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The „Golden‟ terms of HR 

 Golden Handshake 
 It is a clause in an employment agreement which states 

that the employer will provide a significant compensation 

package if the employee loses their job. 

 A golden handshake is usually provided to top executives 

through cash or stock options for loss of employment 

through layoffs, firing, even retirement. 

 

 Golden Handcuffs 
 Golden handcuffs agreements are often part of an 

employment contract as a retention strategy. 

 They are used to refer to salaries or financial incentives 

that are lucrative enough to prevent highly-

valued employees from seeking positions elsewhere.  

 

 Golden Boot 
 It is an encouragement, using maximum incentives and 

financial benefits, for an older worker whose services are 

no longer required by the company to take voluntary early 

retirement.  

 

 Golden Parachute 
 It is a clause in an executive's employment 

contract specifying that he/she will receive 

large benefits in the event that the company is acquired 

and the executive's employment is terminated. 

 These benefits can take the form of severance pay, a 

bonus, stock options etc. 
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The Johari Window 

 
 

 The Johari Window was created by Joseph Luft and 

Harrington Ingham in 1955  

 It is a communication model that is used to improve 

understanding between individuals.  

 Through the Johari Window, members of a team can 

understand the value of self-disclosure, give and accept 

constructive feedback. 

 The ultimate goal of the Johari Window is to enlarge the Open 

Area, without disclosing information that is too personal.  
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( Continued… ) 

Johari quadrant 1 – „arena‟ 

 This quadrant contains the information about the person - 

behaviour, attitude, feelings etc. - known by the person 

and known by the group. 

 The Arena is the most important quadrant, as, generally, the 

more the team members know about each other, the more 

productive, cooperative, and effective they'll be when working 

together. 

Johari quadrant 2 - 'blindspot' 

 This quadrant represents things about you that you aren't 

aware of, but that are known by others. 

 This can include for example, feelings of inadequacy, 

incompetence which are often difficult for individuals to face 

directly, and yet can be seen by others. 

Johari quadrant 3 - 'facade' or 'hidden self'  

 The third quadrant represents things that a person knows 

about himself, but that others don't. 

 The person can decide whether and how to inform the other 

members of the team about these „blind spots‟ such as 

information, sensivities, talents etc. 

Johari quadrant 4 - 'unknown self' 

 The final quadrant contains behaviours or motives, deeper 

aspects of a person‟s personality etc. that are unknown to the 

person him/herself and unknown to others in the group.  

 One facet in this area is the human potential wherein one‟s 

potential is unknown to the person and the others.  
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Know you Alumni 

 

 
   

This time we get to know about Ms. Brinda Devarajan of the 

10-12 batch. 
 

She‟s a B.Com. Graduate in Accounting and Finance. 
 

After working for a year in E Valley Solutions as an HR 

Executive she realized that she was more inclined towards HR. 
 

What‟s more, she even became the Spandan Secretary during 

her time in IBA!  

 

She is currently employed as an Executive-Human Resources in 

Photon Infotech. 
 

Ms Brinda likes travelling and she definitely knows how to turn 

a dull session into an interesting one!  
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Mistakes Fresher Job Seekers make.... 

 

 Starting the search late 

Tip - The early bird catches the worm! 
 

 Under-utilizing the alumni network 

Tip - Alumni can provide more information regarding the 

campus placements than friends or relatives. 
 

 Poor research before the interview 

Tip - All job interviews boil down to effectively communicating 

your value preposition, asking sharp questions, demonstrating 

your familiarity with the company, negotiating the salary and 

then the follow-up 

 

 Failing to clean up the social media profile 

Tip - Inappropriate content can be removed or locked down 

with privacy settings. 
 

 Not carrying backups to the interview 

Tip – Make it a point to carry a pen drive that has your 

resumes, information on the company and other important 

details. Saving all these in your mailbox can also be quite 

helpful. 
 

 Showing signs of nervousness 

Tip - What sets a candidate apart is the ability to hide 

nervousness. A confident candidate has half of his task 

completed. 
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The Elevator Pitch 

 

An elevator pitch is a succinct and persuasive sales pitch.  

 

Assuming you decide join a particular company, you will be 

receiving questions from your relatives and friends about the 

new company. There is very little time to explain, make a good 

impression on the listener. At the end of the brief 

conversation, the listener should a fair understanding of what 

you do at work. 
 

A few questions that might be asked about the company are - 

What the company does? Where the company is headed? 
 

Adopting the Elevator pitch method would enable the 

employee: 

 To understand precisely what the company stands for 

 Clearly understand the uniqueness of the company 

 To identify himself with the company‟s goals and values 

 Communicate effectively about the company to others 

 

In essence, the elevator pitch gives a more professional 

approach towards communicating about any information and can 

make a major impact.  

 

- Ms Shilpa Wajdi (13-15 batch) 
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HBR's Must Reads: The Essentials 
 

 Marketing Myopia‟ by Theodore Levitt 

Why should you read it –introduces the quintessential strategy 

question, „What business are you really in?‟ 
 

 What Is Strategy?‟ by Michael E. Porter 

Why should you read it – It argues that rivals can easily copy 

your operational effectiveness, but they can't copy your 

strategic positioning-what distinguishes you from all the rest. 
 

  „Competing on Analytics‟ by Thomas H. Davenport 

Why should you read it – It explains how to use data-collection 

technology and analysis to discern what your customers want, 

how much they're willing to pay, and what keeps them loyal. 
 

  „What Makes a Leader?‟ by Daniel Goleman 

Why should you read it – The key is emotional intelligence, not 

IQ or technical skills. 
 

 „Putting the Balanced Scorecard to Work‟ by Robert S. Kaplan 

and David P. Norton,  

Why should you read it – It includes practical steps and 

examples from companies that use the balanced scorecard to 

measure performance and set strategy. 

 

 

“Great vision without great people is irrelevant.” 

- Jim Collins, Good to Great 
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Session Time 
 

Here is Team Spandan conducting the „Resume Session‟ for the 

juniors 
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“Do not hire a man who does your work for money, but him who 

does it for the love of it.” 

– Henry David Thoreau, Life without Principle 

 
 

“Choose a job you love and you will never have to work a day in 

your life.” 

- Confucius 
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The Spandan Core Team (12-14) 

 

 

 

 

 

 

 

 

 

 

 

 

Any contributions or suggestions can be forwarded to: 

ksmallika.iba@gmail.com 
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