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Executive Summary 

A summer internship is an essential part of any management student's MBA 

programme. It provides management trainees a taste of what life is like in the 

corporate world, how businesses and departments work, and how to succeed 

in it. However, due to the tragic circumstances surrounding the global 

pandemic caused by COVID-19 propagation, all summer internships were 

completed online. 

India has one of the fastest-growing FinTech sectors in the world. India has 

surpassed China as Asia's largest FinTech financing target market. The 

Indian FinTech industry's total transaction volume is anticipated to rise from 

$65 billion in 2019 to $140 billion in 2023. NJ Wealth provides a complete 

wealth management platform with a wide range of financial and non-financial 

items to the average individual. The company has over 39,800+ NJ Wealth 

Partners spread over 95 locations in 19 Indian states, with over 18 lac 

investors and INR 1,07,400 crore in mutual fund assets. 

NJ India is an Indian financial services firm that manages about Rs. 95,000 

crores in mutual fund assets. Because of its ethnographic knowledge, the 

company's management team has been able to recruit more than 8 lakh 

business partners in the last 17 years. The company has always been 

appreciative to its employees, which contributes to their job happiness. 

Employees are open about any work-related issues they are experiencing, as 

well as how they feel about the replies, they receive from business partners. 

There is excellent communication between the lowest and intermediate 

management levels in terms of process. 

The goal of the report is to instil three major components: the sector and the 

organisation with its framework, the projects undertaken and the 

contribution made to the organisation, and finally, the goal of the Summer 

Internship Program, which includes learnings that instil the overall enriching 

experience I had while doing this internship at NJ Wealth. 
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PART A 

Profile of the Organization 

NJ India Invest Pvt. Ltd is one of India's major financial analysts and 

distributors. NJ was founded in 1994 and has almost a decade of experience 

in financial markets and portfolio management. NJ has grown from humble 

beginnings to become a professionally managed, quality-conscious, and 

consumer-oriented financial/investment advice and distribution business. 

NJ's strength is its investment consulting sector knowledge and commitment 

to deliver long-term value to investors using in-house built cutting-edge 

technological platforms. NJ owns over INR 92,000 crores in mutual fund 

funds and has a national presence in 94+ locations across 20+ states in India.  

NJ's strategy is to rethink, expand the mind, and answer key questions while 

also assisting in the expansion of the extent and depth of their services 

through successful technological use. 

NJ India Invest Pvt. Ltd. operates in the BFSI (fintech and financial services) 

industry. India is one of the world's fastest growing FinTech marketplaces. In 

terms of current financial services businesses' robust growth and new entry 

into the market, India has a dynamic finance industry that is quickly 

developing. The sector is made up of commercial banks, insurance agencies, 

non-banking brokerage houses, co-operatives, hedge funds, mutual funds, 

and other smaller financial organisations. The banking regulator has allowed 

the formation of new organisations, such as payment banks, therefore 

extending the types of firms that operate in the sector. However, the Indian 

finance industry is majorly led by the banking sector, with commercial banks 

accounting for more than 64% of total assets held by the financial system. 

NJ Invest India Pvt. Ltd. also provides fintech solutions to customers. As the 

public adjusts to fintech platforms, they are gaining popularity in India. India, 

along with China, leads the world in FinTech adoption. The entire transaction 

volume of the Indian FinTech industry is expected to increase from $65 billion 

in 2019 to $140 billion in 2023. India has eclipsed China as Asia's largest 

FinTech financing target market, with investments reaching about $286 
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million across 29 deals, compared to $192.1 million across 29 transactions 

in China in Q1 2019. 

Over the years, NJ Group has expanded into other industries, including 

financial products distributor network, asset management, real estate, 

insurance broking, training & development, technology & distribution of 

Organic food products, an Interior Designer, innovative loan products, 

offshore funds around the world, and charitable trust. Our significant 

financial services expertise, along with excellent executional capabilities and 

a strong process and system focus, has enabled us to design an upward 

development trajectory in our companies. 

NJ Group is based in Surat, Gujarat (India), and has a presence in 95+ sites 

around the country, employing over 1475 workers. The NJ Wealth family has 

expanded gradually, and it currently has over 39,800+ NJ Wealth Partners 

distributed over 95 branches in 19 Indian states, with over 18 lac investors 

and over INR 1,07,400 Crore of mutual fund assets under advisement. 

Regardless of the figures, it is faith in us that feeds the desire for developing 

excellent products that impact many people's lives on a regular basis. NJ 

Wealth offers the typical person a comprehensive wealth management 

platform with a wide range of financial and non-financial goods. NJ Wealth 

offers solutions that genuinely make a difference to clients and Partners, 

underpinned by high levels of quality in operational and service standards. 

NJ Wealth's continual attempt is to build on significant and effective solutions 

in scaling business issues, grabbing available possibilities, and fulfilling the 

interests of the client, which is driven by the strong goal of 'Creating Wealth 

and Transforming Lives.' 

At NJ, they always attempted to think of technology as a tool of providing the 

most important and pressing needs first. Based on our significant knowledge, 

understanding, and in-house employees, they specially designed our whole 

platform to meet client expectations. Their integrated technology system 

covers a wide range of company sectors, from customer assistance like online 

desks to critical operational operations and all elements of corporate 

administration. In addition, NJ has embraced worldwide best practises and 
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standards in information security, customer privacy, and network and 

infrastructure management. 

 

Offerings & Services 

The key product offerings and services of the NJ Wealth Distributor platform 

is stated below:  

Product basket 

• Domestic mutual funds of all AMC’s 

  

 

All Asset Management Companies (AMCs) have agreements with NJ, 

and all mutual fund schemes are included in the product offering. From 

the start of their relationship with NJ, eligible partners can offer any 

mutual fund plan to their clients. Customers may access any mutual 

fund product or plan they choose through a single interface. 
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• Capital Markets which include both direct equity and ETFs 

 

 

For the NSE and BSE, as well as capital markets, NJ is a SEBI 

registered member. Clients of NJ E-Wealth A/c have access to capital 

market products such as direct equities stocks and ETFs (ETFs). 

Transactions can be completed online or using the Call & Transact 

service. 

 

• Fixed Deposits of companies 

 

 

A fixed deposit (FD) is a financial product offered by Indian banks that 

pays a greater interest rate than a standard savings account until the 

maturity date specified. They are thought to be extremely safe 

investments. In NJ, term deposits refer to a broader category of assets 
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with various levels of liquidity. When opposed to a recurrent deposit or 

a demand deposit, the defining feature of a fixed deposit is that money 

cannot be withdrawn before maturity. 

 

• PMS products (Third party as well as those of NJ) 

 

 

NJ Asset Management Private Limited, a group business, is a PMS 

service provider and has its own PMS services. The underlying for the 

present methods is mutual funds, which is one of the few in the 

business. In addition, PMS products from other prominent PMS service 

providers are frequently included in Partner product baskets. Clients 

can subscribe to NJ / other suppliers' PMS products through their 

Partners. NJ Partners are the only ones who have access to NJ PMS 

products. 

 

• Government/ RBI/ Infrastructure bonds 

 

NJ has also formed partnerships with prominent corporations and 
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organizations to distribute fixed income products like as non-

convertible debt, infrastructure and RBI bonds, company deposits, and 

so on. The inclusion of fixed income items to the product basket makes 

it even more appealing. 

 

• Residential & commercial properties 

 

 

NJ Partners and clients have access to real estate properties all across 

India in addition to investment options. NJ frequently forms 

partnerships with India's top developers to distribute their products. In 

addition, NJ Realty's exclusive projects are exclusively offered to clients 

through qualified NJ Partners. NJ Realty is currently involved in project 

management, execution, and/or distribution on the unique projects.  

 

Partner Services 

➢ Dedicated Relationship Manager 

 

On a monthly basis, each NJ Wealth Partner is scientifically assessed 

on a variety of business factors such as business, service standards, 
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awareness, and so on. The dedicated Relationship Manager is then 

directed by a system-driven approach to focus and work on areas of 

improvement, with no room for subjectivity or prejudice. On a daily 

basis, the Relationship Manager interacts with Partners for business 

assistance and direction. 

 

➢ Marketing & Sales support 

 

 

NJ has a one-of-a-kind online service called BizMall, which is a virtual 

shop that provides end-to-end marketing solutions for increasing sales, 

building brands, and expanding distribution. Branding assistance, 

regular publication assistance, e-communications assistance, and 

event management assistance are all available. NJ BizMall provides an 

online payment monitoring system as well as high-quality branding and 

marketing tools delivered to your home. 

 

➢ Research support 
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NJ Partners also have access to research-based publications, which, 

when paired with the online Knowledge Desk and other resources, 

enable distributors keep educated and up to speed on industry goods 

and events. 

 

➢ Training & Education support for NISM Examination 

 

 

Training is an important component of the distribution process, and NJ 

maintains it top of mind by providing frequent business and product 

training. NJ Gurukul, a subsidiary of the NJ Group, provides training 

and certification courses, including the renowned CFPCM for NJ 

Partners. 

 

➢ Dedicated Customer Care / Query management support 
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For consumers' trust and comfort, quality delivery standards and fast 

response of concerns are critical. NJ Wealth has built unrivalled 

operational, delivery, and service quality standards via its extensive 

experience, knowledge, and years of ongoing attention on process and 

system development.  

For NJ Wealth Partners, there is also a specialized NJ Customer Care 

for identifying and quickly resolving queries within a predetermined 

TAT. With features like as auto-query posting, auto-resolution, 

interaction with third parties, and predictive capabilities, NJ's 

Customer Care capabilities are among the most advanced in the 

market. The service allows the NJ Wealth Partner to concentrate on 

building the business rather than resolving and servicing queries. 

 

➢ Technological support, including 'Partners Desk' with Customer 

Relationship Management & Employee Management modules 

 

 

The power of technology, which is perhaps unrivalled in the business 

today, is one of NJ Wealth's main differentiators. The in-house created 

tailored solutions respond to the various particular demands of the 

financial products distribution business, both for investors and 

distributors. 

Mobile-friendly online desk solutions: 

1. NJ Client Desk is a comprehensive family wealth management 

solution for NJ Wealth Partners' customers and investors. 
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2. NJ Wealth Partners Desk is a full business management tool for 

NJ Wealth Partners' distribution firm. 

3. NJ E-Wealth A/c: online mutual fund transaction desks for NJ 

customers. E-Wealth A/c is a service provided by E-Wealth. 

As a part of customer service, NJ also provides Trading & Demat Account with 

online transacting & call-and-trade service in mutual funds, direct equity, 

and ETFs Trading & Demat Account with online transacting & call-and-trade 

service in mutual funds, direct equity, and ETFs. 

The work culture at NJ Wealth is focused on aiding customers in attaining 

success by delivering solutions that cover all critical areas of achievement. 

Whether for NJ Wealth Partners or their customers, NJ's continual focus has 

been on developing, delivering, and expanding our value proposition in areas 

like as product and service offerings, operational excellence, service quality, 

technology, governance, and more. NJ's business and wealth management 

strategies and practises are likewise founded on solid, time-tested principles 

that benefit customers. We are confident in our capacity to maintain 

outstanding customer relationships and experiences as a result of our 

customers' continued trust. 

NJ Wealth views governance, compliance, and risk management to be equally 

important business areas as customer solutions and operational excellence. 

The culture of New Jersey has evolved over time to be centred on policy, 

process, and systems. On the one hand, effective internal controls and 

monitoring systems are implemented, while less human dependency and 

automated procedures are implemented. Controls and processes are always 

developing to reduce company risks, offer standard services, increase 

efficiency, and improve customer experience and satisfaction. 
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PART B 

Project Work 

Methodology 

Several techniques were used to conduct the investigation, including data 

collecting from various financial sites and the usage of various technology to 

estimate the true value of the firm. The analysis used both technical and 

fundamental techniques. The phrase "technical" is an abbreviation for ". Long-

term value is based on fundamentals and term valuation. 

a) Ethnographic Study 

In my organization, ethnography is a fundamental competence that 

provides insights that allow us to remain ahead of the competition. 

Employees come from a diverse range of cultural backgrounds, allowing 

the firm to gain a diverse range of viewpoints when debating a new 

concept or strategy. Because Covid-19 restricted the mode of labour to 

online platforms, I was only able to gather a limited quantity of 

ethnographic knowledge on the company and its employees. Employees 

in NJ India care more about taking action than merely discussing facts 

and possibilities. The activities are done on a basic level, with a heavy 

emphasis on keeping the concentration on the work until it is completed 

completely. As a participant observer, I found the given assignment to 

be both fascinating and challenging. Senior management, especially 

branch and unit managers, collaborated to accomplish a shared 

objective and encouraged subordinate employees to pursue their 

ambitions without fear of failure. They inspired confidence in their 

younger employees and pushed them to pursue the task of identifying 

potential business partners for NJ India, with the objective of 

benefitting both their business and our company's profitability. NJ 

India's executive team's ethnographic expertise has enabled them to 

recruit over 8 lakh business partners in the previous 17 years, and the 

firm is looking forward to a brighter future. 
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b) Maintenance of Journal 

• Employees at NJ India value the company's reputation as one of the 

country's numerous financial services providers, with a mutual fund 

AUM of more than Rs. 95,000 crores. Employees have a high regard 

for the organisation since it has consistently provided services to its 

partners for the past 17 years. Employees' self-image has also been 

viewed as respectful. Employees at NJ India are not treated based 

on their talents or capabilities. Everyone is always willing to assist 

one another whenever an employee becomes stuck at work. The open 

hierarchy has helped workers to get to know one another well and 

maintain a positive working connection. 

• Employees at NJ are currently satisfied with their jobs. They are still 

operating a profitable business, and their revenue has remained 

steady, allowing them to be financially stable and secure throughout 

these trying times. The company's approach toward its employees 

has always been one of appreciation, which leads to job satisfaction. 

• The work environment at NJ India is task-oriented. Employees work 

well together, and they always offer the necessary advice and 

assistance to complete the assigned duties. Employees are honest 

about any issues they are having at work and how they feel about 

the responses they have received from business partners. There is 

strong communication between the bottom and intermediate levels 

of management regarding the workflow and day-to-day processes, 

which are updated on a regular basis. This enables top management 

to develop future plans and strategies accordingly. 

• Insurance agents, loan providers, and ARN holders who are 

currently conducting their businesses on an individual basis might 

be potential opportunity sources for the organisation. Joining NJ 

India would help them to build their network while also earning a 

trail commission and brokerage fees that will last a lifetime. 

• The challenge for future competition is those financial service 

providers who provide a larger trail commission % and the benefits 

of mutual fund advisers at a cheaper charge than NJ India. 



18 | S u m m e r  I n t e r n s h i p  R e p o r t  2 0 2 1  
 

 

• At the moment, there have been no early warning signs at NJ India 

because the scope of the project has always been the same and the 

whole management team has been working tirelessly to complete the 

project on time. 

 

Management & Governance 

The NJ India organisational structure is top-down, with the board of directors 

and regional managers at the top, followed by branch managers, unit 

managers, and management trainees. Top-level management has the 

authority to delegate responsibilities to middle and lower-level management 

in order to accomplish organisational goals. 

 

Context of Industry Problem  

The financial services business was selected as the study topic, and the goal 

was to increase the number of advisers for mutual fund distribution. Each 

industry has its own set of problems, but the objective was to tap mutual 

funds and draw more advisers to this financial instrument. During the 

ongoing scenario, there was a lot of scepticism among investors, which I 

discovered during my internship. 

One of the key difficulties was the unpredictable climate, which has made 

accurate market forecasting exceedingly difficult as a result of the ongoing 

epidemic. Things are out of the ordinary; this is a pandemic-induced 

recession, not a systematic economic downturn, thus tools and fundamentals 

have had minimal influence. As a result, there is no widely accessible 

historical data from which to forecast the market. 

 

Proposed Activities/Tasks 

The activities that I am involved into are: - 



19 | S u m m e r  I n t e r n s h i p  R e p o r t  2 0 2 1  
 

1. Attending Daily Online Sessions- NJ Group provides us daily online 

seminars to help us better understand the market and various financial 

instruments. 

2. Data Gathering- This task involves the gathering of lists of insurance 

providers, mutual funds distributor of a particular geographical area 

(Aurangabad) through websites like www.amfilocator.com, Justdial, lic 

agent portal, etc. 

3. Pitching Advisors- After collecting the data, another important task is 

to pitch deliverables to the advisors/ service providers and aware them 

about the NJ Group and the services (like becoming of distributor, other 

services) provided by NJ Group.  

4. Daily Workflow Report- Apart from pitching the advisors, I have to 

maintain an excel and report it to unit manager and branch manager 

of NJ Group on a daily basis. 

5. Sales Support- To provide sales support to our business partners as 

needed. I attended their client meeting in conference and helped them 

manage their customer base if they required assistance with client 

acquisition or managing their clients' investment portfolios and SIPs. 

6. Creating E-Wealth Accounts- Financial distributors were forced to set 

up E-wealth accounts for their customers. I was responsible for 

overseeing the account creation process, which included document and 

KYC verification. 

 

Progress 

The datasheet that I had to complete consists of potential advisors who had 

to improve their networking. The progression of the task was simplified under 

the services that are provided by NJ group. The deliverables that we had to 

pitch to the advisors regarding NJ services were: 

• Opportunities of being a distributor/ an advisor: NJ group provides 

distributors/ advisors to their clients in order to help them manage vast 

client base and provide them basic facilities like data of potential clients 

and training. 

http://www.amfilocator.com/
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• Trail Commission: Advisors also enjoy 0.6-1.0% commission from NJ 

Group once they convert a potential client into customers. So, it brings 

a beneficial deal at the table for both NJ India Invests and advisors. As 

well as the commission is given to them in cumulative form. 

• So far, I have approached 700+ potential advisors in Aurangabad, 

Maharastra and pitch about the benefits that they would enjoy if they 

involve in business with NJ India invest group. Further, there is weekly 

meetings (BOP) for business partners and new advisors who need 

certain information about NJ group on every Friday and can also fix a 

conference call with unit manager via appointments if needed. 

 

Opportunity  

The following are some major takeaways from my first month of the Summer 

Internship Program with the NJ Group:  

• Mutual Fund Market Scope: The MF sector has increased 2.3 times in 

the previous five years, with an 18% annual growth rate. The MF ’s 

Industry AUM (Asset under management) is currently at its peak – Rs. 

32 lakh Cr AUM. Every month, 8 to 10 lakh new investors join the 

mutual fund business. There are just 2 million unique mutual fund 

investors vs 134 million Indians. In comparison, there are only 1.38 

million Mutual Fund Distributors and 25 million Insurance Advisors. 

The size of the Indian mutual fund and business is 32 lakh crores, 

compared to 3000 lakh crores globally and 1500 lakh crores in the 

United States.  

 

Observations & threats  

• Dis-satisfaction regarding trial commission and Services among 

Advisors: While I pitch the advisors, there was a pattern. Most of the 

advisors refuted their dis-satisfaction regarding the trial commission 

that NJ Group provides as they were earning more if they were working 

independently. Even they told that while working with NJ they were not 

provided with services and help desk. 
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• COVID-19 Impact: Over the last year, the financial market, notably the 

investment industry, has suffered greatly as a result of the catastrophic 

effect of COVID-19. When engaging potential business partners, their 

response to scepticism in investing and their experience with clients 

clarify the issue surrounding mutual fund investments. The majority of 

advisers have left their positions because they were unable to locate 

consumers willing to invest during these exceptional circumstances. 

 

PART C 

LEARNINGS 

Learnings from the summer internship project from NJ Group are: 

1. We learned how to communicate professionally with people and to 

cooperate with their replies as well as time constraints. 

2. Convincing people for being an advisor with NJ was the most important 

task for us. We had to deal with them patiently. 

3. We learned to work in teams and coordinated and cooperated to fulfill 

the goal of the company. 

4. We learned time management as we had to call people within the 

stipulated time and revert to our unit manager with the feedback the 

same day. 

5. We learned that networking is very important. 

6. Working as an intern and completing the tasks given by the manager, 

made me believe in myself. 

7. We got to know that how things work in professional life and 

punctuality and dedication is the key to success. 

8. We also learned how to answer their cross-questions and satisfy them 

with our answers to make them interested in being an advisor. 

9. Every Friday we had BOP (Business Opportunity in different products) 

in which we got more clarity about mutual funds, opportunities we have 

when we are working with NJ Wealth. 

10. We had various sessions such as about NJ & their business, business 

opportunities as a mutual fund distributor, an insurance agent, about 
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the mutual fund, equity, SIP, financial planning, debt mutual fund, 

asset allocation & NJ MARS, Income Tax benefit u/s 80C, 80D (also 

Taxation in MF & Insurance), about insurance and its various types 

such as health insurance, motor insurance, sampurna suraksha, etc. 

 

PRESENTATION OF DATA 
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CERTIFICATE 

 


