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Key Performance Indicators (KPIs) play an 
important role in the sales process in a 
competitive business environment. This study 
highlights the importance of KPIs in providing a 
structured way to measure, evaluate and 
optimize sales performance. KPIs, which include 
metrics such as sales revenue, conversion rates, 
customer acquisition costs, sales growth, and 
average transaction value, provide valuable 
insight into aspects of the sales process. Based on 
organizational goals and industry standards, 
these metrics help companies make data-driven 
decisions, reinforce accountability, and drive 
continuous improvement. This study explores 
the bag industry, divided into fashion, travel, 
sports, business and specialty bags. Advances in 
technology have led to the use of lighter and 
stronger materials and the inclusion of features 
such as RFID blocking sensors and integrated 
circuits. This industry is global and has a 
significant contribution to the economies of the 
world and India. Research methods include the 
collection of primary and secondary data using 
data analysis techniques to determine market 
size and forecast. A PESTEL analysis of an 
industry examines the political, economic, social, 
technological, environmental and legal issues 
affecting the industry. The report also provides 
an overview of MYBAE BAGS, highlighting its 
business segments, revenue growth, and market 
strategies. This study highlights the importance 
of KPIs in driving strategic change and achieving 
sustainable growth, positioning KPIs as 
important tools for organizations seeking to 
improve sales performance and good 
management 
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INTRODUCTION 
Banking Industry 

The banking industry is a dynamic and important part of the global market 
that meets the needs of consumers for functional and stylish products (Dhere, 
Vidani & Solanki, 2016) (Ajudiya, Patel & Vidani, 2023).. This category includes 
a wide range of items, including everyday staples such as backpacks and 
handbags, as well as specialty products such as sports bags and luxury wallets. 
Industry plays an important role in everyday life and style, influencing trends 
and satisfying consumer needs (Dinodiya & Vidani, 2023) (Alkhizar & Vidani, 
2024) (Dodiya, Dudhat & Vidani, 2024). 
Market Segmentation 

The financial industry is broadly segmented based on assets, characteristics 
and demographics. The main categories are: 

1. Fashion Bags: These include handbags, purses and designer handbags, 
which are often used as fashion accessories to complement an outfit (Doshi, 
Gajera & Vidani, 2023). 

2. Travel Bags: With a focus on durability, storage capacity, and portability, 
this category includes items like rugged briefcases, lightweight bags, and 
wallets (Ghoghabori, Maheshwari & Vidani, 2023). 

3. Sports bags and outdoor bags: Designed for activities such as cycling, 
hiking and team sports, these bags feature an ergonomic design and 
weather-resistant materials (Gohel, Yadav & Vidani, 2023). 

4. Business and Laptop Bags: These bags offer organized pockets, a laptop 
compartment, and a sleek, business look (Gohel, Yadav & Vidani, 2023). 

5. Specialty Bags: This category includes items such as diaper bags, camera 
bags, and other products designed for specific user needs and purposes 
(Bansal, Pophalkar & Vidani, 2023) (Gupta, Patel & Vidani, 2024). 

Technological Advances 
The financial industry has changed dramatically with advances in 

manufacturing and materials science (Jha, Bhatt & Vidani, 2023). Today's bags 
often use lightweight and durable materials such as ballistic nylon, Cordura, and 
high-performance materials (Joshi, Saxena & Vidani, 2023). Innovations such as 
RFID blocking sensors, integrated chargers for electronic devices and anti-theft 
features have greatly improved performance and security (Joshi, Saxena & 
Vidani, 2024). 
Environmental Issues 

With increasing awareness of environmental sustainability, many companies 
in the financial sector are adopting corporate social responsibility practices 
(Bhatt, Vadher & Vidani, 2023) (Joshi, Saxena & Vidani, 2024). This includes using 
recycled materials, reducing the carbon footprint of our manufacturing processes 
and designing products that are durable and recyclable (Joshi, Saxena & Vidani, 
2024). These programs not only appeal to environmentally conscious consumers, 
but also contribute to the overall goal of protecting the environment (Joshi, 
Memon & Vidani, 2024). 
Create a Global Market 

The financial institution is an integrated global company with production 
offices in countries such as China, India, Vietnam and Italy (Kaneria, Shah, 
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Gautam & Vidani, 2024). Products are distributed through various channels, 
including brick-and-mortar stores, online platforms and specialty stores, through 
well-known brands and retailers. Consumer preferences, influenced by style, 
performance and brand popularity, drive market demand and product 
innovation (Ladhava, Patadia & Vidani, 2024). 
The Contribution of the Financial Industry to the Global Economy 

The global financial industry plays an important role in the economy by 
creating jobs, fostering innovation and supporting the incorporation of 
entrepreneurship as both appearance and logical function (Lodhiya, Jangid & 
Vidani, 2023). For example, the laptop wallet market alone reached $1.67 billion 
in 2022 and is expected to grow to $2.79 billion by 2030, at a compound annual 
growth rate (CAGR) of 6.6%. Laptop Bag Market Overview The laptop bag 
market focuses on the manufacturing, distribution, and marketing of bags 
designed to store and protect laptops and related devices (Mala, Vidani & 
Solanki, 2016) (Bariya & Vidani, 2023). These bags often provide additional 
storage space for items such as cords, cables and documents, and are designed 
for comfort, safety and convenience. The market has grown over the years due to 
the increasing adoption of laptops in various sectors (Mer, Gothadiya & Vidani, 
2024). 
Market Segmentation by Product Type 

1. Bags: These are very popular among travelers, professionals and students 
due to their practicality and convenience. 

2. Messenger Bags: Best for professional applications and lightweight design, 
perfect for workers and those looking for a flexible option. 

3. Hardware: A traditional, rigid wallet used by professionals. 
4. Sleeves and cases: very little protection, used to carry computers in other 

bags. 
Market Segmentation by Material 

1. Nylon: Lightweight, durable and water resistant, used in many laptop bags. 
2. Leather: Provides a sleek, professional look with great durability and style. 
3. Canvas: combines durability and comfort that is popular with those looking 

for a casual yet stylish option. 
4. Polyester: practical and economical, it is widely used for its flexibility and 

ease of maintenance. 
Regional Overview 

1. North America: High laptop adoption and a tech-savvy population are 
driving the market, with major players such as Targus and Samsonite. 

2. Europe: a large market focused on high-quality materials and eco-friendly 
options. The main players are SwissGear and JanSport. 

3. Asia Pacific: Rapid growth due to rising incomes and tech-savvy consumer 
base. The main markets are China, India, Japan and Korea. 

4. Latin America: The market is growing due to improving economic 
conditions and urbanization. The main players are KROSER and McKlein 
USA.  
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5. East and Africa: growth driven by the IT sector and urbanization. 
Consumers prefer high-quality products and luxury brands, including big 
players like Samsonite and Everki. 

Market Drivers 
Several factors are driving the growth of the laptop bag market, including the 

increasing adoption of laptops in various segments, technological advancements 
in laptop design, and the growing demand for stylish and functional bags. 
Demand for travel-friendly features such as TSA-legal design and dedicated 
storage space will also contribute to market growth. 
Market Challenges 

The laptop wallet market faces challenges such as an abundance of counterfeit 
products, customer focus, and strong competition from established brands. 
Ensuring product quality while maintaining competitive prices is a major 
challenge for manufacturers. 
Market Overview 

Despite the challenges, the laptop wallet market offers many opportunities for 
growth. The rise of e-commerce platforms and online shopping has increased 
market share and sales. Emerging markets, especially Asia-Pacific and Latin 
America, are experiencing significant growth. Additionally, using laptop bags as 
corporate gifts or promotional items gives manufacturers the opportunity to 
expand their customer base. 
Market Trends 

Customization and Customization: Consumers are looking for unique laptop 
bags with unique colors, patterns, and accessories. 

1. Relevance: increasing demand for green materials and sustainable 
production methods. 

2. Smart Features: Smart features such as USB charging port, RFID protection, 
GPS tracking and Bluetooth connectivity are included. 

Competitive Landscape 
The mobile banking market is highly competitive, with major players focusing 

on innovation, quality and branding to gain competitive advantage. Companies 
are also expanding internationally to open new markets and diversify their 
revenue streams. 
Contribution of the Financial Industry to the Indian Economy 

The financial industry in India plays an important role in the economy by 
providing employment opportunities, supporting complementary industries 
and fostering innovation. The Indian market for backpacks and backpacks is 
characterized by a high demand for affordable and varied products. 
Market Trends 

Purses and Wallets: The use of technologies such as GPS tracking and USB 
charging ports is increasing. 

1. Growth of e-commerce: The increase in internet connectivity and the 
popularity of e-commerce platforms has resulted in the growth of the online 
distribution sector. 
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New Developments 
1. VIP Industries Ltd.: Expanded manufacturing operations in 2023 to increase 

cost efficiency and move into production. 
Safari Industry India Ltd.: Focused on premium luggage as a growth vehicle 

to target the e-commerce market by 2022.ConclusionThe financial industry is an 
important part of the global economy, catering to diverse customer needs. 
Effective and elegant product. Advances in technology, social media, and market 
segmentation based on assets and trends are driving industry growth. Despite 
the challenges, the industry offers great opportunities for innovation and 
expansion, especially in emerging markets. The market for laptop wallets, an 
important part of this industry, continues to grow with features such as 
customization, stability, and smart features, ensuring relevance and growth in 
the coming years. 
 
LITERATURE REVIEW 
Developing a Six-Dimension Framework for B2B Marketing: Organizational 
and Environmental Factors. [Nils M. Høgevold, R. Rodríguez, G. Svensson, M. 
Roberts-Lombard] (2021) 

The objective of this study is to develop a conceptual framework for 
organizational and environmental indicators of consumer buying behaviour in a 
B2B environment (Patel, Chauhan & Vidani, 2024). This study is similar to 
Churchill et al. Conduct a meta-analysis of sales performance. (1985) and Verbeke 
et al. (2011) Design/Method/Concept The research instrument was used to 
determine whether the three dimensions organized in the six-dimension 
framework can be considered valid and reliable (Kadvani, Ghasadiya & Vidani, 
2024). These categories are related to the organizational and environmental 
aspects of the sales process. A wide variety of organizations representing a 
variety of sectors and organizational sizes were included in the study (Kalal, 
Odedra & Vidani, 2024). These industries and sectors are representative of 
Norway's business sector. Findings this study tested a six-dimension framework 
of organizational and environmental indicators. The different aspects focus on 
the external environment, market position (internal environment), cooperation 
(internal environment), and positive feedback on behaviour (organizational 
leadership), transformational leadership (organizational leadership) and positive 
feedback (organizational leadership). Fundamentals/Values A basis for 
conducting an assessment of sales performance in a B2B environment by creating 
a B2B framework for the management and environmental aspects of sales 
performance. There is also a topic for further research on the sales process. 
Therefore, this study uses the elements of environmental management and 
indicators divided into six categories to provide practical advice for the 
elaboration and creation of environmental management and planning processes 
among companies. 
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Perspectives on Marketing Effectiveness: Factors, Moderators, and 
Organizational Implications”. [Gilbert A. Churchill, Neil M. Ford, Steven W. 
Hartley, O. Walker] (1985) 

The authors use meta-analytic methods to examine the accumulated evidence 
on sales force effectiveness indicators. A search of published and unpublished 
articles identified 116 articles (list available upon request), yielding 1,653 
associations between occupations and employment indicators (Shah, Detroja & 
Vidani, 2024). The results show that the determinants can be classified based on 
(1) performance variables, (2) skills, (3) motivation, (4) personal characteristics, 
(5) satisfaction, (6) size and strength.  Organizational/environmental issues. 
Identified factors were determined based on the amount of variation observed in 
the correlations across studies (ie, not due to sampling error) and categorized as 
follows: (1) personal factors, (2) skills, (3) variables of performance, (4) 
satisfaction, (5) motivation and (6) organizational/environmental factors. To 
examine whether the relationship between each class of predictors and 
performance can be explained by the presence of moderating variables, the 
results are broken down by type of customer, type of product, and type of 
dependent measure used. The results show that the type of product a customer 
buys influences the strength of the relationship between key factors and customer 
performance. The authors discuss the implications of these results for sales 
managers and researchers. 
Examining Sales Performance Indicators: Perspectives and Implications for 
Product Management in the Knowledge Economy. [W. Verbeke, Bart Dietz, E. 
Verwaal] (2010) 

 It has been 25 years since the publication of a comprehensive overview of 
recruitment issues (Mansinh & Gunvantbhai, 2024). This study examines the 
current field and summarizes the evidence from 1982 to 2008. The authors noted 
that Walker et al. We have created a ranking system of factors that determine 
sales performance. (1977) evaluated the predictive power of subscales and the 
effects of various moderators on decision making and sales performance 
relationships (Bhatt, Vadher & Vidani, 2024). The results based on the multifactor 
model analysis reveal two main findings (Chalplot, Jagetiya & Vidani, 2024). (1) 
Five subscales show significant correlations with sales performance: sales 
knowledge (β = .28), brand adaptability (β = .27), and performance.  Ambiguity 
(β = -.25), Cognitive Adjustment (β = .23), and Task Performance (β = .23). (2) 
These subcategories are adjusted by measurement method, research context, and 
purchase type. The authors identify implications for product management and 
offer suggestions for further research, including the hypothesis that consumers 
can act as knowledge intermediaries as the world moves towards a knowledge 
economy(Bhatt, Patel & Vidani, 2017) (Biharani & Vidani, 2018). The results 
support these hypotheses and show how they can inspire future research on self-
efficacy. 
Improving Sales Performance: The Strategic use of Effective Kpis in a Global 
Business Environment. [Anca-Mihaela Teau, C. Protopopescu] (2015)  

In this article, we look at the importance of KPIs in sales. Key performance 
indicators are financial and non-financial indicators that organizations use to 
evaluate and confirm success and achieve long-term goals (Vaishnav, Rathod & 
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Vidani, 2024). The correct choice of indicators used for measurement is 
important. Business process management is necessary to implement such an 
effective and efficient system or measure performance using KPIs. Process 
management also requires the customer focus and flexibility needed in today's 
competitive global environment (Chourasiya, Zala & Vidani, 2023). 
Predictive Regression Analysis of Store Performance Indicators: Confidence 
Intervals and Evaluation of Parameter Significance. [Belisario Panay, N. 
Baloian, J. Pino, Sergio Peñafiel, Jonathan Frez, Cristóbal Fuenzalida, Horacio 
Sanson, G. Zurita] (2021)  

The number of visitors, conversion rate and total sales over time can all be 
considered an important part of store performance (Dinodiya, Jodoun & Vidani, 
2024). Their predictions can help company manager’s better plan store operations 
in the near future. This paper presents a regression method that can be used to 
predict these three indicators based on historical data (Dodiya, Dudhat & Vidani, 
2024). Historical data are values representative of the past. Therefore, it should 
be collected properly. In the past, other available values were also considered, 
such as the day of the week or the date of the signal (Rakholiya, Ramani & Vidani, 
2024). The novelty of the approach presented here is that it provides the 
confidence intervals of the forecast data and the significance of each parameter 
for the forecast output values without any additional processing or 
analysis(Chaudhary, Patel & Vidani, 2023). We tested the proposed method 
using real-time data collected by the customer experience company Follow 
Yourself. I tried to predict for a month. Experimental results show that the 
performance of the proposed method is similar to the previously proposed best 
method that does not provide confidence intervals and parameter values. This 
method achieves an RMSE of 0.0713 for trip score forecasts, 0.0795 for conversion 
rate forecasts, and 0.0757 for sales forecasts. 
 
METHODOLOGY 
 Quantitative Data. Collect historical sales data and KPI metrics from 
MYBAE BAGS. Sales figures (e.g., total sales, sales by product category, etc.) KPI 
data (e.g., conversion rates, customer acquisition costs) 

Qualitative Data: Conduct surveys or interviews with sales personnel to 
understand how they perceive the relevance and effectiveness of KPIs. 
 
RESULTS AND DISCUSSION 

1. Customer acquisition cost = (total cost of sales and marketing)/(No of 
customer acquired) 
Customer acquisition cost  = ୲୭୲ୟ୪ ୡ୭ୱ୲ ୭୤ ୱୟ୪ୣୱ ୟ୬ୢ ୫ୟ୰୩ୣ୲୧୬୥

୒୭ ୭୤ ୡ୳ୱ୲୭୫ୣ୰ ୟୡ୯୳୧୰ୣୢ 
  

= (₨3,00,000)/100 
= ₨ 3,000 

 Interpretation: The organisation spends ₨3,000 to gather every new 
client (Modi, Harkani, Radadiya & Vidani, 2016). This metric highlights 
the performance and cost-effectiveness of the income and advertising 
and marketing efforts (Niyati & Vidani, 2016) (Devani, Gandhi & Vidani, 
2024).  
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 Recommendation: To lessen this cost, do not forget optimizing 
advertising and marketing strategies, improving client targeting, and 
leveraging cost-powerful virtual advertising and marketing channels 
(Odedra, Rabadiya & Vidani, 2018). Improving client retention also can 
decrease the want for obtaining new customers (Pandya, Skhereliya & 
Vidani, 2024). 

2. Sales cycle length = (Total NO of days it took to close the deal)/(NO of deals 
closed) 
Sales cycle length = ୘୭୲ୟ୪ ୒୓ ୭୤ ୢୟ୷ୱ ୧୲ ୲୭୭୩ ୲୭ ୡ୪୭ୱୣ ୲୦ୣ ୢୣୟ୪

୒୓ ୭୤ ୢୣୟ୪ୱ ୡ୪୭ୱୣୢ
 

= (26 Days)/35Deals 
= 0.74 Days 

 Interpretation: The common time to shut a deal is 0.74 days, indicating a 
completely rapid and green income process (Patel, Chaudhary & Vidani, 
2023).  

 Recommendation: Maintain this performance through always schooling 
the income team, imposing CRM equipment for higher lead 
management, and making sure brief follow-ups and streamlined 
processes (Pathak & Vidani, 2016). 

Cost per lead = ୘୭୲ୟ୪ ୱ୮ୣ୫ୢ୧୬୥ ୭୬ ୑ୟ୰୩ୣ୲୧୬୥

୒୓ ୭୤ ୬ୣ୵ ୪ୣୟୢ
       

= (₨2,50,000)/(230 Leads) 
= ₨1087   

 Interpretation: The corporation spends ₨1087 on advertising to generate 
every new lead (Pradhan, Tshogay & Vidani, 2016).   

 Recommendation: To decrease this cost, refine the advertising 
campaigns for higher targeting, make use of social media and content 
material advertising, and tune advertising overall performance to 
allocate price range to the simplest channels (Prajapati & Vidani, 2023).   

Average sales value = ୘୭୲ୟ୪ ୖୣ୴ୣ୬୳ୣ

୘୭୲ୟ୪ ୬୳୫ୠୣ୰ ୭୤ ୱୟ୪ୣୱ
 

= (₨15,00,000)/(30 Sales) 
= ₨50,000 

 Interpretation: Every sale brings in an average sale of 
₨50,000(Rakholiya, Ramani & Vidani, 2024).  

 Recommendation: Increase ASP by ensuring upselling and cross-selling, 
bundle packages, and beautify price value proposition of high-end 
products (Rathod & Vidani, 2022). 

Sales growth = େ୳୰୰ୣ୬୲ ୮ୣ୰୧୭ୢ ୱୟ୪ୣୱି୔୰୧୭୰ ୔ୣ୰୧୭ୢ ୗୟ୪ୣୱ

୔୰୧୭୰ ୔ୣ୰୧୭ୢ ୱୟ୪ୣୱ
*100 

= (₨15,00,000-₨11,00,000)/(₨11,00,000)*100 
= (₨4,00,000)/(₨11,00,000)*100 
= 36.36% 

 Interpretation: Sales increased 36.36 percent over the previous quarter, 
indicative of healthy business expansion (Rathod & Vidani, 2023). 

 Recommendation: It will feed this growth through diversification of the 
product line, entry into new markets, and strong marketing and sales 
efforts to yield a good customer base (Ravani, Bhalani & Vidani, 2024). 

Sales revenue = No of Units sold by firm * Average selling price 
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= 4260 Units*₨355 
= ₨15,12,000 

 Interpretation: The total sales revenue amounts to 
₨15,12,000(Sachaniya, Vora & Vidani, 2019). 

 Recommendation: To boost revenue, focus on increasing sales volume, 
improving product quality, and enhancing customer satisfaction to 
encourage repeat purchases (Saxena & Vidani, 2023). 

Average profit margin = ( ்௢௧௔௟ ௣௥௢௙௜௧ 

்௢௧௔௟ ௥௘௩௘௡௨௘
*100) 

     = (₨3,00,000)/(₨15,00,000)*100 
     = 20% 

 Interpretation: This means that the firm thereby generates a profit margin 
of 20%, which is an excellent indicator of profitability (Saxena, Joshi & 
Vidani, 2023). 

 Recommending: The reduction of the production cost, negotiation of a 
more competitive deal with the suppliers, and consideration of pricing 
strategies that truly reflect value delivered to help in improving profit 
margins (Saxena, Joshi & Vidani, 2024). 

 Monthly recurring revenue = Total number of active customers * Average 
bill amount  

= 5Customers*₨50,000 
= ₨2,50,000 

 Interpretation: The monthly recurring revenue is ₹2,50,000, which shall 
provide a steady source of income flow (Shah & Vaghela, 2023a) (Shah & 
Vaghela, 2023b).  

 Recommendation: Grow this further via customer retention, loyalty 
programs, subscription services, and improved customer experience to 
reduce churning (Shaikh, Saiyed & Vidani, 2024). 

Sales volume = [ Actual unit sold-budgeted unit sold] * Price per unit 
=  [4250 Units – 5633Units] *₨355 
= -1383Units*₨355 
= ₨-49096 

 Interpretation: The company's actual sales are ₨49,096 less than the 
budget figure, which indicates an underperformance of the company 
(Sharma & Vidani, 2023a) (Sharma & Vidani, 2023b). 

 Recommendation: Identify the reason for the shortfalls—maybe due to 
market conditions, sales strategies—and adjust marketing and sales 
effort accordingly in order to enhance the overall performance (Singh, 
Nandy & Vidani, 2024). 

Production Output  = ୘୭୲ୟ୪ ୭୳୲୮୳୲

୘୭୲ୟ୪ ୧୬୮୳୲
 

= (Rs15,00,000)/4200H 
= Rs 357.14 Productivity output 

 Interpretation: The production efficiency is ₹357.14 per hour (Singh & 
Vidani, 2016). 
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 Recommendation: Adopt better equipment, improve processes, and 
enhance the skill base of your workforce to improve productivity (Singh, 
Vidani & Nagoria, 2016). 

Defect Rate = ୒୓ ୭୤ ୭୰ୢୣ୰ ୵୧୲୦ ୢୣ୤ୣୡ୲

୘୭୲ୟ୪ ୬୳୫ୠୣ୰ ୭୤ ୮୰୭ୢ୳ୡ୲
*100 

      = (0 Units)/4250*100 
      = 0 % 

 Interpretation: The orders are without defects; therefore, the quality of 
products is high (Solanki & Vidani, 2016) (Sukhanandi, Tank & Vidani, 
2018). 

 This quality standard is to be maintained through continued rigorous 
quality control processes, regular equipment maintenance, and 
employee training (Solanki & Vidani, 2016). 

Inventory Turnover (Total) = େ୓ୋୗ ( ୭୮ୣ୬ ୱ୲୭ୡ୩ା୮୳୰ୡ୦ୟୱୣିୡ୪୭ୱୣ ୱ୲୭ୡ୩)

ୟ୴ୣ୰ୟ୥ୣ ୧୬୴ୣ୬୲୭୰୷
 

= ₨଺ଶ,଴଴,଴଴଴ ₨ଶ,଴଴,଴଴଴ି₨ଵହ,଴଴,଴଴଴

₨଺଴,଴଴,଴଴଴
 

=  ₨ସଽ,଴଴,଴଴଴

₨଺଴,଴଴,଴଴଴ 
 

= 0.816 Times 
 Interpretation: Inventory turns over approximately 0.82 times per year, 

indicating slow movement (Vaghela & Shah, 2023a) (Vaghela & Shah, 
2023b).  

 Recommendation: Enhance the demand forecast and reduce lead times. 
Adopt just-in-time inventory practices that will minimize excess stock 
and improve inventory turnover (Vasveliya & Vidani, 2019) (Vaishnav, 
Rathod & Vidani, 2024). 

Inventory Turnover (Total) = େ୓ୋୗ ( ୭୮ୣ୬ ୱ୲୭ୡ୩ା୮୳୰ୡ୦ୟୱୣିୡ୪୭ୱୣ ୱ୲୭ୡ୩)

ୟ୴ୣ୰ୟ୥ୣ ୧୬୴ୣ୬୲୭୰୷
                                        

        =  ₨ଶ଴,଴଴,଴଴଴ା₨ଶ,ସ଴,଴଴଴ି₨ଵହ,଴଴,଴଴଴

₨ଶହ,଴଴,଴଴଴
 

  =  ₨଻,ସ଴,଴଴଴

₨ଶହ,଴଴,଴଴଴
 

  = 0.296 Times 
 It therefore means that it turns over less than once a year, which is an 

indication of overstocking or poor sales (Vidani, 2015) (Patel, 
Ashvinkumar & Vidani, 2024). 

 Recommendation: Perform inventory optimization, marketing to 
improve sales, and periodic reviews of best practices (Vidani, 2015) 
(Saraswat, Singh & Vidani, 2024). 

Supplier On-Time Delivery Rate = ୓୰ୢୣ୰ ୢୣ୪୧୴ୣ୰ ୭୬ ୲୧୫ୣ

୘୭୲ୟ୪ ୭୰ୢୣ୰
*100 

        = ଷ଴ୈୣୟ୪ୱ

ଷ଴ ୈୣୟ୪ୱ
*100 

        = 100% 
 Interpretation: Suppliers deliver all orders on time, so the supply chain 

operations are reliable (Vidani, 2015) (Solanki, Kansara & Vidani, 2024). 
 Recommendation: This standard should be upheld through building 

solid relations with the suppliers, expectation setting, and having 
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alternative plans for probable disruptions (Maru, Parmar & Vidani, 
2024). 

Cost Per Unit  = ୊୧୶ୣୢ ୡ୭ୱ୲ା ୴ୟ୰୧ୟୠ୪ୣ ୡ୭ୱ୲ 

୘୭୲ୟ୪ ୒୓ ୭୤ ୳୬୧୲ ୮୰୭ୢ୳ୡୣୢ
 

   = ₨ଵଷ,଴଴,଴଴଴ା₨ଶ,଴଴,଴଴଴

ହ଴଴଴ ୙୬୧୲ୱ
 

   = ₨ଵହ,଴଴,଴଴଴

ହ଴଴଴ ୙୬୧୲ୱ
 

= ₨3000 
 Interpretation: This means the cost of production per unit is ₨3,000 

(Aghara, Raiyani & Vidani, 2024). 
 Recommendation: Negotiate better terms from the suppliers, improve 

production efficiency, and reduce wastes in the manufacturing process 
(Mekhiya, Prajapati & Vidani, 2024).  

Order Accuracy = ୘୭୲ୟ୪ ୒୭ ୭୤ ୭୰ୢୣ୰ୱ ୤୳୪୤୧୪୪ ୟୡୡ୳୰ୟ୲୪୷

୘୭୲ୟ୪ ୒୭ ୭୤ ୭୰ୢୣ୰ୱ
*100 

      = ଷ଴ ୓୰ୢୣ୰ୱ

ଷ଴ ୓୰ୢୣ୰ୱ
 

   = 100% 
 Interpretation: All orders are accurately filled, which indicates an 

extremely efficient order fulfillment process (Ganatra, Kalal & Vidani, 
2024). 

 Recommendation: The students recommended maintenance of accuracy 
through stringent quality control, effective order management systems, 
and training of employees (Bavarava, Sudarshan & Vidani, 2024). 

Conversation Rate = ୒୭.୭୤ ୡ୭୬୴ୣ୰ୱୟ୲୧୭୬

୘୭୲ୟ୪ ୐ୣୟୢ
*100 

          = ହ଴ ୈୣୟ୪ୱ

ହ଴଴ ୐ୣୟୢୱ
 

       = 10% 
 Interpretation: The conversion rate is 10%; for every 10 leads, 1 is 

converted into a sale (Gupta, Patel & Vidani, 2024). 
 Recommendation: Enhance conversion rates through improved lead 

qualification and sales training processes, while improving the customer 
experience for more conversions (Pathan, Makwana & Vidani, 2024). 

  
CONCLUSIONS AND RECOMMENDATIONS 

In reviewing MYBAE's business performance and strategic direction, it is clear 
that the company has used a variety of key performance indicators (KPIs) to gain 
a solid understanding of its market position and operational efficiency (Vidani, 
2016) (Jain, Vora & Vidani, 2024). These KPIs play an important role in improving 
sales performance, optimizing costs and increasing customer satisfaction 
(Vidani, 2016) (Mujiburrehman, Ravi & Vidani, 2024). MYBAE's product 
diversification and differentiation strategy enables the company to meet a wide 
range of customer needs, from daily use to professional business and travel 
arrangements (Vidani, 2016) (Patel, Patel & Vidani, 2024). This diverse collection 
is complemented by a strong commitment to quality and service excellence, 
which translates into customer loyalty and positive reviews (Vidani, 2016) 
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(Rajput, Gulammustufa & Vidani, 2024). The company also focuses on innovative 
design and performance to ensure its products are effective and attractive in the 
fast-changing fashion industry (Vidani, 2018a)(Vidani, 2018b)(Vidani, 2018c). 

The growing corporate and personal supply provides a valuable market share 
that MYBAE can leverage by offering customized solutions and pricing for book 
orders (Vidani, 2019) (Vidani, 2020). In addition, the digital revolution and the 
growth of e-commerce provide a great opportunity for MYBAE to expand its 
reach and increase sales through a strong online platform and digital marketing 
strategy (Vidani, 2022) (Prajapati, Sisodiya & Vidani, 2024). Sustainable 
initiatives distinguish MYBAE as an environmental brand, providing a way to 
satisfy the growing number of environmentally conscious consumers (Vidani & 
Das, 2021) (Pandya, Mandaliya & Vidani, 2024). Despite these strengths, MYBAE 
faces many challenges (Vidani & Dholakia, 2020). Small physical structures and 
small equipment sizes limit the company's ability to scale operations and manage 
volumes efficiently (Vidani & Pathak, 2016). These restrictions can delay the 
fulfilment of large orders and the development of new products, affecting 
customer satisfaction and operational efficiency (Vidani & Plaha, 2016a) (Vidani 
& Plaha, 2017). Intense competition and economic instability in the financial 
sector are serious threats, as the intensity of pricing strategies and changes in 
consumer spending may affect MYBAE's market share and profitability (Vidani 
& Solanki, 2015) (Vidani & Singh, 2017). 

KPI analysis provides important information about the operational status and 
health of MYBAE (Vidani, Chack & Rathod, 2017). The customer acquisition cost 
(CAC) is ₹10,000, which represents the investment required to attract a new 
customer (Vidani et al., 2023a) (Vidani et al., 2023b) (Vidani et al., 2023c). A low 
CAC indicates an effective marketing strategy that is critical to continued growth 
(Vidani, Jacob & Patel, 2019). A sales cycle of 0.74 days per transaction shows a 
very efficient sales process, leading to faster revenue generation. Also, the cost 
per lead of ₹ 2,083 shows the effectiveness of the company's marketing efforts 
(Dinodiya & Vidani, 2023).Revenue growth of 36.36% indicates strong expansion 
and increases MYBAE's ability to increase its market share and revenue base 
(Chourasiya, Zala & Vidani, 2023). At 20% of net income, the company retains a 
large portion of its income as profit, showing strong financial health (Gohel, 
Yadav & Vidani, 2023). A monthly recurring revenue (MRR) of ₹ 2, 50,000 
represents a predictable income, which is important for financial stability and 
planning (Ghoghabori, Maheshwari & Vidani, 2023) (Alkhizar & Vidani, 2024). 
These findings are multifaceted (Ajudiya, Patel & Vidani, 2023). To address 
deficiencies in physical structure and team size (Hansora, Khokhra & Vidani, 
2023), MYBAE should consider investing in a larger facility and hiring additional 
talent (Jha, Bhatt & Vidani, 2023). This will improve the company's operational 
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capabilities, allowing it to better meet needs (Surani, Keshwala & Vidani, 2024). 
In addition, diversifying your product range and exploring new market 
segments such as organic products will help you reduce risks arising from strong 
competition and economic fluctuations (Amlani, Raval & Vidani, 2024). 

Digital transformation will be a key focus for MYBAE as it increasingly moves 
to online shopping (Verma, Purohit & Vidani, 2024). Investing in an e-commerce 
platform and strengthening your digital marketing efforts can not only boost 
your brand but also increase sales growth (Sengar, Patel & Vidani, 2024). 
Additionally, expanding into the corporate market in the future and offering 
additional options will sustain revenue and strengthen MYBAE's market share 
(Oza, Shah & Vidani, 2024). At last, MYBAE is well positioned to capitalize on its 
strengths and opportunities while addressing its weaknesses and mitigating its 
threats through strategic initiatives (Panchal, Sodha & Vidani, 2024). A 
comprehensive analysis of KPIs provides important information to guide the 
strategic direction of your business, to ensure sustainable growth and 
profitability (Vivek & Vidani, 2024). MYBAE's focus on improving operational 
efficiency, increasing market share and leveraging digital innovation will enable 
it to continue its success and achieve its ambitious financial goals (Dhruti, Tajpara 
& Vidani, 2024). The company's commitment to quality, innovation and customer 
satisfaction will continue to drive competitive advantage in the dynamic luggage 
industry (Patel, Mansuri & Vidani, 2024). 

 
REFERENCES 
A Case Study of CRM Practices at Puma Outlet in Ahmedabad city of Gujarat. 

International Journal of Integrated Science and Technology, 2(4). Retrieved 
from 
https://journal.multitechpublisher.com/index.php/ijist/article/view/17
38 

Aghara, K., Raiyani, V., & Vidani, J. (2024). To study the consumer perception on 
purchase behaviour towards Reliance Trends in Rajkot City. Journal of 
Advanced Research in Operational and Marketing Management, 9(1). 
https://adrjournalshouse.com/index.php/Journal-QualityControl-
Mgt/article/view/1971 

Ajudiya, M., Patel, M., & Vidani, J. (2023). Beyond fashion: Unveiling the tapestry 
of consumer satisfaction with Pantaloon's female apparel in Ahmedabad. 
Journal of Advanced Research in Public Policy and Administration, 5(2). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1787 

Ajudiya, M., Patel, M., & Vidani, J. (2023). Beyond fashion: Unveiling the tapestry 
of consumer satisfaction with Pantaloon's female apparel in Ahmedabad. 
Journal of Advanced Research in Public Policy and Administration, 5(2). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1787 



Darshan, Vidani  

456 
 

Alkhizar, M., & Vidani, J. (2024). Exploring the factors influencing consumer 
buying behavior of LG products: A comprehensive study. Journal of 
Advanced Research in Economics and Business Management, 6(2). 
https://adrjournalshouse.com/index.php/Journal-Economics-
BusinessMgt/article/view/1825 

Alkhizar, M., & Vidani, J. (2024). Exploring the factors influencing consumer 
buying behaviour of LG products: A comprehensive study. Journal of 
Advanced Research in Economics and Business Management, 6(2). 
https://adrjournalshouse.com/index.php/Journal-Economics-
BusinessMgt/article/view/1825 

Amlani, K., Raval, R., & Vidani, J. (2024). To study the increase in usage of digital 
marketing in the current business era. Journal of Advanced Research in 
Business Law and Technology Management, 7(1). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1949 

Bansal, A., Pophalkar, S., & Vidani, C. (2023). A Review of Ed-Tech Sector in 
India. International Journal of Management Analytics (IJMA), 1(1), 63-84. 

Bariya, M., Vidani, J. (2023). Analyzing Market Share: A Comparative Study of 
LG and Samsung Electronics in Ahmedabad. International Journal of 
Management and Commerce Innovations. Retrieved from 
https://ijmci.in/index.php/ijci/article/view/146 

Bavarava, A., Sudarshan, & Vidani, J. (2024). The impact of music on mood and 
emotion: A comprehensive analysis. Journal of Advanced Research in 
Journalism and Mass Communication, 11(1&2). 
https://adrjournalshouse.com/index.php/Journalism-
MassComm/article/view/1951 

Bhatt, T., Vadher, P., & Vidani, J. (2023). A Study On Usage Of Variyas Online 
Payment Apps By The People Living In Ahmedabad City. International 
Journal of Business and Management Practices (IJBMP), 1(1), Article 39. 
https://doi.org/10.59890/ijbmp.v1i1.1314 

Bhatt, T., Vadher, P., & Vidani, J. (2024). A study on usage of various online 
payment apps by the people living in Ahmedabad City. Journal of 
Advanced Research in Business Law and Technology Management, 7(1). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1945 

 Bhatt, V., Patel, S., & Vidani, J.  (2017, February). START-UP INDIA: A ROUGH 
DIAMOND TO BE POLISHED. National Conference on Startup India: 
Boosting Entrepreneurship (pp. 61-67). Pune: D.Y. Patil University Press. 

Biharani, S., & Vidani, J. N. (2018). ENTREPRENEURSHIP: CAREER 
OPPORTUNITY HAS NO GENDER DISCRIMINATION. Compendium of 
Research Papers of National Conference 2018 on Leadership, Governance 
and Strategic Management: Key to Success (pp. 101-104). Pune: D. Y Patil 
University Press. 

 Chalplot, D., Jagetiya, S., Vidani, J. (April 2024). Golden Arches of Success: 
Enhancing Customer Relationship Management at McDonald's, Wide 
Angle, Ahmedabad. International Journal of Educational and Life Sciences, 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  457 
 

2(4). Retrieved from 
https://journal.multitechpublisher.com/index.php/ijels/article/view/17
31 

Chaudhary, N., Patel, V., & Vidani, C. J. (2023). A Review of Non-Technical 
Training Programmes Conducted by Corporate Trainers for IT Companies. 
International Journal of Management Analytics (IJMA), 1(1), 85-110. 

Chourasiya, A., Zala, K., & Vidani, J. (2023). Unveiling discrepancies: 
Investigating disparities between anticipated and realized customer 
satisfaction with LG products in Ahmedabad. International Journal of Law, 
Human Rights and Constitutional Studies, 5(2). 
http://thejournalshouse.com/index.php/IntlJ-Law-Humanrights-
Consstudy/article/view/922 

Chourasiya, A., Zala, K., & Vidani, J. (2023). Unveiling discrepancies: 
Investigating disparities between anticipated and realized customer 
satisfaction with LG products in Ahmedabad. International Journal of Law, 
Human Rights and Constitutional Studies, 5(2). 
http://thejournalshouse.com/index.php/IntlJ-Law-Humanrights-
Consstudy/article/view/922 

Devani, P., Gandhi, R., & Vidani, J. (2024). Survey on differences in opinion on 
healthy and junk food between Gen. Y and Gen. Z. International Journal of 
Natural and Health Sciences, 2(1), Article 54. 
https://doi.org/10.59890/ijnhs.v2i1.1179 

Dhere, S., Vidani, J.  & Solanki, H. V. (2016). A SURVEY ON THE TOWARDS 
SATISFATION LEVEL OF THE CUSTOMER SHOPPING MALL'S: AN 
ANALYTICAL STUDY. International Multidisciplinary Journal Think 
Different, 3(24), 45-50. 

Dhruti, R., Tajpara, H., & Vidani, J. (2024). Factors influencing consumer 
satisfaction on popular social networks. Journal of Advanced Research in 
Public Policy and Administration, 6(1). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1959 

Dinodiya, B. K., & Vidani, J. (2023). Exploring consumer perceptions: A 
comparative analysis of Pantaloons and Zudio in Ahmedabad's retail 
landscape. Journal of Advanced Research in Operational and Marketing 
Management, 6(2). https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1783 

Dinodiya, B. K., & Vidani, J. (2023). Exploring consumer perceptions: A 
comparative analysis of Pantaloons and Zudio in Ahmedabad's retail 
landscape. Journal of Advanced Research in Operational and Marketing 
Management, 6(2). https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1783 

Dinodiya, B. K., Jodoun, V. V., & Vidani, J. (2024). To study the impact of brand 
engagement on customer satisfaction for Flipkart e-commerce services 
among people living in Ahmedabad City. Journal of Advanced Research in 
Business Law and Technology Management, 7(1). 



Darshan, Vidani  

458 
 

https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1946 

Dinodiya, B. K., Jodoun, V. V., & Vidani, J. (2024). To study the impact of brand 
engagement on customer satisfaction for Flipkart e-commerce services 
among people living in Ahmedabad City. International Journal of 
Educational and Life Sciences, 2(4). 
https://journal.multitechpublisher.com/index.php/ijels/article/view/17
3 

Dodiya, G., Dudhat, D., & Vidani, J. (2024). To study the impact of online fraud 
and scams on online purchasing behavior of consumers in Ahmedabad city. 
International Journal of Applied Economics, Accounting and Management 
(IJAEAM), 2(2), Article 41. https://doi.org/10.59890/ijaeam.v2i2.1240 

Dodiya, G., Dudhat, D., & Vidani, J. (2024). To study the impact of online fraud 
and scams on online purchasing behaviour of consumers in Ahmedabad 
City. International Journal of Law, Human Rights and Constitutional 
Studies, 6(1). http://thejournalshouse.com/index.php/IntlJ-Law-
Humanrights-Consstudy/article/view/1062 

 Doshi, D., Gajera, M., & Vidani, J. (2023). To study the consumer perception 
towards wedding planners among residents of Ahmedabad city. 
International Journal of Business and Management Practices (IJBMP), 2(1). 
https://doi.org/10.59890/ijbmp.v2i1.1214 

Ganatra, A., Kalal, P., & Vidani, J. (2024). The evolution of fashionable products 
in online retailing with the focus on Amazon and Flipkart. Journal of 
Advanced Research in Operational and Marketing Management, 9(1). 
https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1974 

Gandhi, R., Devani, P., & Vidani, J. (2024). Understanding the health and healthy 
food preferences of Generation Y and Z. Journal of Advanced Research in 
Entrepreneurship, Innovation & SMES Management, 7(1). 
https://adrjournalshouse.com/index.php/Journal-Entrepreneurship-
SMEMgt/article/view/1965 

Ghoghabori, M. F., Maheshwari, H., & Vidani, J. (2023). Performance evaluation 
and consumer preference analysis of LG and Aquaguard water purifiers in 
Ahmedabad City. Journal of Advanced Research in Entrepreneurship, 
Innovation & SMES Management, 6(2). 
https://adrjournalshouse.com/index.php/Journal-Entrepreneurship-
SMEMgt/article/view/1792 

Ghoghabori, M. F., Maheshwari, H., & Vidani, J. (2023). Performance evaluation 
and consumer preference analysis of LG and Aqua Guard water purifiers 
in Ahmedabad city. Journal of Advanced Research in Entrepreneurship, 
Innovation & SMES Management, 6(2). 
https://adrjournalshouse.com/index.php/Journal-Entrepreneurship-
SMEMgt/article/view/1792 

Gohel, B., Yadav, V., & Vidani, J. (2023). A Study on Customer Satisfaction for 
Cakes of Monginis & TGB in Ahmedabad city. International Journal of 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  459 
 

Business and Management Practices (IJBMP), 1(1), Article 86. 
https://doi.org/10.59890/ijbmp.v1i1.1424 

Gohel, B., Yadav, V., & Vidani, J. (2023). Enhancing dealer satisfaction: Assessing 
durability and business support of LG products in Ahmedabad. Journal of 
Advanced Research in Service Management, 6(2). 
https://adrjournalshouse.com/index.php/Journal-
ServiceManagement/article/view/1789 

Gohel, B., Yadav, V., Vidani, J. (2023). Enhancing Dealer Satisfaction: Assessing 
Durability and Business Support of LG Products in Ahmedabad. Journal of 
Advanced Research in Service Management. Retrieved from 
https://adrjournalshouse.com/index.php/Journal-
ServiceManagement/article/view/1789 

Gosiya, P., Parekh, D., Vidani, J. (2024). Personalizing Customer Connections: 
Optimizing CRM Strategies in Levi's Retail Outlet in Ahmedabad city of 
Gujarat. International Journal of Integrated Science and Technology, 2(4). 
Retrieved from 
https://journal.multitechpublisher.com/index.php/ijist/article/view/17
39 

 Gupta, K., Patel, P., & Vidani, J. (2024). A study on consumer attitude towards 
smoking amongst males and females of Gen Z in Ahmedabad. International 
Journal of Applied Economics, Accounting and Management (IJAEAM), 
2(1), Article 94. https://doi.org/10.59890/ijaeam.v2i1.1306 

Gupta, K., Patel, P., & Vidani, J. (2024). A study on consumer attitude towards 
smoking amongst males and females of Gen.Z in Ahmedabad. Prayukti - 
Journal of Management Applications, 4(1). 
https://bschool.dpu.edu.in/pjmaarchive.aspx 
http://doi.org/10.52814/PJMA.2024.2405 

 Hansora, K., Khokhra, S., & Vidani, J. (2023). Flowing choices: An in-depth 
comparison of LG and Kent RO water purifiers amongst consumers in 
Ahmedabad City. Journal of Advanced Research in Business Law and 
Technology Management, 6(2). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1820 

Hansora, K., Khokhra, S., & Vidani, J. (2023). Flowing choices: An in-depth 
comparison of LG and Kent RO water purifiers amongst consumers in 
Ahmedabad city. Journal of Advanced Research in Business Law and 
Technology Management, 6(2). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1820 

Jain, M., Vora, A., & Vidani, J. (2024). Survey on comparative study of consumers 
preference towards Zomato and Swiggy among Gen-Z in Ahmedabad. 
Journal of Advanced Research in Operational and Marketing Management, 
9(1). https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1972 

 Jha, V., Bhatt, H., & Vidani, J. (2023). Designing success: Analyzing the influence 
of Pantaloons retail store layout on consumer purchase intentions in 



Darshan, Vidani  

460 
 

Ahmedabad City. Journal of Advanced Research in Accounting and 
Finance Management, 5(2). 
https://adrjournalshouse.com/index.php/Journal-Accounting-
FinanceMgt/article/view/1815 

Jha, V., Bhatt, H., & Vidani, J. (2023). Designing success: Analyzing the influence 
of Pantaloons retail store layout on consumer purchase intentions in 
Ahmedabad city. Journal of Advanced Research in Accounting and Finance 
Management, 5(2). https://adrjournalshouse.com/index.php/Journal-
Accounting-FinanceMgt/article/view/1815 

Joshi, A., Saxena, S., & Vidani, J. (2023). Decoding the Digital Banking Horizon: 
Exploring the Dynamics with Bank of Baroda as the Focal Point. 
International Journal of Social Science and Innovation (IJSSI), 1(1), Article 
88. https://doi.org/10.59890/ijssi.v1i1.1498 

Joshi, A., Saxena, S., & Vidani, J. (2024). Decoding the Digital Transformation: A 
Comprehensive Study of Digital Banking in India with Emphasis on Punjab 
National Bank. International Journal of Social Science and Innovation 
(IJSSI), 2(1), Article 92. https://doi.org/10.59890/ijssi.v2i1.1523 

Joshi, A., Saxena, S., & Vidani, J. (2024). Digital Banking Revolution: Unveiling 
the Transformative Landscape with a Spotlight on State Bank of India. 
International Journal of Social Science and Innovation (IJSSI), 2(1), Article 
93. https://doi.org/10.59890/ijssi.v2i1.1522 

Joshi, A., Saxena, S., & Vidani, J. (2024). Revolutionizing Finance: Unveiling the 
Digital Banking Terrain in India with a Focus on ICICI Bank. International 
Journal of Social Science and Innovation (IJSSI), 2(1), Article 91. 
https://doi.org/10.59890/ijssi.v2i1.1525 

Joshi, K., Memon, A., & Vidani, J. (2024). Digital Marketing: A boon for the 
current business era. International Journal of Business and Management 
Practices (IJBMP), 2(1), Article 61. 
https://doi.org/10.59890/ijbmp.v2i1.1229 

Kadvani, H., Ghasadiya, D., & Vidani, J. (2024). Impact of large language model 
on Indian economy. International Journal of Law, Human Rights and 
Constitutional Studies, 6(2). 
http://thejournalshouse.com/index.php/IntlJ-Law-Humanrights-
Consstudy/article/view/1065 

Kalal, M., Odedra, J., & Vidani, J. (2024). Survey on the usage of e-banking 
facilities among Generation Y and Generation Z in Ahmedabad. Journal of 
Advanced Research in Operational and Marketing Management, 7(1). 
https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1973 

Kaneria, G., Shah, D., Gautam, J., Vidani, J. (2024). Enhancing Customer 
Relationship Management in Retail: A Case Study of Reliance Trends. 
International Journal of Educational and Life Sciences, 2(4). Retrieved from 
https://journal.multitechpublisher.com/index.php/ijels/article/view/17
30 

Ladhava, V. H., Patadia, A. R., & Vidani, J. (2024). A comparative analysis of user 
experience and satisfaction on Zomato and Swiggy among residents of 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  461 
 

Gujarat state. International Journal of Social Science and Innovation (IJSSI), 
2(1). https://doi.org/10.59890/ijssi.v2i1.1239 

 Lodhiya, H., Jangid, Y., & Vidani, J. (2023). A study of loyalty programs on 
customer engagement for Bluestone Jewellery and Lifestyle Pvt Ltd. with 
special reference to the Shivranjani store in Ahmedabad city. International 
Journal of Business and Management Practices (IJBMP), 1(1), Article 85. 
https://doi.org/10.59890/ijbmp.v1i1.1443 

Mala, Vidani, J. & Solanki, H. V. (2016). GREEN MARKETING-A NEw WAY OF 
MARKETING: A REVIEW APPROACH. International Multidisciplinary 
Journal Think Different, 3(24), 40-44. 

Mansinh, C. R., & Gunvantbhai, V. J. (2024). Problems faced by visitors while 
visiting historical places in Ahmedabad. International Journal of Law, 
Human Rights and Constitutional Studies, 6(1). 
http://thejournalshouse.com/index.php/IntlJ-Law-Humanrights-
Consstudy/article/view/1063 

       Maru, R., Parmar, N., & Vidani, J. (2024). An in-depth analysis of security and 
privacy features: Android vs Apple. Journal of Advanced Research in 
Public Policy and Administration, 6(1). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1958 

Mekhiya, P., Prajapati, H., & Vidani, J. (2024). AI: A boon to social media 
marketing. Journal of Advanced Research in Economics and Business 
Management, 7(1). https://adrjournalshouse.com/index.php/Journal-
Economics-BusinessMgt/article/view/1942 

Mer, K., Gothadiya, K., & Vidani, J. (2024). To study on comparative analysis of 
Amazon and Flipkart in reliability and delivery time in Ahmedabad city. 
International Journal of Business and Management Practices (IJBMP), 2(1), 
Article 37. https://doi.org/10.59890/ijbmp.v2i1.1216 

Modi, R., Harkani, N., Radadiya, G., & Vidani, J. (2016). Startup India: Even 
Diamonds start as Coal. NTERNATIONAL JOURNAL FOR INNOVATIVE 
RESEARCH IN MULTIDISCIPLINARY FIELD, 2(8), 111-116. 

Mujiburrehman, L., Ravi, L., & Vidani, J. (2024). Impact of social media marketing 
on brand awareness of watches in Ahmedabad City. Journal of Advanced 
Research in Public Policy and Administration, 6(1). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1957 

 Niyati, B., & Vidani, J. (2016). Next Generation Children: Smarter or Faster. 
NTERNATIONAL JOURNAL FOR INNOVATIVE RESEARCH IN 
MULTIDISCIPLINARY FIELD, 2(7), 110-114. 

Odedra, K., Rabadiya, B., & Vidani, J. (2018). AN ANALYSIS OF IDENTIFYING 
THE BUSINESS OPPORTUNITY IN AGRO and CHEMICAL SECTOR - 
WITH SPECIAL REFERENCE TO AFRICAN COUNTRY UGANDA. 
Compendium of Research Papers of National Conference 2018 on 
Leadership, Governance and Strategic Management: Key to Success (pp. 96-
100). Pune: D.Y Patil University Press. 



Darshan, Vidani  

462 
 

Oza, L., Shah, S., & Vidani, J. (2024). A study on consumer satisfaction towards 
Allen Solly apparels in Ahmedabad city. Journal of Advanced Research in 
Service Management, 7(1). 
https://adrjournalshouse.com/index.php/Journal-
ServiceManagement/article/view/1954 

Panchal, S., Sodha, S., & Vidani, J. (2024). Online social comparison and its effect 
on self-esteem and mental health. Journal of Advanced Research in Service 
Management, 7(1). https://adrjournalshouse.com/index.php/Journal-
ServiceManagement/article/view/1952 

Pandya, J., Skhereliya, S., & Vidani, J. (2024). To study of students' preferences 
towards overseas studies in Ahmedabad city. International Journal of Social 
Science and Innovation (IJSSI), 2(1), Article 52. 
https://doi.org/10.59890/ijssi.v2i1.1237 

Pandya, N., Mandaliya, K., & Vidani, J. (2024). A comparative analysis of user 
experience and satisfaction on Zomato and Swiggy in Ahmedabad and 
Rajkot city. Prayukti - Journal of Management Applications, 4(1). 
https://bschool.dpu.edu.in/pjmaarchive.aspx 
http://doi.org/10.52814/PJMA.2024.2404 

Patel, J. J., Ashvinkumar, R. P., & Vidani, J. (2024). Assessing labor force rights 
and welfare schemes in India under labor legislation. International Journal 
of Law, Human Rights and Constitutional Studies, 6(1). 
http://thejournalshouse.com/index.php/IntlJ-Law-Humanrights-
Consstudy/article/view/1064 

Patel, S., Patel, J., & Vidani, J. (2024). Psychological and sociocultural influences 
on pre-purchase behavior in the pre-owned car market. Journal of 
Advanced Research in Public Policy and Administration, 6(1). 
https://adrjournalshouse.com/index.php/Journal-PublicPolicy-
Administrat/article/view/1960 

Patel, T., Chauhan, K., & Vidani, J. (2024). A study on the effects of ads on the 
mental health of children. Journal of Advanced Research in Quality Control 
and Management, 9(1). 
https://adrjournalshouse.com/index.php/Journal-QualityControl-
Mgt/article/view/1968 

 Patel, T., Mansuri, S., & Vidani, J. (2024). To study the fluctuation of share prices 
of Maruti-Suzuki and Tata Motors during Indian festival season. Prayukti - 
Journal of Management Applications, 4(1). 
https://bschool.dpu.edu.in/pjmaarchive.aspx 
http://doi.org/10.52814/PJMA.2024.2403 

Patel, V., Chaudhary, N., & Vidani, C. J. (2023). A Study on Awareness of Various 
Non-Technical Training Programmes Conducted by Corporate Trainers for 
IT Companies in Ahmedabad. International Journal of Management 
Analytics (IJMA), 1(1), 111-132. 

Pathak, K. N., & Vidani, J.  (2016). A SURVEY ON THE AWARENESS 
SATISFACTION AS WELL ASTO KNOW THE LEVELoF OF THE ONLINE 
SHOPPING AMONG THE PEOPLE OF AHMADABAD CITY. Governance 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  463 
 

in E-commerce: Contemporary Issues & Challenges (pp. 261-275). 
Ahmedabad: GTU. 

Pathan, A. K., Makwana, A., & Vidani, J. (2024). A survey on comparative study 
of customer behaviour in online and offline purchase of electronic items in 
Ahmedabad. Journal of Advanced Research in Public Policy and 
Administration, 6(1). https://adrjournalshouse.com/index.php/Journal-
PublicPolicy-Administrat/article/view/1956 

Pradhan, U., Tshogay, C., & Vidani, J.  (2016, July). Short Messages: Its Effect on 
Teenager's Literacy and Communication. NTERNATIONAL JOURNAL 
FOR INNOVATIVE RESEARCH IN MULTIDISCIPLINARY FIELD, 2(7), 
115-120. 

Prajapati, S., Vidani, J. (2023). Analyzing Corporate Social Responsibility: A 
Comparative Study of LG and Samsung Electronics in Ahmedabad. 
International Journal of Management and Commerce Innovations. 
Retrieved from https://ijmci.in/index.php/ijci/article/view/153 

Prajapati, U., Sisodiya, B., & Vidani, J. (2024). Blockchain and cryptocurrency: 
Emerging trends in digital payment technologies. Journal of Advanced 
Research in Accounting and Finance Management, 6(1). 
https://adrjournalshouse.com/index.php/Journal-Accounting-
FinanceMgt/article/view/1937 

  Rajput, S., Gulammustufa, M., & Vidani, J. (2024). Why 90% of stock market 
traders are in loss? Journal of Advanced Research in Accounting and 
Finance Management, 6(1). 
https://adrjournalshouse.com/index.php/Journal-Accounting-
FinanceMgt/article/view/1939 

Rakholiya, M., Ramani, R., & Vidani, J. (2024). Comparative Study of Online vs. 
Offline Buying Behavior of Consumer for Grocery Product in Surat. 
International Journal of Social Science and Innovation (IJSSI), 2(1), Article 
56. https://doi.org/10.59890/ijssi.v2i1.1238 

Rakholiya, M., Ramani, R., & Vidani, J. (2024). Comparative study of online vs. 
offline buying behavior of consumer for grocery product in Surat. Journal 
of Advanced Research in Economics and Business Management, 7(1). 
https://adrjournalshouse.com/index.php/Journal-Economics-
BusinessMgt/article/view/1941 

Rathod, H. S., Meghrajani, D. I., & Vidani, J. (2022). Influencer Marketing: A New 
Marketing Communication Trend. Shodhsamhita, VIII(12(II)), 155-167. 

Rathod, M., Vidani, J. (2023). Analyzing Distribution Strategies: A Comparative 
Study of LG and Samsung Electronics in Ahmedabad. International Journal 
of Management and Commerce Innovations. Retrieved from 
https://ijmci.in/index.php/ijci/article/view/142 

Sachaniya, C., Vora, H., & Vidani, J. (2019). A Study on Identifying the Gap 
between Expected service and Actual Service with Special Reference to Suk 
Sagar Gir Resort, Sasan. In P. Rijwani, S. Shome, & D. Danak (Ed.), 
BUSINESS, ECONOMY AND ENVIRONMENT: CORPORATE 
PERSPECTIVES (pp. 162-169). Ahmedabad: Himalaya Publishing House 
Pvt. Ltd. 



Darshan, Vidani  

464 
 

Saraswat, D., Singh, Y., & Vidani, J. (2024). Consumer awareness and purchasing 
behaviour of fast-food products in urban and rural stores: A comparison. 
Journal of Advanced Research in Economics and Business Management, 
7(1). https://adrjournalshouse.com/index.php/Journal-Economics-
BusinessMgt/article/view/1943 

Saxena, M., & Vidani, J. (2023). MBA Chai Wala. In M. R. Dixit, S. Bist, & S. Shah, 
Searching Alternativies (pp. 22-32). Ahmedabad: Routledge - imprint of 
Taylor & Francis group. 

Saxena, S., Joshi, A., & Vidani, J. (2023). Revolutionizing Finance: Navigating the 
AXIS of Digital Banking in India. International Journal of Social Science and 
Innovation (IJSSI), 1(1), Article 89. https://doi.org/10.59890/ijssi.v1i1.1499 

Saxena, S., Joshi, A., & Vidani, J. (2024). Digital Banking Pioneers: A 
Comprehensive Exploration of India's Financial Frontier with HDFC Bank. 
International Journal of Social Science and Innovation (IJSSI), 2(1), Article 
90. https://doi.org/10.59890/ijssi.v2i1.1524 

Sengar, V., Patel, D., & Vidani, J. (2024). Study of online purchase behaviour of 
millennials and Gen Z for non-branded apparels from Amazon specifically 
focusing on Ahmedabad city. Journal of Advanced Research in Operational 
and Marketing Management, 9(1). 
https://adrjournalshouse.com/index.php/Journal-
OperationalMarketing-Mgt/article/view/1975 

Shah, K., Detroja, B., & Vidani, J. (2024). Consumer attitudes and preferences 
regarding the streaming services towards Disney+ and Netflix in 
Ahmadabad City. Journal of Advanced Research in HR and Organizational 
Management, 11(1&2). https://adrjournalshouse.com/index.php/Journal-
HumanResourcesOrg/article/view/1977 

Shah, R., & Vaghela, A. (2023). Blockchain Technology in Healthcare: 
Opportunities and Challenges. Healthcare Technology Letters, 10(1), 3–8. 
https://doi.org/10.1049/htl2.12033 

Shah, R., & Vaghela, A. (2023). Telemedicine: A Comprehensive Review of 
Current Trends and Future Directions. Journal of Healthcare Engineering, 
2023, 1–10. https://doi.org/10.1155/2023/5632489 

Shaikh, A., Saiyed, R., & Vidani, J. (2024). Survey on Consumer Preference: 
Google Pay V/S Paytm in Ahmedabad city. International Journal of 
Sustainable Social Science (IJSSS), 2(1), Article 55. 
https://doi.org/10.59890/ijsss.v2i1.1375 

Sharma, S., & Vidani, C. J. (2023). To Study the Consumer Attitude Towards 
Purchase Intention of Online Courses on Udemy Using Co-Relation with 
Reference to English Speaking and Excel Among Gen-Z in Ahmedabad. 
International Journal of Management Analytics (IJMA), 1(1), 193-212. 

Sharma, S., & Vidani, C. J. (2023). To Study the Consumer Attitude Towards 
Purchase Intention of Online Courses on Udemy Using Regression with 
Reference to English Speaking and Excel Among Gen-Z in Ahmedabad. 
International Journal of Management Analytics (IJMA), 1(2), 213-234. 

Singh, A., Nandy, R., Vidani, J. (2024). Enhancing Customer Relationships: A 
Case Study of CRM Practices at City Square Mart in Ahmedabad city of 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  465 
 

Gujarat State. International Journal of Integrated Science and Technology, 
2(4). Retrieved from 
https://journal.multitechpublisher.com/index.php/ijist/article/view/17
37 

Singh, P. K., & Vidani, J. (2016). PROBLEMS AND PROSPECTS OF 
AGRICULTURE MARKETING IN INDIA. International Multidisciplinary 
Journal Think Different, 3(22), 9-16. 

Singh, P. K., Vidani, J.  & Nagoria, V. S. ( 2016). Waste Management: Inspire 
Today for A Better Tomorrow. Journal of Basic and Applied Engineering 
Research, 3(10), 921-926. 

Solanki, H. V., & Vidani, J. (2016). A NEW ERA OF E-VYAPAR IN 21ST 
CENTURY: A REVIEW APPROACH. INTERNATIONAL JOURNAL OF 
MULTIDISCIPLINARY EDUCATIONAL RESEARCH, 5(11(2)), 61-77. 

Solanki, N., & Vidani, J. (2016). THE STUDY LEGAL ASPECTS OF TRADE IN 
ETHIOPIA. ZENITH International Journal of Multidisciplinary Research, 
6(1), 226-284. 

Solanki, S., Kansara, D., & Vidani, J. (2024). A study on consumer preferences 
towards online podcasts service in Ahmedabad. Journal of Advanced 
Research in Journalism and Mass Communication, 11(1&2). 
https://adrjournalshouse.com/index.php/Journalism-
MassComm/article/view/1950 

Sukhanandi, S., Tank, D., & Vidani, J. (2018). ANALYSIS OF THE IMPACT OF 
WORK LIFE BALANCE ON WORKING WOMEN LEADER IN INDIA. 
National Conference 2018 on Leadership, Governance and Strategic 
Management: Key toSuccess (pp. 77-80). Pune: D.Y.Patil University Press. 

Surani, D., Keshwala, K., & Vidani, J. (2024). A comparative study on the usage 
of Instagram and Snapchat mobile applications among residents of 
Ahmedabad city. Journal of Advanced Research in Entrepreneurship, 
Innovation & SMES Management, 7(1). 
https://adrjournalshouse.com/index.php/Journal-Entrepreneurship-
SMEMgt/article/view/1964 

Vaghela, A., & Shah, R. (2023). Artificial Intelligence in Healthcare: A Review of 
Current Applications and Future Trends. Journal of Healthcare 
Engineering, 2023, 1–15. https://doi.org/10.1155/2023/7592516 

Vaghela, A., & Shah, R. (2023). Internet of Medical Things (IoMT): Applications, 
Challenges, and Future Directions. International Journal of Advanced 
Computer Science and Applications, 14(5), 60–67. 
https://doi.org/10.14569/ijacsa.2023.0140511 

  Vaishnav, D., Rathod, J., & Vidani, J. (2024). An evaluative study on internet 
banking security perceptions and practices among bank customers in 
Ahmedabad city. International Journal of Applied Economics, Accounting 
and Management (IJAEAM), 2(2). 
https://doi.org/10.59890/ijaeam.v2i2.1241 

Vaishnav, D., Rathod, J., & Vidani, J. (2024). An evaluative study on internet 
banking security perceptions and practices among bank customers in 
Ahmedabad city. Journal of Advanced Research in Accounting and Finance 



Darshan, Vidani  

466 
 

Management, 6(1). https://adrjournalshouse.com/index.php/Journal-
Accounting-FinanceMgt/issue/view/390 

Vasveliya, M., & Vidani, J. (2019). A Study on Analyzing Gap between Expected 
and Actual Customer Satisfaction Regarding Royal Enfield's Features and 
Services. In P. Rijwani, S. Shome, & D. Danak (Ed.), BUSINESS, ECONOMY 
AND ENVIRONMENT: CORPORATE PERSPECTIVES (pp. 79-85). 
Ahmedabad: Himalaya Publishing House Pvt. Ltd. 

Verma, B., Purohit, M., & Vidani, J. (2024). A study on the rise and recent 
development in UPI (Unified Payments Interface). Journal of Advanced 
Research in Business Law and Technology Management, 7(1). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1947 

Vidani, J.  & Das, D. S. (2021). A Review on Evolution of Social Media Influencer 
Marketing: Reflection on Consumer Behaviour and Consumer’s Decision-
Making Process. Turkish Online Journal of Qualitative Inquiry (TOJQI). 
Retrieved from https://www.tojqi.net/index.php/journal/issue/view/51 

Vidani, J.  & Plaha, N. G. (2017). AGRIPRENEURSHIP: A REINCARNATION OF 
INDIAN AGRICULTURAL SECTOR. Proceedings of the International 
Conference on Enhancing Economic Productivity and Competitiveness 
through Financial and Monetary Reforms (pp. 154-159). Ahmedabad: GTU. 

Vidani, J.  (2015). THE STUDY OF INVESTMENT PATTERN OF THE PEOPLE 
OF BHAVNAGAR DISTRICT. The Indian Writer’s e – Journal, 1(1), 1-26. 

Vidani, J.  (2016). Roles of a Bhartiya Nari Vyapari: A Case study review 
Approach. International Journal of Management, IT & Engineering, 6(12), 
328-341. 

Vidani, J. & Dholakia, A. (2020). An Introspective Study on Retail Sector The 
Current Scenario in Gujarat and India. In R. B. Chauhan, Management and 
Innovation: Research Study (pp. 1-15). Kanyakumari: Cape Comorin 
Publisher. 

Vidani, J. & Pathak, K. N. (2016). A SURVEY ON AWARENESS AND 
SATISFACTION LEVEL OF THE CONSUMERS OF ONLINE GIFTING 
WITH SPECIAL REFERENCE T0 AHMADABAD CITY. Governance in E-
commerce: Contemporary Issues &Challenges (pp. 121-135). Ahmedabad: 
GTU. 

Vidani, J. & Plaha, N. G. (2016). SWACHH BHARAT: CSR INITIATIVE BY 
INDIAN CORPORATES. International Multidisciplinary Journal Think 
Different, 3(22), 44-50. 

Vidani, J. & Singh, P. K. (2017). To study the effect of marketing on awareness 
and the use of contraceptive pills in the rural areas with special Reference 
to Ahmedabad District. Services in Emerging Markets (pp. 254-265). 
Ahmedabad: Emerald. 

Vidani, J. & Solanki, N. (2015). THE STUDY OF FUNDAMENTAL CONCEPTS 
OF MANAGEMENT FOCUSING ON POSDCORB ANALYSIS - PARLE 
INDIA PVT. LTD. EXCEL International Journal of Multidisciplinary 
Management Studies, 5(12), 45-56. 



  International Journal of Business and Management Practices (IJBMP) 
Vol.2, No.4, 2024: 343-468 

                                                                                          

  467 
 

Vidani, J. (2015). “THE STUDY OF THE CONCEPTS OF PERSONALITY 
TRAITS, VALUES, SKILLS AND PERCEPTION OF 
DR.MANMOHANSINGH. The Indian Writer’ s e – Journal, 1(1), 1-14. 

Vidani, J. (2015). Self Aid Group – A Preeminent way for Bucolic Female 
Empowerment. International Journal of Advance Engineering and 
Research Development, 2(11), 351-360. 

Vidani, J. (2015). THE STUDY OF PESTLE ANALYSIS IN KERALA STATE. 
ZENITH International Journal of Multidisciplinary Research, 5(12), 33-50. 

Vidani, J. (2016). Fake Opportunities and Real Challenges of an Indian Women 
Entrepreneurs: A Review Approach. International Journal of 
Multidisciplinary Educational Research, 5(11(3)), 224-237. 

Vidani, J. (2016). IS ENTREPRENEURSHIP A GENDER BLIND (PART II). Indian 
Journal of Technical Education (IJTE) - Special Issue for ICWSTCSC-2016, 
25-33. 

Vidani, J. (2016). Rural Women Entrepreneurship: "Nari Bani Vyapari". 
International Journal of Management and Research, 1, 208-213. 

Vidani, J. (2018). Export and Import Procedures (Vol. 1). Online: Educreation 
Publishing . 

Vidani, J. (2018). MERGER AND AQUIsITIONS: A CASE FROM INDIAN 
TELECOM SECTOR VODAFONE & IDEA. Compendium of Research 
Papers of National Conference 2018 on Leadership, Governance and 
Strategic Management: Key to Success (pp. 105-108). Pune: D.Y Patil 
University Press. 

Vidani, J. (2018). Overview of Opportunities and Challenges in Marketing 
Strategies of Ecopreneurs for their Eco-Prenrurial Products in the Markets 
of Saurahtra Region. In B. UNNY, D. N. BHATT, & D. S. BHATT (Ed.), 
Transformation Through Strategic and Technological Interventions (pp. 
159-167). Ahmedabad: McGraw Hill Education (India) Private Limited. 

Vidani, J. (2019). INFLUENCER MARKETING: A NEW TREND. Nafional 
Conferenee on "Multidisciplinary Research in Socelal Seienes & 
Management Studies. 6, pp. 344-353. Pune: D.Y Patil Institute of 
Management Studies. 

Vidani, J. (2020). ROLE OF WOMEN IN AGRICULTURE SECTOR OF INDIA, 
WOMEN EMPOWERMENT & ECONOMIC DEVELOPMENT (pp. 32-47). 
Kanpur: International Publications. 

Vidani, J. (2022). Digital Marketing for Business in #hashtag era (Vol. 1). Delhi, 
India: Publishing Expert. 

Vidani, J. Chack, P. K., & Rathod, D. N. (2017). STARTUP INDIA: A 
CHALLENGING WAY OF THRONES. National Conference on startup 
India: Boosting Entrepreneurship (pp. 111-118). Pune: D. Y. Patil University 
Press. 

Vidani, J. Das, S., Meghrajani, I., & Singh, G. (2023). Influencer Marketing and 
Gendered Consumer Behavior: An Analysis of Clothing Purchases across 
Different Fashion Categories. Sodhsamhita, 137-157. 

Vidani, J. Meghrajani, I., & Siddarth, D. (2023). Unleashing the Power of 
Influencer Marketing: A Study on Millennial Consumer Behaviour and its 



Darshan, Vidani  

468 
 

Key Antecedents. JOURNAL OF EDUCATION: RABINDRA BHARATI 
UNIVERSITY, XXV(6), 99-117. 

Vidani, J., Das, S., Meghrajani, I., & Chaudasi, C. (2023). Unveiling the Influencer 
Appeal: A Gender-Centric Exploration of Social Media Follower 
Motivations. Rabindra Bharati Journal of Philosophy, 182-203. 

Vidani, J., Jacob, S., & Patel, M. (2019). MENTAL HEALTH START-UP: 
MOODCAFE. Economic Challenger: An International Journal, 21(84), 35-
42. 

Vivek, S., & Vidani, J. (2024). E-commerce supply chain efficiency: A case study 
of Amazon e-commerce company. Journal of Advanced Research in 
Business Law and Technology Management, 7(1). 
https://adrjournalshouse.com/index.php/business-law-tech-
management/article/view/1948 


