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A Preview of World Economy and 
Indian Economy

Ooutlook for World Economy
The economic performance will pick up modestly in both advanced economies and emerg-
ing markets. The advanced economies, benefiting from a half-decade of  painful private-sector 
deleveraging, a smaller fiscal drag (with the exception of  Japan), and maintenance of  accom-
modative monetary policies, will grow at an annual pace closer to 1.9%.

Moreover, so-called tail risks (low-probability, high-impact shocks) will be less salient in 
2014. The threat, for example, of  a euro zone implosion, another government shutdown or 
debt-ceiling fight in the US, a hard landing in China, or a war between Israel and Iran over 
nuclear proliferation, will be far more subdued.

Still, most advanced economies (the US, the euro zone, Japan, the UK, Australia, and 
Canada) will barely reach potential growth, or will remain below it. High budget deficits and 
public-debt burdens will force governments to continue painful fiscal adjustment. And an 
abundance of  policy and regulatory uncertainties will keep private investment spending in 
check.

The outlook for 2014 is dampened by longer term constraints as well. Indeed, there is a 
looming risk of  secular stagnation in many advanced economies, due to adverse effect on pro-
ductivity growth of  years of  underinvestment in human and physical capital.

Positive Signals
There are rays of  hopes.
The trade negotiations agenda for 2014 promises to be exciting. The success of  the Bali Minis-
terial meeting of  the World Trade Organisation (WTO) in the first week of  December in 2013 
will mean that in 2014 countries will identify areas for early conclusion so that within the next 
two years, the Doha Agenda of  the WTO — which has remained in a limbo for long — can 
be concluded.
Second, some large bilateral and regional trade agreements, namely the Trans Pacific Part-
nership (TPP), the Transatlantic Trade and Investment Partnership (TTIP) and the Regional 
Comprehensive Economic Partnership (KCKP) are slated to conclude this year.
Each of  these bilateral agreements has the ability to throw up opportunities worth billions 
of  dollars for business across the globe. It will, therefore, be important for industry in India 
to keep a close watch on the developments and identify new areas of  opportunities that will 
emerge. Governments that are negotiating these agreements, at the same time, have to ensure 
that new types of  protectionism do not replace some ofthe existing inward looking oriented 
rules and procedures that protect domestic industry. If  world trade is to be provided a boost 
and industry across the globe has to benefit from the creation of  significant growth opportuni-
ties then negotiators will have to concentrate on a four-pronged strategy. First, create genuine 
market access opportunities. The WTO negotiations and the bilateral agreements can help 
reduce tariffs in a big way on products of  interest to businesses across the globe. There has to 
be a genuine effort on part of  negotiators to identify and reduce tariffs that can create new op-
portunities for industry in every country. Negotiators supported by industry have to identify 
sectors which balance the gains for countries across trade partners.



Second, identify regulations and procedures that hamper trade and harmonise standards that 
will benefit industry. The trade facilitation agreement that was concluded at Bali can also be 
a meaningful platform for smoothening import and export procedures of  countries across the 
world.
Third, negotiators need to work with industry to identify and help build new value chains. In 
a globally connected world, it will be important to help create value chains that provide new 
opportunities for the industry. However, as of  today, there are several countries across the globe 
that are not an integral part of  the value chains and do not gain substantially from such value 
chains. There is a need for industry to build an agenda for negotiators to integrate markets to 
substantially cut costs for consumers and, at the same time, build new opportunity areas espe-
cially in the developing and least developed countries.
Fourth, there is a need for a concerted effort to tackle non-tariff  barriers and new forms of  pro-
tectionism. With global economic growth slowing down over the years, there has been a surge 
of  new forms of  protectionism in countries that have been severely hit by slow down and reces-
sion. This has eroded global trade growth substantially. Negotiators need to use the success at 
Bali to push for greater global trade by identifying and removing new forms of  protectionism  
that  range from export duties, trade remedial measures and new forms of  protecting   domestic    
industry through subtle and, sometimes not so subtle domestic policies.

Platforms such as the G20 can gain credibility if  they are able to identify such measures 
that hamper global trade growth. The G20, the industry platform that supports the G20 pro-
cess, has to play an important role in this area if  it wants to remain relevant.

The four-pronged strategy can help create better investment flows across countries as also 
boost trade growth. There is a need for the industry to help build infrastructure for trade in 
developing and least developed countries by using the trade facilitation agreement at the WTO 
to create further global value chains. 2014 promises to be a good year for boosting global trade 
and, in turn, global economic growth. The responsibility now shifts to industry across the 
world to urge governments to capitalise on the emerging opportunities and eliminate barriers 
to create significant opportunities for a balanced outcome for all countries.
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PRoLoguE

R U sure you’r not bitten by the E-bug? If  your answer is ‘yes’ Ur one among 
a few.  The matter of  fact is almost everybody else is. Irrespective of  the age, 
caste, religion, family background, educational qualifications or financial sta-
tus each individual likes to be at his or her own. One likes to work for one-
self.  ‘Start-up’ is the name of  the game.  
This book is meant for U. Without wasting any time flip through the pages and 
get acquainted with the basic glossary. By this time we bet you will get glued 
down to this moderate attempt of  ours to take you along the path of  Entrepre-
neurship. Embedded animal spirits within you will sprout out.With fire in your 
belly you will be out to seek the roadmap,so that you have not to waste your 
time and energy. We promise you this. 
We have collated the information from various authentic sources and have pro-
vided up-to-date rules and regulations of  interest to a prospective entrepreneur. 
The book can also be recommended as a text book on entrepreneurship at vari-
ous business schools, colleges and universities.

Authors



Practical guide Step-By Step
  Self-Discovery: Learning what you enjoy doing; examining your strengths and weak-

nesses. Examining work experiences and relating it to potential opportunties.
  Identifying opportunities: Looking for needs, wants, problems, and challenges that are 

not yet being met. or dealt with effectively.
  generating and Evaluating Ideas: Using creativity and past experience to devise new 

and innovative ways to solve a problem, or meet a need, and then narrowing the field to 
one best idea.

  Planning: Research and identifying resources needed to turn the idea into a viable ven-
ture. Preparing the research in the form of  a written business plan. Preparing marketing 
strategies.

  Raising Start-up Capital: Using the business plan to attract investors, venture capital-
ists partners. This stage can involve producing prototype or test marketing services.

  Start-up: Launching the venture, developing a customer base, and adjusting marketing 
and operational plans as required.

  growth: Growing the business developing and following strategic plans, adapting to 
new circumstances.

  Harvest: Selling the business and harvesting the rewards. For many entrepreneurs, this 
also means moving on to new ventures and new challenges.
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