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1. Indian Real Estate Sector

The Indian Real Estate sector comprises professionally run organizations as well as individuals / family owned closely held entities, who follow traditional, opaque and informal practices in the value chain. The sector is poorly and differently organized on matters such as regulations across states and business practices adopted by players of varying sizes, vintages, and constitution.
Real estate was till recently considered the space for individual unemployed middlemen with low level of education, who connect a buyer and a seller, based on their informal personal knowledge, gathered randomly, with little transparency in a non-competitive environment. The sector is regarded as a less preferred career choice, largely attributable to the lack of familiarity with the various facets encompassing the sector, and the unprofessional image the sector has carried thus far.
The real estate market is still in its infancy, largely unorganized, dominated by a large number of small players, with very few organized players of national presence, characterized by smaller size, lower availability of good quality space and higher prices (CB Richard Ellis). 
The Indian real estate sector has traditionally been dominated by a number of small regional players with relatively low levels of expertise and/or financial resources. Historically, the sector has not benefited from institutional capital; instead, it has tapped high net-worth individuals and other informal sources of financing, leading to low levels of transparency. This scenario is undergoing a change with the sector’s growth and progressively, the industry’s dynamics reflect consumers’ expectations of higher quality with India’s increasing integration with the global economy (1). 
The erstwhile practice is giving way to large domestic and overseas corporate entities, recognizing the potential business opportunity, driven by urbanization, increasing aspirations and affordability, availability of financing to acquire real estate property, government support in the form of tax breaks on capital repayments and interest payments on housing loans, variety of product offerings, evolution of nuclear family structure and capital appreciation from real estate investment. 

The real estate sector encompasses development and transactions in land (agricultural, farm houses, residential layouts / townships/gated communities), constructed  residential independent villas / row houses / low, high rise & service apartments and so on, commercial spaces of varying standards and specifications;  catering to the low, middle and high come groups. 
Real estate involves the purchase, sale, and development of land, residential and non-residential buildings. The main players in the real estate market are the landlords, developers, builders, real estate agents, tenants, buyers etc. (2) 
The sector is maturing in terms of regulations, practices and expectations in the overall eco system that has placed demands for trained manpower to handle the various facets of the sector. Housing finance institutions have added a new dimension in the form of collaborative working with builders. Marketing is a collaborative activity by the financier and the builder, through informal understanding or even independently. Marketing of housing property and housing finance, and the recovery of loan by financiers are intertwined, and contributes to a large chunk (80% +) of the entire real estate sector. 

The operations of marketing, financing and recovery is currently carried out in a less than professional manner, by persons equipped with minimal need based functional training, imparted by their employers, in a less than organized manner, to generally low to middle level staff with little formal education. Reasons for such practices vary from need for cost control, difficulty to attract qualified persons to the sector carrying a negative image, except rare cases of large corporate entities. There is no professionally organized capacity building and training infrastructure with a credible competency certification process.
Thus there is a huge challenge and opportunity for organized training in real estate sales and recovery.  Such organized professional training and certification is expected to attract large demand from existing banking / housing finance institutions and builders, to train their existing and new recruits, as well as individuals who may opt real estate as a career of choice. Housing finance, Banking institutions as well as the Reserve Bank of India have now made it mandatory to deploy only trained and certified hands, for housing finance related tasks. Credible professional training followed by certification will help enhance individual earnings and employment opportunities.
Organized training will also help remove the existing stigma on real estate, as one operated by unprofessional entities, touts, characterized by underhand deals, lack of transparency, corruption at various stages, and perceived as a sector ruled by black money and underworld. It will also help bring about order, professionalism, transparency and legitimacy to the sector, eradicate corrupt practices by unscrupulous officials and middlemen. 
The real estate sector for the purpose of setting up training centers, for sales and recovery staff will cover residential and commercial properties and transactions that are ownership and rental based in residential and commercial properties. Our target market is the private sector operating in a competitive market, excluding government agencies operating in an administrative capacity.

2. Basis of Gap and Market Opportunity Identification for Training 

Demand for training in Real estate sales, financing and recovery is a derived demand from the growth of the Real estate industry. As such, it is pertinent to examine the track record and road ahead for the sector. The sections that follow examine the recent history, current problems, expectations and opportunity for training services, from several reports and studies on the sector from government and other credible sources

a) Demand drivers - Construction and real estate industry in India

The construction sector is the second largest economic activity after agriculture, employing about 33 million people, growing at a Compounded Annual Growth Rate (CAGR) of 11.1%, driven by investment in infrastructure and rise in housing demand, with a Foreign Direct Investment (FDI) inflow of INR 240 billion during 2007-08. Construction investment accounts for around 52.4% of the Gross Fixed Capital Formation in India. The Construction sector has strong linkages with industries such as cement, steel, chemicals, paints, tiles, fixtures and fittings. Real Estate segment contributes around 24% to the construction GDP, valued at around Rs. 504 billion in 2007-08, and growing at a CAGR of 12%. It comprises Residential, Commercial and real estate activities of Special Economic Zones; residential sector contributing about 82% and commercial and SEZs each 9%. Real GDP of the Building, Construction and Real Estate sector is projected to grow at a CAGR of 9.5% to 10% till 2022. The GDP economy of Construction would be about Rs. 8,000 billion in constant prices at 2022. (3)
India’s retail market was mainly unorganized until early 2000. Organized retail penetration in real estate has grown to about 5.6 per cent in 2009-10, which is further expected to increase to about 7.3 per cent by 2012-13 (4). 

Foreign direct investment in the country’s real estate sector is likely to rise to a whopping $25 billion in the next 10 years from the present $4 billion (5) 
b) Demand drivers for Residential Sector

· Favorable demographics - India is the second highest populated country in the world with a population above 1 billion, average age of 26 years and working population comprising 61% of the total population.  India is and will remain one of the youngest countries in the world, for some time. The middle class segment's rising purchasing power and propensity to consume is expected to drive a high economic growth rate in the coming years (6).  
· Urbanization and Migration- The decadal growth rate of urban population (20% between 1991-2001) in India is higher than the rural population (18% during the same period). Investment in real estate sector over the long term will be led by housing, accounting for about 90% of the total real estate sector (7)
c) Commercial/Retail Construction

The rapid growth of the Indian economy has led to demand for commercial property for offices, warehouses, hotels and retail shopping centers. Growth in commercial office space requirement is led by the growing outsourcing and information technology (IT) and organized retail industry (8). 

d) Value Chain Driven Opportunity and HR Issues in the Real Estate Segment

Land acquisition
The value chain in the RE sector comprises land acquisition/ land bank creation > project conceptualization, design, planning and marketing (including seeking approvals) > project execution > facility management. 

Real estate valuation is a huge opportunity that has untapped potential. The real estate finance industry needs trained property professionals to carry out land and property valuations for multiple purposes such as lending, financial reporting etc. As per Construction Industry Development Council (CIDC), only 20% of the employees in the construction sector is skilled with even most professionals not having any formal education in the field. As a result of this shortage, development firms have been compelled to import architects, designers and planners from countries such as Singapore, Thailand, Australia and New Zealand, thereby pushing up the project costs and impacting profitability. 

The most prevalent challenge HR professionals continue to face in realty firms, is the lack of quality talent which stems from the absence of specialized real estate education bringing in fresh skilled manpower. Compared to the demand of personnel that the sector requires, existing educational institutions and professional bodies have not been able to scale up the delivery of qualified professionals.

Another challenge is faced on the retention front. With large number of international realty firms entering the market, a majority of the skilled professionals at mid-senior level management and entry level professionals, are opting for employment with these entities. This adds pressure on the second line of management not only for business continuity but also talent acquisition.

Despite the enormous size and the potential of the Real Estate and Construction sector in India, apart from Civil Engineering, Town Planning and Architecture, the current education set-up in India does not adequately provide for specific curriculum requirements and specialized courses for the real estate sector. Most people currently employed in the sector learn fundamentals of the business on the job, and hence the quality of professionals employed and the quality of work delivered, leaves a lot to be desired. This is not an ideal scenario for an industry looking to expand rapidly in the coming years.

Several choices are available for individuals to pursue a career in real estate across the property lifecycle (PLC). One such opportunity is for real estate valuation with untapped potential. The real estate finance industry needs trained property professionals to carry out land and property valuations consistently and accurately, for multiple purposes such as lending and financial reporting. 
e) Training opportunity

Profile of people employed - Profile of people employed in the Building, Construction and Real Estate Sector are as follows

· Graduate / postgraduate engineers (with relevant field experience) as project managers

· Graduate civil  and graduate mechanical engineers  as site supervision /design engineers

· Diploma engineers / ITIs with experience (site supervisors)

· ITIs  (own / contractual employees) as skilled workmen

· Minimally educated (mainly contractual employees) as unskilled workmen

Major Skill gaps - Major skill gaps identified are 

· Project managers with 3-4 years of exp, lack communication and team building skills, ability to manage multiple contractors and resolve conflicts
· Engineers / supervisors lack communication and team management skills, poor knowledge of tendering processes, poor writing and documentation skills in English, poor coordination, time management, planning and scheduling skills, insufficient ability to resolve conflicts
Realty markets continue to face a lack of quality due to the absence of specialized education, training and courses. A side effect of this skill shortage has also resulted in an increase in salaries and benefits in many companies to those professionals who have stayed on with their employers (9) 

Most international investors for example, expect professionals operating in the Indian real estate and construction sector to talk the language of international real estate. Given the state of the industry today, it becomes a tough ask to sift out the so-called 'black-sheep' from the flock, and ensure that they work with people who possess a certain level of knowledge, experience and competence. This establishes the precedent for ensuring a high degree of professionalism in the realty sector, as in other professions like accountancy and medicine, to ensure consistency of service and culture. To enable such a transition to take place within the industry, real estate sector need to develop and extend to their staff, the principle of recognition through professional qualification and certification. 

Regulation and certification if followed in the Indian property sector, will enrich the industry with a segment of people who already possess or have worked towards attaining a minimum level of competence, as reflected in their professional qualifications. This shift will not only elevate the level of expertise present in the Indian industry, but will also give an opportunity for people working in these sectors to take pride in their profession, much like a doctor or engineer (10). 

f) Projected Human Resource Requirements 
Based on the projected growth in the Infrastructure and Real Estate sectors, it is expected that about 83 million persons would be employed in the construction sector by 2022. The incremental human resource requirement between 2008 and 2022 is expected to be about 47 million. The sector-wise composition is as follows:

Projected human resource requirement between 2008 and 2022 (in ‘000s) (11)

	                              2008 
	2012 
	2018 
	2022 
	Incremental 

	Infrastructure 
	25,177 
	33,868 
	48,280 
	58,289 
	33,111 

	Real Estate 
	10,790 
	14,515 
	20,692 
	24,981 
	14,191 

	Total 
	35,968 
	48,383 
	68,972 
	83,270 
	47,302 


g) Existing Training Entities for Real Estate Sector 
One institution offering training for real estate sector is the Royal Institution of Chartered Surveyors (RICS). However RICS’ focus is more on the construction, engineering and related areas in which it awards certification that is  highly valued globally (12) 
3. National Skill Development Corporation, India (NSDC)

The National Skill Development Corporation India (NSDC) is a one of its kind, Public Private Partnership to promote skill development by catalyzing creation of large, quality, for-profit vocational institutions. NSDC provides viability gap funding to build scalable, for-profit vocational training initiatives. It also enables support systems such as quality assurance, information systems and train the trainer academies either directly or through partnerships (13).

NSDC was set up as part of a national skill development mission to fulfill the growing need for skilled manpower across sectors and narrow the gap between demand and supply of skills, by fostering private sector initiatives in skill development programs and providing viability gap funding.
a) NSDC Mission 

· Upgrade skills to international standards through industry involvement and developing  frameworks for standards, curriculum and quality assurance

· Promote private sector initiatives for skill development through Public-Private Partnership (PPP) models through operational and financial collaboration from the private sector

· Financing  through viability gap funding  in sectors where market mechanisms are ineffective or missing

· Prioritize initiatives that can have a multiplier or catalytic effect as opposed to one-off impact

NSDC is a first-of-its-kind Public-Private Partnership (PPP) in India to facilitate skill development with focus on the unorganized sector. 

The real estate sector is one of the focus sectors for NSDC to develop skills considering its potential growth for the coming decades, the skill gap that exists in the sector and need for bringing in professionalism

b) NSDC Structure

NSDC is a not- for- Profit Company set up by the Ministry of Finance, under Section 25 of the Companies Act. It has an equity base of Rs 10 Crores, of which the Government of India accounts for 49%, while the private sector has the balance 51%.

c)  NSDC Key Roles 

· Funding and incentivizing: This involves providing financing either as loans or equity, providing grants and supporting financial incentives to select private sector initiatives to improve financial viability through tax breaks etc. (14)
· Enabling support services such as curriculum, faculty and their training, standards and quality assurance, technology platforms, student placement mechanisms, setting up standards and accreditation systems in partnership with industry associations.

· Shaping/creating: In the near term, the NSDC will proactively seed and provide momentum for large scale participation by private players in skill development. NSDC will identify critical skill groups, develop models for skill development and attract potential private players and provide support to these efforts. 

d) Focus Areas

There are three segments across which the NSDC will focus: 

· Attractive segment where the market automatically works, NSDC playing a reactive role to support scale-up by various players.

· Viable segment but with marginal economics or involving high risk/uncertainty, to make this segment much more attractive for private investment.

· Completely unviable segment: in collaboration with government departments and help develop innovative business models to move players to the viable segment. 
e) Skill Development Funding

NSDC provides skill development funding either as loans or equity, and supports financial incentives to select private sector initiatives to improve financial viability through tax breaks etc. NSDC’s financing initiatives provide viability gap funding through (15)
· Loans

· Equity

· Grants

4. Our Proposal

a) IIBF Training Institute

IIBF training institute, the proposed company is a training institute registered by Indian Institute of Banking and Finance (IIBF) currently providing training for debt recovery agents. 

IIBF was established in 1928 as a Company under Section 25 of the Indian Companies Act, 1913. IIBF, formerly known as The Indian Institute of Bankers (IIB), is a professional body of banks, financial institutions and their employees in India. With a membership of over 700 banks and financial institutions as institutional members and about 300000 of their employees as individual members, IIBF is the largest Institute of its kind in the world and is working with a Mission “to develop professionally qualified and competent bankers and finance professionals primarily through a process of education, training, examination, consultancy/counseling and continuing professional development programmes”. 

During its 80 years of service, IIBF has emerged as a premier institute in banking and finance education for those employed as well as seeking employment in the sector, aiming for professional excellence. Since inception, the Institute has educated numerous members and awarded several banking and finance qualifications, viz., JAIIB, CAIIB, Diploma and Certificates in about 20 specialized areas and helped them to sustain their professionalism through Continuing Professional Development programs.. 

IIBF is a ‘Distance Learning’ Institute. In order that the candidates who appear for the examinations get adequate education/knowledge inputs, the Institute offers various educational services. The pedagogy of Distance Learning offered by the Institute is (i) publishing specific courseware for each paper/examination; (ii) publishing work books; (iii) tutorials through accredited institutions; (iv) contact classes; (v) virtual classes; (vi) e-learning through portal; (vii) campus training for selected courses, etc.

As a professional body, IIBF ensures that its members are given updated information about the profession they practice

IIBF Training Institute (IIBFTI) Headquarters will be located in NOIDA, NEW DELHI with proposed training centers in 23 locations (which have DRTs) as below (16)
1. Ahmedabad

2. Allahabad

3. Aurangabad

4. Bangalore

5. Chandigargh

6. Chennai

7. Coimbatore

8. Cuttak

9. Delhi

10. Ernakulum

11. Guwahati

12. Hyderabad

13. Jabalpur

14. Jaipur

15. Kolkata

16. Lucknow

17. Madurai

18. Mumbai

19. Nagpur

20. Patna

21. Pune

22. Ranchi

23. Visakapatnam

b) Business paradigm

I. For economy and convenience, the training centers will be located far from the metro in owned premises rather than renting

II. Each centre is proposed have an area of 3000 - 3500 sq ft to meet functional needs of the training centre in a cost effective and need based manner

III. Each centre will have 4 classrooms with planned seating capacity for 25 trainees. The proposed area of 3000 - 3500 sft will provide some cushion for capacity expansion with minimum tweaking 

IV. Each course would be of 100 hours duration and delivered under two options depending on emerging demand pattern: [4 hours 5 days a week] or [10 hours on sat and Sunday] - in either  case the course would be completed in 5 weeks

V. Candidate’s proficiency in the subject trained will be tested through an independent testing service provider online with which the company (IIBFTI) would tie up

VI. In addition to the Real Estate Sales and Recovery oriented vocational courses initially proposed, IIBFTI would also extend its training in other specialized online courses in finance and management in collaboration with an international institution as listed below

a. Accounting & Tax

b. Alternative Investments

c. CFA/CMT/FRM Exam Prep

d. Core Finance Concepts

e. Corporate Finance

f. Credit Risk

g. Derivatives

h. Financial Modeling

i. Fixed Income

j. Investment & Portfolio Management

k. Mergers & Acquisitions

l. Operations & Compliance

m. Professional Skills

n. Project Finance

o. Risk Management

p. Special Programs

q. Structured Products

r. Technical Analysis

s. Trading

t. Wealth Management

VII. The average fees for each course would be INR 7500, initially to increase as per assumptions stated in the Financial model. In addition IIBFTI would charge for the testing services arranged through an external accredited third party testing service. The revenue accruing to IIBFTI per candidate for testing would be INR 5000, increasing as per assumptions stated in the financial mode. 

VIII.  The average setup cost for the institute is taken as INR 50 lakhs (INR 5 million)

IX.  IIBFTI emphasizes on developing proprietary training modules, to be delivered through an efficient IT backbone. The initial cost of this IT infrastructure is estimated to be INR 1.5 crores (INR 15 million). The IT backbone will undergo continuous up gradation in tune with developments in information and educational technology to extend best of breed services in an emerging borderless competitive training market 

c) Target Market
The target market considered is working professionals as well as individual freshers seeking a career in the respective field of training chosen. A formal training and certification mandated by banks, housing and other financial institutions for employment is expected to drive traffic for the programs and certification. 

We conceive the market as comprising three segments geographically: the metros, the non metro cities and the second tier cities. Our target market would be segmented as
I. large professional organizations in the real estate and housing finance business, who have their own internal training programs and who may like to get it outsourced and the trainees  certified. 
II. second tier real estate builders who currently use external training agents to train their staff on marketing and recovery with a minimal level of inputs to meet short term needs but lack desired level of coverage, depth, quality, credibility, certification of competence, and acceptance, considered as industry standard. 

III. Tier 2 REC’s and housing financiers who currently do not have any organized training program but individuals learn by trial and error on the job or by random experience sharing from seniors, peers or networks. Such an approach limits the ability to compete in the market and grow due to inadequate capacity and competence of their sales and recovery staff. This will also lead to higher costs of losing potential clients, litigation, losing potential value accretion, lowered image, low pricing power, inability to scale up, high staff turnover and overall poor competitiveness. A formal training will build capacity among the staff leading to more efficient performance and growth of the company. It will also help the companies to graduate to the professional league.
IV. Individuals desirous of a career in real estate sector by enhancing their competence and employability through a credible certification. 
d) Selection of Centers

This proposal by IIBFTI for setting up training centers is driven by the inherent competency of IIBF in the finance domain built over several decades of industry knowledge, recognition of functional competency gaps in large number of people employed in the financial sector and the need for functional competency development, and experience in imparting functional knowledge among professionals particularly in the sale of financial products and debt recovery in the banking and financial services sector. IIBF is also the pioneer in the country in conceiving and developing a training course for Debt Recovery Agents in line with the Reserve Bank of India’s advice. 

The IIBFTI has in addition to the DRA training, conceived short term courses in several niche areas in finance for working professionals and those who would like to enhance their professional competency and employability through acquisition and certification of additional competencies, to meet the needs of the evolving financial services sector, that is undergoing continuous transition.  
The need for DRA training has arisen from the existence of lakhs of debt recovery agents employed by various organizations in financial services such as banks, housing finance companies, credit card issuers and so on, driven by explosive growth in variety and volume of financial services and the emerging practice of living on future income, particularly among the younger professionals, who see huge opportunities for future earnings growth.   
Such fast growth is also unfortunately accompanied by financial distress of borrowers due to unpredictable scenario in a dynamic world, where companies go bust, competencies get outdated, market shifts and so on, leading to drying up of income sources, repayment delays and defaults, and resulting in the need for deploying recovery agents and initiating recovery processes.  
The DRA as well as the other training programs proposed in this training proposal are expected to enhance financial literacy, functional knowledge and opportunity driven skill sets acquisition, in addition to building capability among those employed by financial institutions, the immediate driver for the proposed training centre being the need for competency development in Debt Recovery Agents.

Identification of the training centre locations was done based on a holistic consideration, integrating the training to potential opportunities for its application, in order to develop the market as well as to make it valuable for the participants, by integrating training with employment opportunities. The mix of centers was chosen comprising the metros, non metro cities and tier 2 towns, also reflecting the need for employment oriented capacity building for youths coming out of junior college, for whom such training will enhance their suitability in the financial sector not necessarily in debt recovery and related tasks. 
A debt recovery process, if not amicably settled between the lender and the defaulting borrower, will end up in debt recovery tribunals for proceeding with the legal process of debt recovery. We believe that, by locating the training centers in regions / in close proximity to DRTs will enhance the catchment area for trainees, give more focused visibility to attract candidates, and also help trainees to locate employment opportunities after the training. Thus one of the key drivers for fixing locations for the centers has been the existence of Debt recovery Tribunals (DRTs) or where they are proposed to be set up.  Our year wise phasing out of the centers also reflects this logic. We have identified the four metros of Mumbai, Delhi, Chennai and Kolkata  to set up the centers in year 1, as these metros have  multiple DRTs  reflecting the volume of opportunity for DRAs. 

This has been followed by the non metro cities of Ahmadabad, Bangalore, Hyderabad, Lucknow and Pune in year 2, Allahabad, Aurangabad, Chandigarh, Coimbatore, and Ernakulum in year 3 and so on. 

In addition to the location of DRTs, the metros are also places where several corporates function which is expected to pull demand for the other finance oriented courses from those employed or desiring to be employed in any niche specialties in Finance.

e) The Course for DRAs
Currently, the course for DRAs is offered as a basic level training of 100 hours duration to Debt Recovery Agents, the content developed by Indian Institute of Banking & Finance (IIBF) through 69 centers in the country, by accredited agents. The Debt Recovery Agent (DRA) training programs offered by the accredited agents is a low end program generally attended by those who have passed 10th standard, who take the course to appear for the exam conducted by IIBF. The candidates are either individual trainees or sponsored by institutions. The objective of the agents seem to be to lure trainees by charging low fees and even discounts for groups, and reduced contact hours for those who have attended some college. This program offered through accredited agents suffers from issues of quality of delivery, agency commitment and focus, and value perception by prospective trainees and potential employers. In addition the program is offered by agents who also have other activities, thereby their focus on the DRA training getting diluted.  
Thus this model has not achieved the purpose for which it was meant. Also the response is very lukewarm due to low level of professionalism of accredited agents and its perceived value. Another reason could be the lukewarm compliance with RBI guidelines by financial institutions and enforcement by RBI of its own mandate to employ only qualified and certified candidates by financial and related service providers. This scenario is set to change, with RBI getting serious on the enforcement of its guidelines to employ qualified and certified candidates by financial and related service institutions
IIBFTI proposes to upgrade the existing DRA training programs in tune with emerging needs and expectations of trainees and their employers, in order that the training imparted meets the program objectives. The program proposed by IIBFTI will be offered by professionally trained competent faculty through well equipped and dedicated training centers that will also offer other value added short term training programs in the various need based specializations in the domain of finance. This model will create a conducive professional atmosphere and the right ecosystem for trainees and trainers.  IIBFTI through this direct intervention to offer the DRA training through its own registered training institution will enhance the quality of the program, its functional utility and perceptions among trainees and employers. 

IIBFTI will in addition be offering other value added courses in the finance domain. The target for these value added courses would be working executives or finance professionals who want to add to their knowledge in specific areas. This is expected to bring about high level of professionalism, higher positive visibility, improved quality of content and delivery and value for the participants as well as the right eco system in the training centers for all.
Recognizing the value derived from the program offered directly by IIBFTI, it is expected to generate a tremendous response as well as a shift of participants from accredited agents to IIBFTI, and eventually IIBF discontinuing the program delivery through agents and offer on their own. This will provide IIBFTI exclusivity in the certified and approved training space in the domain of finance 
The combination of DRA training and value added courses is expected to yield a minimum average revenue  of INR 7500 per trainee, across programs, with scope for enhancing fee over the years,  once the program picks up momentum, visibility and perceived value. The tie up with a credible and globally recognized online testing and certifying agency, an integral part of the training program, will add higher tangible value to the program.
Another reason for the DRA courses not to have fared well is because the enforcement of this rule to employ only certified DRAs (an RBI requirement) has not filtered down. Thus the demand for DRA training will be driven by the fact that it is a RBI requirement for financial institutions to employ only qualified and certified personnel as DRAs and also the fact its enforcement is expected to be vigorous and gather momentum, thus generating huge demand.  RBI is already on its course to enforce compliance to this requirement by thousands of financial institutions engaged in a variety of lending businesses. 

Other demand pull factors for DRA training are  

· Mortgage and consumer loans are increasing and so are their defaults

· Complaints in debt collection practices are increasing (so also in faulty real estate practices) due to lack of well laid d out guidelines and trained personnel deployed for the job

Since the revenue opportunities for DRA is huge, reaching a base salary for a collection or real estate agent of INR 150000 per year, much higher than most startup jobs in other fields; and with incentives this can be as high as 225000 per year. Such high earning opportunities and a credible institution offering training for the same will result in high foot falls for the program. This applies to real estate sales too where inventory of homes for sale/resale/foreclosure is up

There are 20 specialized courses being offered in addition to the DRA training. These courses will attract candidates who want to pursue a career in KPO for the outsourced financial services sector. It will also attract sponsored candidates from IT and BPO companies for domain training for their software development and BPO / KPO professionals, which is seriously lacking now and considered a serious value dragger in business negotiation with overseas clients for IT services companies.
f) Market potential for financial services skill development

Out of the current workforce of about 450 million, only about 8%-9% are engaged in the organized/formal sector. In India, only about 5% of the workforce has marketable skills, as compared to 50% to 60% in other countries (17). The magnitude of the challenge is further evident from the fact that about 12 million persons are expected to join the workforce every year. The data on projected employment in the various sectors including services indicates a high relative growth rate in the services sector of which Financial services forms a major part, as in table below

Sector wise Projected Employment between 2012 -2017

	Year
	GDP growth rate
	Projected Employment (in million)



	
	
	Agriculture
	Industry 
	Services
	Total

	2011-12 
	9% 
	229.2 
	105.0 
	153.5
	487.7

	
	7% 
	225.4 
	102.0 
	149.0
	476.4

	
	5% 
	221.5 
	99.1 
	144.6
	465.2

	2016-17 
	9% 
	240.2 
	126.2 
	189.5
	555.9

	
	7% 
	232.0 
	116.8 
	174.8
	523.5

	
	5% 
	224.0 
	108.1 
	161.2
	493.3


The table below again indicates a considerable shift in favor of services which is a driver of employment opportunities in financial domain up to the year 2022
Composition of Inter-Sectoral Growth Up To 2022

	Year
	GDP growth rate
	Agriculture
	Industry
	Services
	Total

	2007-08 
	Actual 
	51% 
	20% 
	29% 
	100% 

	2011-12 
	9% 
	47% 
	22% 
	31% 
	100% 

	
	7% 
	47% 
	21% 
	31% 
	100% 

	
	5% 
	48% 
	21% 
	31% 
	100% 

	2016-17 
	9% 
	43% 
	23% 
	34% 
	100% 

	
	7% 
	44% 
	22% 
	33% 
	100% 

	
	5% 
	45% 
	22% 
	33% 
	100% 

	2021-22 
	7% to 9% 
	41% 
	23% 
	36% 
	100% 


Increasing share of the informal sector will drive employment in services sector including financial and allied domains. BFSI is one of the key sectors that will drive the growth of the economy and in turn employment opportunities, as in table below.
Projected Composition of Employment in the Formal and Informal Sector Till 2022

	Year
	GDP growth rate
	Employment (in million)
	% share

	
	
	Formal 
	Informal 
	Total 
	Formal 
	Informal 
	Total 

	2011-12 
	9% 
	34.5 
	453.1 
	487.6 
	7.08% 
	92.92% 
	100% 

	
	7% 
	34.1 
	442.2 
	476.3 
	7.18% 
	92.82% 
	100% 

	
	5% 
	33.8 
	431.4 
	465.2 
	7.27% 
	92.73% 
	100% 

	2016-17 
	9% 
	33.9 
	522.0 
	555.9 
	6.10% 
	93.90% 
	100% 

	
	7% 
	33.0 
	490.5 
	523.5 
	6.32% 
	93.68% 
	100% 

	
	5% 
	32.3 
	461.0 
	493.3 
	6.54% 
	93.46% 
	100% 

	2021-22 
	7% to 9% 
	
	
	
	6%-7% 
	94% to 95% 
	100% 


Source: ‘The Challenge of Employment in India – An Informal Economy Perspective’ (April, 2009) and IMaCS analysis 
Similarly, the table below indicates a doubling of human resource requirements in the BFSI sector by 2022, which will generate high demand for training in various niche areas in finance.
Illustrative Human Resource Requirements Across Select Sectors Till 2022
[image: image1.emf]
Source: NSDC

The demand for training is further supported by the large proportion of projected population in 2026 (as in table below) falling in the 20 to 24 age group, which provides a massive catchment area for training, with an expected 12 million persons joining the workforce every year, 

Projected Population Till 2026
[image: image2.emf]
Source: Census Projection Report and IMaCS analysis Note: Age in years and population in ‘000s -. 

One of the skills in demand would be in the BFSI comprising Financial Intermediaries (including Direct Selling Agents), Banking and Insurance (including agents), NBFC, Mutual Funds BFSI is one of the 20 high growth sectors according to the planning commission report

Of the 1122 modular employment skills (MES) identified, Banking and Accounting, Retail, Insurance, Business and Commerce, figure as prominent. Also skill base in finance has application across all sectors and thus there will be a derived demand from growth of other sectors of business too. The highly skewed and growing share of the informal sector throws up enormous opportunities for imparting need based skills in key functional areas such as finance for those self employed or employed in SMEs. 
Given the significance of skill development as well as the quantum of funding involved, there is also the overarching need for quality structures to be in place, especially from the perspective of successful implementation. Such quality standards and processes are required at all segments of the ‘skill development value chain’. This has to be complemented by linking funding to outcomes as well as incentivizing good performance. Several international frameworks are available which can serve as a reference point with appropriate and effective customization to the Indian context.  (18) 
The key to ensuring quality is the testing and certification of acquired skills by globally recognized credible certifying agencies which are one of the key elements of our Training Strategy. We will examine possibilities for recognition of prior learning, seamless pathways (for enabling easy movement into and out of vocational training) and credit transfer as practiced in more advanced countries, in consultation with NSDC.
Employing technology to achieve scale: Information and Communication Technology Recognizing that (ICT) - led interventions in training will help achieve scalability, standardization, and maximization of impact, we have built in these training delivery options in our proposal from start as a deliberate strategy
The quantitative dimension of the Skill Development challenge can be estimated by the following:

·  80% of new entrants to workforce have no opportunity for skill training. Against 12.8 million per annum new entrants to the workforce the existing training capacity is 3.1 million per annum.

·  about 2% of existing workforce has skill training against 96% in Korea, 75% in Germany, 80% in Japan, and 68% in the United Kingdom.

· about 80% of the workforce in rural and urban areas do not possess any identifiable marketable skills (19).

Training for centralized recruitees of public sector bank employees

The banking department of Government of India (GoI) has decided to have a common recruitment process for all public sector banks in order to bring about uniformity in recruitment, eliminate duplicity, reduce recruitment costs, ensure quality and bring in process transparency. As per the procedure for recruitment, all individuals who aspire to join any of the above Public Sector Banks as Probationary Officers/ Management Trainees will necessarily be required to take the Common Written Exam (CWE).

The Institute of Banking Personnel Selection (IBPS) thus handles the recruitment activity for all its participating banks as an outsourced specialized activity. The centralized recruitment for PSBs will now be conducted by [image: image3.png]
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IBPS through the CWE for 19 participating PSU banks. These exams get tremendous response with over 10 Lakh applicants in IBPS PO / MT Exam and whopping 40 Lakh candidates in Bank Clerk Exam. The numbers are only going to increase over the years (20).
The process is more akin to assessments carried out for various professional courses such as medical, engineering, and management and so on. It is only to be expected that the aspiring candidates would like to enhance their competitiveness and score in the exams through adequate and quality preparatory training, coaching and mock assessments. There is no other institution of standing offering such service for the banking sector aspirants. The IIBFTI being a specialized training institution in the area of banking and finance, will offer such a training program to fill the existing gaps and exploit the training business opportunity, through its widely spread out 23 centers as well as through the e learning mode. Since the test scores will also be used by other banking and financial services institutions in future as an eligibility / assessment criteria for employment, huge response to such a training is expected, more because the IIBFTI is  widely distributed covering the metros, cities and even tier 2 towns, where the large number of potential candidates exist.
Demand Assessment for training 
(source : various published sources,  NSSO, industry inputs, IMACS analysis)






	
	
	2012
	    2018
	    2022
	

	Total real estate manpower projections
	
	14,515,000
	20,692,000
	24,981,000
	

	Compound annual growth rate during successive periods
	
	
	6.09%
	4.82%
	

	Compound annual growth rate (2012 to 2022)
	
	
	
	5.58%
	

	Sales and recovery market size @ 5% of manpower
	0.05
	725750
	1034600
	1249050
	

	Target market size for training @25% of manpower in sales and recovery
	0.25
	181438
	258650
	312263
	

	
	    % of   manpower
	2012 (target market size)
	2018 (incremental target market size)
	2022 (incremental target market size)
	

	Metros
	10.94%
	19485
	8292
	5758
	

	Mumbai (Maharashtra)
	19.30%
	34375
	14628
	10157
	

	Delhi (Punjab, Delhi, Haryana, Rajastan) - (3.43+4.37+4.49+7.01)
	7.81%
	13910
	5920
	4110
	

	Kolkatta (West Bengal)
	14.87%
	26484
	11271
	7826
	

	Chennai (Tamil Nadu+50% Kerala) - (10.94+7.86/2)
	
	
	
	
	

	Non metros
	8.52%
	15175
	6458
	4484
	

	Bangalore (Karnataka+50% Kerala) - (4.59+7.86/2)
	4.95%
	8816
	3752
	2605
	

	Ahmedabad (Gujarat)
	6.52%
	11613
	4942
	3431
	

	Hyderabad (Andhra Pradesh)
	8.22%
	14640
	6230
	4326
	

	Lucknow (UP)
	
	
	
	
	

	Tier 2 cities
	20.74%
	36939
	15720
	10915
	

	Others
	
	181438
	77213
	53613
	312263


Against a conservative market size of more than 3 lakh potential trainees by 2022, the number of trainees considered for revenue calculations is a mere 133952 during the same period. This does not include the large number of potential trainees for value added training in niche topics in Finance as discussed above under Human Resource Training requirements
g) Expected Benefits 
I. Existing sporadic programs are not well integrated or comprehensive to cover all relevant aspects and not considered standardized for seamless transfer across companies in the sector. Such sporadic attempts may also have a limited purpose and life. 

II. Lack of standardization and accreditation limits use of the training by trainees, for enhancing their employability in the sector. These generally remain of value only within the organization that imparted the training.

III. With high growth in the sector, this will help reduce unemployment and un-employability for graduates. Increased employment opportunities in tier two cities / towns will also arrest avoidable migration to urban areas by educated youth in search of employment.
IV. Transparent and informed transactions will reduce NPAS for housing finance companies, social stress to borrowers who are unable to repay, by being victims of ill informed advice by ill qualified or motivated real estate sales persons, inadequate disclosures and  poor decisions
V. Bring about more accountability and professionalism in the sector that will support higher revenues for government from more properties / transactions covered under  tax laws
h) Business Strategy
I. Operate through own buildings for training in metros, non metros and tier 2 cities/towns, locations with a Debt Recovery Tribunals (DRTs) 
II. Programs of varying content and coverage to cater to working professionals and aspiring individuals
III. Faculty mix of full time academicians, part time / guest faculty from industry and government / regulators
IV. General programs and OBPs for unique clients
V. Contact Programs conducted in company premises, non contact training offered through e learning technology and also at client premises for OBPs

VI. Reach  full scale operation in 23 identified potential locations  in four years

VII. Contact programs offered as evening courses and weekend courses of generally 100 hrs duration

VIII. Certification from globally accredited certifying agencies 

IX. Affordable fee structure

i) Elements of Financial Outlay 
I. Capital costs of own buildings for corporate office in New Delhi and centers in 23 locations

II. Capital costs of course development, interior preparation and IT infrastructure

III. Operational costs of regular faculty salary, remuneration for part timers / guest faculty, support staff and administrative expenses

IV. Costs of library build up, seminars,

j) Revenue Streams
I. Participant training fees and certification fees for in house contact programs
II. Charges for unique OBPs (Organization Based Programs)
III. Consultancy fees

IV. Publication and advertisement revenues

k) Physical Infrastructure 
Each centre will be of a standard size of 3500 sft for standardization in design and economy of scale in layout / development to offer a rich uniform experience for participants and clients. In addition a corporate office of similar size based at New Delhi (NOIDA) is proposed. Property rates for cost estimation in various centre locations are taken from net sources for respective locations as on 2nd June 2011 (21)
l) Planning Assumptions
All planning assumptions are explicitly stated in the sheet on key assumptions in the financial model 

m) Curriculum Development and Up gradation
Course content will be acquired and / developed through collaborative work of a multi disciplinary team of professionals, reviewed and vetted by NCDC team / independent practicing professionals, through a seminar and frozen. Curriculum will be continuously updated to meet emerging developments and needs. 
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Annexure: Potential Target Real Estate Companies
1. Ackruti City Ltd 

2. Afcons Infrastructure Limited, 

3. Ahluwalia Contracts (India) Ltd
4. Ajmera Realty & Infra India Ltd
5. Alacrity Housing Ltd

 HYPERLINK "http://info.shine.com/company/Alchemist-Realty-Ltd/2450.aspx" Alchemist Realty Ltd
6. Alpine Housing Devp. Corpn. Ltd
7. Alpine Housing Devp. Corpn. Ltd
8. Alstom Projects India Ltd
9. Anant Raj Inds. Ltd
10. Anna Infrastructures Ltd
11. Ansal Buildwell Ltd
12. Ansal Housing & Construction Limited
13. Ansal Properties & Infrastructure Ltd.
14. Aramusk Infrastructure Investments Ltd
15. Arihant Foundations & Housing Ltd.
16. Asahi Infrastructure & Projects Ltd
17. Ashiana Housing Ltd
18. Associated Stone Inds. (Kotah) Ltd. 
19. B.E. Billimoria & Company Limited
20. Binani Industries Ltd.
21. BL Kashyap & Sons Ltd
22. Brigade Enterprises Ltd
23. BSEL Infrastructure Realty Ltd 

24. Century Textiles & Industries. Ltd.
25. CHD Developers Ltd
26. Country Condo'S Ltd 

27. Dhoot Industries Ltd
28. Dhruv Estates Ltd
29. DLF Limited
30. DMC International Ltd
31. DS Kulkarni Developers Ltd 

32. Eldeco Housing & Inds. Ltd
33. Elnet Technologies Ltd
34. Epsom Properties Ltd 

35. Fact Enterprise Ltd 

36. Gammon India Limited
37. Gammon Infrastructure Projects Ltd
38. Ganesh Housing Corpn. Ltd
39. Gannon Dunkerley & Company Limited
40. Garnet Construction Ltd
41. Garnet International Ltd
42. GCCL Infrastructure & Projects Ltd.
43. Global Infrastructure & Technologies Ltd
44. Godrej Properties Limited
45. Gujarat Narmada Flyash Company Ltd
46. Gujarat Narmada Flyash Company Ltd
47. Gyan Developers & Builders Ltd. 

48. Harringtons Industries Ltd
49. Hazoor Multi Projects Ltd
50. Hazoor Multi Projects Ltd
51. HB Estate Developers Ltd
52. Hindustan Construction Company Limited
53. Hiranandani Developers Private Limited
54. Horizon Infrastructure Ltd
55. Housing Development & Infrastructure Ltd 

56. Indiabulls Real Estate Ltd
57. Indo-Asian Projects Ltd
58. IVR Prime Urban Developers Ltd 

59. J Kumar Infraproject Ltd
60. Jainco Projects (India) Ltd
61. Jaiprakash Associates Limited
62. JMC Projects (India) Ltd 

63. Kajaria Ceramics Ltd
64. Kakatiya Cement Sugar & Industries Ltd
65. Kalyanpur Cements Ltd.
66. Kamanwala Housing Construction Ltd
67. KCL Infra Projects Ltd
68. KCP Ltd.
69. KMF Builders & Developers Ltd.
70. Kolte Patil Developers Ltd
71. Lancor Holdings Ltd
72. Landmark Property Development Co Ltd
73. Larsen & Toubro Limited

 HYPERLINK "http://info.shine.com/company/Link-House-Inds-Ltd/3918.aspx" Link House Inds. Ltd
74. Lok Housing & Constructions Ltd 

75. Mangalam Cement Ltd.
76. Manjeera Constructions Ltd
77. Maple Infraprojects Ltd
78. Marathon Nextgen Realty Ltd.
79. Marathwada Refractories Ltd.
80. Marg Ltd

 HYPERLINK "http://info.shine.com/company/Martin-Burn-Ltd/3369.aspx" Martin Burn Ltd
81. Maruti Infrastructure Ltd
82. Matra Realty Ltd
83. Maytas Infra Ltd
84. MVL Ltd 

85. Narendra Properties Ltd
86. Navkar Builders Ltd.
87. NCJ International Ltd
88. NCL Industries Ltd.
89. Nila Infrastructures Ltd
90. Nirman Cements Ltd
91. Nucent Estates Ltd. 

92. OCL India Ltd.
93. Omaxe Limited
94. Orbit Corporation Ltd 

95. Parsvnath Developers Limited
96. Peninsula Land Ltd.
97. Phoenix Mills Ltd.
98. Prajay Engineers Syndicate Ltd
99. Prerna Infrabuild Ltd
100. Prime Property Devp. Corpn. Ltd
101. Proto Developers & Technologies Ltd
102. Punj Lloyd Limited
103. Puravankara Projects Limited
104. PVP Ventures Ltd 

105. Radhe Developers (India) Ltd.
106. Rainbow Foundations Ltd
107. Rajeswari Foundations Ltd
108. Ramky Infrastructure Limited
109. Rander Corporation Ltd
110. RDB Industries Ltd
111. Regaliaa Realty Ltd
112. Ritesh Properties & Inds. Ltd 

113. Saag R R Infra Ltd.
114. Sahara Housingfina Corpn. Ltd
115. Sahyadri Industries Ltd
116. Satra Properties (India) Ltd
117. Saurashtra Cement Ltd.
118. Shree Digvijay Cement Company Ltd.
119. Shri Krishna Devcon Ltd
120. Shristi Infrastructure Development. Corpn. Ltd
121. Shukun Construction Ltd

 HYPERLINK "http://info.shine.com/company/Simplex-Projects-Ltd/1784.aspx" Simplex Projects Ltd
122. Simplex Realty Ltd.
123. Sobha Developers Ltd
124. SSPDL Ltd
125. Steel Strips Infrastructures Ltd
126. Sterling Green Woods Ltd
127. Sterling Green Woods Ltd
128. Sunteck Realty & Infrastructure Ltd 

129. Tata Construction & Projects Ltd
130. TeleCanor Global Ltd
131. Thakkers Developers Ltd
132. Tirupati Sarjan Ltd
133. Tribhuvan Housing Ltd
134. Trinethra Infra Ventures Ltd
135. Triveni Glass Ltd. 

136. Unitech Limited 

137. Vas Infrastructure Ltd
138. Venus Ventures Ltd
139. Victoria Enterprises Ltd
140. Vijay Shanthi Builders Ltd
141. Vipul Ltd
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