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[bookmark: _Toc513180842]Executive Summary:
A successful business is one that offers a win-win situation for both the business and their clients and Reliance Jio is just doing the same. In today’s digital life of India and Reliance Jio is just doing the same by offering the cheap data to the mass population of India. And thus MR Mukesh Ambani has fulfilled his commitment to enrich the life of every Indians by adding the touch of digitization to the daily life of the people of India. Reliance Jio- Infocomm Ltd of India should be given the credit for triggering the long awaited consolidation of the Indian telecom industry by injecting in a data revolution in the country. Reliance JIO has made the common people think that digital life is not an exclusive experience which can only be enjoyed by the affluent section of the country by intuiting a cheap mobile data service along with free data voce call and sms services(Damle et al.,2016).
. 
[bookmark: _Toc513180843]Introduction 
Mukesh Ambani  the  owner of reliance JIO  is the person behind the  revolution of  the Indian mobile industry  and he brought the revolution by drastically reducing the ,mobile  call rates  during early 2000s and thus  made usage of the mobile phones affordable to the general public of  India. In other words he spread the mobile service usage from the luxury segment to the segment of mass public.
For the initiation of the Reliance JIO in 2010 Mr. Mukesh Ambani   bought 96% stake of Infotel Broadband for owning the 4G spectrum across India. This purchase of the 4G spectrum combined with the fibre optic network for the initiation of the Reliance-Jio. Around 1.5 lakh  crore has been invested for starting the Reliance Jio project that started in 5th September of 2016.The company is all set spend around Rs. 1 lakh crore with in the next four years for the purpose of the strong expansion of the network across India.
The subscriber based of Reliance Jio has touched 160 million, in 2017 with in a small period of almost 1 year after the launching of the project in September, 2016 .The business has made a deep penetration and almost developed a storm in the Indian telecom market with the offerings  of aggressive voice and data services(ETTelecom.com, 2017).
[bookmark: _Toc513180844]The basic corporate strategies that are applied by Reliance Jio:
Application of the 4G spectrum only:
The Reliance Jio network has chosen to offer their data and call service entirely via 4G spectrum only. According to MR. Ambani this strategy has been chosen to help the people so that they can walk on the way of digital advancement supporting the dream of PM Modi of the digital India.
The pros of the this strategy is that, lots of new customers are availing the service of the reliance JIO for getting the quick and advanced data and net service in their mobile and thus the strategy is strongly helping in the development of the customer base of the company
The con of this strategy is that a large portion of the smart phone holders who are using 3G or 2G mobile phones cannot availing the service unless and until they are getting a new 4G set for availing all the lucrative offers[4G data & the VoLTE support.] that are given by Reliance JIO(Jose, 2017.). 
100% application of the VoLTE technology:
The Reliance Jio network is running wholly upon the VoLTE technology and it is the largest VoLTE network of the world. The VoLTE stands for Voice over LTE, by which the user get the option of making voice calls through the data network.
The pros of the application of this strategy is that the mass population of India for the first time is getting the opportunity to make free voice calls on the basis of the mobile data offered for net surfing and that is why along with other companies SIM almost every mobile user in India is holding the SIM of Reliance JIO and thus helping to develop the customer base of the reliance Jio.
The con is the application of the strategy is that there are many users who are not holding VoLTE technology enabled mobile and to avail the service they have to buy a new mobile set containing those technologies(Kumar, 2013.).
Free roaming and voice call supports:
The reliance Jio has given the opportunity to the user of free roaming and voice call support and mis offering the cheapest mobile data service in India and their current base rate for data offerings is around rs 50 per GB wich is a90% discount over the previous base rate of mobile data that was ranging around rs 4000-10000 per GB of data as offered by the other service providers. The application of this strategy has made reliance Jio the most demanded mobile network service in India(Muruganandham, et al.,2017).
Offering of the e-KYC for fast activation of the SIM:
The application of the technique of e-KYC has reduced the delay in the SIM activation process and the application of this strategy is helping the user to get the option of the hassle free SIM activation. Currently any person with a Aadhaar card will be able to activate their JIO SIM with 15 minutes with the application of the e-KYC technique
[bookmark: _Toc513180845]Critical analysis of Reliance Jio’s Strategic Management issues 
Insufficient Spectrum Mix:
The spectrum used by reliance Jio [“4G LTE services are in the bands of 2300 MHz (TDD, Band 40), 1800 MHz (FDD, Band 5) and 850 MHz (FDD, Band 3”] is unique in nature and therefore the business will got to face the problem of mixing the spectrum with that of the other service provider in the near future. Due to the uniqueness of the septum in future when the company will try to mix their spectrum with that of the other service providers then JIO may have to incur lot of time and money for the completion of the process of spectrum mix. The spectrum mix will have to be done inevitably by the organization for the purpose of the expansion of the network(Panday, 2016).
Lack of the compatible mobile devices:
There are very few smart phones that support all the spectrums of the reliance JIO through which the company offers different kind of the services. The application of the strategy of unique spectrum matrix for offering varieties of service at a very low cost has helped the business to attract a lot of customers; but the downside of the application of this strategy is that company needs to invest in development of technology, sourcing, distribution and marketing of smart phones that completely supports the unique spectrums of reliance JIO. This venture of developing and distribution of the new kind of Smartphone handsets is a completely different dynamics in comparison to the launching and growing mobile services.
The process will involve the locking of the large part of investment in the research and development and developing of such smart phones(Shaikh, 2014).
Little or no demand of the broad band service offered by JIO:
Currently the mass population of the India using mobile is mainly engaged in using the data services that are being used for the communication purpose where delivery of the mobile broadband service which will be quite expensive will not be required. So unlike the, mobile voice call there is almost no demand for the mobile broadband service that Jio is capable to offer and sale.
Threat of getting involved in to a price war:
The mobile service of Reliance JIO is mainly preferred due to the low cost data offerings along with the free voice call and sms service and bundle of entertainment packages like the JIO TV app and several other apps. Looking the success of the strategy applied by reliance JIO the other major network service providers like the Vodafone and Airtel are also giving sharp reduction in the mobile data buying offers along with free voice and sms offers. Thus there is every possibility that Reliance JIo will get in to extreme kind of price war that will ask the company to reduce the data offers at a very low level which may not be sustainable for the company(Singh, 2017).
The threat of technical obsolesced:
It is often seen that in the mobile hand set as well as well as in the mobile service providing industry the technology is changing so quickly in the name of advancement and that is Reliance Jio must stay prepared for the technological obsolesce which may force the company to suddenly make huge investment for the adoption of the new technology (Kolla, 2016).
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The tool of Ansoff Matrix is used for strategic planning and to develop framework strategies that will be curve the path of future growth of the organization
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Fiigure-1
(Source:Hussain et al.,2013).
The above matrix defines that the market penetration strategy of the organization is based on the factors of existing product and the existing market.  Product development strategy is based on the factors of new product and existing market. The market development strategies based on the factors of existing product and new market. The product diversification strategy is based on the factors of new product and new market (Hussain et al.,2013).
The reliance JIO’ market penetration strategy is based on cost focus and good mobile service. In the existing market there is a huge demand for cheap voice call offers and mobile data offers. The market penetration strategy of reliance JIO’ is combination of the market demand of the cheap data and  existing package of mobile services  that includes low cost mobile data offers along with free sms, voice call and roaming services. Currently the main objective of the organization is the digitization of India along with strong penetration of the exiting market. The organization is not looking for new product development, new market development and service diversification. Thus the future growth strategy of the organization will be mainly based over the development of the good market penetration strategy (least risky and leads better utilization of the business resources for the purpose of profit generation) that is mainly will be based on the minimization of cost. The other strategies will are not applicable in this situation.
[bookmark: _Toc513180848]Porter’s 5 force analysis of Reliance Jio 
This framework describes the profitability, unattractiveness and level of completion of the mobile service providing industry.
	Forces
	

	Bargaining power of the suppliers
	The suppliers of the industry are the technology suppliers and the supplies of fibre optics that is needed to form the 4G broad band network .As there are very few supplies in the market therefore these suppliers are very rigid regard ding the products and technologies supplied by them and they are also holding a strong bargaining power in the market (E. Dobb, 2014.).

	Bargaining Power of the buyers
	The buyers or the mobile service users have  a strong bargaining power as they can  switch to any service provider as per their choice with the availability of the good data offerings at a low cost and the additional package service provided by applying the mobile number porting service

	Threat of substitutes
	There is very little difference regarding the cost of data offered as well as regard ding the free sms service and voice call offers as most of the major players of the mobile service industry like Vodafone and Airtel are giving use discounts in the mobile data offers as well as on voice call and sms offers and thus made the service almost a close /substitute of reliance JIO. Therefore reliance JIo is facing a high threat of substitutes

	Threat of new entrants
	As the Reliance JIO has initiated a huge price cut the other major service provides like Vodafone and Airtel are reducing the price of their service offerings for the purpose of survival and thus the industry is currently is not enough profitable for the new entrants and thus the threat of new entry is quiet limited with respect to the mobile service providing industry

	Industry rivalry

	The price cut of the mobile service providing industry has  initiated a huge rivalry and a situation of price war with in the industry


Table-1
[bookmark: _Toc513180849]Strategic clock analysis of Reliance Jio 
Reliance JIO has launched itself in the market with a gimmick that aimed at laying down a strategy of the organisation. The gimmick not only provided with a sudden and deep penetration in the market but also laid down a defined path for the organisation. Reliance Jio launched itself and provided with free SIM and internet for 3 months. This made a huge amount of people to invest in the collection of the SIM. This ensured that a huge penetration of the market has been done. Once the market penetration is done the organisation has to be careful in starting its charges. The pricing has to be slow and gradual to ensure that the users can keep up it (Johnson 2016). This strategy was going to provide the company with a huge number of clients. But as mentioned before it was launched free by adopting the penetration pricing it has gained competitive advantage over its rivals like Airtel, Vodafone, idea etc. In such situation the pricing strategy that is adopted by the company once the free period was gone has been crucial. 
The organisation in terms of value of the product can be considered as medium added value ranges as par the Bowman strategic clock. In terms of pricing the organisation had to maintain low price to ensure that the company is able to retain the customers that has been earned by them during the free period. Retention has been the key strategy surrounding which the penetrative pricing has been adopted by the organisation. Thus the matrix of strategic clock in which reliance JIO was placed is the cost leader that is mediocre added value and the low price level. So the core strategy of the organisation has been the low price strategy. 
This strategy has been successful for the organisation because of the effective pricing strategy. a survey conducted by Bank of America and Merrill Lynch showed that of all the customers that are using the JIO SIM in India 26 per cent use it at the first SIM slot and 21 per cent on the second SIM slot. This survey has also suggested that majority of the service users of the organisation is going to stay with the company at the end of the free period. The survey conducted on 1000 users of reliance JIO suggested that 85 per cent of the service users are going to continue to use the services of reliance JIO even after the free period has been expired (Guha Thakurta 2016). The rest would also continue with moderate changes in the service provided. Only 6 per cent of the previous users are not willing to continue with the services or the company. 
The impact of the cost leadership strategies of the organisation can be traced at the impact that the organisation is having on its competitions. For example the penetration pricing of the organisation has made roaming incomings free of cost this has been followed by the other competitions in the market like Vodafone, Airtel, idea, and Aircel. 

[bookmark: _Toc513180850]McKinsey 7s analysis of Reliance Jio 
The chief objective of the organisation reliance JIO is to digitise India. It aims at providing internet services and telephones in the most remote corners of the country. For that purpose the pricing strategy has been one of the most important factor as India is a price sensitive market. Thus the organisation has adopted a cost leadership strategy in the market. But there are other factors that are of huge importance to ensure that the objectives of the organisation can be reached. The 7s model of McKenzie suggest the key method that can be used to ensure that all the different parts of the organisation works in harmony to reach the desired objective of the organisation. There are chiefly 7 elements some of them are hard elements like the strategy adopted by the organisation, structure of the company and systems that are used by the organisation (Channon and Caldart 2015). There are also soft elements that a comparatively more effectible like the shared value, skills, style and staff. These are all interdependent factors
Strategy of reliance JIO: the organisation believes in sustainable development. The planning of reliance JIO has been at sync with this objective. The key factors in reliance JIO that forms its strategy involve 
· Country wide digitization
· Growth through cost leadership
· Product responsibility 
Structure of reliance JIO: the structure of the organisation is thus formed like the rest of its ventures. There have been no special changes in this segment because of the level of efficiency. 
Systems of reliance JIO: the systems in the organisation in daily basis ensure that the employees are provided with enough freedom. The organisation also provide recognition programmes for hard workers within the organisation on regular interval to ensure that each employee provide their best for the organisation regularly. 
Shared values of reliance JIO: the organisation provides highest importance to the shareholders in taking any decision. Reliance JIO also values the people working within the organisation. Reliance JIO tries to understand the business from the perspective of its consumers. The organisation takes pride in excellence and gives attention to every minor detail. The emphasis on teamwork is also one of the key values of the organisation. 
Skills in reliance JIO: the organisation focuses on development of stakeholder value. It is always active in fulfilling the need. The gaining of the cost leadership of the organisation can also be considered as one of its key skills. 
Style of reliance JIO: the style of the organisation can be collected from the tagline that is used by the organisation that is ‘Jio Jee Bhar ke’. 
Staffs of reliance JIO: the staffs in reliance JIO are one of the youngest in the country. As mentioned in the shared value the organisation gives highest importance to the employees of the organisation. It believes in retaining talented employees within the organisation. The first rate management graduates are selected in the company for employment (Srivas 2016). They are also provided with proper facilities to ensure that they stay with the organisation. 
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	Strength
	Weakness 

	The company is capable to accept any kind of financial ups and downs as the company Reliance jio is receiving a strong backing from the Reliance Industries 
The strong promotional investment has helped the brand to establish itself and to develop a strong customer base
Application of the Innovative technology of 4G LTE services along with VoLTE has helped the organization to offer free voice call service over data
The strong presence across India(currently operating around 22 circles with in the country) has helped the organization to  develop a strong customer base 160 million users 
The package of the entertainment offers[movies, games, shopping, messenger, chat, news] are working as the additional attracting offers for the customers along with low cost data offerings and free voice call
The policy of offering service tied handset at a very low cost is also enhancing the sales of service of the organization
	The usage of unique spectrum for providing the service can definitely bring some problem to the business at the time of expansion when septum differentiation with respect to other organizations will definitely bring some extra cost investment for the company.
The 2G and 3G phone users who cannot afford buying 4G mobile are still are not capable to use the service and  a substantial portion of the population who are not accustomed to the usage of the 4G phone are not capable to use the service(Helms and Nixon,  2010).


	Opportunity
	Threat

	The brand is also set to offer the mobile broad band market which is the future of digital India

The focus on better customer service and additional facilities like cash back offers over online shopping using reliance jio SIM will definitely provide a competitive edge to the industry.
	The business is at any time face the negative impact of offering cheap data services in the form of price war when the other competitors of the market are trying to capture the market by applying the same strategy of cost reduction with respect to  the mobile service offered


Table-2

[bookmark: _Toc513180852]Analysis and main findings 
The main findings that are to be highlighted with respect to the above discussion is that reliance JIO which is the newest entrant of the mobile service industry has attained a substantial share of the industry with a strong pan India presence and with a substantial customer base of 160 million. The market penetration strategy of the organization is solely based on cost focus and the company is not focusing over the aspects of service development, market development and service diversification for the purpose of future growth or for the long term sustainability of the company(Ratnesh and Kansal,2013).
In such a situation the other major players of the industry like Idea, Vodafone, Airtel are making extreme  effort to regain the lost customer base[that the companies has lots to JIO] by offering the data offers and other entrainment offers at a cost that is almost equivalent to what offered by JIO. In such a situation Jio is gradually moving towards the risk of losing the competitive advantage that they gained by offering low-cost mobile data and free voice call offers.
More over there is every possibility that the business can get involved in to some kind of price war in near future if the completion concentrates on the aspect offering low cost services. 
However the organization is facing a low threat of new entrant as due to the cost reduction the industry is not appearing as a very profitable one for the new service providers.
[bookmark: _Toc513180853]Financial performance of Reliance Jio -2018,2019(expected)
According to the estimates of, Goldman Sachs by the end of financial year 2018 the approximate revenue market share for Bharti -Airtel will be  at 31.7%, Vodafone India will be  at 21.4%, Idea Cellular will be  at 17.2% and that of  Reliance Jio will be  at 12.1%. 
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Chart-1
(Source:Sengupta, 2018)
By the end of 2019 Airtel’s market  share is expected to decline by 30.6 %, Vodafone’s  market share is expected to decline 20.2% , Idea’s market share is  expected to  decline by 16.2%  while Jio’s market share  is likely to rise to 21.5% (Sengupta, 2018).

[bookmark: _Toc513180854]Chart-2
(Source:Sengupta, 2018)


Conclusion & Recommendation 
Therefore for the purpose of the future growth and suitability the reliance JIO has definitively focus in the segment of service diversification so that other than cost aspect the new customers also avail the service of the reliance JIO for getting online facilities with respect to online shopping, bill payments, banking operations, educational support and also for fulfilment of medical need all that are very essential in the day to day life of a common person of India. Mere focus over the cost aspect may push the business in a bad kind of price war where all the competitors are trying to survive by reducing the price of their service (Ganesamoorthy and Anbazhagan, 2016).
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existing products and new products. and in existing markets and new markets. there are four possible
product-market combinations. Ansoff's matrix is shown below:

Ansoff Matrix

Existing Products New Products

Existing
Markets  Market Penetration Product Development

Markets  Market Development Diversification

Ansoff's matrix provides four different growth strategies:

+ Market Penetration - the firm seeks to achieve growth with existing products in their
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