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Genpact Extends Maternity
Leave to 26 Weeks from 12
Bengaluru: Business process management and

services firm Genpact has announced an ex-

tension in maternity leave for female employe-

es to 26 weeks from 12. The benefit is applicable

also to adopting mothers and those who use

surrogates to bear a child. The changes to the

maternity leave policy come into effect from

this year for employees in India. “We are com-

mitted to finding ways to bring more women

into the workforce, and once they are in, finding

ways to enable continuity of employment as

they balance family and work. This is a big step

in that direction,” chief human resources officer

Piyush Mehta told ET. The company also has

other woman-friendly initiatives under the

Returning Moms programme — such as access to

daycare facilities at or near its office locations,

stork parking at all locations, work from home or

flexible hours if the nature of work permits, and

shift timings and location of their choice for up

to a year upon return from maternity leave.

Brinda Dasgupta
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Directi Initiative to Help
Employees Move Closer to Work
Mumbai: Directi, a group of tech businesses run

by CEO Bhavin Turakhia, has rolled out an HR

initiative called ‘Moving Closer’ to help emplo-

yees deal with the hassle of commuting. Desig-

ned to provide better work-life balance and

ease traffic woes, this programme will help

employees move from their current location to

one closer to the workplace. Directi will assist

employees with up to .̀ 30,000 for expenditure

such as broker fee and on shifting household

goods. The initiative has been launched in

Bengaluru, Gurgaon and Mumbai. “Ninety per

cent of our people work out of these offices

and we are already seeing a lot of enquiries,”

said HR head Margaret D’Souza.

Sreeradha D Basu
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Mumbai & New Delhi: British Prime Mi-
nister Theresa May’s plan to tighten migra-
tion rules and the protectionist policies be-
ing advocated by the US administration of
President Donald Trump has presented a
new opportunity to several European and
Asian countries as well as Australia and
Canada to market their universities to pro-
spective Indian scholars.

Admission consultants have told ET that
agrowing number of international schools
are now reaching out to Indian students,
who are rattled by the rhetoric coming out
from London and Washington, DC.

“With Trump being vocal about the
H-1B visas and the UK formally announ-
cing to halve their student visa intake
from 300,000 to 177,000, aspirants are loo-
king for safer education destinations
like Canada, mainland Europe and the
Asia Pacific. And the B-schools in Asia
and Canada are supposedly the benefici-
aries,” said Rajiv Ganjoo, CEO of Whi-
teGlow Consulting.

Ganjoo said he recently interacted with
representatives of more than 15 Asian B-

schools at a conference in Bangkok orga-
nised by the Graduate Management Ad-
mission Council (GMAC), which is the
owner of the GMAT exam. Many of these
schools, he said, are now considering to
expand their student intake. 

“Till date, these B-schools in Asia were
formally not marketing their business
programmes and were able to get seats
filled because of the small intake. But
now they are looking at expanding their
presence,” he said.

Shanghai’s China Europe Internatio-
nal Business School (CEIBS), for instan-
ce, will be hosting a three-city marketing
event next month in Bengaluru, Hydera-
bad and Mumbai.

Narayanan Ramaswamy, partner-edu-
cation and skill development sector at
KPMG in India, said students mostly
want to stay back after completing their
studies and work towards repaying their
education loans. But recent develop-
ments indicate they are likely to face dif-
ficulties doing so in the UK and the US.

“Canada is going to be the biggest gai-
ner from India. Even places such as Sing-
apore and Australia would benefit,” said
Ramaswamy.

Consultants said most schools are try-
ing the outreach approach across school
fairs such as the Access MBA/MS, the
QS MBA Tour and the MBA Tour, which
connect candidates to schools and ad-
mission heads.

Jatin Bhandari, who heads MBA con-
sultancy Pythagurus, said Trump’s to-

ugh talk on immigration has discoura-
ged many students from seeking admis-
sions in US colleges and there is now a
growing chatter among students to ex-
plore countries in Asia as an option. “Pe-
ople are ignoring the UK primarily be-
cause of Brexit. On the other hand, Euro-
pe is doing well. Students have been
slightly more inclined towards Singapo-
re, primarily because of what we found
in the US,” he said.

Adarsh Khandelwal, who heads educa-
tion consultancy Collegify, said he sees
Germany coming up in a big way. “Count-
ries that will be coming up in the future in-
clude Germany, France, Italy (which has
some design schools). People are even tal-
king about Mauritius, which is not known
as an education destination,” he said.

European schools are becoming an op-
tion for Indians because they are getting
a spillover from the students who wan-
ted to head to the UK, said Naveen Cho-
pra, co-founder of The Chopras, a Delhi-
based consultancy that facilitates ad-
missions.

ET reached out to a number of schools
but emails sent to them did not elicit any
response till press time Monday.

He said Australia is trying to hardsell it-
self to Indian students and that several
states in the country were proactively
working towards projecting them as a
better education option. “Even Germa-
ny, France, Italy and some Scandinavian
countries have been trying to do events
here,” he added. 

US, UK Passé, Students Look Beyond

WAYS 
TO

With millennials comprising al-
most half the workforce, organisa-
tions are now proactively seeking 
to engage better with these em-
ployees. Brinda Dasgupta finds 
out from experts that changing 
the outlook towards regular office 
timings, workstations, feedback 
and work styles are some of the 
ways to go about this endeavour.
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Millennials are often referred to as 
‘digital natives’, having grown up with 
Internet, computers, smartphones and 
social media. “They expect instant ac-
cess to information, so discussion fo-
rums, messaging boards and instant 
messaging can be instrumental in this 
purpose,” says Sameer Khanna, head 
of HR at Ericsson India. 

3 Have the Right Culture
Company culture is significant when it 
comes to driving better engagement 
with millennials. “Keep an open cul-
ture with a ‘why not’ mindset rather 
than a ‘why’ attitude. This will allow 
for innovation and constructive dissi-
dence,” says Bhattacharya. 

4 Interactions with Leadership
Millennials tend to be quite confi-
dent in their interactions and don’t 
like invisible barriers between 
themselves and company leader-
ship. “Informal lunches with CEOs 
and meetings with leaders from oth-
er sites in a non-office environment 
can drive better engagement levels 
for millennials,” says Rohit Sandal, 
HR director at Lenovo India. 

Focus on Feedback1

5  Provide Benefits
Some benefits will help drive deeper 
engagement with millennials. “Flexi-
ble working policies and casual dress 
codes can go a long way in helping 
millennials feel comfortable at the 
workplace because they do not con-
form to strict rules,” says Lenovo’s 
Sandal. Ericsson’s Khanna says, “A fun, 
employee-centred workplace will help 
millennials enjoy their work and stay 
energised.”

Better Engage 
with Millennials

Interactive Communication

Millennials thrive on feedback and 
like to be updated on their progress 
and possible areas of improvement. 
“Help to define shorter milestones 
that will help millennials achieve 
‘quick wins’. Don’t wait till the end of 
the year to give feedback as this 
makes millennials restless,” says 
Sandyp Bhattacharya, head of human 
resources at Mahindra Comviva. 

Digital Marketing, Big 
Data Top Employee 
Reskilling Wish List
Professionals want to upskill to stay relevant and increase their chances of 
landing better jobs, according to Simplilearn’s 2017 Career Wishes survey of 
8,700 executives carried out on social media.Technologies such as cloud, 
mobile, big data, analytics and social media have restructured the way the 
world functions and organisations are embracing these technologies based 
on changing business requirements, said Kashyap Dalal, chief business 
officer of Simplilearn.“Professionals actively think about their careers at the 
beginning of the year and resolve to acquire new skills to land the jobs of 
their choice. The survey – carried out on Facebook and Twitter – reflects the 
changing aspirations of professionals regarding new technologies,” said 
Dalal.Brinda Dasgupta brings you the key findings.

Respondents said they want to 
acquire skills in big data or data 
science and Hadoop technologies

Expressed interest in digital 
marketing, with specialisation in 
search engine optimisation 
and social media marketing

Evinced 
interest in cloud 
computing

Said they want to 
acquire skills in Android 
development

31%

28%

23%

18%

54%

14%

32%

MOST SOUGHT-AFTER SKILL 
FOR PROFESSIONALS

REASONS PROFESSIONALS WANT TO UPSKILL

CITY-WISE DEMAND

said it will increase their chances 
of landing better jobs with 
higher pay packages

said it will help them stay relevant 
amid the rapid changes in 
technology and automation

said upskilling in new and emerging technologies 
will help them get a job at a leading Internet or 
ecommerce company or an MNC

BENGALURU -
highest demand for 
big data course 
HYDERABAD - 
highest demand for 
digital marketing 
course

CHENNAI - tops 
in demand 
for cloud 
computing 
courses

As told to Sreeradha D Basu

The brief I was given 

and what I did in the

first 100 days at work
I started my professional 

journey with Fraunhofer 

Institute of Computer 

graphics in Germany as a security 

researcher. They were developing 

an interesting new model of the In-

ternet called Secure Mobile Agents 

(SeMoA). I was informed about this 

exciting project and how it can po-

tentially transform the Internet. I 

was supposed to ensure that no-

body can tamper and put a virus in 

the agents while they are trans-

ferred between unsecured comput-

ers of the customers. I was quite 

thrilled to work on this project but 

it was to be done in JAVA language, 

which I wasn’t familiar with that at 

that time. So my first brief was to 

learn JAVA and then work on the 

security measures of these agents.

AMBARISH 
GUPTA
CEO & Founder, 
Knowlarity 
Communciations

‘Trust your Instincts 
for a Positive Output’

The best leadership lessons I learnt
TO CHANGE TRADITIONAL THOUGHT PROCESSES, one must 

think of innovative ways to get the things done and come up with solu-

tions that nobody has ever thought about. While implementing, trust 

your instincts and you will end up surprising everyone with a positive 

output. So my leadership lesson here was not to give much value to peo-

ple’s opinions. It is imperative, instead, to concentrate on one’s own work, 

doing it just the way you want and surprise everyone with the results. 

The worst mistake I made
I used to finish all my projects be-

fore the scheduled time as my 

strategy was to work continuous-

ly for a period and take a break only af-

ter a project is over. This left me with a 

lot of spare time during which I used to 

travel a lot for leisure and fun. Now, I 

feel, I should have probably utilised my 

stay in Germany by learning the lan-

guage and getting to know about its cul-

ture and people as that would have 

been much fruitful. Even till this date, I 

have not managed to learn the language 

and that is one mistake I regret. 

How I managed 

my work-life 

balance
I have never 

worked in the 

9-5 mode. 

Rather, I worked contin-

uously for a week or two 

for 15-17 hours a day 

and then would take a 

long off. This strategy 

has really worked for 

me in my entire profes-

sional life so far. I believe 

in taking up long bouts 

of aggressive work and 

then taking rest to re-

cover and refresh the 

brain. It may be a little 

untraditional but people 

that I have worked with 

have really appreciated 

the output I gave in that 

aggressive time span.

My First Year at Work

My biggest 

innovation
I would not call this an 

innovation but when I 

started working on my 

first brief, which was for a three-

month long project, my supervi-

sors thought I would probably 

not be able to finish it due to my 

lack of knowledge about JAVA. 

But I took this as a challenge and 

played it smart by writing the 

language down in the algorithm 

form and learned only the first 

of JAVA that was needed to be 

coded. This allowed me to finish 

the whole project in just one 

month, to my supervisors’ sur-

prise. I think just by being able to 

abstract the problem through 

this strategy and coding with a 

very minimal knowledge of 

JAVA was more than an innova-

tion for me.

How I had fun at work
I have had loads of fun in not just 

my first workplace but every-

where. As my first job was the 

first time when I had stepped out of In-

dia, it was a wonderful experience to 

meet new people from across the 

globe and go for lunch, dinner, movies 

and parties together.

Lessons Learnt
STUDENT LOOKING for safer 
education destinations given 
protectionist measures by UK & US

CANADA, AUSTRALIA 
& other markets within 

Europe & Asia trying 
to grab a larger 
share of the Indian 
student market

MOST SCHOOLS,
consultants say, are trying 
the outreach approach 
across school fairs

MORE INTERNATIONAL
SCHOOLS are now 
coming to India to 
market themselves

Sreeradha D Basu

Mumbai: The Management Development In-
stitute (MDI) in Gurgaon has wrapped up final
placements for its 2015-17 batch, with a top in-
ternational salary of .̀ 55 lakh ($80,700) by
Singapore-headquartered Tolaram Group
and the highest domestic offer of .̀ 28.74 lakh
by Colgate-Palmolive.

The average salary for the batch went up
slightly to .̀ 18.89 lakh from .̀ 18.53 lakh last ti-
me, when the top offer was .̀ 32.1lakh from a do-
mestic company.

Although B-school placements have been
sluggish so far, the high point of this year’s
placements at MDI was the sharp increase in
international offers — 15 this time compared
with only one for the 2014-16 batch.

Apart from four offers made by the Tolaram
Group, which is in consumer goods, digital
services, energy and infrastructure in emer-
ging markets, there were eight offers from An-
heuser-Busch InBev, the world’s largest bre-
wing company. Johnson & Johnson Dubai,
Philips Lighting and Pernod Ricard each ma-
de one offer for global postings, MDI place-
ments chairperson Kanwal Kapil told ET.

A total of 343 students participated in the pla-
cement process — 238 from the flagship mana-
gement course, 60 students from the human
resource management course and 45 from the
international management course. About 100
students received pre-placement offers based
on their performance during summer in-
ternships.

The average salary in the post-graduate pro-
gramme in management was .̀ 19.25 lakh while
in the HR management course it was .̀ 18.3
lakh. In the flagship PGPM programme, 25%
of the students were absorbed by the banking,
financial services and insurance sector, 22%
by consulting, 17% by fast-moving consumer
goods and consumer durables companies,
10% by information technology and IT-enab-
led services companies and 8% by manufactu-
ring.

More recruiters were invited this time to ma-
ke up for the decrease in the number of offers
per company, said Kapil. Of the 143 companies
that participated, 54 were first-timers inclu-
ding Aditya Birla Fashion Retail, Crompton
Greaves, Directi and Hindware. The regulars
were Axis Bank, ICICI Bank, ITC, KPMG and
Godrej Industries, among others.

MDI Gets .̀ 55 Lakh
International Offer
in Final Placements

Case Library initiated by 
The Economic Times

For more insightful case studies rooted in the Indian context, log on to www.etcases.com

Bright Horizon, a non-governmen-
tal organisation (NGO), founded in 
2012, was set up with the aim of 
transforming the lives of under-
privileged children by imparting 
life skills education to them. The 
organisation was set up by three 
collegemates – Aiman, 
Sharon and Kriti – hav-
ing diverse education-
al backgrounds. They 
came together while 
doing their post-grad-
uation at a prominent 
management institute 
in Mumbai.

K r i t i  looked  af ter 
all the finances, legal 
mat te r s  and  fund -
rais ing .  A iman  was 
into program design 
and implementation. 
Sharon handled com-
munications, program 
monitoring and evalu-
ation, and partnership 
development. In addi-
tion, there were two 
prog ram  manage rs 
reporting to the three 
founders. There were 
also three program 
facilitators reporting 
in to the program man-
agers. 

Considering the need 
of life skills education 
among the underprivi-
leged children, they 
started working with 
municipal and low-in-
come group schools in Mumbai, un-
der the aegis of Bright Horizon. For 
life skills development, the areas of 
focus were communication, empa-
thy, leadership, respecting differ-
ences, self-awareness, teamwork 

and community service.
Running a social enterprise was 

quite a  ro l ler-coas ter  ride for 
the three young founders , who 
dreamt of making Bright Horizon 
a one-stop shop for experiential 
learning for holistic growth and 

deve lopment  of  all 
children .  They  re -
ceived funds through 
donations and grants 
from Unlimited India, 
Development Bank of 
Singapore and a few 
other organisations . 
They  a l s o  ea rned 
revenue by conduct-
ing training programs 
for teachers in NGOs 
and  cer tain  private 
schools . In addition, 
they received dona-
tions from the Rotary 
C l u b  o f  B omb ay , 
C a p g e m i n i  a n d 
Bombay Community 
Public Trust.

A f ter  three years 
since the organisation 
started functioning , 
with a rudimentary 
organisational struc-
ture and  a  team  of 
eight members , the 
Founders aspired to 
expand their area of 
work and decided to 
assess feas ible op -
tions. However, there 
was a change in the 
personal status of the 

Founders even while they were 
considering the possibilities of ex-
pansion as each of them was mar-
ried and moved out of Mumbai. This 
was a setback to their expansion 
plans and two of the partners.

Bright Horizon: Building 
Skills for Life

India’s very own Mark Zuckerberg; 
this is how Ritesh Agarwal, found-
er of OYO Rooms, is described by 
many people in India and abroad. 
Indeed there are striking simi-
larities . Both of them were able 
to spot a latent need in people’s 
daily lives and had 
the requisite skills to 
build a technology-
based  so lu t ion  to 
satis fy  that  need. 
And of course, both 
of them became very 
successful very early 
in their lives.

Just to put things in 
perspective , Ritesh 
started OYO (acro-
nym  fo r  “On  Your 
Own” ) Rooms (OYO) 
with  one ho te l  in 
Gurugram, Haryana, 
in 2013. Ritesh spot-
ted  t h e  n e ed  fo r 
s tandardised  bud-
get accommodation 
early on and brought 
to the market a solu-
tion that made the 
standardised budget 
hotel rooms acces-
s ib le to the la rge 
a n d  b u r g e o n i n g 
Indian middle class . 
By November 2016, the company 
grew  to over  6 ,500+ hote ls in 
about 164 cities in India and be-
came the largest branded hotel 
network in India. 
Within short span of time, OYO 

became one of the key players and 
an emerging and rapidly growing 
challenge for established compa-
nies like Indian Hotels Company 
Ltd. in the fiercely competitive 
Indian budget hotel industry.

The major reasons behind this 
rapid growth are Internet, choice 
and affordability. More and more 
people are now  booking hote l 
rooms online and on their own as 
compared to other means such as 
travel agents or walk-ins to hotels. 

In  fac t ,  the online 
hote l  bookings in-
dustry is estimated 
to  be  wo r th  $1 .8 
billion in 2016 and 
r a p i d l y  g rowin g . 
With Internet pen-
e t rat ion  s la ted  to 
improve going for-
ward coupled with 
the increasing use 
of smartphones, this 
trend is only going to 
intensify with time.

OYO has thus un-
lo cked  a  new  s e t 
o f  cus tomers ,  but 
large ly  on  the ba-
s is o f  VC funding . 
A l though  this fo l-
lows a similar pat-
tern in the context 
of ecommerce com-
panies that  burn  a 
lot of cash in order to 
gain suppliers as well 
as buyers , OYO will 
have to find sustain-

able alternate revenue streams if 
it wants to sustain its competitive 
advantage in the fiercely com-
petitive Indian hotel industry. How 
OYO handles the existing as well as 
potential competition remains to 
be seen.
However, given the very young 

age of its founder, OYO is an inspi-
ration for millions of youngsters in 
India and abroad for creating more 
such ventures.

OYO Rooms: Making the 
Indian Budget Hotels 
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