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ABSTRACT Financial markets are constantly becoming more efficient by providing more promising solutions to the inves-
tors. Being a part of financial markets although mutual funds industry is responding very fast by understanding 

the dynamics of investor’s perception towards rewards, still they are continuously following this race in their endeavor to 
differentiate their products responding to sudden changes in the economy. Thus, it is high time to understand and analyze 
investor’s perception and expectations, and unveil some extremely valuable information to support financial decision mak-
ing of mutual funds. 
In few years Mutual Fund has emerged as a tool for ensuring one’s financial well being. Mutual Funds have not only con-
tributed to the India growth story but have also helped families tap into the success of Indian Industry. As information and 
awareness is rising more and more people are enjoying the benefits of investing in mutual funds. The main reason the 
number of retail mutual fund investors remains small is that nine in ten people with incomes in India do not know that mu-
tual funds exist. But once people are aware of mutual fund investment opportunities, the number who decide to invest in 
mutual funds increases to as many as one in five people. The analysis and advice presented in this paper is based on market 
research on the saving and investment practices of the investors and preferences of the investors for investment in Mutual 
Funds. This paper will help to know about the investors’ Preferences in Mutual Fund means Are they prefer any particular 
Asset Management Company (AMC), Which type of Product they prefer, Which Option (Growth or Dividend) they prefer or 
Which Investment Strategy they follow (Systematic Investment Plan or One time Plan). 

Introduction 
The origin of mutual fund industry in India is with the intro-
duction of the concept of mutual fund by UTI in the year 
1963. Though the growth was slow, but it accelerated from 
the year 1987 when non-UTI players entered the industry. In 
the past decade, Indian mutual fund industry had seen a dra-
matic improvement, both qualities wise as well as quantity 
wise. The main reason of its poor growth is that the mutual 
fund industry in India is new in the country. Large sections of 
Indian investors are yet to be intellectuated with the concept. 
Hence, it is the prime responsibility of all mutual fund compa-
nies, to market the product correctly abreast of selling. 

Review of literature
A number of studies have been made on the working of 
Mutual Fund industry.  Many of them are general topics like 
study of operations, growth and development of Mutual 
Funds, perceptual views of investors on Mutual Funds. 

Tripathy (1994) has examined the importance and growth 
of MFs and evaluate the operations of MFs and suggest 
some measures to make it a successful scheme in India. The 
consumer behaviour from the marketing world and financial 
economics has brought together to the surface of an excit-
ing area for study and research. MFs which has become an 
important portal for the small investors, is also influenced by 
their financial behaviour. 

Jambodekar (1996) conducted a study to assess the aware-
ness of MFs among investors, to identify the information 
sources influencing the buying decision and the factors in-
fluencing the choice of a particular fund. The study reveals 
among other things that Income Schemes and Open End-
ed Schemes are more preferred than Growth Schemes and 
Close Ended Schemes during the then prevalent market 
conditions. 

Need of the Study
The mutual funds industry has grown by leaps and bounds 
in last couple of years. Following the strengthening of reg-
ulatory framework there is now greater transparency and 

credibility in the functioning of mutual funds and has been 
successful in regaining investor’s faith. But to sustain the mo-
mentum it should start focusing on the areas where greater 
accountability and transparency could propel the industry 
towards a new growth trajectory. As of now big challenge 
for the mutual fund industry is to mount on investor aware-
ness and to spread further to the semi-urban and rural areas. 
These initiatives would help towards making the Indian mu-
tual fund industry more vibrant and competitive. To make this 
happen it calls for a greater role not only part of the regulator 
but also on industry and distributors and ensure that inves-
tor confidence is maintained through consistent performance 
and best business practices. In this context, the relevance 
of study has been aroused in order to see the preference, 
awareness and the investors’ perception regarding the in-
vestment in mutual funds.

Objectives of the study
The primary objective of the present study is to analyze the 
investors’ perceptions towards investment in Mutual Funds. 
The following are the specific objectives of the study.

1) To find out the Preferences of the investors for Asset 
Management Company. 

2) To know the Preferences for the portfolios. 
3) To know why one has invested or not invested in SBI Mu-

tual fund
4) To find out the most preferred channel.
5) To find out what should do to boost Mutual Fund Indus-

try.

Limitations of the study
The present study is based upon the results of survey con-
ducted on 120 mutual fund investors. The implications of 
the study are subject to the limitations of sample size, 
psychological and emotional characteristics of surveyed 
population.

Data source and methodology
Research design of the study is both descriptive and analyti-
cal.  The study is prepared to be based on data to be col-
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lected both from primary and secondary sources. Data from 
secondary sources will be collected from the various issues of 
Annual Reports of the SBI, and other Mutual Fund schemes 
of India, internet pages, various news papers, journals, maga-
zines, various published or unpublished reports, dissertations 
available at different institutions and news papers. The data 
collected from secondary sources would be supplemented 
by primary data collected from 200 prospective investors in 
random sampling method through a well-developed ques-
tionnaire. As this paper is based both on primary as well 
secondary data, primary data collection was given more 
importance since it is overhearing factor in attitude stud-
ies. Research has been done by primary data collection, and 
primary data has been collected by interacting with various 
people. The sample size is limited to 200 people only. Out of 
which only 120 people had invested in Mutual Fund. Other 
80 people did not have invested in Mutual Fund. Secondary 
data can be used only for the reference. The data has been 
analyzed by using mathematical/Statistical tool. 

Findings
•	 In Bhubaneswar in the Age Group of 36-40 years were 

more in numbers. The second most Investors were in the 
age group of 41-45 years and the least were in the age 
group of below 30 years.

•	 In Bhubaneswar most of the Investors were Graduate or 
Post Graduate and below HSC there were very few in 
numbers.

•	 In Occupation group most of the Investors were Govt. 
employees, the second most Investors were Private em-
ployees and the least were associated with Agriculture.

•	 In family Income group, between Rs. 20,001- 30,000 
were more in numbers, the second most were in the In-
come group of more than Rs.30, 000 and the least were 
in the group of below Rs. 10,000.

•	 About all the Respondents had a Saving A/c in Bank, 
76% Invested in Fixed Deposits, Only 60% Respondents 
invested in Mutual fund.

Conclusion
Running a successful Mutual Fund requires complete under-
standing of the peculiarities of the Indian Stock Market and 
also the psyche of the small investors. This study has made 
an attempt to understand the financial behavior of Mutual 
Fund investors in connection with the preferences of Brand 
(AMC), Products, and Channels etc.  I observed that many of 
people have fear of investment in Mutual Fund. They think 
their money will not be secure in Mutual Fund. They need the 
knowledge of Mutual Fund and its related terms. 

Suggestions and Recommendations
•	  The most vital problem spotted is of ignorance. Inves-

tors should be made aware of the benefits. Nobody will 
invest until and unless he is fully convinced. Investors 
should be made to realize that ignorance is no longer 
bliss and what they are losing by not investing.

•	 Mutual funds offer a lot of benefit which no other single 
option could offer. But most of the people are not even 
aware of what actually a mutual fund is? They only see it 
as just another investment option. So the advisors should 
try to change their mindsets. The advisors should target 
for more and more young investors. Young investors as 
well as persons at the height of their career would like to 
go for advisors due to lack of expertise and time.

•	  Mutual Fund Company needs to give the training of the 
Individual Financial Advisors about the Fund/Scheme 
and its objective, because they are the main source to 
influence the investors.

•	 Before making any investment Financial Advisors should 
first enquire about the risk tolerance of the investors/
customers, their need and time (how long they want to 
invest). By considering these three things they can take 
the customers into consideration.

•	 Younger people aged fewer than 35 will be a key new 
customer group into the future, so making greater efforts 
with younger customers who show some interest in in-
vesting should pay off.

•	 Customers with graduate level education are easier to 
sell to and there is a large untapped market there. To suc-
ceed however, advisors must provide sound advice and 
high quality.

•	 Systematic Investment Plan (SIP) is one the innovative 
products launched by Assets Management companies 
very recently in the industry. SIP is easy for monthly sala-
ried person as it provides the facility of do the invest-
ment in EMI. Though most of the prospects and potential 
investors are not aware about the SIP. There is a large 
scope for the companies to tap the salaried persons.

REFERENCE 1. King, J.S. (2002), “Mutual Funds: Investment of Choice for Individual Investors?” Review of Business, Vol.23, No.3, pp.35-39. | 2. Singh, Y.P., 
and Vanita (2002), “Mutual Fund Investors' Perceptions and Preferences-A Survey”, The Indian Journal of Commerce, Vol. 55, No. 3, pp.8-

20. | 3. Sankaran, S. (2004), “Mutual Funds: can you afford to ignore them?” Portfolio organizer special issue, Vol. June, No.2, pp.23-37. | 4. Singh, Chander (2004), 
“Performance of Mutual Funds in India: An Empirical Evidence”, The ICFAI Journal of Applied Finance, Vol. I, No.4, pp. 81-98. | 5. Ramamurthy, B. M. and Reddy, S. 
(2005), “Recent Trends in Mutual Fund Industry”, SCMS Journal of Indian Management, Vol. 2, No. 3, pp.69-76. | 6. Badla, B S., and Garg, A. (2007), “Performance 
of Mutual Funds in India - An Empirical Study of Growth Schemes”, GITAM Journal of Management, Vo1. 5, No.4, pp.29-43. | 7. Agarwal, Vikas; Boyson, Nicole M.; 
Naik, Narayan Y. (2009), “Hedge Funds for Retail Investors? An Examination of Hedged Mutual Fund”, Journal of Financial & Quantitative Analysis, Vol. 44, No. 2, 
pp.273-305. | 8. Singh, B. K. and Jha, A.K. (2009), “An empirical study on awareness & acceptability of mutual fund”, Presented on Regional Student’s Conference, 
ICWAI, pp. 49-55.


