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NIIT is a "Superbrand” once again

NIIT has once again been conferred the
prestigious “Business Superbrand 2008 award

by the Superbrands Council.

Mr P Rajendran, Chief Operating Officer, NIIT
received the award from Shri L K Advani, at a
glittering ceremony held in New Delhi on

August 20, 2008.

The Economic Times
New Delhi
August 22, 2008
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The Times of India
Jaipur
August 27, 2008

NIIT accorded Superbrand
status again: For the second
time, NHT, the Global Talent
Development Corporation
has been accorded
Superbrand status. Ata
recently concluded award
ceremony held in the
Capital, NIIT has been
adjudged as a Business
Superbrand 2008,
commanding consumer
respect, loyalty and trust

by the Superbrands Council.
The prestigious Superbrand
status is internationaily
known as the ‘Oscars in the
world of branding’. Tnn
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IT companies score on
brand management

KIRTIKA SUNEJA
New Dethi, 26 August

Indjan IT firms are now mak-
ing their mark as Super-
brands. Of the 74 Indian Busi-
ness Superbrands selected by
Superbrands — an independ-
ent arbiter on brand manage-
ment — seven are IT compa-
nies. Among a total of 980
brands invited to be judged and
listed in Business Superbrands,
around 12 technology compa-
nies had participated

Business Superbrands are
those which deal with busi-
nesses such as infrastructure
and engineering companies. In-
ternationally known as the ‘Os-
cars in the world of branding’,
the superbrand status is ac-
corded to brands that offer con-
sumers significant emotional
and physical advantages over
competitors by offering brand
development and brand man-
agement practices.

NIIT, NIIT Technologies, In-
fosys, Moser Baer, Microsoft,
Symantec and Sun Microsys-
tems were judged by marketing
professionals and business read-
ers as their preferred Super-
brands and the scores were
added to the Council’s score that
marked them on the basis of
brand resilience, reliability and
trust. P Rajendran, COQ of NI-
IT, which was accorded this sta-
tus in 2005, says: “Customer
feedback is a very important cri-
terion for a company to be list-
ed in the Superbrands.”

~ Anmol Dar, managing di-

The Hindu Business Line

Of the 74 Indian business superbrands selected by

Superbrands, an independent arbiter on brand
management, seven are IT companies

rector, Superbrands India, said,
“Superbrands has helped com-
panies and brands create a mar-
ketable differentiator. Indeed,
across eight countries, where
research was conducted, it was
conclusively shown that 71 per
cent of all respondents were
more likely to buy a product that
carried the Superbrands logo.”

Superbrands gives 9.09 per
cent weightage to consumer re-
sponse and this aspect has on-
ly been introduced in India. The
arbiter does not focus on num-
bers but ranks companies on a
scale of ten on brand reliabili-
ty, recall value among others
and those getting 6.6 or above,
get qualifies for becoming Su-
perbrands.

Arvind Thakur, CEO, NIIT
Technologies is of the opin-
ion that perceptions are as im-
portant as real facts and that
such acknowledgements en-

New Delhi
August 26, 2008

hance the ability to aquire new
businesses. “Good connect with
the corporate customers is an-
other factor that determines the
brand’s recall value. We have
gone out of our core space of
IT training and redefined the
global talent development”,
opines Rajendran.

Dar says that in 2010, more
catagories will be added to
categorise the IT companies
apart from the existing ones
of peripherals, operating
sysytems, computer educa-
tion among others.

Analysts say that the IT in-
dustry is competing against oth-
er industries to maintain its sta-
tus of driver of the economy and
compared to the last time, IT
firms are flattening.

Companies also believe they
need to work on certain di-
mensions to improve the qual-
ity of their work.

NIIT accorded Superbrand status

New Delhi, Aug 25
1IT, the talent developmen: corpuration, on
Monday said it has been accorded Superbrand

status by the Superbrands Council. NIIT has been

adjudged as a Business Superbrand 2008, commanding
consumer respect, loyalty and trust from amongst
consumer brands across categories, a company release
said. The award was received by Mr P. Rajendran, Chief

Operating Officer, NIIT. —Qur Bureau
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Increasing Reach

Focus shifted away from the metros to the Indian hinterland, crossing home
shores to reach Africa and Asia

he Indian training market
seems to be on a song, quite
literally. Showing a growth
rate of 31%, the training
market was worth Rs 2,804 crore in
FY '07, up from Rs 2,135 crore in
the previous fiscal. And, once again,
it was the performance of the two
major players—NIIT and Aptech—
that played a prominent role in this
growth. Incidentally, the performance
of the training market has surpassed
even the heydays of FY 01 when the
market had touched Rs 2,594 crore.

Dim-sums and the Dark
Continent

With Indian software services players
struggling in rough waters, hit by
dollar-rupee fluctuation and the
slowdown in the US market, exports
revenue definitely took a beating.
However, the picture in the training
sector was not so bleak. Sample this—
the export training market was worth
Rs 1,499 crore in FY ’08, up from Rs
1,270 crore a year before. Both the
major players continued to expand
operations overseas. And expansion

Total IT Education
Market v 0s)

(in Rs crore)

589

3,393
IT Educatior

Total Revenue Rs 3,393 crore
The total IT education
market grew by 29% up
from Rs 2,626 crore in
FY '07

happened mainly in Asia and Africa
thereby insulating the sector from the
US downturn.

The story of FY '08 is the journey
to the Dark Continent of Africa. Even
though NIIT ventured in to Africa
about a decade ago, by setting up its

Company

R omas

Revenue

(in Rs crore) (%)
FY'08 FY ‘07

NIIT **g907 715 27
Aptech* 234 180 23
Jetking 129 87 48
Educomp 93 28 232
Siemens 59 44 34
cMC 47 42 12
New 24 16 50
Horizon

*Aptech’s revenue is consolidated and
is estimated by Dataguest based on the
actual revenues of the first six months.
In DQ Top 20 Vol I, only the stand-alone
revenue figures of Aptech were used
while ranking

**NIIT's total revenue is Rs 1,007
crore. The remaining Rs 100 crore has
been considered in e-Learning

first IT education center in Botswana
in 1997, the company is now teaching
around 20,000 students every year
through its thirty-six learning centers
in eight African countries, namely,
Nigeria, Ghana, Senegal, Libya,
Sudan, Botswana, South Africa, and
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Zimbabwe.

With a renewed focus to expand
operations in Africa, NIIT launched
its training campus in Botswana that
can accommodate 7,000 students,
for training in various IT streams by
2010. The Government of Botswana
has also awarded accreditation of
Tertiary Education Council (TEC)
to NIIT's training programs. The
company joined hands with CII
to “help develop ICT capacity in
the African continent”. Its Hole
in the Wall project has already
been implemented in sub-Saharan
countries like Rwanda, Namibia,
South  Africa, Botswana, and
Mozambique.

Aptech too has been operational
in the African continent for the last
6-7 years now including operations
in countries like Ghana, Nigeria,

South Africa, Sudan, Tanzania,
and Uganda. Not just the NIITs
and Aptechs, smaller players like
Karrox Technologies also plan to tap
into Africa and China by 2010-11.
Karrox already has Kenya, Ghana,
and Tanzania on its roadmap and has
announced its third I'T empowerment
scholarship in Nigeria.

Even as the Dark Continent
beckoned these training companies,
the dim sums did not lose their flavor.
Between the two, Aptech and NIIT
held close to 40% of the Chinese IT
training market, with Aptech’s JV,
Aptech Beida leading.

NIIT, however, expanded
aggressively last year. Celebrating
completion of a decade in
China. NIIT ramped up its China
operations, as the total number of
centers in China stood at 171 across

twenty-five provinces this fiscal. The
student enrollment too recorded a
35% increase y-o-y. The highlight
of the year was the MoU with the
Wuxi government to set up an IT
training center in the city. In order
to introduce IT training programs
in universities and colleges, NIIT
the partnered with ChongQing
Information Industry Bureau.

Aptech, whose JV has led the
market for more than half a decade,
trained over 1,70,000 students during
the fiscal. It is restructuring its China
operations. This year’s results of its
China operations are awaited, the
reason that led to Aptech being
ranked only on its standalone India
revenue in DQTop20 Vol-1.

Meanwhile, under the aegis of the
Ministry of External Affairs, NIIT
established centers in El Salvador,
Nicaragua, Honduras, and Cuba. The
CoE in Havana, Cuba has been set-
up with the objective to offer Indian
expertize for fostering skilled ICT
manpower. Under this initiative, the
company is presently training nearly
800 students in Cuba.

The rollout of the company'’s tie up
with UK Open University to offer the
University’s BSc (Hons) inComputing
and its practice at the NIIT centers in
six countries continued as per plans,
and admissions have commenced in
all selected countries, ie, Botswana,
Ghana, Indonesia, Nigeria, Sri Lanka,
and Vietnam.

With most outsourcing companies
increasingly looking to set up base
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in Vietnam due to low cost of labor
and an English speaking population,
it is logical that the Indian training
players too en-cash the opportunity.
Starting with two centers under the
Aptech Computer Education (ACE)
brand in 1999, Aptech has scaled up
its Vietnam operations to thirty-three
centers. What's more, it is planning
to open seven centers this fiscal. NIIT
too has been scaling up presence in
the country.

NIT, meanwhile, extended
its offerings in Malaysia, where
it partnered with the Ministry of
Human Resources for implementing
the ‘NIIT Inside’ model in industrial
training institutes. And, as part of
the program, the company embedded
its programs in Arumugam Pillai
Industrial Training Institute in the
pilot phase.

Aptech wound up its Bangladesh
subsidiary operations and is now
controiling the Bangladesh operations
through its Indian office.

Individual Training Goes
Proletariat

Even though dollar depreciation
resulted in slowing down the hiring
plans of most IT biggies like Infosys,
Satyam, and HCL Technologies, the
individual training market clocked Rs
1,178 crore in FY ‘08.

This year too the story was no
different with a major percentage
of the individual training revenues
coming from NIIT. On an overall
basis, enrollments registered a 25%

Total Training Market

Tolal IT revenpe: Rs 2 804 crore

Source: IDC India 2008
Notwithstanding the rupee-dollar
fluctuation resulting in slowing
down of hiring plans of most IT
majors, the individual training
market managed to clock Rs 1,178
crore in FY ‘08, up from Rs 768 in the
previous fiscal :

growth to cross 389,000, with an
increase in seat capacity by 15% y-o-
y. The Individual Learning business
contributed Rs 32 crore, clocking a
growth of 31%.

In sync with its transition to
becomingaglobal talentdevelopment
corporation, NIIT launched several
new training programs in partnetship
with key IT companies: Adobe for
offering Web, mobile and interactive
multimedia; Cisco for networking
and infrastructure management;
EMC for storage management;
Microsoft for embedding Microsoft
certification in  the  GNIIT
curriculum; and Sun Microsystems
for embedding Sun certification in
the GNIIT curriculum.

Sensing that the next level
of growth will come from semi-
urban India, NIIT launched its

District Learning Centers (DLC)
in association with corporates like
Cisco, TCS, Wipro, IBM, Intel, and
Infosys, etc. The industry funded
intensive training program in IT and
soft skills was delivered to over 200
students in Chhindwara. Moving
ahead, the company has also set up
another DLC at Barkuhi. Hardware
training major Jetking too plans to
expand operations in tier-2 and -3
cities this fiscal.

Aptech’s flagship product, ACCP,
enrolled 1,30,000 students during the
fiscal. Meanwhile, the Mumbai-based
company also launched certification
programs for engineers, MCAs, and
MSC, who are looking for vendor
certified courses and entry in the
software industry.

Smaller players like New Horizon
too have their eyes set on the
retail training segment. With retail
training market beginning to mature,
people are not satisfied with vanilla
offerings and are on the lookout for
more advanced diploma courses. To
cater to those willing to look beyond
the traditional IT training courses,
New Horizor is planning to launch
several unique courses including
software engineering, networking,
Web development and database
management.

With the growing Indian economy
and increased PC penetration in all
sectors, there is increasing demand
for hardware and networking
professionals across the country.
Perhaps this could explain the entry
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of the two dominant players NIIT
and Aptech into the hardware and
networking segment last year.

Aptech announced its arrival in
the market with the launch of its
‘N Power’ brand that includes both
short- and long-term hardware and
networking certification courses. The
company opened ‘N Power’ center in
Vietnam as well. Aptech already has
thirty centers across the country and
plans to open fifty more next year.

NIIT expanded its portfolio
with the launch of GlobalNet+,
a specialized training program for
those looking to build their career
in networking and infrastructure
management. The program has an
option of pursuing globally mapped
certification programs such as A+,
Network+, MCDST, CCNA, etc,
and to specialize further in diverse
fields of networking and information
security. Other courses launched
include Web Design and Multimedia
(for training in Web 2.0, Flash,
Dreamweaver, Cold Fusion, and
Flex) and Operating System (training
in Solaris 10, Windows Vista).

As one of the oldest players in
this segment, Jetking Infotrain added
twenty-five new centers across India
in tier-2 and -3 cities including
Bharatpur, Indore, Vijaywada, and
Vishakhapatnam taking the total to
115 centers.

Unperturbed by the new
competition, Jetking plans to add
forty more centers this fiscal with a
special focus on the southern part
of the country, by opening a center
each in Kerala, Tamil Nadu, and
five in Andhra Pradesh. Looking to
grab a larger share of the hardware
training market, Jetking is planning
to diversify for training the vernacular
population.

Software education firm, Karrox
Technologies partnered IT majors
like IBM, Oracle and CompTIA for
developing talent pool in infrastructure
management and software services.
The company intends to open 125

Total IT Education

- o
Tokad 1T k

id crore

revenue: Rs 3.3

Source: IDC india 2008

Both NHT and Aptech continued
overseas expansion particularly in
Africa and China thereby insulated
from the slowdown in the US
market

training centers and be present in
fourteen countries by 2010.

According to a recent Nasscom-
sponsored Animation India Study
2007, India will need over 3,00,000
professionals in content development
and animation segment by 2008, to
cope with the growing demand. Maya
Academy of Advanced Cinematics
(MAAC) opened operations in Delhi
and Thiruvananthapuram, Jabalpur,
and Coimbatore. The highlight of the
company, however, was its tie-up with
Toon Club, responsible for pioneering
children’s animation education. For
bringing animation to students across
India, MAAC would leverage its wide
ptesence in India, the Middle East
and Nepal for spreading Toon Club’s
curriculum all over India.

Aptech’s multimedia arm, Arena
too is expanding presence across
India and had close to 40,000 student
enrollments during the year. The
company also launched the Golden
Cursor Animation award, which was

Even though dollar
depreciation resulted in
slowing down the hiring
plans of most IT biggies
the individual training
market clocked Rs 1,178
crore in FY ‘08
R

received well by the industry.

World Beyond IT

The progressionof the Indianeconomy
has consequently resulted in creation
of substantial job opportunities in
high growth sectors. Sensing the
gap between demand and supply for
skilled non-IT professionals, both
NIT and Aptech forayed into the
non-IT training sectors about two
years ago.

NIIT’s IFBI and Imperia programs
(both launched in the previous fiscal)
gained momentum during FY '08.
Its foray into training requirements
for BFSI professionals gained Jfurther
ground with new prograths for
insurance and financial planning.
During the year, over 3,000 students
graduated from IFBI and were placed
while another 1,200 are corr >leting
training in early FY '09.

These programs managed to get
wide acceptance with a number of
banks and financial institutions,
including ICICI Prudential Life
Insurance, ICICI Lombard, ICICI
Securities, HDFC Bank, Kotak
Mahindra Bank, and Yes Bank:;tying
up with IFBI for trained professignals.
IFBI also tied up with Infowys to
provide training on its Finacle
Banking Software platform.

The Imperia program meanwhile
announced new tie-ups with IMT
Ghaziabad, Indian Institute of Foreign
Trade, and IIM-Lucknow, enhancing
the product offerings. In the previous
fiscal, NIIT had tied up with Inc -
Institutes of Management (1. M)
Ahmedabad, Kolkata, and Indore. In
FY ’08, the total number of centers
offering the 1FBI and Imperia courses
increased from six to twenty-two, and
the total students trained crossed
10,000.

Aptech too entered the high-
growth aviation training sector with
Avalon Aviation academy and tied
up with the Karnataka State Open
University to offer a diploma in
Airport Management and Customer
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Care. The academy has over fifty
centers across India and has strategic
alliances with thirty-eight airlines.

Back to Basics
Thelndiangovernmentisencouraging
IT education in schools. Public-
private partnerships in education has
gained wider acceptance. Moreover,
the enhanced allocation of funds by
the Planning Commission, and the
central and state governments has
led to considerable activity in this
space, leading to a rise in the number
of states tendering for IT and IT-
enabled education in schools

Gurgaon-based Educomp, aleading
provider of IT-driven solutions for
schools, secured contracts from as
many as 395 schools from Rajasthan
and Jharkhand governments. With
two new contracts, the company has
tied up with a total of 6,399 schools in
eleven states already. The company
is also working in close collaboration
with the Intel Classmate PC team
and launched the ‘“Whole School
One-on-computing’ program at PSBB
Millennium School, Chennai.

During the year, NIIT entered into
a strategic alliance with US-based
NComputing, the leading provider
of virtual PC solutions, to enable
thousands of schools across India to
bring affordable computer education
to its students. The alliance would
help reduce cost of computing in
schools by 50%. The company also
launched its eGuru school solution
offering and consolidated its program
offerings in non-IT related subjects
in line with NCERT’s National
Curriculum framework.

The Corporate Angle

With the market abuzz with talks of
the corporate training market slowing
down owing to spending becoming a
little subdued looking at-the current
market conditions, industry players
are vehemently denying such a
scenario. The corporate training
market was worth Rs 1,626 crore in

Revanue
{in Rs crore)

Company

*Others include Gurukulonline, Hurix,
Lionbridge, QAl, and Brainvisa
The entry of global players and
saturation in the foreign e-learning
market are some of the reasons
driving growth of the e-learning
market in India

FY '08 with a market share of 58%.

During FY '08, the focus of NIIT
was to provide combined offerings of
NIIT and Element K tc the customers.
The integration of Element K
continued on track. NIIT acquired
controlling stake in Evolv Services, a
leading provider of English language
and communication training. This
acquisition along with NIIT’s strategic
alliance with Educational Testing
Service USA (ETS), the world’s
leading educational measurement
and research organization, would
allow NIIT to address the need for
English and professional skills for
corporate and individuals in India.

Even though Aptech forayed
into the segment only a few years
back, it has been fairly successful
and focused on the telecom, retail,
banking, automobiles, and 1T/BPO
verticals, with a lot of its business
coming from repeat orders. The
company trained 36,000 students
last year. What's more, global
corporations too have been sending
their personnel to be trained under
Aptech’s India Window program.
Aptech’s Malaysia operation too has
been fairly successful.

e-Learning: The Way to Go
A slew of e-learning initiatives
announced in last matter of 2-3 years.
Even though Internet penetration is
abysmally low in India even now, the

underlying reason is the size of the
Indian population.

Thanks to factors like rising cost,
wastage of time in travel coupled
with wastage of manpower days, most
corporate houses are now increasingly
turning towards e-learning when it
comes to employee training. Verticals
like BFSI and IT/BPO have been
major consumets of e-learning. With
more MNCs entering India and the
saturation in foreign markets, e-
learning will see traction in the next
few years.

Info Edge (India), parent company
of Naukri.com has launched Shiksha.
com, an education portal. The
company plans to invest $5-10 mn in
the portal over the next three years,
while publishing house MBD recently
launched MBD Alchemie, an e-
learning and tutorial project in the
country for school students.

With CAT projected to go online
from the next year, much of this would
move to computer-based or e-learning.
Even professional bodies like ICSI
(Institute of Company Secretaries of
India)” have .started offering online
programs. Online training has proved
to be quite useful in areas like pre-
recruitment training for insurance
agents, certified financial planners,
MBA programs, among others.

Gurukul Online has partnered with
Amity Business School for offering
eMBA courses (degree and diploma).
The company is now focused on
offering e-learning solutions for
the B2B sector, especially in tier-2
cities, which will ensure growth and
demand for the next three years. The
company has also tied-up with the
Government of Rajasthan to provide
various skill development programs
like spoken English and employment
readiness skills.

E-learning seems to be the way
ahead for a country that lacks basic
infrastructure as far as schools and
colleges are concerned.

—Stuti Das
stutid@cybermedia.co.in
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LAKH
Students have
acquired soft-
ware skills
from Indian
firms.
L ]
Indian software training is 1.0
LAKH
changing lives, and the way the S—
enrolling for
Asian giant views us such courses
every year.
SILENT revolution that began over a decade ago is changing lives
Aacross China. More than 7.5 lakh students -— the number’s rising by 1.8 -
lakh year — have acquired software skills from Indian companies. t #]
These students are also opening a window for ordinary Chinese into the of-
ten-frosty relationship between the two Asian rivals. -
Liu Mei (27), a former kindergarten teacher who studied at Indian training LAKH
major NIIT’s Shanghai centre, is set to get a job as a software engineer. “Taking Students
care of children was nice, but software design is a bigger challenge,” Liu told the trained/in
Hindustan Times through an interpreter. “I am also discov- training at
ering India. Earlier, all I knew about India was Aptech,
garlic and spicy food.” China's mar-
Aptech’s China joint venture is the ket leader in
market leader in IT training, with 260 IT education.
centres across the country. Company It has 260 cen-
officials said it has over 3.3 lakh tres across the
present and former students. NIIT is country. NIT
present in 180 locations in 65 cities, is present in
including 132 universities. 180 locations
Universities embed NIIT curriculum in 65 cities,
in courses, bringing together Indian soft- including 132
ware lessons with Mao’s theory. The training universities.

institute gets over 50,000 students every year.
The story began in 1997, when NIIT tip-

Senmirnﬂ::grﬁidlmr. toed into Shanghai — the first Indian soft- 4 Young
ware foray into China — facing competi- £ : engineers find
tion from leading US companies. ; value in work-
“We knew that, as far as software is concerned, China

could become another India,” said Prakash Menon, NIIT’s ing with Indian

Shanghai-based China president, as he ordered lunch in companies.
Mandarin at a Beijing restaurant. “At a time when edu- They probably
cation by a foreign company was a no-no, our public- did not look up
private partnership got the go-ahead.” to India earli-

The push is part of China’s ‘ten-hundred-thou-
sand programme’ — promoting 10 cities as out-
sourcing bases, attracting 100 multinationals
and assisting the development of at least 1,000
enterprises that will help double service ex-
ports by 2010. China is also setting up a fund to
provide software training for up to 4 lakh univer- *
sity students over the next four years.

er, but they
4 respectus
| now.

RAGHVENDRA

TRIPATHI,
China head of
Satyam

W ILLUSTRATION: SEBASTIAN

The provinces are so ex-
cited with Indian software
training that their demands
are becoming .ambitious.
Communist Party secre-
tary of Jiang Su province—
the state’s most powerful
man—invited Menon to
meet him three years ago,
saying he wanted 2 lakh
students trained in five
years, in English.

The city of Wuxi offered
Menon a building - and dor-
mitory —to set up a facility.
Within 30 days of the first
meeting, classes had begun.

Chongqing,

a southern In the
Cit‘i’l' of 31 Chinese
million, in- . .
vited NIIT "““‘:" Indi
this  year ans have

with a simi- the best
lar  offer. softwarein
Othershave the world.

followed. Indians are
“We have  gamgyg

the red car- -

pet rolled e g

out in every i::: WE

province, NIIT student

Menon

said. Many

of his students end up get-
ting jobs in the company’s
centres.

The software push is
changing the way Chinese
youth look at India.

“Young engineers find
value in working with Indi-
an companies,” said
Raghvendra Tripathi, Chi-
na head of leading IT com-
pany Satyam. “They proba-
bly did not look up to India
earlier, but they respect us
now.” Students agree. “In
the Chinese mind, Indians
have the best software in
the world,”said Shen Feng
Wei, a 20-year-old NIIT
student. "Indians are fa-
mous here."

neelesh.misra@hindustantimes.com
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hink Bro and one thinks India.

China comes way down when it
comes to Bro and not without reason:
Dalian, which ranks first in terms of
outsourcing capabilities and potential
in China, ranks fifth among 35 cities in
the Asia Pacific region. But plans are
afoot to move up in the rankings.

Dalian is home to about 200 for-
eign-funded enterprises and more
than 40 companies have outsourced
their software and information ser-
vices, among these HP, Dell, Citigroup,
etc. 1P set up a global call centre in
Dalian in 2005, specialising in offering
technology support for its customers,
reaching out to places including Tai-
wan, South Korea and Japan. The
remote support system is available in
five languages: English, Mandarin,
Cantonese, Japanese and Korean. Citi,
on the other hand, is only two years
old, but has a staff of 500, dedicated to
software development and BPoO ser-
vices and 230 staff members offering
consumer finance, legal back office ser-
vices and a call centre to Japan.

An outsourcing company already
established in Dalian is Genpact-
China, which opened its doors in
2000. [t services customers in the Asia
Pacific region and provides support in
Chinese, Japanese, Korean and Eng-
lish. In 2003-04, with the large-scale
entiy i ¢vinto China, Genpact was
ideally situated to. provide it with Bro
\Mébces In 2005, Genpact moved on

Business India
National
August 24, 2008

._‘f‘g&m) hub

to offer support to external companies.

The rising success of Dalian’s IT
industry has inspired a 26.5 sq km
Dalian Tiandi Software Hub (DTsH).
Dalian mayor Xia Deren says the focus
of the DTSH is not to compete with
India, but to develop ties with the
Asian market, especially Japan and
Korea. It has already attracted $2 bil-
lion worth of investments and is all set
to open its first office building by
December 2009.

In recent years, Dalian has seen sub-
stantial growth of its software and out-
sourcing industry and Vincent Lo,
chairman, Shui On, the company
developing the DTsH land, sees it as
northeast Asia’s first 1T Township, “It is
the goal of the Dalian municipality to
transform the city into an electronic
information and software industrial
base. Shui On will take its role as an
experienced large-scale project devel-
oper on building a world-class software
hub, where 1T businessmen and practi-
tioners can find themselves perfect
workplaces and cosy homes.” And
approximately 43.5 acres of the land is
going to be devoted solely for the con-
struction of education centres, espe-
cially focussing on 11 training provided
by Mumbai-based N1rT.

NIIT’s foray

NIIT’s main goal in China is to provide
their students with the necessary edu-
cation and training to consider IT as

LSS

their career path. Thus tar, 35 colleges
and universities in Dalian have
adopted N11’s curriculum. And with
Dalian’s expansion of 11 and software
development, NuT also plans to set up
its own centre there, the first of which
is planned for August this year in
down town Dalian, followed by a sec-
ond centre six months later in the
DTsH itself; providing training in soft-
ware engineering, networking and
animation and extending into the
BPO training space.

“The lack of adequate manpower in
this area is China’s biggest barrier to
growth, and that is where we step in,”
says Vijay Thadani, Cro and president,
NiT, adding that, in the next three
years, he sees Indian software compa-
nies as the largest employers of Chi-
nese IT graduates. “We are looking at
1,500 1T graduates in our first year and
upping that to 10,000 per year in three
years. There is still a huge gap in
demand and supply of manpower,” he
adds. Thadani stresses that while, in
terms of telecom and broadband infra-
structure, China is far ahead of India, it
lags behind in human infrastructure.
“Currently, the national level of attri-
tion in China in 11 is at 39 per cent,
while in India it is much lower at 18
per cent,” he points out.

No wonder then that China is
looking at India, as great ¢xample to
learn from.

* SHONALF SHIVDASAN]
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Think e-learning’s hot
stuft? Try m-learning

Mobile phones are
transforming into

classrooms on the
move

Priyanka Golikeri. Mumbai

The mobile phone’s no more
about just making or receiv-
ing calls. So much we know.
Even kids can tell how one
can also send and receive mes-
sages, download music and
video, buy movie tickets and
make utility bill payments,
among a host of other appli-
cations.

But, the mobile handset
has also been turning into a
quaint little learning ground
- throwing up information on
demand, whether as simple
text, infographics or video.

The ease and utility afford-
ed by the few square inches of
screen space for sifting
through lengthy documents
remains debatable. But, there
is no denying that the device
can be handy in culling out
specific information. And
people are increasingly using
this aspect to good effect.

The age of m-learning may
be here at last. And how?

Take the case of Geetha
Rao, a 26-year-old sales exec-
utive for a fast moving con-
sumer goods (FMCG) compa-
ny, based in south-central
Mumbai. Selling to potential
customers such as distribu-
tors and retailers has become
a lot easier for her in the last
two months, she would tell
you.

Earlier, Rao would be at a
loss when she forgot a partic-
ular aspect of the product she
was pitching at the client,

such as the ingredients of a
facial cream or the packaging
details. She would then have
to tear across her memory or
scan through manuals and
product brochures she had to
carry along, or call her team
manager as a last resort.

But now, all she need do to
get any information about her
company'’s products is send a
query through SMS to a cen-
tral knowledge repository. An
automated mechanism sends
back the answer. No more
sweat.

Similarly, 48-year-old
Ashok Shah, chief executive
officer of a placement firm lo-
cated in Andheri in suburban
Mumbai uses his mobile as a
medium to get information on
best practices in management
that he could buttress his
point with before clients. Car-
rying heavy manuals, books
and guides would be so cum-
bersome in comparison.

The concept marks a major

turn in the online education
industry, which so far strad-
dled genres such as web-based
curricula, virtual classrooms,
etc. The likes of Rao and Shah
are among a growing popula-
tion that’s learning on the
move.

According to industry ex-
perts, in the current scenario,
where time is critical and
training needs are a constant,
m-learning is the apt self-
learning tool.

Karthik KS, chief execu-
tive officer of Bangalore-
based talent lifecycle man-
agement company 24x7
Learning, says, “M-learning
is at present mainly used for
training employees in an or-
ganisation and for senior
management to learn about
organisational challenges.
This mode of learning does
not interfere with the sched-
ules of employees and enables
swift transmission of infor-
mation without the burden of

books or manual or even com-
puters.”

Vipul Rastogi, vice-presi-
dent and head of enterprise
learning solutions at NIIT,
sees more virtues. The biggest
plus with m-learning is the
mobility and the fact that it
can reach a wider segment of
people than classroom learn-
ing or even e-learning would
allow, he says. “Moreover, it
doesn’t require setting up of
infrastructure, trainers or
manuals. So, m-learning ac-
tually comes dead cheap.”

Both 24x7 Learning and
NIIT create content in a digi-
tal format that can be ac-
cessed by employees of com-
panies through their mobiles.
Both these companies have
over 30 clients each, from sec-
tors such as FMCG, informa-
tion technology, etc.

The modus operandi is sim-
ple, says Karthik of 24x7
Learning. The content is
made available on a download
mode on the mobile. “And not
just data, but even voice and
video downloads are possi-
ble.”

For all that, however, m-
learning is still just a tiny
niche area in India and not
much industry data is avail-
able yet. But, the growth po-
tential is undeniable. NIIT’s
Rastogi is confident of dou-
ble-digit growth, given that
mobile subscribers are a
whopping 250 million and
swelling.

Going forward, NIIT also
plans to cater to the needs of
the student community.
“Though we have to still
work out the details, as the
market expands, we would
also cater to educational in-
stitutions,” Rastogi adds.

g_privanka@dnaindia.net
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Graduate Certificate Pro-
gramme in Management,
PG Certificate in Family-
Owned Business and Entre-

TA3ENSEET SR & g

— Aqomic UIcaDH

iIMs launch executive

courses at 22 centres

The Indian Institutes of
Management (IIMs) — Cal-
cutta, Indore and Lucknow,
have introduced five execu-
tive programmes through
NIIT Imperia Centre for Ad-
vanced Learning's branches
countrywide. On offer are a
one-year Senior Manage-
ment Programme, Execu-
tive Programme in Applied
Finance (IIM-Kolkata), Post

Management

(12)

(IIM-Lucknow).

preneurship (IIM-Indore),
and Executive General

Programme
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After
revolutionising
computer
education,
NIIT’s new
learning
initiative now
connects
Students across
the country.

BY SUSHMITA CHATTERJEE
BENGALURU

n online tutorial is
the Gen'Y teach-
ing method that
has gained popu-
larity in the recent times.
But imagine if you are
studying online, and at
the same time can
raise your hand and
ask questions to
your teacher?
That’s exactly what
NIIT’s ‘Imperia’ pro-
gramme enables you to
do. You get a feel of a vir-
tual classroom!

The technology of syn-
chronous learning helps in
bringing together students
across various parts in India
and the teachers sitting
away at far off places.

There is a dedicated
broadband two-way audio-
video, together with special

Deccan Chronicle
Banglore
August 18, 2008

Wanna sit in a

virtual

classroom?

software to replicate face-
to-face teaching. Thus, it
not only allows the students
to clarify doubts immedi-
ately, submit quizzes, send
assignments and use the
white board application, but
also helps in a better under-
standing of the subject by
interaction with other class-
mates while working on
case studies and assign-
ments.

Why synchronous learn-
ing format? SaysDr.
Smarajit Dey, President-
Strategic Initiatives of
NIIT: “Though online edu-
cation is an effective way,
at times there is a need to
see, if students are taking
the course seriously and
face-to-face technique
comes in handy then. Here
everything happens in real
time and students can inter-
act at the click of a button.”

Deccan Chronicle was
also asked to experi-
ence a demonstration

of this online class-

room and we were
more than excited.

We went inside the
classroom where
there were hundreds of
computers lined up with
web cams, head phones and
all other arrangements
needed for an online inter-
action. The server was con-
nected to Delhi, from
where we were constantly
receiving inputs. And don’t
be under the misconception
that only you can see and
hear the teacher.

COMMUNICATION
BACKBONE

% \\\ =
Ia-lmr
Communication : Communication k
Server l» ~I Server
)

LASSROCWM 2

STUDIO REMOTE CLASSROOMS

SYNCHRONOUS LEARNING

Zoom into class

ere are web-cams across every class-
room which allows the teacher to zoom in

and see what each student is doing while a
class is going on. Thus, no scope for sleeping
inside the classrooms!

This technique has enabled students in rural
areas to take classes from faculty members of
pten fB—-scmms like the liMs. Moreover, it has
aisahelpad ittes reach out to a wider audi-
ence without constraints of infrastructure. While
NHT has already been delivering 20 pro-
grammes through classrooms set up across 22
locations, it is soon going to include ancther five
programmes to its kitty by August end.

“To impmve the praductivity of middie level
managers, we are launching five new executive

management courses in association with- HM
Kolkata, indore and Lucknow. They are in sénior
management, applied finance, family owned
busmess and entrepreneurship, executive gen-
: nagement and a certificate programme
ement. All the courses are customized
fo the needs of working - professionals. For
instance, if someone has more than six years of
experience, the course he chooses will empha-
sise more on application and case studies.

(13)
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GROOMING THE FUTURE: The introduction of the new

programme follows NIIT’s partnership with SAS Institute

BSIM curriculum

NIIT launched its new Business System

and Information Management programme
as part of its flagship GNIIT programme.

The Indian Express
Hyderabad
August 4, 2008

NIIT and
Pearson VUE to
.}
offer Testing
g R -
facilitiesinindia
Pearson VUE, the electron-
iccertificationand licensure test-
ing business of Pearson, and NIIT Ltd.,
the leading Global Talent Development
Corporation, have agreed toexpand their
certification network in India, and
extend a range of IT and non-IT tests for
students and professionals, across the
country.

NIIT, which offers IT training in vari-
ous cutting-edgeplatforms and technolo-
gies in the individual and enterprise seg-
ment, will also offer testing for Pearson
VUE'skey IT clients. )

Through this relationship, NIIT stu-
dents will benefit from the convenience
of testing at the same place where they
receive training, and Pearson VUE's can-
didates will benefit from-additional test-
ing locations and easy access to NIIT's
prominently located centres.

According to G Raghavan, President-
Individual Learning Solutions, NIIT,
“Our curriculumdesign competency, dis-
tributed education process management
and ability to partner with world's lead-
ing technology companies make us the
preferred choiceof students and employ-
ers. NII'T's relationship with Pearson
VUE will strengthen our IT testing serv-
ices, and develop a large pool of certified
professionals for the global IT industry.”

Assam Tribune
Guwahati
August 12, 2008

NIIT focuses on
North East

CITY REPORTER_

GUWAHATI, Aug 11: The leading compuier
training institute, NIIT is now focusing more cn
the placement service considering the demand in
the IT sector.

Regional manager of the NII'T, Surojit Biswas,
while addressing a press conference here today
said that the youths in the region can take advan-
tage of the upswing I'T market by their talents.

In the past two months HCL has selected 25
NIT students in campus interview, TCS has se-
lected five while Wipro has also short-listed 15
students of NIIT in the region,” he said.

“We are about to open new centres in Maligaon
(Guwahati), Tinsukia, Imphal, Aizawl and Itanagar
considering the demand from the youths. Ouf
placement team is also being strengthened with
newer techniques and resources, so thar the tal-
ents from this region get the maximum benefit,”
he said. The annual business turnover from As-
sam is Rs 1 crore every month.

“The NIIT GS Road centre aims to provide
quality training for an array of programmes in [T
fields. As part of its latest Industry Endorsed Cur-
riculum version II, the new centre will offer a
series of programmes of varying durations,” said
Palak Parashar, head of the new centre.



n iT company spends a
A considerable amount of

time and money on
freshers so that they can be
integrated into a corporate
work environment. in an
attempt to bridge the gap
between educational
curriculum and actual job
requirements, companies have
collaborated with educational
institutes. This is where the
industry provides training to
the college faculty on current
requisites in the industry, and
imparts new skills to them
which could be of demand in
the future.

THE NEED OF THE
HOUR...

Today, corporates face a huge
challenge in recruiting the
right talent. During a typical
campus connect program, an
organisation manages to hire
an average of 10 people out
of every 500 interviewed. A
mere two per cent! A deeper
probe reveals that at least half
of the remaining 490 miss out
on employment due to lack of
behavioural skills or domain
specialisation. “The industry
and academia need to embark
on a fire-fighting mission
together. The need of the hour
is to identify and map the
right requirement at the right
place and at the right time,”
says Deependra Chumble,
Chief People Person for
Hexaware.

According to a recent
consulting study conducted by
Mercer, only 25 per cent
graduates in India are
employed. The figure
indicates that there is a huge
gap between the pace of
change of university
curriculum and the technology
needs of the current industry.
As a result, students have
good theoretical knowledge
but they lack problem solving
skills due to lack of exposure
to practical projects. “Given
the situation, it is imperative
that industry and academia
collaborate to improve the
quality of students who are
entering into the industry for
various roles and positions,”
asserts Sachin Tikekar, chief
of people operations, KPIT
Cummins Infosystems.

According to Romit
Dasgupta, director, Globsyn,
“One of the biggest indicators

The Times of India
New Delhi
August 27, 2008

WHATEVER ROLE YOU PLAY IN AN
ORGANISATION, THE NEED TO FOCUS ON
CUSTOMER SATISFACTION IS A BASIC
REQUISITE. HAVING UNDERSTOOD THESE

~ ASPECTS OF CORPORATE LIFE,
DEVELOPING CUSTOMER RELATED
SKILLS AND FILLING SKILL GAPS IS
CRITICAL TO A SUCCESSFUL CAREER.
THIS IS THE GAP THE
INDUSTRY-ACADEMIA
COLLABORATION IS CURRENTLY
TRYING TO ADDRESS. SHEETAL
SRIVASTAVA FINDS OUT...
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A symbiotic relationship

that determine the need for a
company to partner with an
educational institute is the
shortage of relevant skills. The
other indicators include
research driven initiatives
where academic institutions
can form the breeding
grounds for development of
newer technologies.”

JOINING HANDS!

Keeping this in mind, many
companies have tied up with
some of the best institutes in
order to bridge the gap

between industry and
academia. Hexaware
Technologies, in an attempt to
increase communication
between academics and
industry, has started the
“Train the Trainers
Programme”. The programme
conducted a workshop on
‘Recent Trends in Information
Technology’, jointly organised
by IIT Madras and Hexaware
Technologies. The workshop,
meant for faculty members in
the Computer Science
Department of varioys
Engineering & Computer
Applications in Arts & Science

Colleges, is a part of the
Industry-Academia
interaction. “The purpose is to
give a better exposure to the
faculty on the latest trends in
the IT industry. Training
teachers who in turn train
students helps polish certain
additional skills required by
the industry, and educating
the students on the latest
technologies,” notes
Chumble.

Multi Commodities
Exchange (MCX), in
collaboration with some of
the top notch institutes such
as |IIM Indore, IIM Ahmedabad

and IIM Bangalore, lIF-New
Delhi, Welingkar Institute of
Management Development
and Research, Symbiosis
Institute of International
Business, etc., provides
general as well as customised
training programmes at
various levels.

Globsyn’s entire business
model is based on bridging
the gap between Industry and
Academia. “We run a post-
graduate programme with the
University of Calcutta on
Applied Economics and
Information Management; we
also run a post-graduate

*  Putertial beyond boundaries

programme with Jadavpur
University on Software
Engineering and Business
Management,” states
Dasgupta.

NIIT imperia offers long
and short term management
programmes to individuals
and corporates, using its
innovative synchronous
learning technology. The
institute has created a
special programme for
Genpact, to train its
employees, across multipie
locations.

There are various
challenges of this system.
including sustaining such
programmes in campuses
and encouraging the
academic fraternity to attend
them at regular intervals. “We
need a dedicated workforce
to deliver such special
lectures, value-added
sessions etc.,” says Chumble.

“One of the biggest
challenges is that of mindset
adjustment. Pure Academics
has always had an ‘input
driven’ mindset whereas
industry initiatives are more
‘output driven’,” affirms
Dasgupta.

A SUCCESSFUL
ENDEAVOUR!

There is no doubt that
Industry-Academia
collaboration is one of the
successful ways to fight skill
shortage. Candidates are now
expected to demonstrate
initiative and confidence to
take on business challenges,
and to portray a positive
brand image that is
necessary while facing a
customer. Whatever the route,
the onus of helping students
keep pace with the dynamic
business environment lies
with the academia.
Maodification of academic
curriculum and its
implementation is
traditionally a long process
involving careful research,
curriculum design,
customisation and delivery.

To read more HR stories,

log on to
www.timesascent.in
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Students get tips on picking right career

HT Live Correspondent
Chandigarh, August 2|

MODERN CAREERS are fluid and
changing and students need to adapt
themselves to be good at multitask-
ing, Amitoz Dogra, NIIT's head of ed-
ucation delivery in Chandigarh,
Haryana and Himachal Pradesh, said
during a symposium on the 21st-cen-
tury careers here on Thursday.

The symposium launched the year-

long activities of the Career Coun-
selling and Placement Cell at the Sec-
tor 11 Government College.

The symposium was aimed at in-
troducing students to various career
options. Dogra enumerated the 10
steps required for choosing the right
career. He advised students to look for
economic independence, opportuni-
ties to learn, potential for growth,
job satisfaction and clear objectives
in a career.

The Times of India
Chandigarh
August 11, 2008

Career counselling and placement
cell coordinator Dr Rakesh Thakur
talked about the skills and attributes
that employers would look for in job
candidates.

Gainfully employed youth could
keep the GDP growing and Chandi-
garh could be a hot spot for the IT pro-
fessionals from diverse backgrounds,
Dr Thakur said, adding that the place-
ment cell would groom students for
future professional challenges.

Efferts on for sourcing quality people

Mini Joseph Tejaswi &
Sujit John | TNN

Bangalore: The acute
skill mismatch in the
labour-intensive BPO in-
dustry is spawning a
whole new breed of BPO
schools in the country.
NIIT with Genpact,
has set up a JV, NIIT
Institute of Process
Excellence (NIPE)
which has a man-
date to train over

two years. All

of the top 15 Indian BPO firms are likely to
join the initiative. Lathika Pai, co-founder of
B2K, has just set up a BPO training outfit called
Fides Global Consultants.

IGNOU will soon start offering, in alliance
with Accenture, a diploma course to train stu-
dents for jobs in the BPO industry.

Som Mittal, president, Nasscom, says BPO
has migrated from vanilla tech support serv-
ices to supply chain and high-end analytics;
so0 industry needs people with vertical knowl-
edge in insurance, supply chain and retail.

“The world over, even undergrad level peo-
ple are trained for vocation. In India, on the
contrary, even graduates are confused about
what career to take up. People are increasing-
ly realising that BPO is a serious career and

offers limitless growth opportunity. It’s high
time our academia revised the curricula and
syllabi to include BPO courses,” said Mittal.
Ashish Basu, president of new business in-
cubation at NIIT, said NIPE will open 200 BPO
training centres in three years. Each of these
centres will have 10 to 12 faculty members.
IGNOU will offer BPO courses to support
practices in finance and accounting, insur-
ance, banking, HR sourcing and category man-
agement, customer contact services, health-
care, pharma, engineering services and equi-
ty research. “The BPO industry needs experts
in areas like finance and legal matters. We are
today forced sometimes to depend on college
dropouts or 10th/12th pass people,” says Rin-
cy Roosevelt of Sunbelt Business Solution.



