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Abstract ~
Id the context of chronic balance nf payments problems in most
Third World countries, public enterprises (FEs) bf the Third
World are a maju? under-utilised source for stepping up exparts.
In many. Third world countries FEs produce an impressive array of
goods and services. But their domestic orientation tends to
shackle them to domestic rather ﬁhan globalllevels of efficiency,
enterprise, and customer respansé. With the help of a successful
Indian case of internétionalisation, and questionnaire data
gathered from - 119 senior and top level FEs of nearly 50 Indian
PEs, it is argqed that Third World FEs can be internationalised

provided ‘they adopt certain kinds of goals, policies, and

practices. Internationalisation would result not only in
L

increased foreign exchange earnings, it would also raise the

domestic level of efficiency and entrepreneurship of FPEs.

Several suggestions are made for enabling Indian PEs to get more

internationalised.



Along with many uther fhird World nations, India has been facing
a cﬁronic adverase baianc- of payments problem. During the past
several ywars, the country has persistently been facihg an .
adverse trade balance averging about five billion dollars a year
and the country is in danger of falling into a debt trap (s;e
Table 1). Sucéess{ve currency devaluations have Helped expokt-,

but not -ufficiently to offset mounting impurés, A much stronger

export effaort is called for.

(Table 1 about herea)

':One major and hitherto undgrfused source of qxparti ig the
éountry': public sector. From about 1956 onw#ﬁds, India embarked
on & strong industrialisation drive;- with the state playing a
dominant rufe in forcing the pace. - 'ﬁ large number of public
snterprises (FEs) havé been set'up by the Government of India for
this purpose (see Tab;e 2}, many of which are monopclies, or have

dominant shares, in such industries as heavy chemicals, heavy

engineering and machinery, steel and metals, o0il and caeal, etc.
The Indian public #ector has a formidable manufacturing
capability. It can produce 10 million tons of steel a year,

insgtal 4000 megéwatts af poﬁer generating gquipmant, prospect for
oil over thousands of square miles, produce a great variﬂtf of
petrochemicals, pharmaceuticals, assemble rockets, and produce
and launch space satellites. While the public sector has done an
admirable job of pioneering into the country new producfs and
industries or in increasingly subs?}tuting imports, it has done

relatively poorly on the foreign exchange earning front.



(Table 2 abcut here)
Table 3 shows the foreign .xchaﬁge earned and spent in recent
years by FPEs owned by the SBovernment of India. It also shows the
total sales of these PEs. lt';s'clear that the foreign exchange
earned is less than 10%Z of total sales, and that foreign exchange
spent vastly exceeds fogaign exchange “earned. Indeed, the
foreign exchange deficit for the public sector is over a third of

the country’'s overall balance of trade deficit shown' in Table 1.

(Table I about here)
Téble 4 shows the exports of goods and saervices by major groups
of Government of India Pwned FEs for recent yeaﬁﬁ. These exports
are non—canélised exports (canalised exports mean that the FE isg
the sole agency in the country permitted turexpurt the .relevant
items, a mon poiy status usually given to trading PEs for
exporting relatively scarce goods to check private profiteering
or reap economies of bulk purchase’. Non—-canalised exports are
competitive exporis. Barring trading and marketing services FEs
and petroleum FEs, the record of exports is rather poor. Despite
low labour costs in India, reasonably ad;anced technologies for a
developing country, government backing and therefore loss bearing
capacity, large size, etc., most groups of Indian FEs producing a
vast array of goods have managed to expoﬁt barely 5% or less of

their total output.

(Table 4 about here}



fhe chief impediment‘ to a much better export performance mny.bt
the domestic mind set of Indian PEs. Indian PEm, along with FEa=
elsewhere (Mazzolini,. 1979), are geard to import substitution and
meeting the needs of the domestic &arket. Barring technology and
inputs which they oft?n shop for globally (Fandya, 1982), tﬁcir
manageﬁent orientation tends to be domestic. Table 5 presents
the perceptions of a group 6f top level and senior manage+s of
relaﬁ?veiy well performing and progressive Indian FEs about how
internatibnalised the various strategic, operations related, and
management dimensions were at the time the ratings were obtained
durin§ the eighties, and their perceptions of the si¥uatian three
years earliér (the averages of the variousxfatings were converted
into percentages - see Note 1). The production area -~ praoduction
management practicgs, technology acguisition, ecquisition of
inpu¥s, plant iocations - seems to have got most highl}
interpationalised, and there uoes seem to be an overall forward
movement into internationalisation. But the crucial areas of
finance, marketing and personnel management czeem yet to be stuck
largely in the domestic rut,. Until these functional management -
areas get internationalised, the export performance of strategic
Indian FEs will continue to be spotty, and India will have

foregone substantial opportunities on the foreign exchange front.’

(Table § about here)



Organizational Requirements for Internationalisation of Strategic
Public Enterprises

Bovernment owned or controlled strategic public enterprises iﬁ
Thiﬁd World countries need -éu satisfy many canflicting
organizational requirements ( Ahmed, 1978, Khandwalla, 1990 .
They have to respect government or government approved procedures
: - A
because of their pubiic accountabilityy but they must also retain
the flexibility to seize opportunities and ad#pt rapidly to
changes in their operating environment. They must take large
riske because of their pganeering character but their ventures
are often chutinined by several governmental agencies that can
slow down. their initiatives. They need to be professionaiiy
managed because of the complexity of their tasks but they come
Lnder nearly irresistible pressu+ras to accommoduate their
bureaucratic and political "masters". They wield considerable
monopoly power but they are severely criticised 1f they try to
make monopoly gains. Indeed, their role often is to bear the
costs of pionsering, attract others to enter the field and shars
the benefits, and to withdraw from the field that they have
opened up even if it still is a. "cash cow". Because of yheir
siéé and the complexity of their operations they need fﬁ have a
formal, different}ated structure but they also need to have
‘strong teamwork to make aﬁ impact. Fimnally, strategic public
enterprises in Third World countries aré set up mainly to pursue

domestic missions of national self-sufficiency in a key product

or service. Under these circumstances, can public enterprises

tn



internationalise successfully? That is, can they change their
meantal set so that while they retain national priorities, they
reach for international management practices and an international

rather than merely a national scan of markets and opportunities?

The conventional image of a gqovernment—-owned or ‘controlled
organization - bureaucratic, pnnderoui, sub ject to political
interference, inefficient — is hardly one to inspire confidence
in the capacity of strategic PEs for securing breakthroughs in
international markets. And vet, under the right sort of

leadership, even a public enterprise can play a significant role.

an intarésting case o% the potential of utrat;gic PEs for
successfully achieving aspects of internationalisation  is
provided by Minerals and Metals Trading Corporation (MMTC), a
aublic enterprise st up by the Governmeht of India in 1963 to
canalise the imports of metals, ores, raw materiqls, etc. into
the country and alsoc to export them (Singh and Bhandarkar,
undaﬁed). Until 1983 it appears to have acted more like a
government department rather than as a trading organization
pursuing strategic missions, a ceﬁtralised, bureaucrafic,
reactive prganization, with a bad publie image and low acceﬁtance
among its intended clientele. It had no concépt of marketing nor
a customer orientation, its information system was poor,. and it
had done little in the area of human resource development. It
pursued busiress 1in conventional lines and as per government
directives, emphasising canalised imports far more than the more

difficult job of exporting.
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Mr. S.v.S'Raghavan. a nnalongd public u-ctorlout¢u£1v., Joined awm
chairman in 1983 and galvanised the functioning of MﬁTC. The
fotal turnover rose from Rs.12000 m. in 1982-3 to Rs.30000 m. in
‘1985~b. More important wai the growth in exports. These rose
from Re.2900 m. " in 1982~3 to Re.46000 m. in 1985-6 and fturther to
Rs. 7000 m. in 1986-7. Imports increased from Rs.9000 m. in
1982;3 to R6.24000 m. 'in 1985—6'but then declined to Rs.20000 m.
in 19867, Betwaen 1982-3 and 1986-7 MMTC took up the export of
a large number of naon-canalised items. While in 1982-3 the only
non - canalised item it exported was diamonds, by 198&-7 it was
exporting 30 non-canalised items to 25 different countries.
Frofits increased from Rs.170 m. in 1?@2—3 to RE.270 m. in 1986-

7 The internal work climate appeared to have vastly improved.

How were these pusitive‘changas accomplished?

1. Mr. Raghavan got organi:ational missinn and goals clarifi~sd
by persistently asking “What business are we in7" A yisioq
of excellence‘ was announced: "We are no longer a mere
canalising agency. We are a vibrant, dynamic trading
house". Several challenging tasks were announced, including
the opening up of new markets _for Indian small scale
entrepreneﬁrs and making the wqud awére of the excellence
and desirability of Indian manufac tured goods as well as

handicrafts. = These would help generate much needed foreign

exchange to bridge balance of trade deficits.

MMTC developed the strategy of wusing bulk imports as
leverage for exports, especially exports of several new

items. It sought to develop new p¥oducts and markets, and



to develop an appropriate Indian supply base and infraltrycture.
Besides, MMTC sought information on the strategies of Japanese

trading houses for developing competitive advantage, such as

diversification and vertical integration involving manufacturiﬁg,‘

transportation, and financing. MMTC changed its pﬁrchap.
strategy for canalised imports (such as of fertilizer and non-
ferous wmetals). It avoided making annodn&ements ot how mucﬁ it

wanted to buy during a period in order to reduce the chances of

foreiQn cartelisation against it. It sopught greater autonomy
from the government in planning its import procurement. It
arrived at an arrangement with China, a majior buyer of
fertilizers, to buy fertilizers at the mame price. To get a

price advantaée, MMTC entered into long term supply contracts

with international firms for bulk imports.

Organilizaticnal-level relationsh.ps were developed with large
fore?gn exporters. For promoting canalised exports, such as iron
ore, MMTC entered into several innovative deals. It enterad into
iong term contracts for guaranteed off-takesy into deals that
regquired the importer to invest in infrastructural development in
india that helped increase supply. It QPEﬁted the leaQGPship
role from Brazil and ﬁustralia in negotiating prices with
Japanese sateel aills, and persuaded the lattér to increase
India's share of iron ore. 1t strengthened coordination with
other agencies in India, such as the Vizag and .Hadras port
authorities. MMTC helped them improve port facilities. - In
embarked on the development of supply sources, for example by

loaning funds to ireon ‘ure mininig companigs in  Goa for

.
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nodernisation and by investing money in Andhra Pradesh Mining

Corporation to modernise and devalop their barytes mines.

Besidés canalised | imports and expérts, MMYC also very
aggressively sought to qxport_non-ganalylad goodﬁ like gems,
jewellery and iron ore concentrate. MMTC was able to import
rough diamonds for puii-hing in India more cheaply by buying them
directly from foreign producers. It helped in the Dpening bf a
diamond bourse in Bombay. 1t promoted the setting up of several
100% expurf—oriented 'diémond cutting and polishing unites in
Western India. Similar 100% export-oriented emerald and
jewellery making units were also p#omoted. MMTC worked hard to
ruvivo the Kudreﬁukh iron ore concentrate making_ tacilities
(Kudremukh was an Indo—Iranian venture thaf went astray after the -
political change 1in iran\and the Iran—Ilrag wat). 1t successfully
pressed the Japanese to buy the concentrate from K dremukh and
thus avoided the latter s closure. A massive and campaign wWas

initiated to develop a distinct MMTC identity in the minds oOf

domestic and foreign customers.

MMTC also initiated several changes in its internal working. The
structure was changed from an activity and function b;sed
structure to one that stressed product groupings. These later
heiped to promote specialisation in particular products and
facilitate bulk buying leverage for lexparts. A corporate
planning group was added, and a projects cell was added to each
product group. Such other cells were as engineering and shipping

- and transport. Some changes were also brought about in the



geographic structure to provide all nesded facilities in a region
to al( “the prbdut' Qroups. The deor thrust wg:. on
decentralisation and delegation. rha chairman foculnia on
planning, personnel aﬁd public relations, while the full time
directors concentrated on trade. . In each region, the chief

concentrated on planning, personnel, and public ralationi! while

sub—regional managers concentrated on trading operations. The
board concentrated on pnlicy—level rather than routine or
uperationél issues. The organization fnlldwed a policy. of

centralised policy-making and decentralised administration.

Management systems were streamlined. HQt lines via =satellite
channels, advanced telecommunications ;ystema fpml internal
communications within officen, elcctéonic teliax hachinn-"wera
pressed into gervice to provide instantaneous communications.
Market research, statistics compilation and analysis, gathering

of latest intell.gence, information on competitors strategies,

etc. were revamped.

Ferformance appraisal and promotion systems were radesigned %o
increase objectivity and make them more merit oriented. High
fliers were rewarded. A performance inpentive award scheme and
profit sharing bonus were introduced that covered every employee.

Teamwork was reinforced through group incentive schemes.

Accounting and budgetary control systems were altered to link
authority with accountability and to provide immediate and
continuous teedback on performance. A two—page statement

highlighting the financial performance of the company was brought
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out and circulated every fnrtnight. Frofit,. cost,"and service
centres were intﬁoduced. The annual budgetary exsrcise was
‘started 9 months before the beginning of the year, ;nitiatad by
the lhéring of broad objectives drafted by the planning group.
Cuntinuoui dialogue was fostered between the corporate planning
group and each trade group. After discussion by the board, the
final budget was printed and distributed by the firsf day of the

naw year; Most operations were computerised.

Customer service was streamlined by creating customer service

cella at the corporate and regional levels to respond fast teo

customer needs and complaints. Sales administration WaAE
decentralised. Longer duration price contracts with private
sector mine owners were favoured. " Claser maniforing of import

requests for canalised items and better inventary planning
reduced delays and increased the sctisfaction of end uvs&ers. A
network of 30 regional and sub-regional nftfices and international

offices was set up.

A majar cultura} change within MMTC was attempted: from pervasive
role ambiguity to role clarityy from impersonality to the
personal touch (more emphasis on interaction, on cnmmitteés. on
teamwork}yg from fault-finding to supporting initiative and
experimentationg from a procedural urientatién to a results
orientationg from cent#alisation to decentralizationg from
blocked to open communications (through monthly open house
ﬁesﬁicn;, rommunications meatings of managers, joint consultative

councel meetings involving representatives of management and

workers, an open door policy pursued by the chief executive,

11



daily news bull-tin-; etc)y from secrecy to openness (e.g. by
dicplayiﬁg’ anonymous letters on the notice board, including
!
critical letters. about the chiet executive, by publishing
personnel policies, by opeﬁly publishing the "hifliers" list, by
the chief executive freely sharing information with his staff,
etc. )y from obscurity to public identity for MMIC (through
aggressive public relations)y from a sense of isolation , among
employees to a sense of belonging and identification with the
organizationg from in-breeding to a progressive outlook by
injecting some fresh blood into the organization and by having a
team go and sEudy Japanese management practices. From
considering emplof;es as Jiabilities the change was.to coisider
them as assets —the training budget for 1983-4 was equaijto the
amoun£ spent on training in the previous 10 years; and a large
number of persons were sent abroad to study trade practices. A
culture of indifference towards employees was changed to a
culture where good work was publicly praised. AR commercial,

trading orientation replaced a distribution-centered mentality,

There was a change from stagnation to a flood.af innovations,

All these cultural changes were achieved‘through mechanisma like
participative and consuitative decision making, eﬁpawering the
poherless, by abstaining from threats, by ‘stressing novelty
without breaking continuity, by managers blaying a catalytic role
in helping employees to generate new ideas and perspectives, by
fostering collective work, especially teamwork, by educating
people, by a credible display of sincerity by the chief executive

(practicing what he preached) , and by effective boundary



managament by the chief executive that protected the organization

and its managers from governmental interference.
\

The MMT& experisnce suggests some essential pre—requisitqs for
the successful.internat;oﬁaliiation of strategic organizations.
First of all there must be a commitment to globalise operations
and management practices. This commitment needs to be backed up
by a host of goals and policies. IBuall include a strong desire
for growth, for effective confributian to national prioritie;,
for efficiency, and for building up a competent organizational
team to pursue these objectives. ' Folicies include calculated
risk taking, innovation, pioneering, a qtvategy for-raﬁid growth
and for beating competition. An appropriate management de&lsion
making process needs to the institutionalised that empﬁasises
long-term consideraticng,‘ participative, team—bhased decision
making, and frequent performance stack?taking. There 18 great
need for operating flexibility, decentralization, and a structure
that facilitates quick field responses with accountability (e.q.
through divisionalization). Market orientation and marketing
capability, often weak areas in monopoloid organizations, need to
be strengthened. . Appropriate staff neeas to be recruited, and

existing staff needs to be trained and motivated.

Internationalisation—-Congruent Goals and Folicies of Indian FEs

How far are these pre-requisites met in Indian strategic FEs 7
Over the 1983-88 period, data on corporate goals and policies
were secured from 119 top and senior level executives of neatrly

50 strategic public enterprises owned by the Government of India.

13 ‘
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The participants were mostly general managers and executive
directors. These executives were identified by the government as
having the potential to bacome.chief executives and were sent to
the Indian Institute of Management, Ahmedabad fnr,} month long
advance management training programme. 7 The data were gathered
from the participants for feedback to the latter for analysis and
discussiun. Some of the data pertinent to assessing the
organizational capability for actualising internationalisation

are presented in Table 6.

-~

7IXRAM SARABNAL LIWARY
(Table & about here) JIAN INSTHIURE GF MANAGEME:

- aSIRAPLUR, AHMEDABAL A28
ThEsg public enterprises seem to have ihternatinnali:ation -
congruent goals, such as wantiné_faster growth, more skilled
managers, greater efficiency and morale, and greater contribution

to nationel priorities. These goals seem Ln be getting stronger.

However, their policy frameworks seem to be significantly' less

internationalisation-cuwrgruent. The gap 1s especially notable
vig—a-vis the globalisation congruence of thear marketing
policies, the needed operating and structural flexibility, the
needed risk. taking, and internationalisation appropriate

personnel policies.

A4 welcome feature, however, is that in every policy area the
shift is towards policies that are congenial to
internationalisation. The implication 1is tha§ given a strong
enough internationalisation orientation, many strategic public

enterprises may be able in fact to internationalise their

operations and management practices if they fine tune their

i4



policy structure in favour of an internationalisation-congruent
one. In particular they need to decentralise and divisionalise
more, strengthen their markat orientation, become more
venturesome,l develop novel products more aggressively, diversify
their input sources more, and employ both ideological and

pecuniary means of motivation more imaginatively.



Summary and Suqgestions
]

Maﬁy Third World governments have established relatively sizeable
public enterprises to spearhead industrial development. Their
main missions have genarally b.uq national self-sufficiency in
key products and services and import substitution. Over the past
forty years the Bﬁvernment of India, too, set up over 200 PEw.
These produce a vast array of fairly sophisticated goods and
services. For those Third World countries, like India, that have
achieveP  a reasonable measure of industrial‘development but are
suffering from chronic balance of trade deficits resulting in an
increasing foreign debt burden, the time has come to orient their
FEs towards global markets by internationalising their
operat;onﬁ. Such internationalisation shoq}d be aimed at, and
lead to, a much strongetr expgrt performance, A stronger exvort
performance is possible if FEs change their domestic orientation
(Mazzaloni, 1979 and become more internationalised in their
‘orientation. Internationalisation does not necessarily mean
becoming a leti—natiunal corporation with prefit and growth as
the only significant driving forces (Kumar and MclLeod, 1981). In
the context of FEs, internationalisation means going global to
pursue domestic missions more effectively. It means
international shopping for technology and know-how, intecrnational
scan of business opportunities that also fuwrther national
objectives and priorities, and internalising the best or most
appropriate international management practices (Chaudhuri and
Khandwalla, 1985). Internationalisation is a means to much

higher levels of efficiency, professionalism, and



anterprensurship. Buch internationalisation would help PEw
export more, eanter into joint ventures abroad{ and as & very
important by-product, raise the efficieancy of domaestic

operations.

In India, possibly elsewhere in the Third World, such
internatinnali:atiun'iﬁ possible. Some 120 senior and top level
managers indicated that there already is a good deal of

internationalisation ih some of the leading Indian PEs in the
area of production (technology acquisition, production
operations, plant locaticn,‘etc). But they seem to lag vis-a-vise
the internationalisation of the marketing, finance, and personnel
functions. The case study of MMTC suggests that given the right
kind of leadership internationalisation can not only be achievéd
but can yield good dividends including substantial increase in
exports. The case study indicates that for successful

internationalisation, besides a commitment to i1nternationalise

operations and management practices, the management must strongly

desire corporate growth, and must desire to make an effective
contribution to national priorities, achieve higher efficiency,
and build up a competent organizational fteam. The management

should pursue a policy of calculated risk taking, innovation,
pioneering, and vigorously competing in the market ﬁlace. A
decision making .protess needs tu‘ be institutionalised that
emphasises long term considerations, participative, team based
decision making, and fregquent performance . reviews. The

management process and structure should be marked by operating



flexibility, decentralisation, aﬁd divisionalisation. Markét
orientation and marketing cabability need'to be strengthened.
There must be a proper human resource development system to bring
in the right kind of resourceful, committed staff, motivate the
staff, and provide appropriate training teo 1it. The data from the
senior and top level managers of some 50 indian FEe indicated
that there is a fair degree of congruence of current goals,
policies, and practices w?th the above requirements for
successful internationalisation except in the areas of marketing,
operating and structural flexibility, risk taking, and personnel
practices. The data do sugoest, ?DWEVEP, that the tilt even in
these areas is towards increasing internationalisation
congtruence. Inducing these FEs to move more vigorously towards a
truly internationalisation—-congruent management could greatly

step up rheir axports and foreign exchanges esrnings.

Sorme sUggestIons at e mads  Lelow for atthisving gr@aﬁer

interpationalisation by Indian FES. With suitable modifications

these may well be appropriate for the FEs of other  Third World

countriesa ’

1. The chief eaxecutive of the FE must be committed to
internationalisation and exportis. It may be useful tg do an

ABC analysis of the country’'s FEs in terms of their export

potential, and put at the helm of the A FPEs (the ones with

the greatest potential) PErsSonNs with E] strong

internationaltisation orientation and at least some
~ .

background in  managing exports, etc. There are enough

“internationalized” Irdran FE=, mitiohy e PHHTL ST, HitL,



BHEL, ONGC, etc. from whose senior management ranks the
right kinds of chief executives for these identified
corporations can be found. Others can be sought from the

private sector.

A vigorous program of internationalisation related training

should be launchéd for the managers, initially of the A

category FEs, but later alwo of the B and € category FEs.

Indian FEs should be encouraged to team up fo penatrate
lucrative but difficult foreign markets. ‘.Fur example, a
consortium consisting of Mational Ther@al Fower Corpotration,
Bharat Heavy Electricgls, © State Bank of India, and
Industrial Davelopment Bank of India, all heavyweights in
their respective domains, could effectively break into West
Aviar, Sputh East Asizn or ather Third World or even First

and Second World power plant markets. Frivate sector

enterprises could also participate in these consortia.

-

There may be great potential in Indian FEs teaming up with

Western MNCs in penetrating Third World markets. The
technology, fémiliarity with Third World conditions, ‘and

credibility of FEs may combine well with the financial clout

and marketing capability of MNCs.

in lndia a very elaborate support infrastructure has been
created for promoting privat? sector exparts. A number of
export promotion councils have been éet up for specific
commadities or groups of products. Similatrly, commodity

boards have been set up, with +reseatrch facilities,

19



demonstration unite, etc. There is also a board of trade,

zonal export—impoht advisory committee, trade development

authority, a federation of Indian export organizations, the

lﬁdiah’lnstitute of Foreign Trade; Trade Fair Authority of
India, corporations to canalise exports, Export—Import Bank
of India, Export Credit Buarantee Corporation, etc. etc. As
aof now the FEs do not seem to avail much'of the facilities
of this infrastructure. Greater representation on the

management bodies of these infrastructural bodies and
gréater representation of these bodies in the managament

structures of FEs should help the latter push exports.

-The Government o% India has provided many tax incentives to

private exporters. Similar incentives ghould be devised for
the publie sector. A powerful incentive would be to tie
expansion or diversification Df-a FE with a compulsory
export obligation. Gubsidies for breaking into new markets
may also be considered, glthough subsidies have a habit of
becoming a permanent burden on the exchequer. Excise relief

for FE exports may be even more powerful an incentive.
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Note 1

.Ta tacilitate interpretation ratings of scales were converted
into the following percentage scorest t

. ) |
1 on the scale O § 2 = 25%; 3 = 504y 4 = 75%3 5 = 100%



19812
1982-3
1983-4
19845
1985-¢&
193&—7
1987-8

1988-9

TABLE 1

INDIA'S TRADE DEFICITS IN RECENT YEARS

In Billions of Rupees

Exkportsa

78.1
88.0
97.7
117.4
108.9
124.5

157.4

Imports

136.1
142.9
158.3
171.3-
T 1%96. 6
201.0
224.0

281, 9

Balance of Trade

—5@.1 ‘
~54.9
—60. 6
-53.9

-87.7

—76.5

~&b. &

=-79.0

Source 1 Re.erve Bank of India Bulletin, December 1989, p. w1134



, TABLE 2 :
INDIAN PEs IN VARIDUS INDUSTRIES

Number of PEs © Ipnvestment
19789 19685-& Re. in billions
: 19789 19836

Steel 2 ‘ & ] X1 68

Minerals and -

metals ‘ 13 13 12 -

Coal : 5 5 15 56

Fower NA 3 NA 55

Fatroleum 10 14 9 51

Chemicals and ‘

pharmaceuticals 18 . 27 27 47

Heavy englneering 11 14 b 17 -

Medium and light

enginesring 18 20 3 10

Transportation

equipment 4 13 b} ig

Tartiles 1o 14 4 12

Congumar goods o ié 1 i

fagro-basead

spterpt ises 4 1) Megligible Negligible

Trading and

marketing services o ! iv & it

Transpartation )

services 7 10 12 @7

Financial services 5 4 7 25

Miscellaneous

services 29 25 : g

. N

Companles baing

set up 10 g 11 48
i7e 229 155 SOl

Gaurce: Fublic Enterprises Survey 1985-86, Vol.l, P.lZb, and
19789, Vol.1l, g 20, published by the Bureau of Fublic
Enterprisas, Ministry of Finante, Government of india, New Delhi.

¥ .



TABLE 3

| FOREIGN -EXCHANGE EARNING AND SPENDING BY INDIAN PEw

Total Bales Foraeign Foreign paficit (=)
of FEs ‘Exchange Exchange or Surplus (+)
Re. billions Earned Spent s, billions

./ Res. billions RE. billions

——.——..p—-—-—-m—.—.——..-—a——..——..-—m-—..-—-n —.—..-—.-—.-u—-.._—-.—_.-—..u—.—-—-u---—-—.-—---—-..——.——

1980-1 286.3 22.2 48. 6 ~26.4
1981-2 3H4.4 27.5 Bé. 7 -29.2
1982-3 419.% 46.7 63.1 -16.2
19682-4 472 54.2 67.7 ~13.5
179845 547.8 58.3% 5%.2 - .7
1985-6 623, & iB. v 68%.% ~-25.9
1984-7 6F0. 7 3.4 S54.1 —14.7
19878 8i3.7 42.5 eB.1 —25;6

Source: The annual Fublic Enterprise Survay, Yol.1, for the years
1981~2 to L9B87-8, published by Bureau ef Fublic
Entaerptites, Ministry of Financs, Government of India



TABLE &
NONMCANQLISEﬁ EXFORTS BY INDI%N FEs
In Millions of Rup=es

igBo-1  1981-2 19ea-3%  1983-4 1984-5 1985-6 1986-7 1987

Bteel FES & 47 44 o 12 3 9 41
Minerals and

metals FEs other
than coal FEs 24 23 i1 299 145 145 i96 58%
Petroleum FEs 227 955& 21077 25814 10604 1820 2231 1373
Chemical and -
pharmacautxcal 12 ig a9 A 41 d Y B85
FEs

Heavy

engylhBaring FEs At a4 4 LBe ZuH 289 201 24%
medium and Light

engineering FES 128 268 284 256 Ii9 Ta4h 99 47
Transportation .

equipment FES i& 8 35 195 G 1M 138 o182
Lomnsumer goods FPEs 3 4 ] 4 Z0E 164 w7 zé
pgro-based 1S

tries FES A= = ) 1% ey 5 G 2
Frading.

marketing and

services FEs ¥ R 449 HEZE 471 PR Fral 201 1lo008
pndustrial

development and

technicat

consul tantcy

services FEs 1i04 & - - - - 1 i
Development

of. small

industries FEs e =1 iB 15, A 18 1% 29
Textiles Phs &4 : 1& Lo 7 41 0 122 18%
Total FLTO iiwld 27E74 24351 1FHEY lulde 1rezd 14295

Mostly exporting goods produced 1n the private sector such as cotton, fabric
leather, oils and fats, cashew, ato., and sSome goods produced in the publ
sactor, such as railway items: : :



TABLE 5

PERCETVED INTERNATIONALISATION ORIENTATION OF STRATEGIC INDIAN FUEBLIC
ENTERFRISES
N = 119 Senior and Top Level Indian FE Executives
Score

Current Bcore 2 Years Earlier
tout of 100) (out of 100;

1 Folicy of seeking out and
adopting the best international
operations o+ production
management practices 8o 7O

t-2

Folicy of shopping globally
for know-how and technology 75 D

Folicy of shopping olobally -
¢ for main inputs to operations
or production activity 75 &7

Ve

4 Folicy of setting up plants
or operations centers at the
most advantage~cs locations
an a olobal basis T &l

i) Folicy of marketing the
company s proguects or servioss
globally, thabt 15, & sitrong
prpori orrental ron &l

£t

12 The company 1s bteying 0o bhe = -
matinational corporatlon 55 T

? “Folicy of seeking ouy and
adopting the pesth ’
international iinanhitial
managemant practices o 45

b= Folicy of gearing bthe company s
"marketing orgenization for
global operations S0 . 4%

< Folcy of seeking out and
adopting the best
international personnel
managemnent practices ' 4 B2

10 Folicy of seeking oubt and
adopting the best
intarnational marketing’
management practices A

gl
N
P
hi

average for the abowe 100 1hems £ by 94



TABLE &

SCORES OF STRATEGIC INDIAN FUBLIC ENTERFRISES ON INTERNAT IONALISATION -
CONGRUENT G0ALS AND FOLICIES

N = 119 Top and Senior Fublic Enterprise Executives

"Current" "Fast" mean
maan score
sCOre (out of 100)

(out of 100

e v b Ak o Bt PR e ket AP T S BPY o e e AL Tt W S o et <R St

internationalisation—congruant Goals

1, Faster growth of the organization 87 5
2 Rapid improvement in managerial

skills B85 A
S Rapid improvemsnt 1n oparaking

efficiency 83 7S
4. Rapid improvement in staftf

morale and motivation B2 7
5. Greater priority to national

priorities : 7 =7

4Ry s e e e

Tmtornationalisativn — congrusnt BEnphasis
ofn Fioneerings innoyating, Rigbk~takifg

1. Emphasis on o OrEsE T 4]
2. Emphasis on innovation and
experimentation Fd )
3. Emphasis on offaring
non—-traditional, novel products 5 : 45 -
4. Emphasis On pursding hagh
return — high risk oplions 47 4

et A i Sz



Internationalisations conqruent Growth

and Competitive Strateqies

1. Emphasis oOn growth theough a
pre—planned strategy
2a Diversification ot suppliers

of know-how and technology

3, Emphasis OR entering
competitive lines by seeking a
competitive edge

4. Emphasis On utilising the
jatest technology

5. Emphasis on cultivating formal
and intormal contacts for
advance 1ntellaigence on
developmcntﬁ

6. Emphasis on pursuing high growth
teven if risky! apportunities

Y Diversiflcatiun of sources of

inputs

Fa R A ER

Initer st jonalypalion o ERNY

Making Frocess

1. Emphasis on long tetm declsions
ang pilanming pased o Long ranae
forecasting

@, Emphasis an collective declslon
making &k the top

3. Emphasis On participat1ve
decision making

&, Emphasis ©h managemeﬁt by teamns
ar commn: tiees

5. Emphasis on top managamani
freguently reviewing corporate

per formance

AR Qe

faz

o —

~J
m

~
3]

&u

oyl

ry

&7

HL



Intggnationalisation - congruent
Ugeratlng,Flexibility and Structura

i. Emphasis on the organization
frealy adapting to changing
situations .

K

Emphasis on getting results

rather than mechanically

following laad down procedures

I. Emphasis on managerial
autonomy 1n responding to
problems Or opportunities

4, Emphasis On duacentral isalion

5. Emphaslis oOn divisionalisation

Average

&7

Internationa}iﬁatiun—cmnaruent_Warketiug

Folicres

1. Frnmme o L0 Clamiditer wed JE Tl A R ST

D Emphiasie o0 tormE L metthEk pamgEat Tl

. Plarket orlentatlwn—identi?iuatiuﬁ
of customer hesds and then
devetoping the maans for

sabiletying Lhew

4. Folicy of developing muitiple
distribution channels

Avaerage

ot

Internatimnalisat10n~connruent Fergonnel

Folicles

1. Stress on Toraal managerial
and steft Lraining

rm Stress on tam:ly type relations
with staff

KA Stress ON nerfﬂrmance—ba%ad.
fpreomol 1N

4. Stress on challange, S L ORIy
sy piher antrinsyo mowivators

o
|

~
=

a5



5. Stress on vecruiting resourceful,
innovative youngsters il B0

&, Stress on corporate national
mission as a motivator . ‘ S0 4%

7. STress on giving immediate
rewards for good performance S0 4z

- -
oL b 0

PURCHASAD i
APPRONSL t
ORATIVUXCHANGE §
rovne §
} 200 NO.
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