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ABSTRACT

The study explored the key competitive advantages and resources of the Indian
apparel export firms. According to Porter’s (1990) theory of competitive advantage of
nations, a nation succeeds in a particular industry if it possesses a competitive advantage
relative to the best worldwide competitors. In addition, the resource based theory of the
firm defines competitive advantage as a value creating strategy being implemented by a
firm while other potential competitors do not or cannot (Barney, 1991). These theories
formed the theoretical background of the study. The interpretation from a qualitative
study approach, which used semi-structured interviews and field observations of eighteen
top level executives working in the apparel export industry in Tirupur and Bangalore
revealed four competitive advantages: (a) product advantage; (b) price advantage; (c)
delivery advantage and; (c) service advantage. Implications derived from the results offer
several important opportunities. Through an in-depth understanding of the key resources
of the Indian apparel export firms, the findings help the Indian apparel export firms in
realizing their actual key resources and competitive advantages. Government policy
makers may want to utilize the study findings to develop more flexible and effective

policies that may be more fruitful in the long term.

Keywords: India, apparel export industry, firm resource, competitive advantages
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CHAPTER I: INTRODUCTION

Chapter | contains the following sections: (a) background of the study, (b)

purpose of the study, and (c) significance of the study.

Background of the study

The Indian apparel industry has been in a growing phase since the late 1980s.
Presently, India is the sixth largest apparel exporter in the world, with exporting to U.S.
$14.5 billion worth of apparel (World Trade Organization, 2012). However, recently, the
growth of the Indian apparel export firms has slowed dramatically. The slow growth rate
has affected the Indian apparel export firms and they might be reevaluating their key firm
resources and their competitive advantages to sustain themselves (Kathuria, 2008). Stiff
competition from neighboring developing countries may be one of the reasons for the low
growth in international market shares.

Among the neighboring competitive countries, China has been a dominant player
in apparel export in the global market-place since the abolition of the quota system in
2005 (Tewari, 2006). The ability to provide a large quantity of quality products at low
cost has made China the most favorable sourcing destination in the past few decades.
However, an increase in labor wages, rise in commaodity prices, rising transportation and
logistics costs, and appreciation of Yuan (Chinese currency) has also negatively affected
China’s position as the cheapest sourcing destination. Chang and Ha-Brookshire (2011)
found that the Chinese apparel industry seems to be in the mature stage and Chinese
apparel firms are now emphasizing the development of their own brands and domestic

retailing, rather than exporting. China exported U.S. $153.8 billion worth of apparel in
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2011. In comparison, Hong Kong exported $24.5 billion, Bangladesh exported $19.9
billion and India exported $14.5 billion worth of apparel (World Trade Organization,
2011).

As China is moving its focus from export to brand development and retailing,
India has been considered one of the next sourcing destinations that might replace China,
due to its abundant skilled labor force, low labor wages, and flexible manufacturing
infrastructure (Das & Ha-Brookshire, in review). However, experts say the growth of
exports in India has failed to meet its expectation (Kathuria, 2008). For example, there
was only 0.28% increase in Indian apparel exports from 2010 to 2011, while Bangladesh
apparel exports increased by 0.38% during the same period (World Trade Organization,
2011). That is, Bangladesh seems to be more effectively taking advantage of the decrease
in Chinese production than India. Kathuria (2008) found that Indian labor wage was
comparatively higher than that of Bangladesh, and the productivity of Indian human
resources was comparatively lower than Bangladesh labors. Thus, Kathuria tried to
explain why India could not meet its expected export growth. Lu & Karpova (2011)
found that fragmented manufacturing facilities, unreliable transportation and logistics
services, low managerial flexibility and adaptability, and low labor productivity were the
main reasons behind India’s slow apparel export growth rate.

Although these studies showed interesting reasons for India’s slow growth, no
research studied what the Indian apparel export firms consider as their key resources at
the micro level. What do Indian apparel exporters have to compete against global
competitors? What do the Indian apparel export firms have, in terms of unique firm

resources to compete against any other countries for that matter or China, in order to



increase their share in the global apparel market-place? How do major market forces
affect and shape Indian apparel exporters’ key firm resources? How do such resources
help establish and sustain their competitive advantages? This study is designed to find the
unique key firm resources that help the export firms in sustaining competitive advantage
and identify the factors that help the firms in developing, maintaining and acquiring these

key firm resources.

Purpose of the study

The purpose of the study is to gain a deep understanding of the actual firm
resources possessed by the Indian apparel export firms. More specifically, the study aims
to understand how do (a) ownership types, (b) foreign buyer demand conditions, (c)
apparel-related industries, such as textile and dyeing industries, (d) government export
promotion policies, and (e) changes, such as current economic conditions or recession,
shape and influence the development and maintenance of companies’ key resources. This
will be achieved through the theoretical frameworks of Barney’s Resource based Theory

and Porter’s Diamond model of the National Competitive Advantage.

Significance of the study

Today, India is considered as one of the fastest growing economies in the world.
The apparel export sector contributes hugely to this rapid economic growth. The apparel
industry contributes approximately14% to Indian industrial production, 4% to the Gross
Domestic Products (GDP), and 17% to the country’s export earnings (Ministry of
Textiles, 2012). The apparel industry is one of India’s largest revenue generators, in
terms of GDP, exports, and employment (AEPC, 2012). Exploring the Indian apparel

export firms key resources and the factors influencing in shaping and developing these
3



firm resources has several significant aspects to the Indian apparel industry, practitioners
and to academia.

First, the findings will provide an understanding of the important key firm
resources unique to Indian apparel export firms and will provide insights into the
different factors influencing the development and maintenance of these unique key firm
resources. These insights will provide a comparative picture of the Indian apparel export
firms.

Second, by exploring the key resources of the Indian apparel export firms, the
study findings may help prospective investors, who are interested in investing in the
apparel export sector in India to prepare themselves with these key unique resources they
must develop, obtain, and improve when they invest or start a new business in India.

Third, this study could contribute to the development of students in apparel
academic units preparing for a future career in the apparel industry. Expected findings
may help add to the existing curriculum to incorporate knowledge and skill sets to help
the Indian apparel export industry achieve the unique key firm resources. This can assist
in strengthening education for the future generation and assist them in selecting right job
for them. Thus the study findings may be an important trend guide for educators and
students in the apparel related programs in India to decide which skills and knowledge
should be the program focus.

Finally, the study findings may enrich and add depth to the firms’ resources
literature especially from the perspective of Indian exports in the apparel industry. The
results may be useful for human resource departments in constructing and developing

realistic job profiles. Additionally, businesses may be able to use the study’s findings to



help structure a stronger career development programs to ensure job satisfaction, which

would help recruit and retain talented employees.



CHAPTER II: LITERATURE REVIEW

Chapter Il contains the following sections: (a) Theoretical Frameworks, (b) Indian

Apparel Industry, (c) research gap and questions

Theoretical Framework

Porter’s theory of competitive advantage of nations

Michael Porter’s theory of competitive advantage of nations (diamond model)
provides an excellent framework to analyze the competitiveness of a particular industry
within a country (Jin & Moon, 2006). Porter’s (1990) theory states that a nation succeeds
in a particular industry if it possesses a competitive advantage relative to the best
worldwide competitors. Porter also proposed that the characteristics of the national
environment influence the competitive advantages of a nation and identifies four primary
determinants that affect competitive performance of firms: factor conditions; demand
conditions; related and supporting industries; and firm strategy, structure, and rivalry.
These determinants interact with each other to form the nation’s diamond, and

interrelations between the determinants establish national competitiveness (Grant, 1991).



Figure 1: Porter's Diamond Model

Firm Strategy,
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Source: Adopted from Porter (1998, p.127)

Factor Conditions
Factor conditions are defined as “the nation’s position in factors of production,

such as skilled labor or infrastructure, necessary to compete in a given industry” (Porter,
1990, p. 71). Porter categorizes factor conditions as basic factors or generalized factors
and advanced factors or specialized factors. A basic factor is passively inherited, such as
climate, unskilled and semiskilled labor and provides initial advantage, while advanced
factors include conditions a nation creates, such as communication, infrastructure,
sophisticated skills, and research facilities, are created through investment by individuals,
companies and governments and play most critical roles for enhancing a nation’s

competitive advantage (Grant, 1991). Porter suggested that competitive advantage based



on basic or generalized factors is unsophisticated and often fleeting, contending that
advanced or specialized factors are necessary for more sophisticated forms of competitive
advantages. Basic factors can be extended and reinforced through advanced factors and
unfavorable basic factor conditions (e.g. excess or lack of raw material or labor) can
create pressure to develop advanced factors, further making industries highly

competitive.

Demand conditions
Demand conditions are defined as “the nature of home demand for the industry’s

product or service” (Porter, 1990, p. 71). Porter (1998) views demand conditions in terms
of the size of the home market and sophisticated and demanding buyers. Porter
acknowledges that the size of domestic demand in a particular industry may be important
to national advantage where there are significant economies of scale or learning, but he
considered the presence of sophisticated and demanding buyers more important. While
sophisticated home demand forces firms towards better products and services, varying

levels of sophistication in consumer demands lead to market segmentation.

Related and supporting industries
Related and supporting industries are defined as “the presence or absence in the
nation of supplier industries and related industries that are internationally competitive”
(Porter, 1990, p. 71). Porter relates this dimension to spillover benefits that go beyond the
boundaries of an industry, to explain the tendency of successful firms within a country to
form clusters of related and supporting industries (Grant, 1991). Porter (1998) asserted
that the presence of supplier and related industries within a nation that are internationally

competitive provides benefits such as innovation, upgrading, information flow, and
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shared technology development which create advantages in downstream industries. Porter
also emphasizes the importance of forming clusters to deliver cost-effective inputs and
highlights the importance of these supporting industries to innovate by working closely

with the end-user.

Firm strategy, structure, and rivalry

Firm strategy, structure, and rivalry is defined as “the conditions in the nation
governing how companies are created, organized, and managed, as well as the nature of
domestic rivalry” (Porter, 1990, p. 71). Competitiveness is created by the convergence of
favorable management practices and organizational models specific to that country
(Porter, 1990). For example, the large number of family-owned companies in Italy has
contributed to the success of fashion industries where responsiveness and flexibility are
critical to gain competitive advantage (Grant, 1991). Porter also emphasizes that in
addition to firm strategy and structure, rivalry plays a critical role in increasing
competitive advantage by forcing firms to cut costs, improve quality and innovate (Grant,
1991).

In addition to these four determinants, Porter (1998) suggested two external
determinants: chance and government. Chance events just happen; however, the nation
with the most favorable “diamond” will most likely convert chance events into
competitive advantage (Porter, 1998). The government can interact with the four
determinants by fostering or deterring the development of a nation’s competitive
advantage.

Figure 1 shows the Porter’s diamond model and provides a brief explanation of

the theory of of competitive advantage of nations. The model explains a nation’s success



in a particular industry, by describing the four interrelated determinants needed to attain
competitive advantage. These four determinants include: factor conditions; demand
conditions; related supporting industries; and firm strategy, structure, and rivalry. These
four interrelated factors constitute a firm’s global competitiveness in a given industry.
The model suggests that the government policies and startegies act as a catalyst for
companies to aspire to higher levels of competitive performance. The model also

suggests that chance may influence industries competitive performance.

Resource-based theory of the firm

In addition to Porter’s diamond model, resource-based theory of the firm (RBT)
suggests that firms’ competitive advantages are highly dependent on critical firm
resources that competitors may not be able to easily copy. Penrose (1959) initiated the
development of the resource-based view of the firm, where he concluded that firms
should be described as an administrative unit that links and coordinates activities of
numerous groups and individuals, and as a bundle of productive resources. The Penrose’
view gained substantial traction in the mid-1980s as Wernerfelt (1984) recognized that
competition for resources among firms would have important implications for the ability
of firms to gain advantages. Wernerfelt (1984) focused on the possibility that the
differences in firm performance could be developed, in terms of the resources that a firm
controls. Two years later, Barney (1986) introduced the concept of strategic resource
factors that firms could acquire or develop to implement the superior market strategies in
the marketplace. In this light, Dierickx & Cool (1989) showed that the firm’s strategic
resources assist in generating economic profits. All of these discussions on firms and

their strategic resources lead to Barney’s (1991) resource-based theory of the firm.
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The RBT explains that firms gain and sustain competitive advantages by
deploying valuable resources and capabilities that are rare, and not readily replicable
(Barney, 1991). Firm resources are defined as the tangible and intangible assets that firms
use to develop and implement their strategies. These firm resources must be valuable so
that it can exploit opportunities and / or neutralize threats in a firm’s environment. Firm
resources must also be rare among the firm’s current and potential competitors. Firm
resources must be costly-to-copy so that the firm can maintain the competitive advantage.

The RBT researchers suggest that these firm resources are key factors for their
competitive advantages. Competitive advantage is defined as a value creating strategy
being implemented by a firm while other potential competitors do not or cannot (Barney,
1991). These competitive advantages provide the edge to the firm to its competitors in
order to generate economic profits. The competitive advantage is considered sustainable

when the competitors of the firm are unable to replicate the value creating strategy.

Key firm resources for competitive advantages from RBT

Then, what are the key resources firms must have for their competitive
advantages? Barney (1991) identified the three key firm resources for competitive
advantages: (1) physical capital resources, (2) human capital resources, and (3)
organizational capital resources. Physical capital resources refer to the physical assets of
the firm, such as geographic location, accessibility to raw material, machineries and
equipment. Human capital resources refer to the manpower present in the firm, such as
the workers and managers. Organizational Capital resources refer to the structure of the
firm, such as the controlling and coordinating organizational systems. Following Barney,

many researchers investigated key firm resources for successful manufacturing in many
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different industries (e.g. Collins & Clark, 2003; Ravichandran & Lertwongsatien, 2005;
Runyan, Huddleston, & Swinney, 2007; Watchravesringkan, Karpova, Hodges, &
Copeland, 2010).

In the export setting, researchers suggested that exporting firms require different
firm resources for their competitive advantages, compared to general firms. Cavusgil &
Zou, (1994) emphasized that exporting is a firm’s strategic response to perform against
intense domestic and international competition. Therefore, the strategic dimension of
exporting firms is critical to assess their performance. Piercy, Kaleka, & Katsikeas (1998)
studied small- and medium-sized British manufacturing and exporting firms in all type of
product categories and found the abilities to offer competitive pricing, to produce
superior product quality, and to provide responsive services as key resources for their
competitive advantages.

Most recently, after reviewing all key firm resources discussed in the export
performance literature, Enz (2008) proposed the five key firm resource categories, using
U.S. food exporting firms as study subjects: (1) financial resources, including all of the
monetary resources from which a firm can draw; (2) physical resources, such as land,
buildings, equipment, locations, and access to raw materials; (3) human resources, which
pertains to the skills, background, and training of managers and employees, as well as the
way they are organized; (4) organizational knowledge and learning, such as management
flexibility, consumer satisfaction, delivery, and quality; and (5) general organizational
resources, including the firm’s reputation, brand names, patents, contracts, and

relationships with external stakeholders.
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In the apparel export setting, it is difficult to isolate firm resource study findings
specifically related to apparel as much of previous studies investigated both textile and
apparel export firms. However, these findings still provide good insights into apparel
export firms’ competitive advantages. For example, McCann (2011) found the key firm
resources of the Chinese textile and apparel export firms were found to be accessibility to
diverse and high quality raw materials, efficient and effective transportation and logistics
services, vertically integrated production facilities, and low manufacturing cost. In
addition to these firm resources, Shamsuddoha, Ali, & Ndubisi (2009) observed that
governments’ export promotion programs help export performance of the textile and
apparel industries in Bangladesh. Similarly, export performance of textile and apparel
firms in Croatia was benefited from its government’s trade agreements, industrial policy,
and efforts for economic stability (Bezi¢, Cerovié, & Galovi¢, 2011).

Based on the assumption that textile and apparel export firms may require
different key firm resources than general export firms, Chang & Ha-Brookshire (2011)
surveyed Chinese textile and apparel firms’ company profiles, using Enz’s framework.
Overall, the authors found 18 key resources possessed by successful Chinese textile and
apparel export firms. The firm resources were good relationships, high quality,
equipment, skilled human resources, customer satisfaction, fashion trend knowledge,
company size, reputation, brand, location, product breadth, land or building, managerial
knowledge, awards, industry certificates, financial resources, employee training programs
and quick delivery. Particularly, organizational knowledge and learning resources, such

as high quality, customer satisfaction, fashion trend knowledge, product breadth,
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managerial knowledge, and quick delivery, were most frequently mentioned key
resources by Chinese textile and apparel export firms.

The resource based theory of the firm provides a complete picture of the key firm
resources unique to the apparel industry. Barney (1991) provided the concept of the main
resources that enable firms to implement strategies to achieve competitive advantages.
Enz(2008) modified Barney’s firm resources into five categories of financial resources,
physical resources, human resources, general organizational resources and organizational
knowledge and learning resources. This study follows Enz’s framework to understand the

Indian apparel export firms’ key resources.

INDIAN APPAREL EXPORT INDUSTRY

Historical Perspective

The Indian apparel industry gained its importance during the Colonial rule of the
British Empire. The British rule imported textile and apparel into India and forced Indian
people to consume their products. As the Indian textile and apparel industry was not
developed and disorganized, they could not compete with the British products In 1915,
during this period, in order to boycott foreign goods, Gandhi started the “Khadi”
movement. This movement aimed at producing apparel using homespun traditional
method with the objective of collaboration of masses in production rather than mass
production by a few (Gonsalves, p.64, 2010). Gandhi used Khadi to motivate Indian
people to fight against the British rule in a non-violent way (The Toronto Star, 2011).

The Indian National Congress decided to support both production and consumption of

14



"Khadi" (home-based cotton apparel, spun and made at home). Since then, Khadi has
been used as a political sign of the Indian National Congress.

Even though Khadi played a very important and symbolic role during the
Independence period, the core nature of production of Khadi did not change from 1947 to
the late 1970s. First, a focus on home-based apparel manufacturing did not fuel
technological advancement within the industry. Therefore, apparel manufacturing still
remained at home with few opportunities to grow. Second, the government also kept
Khadi manufacturing at individuals” home, particularly in the rural areas, by calling it
one of the village industries—"“any industry located in a rural area which produces any
goods or renders any service with or without the use of power and in which the fixed
capital investment per head of an artisan or a worker does not exceed one lakh rupees or
such other sum as may, by notification in the Official Gazette, be specified from time to
time by the Central Government” (The Khadi and Village Industries Commission Act
[KVIC Act], 1956). Therefore, under this law, the Indian apparel manufacturing firms
have been categorized as rural small- and medium-sized handcraft enterprises (SMESs) as
they were mostly located in the rural areas and had a capital investment of less than
Indian National Rupee (INR, the national currency of India) one lakh (approximately
U.S. $ 2, 000 at the exchange rate of 2011) since 1956. In addition, the government
viewed the handcraft industries as an important way to increase employment and incomes
in rural areas, preventing villagers from moving to cities for jobs (Khaire, 2011). This
resulted in keeping apparel manufacturing as a small-scale industry and Khadi as

handmade products.
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Current Indian Apparel Export industry

Since 1970s, the Indian apparel industry has become a significant contributor to
the Indian economy. Today, the apparel industry contributes approximately14% to Indian
industrial production, 4% to the Gross Domestic Products (GDP), and 17% to the
country’s export earnings (Ministry of Textiles, 2012). The Indian apparel industry is the
second largest employment provider in the country (Apparel Export Promotion Council,
2012). India is the fifth largest exporter of apparel in the world exporting over US $ 14.5
billion worth of apparel. (World Trade Organization, 2012).

Presently the Indian apparel sector is clustered in various regions across India.
Das and Ha Brookshire (in review) found that the Indian apparel export industry is
clustered in four regions. These regions are categorized as North, South, East and West.
In the northern region, Delhi, Faridabad, Ludhiana, Jaipur, and Amritsar were found as
the major apparel clusters. In the southern region, Bangalore, Tirupur, Chennai, and
Coimbatore were found as the major apparel export bases. In the western region Mumbai
and Ahmedabad were found to be the main apparel export hubs and in the eastern region,

Kolkata was found to be main region with apparel export industries. .

Figure 1: Map of India with Major Apparel Clusters
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The study found that the concentration of the Indian apparel export firms to be in

the southern region of the country, with Tirupur (31.2% of the study sample) being the

most occurring place for the study sample, followed by Delhi (21.2% of the study

sample) and Bangalore (19.2% of the study sample). The study also found 22 key

resources claimed by the Indian apparel export firms. Content analysis of Web-based

communication data revealed five firm resource categories that the Indian apparel

exporters: (a) organizational knowledge and learning resources, (b) general
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organizational resources, (c) physical resources, (d) human resources, and (e) financial
resources.

The firm resources were quality, experience in exporting, land or building
infrastructure, location, equipment, size, good relationship with buyers, skillful
workforce, quick or timely delivery, management, product breadth, affordable or
competitive price, customer satisfaction, domestic operations, reputation or recognition,
design, certificate, skillful designer, financial resources, domestic manufacturing or
brands, Fashion trend knowledge, and awards. Particularly, organizational knowledge
and learning resources, such as quality, timely delivery, competitive price, physical
resources such as location, infrastructure, and equipment, and general organizational
resources such as experience in exporting were most frequently mentioned key resources
by the Indian apparel export firms.

Although these are important findings, the key resources found by Das and Ha-
Brookshire (in review) are not the actual resources possessed by the Indian apparel export
firms. Rather, they are the key resources claimed by the businesses. They might be true
key resources or something that they want to achieve. Given, key resources as one of the
most important factors described by Porter’s (1998) diamond model, it is extremely
important to understand what are the key firm resources that Indian apparel exporters
have to compete. Consequently, due to the possible gaps between the actual resources

and the resources claimed by the Indian apparel export firms, this study proposes:

Research question 1: What are the key resources that the Indian apparel
exporters actually have for their competitive advantages as described by the company’s
leaders?
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ANALYSIS OF THE INDIAN APPAREL EXPORT INDUSTRY THROUGH

PORTER’S DIAMOND MODEL

Firm strategy and structure

Among many different firm strategies and structures that may affect firms as
proposed by Porter (1988), in this study, firm ownership type is being considered as the
focus. Firm ownership has been regarded as a specific factor in developing and
maintaining key firm resources (Chang & Ha-Brookshire, 2011). The examples of
different firms that may have different ownership types in this study are firms owned by
domestic people or firms (hereafter, domestic ownership), firms owned by foreign people
of firms (hereafter, foreign ownership), and firms owned jointly between domestic and
foreign partners (hereafter, joint venture).

A study by Akuratiyagamage (2005) on the Sri Lankan apparel export industry
found that joint venture companies provided a more supportive environment for learning
to create an effective organizational environment and development of firm resources. The
study also found significant differences between joint venture companies and domestic
companies in managing, developing, and maintaining organizational resources. The
study by Chang & Ha-Brookshire (2011) found that firms with domestic ownership place
more emphasis on physical, financial and general organizational resources compared to
firms with non-domestic ownership.

Analysis using firm ownership type is important because the Indian apparel

export industry has unique history regarding firm ownership. The Indian Government did
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not allow foreign direct investment in its apparel sector till the early 1990s. This means,
that Indian apparel firms with more than 20 years of experience are domestically owned.
While newly established firms have more influences from foreign investors and are
mostly joint venture organizations. The Indian Government has been relaxing its FDI
policies since 1991, and the revision of trade policies in 2006 has allowed foreign
investors to enter the apparel sector in the form of franchising, and joint ventures (Textile
Intelligence, 2007). A recent study by Apparel Export Promotion Council (2011) found
that there is a distinctive mix of organized and unorganized apparel manufacturing and
export firms in India. The difference in ownership types can be said to be one of the
reasons. To further understand why there is a distinctive mix of organized and
unorganized apparel manufacturing and export firms in India, this study proposes:

Research Question 2: How ownership types (domestic and non-domestic) shape
and influence the development and maintenance of Indian apparel exporters’ key

resources?

Demand conditions
Demand conditions as described by Porter (1998) explain how domestic demand
constantly pushes companies to innovate and upgrade. While sophisticated home demand
forces firms towards better products and services, varying levels of sophistication in
consumer demands lead to market segmentation. However, in this study, we are looking
into international demands and how international demands help develop firm resources.
That is because exporters’ customers are foreign buyers and consumers, and therefore,

condition of foreign demands is an important factor for exporters’ competitive
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advantages. Therefore, in this study, the characteristics of foreign demands from Indian
apparel exporting firms are of a focus.

EU was the biggest destination for apparel exports, with over US$ 5.3 billion worth
of exports for the year 2011-2012. US was the second biggest destination for apparel
exports, with exports of US$ 2.85 billion for the same period (Ministry of Textiles,
2012). Similarly, Das and Ha-Brookshire (in review), found that 45 % of the study
samples were exporting apparel to European Union, while only 25% of the study sample
was exporting apparel to United States.

Given that the demand conditions of EU and the US consumers are distinctly
different, we can expect that the key firm resources would also be different between
Indian apparel exporters who supply their products to the European market and Indian

apparel exporters who supply to the United States. Consequently, the study proposes:

Research Question 3: How do Indian apparel exporters’ key firm resources differ

for different buyers with different market conditions?

Related and supporting Industry
The textile industry is the most closely related to the apparel export industry, and
its competitive position in the global market provides a great benefit to apparel export.
Therefore, for an apparel industry to be successful, it is critical for the textile industry to
be supportive, according to Porter (1998). The textile industry is one of the most
important sectors in the Indian economy and is the largest organized industry in the
country in terms of employment (nearly 14 million workers) and number of units

(Ministry of Textiles, 2012).
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India ranks seventh in the world production and trade of textiles and is the world’s
largest producer of jute and the second largest producer of cotton, silk and cellulosic
fiber. It ranks sixth in terms of clean wool production, and fifth in man-made fibers
production (Ministry of Textiles, 2012). The Indian textile industry has been the most
supported industry by the Indian government and experienced steady growth in the past
few decades. Howeverdue to an increase in cotton prices in 2010, there had been some
disruptions in the textile outputs.

The textile dying industry is also currently going through a lot of change. The
Madras High Court ordered the dyeing unit owners situated near Tirupur to remain closed
as it failed to conform to zero discharge of effluents and releasing toxic effluents into the
Noyyal river (TOI, 2011). The use of Technology Upgradation Funds (TUF) for
implementing the technology of zero discharge of toxic waste into the environment has
not been effective (CNBC, 2011). Though the dyeing industry has resumed operation, the
number of dyeing industries has declined dramatically and is affecting the garment sector
in Tirupur (The Hindu, 2011).

Given there have been major changes and disruptions in textile and dying industry
the apparel industry could be affected. In addition, the agriculture industry, and chemical
industry could have also affected the Indian apparel exporters’ strategies. However, as we
do not know how these changes in the supporting industries influence the apparel export

firm’s resources, the study proposes,

Research Question 4: How do the supporting industries shape and influence

Indian apparel exporters’ key resources?
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Government Export promotion policies/strategies

Porter (1990) describes how governments affect the above four determinants by
playing the roles of consumer, policymaker, and commerce regulator. The government
acts as “a catalyst or challenger” when it encourages or pushes companies to increase
their performance in order to gain competitive advantage. Indian government has
historically protected its textile and apparel industry from foreign competition through
high tariffs and quantitative restrictions. Recently, however, Indian government has been
relaxing trade policies. To promote export, foreign direct investment and generate
revenue, Indian government has taken various steps and we are going to discuss few of

them.

Technology Upgradation Fund (TUF)

The Government of India (GOI) introduced the Technology Upgradation Fund
(TUF) scheme in 1999 to overcome technological obsolescence in the textile and apparel
industry by infusing capital for modernization of the infrastructure and machinery, which
in turn enhances the Indian apparel export sector. (Ministry of Textiles, 2012).

The $6 billion fund, which was made available for a 5-year period beginning on
April 1, 1999, is expected to address the industry’s technology needs, especially in the
weaving, processing, and apparel sectors, and enhance its global competitiveness. Under
the TUF scheme, textile and apparel units may be eligible to receive medium- and long-
term loans from the Industrial Development Bank of India (IDBI), the Small Industries
Development Bank of India (SIDBI), and the Industrial Finance Corporation of India at
interest rates that are 5 percentage points lower than the normal lending rates of these

institutions. (Ministry of Textiles, 2012).

23



Infrastructure development schemes and Apparel Exports parks

The poorly developed infrastructure of India is one of the biggest hurdles for
foreign buyers and FDI. In response, the government has been improving the situation by
collaborating with private companies to build new highways, metro, and airports
(Halepete & lyer, 2008). Especially, the Indian Government has taken an initiative to set
up infrastructure for the textile and apparel industry. Localized manufacturing parks are
being created to facilitate small to mid-sized industries to compete with the global
markets (Ministry of Textiles, 2012). Government of India launched the “Apparel Park
for Exports” scheme in 2002, for imparting focused thrust for setting up of apparel
manufacturing units of international standards at potential growth centers (AEPC, 2002).

Despite all of these government’s policies and encouragements, the Indian apparel
export sector has not enjoyed steady growth as analysts expected. Currently, there is no

clear answer available. Therefore, to help answer this question, the study proposes:

Research question 5: How government policies and support shapes and

influences Indian apparel exporters’ key resource development and maintenance?

Chances
Events or occurrences that are outside of control of the firms, industries or even
governments are called chance (Porter, 1988). Disasters, wars, economic sanctions, oil
shocks, economic or political crises, and great technological innovations are examples of
chance. Indeed, there might be pure chances for success for Indian apparel exporters.
Economic recession is one of the critical changes for most businesses. However, we have

little knowledge on the type of chances that Indian apparel exporters are currently facing.
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Furthermore, how much chances affect Indian apparel exporters’ key resource

development is unknown, so the study proposes:

Research question 6: How “chances” shape and influence Indian apparel

exporters’ key resource development and maintenance?

Summary of research gaps and questions

Although the RBT, Porter’s diamond model, and subsequent research on firm
resources have helped improve our understanding of the general and export firms
maintenance, and sustaining their competitive advantages, we still have little knowledge
on the key resources that would help Indian apparel export firms’ competitive
advantages, as well as the factors shaping and influencing these firms’ key resource
management. To help fill this gap, the study was designed to gain a deeper understanding
on ‘what Indian apparel export firms have to achieve and maintain competitive
advantages in the global marketplace’ and ‘what influences such firms’ key resource
development and maintenance’, in order to guide current and future Indian apparel export
performance and to offer a better picture of the effectiveness of the Indian government’s
strategies in the global marketplace.

More specifically, the objectives of the study are to gain an in-depth knowledge of
the unique firm resources actually possessed by the Indian apparel export industry and to
understand the various factors such as ownership, government support, business
environment and trade agreements affecting the development of resources for sustained

competitive advantage.
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Although these are important findings, these are not the actual resources
possessed by the Indian apparel export firms but are found to be the resources claimed by
them. Because of the gap between the actual resources and the resources claimed by the

Indian apparel export firms, this study proposed:

Research Question 1: What are the key resources that the Indian apparel export firm’s
actually have for their competitive advantages as described by the

company’s leaders?

Research Question 2: How do ownership types (domestic and non-domestic) shape and
influence the development and maintenance of companies’ key

resources?

Research Question 3: How do Indian apparel exporters’ key firm resources differ for

different buyers with different market conditions?

Research Question 4: How do supporting industries shape and influence Indian apparel

exporters’ key resources?

Research question 5: How do government policies and supports shape and influence
Indian apparel exporters’ key resource development and

maintenance?

Research question 6: How do “chances” shape and influence Indian apparel exporters’

key resource development and maintenance?
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Figure 2: The Study Framework as it pertain to Indian Apparel Export Firms
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Figure 2 illustrates the study framework. The framework uses Porter’s
Competitive Advantage of Nation’s model to understand how the individual conditions
affect, shape and help in development of firm’s resources. The Indian apparel export
firm’s resources are analyzed by studying how export / buyer demand, ownership types,
textile and dyeing industry, government’s export promotion policies, and chances
influence, shape firm’s resources and in turn provides competitive advantage to the

Indian apparel export firms.
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CHAPTER I1I: METHODOLOGY

Chapter 111 contains the following sections (a) qualitative interview, (b) sample

(c) data collection, (d) validation strategies, and (e) data analysis.

Qualitative Interview

The aim of the study was to gain an in-depth knowledge of the unique firm
resources actually possessed by the Indian apparel export industry and to understand the
various factors such as ownership, government support, business environment and trade
agreements affecting the development of resources for sustained competitive advantage.
To achieve this objective, a semi structured qualitative interview approach was used in
order to explore the actual resources that Indian apparel firms have. Because no study
currently exists that examines the actual resources possessed by Indian apparel firms, a
qualitative approach to data collection and interpretation formed the methodological basis
of this study. Qualitative research is used to study research problems in which little are
known about the problem (Creswell, 2005).

Because of the exploratory nature of the study, semi structured interviews were
used as an appropriate research design. The reason why a semi structured interview was
chosen in this study over either a structured or non-structured interview is because
structured interviews may take some opportunities away from some interviewees to offer
real and meaningful information, whereas non-structured interviews may make the
comparison of information more difficult because each interview might cover different

questions (Gillian & Cassell, 1998). Core questions deemed central to the objectives of
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this study was asked to all respondents. Interviews were conducted until the research

questions were answered and no new themes emerged.

Sample

To find a group of interviewees representing India’s apparel manufacturing and
export sector, a list was developed in the following three ways: (a) through a business
directory, (b) through personal contacts, and (c) through firsthand information of several
major apparel companies. The study by Das and Ha-Brookshire (in review) found that the
majority of the apparel manufacturing and export firms are located in southern region of
India and were recruited.

Once the sample framework was established, the study samples were selected
through purposive sampling technique. This method of purposive sampling is used when
the aim is to select people who possess specific characteristics in order to illuminate the
phenomenon being studied, rather than to select a representative sample drawn from a
population (McCracken G. , 1988).

The sample of participants were chosen based on the different ownership types
and on the different foreign buyers to provide sufficiently different perspectives
throughout the Porters’ Diamond Model..

After the approval of the university’s Institutional Review Board, a total of
eighteen participants were recruited. All the participants were interviewed at their offices
in Tirupur and Bangalore. All the participants represented the top management of their
companies. Among the participants, four each were managing directors and chief
executive officers, three each were factory managers and directors, two each were general

managers and company owners. Seven of the participants had less than ten years of
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association with the current companies, while remaining eleven of the participants were

working in the same companies for more than ten years. Table 1 presents the participant

description.
Table 1: Demographic Characteristics of Participants
SI.  Participant* Title Associated  Location  Ownership  Major
No. Company* with the Buyer
Company
1 Ajay Chief Executive Officer 12 Tirupur Domestic ~ Europe
ABC International
2 Karthik Managing Director 7 Tirupur Domestic Europe
BCD Apparel Ltd
3 Amit General Manager 18 Tirupur Domestic Europe
CDE Garments & USA
4 Sayan Factory Manager 11 Tirupur Domestic Europe
DEF Knitss Pvt Ltd
5 Bikas Managing Director 5 Tirupur Domestic ~ Europe
EFG Textiles Ltd & USA
6 Neel Chief Executive Officer 6 Tirupur Domestic Europe
FGH Apparel exports & USA
7 Suman Managing Director 4 Tirupur Domestic Europe
GHI Garments & USA
8 Raj Owner (Proprietor) 8 Tirupur Domestic Europe
HIJ International
9 Rahul Director (Operations) 10 Tirupur Domestic ~ Europe
UK Apparels & USA
10 Sanjay General Manager 12 Tirupur Domestic ~ Europe
JKL Knitting Ltd
11 Ashok Director (Marketing) 15 Tirupur Domestic Europe
KLM Apparel Ltd
12 Sachin Chief Executive Officer 14 Tirupur Domestic Europe
LMN Clothing Company & USA
Ltd.
13 Sagar Factory Manager 8 Tirupur Domestic Europe
MNO Knitss Pvt Ltd
14 Rajiv Director (Sourcing) 5 Tirupur Domestic Europe

NOP Fashions

& USA



15 Akash Owner (Proprietor) 16 Bangalore  Domestic ~ Europe

OPQ Clothing Ltd & USA

16 Sid Chief Executive Officer 10 Tirupur Jt. Venture  Europe

PQR Apparels Pvt Ltd & USA

17 Nikhil Factory Manager 6 Bangalore  Jt. Venture  Europe
QRS Garments Pvt Ltd

18 Samir Managing Director 8 Bangalore Jt. Venture  Europe

RST Fashions Pvt Ltd & USA

Note. * All participant’s names and company names are pseudo names.

Participants’ company characteristics are as follows. Eight of the export firms
exported exclusively to Europe, while the remaining ten export firms did business with
both United States and Europe. Three companies were non domestic in nature, while the
remaining fifteen companies were domestically owned. Fifteen of the companies were
located in Tirupur while the remainder three were located in Bangalore. Among the
companies studied, ten of the firms were in operation for more than twenty years, while
six of them were in operation for more than ten years but less than twenty years and two
of the firms had less than ten years of operational experience.

All of the companies were involved in producing knitwear, however among them
two companies were also involved in woven wears. Twelve of the companies were
producing women wear, eight of them were producing kids wear, four of the companies
were exporting all product categories, while one each of the export firms were
manufacturing and exporting menswear and intimate wear. Seven of the companies had
export sales of less than one billion US dollars. Five of the companies had export sales of
more than one billion US dollars but less than five billion US dollars, while remaining
five companies had export sales over five billion US dollars. Four of the companies

employed less than 500 workers, eight of the companies had more than 500 employees
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and less than 1000 employees, while remaining six companies had more than 1000

employees. Table 2 presents company descriptions.

Table 2: Demographic Characteristics of Indian Apparel Export Firms

SI. Company* Years in Product Category Export Sales No. of
No. Operation Employees
(Years)
1 ABC International 21 Knit (Kids wear) US $ 650 million 430
2 BCD Apparel Ltd 15 Knit (Intimate wear) US$ 720 million 600
3 CDE Garments 28 Knit (All product types) US$1.2 billion 520
4 DEF Knitss Pvt Ltd 22 Knit (All product types) US$ 850 million 670
5 EFG Textiles Ltd 12 Knit (ladies and kids US$ 540 million 400
wear)
6 FGH Apparel 16 Knit (ladies and kids US$ 1.5 billion 850
Exports wear)
7 GHI Garments 15 Knit (Ladies and Kids USS$ 6 billion 1200
wear)
8 H1J International 6 Knit (Ladies wear) US$ 350 million 190
9 IJK Apparels 12 Knit (All product types) US$ 3.5 billion 850
10  JKL Knitting Ltd 21 Knit (Ladies tops) US$ 8.5 billion 1500
11 KLM Apparel Ltd 15 Knit (All product types) US$ 12 billion 1200
12 LMN Clothing 28 Knit (kids and ladies US$ 15 billion 1600
Company Ltd. wear)
13 MNO Knitss Pvt Ltd 22 Knit and woven (kids & US$ 400 million 270
ladies wear)
14 NOP Fashions 12 Knit (High Fashion US$ 920 million 600
Ladies wear)
15  OPQ Clothing Ltd 16 Knit (kids & women US$ 3.5 billion 720
wear)
16  PQR Apparels Pvt 15 Knit (ladies wear) US$ 8 billion 1100
Ltd
17 QRS Garments Pvt 9 Knit & Woven (kids & US$ 1.8 billion 550
Ltd women wear)
18  RST Fashions Pvt 12 Woven (women & US$ 57 billion 34000

Ltd

menswear)
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Note. * All company names are pseudo names

Data Collection

The study used in depth semi structured interviews as a data collection method.
Because of the sensitivity of identity informed consent forms were created, to suffice the
university’s IRB review. The word usage of these consent forms were in common
English, in Hindi, in Tamil, and in Kannada so as to be understood by anyone.

In depth semi structured interviews were utilized to allow the participants to
describe and define the key resources. After an explanation of the study and assurance
about confidentiality, all participants were asked to give their consent, and whether their
interview accounts may be recorded. In addition, the participants were briefed on the
methodology and purpose of the study. The interviews took place in a location of
participant’s choice and lasted approximately one hour to ninety minutes. If the qualified
person does not speak English or Hindi (the main researcher is a native Hindi speaker),
then a suitable person with the knowledge of English and Tamil or Kannada was to be
found within the same company to do the translation. However all the participants were
comfortable in interacting in English and hence all the interviews were conducted in
English.

In following the interview process, general questions regarding participants’
background and experience in the apparel industry initiated the interview. Subsequently,
questions led into defining the resources possessed by the firm. Then investigating how
the participant describes the areas of ownership, business environment, and government
support. The interview concluded with reflective questions on how the participant’s

perceptions on the future of the Indian apparel industry.
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Pilot run: The initial interview for the pilot data collection was conducted on
Tuesday, October 31, 2012. The pilot run’s initial interview took place in the
participant’s residence in Columbia, Missouri. The participant is a graduate student and
has three years of experience of working in an export house as merchandiser. IRB
approval for the pilot run was deemed not necessary.

The interview started out with the basic company information regarding the
companies export turnover, years of operation, main product category and number of
employees and moved to the basic demographic information regarding the participants
work history and current status and position in the company. The remainder of the
interview was divided into six categories, which are illustrated in the interview section, as
firm resources, ownership types, demand conditions, supporting industries, government
policies, and chances.

Following the structure of the interview schedule, the next category prompted the
participant to describe the firm resources of her company. This is achieved by asking
guestions about the unique strengths, weakness about her company. Also, information
regarding the ownership types was collected by asking about the history of the company
and by asking to describe the growth path of the company. However the responses to
ownership type interview questions were found to be centered on the organizational
structure and did not provide a clear picture on ownership of the firms’ influence on
shaping and developing of firm. The participant responded to the ownership interview
guestion as
......... our top most buyer, a German based leather retailer, has been doing

business with us for the past 10 years and now they want to have more control in

34



production and quality; so they invested in our organization. They wanted to have a
factory under their total control so that their product lines were only manufactured there
and they had a greater control on quality”.

The participant did not provide any information how this joint venture helped the
export firm in developing and shaping the firm resources. Next the participant was asked
about her reflections on the buyer demand conditions and how it affected her firm
resources. The participant provided descriptions about the buyer and what are their
specifications and requirements but did not provide any clear information about the
buyer’s involvement in shaping their firm resources. The participant was more interested
in describing the buyer and the buyer’s importance to the export house than describing
the firm resource development due to buyer’s requirements.

“How do your foreign buyers help your organization in developing certain skill
set or knowledge? They give a broader outlook, because we learn a lot about their
working culture, their demands, their perfectionist nature, no compromising mentality,
and these helped us in improving our employee skills. They motivate you to venture, try
out new styles, new color sets and is always so competitive. These demands really helped
in improving my management skills”’.

The participant was next asked to describe the supporting and related industries
that affected her company. The participant was asked to describe about the government
policies that helped her company in export and about any “chance” that may affect her
firm. The participant could not provide any insight into the government policies
influencing and shaping the firm resources. She pointed out that she being a

merchandiser, she was more involved with maintaining a good consumer (buyer)
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relationship and so does not have a good idea of the government policies that are
affecting the development of the firms’ resources. The participant pointed out recession
as a “chance” condition which helped her firm in better managing financial resources and
also helped in developing physical infrastructure for small product orders.

From the pilot run, additional interview questions in understanding the firms’
ownership types, buyer demand conditions, and chances deemed necessary in answering
the study’s research questions. Thus, the present interview questions on ownership types
were refined and changed to include the understanding of the effect on firm resources due
to ownership types. Therefore, an additional interview question was added to include.
Also more interview questions centered on buyer demand conditions were constructed.

All other interview questions deemed appropriate for the purpose of the study.

Validation Strategies

The validation strategies utilized to ensure validity in this study were (a)
researcher’s reflexivity, and (b) participant’s feedback

Reflexivity was a continuous strategy throughout the duration of the research and
analysis as “the researcher is an active participant in qualitative researcher” (Anderson &
Jack, 1991). The researcher’s past experiences, bias, and involvement was addressed, to
help the reader understand how these factors could have affected the collection and
interpretation of the data.

Participant feedback would have helped the researcher do an external check of the
validity of the data and the interpretations concluded with the participant’s involvement.
The researcher sent via email, the theme interpretations, along with the summary of the

findings to five participants asking for their reactions and feedback. Because of the busy
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schedules of these participants’, none of the participants’ reviewed or replied. The
member check would have helped to strengthen the validity of the study’s theme
interpretations and overall study framework. As the emails were sent to five participants
on April 22™, 2013, the researcher is still expecting to get the participant’s feedback

within the next few days.

Data Analysis

The interview transcripts were transcribed into Microsoft Word documents. After
the transcribing was completed, the data were coded and interpreted by emerging themes
with the aim to uncover the actual resources possessed by the Indian apparel firms. Also
adherence to the university’s IRB board, all subjects and materials were coded. All names
were changed to pseudo names. Following McCracken (1988), the analysis moved from
the particular (a detailed analysis of language in each transcript) to the general ( a
comparison of patterns and themes across all the transcripts). A cyclic process of
breaking the data up and arranging the data together into themes eventually helped in

establishing patterns and corresponding categories.
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CHAPTERIV: RESULTS

Chapter 4 contains (a) theme interpretation and (b) researcher’s reflection.

Theme Interpretation

Interpretation of the study data was divided into the key competitive advantages,
the unique key resources, ownership types shaping key resources, unigque resources for
demand conditions, supporting industries shaping key resources, government policies and
supports and chances shaping the key resources, following the Porter’s diamond model.

The first section, key competitive advantages, discovered the competitive
advantages that the top management of the Indian apparel export firms described. The
second section, the unique key resources was explored through the research question one.
The third section, ownership types shaping key resources of the Indian apparel export
firms was explored through research question two. The demand conditions, the different
key firm resources for different buyers with different market conditions, explored
research question three. Supporting industries and government policies shaping the key
resources formed the fifth and the sixth section and explored research question fourth and
research question fifth respectively. The seventh section, chances affecting the unique

resources, explored research question sixth.

Key Competitive Advantages
First, unique key resources were identified that provided competitive advantage to

the Indian apparel export firms. These unique firm resources helped to understand and
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identify the different factors that influenced and shaped the Indian apparel export firm’s
competitive advantage. In exploring the key resources of the Indian apparel export firms,
the results of data analysis revealed four distinct competitive advantages. These
competitive advantages were (a) product advantages that the Indian firms gained through
high quality, (b) price advantage gained through competitive product pricing, (c) on time
delivery advantage through infrastructure, and (d) service advantage through customer

satisfaction and good supplier relationship.

Product advantage
In exploring the unique key resources of the Indian apparel export firms, product

advantage emerged as a prominent theme category. Sixteen participants described ability
to maintain and provide quality product as a key competitive advantage. This competitive
advantage was found to be consistent with the Chinese textile and apparel industry
(Chang & Ha-Brookshire, 2011). High quality was found to be an important key resource
in the Chinese textile and apparel industry. While Chinese companies seemed to be
focusing on the best quality in the world by expressing “high quality” ; approximately 12
of the study participants seemed to mean the quality by level that would satisfy their
buyers so that they do not have to repeat the production. Ajay puts quality to be the “right
quality” and for him, the quality checking system at the forefront of the production
system makes this possible:

Ajay: We have a very rigid quality checking system in our factories. We always
try to manufacture the right quality product at the very first time, and we have
been quite successful in that.
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Price Advantage

Price advantage emerged as another important theme category. Fourteen
participants described ability to provide products at a competitive price as a competitive
advantage. Interestingly, however, price never came up as a key competitive advantage
for the Chinese textile and apparel manufacturers. Das & Ha-Brookshire (in review)
found competitive pricing as a key competitive advantage for the Indian apparel
exporting firms. Price advantage did not necessary mean lowest price. Out of the 14
participants, 10 stressed the importance on the ability to maintain a “competitive price”
so that they can sustain their business. Karthik, [a Managing Director of an apparel export
firm], stated that he was able to run his business that is narrowly focused, because of his
firm’s competitive pricing strategies. For him, these competitive prices played “a major

role” in getting orders, in return, profits.

Karthik: We make products at a very competitive price. As we are exporting only
undergarments, price plays a major role. So we always try to book orders at a very
competitive price so that we can maintain our business.

Nikhil, a young factory manager working at a non-domestic owned export house,
described Indian apparel business to be controlled by “affordable” product price. He felt
that if the “affordable price” could not be met then running business will become more
difficult. He felt that the price cushion that the manufacturers and exporter’s used to
enjoy is long gone and the Industry is facing a very stiff competition from both domestic
export firms and also from apparel manufacturing and export firms in Bangladesh and

China.
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Nikhil: Now we don’t even have the cushion of making any production delays.
The lead times [the total time period from order receiving to order dispatching]
have shortened and the margins have reduced. We have to provide goods at a very
affordable price or else we lose business to Bangladesh and China.

Delivery Advantage

Ability to deliver products on a timely manner emerged as the third important
recurring theme. Installing state-of-the-art machinery and developing the infrastructure
seemed to be an important resource for the Indian apparel firms, 11 participants stated
infrastructure as a key firm resource. Interestingly, some of the previous research showed
Indian apparel firms did not have proper infrastructure for global competition (Lu &
Karpova, 2011). However, in this study, participants emphasized the quality of
infrastructure, consistent with Chinese textile and apparel firms (Chang & Ha-
Brooskhire, 2011).

Developing and implementing production systems to increase productivity and to
ensure on time delivery was found to be an important key firm resource. The point to
note here is that the investment of Indian apparel firms’ in infrastructure and increasing
productivity is a fairly new phenomenon as 7 out of 11 mentioned that they have just
started implementing these efforts. Four participants described “lean systems” and two
participants described “production management software” as their infrastructural
development activities. Amit, a general manager of a domestic owned apparel export
firm, stated “lean systems” and “order tracking software” as key resources to maintain
and sustain on-time delivery for his firms:

Amit: We have started implementing lean systems in our factories. We are
installing a software called “Connect World” [pseudo name] which is primarily
for planning and management software. It will help in tracking orders and remove
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bottlenecks from the system. We are sending 5 to 6 percent of our orders by air,

and | believe that by implementing this PMS software [Connect World] I will be

able to reduce this air shipment to 0 to 1 percent.

Service Advantage

Ability to provide customer satisfaction and maintaining good buyer relationships
was found to be another important key resource to maintain service advantage. Nine out
of eighteen participants described customer satisfaction as a key resource and seven
participants out of them also stressed the importance of maintaining a good relationship
with the buyer as key resources for their firms to attain competitive advantage. This
resource seemed consistent with the Chinese apparel and textile industries. Chang and
Ha-Brookshire (2011) found customer satisfaction as a key resource among the Chinese
apparel and textile industries to attain competitive advantage.

“To satisfy buyers” was found to be an important trend among the participants, as
Sayan described. Sayan, a factory manager with an apparel export firm, stated that they
try to satisfy the buyer by fulfilling all their needs. It seemed that he is even “ready to
walk an extra mile, whenever they are asked” to satisfy the buyers by providing them

with new product samples.

Sayan: Our main goal is to satisfy our buyers. We are always trying to fulfill the
needs of our buyers by providing them with new product samples whenever they
ask for.

Samir, a Managing Director of a non-domestic apparel export firm, described

“buyer and supplier relationship” as a very important firm resource. According to him
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“networking” in today’s economy is the biggest competitive advantage. It not only helps
in securing future orders but also helps in sourcing raw materials at a cheaper price.

Samir: For us, being able to develop a good relationship with the buyer is of
utmost important. We cannot lose buyers in today’s economy. We are trying to
improve and strengthen our networking so that we can ensure future orders from
the same buyer. Also maintaining a good supplier relationship over the years has
led to the development of a reliable partner and it has helped us in sourcing raw
materials at a competitive price.

Key Resources of the Indian Apparel Export Firms

The unique key resources of the Indian apparel export firms as described by the
managers were categorized into (i) human resource, (ii) quality standards, (iii) physical
infrastructure, and (iv) product development and design. Each of these key resources
revealed different themes. The themes under human resources were (a) training, (b)
employee welfare, (c) quality talent hiring. Under quality standards, the themes that were
identified were (a) independent quality standards and (b) specific system for specific
buyer. Physical infrastructure resources gave rise to different themes. They were (a)
infrastructure for on time delivery, (b) infrastructure to reduce poor quality, and (c)

infrastructure to increase productivity.

Human Resources
The most important key firm resources described by the managers were found to
be human resources. Fifteen participants described employees, workers, operators and
human resource management as the most important key resource of their organization. It

was also interesting to find that the participants not only stressed on the importance on
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providing training to the employees but also actively invested on employee welfare
schemes. This key resource was found to be consistent with the previous study on the
Indian apparel and textile industry. Lu & Karpova (2011) found abundant skilled workers
and labors as an important key resource for the growth of India’s apparel and textile
industry. However, Lu and Karpova (2011) never found that training and employee
welfare is an important resource in India’s apparel and textile industry, while Chang and
Ha-Brookshire (2011) found training as a important human resource in Chinese textile
and apparel industry.

Training for “ensuring uniform quality”: Eight participants stated “training” as
an important key resource development process. Training seemed to be a method used by
the Indian apparel export firms to maintain a uniform quality across its production lines.
Particularly, Amit [General Manager of an export firm] puts training is an “essential tool”

to achieve different quality standards for different buyers:

Amit: Training is mandatory for every employee. However, we do provide
special training to our checking [quality assurance] section. The training of our
checking staff takes place according to the requirements of our [each of our four]
buyers’ quality levels.

Five participants stated training as a process for employee retention and gaining
the loyalty of the employees. Bikas [Managing Director of a domestic owned export firm]
states that when employers pay for the employees’ training, the employees take the
training more seriously and highly motivated to learn new skills, for example paid
internships or paid operator training. According to him, this resulted in the internal

growth of the employees as well as the success of the organization. As the employees
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became more satisfied with their jobs and performed well, they were less likely to leave

the company and search for other jobs.

Bikas: Every new employee is provided with a paid-four-week training. The new
employees learn about our organization from the training program. This training
helps us in retaining employees and it has also reduced the labor turnovers.

Three participants stated training as a “recruiting” tool. High School students
were provided with part time trainings. The companies hired a government training
agency to provide free training to these students at their schools. Ashok [Director of
sourcing of an apparel manufacturing and exporting firm] puts training as a method to

“develop future employees” so that they can easily hire skilled labors.

Ashok: We recruit students from villages to take part in our training programs.
We provide them [students above the age of 16] with part time training and also
help them in their education. This helps us [the companies] in not only in
developing a pool of future employees but also these young employees are found
to be loyal and hardworking.

Employee welfare programs as a “loyalty creating process”: Seven participants
described employee welfare as a key resource for human resource management. It was
interesting to see that the participants were very actively describing their employee
welfare programs. Establishing childcare centers, providing them with health care
benefits, providing pension benefits were found to be few of the employee welfare
programs that the participants practiced for employee welfare programs. Surprisingly, all
these welfare programs come under the basic necessity that a factory has to provide to the

employees under various Indian labor protection laws and acts. For example, the
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Employee State Insurance act (1948) states that employers are liable to provide health
insurance facilities to employees, the Employees’ Provident Fund act (1952) states that
the employers will provide provident fund and pension facilities to employees who have
worked for the organization for a period of 15 years, the Bonus act (1962) states that
employees are entitled to bonus and increments (Ministry of Labor and Employment
India, 1948) Employee welfare programs were not described in the earlier literature. It
may be because, these welfare programs constitute the basic employee amenities and are
already being provided in other sectors of the industry. Neel, the chief executive officer
of an export firm, described employee welfare programs as a “loyalty creation process”
among the employees. He stressed on “free education, free food” provided to the
children’s of the employees. It seemed that the free services motivated the employees in
sending their children’s to these welfare programs. Neel also stated that the children’s
being in a child care facility relieved the employee tensions and they were more

productive in their jobs.

Neel: Loyalty of our workers. We take care of the needs of our workers. We have
our own school where the children’s get free education. We also provide free food
for the children studying in our school. Also we provide after school care for the
children if the workers have to work overtime.

Though creating loyalty seemed to be main reason behind starting the welfare
programs, few (three) of the participants described these welfare programs as a method of
giving back to the society. Quarterly health screening of the employees was found to be a
common method practices by these companies. Suman [Managing Director of an apparel

export firm] described these health screening processes as a method of “ensuring health
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standards” among his employees. The apparel industry being a labor extensive industry,
Suman felt that these health screenings plays a vital role in identifying any health risks
among his employees. Also, this welfare programs seem to reduce the absenteeism rate in

his factories.

Suman: We provide quarterly health screening facilities to all of our employees.
This ensures the health standards of our employees. We also provide them with
free basic medicine. This has reduced labor absenteeism dramatically. | feel proud
to be associated with such a program where I can give back something to the
society.

Quality hiring for “hiring the best”: Hiring of quality talent was found to be
another important human resource development tool. Four participants described “hiring
the best” as a key resource for their success. “Knowledge of the industry and experience
in handling orders” were found to be key criteria behind hiring new employees. It was,
however, interesting to see that “training” was seen as a burden by these companies. As
Raj [owner of a apparel manufacturing and exporting firm] puts “hire people with good
knowledge” as a tool to compensate the lack of loyal employees and thus reducing the

burden of training them.

Raj: Nowadays, you cannot expect everybody to be loyal to us. So, we always try
to hire people who has a good knowledge and experience so that we don’t have to
train them [i.e. hiring the best]

Also, it seemed that these participants achieved an increase in productivity and quality by

“hiring the best”. Rahul, a factory manager, described his supervisors as one of the best in
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the industry. It seemed that he has a huge confidence on these “production managers

from Srilanka, fabric supervisors with post graduate degrees”.

Rahul: We have very qualified human resources. We hire the best to do the job.
We hired production managers from Srilanka, fabric supervisors with post
graduate degrees. This has not only increased our productivity but also has
improved our factory quality.

Quality Standards
The next most important firm resources were found to be quality standards.
Eleven participants described product quality, quality systems and quality levels as an
important key resource of their organization. It was interesting to find that the
participants put a lot of emphasis on the quality of their products. It seemed that quality
as one of the reasons for the export firms to get regular orders from the same buyers. Das
& Ha-Brookshire (in review) also found quality as an important firm resource for the

Indian apparel export firms.

“No need to search for orders” because of universal quality standards: To be
self-independent in terms quality seemed to be common theme among the Indian apparel
export firms. Eight participants described “a uniform quality standard throughout the
factory” as a key tool in maintaining product quality. “Own quality standards” practiced
by the Indian apparel export firms seemed to generate "good name” for the Indian firms.
It also seemed that the Indian apparel firms are getting ready to manufacture for the
domestic Indian market. Samir, a managing director of an Indian apparel export firm,

stated “I have my own quality standards. We are thinking of launching our own domestic
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brand in the future”. Sanjay [a general manager of an apparel export firm] was proud to
announce that he has a “1.5 AQL [Acceptable Quality Level] though out his factory
irrespective of his buyers”. It seemed he has become more confident in producing high
quality products by practicing a rigid uniform quality system. It also seemed as if he was
happy at being able to avoid the confusions of different buyer’s product quality that he

had to maintain in the past.

Sanjay: We try to maintain a product quality of 1.5 AQL [Acceptable Quality
level] throughout our factory irrespective of buyers’ quality standards. By
improving and maintaining our own quality standards we have earned a good
name for ourselves [independent quality standards].

Getting continuous orders seemed to be connected with product quality. However
it was interesting to see that the managers were thinking of long term benefits and not
compromising quality for short term profits. “Maintaining a good quality” seemed to be
an attractive firm quality for foreign buyers. The exporters seemed confident with the
flow of orders that they were able to achieve due to their ability to maintain a good
quality over a period of time. As Ashok [Director of Marketing of an apparel export firm]
puts it, it seemed he was very confident of “sufficient orders” and that he does not have to
“search” for orders. Particularly, Ashok, associates low price with poor quality .It seemed

that he was trying to differentiate their quality from cheap price goods from China.

Ashok: We don’t want to compromise our quality based on the price. We have
maintained a good quality over a long period of time [reputation building among
foreign buyers due to stable quality standards]. Today we have sufficient orders
and we don’t have to search for orders.
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“Factory within a factory system” by specific quality system for specific buyer:
It was interesting to find that managers described specific quality systems for specific
buyers as a tool to maintain quality standards. Four participants described “specific
quality systems for specific buyers” as a method to produce buyer specific quality
products. “Different product lines” and “different teams” for different buyers seemed to
be a solution to produce different styles from different buyers under one factory. As Ajay
[chief executive officer of an apparel export firm] puts “a factory within a factory

system” seemed to be a tool to maintain buyer specific quality.

Ajay: To increase productivity and to deliver different quality standards for
different buyers we have separated the production lines. From procuring raw
materials to shipping we have separate production and merchandising teams for
each buyer. We have a factory within a factory system.

A rigid quality system for specific high end buyers was another method used by
the firms to maintain quality standards. It seemed that “providing continuous quality
products” served as a way to obtain customer satisfaction. The exporters measured the
“strength” of buyer exporter relationship by gaining continuous orders from them. It was
interesting to find exporters working with only one buyer so that he can provide the right
quality and satisfaction to the buyer. As Rajiv [ Director of an apparel export firm] puts it
“we work with only one buyer so that we can maintain their quality standards and good
relationship with the buyer”. It seemed that maintaining a “good relationship” with the
buyer was very important for the exporters. “Recession” and “less orders” may be one of

the reasons behind the extra care taken by the Indian apparel exporters to maintain a good

50



relationship with the buyers to attain continuous orders. As Suman [managing director of
a apparel export firm] states the buyers’ “total faith” in his company was the most
important resource for his company to survive through recession and even more

successful today.

Suman: We have developed a rigorous quality system which allows us to work
with high-end buyers. Because of our reputation of providing good quality
commitments we are able to work to our full strength even in the recession period.
Buyers have total faith in us. And this has been achieved by providing continuous
quality products over the period of time.

Productive physical infrastructure resources

The next most important firm resources were found to be physical resources.
Development of infrastructure, implementing lean systems and overhead hanger systems
were found to be important tools to develop the physical resources. Fourteen participants
described physical resources as an important key firm resource. The participants put a lot
of emphasis on developing the physical infrastructure to have a productive system. It was
interesting to see that the managers described their physical infrastructures for improving
the productivity of their factories than developing the infrastructure for large orders. Das
& Ha-Brookshire (in review) similarly found physical resource as a unique key firm
resource of the Indian apparel export firms. However, in the Chinese textile and apparel
Industry (Chang & Ha-Brookshire, 2011) physical resources were found to be an

important firm resource.
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“Reducing travel time” by reducing poor quality: Having a total vertically
integrated facility was often described as a method to reduce poor quality. The managers
described a vertically integrated facility as having all the facilities except spinning for
apparel production and export. “Reducing travel time” and “all facilities under one
premise” was found to be a way to reduce poor quality as it eliminated bundle mix-ups
and confusions created through fragmented [all facilities scattered at different places]
production systems. Raj states that having a vertically integrated facility “under one

premise” helped him in “managing his product better”.

Raj: Having everything under one premise helps us in keeping track and maintain
good quality. It also reduces the travel time and in return helps in managing our
products better.

Installing new state-of-the-art machinery seemed to be another way of reducing
poor quality. Upgrading the machinery and installing automatic systems seemed to be an
effective way to reduce quality issues. The managers also stressed not only upgrading and
installing new production equipment but also trying to upgrade all the machineries all
throughout the factory. As Neel [chief executive officer of an apparel export firm] states
a “new printing system” was installed, not only to reduce fabric waste but also to improve

the overall product quality.

Neel: We installed a new screen printing system in our factory so that we can
reduce the fabric wastage [by reducing fabric wastage, the company is able to
reduce product price]. It has also helped us in improving the quality of our
products.
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“Eliminate wastes’ by on time Delivery: Developing the physical resource to
eliminate manual movement of bundles, streamlining productions and increasing
productivity were found to be the tools used by the managers to ship goods on time.
Installing automatic hangars on modular production systems, for automatic transportation
of garment bundles from one operation point to another, was also found to be a method
used by the managers to increase productivity and reduce overall costs. Improving the
“facilities” in the factory seemed to be important. As Rahul [Director of an apparel export
firm] puts we “introduced lean production systems” to increase productivity, “reduce

quality issues”, and “eliminate wastes”.

Rahul: We are always trying to reduce and maintain our overhead costs and to do
so we have improved the facilities of our factory so that we can eliminate wastes.
We have introduced lean production system to increase our productivity and also
provided on line checking system to reduce quality issues.

Using modular systems to reduce production time and using “garment hangar
system” to improve productivity, seemed to be a tool being used by the Indian apparel
export firms to deliver their products on time. These tools seemed to be providing a
breathing time to the apparel export firms and this extra time helped them in balancing
their shortfalls and still maintain their delivery schedules. As Bikas states “the cushioning
time” helps his factory to adjust other production factors and it helps them in to deliver

products on time.

Bikas: Our factory has an automatic hangar system. After installing this system
we have reduced our sewing time by 15 % and this has helped in creating a
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cushion. The cushion helps us to adjust lead times and we are able to deliver most
of our goods on time.

Increase in Productivity through “shared responsibility”: It was interesting to
see that the Indian apparel export firms are working so hard in improving the productivity
of their factories. Lu and Karpova (2011) found Indian apparel and textile firms to be the
least productive units compared to China and Bangladesh. Improving the productivity of
the factories through infrastructure and human resources seemed to be the tools used by
the managers. Improving the productivity of the work force through “shared
responsibility” was described by Amit [general manager of an apparel export firm] as a

method of improving labor productivity.

Amit: In our organization, every individual is the owner of their responsibility.
The responsibility is shared. Our competition is with ourselves. We try to better
our own statistics. And because of these we have a very efficient production
system with state of the art technologies which help us in detecting any
bottlenecks real-time.

Modern computing systems, tracking devices, automatic hangar systems were
found to be the tools used by the managers to improve the infrastructure and this
improved productivity. “Lean system” was found to be a popular system among the
managers trying to improve the productivity. As Sachin [chief executive officer of an
apparel export firm] states “very first company to implement lean system”, emphasizing

the importance of the lean system to improve his factory’s productivity.
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Sachin: We have a system that monitors and tracks orders on a real-time basis.
We were also among the very first companies in Tirupur to implement Lean
systems in our factory to improve our productivity.

Product Development & Design

The next most important firm resources were found to be product development
and design. Hiring designers, buying computer related design software, developing
product development teams were found to be the methods of developing the design and
product development knowledge. Four participants described design and product
development as an important key firm resource. The participants put a lot of emphasis on
developing the own design samples for foreign buyers as a method of gaining future
orders. It was interesting to see that the managers described their design and product
development knowledge as a method of insuring future orders. Das & Ha-Brookshire (in
review) found similar resource as a unique key firm resource of the Indian apparel export
firms.

Three participants stated “design and product development knowledge” as an
important firm resources. Two participants described “design software” and “skilled
designers” as a key firm resource. Particularly Nikhil [Factory Manager of an apparel

export firm] puts design as an essential tool to achieve extended customer satisfaction.

Nikhil: Design and product development knowledge are very essential resources
for today’s market. It helps us in providing buyers design samples and thus
provides them an additional option to look for.
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Ownership

The unique key resources of the Indian apparel export firms that were influenced
and developed by the company’s ownership were (a) human resource, (2) quality
standards, (3) infrastructure, (4) product development and design, and (v) on time
delivery. Majority of the participants (15 out of 18) interviewed were found to be of
domestic ownership type. The key resources that were found to be influenced by this
ownership type were (i) on time delivery, (ii) quality, and (iii) customer satisfaction.
However the non-domestic owned organizations (3 out of 18) influenced (i) human
resources, (ii) quality standards, and (iii) product development and design.

Chang & Ha-Brookshire (2011) found that, in the case of China, firms with
domestic ownership placed more emphasis on physical, financial and general
organizational resources compared to firms with non-domestic ownership. Though it may
not be appropriate to compare the differences between the resources developed due to
ownership type, it was interesting to see that Indian firms with domestic ownership
developed physical, and general organizational resources and firms with non-domestic
ownership developed human and organizational knowledge and learning resources.

Resources Gained through Domestic Ownership: General organizational
resources such as good relationship was found to be an important key resource among the
domestically owned companies. Nine out of the fifteen companies stressed maintaining a
good and friendly relationship with both the buyer and supplier as an important resource
for their success. Maintaining a good relationship with the buyer was found to be an
important key resource in the Chinese textile and apparel industry (Chang & Ha-

Brookshire, 2011), however good relationship with suppliers was never found to be an
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important key resource. As Raj states “suppliers play a vital role in manufacturing goods
at a competitive price” emphasizing the importance the suppliers play in their business

decision making.

Raj: We [with domestic ownership] have always maintained a very good
relationship with our suppliers. In todays’ economy, they play a vital role in
manufacturing goods in a competitive price. They can make or break a company,
considering today’s rising cotton prices.

Physical resources such as infrastructure development seemed to be a major
resource to be associated with domestic owned companies. Seven out of the fifteen
participants stressed on the importance of developing “the infrastructure to attain
competitive advantage”. Tewari (2005) found physical resources such as infrastructure as
an important resource of Indian textile and apparel industry.

It was also interesting to find that many (6 out of 15) of the participants believed
that having a domestically owned organization is helping them in making quick,
important decisions. Raj [Owner of an apparel export firm] describes this quick decision
making freedom in a domestically owned organization as a “money saving” criteria. He
stated that “time is money” and being the head of the firm and not having to answer to
anyone for his decisions, he is able to take effective, quick and immediate decisions
which in the long distance saves money. Though it may seem to be true in this case, most
of the firms which have a corporate structure will not have a single person for decision

making.
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Raj: | take my own decisions. Being independent actually helps me in working
faster. I don’t have to rely on anyone for taking a decision. And so it helps in the
long run in saving money.

Resources Gained through Non-Domestic Ownership: Human resources and
organizational knowledge and learning resources such as product development and
design were found to be important resources among the non-domestic owned companies.
Human resources such as employee training and employee welfare were found to be an
important criteria for the non-domestic owned companies. Also developing own designs
and product development was found to be a vital resource for these non-domestic owned
companies to attain competitive advantage. As Nikhil [factory manager of an apparel
export firm] states “providing design solutions to [foreign] buyers” helps the companies
in many ways. Sid [chief executive officer of an apparel export firm] describes these
advantages in a four stages. First, the buyers would have more “design choices” [as the
exporters are also developing designs for the buyers] to choose from. Second, once their
design is selected they can directly start production as sampling is already done in the
design development process which “reduces the lead time’ [has intricate knowledge
about the garment and so can foresee the difficult operations]. Third, in production they
already know the processes and their quality of production is much better with fewer
“production wastes”. Fourth, the buyer becomes “dependent’ on the export firm as it
provides an extra value added service [by providing design and product development
services]. Therefore, for firms with foreign ownership it seems to provide unique value
added services in design to foreign buyers. Lu & Karpova (2011) and Tewari (2006)

stated that Indian apparel and textile industry specializes in orders with high design
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details. Developing own designs can be seen as a next step by Indian apparel export
firms.

Sid: By having our own designers and product development teams we are able to
provide design samples to our buyers. This has helped us in growing bigger. Now,
we have buyers who want us to design for them.

Demand Conditions

Quality, infrastructure, good relationship and human resources were found to be
the key resources influenced by the demand conditions. Out of the 18 firms analyzed, 7
firms exclusively exported to the European Union (EU), three firms exclusively exported
to the United States (US) and eight firms exported to both the United States and EU. Das
and Ha-Brookshire (in review) found the Indian apparel export industry to be more
inclined towards the EU compared to US in doing business. The key resources found to
be influenced by EU’s demand conditions were (i) quality and (ii) good relationship; and
by US’ demand conditions were (i) infrastructure and (ii) human resources.

It was found that export firms working with EU buyers seem to develop a more
stringent quality system not only in production but also in fabric dyeing and printing
processes. Also, the orders from EU buyers are generally small in quantity with intricate
design details. It was also found that 7 of 18 export firms in this study favored working
with EU buyers as they were more comfortable in communicating with the buyers and
also the EU orders had a higher margin. As Rahul [Director of an apparel exporting firm]
put it, “we are more comfortable working with European orders” emphasizing that not
only does he have a good relationship with the European buyers but also the profit

margin is higher. Though quality is a stringent criterion for European buyers, it seemed
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that the Indian apparel export firms were comfortable with the EU quality standards.
Sagar [factory manager of an apparel export firm working with only European buyers]
describes working with European buyers as a total improvement of their quality standards

from fabrication to packing.

Sagar: One of the strongpoints that we have is quality. We have met the quality
requirements of our buyers not only in garment production but also in fabrication,
dyeing and printing. This is a main reason why we are still doing business with
the same buyers for the past 7 years.

Export firms working with US buyers seem to have developed a huge
infrastructure and are capable of manufacturing large quantity orders. The export firms
working with US buyers seemed to be more concerned about increasing their
productivity, in turn, low cost. It was also found that the firms usually did simple basic
design orders for the US buyers. It was interesting to see that the US buyers were more
concerned with labor welfare and human resources. The export firms working with US
companies emphasized being a “child labor free” organizations with “ISO 9001
certifications”. As Raj states “working with US buyers is tricky” emphasizing that
relationship building is not a key factor when working with US companies, but
productivity, on time delivery and proper human welfare systems are. Samir [managing
director of an apparel export firm] describes US orders as a bulk production and thus

employs a large number of workers.

Samir: We employ 34,000 workers, we have 25,000 machines and we produce
10,000 garments daily. Our vertically integrated system allows us to work at a
very competitive price [for U.S. buyers].
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Supporting Industries

Spinning Industry was found to be the main supporting industry of the Indian
apparel export firms. Twelve out of the eighteen participants stated spinning industry as
the main supporting industry. Competitive price and good supplier relationships were
found to be the key competitive resources gained through the supporting industry. The
Indian textile industry is one of the major industries where India enjoys a competitive
advantage. India is also the second largest producer of cotton in the world (Ministry of
Textile India, 2012). Tewari (2005) stated the textile industry as a key resource of the
Indian apparel export firms as it provides availability of cheap raw materials. As Akash
[owner of a apparel export firm] states that the spinning industry is the main supporting
industry as it controls the quotation prices and can “make or break” an order emphasizing
the importance of the spinning industry in being able to produce garments at a
competitive price. Rahul [director of an apparel export firm] describes the supporting

industry as a “family”.

Rahul: Over the years | have been able to maintain competitive prices due to the
suppliers. I can always rely on them. They have become a part of my family.

The dyeing industry was found to be another important supporting industry. Four
participants described the dyeing industry as a very important part of the supply chain. It
may be due to the recent dyeing crisis that the participants are considering the dyeing
industry as an important supporting industry. Sayan [factory manager of an apparel

export firm] stated all the process as important supporting industries. It seemed that he
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was evaluating each of the processes of the supply chain to measure which one is the

most important supporting industry.

Sayan: Dyeing industry is definitely an important supporting industry. Actually
all the different processes such as spinning, weaving, knitting, manufacturing,
finishing, logistics are all important. If any of one of these processes is shut down
we will not be able to export garments.

Government Policies

The main government policies that were found to influence the key resources of
the Indian apparel export firms were the export subsidy, apparel parks and the technology
up-gradation funds. It was interesting to see that all the 18 participants stated the
government’s export promotion schemes and policies as a failure. Sixteen of the
participants stated these government policies as lacking long term goals and objectives,
resulting in negative impact on these firms’ competitive advantages rather than
improving them. Three major themes emerged: (a) export subsidy, (b) apparel parks, and

(c) technology up-gradation funds.

Export Subsidy: The Indian government provides an export subsidy to the Indian
textile and the apparel industries. Fifteen participants described this export subsidy to be
negatively affecting their firms. This subsidy lowers the market price of the textile
products below the domestic market price in the foreign market and thus helps the
competitors of the Indian apparel export firms in sourcing raw materials at a cheaper rate
than Indian apparel export firms. Akash [owner of an apparel export firm] describes

export subsidy as “double edged knife”. He states that though it may seem to benefit the
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Indian apparel export firms, but it is actually hampering their business. Neel [chief
executive officer of an apparel export firm] states that if the “advantage” and
“disadvantage” of the export subsidy was calculated, then it would have been stopped a

long time ago.

Akash: Our competitors, like Bangladesh is sourcing raw materials from Indian
textile companies at a cheaper price due to the export subsidy. This is affecting
our product prices and we are losing orders.

Also the export subsidy is in violation with the WTO, and thus is affecting many
of India’s free trade agreements. Indian government is in talks with EU to develop a FTA
(Free Trade Agreement) in apparel exports. However due to the violation, this process
has slowed. On the contrary Bangladesh enjoys a FTA with EU and also with India in the
apparel export sector. This has affected the Indian apparel export firms. Seven
participants stated that the delay in the FTA has led to losing business to Bangladesh

apparel export firms.

Raj: Originally our prices are cheaper compared to Bangladesh. However due to
the lack of FTA, we are losing orders which we should get.

Also four of the participants felt that due to the FTA between India and
Bangladesh, the domestic Indian apparel market is also getting affected. Companies who
produce for both export and domestic sector are facing the same competitor. Amit
[General Manager of an apparel manufacturing firm] while describing the FTA stated that
the “Indian government’s insensitivity”” towards the apparel manufacturing sector will

harm the Indian economy in the long run. Karthik [Managing Director of an apparel
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export firm] wanted the domestic apparel sector to be “protected” so that at least

domestic manufacturers can survive.

Apparel Parks: The apparel parks set up for promoting investors to develop
apparel export firms seem to have backfired. Eleven participants stated that lack of
planning in setting up of apparel parks has led to failure of the scheme. Sanjay [General
Manager of an apparel export firm] stated that the apparel parks are set up without
providing the necessary infrastructure of proper transportation and electricity. Sagar
[Factory manager of an apparel export firm] stated unavailability of abundant and skilled

labors as another factor in the failure of the apparel parks.

Raj: The apparel parks have not helped us in anyway. Though it was set up at a
Special economic zone (SEZ), the unavailability of labor and lack of essential
infrastructure has negatively affected the scheme. 75% of the Netaji Apparel Park,
today is still empty.

Setting up of apparel parks near existing apparel export hubs has not helped the
Apparel park promotion scheme. Sid [Chief Executive Officer of an apparel export firm]
stated that the “human resources” and other physical resources such as “constant supply
of electricity” have been compromised due to setting up of an apparel park near an

existing apparel export hub.

Sid: The government policies are many times impractical. How can two apparel
export hubs, each having at least 500 medium and large export houses, at a
distance of 20 km apart, survive?
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Technology Up-gradation funds: These funds were allocated by the Indian
government to encourage the Indian apparel export firms to upgrade their machinery.
However, due to the inefficient and clumsy bureaucratic system, this has also seemed to
have failed. The reimbursement process for the funds is so complex that 7 out of 18
participants stated that they do not want to apply for the technology up-gradation funds.
The participants described their experience as very frustrating and tiring. Rajiv [Director
of an apparel export firm] describes the technology up-gradation funds as a “trap” and
stated that “taking bank loans” is much better option than applying for technology up-
gradation funds. Rahul [Director of an apparel export firm] shared that he had to “cancel”

order and had to bear losses due to TUFS.

Rahul: We applied for the TUFS funds for a special machine for a particular
order, but there was so much delay in getting the funds that we had to cancel the
order.

Chances

Recession was found to be the main chance factor affecting the key resource of
the Indian apparel export firms. Sixteen participants said that recession as a “chance” that
had affected them and has influenced in developing and restructuring their key resources.
Although two participants shared the strict regulations on the dyeing industry, the
majority of them share an economic recession being the biggest chance that affected their
way of businesses. It was interesting to see that recession positively affected the Indian
apparel export firms. It helped in reducing the wastes prevalent in the Indian apparel

export industry. Due to recession most of the firms had to cut down their overhead costs
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which prompted the firms to improve their labor productivity by installing new
production systems. That is, the economic recession in fact helped these firms be more
productive in a positive way. It was also due to recession that Indian apparel export firms
started investing in developing designs and product development. Quality improvements
and developing infrastructure for on time delivery was developed to reduce overhead
costs and wastes. It can be said that though recession slowed down the business, it

brought out the inefficiencies of the Indian apparel export industry into the open.

Sid: Before | was never concerned about my labor efficiencies. Now | have hired
an Industrial engineer to improve my productivity. I am also planning to
implement six sigma in my factory to reduce wastes.

Summary of Results

The Indian apparel export firms” competitive advantages were found to be
product, price, delivery and service advantage. Product advantage was achieved through
sustained quality standard practices. Price advantage was achieved through reducing
wastes and improving productivity. Delivery advantage was achieved through
development of infrastructure, and Service advantage was achieved by maintaining a
good buyer and supplier relationship and customer satisfaction. The key main resources
of the Indian apparel export firms that were found in this study were of human, physical,
quality and product development and design of the Indian apparel export firm. Ownership

type, demand conditions, supporting industries, government policies and chances do
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effect and influence these key resources of the Indian apparel export firms. A pictorial

representation of the major theme categories and themes emerged are shown in figure 3.

Figure 3: Summary of the Results as it pertains to Indian Apparel Export Firms
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Researcher’s Reflection

Throughout the process of this research, this reflective section was the most
overwhelming to write, perhaps because | was finally forced to insert myself into the
study and this filled me with fear and anxiety. When | was working in the apparel
industry in Tirupur, India, | always felt that Indian apparel export sector will improve and
will be an important part of Indian economy. Also I always felt that a country with more
than one billion population and clothing being a basic necessity of the people, the textile
and apparel sector will be one of the most important sectors for the Indian Government.
However, now with the findings from this study, | feel more disturbed and in fear in
answering whether the Indian apparel sector will flourish in the coming years or it is a
dying industry.

The time | spent with my participants, during data collection, was memorable and
exciting. | was amazed at seeing the openness and excitement of the top managers,
executives and company owners on speaking about their firm’s competitive resources.
They allowed me to ask questions freely and shared their personal feelings and
experiences while answering questions pertaining to government’s role, recession, buyers
and supplier relationships. However, when talking about their competitive advantages, |
felt that the participants were more political in answering the questions. | was shocked to
see how the data collection affected and shaped my previous perceived notions about the
Indian apparel industry. Two weeks | was in Tirupur and Bangalore were both physically
and emotionally draining for me. After conducting the interviews, | was overwhelmed at
times from observing and hearing the struggles, obstacles and sacrifices the participants

faced due to working in the apparel export sector. Though at the beginning of the study |
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believed that the Government’s support and export promotion policies are helping the
Indian apparel sector, however after conducting the interviews | was asking myself “Was
this how I felt, when I was in the industry?”

| tried to keep an objective perspective during data analysis and after stepping
back from the interpretations, I was surprised to see how Porter’s model fit into this
study. In the beginning I considered analyzing only demand, firm structure and strategy,
and supporting industries for understanding the key competitive advantages of the Indian
apparel export firms and leave out Government and chances from the study. However
after completing the study, I was glad that I included all the factors of the Porter’s model
as it provided a complete picture of the factors affecting and influencing the Indian
apparel export firms.

At the onset, | expected that demand conditions, firm structure, related industries,
and government to positively affect the Indian apparel export firm’s resources. I also
expected chances such as “recession” to negatively affect the firm resources. To my
surprise, Government was found to negatively affect the Indian apparel firm’s resources
and chances was found to positively affect the Indian apparel export firms in developing
their competitive resources.

This research has been a very personal experience and while interviewing the
participants I felt the connection between them and me. The participants wanted to share
their difficulties and it seemed that they were using this study as a mode of telling the
world about themselves. | do find myself in dilemma, as | always wished that the Indian
apparel and textile industry has a high growth rate, similar to the Chinese apparel &

textile industry but I found the exactly opposite result from the study. However due to
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this study, | find myself more connected with the industry. | feel happy for having taken a

small step in understanding the problems of the Indian apparel export firms.

CHAPTER V: CONCLUSIONS

Chapter 5 contains the following sections (a) summary of the study, (b)

contributions, (c) implications, and (d) limitations and future research.

Summary of the study

The aim of this study was to gain a deep understanding of the actual firm
resources possessed by the Indian apparel export firms. The study data is viewed through
Porter’s (1990) theory of competitive advantage of nations and Barney’s (1991) resource
based theory. The different conditions, such as factor conditions, demand conditions,
related and supporting industry, firm strategy, structure, government and chances were
used to analyze the Indian apparel export firm’ competitiveness.

In defining the factors influencing the resources of the Indian apparel export
firms, data analysis revealed that ownership type influenced the physical and the
organizational knowledge and learning resources positively. Domestic ownership types
seemed to improve their physical resources such as infrastructure to build their
production capacities. However, non-domestic owned companies were found to build
their design and product development skills to improve their competitive advantage.

It was interesting to find that buyer type positively influenced the Indian apparel
export firms’ competitive resources. It was found that European buyers influenced the

quality development of the export firms, while U.S. buyers influenced the productivity
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improvement of the apparel export firms. The spinning industry was found to be main
supporting industry and good relationship with this supporting industry was found to
influence the competitive price of the manufactured products of the apparel export firms.

Government policies were found to negatively affect the competitive resources of
the Indian apparel export firms. Short term planning of the policies was found to be the
main drawback of these government policies. The participants described the apparel
export sector as a neglected sector from government’s support. They felt that the rise of
the information technology and software industry in India has replaced them. The
participants felt that the “IT & Software industry” is enjoying the “government support”
that they used to enjoy a decade earlier.

It was also interesting to find that chances have positively affected the Indian
apparel export firms’ resources. The Indian apparel export industry known for its low
productivity and efficiency has been trying to improve its productivity so as to be
competitive. Cost cutting measures has led to improvement of the factory facilities and

installation of various productivity improvement infrastructures.

Contributions
This study has several contributions to the literature. First, the study’s finding
support and expand Porter’s (1990) theory. The study was also found to support the
Barney’s (1991) resource based theory. The different conditions mentioned in Porter’s
model helps in understanding the relative competitive advantages of a nation’s specific
industry. In this study we used the model to understand the Indian apparel export firm’s

competitive advantages. Also it helped in understanding the different factors influencing

71



the Indian apparel export firm’s key resources. The resource based theory of the firm
defines competitive advantage as a “value creating strategy” being implemented by a firm
while other potential competitors do not or cannot and in this study we see competitive
price and design and product development as a value creating strategy by the Indian
apparel export firms. Competitive price and design and product development knowledge
were found to be important factors influencing the competitive advantage of India’s
apparel export sector which was not found before and thus adds to the literature.

Second, the findings provide an understanding of the important key firm resources
unique to Indian apparel export firms and will provide insights into the different factors
influencing the development and maintenance of these unique key firm resources.
Competitive pricing, product development and design, and human welfare programs were
found to be important key firm resources claimed by Indian apparel export firms. These
insights provide a comparative picture of the Indian apparel export firms.

Third, by exploring the key firm resources of the Indian apparel export firms, the
study findings may help firms who are interested in investing in the apparel export sector
in India to prepare themselves with these key unique resources they must develop, obtain,
and improve when they invest or start a new business in India. For example, foreign
investors might be more willing to invest in design and product development knowledge,
while domestic investors may be more willing to invest in physical resources.

Fourth, this study contributes to the development of students in apparel academic
units preparing for a future career in the apparel industry. Expected findings may help
add to the existing curriculum to incorporate knowledge and skill sets to help the Indian

apparel export industry achieve the unique key firm resources. This can assist in
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strengthening education for the future generation and assist them in selecting right job for
them. Thus the study findings may be an important trend guide for educators and students
in the apparel related programs in India to decide which skills and knowledge should be
the program focus. For example, design curriculum, product development knowledge,
human resource management skills may be included in the general curriculum to prepare
the future entrepreneurs and prospective employees.

Finally, the study findings enrich and add depth to the firms’ resources literature
especially from the perspective of Indian exports in the apparel industry. The results may
be useful for human resource departments in constructing and developing realistic job
profiles. Additionally, businesses may be able to use the study’s findings to help structure
a stronger career development programs to ensure job satisfaction, which would help

recruit and retain talented employees.

Implications

This study has implications for the industry, policy makers, and academia. First,
this research offered opportunities for the participating firms to retrospect and evaluate
their business strategies from different perspectives and helps them to understand what
their unique key resources are. Throughout the data collection process, the participants
were compelled to take an introspective look at their firm’s competitive advantages.

Second, the study findings on the key unique resources of the Indian apparel
export firms may help Indian firms in identifying their key resources and thus may help

in improving them to attain competitive advantage. The Porter’s model could help Indian
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firms in better evaluation of their key resources. Each factors of the Porter’s model
showed important influences on the participating firms’ key resources.

Third, the apparel firms should consider working with one type of buyer, instead
of trying to satisfy two different buyers. The Indian apparel export firms should
concentrate on focusing on a set of resources which are best suited for a particular buyer.
Indian apparel export firms may be able to maintain their competitive advantage by
focusing on satisfying one type of buyer.

Fourth, policy makers may also discover the findings useful. The participants
described the export promotion policies as “lacking long term goals” and found them to
be negatively affecting their business. Also some of the participants described the
government policies as “assisting” competitive countries firms. Policy makers may need
to allow flexibility and continuous follow up on the policies implemented by the
government. The participant found the bureaucratic delays as a discouraging factor in
availing the government export promotion schemes. The policy makers may also need to
fast track their technology up gradation funds allocation application and reimbursement
policies to actually benefit the export firms.

Finally, the study’s findings could greatly help academic departments in the
apparel discipline. In preparing students for a future in the apparel industry, academic
departments may find this study’s findings useful for guidance and education purposes.
Recent college graduates may enter the apparel industry unprepared for the industry’s
new key resources. The apparel discipline may incorporate the study’s findings into
coursework or career development programs to bring awareness to some of the unique

value addition strategies being employed by the Indian apparel export firms.
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Limitations and Future Research Opportunities

As in other research, this study had certain limitations, and therefore future
opportunities. First, this study purposively focused on the apparel export firms in Tirupur
and Bangalore, India. Future research opportunities should look into other apparel export
hubs. Future research should also try to compare the key resources among Indian apparel
export firms situated in northern and southern region of India. The apparel export firms
situated in northern region are close to the capital of the country and so may have a
different response to government’s export promotion policies. A national survey could be
conducted to include a representative sample of firms exporting apparels.

Second, the study participants all belonged to the southern region of India. India,
being a very diverse country in terms of culture, future research ideas could compare the
northern and southern exporting firm’s key resources. Also the southern firms being close
to ports compared to northern firms, there may be new resources that could be learned
from comparing the regions.

Third, the findings from this study are time, location and industry sensitive.
Currently the Indian apparel industry is experiencing a slow growth due to the global
economic downturn. This study comes after many Indian apparel firms’ going bankrupt
due to loss of orders. This affected each participant in some ways and could have
influenced the findings. Therefore, future research should try to see how financial

resources are influencing the Indian apparel export firms.
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Fourth, the study does not include global occurences such as the recent apparel
accidents in Bangladesh as a Chance in the study. Future Study should investigate how
does the Indian apparel export firms’ resources are influences by these apparel accidents
and how does the buyers response to these occurrences.

Finally, this approach being exploratory and qualitative in nature, generalizations
of the results cannot be done. Large samples and quantitative studies should be
undertaken to verify the actual key resources and competitive advantages of the Indian

apparel export firms.
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APPENDIX A

In depth Interview Protocol
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Interview Instrument

=

N

w

Basic Company Information
1. Annual export sales

2. Years of operation

3. Main product category

4. Location

5. Infrastructure

6. Number of employees

Demographic Information
How long have you been with this company?
Please describe your current title and years in this position.

Please describe a position before the current title, if any.

Key resources
Please describe the strong points that your company has, relative to its major
competitors.
What are your company’s unique strengths that a competitor would find it hard to
imitate? [Probe for details] What do you do to be different from your competitors?
How was your company able to obtain or build those strengths?
Please name three areas which you would like to enhance within your company?
[Probe for details]

Why are those areas important for your company?
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5. What are three things that will guarantee to succeed in the apparel export industry?
[Probe for details]
6. What are three things that will guarantee to fail in today’s apparel export industry?

[Probe for details]

Ownership
7. Please give a brief history of your company.

a. Probe whether it is joint venture, foreign, or domestic owner
8. How and when was your company founded?

9. How would you describe the growth path that your company has followed since

its foundation?

Demand conditions

10. Who is your main buyer for your products (Buyers)?

11. What makes your company do business favorable to do business with them?
12. How do your foreign buyers help you develop certain skill sets or knowledge?

13. How do your foreign buyers not help you develop certain skill sets or knowledge?

Supporting indusries
14. What are the examples of your related industries other than the apparel, what
industries affect your businesses the most?
15. How those industries help or deter your business? What are helpful? What are
not?

b. How does this affect your business?
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Government Policies/Supports

16. What are your views of the government export support schemes?

17. What are the benefits of these government support schemes? What specific policy
affects you organization the most? examples

18. What are the drawbacks of these government support schemes?

19. Do any of these affect the way you do your businesses? —from key resource

perspectives. Explain...

Chances
20. Is there any knowledge or skills that you acquired without any intention or plans?

Probe

General
21. In your opinion where do you see the Indian apparel industry in future?

22. Are there any thoughts or opinions you would like to share?
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Revised In depth Interview Protocol after Pilot Run
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Interview Instrument

Basic Company Information

1.

2.

Annual export sales
Years of operation
Main product category
Location
Infrastructure

Number of employees

Demographic Information

1. How long have you been with this company?

2. Please describe your current title and years in this position.

3. Please describe a position before the current title, if any.

Key resources

4. Please describe the strong points that your company has, relative to its major

competitors.

5. What are your company’s unique strengths that a competitor would find it hard to

imitate? [Probe for details] What do you do to be different from your

competitors?

6. How was your company able to obtain or build those strengths?

7. Please name three areas which you would like to enhance within your company?

[Probe for details]

a. Why are those areas important for your company?
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8. What are three things that will guarantee to succeed in the apparel export
industry? [Probe for details]
9. What are three things that will guarantee to fail in today’s apparel export

industry? [Probe for details]

Ownership
10. Please give a brief history of your company.

c. Probe whether it is joint venture, foreign, or domestic owner
11. How and when was your company founded?

12. How would you describe the growth path that your company has followed since

its foundation?

Demand conditions

13. Who is your main buyer for your products (Buyers)?

14. What makes your company do business favorable to do business with them?
15. How do your foreign buyers help you develop certain skill sets or knowledge?

16. How do your foreign buyers not help you develop certain skill sets or knowledge?

Supporting indusries
17. What are the examples of your related industries other than the apparel, what
industries affect your businesses the most?
18. How those industries help or deter your business? What are helpful? What are
not?

d. How does this affect your business?
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Government Policies/Supports

19. What are your views of the government export support schemes?

20. What are the benefits of these government support schemes? What specific policy
affects you organization the most? examples

21. What are the drawbacks of these government support schemes?

22. Do any of these affect the way you do your businesses? —from key resource

perspectives . Explain...

Chances
23. Is there any knowledge or skills that you acquired without any intention or plans?

Probe

General
24. In your opinion where do you see the Indian apparel industry in future?

25. Are there any thoughts or opinions you would like to share?
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In am writing in regards to my thesis study. | am working towards my Masters at
the University of Missouri in the Textile and Apparel Management. | am hoping you
would be able to take part in this important study exploring the unique firm resources
claimed by Indian apparel export firms. | know you would have great insight into this

topic and would be honored if you would be willing to participate.

The study will involve a one and half hour interview regarding the key firm

resources that your organization has in maintaining a competitive advantage in the market

place. The interview will be arranged in a location of your convenience.

| am hoping you will be interested in taking part in the furthering of knowledge

regarding the understanding of the Indian apparel export firms’ key resources.
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Verbal Scripts for Recruitment

My name is Debanjan Das and I am a second year Masters’ student in the
University of Missouri, USA. | am currently researching on the key firm resources
possessed by the Indian apparel export firms and your assistance in participating in a one
and half hour interview would be extremely valuable for this research. Your participation
in this research is voluntary. Your privacy will be protected as all the information in the
interview will be kept strictly confidential. If you have any questions concerning your
rights as a participant, you may contact Campus Institutional Review Board at 573-882-
9585. If you have any questions regarding the research itself, you may contact me at 573-
529-7710 or by e-mail at ddmg3@missouri.edu. Thank you in advance for your

assistance and time.
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CONSENT TO ACT AS A HUMAN PARTICIPANT

Project Title: Exploration of the unique firm resources claimed by Indian apparel export

firms.

Project Director: Debanjan Das

DESCRIPTION AND EXPLANATION OF PROCEDURES:

The primary goal of this research is to investigate the actual resources possessed by the

Indian apparel export firms. To address this goal, interview will be conducted which
should take approximately 60 to 90 minutes

Your participation in this research is totally voluntary. If you agreed to be part of this
study an audio recorded interview will be conducted. The subjects’ names will not be

linked to the audio interview to ensure privacy.
CONFIDENTIALITY:

Data will be saved anonymously and kept strictly confidential. Any electronic files will
be saved with numeric codes, with no personal identifiers. Throughout the procedures, if
you feel uncomfortable with any questions or experiences, you may stop participation at
any time. Finally, only the researcher will have access to the data and the aggregated data
will be analyzed and shared for publication to protect your confidentiality. The data will

be kept for seven years after the study has been completed.
RISKS AND DISCOMFORTS:

It is anticipated that there are NO physical, psychological or sociological risks involved

in participating in this study.
BENEFITS TO SOCIETY:

The results of this study will benefit society and industry by providing the specific
knowledge about the resources unique to the Indian apparel industry. The results would
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also help students and future employees learn about the skills they need to sustain

themselves in the apparel export industry.

COMPENSATION/INCENTIVES:

There is no direct compensation or incentive for your participation in this study.
CONSENT:

By signing this consent form, you agree that you understand the procedures and any risks
and benefits involved in this research. You are free to refuse to participate or to
withdraw your consent to participate in this research at any time without penalty or
prejudice; your participation is entirely voluntary. Your privacy will be protected
because you will not be identified by name as a participant in this project. Your privacy
will be protected as all the information in your journals will be kept strictly confidential.
If you have any questions concerning your rights as a participant, you may contact
Campus Institutional Review Board at 001-573-882-9585. If you have any questions
regarding the research itself, you may contact me at 001-573-529-7710 or by e-mail at

ddmg3@mail.missouri.edu.

Thank you in advance for your assistance and time. By signing this form, you are
agreeing to participate in the project described to you. Please keep this consent form with

you for future references.
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UF HIAT HFTINGR & &G H B Fe1 & [elv TgAld
REST e AT B HATEAT FT fIReNoT ARAT IR faTd At o grar

frar g,

IRATSTAT fa¥gereh: Debanjan Das
gfaTeY &1 A7

fravor 3R witFasit & sarear:

$H ATy 1 TAfAF 8 & forw areafas s 9 fata st garr ora
TATAT T ST T o [oIT §.39 16T ! HEITAd el oh [T ATETTchX T TITSTeT
foraT ST @ehaT & ST oT9THeT 60 T 90 fAsTe weT Tfgw.

S AT # 39T HRMERT I g Ao §. TS 39 58 3T 1 fGEAT ol W
amgnwaﬁ%ﬁaﬁmwamﬁa%mmﬁﬁ%maﬁ%ﬁ
AT U foieh g1 foham aMdeiarer giaTRed .

MgATar:

ST IHATH 3R TS NI TG ST ST, Fehelt oY Selercifeleh BIger 3ichra
IS J TATAT SATTIN, IS e TFaard JTRATIRT & TTY. TihaT3iT & i, Ifg 3T g
SIRaT T 3eT8Td o AT I HGHH L &, ol 3T Fohaly o T amefiedy &l Aehet &
&Y FhelT §. 37T &, Shael AMEhcll ST deh Tg T & 3R ThA 32T 3R faearwor foar
ST 3R 379aAT INYATIAT T I8TT et o fIT Y1 & forw A1sT. 3e7 |1d ard &
foIT @ STven & d1e; 31eg3= QU X T g,

mﬂ'ﬁﬁﬁmﬁ"
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Ig ITTAT ¢ Tob a8l i $ifcien, AAIAwATIoTeh I ATATISI S8 I H AT oA H
AT TR & &,

THTST I AT

HIATESAT / FIcHTET:

IS TeTET AT T NI 3 391 H1NERY & ForT 3T Searg &.
wEAf:

SH TgATd 97 W EEATER Fleh, AT 3T o1 T TgHd ¢ [oh 31T YTshdT 3R 5T Mg &
ATfAer fondY 8 STEH 3R 18 A FASTA §. 3T e o TaT ST ot & ferw ar
STATST AT qaTaTg o & fehdly o G 5@ AT & 91197 S & TIT 319t Hg AT arad
N @ FHAT el oh [T Tl &, 3TIehl HfeRT I8 g T oo . F2ifeh 39 =1 &
5T YRANSTAT H Teh HNCR & FT H AgT T TgTeT 81 ST 3TIehT NI =T hr
TR foham ST, 3T INYHIIAT & & H 39T T3 & T ST T 315
MY TQT AT FIET [T ST, i 31T Teh HENGR o §9 H 3797 ITRRT
o fawa 77 fondd oft Iarer §, af 37T 001-573-882-9585 # haad TEATTT THIET a1 &
Y &Y Fehe! §. Afe 3T Tl off 3reTaere €1 & SR 3 Wt &, I #3Y 001-573-529-
7710 AT ddmg3@mail.missouri.edu TR § - FeT o GART HIeh Y Tehdd g.

3R FErIdaT 3R 7T & forw 31f3e 7 Yegare. 39 Bie W gEdeR eh, 319 319
afota AR 7 81797 oY & forw Tgaa §. sifasy & Teet & forw 3o & T sg
TgAfd - B @,

APPENDIX G

Study Consent Form (in Tamil)
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LD6071& LIBIG GCIFUIEOLIL 6]MM)&CIGIT6O0TL T
S L gemeoLiL: FeofllLL L HmIeUssTd Y HThHIGeneT LiGLUTIIE)
ABAW speml gOHMILE HMICUTRIGET FomevTIy.

L Quis@enry:_Debanjan Das

URIGSMUTETI&6T G

efleyd LMHMIL HOL (LM UHMIW ailenssLD:

Qbs SWIMIES (WGeTend CHTESLD QhSUl Heml JOHMIDE
HMICQIETRIGET QUFLD 2 6TUTEHLOITEST Y HTIRISENET G TIT60 6001
o enengl. Qs Qev&HEG (WsaFl, CuULlg &M 60 (P&HeL 90
HILOILRseT Gouan(hd BLSSHLILILL &)

QbS UIMUFHUNEL 2 MIGET LURIEG (PHMIEVID Seotesmijed. Qb
SUIONET 6(H UGHIWITE (555 62LIL| 6T63IMM6L €2(1h lg Guim
u&ey GuLiguied BLGSHLILEHLD. LML RISm6T 'GILILLITSerT

gesuflemd 2 Mg <lqGuim GuL_lg QenEISSLILILL. (LPIGUITG|.

J&&WLD:

&6 SIBMOCHWIDNG WHMID H6worlg LILITE LITSHISTLILITS
meuSHSULL (B CEFNSSLILELD. 6ThG LhlstTeoTeon| CHMTLILIGEMET 6THS
SHEUNULL L. 6mL WITeNMhIGeNTS, 616001 GMIUIHS6T Q& m6vor
GCaGEULMELL. JCHMID CHATOINSHET 6LV SISH)ILIELMISEThL 60T
&HEQL_ LTS @([BHSHTEL, HEOL (LPEDMSET (LW(PeUGID, BRISET 6Thg
CHISHRID LREG HMISS CoatnBl. @nIHLTS, He

QL IMUESILITET] H6| SEDISHEL WOMID CQAHTGSSLLLL &I
UGLUUMLe| MHMID 2 MSeT JHAWD &1Hs CeuaMuil (hé&Hsmen
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LEIHS Qsmeneriu@Ld. ile] Wubhs NDE S76 (W
S T(H&EHSHG MUSSLILI(HLD.

SIUMWMKIGET OMHMID 2 LIT6N S 86T

Abhs g UIeaNed SHe0hG QSHTLIL GeLemew 2 L 60, 2 enalliled
SV G| FPSHATILIED IUMLITRIGET 2_6ITarTen 6T60TM)
STSITUMTSHSLILLL ).

FeP&S5HMD(G [H6OT6OILDG6IT:
QUG / 20155 QFTMS:

Ay Sulalleh 2 m&T URG 6He Chrlg QLLLEE Si6L6vE 261686
2 66N

J MM 50 &ITEUoTLIT 5

Ahs UUSE Ligalsms meLW(PSIHL B, Briser
HemL (PemM&6NT LMmMID QHh% HImMiFHUNL FHULL 61hHS
SIUMLIRIGET LOMHMILD LIWLI6iTSHenen Liflhg] sT60TLINS
@ULSQSTHCM6IT. BRIS6T LRICHMS 606V HLPTHLD H606VF)
LUTJUL &P @eveomned 61hd CHIGHID Qhd S rmiss
URIGCHEMS 2 MG Sgindluleril S QU ML)
@ev6uFID; 2 MIGET LKEG (WOMYID Heotermiel. Qhd SL_L &deor
(b LUMRIG 6T60TM GILIWLIT SI6MLITEND (PIgUImgl, eJGleurenilev
2 MIGET GeoNflenld LUMTHISTHSLILGD. 2 RG6T LS SIfensseme0
SlEIHH HSHEU SHEWIlqLILITS JTHAWIDTE 6neUSHSLILI(HLD 6T6ur
2 MIGET SeoNflénld LUMGHISTHSLILEGLD. BRhiS6T ¢(h LMI@E 2 MiG6lT
2 flemsem uHMIL JCHID CoHeTaNgeT @bHSMTe0, BhugeT 001-
573-882-9585 2_6iT6IT 6UANMTHLD [HiMIE6sT Slmeumiiie)] eumfluib
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QEMLI @h&&e0MD. Hriger yumigss seitemner UMM C&mILD
Caenal&en QBHHTeD, BhIGT 001-573-529-7710 S16LEVE)
ddmg3@mail.missouri.edu 2_6Tern LOI6IT6TTEHFED CLNGVLD 6T60T6M6T

QSMLJY @(H&H&H6VIMLD.

2 hIG6N 2 el omid CHIW (LP6eiTdal_lgGul Herl. @bh& 6lgeild
SAW(PSHIHL B, Friser aNeufGamy S L b URIGCEHHS
FOABIEET. THTET0 GHILSET 2 HBEHEES GBS PLILSED
6UIQ6ULD 60Y6ULL|MRIG6IT.
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Study Consent Form (in Kannada)
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NN eoAalieh a7t Fed,3ab
Pt dedes: eaaiaizs 50&’5@ ToBIR NE WVOIT 2Je83ecd VDD Ty)

SOPNW BBY,.
e ATes3zd: Debanjan Das

WINSHADTIIT BRI

JAJ0E DA IFIRNY IIT8:

85 SoTREBID TYBPLE Tieeed 203edd HVIDR) Tg) JoIMW T DD
ARDT FOBIR,LINTRY B DY, 8 MOIY @0BOTLW, ForBeITO
QDI 60 803 90 ADINFSY SRDBERRST dead SBIwerhPHad

81 J0ZREFIDY A, WNabDIBLRY, I,a5e03ToN) . ey 85 @cjéobddebm
IINTHTD ) BROBTIT 2,00 BBee TZTs JoTBER ISBITMHIT. déérw
BIDND ri’aaééod)ﬁg( DABIBTw esBalee JoBFEIT Oo5° IyeBerHZHDL.

Beedo oarieodaenN DB BED) EIYN r?‘adas QD LLITUMHBT. adreycde
A9, 3 BEINYRY, aeddse ;0038 HDSDS B3, Koy Jodedritlo oddrt
UETUINDBT. ey dreFde FFNYRY WP O1IIRY Le3r HTIITIRTIY,
GO ITRNY Swewd, ey e ITALBY weednR)IBa)
QAOTBD. WodDmeN, Bew TVoZREFS 9Za0B a’_ﬁeesddg( BRODDIBT DA
WEHNRBAT Betod Y ITeAd, D, MBI SV BBLHT Bowwerb33.
@cjéojaai TOPEETRITV L3 F0BT WF0B OYW JIAEMY Sow VTBUHST.

BN DB VTIRDBPOBRW:
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B @tjéoi)sci@m PINDOT VW) D008, WoRAT WPDe ToToRT WTILNIT
Q0T AOeSRTNG.

JPrewrd, egdn:

B0®eT / Bpee !

8 OZODHIBY D, WiSLbOIB cdredcle Fed HOBT WFTo PVBERTIT.
T, Sad:

8 T, B0 ST T BT Bwewd, e F2AVFATIRND D) B
SoZpedRBohY) SpBNERoBDE wremde Wmeodnw SRy eednidm
OBEBBER0BTES &) TIT. Ve PN WFDe BB WG9
pDernBITe Wregdce FSohBY B FoZeES WnSBbTen A, J,SobY
0BBT3 0BT eVedB; D), WNBHRDIZ BozpearaaN ,0h0a3,ed3Na.
8 odeeaSabe womd eNaeN BID 3 SreBdwerdPdey H3083 A, PR3
3gR0rh3d. A, DIBNYY Oy @ebdabR BN Mo QBIHYHOY
AD, MHE BFIUHIBA. ey oNaireN ed, BRLAY 2w} dredde FHF NP,
BRoBFT, ey 001-573-882-9585 IO 59,087 0B IdhTee B3
BOTBEBVBD. Ve JoZFpeFDe IFBs Wi Wede BPNRYR) BeodT3, e
001-573-529-7710 egze ddmg3@mail.missouri.edu 3¢9 @chee® Suews
SR, BoBSETIBRTD.

A, VT DB W0t BwoeBTeN FI@eBNW. B IFRI Jo Sy
BV, Y IBOIB deeRIabY NSHI &) 3ed. BIFT svdenniv
AP 8 I, Boh IDweFd VOIZR,.
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INSTITUTIONAL REVIEW BOARD APPROVAL FOR FINAL
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485 McReynolds Hall

Campus Institutional Review Board Columbia. MO 65211-1150
University of Missouri-Columbia PHONE: (573) 8829585
FAX: (573) 8840663

December 4, 2012

Principal Investigator: Das, Debanjan
Department: Textile and Apparel Mgmt

Your Application to project entitled EXPLORATION OF THE UNIQUE FIRM RESOURCES DESCRIBED BY
INDIAN APPAREL EXPORT FIRMS FOR THEIR COMPETITIVE ADVANTAGES was reviewed and approved
by the MU Campus Institutional Review Board according to terms and conditions described below:

IRB Project Number 1205957

Initial Application Approval Date December 4, 2012

IRB Expiration Date December 4, 2013

Level of Review Exempt

Project Status Active - Open to Enrollment
Regulation 5 CFR46101b(2)

Risk Level Minimal Risk

The principal investigator (PI) is responsible for all aspects and conduct of this study. The PI must comply with the
following conditions of the approval

1. No subjects may be involved in any study procedure prior to the IRB approval date or after the expiration
date.

2. All unanticipated problems, serious adverse events, and deviations must be reported to the IRB within 5 days.

3. All modifications must be [RB approved by submitting the Exempt Amendment prior to implementation unless
they are intended to reduce risk.

4. All recruitment materials and methods must be approved by the IRB prior to being used.

5. The Annual Exempt Form must be submitted to the IRB for review and approval at least 30 days prior to the
project expiration date.

6. Maintain all research records for a period of seven years from the project completion date.

7. Utilize the IRB stamped document informing subjects of the research and other approved research documents
located within the document storage section of elRB.

If you have any questions, please contact the Campus IRB at 573-882-9585 or umcresearchcirb@missouri.edu.
Thank you,

CHVEL-

Chares Borduin, PhD
Campus [RB Chair
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