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Micro, small and medium enterprises (MSMEs) in India have always been looking actively for business 
and enterprise solutions for commercial improvement in various areas of their operations to bring in 
more profitability and, in the long–run, sustainability. This includes e-commerce solutions with the tech-
nological revolution happening globally not only in the field of electronics but in e-commerce with busi-
ness leaders like Steve Jobs of Apple Technology who compacted technology while bringing new kinds 
of services through innovative business technology like iTunes, the iPhone, the Mac Book-Air and the 
I-pad. The world is really shrinking; distances and products becoming sleek, technologically superior 
and available globally at the click of a button in a capsule format. Even a non-economist in the modern 
day understands that macro fundamentals alone cannot reflect true picture of an economy whether it is 
in India or elsewhere in the West. Fundamentally, one has to charter areas of the enterprise eco-system 
of a country to judge the overall development taking place in a country. This will include the political, 
legal and institutional framework. The authors of this book have methodologically covered these areas 
and synchronized with implying new challenges faced by MSMEs in India.

Banks in India have to play an important role in nurturing the micro, small and medium enterprise 
sector. There has to be a major gear shift towards the sector by running an extra mile beyond just financ-
ing. Towards this end in India there has to be an ongoing improvement between chambers of commerce 
across regions and covering India as a whole. It is also interesting to note when the country talks about 
inclusive growth, which will lead to sustainable development. Therefore, it is obvious that all constituen-
cies including the Reserve Bank of India (RBI), academia, banks and entrepreneurs must come to a com-
mon platform as partners to achieve this goal. There are significant opportunities for MSME units pri-
marily in the manufacturing sector in the next few years. The authors have touched upon the topic of the 
Global Economic Crisis and Transition explaining Drivers for Global value chains which include changes 
in climate, changes in standards regimes, exchange rate, investment flow, etc. Concept of ‘Fordism’, the 
model of development age in the West and then to a flexible neo taylorist models are good models to 
understand high wages, mass production (Fordism) and breaking each job down into motions and 
production management for increased efficiency (Fred. W. Taylor, time, motion study and production 
management). The concept of ‘Americanism and Fordism’ was first introduced by Antonio Gramsci in 
his essay. It is more focused on the West. However, it is to be noted that this concept is used more for 
restructuring work in the South, and the author could have given wider perspective to the readers. 
However, it would have been interesting if the authors had compared the global economic crisis with 
India, meaning impact study of global meltdown in India vis-à-vis other countries in the world, 
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especially the West. Though the Lehman Brothers crash in the US affected banking and financial sectors 
of the globe, the impact on India was milder due to strong fundamentals and regulations of Indian bank-
ing system. The authors have covered the spectacular V-shaped recovery for Asia as a whole, giving 
more details about China’s recovery. As the book is focused on India, I as reader was curious to look at 
more of Indian examples, which would have given delight and insight about Indian industry and eco-
nomic fundamentals. It was very useful to refer to the list of illustrative service sectors covered under 
MEs—BPO, call centres, cybercafés, DTP centres, cable TV operators and a couple of services normally 
many of us are not aware of. A critical factor in MSME is timely availability of credit, which continues 
to affect the growth in this sector. There has to be a paradigm shift from lending based on the balance-
sheet to tempered, flexible and supportive lending with a monitoring mechanism in the field, which will 
go a long way in helping this sector in India, as we see huge credit requirements and opportunities.

Information on contagious crisis indications, not only in Europe; a strong counter-cyclical stimulus 
and rapid recovery in Latin America; and the point of attraction for investors in sub-Saharan African 
countries are interesting to read. However major challenges in African countries continue to be poverty 
and unemployment reduction and overall improvement in governance for perpetual investment destina-
tions. Topics of Green and Clean innovations and dimensions of green business are pretty interesting and 
authors have covered the same in simple language without jargons. The pollution due to industrialization 
to be minimized by taking necessary steps like introducing newer products and processes is well explained 
by them clearly. Opportunities for SMEs in the green energy business especially in the organic product 
sector are quite useful. The authors have clearly indicated that going green can be affordable if small 
steps are taken, like wind turbines, solar panels, and bio-diesel and bio-mass power. Every organization 
can do a little bit towards going green. I have no doubt even in India legislations will be strengthened 
towards giving more benefit apart from carbon credit in the days to come. The Enterprise Pyramid model 
on enterprise eco-systems is highly informative. The regional balance and details of the rural area share 
in non-agricultural activities (over 77 per cent) is a clear indicator of storage, retail and logistics moving 
towards rural areas to augment cost is really interesting. The authors could have highlighted the same, 
with more growth opportunities for SMEs in rural India in the days to come and most of the distribution 
companies including MNCs moving, giving outsourcing opportunities to SMEs as well, which may not 
be in the manufacturing sector but in inter-linked services.

While it is an accepted fact that SME’s in the US are under severe pressure to increase profitability 
and business margins, which will lead to M&A. But, in my view this will result in more outsourcing 
though the Federal government is not in favour of the same. It is also to be noted that SMEs in the IT 
field can never maintain margins during the downturn trend as the drop in volumes during the downturn 
severely affect the bottom-lines. The authors have clearly supported their findings with the TCS, Wipro 
and Infosys growth pattern in 2009–10 during such occurrences. The chapters on Communication, Youth 
enterprise, Women-Entrepreneurship are very well covered by the authors. They could have given more 
inputs to improve women participation in MSMEs.

MSMER 2011 is a very comprehensive, informative, useful reference book for all those who do 
research apart from being a tool for decision- and policy-makers.

C.N. Narayana
Registrar & Chief Administrative Officer

IMI, New Delhi
Email: cnn@imi.edu
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The book Business to Business Marketing jointly authored by Brennan, Canning and McDowell is a 
well-written text book on business to business marketing. The book is divided into four parts, each hav-
ing three divisions. The first part begins with ‘Fundamentals of Business to Business Marketing’. The 
second part deals with ‘Business to Business Marketing: Analysis and Strategy’; the third part deals with 
‘Communicating and Interacting with Customers and the last Managing Marketing Processes’.

In Part 1 the first chapter introduces to the reader issues related to ‘Business to Business Markets and 
Marketing’ which is essentially marketing of goods and services to business organizations. It discusses 
the basic concepts of business marketing in the new evolving modern economies of the world which are 
increasingly becoming service-oriented. It emphasizes the importance on the nature of the customer 
rather than on the nature of products and thus distinguishes the thin line separating business markets 
from consumer markets. The former is further grouped into market structure, buying behaviour and 
market practices. Thus at the initial stage it is evident that structural differences in business markets 
separates buying behaviour from market practices.

The next chapter titled ‘Buyer Behaviour’ dwells on a number of factors that influence organizational 
buying which a successful vendor must keep in mind when chalking out his marketing strategy. For 
example, nowadays the supply expectations of the buying organizations do not always depend on the 
importance of products and its suppliers but more and more on the relationship expectations from the 
vendors. And the third chapter titled ‘Inter-firm Relationship and Networks’ goes on to say that treating 
customers in the present business scenario as passive recipients of the attention of the marketers is 
flawed. Therefore, strategic business marketing is essentially based on a clear understanding of business 
networks which in turn enhances individual relationship strategies. Successful understanding of the situ-
ation is likely to garner a more favourable network position for the vendor in its commercial dealings 
with business organizations. As a result these factors will improve the behaviour of the buying company. 
So business marketers in order to be successful must be able to understand the relationship between the 
buying and the selling company.

Chapter 4 under part II is titled ‘Business to Business Marketing Strategy’. In this chapter three 
approaches to marketing strategies are discussed: the rational planning approach, the resource based 
approach and lastly strategy as the management of relationships and networks. The three combined 
together can impact the major performance of the firm. Nowadays business strategists feel and rightly so 
that a marketer should take into consideration ethical principles in order to establish a long-term positive 
economic performance of his organization. The focus on ethical principles to business to business mar-
keting should be guided by four perspectives: (a) managerial egoism (best options for the company); 
(b) utilitarianism (evaluating cost–benefit analysis of all stakeholders); (c) deontological approach (fol-
lowing accepted codes of business conduct); and (d) virtue ethics (applications of sound judgment based 
on integrity).

In the fifth chapter titled ‘Researching Business to Business Markets’, the authors highlight that mar-
keting information can be evaluated in terms of accuracy, timeliness, relevance and uniqueness of the 
product. It appears that successful business to business marketing organizations even now rely more on 
formal market research. However, they need to take into account the practical difference that arises out 
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of basic characteristics of markets mentioned earlier and be sensitive to developments downstream in the 
chain of derived demands at the level of customer relationship.

The sixth chapter is titled ‘Business Market Segmentation’. The authors insist that segmentation of 
the consumer base enables a business marketing company to strategize effectively. The importance of 
evaluating differences in market processes is very essential by the business market companies in order 
to arrive at the right strategic decision vis-à-vis the markets in general. For example, segmentation of the 
consumers provides the marketer the insight to achieve effective solutions to their consumer-related 
problems. This can be further achieved by regrouping customers in degrees of homogeneity in an other-
wise heterogeneous market place.

In part III, the seventh chapter deals with ‘Market Communication’. Here the authors highlight the 
importance of market communications in the formulation of successful marketing strategies by the mar-
keter. Employing the right rule for the right combination be it advertising, trade shows, sales promotion 
or public relations, a marketer will be successful in communicating to the target audience and in the pro-
cess thereby promote his brand. The latter is a source of competitive advantage for firms and are fre-
quently associated with company names in business markets. Chapter 8 is titled ‘Relationship 
Communication’, which as a concept is essentially based on the exchange of messages (communication) 
between a vendor and actual or prospective customers. The two principle tools engaged in relationship 
communication are direct marketing and personal selling. Both can be combined in acquiring new cus-
tomers or enhancing the relationship with their existing ones. However, in this context one must be 
cautious and regard with importance the cultural background of the exchange partner.

The ninth chapter is titled ‘Relationship Portfolios and Key Account Management’. This chapter 
introduces an important element in strategic business to business marketing, that is, the relationship of 
portfolio management. There is a continuous need for upgrading strategic realignment in business to 
business marketing thereby implying portfolio analysis needs to be done frequently, preferably, annually. 
It essentially needs to incorporate the evolving needs of the company and the changes in the relationship 
over time. As a result, relationship life cycles have an influence on this process wherein the various 
stages of the relationship lifecycles have an impact on relationship variables over time.

Chapter 10 under part IV is titled ‘Managing Product Offerings’. This chapter has focused upon the 
activities that business marketers need to understand in the management of product offerings to business 
customers admitting that mere offerings in the form of physical goods are inadequate. Successful display 
of product offerings pre-requisites an organizational environment that activates innovation by promoting 
structures and processes. However, risks calculations must also be factored in the process of launching 
next generation products.

Chapter 11 is titled ‘Routes to Market’. It tries to discuss that in charting out new routes to markets, 
it is of utmost importance that customers’ preferences to access products are factored in. The use of mul-
tiple parties and channels in providing an array of choice to the customers will thereby facilitate a com-
pany to accommodate various types of third parties.

Chapter 12 is titled ‘Price-Setting in Business-to-Business Markets’. It deals with a basic framework 
for formulating decisions based primarily on the  three Cs—costs, customers and competitors by a busi-
ness marketer simultaneously taking into cognition the problems inherent in business markets which are 
oligopolies by nature along with issues related to ethical and legal concerns such as anti-competitive 
pricing, price fixing, price collusion, price discrimination, predatory pricing and price gouging.

Overall this is a comprehensive text in terms of structure and coverage of major areas of business 
market management. The prose is lucid, uncomplicated and thankfully devoid of excessive marketing 
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jargon. It is pleasing to see attempts to show the relevance of theoretical concepts to real world practice, 
even though the number of illustrations and examples cited are quite limited. Moreover, even the few 
examples cited in this text tend to be presented in brief vignettes, which oversimplify the issues involved 
and lead students to underestimate the complexity and ambiguity of real-world challenges.

The chapters covering various aspects of B2B marketing would have been strengthened by more 
detailed discussion of real-world issues, including cases where the application of theory could be demon-
strated. The introductory chapter could have discussed the differences between B2C and B2B marketing 
in depth to highlight the need for a separate course for marketing of B2B products and services. The need 
to project and deliver value differently to B2B customers compared to B2C customers has also not come 
out clearly in the introductory chapters. The coverage of organizational buying behaviour is inadequate 
and would have benefited from a more detailed discussion on the buying decision models, buying pro-
cess, decision making units, buying roles, etc. The chapter on researching in B2B marketing could have 
included more real-life examples to better illustrate the application of different research techniques in 
B2B markets.

However, the chapter on relationship communication is quite unique and is not normally covered in 
other B2B marketing texts. The topics covered under this chapter are dealt with quite exhaustively. Other 
topics such as market offerings and new market offerings, designing and managing distribution channels 
and managing customer relationship management have been covered well. The major weakness of the 
text, as in the case of many other books in this area, is its focus on cases and examples from western 
countries, which poses problems to academics considering adapting it in India. Other than a few short-
comings, the authors need to be commended for putting together all the business marketing concepts in 
a simple style which students can easily comprehend.

Rajyasri Roy Chowdhury
Associate Professor

International Management Institute
New Delhi 110 016

Email: rajyasri@imi.edu

Joan Magretta, What Management is, How it Works and Why it’s Everyone’s Business. London, UK: Profile 
Books Ltd., 2004, 256 pages, £7 (sterling pound) (ISBN: 1861976453 [PB])
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The need to have basic management books which give the general reader a good insight into manage-
ment theory is clear both for students of management and practitioners in their key managerial positions. 
However, there are few works which try to combine management theory, in a simplified way, to the his-
torical development of business practices. The book I am reviewing is one of these seldom texts and 
although it has been published in 2004, it is still a good example of a text for general reading in manage-
ment for the general population.

The author Joan Magretta (on page vii) clarifies her motivation for writing this book by stating that 
‘Management matters to everyone and not just to those who choose the field as a career. That said, we 
felt much of the serious work in the field was too hard to read—especially for newcomers—and certainty 
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hard to get excited about’. She continues on the same page, ‘We wanted to convey to everyone and espe-
cially to those in their early and mid-career years, what makes management work that is challenging, 
worth caring about, and worth doing well’. Part I of the book, covering chapters 1–4, attempts to define 
the conceptual core of management. It extends through pages 17 to 115. Chapter 1 covers pages 19 
through 42. The focus of the chapter is on the ‘Value Chain’.

The phrase ‘Value Creation’ captures an important shift in mindset from managing the resources that 
go into work (the input) to managing performance (the outputs, or results). More than that, value creation 
reflects a view of what performance is and how an organization performs. Magretta, on page 19 through 
26, confirms that management’s mission, first and foremost, is value creation. In the industrial economy, 
management’s mission, in its early context, was to make more units of industrial product in a cheaper 
way. The said is emphasized by the prophet of efficiency, Frederick Winslow Taylor in his book; The 
Principle of Scientific Management (first published in 1911). Another great management thinker, Peter 
Drucker, questioned that obsession with the concept of efficiency. Efficiency emphasizes the doing of 
the correct things. As Drucker argued, in his works, that producing the wrong type of goods should not 
be the aim of management. In his landmark book, The Practice of Management, Peter Drucker offered a 
critical redefinition of value creation in management. He stressed that although efficiency was a neces-
sary value to strive after, but alone it is not sufficient. As Drucker saw it, customers do not buy products; 
they buy the satisfaction of particular needs. This means that what the customer values and buys is often 
different from what the manufacturer thinks he sells. Defining value as efficiency, as Taylor did, led to 
an intense focus inward, on what the company makes and how it makes it. This has become known as 
the manufacturing mindset. Drucker, different from Taylor, recommended that we should look through 
the customers eyes, from the outside in. The new perspective advocated by Drucker came to be known 
as the marketing mindset (see page 27 of the book).

Contrary to the basic focus in the marketing mindset approach propagated by Peter Drucker, market-
ing, by time, turned to selling goods and services which were manipulated to be perceived as customer 
needs. The tool of this seductive marketing was advertising. Advertising was criticized for focusing on 
creating new needs although these could be of no relevance to the real needs of the customers. The author 
enlightens us, as she proceeds, to the fact that in the 1980s shareholder value emerged as a guiding prin-
ciple of management and a law of survival. As Magretta argues on page 32, economists like Milton 
Friedman has stressed that the shareholder must always come first, that the goal of management is to 
maximize shareholder value. Naturally, that reflected only on one line of thinking in management. The 
value of the firm and its role is expressed in relation to societal benefit in other works.

The author of the book continues to discuss the realities of management thinking in the closing 
decades of the twentieth century. According to her, in the 1980s and 1990s, as pressure from all sides—
competitors, customers and shareholders—continued to escalate, managers were compelled to re-
examine everything they did. A milestone into such re-examining is the concept of value chain intro-
duced in 1980 by Michael Porter in his landmark book Competitive Strategy. The value chain concept 
introduced by Porter is defined as ‘the sequence of activities and information flows that a company and 
its suppliers must perform to design, produce, market, deliver, and support its products’. (see page 33, of 
the book). The managerial consequences of value chain thinking are enormous, as stressed by Magretta, 
on page 33 and 34. The first consequence is the way analysts saw firm activities. Each activity should be 
treated as not just as a cost but rather as a step that has to contribute to the value of the finished product. 
Also, value chain thinking forces one to see the entire economic process as a whole, regardless of who 
performs each of the activities. The author informs us, as she expresses it on page 35, that over the past 
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two decades, management has been transformed by the concept of Value Chain approach. Influenced by 
Porter’s work, today, purchasing has evolved into supply-chain management where firms work to man-
age across the generation boundaries and caring not only for the price it pays for the compounds involved 
in its products rather also through gains of speed and flexibility, supplier’s know-how and interactive 
capacity. The structuring of good business models occupies the minds of many researchers.

In Chapter 2, which covers pages 43 to 70, the author J. Magretta explains what a business model is 
and how you can tell a good model from a bad one. The author stated, on p. 44, that a ‘a business model 
is a set of assumptions about how an organization will perform by creating value for all the players on 
whom it depends, not just its customers’. The writer argues on page 45, that before, it was possible to 
build business models that would be able to predict the behaviour of a business. Business historians like 
Alfred Chandler and Peter Drucker described such a holistic approach through the field known as gen-
eral management. The field of general management aimed to explain through case studies, or mini-
histories, how all the pieces and policies of corporation fit into a coherent whole, creating value for 
shareholders by delivering value to customers.

Although business modelling has an old history; the term became popular in recent years due to the 
Internet impact on venture creation. Magretta stresses, on p. 46, that business models reflect the system 
thinking that is so central to management. In my opinion this system thinking distinguishes a manage-
ment approach from traditional accountancy when it comes to building a business model in general and 
the differentiation is even clearer in relation to firm performance models (Abouzeedan, forthcoming).

The author proceeds, on page 49, to discuss value chain in relation to a new business model. Magretta, 
on p. 57, points out that much of what ultimately determines a business models’ success is the behaviour 
of people and organizations in the market.

Chapter 3 of the book discusses the issue of ‘strategy’ and ‘performance’. The chapter extends over 
pages page 71 to 93. Magretta, on pp. 71–72, stresses that among all the concepts in management, strat-
egy is the one that attracts the most attention and generates the most controversy. Almost everyone agrees 
that strategy is important but no one agrees on what it is. Strategic thinking begins with a good business 
model that describes the economic relationships leading an organization to fulfil its objectives. But strat-
egies go a step further by analyzing the competition that the enterprise will eventually face. Magretta, on 
p. 78, stresses the fact that, without a strategy ones efforts can end up without achieving the desired 
results. Competition would prevent the firm from charging higher prices. As a consequence of that, most 
of the value ends up turning over the customer. Starting from page 77, Magretta discusses the link 
between strategy and performance. She stresses on page 80, that perfect competition represents one end 
of the competition spectrum, while monopoly is the other end. One aspect which was not reflected upon 
by the author is that this scale may be de-legitimized in the e-globalized era of today as it is hard to truly 
have pure monopolistic conditions. The author goes on to discuss the game of strategy. According to the 
author, as stated on page 81, the game of strategy is about being and staying different. The rules of that 
game are altered as business environments change. In recent years, many business leaders and thinkers 
have argued that technological change combined with dynamic markets have made the notion of a sus-
tainable competitive advantage obsolete. The author disapproves such an argument. In the authors’ view, 
there is only some truth to what is said.

The competition game may be moving faster but the objective is still the same; figuring out how to 
hide from competition, or dampen it or constrain it, so that you can earn superior returns. As clarified by 
Magretta, on p. 83, in the industrial economy, the barriers to perfect competition were often physical 
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while in the knowledge economy, the barriers are shifting increasingly to intangibles assets, such as intel-
lectual property or the know-how embodied in a company’s core competences in areas such as new 
product development or customer service. Magretta, on page 85, argues that one of the basic rules of 
competitive strategy is the tradeoffs which imply that no one can have it both ways. As the author 
stresses, ‘Your way of being different must have staying power…or your performance will be undistin-
guished’. She continues on the same page, ‘What makes strategy especially hard is that no organization 
acts in a vacuum…Thinking strategically means recognizing that the world is filled with purposeful 
people whose aims may constrain or challenge yours’.

One line of thinking which is absent in this part of the book is the impact of the revolution in informa-
tion and communication technologies (ICTs) had on strategic advantages of firms, especially at the lower 
scale of firm size (Abouzeedan and Busler, 2006). The author should have discussed the overall impact 
of advances in ICTs, even in short, on the economic game with the issue of monopoly and market control 
being re-addressed. After all, this book was written almost a decade after the launching of the Internet, a 
happening which scholars consider the starting point of the e-globalization age. The year 1993 is consid-
ered the point of time where a new form of economy, based on IT technologies, was born as is widely 
agreed between scholars.

Translating management plans into performance is the subject of the second part of the book. Part II 
is composed of five chapters, starting form Chapter 5. This chapter covers pages 119 through 128. In 
Chapter 5, Magretta discusses the value of numbers in plan execution. As the author stresses, on page, 
120, numbers are essential to organizational performance. However, they should be utilized in a correct 
way. The author says the real skill is in making sense of the numbers as incorporated in the performance 
models. Chapter 6 continues that discussion looking at missions and measures. The chapter extends from 
page 129 to page 148. The author, on page 129, claims that one of the most important management objec-
tives disciplines is to make an organization’s purposes tangible. Managers do this by translating the 
organization’s mission into a set of goals and performance measures that make success concrete for 
everyone. Magretta stresses, on p. 134, that one needs to embrace on long and hard thinking about how 
well these measures fit with what one has to do. The author, on pages 135 and 136, reminds us that 
developing the measure that makes organizations manageable has been an evolutionary process. The 
industrial revolution, for example, gave birth to a host of basic efficiency measures. Financial efficiency, 
that is how each of the divisional operations uses capital, was and is the best known and most widely 
used of all the financial measures of performance. By the 1960s and 1970s, financial measures started to 
be misused by managers. A wakeup call from people like Robert Hayes and William Abernathy called 
for more case-based performance measures suitable to the specific organization to be used to improve 
performance (see page 136 and 137).

Chapter 7 discusses the issue of innovation and uncertainty. The chapter extends from pages 149 to 
173. Magretta defines, on p. 150, innovation as ‘the research for new ways to create value, and new value 
to create’. It is a fact that innovation is a gradual process of technological change. Radical shifts in mar-
kets and technologies represent an extreme. The author reminds us that the underlying dilemma is the 
precarious balancing act between the present and the future. This is, according to her, the universal con-
dition of management. Organizations of all sorts, then, need disciplines to propel them into the future and 
to push back against the pressures of today. Magretta enlighten us, on p. 153 that the investments that 
managers make to lead their organizations into the future reflect the fundamental optimism of manage-
ment. The author stresses, on p. 154, that we tend to associate this forward-looking, change-seeking atti-
tude with entrepreneurs, not with managers. Increasingly, however, we have come to understand that 
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good management must be entrepreneurial. Economists like Paul Romer have demonstrated that innova-
tion and new ideas are the more powerful drivers of growth. Having said that it is important that the way 
we manage innovation activities should be re-examined and re-considered. New innovation models, 
such as open innovation, developed out of the increasing complexity of costs attached to the innovation 
processes (Hedner et al., 2011).

Magretta enlightens us, on p. 154, that contrary to the popular stereotype, management and entrepre-
neurship are not antithetical roles. She calls upon the words of Peter Drucker in this context. Drucker has 
argued, for decades, that the disciplines of management and entrepreneurship are only two different 
dimensions of the same task. Magretta goes on the same page to quote what Peter Drucker has said, ‘an 
entrepreneur who does not learn how to manage won’t last long. Nor will a manager last long if he does 
not learn to innovate’. The author enlightens us, on page 155, to the fact that a decade or so ago, over-
coming resistance to change was the challenge facing organizations of all sorts. The competitive envi-
ronment had intensified rapidly, and people in large organizations were slow to embrace new ways of 
thinking. A new way of management thinking was needed. Magretta continues on the same page by argu-
ing that the slogan ‘Thinking outside the Box’ can be a very useful metaphor for communicating how 
ordinary people actually create extraordinary value in organizations when they corporate. Magretta, 
from p. 166 to p. 169, discusses some performance evaluation techniques including the Discounted Cash 
Flow (or DCF) Analysis and Net Present Value (NPV). The author keeps discussing on page 155 through 
page 173, the connection between innovation and information; and in the process trying to see into 
the future.

Chapter 8 discusses the way performance measurement would deliver the desired results. The chapter 
covers pages 174 through 193. The author opens the chapter by quoting Peter F. Drucker who empha-
sized that the results are only obtained by exploiting opportunities not by solving problems (see page 
174). Magretta stresses that the ability to deliver results is teachable, because it largely rests on a handful 
of basic performance disciplines, which have evolved over decades of practice. These disciplines, in 
turn, are built on a couple of very simple principles. The author goes on displaying on pages 174 through 
179 two of these principles. The first principle is Pareto’s 80–20 rule, also referred to as the Principle of 
Imbalance. Applied to organizations, this rule means that performance will depend disproportionately on 
doing a few things really well. The Italian economist Vilfredo Pareto discovered the underlying principle 
of the 80–20 rule, the surprising imbalance between causes and results, at the end of the nineteenth cen-
tury. The second principle goes under a number of names and variations such as Moore’s Law (in Silicon 
Valley), Kaizen (in Japan), and Continuous Improvement (in Detroit and other manufacturing centers). 
The simple ideas in this principle is that you have to do better today than you did yesterday and better 
tomorrow than you did today.

Magretta, on p. 179, argues that over the past two decades, well-managed companies throughout the 
world have built the rigorous pursuit of quality into their operation. Joseph Juran’s groundbreaking 
Quality Control Handbook, published in 1951, was one of the sparks that ignited this quality revolution. 
She informs us on page 180 that General Electric’s (GE) six sigma approach illustrates all the elements 
of Total Quality Management (TQM). It begins with the outside—in perspective, asking customers to 
identify specifically what they value about a product or service. GE calls these elements CTQs which 
stands for Critical To Quality. The more widely used generic term for these elements is ‘drivers’ as in 
cost drivers, quality drivers and profitability drivers.

The author discusses, on pages 182 to 186, resources allocation. She states, on page 182 that ‘resources 
allocation is one of those awful, technocratic phrases that make people’s eye glaze over’. The author 
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defines resource allocation as ‘matching resources to opportunities’. According to the author, part of the 
difficulty of matching resources to opportunities is information availability. For example, quantification 
helps, sometimes enormously, to depoliticize the difficult decisions about priorities that are critical to 
any organization’s performance but taking decisions remains tough. Magretta enlighten us, on page 186 
to 187, that Peter Drucker noted repeatedly that the greatest obstacle to innovation in organizations is the 
unwillingness to let go of yesterday’s success, and to free up resources that no longer contribute to 
results. The solution, as Drucker, sees it is, through the discipline of ‘systematic abandonment’, a disci-
pline that Jack Welch applied when he undertook to remake GE in 1981.

Chapter 9 discusses the topic of managing people. The chapter covers pages 194 through 213. The 
author stresses, on pages 194 and 195, that all the disciplines discussed in the book are helping 
transforming the specialized contributions of individuals into the performance of organizations. She 
continues by stating that, ‘Students of management and their professors tend to divide the world into two 
separate domains, numbers and people. There are the hard subjects like finance and operations, and the 
soft one like leadership and organizational behavior’. According to Magretta, ‘This split is reinforced by 
histories of management thinking that trace the descendents of Taylor’s scientific management on the 
one hand, and the social relations school on the other, as if these were competing theories’. However, and 
as the author sees it, in the real world the challenge is in integrating the two domains into a working 
whole. As the author re-confirms, the best performers are people who know enough and care enough to 
manage themselves (see page 195).

Magretta, on pp. 196–197, noticed that ‘performance depends on collaboration, on teamwork, on 
individuals committing their talent and their best effect to something larger than themselves’. The author 
proceeds on page 197 to relay to us that resolving the tension between the individual and the organization 
is at the heart of management function. On pages 203 to 206, Magretta argues that trust is the golden rule 
of management. She stresses on page 203 that when eighteenth century pioneers, like Adam Smith, stud-
ied ethics and moral philosophy, they found the Dutch to be most faithful to their words. Adam explains 
that by care to self-interest. However, modern behavioural economists extend the explanation beyond 
self-interest. For example, Matthew Rabin demonstrated that people respond to fairness and reciprocity. 
Magretta, on p. 206, argues that no value is more universally and loudly proclaimed in organizations than 
‘respect for the individual’. Like the phrases ‘value creation’ and ‘thinking outside the box’, this one too, 
often makes people cringe because it is so often said insincerely. The author proceeds, on the same page, 
to state that, ‘Nevertheless, like trust, it’s genuinely fundamental to management because it’s essential to 
performance’. The author argues, on page 206, that effective management is built on respect for the indi-
vidual. Management’s role is to spot talent, and to put it where it can contribute to performance. Finally, 
the author closes the book by stressing the need to help people manage themselves and to be receptive to 
new management thinking.

This book I am reviewing is of a different character than the traditional management literature. It is 
not a purely academic text book; neither is it a practical guide for managers and management practitio-
ners. Rather it is located in a middle area between the two spheres. In a sense that is where its weakness 
is apparent but also, paradoxically, that it where its strength lies. It is a rare book in management which 
allows for a non-specialist reader to get a well-structured idea about the discipline of management. On 
the other hand, it contains a knowledge content of value for the specialist. In providing that mix, I do 
believe that the author has succeeded remarkably and because of that I felt that the book is of good 
relevance to readers of global business literature.
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I say that even when I am fully aware that the book has been published more than seven years ago. 
Despite that I still believe in what it is able to contribute to the general reader in terms of understanding 
the field of management through a short and condensed well-written text. My criticism of the work has 
to do with its volume. In the author’s desire for simplification, she overlooked important penetration for 
the progress of management thinking by compressing all of it in the first chapter. Such historical analysis 
of management thinking should have been extended for at least another chapter or maybe two. Also the 
book should have looked at more recent management paradigms introduced after Michael Porter. Among 
the most recent of them is Internetisation Management.

In short, the book is a unique contribution to educating people about the core theoretical knowledge 
in the discipline of management.
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Development of urban infrastructure is sine qua non for growth of the urban sector in India. To propel 
development and expansion of urban infrastructure, the Jawaharlal Nehru National Urban Renewal 
Mission (JNNURM) was launched in 2005 as a common minimum programme. It is a mission-led initia-
tive which primarily aims to develop infrastructure; establish linkage between asset-creation and asset-
management through reforms; ensure funds to meet deficiencies; planned development of identified cit-
ies including peri-urban areas, outgrowths and urban; and scale-up delivery of civic amenities and 
provision of utilities with emphasis on universal coverage. JNNURM is also supposed to provide assist-
ance for capacity building, preparation of City Development Plan (CDP) and Detailed Project Reports 
(DPRs), community participation and implementation of the Information, Education and Communication 
(IEC) programme. In this background, the book Re-visioning Indian Cities: The Urban Renewal Mission 
by K.C. Sivaramakrishnan makes a critical assessment of different components of the Mission and their 
implications for urban development.
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There are 12 chapters in the book which encompass the coverage and components of the Mission; 
provision of urban services; reforms as envisaged by Constitution; metropolitan and district planning; 
and technical support at national and city levels. The author has focused on urban economic realities with 
respect to land and real estate and their implications for Constitution as well as urban poverty alleviation. 
The author has also highlighted the disconnect between the municipalities and urban development in the 
implementation process of all the four components of JNNURM. While many of the earlier studies on 
JNNURM have focused predominantly on urban infrastructure development, Sivaramakrishnan’s study 
has gone beyond that by focusing on overall urban development. The book is endowed with the reflec-
tions of the author as a member of the Technical Advisory Group (TAG) and his thorough understanding 
about urban governance. It has taken resort to both quantitative and qualitative information to spur 
thought provoking discussion. The book goes into the depth of different cases on city development and 
conflict of institutions. Implications for urban development have been drawn from these case studies. 
The author has taken a balanced view in dealing with growth and equality issues. He has made an attempt 
to unravel the Constitutional provisions in dealing with urban poverty.

Sivaramakrishnan has revisited the Indian planning process with respect to urban development. To set 
the stage for discussion on JNNURM, he has started with review of the spectrum of urban development 
projects, funds, regulations and reforms on the governance. On JNNURM, the author has discussed 
about the selection of cities or urban agglomerations and allocation of funds across the states. With the 
help of extensive statistical tables, he has highlighted the fact that although a substantial proportion of 
funds have been allocated to the better-off states, but the need of smaller states cannot be overempha-
sized. Funding arrangements being performance oriented and allocation of funds for centrally-sponsored 
or centrally-assisted schemes to states being restricted by plan ceilings, the better-off states have received 
a major chunk of the funds. JNNURM primarily depended on government funds as cities could not lever-
age funds from the market in spite of being rated by reputed rating agencies.

Urban Infrastructure and Governance and Basic Services to the Urban Poor are the two Sub-Missions 
under the Mission. The author has critically assessed the policies of housing and basic services in the 
context of the Mission. He has pointed to the lack of information on the completed housing units, time 
of allotment and beneficiaries under the aegis of Basic Services for Urban Poor (BSUP), which is one of 
the components of the Mission. BSUP has made additions in the reform agenda by earmarking local 
body funds for provision of basic services to the urban poor. The author is critical about the apathy of 
city planners to earmark land for low-income groups.

The Ministry of Urban Development (MoUD) has commissioned many Bus Rapid Transit System 
(BRTS) projects under the JNNURM in different cities of India. The projects stipulate different condi-
tionalities for improving urban mobility. The author has expressed concern over the burgeoning private 
vehicle sales and its impact on contestation of road space between public and private transport. BRTS 
and an integrated mobility plan have the potentiality of resolving this problem by providing a better 
transport facility. The author has rightly advocated restraining the growth of private vehicles through 
appropriate policy.

The mandatory reforms of ULBs as stipulated by JNNRUM have taken a backseat as speedy imple-
mentation of schemes has been given prime importance. The author has opined that JNNURM guide-
lines have not given importance to reforms like decentralization measures as envisaged by the 74th 
Constitutional Amendment Act (CAA). In the book, several instances were cited where the local govern-
ments have not been involved in city management. The guidelines of JNNURM have also irresponsibly 
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equated ULBs with the parastatal agencies. Furthermore, the Peer Experience and Reflective Learning 
Programme (PEARL) which was organized to create networks between JNNURM cities for cross learn-
ing and knowledge sharing on urban reforms, devoted less attention to public participation and function-
ing of platforms for decentralization.

In this book, the reader can find glimpses of discussion on delimitation and planning and functional 
domain of local governments, which is represented extensively in his earlier book Courts, Panchayats 
and Nagarpalikas: Background and Review of Case Law. It has raised several pertinent questions like 
‘What the Ministry Could Have Done?’ for reforms to comply with CCA or ‘DPC-A Flawed Design?’. 
Due to lack of an organic link with district-level local government, the author finds no merit of inclusion 
of the District Planning Committee (DPC) as an item of the JNNURM. He is specific in identifying the 
‘Disconnects’ between CDP-ULB and CDP-DPR. The guidelines of JNNURM did not stipulate that the 
ULBs should be responsible for CDP preparation. DPR are expected from CDP. The author has observed 
that in case of many CDPs, DPRs were not available.

Sivaramakrishnan has strongly expressed that the metropolitan management has to be done through 
proper planning and inter-jurisdictional collaboration. Case studies on Kolkata, Hyderabad and Mumbai 
have made the discussion on metropolitan management very interesting, informative and convincing. 
Upholding the centre–state collaboration in metropolitan development and management in Kolkata 
during the 70s, the author has argued that problems of metropolitan management can be addressed 
through multi-jurisdictional and intergovernmental endeavours. The Metropolitan Planning Committee 
(MPC) has also played an important role in preparation of urban development plan of Kolkata Metropolitan 
Development Authority. However, in cities like Hyderabad and Mumbai metropolitan planning has not 
played any commendable role in city development.

The book has also incorporated the author’s reflection on several initiatives in JNNURM like service-
level benchmarking, awards for performance, e-governance and public disclosures on service provision 
for better urban management. The author has discussed about TAG which has been devised to aid and 
advise the Ministry. The author as an insider of TAG opines that its evaluative role is not fully recognized 
or encouraged. The reader would be enlightened by his detailed and in-depth understanding about the 
status and functioning of City Technical Advisory Groups (CTAGs) and City Volunteer Technical Com-
mittee (CVTCs) formed by civic-minded individuals and talented professionals in all the JNNURM cities.

One of the mandatory reforms advocated by JNNURM is repeal of Urban Land Ceiling and Regulation 
Act (ULCRA) to increase the availability of land. The author reveals that in reality this has helped the 
developers to assemble large tracts of land but has hardly helped to improve the provision of housing for 
low- and middle-income groups or increase the availability of land. He is critical about the sole power of 
the state governments or parastatals or development authorities to determine land use or change them at 
the expense of bypassing the municipalities. This has led to legal tussles between municipal corporations 
and the state governments on land use and final development plans. The author has prudently made 
interpretations of the court judgments, which appear to be a setback to the local governance as envisaged 
in the CAAs.

Sivaramakrishnan has concluded the book by strongly advocating for cooperation between central, 
state and local governments for urban development. The book takes a holistic view on urban develop-
ment from the perspective of JNNURM. Along with discussion on evolution of urban policies, his terse 
comments and observations have made the book precious for avid scholars and researchers of urban 
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development. Discussion on a plethora of schemes might at times mystify the reader but the formulation, 
conceptualization and analysis would definitely throw light for the pathway of achieving Millennium 
Development Goals.
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After the global recession of 2008–2009, the world economy started showing signs of recovery in 2010. 
In particular, the developing countries witnessed a relatively more favourable growth pattern during 
2010. However, the growth scenario remained less promising in several high-income countries, as 
reflected in high unemployment rates and spare capacity (Global Economic Prospects, World Bank, 
2011). Contrary to wishful expectations, 2011 has been quite an eventful year in terms of macroeco-
nomic and financial market implications on policymaking and doing business. For instance, the ‘Arab 
spring’ and the associated events have had considerable implications on the global financial markets in 
general and the same in the middle-east region in particular. On the other hand, the lingering economic 
crisis in several EU member countries (for example, Ireland, Greece, Italy) has created a wider ripple 
effect both within the bloc and across the globe.

In recent times, while the economic crisis in each witnessing territory has been triggered by a certain 
country-specific macroeconomic event in addition to the global recession effect, the interrelationship 
between the product and the financial markets has played a key role in every case in determining the 
magnitude of the same. In particular, the speed of recovery, especially in response to the government 
policy interventions has been a major function of such inter-linkage. In other words, there is a growing 
need for professionals to understand the working of the macroeconomic framework not only for doing 
business in the current period, but also to successfully predict the foreseeable future.

The present title by Murali Iyengar has been conceptualized from the ideas developed by the author 
during a lecture tour in India in the recent past. The book intends to facilitate the understanding of mac-
roeconomic principles and concepts in a global setting, without unnecessary intrusion of analytical tools 
that are too technical in nature. The decision makes the book an informative and fluent read for the man-
agers trying to develop a quick perspective on macroeconomic issues of contemporary interest.

The book consists of 10 major chapters, and attempts to underline the core macroeconomic concepts 
important for doing business. After an introductory section, Chapter 2 deals with the basic discussion on 
market forces, by starting with the preliminary concepts on demand and supply conditions. Chapter 3 
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discusses the key macroeconomic concepts including various approaches to a national income account-
ing method. Chapter 4 covers the equilibrium condition and other relevant issues relating to the goods 
and the services market and the multiplier effect. Chapter 5 deals with the money market and explains 
the process of money creation and transmission with examples. Chapter 6 notes various causes and the 
consequences of inflation. Chapter 7 deals with issues pertaining to unemployment and related concerns. 
Chapter 8 covers the basic concepts behind international trade, including classical trade theories, sources 
of comparative advantage, trade barriers, balance of payments related concerns and the function of the 
foreign exchange market. Chapter 9 analyzes the interrelationship between capital flows, interest rates 
and GDP. Chapter 10 covers the economic effects of the short-run and long-run aggregate demand and 
supply curves, in the light of expansionary fiscal and monetary policies under different currency regimes. 
Finally Chapter 11 discusses the subprime mortgage crisis in the US.

The present volume is a commendable effort by the author and would be useful to Indian managers 
with a non-economics background owing to a number of reasons. First, the book quite efficiently explains 
the basic concepts graphically, leading to clarity of understanding. Second, every chapter generally 
includes an Indian perspective, which enables the reader to link the theoretical perspective with practical 
experiences. Third, the discussion on fiscal and monetary policy interventions quite aptly explains 
the dilemma for the policymakers (for example, the Reserve Bank of India), thereby presenting their 
actions/inactions in a better light. Fourth, a very detailed glossary of economic terms has been incorpo-
rated. Finally, a concise appendix has been included with certain data and advanced graphical 
representations.

The ambitious coverage of the book however raises expectations of the reader and certain improve-
ments in its subsequent editions would definitely be welcome. First, the latest period reported in several 
tables of the volume is 2008–2009. Coverage of data up to 2010–2011 could have enabled the reader to 
understand the effects of the global recession on financial markets in a more convincing manner. Second, 
discussion of adaptive expectation and rational expectation in greater detail could have been more help-
ful for the reader to better appreciate the movements of various key macroeconomic indicators in these 
turbulent times. Third, while the discussion on interest rate and capital flows has been incorporated, 
the same on foreign institutional investment in adequate degree is somehow missing. Finally, the volume 
notes that Central Statistical Organisation (CSO) currently uses 1999–2000 as the base year to calculate 
GDP at constant prices, which actually has been changed to 2004–2005 for some time. These shortcom-
ings are likely to limit the appeal of the volume for the more advanced readers.
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