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1 | INTRODUCTION
The positive relationship between CSR and financial performance was
verified in the literature through multiple studies (McWilliams &
Siegel, 2001; Wang, Dou, & Jia, 2016). CSR was a voluntary activity
(Carroll, 1999) and firms were free to choose their level of CSR contri-
butions according to what makes business sense for them
(Gangopadhyay, 2012). However, in 2013 government of India
through the amendment of Section 135 of the Companies Act 2013
made CSR mandatory. The enactment of the regulation on mandatory
CSR in India mandating CSR spending was a regulatory pressure from
the government. This forced firms to spend 2% of their profits on CSR
mostly because of regulatory pressure. Institutional theory suggested
that such regulatory pressure has an impact on firm heterogeneity
and consequently on the competitive advantage of a firm. Institutional
theory (DiMaggio & Powell, 1983, 1991; Scott, 1987) evaluated the
role of social influence and pressures for social conformity in deter-
mining organization's actions.

Research and development expertise and marketing abilities are

resources and capabilities that leads to superior financial performance.

The enactment of the Companies Act of 2013 in India mandating CSR spending is a
regulatory pressure from the government. Institutional theory suggests that such reg-
ulatory pressure has an impact on firm heterogeneity and consequently on the com-
petitive advantage of a firm. On the other hand, a firm's resources and capabilities
like R&D expertise, advertising intensity and staff welfare& training intensity leads
to firm heterogeneity and helps firm to achieve competitive advantage. So, this paper
combines the insights of the resource-based view with the institutional perspective
from the organization theory to study the combined impact of both on financial per-
formance. The study was conducted on Indian firms which belonged to the top thou-
sand firms by sales for the time-period between the years 2010 and 2018. The data

was collected from CMIE Prowess database.

CSR in India, mandatory CSR

The resource-based view (Amit & Schoemaker, 1993; Dierickx & Cool,
1989; Mahoney & Pandian, 1992; Wernerfelt, 1984) examined the
resources and capabilities that enable a firm to achieve superior finan-
cial performance and a sustainable competitive advantage. The sus-
tainable competitive advantage stemmed from the firm
heterogeneity in acquiring and deploying resources and capabilities.
A firm's resources and capabilities like R&D expertise and advertising
expenditures (Servaes & Tamayo, 2013) lead to firm heterogeneity
and helped firm to achieve competitive advantage.

The resource-based view however does not look beyond the
resources and resource markets to explain superior performance (Oli-
ver, 1997). This paper combined the insights of the resource-based
view with the institutional perspective from the organization theory
to study their impact on financial performance. Following the perspec-
tive of institutional theory Oliver (1997), the study postulated CSR
intensity (CSRi) and staff welfare & training intensity (swti) as institu-
tional capital. From the resource-based perspective, the study
employed R&D intensity (R&Di) and advertising intensity (adi) as
resource capital. Institutional capital and resource capital had been

proposed to have an impact on firm performance and sustained
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Case Analysis

Case Analysis Il
Carasid: Interventions that

Make Businesses Sustainable

Asha Nair!

Executive Summary

This case is about Carasid, a manufacturer of pastry and
cakes in Goa. It was founded in 2007 by Mr Sunil Shrivastava
and Mrs Christabel in the region of Goa. Carasid produced
cakes and pastries with quality ingredients and catered to the
taste buds of a wide variety of customers, including the
upscale Goans and domestic and international tourists.
Carasid started off with one outlet moving on to adding one
more at Law College Road in Panjim, Goa and later added
one more outlet in Margoa. By February 2018, Carasid had
one factory in Pilerne Industrial estate in Goa and three
outlets. Currently, Carasid is planning to expand its business
by opening more than 10 outlets across Goa. The founder
Mr Sunil was worried whether the business will be able to
scale its business model successfully, as it did with its first
three outlets. He was not worried about finances as much as
about whether he would be able to inculcate the same
foundational culture across its franchisees. He was also
worried about its business ability to cater to health-conscious
customers, a trend that is catching up like wildfire. Also,
another cause of his worry was his concern about whether
the single factory at Pilerne will be able to cater to all its
outlet across Goa.

Statement of the Problem

The case is trying to find an answer to how the business
model could be scalable. After reading through the case,
it is evident that both the owners and the business itself has
lot of capabilities to scale the business. The business model
has many unique characteristics, which could be replicated
and build on for its future outlets (Porter, 1989). However,
a phased expansion is suggested, considering the fact that
the owners have a unique one-to-one relationship with
each of their outlets, employees and customers, which is
the winning formula for this business. The recommendation
would be to maintain relationship building in each of their
outlets, which requires tremendous planning, effort and
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vision from the owners’ side. A simultaneous roll-out of
outlets may be counter-productive in this scenario. Instead,
it could be done in a phased manner.

Causes of the Problem |

Maintaining Standard and Quality in Products

Mr Sunil is worried whether he will be able to maintain the
standard and quality in products when the business scales-up.

Decision criteria: It is evident from the case that the
product was produced with utmost care through a
four-step production process such that it has a five-star
quality. Carasid started off with producing brownies,
moving on to establishing its first outlet in Miramar, in
the city of Panjim in Goa. This store was instrumental
in acquiring customers for Carasid as it was located on
the high-street in a posh locality which was frequented
by both affluent local customers and moving tourists.

Recommended solution: From this, it is evident that
the business has capabilities for keeping up with its
standards. There are in-house processes that are in
place to ensure quality. So the business can definitely
scale-up by replicating the same standards and quality
procedures.

Causes of the Problem 2

Catering to Health-conscious Customers

Mr Sunil is worried about the store’s business ability to
cater to health-conscious customers, a trend that is catching
up like wildfire.

Decision criteria: From the very beginning, Carasid
was positioned not just as a fast food manufacturer,
but also was positioned to cater to the health-conscious
customers.

Recommended solution: Catering to health-conscious
customer can be primarily done through innovation and
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