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PrabandhNagar,OffSitapurRoad,Lucknow.226013Phone:(0522)2136285;2136284,2136282

Fax:(0522)2134026,2134025E.mail:mdpoffice@iiml.ac.inWebsite:www.iiml.ac.in
UNITB3-

QENEaAL4MANAGEMENTPROGAANME
.', ProgrammeDir'ector:Prof.ArchanaShukla

February 1-12,2010 Venue: Lucknow
OBJECTIVES: The programmeis intended to: .Orient participantsabout the emerging Indian
andintemationalbusinessenvironment.Providea basicunderstandingof the managerial
systems and processes. Provide basic functional inputs - accounting and finance, decision
sciences,1)rganiiationalbehavior,humanresourcesmanagement,communicationskills,
marketing,strategy,informationtechnoJogy.andbusiness'environment.Familiarizeparticipants
with requisiteanalyticaltoolsandtechniques.

EFFECTIVE.COMMUNICATIO~l '°:'"
MANAGE(lIALSUCCES$

.Programme DireCtor: Prof. Neerja Pande
February2-4,2010 Venue:Noida

OBJECTIVES: Upon completion of .this course, participal)tsshoukl be able to: .Demonstrate
improvedinterpersonalandgroupcommunicationskills. Designandcommunicateeffective
form~1and informalmessages. Makean effectivebusinesspresentationwith appropriate
!11ediasupport.Demonstrateimprovedpersuasionandinfluencingskillsfor betternegotiations.Developsensitivityto CrossCulturalCommunication", - .

EMPLOYEE SELECTION AND
ASSESSMENTTECHNIOUES

Programme Directors: Prof. Ajay Singh &Prof: punam Sahgal
. February3-5,2010 Venue:Noida

OBJECTIVES:.Tofamiliarizeparticipantswiththe relevanttoolsandtechniquesof employee
selectionandassessment,andtheir suitableapplicability..To understandthe processof
assessingjob requirementsandmatchingit with candidates'competencies..To develop
requiredskillsfor conductingeffectiveselectionprocedures.

HEDGINGWITH DERIVATrVES ~'J ~

CORPORATE MANAGERS
Programme Director: Prof. A Vinay Kumar

February 8-10,2010 Venue: Lucknow
OBJECTIVES:The programmeintendsto providea basicunderstandingof derivativeinstruments
in various marketssuch as equities, currenciesand interest rate markets. It.aims to provide an
understandingof the pricing methods of these instruments and would provide the insights on
application of the derivatives instruments to solve hedging problems.

. ADVANCED DATA ANALYS1S Fnf~
MARKETINGDECISiO,NS

Programme Director: Prof. Satyabhusan Dash
February 8-12, 2010 Venue:Lucknow

.OBJECTIVES: Toprovidemarketingmanagersandotherusersof marketingresearch,from
various industriesthe tools to understandcommonlyused qualitativeand quantitativemarketing,
researchtechniques, and help them to gilln a better understandingof appropriate techniques
thatwouldaid marketingdecisions. .

PROJECT MANAGEMENT
Programme Directors: Prof. K N Singh & Prof. Sushi! Kumar

February 8-12, 2010 Venue: Lucknow
OBJECTIVES:Project management involves understanding the cause-effect relationships
and interactions among the socia-technicaldimensionsof projects. Participantsare expected
to have improved competencies in these dimensions upon completion of this programme,
which,will enhance their competitive edge. The programme would provioe complete and
thorough instructions in the basic principles and the current methods of project management
along with the exposure to the project managementsQftware.

For detailed brochure please contact: ProgrammeManager
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desperate plea of a candidate
on the forum of an MBAre-
sourcewebsite.Withinminutes,
she got a dozen replies from
those who facedthe same prob-
lem and otherswho assuredthat
she would get a ,chance to re-
appear.

This candidate is among
thousandsofyoung peoplewho
are increasingly joining MBA
resource websites to connect
with peers and get regular up-
.dates to the academic pro-
grammes and careers they are
interested in. On their part, the
websites have seen the oppor-
tunities that lie in tapping the
growing market of internet-
friendly users and are mak-
ing plans to expand their prod-
uct offerihgs.

Take for instance, PaGaL-
GuY.com,a website started by
AllwynAgnel,a youngMBAas-
pirant in 2002.Agnelstartedthe
website to fulfill his need to
interact with like-mindedpeo-
pIe on academics. Today, the
websitehas closeto 360,000reg-
istered users and over 500,000
uniquevisitorsper month.From
being a forum-centric website,
PaGaLGuYhas now diversified
to variousfeatures likeB-school torials, quizzes and contests."
ranking, PaGaLGuYApply - Some B-schools sell their en-
which is a single-point appli- trance forms through the web-
cation system to apply to over site. PaGaLGuY cites SP Jain
70Indian B-schools,an on-line Dubai, XLRISingapore, IMS
store for B-school forms, test Learning Resources, Career
preparation material, SMS Launcher,Symbiosis,Appleand
alerts, test paper prep and e- Hewlett Packard as its clients.
books. With the popularity of For those starting MBAfo-
its brand, the website has also cused websites, the most at-
started selling its own mer- tractive factor is that very little
chandise like t-shirts. . investment is tequired initial-

Apurv Pandit, chief editor ly.Satwinder SinghSaiIIlbi,co-
of PaGaLGuY-saysthe website "'founder, MBAUniverse.com"
functions on a simple revenue says his portal was set up with
model. "Wehave an advertise- an initial investment of Rs 2
ment-driven revenue,:model. crore. The website includes
Our main advert~~;~s are B- news, viewsand developments
schools and ITconiji!i1)ieswho from campuses across India
are regulars on,ourwebsite.We and abroad.
offer optiOJlS like banners, MBAUniverse has a regis-
n&'fsletters,z.direct mail adver- terec;!,base of 400,090 sub-
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tion for~1\~ntranc~'~xams ~

like CAT,Fl\i$, XA1;;~ET, .
NMAT, MATaxnong QtheOi.

TestFuAda.c°W-, start~a in
July ?008"js, ?ne, af19n~lfew
webslt~swhpse ~ore BU~I1ess

, model}sf6cuse4on h~IPWgas-
pirants prepare for ent~a*e .
tests like CAT,XAT,FMS, SNAP,
among others. The website has
over, 130,000 reiisteredus~r~i
afiq has tie "up.swith. vflrid.1}s.
cdaching;iristitute~ tq provjde
its' studymate.pal,!t()'studen~;

To retain sfudents, the web-
site geates personalised study
ghidest~revis~ }'I,'eaktopics, .

",Qreates p~p~naU$ed;p?~t ~~;:,.
sessment tests to str~ngtMrt' '.~

,.concepts (;\IldQrgaI,1,isesvi<!~ps
, and contact semiliarsthilr pro-

vide guidance on how to face,
thegroup.diSeussion and per- .
sonal interview stage.

"Education has been a.high
growth area for a while now. -
Moreimportantly,wefinnlybe-
lieve that internet will have
an i~creasing impact on how
education is delivered and on
how people learn. The online
medium provides great oppot'- .
tunity for interactivity, inune- ;

diate feedback, iillduser-guid-
ed contextuallearning;"'said a
spokesperson for TestFunda.

1YPically,these websitesare
headed by holders of manage-

.ment degrees from reputed in-
. stitutes who are able to em-

scribers.Someofthese are reg- lowcost. MBAUniverse,for in- pathise better with the needs
istered for freewhileothers are stance, markets itself through of the MBAstudent commu-
paid. The website generates its promotions on the internet and nity. Allwyn Agnel of Pa0aL-
revenues offline as well. It tie-ups and allianceswith lead- Guyis an MBAfrom Wharton,
comesoutwitha bi-annualbook ing media companies to pro" while TestFunda has a man-
for MBAaspirants and organ- motejoint initiatives.The web- agement team 6f five IIT-IIM
ises educationalseminars,fairs site has had associations with graduates. .
and facilitatesform sales for B- leadinginstituteslikeIIMs,IITs, Most of these websites are
schools. XLRl, FMS, IIfl, and institu- in the process of expanding

"Underthe newdevelopment tions likeClI,FlCCI,AlMA,AT- their portfolio and expect in-
of computer-based testing for MA,TiE. temal accrua.lsto be sufficient
the test prep dOIWiin,MBAU- Initially s,ta,r,t~das,~fQ~m for their financialneedsat pres-
niverse.comwillintroducesome to interact with peers, some ent. However, at a later stage,
interestingconceptsfor the test. ",ofthesewebsites'have'gone'on ".'theydollOfrule'outprivate'eqc "..
prep companies and the MBA to branch into test preparation, uityor angelfunding. 'We have
aspirants," said SaiIIlbi. whichhas grownveryfast, due been in talks with Vice Chair-

Sincemostofthesewebsites to increasing number of stu- man's for quite sometime now
functionon self-generatingrev- dents vying for a seat atthe In- but to attract funding on needs
~nues, there is care to see that dian Institutes of Management to reach a certain level to jus-
the brand is marketed through (IIMs).According to latest es- tify the business model.Weare
various social tools w~ch are timates; the test prep indus- in the process of doing that,"
avail~Jr..either.forz.ero.orveIY-..tr..vfol:.MBA.medical and en- savs Pandit .

Most of these websites function on self-generating revenues. The focus is on marketing
the brand t~rough social tools which are available either at zero or very low
cost.BSFILEPHOTO
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': .tadhrisSiollswil!~peil!-yed:~
i'" m~d~C~Tconwu~r-q~.flfor
".the fWt'time this year and any
: transition from one format to

the other for the first time al-
\VaY1;>has a few glitches. Al-
though If~l the test couldhave
been handled more profes-
sionally and perhaps sanitisa-
tion of the system ~ould have
been ensured to avoid the
mishap. However, what mat-

; ters now iswhether the test was

""

fair without diluting the stan-
dards.

Could.this impact the
admission criteria?
The CAT fiasco would not af-
fect the admissions as we de-
pend on fair scores. Also, our
group discussions and person-
al interview processes are rig-
orous enough to ensure de-
serving'candidates do not suf-
fer.,Our admissions as always,
will be merit-based. If some can-
didate says it is unfair and
moves the court, we would have
to wait for the court's verdict.
We increased the intake ip.our
flags~p PGP programme to 300
stu<ientsfrom the academic ses-
sion 2009.

Youare in an expansion
mode. Are you'looking at

having a campus abroad?
We are acquiring more land
for expanding our existing
campus. There is water short-
age here and therefore we are
looking at cultivating water
on the new grounds to pare
the shortage. Weare building
a 200-room facility for ex-
ecutives so that they.can avail
residential programmes in our
campus. This would also help
us run two to three executive
programroes simultaneously.
We are not looking at an in~
ternational campus immedj.
ately but to have overseas coP-
laborations for knowledge
sharing in executiveeduca:
tion. '.1

"

Which destinations are you tar:'
geting? ~.,

We are looking at Singapore;
Dubai, North America and J;:ti=
rope for collaborations in ex'"
ecutive education space. Wf!
are also looking at interna-
tional accreditations and tHe

first one should happen with\!
in the next one year. Our tat'~
get is to set up centres of e){"
cellence, in areas like lea<f-l

ership development, corporat~
governance, among others. We
currently have a centre of ex-
cellence which mentors aritf

develops underprivileged stu':
dents, who are engineers, iI))1
way so that they get absorb

~
e

,

d

in IIMs or get job with. cor~ .
porates.

............................................................................



'[STUDENT'SCORNER]
'"

ust week, we asked:
Will it make sense if online
CATis'scrapped this year,
an~ taken as a pencil-and
pa~er test"?Can the IIMs

, ju&tifyit?

'1'110 BEST RESPONSE TIllS
WEEK

n.VVhen you purchase a
t, branded product, you expect

a value return and if you are
I .not satisfiedyouare offered

a replacement, same way
IIMs hold a brapd and there
is anguish and frustration
among students those who
had toiled hard for past 1-2
years. The number of stu-
dents affected by comput-
er glitches has risen to

I 20,000. If the llMs could con-
duct a re-test in 2003 when

the CATpaper leaked, why
can't it be done this time?
The brand value will not get
diluted if IIMs go for paper
pencil test this year again,
but it it will if doesn't con-
duct retest.

. .,;,.,,!,MayurParvani,

InsrltjJ~oftedmology and
,..Mihagement,Chennai

I!IIMs hurried their way to
make the CATexams com-
puter-based. Just tying up
with Prometric doesn't guar-
antee success! IlMs must
have taken the'ground re-
alities including the ro-
bustness' of infrastructure
into consideration. CAT
2009 was a fiasco, but this
does not end the futur€
prospects of online CATex-
am. lIM's would have to

look into every possible de- and cutoffs and thereby, at-
tail for future success of on- tempted the paper in a bet-
line CAT. ter way.

- PoornaSridharan,
Instituteof Technologyand

Management,Chennai

-ManavGupta,
NationalInstituteof Technology,

Allahabad

/ I

. Ivmak~~.~!l..sensefor DearStudents,. I
IIMs to r:econauct CAT in Yourresponses shplild reach I
paper aHd pencifformat. us by Friqay e"en:in:gevery
The conterns are the lack week. plhse avoid attach-
of uniformity in questions mentsand email us your full.
sets with questions getting name, institute's name, y~m;
repeated on subsequent batch, and complete.mail-
days and variation in time ing address for y~ur entries .,
that each student got to ".to be accepted.Thestudent I
solve the paper due to tech- who givesthe 'BestResponse' ;
nical faults. The students will be awarded Rs 500. ,
who gave CATduring the '. . . . ,I

)~st4~Ys of the to d.ayi.win~,"NEXT\WEEK's.QUESTION:"I
.dow'had an edge over those Has the banking and- i
who gave it on first or sec- financial sector lost its .
onc\d.ay as they had a bet- status as'anemployer of .
ter idea of expected pattern choice? 1
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