Publication: The Times Of India Dellu, Date: Jul 18, 2011, 3ection: Education Times,Page: 45,

[ ]
NEWSFLASH

Largest

Page 10of 7

Newspaper Clips

July 18, 2011

T he 2011-2013 IIM Lucknow has 140 students out of
batch of the post- . . 400 have less than
graduate pro- inducted the large!’t 12 menths of work ex-

gramme in management
(PGP} at IIM Lucknow is
the largest batch induct-
e to date with 419 stu-
dents. This programme

is aimed at preparing

batch of students, 419, to
this year's postgraduate
programme in
management,
Neha Arora reports

perience.”

Rudranil, a first-year
student, PGP, says,
"With an engineering
background, I have a
fascination towards

senior-level executives
in the industry cornitg
from various disciplines. Like any other
reqular management programmmes, PGP is
a two-year course and admission is
through the common admissicn test
(CAT).

Sharing details about the course, Arun-
abha Mukopadhyay, chairperson, admis-
sions, IIM-L, says: “The programme lays
maximum emphasis on the absorpticn of
Imowledge rather than cnly imparting it.
Out of the 419 students inducted, around
400 students have cpted for the postgrad-
uate programme in managemment, while
the cther 19 are going to pursue the post-
graduate programme in agri-business
management (PGPABM). Besides, arouncd

The programme lays
maximum emphasls on
the absorption of
knowledge

managing firms. With
this aim, I enrolled into
the course. The mode of teaching is alto-
gether a different experience. To impart
effective leaming, a healthy student-
teacher ratio is maintained. More empha-
sis is laid on case-based learning and the-
oretical aspects. Regular assignments,
presentations, live and simulated projects,
with pericdic evaluations will help us
grow in our subject day-by-day.” Students
learn theory in class and apply the knowl-
edge through various projects and class
assignments.

However, there has been a significant
dip in engineering students opting for the
PGP course this year. Though majority of
the students still have an enginesring
background (83%), their percentage has
come down considerably from what it was
in the previous year (58%). Explaining it as
an admission policy, Mukopadhyay says,
“We wanted students from various disei-
plines such as cormmerce, science, med-

Imes on a Lic

batch at ITM-L

ical, etc. There are about 36 students from
comnmerce, eight from science, four from
architecture, 11 from medical and seven
from other varied disciplines "

The total cost for the two-year pro-

gramme is about Rs 12 lakhs. Besides,
IM-L also extends scholarships on the ba-
sis of merit to deserving students.

wwwiiml acin
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India’s No. 1 software
exporter threatens to usurp
Infosys as industry’s top brand
onstrong numbers

RAHUL SACHITANAND & TVMAHALINGAM
MUMBAI ’
Besidesbeing bested on its numbers by largerri-
val TCS, India’s No. 2 software exporter, Infosys
alsoappearstobelosing the tag it perhaps covets
the most—that of being India’s most admired IT
-brand. Even as it struggles to re-invent itself to
tackle resurgent rivals, the Bangalore-based
firm maybe losing out to India’s largest fir-
m—unti! recently considered the least brand-
conscious of India's top outsourcers.

For long, Infosys has consistently been recog-
nized as India’s most admired IT Company by
business consultancies and media in India and
abroad, It has, for instance, been ranked as In-
dia’s most admired company by Wall Street
Journal Asiafor nineconsecutive years.

“Infosys hasn’tdone what it should have (finan-
cially and strategically) and this has affected its
brand,” says Jessie Paul, Founder of Paul Writ-
er, a strategic marketing advisory, and former
marketing chief for Wipro Technologies.

She adds that TCS’ brand has also benefitted
from being the largest Indian information tech-
nology company. “The number two and three
players have suffered from confused strategies,”
sheexplains. “TCS hasmuscled into the vacuum
theirmissteps have created.”

Infosys and TCS declined to comment.

Deepak Khosla, sales and marketing head for
NIIT, thinks that financial performance is the
biggest contributor to building a company’s
brand. TCS is expected to grow the revenue gap
between itself and Infosys to nearly $3billion by
the end of this fiscal and its profits are growing
faster too. Infosys’ revenues had nearly matched
TCS around four years ago, but the latter has
since pulled away “No branding is better than
strongfinancial performance,” says Khosla,

D-street analysts helieve that TCS is ready to
usurp the hallowed prefix that Infosys has own-
ed for nearly two decades: bellwether. “Tillabout
ayear ago, Infosys used to be the benchmark for
IT. But eversince TCS started outperforming In-
fosys regularty, we look to TCS as the leader of
the pack,” says Srishti Anand, IT research ana-
lyst Angel Broking.

INFY LOSESSTEAM P
Infosys, which was once the benchmark employ-
er for thousandsof wannabe softwareengineers
has fallen on that scale too, as attrition levels
haverisen. For the last quarter, Infosys attrition
was over 21% while TCS was just over 16%.
“Infosys doesn't enjoy the same premium on
campus or among lateral hires anymore,” says
the CEO of a HR consultancy in Bangalore, who
requested anonymity.
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ew Bellwether

N ARINDAM
Some marketers actually argue that TCS al-
ways had a fairly lackadaisical approach to
brand building and only itsstrong financial per-
formancealone may have helped its cause.

“The contours for Brand TCS and Infosys are
quite blurred,” says R Sridhar, a CEO and busi-
ness coach and former chairman of OgilvyOne
Worldwide, Murnbai. “Financlal performanceis
not the only metric.” .

More intangible benefits such as innovation
programmes need to be added to the mix before
deciding on TCS' rise (or Infosys’ fall) in the
brand sweepstakes.

YLR Moorthi, a professor of marketing at IIM,
Bangalore, thinks TCS has always had the edge
over Infosys by being older and a pioneer in the
assembly linedelivery of softwarecode. “But, In-
fosys has built a much stronger brand for years,
despite being a relatively smaller firm,” he con-
tends. Some of this brand heft may have come
from initiatives such as the InStep, a student in-
ternship program at Infosys, which saw Ameri-
can students with near-perfect academic scores

{ eyeanopportunityto work atits
- Bangalore campus and interact
Infy, which with NR Narayana Murthy.
was once the Over three decades, Infosys
benchmark hasbeen at the vanguard of dis-
employerfor closures to investors and analy-
thousands, sts withthe “when in doubt, dis-
hasfallenon  close” dictum coined by
thatscaletoo, cofounder N R Narayana Mur-
asattrition thy. Co-founder Nandan Nileka-
levels have ni has boosted the company’s
risen imageby quitting at the top, opt-
ingtokick-startand helpIndia’s
uniqueIDprojectnow called Aadhar,

“When you want to create a bellwether, you
need to have people who go out there and talk-
...and over time they themselves become
brands,” says Anand Halve, co-founder of Chlo-
rophyll, a brand consultancy. “As these people
like Nilekaniand Pai have stepped away, the Info-
sysbrand which hasbeen linked with these indi-
vidualshassuffered,” he adds,

REINVENTIONOFTCS

TCS, onthe other hand, has gone through arein-
ventionof sortsstartingwitharestructuringex-
ercisein 2008, TCSreorganised itself along 23 in-
dependent business units, each of which has its
own P&L responsibilities - a move that helped
'TCS weather the recession better. TCS also went
through a top management change as N Chan-
drasekaran took over asMD & CEO in 2009.

Unlikehis predecessors whopreferred tomain-
tainalow-profile, Chandra-asheisknow within
TCS - is a lot more ‘visible’, which has also
helped thebrand in India,

“TCS has perhaps realised that being invisible
isnotagreatidea,” says Halve.

TCS battle on the branding front though has
just begun. “Early on, TCS bet on a long-term
strategy and that is paying it dividends now,”
says Khosla of NIIT. “Their competition is now
IBMand Accenture.” .

Evenasit surgesaway from the rest of thepack
at home, Brand TCS may have a much tougher
roletoplay onthe globalstage.
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‘We always improve our systems from
whatever we learn, says ISRO Chairman

Madhumathi D.S.

Bangalore, July 17
Post-February this year, the
Indian Space Research Orga-
nisation was jolted out of its
reputation for integrity and
transparency and went into
trauma. The space agency that
rovides satellites as the back-
one for the country’s Inter-

net, broadcasting, telephony. .

and weather services had
come under a cloud, that of the
controversial ‘S-band spec-
trum deal” between its com-
mercial arm Antrix
Corporation and wannabe
pa(ximer Devas Multimedia P
Lt

The Government (in Febru-
ary) annulled the irregular
contract for two satellites, no-
tionally compared in value to
the 2G spectrum, while ISRO
slowly lifts itself out of a crisis
of credibility. )

Dr K. Radhakrishnan took
charge in October 2009 of the
triple posts of the ISRO Chair-
man, Secretary of the Depart-
ment of Space and Chairman
of the Space Commission.

He has just shed the fourth
hat, that of the Chairman of
Antrix Corporation, even as he
presides over reforms in the
Antrix role and structure.

He is also on the latest third
high-level committee that is
probing the botched deal.

In this interview since the
crisis broke out he tries to clear
the air on a few unanswered
questions on Antrix, the im-
pact of the controversy, the
space business and India’s
next space frontiers.

Excerpts:

What changes has the fall-

out of the Antrix-Devas

S-band spectrum

controversy brought about

for ISRO? Is ISRO’s
traditional autonomy
reduced and is there demand
for greater accountability
from it than ever before?

There is no change at all, T
don’t think so. Basically, it is
the robustness (within it) that

the system brings out if im-
provements are required.

Until the controversy hit

ISRO In February this year, it

enjoyed a good press, wore

something of a halo. How

has the organisation coped

withthe controversy, a

dented image, psychologlcal

Issues and visibility for the

wrong reasons? As

Chairman, it was alegacy _

problem for you, too,

(As forlegacy) Well ISROis
ISRO. When we take over, we
take over entirely and we are
responsible for what we are
today.

It is an integrated product
of the contributions of the
staff. (Not) just for the positive
things, I'm accountable for ev-
erything in the organisation.

You asked about the morale
of the organisation. It can be
judged from what it provides
the country. In the last couple
of months, ISRO has produced
the PSLV C-16, a world-class
Resourcesat-2; GSat-8 and
now, the PSLV-C17 and the
communications satellite-
GSat-12. To have three major
missions involving four satel-
lites and two launch vehiclesin
four months from April shows
how the organisation has func-
tioned. You have to look at the
people, their faces and the or-
ganisation.

What you call aberrations -
or distractions - of course, take
away part of our energy. They
are an unwanted thing. Cer-
tainly, we can do much more if
the distractions are not there,

One change you made was to

have a separate Chalrman

and Managing Director for

Antrix. Is that enough to plug

vuinerable points?

That was one very clear ac-
tion that we have taken. We
were ourselves thinking about ~
it very seriously. When Antrix
was set up in 1992, it was
thought fit to have the ISRO
Chairman as its Chairman.
Now, the time has come to
change this. Antrix has grown
from an organisation which
had a turnover of about Rs 55
lakh to a company with a turn-

Clearing the alr: The ISRO Chairman, Dr K. Radhakrishnan.

overof Rs1,000 crore. Initially,
it was providing other coun-
tries access to our IRS (Earth
observation) data,

The level of its operations
has expanded the world over,
with several users for its com-
mercial operations, (be it)
launch services or satellite ca-
pacity or technology transfer.
It's 2 huge order of develop-
ment that needs attention and
thathasdriven usto have asep-
arate CMD.

The other part I want to say
s, we always improve our sys-
tems from whatever we learn.
Whenever you see an aberra-
tion, you look at the cost of it
and try to improve yourself
That process is always there
and that is the learning in an
organisation.

Even now, Devas Multimedia

Is pressing inthe

Intemational Court of

Avbitration for getting the

agreement restored.

Asper the contract, thereisa
legal process (that is on,) You
have totalk to the Antrix CMD.
I don’t know what is the integ-
rity of that news.

Isn't India the Jurisdiction for
settling any dispute between
the two sides?

See, you have the answer to

that! As per the terms of the -

contract, it will be handled be-
tween Antrix and Devas.

What happens to the special

satellites GSat-6 and 6A that

were promised for Devas’
services in the annulled pact?

What is the status of

GSat-6? :

GSat-6 and 6A are for strate-
gic and societal needs. As for
GSat-6, some more work has to
be done on it. It should be up
sometime in fiscal 2012-13 on
the second indigenous GSLV
planned from now. (It will
come up) about six months af-
ter the next GSLV:D5 vehicle
that will carry GSat-14 satellite
around the second quarter of
2012:

Did the controversy drive

away those who wanted to

do genuine business with

Antrix/ISRO?

As T have said earlier also,
there are about 11 (foreign) sat-
ellites in the pipeline with firm
requirements given to Antrix

for launch [on the PSLV rock-
et) People understand what
this is about.

‘v Willyoube on the Antrix

board?

No, Iwill notbe ontheboard
but they will report to me as
DoS Secretary.

An Indo-US aerospace

mission led by the US

Secretary of State is visiting

shortly, How has the lifting of

sanctions by the US changed
matters for ISRO? Is there
any specific engagement
with or access to US
companies Boeing, Lockheed

Martin and others?

Engagement was always
there. Chandrayaan-1 was a
major partnership. Their invi-
tation to ISRO to join the
MoonRise mission (NASA’s
2016 robotic lunar venture) is a
major step. We also have ar-
rangements with US univetsi-
ties for exchange programmes.

Now, to the commercial part |
of it. The four (ISRO) entities *

were formally removed from
the list in early 2011, One has to
see the impact of it in terms of
supplies coming from there,

One can talk about it may be
after a year. Several agencies
keep discussing with us.
These are all exploratory.

Before we take a decision,
there is a techno-commercial
aspecttobelooked at - such as
what is advantageous for IS-
RO and India in the short or
long term.

It iis said the domestic

industry has disappointed by

not rising te the occasion for
space programmes,

I will put it the other way.
Right from the '70s, starting
with our SLV-3 and satellite
development programmes, in-
dustry has been with us. It has
only increased in terms of

" number of firms participating

as well as the extent of their
contribution. Today, 500
firms work with ISRO, from
small to large companies; pri-
vate and public sector. Some
have a very specific aerospace
division meant for ISRO,
Some have risen from fabrica-
tion to integration.

We are looking at an en-
hanced role for them, as risk-
sharing partners, themselves
investing as consortia in some
facilities and also gearingup to
take up larger levels of integra-
tion. The PSLYV is a proven ve-
hicle; and . certain
communications satellites are
standard ones. I have talked
about the arrangements that
we plan at Bangalore, near Sri-
harikota and Ahmedabad. We
should know this clearly in a
year. We should also know
from them how they would like
to work with ISRO,

So many foreign satellites

hover over the sub-continent

and offer capacity to Indian
operators (by leasing
through ISR0). When will we
see ISRO go out into other
markets with its capacity?

We have a substantial na-
tional demand and meeting
that is our first job. We have to
study the Antrix plan,

ISRO talks of undertaking a

human flight, a second Moon

trip and even a Mars mission
in the coming years, Should

ISRO follow the other space

agencles on planetary

exploration? Or should it seta

different trend for the rest?

We are clear from the be-
ginning about national prior-
ities and what we need to be
there, Qur thrustisourunique
space applications in commu-
nications, remote sensing and
(soon) navigation, The deter-
mining factor is to have an in-
digenousspace flight (system)
that is cost-effective and re-
liable; and that our satellites
should have alonger life than
the present 10-15 years.

Now, planetary exploration
is always a priority. The sci-
ence is exciting, challenging,
drives technology develop-
ment in terms of instruments
and capability to reach there,
That is 2 must. That will keep
us going.

The international commu-
nity has arenewed interest in
Moon and now we are there,
Some ingenuity came out of
the Chandrayaan-1,itmadeus
do new instruments, propul-
sion systems and the Deep
Space Network.

The human flight is some-
thing for the future, We will
embark on it once we study it.
Sending a satellite to Mars,
too, is atarget of our study.

Are the planners sceptical

about funding the human or

Mars missions?

This fundamental question
will always be asked. In early
1960s, people asked, ‘why a
space programme, why the
expenditure’. They continue
to ask this. Professional
groups (the Madras Institute
of Development Studies, for
one) have documented the
tangible and indirect benefits.
Now, you are convinced that
if you put so much money into
the space programme every
year, you get this much bene-
fit- apart from the prestige.

The human space flight will
also lead to such a situation in
10 or 20 years. There are pro-
jections for 2030-35 of human
habitations getting to Mars.
This is next logical step in
space exploration.
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Technology-enabled learning has ‘clicked’ with students, say companies in the
online tutoring space.

T.E.RAJA SIMHAN

ou are an IIT-aspirant living in a remote

corner of India and you want access to qual-

ity teachers/lectures and learning tools? Or

your kid missed the Algebra class this morn-
ing, and she wishes to make up.

Wish granted, at the click of amouse!

Years ago, this might have been just a dream. Not
any more. Technology-enabled learning or virtual
learning has provided an environment where teacher
and student do not have to be in the same place at the
same time, in order to interact.

Thanks to better connectivity and an array of solu-
tions in the market, nearly 10 million students have
logged into online classrooms in India run by the likes
of EdServ Ltd, Everonn Education Ltd, Educomp So-
lutions Ltd and Pearson Education. Not su risingly,
these companies have been quick to tap the online
learning opportunity and have come out with a slew of
offerings to woo students.

THE OPPORTUNITY SIZE

Given the vast numbers of students and challenges of
delivery, the Indian education landscape is well placed
to adopt technology-enabled learning. With 673 mil-
lion (60 per cent) of the population below 30 years of
age (median age: 25 years), the sector has immense
potential. From $28 billion today, the Indian education
sector is expected to grow to $47 billion over five-six
years.

Citing the immense growth in this sector, Everonn
points to how private educational institutions have
proliferated rapidly over the past decade with the
kindergarten to Class 12 segment estimated at $20
billion; private professional colleges at $7 billion and

The other side to IT

Virtual education is fine but nothing like meeting
eye-to-eye with the students, says V Sreevathson,
founder of the Chennai-based Bharadwaj Institute,
which trains students to become chartered ac-
countants, cost and works accountants and compa-
ny secretaries,

The seven-year-old institute teaches around
1,200 students every year.

Virtual education could complement but not
substitute personal classroom teaching. “In virtual
education we 'do not know whether the student
understood what we taught. A student views the
monitor while the teacher looks into the camera.
We cannot understand the body language through a
monitor,” says .Sreevathson, who is a Chartered
Accountant by profession and teacher by passion.

The real issue is about lack of quality teachers
due to which there is a spurt in virtual education, he
says, adding, “we would never look at venturing
into virtual education.” — T.ER

tutoring at $5 billion. Out of one million existing }The CBSE haS

schools, around 75,000 are privately run.

The digital opportunity is undeniable. In a big boost
to tech initiatives, the Central Board of.Secondary
Education (CBSE) is encouraging schools to use “Dig-
ital Content Materials” in classroom teaching.

The CBSE has advised all its affiliated schools to
set-up at least one ICT-enabled classroom for each

* grade, from I through XI1. Further, schools are encour-
aged to progressively increase the number of class-
rooms with digital content and move towards enabling
every single classroom with such learning infrastruc-
ture, Shantanu Prakash, founder and CEO, Educomp
Solutions Ltd, said in a recent conference call with
analysts.

WHAT'S ON OFFER
Educomp’s WiZiQ — a web learning platform — offers
a virtual classroom equipped with live audio, video,
white board and text chat elements. It even facilitates
payment for the teaching and tutoring services.

EdServ offers products from ‘Cradle to Career’ on a
single web platform, www.lampsglow.com. From pre-
school to Engineering exam support and preparing for
CA finals, EdServ has a range of offerings for every age
group.

Students can access the educational products that
the company offers, at a starting price of Rs 199. Once
they exhaust the number of hours fixed for the cate-

advised all its
affiliated
schools to set
up at least
one ICT-
enabled
classroom for
each grade,
from I
through XIL

gory, they will have to top-up and recharge.
EdServ says by way of Engineering exam support —
electrical, electronics, mechanical, computer science
and IT —all classes are available online.
There ate four lakh engineering students in
Tamil Nadu, of whom 40 per cent have
arrears (or backlog exams) to clear.
EdServ helps them clear these ‘ar-
rears’ through online classes. At

any point of time there are about
4)70 20,000 students on board the
/0¢ £ virtual classroom, says S Gi-
T = ridharan, CEO of EdServ.
= X Also, be it entrance exam
£ for IIT-JEE, AIEEE, CA,
S~ CAT, or Law, online support is
87 offered through live and re-
< corded video sessions. An IIT-

JEE aspirant based in Theni or

Dindigul (in Tamil Nadu) or any

other tier-II/III town can access

EdServ’s content on lampsglow-

.com. Other offerings include test

preparation, model papers, reference

materials, live tuitions and pre-recorded

sessions.

Everonn follows a student pay model in its virtual

and technology-enabled learning solutions (Vi-

TELS) division. Students pay to access content or to

listen tolectures broadcast by teachers from 15 studios

in Chennai to remote locations, including Everonn
Learning Centres, across the country.

They use presentations, video, audio and digital con-
tent to communicate, engage and interact with
students.

Everonn, through ViTELS, also connects to colleges
and retail centres offering skill development and job-
oriented programmes. With VSAT (very small aper-
ture terminal) technology, a single instructor can teach
thousands of students across the country.

Also using VSAT Technology platform is Pearson
Education Services. Meena Ganesh, CEO and MD of
Pearson, says her company’s EduriteONE programme
utilises this technology platform to reach out to the
most remote locations of India. Beamed from Banga-
lore; this platform replicates-a real classroom learning
environment and enables two-way, audio-vid;o
interactions.

Meanwhile, Pearson’s DigiClass solution empowers
teachers to transform traditional blackboard-and-
chalk classrooms into interactive sessions. The multi-
media content enables teachers to better explain com-
plex concepts.

The DigiClass solution is based on the philosophy of
Cognitive Learning Approach. According to this, there
is a close relationship between “what we know” and
“what we need to learn”.

By associating new material with something famil-
iar, students can better understand and retain new
information. DigiClass’ multimedia content — includ-
ing 2D/3D images, videos, demonstrations, simula-

. S .
tions, rhymes, games, activity sheets — helps teachers
establish this link better, says Meena Ganesh. *

THE ONLINE ADVANTAGE

All the online players claim that one advantage over
physical classrooms is the quality of teachers Sleél( the
virtual forum offers.

According to Edserv, its tutors are selected through
arigorous interview process. “We check their creden-
tials and students also continuously rate them. There s
a team working on this to monitor the quality of the
online tutors. We record all the online tuition sessions
and have a recap model for students whereby they are
able to do self-assessment,” Edserv’s Giridharan says.

The online players also hold out affordability and
flexibility that gives digital learning model an edge.
While you may shell out almost Rs 14,000 a year for an
hour of algebra classes for a class X student ina city like
Delhi, you could get an online tutorial for a year for Rs
2,000, says a Delhi-based parent who uses one such
solution - Topper Learning. .

And there are flexible pricing options as well. In the
case of EdServ, while live online tuition could cost Rs
30 per hour, recorded eLearning sessions could cost Rs
5 per hour. “Everyday, we are seeing newer students

- register on lampsglow.com from tier-1I/III towns,”

says Giridharan,
But for technology, these students in remote places
would have been deprived of quality tutoring, he notes.

GROWING ONLINE LEARNERS
Sois digital learning finally picking up in India? At least
the numbers seem to suggest so. Educomp’s WiZiQ
today has 1.2 million students and over a lakh teachers
registered on the platform. “Clearly WiZiQisor aroll,”
Prakash told analysts recently.

EdServ’s web platform www.lampsglow.com has a
student base of one lakh. EdServ provides online tests
almost everyday. There are over 80 batches every eve-
ning, between 5 p.m. and 9 p.m. The company wants to
expand online tuition sessions to 800 batches every
day over a period of time.

Pearson’s DigiClass reaches out to more than seven
lakh students every day. The company’s assessment
and testing programmes help to educate more than 100
million people worldwide. “We combine content and
technology and offer customised solutions of interna-
tional standards to audiences not just in India but -
worldwide,” says Pearson’s Meena Ganesh.

Everonn reaches out to over three million students
through ViTELS. Revenue for Everonn, through Vi-
TELS, increased by nearly 50 per cent to Rs 216 crore in
2010-11 compared with Rs 146 crore in the previous
year. It reported total revenue of Rs 302 crore in
2010-11 (Rs 211 crore), according to the company’s
2010-11 annual report.

With a growing number of students clicking in to
eLearning portals, the Virtual classrooms are finally
coming alive in India.

raja@thehindu.coin
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Huma Siddiqui

tion (ISRO) is in for major changes

and outsourcing seems to be the
buzzword nowadays. Until now, the
space agency concentrated on develop-
ing capability to build and launch com-
munication satellites for television
broadcast, telecom and meteorological
applications; remote sensing satellites
for management of natural resources.
And it outsourced smaller work to pri-
vate players. But in a clear departure
from thepast, ISRO hasexpressed itsin-
tention to significantly scale up out-
sourcing of high-end work to private
companies—from building more com-
plicated systems to assemblingit.

Itisobviousthat theprivate industry
iseagertoplay alargerrole inthespace
missions and tap the outsourcing work
offered by the department of space, of
which ISRO is part, which has an annu-
al budget of 5,700 crore for 2011-12.
ISRO has huge spending plans for mis-
sions to Mars and various domestic and
international satellite Jaunches. Firms
such as L&T, Godrej & Boyce, Astra Mi-
crowave, among others, have been
associated with the space agency for a
numberof years.

Therationale is also tofuel the quan-
tum jump in the programmes being
undertaken by the space body. “We are
gettingintoarisk-sharing model,” says
ISRO chairman K Radhakrishnan.
Accordingly, the Indian space agency
intends to establish a manufacturing

INDLAN Space Research Organisa-

lexnear the Sriharik rt
on the Andhra coast so that its private
partners have production there.

Atpresent, morethan500enterprises
from the commercial-aerospace indus-
try account for 60% production of the
space agency’s programme. These sup-
pliers are located in different parts of
the country, and the idea now is to cut
down the turnaround time and get the
products on time. “Their share would

further go up as we are witnessing a
quantum jump in the production of
rockets and satellites in the last two-
threeyears,” Radhakrishnanadds.
Analysts reckon that ISRO has a
unique style of reaching out to the pri-
vatesector. Unlikespaceagencies in'the
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Outsourcing with confidence

The Indian space agency is looking to outsource complex aerospace systems and design services to
private suppliers, reasoning that this is the best way to speed up rocket development and to save money

USandEurope, theIndianspace agency
reaches out to companies with niche
skills in the aerospace arena and then

‘commission work to them, instead of
_brivate companies approaching them

for contracts.
Analysts are also quick to recall the

tragedy faced by ISRO last December
‘when both the communication satellit

GSAT-5Pand thegeosynchror 1

lite launch vehicle (GSLV-F06) that was
to have put the satellite into orbit from
Sriharikota went up in smoke and were
not insured. The GSLV-F06 cost ISRO

X175 crore and GSAT-5P ¥150 crore. The
GSLV-D3, which failed on April 15,2010,
also was not insured. It was to have put
into orbit the communication satellite
GSAT-4, which was not insured either.
Hence, the need for more private sector
participationtomitigaterisks.
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Cut to present day. ISRO is in an
overdrive and has already launched
threesatellites this year,and fourmore
spacecraftaregettingready forlaunch
by March next year. In addition, it has
already bagged orders to launch 12
foreign satellites on board its polar

, satellite launch vehicle (PSLV) mis-

sions. Sofar, it has launched 26 foreign
satellites by the home-grown PSLV.
These satellites were mainly
Canadian, German and Indonesian,
including a 800-kg spacecraft —envi-
ronment monitoring satellite—from
DLF Germany.

Meanwhile, the development work
on GSLV MKIII is progressing for the
first experimental launch during 2012.
The GSLV Mk I is conceived and
designed tomakeISRO fully self reliant
in} hing heavier ication
satellitesof INSAT4 class, whichweigh
4,500 to 5,000 kg. The vehicle envisages
multi-mission launch capability for .
GTO, LEO, Polar and intermediate cir-
cular orbits. GSLV Mk Il is designed to
be a three stage vehicle with a lift off
mass of 630 tonnes. The booster stage
comprises two identical $-200 large
solid boosters with 200 tonne of solid
propellants that are strapped on to the
L-110core liquid stage. The upper stage
isthe C25 cryogenic stage.

A study for undertaking human
space flight to carry human beings to
low earth orbit and ensure their safe
returnhasalsobeenmadebyISRO. The
space agency has initiated pre-project
activities to study technical and man-
agerial issues related to undertaking
manned mission with an aim to build
and demonstrate the country’s capabil-
ity. The programme envisages the de-
velopment of a fully autonomous or-
bital vehicle carrying twoor three crew
members to about 300 km low earth or-
bit and their safe return. With private
companies maturing, it is obvious that
they will be getting more critical work
fromISRO infuture.
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