· AIM OF THE DEPARTMENT:

· To create awareness about the traineeship programme among the non –AIESEC population with a view to offer this programme to interested students.

· To recruit quality trainees with an academic background that is easily matchable i.e, from disciplines like accounting, finance, business management, advanced computer applications etc.

· Structurising the dept. since this is the first year of its independent existence.

· Encouraging more outgoing SNs so as to make exchange bilateral.

· Ensuring quality and quantity exchange.

· Positioning AIESEC with the student population as an exchange organisation.
TIME PLAN:

(Initial)

1st – 8th Sept. : Printing of Brochures & posters

10th- 30th Sept.: Promotion of the programme

28th- 30th Sept.: Collection of forms

1st – 5th Oct. : Contingency

5th – 8th Oct. : Screening and pre-SRB orientation

While the above was the decided time plan , work did not really proceed according to it. Promotion started on the designated date but not many places could be covered because of lack of OC members, DU being busy with NLDS/NSPM and other teething problems (mentioned under promotion). Eventually promotion, collection of forms and screening became ongoing processes that lasted till December. SRBs were held in November, December, January and February.

PROMOTION:

Places Visited
Posters
Presentation
Result

1. NIIT(9 centres)
In 1 centre only
None
No forms sold

2. NIS(2 centres)
 In 1 centre
None
No forms sold

3. APTECH(1 )
None
None
Ref. Contact sheet

4. EMPI
Yes
Yes
22 Forms sold

5. FORE School of Management
Yes
Yes
27 forms sold

6.NILM
Yes
None
9 forms sold

7.IILM
Yes
None
3 forms sold

8. Delhi School Of Business (DSB)
Yes
Yes
1 form sold

9. Centre for Image  Management Studies (CIMS)
Yes
Yes
1 form sold

10. National Institute of Advertising
Yes
None
No forms sold

12. Fortune school of business
Yes
Yes
12 forms sold

13. FTDC
Yes
None
No forms sold

14. Career Launcher
Yes
None
No forms sold

15. Sarda Sringeri business school
Yes
None
13 forms sold

16.Alliance Francais
Yes
Yes
No forms sold

17. Max Mueller
Yes
Yes
5 forms sold

18.IIT Delhi
Yes
None
7 forms sold

19.JMC
Yes
None
No forms sold

20. CBS
Yes
Yes
15 forms sold

21.KNC
Yes
None
2 forms sold

22. Hindu
Yes
None


23.SRCC
Yes



24.Hansraj
Yes



· In addition , lots of forms were sold to people who heard about the programme through @ers, friends or saw our posters put up at some of the above places.

· Our alumni were also hit out to by sending them a mailer(enclosed) together with the YDEP dept. and they were also called up to inform them of the SN recruitment drive.

· Total number of forms sold = 162

· Total forms collected = 50

· Problems Faced:
· Computer centres did not give permission to put posters and so we ended up wasting almost 10 days following up on the appointments made.

· Presentations at Alliance Francais and Max Mueller Bhavan did not attract much crowd because people did not read the posters put up or the posters were taken off after a day. So inspite of having 3 presentations each at these places ,so as to cover all the different batches of students, the results were not encouraging. However , inquiries did come in later which were answered on the phone.

· Students in CIMS and DBS who have a 1 year course are more interested in a final placement at the end than a temporary traineeship. The same was the problem with most 2nd year MBA students , in other institutes..

· Lack of credibility of the programme as of now in the eyes of the non-@ population.

· Need for a lot of reminders and follow ups for collection of forms further delays the entire process.

REVIEWAL & SELECTION:

· As and when the forms came in , they were screened on the basis of their academic qualifications and matchability.

· In all , 5 SRBs were held – 1 in August (for DI alumni), 1 in November (for externals), 1 in December (for externals), 2 in January (1 for externals and 1 for DI @ers & alumni) .

· The SRB panel for most of the SRBs held for the externals consisted of Dr. Patri/An external from EMPI & VP SNs from DU& DI or an EB member from either of the two LCs.

· Total number of people who cleared the SRB =  8 externals (DU& DI) + 4 DI members

· Form filling for externals still needs to be done.

EXCHANGE STATISTICS:
· 3 Realisations : Nikhil Rai – Phillip Morris,Switzerland (August ’98)

·                                  Ankita Arora -- Poland (August ’98)

·                                  Arjun Sharma – Price Waterhouse Coopers,USA (January ’99)

· 4 successful traineeships : Shishir Saran (2 month traineeship in Finland)

                                                   Saurav Chopra (2 month traineeship in Finland)

                                                   Mohit Agnihotri (2 month traineeship in Germany)

·                                                    Ankita Arora (6 month traineeship in Poland)

· Number of forms on INSIGHT: 9 

· Arijit Sanyal 

· Sumeet Singh 

· Himanshu Sareen 

· Sonal  Chajehra 

· Anuj Mittal 

· Mohit Agnihotri 

· Vipul Bhargava 

· Kanika Thakar 

· Neha Saida 

PREPARATION:
· Preparation packages have been compiled for the following countries:

USA

Germany

Switzerland

France

Australia

· These can be kept as part of a library of info  that a traineee could refer to.

· Have a lot of general  information on countries like Netherlands, Argentina, Canada, Sweden.

· A general preparation pkg from the NC that includes all the general prep info a trainee would need. The dept. has only one copy of it but suggests that it be photocopied to be given to each SN.

REINTEGRATION:
· All the trainees who have returned were called for LCMs to share their experiences with the LC members. Shishir left for USA 4 months after he got back; Saurabh is continuing in IIT & is too busy to be involved in LC activities; Mohit did work briefly on the SN dept. & gave useful tips for preparation. However an effort was made to reintegrate them back into @

· The evaluation reports have been duly filled for all and have been compiled(with Sameera)

THE DEPARTMENT MEMBERS:
First batch : (Aug.- Sept)                                             VP SN : Sameera Suri

Madhvi Pande                                                           Manager: Preeti Mehra

Nandini Ramamurthy

Namrata Singh

Saumya Sindhwani

Second batch: (Oct.& Nov.)                                 
Gaurika Gambhir

Simran Brar

Dheeraj Aneja

Sumit Sapra

Pooja Puri

Sonal Bahl

Mohit Agnihotri

Priyanka Goyal

Third batch: (Dec.- Feb.)
Dheeraj Aneja

Sonal Bahl

Pooja Puri

Pranay Manocha

Aditya Gaurav

COOPERATION WITH DU:

The Sn department functioned in cooperation with DU to target the non @ population, wherein it was decided that promotion ,screening & SRBs would be carried out together. The total number of new SNs would then be divided among the two LCs .As is the case with any cooperation ,there are certain merits & demerits it has, as listed below: 

· Merits: 

· As far as promotion is concerned it is a big advantage because you have a large task force  and there is a lot of ground  to be covered.

· There is no division of student base to be tapped.

· For SRBs we have a richer panel and we always have their externals to fall back on if ours are not available.

· Save on resources if hold joint  orientation talk for recruits.

· Work does not suffer or come to a halt if members of one LC become involved in some project eg. Hosting a national meeting,  and are unable to devote sufficient time to SN

· Demerits:

· If there exists a difference in work attitude between the LCs- that could cause a rift which can be detrimental for the dept.

· Work and decisions tend to get delayed because every decision needs to be taken together and if either side is unavailable or uncontactable(!!) a lot of time is lost which could affect customer satisfaction.

· Coordination between the two LCs is a big problem
**However the demerits can be  worked upon and since the merits of such a cooperation are valuable in terms of the resources the LC saves, our suggestion is that the cooperation should continue. 

SWOT ANALYSIS:

Strengths
Weaknesses

Our opportunities !!!
Forever changing OC that resulted in lack of continuity of work

Inactive OC members due to which the burden of work fell on a few members.

Poor communication levels in OC.

Lack of LC involvement

No training on INSIGHT for OC members 

Lack of belief in the concept of exchange.

Lack of proper systems.

· Lack of focus & foresight.

Opportunities
Threats

Large student base

Attractive proposition for students

Greater awareness of the programme will  bring better results.

Can utilise the publicity done by Recruitment OC.

Intensive web searching can create a huge database of links relevant to preparation.

Cooperation with DU

Once INSIGHT works well it will give good matches.
Lack of University recognition of AIESEC & its programmes.

Lack of credibility of the programme as of now.

Continued  lack of cooperation from the LC will result in isolation of the dept.

· Problems  Faced :

· Low rate of return of forms

· No encouraging response from the Alumni inspite of having called them up personally and also sent a mailer.

· Most of the students who applied from MBA institutes were 1st year students who wished to go for 2 month traineeships for their summer attachment and were rejected because of lack of flexibility of their forms in terms of dates. Hence we are losing out on a lot of capable students because of our inability to provide such short term traineeships especially during summer.

· Lot of time lag between student filling in his form and being called for an SRB thus leading to loss of interest in the programme.

· The allocation of OC was faulty because when there was a lot of work to be done, there were hardly any members and when the work load wasn’t much there were a lot of people allocated.

· SUGGESTIONS FOR THE NEXT OC:

· Have a workgroup instead of a  manger and an OC below him/her. The work group coordinated by the VP SN should be for atleast 4-5 months. This will result in greater involvement of the OC in decision making and hence greater ownership of the project.

· Implement the key account system so that there is greater LC involvement in the X-process. Also this way the OC can cocentrate on developing better systems and efficient functioning.

· Have training on INSIGHT for all OC members as well as key account managers so that matching is distributed.

· Try and establish cooperation plans with LCs abroad so as to increase the flow of SNs. Eg. Tie up with Germany , Finland etc. for TDPs esp. during the summers.

· The department head must be consulted while allocating people to the OC.

FINANCE :

Expenditure
Amount
Income
Amount

To Printing

To DU

Surplus
4,200.00

480.00

10,230.00
By French Embassy

By DU(1/2 Ad. Money from EMPI)

By forms sold (97*30)
10,000.00

2000.00

2910.00


14,910.00

14,910.00

