure.
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• Growing technological expertise of local players in the export market One 

of the biggest threat of tie-up with the local players in the export market for 

Aditya Birla Capital is threat of losing IPR. The intellectual property rights 

framework is not very strong in emerging markets especially in China.
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2.7 - Portfolio of Products & Services 

 

 
• Protecting Solutions 

➢ Life Insurance 

➢ Health Insurance 

➢ Multiply Wellness 

➢ Motor Insurance 

➢ Travel Insurance 

 

 

 

• Investing solutions 

➢ Mutual Funds 

➢ Wealth Management 

➢ PMS 

➢ Pension Funds 

➢ Stocks and Securities 

➢ Real Estate Investments 

 

 

 

• Financing solutions 

➢ Home Finance 

➢ Personal Finance 

➢ SME Finance 

➢ Loan Against Securities 

➢ Real Estate Finance
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2.8 – Learning Experience - 

 

 
• Being an Intern at Aditya Birla Capital and Getting Dwelled into their Work 

Culture wasn’t a Hard Task Knowing their Passion for Empowering Youth and 

Providing Satisfaction to their Customers and also to their Employees it was a 

Great Learning Experience. 

 
• Aditya Birla Capital, one of India’s largest financial services conglomerates 

operate across a wide range of businesses within financial services and are a 

provider of Universal Financial Solutions to their customers. Company’s range 

of products and services allow them to offer their customers solutions through 

their lifetime. Their businesses serve millions of Indians in more than 400 cities 

through 1,300+ points of presence, anchored by 12,000+ employees from 

diverse cultures, cities and backgrounds. 

 

 
 

• Given the scope and span of company’s businesses, they offer a wide range of 

career opportunities to those fearless enough to dream and pursue that dream 

with relentless passion. 

 
• During the project I understand the Scope and Market Scenario of Derivatives 

in India i.e., Factors Contributing Growth, Types of Derivatives, Participants 

and Role of Derivatives in India and many other topics that are covered under 

this Project 

 

 

• During the internship I also learned about Insurance Sector and the steps 

required to take a policy



21 
 

• Also, I learned the basics about Share Market and thus also Learned Sales and 

Marketing of Products of Aditya Birla Capital. 

 
 
 

• I also learned Leadership Skills , Communication Skill ,Time Management, 

Punctuality , Teamwork , Problem Solving Skills . 

 

 

• The insight of knowledge that I acquired in these two months internship with 

Aditya Birla Capital was Quite impressive.
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▪ Portfolio Management  
 

The second task which we received from our superior Mr.Iqbal Singh sir is 

portfolio management they gave us introduction about share trading and how  

the market works, and how we can plan our strategy for effective portfolio 

management . 

 Sir introduced A website called as Sharekhan trade Tiger 
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     It is the official icon of Sharekhan Trade Tiger      

 

 

 

 

 

 

• The Sharekhan trade Tiger is the platform through which we learned basic features about 

Sharekhan Trade Tiger like  

▪ Market Watch 

▪ Stop Loss 

▪ Portfolio making 

 

▪ Profit calculator 

  

 

➢ The Sir given us a task of portfolio for formation during our working days sir divided us in  

Different groups,  and gave a particular sector to each and every one in group 
 

 The Sector Which Sir given  me for market watch , and portfolio management is FMCG   

 

FMCG Sector means (Fast moving consumer goods)  

 

▪ Companies Included under FMCG Sector are 
 
  

1. Britannia industries 

   

2. Parle Argo 
 

3. Nestle 
   

4. Colgate 
  

5. ITC Limited 
 

6. Hindustan Unilever Limited 
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7. Amul 
  

8. Dabur 
  

9. Emami 
  

10. Johnson & Johnson 
  

 

 

 

➢ Our Sir Said to calculate the loss or profit during 1 business day of market from 

 9:15 AM to 3:30 PM 
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A Working Market Screen in Sharekhan Trade Tiger           

 

        

2.9 – Area of Operation 

                          

 
• Insurance & Sales Sector 

• Finance & Trading Sector 

• Human Resources Management 

• Batch Head (Co-Ordinator) 

• Orientor 
 

• Fashion 
  

• Telecom Service 

  

• Textile Industry 

  

• Grasim Industry 
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• Cement 
 

• Minacs 
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2.10: Scope of Project 

 

 
 

• The Project is Based on the Internship Done by me at Aditya Birla Capital 

• This Project covers the Topic of “Derivatives Market in India” and Explains the Basics 

of Derivatives 

• This Project Covers the Company Profile of Aditya Birla Capital which Includes; 

• Introduction about the Aditya Birla Capital which Includes, 

• History, Objectives, Mission and Vision of the Organization, Members and 

Board Executives of the Company 

• It also Includes, Strength, Weakness, Opportunities and Threat (SWOT) 

Analysis of Aditya Birla Capital. 

• Also, it includes Portfolio of Products which Includes – Investing, Protecting 

and Financing Solutions, 

• Further it Includes My Learning Experience During the Internship at Aditya 

Birla Capital, 

• It also Includes My Area of Operation at Aditya Birla Capital which includes – 

Insurance & Finance Sector, HR, Batch Head and Orientor at Aditya Birla 

Capital. 

• Further it also Includes Scope and Limitations of the Project. 

 

• This Project also Covers the Topic “Derivatives Market in India” which Includes, 

• Introduction to Derivatives which includes - Definition, History and 

Derivatives in India 

• It also Includes Factors contributing Growth of Derivatives and Types of 

Derivatives which Includes – Forward, Futures, Options and Swaps It also 

includes Terminologies for the same. 

• Further it Includes Application of Futures and Options which Includes Futures 

and Options Payoff Charts 

• It also Includes Participants in Derivatives Markets which are – Hedger, 

Speculator and Arbitrageurs and the Intermediary Participants in the Market.
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• It also Includes Role of Derivatives Futures and Options Trading System which 

Includes – Order Types and Conditions in which there is Time Condition, Price 

Condition and Other Conditions 

• Also, it Includes Contract Cycle and Specifications and Clearing and Settlement 

Mechanism of Derivatives.
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2.11: Limitations of Project 

 

 

• The Project Covers the Topic of “Derivatives Markets in India” 

 

• Researching about the Company Aditya Birla Capital and Knowing about it Helped me 

to get a Deeper information about the Company and its Code of Conduct, Morals and 

Ethical Values of the Organization. 

 
• The Project Covered Each and Every Detailed Information about the Company and the 

Topic “Derivatives Markets in India” 

 
• Covering the Company Profile wasn’t a Hard Task as it was all Covered and Explained 

to us During the Internship at Aditya Birla Capital 

 
• During the Research of the Project I Faced a bit difficulty covering and Understanding 

the topic of “Contract Cycle and Specifications” 

 
• I also faced a bit difficulty covering the Clearing & Settlement Mechanism and Making 

the Perfect Payoff Charts with Tables and Terminologies to explain the Same. 

 

 
• Overall, I can say that covering this Topic and Knowing about the Company “Aditya 

Birla Capital” was quiet a Good Experience.
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CHAPTER 3 - INTRODUCTION 

 

 

3.1 - Introduction to Derivatives 

 

 
Derivatives are one of the most complex instruments. The word derivative 

comes from the word ‘to derive’. It indicates that it has no independent value. 

A derivative is a contract whose value is derived from the value of another 

asset, known as the underlying asset, which could be a share, a stock market 

index, an interest rate, a commodity, or a currency. The underlying is the 

identification tag for a derivative contract. When the price of the underlying 

changes, the value of the derivative also changes. Without an underlying asset, 

derivatives do not have any meaning. For example, the value of a gold futures 

contract derives from the value of the underlying asset i.e., gold. The prices in 

the derivatives market are driven by the spot or cash market price of the 

underlying asset, which is gold in this example. 

 

 
Derivatives are very similar to insurance. Insurance protects against Specific risks, 

such as fire, floods, theft and so on. Derivatives on the other hand, take care of market 

risks - volatility in interest rates, currency rates, commodity prices, and share prices. 

Derivatives offer a sound mechanism for insuring against various kinds of risks 

arising in the world of finance. They offer a range of mechanisms to improve 

redistribution of risk, which can be extended to every product existing, from coffee 

to cotton and live cattle to debt instruments. 

 
In this era of globalization, the world is a riskier place and exposure to risk is growing. 

Risk cannot be avoided or ignored. Man, however is risk averse. The risk averse 

characteristic of human beings has brought about growth in derivatives. Derivatives 

help the risk averse individuals by offering a mechanism for hedging risks.
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Derivative products, several centuries ago, emerged as hedging devices against 

fluctuations in commodity prices. Commodity futures and options have had a lively 

existence for several centuries. Financial derivatives came into the limelight in the 

post-1970 period; today they account for 75 percent of the financial market activity 

in Europe, North America, and East Asia. The basic difference between commodity 

and financial derivatives lies in the nature of the underlying instrument. In 

commodity derivatives, the underlying asset is a commodity; it may be wheat, cotton, 

pepper, turmeric, corn, orange, oats, Soya beans, rice, crude oil, natural gas, gold, 

silver, and so on. In financial derivatives, the underlying includes treasuries, bonds, 

stocks, stock index, foreign exchange, and Euro dollar deposits. The market for 

financial derivatives has grown tremendously both in terms of variety of instruments 

and turnover. 

 
Presently, most major institutional borrowers and investors use derivatives. 

Similarly, many acts as intermediaries dealing in derivative transactions. Derivatives 

are responsible for not only increasing the range of financial products available but 

also fostering more precise ways of understanding, quantifying and managing 

financial risk. 

 
Derivatives contracts are used to counter the price risks involved in assets and 

liabilities. Derivatives do not eliminate risks. They divert risks from investors who 

are risk averse to those who are risk neutral.
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3.1.1 - DEFINITION OF DERIVATIVES 

 
Derivative is a product whose value is derived from the value of one or more basic 

variables, called bases (underlying asset, index, or reference rate), in a contractual 

manner. The underlying asset can be equity, forex, commodity or any other asset. 

 
According to Securities Contracts (Regulation) Act, 1956 {SC(R)A}, 

Derivatives is 

❖ A security derived from a debt instrument, share, loan, whether secured or 

unsecured, risk instrument or contract for differences or any other form of 

security. 

 
❖ A contract which derives its value from the prices, or index of prices, of 

underlying securities. 

 
❖ Derivatives are securities under the Securities Contract (Regulation) Act and 

hence the trading of derivatives is governed by the regulatory framework 

under the Securities Contract (Regulation) Act.



33 
 

3.1.2 - HISTORY OF DERIVATIVES 

 
The history of derivatives is quite colorful and surprisingly a lot longer than most 

people think. Forward delivery contracts, stating what is to be delivered for a fixed 

price at a specified place on a specified date, existed in ancient Greece and Rome. 

Roman emperors entered forward contracts to provide the masses with their supply 

of Egyptian grain. These contracts were also undertaken between farmers and 

merchants to eliminate risk arising out of uncertain future prices of grains. Thus, 

forward contracts have existed for centuries for hedging price risk. 

 
The first organized commodity exchange came into existence in the early 1700’s in 

Japan. The first formal commodities exchange, the Chicago Board of Trade (CBOT), 

was formed in 1848 in the US to deal with the problem of ‘credit risk’ and to provide 

centralized location to negotiate forward contracts. From ‘forward’ trading in 

commodities emerged the commodity ‘futures’. The first type of futures contract was 

called ‘to arrive at’. Trading in futures began on the CBOT in the 1860’s. In 1865, 

CBOT listed the first ‘exchange traded’ derivatives contract, known as the futures 

contracts. Futures trading grew out of the need for hedging the price risk involved in 

many commercial operations. The Chicago Mercantile Exchange (CME), a spin-off 

of CBOT, was formed in 1919, though it did exist before in 1874 under the names of 

‘Chicago Produce Exchange’ (CPE) and ‘Chicago Egg and Butter Board’ (CEBB). 

The first financial futures to emerge were the currency in 1972 in the US. The first 

foreign currency futures were traded on May 16, 1972, on International Monetary 

Market (IMM), a division of CME. The currency futures traded on the IMM are the 

British Pound, the Canadian Dollar, the Japanese Yen, the Swiss Franc, the German 

Mark, the Australian Dollar, and the Euro dollar. Currency futures were followed 

soon by interest rate futures. Interest rate futures contracts were traded for the first 

time on the CBOT on October 20, 1975. Stock index futures and options emerged in 

1982. The first stock index futures contracts were traded on Kansas City Board of 

Trade on February 24, 1982.
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The CBOT and the CME are two largest financial exchanges in the world on which 

futures contracts are traded. The CBOT now offers 48 futures and option contracts 

(with the annual volume at more than 454 million in 2003). The CBOE is the largest 

exchange for trading stock options. The CBOE trades options on the S&P 100 and 

the S&P 500 stock indices. The Philadelphia Stock Exchange is the premier exchange 

for trading foreign options. 

 
The most traded stock indices include S&P 500, the Dow Jones Industrial Average, 

the Nasdaq 100, and the Nikkei 225. The US indices and the Nikkei 225 trade almost 

round the clock. The N225 is also traded on the Chicago Mercantile Exchange.
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3.1.3 - DERIVATIVES IN INDIA 

 
The first step towards introduction of derivatives trading in India was the 

promulgation of the Securities Laws (Amendment) Ordinance, 1995, which withdrew 

the prohibition on options in securities. The market for derivatives, however, did not 

take off, as there was no regulatory framework to govern trading of derivatives. SEBI 

set up a 24—member committee under the Chairmanship of Dr. L. C. Gupta on 

November 18, 1996 to develop appropriate regulatory framework for derivatives 

trading in India 

 
The committee submitted its report on March 17, 1998 prescribing necessary 

preconditions for introduction of derivatives trading in India. The committee 21 

recommended that derivatives should be declared as 'securities' so that regulatory 

framework applicable to trading of 'securities' could also govern trading of securities. 

 
SEBI also set up a group in June 1998 under the Chairmanship of Prof. J. R. Varma, 

to recommend measures for risk containment in derivatives market in India. The 

report, which was submitted in October 1998, worked out the operational details of 

margining system, methodology for charging initial margins, broker net worth, 

deposit requirement and real—time monitoring requirements. 

 
The SCRA was amended in December 1999 to include derivatives within the ambit 

of 'securities' and the regulatory framework was developed for governing derivatives 

trading. The act also made it clear that derivatives shall be legal and valid only if such 

contracts are traded on a recognized stock exchange, thus precluding OTC 

derivatives. The government also rescinded in March 2000, the three—decade old 

notification, which prohibited forward trading in securities. Derivatives trading 

commenced in India in June 2000 after SEBI granted the final approval to this effect 

in May 2000. SEBI permitted the derivative segments of two stock exchanges, NSE 

and BSE, and their clearing house/corporation to commence trading and settlement 

in approved derivatives contracts. To begin with, SEBI approved trading in index 

futures contracts based on S&P CNX Nifty and BSE-30 (Sensex) index. This was
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followed by approval for trading in options based on these two indexes and options 

on individual securities. The trading in index options commenced in June 2001 and 

the trading in options on individual securities commenced in July 2001. Futures 

contracts on J 22 individual stocks were launched in November 2001. Trading and 

settlement .in derivative contracts is done in accordance with the rules, byelaws, and 

regulations of the respective exchanges and their clearing house/corporation duly 

approved by SEBI and notified in the official gazette.
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3.1.3.1 - EQUITY DERIVATIVES IN INDIA 
 

 

 

 

 

 

In the decade of 1990’s revolutionary changes took place in the institutional 

infrastructure in India’s equity market. It has led to wholly new ideas in market design 

that has come to dominate the market. These new institutional arrangements, coupled 

with the widespread knowledge and orientation towards equity investment and 

speculation, have combined to provide an environment where the equity derivatives 

market is now India’s most sophisticated financial market. One aspect of the 

sophistication of the equity market is seen in the levels of market liquidity that are 

now visible. The market impact cost of doing program trades of Rs.5 million at the 

NIFTY index is around 0.2%. This state of liquidity on the equity spot and derivatives 

market does well for the market efficiency
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Stock trading is widely prevalent in India; hence it seems easy to think that 

derivatives based on individual securities could be very important. The index is the 

counter piece of portfolio analysis in modern financial economies. Index fluctuations 

affect all portfolios. The index is much harder to manipulate. This is particularly 

important given the weaknesses of Law Enforcement in India, which have made 

numerous manipulative episodes possible. The market capitalization of the NSE-50 

index is Rs.2.6 trillion. This is six times larger than the market capitalization of the 

largest stock and 500 times larger than stocks such as Sterlite, BPL and Videocon. If 

market manipulation is used to artificially obtain 10% move in the price of a stock 

with a 10% weight in the NIFTY, this yields a 1% in the NIFTY. Cash settlements, 

which is universally used with index derivatives, also helps in terms of reducing the 

vulnerability to market manipulation, in so far as the ‘short-squeeze’ is not a problem. 

Thus, index derivatives are inherently less vulnerable to market manipulation.
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3.1.3.2 - COMMODITY DERIVATIVES TRADING IN INDIA 
 

 

 

 

 

 
In India, the futures market for commodities evolved by the setting up of the 

“Bombay Cotton Trade Association Ltd.”, in 1875. A separate association by the 

name "Bombay Cotton Exchange Ltd” was established following widespread 

discontent amongst leading cotton mill owners and merchants over the functioning 

of the Bombay Cotton Trade Association. With the setting up of the ‘Gujarati Vyapari 

Mandali” in 1900, the futures trading in oilseed began. Commodities like groundnut, 

castor seed and cotton etc. began to be exchanged. 

 
Raw jute and jute goods began to be traded in Calcutta with the establishment of the 

“Calcutta Hessian Exchange Ltd.” in 1919. The most notable centers for existence of 

futures market for wheat were the Chamber of Commerce at Hapur, which was 

established in 1913. Other markets were located at Amritsar, Moga, Ludhiana, 

Jalandhar, Fazilka, Dhuri, Barnala and Bhatinda in Punjab and Muzaffarnagar, 

Chandausi, Meerut, Saharanpur, Hathras, Ghaziabad, Sikenderabad and Bareilly in 

U.P. The Bullion Futures market began in Bombay in 1990. After the economic
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reforms in 1991 and the trade liberalization, the Govt. of India appointed in June 1993 

one more committee on Forward Markets under Chairmanship of Prof. K.N. Kabra. 

The Committee recommended that futures trading be introduced in basmati rice, 

cotton, raw jute and jute goods, groundnut, rapeseed/mustard seed, cottonseed, 

sesame seed, sunflower seed, safflower seed, copra and soybean, and oils and 

oilcakes of all of them, rice bran oil, castor oil and its oilcake, linseed, silver and 

onions. 

 
All over the world commodity trade forms the major backbone of the economy. 

In India, trading volumes in the commodity market in India have also seen a steady 

rise - to Rs 176 lakh crores in FY12 from Rs 16.87lakh, crores in FY05. In the current 

fiscal year, trading volumes in the commodity market have already crossed Rs 

3,50,000 crore in the first four months of trading. Some of the commodities traded in 

India include Agricultural Commodities like Rice Wheat, Soya, Groundnut, Tea, 

Coffee, Jute, Rubber, Spices, Cotton, Precious Metals like Gold & Silver, Base 

Metals like Iron Ore, Aluminum, Nickel, Lead, Zinc and Energy Commodities like 

crude oil, coal. Commodities form around 50% of the Indian GDP. Though there are 

no institutions or banks in commodity exchanges, as yet, the market for commodities 

is bigger than the market for securities.
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3.2 - FACTORS CONTRIBUTING TO THE GROWTH OF 

DERIVATIVES 

 
Factors contributing to the explosive growth of derivatives are price volatility, 

globalization of the markets, technological developments and advances in the 

financial theories. 

 

 

 

3.2.1 - PRICE VOLATILITY 

 
A price is what one pays to acquire or use something of value. The objects having 

value maybe commodities, local currency or foreign currencies. The concept of price 

is clear to almost everybody when we discuss commodities. There is a price to be 

paid for the purchase of food grain, oil, petrol, metal, etc. the price one pays for use 

of a unit of another person’s money is called interest rate. And the price one pays in 

one’s own currency for a unit of another currency is called as an exchange rate. 

 
Prices are generally determined by market forces. In a market, consumers have 

‘demand’ and producers or suppliers have ‘supply’, and the collective interaction of 

demand and supply in the market determines the price. These factors are constantly 

interacting in the market causing changes in the price over a short period of time. 

Such changes in the price is known as ‘price volatility’. This has three factors: the 

speed of price changes, the frequency of price changes and the magnitude of price 

changes. 

 
The changes in demand and supply influencing factors culminate in market 

adjustments through price changes. These price changes expose individuals, 

producing firms and governments to significant risks. The breakdown of the 

BRETTON WOODS agreement brought an end to the stabilizing role of fixed 

exchange rates and the gold convertibility of the dollars. The globalization of the 

markets and rapid industrialization of many underdeveloped countries brought a new
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scale and dimension to the markets. Nations that were poor suddenly became a major 

source of supply of goods. The Mexican crisis in the south east-Asian currency crisis 

of 1990’s has also brought the price volatility factor on the surface. The advent of 

telecommunication and data processing bought information very quickly to the 

markets. Information which would have taken months to impact the market earlier 

can now be obtained in matter of moments. Even equity holders are exposed to price 

risk of corporate share fluctuates rapidly. 

 
These price volatility risk pushed the use of derivatives like futures and options 

increasingly as these instruments can be used as hedge to protect against adverse price 

changes in commodity, foreign exchange, equity shares and bonds. 

 
 

 

3.2.2 - GLOBALISATION OF MARKETS 

 
Earlier, managers had to deal with domestic economic concerns; what happened in 

other part of the world was mostly irrelevant. Now globalization has increased the 

size of markets and as greatly enhanced competition .it has benefited consumers who 

cannot obtain better quality goods at a lower cost. It has also exposed the modern 

business to significant risks and, in many cases, led to cut profit margins 

 
In Indian context, south East Asian currencies crisis of 1997 had affected the 

competitiveness of our products vis-à-vis depreciated currencies. Export of certain 

goods from India declined because of this crisis. Steel industry in 1998 suffered its 

worst set back due to cheap import of steel from south east Asian countries. Suddenly 

blue-chip companies had turned in to red. The fear of china devaluing its currency 

created instability in Indian exports. Thus, it is evident that globalization of industrial 

and financial activities necessitates use of derivatives to guard against future losses. 

 
This factor alone has contributed to the growth of derivatives to a significant extent.
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3.2.3 - TECHNOLOGICAL ADVANCES 

 
A significant growth of derivative instruments has been driven by 

 

technological breakthrough. Advances in this area include the development of high 

speed processors, network systems and enhanced method of data entry. Closely 

related to advances in computer technology are advances in telecommunications. 

Improvement in communications allow for instantaneous worldwide conferencing, 

Data transmission by satellite. At the same time there were significant advances in 

software program without which computer and telecommunication advances would 

be meaningless. 

 
These facilitated the more rapid movement of information and consequently its 

instantaneous impact on market price. Although price sensitivity to market forces is 

beneficial to the economy as a whole resource are rapidly relocated to more 

productive use and better rationed overtime the greater price volatility exposes 

producers and consumers to greater price risk. The effect of this risk can easily 

destroy a business which is otherwise well managed. Derivatives can help a firm 

manage the price risk inherent in a market economy. To the extent the technological 

developments increase volatility, derivatives and risk management products become 

that much more important.
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3.2.4 ADVANCES IN FINANCIAL THEORIES 

 
Advances in financial theories gave birth to derivatives. Initially forward 

contracts in its traditional form, was the only hedging tool available. Option pricing models 

developed by Black and Scholes in 1973 were used to determine prices of call and put 

options. In late 1970’s, work of Lewis Edeington extended the early work of Johnson and 

started the hedging of financial price risks with financial futures. The work of economic 

theorists gave rise to new products for risk management which led to the growth of 

derivatives in financial markets. The above factors in combination of lot many factors led 

to growth of derivatives instruments.
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3.3 - TYPES OF DERIVATIVES 
 

 
 

 

 
 

There are mainly four types of derivatives i.e. Forwards, Futures, Options and swaps. 

 
 
 

3.3.1 - FORWARDS 

 
A forward contract is an agreement to buy or sell an asset on a specified date for a 

specified price. One of the parties to the contract assumes a long position and agrees to buy 

the underlying asset on a certain specified future date for a certain specified price. The 

other party assumes a short position and agrees to sell the asset on the same date for the 

same price. Other contract details like delivery date, price and quantity are negotiated 

bilaterally by the parties to the contract. The forward contracts are normally traded outside 

the exchanges. 

The salient features of forward contracts are:
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• They are bilateral contracts and hence exposed to counter-party risk. 

 
• Each contract is custom designed, and hence is unique in terms of 

contract size, expiration date and the asset type and quality. 

• The contract price is generally not available in public domain. 

 

• On the expiration date, the contract has to be settled by delivery of the asset. 

 

• If the party wishes to reverse the contract, it has to compulsorily go 

to the same counter-party, which often results in high prices being 

charged. 

 

 
However forward contracts in certain markets have become very standardized, as in the 

case of foreign exchange, thereby reducing transaction costs and increasing transactions 

volume. 

 

 
Forward contracts are very useful in hedging and speculation. The classic hedging 

application would be that of an exporter who expects to receive payment in dollars three 

months later. He is exposed to the risk of exchange rate fluctuations. By using the currency 

forward market to sell dollars forward, he can lock on to a rate today and reduce his 

uncertainty. Similarly, an importer who is required to make a payment in dollars two 

months hence can reduce his exposure to exchange rate fluctuations by buying dollars 

forward. 

If a speculator has information or analysis, which forecasts an upturn in a price, then he 

can go long on the forward market instead of the cash market. The speculator would go 

long on the forward, wait for the price to rise, and then take a reversing transaction to book 

profits. Speculators may well be required to deposit a margin upfront. However, this is 

generally a relatively small proportion of the value of the assets underlying the forward 

contract. The use of forward markets here supplies leverage to the speculator



47 
 

3.3.1.1 - LIMITATIONS OF FORWARD MARKETS 

 
Forward markets world-wide are afflicted by several problems: 

 
• Lack of centralization of trading, 

 

• Illiquidity, and 

 

• Counterparty risk 

 
In the first two of these, the basic problem is that of too much flexibility and generality. 

The forward market is like a real estate market in that any two consenting adults can form 

contracts against each other. This often makes them design terms of the deal which are 

very convenient in that specific situation but makes the contracts non-tradable. 

Counterparty risk arises from the possibility of default by any one party to the transaction. 

When one of the two sides to the transaction declares bankruptcy, the other suffers. Even 

when forward markets trade standardized contracts, and hence avoid the problem of 

illiquidity, still the counterparty risk remains a very serious issue.
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3.3.2 - FUTURES 
 

 

 

 

 

 
Futures markets were designed to solve the problems that exist in forward markets. 

A futures contract is an agreement between two parties to buy or sell an asset at a certain 

time in the future at a certain price. But unlike forward contracts, the futures contracts are 

standardized and exchange traded. To facilitate liquidity in the futures contracts, the 

exchange specifies certain standard features of the contract. It is a standardized contract 

with standard underlying instrument, a standard quantity and quality of the underlying 

instrument that can be delivered, (or which can be used for reference purposes in 

settlement) and a standard timing of such settlement. A futures contract may be offset prior
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to maturity by entering into an equal and opposite transaction. More than 99% of futures 

transactions are offset this way. 

The standardized items in a futures contract are: 

 
• Quantity of the underlying 

• Quality of the underlying 

• The date and the month of delivery 

• The units of price quotation and minimum price change 

• Location of settlement 

 

 
 

3.3.2.1 - Distinction between 

 
 

❖ Futures & Forwards - 
 

 

 

Futures Forwards 

Trade on an organized exchange OTC in nature 

Standardized contract terms Customized contract terms 

More liquid Less Liquid 

Requires margin payment No margin payment 

Follows daily settlement Settlement happens at the end of period 
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3.3.2.2 - FUTURES TERMINOLOGY 

 

 
 

❖ Spot price: The price at which an asset trades in the spot market 

 

❖ Futures price: The price at which the futures contract trades in the 

futures market. 

 
❖ Contract cycle: The period over which a contract trade. The index futures 

contracts on the NSE have one- month, two-months and three months expiry cycles 

which expire on the last Thursday of the month. Thus, a January expiration contract 

expires on the last Thursday of January and a February expiration contract ceases 

trading on the last Thursday of February. On the Friday following the last Thursday, 

a new contract having a three- month expiry is introduced for trading. 

 
❖ Expiry date: It is the date specified in the futures contract. This is the 

last day on which the contract will be traded, at the end of which it will 

cease to exist. 

 

 
❖ Contract size: The amount of asset that has to be delivered under 

one contract. Also called as lot size. 

 

 
❖ Basis: In the context of financial futures, basis can be defined as the 

futures price minus the spot price. There will be a different basis for 

each delivery month for each contract. In a normal market, basis will 

be positive. This reflects that futures prices normally exceed spot 

prices.
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❖ Cost of carry: The relationship between futures prices and spot prices 

can be summarized in terms of what is known as the cost of carry. 

This measures the storage cost plus the interest that is paid to finance 

the asset less the income earned on the asset. 

 

 
❖ Initial margin: The amount that must be deposited in the margin 

account at the time a futures contract is first entered into is known as 

initial margin. 

 

 

❖ Marking-to-market: In the futures market, at the end of each 

trading day, the margin account is adjusted to reflect the investor's 

gain or loss depending upon the futures closing price. This is called 

marking-to-market. 

 

 
❖ Maintenance margin: This is somewhat lower than the initial margin. 

This is set to ensure that the balance in the margin account never becomes negative. 

If the balance in the margin account falls below the 

maintenance margin, the investor receives a margin call and is 

expected to top up the margin account to the initial margin level 

before trading commences on the next day.
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3.3.3 - OPTIONS 

 
Options are fundamentally different from forward and futures contracts. An option gives 

the holder of the option the right to do something. The holder does not have to exercise this 

right. In contrast, in a forward or futures contract, the two parties have committed 

themselves to doing something. Whereas it costs nothing (except margin requirements) to 

enter into a futures contract, the purchase of an option requires an up-front payment. 

 

 

3.3.3.1 - OPTION TERMINOLOGY 
 

 

 

 
❖ Index options: These options have the index as the underlying. Some options 

are European while others are American. Like index futures contracts, index 

options contracts are also cash settled.
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❖ Stock options: Stock options are options on individual stocks. Options currently 

trade on over 158 stocks in India. A contract gives the holder the right to buy or sell 

shares at the specified price. 

 

 
❖ Buyer of an option: The buyer of an option is the one who by paying the option 

premium buys the right but not the obligation to exercise his option on the 

seller/writer. Writer/Seller of an option: The writer of a call/put option is the one 

who receives the option premium and is thereby obliged to sell/buy the asset if the 

buyer exercises on him. There are two basic types of options, call options and put 

options. Call option: A call option gives the holder the right but not the obligation 

to buy an asset by a certain date for a certain price. 

 

 
❖ Put option: A put option gives the holder the right but not the obligation to sell 

an asset by a certain date for a certain price. 

 

 
❖ Option price/premium: Option price is the price which the option buyer pays 

to the option seller. It is also referred to as the option premium. 

 
❖ Expiration date: The date specified in the options contract is known as 

the expiration date, the exercise date, the strike date or the maturity. 

 
❖ Strike price: The price specified in the options contract is known as the 

strike price or the exercise price. 

 
❖ American options: American options are options that can be exercised at any 

time up to the expiration date. Most exchange-traded options are American.
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❖ European options: European options are options that can be exercised only on 

the expiration date itself. European options are easier to analyze than American 

options, and properties of an American option are frequently deduced from those 

of its European counterpart. 

 

 
❖ In-the-money option: An in-the-money (ITM) option is an option that would 

lead to a positive cashflow to the holder if it were exercised immediately. A call 

option on the index is said to be in-the-money when the current index stands at a 

level higher than the strike price (i.e. spot price > strike price). If the index is much 

higher than the strike price, the call is said to be deep ITM. In the case of a put, the 

put is ITM if the index is below the strike price. 

 

 

❖ At-the-money option: An at-the-money (ATM) option is an option that 

 
would lead to zero cashflow if it were exercised immediately. An option on the 

index is at-the-money when the current index equals the strike price (i.e. spot price 

= strike price). 

 

 
 

❖ Out-of-the-money option: An out-of-the-money (OTM) option is an 

option that would lead to a negative cashflow if it were exercised 

immediately. A call option on the index is out-of-the-money when the 

current index stands at a level which is less than the strike price (i.e. spot 

price < strike price). If the index is much lower than the strike price, the 

call is said to be deep OTM. In the case of a put, the put is OTM if the 

index is above the strike price.
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❖ Intrinsic value of an option: The option premium can be broken down into 

two components - intrinsic value and time value. The intrinsic value of a call is the 

amount the option is ITM, if it is ITM. If the call is OTM, its intrinsic value is zero. 

Putting it another way, the intrinsic value of a call is Max [0, (St — K)] which 

means the intrinsic value of a call is the greater of 0 or (St — K). Similarly, the 

intrinsic value of a put is Max [0, K — St], i.e. the greater of 0 or (K — St). K is 

the strike price and St are the spot price. 

 

 

❖ Time value of an option: The time value of an option is the difference between 

its premium and its intrinsic value. Both calls and puts have time value. An option 

that is OTM or ATM has only time value. Usually, the maximum time value exists 

when the option is ATM. The longer the time to expiration, the greater is an option's 

time value, all else equal. At expiration, an option should have no time value
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3.3.4 - Index Derivatives 

 
Index derivatives are derivative contracts which derive their value from an underlying 

index. The two most popular index derivatives are index futures and index options. Index 

derivatives have become very popular worldwide. Index derivatives offer various 

advantages and hence have become very popular. Institutional and large equity-holders 

need portfolio-hedging facility. Index-derivatives are more suited to them and more cost- 

effective than derivatives based on individual stocks. Pension funds in the US are known 

to use stock index futures for risk hedging purposes. Index derivatives offer ease of use for 

hedging any portfolio irrespective of its composition. Stock index is difficult to manipulate 

as compared to individual stock prices, more so in India, and the possibility of cornering is 

reduced. This is partly because an individual stock has a limited supply, which can be 

cornered. Stock index, being an average, is much less volatile than individual stock prices. 

This implies much lower capital adequacy and margin requirements. Index derivatives are 

cash settled, and hence do not suffer from settlement delays and problems related to bad 

delivery, forged/fake certificates. 

 

 
3.3.5 - SWAPS 

 
Swaps are transactions which obligates the two parties to the contract to exchange a series 

of cash flows at specified intervals known as payment or settlement dates. They can be 

regarded as portfolios of forward's contracts. A contract whereby two parties agree to 

exchange (swap) payments, based on some notional principle amount is called as a 

‘SWAP’. In case of swap, only the payment flows are exchanged and not the principle 

amount. The two commonly used swaps are: 

 

 
3.3.5.1 - INTEREST RATE SWAPS 

 
Interest rate swaps is an arrangement by which one party agrees to exchange his series of 

fixed rate interest payments to a party in exchange for his variable rate interest payments.
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The fixed rate payer takes a short position in the forward contract whereas, the floating rate 

payer takes a long position in the forward contract. 

 

 

3.3.5.2 - CURRENCY SWAPS 

 
Currency swaps is an arrangement in which both the principle amount and the interest on 

loan in one currency are swapped for the principle and the interest payments on loan in 

another currency. The parties to the swap contract of currency generally hail from two 

different countries. This arrangement allows the counter parties to borrow easily and 

cheaply in their home currencies. Under a currency swap, cash flows to be exchanged are 

determined at the spot rate at a time when swap is done. Such cash flows are supposed to 

remain unaffected by subsequent changes in the exchange rates. 

 

 

3.3.5.3 - FINANCIAL SWAP 

 
Financial swaps constitute a funding technique which permit a borrower to access one 

market and then exchange the liability for another type of liability. It also allows the 

investors to exchange one type of asset for another type of asset with a preferred income 

stream. 

 

 
The other kind of derivatives, which are not, much popular are as follows: 

 

 

 

3.3.6 - BASKETS 

 
Baskets options are option on portfolio of underlying asset. Equity Index Options are most 

popular form of baskets.
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3.3.7 - LEAPS 

 
Normally option contracts are for a period of 1 to 12 months. However, exchange may 

introduce option contracts with a maturity period of 2-3 years. These long-term option 

contracts are popularly known as Leaps or Long-term Equity Anticipation Securities. 

 

 
3.3.8 - WARRANTS 

 
Options generally have lives of up to one year, the majority of options traded on options 

exchanges having a maximum maturity of nine months. Longer-dated options are called 

warrants and are generally traded over-the-counter. 

 

 
3.3.9 - SWAPTIONS 

 
Swaptions are options to buy or sell a swap that will become operative at the expiry of the 

options. Thus, a swaption is an option on a forward swap. Rather than have calls and puts, 

the swaptions market has receiver swaptions and payer swaptions. A receiver swaption is 

an option to receive fixed and pay floating. A payer swaption is an option to pay fixed and 

receive floating.
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3.4 - APPLICATIONS OF FUTURES AND OPTIONS 

 
The phenomenal growth of financial derivatives across the world is attributed the 

fulfillment of needs of hedgers, speculators and arbitrageurs by these products. We first 

look at how trading futures differs from trading the underlying spot. We then look at the 

payoff of these contracts, and finally at how these contracts can be used by various entities 

in the economy. 

A payoff is the likely profit/loss that would accrue to a market participant with change in 

the price of the underlying asset. This is generally depicted in the form of payoff diagrams 

which show the price of the underlying asset on the X-axis and the profits/losses on the Y- 

axis. 

 

 
3.4.1 - Cash Market Vs Futures Market 

 
The single stock futures market in India has been a great success story across the world. 

NSE ranks first in the world in terms of number of contracts traded in single stock futures. 

One of the reasons for the success could be the ease of trading and settling these contracts. 

To trade securities, a customer must open a security trading account with a securities broker 

and a demat account with a securities depository. Buying security involves putting up all 

the money upfront. With the purchase of shares of a company, the holder becomes a part 

owner of the company. The shareholder typically receives the rights and privileges 

associated with the security, which may include the receipt of dividends, invitation to the 

annual shareholders meeting and the power to vote. Selling securities involves buying the 

security before selling it. Even in cases where short selling is permitted, it is assumed that 

the securities broker owns the security and then "lends" it to the trader so that he can sell 

it. To trade futures, a customer must open a futures trading account with a derivatives 

broker. Buying futures simply involves putting in the margin money. They enable the 

futures traders to take a position in the underlying security without having to open an 

account with a securities broker.
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With the purchase of futures on a security, the holder essentially makes a legally binding 

promise or obligation to buy the underlying security at some point in the future (the 

expiration date of the contract). Security futures do not represent ownership in a 

corporation and the holder is therefore not regarded as a shareholder. A futures contract 

represents a promise to transact at some point in the future. In this light, a promise to sell 

security is just as easy to make as a promise to buy security. Selling security futures without 

previously owning them simply obligates the trader to selling a certain amount of the 

underlying security at some point in the future. It can be done just as easily as buying 

futures, which obligates the trader to buying a certain amount of the underlying security at 

some point in the future.
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3.4.2 - FUTURES PAYOFFS 

 
Futures contracts have linear payoffs. In simple words, it means that the losses as well as 

profits for the buyer and the seller of a futures contract are unlimited. These linear payoffs 

are fascinating as they can be combined with options and the underlying to generate various 

complex payoffs. 

 

 
3.4.2.1 - Payoff for buyer of futures: Long futures 

 
The payoff for a person who buys a futures contract is similar to the payoff for a person 

who holds an asset. He has a potentially unlimited upside as well as a potentially unlimited 

downside. Take the case of a speculator who buys a two-month Nifty index futures contract 

when the Nifty stands at 2220. The underlying asset in this case is the Nifty portfolio. When 

the index moves up, the long futures position starts making profits, and when the index 

moves down it starts making losses. 

 

 
Figure below shows the payoff diagram for the buyer of a futures contract 

 

who shorts an asset. He has a potentially unlimited upside as well as a potentially unlimited 

downside. Take the case of a speculator who sells a two-months Nifty index futures

 

 

 

 

 
 

 

 

 

 
 

4.2.2 Payoff for seller of futures: Short futures 

 
The payoff for a person who sells a futures contract is similar to the payoff for a person 
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contract when the Nifty stands at 2220. The underlying asset in this case is the Nifty 

portfolio. When the index moves down, the short futures position starts making profits, and 

when the index moves up, it starts making losses. Figure on the next page shows the payoff 

diagram for the seller of a futures contract 

 

 

 

 

 

 

3.4.3 - OPTIONS PAYOFFS 

 
The optionality characteristic of options results in a non-linear payoff for options. In simple 

words, it means that the losses for the buyer of an option are limited, however the profits 

are potentially unlimited. For a writer, the payoff is exactly the opposite. His profits are 

limited to the option premium; however, his losses are potentially unlimited. These non- 

linear payoffs are fascinating as they lend themselves to be used to generate various payoffs 

by using combinations of options and the underlying. We look here at the 4 basic payoffs. 

3.4.3.1 - Payoff profile for buyer of call options: Long call 

 
A call option gives the buyer the right to buy the underlying asset at the strike price 

specified in the option. The profit/loss that the buyer makes on the option depends on the 

spot price of the underlying. If upon expiration, the spot price exceeds the strike price, he
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makes a profit. Higher the spot price, more is the profit he makes. If the spot price of the 

underlying is less than the strike price, he lets his option expire un-exercised. His loss in 

this case is the premium he paid for buying the option. Figure below gives the payoff for 

the buyer of a three month call option (often referred to as long call) with a strike of 2250 

bought at a premium of 86.60. 

 

 

 

 
 

 
The figure shows the profits/losses for the buyer of a three-month Nifty 2250 call option. 

As can be seen, as the spot Nifty rises, the call option is in-the-money. If upon expiration, 

Nifty closes above the strike of 2250, the buyer would exercise his option and profit to the 

extent of the difference between the Nifty-close and the strike price. 

The profits possible on this option are potentially unlimited. However, if 

 
Nifty falls below the strike of 2250, he lets the option expire. His losses are limited to the 

extent of the premium he paid for buying the option.
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3.4.3.2 - Payoff profile for writer of call options: Short call 

 
A call option gives the buyer the right to buy the underlying asset at the strike price 

specified in the option. For selling the option, the writer of the option charges a premium. 

The profit/loss that the buyer makes on the option depends on the spot price of the 

underlying. Whatever is the buyer's profit being the seller's loss. If upon expiration, the 

spot price exceeds the strike price, the buyer will exercise the option on the writer. Hence 

as the spot price increases the writer of the option starts making losses. Higher the spot 

price, more is the loss he makes. If upon expiration the spot price of the underlying is less 

than the strike price, the buyer lets his option expire un-exercised and the writer gets to 

keep the premium. Figure below gives the payoff for the writer of a three month call option 

(often referred to as short call) with a strike of 2250 sold at a premium of 86.60. 

 

 
The figure shows the profits/losses for the seller of a three-month Nifty 2250 call option. 

As the spot Nifty rises, the call option is in-the-money and the writer starts making losses. 

If upon expiration, Nifty closes above the strike of 2250, the buyer would exercise his 

option on the writer who would suffer a loss to the extent of the difference between the 

Nifty -close and the strike price. The loss that can be incurred by the writer of the option is 

potentially unlimited, whereas the maximum profit is limited to the extent of the up-front 

option premium of Rs.86.60 charged by him.
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3.4.3.3 - Payoff profile for buyer of put options: Long put 

 
A put option gives the buyer the right to sell the underlying asset at the strike price specified 

in the option. The profit/loss that the buyer makes on the option depends on the spot price 

of the underlying. If upon expiration, the spot price is below the strike price, he makes a 

profit. Lower the spot price, more is the profit he makes. If the spot price of the underlying 

is higher than the strike price, he lets his option expire un-exercised. His loss in this case 

is the premium he paid for buying the option. Figure below gives the payoff for the buyer 

of a three-month put option (often referred to as long put) with a strike of 2250 bought at 

a premium of 61.70. 

 

 
 

 
The figure shows the profits/losses for the buyer of a three-month Nifty 2250 put option. 

As can be seen, as the spot Nifty falls, the put option is in-the-money. If upon expiration, 

Nifty closes below the strike of 2250, the buyer would exercise his option and profit to the 

extent of the difference between the strike price and Nifty-close. The profits possible on 

this option can be as high as the strike price. However, if Nifty rises above the strike of 

2250, he lets the option expire. His losses are limited to the extent of the premium he paid 

for buying the option.
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3.4.3.4 - Payoff profile for writer of put options: Short Put 

 
A put option gives the buyer the right to sell the underlying asset at the strike price specified 

in the option. For selling the option, the writer of the option charges a premium. The 

profit/loss that the buyer makes on the option depends on the spot price of the underlying. 

Whatever is the buyer's profit being the seller's loss. If upon expiration, the spot price 

happens to be below the strike price, the buyer will exercise the option on the writer. If 

upon expiration the spot price of the underlying is more than the strike price, the buyer lets 

his option unexercised and the writer gets to keep the premium. Figure below gives the 

payoff for the writer of a three-month put option (often referred to as short put) with a strike 

of 2250 sold at a premium of 61.70. 

 

 
The figure shows the profits/losses for the seller of a three-month Nifty 2250 put option. 

As the spot Nifty falls, the put option is in-the-money and the writer starts making losses. 

If upon expiration, Nifty closes below the strike of 2250, the buyer would exercise his 

option on the writer who would suffer a loss to the extent of the difference between the 

strike price and Nifty-close. The loss that can be incurred by the writer of the option is a 

maximum extent of the strike price (Since the worst that can happen is that the asset price 

can fall to zero) whereas the maximum profit is limited to the extent of the up-front option 

premium of Rs.61.70 charged by him.
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3.5 - PARTICIPANTS IN THE DERIVATIVES MARKET 

 
The participants in the derivatives market are as follows: 

 
3.5.1 - TRADING PARTICIPANTS: 

 
3.5.1.1 - HEDGERS 

 
The process of managing the risk or risk management is called as hedging. Hedgers are 

those individuals or firms who manage their risk with the help of derivative products. 

Hedging does not mean maximizing of return. The main purpose for hedging is to reduce 

the volatility of a portfolio by reducing the risk. 

 

 
 

3.5.1.2 - SPECULATORS 

 
Speculators do not have any position on which they enter into futures and options 

Market i.e., they take the positions in the futures market without having position in the 

underlying cash market. They only have a particular view about future price of a 

commodity, shares, stock index, interest rates or currency. They consider various factors 

like demand and supply, market positions, open interests, economic fundamentals, 

international events, etc. to make predictions. They take risk in turn from high returns. 

Speculators are essential in all markets – commodities, equity, interest rates and currency. 

They help in providing the market the much-desired volume and liquidity.
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3.5.1.3 ARBITRAGEURS 

 
Arbitrage is the simultaneous purchase and sale of the same underlying in two 

different markets in an attempt to make profit from price discrepancies between the two 

markets. Arbitrage involves activity on several different instruments or assets 

simultaneously to take advantage of price distortions judged to be only temporary. 

Arbitrage occupies a prominent position in the futures world. It is the mechanism that 

keeps prices of futures contracts aligned properly with prices of underlying assets. The 

objective is simply to make profits without risk, but the complexity of arbitrage activity 

is such that it is reserved to particularly well-informed and experienced professional 

traders, equipped with powerful calculating and data processing tools. Arbitrage may not 

be as easy and costless as presumed.
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3.5.2 INTERMEDIARY PARTICIPANTS: 

 
3.5.2.1 - BROKERS 

 
For any purchase and sale, brokers perform an important function of bringing buyers 

and sellers together. As a member in any futures exchanges, may be any commodity or 

finance, one need not be a speculator, arbitrageur or hedger. By virtue of a member of a 

commodity or financial futures exchange one gets a right to transact with other members 

of the same exchange. This transaction can be in the pit of the trading hall or on online 

computer terminal. All persons hedging their transaction exposures or speculating on 

price movement, need not be and for that matter cannot be members of futures or options 

exchange. A non-member has to deal in futures exchange through member only. This 

provides a member the role of a broker. His existence as a broker takes the benefits of the 

futures and options exchange to the entire economy all transactions are done in the name 

of the member who is also responsible for final settlement and delivery. This activity of 

a member is price risk free because he is not taking any position in his account, but his 

other risk is clients default risk. He cannot default in his obligation to the clearing house, 

even if client defaults. So, this risk premium is also inbuilt in brokerage recharges. More 

and more involvement of non-members in hedging and speculation in futures and options 

market will increase brokerage business for member and more volume in turn reduces the 

brokerage. Thus, more and more participation of traders other than members gives 

liquidity and depth to the futures and options market. Members can attract involvement 

of other by providing efficient services at a reasonable cost. In the absence of well- 

functioning broking houses, the futures exchange can only function as a club.
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3.5.2.2 - MARKET MAKERS AND JOBBERS 

 
Even in organized futures exchange, every deal cannot get the counter party 

immediately. It is here the jobber or market maker plays his role. They are the members 

of the exchange who takes the purchase or sale by other members in their books and then 

square off on the same day or the next day. They quote their bid-ask rate regularly. The 

difference between bid and ask is known as bid-ask spread. When volatility in price is 

more, the spread increases since jobber’s price risk increases. In less volatile market, it is 

less. Generally, jobbers carry limited risk. Even by incurring loss, they square off their 

position as early as possible. Since they decide the market price considering the demand 

and supply of the commodity or asset, they are also known as market makers. Their role 

is more important in the exchange where outcry system of trading is present. A buyer or 

seller of a particular futures or option contract can approach that particular jobbing 

counter and quotes for executing deals. In automated screen-based trading best buy and 

sell rates are displayed on screen, so the role of jobber to some extent. In any case, jobbers 

provide liquidity and volume to any futures and option market.
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3.5.3 - INSTITUTIONAL FRAMEWORK 

 
3.5.3.1 - EXCHANGE 

 
Exchange provides buyers and sellers of futures and option contract necessary 

infrastructure to trade. In outcry system, exchange has trading pit where members and 

their representatives assemble during a fixed trading period and execute transactions. In 

online trading system, exchange provide access to members and make available real time 

information online and also allow them to execute their orders. For derivative market to 

be successful exchange plays a very important role, there may be separate exchange for 

financial instruments and commodities or common exchange for both commodities and 

financial assets. 

3.5.3.2 - CLEARING HOUSE 

 
A clearing house performs clearing of transactions executed in futures and option 

exchanges. Clearing house may be a separate company or it can be a division of exchange. 

It guarantees the performance of the contracts and for this purpose clearing house 

becomes counter party to each contract. Transactions are between members and clearing 

house. Clearing house ensures solvency of the members by putting various limits on him. 

Further, clearing house devises a good managing system to ensure performance of 

contract even in volatile market. This provides confidence of people in futures and option 

exchange. Therefore, it is an important institution for futures and option market. 

 
 

 

3.5.3.3 - CUSTODIAN / WARE HOUSE 

 
Futures and options contracts do not generally result into delivery but there has to be 

smooth and standard delivery mechanism to ensure proper functioning of market. In stock 

index futures and options which are cash settled contracts, the issue of delivery may not 

arise, but it would be there in stock futures or options, commodity futures and options and 

interest rates futures. In the absence of proper custodian or warehouse mechanism, 

delivery of financial assets and commodities will be a cumbersome task and futures prices



72 
 

will not reflect the equilibrium price for convergence of cash price and futures price on 

maturity, custodian and warehouse are very relevant. 

 

 
 

3.5.3.4 - BANK FOR FUND MOVEMENTS 

 
Futures and options contracts are daily settled for which large fund 

 
movement from members to clearing house and back is necessary. This can be smoothly 

handled if a bank works in association with a clearing house. Bank can make daily 

accounting entries in the accounts of members and facilitate daily settlement a routine 

affair. This also reduces a possibility of any fraud or misappropriation of fund by any 

market intermediary.
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3.6 - ROLE OF DERIVATIVES 

 
Derivative markets help investors in many different ways: 

 

 

 
3.6.1 - RISK MANAGEMENT 

 
Futures and options contract can be used for altering the risk of investing in spot market. 

For instance, consider an investor who owns an asset. He will always be worried that the 

price may fall before he can sell the asset. He can protect himself by selling a futures 

contract, or by buying a Put option. If the spot price falls, the short hedgers will gain in the 

futures market, as you will see later. This will help offset their losses in the spot market. 

Similarly, if the spot price falls below the exercise price, the put option can always be 

exercised. 

Derivatives markets help to reallocate risk among investors. A person who wants to reduce 

risk, can transfer some of that risk to a person who wants to take more risk. Consider a risk- 

averse individual. He can obviously reduce risk by hedging. When he does so, the opposite 

position in the market may be taken by a speculator who wishes to take more risk. Since 

people can alter their risk exposure using futures and options, derivatives markets help in 

the raising of capital. As an investor, you can always invest in an asset and then change its 

risk to a level that is more acceptable to you by using derivatives. 

 

 
3.6.2 - PRICE DISCOVERY 

 
Price discovery refers to the markets ability to determine true equilibrium prices. Futures 

prices are believed to contain information about future spot prices and help in 

disseminating such information. As we have seen, futures markets provide a low-cost 

trading mechanism. Thus, information pertaining to supply and demand easily percolates 

into such markets. Accurate prices are essential for ensuring the correct allocation of 

resources in a free market economy. Options markets provide information about the 

volatility or risk of the underlying asset.
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3.6.3 - OPERATIONAL ADVANTAGES 

 
As opposed to spot markets, derivatives markets involve lower transaction costs. Secondly, 

they offer greater liquidity. Large spot transactions can often lead to significant price 

changes. However, futures markets tend to be more liquid than spot markets, because 

herein you can take large positions by depositing relatively small margins. Consequently, 

a large position in derivatives markets is relatively easier to take and has less of a price 

impact as opposed to a transaction of the same magnitude in the spot market. Finally, it is 

easier to take a short position in derivatives markets than it is to sell short in spot markets. 

 

 
3.6.4 - MARKET EFFICIENCY 

 
The availability of derivatives makes markets more efficient; spot, futures and options 

markets are inextricably linked. Since it is easier and cheaper to trade in derivatives, it is 

possible to exploit arbitrage opportunities quickly and to keep prices in alignment. Hence 

these markets help to ensure that prices reflect true values. 

 

 

3.6.5 - EASE OF SPECULATION 

 
Derivative markets provide speculators with a cheaper alternative to engaging in spot 

transactions. Also, the amount of capital required to take a comparable position is less in 

this case. This is important because facilitation of speculation is critical for ensuring free 

and fair markets. Speculators always take calculated risks. A speculator will accept a level 

of risk only if he is convinced that the associated expected return, is commensurate with 

the risk that he is taking.
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3.7 - FUTURES AND OPTIONS TRADING SYSTEM 

 
The futures & options trading system of NSE, called NEAT-F&O trading system, 

provides a fully automated screen-based trading for Index futures & options and Stock 

futures & options on a nationwide basis as well as an online monitoring and surveillance 

mechanism. It supports an order driven market and provides complete transparency of 

trading operations. It is similar to that of trading of equities in the cash market segment. 

The software for the F&O market has been developed to facilitate efficient and transparent 

trading in futures and options instruments. Keeping in view the familiarity of trading 

members with the current capital market trading system, modifications have been 

performed in the existing capital market trading system so as to make it suitable for trading 

futures and options. 

 

 
3.7.1 - Order types and conditions 

 
The system allows the trading members to enter orders with various conditions attached to 

them as per their requirements. These conditions are broadly divided into the following 

categories: 

1. Time conditions 

2. Price conditions 

3. Other conditions 

 
Several combinations of the above are allowed thereby providing enormous flexibility to 

the users. The order types and conditions are summarized below. 

 

 
3.7.1.1 - Time conditions 

 
Day order: A day order, as the name suggests is an order which is valid for the day on 

which it is entered. If the order is not executed during the day, the system cancels the order 

automatically at the end of the day.
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Immediate or Cancel (IOC): An IOC order allows the user to buy or sell a contract as soon 

as the order is released into the system, failing which the order is cancelled from the system. 

Partial match is possible for the order, and the unmatched portion of the order is cancelled 

immediately. 

 

 

3.7.1.2 - Price condition 

 
- Stop-loss: This facility allows the user to release an order into the system, after the market 

price of the security reaches or crosses a threshold price e.g. if for stop-loss buy order, the 

trigger is 1027.00, the limit price is 1030.00 and the market (last traded) price is 1023.00, 

then this order is released into the system once the market price reaches or exceeds 1027.00. 

This order is added to the regular lot book with time of triggering as the time stamp, as a 

limit order of 1030.00. For the stop-loss sell order, the trigger price has to be greater than 

the limit price. 

 

 
3.7.1.3 - Other conditions 

 
Market price: Market orders are orders for which no price is specified at the time the order 

is entered (i.e. price is market price). For such orders, the system determines the price. 

Trigger price: Price at which an order gets triggered from the stop-loss book. 

Limit price: Price of the orders after triggering from stop-loss book.
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3.8 - Contract cycle & Specifications 

 

3.8.1 - Contract Cycle 

 
The figure shows the contract cycle for futures contracts on NSE's derivatives market. As 

can be seen, at any given point of time, three contracts are available for trading - a near- 

month, a middle-month and a far-month. As the January contract expires on the last 

Thursday of the month, a new three-month contract starts trading from the following day, 

once more making available three index futures contracts for trading. 
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3.8.2 - Contract Specifications of CNX Nifty Futures 

 

Underlying Index CNX Nifty 

Exchange of Trading National Stock Exchange of India Ltd. 

Security Descriptor FUTIDX 

Contract Size Current Lot size is 25(Minimum Value of 

 

Rs.2lakh) 

Price Steps Re.0.05 

Price Bands Operating Range of 10% of the base Price 

Trading Cycle The futures contracts will have a maximum of 

3 months trading cycle-the near month(one), 

the next month(two) and the far month(three). 

New contract will be introduced on the next 

trading day following the expiry of near month 

contract. 

Expiry Day The last Thursday of the expiry month or the 

previous trading day if the last Thursday is a 

trading holiday. 

Settlement Basis Mark to market and final settlement will be 

cash settled on T+1 basis 

Settlement Price Daily settlement price will be the closing price 

of the futures contracts for the trading day and 

the final settlement price shall be the closing 

value of the underlying index on the last 

trading day of such futures contract. 
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3.8.3 - Contract Specifications of CNX Nifty Options 

 

Underlying Index CNX Nifty 

Exchange of Trading National Stock Exchange of India Ltd. 

Security Descriptor OPTIDX 

Contract Size Current Lot size is 25(Minimum Value of 

 

Rs.2lakh) 

Price Steps Re.0.05 

Price Bands A contract specific price range based on its 

delta value and is computed and updated on 

a daily basis. 

Trading Cycle The options contracts will have a 

maximum of 3 months trading cycle-the 

near month(one), the next month(two) and 

the far month(three). New contract will be 

introduced on the next trading day 

following the expiry of near month 

contract. Also, long term options have 3 

quarterly and 5 yearly expiries. 

Expiry Day The last Thursday of the expiry month or 

the previous trading day if the last 

Thursday is a trading holiday. 

Settlement Basis Cash Settlement on T+1 basis 

Style of Option European 

Strike Price Interval Depending on the index level 

Daily Settlement Price Not Applicable 
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Final Settlement Price Closing value of the index on the last 

trading day. 

 

 

 

 

 

 

 

 

 

3.8.4 - New Products in the F&O Segment: 

 
The Year 2008 witnessed the launch of new products in the F&O Segment of NSE. The 

Mini derivative (Futures and Options) contracts on S&P CNX Nifty were introduced for 

trading on January1, 2008. The mini contracts have smaller contract size than the normal 

Nifty contract and extend greater affordability to individual investors and helps the 

individual investor to hedge risks of a smaller portfolio. The Long-Term Options Contracts 

on S&P CNX Nifty were launched on March 3, 2008. The long-term options have a life 

cycle of maximum 5 years duration and offer long term investors to take a view on 

prolonged price changes over a longer duration, without needing to use a combination of 

shorter term option contracts.
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3.9 - CLEARING AND SETTLEMENT 

 
National Securities Clearing Corporation Limited (NSCCL) undertakes clearing and 

settlement of all trades executed on the futures and options (F&O) segment of the NSE. It 

also acts as legal counterparty to all trades on the F&O segment and guarantees their 

financial settlement. 

3.9.1 - CLEARING ENTITIES 

 
Clearing and settlement activities in the F&O segment are undertaken by NSCCL with the 

help of the following entities: 

 

 
3.9.1.1 - Clearing members 

 
In the F&O segment, some members, called self-clearing members, clear and settle their 

trades executed by them only either on their own account or on account of their clients. 

Some others, called trading member-cum-clearing member, clear and settle their own 

trades as well as trades of other trading members (TMs). Besides, there is a special category 

of members, called professional clearing members (PCM) who clear and settle trades 

executed by TMs. The members clearing their own trades and trades of others, and the 

PCMs are required to bring in additional security deposits in respect of every TM whose 

trades they undertake to clear and settle. 

 

 
3.9.1.2 - Clearing Banks 

 
Funds settlement takes place through clearing banks. For the purpose of settlement all 

clearing members are required to open a separate bank account with NSCCL designated 

clearing bank for F&O segment.
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3.9.1.3 - Settlement of futures contracts 

 
Futures contracts have two types of settlements, the MTM settlement which happens on a 

continuous basis at the end of each day, and the final settlement which happens on the last 

trading day of the futures contract. 

 
 

3.9.1.4 - MTM settlement 

 
All futures contracts for each member are marked-to-market (MTM) to the daily settlement 

price of the relevant futures contract at the end of each day. The profits/losses are computed 

as the difference between: 

1. The trade price and the day's settlement price for contracts executed during the day 

but not squared up. 

2. The previous day's settlement price and the current day's settlement price for 

brought forward contracts. 

3. The buy price and the sell price for contracts executed during the day and squared 

up. 

 

 
The CMs who have a loss are required to pay the mark-to-market (MTM) loss amount in 

cash which is in turn passed on to the CMs who have made an MTM profit. This is known 

as daily mark-to-market settlement. CMs are responsible to collect and settle the daily 

MTM profits/losses incurred by the TMs and their clients clearing and settling through 

them. Similarly, TMs are responsible to collect/pay losses/profits from/to their clients by 

the next day. The pay-in and pay-out of the mark-to-market settlement are affected on the 

day following the trade day 

 

 
After completion of daily settlement computation, all the open positions are reset to the 

daily settlement price. Such positions become the open positions for the next day.
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3.9.2 - Computation of MTM at the end of the day 
 

 

 

 

Trade Details Qty bought/Sold Settlement Price MTM 

Brought 

forward 

from previous day 

100@100 105 500 

Traded during the 

day Bought 

Sold 

 

200@100 

 

100@102 

102 200 

Open position (not 

squared up) 

100 @100 105 500 

Total   1200 

 

 

 

 

The table gives the MTM charged on various positions. The margin charged on the brought 

forward contract is the difference between the previous day's settlement price of Rs.100 

and today's settlement price of Rs.105. Hence on account of the position brought forward, 

the MTM shows a profit of Rs.500. For contracts executed during the day, the difference 

between the buy price and the sell price determines the MTM. In this example, 200 units 

are bought @ Rs. 100 and 100 units sold @ Rs. 102 during the day. Hence the MTM for 

the position closed during the day shows a profit of Rs.200. Finally, the open position of 

contracts traded during the day, is margined at the day's settlement price and the profit of 

Rs.500 credited to the MTM account. So, the MTM account shows a profit of Rs. 1200.
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3.9.3 - Final settlement for futures 

 
On the expiry day of the futures contracts, after the close of trading hours, NSCCL marks 

all positions of a CM to the final settlement price and the resulting profit/loss is settled in 

cash. Final settlement loss/profit amount is debited/ credited to the relevant CM's clearing 

bank account on the day following expiry day of the contract. 

 

 
3.9.3.1 - Settlement prices for futures 

 
Daily settlement price on a trading day is the closing price of the respective futures 

contracts on such day. The closing price for a futures contract is currently calculated as the 

last half an hour weighted average price of the contract in the F&O Segment of NSE. Final 

settlement price is the closing price of the relevant underlying index/security in the capital 

market segment of NSE, on the last trading day of the contract. The closing price of the 

underlying Index/security is currently its last half an hour weighted average value in the 

capital market 

 

 
3.9.4 - Settlement of options contracts 

 
Options contracts have three types of settlements, daily premium settlement, exercise 

settlement, interim exercise settlement in the case of option contracts on securities and final 

settlement. 

 
 

3.9.4.1 - Daily premium settlement 

 
Buyer of an option is obligated to pay the premium towards the options purchased by him. 

Similarly, the seller of an option is entitled to receive the premium for the option sold by 

him. The premium payable amount and the premium receivable amount are netted to 

compute the net premium payable or receivable amount for each client for each option 

contract.
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3.9.4.2 - Exercise settlement 

 
Although most option buyers and sellers close out their options positions by an offsetting 

closing transaction, an understanding of exercise can help an option buyer determine 

whether exercise might be more advantageous than an offsetting sale of the option. There 

is always a possibility of the option seller being assigned an exercise. Once an exercise of 

an option has been assigned to an option seller, the option seller is bound to fulfill his 

obligation (meaning, pay the cash settlement amount in the case of a cash-settled option) 

even though he may not yet have been notified of the assignment 

 

 
3.9.4.3 - Final exercise settlement 

 
Final exercise settlement is affected for all open long in-the-money strike price options 

existing at the close of trading hours, on the expiration day of 100 an option contract. All 

such long positions are exercised and automatically assigned to short positions in option 

contracts with the same series, on a random basis. The investor who has long in-the-money 

options on the expiry date will receive the exercise settlement value per unit of the option 

from the investor who has been assigned the option contract. 

 

 
The exercise settlement value for each unit of the exercised contract is computed as 

follows: 

Call options = Closing price of the security on the day of exercise — Strike price 

 
Put options = Strike price — Closing price of the security on the day of exercise for final 

exercise the closing price of the underlying security is taken on the expiration day. The 

exercise settlement value is debited / credited to the relevant CMs clearing bank account 

on T + 1 day (T = exercise date).
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CHAPTER 4 – CONCLUSION 

 
• Aditya Birla Capital offers a complete range of protection solutions to help secure 

your family's future and provide financial support for your child's education, wealth 

with protection solutions, health and wellness solutions, retirement solutions and 

savings with protection solutions to help you stay financially secure in the future 

with small disciplined savings at regular intervals 

• Investing solutions enable individuals to realize their aspirations by making their 

money work for them. 

• Aditya Birla Capital wants every individual to live the life they desire by enabling 

them to protect what they value; invest so they can live a life they aspire to live; 

and finance their dreams, needs and desires. 

• Aditya Birla Capital puts people's need first and aims to protect what is dear to the 

customer, with assurance. 

• If an individual is looking for more than just money so, equity is probably for you. 

Equity will give you access to an investor’s knowledge, contacts and expertise. 

• Debt helps build capital over a longer period of time. Moreover, it provides regular 

income and preserves capital. 

• When interest rates are high, investing in debt instruments allow locking into these 

high interest rates, thereby giving high returns. 

• Entrepreneurs must approach equity financing cautiously in order to remain the 

main beneficiaries of their own hard work and long-term business growth. 

 

 
And apart from this I adopted some basic things: 

 

• To develop communication skills with internal as well as external environment of 

the organization. 

• I found that to be good sales personnel you should maintain good relation with the 

clients or customers. 

• Also, I Got exposure to work and also learned about organizational behavior, 

Morals, Ethics and Code of Conduct of the organization.
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• To develop communication skills with internal as well as external environment of 

the organization. 

• Also, I Got to learn about Human Resource and Recruitment Process and also Got 

a chance to skill up on my Leadership Skills Being a Co-Ordinator at Aditya Birla 

Capital.
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Chapter 1 

Executive Summary 

The Project is associated with Birla Sun life Insurance Pvt Ltd., it’s an insurance firm. This 

Project is a study of stock market. The stock market is a lucrative option of investment which 

is usually ignored by the investors due to fear of high risk. Equity research plays a very 

critical role that fills the information gap between the buyers and sellers of shares. Since the 

individual or Institution may not have the resources to analyse each work. 

           This project aims to analyse the FMCG sector and to identify the stocks from large cap 

and mid cap companies. For this purpose, an analysis of 8 FMCG companies namely VST 

Industries Ltd., Colgate-Palmolive (India) Ltd., ITC Ltd., KRBL Ltd., Britannia Industries 

Ltd., P&G Hygiene & Health Care Ltd., Hatsun Agro Products Ltd., and Gillette India Ltd. 

has been carried out with the help of various tools like fundamental and technical analysis. 

           The study also reveals the performance of the company over the years there by helping 

the investors to take his/her investment decisions. 

           This project helps to identify the best stock that an individual can invest in FMCG 

sector.  

 

 

 

 

 

 

 

 

 



 

Chapter 2 

Introduction 

2.1Introduction to Subject 

What is Equity? 

 

 

In accounting and finance, equity is the difference between the value of the assets and 

the cost of the liabilities of something owned. For example, if someone owns a car worth 

$15,000 but owes $5,000 on a loan against that car, the car represents $10,000 equity. Equity 

can be negative if liability exceeds assets. 

Equity is the Ownership interest or claim of a holder of common stock (ordinary 

shares) and some types of preferred stock (preference shares) of a company. On a balance 

sheet, equity represents funds contributed by the owners (stockholders) plus retained earnings 

or minus the accumulated losses. In other words, Net worth of a person or company 

computed by subtracting total liabilities from the total assets. In case of cooperatives, equity 

represents members’ investment plus retained earnings or minus losses. 

Equity is important because it represents the real value of one’s stake in an 

investment. Investors who hold stock in a company are usually interested in their own 

personal equity in the company, represented by their shares. Yet, this kind of personal equity 

is a function of the total equity of the company itself, so a shareholder concerned for their 



own earnings will necessarily be concerned for the company itself. Owning stock in a 

company over time will ideally yield capital gains for the shareholder, and potentially 

dividends as well. It also often bestows upon the shareholder, the right to vote in Board of 

Directors elections, and all of these benefits further promote a shareholder’s concern for the 

company, both through continued involvement and through personal gain. 

What is Equity Research? 

 

 

 

Equity research is the study of equities or stocks for the purpose of investments. 

Equity research is what an equity research analyst does. In simpler terms, equity research is 

the act of gathering information: 

 information that helps investors to decide where to put in their money; 

 information that traders require to understand whether to enter or exit a market 

position; 

 information that financiers (bankers and firms) need to evaluate companies. 

Equities or common stock comprises a big chunk in any company’s capital and 

shareholders need to know whether to stay invested in the company or sell the shares and 



come out. Both the buy-side and the sell-side companies invest in maintaining an equity 

research division. This research may also include bonds and commodities. 

The function of the equity researcher is to present a detailed analysis of a company, 

enabling investors to make an informed decision. 

The research report is used by investment banks and private equity firms to evaluate 

the company for IPO, LBO, mergers and others. 

For an investment bank, the equity research segment produces revenue as buy-side 

firms pay the equity research team to delve into its records and analyse information. 

 

As an individual, it is time-consuming to do equity research, that is, to study the 

company, its financial statements, products, management and take a decision about 

investment. Exactly for the same reason, there are people working in research companies 

whose job is to do equity research and recommend companies for investment. 



The application of equity research varies. Primarily, equity research is used in the 

mutual funds industry, investment evaluation, merger and acquisition deals, financial 

publications and charitable endowments. 

 

 

 

 

 

 

Purpose of Equity Research 

As stated before, the purpose of equity research is to study companies, analyse 

financials and look at quantitative and qualitative aspects, helping investors of varying 

degrees to make an informed decision. As the name suggests, ‘research’ plays the most 

important role here. Over the years, research methods have changed but the sole intention of 

research remains the same. 

The number of investors is booming and so is the need for exploring the nature of 

investments. Investors wish to take calculated and informed decisions, and this is where the 

role of equity research begins. The purpose of equity research and the researcher is manifold. 

To begin with, one gathers and analyses industry data and financial models of a specific 

company or an industry. 

It also involves understanding current market trends, both from the perspectives of 

macro economy and micro economy, and report findings. Since the equity research targets a 

specific audience, it is necessary to tailor the findings to the audience demand. 



Further, adequate stress is laid on the accuracy of information. If investors take 

actions based on any kind of misinformation or misrepresentation, losses are tremendous and 

harmful to both the investor and the company. Therefore, equity analysts spend a 

considerable amount of time analyzing stocks and valuating estimates. 

Role of Equity Research 

 Equity Research plays a very critical role that fills the information gap between the 

buyers and sellers of shares. 

 Reason is that at all levels (individual or institutional) may not have the resources or 

the capabilities to analyse every stocks. 

 Additionally, full information is not provided by the management due to which further 

in-efficiencies are created and stocks trade below or above the fair value. 

 Equity Research analyst spend lot of time, energy and expertise to analyse stocks, 

follow news, talking to the management and provide an estimate of stock valuations. 

 Also, equity research tries to identify the value stocks out of the massive ocean of 

stocks and help the buyers to generate profits. 

 

 

 

 

Fundamental Analysis 

 

Fundamental analysis is the cornerstone of investing. In fact, some would say that you 

aren't really investing if you aren't performing fundamental analysis. Because the subject is so 

broad, however, it's tough to know where to start. There are an endless number of investment 

strategies that are very different from each other, yet almost all use the fundamentals.  

 

The goal of this tutorial is to provide a foundation for understanding fundamental 

analysis. It's geared primarily at new investors who don't know a balance sheet from 

an income statement. While you may not be a "stock-picker extraordinaire". 

 



The biggest part of fundamental analysis involves delving into the financial 

statements. Also known as quantitative analysis, this involves looking at revenue, expenses, 

assets, liabilities and all the other financial aspects of a company. Fundamental analysts look 

at this information to gain insight on a company's future performance. But there is more than 

just number crunching when it comes to analysing a company. This is where qualitative 

analysis comes in - the breakdown of all the intangible, difficult-to-measure aspects of a 

company. 

 

Fundamental analysis is performed on historical and present data, but with the goal of making 

financial forecasts. There are several possible objectives: 

 To conduct a company stock valuation and predict its probable price evolution. 

 To make a projection on its business performance, 

 To evaluate its management and make internal business decisions, 

 To calculate its credit risk. 

Fundamental analysis includes:  

1) Economic analysis 

2) Industry analysis 

 3) Company analysis 

On the basis of this three analysis the intrinsic value of the shares are determined. This is 

considered as the true value of the share. If the intrinsic value is higher than the market price 

it is recommended to buy the share but if it is equal to market price hold the share and if it is 

less than the market price sell the shares. 

 

 

 

 

Technical Analysis 

 

 Technical analysis is the examination of past price movements to forecast future price 



movements. Technical analysts are sometimes referred to as chartists (technician) because 

they rely almost exclusively on charts for their analysis. Technical analysis is a security 

analysis methodology for forecasting the direction of prices through the study of past market 

data, primarily price and volume. 

 

Technical analysis is the study of market action, primarily through the use of charts, 

for the purpose of forecasting future price trends. Technical analysis considers only the actual 

price behaviour of the market or instrument, based on the premise that price reflects all 

relevant factors before an investor becomes aware of them through other channels. 

 

Despite all the fancy and exotic tools it employs, technical analysis really just studies 

supply and demand in a market in an attempt to determine what direction, or trend, will 

continue in the future. In other words, technical analysis attempts to understand the emotions 

in the market by studying the market itself, as opposed to its components. If you understand 

the benefits and limitations of technical analysis, it can give you a new set of tools or skills 

that will enable you to be a better trader or investor. 

 

 The Psychology of Technical Analysis, Tony Plummer paraphrases Oscar Wilde by stating, 

“A technical analyst knows the price of everything, but the value of nothing”. Technicians, 

as technical analysts are called, are only concerned with two things: 

1. What is the current price? 

2. What is the history of the price movement? 

 

The price is the end result of the battle between the forces of supply and demand for the 

company's stock. The objective of analysis is to forecast the direction of the future price. By 

focusing on price and only price, technical analysis represents a direct approach. 

Fundamentalists are concerned with why the price is what it is. For technicians, the why 

portion of the equation is too broad and many times the fundamental reasons given are 

highly suspect. Technicians believe it is best to concentrate on what and never mind why. 

Why did the price go up? It is simple, more buyers (demand) than sellers (supply). After all, 

the value of any asset is only what someone is willing to pay for it.  

http://www.amazon.com/The-Psychology-Technical-Analysis-Profiting/dp/1557385432


 

 

 

 

2.2Introduction to Project 

Equity Research on FMCG Sector 

 

The main aim of the project is to study the listed stocks of FMCG Sector. This 

objective can be attained through fundamental and technical analysis. Each investment has its 

own pros and cons. Some options give higher returns corresponding with higher risks. 

 

In order to achieve this objective an in depth analysis has to be performed by 

understanding and comparing the financial statements of the leading FMCG companies. 

 

For this purpose, analysis of 8 FMCG companies namelyVST Industries Ltd., 

Colgate-Palmolive (India) Ltd., ITC Ltd., KRBL Ltd., Britannia Industries Ltd., P&G 

Hygiene & Health Care Ltd., Hatsun Agro Products Ltd., Gillette India Ltd. have done. This 

shall help the prospective investors in making a fair judgment with regards to his/her 

investment decision.  

 

 

 

 

 

 

 

 

 



 

 

 

 

 

2.3Introduction to Sector / Industry 

 

 

 

Fast Moving Consumer Goods (FMCG)goods are popularly named as Consumer 

Packaged Goods (CPG). Thisindustry primarily deals with the production, distribution and 

marketing of consumer packaged goods. The Fast Moving Consumer Goods (FMCG) are 

those consumables which are normally consumed by the consumers at a regular interval. 

Some of the prime activities of FMCG industry are selling, marketing, financing, purchasing, 

etc. The industry also engaged in operations, supply chain, production and general 

management. 

 FMCG have a short shelf life, either as a result of high consumer demand or because 

the product deteriorates rapidly. Some FMCGs, such as meat, fruits and vegetables, dairy 

products, and baked goods, are highly perishable. Other goods, such as alcohol, toiletries, 

pre-packaged foods, soft drinks, chocolate, candies, and cleaning products, have high 

turnover rates. The sales are sometimes influenced by some holidays and season. 

https://en.wikipedia.org/wiki/Shelf_life
https://en.wikipedia.org/wiki/Inventory_turnover


 Though the profit margin made on FMCG products is relatively small (more so for 

retailers than the producers/suppliers), they are generally sold in large quantities; thus, the 

cumulative profit on such products can be substantial. FMCG is a classic case of low margin 

and high volume business. 

 

Rural – set to rise 

Rural areas expected to be major driver for FMCG, as growth continues to be in high 

in these regions. Rural areas saw a 16 per cent, as against 12 per cent rise in urban areas. 

Most companies rushed to capitalise on this, as they quickly went about increasing direct 

contribution and providing better infrastructure. Companies are also working towards 

creating specific products specially targeted for the rural market. 

The Government of India has been supporting the rural population with higher minimum 

support prices (MSPs), loan waivers, and disbursement through the National Rural 

Employment Guarantee Act (NREGA) programme. These measures have helped in reducing 

poverty in rural India and given a boost to rural purchasing power. 

Hence rural demand is set to rise with rising incomes and greater awareness of brands. 

 

Urban trends 

With rise in disposable incomes, mid and high income consumers in urban areas have 

shifted their purchasing trends from essential to premium products. In response firms have 

started enhancing their premium product portfolio. Indian and multinational FMCG players 

are leveraging India as a strategic sourcing hub for cost competitive product development and 

manufacturing to cater to international markets. 

 

FMCG industry economy 

FMCG industry provides a wide range of consumables and accordingly the amount of 

money circulated against FMCG products is also very high. The competition among FMCG 



manufacturers is growing and as a result of this, investment in FMCG industry is also 

increasing. FMCG industry is regarded as the largest sector in New Zealand which accounts 

for 5% of Gross Domestic Product (GDP). 

  

The Indian FMCG sector with a market size of US$14.8 billion is the fourth largest sector in 

the economy. The FMCG market is set to double from USD 14.7 billion in 2008-09 to USD 

30 billion in 2012. FMCG sector will witness more than 60 per cent growth in rural and semi-

urban India by 2010. Indian consumer goods market is expected to reach $400 billion by 

2010.Hair care, household care, male grooming, female hygiene, and the chocolates and 

confectionery categories are estimated to be the fastest growing segments. At present, urban 

India accounts for 66% of total FMCG consumption, with rural India accounting for the 

remaining 34%. However, rural India accounts for more than 40% consumption in major 

FMCG categories such as personal care, fabric care, and hot beverages. In urban areas, home 

and personal care category, including skin care, household care and feminine hygiene, will 

keep growing at relatively attractive rates. Within the foods segment, it is estimated that 

processed foods, bakery, and dairy are long-term growth categories in both rural and urban 

areas. The growing incline of rural and semi-urban folks for FMCG products will be mainly 

responsible for the growth in this sector, as manufacturers will have to deepen their 

concentration for higher sales volumes. 

 

 

Leading FMCG companies 

The top ten India FMCG brands are:      

1. Hindustan Unilever Ltd. 

2. ITC (Indian Tobacco Company) 

3. Nestle India 

4. GCMMF (AMUL) 

5. Dabur India 

6. Asian Paints (India) 



7. Cadbury India 

8. Britannia Industries 

9. Procter & Gamble Hygiene and Health Care 

10. Marico Industries 

As per the analysis by ASSOCHAM, Hindustan Unilever Ltd & Dabur India originates half 

of their sales from rural India. While Colgate Palmolive India and Marico constitutes nearly 

37% respectively, however Nestle India Ltd and GSK Consumer drive 25 per cent of sales 

from rural India. 

 

Economic Contribution 

Employment 

Direct employment is estimated at approximately 6% of turnover, i.e. US$ 1.5 

billion4 (Rs. 7,000 crores) 

Approximately 12-13 million retail stores in India, out of which 9 million are FMCG 

kirana stores. Thus the sector is responsible for the livelihood almost 13 million people 

 

Fiscal Contribution 

Cascading Multiple Taxes by the FMCG sector (Import duty, service tax, CST and 

income tax). 30% revenue of the sector goes into both direct indirect taxes. Estimated size of 

$25 billion (Rs. 120,000 crores), that would constitute to a contribution to the exchequer of 

approximately US$ 6.5 billion (Rs. 31,000 crores). 

 

Social Contribution 

Create employment with people with lower educational qualifications. FMCG firms 

have also undertaken some specific projects to integrate with upcountry and rural areas for 

both inputs and for distribution as well as to fulfil CSR. 

 

 



Some examples: 

ITC echoupal and ChoupalSagar: - Sells both agricultural inputs and daily needs products. 

ITC’s rural e-network enables farmer connectivity and provides an easy way for farmers to 

get better profitability and control though access to timely information. 

HUL’s Shakti Amma network: - HUL pioneered a rural entrepreneurship model amongst 

who became HUL distributors. 

Dabur India: - Regularly conducts rural and adult education programmes and provides 

training in rural areas to facilitate employability.  

 

SWOT Analysis of FMCG Sector 

Strengths 

 Low operational costs 

 High turnover rate 

 Presence of well-known brands in FMCG sector 

 Worldwide distribution both in urban and rural areas 

 

 

Weakness 

 No entry barriers, therefore, number of products are entering the market 

 Low scope of investing in technology and achieving economies of scale, especially in 

small sectors. 

 

 

Opportunities 

 Untapped rural market 

 Large domestic market – a population of over one million 

 Export potential 

 

 

Threats 

 Intense competition amongst FMCG companies 



 Removal of import restrictions resulting in replacing of domestic brands 

 Slowdown in rural demand 

 

 

Market potentiality of FMCG industry 

Some of the merits of FMCG industry, which made this industry as a potential one are 

low operational cost, strong distribution networks and presence of renowned FMCG 

companies. Population growth is another factor which is responsible behind the success of 

this industry. 

Job opportunities in FMCG industry 

FMCG industry creates a wide range of job opportunities. This industry is a stable, 

diverse, challenging and high profile industry providing a wide range of job categories like 

sales, supply chain, finance, marketing, operations, purchasing, human resources, product 

development and general management. 

 

Road Ahead 

 FMCG brands would need to focus on R&D and innovation as a means of growth. 

Companies that continue to do well would be the ones that have a culture that promotes using 

customer insights to create either the next generation of products or in some cases, new 

product categories. 

 

One area that we see global and local FMCG brands investing more in is health and 

wellness. Health and wellness is a mega trend shaping consumer preferences and shopping 

habits and FMCG brands are listening. Leading global and Indian food and beverage brands 

have embraced this trend and are focused on creating new emerging brands in health and 

wellness. 

 



According to the PwC-FICCI report Winds of change, 2013: the wellness consumer, 

nutrition foods, beverages and supplements comprise a INR 145 billion to 150 billion market 

in India, is growing at a CAGR of 10 to 12%. 

 

 

 

 

 

 

 

 

 

 

 

2.4Introduction to Company 

 

 



 

Established in 2000, Birla Sun Life Insurance Company Limited (BSLI) is a joint 

venture between the Aditya Birla Group, a well-known and trusted name globally amongst 

Indian conglomerates and Sun Life Financial Inc., leading international financial services 

organization from Canada. The local knowledge of the Aditya Birla Group combined with 

the domain expertise of Sun Life Financial Inc., offers a formidable protection for its 

customers’ future.  

With an experience of over 10 years, BSLI has contributed significantly to the growth 

and development of the life insurance industry in India and currently ranks amongst the top 5 

private life insurance companies in the country.  

Known for its innovation and creating industry benchmarks, BSLI has several firsts 

to its credit. It was the first Indian Insurance Company to introduce “Free Look Period” and 

the same was made mandatory by IRDA for all other life insurance companies. Additionally, 

BSLI pioneered the launch of Unit Linked Life Insurance plans amongst the private players 

in India. To establish credibility and further transparency, BSLI also enjoys the prestige to 

be the originator of practice to disclose portfolio on monthly basis. These category 

development initiatives have helped BSLI be closer to its policy holders’ expectations, 

which gets further accentuated by the complete bouquet of insurance products (viz. pure 

term plan, life stage products, health plan and retirement plan) that the company offers.  

Birla Sun Life Insurance Company Limited (BSLI) is a joint venture between the 

Aditya Birla Group, a well-known Indian conglomerate and Sun Life Financial Inc., one of 

the leading international financial services organizations from Canada. With an experience 

of over a decade, BSLI has contributed to the growth and development of the Indian life 

insurance industry and is currently one of the leading life insurance companies in the 

country. BSLI has a customer base of over two million policy holders. The Company offers 

a complete range of offerings comprising protection solutions, children' future solutions, 

wealth with protection solutions, health and wellness solutions, retirement solutions and 

savings with protection solutions. It has an extensive distribution reach in over 500 cities 

through its network of over 560 branches, 85,000 empanelled advisors and over 140 

partnerships with corporate agents, brokers and banks. Birla Sun Life Insurance has total 



assets under management of Rs.26813 Crores and a robust capital base of over Rs.2170 

Crores, as on 30th Jun, 2014. 

 

VISION  

 To be a leader and role model in a broad based and integrated financial services 

business. Its vision is - "To actively contribute to the social and economic development of the 

communities in which we operate. In so doing build a better, sustainable way of life for the 

weaker and marginalized sections of society and raise the country's human development 

index.” 

 

MISSION 

To help people mitigate risks of life, accident, health, and money at all stages and 

under all   circumstances. Enhance the financial future of our customers including enterprises. 

They believe in the trusteeship concept. This entails transcending business interests and 

grappling with the "quality of life" challenges that underserved communities face, and 

working towards making a meaningful difference to them. 

 

VALUES 

 Integrity 

 Commitment 

 Passion 

 Seamlessness 

 Speed 

 

Aditya Birla Financial Services Group (ABFSG) ranks among the top 5 fund 

managers in India (excluding LIC) with an AUM of USD 20.4 billion. Having a strong 

presence across the life insurance, asset management, NBFC, private equity, retail broking, 



distribution & wealth management, and general insurance broking businesses, ABFSG is 

committed to serve the end-to-end financial services needs of its retail and corporate 

customers. The seven companies representing ABFSG are: Birla Sun Life Insurance 

Company Ltd., Birla Sun Life Asset Management Company Ltd., Aditya Birla Finance Ltd., 

Aditya Birla Capital Advisors Pvt. Ltd., Aditya Birla Money Ltd., Aditya Birla Money Mart 

Ltd. and Aditya Birla Insurance Brokers Ltd. In FY 2013-14, ABFSG reported consolidated 

revenue from these businesses at Rs. 6,640 Crore (USD 1.1 billion) and earnings before tax at 

Rs. 745 Crore. Anchored by about 13,000 employees and trusted by over 5.3 million 

customers, ABFSG has a nationwide reach through 1,500 points of presence and about 

130,000 agents / channel partners. 

 Celebrating 150 years in 2015, Sun Life Financial is a leading international financial 

services organization providing a diverse range of protection and wealth products and 

services to individuals and corporate customers. Sun Life Financial and its partners have 

operations in a number of markets worldwide, including Canada, the United States, the 

United Kingdom, Ireland, Hong Kong, the Philippines, Japan, Indonesia, India, China, 

Australia, Singapore, Vietnam, Malaysia and Bermuda. As of September 30, 2015, the Sun 

Life Financial group of companies had total assets under management of $846 billion.  

 Sun Life Financial Inc. trades on the Toronto (TSX), New York (NYSE) and 

Philippine (PSE) stock exchanges under the ticker symbol SLF. 

 

Future 

BUSINESS CONTINUITY PLAN 

Birla Sun Life Insurance is one of the few Indian companies to have a fully 

operational Business Continuity Plan (BCP) to ensure minimal impact to the organisation, its 

people, and most importantly, its customers. Our Business Continuity Planning (BCP) 

Program is a response plan which would ensure that in the event of a disaster we would be 

able to restore and recover operations for critical processes within a predetermined time after 

the disaster. 



BSLI’S BUSINESS CONTINUITY MANAGEMENT POLICY 

  To have a planned response in the event of any contingency ensuring recovery 

of critical activities at agreed levels within agreed timeframe thereby complying with various 

regulatory requirements and minimizing the potential business impact to BSLI. Additionally, 

to create a system that fosters continuous improvement of business continuity management. 

 

 

BUSINESS CONTINUITY MANAGEMENT SYSTEM (BCMS) OBJECTIVES:  

The objectives of BSLI's BCMS are as follows: 

 Ensuring a Proactive response to any contingency 

 Ensuring recovery of identified critical activities within agreed timeframe. 

 Ensuring that we adhere to our clients, contractual, legal & regulatory requirements. 

 

 

PROGRAMME OVERVIEW 

As part of our Business Continuity Plan, we have a documented crisis response and 

recovery procedure for quick response and stabilization of the situation, and a business 

continuity procedure to ensure recovery.  

 

HIGHLIGHTS OF PLAN DOCUMENT: 

 Alternate recovery sites if primary location is unavailable 

 Assurance to customers that they will continue to receive optimum customer 

services at all times 

 Communication with customers, employees and other stakeholders 

 Crisis Management & incident response 



 Data back-up, data and system recovery 

 Recovery of all mission-critical business functions and supporting systems 

 

 

 

 

 

 

 

Chapter 3 

Project Details 

 

 

3.1Objective of the Study 

 To identify the undervalued stocks in FMCG sector. 

 To create a portfolio in order to choose the best performing stocks and thereafter 

analyse the trend of stock growth or performance. 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

3.2Limitations of the study 

 

 The study is restricted only to FMCG sector. 

 The performance of the stock is particular as on that date. 

 The trend change is based on assumptions. 

 Limited knowledge of Technical Analysis in short span of time. 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Chapter 4 

Review of Literature 

SUPPLIER LED NEW PRODUCT DEVELOPMENT PROCESS IMPROVEMENT IN 

THE UK FAST MOVING CONSUMER GOODS INDUSTRY 

  A number of research reviews and evaluations have been written to summaries and 

characterize the very extensive literature that exists on organizational innovation. Among 

these, Wolf (1994) identifies a distinct stream of research he calls [NPD] process theory that 

aims to establish the processes that organizations adopt and factors they consider when 



implementing innovations. This stream contains a large technical component that is 

characterized by its focus on the product development phase of the wider innovation process, 

along with the applied nature of the underlying research (Francis, 2006). The quantification 

of new product success rates and isolation of the key factors or determinants that are 

associated with the probability of launching a successful new product (“separating the 

winners from the losers”) forms an established research topic within this body of technical 

NPD literature (Chroneer, 2006). Authors such as Barclay et al. (2000) in the UK have 

adopted such an approach. However, it is the cadre of academics associated with the US-

based Product Development Management Association (PDMA) that have been particularly 

influential on this topic, with notable contributions by Cooper (1988), Cooper and Edgett 

(2005), Cooper and Kleinschmidt (1993, 1995), Griffin (1997), Griffin and Page (1996) and 

Rosenauetal. (1996). This PDMA-school agree on the importance of a strong market 

orientation to all development projects, which need to be market driven and customer 

focused; the most important success factor being the need to commercialize a “unique and 

superior product” developed in response to the “voice of the customer” in order to achieve 

widespread market acceptance. Clearly, categorization of the newness (novelty) and 

definition of relative success or failure of developed products forms an important adjunct to 

such work. Within the innovation literature, newness is typically expressed as ranging 

between incremental to radical or transformational (Tiddet al., 2001) and has been used as a 

basis of typologies for classifying individual NPD project types. The most influential such 

typology within the technical NPD literature is that proposed by Booz Allen and Hamilton 

(1982). This considers the perceived newness of the product to both the market and 

innovating company and has been used repeatedly as a framework for research design 

(Griffin and Page, 1996). Using this in their influential study of measures of new product 

success and failure, Griffin and Page (opcit.) conclude that determining the level of success 

of an individual NPD project is a multi-faceted exercise that must consider them 

measurement of three independent dimensions. Their first two dimensions of NPD 

performance are based respectively on consumer performance (was it a marketplace success 

in terms of demand and longevity?) and financial performance (was it profitable?) and 

amount to that project’s commercial success. The third dimension is technical or process-

based. This involves measuring intrinsic, operational performance criteria such as time-to-

market and development cost. PDMA-school research is premised upon the existence of an 

underlying stage gate process model (Cooper, 1988) whereby “go” (proceed downstream) 

and “kill” (drop the project) decisions are made at formal review points throughout the 



process. Two particular performance measures have been emphasized. The first is the success 

and failure rate as a percentage of all products launched. The second is the percentage of all 

development projects that are killed per process stage, along with the ratio of developed 

projects per resultant commercial success. These measures reveal the influence of the 

BoozAllen and Hamilton, whereby an attempt is made to screen-out the new product ideas 

and concepts that are likely to result in commercial failure (“losers”) at the earliest possible 

process stage, and hence influence the profile of the mortality curve. The underlying logic of 

this conventional approach is that the most expensive NPD mistake is the selection of an 

imperfect opportunity, and this is best avoided by adding more review points to the 

fuzzyfront end (opportunity identification through concept development) portion of the 

process 

 

The Impact of Marketing Variables on Business Performance: An Analysis of FMCG, 

Consumer Durables and Textile Industries-Shweta Singh 

Sales of any brand are influenced by many factors, of which brand’s advertising expenditure 

is the most significant one. Other than brand’s advertising expenditure, there are other 

marketing variables such as pricing, product quality, new variety introductions, distribution, 

and dealer activities which also affect the sales of the company. Industry factors such as the 

product’s primary demand and competitors’ activities also play an important role in 

influencing the sales of any brand. The first two categories consist of variables that are 

controllable to a great extent by the firm, whereas the third category represents factors that 

are not. The interaction of marketing mix variables has been studied extensively in marketing 

literature. The focus has been on how marketing variables affect competition, and central to 

this issue is the impact of advertising on price elasticity (Omstein, 1977; and Coma nor et al., 

1979). Several studies have been done by researchers to find the relationship between the 

firm level variable and sales. Stewart (1996) examined a model on the data taken from the 

Canadian automobile market, which used three explanatory variables to explain variation in 

the ratio of promotional expenditure to sales. These are market share, market growth and the 

interaction between both. They concluded that the expenditure on promotional activity is 

clearly an important element in the total marketing costs incurred by many organizations. 

Dekimpe and Hanssens (1995) found that marketing efforts do affect the long-term trends in 

sales of a firm. They had introduced persistence modelling to derive long-term marketing 



effectiveness from time series observations on sales and marketing expenditures taking the 

example of sales and media spending for a chain of home-improvement store. A similar study 

was done by Bawa and Shoemaker (1987) where they analysed the impact of sales promotion 

activities on customers’ brand choice behaviour. Their analysis showed the positive long-

term and short term effects on the brand choice behaviour of customers. Later on, Jones 

(1989) also conducted a similar study to identify the impact of both long-term and short-term 

promotion activities on sales by multivariate techniques. The results showed that the impact 

is greater in the short term than the long term. Butters (1977) discussed the effect of 

advertising expenses on sales. He used the sales density model that clearly demonstrated the 

effect of advertising expenses and distribution expenses on sales. Farris et al. (1989), using 

the push-pull model of distribution and market share, studied the relationship between 

distribution and market share. They developed an aggregate level model of distribution and 

market share for frequently purchased branded consumer goods. The model makes a key 

distinction between uncompromised and compromised demand as sources of market share. 

Using a variety of model assumptions, their results are consistent with longitudinal and cross-

sectional evidence which prove that market share is a convex function of distribution, 

increasing at a rate up to 100% distribution. Ogbonna and Wilkinson (1996) conducted a 

survey to analyse the relationships between food manufacturers and retailers. The results 

showed that the relationship between the food manufacturers and retailers are more complex 

than the general belief of partnerships. According to Kuvykaiteet al. (2009), packaging 

performs an important role in marketing communications, especially in the point of sale and 

could be treated as one of the most important factors influencing consumer’s purchase 

decision thereby affecting the sales of the product. The increased interest in packaging as a 

tool of sales promotion and stimulator of impulsive buying behaviour is mainly due to 

changing lifestyles. Oppong-Adade (2010) conducted a study on Ghana Telecommunication 

Company for examining the relationship between marketing expenditure and sales. 

Regression analysis was carried out to measure the relationship between the dependent 

variable (sales) and the independent variables (customer care expenditure, product 

development expenditures, distribution expenditure and marketing communication 

expenditure). The result revealed that there is a positive relationship between marketing 

expenditure and sales. 

 

 

Corporate Governance and Indian FMCG Industry 



- Hitesh J Shukla 

 

The present study aims at examining the governance practices prevailing in the 

prominent companies of the Indian Fast Moving Consumer Goods (FMCG) sector within the 

Indian regulatory framework. The study also aims at assessing the substance and quality of 

reporting of the corporate governance practices in annual reports. The study includes four 

renowned companies in the FMCG sector—Hindustan Unilever Ltd., ITC Ltd., Nestle (India) 

Ltd. and Tata Tea Ltd. For this purpose, parameters include the statutory and non-mandatory 

requirements stipulated by the revised Clause 49 of the listing agreement, as prescribed by 

the Securities and Exchange Board of India (SEBI) and relative amendments in the 

Companies Act, 1956. It has been observed that among the four renowned FMCG companies, 

ITC scored the highest points, followed by Tata Tea, HUL and Nestle. ITC, Tata Tea and 

HUL figured in the criteria of Very Good and Nestle figured in the criteria of Good. 

Globalization, to become successful, has to be preceded by good governance. The key 

principle for success is to ensure that growth is sustained and shared. Sustained, in that, it is 

robust and can withstand shock and shared, in that, it brings prosperity to many, rather than 

the few. There are many players involved in good (corporate) governance—owners, 

shareholders, board of directors, managers and employees. They are the internal architecture. 

The external architecture comprises the legal and statutory requirements, regulatory 

standards, stock markets, government policies, media, reputation, and agents such as 

standards and accounting bodies, all of which affect the corporation’s credibility and stock 

value. The present study aims at examining the governance practices prevailing in the 

corporate sector within the Indian regulatory framework using the case study method. The 

study was conducted to assess governance practices and processes followed by Indian 

corporate houses. The study also aims at quantitatively assessing the substance and quality of 

reporting of corporate governance practices in annual reports. The study was conducted on 

four renowned companies in the FMCG sector—Hindustan Unilever Ltd. (HUL), ITC Ltd. 

(ITC), Nestle (India) Ltd. and Tata Tea Ltd. The broader objective of the study was to 

evaluate the state of compliance of the various governance parameters in these companies. 

The parameters include the statutory and non-mandatory requirements stipulated by the 

revised Clause 49 (which specifies the corporate governance practices to be followed by the 

listed companies) of the listing agreement, as prescribed by Securities and Exchange Board of 

India (SEBI) and relative amendments in the Companies Act, 1956. 



 

 

 

 

 

 

 

 

 

 

 

Chapter 5 

Methodology 

 

 

Market Capitalization 

Market Capitalization is the aggregate valuation of the company based on its current 

share price and the total number of outstanding stocks. It is calculated by multiplying the 

number of shares outstanding by the share price of the company's stock. The number of 

shares outstanding is reported on a quarterly basis, but the price of the stock can change from 

minute to minute. The value of market capitalization is as fluid as the market price.  

For example, a company with 10 billion shares outstanding trading at a price of $10 per share 

has a market capitalization of $100 billion. Likewise, a company with 100 billion shares 

outstanding, and trading at a price of $1, also has a market capitalization of $100 billion. 

 

 

Market Capitalization Categories 

In general, stocks are lumped into three categories of capitalization: large cap, mid 

cap and small cap. A large-cap company has a market capitalization over $5 billion. A mid-

cap company has a market capitalization between $1 billion and $5 billion, and a small-cap 

company has less than $1 billion in market capitalization. In general, small caps also have 



lower trading liquidity, less access to the capital markets and less experience, and there's less 

information available about small caps than large caps. 

Due to their size, large-cap stocks are generally believed to be safer, but they may not 

offer the same opportunities for growth as small-cap and mid-cap stocks. Financial 

advisors suggest diversifying an investment portfolio by including small-cap, mid-cap and 

large-cap stocks, especially for investors with long-term investment horizons. 

For study of this project Large-cap and mid-cap companies are taken into 

consideration. List of selected companies are as follows: 

 

1) Britannia Industries Ltd. 

2) Colgate-Palmolive (India) Ltd. 

3) ITC Ltd. 

4) KRBL Ltd. 

5) Procter & Gamble Hygiene & Health Care Ltd. 

6) VST Industries Ltd. 

7) Gillette India Ltd. 

8) Hatsun Agro Products Ltd. 

 

 

5.1Data Collection Method 

Secondary 

This research includes the information collected widely through the secondary data. In 

order to analyse the performance of the selected companies (i.e.Britannia Industries Ltd., 

Colgate-Palmolive (India) Ltd. ITC Ltd., KRBL Ltd., Procter & Gamble Hygiene and Health 

Care Ltd., VST Industries Ltd., Gillette India Ltd., Hatsun Agro Products Ltd.) the details of 

the company are obtained from the websites of the respective company. These companies 

were selected after evaluating the overvalued and undervalued stocks in the FMCG Sector as 

on 24th June 2016. 

This report includes tools like Fundamental and Technical Analysis that has been used 

in order to evaluate the best performing stock among the portfolio created. The analysis 



includes use of ratios, candlestick chart and graphs to identify the stocks trend over a period 

of time. 

 

5.2Research Tools 

 Annual Report of the companies 

 Company Corporate Presentations 

  Industry Reports 

 Live Market Report 

 Statistical data 

 

The purpose is to predict future performance of companies and accordingly inform 

prospective investors. 

For this purpose, fundamental analysis has been done to see analyses companies’ future 

performance based on current trends and future predictions. Fundamental Analysis is done to 

see how the companies’ assets are valued and have an opportunity to grow. An industry 

analysis is also done to understand the working of the industry. 

 

 

 

 

 

 

 

Introduction to research companies 

 

Britannia 



A Britannia industry Limited is an Indian company based in Kolkata that is famous 

for its Britannia and tiger brands of biscuits, which is highly recognized throughout the 

country. Britannia is India’s largest biscuit firm, with an estimated 38% market share. 

The company’s principal activity is the manufacture and sale of biscuits, bread, Rusk, 

cakes and dairy products like cheese, butter and milk. 

The Britannia’s fame is largely acknowledged through the colourful Britannia logos 

that Indian cricketers such as VirenderSehwag and Rahul Dravid wear on their bats. 

The company is a growing and profitable one. Between 1998 and 2001, the 

company’s sales grew at a compound annual rate of 16% against the market, and operating 

profit reached 18%. More recently, the company has been growing at 27% a year, compared 

to the industry growth rate of 20%. At Present, 90% of Britannia’s annual revenue of `2,200 

Cr comes from biscuits. 

 

Colgate 

Colgate is an oral hygiene product line of toothpaste, toothbrushes, mouthwashes and 

dental floss. Colgate toothpaste was first sold by the company in 1873, sixteen years after the 

death of the founder William Colgate. 

Three fundamental values of this company – Caring, Global Teamwork and 

Continuous Improvement – are integrated to everything that they do. 

From a modest start in 1937 when handcarts were used to distribute Colgate dental 

cream toothpaste. Colgate Palmolive (India) today has one of the widest distribution 

networks in India - logistical marvel that makes Colgate available in almost 5.0 million plus 

rental outlets across the country. The company has growth to a * 4132 Cr organizations with 

an outstanding record of enhancing value for its strong shareholders base. The company leads 

the 5735 Cr. Indian toothpaste by holding 54.7% of the value market share. 

 

ITC Limited 

 ITC limited or ITC is an Indian conglomerate headquartered in Kolkata, West Bengal. 

Its diversified business includes 5 segments: FMCG, Hotels, Paperboards & Packaging, Agri 

Business & Information Technology. 



 ITC is today the only company in world to be carbon positive, water positive and 

solid waste recycling positive. Almost 40% of the energy consumed in the ITC is from 

renewable sources. 

 ITC owned “Chambal Agritech Ltd.”, an Australian “Technico PTY” subsidiary in 

May, 2008, diversifying its business portal & to develop synergy between Seed Potato 

Production and Chip stock supply. Later the name changed to “TechnicoAgri Sciences Ltd.” 

wholly owned subsidiary of ITC Ltd. 

 ITC’s equity shares are listed on Bombay Stock Exchange, National Stock Exchange 

of India and Calcutta Stock Exchange. The company’s Global Depository Receipts (GDRs) 

are listed on the Luxembourg Stock Exchange. 

 ITC’s production facilities and hotels have won numerous national and international 

awards for quality, productivity, safety and environment management systems. ITC was the 

first company in India to voluntarily seek a corporate governance rating. 

 

KRBL 

With a 120 year heritage and an extended and an existence since 1889, KRBL Ltd. is 

India first integrated Rice Company with a company product chain. 

At KRBL we have spent three generations perfecting the basmati grain. Its 

relationship with basmati farmers goes back in time-across generations actually. A farmer’s 

awareness of traditional knowledge and skills, experience in modern-day crop management 

practices, commitment to excellence and access to top grade inputs determines the quality of 

company harvest. 

KRBL today stands at the top slot of the Indian rice industry, unmatched and 

unparalleled in every aspect. This company is equally committed to enhancing its capacity 

and introducing the latest milling techniques to the basmati industry. The result has been 

equally rewarding - having the largest installed capacity in the industry with quality 

certifications to ensure satisfactions to both the buyers and the eventual consumers. 

Today, its flagship brand India gate is recognized both in India and abroad with strong 

presence and impressive market share. It has earned respect and patronage amongst 

consumers and retailers over the years and today it’s a matter of pride to be the preferred 

brand amongst global households. 

 

Procter & Gamble Hygiene and Health Care Limited 



 Procter & Gamble Hygiene and Health Care Limited is an India-based company 

engaged in themanufacturing and selling of branded packaged fast moving consumer goods 

in the femcare and healthcare businesses. The company is involved in manufacturing, trading 

and marketing of health and hygiene products. 

 The company’s brand include AmbiPur, Ariel, Duracell, Gillette, Head & Shoulders, 

Olay, Oral-B, Pampers, Pantene, Tide, Vicks, Wella and Whisper. The company’s products 

include ointments and creams, cough drops, tablets, personal products and toilet preparations, 

among others. 

 The company’s products are sold through retail operations, including mass 

merchandisers, grocery stores, membership club stores, drug stores, department stores and 

high frequency stores. The company has its manufacturing locations at Goa and Baddi in 

Himachal Pradesh, apart from third-party manufacturing locations spread across India. 

 

 

 

 

VST Industries Ltd. 

VST Industries Ltd. is a public conglomerate company headquartered in Hyderabad, 

India. The company manufactures and distributes cigarettes. Its Market Capitalization is 

844.49, PE Value: 15.70 and Dividend: 5.49. The company has its registered office in 

Hyderabad. It started off as the formerly Vazir Sultan Tobacco Company, commonly known 

as VST and shares collaboration with British American Tobacco Company group of 

the United Kingdom. It is fully independent and registered as VST Industries Ltd in the year 

1983. 

 

Gillette 

Gillette India Ltd. is one of the well-known FMCG Company of India. The 

company’s principal activity is to manufacture and market consumer products. The company 

has world’s leading brands, namely Gillette Mach 3 turbo, oral – B and Duracell in their 

portfolio. The company operates three segments, namely personal grooming, oral care and 

portable power. Personal grooming segments include blades, razors and toiletries. An oral 



care segment includes toothbrushes and oral care products. A portable power segment 

includes batteries, torches and lamps. 

In 1999, Gillette, as a company, was worth US $43 billion, and it was estimated that 

the brand value of Gillette was worth US $16 billion. This equated to 37% of the company’s 

value, which was the same as DaimlerChrysler, one of the world’s largest car manufacturers 

at the time. 

 

Hatsun Agro Product Limited  

Hatsun agro product Limited operates in the dairy sector. The company produces and 

sells milk, milk products, ice creams, beverages and dairy ingredients. Hatsun Agro products 

also offer milk under Arokya, HatsunSantosa and Hatsunkomatha brands. The company’s 

milk products include cooking butter, cow ghee, butter milk, curd and paneer, which it offers 

under Arun brand name. 

The company has tripled its total turnover over the past 3 years and is set to become 

the fastest growing dairy company in the world, with a record growth rate of 116% over the 

past 3 successive quarters.  

During the Financial year 2011-12, the company grew at a rate of 23.6%.  Future expansion 

plans in the Middle East and North Amerce has pushed the company towards capitalizing on 

these regions. 

 

 

 

 

 

 

Chapter 6 

Analysis and Findings 

 

6.1Fundamental Analysis 

 

VALUATION OF STOCKS 



Valuation is the first step toward intelligent investing. When an investor attempts to 

determine the worth of her shares based on the fundamentals, it helps her make informed 

decisions about what stocks to buy or sell. 

We have considered Large cap and Mid cap stocks from FMCG Sector for investment 

purpose (companies having market capitalization more than 5000 crore rupees are large cap 

companies and companies having market capitalization between 500-5000 crore rupees are 

mid cap companies). Then we decide whether stock is undervalued or overvalued based on 

sectorial P/E ratio. If P/E ratio of company is less than sectorial P/E then stock is considered 

as undervalued else it is overvalued. 

Companies 
Market 

Price 

EPS (FY15-

16) 
P/ERatio Valuation 

Britannia Industries Ltd. 2771.4 51.89 44.38 Undervalued 

Colgate-Palmolive (India) 

Ltd. 
908.7 41.1 

42.89 Undervalued 

Emami Ltd. 1087.25 20.78 75.56 Overvalued 

Gillette India Ltd. 4528.85 48.52 61.61 Overvalued 

Godrej Consumer Products 

Ltd. 
1556.85 19.23 

71.5 Overvalued 

ITC Ltd. 366.3 12.23 28.69 Undervalued 

KRBL Ltd. 286.25 11.93 20.36 Undervalued 

Hatsun Agro Products Ltd. 443.5 7.59 80.02 Overvalued 

Procter & Gamble Hygiene 

& Health Care Ltd. 
6183.1 106.64 

47.75 Undervalued 

VST Industries Ltd. 1689.85 98.57 17.09 Undervalued 

Sector P/E  
 48.985  

 

EPS: Earnings per share (EPS) is the portion of a company's profit allocated to each 

outstanding share of common stock. Earnings per share serves as an indicator of a company's 



profitability. Earnings per share is generally considered to be the single most important 

variable in determining a share's price. It is also a major component used to calculate the 

price-to-earnings valuation ratio. 

P/E Ratio:PR Ratio is one of the most widely used tools for stock selection. It is calculated 

by dividing the current market price of the stock by its earning per share (EPS). It shows the 

sum of money you are ready to pay for each rupee worth of the earnings of the company. 

PE = Market Price / EPS. 

 

 

VALUE PICK 

After valuation of stocks and bifurcating them into undervalued and overvalued 

stocks, to pick value stocks we consider undervalued stocks only. Then we check whether 

EPS of these stocks is increased or not compared to last year performance. If EPS is 

increased then we consider it as value pick for portfolio. 

 

Companies EPS  (FY14-15) 
EPS (FY15-

16) 
Value Picks 

Britannia Industries Ltd. 30.83 51.89 √ 

Colgate-Palmolive (India) 

Ltd. 
39.7 41.1 √ 

ITC Ltd. 11.99 12.23 √ 

KRBL Ltd. 11.25 11.93 √ 

Procter & Gamble 

Hygiene & Health Care 

Ltd. 
93.04 106.64 √ 

VST Industries Ltd. 97.24 98.57 √ 

 



In the above table we can see that there is EPS growth of stock in all 6 companies, hence, we 

selected them all as value stocks. 

 

 

 

 

 

 

 

 

Growth Picks 

For selecting growth picks we consider overvalued stocks only. Then we calculate 

PEG ratio for each stock. If PEG ratio is below 1 then we take it as growth stock in our 

portfolio. 

Companies P/E 

EPS  

(FY14-15) 

EPS 

(FY15-16) 

Growth in 

EPS (%) 
PEG Values 

Growth 

Picks 

Emami Ltd. 75.56 17.85 20.78 16.41456583 4.603228669  

Gillette India Ltd. 61.61 15.78 48.52 207.47782 0.296947404 √ 

Godrej Consumer 

Products Ltd. 
71.5 16.59 19.23 15.91320072 4.493125  

Hatsun Agro Products 

Ltd. 
80.02 4.15 7.59 82.89156627 0.965357558 √ 

 

In the above table we can see that PEG Values for Emami Ltd. & Godrej Consumer Products 

Ltd. are more than 1, hence, we do not consider them in our growth pick. On the other hand, 



PEG Values for Gillette India Ltd. &Hatsun Agro Products Ltd. are less than 1, hence, they 

are considered in our growth portfolio.  

 

RANKING OF STOCKS IN PORTFOLIO 

After selecting value picks and growth picks we rank them based on their dividend 

yield ratio, as FMCG companies distribute good amount of dividend to their investors. 

Companies  
Dividend Yield 

Ratio Ranking 

Britannia Industries Ltd. 1% 5 

Colgate-Palmolive (India) 

Ltd. 2.64% 2 

ITC Ltd. 1.70% 3 

KRBL Ltd. 1.10% 4 

Procter & Gamble Hygiene 

& Health Care Ltd. 0.49% 6 

VST Industries Ltd. 4.13% 1 

Gillette India Ltd. 0.33% 8 

Hatsun Agro Products Ltd. 0.40% 7 

 

 

 

 

6.2TECHNICAL ANALYSIS 

 

1)Rounding bottom 

A chart pattern used in technical analysis, which is identified by a series of price 

movements that, when graphed, form the shape of a "U". Rounding bottoms are found at the 

end of extended downward trends and signify a reversal in long-term price movements. This 



pattern's time frame can vary from several weeks to several months and is deemed by many 

traders as a rare occurrence. 

 

BREAKING DOWN 'Rounding Bottom' 

A rounding bottoms look similar to the cup and handle pattern, but does not experience the 

temporary downward trend of the "handle" portion. The initial declining slope of a rounding 

bottom indicates an excess of supply, which forces the stock price down. The transfer to an 

upward trend occurs when buyers enter the market at a low price, which increases demand for 

the stock. Once the rounding bottom is complete, the stock breaks out and will continue in its 

new upward trend. 

2) Cup with handle 

A pattern on bar chart resembling a cup with a handle. The cup is in the shape of a "U" and 

the handle has a slight downward drift. The right-hand side of the pattern has low trading 

volume. 

 

 

 

BREAKING DOWN 'Cup and Handle' 

A couple points on trying to detect cup and handles: Length - Generally, cups with longer and 

more "U" shaped bottoms, the stronger the signal. Avoid cups with a sharp "V" bottoms. 

Depth - Ideally, the cup should not be too deep. Also, avoid handles which are too deep since 

the handles should form in the top half of the cup pattern. Volume - Volume should dry up on 

the decline and remain lower than average in the base of the bowl. It should then increase 

when the stock finally starts to make its move back up to test the old high. Retest (of old 

high) - doesn't have touch or come within a few ticks of old high. However, the further the 

top of the handle is away from the highs, the more significant the breakout needs to be. 

 

 



 

3) Head and Shoulder Top  

In technical analysis, a head and shoulders pattern describes a specific chart formation that 

predicts a bullish-to-bearish trend reversal. The head and shoulders pattern is believed to be 

one of the most reliable trend reversal patterns. It is one of several top patterns that signal, 

with varying degrees of accuracy, that an upward trend is nearing its end. 

BREAKING DOWN 'Head and Shoulders Pattern' 

This pattern is comprised of three component parts: 

1. After a long bullish trends, the price rises to a peak and subsequently declines to form a 

trough. 

2. The price rises again to form a second high substantially above the initial peak and 

declines again. 

3. The price rises a third time, but only to the level of the first peak, before declining once 

more. 

The first and third peaks are shoulders, and the second peak forms the head. The line 

connecting the first and second troughs is called the neckline. 

Head and shoulders patterns can also signal that a downward trend is about to reverse into an 

upward trend. In this case, the stock price reaches three consecutive lows, separated by 

temporary rallies. Of these, the second trough is the lowest (the head) and the first and third 

are slightly shallower (the shoulders). The final rally after the third dip signals that the 

bearish trend has reversed and prices are likely to keep moving up. 

 

4) Head and shoulder Bottom 

An inverse head and shoulders is a chart pattern used in technical analysis to predict the 

reversal of a current downtrend. This pattern is identified when the price action of a security 

meets the following characteristics:  



 

1. The price falls to a trough and then rises.  

2. The price falls below the former trough and then rises again.  

3. Finally, the price falls again, but not as far as the second trough.  

 

Once the final trough is made, the price heads upward toward the resistance found near the 

top of the previous troughs. Investors typically enter into a long position when the price rises 

above the resistance of the neckline. The first and third troughs are considered shoulders, and 

the second peak forms the head. 

 

 

BREAKING DOWN 'Inverse Head and Shoulders' 

As you can see from the chart above, a move above the resistance, also known as the 

neckline, is used as a signal of a sharp move higher. Many traders will watch for a 

large spike in volume to confirm the validity of the breakout. This pattern is the opposite of 

the popular head and shoulders pattern, but is used to predict shifts in a downtrend rather than 

an uptrend. 

 

5) Double Top Pattern 

A double top is a term used in technical analysis to describe the rise of a stock, a drop, 

another rise to the same level as the original rise, and finally another drop. The double top 

looks like the letter "M". The twice touched high is considered a resistance level. 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

Technical Analysis using Candlestick pattern in our portfolio. 

 

1) Britannia Industries Ltd. 

 

 



 

 

 

 The above chart shows Britannia Industries price movement over 5 years. 

 In the chart the pattern observed was Double Top, which forms an “M” pattern. 

 In this the top two high prices are marked and then the low points are connected. 

 The high point connected are at around 3250 price and once the upper line is crossed 

the price of share will rise. 

 

 

 

2) Colgate-Palmolive (India) Ltd. 

 

 

 



 

 

 

 

 The above chart indicates the price movement of Colgate-Palmolive (India) Ltd. 

 The pattern observed under this period is triple top made up of three equal highs 

followed by a break below support. 

 Three highs are formed at around 750 and support break is at approx. 600. 

 Triple tops usually form over a shorter time frame and typically arrange from 3 to 6 

months; and a price target is less likely to be effective. 

 

 

 

 

3) ITC Ltd. 



 

 

 

 

 The above chart is of ITC Ltd. Showing past price movement over 5 years. 

 The pattern observed was Head and Shoulder top pattern. The neckline wasformed at 

200 connecting two low points. The head is pointed at price 250 and right shoulder is 

at 240 and the left shoulder is formed at around 230. 

 After formation of head and shoulder there are possibilities that the price trend may 

move upward and downward. In the above chart the movement is downward which is 

an indication that sellers need to hold their shares up till the trend changes upward. 

 

 

 

 

 

4) KRBL Ltd. 

 



 

 

 

 

 

 The above chart shows the price movements of KRBL Ltd. Over 5 years. It gives an 

overview of how the stocks have performed during this. 

 The pattern observed in this chart was rounding bottom. The price movements are due 

to supply and demand of shares in the market. In the pattern the rounding bottom 

starts when there is a down trend on the left hand side and further decreases and the 

stock price moves up. The upper line act as a neckline when that line is crossed then it 

indicates to sell as the price will go up once it breakout. 

 In the chart the above neckline is at around 175 and the price went up to 250. 

 The formation of rounding bottom is clearly an indication that once it is completed the 

price of stock will definitely rise. 

 

 



5Procter & Gamble Hygiene &)Health Care Ltd. 

 

 

 

 

 

 

 

 

 

 The above chart is of P&G Ltd. Expressing the price movements over 5 years. 

 The pattern observed in the above chart is Bump and Run Reversal, that forms after 

expressive speculation drives prices up too far, too fast. 

 The point at which the pattern of Bump and Run Reversal cuts the trend line is 

considered as selling point as the stocks are declining which could lead into a loss 

making investment. 

 In the above chart the selling point is at price 6500. After that the price of the stocks. 



 

 

6) VST Industries Ltd. 

 

 

 

 

 

 

 

 The above chart of VST Ltd. Expressing the price movements over 5 years. 

 The pattern observed in the chart is Double Top which forms an “M” pattern. 

 Top two high prices are marked and low points are connected in this pattern. 

 The high point in the above chart are marked at 2000 price and low point is marked at 

approx. 1400 price.  

 

 



 

 

 

 

7)Gillette India Ltd. 

 

 

 

 

 

 

 The above chart of Gillette India Ltd. Showing the price movements of past years. 

 The pattern observed is head and shoulder top. In this the left hand side becomes one 

shoulder the low point and the highest point after that becomes the head and then the 

price dips forming and again goes up but less as compared to head. This is on the right 

side forming a right hand shoulder. 

 Left shoulder is formed at around 4800 and the right shoulder is at 5200 and the head 

is at price 5600. The neckline formed in the above chart is at approx. 4000. 

 



 

 

 

 

 

8) Hatsun Agro Products Ltd. 

 

 

 

 

 

 

 

 

 The above chart indicates the price movements of Hatsun Agro Products Ltd. Over a 

period of 5 years. 

 The pattern observed is Double Top. It is made up o two consecutive peaks that are 

roughly equal and low points. 



 Double Top formation may seem straight forward, one must take proper steps to avoid 

deceptive double tops. 

 In this the two consecutive peaks are markedat 345 price and low point is marked at 

260 price. 

 

 

 

 

 

 

Chapter 7 

 

Conclusion 

 

 

 Technical analysts consider the market to be 80% psychological and 20% logical. 

Fundamental analysts consider the market to be 20% psychological and 80% logical. 

Psychological or logical may be open for debate, but there is no questioning on the 

current price security. 

 Even though there are some universal principles and rules that can be applied, it must 

be remembered that technical analysis is more an art form than a science. As an art 

form, it is subject to interpretation. 

 After analysing the financial statements, statistical data and graphs of companies 

under FMCG sector, 8 companies are recommended or investment to earn higher 

returns on the basis of Fundamental and Technical Analysis. 

 The stocks are ranked on the basis of Dividend Yield Ratio; namely. VST Industries 

Ltd., ITC Ltd., KRBL Ltd., Britannia Industries Ltd., P&G Hygiene & Health Care 

Ltd., Hatsun Agro Products Ltd., Gillette India Ltd. (highest to lowest).   

 

 

 



 

 

 

 

 

 

RECOMMENDATION 

 Every investor must study the current trend of the stock market properly before 

investing. Investors have to see the details of the companies in which they are going 

to invest. 

 As per the analysis one should in VST Ltd. As it provides higher dividend to its 

investors as compared to other companies. Hence, it is advisable to invest in the 

stocks of VST Industries Ltd.  

 The second preferable stock is Colgate followed by ITC Ltd. as they rank at second 

and third place based on dividend yield ratio. 

 Long term investment in FMCG sector is a good option for investors rather than short 

term. 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

Chapter 8 

Annexures 

 

Virtual fund allocation of Rs. 14.29 crores in the selected companies 

Companies  
Dividend Yield 

Ratio Ranking 

Fund 

Allocation CMP 

NO of 

Shares 

VST Industries Ltd. 
4.13% 1 

    

3,17,46,031.75  1700.15 

     

18,672.49  

Colgate-Palmolive (India) 

Ltd. 2.64% 2 

    

2,77,77,777.78  918.5 

     

30,242.55  

ITC Ltd. 
1.70% 3 

    

2,38,09,523.81  368.4 

     

64,629.54  

KRBL Ltd. 
1.10% 4 

    

1,98,41,269.84  290.1 

     

68,394.59  

Britannia Industries Ltd. 
1% 5 

    

1,58,73,015.87  2758.95 

       

5,753.28  



Procter & Gamble Hygiene 

& Health Care Ltd. 0.49% 6 

    

1,19,04,761.90  6263.15 

       

1,900.76  

Hatsun Agro Products Ltd. 
0.40% 7 

        

79,36,507.94  443.1 

     

17,911.32  

Gillette India Ltd. 
0.33% 8 

        

39,68,253.97  4582.8 

           

865.90  

      

  

14,28,57,142.86    

 

2,08,370.44  
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INTRODUCTION 

OUTBREAK OF COVID-19 LEADS TO EMERGENCE OF 

GLOBAL PANDEMIC.

BEHAVIOURAL CHANGES IN WILDLIFE.

MANY COMPANIES ARE STRUGGLING AGAINST 

COVID-19.



WILDLIFE DURING  

COVID-19 

ADVANTAGES OF 

WILDLIFE DURING 

COVID-19 

DISADVANTAGES 

OF WILDLIFE 

DURING COVID-19 COVID-19 AND 

STRAY ANIMALS 

RESEARCH ON 

ANIMALS 

IMPACT OF 

WILDLIFE DURING 

COVID-19 

GOVERNMENT 

ROLE FOR 

WILDLIFE DURING 

COVID-19 



IMPACT OF COVID-19 ON WILDLIFE 

OPPORTUNITY TO 

STEP BEYOND 

COMFORTS 

GLOBAL  WILDLIFE TRADE 

THROWN INTO THE 

SPOTLIGHT 

WHAT IMPACTS OF COVID-19 ON WILDLIFE 



ADVANTAGES OF WILDLIFE DURING COVID-19 

• ANIMALS REJOICING FREEDOM.

• REDUCTION OF ROAD KILLING.

• LESS HUMAN INTERFERENCE GIVE SPACE TO WILDLIFE.

• BENEFITS TO AQUATIC ANIMALS.

• FEEDING STRAY ANIMALS AND BIRDS.

• REDUCTION OF ILLEGAL KILLING OF WILD ANIMALS.

• BANNED ILLEGAL TRADE.



ADVANTAGES OF WILDLIFE DURING COVID-19 



DISADVANTAGES OF WILDLIFE DURING COVID-19 

• LOCKDOWN IS THREAT.

• GREAT DANGER VULNERABLE SPECIES.

• ILLEGALLY POACHING (HUNTING) OF WILD ANIMALS.

• NEW DISEASES CAN COME FROM WILD ANIMALS.



DISADVANTAGES OF WILDLIFE DURING COVID-19 



GOVERNMENT ROLE FOR WILDLIFE DURING COVID-19 

PATROLLING OF 

PERIPHERAL 

AREAS AND 

RESERVES.

ELIMINATING 

DEMAND FOR 

CONSUMPTION 

OF HIGH RISK 

WILDLIFE.

ENSURING 

NUTRITIONAL 

AND DIETARY 

NEEDS OF 

ANIMALS.

UTMOST CARE 

TAKEN TO 

PRACTICE SOCIAL 

DISTANCING.

IMPROVING 

MANAGEMENT 

OF LIVESTOCK.

IMPLEMENTATION 

OF 

CONSERVATION  

MEASURES.

WHAT ARE THE 

GOVERNMENT 

ROLES 



• COVID-19 AND STRAY ANIMALS 

• WHAT PANDEMIC MEANS TO STRAY DOGS ?



RESEARCH ON ANIMALS 

RESEARCH 

ON 

ANIMALS 

LOW 

SUSCEPTIBILITY 

OF VIRUS.

RECENT 

EXPERIMENT.

RESULTS FROM 

STUDIES.

SPREADING OF 

INFECTION 

AMONG 

ANIMALS.



RESEARCH ON ANIMALS 



CONCLUSION 

THE BEHAVIOURAL CHANGES OF WILD ANIMALS, BIRDS, BUTTERFLY, PETS AND STREET 

ANIMALS INDICATE THE INTERFERENCE OF HUMAN ACTIVITIES ON LIVES OF NATURAL 

CREATURES. 

THERE IS CERTAIN CORRELATION BETWEEN ATMOSPHERIC CHANGES WITH HE 

BEHAVIOURAL CHANGES OF NATURAL CREATURE DURING LOCKDOWN PERIOD. 

IT OFFERS A SCOPE TO ASSESS THE DEGREE OF DEVASTATION OF ENVIRONMENT WE DO 

IN THE PROCESS OF NORMAL CIVILIZATION.



• ARE ANIMALS ARE RESPONSIBLE TO COVID-19 ?



• DID COVID-19 EMERGE AND SPREAD TO HUMANS 
FROM WILDLIFE ?



• DOES GOVERNMENT MADE IMPLEMENTS FOR THE 
WILDLIFE ?



• WILDLIFE WAS SAFE DURING COVID-19 ?



• CORONAVIRUS PREVAILED MORE IN ANIMALS AS 
COMPARED TO HUMANS ?



• HAS THERE BEEN AN INCREASE IN WILDLIFE POACHING DUE 
TO GLOBAL LOCKDOWN ?



• DO YOU OBSERVE PEOPLE MAINTAINING DISTANCING 
FROM ANIMALS DURING COVID-19 ?



• WAS COVID-19 A BLESSING TO WILDLIFE ?



• ARE POACHERS ARE TAKING ADVANTAGE OF 
QUITE NATURE RESERVES ?



• WILD ANIMALS APPEARING THRIVE DURING 
PANDEMIC ?



• DOES PEOPLE CONTINUED TO FEED STRAY ANIMALS 
EVEN DURING COVID-19 ?



• IS ZOO ANIMALS ARE GETTING SICK AND MISSING 
HUMAN ATTENTION ?



• DOES ANIMALS WAS GETTING FOOD DURING 
COVID-19 ?



• IS THERE ANY VACCINATION AVAILABLE FOR ANIMALS 
?



• WAS ZOOKEEPERS WAS TAKING CARE AND FEEDING 
FOOD DURING COVID-19 ?
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