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Internal Assessment 

 

Research proposal 

Research Question: -  

Should Animesh Autocorp Pvt Ltd collaborate with Skoda India to increase its customer base? 

 

Rationale  

 

 Presently Animesh Autocorp Pvt ltd is working with Nissan India  and selling its car in cities of 

Jharkhand like Dhanbad and other neighboring cities.  Sales of the cars have been declining for the last 

two years consistently, now sales figures has been declined to 10 cars from 30 cars because Nissan 

motors has not done any product development and innovation and due to new competitors, which have 

entered the automobile market in Jharkhand.1  Now they want to procure a higher market share of 

Jharkhand’s automobile market by collaborating with Skoda India which might help to increase the 

customer base in Jharkhand as well as the profit of the company.  

Although Animesh Autocorp Pvt ltd can also consider Hyundai Motors India instead of Skoda India, it 

depends on whichever brand will help them to achieve their goal.    

Methodology  

 

Primary research:- 

 
1 Appendix 4 
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● Questionnaire will be filled by 50 local peoples which will help me to analyze the scenario of the 

market 

● The interview will be held with Mr Dipak Kumar Sanwaria, an MD of Animesh Autocorp via 

telephone due to pandemic and restriction on movement. I will use the information to know 

about Animesh Autocorp Pvt Ltd. 

●  The interview will be held with Mr. Pradip Sahni, a general manager of  Animesh Autocorp. 

The interview will help me to gather some more information about Animesh Autocorp.  

Secondary research:- 

● Analyze P&L account of Animesh Autocorp Pvt ltd which will help me to see the annual net 

profit of the company and also help me to see whether the company should partner with Hyundai 

or Skoda motor. 

Theoretical framework 

Chapter 1.3- organization objective  

Chapter 1.6- growth and evolution 

Chapter 3.8- investment appraisal 

Chapter 4.4- market research 

 

Tools to be used  

● Force field analysis- This will allow to analyze profitable decision for Animesh Autocorp with 

help of possible driving and restraining forces between Skoda India and Hyundai Motors India . 

It will also talk about the limitations of Skoda and Hyundai 
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● Investment appraisal- it will allow to predict the payback period for a start-up cost of Skoda’s 

dealership and Hyundai Motors India    

● SWOT analysis- this is the acronym which will be used to identify the weaknesses, opportunity 

both internally and externally. This tool will help to know about the problems which Animesh 

Autocorp pvt Ltd will face after collaboration with Hyundai or Skoda Motors.     

● Ansoff matrix- this  analytics tool which will be used to identify the risk of growth for Animesh 

Autocorp  Pvt ltd. This allow to measure the riskiness of Animesh Autocorp if they collaborate 

with Hyundai or Skoda Motors.  

 

Predictable difficulties and solution  

Predictable problems 

● MD of  Animesh Autocorp Pvt Ltd might not reveal accurate information about the company in 

the questionnaire.  

● Analyzing the automobile  market of Jharkhand by a survey which might provide  inaccurate 

response.  

● Insufficient response to the survey.      

Solution to the problems 

● Refer to secondary data like P&L account to know current status of Animesh Autocorp pvt ltd.  

● Various  tools will be used to make the report valuable for Animesh Autocorp pvt Ltd. 

● Survey will be run in multiple online platforms to obtain maximum responses.  

 

 

Plan of action  
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Executive summary 

Animesh Autocorp Pvt Ltd was considering to collaborate with Skoda India to increase its customer 

base in Jharkhand's automobile market, and they were also considering Hyundai Motors as their second 

option so the research question is Should Animesh Autocorp Pvt Ltd collaborate with Skoda India to 
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increase its customer base? . The report consisted of various qualitative and quantitative tools such as 

SWOT analysis, Ansoff Matrix, Investment Appraisal and Net profit margin and compare with Hyundai 

Motors and Skoda India. interview was conducted via telephone with MD of Animesh Autocorp and  

survey collected from local customers to know the status of Jharkhand’s Automobile market. The 

business analysis tools helped me to analyze the possible constraints that may arise for Animesh 

Autocorp while collaborating with one of the companies  and the tools also helped me to make my 

report a reliable source for Animesh Autocorp. 

 

However, in conclusion, Animesh Autocorp considered collaborating with Skoda India as there were no 

dealers present in Jharkhand's automobile market which would help them to fulfil their goal to increase 

customer base in Jharkhand and would also help them to increase sales revenue. Although further 

information needs to be incorporated to investigate before collaborating. 

. 

 

Word count- 199 words



Introduction  

Animesh Autocorp Pvt Ltd is a private limited company formed in the year 2012 and is based in 

Dhanbad. The company’s shares are owned by two people MR Sunil Sanwaria and Mr. Dipak Sanwaria 

but the majority of shares is owned by Mr. Dipak Kumar Sanwaria who is Managing director of the 

company2. The company is currently working with Nissan motor India since august 2012 and  they have 

sold 1800 cars in the market of Jharkhand till 2020 3 

 

The demand of Automobile is consistently increasing in Jharkhand from last 2 years but Animesh 

Autocorp is unable to achieve a higher customer base of Jharkhand’s automobile market because Nissan 

motors has not done any product development from last 2 years because of which Animesh Autocorp is 

facing poor net profit as their sales declining constantly every year4. They are planning to collaborate 

with Skoda India because there is no dealership available in Jharkhand market so they might achieve 

higher customer base and profits, other than that they are also considering Hyundai motors which 

depends upon the subject to profitability. 

Hence in the research, I will answer the question should Animesh Autocorp Pvt Ltd collaborate with 

Skoda India to increase its customer base?   

 

 

 

 

 

 
2 Appendix 4:- Transcript of interview with general manager 
3 Appendix1:- Transcript of interview with Managing director 
4 Appendix 3.1-3.3:- P&L account 
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Methodology 

 

The investigation includes three primary and three secondary sources of data to provide a well-advised 

investigation. There are three primary research and one is in the form of questionnaire and other is in the 

form of transcript  because of the ongoing pandemic. The transcript is based on answers given by the 

Managing director of the company where he has told us about the objective and performance of the 

company and why he wants to expand the customer base and how profitable Skoda is for him and why 

he has taken Hyundai motors as a second option. The second questionnaire has been filled by local 

customers of Jharkhand which  has helped to analyze the market scenario of the state and so I able to 

present a well-analyzed report. 

 

In the secondary source of data,  P&L accounts of  Animesh  Autocorp  from 2016 to 2019 is being 

referred, by the help of which  Ratio analysis and profitability and reliability of the company can be 

analyzed. Various Analytical business tools is being  used to make a good and appropriate conclusion. 

 

The main results and findings 

1.     The transcript which is based on the response given by General Manager of Animesh    

Autocorp has following things 

●  Mr. Sahni has told us about the investment in the collaboration which is about Rs 6 

cr 5and he has also told how much net cash flow would company receive every 

month. 

 
5 Appendix 4:- Transcript of interview with general manager 
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●  He has also told us about the possible reason behind the decline in the sales of 

Nissan, which has happened due to  no updates in their product portfolio since last 2 

years6. 

●  He has also told us about the background of Animesh Autocorp and the USP about 

Skoda cars7. 

 

2.   The transcript which is based on the response given by Managing director of Animesh 

Autocorp is attached as appendix 1 and the responses are attached as appendix 2 and 

includes the following things  

● As per him, he employed around 50 full-time employees and as of now, they have three 

sales teams in the current dealership and sell 20  cars on average per month8. 

● He is planning to open the dealership of Skoda in Dhanbad and gradually they will step 

up into other markets of Jharkhand and they will open all the outlets in ownership in 

order to make growth faster9. 

● He also mentioned that “Hyundai is a well-known brand for Jharkhand’s customers and 

many dealerships of Hyundai already present in the market so there will be less risk10.” 

●  He also informed about the scenario of  Jharkhand’s automobile market after lockdown 

as per him COVID 19 has impacted the sales of the automobile market to some extent in 

Dhanbad because of lockdown and so many customers don’t willing to visit the 

showroom during this pandemic because of which they have lost many customers. 

 
6 Appendix 4:- Transcript of interview with general manager 
7 Appendix 4:- Transcript of interview with general 
8 Appendix 1:- Transcript of interview with Managing director 
9 Appendix 1:- Transcript of interview with Managing director 
10 Appendix 1:- Transcript of interview with Managing director 
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● He also informed about fall in the sales of Nissan because they didn’t update the product 

portfolio from last 2 years 11. 

3. The questionnaire has been filled by the local consumer of Jharkhand which will be 

analyzed to check preference of them while they buy a car. The forms  has been attached as 

appendix 2 and the form includes the following things:- 

 

● As per my survey, 84% of the consumers want an SUV 12and the rest 16% want a sedan, 

it's strange that no one wants to buy Hatchback in Jharkhand. 

● Though 56% of consumers prefer to buy a patrol car only and 20% of consumers prefer 

diesel and the rest of the consumers doesn’t have a particular preference for fuel but 

about 76% of the consumers of Jharkhand wants a fuel-efficient car and most of them 

have the budget between 15-20 lakhs 

● Majority of consumers rely on TV advertisement which 68% and  advertisement in 

newspapers which is 32%. 

● People prefer to buy the car from the dealership which holds the proper inventory of 

various models, Good after-sales and ambience of the dealership, good exchange support 

of vehicle and finance support gives satisfaction to Jharkhand’s potential customers of the 

automobile market.13 

 

.     

 

 
11 Appendix 1:- Transcript of interview with Managing director 
12 Appendix 2:- Responses to the survey 
13 Appendix 2:- Responses to the survey 
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Analysis and discussion  

Calculating Payback period For Animesh Autocorp Pvt Ltd 

The investment in the dealership is about Rs60000000 and predicted average net cash flow would be 

Rs800000 and for Hyundai motors investment will same as Skoda motors but the contribution per month 

will be less which 600000. 14 

Payback period from Skoda India 

Payback period= Initial investment/Contribution per month 

60000000/800000 

=75 months (approximately) 

Payback period from Hyundai Motors 

Payback period= Initial investment/Contribution per month 

60000000/600000 

=101 months (approximately) 

 

 

SWOT analysis 

Strength Weakness 

● MD of the company has told me about the 

strength of the organization like they 

● Animesh Autocorp pvt ltd doesn’t have 

good financial status from last 2 years 

 
14 Appendix 4:- Transcript of interview with general manager 
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owned land in the highway where most of 

the dealership in Dhanbad is functioning 

so as per him it will give good viability to 

the dealership15 

● The land of the dealership is purchased 

16so there will be no extra operational cost 

and investment will be lower. 

● Animesh Autocorp has good relationship 

with banks so it will be easier for them to 

increase the credit limit from Rs 2cr to 

6cr.17 

● They also have good reputation in 

Dhanbad Jharkhand which helps them to 

increase customer base faster.  

● Animesh Autocorp will achieve higher 

sales if the collaborate with Hyundai 

motor as they offer SUV under 15-20 

lakhs which has higher demand in 

Dhanbad Jharkhand 18 

because of lower sales19, so they need to 

use reserved fund so they have to take less 

amount of loan from bank. 

●  Skoda doesn’t offer an SUV at the range 

of 15-20 lacs unlike Hyundai which has 

SUV at this price range. So Animesh 

autocorp has to struggle a bit if they 

collaborate with Skoda as the local 

consumer wants SUV at the range of 15-

20 lakh20. 

● Payback period for Animesh Autocorp is 

very long  and so they need to wait for 

longer time get their returns  from the 

dealership 

 
15 Appendix 1:- Transcript of interview with managing director  
16 Appendix 1:- Transcript of interview with managing director 
17 Appendix 4:- Transcript of interview with general manager 
18 Appendix 2:- Responses to the survey 
19 Appendix 3:- P&L account 
20 Appendix 2:- Responses to the survey 
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Opportunity  threat 

● The company has opportunities like, there 

is no dealer of Skoda in Jharkhand 21and it 

is a golden opportunity for them to 

achieve their goal of grabbing the highest 

customer base in Jharkhand. 

● Skoda also has number 1 automatic 

transmission in the Indian automobile 

market which is  called (DSG)  so it may 

attract the customer towards the brand 

although Hyundai has wider product 

portfolio and verities of variants which 

will target customers of the different 

segment.22 

● Dhanbad has many cars of both Hyundai 

and Skoda so they can receive exponential 

level of revenue from day one 23 

● There are many automobiles company 

already present in the Dhanbad market 

like Kia, Renault and MG and Kia sales 

about 100 cars a month and Renault and 

MG are selling 32-33 cars a month 24so 

Animesh Autocorp has to face great 

amount competition  so they need to spend 

great amount of money on marketing  

● Skoda’s after sales service is not well 

reputed so Animesh Autocorp  can’t able 

to achieve good sales as per the survey 

customers of Dhanbad  rely on good after 

sales.25 

  

 

 

 
21 Appendix 1:- Transcript of interview with managing director 
22 Appendix 4:- Transcript of interview with General manager  
23 Appendix 4:- Transcript of interview with General manager 
24 Appendix 1:- Transcript of interview with managing director 
25  Appendix 2:- Responses to the survey 
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According to the SWOT analysis Animesh Autocorp should collaborate with Hyundai or Skoda in order 

to increase their customer base in Dhanbad market. 

Limitations of the SWOT analysis  

The tool does not account for economic factors like cyclical change in Jharkhand so their sales may vary 

in the future, it also does not clear the reader about which brand they should collaborate with, therefore I 

am using force field analysis. 

 

Force field analysis 

Skoda Motors 
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Hyundai motors 

 

 

 

The weightage of each driving and restraining forces have been decided after discussion with MD of 

Animesh Autocorp Pvt ltd. the forces have been scaled from 1-526 

 

The tool help the Animesh autocorp to see how much beneficial the collaboration is for them, as it helps 

them to see what  are the restraining are and driving forces which can affect their progress of achieving 

higher market share in Jharkhand’s market 

 
26 Appendix 1:-  Transcript of interview with managing director 
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The above diagrams explain the driving and restraining forces for a collaboration of Animesh Autocorp 

Pvt ltd for collaboration with Skoda India or Hyundai motors. As per the above diagrams, there is a 

strong force for Skoda India because it can provide them with an extra source of revenue as it can 

increase the sales turnover of the company apart from this, it can provide additional opportunity to 

expand its outlets in the whole Jharkhand’s automobile market because there is no dealer of Skoda 

available in the state 27and which help them achieve their goal faster to increase market share. Although 

Hyundai has a strong restraining force against collaboration as there are many dealers of Hyundai 

motors already present in Jharkhand’s automobile market so they can’t achieve a higher customer base 

and car retention in service can be lower than Skoda because of many dealers already present in the 

market28. 

 

Although, there are some restraining forces against Skoda like the payback period is very high so they 

have to keep patience  to make a profit and if between the payback period new competitors enter the 

market which affects the sales revenue. Although Hyundai motor has a wider product portfolio than 

Skoda India so Animesh Autocorp can target customers of different segments which can give them 

higher sales revenue and last Hyundai is a much more reputed brand in India than Skoda.  

The driving  forces are equal for both brands but the restraining force for Skoda motors is much lower 

than Hyundai which 12 so the company should make their decision in the subject to the profitability. 

 
27 Appendix 1:- Transcript of interview with managing director 
28 Appendix 1:- Transcript of interview with managing director 
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Limitation     

The tool does not measure the riskiness in collaboration and financial capability of  Animesh Autocorp 

which are very important. 

Ansoff matrix 

29 

Ansoff matrix helps me to measure riskiness between Hyundai and Skoda and make the report a most 

reliable and beneficial recommendation to Animesh Autocorp Pvt ltd.   

 

Skoda is the market development 30for  Jharkhand’s automobile market if Animesh Autocorp considers 

to collaborate with them so Animesh Autocorp has to do extensive ATL marketing in Jharkhand like 

putting billboards in posh areas of Jharkhand and which might take time to increase customer base in 

 
29 "Ansoff Matrix - Overview, Strategies and Practical Examples." 06 July 2020. Web. 14 Sept. 2020. 
 
 
30 Appendix 1:- Transcript of interview with managing director 
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Jharkhand’s automobile market. Although if they collaborate with Hyundai Motors they don’t have to 

do much marketing in the Jharkhand’s market as there are already many dealers present in the market31 

which might save their expanse of  marketing but they have to give a good benefit in order to attract 

customers from other Hyundai dealers in the state. 

Animesh Autocorp have to spend a lot of money for marketing whereas in Hyundai they don't have to 

spend too much but with Hyundai they  need to maintain proper inventory and offer good benefits so 

that the customers can attract them from existing dealers of Hyundai. 

However, there is more risk with Skoda than Hyundai but they will achieve higher market share if they 

collaborate with Skoda. 

Limitation    

The tool doesn’t account cyclical factors of Jharkhand and also does not accounts financial factors 

 

    

 

Analyzing the financial data of Animesh Autocorp 

 

The P & L account of the company has been attached in appendix 3.1,appendix 3.2 and appendix 3.3. I 

will use the P&L account of the last 4 years which 2016, 2017,2018 and 2019 which I am using to 

analyze the net profit margin of the company over the period of time. The P&L account of Animesh 

Autocorp help me to analyze whether the company should collaborate with other brand or they should 

continue with Nissan motors and it also help me to analyze the financial state of Animesh Autocorp pvt 

ltd  

 
31 Appendix 1:- Transcript of interview with managing director 
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Net profit margin = net profit before interest and tax/sales revenue*100 

Net profit margin of 2016= 394032/18257047732*100=0.216% 

Net profit margin of 2017=195088/15366255833*100=0.216% 

net profit margin of 2018=587698/11761460934*100=0.5% 

net profit margin of 2019=(4699001)/7603949435*100=(6.2%) loss 

Net profit margin of Animesh Autocorp Pvt Ltd (2016-2019)  

year Net profit margin 

2016 0.22% 

2017 0.22% 

2018 0.50% 

2019 -6.20% 

 

 
32 Appendix 3.1:- P&L account of year 2016 
33 Appendix 3.2:- P&L account of year 2017 
34 Appendix 3.3:- P&L account of year 2018 
35 Appendix 3.3:- P&L account of year 2019 
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Net profit margin graph 

 

 

 

As per above diagram and graph, we can see that net profit margin of Animesh Autocorp is significantly 

low but in the year of 2019 they bare a loss of 6.20%  and there could be many factors behind the loss of 

the  

● Nissan has not launched any new product since 2014 so the sales of Animesh Autocorp have 

gone down due to new rival come in a town like KIA, MG and Renault  

● There might be the too much expense in the company which has not been managed by the 

director of the company  

 

The graph and the calculation of net profit margin shows that they should collaborate with other brand 

like Skoda or Hyundai in order to grab higher customer base and revenue. 
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Conclusion 

Animesh Autocorp Pvt Ltd should collaborate with Skoda India because as per my research there is no 

dealer of Skoda in Jharkhand which is a good opportunity to them as they can open various 3s (sales and 

service) outlets which other than Dhanbad in the cities like Jamshedpur, Deogarh and Bokaro which 

help them to grab higher market share and also could achieve higher turnover and profits because Skoda 

offer expensive cars than Hyundai and also give good profit margin to dealers. 

 

However, the company has to do promotion rigorously to promote their brand in Jharkhand for that they 

need to keep good relationship with the company so that they can give marketing budget according to 

their need.  

Recommendations 

● Animesh autocorp should open the dealership of Skoda as it can help them get return faster than 

Hyundai and they can also have market dominance in Skoda motor. 

● Animesh Autocorp can also consider Hyundai motor  instead of Skoda if they doesn’t want to 

spend lot of money in marketing because of negative growth of the company 

● Animesh Autocorp can stay with Nissan motor and wait for new product to launch which might 

increase their market share. 

Limitation to the research 

Due to the limitation of the words, the research couldn’t incorporate actual past retail figures of 

Automobile companies in Jharkhand, which could create my report more reliable for Animesh 
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Autocorp. Secondly, due to Pandemic, I couldn’t be able to take the face-to-face interview of the 

Managing Director of Animesh Autocorp.  
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Appendix 2:- Responses to the survey 
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Appendix 3.1 P&L account of Animesh Autocorp (2016) 
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Appendix 3.2 P&L account of Animesh Autocorp (2017) 
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Appendix 3.3 P&L account of Animesh Autocorp (2018) 
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Appendix 4:- Transcript of interview with genral manager of Animesh Autocorp 
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