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PEOPLE OR PRODUCTION: WHO MATTERS

STRATEGY OF MOVING TOWARDS CUSTOMIZATION
OF MOBILE HANDSET – A WISE MOVE?

The Patils have seen both ends of the spectrum. Their main challenge is to retain both profits and arrest
the employee retention. This requires immediate attention for individual grievance may add up to a
dispute between employee and employers. Coupled with competition, it may result in failures for the
organization.
While they seem focused on a proper HR Strategy, the immediate need is to balance people and
production strategy. The corporate strategy is growth and the HR strategy should be aligned with the
same. People orientation needs to be changed to the middle path before moving to team orinetation.
While Karmakar needs to be controlled, the employees should also be made to understand the changes
scenario. The working conditions need to remain unchanged while production targets can be increased
GRADUALLY. Also, the rostering system can be introduced with workers staying in one team for a longer
time (one month together). Reward systems need to be reviewed and public reprimanding has to be
done away with immediately. To reiterate their control over the organization, the Patils can appoint
another Operations Manager. This shall dilute the powers of Karmakar and direct involvement on CEO
and MD shall bring more confidence among the workers. An Open House, where the Patils can
emphasize on the continuance of their father's approach to employees, can also be quite helpful.
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Disclaimer:
The information contained in this case study is to be used only as a case study example for teaching
purposes. The information in the case study is both factual and fictional. Opinions formulated by the
author are intended to stimulate class discussion.
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Abstract :
The world of mobile handset is in a tailspin where every company is seeking an upper hand in the market
of evolving handset market by offering newer, better and faster technology whether they be software's,
hardware, camera, connectivity but in this game customers are bound to the offerings by company's
without a say according to his likes and dislikes. The current case is an effort to analyze the possibilities
of customization of the mobile handset offerings thereby shifting the power of choice from the
manufacturer to the customer.
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Situation 1: How would you handle the situation when after a full day of work, where you have a phone
that has non-detachable battery which has not been charged and you are still quite a few hours away
before you provide the phone a charge?
Situation 2: Girish since a very young age had craved for a camera since he was interested in taking
picture. Keeping in view of his interest he had purchased a mobile phone which was capable of taking
good quality pictures. Today he wants to go for a higher resolution camera in his mobile phone but is not
ready to ditch his entire phone which is working just fine just for a higher resolution camera.
Situation 3: Rajesh gifted himself a top end expensive handset of a reputed handset manufacturing
brand as a gift for himself from his 1st salary and was proudly showing it to his colleagues when one of his
colleagues pointed out that the phone has become outdated as a new phone by the same company has
been launched with better screen resolution, connectivity, processor and hardware. Rajesh's phone was
now obsolete which could neither be junked nor can its parts be changed.
The above 3 are hypothetical but are very close to the reality existing in the market where everyday new
handsets are being launched by competing companies whereby creating a competition to beat the
competitor in the market as well as at the shelf. The Indian mobile market in the year 2014 saw 95
companies launching 1137 new handsets, averaging about 3 handsets a day. (Indian Mobile Phone
Landscape, 2015). These are the reality of the ever evolving market which every consumer has to go
through at some stage or the other of the mobile handset consumption cycle.
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