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To Whom so ever It may Concern 

This 1s certify that MISS SANKAR SIDDHI student of B.B.A. of our institu te has 

successfully completed the project and submitted areport on 

STUDY OF CREDIT ANALYSIS AND LOAN MANAGEMENT SYSTEN OF 

LAKSHAVEDH MUL TISTATE NIDHI LIMITED" As partial fulfilmen ts of BBA 

degree ofSavitribaiPhule Pune University of Pune for the academic year 2022-

23-e displayed high level of inter personal skill during theproject. We wish he 

all the very for her future endeavours. 

,,... 

.---'fLt llf- ,._ 
Examiner lxt~al 
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Acknowledgment 

The project is a great source of learning and a good experience as it made me aware of 

professional culture and conducts that exist in an organization . Inspiration and gu idance are 

valuable in all aspects of life especially in an academic field . 

A project work of such a great significance is not possible without the help of several people. 

directly or indirectly. First and foremost I have immense happiness in expressing my sincere 

thanks to my guide Prof. Tambe Sir for his valuable suggestions, cooperation and continuous 
guidance. 

It gives me great pleasure in acknowledging my deep sense of gratitude and lndebtednes~ fo r 

providing me an opportunity and information to undertake this project under their gu idance and 
direction. which ensured its completion. 

I would like to thank my family for providing me with their immense suppon or the complet1on 
of the completion of project successfully 

MISS. HANK AR SIDDH I l'. A"-J DR .\~1 
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~ INH'.MNSlflf> COMJ'Lt-:'flO N Cf·, MTIPKATt 

To, 

The Princi1u1I, 

-tlc:_s:_ 
College, 

Sc1n o 1· 

Subj.-cf : lntcrnsb ' . 
' 1P Completion Certificate .. . . .. . 

Dear Madam/ Sir 
' 

1 am happy fo inform you fhaf following sfuden fs of your wllege have imee~ofty 
compleled lhe No. of Hours .... . ( D ..... lnlerruhip Prognemme ' in fhis organisation. 

r---- --",---

Sr. No. Name of fbe studenf Roll No. !Aadhar No. iSpecial Subject 

I. 8ankat 5'i dd hi 1t 2Ff 
' 

. 
I 

fhese sf11dents han been provided wifh adequ.ate exposure and neees~ry hands-- on tninillg 
pertaining fo their special subject 

I am confident fhaf these students will perform effectively in simila r type of organmtiom.. 

I wi..1h fhem every success in future endeavors. 

Thank you. 

Name & Signature (Autborned Signatory) 

\ 
r 



















A PROJECT REPORT ON 
A STUDY ON THE BRAND AWARENESS OF MAHINDRA 

& MAHINDRA TRACTORS 

FOR 

Arts, Commerce& Science College, Sonai 

SUBMITTED TO 

SAVITRIBAI PHULE PUNE UNIVERSITY, PUNE 

BY 

Mr. GADEKAR PRSAD SUDAM 

Under the Guidance of 

Mrs. Priti Wadagale 

IN PRATIAL EH LLELLMEVT OE BACHIELOR OF BUSINESS 
\DMINISTR\IO\ 

FOR THHE ACADEMIC YEAR 

2022-2023 



ARTS, COMMERCE AND SCIENCE COLLEGE, SONAI 

Ph 247T 13134 Email sonacoiercwararo r resasra he ge ogmacom Webs te w. acsr riee com 

NAAC Re -accredited with A Grade. DBT Star Coll eg Scheme ISO 9001 2015 Certitied. AISHE Code - C 42096 

CRETIFICATE 

This is to certify that Mr. GADEKAR PRASAD SUDAM the student of Third Year Bachelor of 
Business Administration (T.Y.B.B.A) of Academic Year 2022-2023(sem- VI) has been successfully 
completed project. The Project Work titled as "A STUDY ON THE BRAND AWARENESS OF 
MAHINDRA & MAHINDRA TRACTORS". 

He displayed high level of inter personal skill during theproject. 

We wish he all the very for his future endeavours 

Project Guide Internal Examiner Exterhál Examiner 



We herebv declare that the projcct work cntitled "A STUD O\ THE BR\VD W TREVESS OF MAHINDR\ & VAHINDR\ IR\CTORS" submitted under thc guidancc of Mrs. Priti Wadagale is oNIT original work completed under the four w alls of our institutc The report submittcd ts our own work and has not been duplicated tron any other source We shall he responsihle tor any unplcased moment situation 

Place Sonat 

DECLARLION 

Date 

Mr. G \DER AR PRISD SD\ 



























A 

PROJECT REPORT ON 

"A Analytical study of Life Insurance products of Life 

Insurance Cornoratlon of India." 

FOR 

Arts, Commerce & Science College, Sonai 414105 

SUBMITTED TO 

SAVITRIBAI PHULE PUNE UNIVERSITY, PUNE 

BY 

Mr. Hapse Samarth Nandkumar 

Under the Guidance of 

Prof. YOGESH TAMBE 

IN PRATIAL FULLFILLMENT OF BACHELOR OF BUSINESS 

ADMINISTRATION 

FOR THE ACADEMIC YEAR 

2022-2023 
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DECLARATION 

We herPby ded a re that the pro1ect work Pnt1tlr.d, • A 
~nalvtical study of Life Insurance prod uru of Life 
ln:,urance Corporation of India ." 
submitted under the gu1dance of Prof. Yogesh Tambe rs our 
original work completed under the four wall s of our 
1nst1tute 

The report su brritted 1s our own work and has not bee ri 
dupltc.ated from any other source . We shall be respons1b1e 
for any unpleased moment s1tuat1on . 

j v-~--
Mr. Hapse Samarth Nandkumar 

Place: Son a i 

Date: / 2 ~ tflo'( < ~c2 S 
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E,u,i Wthtlit W .. ,,. . ... , 
t..U! ltt ,..-:td,C.., . .... A. , ,. 001 !ta, Cotltf• Sctlc:-t S) fJtl tf'I Cc.~ MM c.(t • C t1'N 

CRETIFICATE 

Th is is to certify that M r. Hapse Samarth Nandkumar the 
student of Third Year Bachelor of Business Administration 
(T.V.B.B.A) of Academic Year 2022-2023 (sem - VI) has 
been successfully completed project. The ProjectWork 
titled as "A Analytical study of Life Insurance products 
of Life Insurance Corporation of India." 
He displayed high level of inter personal skill during 

the project. 

We wish he all the very for his future endeavor's 

d hternal Examiner 
~~o~_ 

Extern~I Examiner 
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.. ,. Jnttrnship Completion Certifiratc . .. .. .. 

Su Jee • 

u \t,darn/ Sir, 

. . rorm vou chat following students of your college hiavc successfulJy completed the 

h21pp\ Co ID . ' . h. . . 

m · 1 t nship Programme m t 1s organisation. 

,r~· Hours n er 

~"0- Namr of Cbt• student 
!Roll J\adhar No. t-ipccial Subject 

No. 

J. 
Hapse Samartb NandJ..umar 4209 2616 2606 0225 • inaociaJ Mana,gcmcnt 

I 
sc students have been provided with adequate exposure and necessary hands- on trainin~ 

laining to their sprdaJ subjccf. 

A confident that 01~e students wiH prrionn dTrclivdy in :!limihlf' type of orga11isution~. 

sh them every success in future endeavors. 

,nk you. 

Sincerely, 

C-<1/ 
Bhanudas Da~hrath Kurlwtc. 

C. '/11e(l1/C' lnsurana 4dv,.wr 

J ;::, D. 1\U1 r 

ntern.sh1 l • 

• 

p •VJanuaJ ior B B 
· .A & B. BA (I BJ SPm III ,.IV, V & VI ( CDCS -p4 t.1..ern --.W.l ~~ ~ Pag,' 40 

,.,) l f'P[i C ) 



A 

PROJECT REPORT 

ENTITLED ON 

Basics of Banking Software, Web Server 
Technology,Standards for Core Banking Software 

SAVITRIBAI PHULE PUNE UNIVERSITY, PUNE 
For the Bachelor of Business Administration 

Submitted By, 
Mr.Om Sheshrao Kale. 

Under Guidance of 

Prof:-Mr. Yogesh Tamde 
MULA EDUCATION SOCIETY' 

ART'S COMMERCE AND SCIENCE COLLEGE SONAI 
TAL.NEWASA DIST. AHMEDNAGAR. 

Year:-2022-2023 



99Mula tucaton Socen' 

Project 
(Guide 

Arts, Commerce and Science College, Sonai 
Tal. Newasa, D1st. Ahmednagar, 414105 

Imatl ID sonatcollege @yahoo co in Phone: (02427) 23|384 

CERTIFICATE 
This Is (Certufied That Mr/Ms- Se..m..Qhehrsa. the Student of second Ycar 

Bachelor of Business Admimistration (S.Y.B.B.A) Of Academic Year 2022-2023 (Sem-IV) Has 

Been Successfully Completed Their Project 

Internal 
Examincr 

l'xernal 
Iiyaminer 



I hereby declare that this project entitled "Basics of 
Banking Software, Web Server Technology,Standards for 
Core Banking Software"written by me and submitted to 
SAVITRIBAI PHULE PUNE UNIVERSITY, PUNE for the 
award of the Bachelor of Business Administration in 
Under the faculty of commerce. We further declare that, 
this has not been submitted, in full or in Part, to any 
other university for any degree or whatsoever. 

Date:- loslo 

DECLARATION 

Place:- Sona' 

Student Name:- Kale Om Sheshrao 
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FOR 

THE STUDY OF WO RK ING CAPITAL MANAGEMENT WITH RA TI O 
ANAL YSI S 

AT 

MULA SAHKARI SAKHAR KARKHANA LTD SONA! 

SUBMITTED TO 

SAVITRIBAI PHULE PUNE UNIVERSITY 

IN THE PARTAL PULFILMENT OF 

BACHELOR OF BUSINESS 
ADMINI STRATION 

MISS- KARD,LE GITA 

ADINATH 
T.Y. 8.8.A. 

UNDER THE 
GUIDENCE OF 
PROF. YOGESH 

TAMBE 

,l'~"'~~~ 

ACADEMIC YEAR 2022-

2023 MULA EDUCATION SOCIETY 
ARTS, COMMERCE & SICENCE COLLEGE, SONAI. Sonai, 414105 



Tq Whom '1(J r,;vor It may Cuoq;,o 

This 1f1 w rt,fy that MIS!:, KARDll l C1I I IJ.. (_, ludunt r,f BU A r1f (Jll r 1rir;1ttut,, h, •r. 

~uccn,v;fully r,nrnpl<Jt0cJ thn proJor;t and •,1Jhrr11tt'3d aroport on 

"THE STUDY or WOfi KIN(, C/\J-J IT Al MAN/\Gl:Mf N r Wl f H f~A r I(; 

ANALYSIS" As partial fulfilmon l', uf BB/~ rJ,Jgroo of :-,w1 lnbc.11Phul,J Punr, 

Universi ty of PunfJ for lhn ;u.,;idgrr11c yu;ir 202?-?'i u rf v,playf,d h1qh l r1 101 ot 

inter personal skill during thf:JpruJr:cl Wu w1[;h h1J all ttH1 vury fo r hur futur,: 

endeavuurs 

r • {i,,/J() 
,,_ , ;,- ' 

Examiner f. x lcr ft',/ 



Ot'f 111 ration 

\ II :-~ k \R f)II I· \ ti I \ \ !)I \'\ nr. h\ lhl.Hl' th.II th1 :- rq hlrl . l llf~ S fl I) ) UI- \\ OIU< I\Cj 

\. ' \P l l \ l \ t \ \ \ ( .l \ ti \ r \\ 1111 R.\ 11 () \ \ \ 1 'I SIS . IS ,111 () rt gtnal \\ ork. don~· Ill p,1n1 ,tl 

ti1llill rnl'nt t~\r tlw J q.irc1.' tllR Kh l..'hir l, ( Bu:- lll l'~~ ,\ J m1111 "1ri1 t10n( 8 B.A. ), ~ :l\ Jtn lwrhu k Pun.: 

l nn \' r.- 11 ~ 

I funlh·r Jcd .1 r,' th .If tht :-- " ,,rk. Ill 1w 1 part I) or ,, lrn lly :-u bmittcd fo r any other pu rpo~c an d 

th.11 th : JJt .1 11h·l11dt·d 111 iht' r1 . .'p\lrl cnlk c1e<l fn.1m , :1rinu :- :;oun:t's art' true 10 til e hcst of Ill) 

~ th )\\ lett:'. : 

~tlSS . KARDJL E GITA ADI NA TH 

Pl.1.:c : Son:ii . Sign.• ~ 

Date: 11.\ S'L'02J 



~ nl cjili I o) d I t1i i, ffi. lf8m~ 

\. \ 11 111(' 1•flhl' ~1111k111 

-' · l)j, i~ion nnd \foll '\11111lwr 

5. Co 111 ill'I :\umlwr 

o. Email ID 

7. Sprda\ Subjl'l' I 

8. Int ernship s1:1rl dul r 

Q. lnlrrnship rnd dnl r 

Ln a t 
I+ 'NO'f C.l"Y 

:JC' n o/ , Id I . 1\-C )d .• hso ' Q) I 'S J 

~ LI lj O 5 lf>j '3 
""' q rnoJ I C' o rn ad, 0aJ h1<a rJ, I e ~~I lf e-· _J 

P ncJr, cro..l rnan o.j etw-n-+ 

1i Ar", l l)...o 1...J 
Is Apr- , J '1-.o 2.3 

LOG SHEET OF\\ ORK PERFORMED Dl lRING l~TERNSHlP 

--- -- --
Dair T imr r o1:1I 1--ignu1 11 n· ~ign:1111n-

--71-- Hours of Offil'l'r of ~llldl'nl 
From ·o D1·111ils of" or\.. dom· 

---- f 

- Ln+ "Y"Cd LLtf 1 011 cJ (o ~) f "' L, l\\~\'l~ /1 Om 5pm G µ6.""'- · 
\ \ L\' t ~ /) .ClfYl 1i pm 6 p,-,orc,1 o( fo,~ f '. \ -~ ,. ~ -12 \.. .• 

0'- , 
--- -

~ ~#-~\t>·, 6\1.!\n llcirYl s pn-i 0 ~f<'YcJ 1 ~) CJ ( k _ t "._ --· 
1 \ J.\\'1-_\ II ~lm '; p t"Y) 6 p, cJ '0 (l()o.iJ.-'l) 
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A Project Report 

ON 

"Market research and consumer satisfaction 
on Dabur products at rushab traders sonai" 

Submitted to 

Art's Commerce and Science College ,Sonai 
of 

SAVITRIBAI PHULE PUNE UNIVRSITY, PUNE 

For the Awarded of the Degree of 

Bachelor of Business Administration 

Under the Faculty of Commerce and Management Submitted 

by 

My. Kute Vishal Kailas 

Under Guidance of 

Mrs. Priti Wadagle 
Academic Year 2022-23 



Mula Edcution Sociely 's 
Arts, Commerce and Science College, Sonai 

Project 
Guide 

Tal. Newasa. Dist. Ahmednapar. 414105 
Lmail ID): sonatcollege avahoo.co.i 

CERTIFICATE 

Phone: (02427) 23 1 384 

This is cerilicd that NMr Ms Kute Visuo kala..he student of Third Year 
Bachelor of Business Administration (T.Y.B.B.A.) of Academic Year 2022-2023 (SEM-\D ha 

heen successfully completed his project. 

Internal 

Examiner 
Exterhal 

Examiner 



ADM-R-30 

To, 

ARTS, COMMERCE AND SCIENCE COLLEGE, SONAI 

Ph.: 02427-231384 Email: sonaicolege@yahoo.co. in, mesacscollege@omail com Website:www.acssonaicollege.com 

Ref. Acsc/ S ý /2023-24 

NAAC Re-accredited with 'A' Grade, DBT Star College Scheme. ISO 9001: 2015 Certified, AISHE Code- C-42096 

The Manager, 

Sir/ Madam, 

Puolabu Tradet, 
kisuor Ghanhlal Bhalgat 

MULA EDUCA TION SOCIETYS 

Affiliated to Savitribai Phule Pune University, Pune (.D.PUIANIASC/031/1989) 

TAL. NEWASA, DIST- AHMEDNAGAR -414105 

Subject: Request for inclusion of students of our college for Internship Program 

SavitribaiPhule Pune University has introduced Internship Programme' for Third 

Year students in its revised syllabus 

The purpose of the internship programme is to provide hands on training and 

experience to the students about various aspects of business and commercial activities. The 

internship will also enhance employability of students. 

1. Financial Management 

In view of this, I request you to provide students of our college with an opportunity 

for internship in your esteemed organization. 

We would appreciate if you could provide exposure of the following business 

activities to these students 

3. Supply Chain Management 

5. Recruitment Process 

organization. 

Thank you. 

Coordinator, 
Internship Program 

Date: O4/ O4/2023 

2 Marketing and Sales Management 

4. Accounting Procedure 

We look forward to a mutually rewarding academic association with your 
6. Any other information related to Business Activities 

Sincerely, 

81 

YASH GROUP 



1. Name of the Student 

Date 

2. Name of the College 

3. Division and Roll Number 

4, Address 

5. Contact Number 

6. EmailID 

7. Special Subject 

8. Internship start date 

9. Internship end date 

Time 

From 

0 Apn Am 

\khavr Marg Vp-Sona, TAl-Nea aa Dithmednagat- 1l 4|05 

To 

B Api Ar 

Proprietor: Kishor Shantilal Bhalgat Mob. \a :9421587579 

Total 

:Kute Vishal Kailas 

Hours 

:L.Y.BBA/BBA(IB) 

:4226 

LOG SHEET OF WORK PERFORMED DURING INTERNSHIP 

:Shanishingnapur, A-nagar, 
Newasa 

:7020681200 

:vishalkute541541@gmail.com 

:Marketing Management 

: lo Apoi) 

|2Am SHe Totroducho2 produCA 

|Apoi|Am l2Am St Dabur s upply claln 

2ApaAm |2Am sHs Dabur procuctlist 

2Am SHo Dabur product 

Details of work done 

Signatureof Signatureof 

officer student 























Projcet Repot On 

To Study Sells And Promotions Of Frigorifico 

AllanaPvt. Ltd 

BSubm1ttcd to 
L Conmmeree & Suence College Sona 

Of 

PHULE PUNE UNIVERSITY. PUNE 

For the \walded ot the Degree ot 

of Business Admnistratton 

Under thc laculty ofCommerec Managemnent 
Submitted by 

Under the guidance of 

Academmc Year 202 



Mula Education Sociey's 

Arts, Commerce and Science College, Sonai 

Project 
Guide 

Tal. Newasa, Dist. Ahmednagar, 4 14105 
Email ID: sonajcollege @yaho0,CO. in 

successfully completed their project. 

This is certified that Mr/Ms -Nishant Popat Ambade- the student of Third Year Bachelor 

of Business Administration (T.Y.B.BA.) of Academic Year 2022-2023 (SEM-VI) has been 

Phone: (02427) 231384 

CERTIFICATE 

Examiner 
Exterhal 

Examiner 



Date 

NTERVSHIP CO OMPLETION CERTIFICATE 

To. 

JK TRADERS 
PROPRIETOR 

The Principal, 

Ac College. 

(Place) 

jubject: internship Completion Certificate 

Dear \ladam/ Sir. 

..... 

he \o. of Hours 

am happy to inform you that following students of y our college have successfully completed 

A,p Kharwand Tel Newasa Dist A Nagar 

9096219502 99701221 41 

oranavchord:ya 56 5b.aqmal com 

Internship Programme' in this organisation. 

Sr. \o. \ame of the student Roll \o. Aadhar No. Special Subject 

et and internsh1p Manual for B.B.A & BB.A. (IB) Sem liL,.IV,V & VI (CBCS pattern 2019) Page 

41 



FOR 

Sl B,ffITED TO 

BY 

l ·oder the Guidance of 

Prof. I rn1hr~ir 

1\ l'I{ \II \I 11111111 \H \ I Of B \( Ill I OU OI tu '-I\I ,, 

\1)\11\1,1 ~ \ 110\ 

FOR THE .\ C. \DL\IIC \ E.\R 

2021-202J 
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INTRODUCTION OF DIGITAL MARKETING 

Digital marketing is the use of digital technologies and platforms 

to promote products and services. as well as to Connect with 

potential customers. It is an incredibly versatile and powerful tool 

that can be used in various ways to reach people worldwide 

Digital marketing utilizes multiple digital technologies to deliver 

promotional messages. such as mobile phones. computers, and 

other digital media and platforms. It can be used for B2B 

(Business to Business) and B2C (Business to Consumer) 

marketing, depending on the goal and objectives of the campaign. 

Digital marketing offers unique advantages such as greater reach. 

improved targeting. personalized messaging, and better ROI 

(Return on Investment). It also allows businesses to stay up-to 

date with marketing trends and technologies. With the right 

strategies and tactics, companies can leverage digital marketing 

to increase their visibility and reach a larger audience 

DIGITAL 

MARKETING 
Using Digital 

Channels to Reach 
Consumers 

You fube 



Digital marketing comprises all marketing efforts that use the internet. 

These include digital channels such as search engines, email, 

websites, social media, etc.. that can be used to connect with current 

and prospective customers. 

DEFINITION 0F DIGITAL MARKETING 

Digital marketing, also called online marketing, is 

the promotion of brands to connect with potential 

customers using the internet and other forms of 

digital communication. This includes not only emal, 

sOcial media, and web-based advertising, but alsO 

text and multimedia messages as a marketing 

channel. Essentially, if a marketing campaign 

involves digital communication, it's digital marketing. 

In short we can understand Digital Marketing and its types in 

below pictures 

Whatlis Digital Marketing? 
Content 

SEO 

Email 
Social Media 

Mobile 

Email Marketing 

Content 

Marketing 

Social 
Media 

Marketing 

Pay Per Click 

Influencer tMarketing 

M& 

Types of 
Digital 

Marketing 

Search Engine Optimization 

Viral 
Marketing 

Mobile 
Marketing 

Radio & TV Ads 

Electronic Bilboards 



ADVANTAGES OF DIGITAL MARKETING 

1Globa Reach 

Traditiona marxeting s restnctea oy geogracy and creatng an itenationa marketing 
campagn can be hara ercenSwe as well as abcur-ntensve However digtai 
marketing hacoens on the Internet whch mears that the reath you can achieve with it 
S immense Even a ven smat ioca busress Cwne nas the abiity t0 reacn an 
internatonal aucence wth an onine store Ths would never be coss bie with traditiona 
marketing or woula cost a whole iot of mone, to do so Ths onine accEssibility nas 

opened many grOwtn ooootuntes for busnesses to exolore The combination ot gioba 

2. Local Reach 

While giobal reach is a sgnificant advantage of digital marketing it also improves loca 
ViSibility which is especially important f vour business reies on nearby 
customers Local SEQ and locally targeted ads can be benefcial for companies trying to 
bring more customers to their doors Think of the reach you can get to a whoie 
neighbourhood with dgtal marketing versus the reach it would take you to pnnt out 
flyers and distnbute them around 

3 Lower Cost 

Whether you want to promote your business localy or intemat onally digital marketing 
provides you with cost-effective solutons It allows even the smallest companies to 
Compete with larger companies using highly targeted strategies Most of these 
strategles won teven cost anything at all to start with (such as SEO social media 
and content marketing However not every fom of digita marxeting S Suitable for 
every businesS and some may even have mnore costs than others Abusiness can find 

appropriate solutions based on its marketing goals 

4. Easy to Learn 

While there are many aspects of digital marketing that you need to learn. it is fairly easy 
to get started with. It gets more complex from the nature of the goals and the scale of 
the campaigns. However. it is all a matter of finding the nght strategy that works for your 

business. 

reach and visibiity s a great ocoortunty for ay busness 



5. Effective Targeting 

Even if you don't have a clear idea of your target audience, digital marketing enables 
you to extract data tO see which audiences will work best for you and optim1ze your 
campaign around them. There are many different options of targeting such as through 
keywords for search engine optimization (SEO), pay-per-click (PPC), or through 
demographic intormation on social media. This enormous amount of targeting elements 

at your disposal makes sure that every campaign reaches the right audience. It also 
helps you to analyze the changing behaviours of customers and modify campaigns tor 
those changes. This ability to understand customers changing needs quickly is a sure 

6. Multiple Strategies 

There are different strategies of digital marketing that can be used by differernt types of 
businesses. A B2B business that is interested in gaining international leads may have a 
totally different strategy than a B2C local business selling clothes. V/hile some 
companies can benefit more easily with content marketing and SEO, others can benefit 
from conversion-based ad campaigns. The key is to always analyze the results and 
develop better tactics and methods with time. A well-executed digital marketing strategy 
is one that changes and adapts quickly as the needs of the business transform. 

Here are some of the most common types of digital marketing you can choose from: 

SEO-based content creation 

Search engine marketing 

Social paid ads 

Video marketing 

Forum engagement 

Social media marketing 

Email marketing 

Local search 

Remarketing 
Influencer marketing 

way of success for any company. 



7. Multiple Content Types 

Another crucial advantage of digital marketing is the different content types available to 
showcase your brand online For a lot of platforms, there is a wide range of content 
types you can choose from to keep your brand fresh and build effective online 

Here are some of the most common types of content that you can choose from: 

Blogs 

Podcasts 

Emailers 

Ebooks 

Visual content 

Infographics 

Whitepapers 

Quizzes 

Social media posts 

Webinars 

8. Increased Engagement One of the most important advantages of digital marketing 
is increased engagement. Digital marketing is designed to be highly engaging by 
default. Users can share a blog post, like a photo, save a video, or engage with your 
website via a paid ad click. The best part is that all of these actions can be measured. 

This enables you to create even more engaging posts to increase brand awareness or 
boost sales. The more you engage online, the more loyal customers you can get. 
Businesses that use engaging formats effectively in their online strategies have an 
easier time converting cold traffic to loyal customers. 

9. Analytics and Optimization This helps to optimize future campaigns and fix any 
possible mistakes quickly. Analyzing your digital marketing campaigns also enables you 
s funnels.. 

campaigns Unlike traditional marketing. you can more easily reproduce one content to 
fit as many platforms as you want 



DISADVANTAGES OF DIGITAL MARKETING 

1. High competition 

Since the competition has increased siqnificantly recently, the digital marketing strategy 

needs to be well-planned, distinctive, catch people's attention, and influence the target 

demographic. Any repetitive approach or method will rapidly force the brand out of the 

race. Digital marketing campaiqns are becoming increasingly competitive. As a result, 

firms must be responsive to their client's demands and relevant to them. 

2. Time-Consuming 

One of the major disadvantages of digital marketing is the investment of time. 

Organizational techniques and approaches can save time, making it hard to devote 

enough time to the campaign. In the long term, this will be detrimental. As a result, it has 

been suggested that the company focus on a strategy and generate and pick content 

accordingly. Digital marketing technologies such as Hub Spot, social media posting, and 

scheduling programs like Hoot suite and Tweet deck should be leveraged to overcome 

difficulties. 

3. Security and Privacy Issues 

Security is the most important necessity for every brand. As a result, you must take website 

protection seriously as a digital marketer. It is usually recommended to secure and protect 

network connections by employing firewalls and encryption solutions such as VPN. The 
fundamental strategy of having a decent antivirus is the most preferable. Legal 
considerations in getting client data for digital marketing campaigns must be completed 
with all appropriate procedures. Customer data must be protected first and foremost 

because it may be compromis�d during data breaches. 

4. Dependability on technology 

Digital marketing is purely technological, and the Internet is prone to mistakes. There are 
times when links need to be fixed, landing pages do not load, and page buttons do not 
perform their job. This causes prospective customers to switch brands. As a result, a 
website test is required to avoid this. Reviewing the text and ensuring that the campaigns 
will operate in their intended niche is also necessary. 



5. Complaints and feedback 

Maintaining a brand's reputation by responding appropriately to negative feedback is 
tough. Anyone may comment or critique your product or service on digital platforms 
distributed to your target audience via social media networks and review channels. Unless 
you have a solid foundation built on brand lovalty and excellent customer service, each 

bad review may negatively impact some of your customers. 

6. Inaccessibility 

Although online marketing provides companies with a worldwide reach, it only reaches 

Some areas or individuals. For example, in rural locations where internet service providers 

are scarce or the internet connection is inadeguate. Furthermore, illiterates and the elderly 

who do not utilize the Internet are not reached through digital marketing. 



METHODS OF DIGITAL MARKETING 

1. Content Marketing 

Content marketing refers to informational. valuable content like blog posts. how -tO Videos. and 

other instructional materials. This tvpe of marketing helps vou connect with your audience and 

answer their questions. It can also help to generate leads and close sales. 

Content should be published regularly with the target audience in mind. Ideally. y our brand 

would become a trusted voice within the industrv by publishing quality. reliable content. Y ou 

want yOur audience to come to vou first for information on the latest industry trends. 

2. Search Engine Optimization 

Search engine optimization. (SEO). is the strategv of creating content in such a way that search 

engines like Google will rank your page high on the search engine results page (SERP). 

Google uses algorithms to decide how relevant vour page is to the keywords that the user is 

searching for. These algorithms update frequently. and SEO strategies must be adjusted just as 

regularly to remain effective. 

When done properly. SEO efforts will put vour page at the top of the SERP and bring in more 

organic traffic. 

3. Search Engine Marketing Pay-per-Click 

Search engine marketing. or SEM, refers to paid advertisements that appear at the top of the 

SERP. The cost of these ads tvpicallv depends on the number of clicks the link receives, hence 

"pay-per-click." 



When vou pay lor these top SERP slots, the "Ad label will ppear next (o your URL. Despite 
Consumer klowlede that these are ads, many still elick on these links, and it can be a very 
ctleetive digital markeing strategy, 

4. Social Media Marketing 

With social media marketing, social ncdia platlors are used as a digital marketing channel. 

Ads can be bought to rcach out to a new audience, or you can crcate a profile for your bUsiness 

on any social mcdia platlorm and create posts to advertise new products, sales, or freshly 

published content. 

Which social media platlorm you wvill use will depend on the type of audience you want to reach. 

Ior example, accOrding to Pew Research, Instagram is best for reaching audiences between the 

ages of 25 and 29, while those 65+ can be best achicved through Face b0ok. 

5. Email Marketing 

When someone visits your website or business, invite them to join an email subscriber list. With 

their permission, you can send emails about sales, special events, or product releases. Email 

marketing is often underestimated, and according to Lyfe Marketing. approximately $40 of 

revenue is brought in for every dollar spent on email marketing. 

The most important part of this digital marketing channel is that it should provide value to your 

audience. Offer them exclusives that they would not receive anywhere else, and you can build a 

mutually beneficial relationship that will increase brand loyalty. 

6. Mobile Marketing 

Mobile marketing is mandatory for brands who desire to be with their customers, side by side. It 

requires the marketer to adapt everything he is doing on the desktop to mobile. You must also be 

efficient in mobile-specific tasks such as in-app advertising, texting, and social messaging apps. 

It is significantly important for brands that target a younger audience. 



7. Video Marketing 

In today's fast-paced scenario, short and quick vide0s are quicker than texts in attracting 
customers. Be it educational or entertaining. live or pre-reeorded video content is a reliable 
digital marketing option. Today, over 2 billion people look for something or the other per month 
on YouTube. It is a promising opportunity to reach new customers, and video 
marketing strategies drive results throughout the marketing funnel. 

80% of customers opt for search engines and videos to learn about products and check reviews. 

55% of consumers do it before buying. 

8. Audio Marketing 

Radio has been customers' favourite since the Golden Age of commercial broadcasting. From the 

1920s till today. a section of people still listens to the radio regularly switching from traditional 

radios to internet radio. Channels like Spotify help advance audio marketing. Audio marketing is 

much broader as it includes podcasts and smart home assistants such as Google Home or 

Amazon Alexa. 



Step 1 Research 

At this stage, you will collect all the information 
that will be required for decision making in the 
next stages. Information collected during the 
research will become your raw material to 
strategize & create your digital marketing 
campaign. This stage can also be called 
as Digital Marketing Research. At this stage, 
you will research 4 sets of information: 

PROCESS OF DIGITAL MARKETING 

1 
2. 

4. 

About Business 
About Your Target Customers 

3. About The Product That You Want To 
Market 

About Online Competition 



Each set is unique & equally important. You will 
require multiple sources to collect the 
information. 

Step 2: Create 

Once yOu collect information at the research 
stage, you can now start creating: 

1-Digital Marketing Objectives / Goals: These 
are the ultimate goals that you want to achieve 
through your Digital Marketing Campaign. 
Every business is unique; therefore their goals 

will also be unique. Campaigns without clear 
goals will end up spending money without the 
assurance of achieving goals. What goals you 
should set, can be answered after looking at 



information collected at the Digital Marketing 
Research stage. Learn mo 

2- Digital Marketing Strategy: After you set the 

goals, it's time to create a strategy to achieve 

those goals. Your Digital Marketing Strategy 

will include Positioning Strategy, Branding 

Strategy, Content Strategy, Digital Marketing 

Channels Strategy. What strategy should be 

adapted/created, will be answered from the 

information collected at the Digital Marketing 

Research stage. 

3 - Digital Marketing Plan: At this stage, you 

will lay down a docunmented plan that will 

include all your detailed Digital Marketing 
activities with timelines. 

4 -Creating Primary Digital ldentities: The 3 

primary Digital ldentities of business are 

Website, Blog & App. These are like your online 

office, shops, or showrooms. These are the 

places where you want your target customer to 

reach & ultimately buy 

more about Digital 

Marketing Objectives / Goals. 

uy your products & 



services. Before vou move on to the next stage 

ie promote, vour primary digital identities must 

be fully ready. For businesses that want to sell 

their products through major E-Commerce 

portals creating creating digital identities can be 

optional But its better to at least have a 

website for establishing some credibility of 

your business. 

Step 3 Promote 

After your primary digital identities are fully 

ready, you will start promoting them. That 

means you want relevant people to start 

coming to your primary digital identities. This is 



also called as generating relevant traffic. 
Relevant traffic is an important word here. 

The more you get relevant traffic to your 
website, the more the conversion you can 

expect. Your options to promote your 

1. Search Engines 
2. Display Network 
3. Ecommerce Portals 
4. Social Media 
5. Email 
6. Messaging 
7. Affiliate 

The above are also known as Digital Marketing 
Channels, which you need to promote your 
Primary Digital Identities (Website / Blog / 
App). There are sub-channels & networks within 

some of the channels mentioned above. 

Which channels, sub channels, networks to go 
for & whether to do organic or inorganic 
promotions, these questions will already be 
answered at the Digital Marketing Strategy 
creation stage. 

website/blog / app will be: 



Step 4: Analyze 

Once you create your primary digital identities 

& start promoting them through various digital 
marketing channels, it's time to start 

monitoring your performance. Analyzing is like 
looking at the outcome of your digital 
marketing work. You will receive analytics for 

your primary digital identities, as well as the 
channels through which you have done the 
promotions. 

The most important & ultimate analytics for any 
business is the analytics of your 

website/blog / app. Google Analytics is widely 



popular to generate analytics of your primary 

digital identities. The 4 major sections of 

Google Analytics are: 

1. Audiences 
2. Acquisition 
3. Behaviour 

Conversion 4. 

Step 5: Optimize 



Summary 

Tosnarize the flloing arethe 5 steps d the Dgital MrketingProcess 

1-Researdt AA thisstage you Resaarch abaut business target cLstamers product/service, campetitian 

2- Create AA this stage. you create yo° digital marketing goals dgital rarketing strategy. digital 

marketing plan &pinary igital identities(websteloy app). 

3- Aromte A thhs tage. yau start prating your primary digjtal identities thraugh variaus digital 

marketing hannels like searh engines display networks e-conmerce portals soial media, erails 

mesaging &affiliateprograa 

4-Aralyze A thisstage yaulock the variasanalyticsinduding the mst inportant analyticsi.e Wébsite 

/log/App analytics & canpare themith y ur goals You also understand where changesmst be made 

in rder tobridge the gap betveen goals&actual. 

5- qptinize A thhs stage based an analysis & hservatians you start making hanges(fine-tuning). The 

hanges coudbeinyaurpimary digtal identitiesardgtal marketing channels Changesare alsoreferred 

toascontent &desgnd yauridentities &pramtianal comnicatin. 



USES OF DIGITAL MARKETING 

A digital marketing strategy allovws you to 

leverage different digital channels-such as social 

media, pay-per-click, search engine optimization, 

and email marketing-to connect with existing 

Customers and individuals interested in your 

products or services. 
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OBJECTIVE 

1. To st udy the digital market ing. 
2. To identify different methods of visibility of lakme. 
3. To found out which visibility methods is more effective for lakme cosmet ics. 

RESEARCHMETHODOLOGY 

Area of Research: 

Digital marketing 

Methodology: -

Primary Data: -

Primary data is collected by themselves with the help of surveys, questionnaires, etc. we had 

taken the primary data. 

Secondary Data: -

Secondary data was collected through the data made by others or internet. 

Instagram, snapchat, etc. 

Time Duration: -2Month. 



Introduction of Digital Marketing 
Digital markcting is the use of digital technologies and plattorns to promote 

products and services, as well as to connect with potential customers. It is an 
Incredibly versatile and powerful tool that can be used in various ways to reach 
people world1wide. Digital marketing utilizes multiple digital technologies to 
deilver promotioual messages, such as mobile phones. computers, and other digital 
media and platlorms. It can be used for B2B (Business to Business) and B2C 
(Business to Consumer) marketing, depending on the goal and objectives of the 
campaign. Digial marketing offers unique advantages such as greater reach. 
improved targeting. personalized messaging. ad better ROI (Retun on 
Investment). It also allows businesses to stay up-t0-date with marketing trends and 
technolgiez With the right strategies and tactics. companies can leverage digital 
marketing to increase their visibility and reach a larger audience. 

Digital Marketing Definition 

Digital nmarketing. also called online marketing. is the promotion of brands 
to connect with potential customers using the internet and other forms of digital 
communication. 
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4. Easy to Learn 

Wnile there are many aspects of digital marketing that you need to learn. it is fairly Casy to get started with. It gets more complex from the nature of the goals and the Scale of the campaigns. However. it is all a matter of finding the right strategy that works for your business. 

5. Effective Targeting 

Even if you don't have a clear jdea of vour target audience, digital markeling 
Cnables you to extract data to see which audiences will work best for you and 
Cptimize your campaign around them. There are many differeni options of 
targeting such as through keywords for search engine optimization (SEO). pay-per 
click (PPC), or through demographic information on social media. This enormous 
amount of targeting elements at your disposal makes sure that every campaign 
reaches the right audience. It also helps you to analyze the changing behaviors of 
customers and modify campaigns for those changes. This ability to understand 
customers changing needs quickly is a sure way of success for any company. 

6. Multiple Strategies 

There are different strategies of digital marketing that can be used by different 

types of businesses. A B2B business that is interested in gaining international leads 

may have a totally different strategy than a B2C local business selling clothes. 

While some companies can benefit more easily with content marketing and SEO, 

others can benefit from conversion-based ad campaigns. The key is to 

always analyze the results and develop better tactics and methods with time. A 

well-executed digital marketing strategy is one that changes and adapts quickly as 

the needs of the business transform. 



Disadvantages Of Digital Marketing 

1. High competition 

Since the competition has increased significantly recently, the digital 
marketing strategy needs to be well-planned, distinctive, catch people's 
attention, and influence the target demographic. Any repetitive approach 

or method will rapidiy force the brand out of the race. Digital marketing 
campaigns are becoming increasingly competitive. As a result, firms must 
be responsive to their client's demands and relevant to them. 

2. Time-Consuming 

One of the major disadvantages of digital marketing is the investment of 
time. Organizational techniques and approaches can save time, making it 
hard to devote enough time to the campaign. In the long term, this will be 
detrimental. As a result, it has been suggested that the company focus on a 
strategy and generate and pick content accordingly. Digital marketing 
technologies such as Hub Spot, social media posting, and scheduling 
programs like Hoot suite and Tweet deck should be leveraged to overcome 
difficulties. 

3. Security and Privacy Issues 

Security is the most important necessity for every brand. As a result, you 
must take website protection seriously as a digital marketer. It is usually 
recommended to secure and protect network connections by employing 
firewalls and encryption solutions such as VPN. The fundamental strategy of 
having a decent antivirus is the most preferable. Legal considerations in 
getting client data for digital marketing campaigns must be completed with 
all appropriate procedures. Customer data must be protected first and 

foremost because it may be compromised during data breaches. 



4. Dependability on technology 
Digital marketing is purely technological, and the Internet is prone to mistakes. There are times when links need to be fixed, landing pages do not Icdd, ana page buttons do not perform their job. This causes prospective CUstomers to switch brands As a result. a website test is required to avoId 

tnis. Kêviewing the text and ensuring that the campaigns will operate in their intended niche is also necessary. 
5. Complaints and feedback 
Maintaining a brand's reputation by responding appropriately to 
negative feedback is tough. Anyone may comment or cuitique your 
product or service on digital platforms distributed to your target 
audience via social media networks and review channels. Unless you 
have a solid foundation built on brand loyalty and excellent 
Custemer service, each bad review may negatively inmpact some of 
your customers. 

6. Inaccessibility 

Although online marketing provides companies with a worldwide 
reach, it only reaches some areas or individuals. For example, in rural 
locations where internet service providers are scarce or the internet 
connection is inadequate. Furthermore, illiterates and the elderly 
who do not utilize the Internet are not reached through digital 
marketing. 



Methods of Digital Marketing 

Search Engine Optimization (SEO) 
SEO stInds for search engine optimization and as the nanne suggests, it is the science and art of getting your wveb-pages to rank higher in SERPs (search engine results page). 

" Pay Per Click (PPC) 

Teget K 

SEO 

Pay-per-click marketing deals with paid search results on 
Google and involves bidding on specific keywords that will 

garner the most web traffic for you. 

PAV PER Cuca 
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Social Media Marketing (SMM) 
Social media marketing is the use of'social media platforms SO as to connect with h your audience and build your brand. 

Email Marketing 

Email narketing is a process of sending comnmercial 
messages to group of people via email 
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Affiliate Marketing 

Influencer marketing is a type of online networking advertising which incudeg influencers to endorse and make reference to your products. 
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Digital Marketing process 

5 
Optimi~e 

4. 
Analyze 

1.Research 

2. Create 

3. 
Promote 

Research: At this stage, you Research about business, target 
customers, product/service, competition. 

Create: At this stage, you create your digital marketing goals, 
digital marketing strategy, digital marketing plan & primary 
digital identities (website/blog/ app). 



Promote: At this stage, you start promoting your primary digital identities through various digital marketing channels like search engines, display networks, e-commerce portals. social media, emails, messaging & affiliate programs. 

Analyze: At this stage, you look the various analytics including the most important analytics i.e Website / Blog/ App analytics & Compare them with your goals. You also understand where changes must be made in order to bridge the gap between goals & actuals. 

Optimize: At this stage, based on analysis & observations, you start 
making changes (fine-tuning). The changes could be in your 
primary digital identities or digital marketing channels. Changes are also referred to as content & design of your identities & 
promotional communication. 



Uses Of Digital Marketing 
1. Affordability 

Digtal marketing is considerably less expensive than other nnarketing methods. Specific prices vary 
based on w hat you're doing but ad spend tends to be lower than other forms of marketing. 
2. Mobile Access 

1Ou may not know this but 77 percent of American adults own a smart phone and are likely to use 
that sart phone or another mobile device for news, social networking, and countless other activities. Digital marketing helps you reach then? while they' re doing this. With emarketing ads, 
email and text marketing, and social media � you can be in front of your audience while they use 
many different apps on their mobile phones. 

3. Flexibility 

There are many forms and uses of high quality digital marketing, including banner ads, email narketing, content marketing, and social media posts. Thus by learning how to creatively market yourself digitally, you open up a wide range of possibilities for future publicity strategies. With digital marketing, you also have the flexibility of testing and stopping poorly performing campaigns 
in real time. 

4. Expansion 
Many consumers do almost all of their shopping online. Digital marketing lets you appeal to these people and thus expand the reach of your company. Between Google Shopping Ads and brand awareness campaigns, you can expand your brand recognition and boost sales. 
5. Multimedia 

Customers tend to engage more with marketing materials that combine multiple types of content, including photos, video clips, and audio. It is far easier to incorporate all these content types into digital marketing than any other type of publicity � and it is very important. 

6. Interactivity 



Digtal marketing lets you communieate directlv with the customers who see your content, notabiy through website comments, messaces. reviews. and social media posts. This shows those customers that you care about what they sav and think, leading them to feel respecied and part of he community you're building, It also allows vou to gather invaluable information ön customers reactions and preferences. 
7. Tracking 

Besides communicating with eustomers. dioital marketing lets you track their activities. You can montor which ads and types of content they have seen shortly be fore they make a purchase. This tells you which marketing methods are most effective, allowing you to refine and improve your s 
8. Authority 

Digital marketing makes it easy to comment on issues and controversies that relate to your produet 
O your naustry. In this way, you can establish yourself as an authority on such topics, leading 
readers to trust you, come back for more itformation, and eventually make a purchase. Digital 
marketing allows vou to come off as the industry expert that you are and will instill trust in your business. 

9. Influencer Engagement 

Many of the most influential figures in modern culture pro mote themselves online or through social 
media. Digital marketing allows-you to engage with these influencers and gain their respect. If you 
play your cards right, you can get them to endorse you, leading their followers to become customers and spread brand awareness. 

10. Print Enhancement 

Digital marketing lets you expand on your print marketing efforts. By vriting online content 
that explains claims you make in your print ads, you can go into greater detail, maximizing the 
effectiveness of all forms of publicity and integrating your campaigns. 



LAKME COSMATICS 

Etortlessly, Fashionably, Unapologetically MÉ. LAKME. 
Company profile 

The contemporary Indian beauty cxpert-Lakmé continuously inovates to offer a wide range of high performance and world class cOsmetics and J skincare combine international cosmetic technology with an in-depth products that are ideal for a variety of Indian skin tones. Lakmé was the COuntry's first cosmetic brand to introduce makeup to indian women and -takes pride in being the expert on Indian Beauty for over 50 ycars. We also take immense pride in being a compassionate beauty brand which is Why we do not believe in or support testing on animals. Our bond with beauty and fashion goes beyond fashion event of its kind in the country that celebrates the beauty of fashion. 

LAKM 



Lakm� History of company 
Was Tata group's first foray into the eosmetics industry. Set up during 

J.RD. Tata's chairmanship of the group, it is also the first cosmetic company set up 
in independent India. Not many people know that Pandit Jawalharlal Nehru, India's 
first Prinme Minister. was the catalyst behind the aunch of India's premium make-
up brand. ln the carly days, when the fledgling economy of Independent India was 
still finding its feet, the Prime Minister was COncerned about the amount of money ilowing out of the country when Indian wOmen splurged on imported cosmetics. Quality personal care products of Indian origin were in short supply in post Independence India and there were very few Indian manufacturers. Pandit Nehru persuaded J.R.D. Tata, a close friend, to set up a company to manufacture COSmetiCs, and in turn saye precious foreign exchar2e. Thus, was born Lakmé - a COmpany that manufactured fine cosmetics tailored for the Indian skin and Indian climate. in India 

Làkme was set up as a subsidiary company of Tata Oil Mills Company (TOMCO). TOMCO was established in Cochin or present-day Kochi in 1920 to crush copra and produce coconut oil for export. The company gradually grew and diversified into a manufacturer of soaps, cooking oils, detergents, shampoos, perfumed oils, eau de cologne, etc. In 1953, TOMCO capitalised on the opportunity present in the lack of indigenous cosmetics in the Indian market and launched Lakmé in collaboration with two reputed French firms - Robert Piguet and Renoir. The initial collaboration and others that followed, such as with American cosmetics manufacturer Kolmar, had no equity participation by foreign collaborators. They only contributed knowhow about their closely guarded perfume bases for a fee. It was a 'Make in India' mission from the word go. 
Lakmé is French for Lakshmi. The circumstances under which the name came about is quite interesting. When the company was set up, the French collaborators were asked to suggest a name - a name that carried connotations of both countries and combined Indian flavour with a French touch. The collaborators settled on Lakmé, inspired by an opera that was quite the rage at the time in Paris. The name of the opera - with oriental settings, forests and temples - was Lakmé, for Goddess Lakmé or Goddess Lakshmi, the Hindu goddess of wealth and an epitome of beauty. 



Lakmé started operations in a small, hired premises at Peddar Road and entered the 
market with an extensive range of personal care products for women. Operations and product range grew rapidly and by 1960. the company was on the lookout for larger premises. lIt soon moved into TOMCO's Sewri factory, taking over an area three times that of the Peddar Road premises. S0on, that too proved too small, and additional space was acquired to cater to expanding manufacturing operations, which had workers employed in two shifts. 

I1e Cxpansion and success was aided in no small measure by Simone Tata, Naval H. Tata's wife, taking over as the managing director in 1961. Simone Tata's aesthetic sense and business acumen soon spearheaded Lakmé to new heights and into an iConic brand. She led the company for many more years, becoming its chairperson in 1982. 

A robust and substantial network of sales offices, salespersons, dealers, and agents ensured that Lakmé did exceedingly well in urban markets across India. Periodic market surveys, well-thought-out marketing strategies and extensive publicity campaigns provided the additional backbone. Distribution covered every Indian town that had a population of 20,000 or more, with a product range that spanned make-up., skincare, and toiletries for women. The company also tasted significant success after it branched out into a range of products for men. 

An up-to-date research and development laboratory enabled Lakmé to innovate to 
constantly add to its portfolio and create products that were contemporary, met 
changing consumer preferences and were targeted at a wider reach. Stringent 
quality control systems certified that each product was of a high grade and met 
international standards, securing Lakmé' position in the top league in the years that 
followed. 

Lakmé soon set up a network of branded beauty salons, with the first one opening 
in 1980. The salons offered women a complete range of beauty treatments 
administered by qualified beauticians. A beauty school was also launched, which 



offereda 6-month intensive course comprising theory and practice. Students were Conterred a diploma on successful completion of the course. Lakmé also had trained beauticians travel around the country giving lectures, make-up demonstrations and expert advice on beauty problems. 

Over the years, Lakmé grew from strength to strength to become a name to be reckoned with among the top players in the Indian cosmetics market. However, in 1993, TOMCO merged with Hindustan Unilever (erstwhile Hindustan Lever) in a strategic deal. Subsequently, in 1996, Lakmé formed a 50:50 joint venture with Hindustan Unilever, and in 1998. Lakmé divested its 50 percent stake in the joint venture and sold its brands to Hindustan Unilever. Lakmé continues to lead the �osmetics market in India, setting new benchmarks and cornering a major market share. 
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I Love Lakm 

Experience a Hi-res crystal radiance that gives your skin a special glow with the Lakmé Absolute Perfect Radiance range 
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1. hereby declare that the projcct report on "A Study of recent trends in banking like online banking and 
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1.1. BACKGROUND 

CHAPTER 1 

1.2. HISTORY 

Onlinenn 
IOTRODUCTION 

Electronic banking, or e-bankng, is the teen th.it descibes a trasätions that taeplace ammong 
COmpanies, oRazations, and undividuals and thef bank siutiuns Fst conceptualized in tie 
nd 19705, s0me banks offered customes electronic bankny, t 198 thowevet, the ack of internet 
USers, and cosI3 associated with using onine banking, stuited pOwth The Internet xplosion in the 

While fitanciai institutions took steps to mplement e barkng services in the mid 1990%, many 
consuners wee hesitant to conduct Monetàry ransactions over the web It took widespread 

adoption of electront (ommerce, b3sed on 1railblaZing conpanies st.ch as Amena Onine, 

Amazon.com and eBay, to make the icca oi pay1n; for items online wadespread By 2000, 80 percent 

of U.5. banks offered ebanking. Custonner use grew slowiy At Bank of Aeica, for exanple, t tooh. 
10 years to acquire ? nillion e-banking custamersS. However, a signficant cultural change took place 
after the Y2R scare ended. In 2001, 9ank of America becaNe the: tirst barnk to top 3 illion orin 

bankrng Custorners, miore tharn 20 percent of its customer base ln coNuanson, farpgr national 

institutions, such as CtiHIGup claimed 2.2 niion online reiatianshpt lobaiy, while J.P. Morgan 

Chase estimatedit had more than 750,0O0 onty banking cusiomers. /els Fargo had ?5 mtcn 

0nine 0anking customs, inciuding snail busnesses. Onine customers proved nn0re ioyat and 

prafitable than regular Custormers. in October 2001, Bank of A!eicacustemers executed a rutord 

3.1 million electronic bill payments, totaling more than $1 billion, In 2009, ) report by Gartner 

Group estimted that 47 percent of U.S. aduits andt 30 percent in th tInited Kingdom bank onti 

late-1990s made people more comfortable with making tt3nsactions ovet the web Despite the do 
com ctash, e-banking rew alongside the Internet 



1.3. OBJECTIVES OF THE STUDY 

The main objectives of the study are 

.* lo understand the genesis and concept of Onl1ne Banking 
"o analyse the importance, funct:os advantages and UOrhne hankog 

Toexplan the different tor of Orthe Ranking ond io analyhes&eulaton 
Tegarding Onine Banking uided y RBI 

" To highlighting on the security probleny of Online Bank ing and how to tdute the sesuuty 

iS5ues wvith the help of security control tools 
To analyse the ttend of Ontine Banking wth the help of p1h 3T, data 

To analyse the present e bank1ng scen a: o concenedwtin 

Dankin8 Tedt card-debt card fung transter and othe 3nkngeces 

"oexàmne the impact of AT1, internet banking Moble banking and (iec.! cards on 

customer satistaction by analysing the problems faced by the tustomers 

1.4. REVIEW OF LITERATURE 

An tntroduction to E-Commerce witten by Ramit Kumar Roy & Debasr Dey and publshea 

by the Elegant Publications. 

E-Commerce written by Prof(D: Dlp umar Chakrborty & P:of Deboulal Cnattetiee 

and published by 9.B Kundu Grandsons 

nteret. 

Introduction to Information Technology & its 8usiness Application: wtaby ax 
Mukhopadhyay & A. Das and pubished by Kalimata ustakalaya 

1.4. DATABASE AND METHODOLOGY 

Doto Collection: 
Primary Source: The study is dased on tvth of onhay nd second3ry dsta Forthe 

purpose of case study prim3ry dta have been coieted irom the people ot 
UITARPARA through phone calls, social netwoik and diret interview trom thenn 

Secondary Source: Ihe secondary data have been collected frem dttetent articles 
&weuyte resou(es suchs **w wIkiprd *'n, 

others Ve have used biniple tures, tatss &pts te aral, sis & preent the 

data. Apart from this I also tollowed my superv1sor's Instructans to tn:sh the 
project. 



Samplinq Methodoloay: the Primary data have beern collected through a 
Survey with a pIe-tasted structured QUESTIONNAIRt on.ipe o tandomly 

selected 114 people of UTARPARA in whicth some are college students, tusiness 

persons, service holders, working women and sothe peoj)e who beetorg to 20 60 dge 

BrOup. from 114 tespondents 10D respondents use onine bankin and the data 

collected from those peopte are used to analysis the trend oi iet Bank1ng 

1.5. LIMITATION OF THE STUDY 

Ihe major imtations of the study are 

A small sample size of 114 respondents are taken to primary data arnalysis Solcannot draw 
proper interences atbout the respondents trom this sarnple size 
Ihave not used modern statistical tools to analysis the data. 
Due to shortage of time I have not been able to makea depth stud, 
I Could not collect data irom out site of UTTARPARA 

This study ts based on the prevating fespondents satistacti0n Hut ther satistaction may 
Change acordin to time, tashion, need etc. 

1.6. CHAPTER PLANNING 

The study is divided into six chapters with reerence 

Inroduction 

Onl:ne Bankng- An Overview 
Ditferent Types oi Online Baik1ng 
Onine Banking in india-Guideiines ot RBi 
Growth of online banking in india 
Findirgs, Conchusions & Recommendations 

References 

Bibliograpiy. 

Internet banking p 



OnunE BANKING An OYERYIEW 

2.1. DEFINITION 

Online banking s dn electroic Dayinent system tiJt enai"s Customers of a fitncial 

institution to conduct financial transactions on a website 0petated by the tnsttution, such as 
J retal bank, virtual bank, credit union or build1ng society Online bankIng i5 also reierred 
as internet banking, e-banking, virtual banking and by other tems. 

Online banking or t-banking is an unbrella term tor the pccess by which a tustomet may 
pertorm banking transacticons electront.ally without visiting a tbrcand mortat nsttution 
Onne banknp is the practice oi making bank transCONS or payng bis via the intenet. 

Thanks to technologY, and the Interne: in particulàt, peOple ro iorger have to leove the 

house 10 shop, communcate, or even do their bankng 

2.1. HOW ONLINE BANKING EVOLVED INTO A MAINSTREAM 

FINANCIAL TOOL 

In today's nighly technicai worii 's harúto gne ther WaSonJ1itle when dbank1np wàs 

Whie today's orn tbnking is ilied with omzing innUValos, i: a,n ways beèn thusJsý - in 

fac! t todk a ong tne to get this far 



HISTORICAL DEVOLOPMENI 
The preursor for the modern bome ootne tankun 
evet over electronis media fror the eary 1980s 

The ate ROs and referred to the ute of 4 termina 
the bank g sstem using a phans me ba 

keypa1 to send tones town A phecs th inst 

ies ere tthe destance bankrrg 
he term Dlin tec ai (ghar 
ybd 

Manhattan Chemical and Manufacturers hanover otteted nohe hank ingevites ushig 
the viceotex system Becausn of the commercial lute of v Otex these banking seryice 
never became popuiar except n france where the iise of vdeote. Mintel) v.s ibsudkce4 

by the tetecom providor and the Ux wherp the Prstelsysto ueg 

While .nancal institutson took steps oumpleme) barkiDj!o hemucd 199K) 
many (Onsumers were hesitant to conduct monetary transations Over the wet it to0k 
wIdespread adoption of electronic commerce, based on tr3ilblazin: Companie, sucth as 
America Online, Amazon.com and eBav to make the idr3 ot pay n tor itemt oniune 

Widesptead By 2000, 80 percent of 0 S banks offored r banking1stomr uhe prew low, 
At Bank of Amenca forexamole tt0* 10 years to : Qf hebatoms 
Howevot, a Spniticant cultural change took place atle he 2 

Ameica became the frst bank to top 3 milio online banknCuitonlers, mote than 0 
percent of its Customer base In comparison, large ntonainstitutions, 4uch as Ctugtoup 

claimed 22 mllion ontine relationshps globally, while ? 11orsan Chaseestmated it had 
more than 750,000 oniine bank1np customers. Wel!s fargo 13d 25llion onine bankiflg 

Customers, inctuding smatl bus1nesses Onine customes proved :0fe loyal and protitatble 
ihan regular cUstomers In Octobrr 2001 Bank oi AeicOl0esutedarcord 31 

million electronic bill payments, totaling more than $1biliion in 2009, : eport by Gartner 

Group estimated that 7 percent of U S 3dults Jnd 30 petcentn the Unted Kndom afe 

using b3nk online 

Today, many banks are internet oniy banks. Unhke: their predecessors, thes intene only 

banks do not maintain brick and mortar b3nk branches. tnsted, they tycally dfirrertite: 

themselyes by offering better interest rates and moe extensve onine ban.in; ieatufrs 

* First Online Banking Services in the United States: 

AcCording to "8arking and Finance on the Intenet," edited by MMuIy } (on, onhne bank1rg was 
iSt introduced In the early 19803 in New York fo:it m3jo hanks--bnk, hase Monhaon, 
hemical and Manufacturers tHanoyet-ofteed home batkn:Setvs (hect intoducdits 
fonta services for indvicluals and small tet in 1993 owed ndvidul ama!bwe 
Itents to mainttin eecioni tecuebgok repstets, see ccou! dnw), O (rate funds 
etween checking, and savings accounts. Pronto failed to a:tr3ct enoueh customers to break eve: 
nd was abandoned in 1989. Other banks hd a similar experienco 



First Online Bonking Servies in the U. K. 

nost snuitaneously with the United States, onine banking arrived in the United Kinggom Ihe 
OR trst home online bank1ng services known as iHome ink was set up by Bank of Scotland for 
customers of the Nottingham Buildiny Soiety (tBS) in 1983 The syitem used was based o th:e 
UR Prestel view tink system and used a computer, such as the B8C tMifo, ot keyboard (Tarndata 
Tal00) connected to the telephone systen and television set itie system allowed on thng wewrng 

statements, bank transfers and bill paynents tn order to m.ake bank tansfers art bil payment;, 

20nford fedrrat Credt tInion was the frst finoncool institution to offer onttie internet bankung 
Sevices to oll ofits tnembers in Octobe 1994 

+ Banks and the World Wide Web: 

hthe 1990s, bank, realtzed that the rising popul.at ty of the Wortd Wte Weo avethen 3n acded 
jotuhity to advertse their services lotbily, thoy used the /et as ai0ther brohui, ithout 

meraction with the customer Early sites featuted pctures of the bank', cfficers or huldings, ard 
provided Customers with maps of branches and AM locations, phone numbers to tall for futther 

information and simple istings of products. 
T the begnning of 2004, some 33 million U S. households (31% of the market) were usng one form 

or another of online banking. Five years later, 47% of Americans were bark ng onlire, attording to a 
Siirvey by Gartner Group. Meanwhile, in the UK e bankins gretsreth trom 63% to 70,of 

Internet users tetween 2011 a1d 2012. 

First Online Banking in India: 
1CICI bank is the first one to have introduced Onlne-Banking in 1994 for a n letarze of 
Serices 5uch as access to account intorration, corr5pontence and recertl, fiunts trarstet 

tsetween its brarches ICICI is aiso gettng nto e-tratdrg thus otfering a troader range ot 
ntegated servces to the csstotner 

2.2. FEATURES OF ONLINE BANKING: 

Ornlins banking faciities offered by vafious financial institutigns have mary features and capatbit tres 
in common, but aiso have some that are 3ppication spetific 

* The common features fall broadly into several cotegores: 

Witen instucion pvng detail, of the ntended recipient had to tje sent to the t8s who sretthe 
details up on the Hohe lok System 



VI. 

VIi. 

IX. 

[4) A bank customer can perform non tronsactional tasks throuqh onhne bonkng, incudng 

V. 

VI 

Viewing account balances 
ViewinR recent transactions 
Download1ng bank statements, for exaiple in PUi torrlta! 
Viewing images of paid cheques. 
Ordering cheque books. 
Download periodic acCOunt statement5. 

L �onk CUstomers can transact bank1ng tosks throuqh onlne bupkng, nchudng 

Downloading applcations for M-banking, bankn; ele 

Funds transters between the customer's lnked accounts 
Paying third parties, including bill payments (see, e.. BPAY) and thnd party tund transtets 
(see, e., AST) 
investnent purhase or sale 
Ldan dPpicaions and ttansactions, such as tepaynents 0f entolrents 
Credit card applications. 
Register ulility billers and make bill payments. 

financial institution administration. 
Management of multipte users havitg vary1ng levels of suthonty 

Transaction app)rOval prOcess. 

ne financial institutions offer speciai internet banking services, for exanple: 

SOral financial management support, such as importing data into personal Accountnnq Softvore 
ne onine bank1n platiorns support account Aggregation to alow the ustomers to montor all 
heir accounts in one place whether they are ith ther 'hon bark of wth othet insttutions. 

303 323 

S 

% of internet users who 
have used online banking 

61% 613 

. 



ADVANTAGES OF ONUNE BANKING: 

Ahany akN have begun to offer customers the option of 
Jiere bankina a practie that has ddvaitages for 
u2h all pacte ivaved The (onvenence of beng able to 

cOuns a4 any tune à well as the ablity to pertor 
actons wthout visiting a loc al branch draw many 

pe to be ihvoved some of these advantages of internet bankirg thut are not lhmtedt lude 

+ Customer's convenience 

rect anks e open for business anywhere there is an nternet cotie ton Ihoy ste ale )Aho 
3dy eS donear open while it internet servce is not avalatbie, c1stomet setba 
oced acund the clock via telephone Real tine account balances and intoreatol e swalale 

the touch ol a tew buttons thus, making bank1ng faster, easiet and onore ettocnt n addtn 
tg ang auntainung 3 direct account is easy snce it takes only a tew mnutes to change the 

hng aoress, order sdditional checks and be nformed for market ntetest tate: 

* More efficient rates 

he ack o sgntcant ntr astructure and overhed d costs allow ditet atik topa, logtier teteot 
songs and charge lower mortgape and loan rates S0me olegh yetd tk 

3con g eid certitcate of deposits (CD), andeven o pet.sity Ds tot eatly vtndaeal l 
0ben. some Kounts can be opened vwith ng inimum depot aroty oo mihun)alate 

ar sercE tees 

Services 

euty arepctoms in addit, thiwy fter freeonlne bl paoty nntotms ad, 

- Mobility 

Transfer: 



+ Ease of use 

Orndine acounts are easy to set up and tequre no more inturaton thar a tr adtical bers 
account Many offer the option of inputting the customer's data oniune or downioading the tut 
and mailng them in tt the custormer runs nto a problerm, he has tha ogdut o callg of e matr 
the bank directhy 

+ Environment friendly 

internet banking is also environmentally friendBy Flectronic tf anymissians requte nn paper ted. 

vehicie traftic and are virtualy pollution free they also etmnate the necd for budd1rzs and otfre 
eQupment 

2.4. THE DISADVANTAGES OF INTERNET BANKING: 

internet bank1ng seems like an obvious chorce to leave the hassles of 

tradtional money management behind in exchange for it tiowever, there 

are potential problems associated with banking over the internet of which 

Customers may not be aware Consumers need to weigh the advantages as 

well as the disadantages of internet banking before signing up. Some of 

the disadvantages af internet banking include: 

Bank relationship 

A traditional bank provides the opportunty to develop a personaB iatianship wth that bank 

Gettinp to know the people at your local ranti (an be 31 aivantage when acustomiet needs a loat 

or a spectal serviCe tha! is not normaliy offerGto the putiic Abank manager usually has some 

discretion tn changing the terms of custOmer's account it the customer's personal (itCumstances 

change. They can help customers solve problems such as reverSing an undeserved fee. The banker 

also will get to know the customer and his unique needs if the Customer has a business account 

this personal relationship nay heip if the customer needs capitat to expand. it's easier to get the 

bank's support if there is someone who understands Customer's bus1ness and vouch for hs 

operating plan. 

Transaction issues 

Sometimes a face-to face meeting is required to complete complex transactions and address 

complicated problems. A traditional bank can host meetings and all in experts to solve a speçitic 

i55ue. Moreover, internationa! transactions may be more difficult (or impossible) with some drec 

banks. If a custorner deposits cash on a regular basis, a tradtional bank with a drye through 

window may be more oractical and efficient. 



+ Service issues 

Ome direct banks 3y not otet ail the comprehensIve tn4al sevKOS 

0Oker dge accoants hat tad!onal banks offet ltditona tbanks 
0esofferseGl stvKC 

to loyai custormers suh as prefered rates and nvestment adyice al od (hatge It oddtioD, 

Security 

h,mst.aed 

Direct banks Jre xubct to the same Lawst teulations astraditoDmk JndOupts e 

orotected by thei0Sophisticaled enctyption oftware 

intormJion but no systemis pertect Accounts may be subet topushp hkeratlachs, mtlwate 

Jnd othet unauthosed activity Most banks now make scnned opes ofcleaed hek, voil.able 

Onine which helps to avo.d and dentify chek ttdud it en ab veaiaon that let e 

Sned by the customer and that dollar 0f euro amounts have rot brenhonged The nly 

Giscovery of discepances can be reported and nvestigated imotediately 

+ Connectivity 

Anothet is5ue is that Someumes it becomes dutficult to notewhethe yout onsation was 

Successful or not it may be due lo the loss of net connectivity in bwrcn, Or due t0Jslow 

Conrection, or the bank's server is down 

10 

TOutine sevices such 3 ol3fi2aion and bJnk sature tualitedten0! avalab oole h' 

Services are required to mary financial and legat transactton 



3.1. CORE BANKING SOLUTION or CBS: 

CHAPTER-3 

DIffERENT TYPES OF OnunE BAnKING 

Core 3anking is Jbankng service provided by a gtoup of networked bjnk br 3nches wherec ustame5 

iay dcCess their bank account and oetom basir 1fansactions from iy ot th emiet branch 

o!ices. Core banking is often associated with totail bankint and my bks treat the retail 

Customers 3s ther core banking Customers Huspeises are uwally),+ttaled Vi the Cotporte 

NOmal Core Banking functions will indude trar1%ction accounts, loan%, 1iortagS G pdynents 

Bìnks nake these servites avalabte actos multole channcls ike ATfMs, interfhet bnking, mpble 

banking and branches. 

ATM 

ne Core banking services rely heavly orn comautor and netwott echnolo!Y to allow a bank t0 

Centralise its recort keeping and sllow access trom any loat01. It 3 be'n the developnet of 

D3nking softwatè that has allowyed core bankno sokutions to br dvelopet 

DR 

Nei fBankig 

Mob 

ATL 

Danking division of the institution Coe binkne (overs basx de0itg ihG lendg' of money 



HISTORY 
Core banking became possible with the adyent of computer and telecomunIcauoØn technglogy tthat 
allowed information to be shared between bank branches qucly and etticently. 

Before the 197Os it used to take at least a day for a transaction to retlet in the 3ccount because 
each brancth had ther ocal seryers, and the data from the serve in eath bianch wswt : a batcth 
to the servers n the datà centre only at the end of the day (to)} 

Gver the foBlowing 30 years most banks moved to core bankng apphcattons to support ther 
Operations where CORE Banking may stand tor'centralized online real·time exchange". 1hs 
Dasicaliy meant that all the bank's branches cOuld access appicotiOns ro Centalized data centres 
Inis meant that the deposits made were reflected immeditely on h Dan%3 servers and the 

CuStorner could withdtsw the deposited money fom any of the bak 3 0t iches 

APIANTAGES: 

1. Centralized ACCOUntng: 

) All the transactions of the bank directly impact the General Ledger and Profit and Loss 

ACCCUnt. This provides a real time total pictuire about the tinanciai p0Sition and situation of 

tne bank 

) This helps for timely eifective decision making for financial mangement, very critica! 

and dynàmic function in today's banking 

2. Centralized Product Control & Monitoring 

)Centralization helps in better product analysis, monitoring and rollout. 

} Aspects ike interest rate modificaticons, product moditication nd interest application can 

be done centrally from one place ior all the branches. 

) Bank can quckiy respond to market scenafi) and custoner needs. Ihs ves compeitive 

edge to the bank. 

3. Introduction oB Technoiogy Based Services; 

) Service channels such #s ATM, either on-site or offs1te, can be started. 

ii) Cheque Depgsit Machines (COM) can be installed, Such machine in WAN (Onnecivity can 

allow any customer to deposit the cheque for collectuon at any branch. 

iti) Cheque book printing machine can be installed at central tocation to give persoralized 

cheque books. Such maciine in WAN connectivity can receive command from any branch. 

4. Centralized Customer Account Management: 

i) Any Customer becomes the cUStome of the bank rather than oi a brnch. 

) With unique D/Account Number the iccounts of ttie cUstomers Can Be viewed centtally 

by the bank. As such, customer profile, detais of products and services availed tby hm anü 

Customer behaviOur sbaut business o the bank can be well understood. 



i) Such customer view gives the bank opportunity to decide directicns for tusiness 

development and marketing strategies 
5 Advantages to ttead Office 

)Consolidation of MIS / statements / teporting at one place reducing duplication of tasks at 

branches and it is of real time. 

i) Supervision of branches on risk perceptions possitble as orgoing prOcess. 

) Frequent 3udits and timely control measures can be iittate. 

IV} Faster and practically reat time reconcihation of accounts 

V) Cenral1zed mark1np and movement monitoring of NP 3CCOuhts. 

vi) Better ALM, espectally for short term assets and ltablities possibie 

Vil) Audit on operational aspects of the accounts can be done at a singie iocation as entire 

data is av3ilable at one place. 

Vi) By installing maiing solution on the intra net of the bank, written comnunication irn the 
TOrm of letters, between H.0. and branches and vice vefsd, Can be elirminated 

b. Advantages to Branch: 

) With reduced work at the branches they can focus on development of business, Customer 
service and attendance and meaningful liaison with customer for getting new business 
i) Since customer needs are known with proper analys1s they can be well attended even 

State Bank of India, World's Largest Centralized 
Core Processing Implementation: 

The story began in 2000 With its groWth cutve heading nothward State Barko' lndha IS8), the 

country's largest bank with the largest branch netwotk, real1zed the oed for acote batkig 
solutio An expression of interest was invited in Juiy 200), and the àlut implemertauon wàs 

started in August 2003 when the irst branchot he bank was put on CS BuNCS core banking 
Solution 
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betore their demands that bo0sts the mage of bank 



The plannng stae lasted three years wte the Hucsimpene tis tk sthpr h y t. 

Iuly 20X)H} o c0mpiete he ene pojed of 

Data craf Cisco and Mirrosoft he (ore b.kine s oution ipea1f 

Danks urently exeoto an avoLàge of4) os tmsacbons ett 

had 58 tranng centes 

3.2. ATM BANKING: 

DeT day with a peak of I900 transations per econd throuthi eWMk of abot | 0 fit tt t, 

Further, SBhad more than 2 lac enployees, and many of then had e tt/ tt tuh bo 

lehnology before the core banking solution's implenentatton 

Full-service banking, 24 hours a day. 

Dank employees weWell acou)oted wit theu4 of t otd te itt fetttta 

Make bankg mOe onveniet with AlMhd f.otot cald 

Convenient Self Service 

t 

Withdr w unds- he cash you needwhe'h you need 

ip solt 

Account Management 

eticjlad 

af S atsth it, sst ate 

thauehi 90 

Iransier funds - Move furnds betwes checking Jccoun!. and s3vogsar(Ounts :ht3 

nked ta you dsbit ard 

Hast Cash - Set stadard M withdrawa! dthounts. 

Check $tiunce Viw your 30cOUt alat before you k#ith'raws! 

Mini Statemen! RCPjve 3 print out oioansacen history and aEOi! btne: 

Customizable 

Recept Öptons el whether ot MOt yoi wll receive a reeipl when you Take transartions 

iementiy 

Preferred Language - Choose betweern Engish or Spanish 



CREDIT vs. DEBT 

Payments 

Interest 
Chatges 

Fees 

Other Potentia! 
Benelits 

Other Potential 

Concetns 

Debit Cards vs. Credit Cards 

Feo: 

Debit Catds 

pay ncw 

No chorge: apply 

Eo:iet and fo:te! 

tio nk 

frecbic: of tebote: 

proBecticn: 

Chorgc wll apply 

Io0: Cnd pen*c: 

Ciedit Catds 

.ome card: a:0 harc onnvolfec: 
Not all Cord: otcr groce penod: 

rcebic: 

wtnhold poym¢nt 

Furcha:c protcclon: 

intere:! 

Ovepending 



33 DIGITAL WALET 

ibwadays w fod oitselveA Latyng cotd hd h less atd let betau you ael aa 

C31yingS$SU to buy the latest iPad (MiNI) 

etan payrtient or loyalty caf ds also et yuu eto tewards u enties to conests, bit iey do atd 

Up hey tmake yout waliet unnecessoly thu k ud heavy Pethaps if it wap r 

dJin, this tinte or soiethng that you thage always beel taflyinz ato1110jf SattjhGt 

nartohne spp at old yot ):,enand 

Diital wallets carn help takr youthere Th, 

ioyaity cárd intarmation Google Wallet afi Appie's Passbook 0ohe ot: popua ones : 

often hear about, but if they ate not yout fa there are plenty of other digital wallets that carry 

perks and benefits that you may prefer 

1. Google Wallet 

insted of tapping you credit card on the iCihine a! !h PirOu! ourte, to do 

i5 wave your smartphone of tap it on the machne to make your pyirents i be able to dentity 

the credit card intormatian inked on your Congle acCOun! 

For this to work. Google Waliet requires Near field Communication (NC) technologY b 

whichurntortunately is onty avalable on (ert Smartphone 4ste, 
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You link your debit or credit card to your Google account and you can leave your wallrt at home -

but at the monent, it only works with phones and credit cards from he US and only in the US 

Currently. it supports 20" merchants on the grOund and onlre, promisi1j mot:' merchant to come. 

2. Apple's Passbook 

Apple's Passtbook was introduced in i0s 6 and relies on scaning 20 barcodes to heip you manage 

your movie, concert and airline tickets as well as loyalty cards and coupons for selected merchants 

The result: you get location and time. 

bascd notifications when you're near a 

cafe where you can use your loyalty 

Cord or when your arhine, movie or 

cOncert ticket is nearing its due date. 

You add passes through apps that 

support Passbook (ink opens iTunes). 

So inste3d of buijing you grocery 

cOupons and stack of loyal!y cards 

wherever you o, you an store it in 

Passbook. Unlike Google Wallet, you 

cannot use your debit or cred1t card for 

purchaSes in-store, however you can 

USe Bill Guard to view your bank 

balance and othet related information 

o your iPugne 



3.4. DIGITAL CASH: 
Digtal Cash acts imuch ike teal cash, eNcept that it 

not on paper Money n your bank account is Converted io 
a digital code this dgtal code may thern be stored on a 

mirochip, a pocket catd (like a smart card), or on the har d 
drive of your computer 

Ihe concept of privacy is the diving foe behind 
dugtal cash Hhe user ot dytal cashs asxurd an 
ànonymous tansaton by any vendor wh) accep!s i1 Youf 

Specal bnk acOunt code can be used over the nternet or 

at any particpatng merhant to purchase an ten Everybody volved n the transation, fr om the 
bank to the user to the vendor, agree t0 fecopni/e the worth of he tonstion, 3nd thuCeate thhs 

new form or exchange 

Digicash: How First Generation 
Digital Cash Worked 

DIGICASIH BANK 

4 Sendechcoins 

ikrptrd aod 
authentcated 

nessages 

? Doaniod dqital 
wallet wth pervate 

rd putl ieys 
1 Establsh xcount 

6 Merhant tasterse ah 

(0NSUMER 

(m bacó to Lank 

1 Bank credts merctant s 

MERCHANI 



3.5, KIOSK BANKING: Thrs is the latest deveiopment on the temote baking frot o n 
às Touch. screen banking A kiGsk is a selt service banking 
terminal that can be upetated with bothcredt & debt catds 
The Debt/credit card can be swiped at aganst the card re adet 
at the kiosk and act Qurit accessed post enteing the ATM Pi 

Currentiy, very few banks ike Ctibank offer ths facility to 
their customers at select AIM centres across the tountrY 

Unlike an AlM which s primarily used for cash transactions 
like withdrawals, deposts, etc. a kiosk s primarily used for 

non cash transactions ike cheque book fequest, ptinting bank 

account stalements. funds transfer ete The rumber of 

transactions a particuat location is expected to be able to 

Supportis key hee along with the types oftransactions fequited ArAT 
Dertorn the sanme non cash and non-deposit transactions howevet the real differentiators co 
to how much time/ input the transaction Lakes (Financial Kiosks have tul keyboards and document 
printers, ATMs generaily don t and queuing considerations (at an AT most peopie ust want to get 
their cash and gol 

3.6. NEFT: 
National Electronic Funds Transfer (NEFT) NEFT is electronic funds transfer system. whuch tacitates transfer of funds to other bank accounts in over 63000 bank branches across the tounty Thy s a Simple, secure. sate, fastest and cost effective way to transter fund specal for Reemittantet 

FEATURES & 8ENEFITS 

Customers can remit any amount usng NEFT Custormet intend.ng to emt mone, hough NET has to furn1sh the tollowing particulars 
IFSC (Indian Funancial System Code) of the beneticiary Bank, Branch 
Full account number of the beneficiary 

down 

Name of the beneticiary 
The taclity is also avalabie through online mode for all ternet bankirg amobe barkg Customers. 
for corporate customers, bulk upload facility is also avalable at branches 
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