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ASTUDY OF THE DETERMINANTS OF
BUSINESS SUCCESS FOR HOME BAKERS IN
- PUNE

Mr. Chintamani R. Sahasrabudhe, Mr. Abhay N. Manolkar
Asst. Professor, asst. Professor
Maharashrra State Institute of Hotel Management and Catering Technology, Pune, India

Abstracr: This paper gives a focus on home bakers in and around Pune region, about who they are; for whom they are baking: their
work style as well as their ambition; the challenges they are facing such as total expenditure for business, time spent by the home
baker in their business operations, is the information and communication technology useful for their business process and does
baking from home upsets the new upcoming bakers.

The paper also focuses on the increasing consciousness about the availability of generating income from the hobby or skilled
possessed from the technical education. Nowadays, there is a significant number of consumers in Pune who wants 1o eat quality
and are trying to make better and healthier choices. With rapid growth in population, atfordable prices and varying eating patterns
of the local people, bakery products have gained popularity in the Pune region. Many bakery products such cakes, breads, cookies
and theme cakes have emerged as consumption items during the normal days or special events in Pune. In fact changing life style
and eating habits have shown that customized cakes, cookics chocolates are replacing traditional Indian mithai as gifis for various
festivals like Diwali and Christmas.
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Introduction

Home bakers comprises of a small and disorganized portion of the larger baking industry. Many women have moved in the field of
cooking and baking and have taken steps to establish themselves fruitfully as prominent home bakers. These bakers are baking from
their homes and baking not just cakes and breads but also cupcakes and cookies that are customized to meet the customers’
requirements and demands.

Home bakers usually start their operation on a very small scale. They begin with limited resources and shape their trade through
personal effort. At the end of the day, their success will depend on their capability to manage and grow the organization,

The main motto of these enthusiastic talents is they want to

1, Be their own boss

2 To achieve financial independence
3. To enjoy creative freedom

4, To use your skills and knowledge

Baking industry is been recognised as a competitive industry and those who got started earlier have the first mover’s advantage but
there is also a place for many in this industry to get started at a minor level with limited orders. In general, innovative and creative
bakers sometimes achieve amazing popularity because of their passion for baking. They are risk-taking idealists who commit
themselves to working long hours to reach desired goals. Home bakers also take pride in what they're doing and achieve satisfaction
from doing something they enjoy. These young bakers also have the flexibility to alter to varying situations in order to achieve their
goals.

Scope of the study

The scope of the study is primarily targeted at the home bakers in pune this study tries to study the background of the home bakers,
there reasons to opt for home bzking, the, challenges faced by them, there source of information and what scope they see in doing
the business in this way.

Objectives

The intention of the study is to progress and produce data as an example how home bakers mounts the ladder of their business
success. Precisely, the study looked into the following:

The personal and business profile:

Whether these new breed of entreprencurs who have started their home baking profession had received technical skill and
knowledge based education, industrial training and experience to give their operation a professional touch, or only passion and
hobby can fulfil the needs for the home bakers,

Does home baking set ups require invest plans, the types of products been baked. whether they bake occasionally or regularly, the
sales reaches to achieve profits.
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Research methodology

The followmg research methodology was adopied 1o conduct the presemt research study:

5.1 Selection of area: for the purpose of the study Pune region was surveved as this region has lots of potenmial in relation 1o
manpower. infrastructure as well as the changing standard of living and disposable income of' the people

5.2 Sclection of sample units: 50 home bakers, manufacturing different tvpes of products in and around Pune region were surveved.
5.3 Period of study: minimum period for the research work was 2 manths as the rescarch was conducted at micra level,

Collection of data and information: the primary daia was used in this research study. For primary daa o detailed questionnaire was
prepared for the home bakers.

5.4 Tabulation, analysis and interpretation of data and information: the collected data were arranged n tabular form and were
analysed using required statistical tools. Afier completing analysis work the results were interpreted in a svstematic manner.

Review of literature

In the article “the rise of home bakers™ published on women’s web dated 29 January 2013 by Melanie lobo whe had mterviewed
some home bakers and her interpretations are as follows- Bhayiravi Mani a resident of Gurgaon who was working for an event
management company admits that she had no interests neither in cooking nor baking and she had never baked a single product any
time before 2011. She also admits that there is no family history of baking. Bhaviravi started taking interest in baking afier she
visited her friend and after reading recipe books and she realized that ingredients used for baking are the most common and are
readily available. So she purchased the oven and started baking from home since November 2011. She strongly agrees that home
bakers has to work hard as there are no helpers 1o help her and she has to start from the scrap for producing a baked product. The
major challenge faced by her was the delivery of the baked products as people were ready to purchase but afier looking at the
delivery distance they need to travel for the purchase, used to deny the orders. But as her business and her reputation reached the
peak the problem faced was habitually decreased as people started taking efforts of travelling for the required baked products baked
by her. At the end the satisfaction gained by the cfforts added in the home baking operations is fruitful. Another home baker Monika
Manchanda who is from technological background left her job due to her small baby son. As baking was her hobby she started she
started writing a blog and slowly she became passionate to start a small home based business. As her business grew, she stopped
baking from her home based kitchen and converted one of the room in the house as baking unit. In the anticle “the rise of home
bakers” published on women’s web she mentions that set cost is the hurdle and is a necessary investment so one must plan this
investment carefully before starting any business. Another major challenge for her was procuring raw material especially food
colouring agents which she found it’s better to source fromus. As competition among home bakers nurtured she adopted a strategy
-to produce lot of breads and savoury products which not all the home bakers bakes. Lynette Dias who is 37-year-old, operates her
home baking business in NIBM, Pune, Dias, was a hr professional in the it industry, and now she takes four orders a week.

She mentions in the article oven fresh published in Pune mirror on Sep 28, 2014, that home baking business has boomed 200 per
cent in last two years and has started reshaping as an enterprise it is daily source for cash. The orders for home bakers have increased
drastically from one or two orders a week to even three orders a day. In recent years clients taste and preference have also change
from regular cakes to customised cakes. She also focuses how home bakers are different from professional bakers. Home bakers
bakes fresh products as per the order which is not always a case with comumercial bakeries. Also most of the bakeries have baked
preducts with common typical flavours on the other hand the home bakers are always on their foot ta bake as per the customization.
Also according to many home bakers they suggests that clienis can rely on them for better quality and hygiene standards as it’s a
one man show right from greasing, mixing, baking and packaging.

Focus 1s also given why most of them are driving towards home baking operations. Independence, creative freedom, control on
work load, freedom for creativeness all such factors have given birth to most of home bakers. According to Dias independence is a
major reason why most of the home bakers do not want to expand their home based operations into business operations. In the era
of competition these home bakers knew they have to be different all the time for creating new market at the same time not losing
their mental piece. Internet has proved one of successtul weapon to reach out a huge unknown market. Home bakers are making
use of social networking sites such Facebook, What’s up, Instagram to spread their business apart from good word of mouth
communication. Most of the home bakers are part of the forum on social networking site called Pune home bakers puild a social
networking site creates a platform for most of the home bakers 1o share information related to their business.

According to chef Rishabh Anand, of the Leela Palace Delhi, in the article “home baked goods™ in bakery review (Feb — March
2019) home bakers take lot of efforts to bake their orders up to the customer’s standardization. As well as they do not compromise
for the quality of ingredients used for baking as most of the clients are regular. Several bukery and pastry academies are operating
in major metro cities who are providing vocational and technical qualification to most of the upcoming home bakers. They also
provide training facilities to such candidates which can further help them in starting their own home banking unit. These home
bakers have started making use of the social media like Facebook. Instagram, Twitter and related sites to promoie their business.
They keep posting regularly on their own websites and such sites regarding theiwr products and their day 10 day activities related to
baking. As home bakers create customised products for special occasions to create special effect the pricing of the products go lirtle
high which seems a challenge for the home bakers according to him.

Further in the article “home baked goods™ in bakery review {Feb — March 2019) chef Balendra Singh, founder Institute of Bakery
and Pastry Arts (IBPA) says that home bakers have their own identity as there products are unique and different from the regular
bakeries. One can easily order products and rely on home bakers as they are make less use of artificial flavours, colours, and
minimum use of preservatives. Quality product as per customisation, better coordination and case of delivery are some of the factors
why people order to home bakers. These home bakers are not only baking as per the clients but they have started creating and
developing new recipes which is replacing the traditional festive mithai. A fusion of bakery and Indian mithai is a trend coming up
during the festivals and attracting the clients around the city. They also produce very exotic products like cakes in jars, sugar free
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1! bikeries. Time constraint: most of the tines last minutes orders have to be processed ina short span ¢

~mer o the same article Thome baked poods™ In bakery review (Feb — March 2019) direcror of Delia Nutritives Pyt Lid Mr,
] _"'\} conuucts that home bakers ure very particular in buying ingrediems they look for the quality products which have
2 e and within their price constraimis. To zam know lu,\m abour the recent happenings in the baking world these home
Pohers also H'_\Ll'ld workshops conducted by well-known chels und also visit the bakery expes.

Mrs Jyotismila Sharma in her aruicle- bakery in age of social media m bikery review (Jun — July 2019) focuses on the siudy by
Mieroseft owned professiona! networking platform Linkedin which states that 949 sules professional’s uses wechrology w upyrade
sules. Media marketing is equally impertant to those who depend on mostly online orders for their sales, as one cannot only wely on
1'ccommcn\]aimm‘ as these do not always spread through communication. Theretore, sociil media offers an opportunity for small
and medium bakers to reach their tergeted markets, White doing so one has to maintein the regulority in their posts and moking use
of he;!z quality images, The social media marketing should also generate new haking ideas from the target market so 1t increases

the engagemient levels of the elients,
In il article lazy um r-the complete doer to door pick up & debivery services for vour home baking busimess the firm lazy door s

a firm which provides logistic sclution to home bokers and people who runs eperations from home in the city of Pune. The

inisation hag enough tratned and expert <talf ready 10 work in case of emeraency. They charge the home bakers according 1o

are
the kilomeires and netas per the welghit ol the delivery produer, Customised delivery options such timings as per the elient, utmost
tiken agains ' fuets, they do collect cash on delivery if required. They suggests after getting acquainted with their
hers huve a seope o espund the business all around Pune and POMC area. They have special dehivery systems
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[n the case puper. a busimess st 1”‘!-L'pc_:.<—' SLUCY custom cake destan business (in good taste by erafi tactory) Ms. Aditi Ghosh,
hed .n‘ ISR journal o7 bus mgement (JOSR-JBM) e-lssn 2278-487x, p-issn: 2319-7668,
Pp 01-08 she admits that she had a hobby and pussiont ng right frem the childhood and she tullilled it by doing the sume tor
her friends and fami -mibers. AT one stage ided to put her tdeas into profession which was backed by her friends
and family members. She first staned heme baking profession in actober 2013, and as the word of mouth spread her business grew
and she realized there was quite a demand for decorated cake as per the requirement of the clientsto pursue skill in the an of
decorating cakes she staned reading and practicing the same in her free hours. She also artended skill building workshops orzanised
By the well-known chefs. As the load of work increased her skills were also enhanced. She started carning more frem the new |y
started work with her house hold appliances and she invested her new earnings in purchasing new baking appliance which will help
her as well as will give a more professional look to her operations. From the business safety point of view she realised that rade
lcenee und food safety licence is the must 1o keep Tier business going ad she got it done from the respective departments. She admits
that personal communication with clients , marketing, branding, use of social media multi-tasking are sl the basic nputs for the
running up the home business but it one man looking into all these aspects might attect the product quality ourput.
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[hix research details are of people who started a home bakery business, the reasons for starting a home business of bakery, the size
of business and there growth plans, problems faced in opening a buamcss and running it. It is a field research where the questioner

62 responses were received and an anahvaig was done on the data collected about the home baking business,
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8. Dutu proesentstion, analysis snd interpreation of data

(. Do vou have a professional qualification in bakery and confectionery if ves at which level specify?

Bakery short term course

Diploma course

Degree course
& None

A large section of respondents ( 60 % ) don't have a degree / diploma in hotel management or a professional degree in culinary or
bakery

Q. Do you have a professional mentor, to whom do you look up to in this industry?

& Yes

Though a large section of respondents den’t have a professional degree in hotel management culinary or bakery they have a
professional mentor who can help them.

(. What was the biggest challenge in starting your bakery/baking business?

Limted Capits

Limited Ranoe of produet.
Lack of Shelf life of finesn
Lack of Promotion §

S=lling ;}ﬁce. :

Time Conciraams

inck of spsee and infrase..
Debvery of product
Avalinility and gualfity of £
fegal Aspecis

—3 (12%)
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The major problems taced by home bakery business are lack o promotion and Tinvted capial and home hakers huve come out with
some solutions like

Application of some promotional or advertising technigues like visiting card.

Gettmng in touch with finance company or sponsors who are willing 1o sponsor

Socul media was stressed by many as major ool tor promotion and using 1t elTectively can increase the promotion for business
Explaining the uniqueness of the product to the customer

Studying how 1o process loans and find various schemes for financing.

To find a suitable market for specialised products like gluten free, sugar free reduced fat contain products elc.

Q. Which of the following sources of latest trends keep vou update?

Kagazines
AlEnZing seminas and C...
Atending demonstration... "
Arending shon rainin; |
Youtube videos |

Televiein|

Social Mecia { Facebock,..

I 10 2 K1
As 1n solution to problems social media and YouTube is also a major saurce to find latest trends.

Q. What bakery products are baked by you?

Flessr Pastries
Sreads

Cahes and cumcanes

lced caves and Cesigner
caves |

Chocolates —15 {8%)
Cookies

0 10 20 Kt
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Majorproduct baked and sold are cukes und cupeakes and chovolates. Flogr pusirics

and brewds wre not produced and sold by hame
bakers a laroe.

Q. What is your business pattern?

© | bake according to orders
© | bake ooods 37d sale
& | bake only on fzstivals

Nearly all (88%) of the respondents bake according to orders. This is to control cost and reduce uncertaintics.

Q. If you bake aceording to order, how often you bake?

€ Once a week

€ 3-4 umes 2 week
& Dagy Once

& Nutipie times a day

Very little portion of respondents bake daily. This shows the irregularities in flow of business. Bakers need to find a market where
they will get a continues business.
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Large section of respondents bake in otg and convection microwave as they have limit of investing in business

Do you use imported tools?

& Yes

As most of the home bakers have investment problems they cannot use the imported 10ols.

Q). Have you procured following license?

Fire Licence

4

GsTreaistration

ot s 2 5

Only around 40 % of home bakers have done fssai licence which is a requirement for anyone who does food related business. There
were also some home bakers who have not responded to the question as they don’t have any licensing done.



© 2021 URAR August 2021, Velume 8, Issue 3 www iirar.org (E-ISSH Z348-

Q. How much cost s ancurred i seiving up vour kitchen?

g Loan T s

Yove than 1 isen

Less than & laxh
- : & hiove 200 2Dove

Most of the home bakers invest less in the initial stage of business hence a large number of respondents have invested less than |
lakh rupees in setting of the kitchen (bakery).

Q. Do vou make use of imported food materials for the manufactoring of the bakery products? If yes which of the following

& NO

& bBsssnces

=8 Codours

& Far

& lcinns

Crocoiste

Imponied high fat cocce powder

Large number (68%) don’t use imported food materials and those who dose use mainly chocolates .

Q. What is your monthly raw material cost?

& 0o 5000

& 5000 1o 10000
TO0GD o 258000

p 25000 o S5000

8 50000 0 100000
£ more than a 100000

Meost of the bakers have a very less material cost monthly below 10000 rs. This also show a relevance with the number of times
they bake and why the home bakers relay on bake according 1o orders. As the material cost requirements are low that shows that
the business is also a low profile business where bakers need to take precautionary measures to reduce losses.
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: ot whom vou sell vour bakery producis?

Family Cersprathans

Indivisuals

A very few home bakers are targeting the cafes, shops and kiosks as there potential markets which can give them a continuous
business.

Q how do you deal with damages during dehvery?

& You reglace it
Your cangel crger

0 You deliver the damage peodoct
and don't chang= fora

In case of such accident very few bakers cancel the order rather they replace it or deliver the same product without charging them,
which is a good way to retain the business

Q. How do you market your products?

Telephane
whalsup
Facebonk
Insizgram
Snagpchat

— Y IBEY
— 4B {72}
B[ 2a%0

Bulk messages ~8 (20%)
Food agoressions (Zoma.
Ehyers —3 {12%)
Googis My Business “1 {4%a)
Word of mouth 1 A%
G 10 =0 a0

Whatsup, facebook and instagram locks to be the choice of media to market the products for home bakers
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Q. How dovou fix the price of your bakery products?

& Compsutors
@ Cost pios prcing
Exclusive Pnics

The pricing strategies for home bakers is cost plus or exclusive very little section of respondents relay on prices of competition.

Q. What is your monthly sales in rupees?
50000-75000

A

10000 - 50000

5000 -10

Q00

The largest section (64%) of respondents have monthly sales of 5000 to 10000 which is a reflection of the material cost they spend.
The home bakers lack in promotion and initial investment which results in a low profile of business. The 4 % of respondents show
more than 30000 rs of monthly sales which shows that there is a scope in the business and home bakers can do better if more efforts
towards promotion are taken.

Q). What are your furure plans for your bakery?
Most of the respondents want start there own cafes or bakeries on large scale. There is a small section of respondents who do home
baking as hobby and don’t have any intention to increase the scale of business.

Conclusion

A large scction of home bakers don’t have a professional degree in hotel management culinary or bakery but they take help from
professional mentors. These new breed of entrepreneurs who have started their home baking profession do not have received
technical skill and knowledge based education, industrial training and experience 10 give their operation a professional touch it is
only passion and hobby that makes them to be the home bzkers.

Lack of investments leading to insufficient promotion and marketing budgets and small space and simple equipment are the major
concerns of home bakers. The home bakers are aware of their investment problem and have planned to grow the business through
systematic investments from their earnings.

Social media is a boon for the home bakers as it not only have given a free platform for promotion of their business but it is also a
source of information which home bakers relay on for information related 10 latest trends.

There are irregularities in flow of business for home bakers for which they need to find new market where they will get continues
business like small cales and restaurants. They also need to make different baked goods and advertise them to the market as most
of them relay on cakes as there major product. Adding more items like pastry products, cookies and artisan breads can open new
markets to them,

Awareness about fssai licence is lacking in the home bakers, which requires to be addressed as having this licence will help them
to reach larger market.
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