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Hello Friends,

Wish you a very happy New Year 2010. Hope that all you have
wished for would come true in this New Year.

With the advent of the New Year, IBSAF World  will be entering
into its 4th year. It seems unbelievable that time passes by so fast.
We have come a long way and it could not have been possible
without your support and cooperation. Still, there is a long road
ahead and we have big plans for the forthcoming iss ues of your
magazine. We hope and expect that your support and
encouragement would be with us as it was in the pas t.

The annual issue for 2010 would be dedicated to the  members of the
IBS Alumni fraternity who have taken the challengin g path of
entrepreneurship. So, all you entrepreneurs out the re, get in touch
with the IBSAF chapter near you for getting feature d.

The IBSAF World  has been buzzing with activity with all the
events and activities going on in full swing. The 2 8th  Board of
Governors meeting is scheduled in January and we lo ok forward to
our board giving us the necessary advice and direct ion for taking
IBSAF to newer heights.

IBS has started preparations for the two of its mos t important
processes. One is the IBS Admissions 2010; which is scheduled for
the month of February 2010. As in the last two year s, we look
forward to the support and cooperation from our mem bers in
selecting some of the best talent from across the c ountry. Our
members have always shown interest when the well-be ing and
growth of IBS comes into the picture. They have ded icated their
time for all important events at IBS despite the bu sy schedules and
deadlines they face each day.

During the process of preparing and grooming the st udents for
the upcoming placement season, the alumni members t ook keen
interest and dedicated their time on weekends to he lp students
be fully prepared to face interviews and group disc ussions. This
is an ongoing process and we are overwhelmed by the
commitment and enthusiasm that the members have sho wn.
Thanks a ton to all of you.

Looking forward to your continued support.

Wish you a very happy New Year again and a very hap py birthday
to all those who are celebrating their birthdays in  January.

Harsh Bhargava
ibsafworld@ibsaf.org
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H aritima started her career
with SBI Life Insurance
in Mumbai, then moved

to Standard Chartered Bank in
Jaipur to stay close to her family.
After a stint of 2 years with the
bank, she has recently shifted to
TATA AIG Life Insurance.
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Journey with IBS, was an erudite
enrichment, full of learning and
growth. It was an exciting episode of
my life, which, not only brought me
to the threshold of professionalism,
but honed and developed my skillsÐ
preparing me to face the challenges
ahead. One biggest takeaway I had
from this tenure, was learning about
people management in a personal
and semi-professional environment,
which has been helping me since
then. The influence of my mentors,
teachers and friends I met at IBS, is
everlasting.

0&# 12).3&'4# *"5# 0&# 6*--7

I do believe this is the mystical key
to a perfect life. Life is too short to
complain, live it to the fullest and to
your satisfaction.

$8-2.%*"%# %2# 9&&-# 2"&:3
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Initially, I was not very proficient in
handling stressful situations at
work and dealt with them in a
haphazard manner. However, with
the passage of time, I learned that
keeping cool is very important,

which helps in maintaining a
rational approach, fostering quick
and accurate decision making. It is
imperative to look for solutions to
the problems in such situations ± a
learning I manifested from my
mentor and manager, Pawan
Hemrajani at Tata AIG.
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n Attitude is the most important

ingredient of success but has to
be supplemented with aptitude,
which has to be duly identified
and productively exploited.

n Honesty is indeed the best
policy and it always pays off.

n Commitment is one virtue,
which helps you in scaling the
heights of your ambition.

n Whether I recall Khalil
Gibran's version or Rhonda
Bryan's positive thinking
portrayal in secrets or consider
real life experience, I find that
Law of attraction does work. If
you really want something, you
really need to desire for it and
focus all your senses and your
mental state towards it. There
would be certain causality by
virtue of this focus and a
natural force would guide your
request to you.
Choose your friends well, as

they are a great influence in our
lives, may be just next to our
parents and teachers.
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family and career. You have to
work very hard to grow and also
stand by your family. So best is to
give your BEST wherever you are.
In office, be honest to your work
and never bring your office
tensions home. But when such a
situation arises, I spend extra time
or weekends at office, and my wife,
Reena, understands my situation
and extends her full support. As I
work on the computer for a long
time, so to be fit, I try to maintain
some routine as morning and
evening walk.

=.7># =.7># =.7# !?*/"
When time is not in your favor and
nothing is going well, then stop
looking at others and dont feel
depressed. Keep on trying;
definitely a day will come when the
crown will be on your head.

$8-2.%*"(&# 24# @&%<2.9/"?
Course curriculum and way of
teaching at IBS is excellent. What

A"&# %B/"?# $# .&8&8C&.# *C2)%
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My two years at IBS were one of the
most memorable times of my life. The
learning at IBS contributed a lot in
enhancing my skills. As an Engineer
I was equipped mainly with technical
skills. But at IBS I had an  all-round
development. There I learnt
management skills, marketing skills,
finance, operations, presentation,
analyzing, decision-making skills and
much more.

From the very first day, I was
very much impressed by my
teachers and their way of teaching.
The courseware and case study-
based study approach are really
remarkable and have benefited me
a lot. Even now, I refer to my study
material.

Also we were exposed to so many
events and extra-curricular
activities. Participation in every
event, directly or indirectly, helped
me a lot and gave the confidence to
grow. I still remember the Blitzkrieg-
06 at IBS-G campus, when Pankaj
Sarin and I won the 1 st Prize in IT
Quiz, defeating contestents from
the FMS and other premier
management institutes.

Another thing, which I still
remember about IBS, is the pressure
it used to create on us by giving
numerous assignments, case studies
and presentations. Now I am
confident enough to handle multiple
tasks at a particular point of time,
efficient enough to deliver my
projects in committed time deadlines.

;&332"3
Always be open for new learning,
Hard work always pays, share your
learning, never keep too high
expectations. Be optimistic and
dedicated towards your work.

E/F&# 12).# 0+D=
In the current scenario, it has
become a challenge for an
individual to manage both the

it can add on is, create a healthier
platform for students to get in
touch with their alumni in their
domain, so that students can get
the real picture and guidance, to
enter a particular industry.

@2%B/"?#G&"5/"?
I never like to keep my work
pending. If I feel that my work will
get over if I sit and work for some
extra time, then I prefer to finish it
so that I can spend tension free,
quality time with my family.

H!$=6
n Always be motivated, optimistic

and have faith in yourself.
Never allow negative feelings to
enter. Believe in yourself. Say,
Yes I can do it! and your 90%
work is done here itself.
Past has gone; you can't do

anything about it now. But future
is right here, whatever you have
missed, achieve it now. Think, Plan
and Execute.

.$%)'($/*'0**,"
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I think its all in the mind. Yes, I do have some ti ght
and pressing deadlines almost on all the projects
but losing my calm will only worsen matters. I
think, charting a proper work plan helps a lot. I
personally believe in dividing the work in sections
and allotting time-to-be-spent on every section.
This ensures that I'm on the track right from the
start and also helps me in monitoring my progress.
Planning my work gives me enough of a buffer and,
hence, makes sure that I have a balanced work and

home life.

DB2--/"?I# %B&# C/??&3%
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For me, like any other girl,
shopping is the biggest stress
buster. If not shopping, then I'm
either sleeping or watching a
movie at home. My friends are a
good set of like-minded people and
often catch up during leisure
hours. ªAlways do your best and
God will do the restº is what I
firmly believe in. I like to be good
at my work and let that alone help
me in going forward. Also, I don't
blindly trust people.

$0D# B2"&5# 87# -&.32"*'/%7
IBS helped me in honing my
academic skills and overall
personality. IBS taught me how to
handle pressure situations and,
most importantly, the right way to
look at things. Here I would like to
thank all my teachers at IBS who
helped me on the same. I like
IBSAF World as a medium for me
to say a very special Thank You to
Prof. Manjaree Pant, Prof. Saji

Kumar and Prof. Toby Mammen.

J.&*83
I want to start a venture of my own and would like to
contribute to the society. I am interested in teach ing
slum children or contributing to their development in
any other form. Also, if possible, I would like to work
towards cleaning our political system and take our
country forward.
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R ecruited by Indiabulls
Securities Limited from
the campus as a

Relationship Manager,
Dasaradharam reached the position
of a Branch Manager within a span of
a year. He has been visiting IBS
Chennai for recruitments. In
November 2008, Dasaradharam
shifted to India Infoline as a Territory
Manager.

Born in a middle-class family
in Khammam, his father (Mr. B
Nageswara Rao) is a Telugu
pandit who retired in 2005. His
mother (Mrs. B Lakshmi Kumari)
is also in the teaching profession.
She retired as a headmistress in
the year 2007. She was given the
task of improving the literacy rate

of females in vil lages around
Guntur. She has done it with
utmost dedication and has bagged
several awards for her success.
ªMy mother is my role model; the
values she has instilled in me and
her continuous efforts to make me
travel on the right path has made
me whatever I am todayº says
Dasaradharam.

$0D# 8*9&3# 8&# -.2)5
When I look back at the two years I
spent at IBS, it's hard to believe
that four long years have passed by.
All the memories of the classes,
presentations, parties and the
enthusiasm of the faculty members
to make us learn the practical
aspects of the subject are still very

much fresh in my mind. I visit IBS
campus every year for
recruitments. Every time a proud
feeling touches me and I say, ªYes, I
am also from the same institution.º
Apart from the academic learning
and practical exposure, at IBS, you
get to meet people from all over
India, learn their culture and
language, which makes the
experience of two years more
fabulous.

;&*."/"?# 4.28# *''# D/%)*%/2"3
The initial one year of my job I
faced a lot of pressure balancing
work and family. Since my profile
is directly affected by stock market
movements and changes in the
economy, it's natural that we have
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moments of pressure. But I took it
as an experience and learned from
each and every situation I came
across. Once you come to a
position of people management,
the quality of work you do and the
quality of pressure you get
changes immensely, which is why I
enjoy every day of my professional
life. Talking about de-stressing, I
love to play snooker. I was a
runner-up in the state tournament
conducted at Century Club,
Visakhapatnam. Travelling and
music are my best stress busters.
Goa is my favorite holiday
destination.

J.&*83
One day I will definitely become an
entrepreneur. It requires a lot of
groundwork, financial backing

and a lot of time to begin with. I
have got a couple of ideas, which I
have started working on to reach
my long-term goal. My short-term
goal is to be in the top line of
management in India Infoline in
the next five years.

A"&# /8-2.%*"%# 8&33*?&
On my recent visit to the campus,
I was surprised to see people
scared of the word `sales'. Please
don't take the word in the wrong
sense, being an MBA your life
starts with selling yourself. Most
of the CEOs and Chairmen have
started their life in sales, if not
they would have worked hard to
build their brand, again which is
a part of sales.

Free video courses from leading universities
The latest campus revolutionaries are the so-called
edupunks Ð and their mission is to break up the ivo ry
tower so everyone can pile into the classroom. MIT was the
first university to heed the edupunk call: it start ed posting
syllabi, course notes and videotaped lectures on
ocw.mit.edu back in 2001. Harvard, Berkeley, Yale,
Princeton and Stanford soon followed suit, with the ir own
schemes for posting videos of their most popular co urses.
Now Academic Earth aggregates all this material so you
can audit classes from the comfort of your computer .

In the history of photography, the leap from film t o digital
was a breakthrough as profound as the move from bla ck-
and-white to color. Photosynth is the first photo s ite that
really capitalizes on that shift, with a new way to  look at
pictures. Instead of arranging photos in a traditio nal
album, the site finds relationships among pictures and
digitally composites them to create an immersive 3- D
photo environment called a ªsynth.º

Hooray for you!

Get High Now is a science site disguised as mind-
expansion. There are 40 audio and visual illusions (or, if
you must, `hallucinations') to be experienced and, after
reading about the brain science that explains them.  Risset
rhythms seem to get faster and faster, yet not if y ou time
them by tapping your foot. Shepard tones get higher  and
higher (or lower and lower) yet never change key. B inaural
beats and theta-wave synchronizations make you feel
different Ð and you're not just imagining things; t he
changes they induce can be seen with fMRI. And then ,
there's the highly intoxicating chronosynclastic
infundibulum, which remains a mystery to science.
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Married to Richa, an HR
professional in Bangalore, for 2
years now. Family and work
balance has been the greatest
challenge, more so after tying the
wedding knot! Every New Year
resolution religiously includes a
Saturday and Sunday off, only for
the family.

$5&*# 24# '&/3).&
A break with family and an outing
to wildlife treks and discovering
new eco-tourism locations.

=B/"?3# $# ;2F&# *C2)%# 87# L2C
The diversity ± be it sectors
(uranium to solid waste to real estate
to airports) or nature of clients.
Being in management consulting,
every day has a new assignment/job
and every assignment brings new
challenges and learning.

=B/"?3# $# 52":%# '/9&# *C2)%# 87
L2C
Managing work-life balance
pressures; sometimes do miss a
routine job of banking and process-
based services.
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Who could have imagined
that Twitter will unfold
into a powerful

marketing tool? Apart from being a
social network, it has eventually
evolved as a marketing platform.
Businesses and users can showcase
their products and services to their
followers and draw their interest.

You must possess a thorough
understanding of your product
and identify a set of audience who
might like to follow you on
Twitter. However, there would be
times when you choose to start
following people. Care must be
taken when you intend to do so.
You must not follow anyone. This
might not help the cause of

promoting a product or service.
Only a set of audience who might
be interested in your niche are the
potential audience. You should
often socialize with your followers
and tweet on their posts. It is a
myth that more the number of
followers you have, more money
you will make online by selling
your products and services. To be
honest this approach is like
finding a needle in a hay stack. You
never know who could be your
potential audience base. Since the
number of followers is huge, the
chances of a maiden marketing
campaign automatically
diminishes as you don't even know
if they are your right segment.

While micro blogging on twitter,
ensure that you don't end up
spamming the tweets with
business-related posts. Therefore,
tweet often but do not tweet too
much of the same kind. People are
accessing it to socialize and not
always looking to trade with you.

Each time you inform your
followers about an update on your
services, make sure it is informative
and creates a value proposition for
them. They might wish to contact
you, so does that mean you share
your personal details ± phone
number, address in tweets? No, this
could be the biggest mistake you
could ever commit online. You are a
businessman, so sound more
professional by placing a link to
your official website. Don't get too
personal with online customers too
quickly. As in conventional
business, first understand their
needs, analyze if your product can
fit their expectation landscape and
then try to pitch in.

Be simple ± that's the mantra of
becoming a successful marketer on
Twitter. Don't fool or scam your
followers. You could be easily
reported and banned from
accessing Twitter. Manage your
business and marketing campaigns
in the righteous manner and you
will prevail.

!"#$%&'(")
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Pankaj Sarin, IBS Gurgaon
(’07) is working as BPM
Consultant with Mahindra Satyam,
Chennai. He can be reached at
sarin.pankaj@gmail.com
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Nothing is comparable to the preciousness of human
blood. In spite of the rapid and remarkable
conquests of medical science today, there is no
factory that manufactures blood. It is only in huma n
beings that human blood is made and circulated. For
those who require blood to save their lives, sharin g
from other fellows is the only means. So, voluntary
blood donation is the only way of accumulating
blood at safe storage to meet emergency
requirements for saving lives. Scarcity of blood ma y
cost lives. Hence, the importance of blood donation
is tremendous. This is one of the greatest gifts on e
can do for the mankind. Voluntary blood donors are
saviors of mankind. If someone really loves oneself
and other fellow beings, one way to express it is t o
donate blood voluntarily.

IBS - Nagpur, a leading business school of the
city, organized JEEVAN PRAVAH, a blood donation
camp on October 12, 2009 at 3.00 pm at its campus
located in MIDC Industrial Area. The blood
donation camp was inaugurated by Mr. Rajesh
Kalla, General Manager (Corporate), PIX
Transmissions Limited, Nagpur. Dr. J K Nandi,
Associate Dean, IBS Nagpur, welcomed the guests
and invitees. In his opening address, Dr. Nandi
elaborated on the Corporate Social Responsibility
(CSR) philosophy of IBS and the special initiatives
undertaken by IBS-Nagpur in this regard. The fact
that thousands of lives are lost each year for want  of
blood was highlighted by him. He also encouraged
students to donate blood and save life.

Mr. Rajesh Kalla, the Chief Guest, underscored
the importance of blood donation in India. He laude d
the efforts of IBS-Nagpur to bring about a positive
change in the attitude of the people of the city by
organizing such a program. Everyone should
inculcate the habit of helping others as good deeds
beget good deeds, he felt. In his speech, he said IBS is
not only in the process of developing good and able
managers, it is also developing good, able and
responsible citizens.

JEEVAN PRAVAH was received well by
enthusiastic participants from leading business
schools and other professional institutions of
Nagpur, who turned up to actively participate in th e
program, apart from the students and staff of IBS-
Nagpur. The program was anchored by Mr. Bharat
and Ms. Divya, students of IBS-Nagpur. A vote of
thanks was proposed by Mr. Sopan Gadgil, student
IBS-Nagpur.

Dignitaries on
the dais  ± (L-R)
Mr. Rajesh Kalla
General
Manager, PIX
Transmissions
Limited and
Dr. J K Nandi,
Associate Dean,
IBS - Nagpur.

A bright
start ±
Mr Rajesh
Kalla the
Chief Guest
lighting the
Ceremonial
Lamp

Addressing the
gathering on the
occasion ± Mr. Rajesh
Kalla the Chief Guest
addressing the
gathering.

Inaugurating
`JEEVAN
PRAVAH' 2009:
Chief Guest
Mr. Rajesh Kalla
cutting the
ribbon.

Blood
Donation
Camp in
progress  ±
Enthusiastic
participants
donating blood.
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IBS-Nagpur organized an
`Outbound Training
Program' to understand
the group dynamics for
the batch of 2010 and
2011. MBA students of the
Institute visited
Navegaon Dam and
National park on
November 11, 2009 and
participated in team
activities, like ªmake your
hutº and ªfollow the
leaderº. With ªmake your
hutº, they learned to
become aware of resources
available and to mobilize
them creatively, to identify
and deal with issues
related to quality, while
working in a group, and
to overcome obstacles.

And with the activity ªfollow the
leaderº, they learned to be patient
with others while performing in a
group, to conform to the rules of
group and respond to the demand of
others and to assume or take up
responsibility as a group member.

ªThese outbound activities are
useful to bring the best out of the
students and to encourage them to
be positive and creative in their
lifeº, suggested Dr. JK Nandi,
Associate Dean, IBS-Nagpur. Prof.
Shailesh Kediya, the tour in-
charge, informed that the program
has explored the hidden potential of
the students in the natural
surroundings.

The program elicited good
response from the students, faculty
and staff.

Students team:
During the activity
“Make your hut”
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Marriage: ªI am the harbinger of
happiness.º

Definitely, strong growth
outlook; leveraging the IT platform
are the mushrooming matrimony
marts. ªI am an innocent divorcee
looking for a never married, who
can take care of me and my
dentures.º ªIt is not negotiable.º

Divorce: ªUh, umm¼ well¼
funny?º

Marriage: This year the institution
has grown by 40% vis-#-vis last
year's 25%. More and more people
vouch for me, seven lakh thirty
four thousand more couples have
joined.

The Return on Engagement
(ROE) has shown a sharp increase
this year.

ªThat's good isn't?º affirmed
Marriage.

ªHey, Marriage!º It's good news
for me, confirmed Divorce.

ªHow can that be good?º yelled
Marriage.

After all, they are my potential
customers, snapped Divorce.

Divorce: ªEverybody should get
married, after all, happiness is not
the only thing in life.º

Last couple of years, the
turnout was hovering around eight
thousand; this year the customer
base has crossed the thirty
thousand mark. I was struggling to
break even, this year it has been
bumper `Break-ups'.

ªOh, I'm so relieved!º gushed
Divorce.

ªHuh?º cried Marriage. ªYou
are?º

I am excited about the
westernization trend. Look, I have
become a fashion statement in the
community corridors, said Divorce.

Globalization has been a boon
for me, but the concern is the
United Partners Alliance (UPA)
government, they are inclined
towards your institution,
accelerating the reform process.

The National Divorce Alliance
(NDA) government did accelerate
the reverse process, fostering
inflow of FCI.

FCI?, quipped Marriage.

It is derivative of FDI, and FCI
stands for Foreign Cultural
Invasion.

ªHuh huh.º

ªIrony of life, one should sit
down and find out where one
stands.º

Look, who should be excited,
sighed Marriage.

I was going through the
recently published report titled
ªFuture Prospects of Marriage º by
Traditional Consulting Group
(TCG).

They have some interesting
findings, it's encouraging for me,
said Marriage.

72% of the respondents said
marriages are made in Heaven, and
they have a strong faith in my
institution.

ªOh, I'm so relieved!º gushed
Marriage.

ªHuh?º cried Divorce. ªYou
are?º

So, are lightening and
thunders, quipped Divorce.

And life becomes hell soon
after¼

Nihar Pradhan, IBS Hyderabad (’00)
is the Founder and Managing Director of
NRP Consulting at Hyderabad.

Reach him at nrp_in@yahoo.com
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ªHuh! I don't want to counter!º
growled Marriage.

Jokes apart, the report warns a
subtle wave simmering the
relationship market. Quasi un-
institutional players like ªFlexi-
Marriageº to ªConvenience-
Marriageº have started fluttering
the institutional market.

ªIt's strange,º said Divorce,
scratching his head.

These are reflecting the
intensity of dubious fire, flaming
the sacrosanct institution of
marriage.

ªIt's a serious affairº¼,
moaned Marriage.

ªReally?º added Divorce.

ªThese are disturbing trends!º
grumbled Marriage.

ªWell, yesº, responded Divorce.

I happened to scan the report on
ªBreak-up Prospects and Openings
(BPO)º published by Modern
Research Group (MRG). I have
been equated to the BPO of IT
industry, proudly pronounced
Divorce.

ªOh!º shrieked Marriage.
ªYou're scaring me now.º

The market analysts have
spotted a new evolving concept,
threatening to revolutionize the
relationship institutions.

This new phenomenon is being
referred to as ªLiving Togetherº.

ªLiving Togetherº is gaining
prejudiced preferences in the
relationship market.

ªSo what?º

Marriage hissed indignantly,
ªRubbish!º

Historically, people have been
living together in my institution,
and in every other sphere of the
world.

ªOh, yeah,º giggled Divorce.

My dear friend, you are
mistaken, here exists the finer
distinction.

Yeah, people have been living
together as a family, as a friend
circle and as a community;
further elucidation would state
that people have been living as
brother and sister, father and
mother, and, of course, as
husband and wife.

But living together as husband
and wife without the ceremonious
tag of marriage is paraphrased as
ªLiving Togetherº. It has the
potential to squarely threaten our
markets.

ªWhat will happen to all of us?º
groaned crooned Marriage.

It's imperative; we need to form
a consortium, to counter the new
threat to our institutions.

ªI'm getting scared,º wailed
Divorce.

Why should they evade my
institution? quipped Marriage.

ªIncreasing career disorientation
to mobility of misplaced job, are
threatening the prospects of your
traditional institutionº, Divorce
replied patiently.

Marriage nodded in agreement.

Divorce: I was getting feedbacks
from my clients, they say pre and
post-divorce crafts a depression
cycle, personal emotional turmoil
to professional performance
turbulence, leading to impenetrable
paranoid resulting in deep
depression.

ªIt's cryptic!º exclaimed
Marriage.

ªPhew!º I'm glad I'm not you!º

ªCynical!º yelled Divorce.

They say, why at all get
admitted to your institution.

Marriage: Coining in a single word,
I am synonymous with a `sweet
dream' and you get sidelined as
`nightmare'.

ªOoh! Listen to her,º cried
Divorce.

Divorce: In fact this year, I am
budgeting 15% of my profit towards

brand building, to dispel the myth
associated with my institution.

I am planning to introduce new
advertisements, to smoothen the
sudden and glaring loss of marital
status.

Punchline¼ ªMarital Loss is
not Hair Loss, better without
re-gainº

Phantom inflictions of
segregation make prospective
customers restless and relentless; a
new service with third-party
intervention, providing vital tips
and value training, for weathering
post break-up challenges and
opportunities, will be introduced.

ªDon't do it!º yelled Marriage.
ªIt isn't right.º

Marriage: The institution of
marriage with it 's stated and
unstated rules has brought about
a semblance of orderliness, in the
otherwise chaotic society. Couples
entering my institution have
successfully produced, to prevent
mankind from becoming an
endangered species.

ªWoman is incomplete
without a man, and legally they
have to negotiate through my
institution.º

After all, ªMan is a part of Wo-
man.º

Divorce: Lackluster emotional
satisfaction to lackadaisical
physical compatibility, germinates
the cleavages in the holy alliance,
nurturing an unholy alliance is a
misery to life; I am the panacea.

ªBut the sentence is incomplete
without stating that man is
finished after the marriage.º

Soon after, ªHe becomes a part
of S-he.º

Precisely why,

ªWise people avoid venturing
into your institution in the fear of
getting branded as Otherwiseº.

Marriage: ªLet's make up,
otherwise our institution will
break up.º
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The success in a human being's life, many a times
traces back to its happy, fruitful schooling. IRS k nows
it  and we want our students to remember their
schooling years later with a beautiful and contente d
smile on their face. The thoughtfully planned IRS
curriculum ensures the synergy between academics
and extra-curricular activi t ies that are meant to
enhance the soft skills of the students. By detecti ng
and encouraging the talents in the students and fil ling
in their  lacunas, our teachers keep them ever
enthusiastic and joyful in the school.

As per the curriculum, in IRS, a series of competit ions, a
plethora of fun, and the Winter Fest is on. It work s magic for
many students. Healthy competitive spirit, an urge to achieve
the goal, to discover the talents is the focus. IRS  students get
lessons for life in plenty as a bonus during this m onth.
Literary and cultural competitions, along with spor ts and
games, are held for all students from pre-primary t o high
school levels.
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A chance for self evaluation and assessment is what  students get when they
participate in inter-school competitions. Making fr iends and learning from
others are the other benefits. Our students make al l these and also the
relatively impossible task of winning the competiti on possible for them. On
October 19, 2009, the IRS Fatehnagar under-16 boys cricket team won a
match against Mahbub
College, Hyderabad.

Six high school students
from IRS Fatehnagar
participated in the State
Level JKA Shotokan
Karate Tournament, 2009
organized by the Japan
Karate Associat ion on
October 18, 2009, and won
prizes. The winners are
Susheel Kumar, Kumita-
Brown Belt,  Shashank
Sai, Kumita- Purple Belt,
Venkatesh, Kumita- Blue
Belt, Samuel, Kata- Blue
Belt, Sai Kiran, Kumita-
Yel low Belt ,  Naresh,
Purple belt.

IRS Manikeshwari Nagar is only 2 years old and the students here gained
confidence to show up in the national level competi tions. On November 7, 2009,
12 students between the age group of 9-12 years par ticipated in the painting

competition at THPI Campus, Dilshuknagar
organized by the Andhra Pradesh State Council for
Child Welfare. The results are still awaited.

Good at studies and extra-curricular activities is P
Kavya, a student of the IVth standard from IRS
Manikeshwari Nagar. In the last Unit Test, she
scored 92.5% marks. She participates and wins prize s
in inter-school competitions as well. What is
remarkable is that she has achieved all this despit e
almost insurmountable odds. At present, she is livi ng
with her grandparents as she lost her father in 200 8.
Her hapless mother with her two children did not
have a way out but to depend on her parents after

that. The only bread earner of this family now is t he infirm grandfather who
does carpentry work to feed them all. He has one mo re daughter yet to be
married. What Kavya expects is a financial easing o ut from the struggles of life
at such an early age of childhood. She is sure that  she has much to achieve. Her
talent and ability should be nurtured and not nippe d in the bud. She is looking
forward to see a better tomorrow. We are confident that IBSAFians will pitch in
to ensure that this budding talent is able to achie ve her dream.
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Log on to www.ibsaf.org  to participate

Match the company logo
with the corporate leader
associated with it.
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T he Indian economy has
been doing fairly well for
the last few years or so,

and the most striking
characteristic of India today is the
explosive growth of the middle
class. This middle class was
branded as conservative and
thrifty a few decades back.
However, now, India's middle class
is more dynamic, liberal and forms
the pillar of a vibrant economy
that we have been witnessing
lately. This segment is now playing
a definitive role in the emergence

of India globally, which is full of
energy and enthusiasm that is
driving the economy towards
success and development. With the
rise in numbers, it is important for
us to realize that we (the middle
class) have the control of the
steering wheel and need to drive
our nation forward.

NB*%# /3# %B/3# O/55'&# ('*33P

The middle class, in colloquial
usage, consists of those people who
have a degree of economic
independence, but not a great deal

of social influence or power. The
term often encompasses merchants
and professionals, bureaucrats,
and some farmers and skilled
workers.

NB2# *''# *.&# %B&# $"5/*"
O/55'&# ('*33P

The Indian middle class is
comprised of families who do not
possess inherited family status or
unusual wealth. Their social and
economic position is achieved
primarily by their occupation,
career orientation and skills. It

Tanmoy Chatterjee,IBS Kolkata (‘05)
works with SBI Life Insurance as Branch
Manager at Gangtok, Sikkim.

Reach him at tanmoy_ibs@rediffmail.com



+,-./! ! " "#$%#&'!()*)!! !)"

includes professionals, independent
businessmen, corporate managers,
professors, bureaucrats and skilled
workers. In a nutshell, the middle
class in India represents the
majority of the white-collar group
and the top of the blue-collar
group.

MB*"?&# /"# %B&# *%%/%)5&# 24
$"5/*"# O/55'&# ('*33# M2"Q
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The attitude of Indian middle class
consumers has undergone a major
transformation over the last few
years. The Indian consumer today
wants to lead a life full of luxury
and comfort. He wants to live in the
present and does not believe in
saving for the future. The people of
metro are open to the idea of
consumption and a better lifestyle.
The Indian middle class has
provided a big boost to the
consumer culture during the recent
past and it is hoped that their
buying behavior will continue to
change in the coming future.

E.2<%B# 24# %B&# $"5/*"# O/55'&
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The factor that has led to the
growth of the middle class is an
increase in their income level due to
high rate of industrialization,
growth of the services sector and
better employment opportunities.
The size of the middle class segment
is growing rapidly and today it
stands at almost 30% of the total
population. Due to fast growth of
the services sector, per capita
income of people of India is also
increasing. The number of persons
belonging to the middle class is
increasing due to another fact that
people are fast shifting from
agriculture to the services and
industry sector, where growth

prospects are reasonably high, as
compared to the agriculture sector,
which is showing slow growth
these days.

62<# 52&3# %B&# O/55'&# ('*33
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The consumption pattern of a
country depends on liberalization
of economic pol icies, buying
habits of the younger generation,
f inancial independence at a
young age, increase in number of
nuclear families and increase in
media exposure of the people. The
tastes and preferences of the
current generation are changing
rapidly. The current generation
does not mind paying extra for
better facilities and ambience.
Another major factor that has led
to increased consumerism is the
growth of
credit culture
in India. The
I n d i a n
consumer does
not feel shy to
p u r c h a s e
products on
credit and pay
tomorrow for
what they use
or buy today.
This tendency
has led to a
t r e m e n d o u s
increase in
purchase of
homes, cars,
two-whee lers
and consumer goods. The market
for luxury products in India is
also expanding at an astonishing
rate as compared to a decade ago,
when it was almost negligible.
The increasing number of luxury
cars and imported cars is a clear

indicat ion of the r ise in this
trend. Around 20 years back,
diamonds were confined to the
royal households only, but today
diamond is easily within the reach
of middle class. The reason
behind this is that the
purchasing power of people of
India is rising very steeply. With
the increase in the size of middle
class, India is bound to scale new
heights and avenues.

=B/3# /3# "2%# %B&# &"5# S# $%:3
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By now, you must have come to the
conclusion that the middle-class
population in India will have the
strongest impact on the Indian
economy. But will it be only the
Indian economy? About a billion
consumers are set to join the ranks
of middle class in the next two to

three decades
and would fuel
the global
demand for goods
and services with
their aspirations
and wallets. A
free market
place, rising per
capita income
and a bigger role
for emerging
markets will
drive the
economic growth
s t r o n g e r
w o r l d w i d e ,
while, at the
same time, it will

act as a deterrent to any sharp
plunge in consumer and investor
sentiments, due to geopolitical
concerns. Now we can really think
of India becoming a superpower in
the near future ± thanks to our
middle class people.
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A t first when I joined the college, I was not
very sure of the case methodology, which was
introduced in our batch. We were new to it

but it was fine as we were new to everything
regarding MBA. But what we were not sure about
was, whether it will really benefit us, even if it was a
better method, as the teachers were also new to it.
But, to our surprise, the methodology turned out to
be really beneficial and was amazing. The college h ad
bought tutorials and training material to train the
faculty about this new methodology and they were
given sufficient training.

We were the first college in India to introduce
100% Case-based Teaching Methodology. Initially, we
found it a bit difficult as it was very hectic and we had
to study 3-4 cases per day and do background study
to prepare for the class. But gradually it became a
habit and we started enjoying it. In due course of
time, we found that it was actually a better method
because we were given real life case studies or case
studies based on real life situations, which actual ly
helped us in knowing the actual situation and
analyzing it practically through the concepts
learned, therein get a better understanding of the
concepts. Thus, we were not merely mugging up the
concepts with no clue of how to use them in the
corporate world but actually learning their
applications, pros and cons.

With class participation being the key behind case
methodology, we were also exposed to different
viewpoints to a given problem.  This was there beca use
70 heads had 70 different opinions and we had to th ink
on all those lines, before accepting or rejecting i t, which
helped in getting a broader perspective of the prob lem,
concept involved and its solution.

In the end, I would like to say that the case
methodology has made my thinking broad and helped
me learn what I could not have managed without
being exposed to this system. I know that it will
benefit me in future as well.

It is riskier to take the road less travelled but I BS
has done it and it is worth it!!!

Ð Deepinder Singh Gogna
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I nnovations are one thing,
which is very rare to find these
days in the Indian education

sector. Previously, in the gurukul
era, every student was given
knowledge related to practical
aspects of life. There was no bookish
knowledge but only practical
knowledge. Nowadays we generally
see teachers teaching what great
writers, scientists and researchers
have written; and students mugging
it up without even knowing its
practical applications. Breaking this
clich$, IBS Hyderabad has emerged
as a pioneer institution in India to
introduce 100% Case-based Teaching
Methodology of education. These
cases are a replica of the real
business scenarios the world over.
They, not only provide us with a
picture of what is happening in the
business world, but also encourage
us to analyze the situation thereby
leading to enhancement of thinking
and decision-making power. It helps
us to gain knowledge about the
practical application of all
the theories, concepts and
fundamentals being taught. This
makes us more competent and strong
and helps us face the dynamics of
corporate world.

At IBS Hyderabad, each subject
is taught with the help of cases,
which are critically analyzed and
discussed by the students in the
classroom under the guidance of the
Professor. Hence, there is
development of overall knowledge,
analytical skills and practical
applications.

Ð  Ankita Singh
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The Rise and Fall of Ramalinga Raju
(http://www .icmrindia.org/casestudies/catalogue/
Leadership%20and%20Entrepreneurship/
LDEN059.htm)

This case discusses the rise and subsequent fall of one of the visionary leaders in the Indian IT sect or, Ramalinga
Raju, the founder of Satyam Computers Services Limi ted.

MS Oberoi and His Legacy
(http://www .icmrindia.org/casestudies/catalogue/Leadership%20a nd%20Entrepreneurship/LDEN063.htm)

This case is about Mohan Singh Oberoi, the founder of the Oberoi chain of hotels who is considered to be
the father of the hospitality industry in India.

Maruti Suzuki India Limited - Competitive Strategie s of the Market Leader
(http://www .icmrindia.org/casestudies/catalogue/Business%20Str ategy/BSTR351.htm)

The case examines the competitive strategies of Mar uti Suzuki India Limited, the market leader in the
Indian passenger car industry.

Maghound: Business Model Innovation in the Magazine  Industry?
(http://www.icmrindia.org/casestudies/catalogue/Bus iness%20Strategy/BSTR343.htm)

This case is about Maghound, an Internet-based maga zine distribution model launched by Time Inc., whic h industry
observers hailed as a business model innovation in the magazine industry and an example of how traditi onal media
providers were trying to reinvent their business mo dels in response to new developments in the market.

Emerging Markets Strategy: Nokia Life Tools for Rur al Markets
(http://www.icmrindia.org/casestudies/catalogue/Bus iness%20Strategy/BSTR349.htm)

This case is about Nokia's strategy in India. The c ase focuses on the initiatives by the world's leadi ng
mobile company to tap the Indian rural markets.

Axis Bank: The Succession Planning Fiasco
(http://www .icmrindia.org/casestudies/catalogue Human%20R esource%20and%20Organization%20Behavior/
HROB122.htm)

This case discusses the issue of succession at Axis Bank Ltd., India's third largest private sector ba nk. It
discusses the stand-off between the then CMD of the  bank, Pangal Jayendra Nayak and the board, on the
succession issue that eventually led to Nayak's exi t from the bank well before his tenure was to end.

Idea Cellular's Advertising and Promotion Strategie s
(http://www .icmrindia.org/casestudies/catalogue/Marketing/MKTG 231.htm)

The case examines the advertising strategies of Ide a Cellular, a leading telecom service provider in I ndia.
It discusses how Idea promoted its services through  several innovative ads through a variety of media
like electronic, print, out-of-home, and radio.

Coca-Cola ªOpen Happinessº Campaign
(http://www .icmrindia.org/casestudies/catalogue/Marketing/MKTG 228.htm)

The case is about the world's largest beverage comp any Coca-Cola's global integrated advertising
campaign ªOpen Happinessº that was launched in the first half of 2009 in markets around the world
with the aim of increasing sales of sparkling bever ages.

BMW Group's MINI Production Triangle
(http://www .icmrindia.org/casestudies/catalogue/Operations/OPE R073.htm)

This case is about German automobile manufacturer, the BMW Group's ªMINI Production Triangleº, a
production network of its premium small car brand M INI.

Woot.com - Selling to Geeks
(http://www .icmrindia.org/casestudies/catalogue/Marketing/MKTG 223.htm)
The case discusses Woot.com's unique business model. Woot, an online retailer established in 2004, had
the tagline `One Day, One Deal', and offered for sa le just one product a day, albeit at a very low pri ce.

This is a snapshot. Readers are encouraged to visit the site for details.
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On August 24, 2009,
the E-Cell of IBS Noida
organized a 1.5 hours
program. The main
activity was a
competition: ªDesign a
Wallet - Opportunity
Evaluation & Product
Developmentº. It was a
creative exercise in a
group of four. There
was enthusiastic

participation and
the quality of
excellent work
done spoke about
talent at IBS,
Noida. Total 11
teams participated
in the event.
Faculty Members,
led by Dean
Dr. KP Chinda,
evaluated the
entries. On the
spot prizes were
distributed.
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Prof Sanskritirani Desai,  Faculty Member, IBS
Mumbai, has been selected for the AIMS
International  Outstanding Woman
Management Researcher Award. She will be
presenting her paper at the Conference
organized by AIMS International between
December 20 and 23, 2009 and will receive the
award on December, 21 at Bangalore.

Tarun Kumar
Yadav, IBS
Ahmedabad ('08)
was featured in
the list of Top ten
RMs for HDFC
Bank across India
in August 2009.

He scored a
whopping 486% (a
percent of his
achievement of the
given target).

You can
congratulate
Tarun at
tarunyadav84@
gmail.com
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The prestigious `Qimpro Gold Standard
Award in Education' for the year 2009 has
been conferred on Prof. YK Bhushan, doyen
and one of the seniormost luminaries of the
Academic Field. Prof. Bhushan has been
leading IBS Mumbai as Senior Advisor and
Campus Head for the last seven years.

There is a rigorous selection criteria and
process for Qimpro Awards, the
awardees for which are selected by a
highly discerning and qualified jury. The
basic criterion for the award is:

ªQimpro Gold Standard: Individuals
should have successfully led the
implementation of a world-class quality
model in an education institution.º

Prof. Bhushan's contributions to
institution building and the growth of the
field of academics are known to all of us and
too numerous to be counted.

We are happy and proud to have him in
the IBS family and would like to
congratulate him on this richly deserved
award. The Awards presentation
ceremony will be held in February 2010
in Mumbai.

Venkatesan K (Class
of 2002), IBS
Chennai was
featured in The
Times of India,
dated Nov 8, 2009,
introducing his
online shopping
website
www.veggibazaar.com
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A two day workshopÐ

`Hum Honge Kamyaab' Ð

was conducted by IBS

Hyderabad on team building

and leadership for Naandi

Foundation field staff on the

November 19 and 20, 2009.

The workshop , attended by

60 field workers, focused

more on learning through

exercises and games, than

mere theory.

Games like `Crossing the

minefield', `Win as much

as you can' and `Broken

Squares' , not only

generated fun and laughter,

but also brought out the

intricacies and importance

of team bonding and spirit.

Since the participants

came from varied

educational and social

backgrounds and working

at different levels of

hierarchy, it was important

that they understood what

the barriers were to

effective team building, and

why sometimes teams failed

to achieve their goals and

targets. After all, it is a

situation they face daily.

All the exercises were

customized keeping this

factor in mind.  The

participants took part in

the proceedings with great

enthusiasm and at the end

of the day went back

vowing to be better team

members and leaders.

Based on the success of

this `hands-on' workshop

at Hyderabad, Naandi

Foundation has requested

IBS to conduct similar

workshops for their field

teams in Mumbai.
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NEW DELHI
Milly Banerjee, IBSAF Lounge
K3, 1st & 2nd Floor,
Lajpat Nagar–II, New Delhi–110 024. Tel: 011 – 3086 6666
Mob: +91 – 98680 71938   Email: delhi@ibsaf.org

BANGALORE
R Giridhar,IBS Alumni Federation,
# 19/3, Srinivasa Industrial Estate,
Near Metro, Kanakapura Road, Bengaluru – 560 062.
Tel: 080 – 2686 0100  Mob: +91 – 98866 81519
Fax: 080-2686 0059   Email: bng@ibsaf.org

HYDERABAD
Latha Reddy, IBS Alumni Federation,
6-3-354/1/2, Shriya Towers,
Punjagutta, Hyderabad – 500 034.  Tel: 040 – 2338 5428
Mob: +91 – 97059 08501   Fax: 040 – 2338 5200
Email: hyd@ibsaf.org

AHMEDABAD
Savilaash S, IBS Alumni Federation,
Icfai House, Near GNFC Tower, Sarkhej Gandhinagar Highway
Bodakdev, Ahmedabad – 380 054.
Tel: 079-2685 8632, 2685 0148, 2685 1245
Mob: +91 – 98256 59914  Fax: 079-2685 0107
Email: ahmd@ibsaf.org

CHENNAI
Edwin T, IBS Alumni Federation,
#32, Conran Smith Road,
Gopalapuram Chennai – 600 086.  Tel: 044 – 2835 3598
Fax: 044 – 2835 3597  Mob:+91 – 97511 57427
Email: che@ibsaf.org

KOLKATA
Amit Deb, IBS Alumni Federation,
RDB Boulevard, 8th Floor, Plot-K1, Block–EP & GP,
Sector–V, Kolkata–700 091.  Tel: 033–6616 3678
Fax: 033–2357 7129.  Mob:+91–98328 10164
Email: kol@ibsaf.org

MUMBAI
Maximiano Almeida, IBS Alumni Federation,
Hiranandani Knowledge Park, Off. Technology Street,
Opposite Hiranandani Hospital,
Hiranandani Gardens, Powai, Mumbai – 400 076.
Tel: 022 – 4043 4390  Fax: 022 – 4043 4301
Mob: +91 – 98929 85257   Email: mumbai@ibsaf.org

NOIDA
Sonika Goyal, IBS Alumni Federation,
A-94/9, Sector-58, Noida, UP,
Tel: 0120 – 2588318/319
Mob: +91 – 99714 89727   Email: sonikag@ibsindia.org

PUNE
Prachi Patwardhan, IBS Alumni Federation,
Plot No. 5, Equity Tower, Sanghvi Nagar,
DP Road, Aundh Pune–411 007.
Tel: 020 – 2588 9638, 51,52,53 Fax: 020 – 2588 9654
Mob: +91 – 98902 37566   Email: pune@ibsaf.org

DUBAI
Ranjeet Thomas,IBS Alumni Federation,
Block 19, Off. 202-203, P.O Box 502913  Dubai Knowledge Village,
U.A.E. Tel: 009714-369 46 26  Fax: 009714-36 78 420
Email: hope12345@gmail.com

LONDON
Pragyan Paramita, IBS Alumni Federation,
Lapro, Suite 203, 73, Walting Street, London EC4M 9BJ.
Main Line No. 0207 153 9869, Extn. 4185,  Fax: 0207 152 1122
Mob:+44 77668 25805   Email: pragyanparamita@lapro.org.uk

SINGAPORE
Sukhavasi Venkata Vamsi, IBS Alumni Federation,
Blk-16, # 01-11, Melivlle Park, SIMEI St I,
Singapore -529942.
Mob.: +65  98526637  E-mail: info@ibsaf.org

BHUBANESWAR
Rajkishore Nayak, IBS Alumni Federation,
A-123, Mancheswar Industrial Estate, Mancheswar,
Bhubaneswar – 751 010.  Tel: 0674 – 2585 593, 94
Fax: 0674 – 2585 674  Mob: +91 – 94371 93939   Email: bhub@ibsaf.org

CHANDIGARH
Kiran Choudhary,IBS Alumni Federation,
B-101, Phase – 8, Industrial Area, SAS Nagar,
Mohali – 160 059. Tel: 0172 – 5063 035   Fax: 0172 – 5063 544
Mob: +91 – 98882 24792  Email:  chan@ibsaf.org

DEHRADUN
Sanjeev Malaviya, IBS Alumni Federation
Icfai University Campus, Rajawala, Central Hope Town,
Near Selaqui, Dehradun – 248 197. Tel: 0135 – 329 4894
Fax: 0135 – 300 3015  Mob: +91 – 97600 25256  Email: deh@ibsaf.org

INDORE
Shivani Dubey,IBS Alumni Federation,
Jai Singh Palace Complex, 7 Jai Singh Nagar, Pipliya Pala Chauraha
Square, Rajiv Gandhi Circle, AB Road, Indore – 452 017.
Tel: 0731 – 645 8548  Fax: 0731 – 2363  039
Mob: +9 1 – 96300 00865   Email: ind@ibsaf.org

JAIPUR
Anil Mathur,IBS Alumni Federation,
29, Chordia Enclave, Janpath, Shyam Nagar, Jaipur - 302 019.
Tel : 0141-5129388/284 | +91 99298 87251
Email : anilmathur@ibsindia.org

NAGPUR
Srikrishna Dhale, IBS Alumni Federation,
Plot No. 38C, Hingana Industrial Estate, Hingana Road,
Nagpur-440016. Tel: 0710 – 432 7878
Mob: +91 – 90960 39757   Email: plcnag@ibsindia.org

KOCHI
Rajasree Nandi, IBS Alumni Federation,
Chakram Pilly Towers, Puthiya Rd. Junction, NH – 47, Bypass,
Palarivatoom P.O. Kochi – 682 025. Ernakulam (Dist.).
Tel: 0484 – 2338 831; 2338293
Fax: 0484 – 2338 823  Email: kochi@ibsaf.org






