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Case study

NIIT

History of Company

Education philosophy and stress on what particular

of education: NIT is ioday the largest IT training com-

in Agia and 161h largest in the world as par IDG, LUSA,

5 Education philzsophy (s o “Bring people and comput-

s Ingethar successtuly” in a way that wauld allow the world

i ap benefils of IT education.

The Growth Phases-How and when Solutions and

I gs perlected the franchise systems: NIT along

fie Channal Partners over the past 27 years have suc-

ghully leveraged the ups and lows of the industry

n  Till 2001 -Phase of sustained growih

n 2001 1l 2003 - was a phase of managing adversity
with slow down, 811 and travel advisory

= 2003 onwards -Phase of building momentum through
mbust growlh sirategy focused on tha foliowing o
formulate the success triskegy of NIT = Industry and
Acadamia:

n  Subject Mafler = IT o IT assisted

s Cusiomer Segment - Retall, Corporate and Institu-
tiaral

» Geographies — Proleration in domestic and interma-
fianal

® Valug Chain = Non Formal, University & Univarsity
Alliation

n Mode of Defvery
leamning

All these phases have made the NIIT along with its Fran-

o Pariners a much morne stronger - focused and mone

dctiveg famity,

ILT, a-Learning and Tech basad

The Franchise Growth & Expansion

NIIT pionaerad franchising in IT education in 1986, It con-
ceived & franchising model in IT education for the vary first
fime, seting up nine centers by 1967 in India which kater mul-
tipliad to hundreds. In 1996 MIT wen! overseas, with an adu-
cation centre in Hong Kong. Today MIIT's franchising network
spawns in mare than 40 countries worldwice, apart from In-
dia. Among the countries where NIIT has a major franchise
presence includes China, Malaysia. South Africa. Migeria,
Ghene, Sri Lanka and Vietnam, Since then it has built, sus-
tained and grown the channel, based an a win-win relation-
ship, NIIT was called as “WMcDonald’s of the Soffware Busi-
niess” by Far Eastern Economic Review magazine in 2000.

NIT has bullt and implemented franchise modals for dif-
farent cities within Ingia, and different couniries, which are
financially viable and creale a win-win for bath NIT and its
education partners. With strong ingtructional design capabil-
ity and the knowledge of how humans learn, NIT has built
come compatency in “Creating Leaming Material] “Education
Process Managernent” and “Managemant of a distributed de-
lvery (Franchising) chanmes

Uniformity in Delivery: NIT has ensured the uniform
quality in its centers — whather it is Amritsar in India or Shang-
hai in China, achieved by standandizing the teaching mathod
and providing objective oriented course material designed o
b delivered acrogs diffarent cultures and audiencas . Each of
the educabon pariners &= canafully salacted basad on the pre-
defined narms and parameters. NIIT provides the guidalines
and norms for establishing the education centre. The edu-
calion delivery at the NIIT education centre (whether ownad
by NIT directly or ownad and managed by a franchises), is
based an the Cuality Management Sysiem, which lays down
the syslems and processes in detad, o ensure consistency
of dalivery o the studenis. Narns are laid out for space, fur-
niture, lightaning, eguipment and other laciliies in the edu-
cation cendres and regular sfrict quaelity audits are carried
oul 1o ensure that thesa norms, systems and processes are
implemented and complied with. The quality level of teaching
and leaming efectiveness s maintained through periedic as-
seagmenl and continuing education of the faculty and, most
important of all, teedback frorm the students.

Offering Latest Curriculum: Ancther critical dimension
of channal managament ks 1o undersiand the IT educalion
nieds employrment cpportunities and competition and 1o de-
velop and oller programs which meat the requirements of dif-
ferent kinds of cities, locations and states. NIIT has been suc-
cessfully doing this for maee than 25 years, Thers is a team of
managaers who support and advise the lranchisees for local
markeating and sakes.

Buildings across industry relationships: MIIT has over
the years fonged redationships with many technology vendorns
including Microsoft, Oracle, Sun, Adobe, Cisco, Complia,
5AS, EMC among others and successiully afened the oours-
&5 in the franchise channel as well. Recently, NIIT along with
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