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Abstract 
 India currently is the largest telecommunication market. This is because 

of the increasing mobile economy in India. This eventually also increases 

the GDP of the country also. The Indian telecom industry had a drastic 

change when the Reliance Jio was introduced by the Reliance group of 

Industries. The vision of Reliance for the Indian economy was that the 

broadband should not be a luxury commodity henceforth. This was 

achieved by Jio as while entering the market itself they had a announced 

free services for 3 months  which included the free of sim card and also 

they had no separate charges  over the voice calls and also there were many 

other free services provided by the Reliance Industry while introducing the 

Reliance Jio into the market. There aim was to be affordable by all class and 

section people living in the society from the rich to poor as it is necessary 

and very important for every individual to connect to their people . The 

tariff plans of the Reliance Jio was very effective and the 4G services 

provided with no tariffs attracted many customers as the other telecom 

industry provided these 4G services at a very high cost .Due to this strategy 

of the Reliance Jio of providing services at free of cost they faced initial 

losses but later they compensated them. The Reliance Jio reached mass 

popularity and a very good impression in a very short span of time. This 

created a very strong brand image and created great loyalty towards them. 

This was greatly achieved due to the special marketing strategy used by the 

Reliance Jio. The Reliance Jio knocked down all the other telecom industry 

which created greater loss for the other telecom industry. Reliance Jio gave 
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very tough competition to all the service providers. The other aspect for the 

success of Reliance Jio was the capitalism strategy. Though there were 

many advantages for the Reliance Jio they had certain drawbacks such as 

less fide optic capacity and congestion during calls and etc which created 

controversial issues also. But later the Reliance Jio issues were rectified and 

had certain improvements which created and attracted more loyal 

customers. This study has stated the marketing strategy of Reliance with 

special reference to Jio and their impact in the society. This research is done 

by survey questionnaire method were the respondents were people living 

in neighbourhood, family and friends. This study had recorded 100 

respondents. And the findings and discussion are briefly discussed below. 

This study concludes the impact of Reliance Jio among the society and the 

advantages and disadvantages of them. 

Key Words:Customers, free provisions, reliance industry, services, 

telecom industry. 
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1.  Introduction 

The Indian telecom industry is one of the largest telecommunication market 

which is only possible due to the increasing mobile economy in India. The 

Reliance Jio has various applications which has various special features. These 

are the special features that attract more customers with great loyalty are gained. 

This nature of uniqueness is the reason behind the huge success and growth in 

short span of time comparing to the others telecom services providers in India. 

(Arul Kamilas.A and Esakkiammal.S, 2016). Reliance’s blowup launch of Jio is 

actually a boon for the lots of the country however has left a giant punctuation 

on the probabilities for shareowner wealth creation within the long run. The 

tariff plans declared by Reliance Jio are going to be a game changer for the 

telecommunication trade and area unit expected to drive bigger adoption across 

knowledge and voice segments however it would additionally impact the profit 

and property of existing operators.(Surabhi Singh, 2017).The Reliance Jio has 

brought a turbulence due to the prominent alternate for the special features. The 

Reliance Jio has set the world record for the fame gained in very short span of 

time. The services provided by the Reliance Jio are primarily tangible which is 

the reason behind the satisfaction of the customers as this is the need for 

customers which they expect. (Pawan Kalyan, 2015). The free services offered 

by the Reliance  Jio and the competitive tariff planning with the unlimited data 

i.e the 4G is also the reason for their boom. The Reliance is riding high towards 

revolutionising the Indian Telecom market in the recent times.(Mrs.V.Mathangi 

and Dr.R.Geetha Lakshmi,2017). Another aspect for which Reliance Jio was 

opted by the customers due to the attitude which influenced them. The basic and 

common economy expects more services with less cost which is absolutely 

satisfied by the Reliance Jio. Due to this the satisfaction level of the customers 

using Reliance Jio is comparatively high than the other customers satisfaction 

level using the services provided by the other telecom service providers. 

(R.Sakthi Prasath, N.Chandra and R.Amutha, 2017). The accessibility to the 

Reliance Jio by the customers is very friendly due to which there is more 

attractiveness towards the customers. (C.Boobalan and K.Jayaraman, 

2017).These Reliance Jio services where only free to access by the exclusive 

customer of the Reliance Jio users. These kinds of services are very necessary to 

have a systematic nation. The Reliance Jio also lacked certain specifications 

which brought slight dissatisfaction among the customers. (R.Sorna Priya and 

M.Sathya, 2017). The Reliance Jio has a big jolt to Indian telecom industry due 

to the exclusive schemes brought by Reliance Jio such as the free internet, calls, 

4G net etc... (DR.Khyser Mohd and Alok Raj Bhatt, 2017). This was all free of 

cost which is mostly wishes by the customers in general. The Reliance Jio has a 

major positive and slight negative impact factor among the public.(Rajbinder 

Singh,2017).The Reliance Jio has brought a great threat towards the rival 

telecom industries due to their amazing strategy of providing services at free of 

cost with many more exclusive offers due to which the telecom industry had 

various changes and modifications evolved.(D.Satyanarayana,Dr.K.Sambasiva 

Rao and Dr. S.Krishnamurthy Naidu,2017).The Reliance Jio has a growth 
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hacking strategy which satisfies both the urban and the rural population which is 

reason for having such a great positive impact among the other service 

providers.(J.Meena Maheshwari and Ms. Ramya,2017).The Reliance Jio is 

according to the market trend hence it satisfies the market needs. And they also 

create more extensive services. These together bring the cumulative investment 

spectrum. (Dr.Pankaj Sharma and Dr.Tapen Gupta, 2017).The Reliance Jio has 

disrupted the normal functioning of the telecom industry due to the only aspect 

of the free services provided. This eventually attracted more customers due to 

the more services introduced and provided at cost less. (Jai Bhatia and Advait, 

2016).The customers are satisfied with the services provided by the Reliance Jio 

as the Reliance Jio satisfies the customer preferences. The price cost which is 

very affordable by all range customers is the reason behind their success. 

(K.R.Mahalaxmi and Suresh Kumar, 2017).Company has sturdy monetary 

capability to suffer initial losses and to recover the gains after three to four 

years. sturdy complete image because of wonderful selling and advertising 

strategy adopted by the Reliance Jio promotions.(M.Nandhini and D.Sivasakthi, 

2014). The Reliance Jio provides more satisfaction among the customers. 

Strong and positive brand image  because of glorious promoting and advertising 

strategy. Those who weren't keen to shop for Lyf phones were been connected 

through Jio be part of app. ( Dr.A.Shanker Prakash, 2017). The client were been 

offered electronic device at lowest value of Rs 1999/- just for the requirement of 

broadband. Consumer Friendly Registration. Customers were conjointly given 

door to door service of delivering their sim cards for his or her 

convenience.(Manashi Medhi, 2017 ).There were bound disadvantage including 

cherish there was a differentiation between voice job and information usage and 

so company should rely on information consumption for profit thanks to 

creating voice job free.4G network was launched by alternative operators before 

Jio launched within the market that created the Jio to contend with existing 

network operators within the market.(Mr.Abhishek Kumar Singh and Prof. 

Malhar Parrikar, 2018).Growth Hacking could be a method of each typical and 

unconventional selling experiments across the channels and products 

development to seek out the effective and economical ways in which to grow a 

business. It’s main target building, engaging, changing and retentive the user 

base of a business and Growth Hacker is that the one who helps to accomplish 

that each one.( Richard I.Levin and David.Rubin, 2004). 

Jio could be a telecommunications revolution. Jio leaps advanced method of 

communication  in terms of voice, data, network & technology. Jio brought 

better India through the advancements and through the knowledge of internet 

services to all the people.( P.L.Senthil and S.Mohammed Safi, 2014). 

The objective of the study is to know the different applications of Jio and its 

features and the business development strategy of them.  
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2. Hypothesis 

 Null Hypothesis 

There is no significant association between the marketing strategy of Reliance 

and Jio. 

 Alternate Hypothesis 

There is a significant association between Reliance Jio marketing strategies to 

other companies.  

3. Materials and Methods 

The present study is an empirical research which is done with the help of data 

collection by collecting the survey. The survey was conducted with help a well 

structured questionnaire which was prepared with the help of the objectives. 

The sample size of the data collection recorded was about 100 respondents who 

belong to the neighbourhood, family and friends. The present study is based on 

both the primary and secondary sources of data which included many research 

articles, newspapers, blogs and books. The questionnaire contained questions 

regarding the respondent’s age, their gender their educational qualification and 

the occupation of the respondents were also asked. The respondent’s monthly 

income and the size of the family were also asked. The respondents were also 

asked about the number of members in their family using Reliance Jio and how 

long they have been using them. The preferences among the prepaid and 

postpaid connections were also asked and whether they were impressed by the 

marketing strategy used and the satisfaction level of the respondents was asked. 

And the best service which they liked and on what factors and reasons to choose 

Reliance Jio were also asked. And finally the problems with the connections 

and suggestions for the issues of Reliance Jio were asked.  

4. Findings 

The study revealed that majority of 51% of the respondents were recorded as 

Female and 39% of the respondents were Male and the remaining 10% of the 

respondents preferred not to reveal their gender. 

 

The present study recorded 100 respondents out of which a majority of 35% of 

the respondents were below 25 years. And 33% of the respondents belonged to 

the age group of 26 years to 35 years. And the 24% of the respondents were 

belonging to the age group between 55 years to 45 years and the remaining 8% 

of the respondents were above 46 years. 
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The survey recorded showed that the majority of 46% were Undergraduates and 

39% were Postgraduates and 15% of the respondents preferred not to reveal 

their Education Qualification 

 

The respondents belonged to various occupations such as Auditor, Consultant, 

Homemaker, businessman, Manager, Student, Driver, Housewife, and various 

other occupations. 

 

The respondents monthly income was recorded were there was equal majority 

of each 29% the respondents had no income. And 24%of the respondent’s 

income was above 50000 rupees. And 23% of the respondents income was 

about 30001 to 50000 rupees and 16% of the respondents income was recorded 

as below 10000. And the remaining 8% of the respondent’s monthly income 

were 10001-30000. 
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The family size of the respondents recorded that majority of 40% of the 

respondent’s family size was nuclear family and 28% of them were joint family 

and the remaining 32% of the respondent’s family size was an extended family. 

 

The number of members using Reliance Jio in the respondents family was 

recorded which recorded majority of 49% of 2 to 3 members using and 31% of 

more than 5 members were using and the remaining 20% of recorded only 1 

member using. 

 

The respondents were also asked regarding how long they have been using the 

Reliance Jio sim which recorded that the majority of 46% of the respondents 

were using Jio sim more than 5 months to 10 months and 43% of the 

respondents were using Jio more than a year and the remaining 11% were using 

less than 4 months. 

 

The respondents were asked regarding which kind of connection they preferred 

among prepaid and postpaid which recorded that majority of 59% of the 
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respondents preferred prepaid connection and the remaining 41% of the 

respondents preferred postpaid connections.  

 

The respondents were also asked whether they were satisfied and impressed by 

the marketing strategy used by the Reliance Jio which recorded that majority of 

84% of the respondents stated yes and the remaining 16% stated no. 

 

The respondents were also asked whether they were satisfied with the services 

provided by the Reliance Jio which recorded that majority of 70% of the 

respondents stated yes and the remaining 30% of the respondents stated no. 

 

The respondents were asked to rate the level of satisfaction obtained from using 

Reliance Jio which recorded that the majority 21% of the respondents  rated 10 
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out of 10 and 14% of the  respondents 8 out of 10 and 12% of  the respondents 

rated 9 out of 10 and 11% of respondents 7 out of 10  and others recorded lesser 

rating out of 10. 

 

The respondents were asked which service they liked among the services 

provided by the Reliance Jio which recorded that the majority of 32% of them 

liked the data service and 26% like the cost free services and 17% liked the new 

schemes and offer and 11% liked the network  coverage and the remaining iked 

the customer care services. 

 

The respondents were asked on what factor did they select  Reliance Jio which 

recorded that the majority of 34% selected due to the schemes provided and 

24% selected due to 4G services and 18%  selected due to the price and 15% 

selected due to the advertisements and 7% selected due to connectivity and the 

remaining selected due to the goodwill. 
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The respondents were asked the reason for buying for Reliance Jio which 

recorded that majority of 38% respondents bought due to the unlimited data 

services and 36% respondents bought due to the free roaming calls and 22% 

respondents bought due to the free sim card provided and the remaining bought 

due to other reasons.  

 

The respondents were asked the problems they faced in Reliance Jio which 

recorded that majority of 46% respondents faced voice call failures and 33% 

respondents faced network coverage and tower problems and 13% respondents 

faced issues with the tariffs plans and the remaining 8% faced other issues and 

problems. 

 

The respondents were asked to suggest certain measures for the improvement of 

the Reliance Jio which recorded that the majority of 41% of both the measures 

to improve the network coverage and to remove the call congestion and the 

remaining 18% measured to upgrade the android version. 

  

5. Discussion 

The present study is based on the marketing strategy of the Reliance Jio such as 

free net and other services provided by the Reliance Jio. These services were 

provided at free of cost which is wanted by the customers of the society. This 

need in the society was correctly identified and solved by the Reliance Jio. The 

Jio users are highly satisfied with the services provided by the Reliance Jio 
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which was only achievable due to the exclusive marketing strategy and the 

support gained by people within short span of time.The other aspect for the 

success of Reliance Jio was the capitalism strategy.Though there were many 

advantages for the Reliance Jio they had certain drawbacks such as less fide 

optic capacity and congestion during calls and etc which created controversial 

issues also. But later the Reliance Jio issues were rectified and had certain 

improvements which created and attracted more loyal customers.This study has 

stated the marketing strategy of Reliance with special reference to Jio and their 

impact in the society 

6. Conclusion 

The study concludes that the respondents felt that the Reliance Jio is the best 

service provider due the exclusive services provided and though they also many 

faults which are rectified eventually as the time evolves.Hence Reliance Jio is 

the people's favourite services provider. This was the goal that was to be 

achieved by reliance Jio which now has been achieved due to their 

exclusiveness and their friendly services. 
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