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ABSTRACT

In 2004 the Meru Taxi affiliation began dealing with a rental taxi in the Indian market, and in 2010 the urban
affiliation began its new spin, despite a credible revolt among customers, when the affiliation app based Finally
seen in a short time. And Uber followed in 2013. Soon the market was exhausted, and the customers were
dangerous. In the short term, the affiliation involves various plans to bring in more customers as well as retain
the old ones. This study relies on segmentation between customers of Ola and Uber and is collected with the
help of a framework for this data. The data were collected from Dehradun and clearly coordinated with prepared
experts. After collecting the data, statistical evaluations showed that women are genuinely interested in Uber's
relationship with Ula, in any case where there are no customer issues which is an undeniable propensity for
Ola's relationship with Uber.

The potential results of this study could help provide taxis with a framework for their future advancement in a
changing industry.

Keywords: Demographic factors, Ola service, Uber service, Customers.
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INTRODUCTION

Rental taxis are believed to have provided a great deal of data on the Indian buyer in 2004, when the Meru taxi
connection was reported as the central metro connection in India, and sometime later, as shown
comprehensively, six years later, based on Program. Taxi affiliation was introduced in the Indian market. The
Taxi Association received the package because of its perceived advantage of door-to-door alliances between
different modes of transportation, and customers looking for long-term creative breakthroughs have been asked
to use their built-in phones to essentially cover critical solid areas. Check for a specific tick. It was an option to
book. These app-based taxi dependencies had the potential for Goliath to thrive in densely populated countries
like India, where it is no joke to finish the room due to crowded rooms as well as open vehicles that stop at peak
hours. Everyone's futile improvements to ensure this solid framework of progress began, and after Uber's
departure in 2013, the challenge grew.

Because customers offer what happens to the rental taxi industry to respond to the customer's offer. Significant
part in customer satisfaction apart from cost, but also the quality of the design in just a few days. Now using
Composite Sales, the buyer can check, receive and buy the composition. Application-based relationships in this
context, for example, Ola or Uber cabs offered solutions with a variety of dependencies ranging from cash to
massive floods. As shown in the Money-Related Express report, app-based prepaid taxi affiliations such as Uber
and Ola Taxi have been instrumental in creating jobs by giving drivers a share.

Ola Taxis was launched in 2010 by ANI Technologies Pvt in Dehradun. Ltd. Considered a web collecting taxi.
Judging by the ideal flood vehicles in Ola Auto, Ola offers a reasonable level of transportation planning. It will
open soon in 102 urban areas, and they have about 450,000 vehicles available. While Uber Technologies Inc. It
is an American company that is considered an electronic transportation network company and was branched out
in 2009 by Garrett Camp under the name Uber Cab. In August 2013, Uber demonstrated its relationship with
the Indian market with shipping in Bangalore 2.

Both Uber and OLA have entered the taxi market in India with different similarities, for example, collector
taxis, cool taxi dependencies, average costs and app-based taxi services, to attract epic urban dependency
passengers.

Ola and Uber's goal is to really get to zero on urban and interurban driving issues among customers over a period
of endless periods of time. These dependencies consume enormous resources in selecting visible, raw costs, and
new incentives that affect the updating of new business locations (Sharma & Das, 2017). For a time, these
schemes gained clearly less

respected affiliations, even at no cost to the transparency of three-wheeled trucks

The ever-changing advancement supports the improvement of the car rental industry, the solution of booking a
taxi approach at your place is one of the Goliath parts of this program-based taxi organization. For a long time,
Ola and Uber were the two focal points at the location of the Taxi Illustrated Association in India. In an industry
report: Relationship shows that firstly it has 70% of the Indian market in September 2016 (Figure: 1).

Figure: 1 Ola Vs Uber
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HOW THEY COMPARE

o]F] Uber
Launch 2011, 2013
Valuatlon $5 billion $60 billion
Funds raised ‘$1.16billion  $1billion:

Key investors SoftBank, Tiger Google Ventures
Global, DST Baidu

Tech platform App App

No. of cities covered 102 26

‘No. of vehicles on platform 450,000 250,000
Market share 50%

NNo. of employees 000 300

PS: Data for Uber IS Indla specific Source: Industry; companies

Whereas a report by RegaliX Research 4 in 2017 revealed that Uber is the most preferred taxi connection, based
on the Young India app, with 55% usage while Ola has 41% usage. Furthermore, Uber is expected to be the No.
1 taxi in India with customer satisfaction, economy, safety and "support for friends and family".

Another action taken in 2017, revealed that 80% of the respondents believe that Uber/Ola is an ideal decision
regarding conventional taxis. Similarly, on a very important level, 67% of the respondents are satisfied with the
leadership of Uber/Ola drivers, while 14% believe that it is considered essentially a standard and 19% feel that
it is the same. Absolutely astonishing.

SURGE PRICING

The actual reduction in flooding is the way in which rates are raised when taxi premiums are out of supply. Taxi
collectors say the reform uses key cash-related issues to meet broader demand — cost increases will attract
additional drivers to the area, as well as long-term compensation. The cost returns to the standard only when
there is a change in interest and supply. The focus of flooding on the structures used by the aggregators causes
high costs at certain times such as opening hours, events, incidents etc.

Collectors say the flooding separates customers through the more concentrated number of taxis, with customers
pleased with the staggered edges. The main help behind this is the general lack of clarity about how the flood
discovery began, how the coefficient increases, etc. The plan was particularly criticized for its use in areas such
as the Sydney prisoner crisis and Hurricane Sandy. Despite the visitors, the drivers are praised this way for
being dissatisfied with everything, as many of them belonged to the flood zone, but within moments, the
intended flooding ended.
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UBER AND OLA:

During the difficult years, the Indian taxi industry has made astonishing progress. Uber is a shared ride-hailing,
understanding taxi that sees everything as a transportation affair and spreads food other than that. Uber is
headquartered in San Francisco and has reduced its footprint in the United States by approximately 70 to 73
percent. Uber is currently present in the metro 785 zone, starting with one side of the world and then progressing,
and is really new to the Indian market.

Ola is apparently an Indian start-up. This project started in India in 2010. At first it was a casual plan to which
Bangalore received little attention, which in a short time spanned about 169 cities with over 100,000 vehicles.
Vehicles are joined by trucks and bicycles near hatchback vehicles. In 2018, Ola made its presence felt in
Australia and made its most Goliath space in the new market. This relationship has shown proportionate
improvement in New Zealand.

The facilitator, and CEO of Uber shortly afterwards, when he started the passenger-sharing business 10 years
ago, literally said he had a point: "Surprise people stop buying vehicles." Ownership has now increased
dramatically over time, drawing more people into fewer vehicles.”

Explain ride-sharing dependency, eliminate responsibility for choosing and sharing and interacting with it.
These ride-sharing dependencies have seen Titanic go ahead for a long time, with Ola-Uber ahead of it. Their
adaptability is not limited to just vehicles but is limited to all vehicles.

INDIA SETS RULES FOR COMMISSION, SEES UBER AND OLA FLOODED

New Delhi said in laws on Friday that passenger companies such as Ola and Uber could use up to 20 percent of
tolls in India, another problem SoftBank companies should be aware of. Overseas market assets

This theory, which enthusiastically places today's passenger-based transportation companies under the strongest
domains of the country, also explains the flood, the cost that Uber receives, first and foremost during the hours
when its dependencies are at its highest.

As shown by the standards, Ola and Uber - and some other applications, passenger companies - can charge 1.5
times the base area. In any case, they can make their connections even in half of the base area. Rules other than
stating that drivers will not be allowed to work more than 12 hours a day and require dependencies to provide
them with safety coverage.

Uber and Ola do not currently explicitly share what they charge their drivers for each ride, but industry research
shows that the driver's share of both dependencies is less than the settlement cost. In the latter case, up to 74%
of the cost of boarding the new instructions states that drivers must keep something around 80% of the cost.
The proposed ride-sharing ceiling and safety costs will incur incentive costs in India for Uber and Ola, two of
whom have recently quit their jobs amid a cost-control epidemic. The South Asian country, which has attracted
Goliaths around the world, has entered a dazzling canal during this time and is looking for its next development
market.

Shockingly, not everything about the norms hurts Uber and the first, that the two had no idea what to share on
Friday. This theory traces the links to create an integration relationship (common vehicle) in personal vehicles,
however there is a standard review of four intercity rides in such vehicles and several days a week between
intercity rides.

Ujjwal Choudhary, an additional member of Bangalore-based valuation firm Red Seer, said the principles of
public power lead to different differences.

"While formalizing local trust as well as gaining customer trust in collectors through strict safety regulations is
positive. Nevertheless, the impact of these standards on improving the standard approach is negative due to
flood coverage and stage costs. It will ultimately benefit." Profit for 5 lakhs (500,000) drivers (in the short term
in these phases) and 6 to 8 crores (60 to 80 million) customers, in addition to long cost and longer maintenance
time, others who use it for flexibility And need driving, he said in an explanation.
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Standards other than addressing the level of various parts, including riding. For example, under no circumstances
can a mix at any point exceed 10% of the company's cost and the cost of a rider or driver anywhere exceed 100
Indian rupees or $ 1.35. In addition, theories say that women who seek the common good decide to offer taxis
only to women tourists.

Taxi collectors are expected to expand a control room with similar efforts.

Ola and Uber dominate the program-based riding-healing market in India. Both sponsorships depend on market
leadership, but SoftBank, a standard cash-related supplement, ensures that Ola is slightly superior to Uber in
India.

SWOT ANALYSIS OF UBER AND OLA:

With the help of SWOT analysis, we can examine the point of connection between the two in the Indian transport
market.

STRENGTHS: -

Technology

Strong Uber Brand Name of Uber
Gain of the First Stimulation
Dynamic Checking

WEAKNESS: -

Lack of control over drivers
Acrtificial Ride

Free Help

The Internet Expects a Large Part
Market Slice

OPPORTUNITIES: -

Big Market
Poor public transport
Increase Web Constraints

THREATS: -

Government Arbitration
Customer Satisfaction
Competitiveness
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CANCELLED TRIPS, REDUCED SERVICE AND SECURITY: OLA AND UBER
FARES IN CUSTOMER EXPERIENCE

Cloutrac received 21,573 comments for Uber and Ola in the Google Play Store and Apple App Store.
Abandonment is still a central issue, with 97% of customers evaluating Uber and Ola negatively.

Uber is considered safer than Ola, and therefore has a higher Potential Score.

Uber and Ola are the two true giants of India's ride-sharing space, with both the affiliations working together
for the most amazing piece in India in 10 years. These two ties, through their applications, provide an equestrian
relationship through bicycles and four-wheelers that leads from economy to cycling.

Uber and Ola have seen a dramatic shift in their affiliations, with the program economy taking off over the past
half year. In 2014, it became a unicorn for the first time, and it potentially became the first 10 designs, three
fewer than the 100 now. It is clear that Uber is a public animal and trains in 71 countries.

However, the business has progressed without fear of moving on to the problems that two Goliath customers
face. From brutal customer malpractice to app experience and speeding driver problems, customers share their
records by changing virtual expectations.

Both partners also face litigation due to the lack of pressure on their clients. After Uber and Ola concluded they
were able to operate in Maharashtra, Savina Crasto's lawyer said Uber lacked a large compensation structure.

LITERATURE REVIEW

Panigrahi, Ashok Kumar (2018) points out that while new affiliations are expected to continue to be a major
business in the overall economy, their importance is in fact well understood. Since this test is a quick participant
in Join Taxi Radio, where some brands offer taxis to customers as shown in the requirements, this article should
consider the opportunity to weigh the weight of Ola taxis. Defeat with the best piece. Gives profit in the standard
way. Close to normal business and buyer courage. The marketing plan and progress method adopted by Ola
Cabs are discussed in detail in this article. Keywords: Setup, Limited Time Method, Ola Taxi, Taxi Aggregator.
Pandya, Utsav (2017) found that the taxi plug-in is growing rapidly in India, with a group of newcomers
managing private taxi affiliations and leading strong sections for taxi fares. The General Society Taxi Walk
arranges taxis that are outdated and have no comfort or success, while private taxis are already closer to areas
such as GPS taxis for greater comfort and safety. Ideal for Considering the Impact of Private Taxi Advance on
All Taxi Routes, we have completed this experiment using the expression factors that coordinate the effect of
private taxi advance on all taxi developments. These parts are made taking into account the standard factors that
the customer must consider when using the taxi. Thus, as shown in the sections under consideration, a doctrinal
correction was made in which the judgment left parts of the credible and speculative speculation, which, if the
data were to be collected, would have to be ignored or crushed. Be. A survey was conducted, with the help of
which two schemes were collected from public taxi show data and collected and sent to private taxis through a
design filled out by individuals, without the use of possible paradoxical thinking. Centrally collected data using
SPSS programming and Minitab programming, which used a large repository of evaluation structures and
destroyed data, allowed the system to prominently display invalid or alternative hypotheses. Assisted as
indicated by the evaluation key. ¢

Goyal, Rashi (2018) showed that Uber and Ola are both one of the fastest growing companies in the taxi
industry. In any case, drivers and riders work continuously through various actions and joint efforts related to
improving the route, local unions and explicitly. By this article, we intend to draw an assessment between any
progress that has been effective and, with reduced smoothing from Uber and Ola, the value of the exercises and
the lack of full disclosure of both relationships. In this way, we have generated a lot of data on the practice of
mathematical and positive social-mechanical communities.

The structure of telephone taxis in India is being strengthened with a holistic approach in India, and part of the
basic improvement is the advancement of standard trained experts, the acquisition of unnecessary profits and
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the warning of GDP. The movement of BPO business is one of the driving forces of progress in this sector
according to one's working hours. This development should be more apparent in India's global relations
(Rahman, 2014) and is not a joke among various observers such as Ula. Taxi radios, yellow taxis, etc., so the
process of renting a taxi to help customers connect with this trusted market is epic. Various evaluations and
analyzes have been done to select the monster parts when choosing a rental car.

Taxi call schedules (CTAS) helped set the rules for calm, serenity, energy and Goliath (Peng et al., 2014). In
addition it helps to easily follow the customer and the provider of interest (Chen, 2014). The focus of Lu et al.
(2015) suggested that self-reliant updates give passengers control over access to large amounts of data with the
help of technology. In their blueprints, Horse and Yeboa (2015) found that driver leads were negatively related
to buyer demand in Ghana. Various parts of boring help, comfort, impressive quality and restraint in the case
of minibusses affect the energy of the customer. Focus by Parunda et al. (2016) looked at key signs of
implementing standard taxis, which are associated with apparent quality, speed of travel, pioneering cost and
nature of dependency. Be careful for 30 days, as Uber and GrabCar are featured in ideal quality compared to
standard taxis. To assess relative to the Indian market, Hanif and Sagar (2016) assessed that Dehradun has a
monstrous potential for growth, with a passion for cabin attachments and a focus on the wealthy. The customer
uses a taxi affair to pay for something really annoying, go to a retail court, have a late night party, or go out at
a flashy event. The crowdfunding also showed that the buyer's apparent quality level is infinitely high, which is
a positive sign for new developments and future business growth.

Collectible taxi dependencies with compatible wallet dependencies such as free recharge, TM payments,
MobiKWik, which helps increase customer base by identifying clear options with ride suggestions and
endpoints (Kavita and Ravswari, 2016). Consumer interest in online exchanges has prompted Uber to make it
an interesting piece of taxi, and Uber is little more than starting manufacturing costs and improving data.

In their 2018 article, Ashish Avinash Khadeh and Dr. Vibhau Patil compared prepaid cabs and various
improvements to open public transport in the city based on customer data. Prepaid taxis have been decimated
by the thought of parts, for example, inspecting them, how central they are to the Pune buyer, and their specific
part of the overall business. This assessment is done through the animal method and all the respondents used
the prepaid taxi program. Typically realizing the scheme that credits taxis off from every benefit they pass on
to their customers, only 23% of the respondents feel that taxis are suitable for women.

Dr. SM Yamuna, R Vijayalakshmi, K Jiva Mani, D Bupati, P Ranjith Kumar in their article, "A Progressive
Study on Users' Understanding and Satisfaction with Online Taxi Services in the Context of Coimbatore”,
presented in 2019. Highlights such as cooling, coupons offered, 24x7 assistance etc. have turned electronic taxis
into beasts and greatly influenced Indian culture. This is usually resolved through the whole system. There is
no doubt that the participation of e-taxi has transformed the commute experience of people in Kambatore. These
taxis have made the taxi market more integrated. However, opportunities still exist for success with persistence,
web browsing and taxi access for all destinations. Unambiguously, as the market value strengthens, it needs to
fill the opportunities by offering customers new imaginative parts.

In their 2018 article, Dr. Rupali Rajesh and Snahal Chinchulkar examined the unintended impact of application-
based car rental affiliation on the working of the Indian taxi market. It has completely changed. The market
became more confident as buyers became more knowledgeable. How each affiliate retains past customers and
embraces new customers is shown in their course of action. This chart is done through a central framework and
there is tremendous focus on working with trained and educated professionals. It may well be off the charts that
most women prefer going to Ola to recover as they feel it is a safer option. Since this study was conducted
exclusively in the Dehradun region, the model did not change and this may be the end.

Keshavarj, Gita (2013), Thoughts on Customer Relationships. Taxis basically affect everyone as a mass of
humanism, which means personal judgment. Checks that taxis show dependence on Goliath.

Kumar, P. Kishour and Kumar, n. According to Ramesh, the credibility of this statement is on the parts that
affect the buyers when choosing a taxi dependency. The dependent variable is "coupon recovery clues” and free
factors of invention and cost of care. The relationship between reliable and free agents is intelligently tested
through quantitative designs.
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Quantitative tools such as alliance, apostasy, and fair evaluation are used to test information. This chart shows
that shoppers are confused when choosing a taxi to collect coupons.

Senthil Velmurugan, R. Shruti, S.W. Raj Kamal This study shows the general category of progress in taxi-
shaking relationships in the fast-paced urban area, with customers going to the taxi through their ordinary rooms
with decorations, a clear start to the world on one side and then continuing. In order to provide a brilliant record
of the impact of a wide range of e-hailing applications on taxi infrastructure, this project is designed to look at
customer information and move towards re-creating Ola dependency.

Kumar, Kishour and Namoram, Ramesh. (2016) showed the general class of progress that by shaking the taxi
to communicate in significant urban affiliations, by moving customers to taxis through their shared rooms, is
an undeniable start on one side of the world. In order to provide an accurate record of the impact of the
widespread aggregation of e-hailing applications on the taxi framework, this chart is designed to evaluate
customers to better understand and look at Ola's dependency.

Rajesh, Rupali (2012) First, Uber relies on observing the point of failure between customers, and to do this,
information is collected through study. Data were collected from Mumbai and from the work of organized
subject matter specialists who taught explicitly. After a combination of information, quantitative assessments
show that no matter what the situation really leads women to Uber's relationship in Ola, not all customers have
more security issues with Ola than Uber. The impact of this study may help reorient the industry to planning
the taxis that will shape their future shape.

Panigrahi, Ashuk Kumar, Shahi, Shambawi and Rator Amarsingh, in their 2018 article, explored the importance
of starting an economy and that the introduction of taxis was first and foremost an opportunity to end the
catastrophe in India. This article also focuses on the specific scene of the Indian taxi market and what prevents
Ola from colluding with two taxis in India. In addition, the article adds to the approach of Ola taxis and their
designs, which makes them generally not like their opponents, and how the virtual diversion plays an important
role in supporting it. The reason for this article is that taxi dependence has increased 10 times in the last five
years in terms of compensation, and now the best taxi dependency for us Indians. In the end, apart from future
efforts, firstly, the article solved it. "Rashi Goyal, Pishti Zain, Rajat Singal, Ridi Junjunwala and Ritika Doshi
presented an assessment of the relationship between two taxi-based taxi associations in India, Uber and Ola, in
2018. He does. Advances in labor and transportation standards lead us to the extent to which these programs
officially perform and manage their endpoints, and how they overcome these barriers and opportunities to
provide the best travel experience. Awakening for affiliation shows customers in addition to compensation. The
evaluation tools used for numerical design are reasonable. The main motivation of this study is to reduce the
updates in the transportation business and how to beat them to zero. It is also observed throughout the activity
that the "flood cost™, which in light of the fundamental progress, carries the exorbitant cost for a ride, makes the
dependency more likely to be paid by the owner. Also, since Uber has a smaller cabin area, when it differs from
its rival Ola, we can see that Uber gets a higher flood cost than Ola.

"Vanishree Sah" in his valuation article published in 2018 changed the opinion of buyers about the assistance
of Uber and Ola. Both application-based applications are very useful, and it creates the customer's vision and
reality planning which is represented by a similar observation. The lack of buyers is actually due to the nature
of the partnership they offer.

Evaluation through exceptional evaluation is accepted through a structure. The "Package View Framework"
was used to design and test the data. The audit is done in Dehradun. The audit ensures that Ola really opens up
about the dependency opportunity each of its customers needs whenever it rolls around Uber.

V. Hemant Kumar and K. CentMileselvan, in its estimation, can narrow down the contact taxi connections at
the southernmost point of the Chennai meeting based on customer data. Reviews try to help buyers behave by
doing reviews. As well as how buyers use the dependencies provided by these taxi dependencies. These tools
add "levels of calm, critical parts, structure of the request, progress, safety and comfort, and in case of doubt".
The creator tries to understand what these dependencies mean for the constructors to decide. Despite everything
else, this package leaves any taxi interest with the aim of confusing them. "Talk to Evaluation™ was accepted
for overview. This review assesses whether to address anything that will improve the taxi market in the future.
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In a 2018 article, G. Manjunath discussed how much people in North and South Bengal care about nearby Ola
taxis and how satisfied they are with similar taxis. Review was assayed using the information source and
assessment was completed using the chi-square test. Lastly, the manufacturer argues that Ola taxis have shaped
the character of the customers in their image. Also, Bangaloreans are more curious about Ola taxis for public
transport, with rival brands Uber and Meru taxis. The planning needs to talk only about "brand care and brand
image", not about the dependencies that all the dependencies provide.

An article published in 2018 by "Dr Uthira.D" shows how there have been many changes in the taxi market
using UberPeace and OlaGuard. Uber And Ola not only fills the opportunities presented and offers taxis, but
also helps to further support the travel experience for its customers. With the help of "survival models”, the
article organizes what the customer sees and predicts from these dependencies. At the end of the article he
concludes that in any case, following the responsibility of all this help to the customers, program-based taxis
are heading towards a major disaster. Thus, studies were relatively proposed to fill the above opening. The
article, which starts here and goes on for a surprisingly long time, sheds light on great areas and takes into
account the core area of customer information and expectations.

"Utsav Pandya, Rishi Rungta and Geeta lyer™ in their article, published in 2017, revolves around how new
competitors, PP-Uber and Ola-based taxis, have replaced yellow and fragile taxis. Examines both sides with the
help of variables. This article works in the same way with a review to see what customers prefer - app-based
taxis or dull OG taxis. For this purpose, in-flight subjects were selected and the collected data were shredded
using SPSS and Minitab programming. In the end, it was decided that people would lean towards Ola and Uber
because they are more secure because they have features like GPS tracking and booking at any time, WIFI
convenience, cooling, convenient seating, online cutting and more.

Rochi et al. (2017) studied different segments of the Indian taxi market, for example, valuation, compensation
models, leg cuts, and so on. Utsav Pandya et al. (2017) observed an improved, successful and affordable model,
ease of availability, convenience and minor selection that affect the public taxi market. Saritprava Das et al.
(2017) observed convenience, connection quality, frankness and the widest end point for choosing pre-booked
taxis. The focus of Kumar and Kumar (2016) showed that buyers were eager to retrieve coupons when using
taxis and were satisfied with retrieving coupons through customizable applications when booking taxi
dependencies. As with customers, Star Focus is just as prominent in any auxiliary industry, so an assessment by
Ruchika Malik (2017) found that drivers who are driving influence a kind of money-related financial choice for
the customer. they give. Ola has used this goal to push its drivers as well as break it to alleviate customer
whispers to build a base of drivers. In this way, Uber offers rewards and end points under its Uber Club program.
The program does not fully think about the impact of planning, but it should clearly help their family by making
various suggestions about the composition of the part, car maintenance, lifestyle, wealth, and their overall
standard appearance. Depending on the quality and performance of each driver, there are three classes of silver,
gold and diamonds. A similar evaluation of Ola and Uber by Almeida’'s Rohit H. (2017) shows that because
Indian buyers are surprisingly vulnerable and strong with a low brand, affiliation must be able to attract new
customers and survive. New packages must be processed in order. Continuation. Customer. First, Uber suggests
adopting highly creative, customer-centric designs for foot cultivation, close to the assessment of Shokla et al.
(2017).

Likewise, both Ola and Uber affiliates do not necessarily have to operate in an environment that is more
customer-centric and purposeful, inventors are shocked, and regulators work with organized subject matter
experts. Avoid stress and mesmerize your customers.
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PURPOSE OF THE STUDY

Given the number of online taxi customers in Dehradun, this assessment should bridge the gap between Ola and
Uber customers. This research seems to have been selected to facilitate highly educated experts. Sub-areas of
this study are:

To close the gap between the profiles of Ola and Uber users.

To view the buyer's understanding of winning Ola and Uber affiliations.

To see the difference between the levels of achievements for the two taxi dependencies.
To examine the impact of personal vehicles on Uber and Ola.

Direct focus on the buyer when using UberandOla.

RESEARCH METHODS

The evaluation game plan used is quantitative. The original data were mixed using structured frames. The survey
was conducted so rapidly that it legitimized the requirements of the objectives set for evaluation leadership. The
target community is everyone who knows and uses Uber and Ola.

Big Data: Raw data is collected by the master of the relevant effort, which is important. So the core data is
peculiar in nature and is collected directly.

Core Data Strategy
There are many frameworks for collecting key data, in particular explicit evaluations and reviews. Important
points as shown below:

Outline

Special power is shown and respondents talk to each other with complete honesty, adopting this system for
framework is accepted. Plans are given to respondents who have plans to bring back events to achieve something
usually unclear. It is the most widespread construction of various monetary and commercial designs and
appraisals. The blueprint used should be carefully designed so that it can track progress in central information.

General Studies

Original data was collected by obtaining selected subjects, using a specific rotation around the structure, which
includes complete questions. Refers to a number of decision-making, of which the respondents must choose
one. Since the responses occur within a predetermined range, they are called near-complete questions.

Full questions are open ended questions in which no choice is given to the respondents and respondents are
allowed to present their choice or answer.
This was used in conjunction with the experimental framework.

Check
A correlative non-probabilistic analytical structure was used to structure the data.

Trial size
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This model is derived from the universe in the Dehredon anomalous probe hypothesis. The expected model size
for this effort is 200 studies on time constraints and the relative customer base relationship in the evaluation
area.

Optional data

This is preliminary data available through some standard assessments. Related data, annual reports, brochures,
freebies, articles, magazines and the web were reviewed.

HYPOTHESIS

H1: There's a Goliath split between Ola and Uber customer parts specifications.
H11: Gender affects the confirmation of taxi dependency at a very basic level.
H12: Age affects taxi dependency throughout the certificate.

H12: Revenue on routine effects of verifying taxi affiliation.

H2: Ola and Uber buyers have a big part in their perceptions about safety.

H3: Ola and Uber have a significant share of buyer satisfaction.

SWOT OLA ANALYSIS

SWOT analysis makes sense regardless of your plan to examine the resources, shortcomings, open doors and
risks of your alliance. It helps you gain amazingly, deal with what you've lost, limit your bets, and take full
advantage of opportunities for improvement.

1. Symptoms First
Credits are things that your affiliation does really well, or with a certain goal that sets you apart from your
opponents. Consider the benefits of your affiliation over the various affiliations.

The first driver to take a taxi in a long time:

Ola started in 2010 and clearly enjoyed the benefits of the first move, with its detractors clearly having a late
start. Despite the then existing taxi affiliations like Merv and Ola, they took over another segment and are finally
reducing the bulk to zero, which can be deducted from its low cost.

Development:

Ola uses advanced enhancements along with robust data evaluation that helps to clearly anticipate interest in
any geographic area to create an amazing store of vehicles for the tenants. The more open it is, the more it will
be used by customers.

Provide things:

It offers a broad commitment that begins with providing dependency on a variety of vehicles other than bicycles,
cars, and more, in addition to providing greater dependency such as driving in the area, out-of-town stations
and rentals. Also offers shared taxis. , Accordingly, it offers its clients a complete repository of relationships,
which are classified into different classes according to their usage. This is why Ola is so obvious in

India.

Hypothesis below:
Ola, an aggregator (ace section) must have a group of vehicles to do the job. Drivers from every region work
together to meet customer needs, and therefore, there is a fixed cash surplus.

Dynamic pricing:
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There is a very strong basis for including a model for ranking Ola rides, as shown by the premium ride in a
particular area or in difficult barometric conditions. This really helps with stock management and adds to the
focus during this time.

2. Terrible absence First
Businesses need to work in these areas so that they do not lose the check. However, there will be different needs,
this should not be an area that pulls the business out of the market.

Lack of control over drivers:

The method left by Ola has no effect on drivers. Drivers are expected to play a vital role in building the Ola
brand, and as a result, any driver racket with customers will clearly tarnish the brand image.

Counterfeit rider:

There have been incidents in which Ola drivers have started asking riders to book fake rides just to calculate
their daily ride. All of this takes into account non-payment because drivers get paid unimaginably.

Slight support:

The customer relationships provided by Ola are not contractual affiliations and customers never complain about
the support they receive from the brand.

Internet dependence:

Customers decide to book a ride based on a holistic approach and expect them to connect to the web. Like India,
networking is a problem and therefore customers can not book a ride. In any case the Kill has started with it is
not yet infinitely limited and is suitable for booking.

market segment:

Ola introduces itself largely as users who are generally knowledgeable, can explore Indian relationships, the
level of people who are really suitable are very immature customers.

3. Open the roads for the first time

An opportunity for Ola to help understand how a business can control the various things in the past that many
imagine and each of its sources of assets. Ideally, this helps Ola to constantly fill in areas where she can rest,
leading to market growth and customer base.

More endless markets more transparent:

Ola generally attracts knowledgeable customers to talk about it, Ola has to rethink its game plan in which such
packages can use their dependency as much as possible, and this puts Ola in the wind. Larger puts more. Because
it helps to increase the customer base to an amazing extent. . Roader vision with confusing profit edges.
Internet penetration:

The progress of the campaign, which has been carried out by the general conditions for creating amazing urban
areas and bringing the Internet to remote places, provides the first with a brilliant entrance to focus on these
areas, and in almost the same way the relationship will be at another level. In general, it will use a more
organized style in the future.

Amazing official shipping:

At levels 2 and 3 of metropolitan areas, there has been an inadequacy of public transport connections, and it has
just begun, and with a large period of time, Ola will be able to explore those urban areas and profit from some
of the opportunities. Increase.

4. Threats first

This test helps Ola understand the risks and market segments that may affect the business sooner or later.
Therefore, it must first revive itself and then control such market bets. The growing number of competitors or
players in the market with a general recommendation is an obvious gambling threat to the business because it
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obviously reduces the placement aid, which in the meantime catastrophically affects the buyers and business
capital.

Quiet Rules:

Quieter regulations regarding the taxi connections industry have many implications. Powerful taxi dependencies
are changing, the relentless change concern controls everything.

Customer Responsibility:

Ola enjoys gross customer service and has failed to provide potentially shocking customer support as Uber's
presence in the market depends on customers to switch brands in the open market.

UBER. SWOT ASSESSMENT FOR

Uber is a surprisingly advanced community that was founded in 2009. The association fully links the
transportation business to progress through its ride-sharing program. In 2014, it was ranked as the most
conscious communication experience. As of 2014, Uber had over 200 urban connections in 53 countries.

Uber is valued at over $40 billion. This suggests that it is worth more than the taxi and limousine industry in the
United States. By 2015, startups will have an annual salary of $10 billion.

There are many guides on why Uber customers love it. This allows a larger, less confusing and less irrelevant
game schedule to be displayed in a field. However, the company also does some limited terminations. The
government's approach, a small gathering of standard taxis and Uber drivers, contrasts with the way the startup
is analyzed.

Given these shaky views, Uber must offer some improvement. Many question the company's ability to control
the car business in 2015. The SWOT evaluation appears to be the most ideal decision chosen for this position.
This will help you identify the key ways and threats in which interest can be lost. Apart from specifying the
features and what does the absence of Uber add.

Traits and drawbacks are intrinsic factors. Uber controls these parts. Open doors and accessories are exterior
elements in SWOT. Uber has no control over these. In any case, necessary measures should be taken to exploit
the potential consequences and avoid the risks.

Below, I've added the Uber SWOT rating.

Loan:

This is the brand under review to look generic

A special communication key, actually refers to the drivers and vehicles. Uber Black customers know the union's
soft spots.

There is a huge illicit social relationship with vehicles. Standard taxi sharing guidelines don't matter to Uber.
Uber has no full-time drivers. Since it does not select drivers, there is no liability for agents.

The cost of utility is undeniably low. There is no need for a distributor as it depends on the correspondence of
the customer with the driver.

Very little interaction. One major competitor is Lyft.

Needed:

Ideas can be imitated usefully. Nothing will challenge anything more than offering anything pass.

The relationship between Uber and drivers is morally dangerous. Loses scratches at guaranteed collusion. It's
basically a standard where the responsibility between Uber and its drivers is unusually low.

The association and its customers have basically no ownership. There is little motivation to stay at Uber.

The cost of working vehicles is surprisingly high. In any case, drivers don't get that much.

Really unexpected method.

There are security concerns. Uber records where the customer gets the taxi. He also writes where he goes.
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Shocking pieces:

As long as customers can guess, they will be confused with the standard taxi dependency, thinking of the
nominal cost and high delays.

Can exploit new commercial areas and monsters in countries like India where taxi dependency is shocking and
insane.

You can tap to create a business area in a country where Taxi Dependency is not open.

Estimated arrival time decreases as the number of Uber drivers increases. This makes Uber even more nurturing.
Startups will get paid more and drivers will benefit.

Uber may increase the valuation. This allows associates to seek additional cash. Uber will have more money to
work with in this regard.

More sensible electric vehicles can be used. This reduces costs and improves overall driver development.

Betting:

Drivers are not satisfied with the following standard conditions. This can provoke an upsetting reaction. This
could prevent new drivers from joining Uber from now on.

In countries such as Germany, a number of newly recognized regulations prevent Uber from operating.
Problems with neighborhood experts can lead to fines. Based on this, PR will receive amazing results.
Increasing interactions will ultimately reduce costs. This keeps drivers from joining startups in new areas of
business. This will lead to the loss of customers. Uber compensation rate will be reduced.

With the advent of new business divisions and incentives, there are other things besides deformation and ingot
making. This is unfortunate for this brand.

Vehicles, for example, Google Cars, leaving the head of Uber.

There is no doubt that Uber customers love it. They value the benefits of helping.

Surprisingly complement the status quo, they love how Uber saves time and money. However, dependencies
and drivers can sometimes not afford Uber. In order for a customer-centric approach to become a principle,
dependency has especially unnecessary costs. Drivers do not have a high net salary increase for this job.
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AGE
56 a3 37
50. 18-22 28-32
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30
20
18-22 23-27 28-32 33andabove

The above data shows that out of 200 respondents, 45 belonged to the age group of 18-22,
76were in the age group of 23-27, 43 were in the age group of 28-32 and the remaining
36belongedto the agegroup of 33 and above.

GENDE

Femal

The above diagram shows that out of 200 respondents, 35% ie. 70 are Male and 65% i.e.

130areFemale. Therefore, the majorityof respondents areFemale.
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The above diagram shows that out of the total 200 respondents, 81 are Students, 72
areWorking, 33 are Self Employed, 8 Stay at home and the remaining 6 chose others

as theirprofession. Therefore, majorityoftherespondents areeither Students orWorking.

1.DOYOUOWNAPERSONALVEHICLE?

The above diagram shows that 127 out of 200 respondents own a personal vehicle
andremaining73don’t.  Whichmeans64%  oftherespondents ~ haveavehicleintheirhomes.
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2.HOWOFTENDOYOUUSEONLINECABSERVICES?

Never

Everyday

Fewtimesaweek

Frequently

The above diagram shows that 20% of 200 respondents use online cab services every
day,followed by 27% who use Few times a week, 33% use Frequently, 18% use these
servicesRarely and the remaining 3% do not use these online cab services. Hence, 65 out

of 200 i.e.majorityof the respondents usethesecabservicesFrequently.

3.FORWHATPURPOSEDOYOUMOSTLYUSETHESE

CAB
7
SERVICES?
60
Airport/Railw

s ay
3
0
y Othe
0 =

School/Colle Wor Airport/Railw Personaltri Othe

av

Theabovediagram showsthat outof thetotalnumber ofrespondents,

64usethecabservicesmainly for their Personal Trips, 59 use the cab services for travelling
to their Work, 35 use itto travel to their School/ College, 33 use it for travelling to
Airport/Railway Station and theremaining9respondentsuseit forOther purposes.
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4.DOYOUPREFERONLINECABSERVICES
OVER

Sometim

The above diagram shows that 76 out of 200 respondents prefer online cab services
overpersonal vehicle. Whereas 38% of the respondents Sometimes prefer online cabs

overpersonalvehicleandthere maining24 %do notpreferonlinecabso verpersonalvehicle.

5.AREYOUSATISFIEDWITHYOURC
AB

VervSatisfie

Neutr

Satisfie

The above diagram shows that 31% of the respondents are very satisfied with the
cabservices, 40% of the respondents are Satisfied, 19% have a Neutral cab experience,
9% areDissatisfiedand theremaining2 %areExtremelyDissatisfied withtheir

cabexperience.

Thereforethemajorityof the respondentsi.e. 40% areSatisfied withtheircabexperience.
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6.THEMAINREASONWHYYOUDON'TPREFERONLIN
E
70

4 TimeDuratio
Pric

50 Discomfor
40
BadPastExperienc
20
Othe
h O]

Pric Dis comfor BadPastExperience Othe

The above diagram shows the main reason why people don’t prefer online cab services.
59out of the 200 respondents chose Time Duration, further followed by 57 respondents
whochose price, followed by 46 respondents who chose Discomfort as the reason, 25
respondentschose Bad Past Experience as the reason and the remaining 13 respondents

have Otherreasonsfor not preferring onlinecab services.

7.HAVEYOUEVEREXPERIENCEDAHEFTY

ldan’tknaw

Ya

The above diagram shows that 55% of the respondents have experience a hefty surcharge
onpeak hours of travel in an online cab service lke Uber and Ola. 20% of the
respondentshaven’t experienced any hefty surcharge levied on peak hours of travel where
as 26% of therespondents don’t know about the hefty surcharge levied on peak hours of
travel. Hence, themajority of population have experienced a hefty surcharge levied on

peak hours of travel i.e.110respondents.
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8.HOWMUCHSURCHARGEAREYOUWILLIN

PAY?

5 11Time )
0 Willusethecab
3 13Time
0 1.5Ti

L FLE: 2Time
“ |

Notwillingtopay 1.1 Times 1.3Times 1.5Times 2 Times

Willusethecab

The above diagram shows that 85 out of 200 respondents are Now Willing to Pay
thesurcharge, whereas 42 respondents are wiling to pay a surcharge of 1.1 Times,
23respondents arewillingtopayl.3Timesfollowed byl2respondents whoarewillingto pay

1.5 Times and 8 respondents are wiling to pay 2 Times the surcharge. Furthermore,
30respondents said that they Will Use the Cab Service Irrespective of the Surcharge.
Hence, themajorityof the respondents ie. 42%of thesamplesize areNot Willingto
paytheSurcharge.

9.HAVEYOUEXPERIENCEDCABS
ERVICESUNAVAILABLEATCERT
AINLO

The above diagram shows that the majority ie. 58% of the respondents have
NeverExperienced cab services unavailable at certain locations followed by 35% who
haveexperiencedcabservicesunavailableatcertainlocationsand 7 %havesaidNotocabservicesb

eingunavailableat certain locations.
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10.DOYOUFEELHIRINGUBER/OLAISCHE
APERTHANMAINTAININGAPERSONAL
VEHICLE?

e

The above diagram shows that 46% of 200 ie. 91 respondents feel that hiring an Uber or
anOlais  cheaperthan  buyingand  maintainingapersonal  vehiclefollowed  by18%0f200
i.e.36respondentsfeeltheoppositeand 37%of 200ie. 73 respondentshaveneverthoughtabout
it.

11.DOYOUFEELCABSERVICESAREAFFORDABLE?

90
Affordable

70

Neutral
60

50 VeryAffordable

40

30
Unaffordable

VeryUnaffordable
L H m=
0

VeryAffordable Affordable Neutral Unaffordable VeryUnaffordable
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The above diagram shows that 44 out of 200 respondents feel that the cab services are
VeryAffordable, 77 respondents feel that the cab services are Affordable, 59 respondents
feelNeutral regarding this, 12 respondents feel that the cab services are Unaffordable, and
theremaining8respondentsfeelthatthecabservicesareExtremelyUnaffordable. Hence,
38.5%indicatingthe majorityfeel that thecab servicesareAffordable.

12.REASONSFORUSINGONDEMANDCABSERVICESLIKE

TIRFEA AR~ AT A

Nonavailibiltyof ~ High price of Easeoftravel Discomfortin ReasonablefareAvoidinghassels

120

100

=]
o

60

other

BstronglyAgree ™Agree ™ Neutral Disagree M StronglyDisagree

Theabovediagramshows thereasonsfor usingcabserviceslike UberandOla.
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CROSSTABULATIONANDCHISQUAREANALYSIS

TABLE-1
Ownership UsageofCabservices Total | Chi-
ofpersonal vehicle | Everyday | Few Frequently | Rarely | Never Square
*Usageof Cab timesa Value
services week
Ownership | Yes 22 32 41 26 6 127 6.876
of No 18 22 24 9 0 73
personal
vehicle
Total 40 54 65 35 6 200
ThevalueofChi-squarcofthcanalysisforOwnership ofpersonalvehicleand

UsageofCabservices is 6.876 and the p value is (.143 which is greater than (.05. hence,

there is nosignificantdifferencebetween the twovariables.

TABLE-2
Ownership MajorPurposeof usingonlinecabservices Total Chi-
ofpersonal  vehicke | School/ | Work Airport/ | Personal | Other Square
*Major Purpose | College Railway | Trips Value
ofusingonlinecab Station
services
Ownership | Yes 16 37 23 46 5 127 7521
of No 19 22 10 18 4 73
personal
vehicle
Total 35 59 33 64 9 200
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The value of Chi-square of the analysis for Ownership of personal vehicle and Major
Purposeof using online cab services is 7.521 and the p value is 0.111 which is greater than

0.05 sothereis no significant differencebetween thetwovariables.

TABLE-3
Ownership of | Preferenceofonlinecabsover Total Chi-
personalvehicle * | personalvehicle Square
Preference Yes No Sometimes Value

ofonlinecabsoverpersona

1

vehicle

Ownership | Yes 43 26 58 127 8.760
ofpersonal No 33 22 18 73

vehicle

Total 76 48 76 200

The value of Chi-square of the analysis for Ownership of personal vehicle and Preference
ofonline cabs over personal vehicle is 8.760 and the p value is 0.013 which is less than

0.05 sothereis significant differencebetween thetwo variables.

TABLE-4

Ownershipofpersonalv Hiringcab ischeaper thanpersonal Total Chi-
ehicle * Hiring cab vehicle Square
ischeaper than Yes No Never Value
personalvehicle thought

aboutit
Ownership Yes 58 23 46 127 0.012
of No 33 13 27 73
personalve
hicle
Total 91 36 73 200
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The value of Chi-square of the analysis for Ownership of personal vehicle and
whetherHiring cab is cheaper than personal vehicle is 0.012 and the p value is 0.994

which is greaterthan0.05 so thereis nosignificant differencebetween the twovariables.

TABLE-5

Ownership Non-Availabilityof parkingis amajorreasonfor Total | Chi-
ofpersonal usingCabservices Square
vehicle *Non- | Swongly | Agree | Neutral | Disagree | Strongly Value
Availabilityofpar Agree Disagree

kingis a

major reason

forusingCabservic

€S
Ownership | Yes 71 29 18 9 0 127 5.920
of No 30 21 15 6 1 3
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personal
vehicle
Total 101 50 33 15 1 200

The value of Chi-square of the analysis for Ownership of personal vehicle and whether

Non-Availabilityof parkingisa major reasonforusingCabservices i5.920 andthep value is

0.205 which is greater than 0.05 so there is no significant difference between the

twovariables.
TABLE-6
Usage of | Affordabilityofcabservices Tota
cabservices™ VeryAllo | Aflordabl | Neutra | Unaflordabl | ExtremelyU | 1
Affordabilityofcabs | rdabl ¢ 1 ( naffordabl
ervices e e
Usage | Everyday | 14 14 5 -+ 3 40
ofcab | Few 16 22 11 3 2 54
service | times a
S week
Frequentl | 12 31 18 2 2 65
y
Rarely | 9 22 2 1 35
Never 1 1 3 1 0 6
Total 44 77 59 12 8 200
Chi-SquareValue 39.822
ThevalueofChi-square oftheanalysisfor Usage

ofcabservicesand Affordabilityofcabservices is 39.822 and p value is 0.001 which is less

than 0.05. Hence, there is significantdifferencebetween thetwo variables.

TABLE-7
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Major  purpose  of | Hiringcab ischeaper thanpersonal Total Chi-
usingonline cab vehicle Square
services *Hiring cab is Yes No Nevert Value
cheaperthanpersonalve hought
hicle aboutit
Major School/ 17 9 9 35 10.185
purposeof | College
using Work 30 9 20 59
onlinecab Airport/ 13 S 15 B3
services Railway

station

Personal 24 12 28 64

trips

Others 7 1 1 9
Total 91 36 73 200

The value of Chi-square of the analysis for Major purpose of using online cab services
andwhether Hiring cab is cheaper than personal vehicle is 10.185 and p value is 0.252

which isgreaterthan(.05. Hence,thereis nosignificantdifferencebetweenthetwovariables.

TABLE-8
Preference ol  online | Hiringcab ischeaper thanpersonal Total Chi-
cabsover personal vehicle | vehicle Square
*Hiring cab is cheaper | Yes No Nevert Value
thanpersonalvehicle hought
aboutit
Preference Yes S5 7 14 76 46.389
ofonline No 7 16 25 48
cabsover Sometimes 29 13 34 76
personal
Vehicle
Total 91 36 3 200
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The value of Chi-square of the analysis for Preference of online cabs over personal
vehicleand whether Hiring cab is cheaper than personal vehicle is 46.389 and the p
value is  0.000whichis less than0.05 so thereis significant  differencebetween

thetwovariables.

TABLE-9
Preference of | ExtentofSatisfactionofonlinecabservices Tota | Chi-
onlinecabs over | VerySa | Satisfie | Neutr | Dissatisfi VeryDiss | 1 Squar
personalvehicle * 1 tisfied d al ed atisfied eValu
Extent e

ofSatisfactionofonlin
e

cabservices

Preferen | Yes 45 21 3 1 0 76 77.05
ceof No 3 15 18 11 1 48 19
online Sometim | 14 37 17 ) 3 76

cabsover | es

personal

Vehicle

Total 62 79 38 17 -+ 200

The value of Chi-square of the analysis for Preference of online cabs over personal
vehicleand Extent of Satisfaction of online cab services is 77.059 and p value is 000

which is lessthan0.05. Hence, thereissignificant differencebetween thetwo variables.

TABLE-10
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FINDINGS

1, Pie designs, profiles and surveys show that there are 200 respondents, 70 of whom are male and 130 female.
The age package for registered dementia was 23 to 27 years. In addition, a significant proportion of respondents
are students.

In this environment, a significant proportion of respondents have a particular vehicle in their homes. If all else
fails, surprisingly far from anyone's hypothesis, the vast majority of creative respondents are looking for
reasonable alternatives to online taxis. Also, as the respondents said, the focal point of using this residence
relationship is private travel.

38% of respondents use Uber and Ola in their vehicle, while 24% do not.

40% of respondents are satisfied with their electronic cabling experience.

Time and cost are the two main motivations that explain why respondents do not really lean towards the front
of the online taxi community.

With a shocking edge, a dumb piece of respondents face extra cost in the central hours of travel and a monstrous
piece of respondents unwilling to pay for stress.

The central part of most respondents was not open in a specific place.

46% of respondents feel that using Uber or Ola is recommended to rely on and own a particular vehicle.

Some of the Titanic respondents think they are aware of these cabin situations and a large part feel that the focal
point guard does not do the cabin position to avoid using it.

Cross-correction tests and chi-square evaluation were used to evaluate some of the potential outcomes of
delayed Uber and Ola Man explosion explosion performance.

Respondents who own a vehicle use some degree of taxi dependency compared to those who do not.
Respondents who own a particular vehicle use online taxis for individual trips at a very central level, while
respondents who do not depend on any particular vehicle use taxis for travel.

Respondents who own vehicles actually opt for online taxis instead of personal vehicles, while respondents who
do not actually opt for electronic taxis instead of personal vehicles.

Respondents who have vehicles around them feel that it is better to let them be a vehicle instead of using a taxi,
while respondents do not have one.

Single Vehicle Owners Most respondents believe that not responding in the leave area is the main help in
including accommodation dependence when people do not leave.

Respondents at home think this is fair, while respondents find the areas they pass through the warehouse much
more endless.

Respondents who use taxis for school / standard attendance relationships clearly feel that choosing Uber Ola
creates the impression that they are safer than buying and owning a particular vehicle, while At the exceptional
observer level, it is essentially a clearer section of respondents using a private airport. Changing the train station
or traveling never researched everything. «

A significant proportion of respondents who actually prefer online taxis to personal vehicles find that choosing
a taxi is more sensible than buying and owning a stand-alone vehicle, while online taxis generally Prefer
personal vehicles instead. Talking about surprises.

They could have worked without it, they never researched everything. «

Respondents who support online taxis are surprisingly more complete than personal vehicles, because people
are more committed than people who prefer online taxis.

Goliath section of respondents who are surprisingly satisfied with their taxi experience because they do not use
taxi dependency as a focal point.
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FOCAL POINT OF STUDY AND FUTURE STUDY

Since not every evaluation is performed and there is a degree of additional evaluation reliably, the scope of this
evaluation is even greater. Since the information is collected exclusively from the Dehradun area for business
contacts only, it is generally built around small people. In the future, further evaluation should be supplemented
by additional tests isolated from the normal topographic surface. In this regard, there is an additional level of
evaluation and further evaluation gives a more complete judgment about the relationship of collector taxis in
India.

CONCLUSION

Ola and Uber taxi markets depend on client propensity and client responsibility.

Validness to pick novel, checked, minor, customary and got, focal and ideal for booking, decision for SACAB
to affect client decision, etc.

Considering everything, Ola and Uber taxis have returned again to their image and made a nice brand picture in
the characters of clients.

Search shows a copy of the buyer's attitude and satisfaction with the taxi association meandered from his own
vehicle.

The stage economy model should be considered as a panacea for the problem of metropolitan adaptation. Among
the properties that are expected to be easily improved, to prevent floods as well as reduce the carbon footprint
of city dwellers. In any case, the Dove Inn is quick to cheer. The DP is constantly involved in the business with
various areas such as force modeling and billing conversations, course validation, and information about the
standard purpose of a particular ride that is constantly being assigned. DP will be a really uninteresting part
when it comes to pushing this instruction to gather before accompanying the tenant for a particular ride.
Regardless, not everything creates an irreconcilable image. The various DPs felt that their relationship with the
stage economy attracted them to their exciting and critical presence. However, the number of such respondents
was undeniably small. Therefore, to assist in this process, driver improvement needs must be identified,
resolved, and addressed. We can all agree that this model calls for industrial youth to approach the herd-based
free-working approach and can justify cycles that exclude experts from the market and society. It thus leads to
an administrative mechanical party that guarantees a level of success for all participants in the platform
economy. The three protectionist terms (government, market, and place) look at the meaning of trust and
recommend exchange collusion. What may have started as preparation for the liquidation of assets in a typical
canal has now become a framework in which the assistant driver is somewhat intensified and a clearer level of
"I do not know what | am, | have risen" or the™ complex "of the worker.

This review highlights customer liability for taxi cab benefits, variables that are important in approving the
master plan, responsibility, convenience, convenience, quality of communication, and customer care, which are
most beneficial to Ola Taxi dependencies. As an expert in taxi relations Ola are responsible for the structure of
their fare board. This helps to dominate the relationship as a necessary commitment to appreciate the buyer's
tirelessness in relation to their dependency and the full scale they have of using our dependency with us. This
finding shows a significant improvement in customer attitudes and levels of satisfaction with the dependence
of the teacher who works at Call Taxi in the Chennai market. Real assessments are made with real elements and
sensitivity in mind, and the expectation that market players will consider and act on these results, instead of
talking to customers and strengthening the market base, will surely come true. This similarly helps the main
connection by responding to the customer request that receives financial aid and is activated to maintain their
image.
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SUGGESTION

As respondents progress, electronic taxi communication said that taxi dependency is very important to them
today. After the crown, taxi accomplices do not understand the instructions and rules of public power (zero
contact with the driver, exchange without cash).

Current buyers are creative. Become a fan of faster tracks, stronger, better, faster, safer and more economical.
Innovative, simple, direct customer-trained standards now help download full use of Uber Online Taxi
Dependency. This helps in online booking of vehicles/taxis/trucks so that they are completely open to urban
dependency. The Progress program tried to separate the use of parts of the customer experience and the Uber
online taxi dependency. This is exactly what the inauguration showed, the Uber affiliation is big and fast, and
it makes the taxi affair frankly expensive. Welcoming offers and restrictions, direct drivers, keeping taxis fast
were the most surprising parts of the Uber association. Since an overview of the cash related portions of Uber
taxi customers is completed, it is concluded that female customers have a great experience of relying on highly
talented and sound technologies to resolve driver behavior during their travel hours . Case at risk. Delivery and
on time release and amazing dependability. In addition, the "safety in understanding the age" of this quality is
very intuitive for a female client, when she looks like a male client. Investigating the obvious and crazy
explanations was Uber taxi dependency, leaving behind traffic problems, avoiding vehicles leaving and arriving
at the office to work from home or home. focal point of study and future study

Since not every evaluation is performed and there is a degree of additional evaluation reliably, the scope of this
evaluation is even greater. Since the information is collected exclusively from the Dehradun area for business
contacts only, it is generally built around small people. In the future, further evaluation should be supplemented
by additional tests isolated from the normal topographic surface. In this regard, there is an additional level of
evaluation and further evaluation gives a more complete judgment about the relationship of collector taxis in
India.

© 2022, IJSREM | www.ijsrem.com | Page 31


http://www.ijsrem.com/

?gég’ ‘33%
Iﬂiﬁg;ﬁ International Journal of Scientific Research in Engineering and Management (IJSREM)
w Volume: 06 Issue: 06 | June - 2022 Impact Factor: 7.185 ISSN: 2582-3930
REFERENCES

Allamanda Rohit H. (2017) ‘A Study of surge pricing by Uber & Ola legal in India’,

‘Airo International Research Journal, Vol XI. ISSN: 2320-3714.
Chen, W. (2014). Technical Improvements on Mobile App Based Taxi Dispatching System. International
Conference on Computer Science and Service System (pp.
281-284). Atlantis Press.

Dr. Kavitha and R. Rajeswari (2017), Mobile wallets usage in taxi companiesProblems & Challenges.
International Journal of Informative & Futuristic Research. ISSN: 2347-1697. Vol 4. issues 3. pp: 5538-5544.
Horsu, E. N., Yeboah, S. T. (2015). Influence of service quality on customer satisfaction: A study of minicab
taxi services in Cape Coast, Ghana. International Journal of Economics, Commerce and Management , 3 (5),
1451-1464.

KanjerHanif and NagdaSagar. (2017), An Empirical Research on the Penetration Levels for a Call-a-Cab
Service in Dehradun. Reflections Journal of Management (RIOM). Volume 5. pp: 1-10.

Kiran Sharma &Saptarshi Das (2017), Service quality and customer satisfaction with special focus on the online
cab Industry in India. International Journal of business & Management. VVol. 12. No.7. pp: 192-200.

Kumar, P. K., & Kumar, N. R. (2016). A Study on Factors Influencing the Consumers in Selection of Cab
Services. International Journal Of Social Science And Humanities Research, 4(3), 557-561.

Lu, C., Geng, W., & Wang, I. (2015). The Role of Self-Service Mobile Technologies in the Creation of
Customer Travel Experiences. Technology Innovation Management Review , 24-32.

Paronda, A. G. A., Regidor, J. R. F., Gaabucayan-Napalang, M. S. (2016). An

Exploratory Study on Uber, GrabCar, and Conventional Taxis in Metro Manila.
Peng, L., Wang, H., He, X., Guo, D., & Lin, Y. (2014). Exploring Factors Affecting the User Adoption of Call-
taxi App. 25th Australasian Conference on Information Systems. Auckland, New Zealand.

Rahman, T. (2014). Organized sector radio taxi operator in Guwahati - A case study on "Prime cab".
International Journal of Advance and Innovative Research, 1 (1), 19-25.

Ruchi Shukla, Ashish Chandra and Himanshu Jain (2017), OLA VS UBER: The Battle of Dominance.lOSR
Journal of Business and Management (IOSR-JBM). e-ISSN: 2278-487X. p-ISSN: 2319-7668 PP 73-78.
Ruchika Malik (2017), Managing partner Performance, Engagement & Retention.

International Journal of
SaritaPrava Das, Dhaval Bhatt, Sailaja Path (2017), Transformation of Urban Transportation Strategic
Perspective: A case of Uber technologies Inc. International Journal of Research in Business Management. Vol
15. Issue 3. PP: 73-82.
Sharma, K., & Das, S. (2017). Service Quality and Customer Satisfaction-With Special focus on the Online Cab
Industry in India. International Journal of Business and Management, 12(7), 192.

Utsav Pandya, Rishi Rungta and Geethalyer (2017), Impact of use of Mobile Apps of
Ola Cabs and Taxi for Sure on Yellow and Black Cabs. Pacific Business Review

International. Vol. 9 Issue 9. pp: 91-105.
http://ijraset.com/fileserve.php?FID=21723
https://www.researchgate.net/publication/329504341_A_Study on_Consumer_Percep
tion_of Ola_and_Uber_Taxi_Services

A_Case_Study of OLA Cabs
https://www.ijarnd.com/manuscripts/v3i10/\V3110-1149.pdf
https://ijm.mercglobal.org/uploads/1/5/0/3/15039924/abstractm300.pdf
https://acadpubl.eu/hub/2018-119-12/articles/6/1391.pdf
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=3358304
https://www.ijmra.us/project%20doc/2018/1IMT_JUNEZ2018/IJIMRA13996.pdf

© 2022, IJSREM | www.ijsrem.com | Page 32



http://www.ijsrem.com/

International Journal of Scientific Research in Engineering and Management (IJSREM)
Volume: 06 Issue: 06 | June - 2022 Impact Factor: 7.185 ISSN: 2582-3930

Questionnaire
Gender

e Male

e Female
1. DOYOUOWNAPERSONALVEHICLE?

e Yes

e No
2. HOWOFTENDOYOUUSEONLINECABSER VICES?

e Everyday

e Few times a week
e Frequently

e Rarely

e Never
3. FORWHATPURPOSEDOYOUMOSTLYUSETHESECABSERVICES?

e School / college
o Work

e Airport/ Railway Station
e Personal trips
e Other

4. DOYOUPREFERONLINECABSERVICESOVERPERSONALVEHICLES?

e Yes
e No

e Sometimes
5. Are you Satisfied with your cab experience?

e Very Satisfied
e Satisfied
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e Neutral
e Dissatisfied

e Extremely Dissatisfied
6. THEMAINREASONWHY YOUDON'TPREFERONLINEC ABSERVICES?

e Price

e Discomfort

e Bas Past Experience
e Time Duration

e Other

7.
HAVEYOUEVEREXPERIENCEDAHEFTYSURCHARGELEVIEDONPEAKHOURS
OFTRAVEL?

e Yes
e No

e Idon’t know
8. HOWMUCHSURCHARGEAREYOUWILLINGTOPAY?

e Not willing to pay
e 1.1 Times

e 1.3 Times

e 1.5 times

e 2 Times

e  Will use the cab services irrespective

9.
HAVEYOUEXPERIENCEDCABSERVICESUNAVAILABLEATCERTAINLOCATIO
N?

o Yes
e No

e Never Experienced
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10.
DOYOUFEELHIRINGUBER/OLAISCHEAPERTHANMAINTAININGAPERSONAL
VEHICLE?

e Yes

e Never thought about it
11. DOYOUFEELCABSERVICESAREAFFORDABLE?

e Very Affordable
e Affordable

e Neutral

e Unaffordable

e Very Unafforable

12. REASONSFORUSINGONDEMANDCABSERVICES LIKEUBERANDOLA.

e Non availability parking

e High price of parking

e Ease of travel

e Discomfort in other public transport
e Reasonable fare

e Avoiding hassles like waiting
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