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Pre-pilot Cognitive Testing
20 interviews

November 
2018

Developing an Online-assisted Survey
- Development of the online platform
- Designing an enumerator manual
- Enumerator training

June 
2019

Larger Survey

To target  3000  manufacturing firms in India

January 
2020

Pilot Phase

To collect the data from

November 
2019

India MOPS 2019

Firm level survey targeting around 
3000 firms

Targeting top management 
(Production head, Marketing head)

Three phases: 
Cognitive testing, Pilot, Larger survey

Cognitive testing: 20 interviews

6+ revisions to instrument

Online assisted survey

11 1 3 122

6+ revisions of the instrument

Pune Mumbai Kolkata NCR Bangalore Indore

100
manufacturing 

firms



About the instrument

Builds on                                                  MOPSUS Australia UK

42 Questions

Focusing on fiscal year 2018-19.

2 newly introduced sections: 
Customers, Products

FAQs below the questions



Section A: Business Demographics

Nine organisation related questions.

Employees and contract employees (Q3 and Q4)

Stand-alone business/subsidiary (Q5)

Branches including all plants and offices
(Subsidiaries are considered as separate legal 
entities)

Family-owned bus ines s ? (Q8 and Q9)



Section D: Customers
Type of Customers (Q27): Sales through online 
channels considered under retailers/wholesalers 

Cus tomers  defined as ‘unique number of customers 
in the order book’

Sales  growth of the firm (Q29)

Definition of a ‘new customer’ varies  acros s  firms  
(Q30)

Dis tance of cus tomer from manufacturing plant 
(Q31)

Domestic sales and exports (Q32)



Q27. What percentage of sales in FY2019 was 
to each of the following?

Q31. In FY2019, on average, how far was  your  
cus tomer from your manufacturing plant? (in %) 

Q32. Cus tomer Types

Section D - Customers



Section E: Products
Use of the term ‘Products’ instead of SKUs

Projects and value added services

Product and product variants

Single project as one product?

Sales from new products, reasons for introducing 
new products 

Discontinued products, reasons for discontinuing 
the products



Q34. What percentage of your sales came from the following in FY2019? (in %) 37. What percentage of s a les  from your products  in FY2019 was  
from each of the following

Section E - Products



Q39. In FY2019, what percentage of products new to you but 
exis ting in the market had s ales  performance:Q38. What percentage of s a les  from your products  in FY2019 was  from each 

of the following?

Section E – Products (cont’d)



Section B: Management Practices

Section unchanged to maintain consistency with other countries.

Key takeaways from cognitive testing phase: 

Emphasis on Bonuses are strictly based on performance .

Definition of short -term and long -term targets may vary across firms.

Promotions based on family connections

Definition of managers, titles .

Examples provided were for illustrative purposes.

India 
MOPS 

Management 
Descriptives Mean S.D. 

US 
MOPS 

Management 
Descriptives Mean S.D. 

Management Score 0.693 0.095 Management Score 0.615 0.172 
Non - incentive 
management 0.724 0.167 

Non - incentive 
management 0.643 0.199 

Incentives 0.666 0.104 Incentives 0.583 0.215 
 



Sample and Survey approach

CII Membership: approximately 4000 manufacturing firms.

Firms from Prowess database; based on the parameters such as sales, raw material expenses, salaries & 
wages, gross fixed assets etc.

E-mail PDF document of the survey instrument along with letter signed by the Director General of CII.

Follow-up calls by enumerators to fix appointments.

Link to online instrument shared with the respondents.

Respondent to be assisted in filling online instrument.



Online assisted survey

Use of online platform, Formsite .

Separate links for the enumerators  and res pondents .

Enumerators  to provide as s is tance and als o check 
res pons es  in real-time

Reduced res pons e time (25 minutes): fewer FAQs ,  
data  for jus t one fis cal year

Is s ues

Pilot s tudy underway: 100 res pons es  targeted, 300 
firms contacted



Enumerator training 

Manual: includes key examplesand issues faced
during the cognitive tes ting of the ins trument

Enumerators  tra ined on potentia l ques tions  or 
concerns  that may come up during the interview



Cognitive Testing Phase – Pune



Cognitive Testing Phase – Bangalore



Cognitive Testing Phase – Bangalore


	INDIA MANAGEMENT AND ORGANISATIONAL PRACTICES SURVEY 2019
	India MOPS 2019
	About the instrument
	Section A: Business Demographics
	Section D: Customers
	Slide Number 6
	Section E: Products
	Q34. What percentage of your sales came from the following in FY2019? (in %)
	Slide Number 9
	Section B: Management Practices
	Sample and Survey approach
	Online assisted survey
	Enumerator training 
	Cognitive Testing Phase – Pune
	Cognitive Testing Phase – Bangalore
	Cognitive Testing Phase – Bangalore

