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About the Club 

Infin’IT is the Information Technology club 

Of IBA started in the year 2004. Infin’IT 

Club is only club which provides certifica-

tion courses to students and its club mem-

bers. We help the students gain skills which 

will make them more technologically effec-

tive and employable. We support in setting 

up and maintaining systems and networks for various IBA projects. The Club also 

supports the faculty with technology as a part of the curriculum and outside the cur-

riculum enabling them to perform their functions effectively. So we are going to 

publish news letter every month from this year and bring you some interesting arti-

cles and news  
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Club Mentor 

Prof. Butchi Babu Muvva has over 16 years 
of experience in Industry and academic. His 
areas of interest are Business Intelligence, 
Technology Management & Entrepreneurship. 
He has previously worked with Sterling Labs, 
Enrich Biotech, Educomp Solutions Ltd, 
ICFAI Academy and IFIM before joining 
IBA. 

As an academician, has successfully guided 
about 70 post graduate management students 
through their dissertation projects. He has pre-
sented several research articles at National and International conferences and pub-
lished few to his credit with a case-study on process re-engineering at ECCH. 

He is also a trainer for advance courses such as SAP BYD and HANA and a mem-
ber of NEN. 
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Collaboration improves team productivity 
Over the years, one has witnessed a sea change in the kind of competition that companies face – which undoubtedly has also 

brought tremendous amount of competition among the workforce. As a result, keeping a cautious eye towards the company’s/

employees’ productivity has also become very crucial. Team collaboration, therefore, has become extremely important, according 

to industry experts. 

Time and again, industry experts in different discussion forums across the globe have talked about how team collaboration in-

creases efficiency, productivity and therefore, reduces company costs. A lot of companies have taken this view seriously and im-

plemented special processes towards building an efficient team and improve collaboration. Here, it’s imperative to ask some sim-

ple questions to find out the current status of the necessary collaboration. 

Can your team… 

1. Find all the information related to a specific task? 

2. Quickly grasp the Who, What, When and Why of team activities? 

3. Bring new team members up-to-speed quickly? 

4. Overcome the barriers of multiple time zones when working with outsourced and distributed team members? 

 
Collaboration need not always happen within the closed doors of the company, it can also take place in different forums, conferences, 
and mostly importantly over social media platforms i.e. Facebook, LinkedIn, and Twitter. For example, if it’s an IT company, any discussion 
around software development, generation of new ideas and innovations, everything can now take place on social media platforms and 
employees across geographic boundaries can participate in these discussions and thereby, collaborate! 
 
Collaboration is not only about sending a message to your fellow colleague over a chat messenger – it’s about figuring out who is involved 
in doing what project, by when he is expected to finish the task and why has he been particularly assigned that project. In a way, it’s also 
to make sure that all the stakeholders are brought on the same page; irrespective of their time zones, geographies, domains and ensure 
transparency throughout and among all the team members.  
 
When it comes to keeping everyone involved, it also means that if some task lands on your desk, everyone should know about it – for ex-
ample, if you are an engineer and you have a new task at hand, you should immediately inform the test and support engineers also. That’s 
the kind of transparency a company is constantly looking at.  By having real collaboration, people work together to achieve one business 
or technology goal. 
 
Building collaborative lifecycle management (CLM) 
A lot of IT companies are now building collaborative lifecycle management (CLM) solutions to make this entire process smoother. These 
are complete web-based solutions platform and independent in nature, whether it’s a main frame, Ubuntu, Linux or Red Hat Linux. 
Some of the advantages/ benefits of CLM solutions are listed 
below: 
Team productivity increases by up to 50 per cent 

 Improved project management 

 Leveraging remote staff 

 Improved team utilization 

 
Team collaboration performance up by 25 per cent 

 Transparent knowledge sharing 

 Improved task coordination between team members 

 Seamless transfer of work 

 
Quality of releases improves by 12 per cent 

 Reduced customer issues 

 Reduced build issues 

 Reduced risk of project failures 
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Test your knowledge 

Q.1 Links on webpages may also be called 
what?  

Q.2  Which of the following is most similar 
to a word processor?  

Q.3   Where is the copyright information 
located on most webpages?  

Q.4 What is another name for an aid used 
to memorize information?  

Q.5  What company developed the Extensible 
Metadata Platform (XMP)?  

Q.6  What is the literal meaning of the 
word "monochrome?"  

Q.7 A computer, monitor, keyboard, 
and mouse, are collectively called 
what?  

Q. 8  Processor speeds in modern com-
puters are measured in what?  

Q.9  What operating system uses a 
"registry" to store system settings?  

Q.10 The Internet is the largest type of 
what?  

“Any sufficiently advanced technology is indistinguishable from magic.”  

                                                                                                                          ― Arthur C. Clarke 

“We are stuck with technology when what we really want is just stuff that works.”  

                ― Douglas Adams 
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Quotes Corner 

http://www.goodreads.com/author/show/7779.Arthur_C_Clarke
http://www.goodreads.com/author/show/4.Douglas_Adams
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Sales workforce can use data analysis to better performance 

Can organizations train their sales force to use predictive analytics to add to the bottom line? 

As the business landscape gets disruptive, customers more fickle and product lifecycles short, there is tremendous pressure 

on the sales force to deliver more and soon. Sales executives are expected to grow revenue year-on-year with fewer sales 

resources. In this scenario, the tools to predict where the next opportunity lies and close deals faster, at a lower cost per 

sale, can give any sales professional the competitive edge they need. 

 

Natwar Mall, SVP, Fractal Sciences, Fractal Analytics tells us how organizations can maximize this opportunity. 

 

Are sales organizations maximizing the opportunity to use analytics for better performance? 

No, organizations are capturing more data about prospects and leads, but are failing to capture the entire sales cycle data. If 

you want to win customers, you need to harness all this data – from within the organization and beyond – to make smarter 

predictions about their needs and behaviors. 

 

There is a lot of data but very little insights. How can sales use data and analytics to improve performance?  

There is a lot of data being produced by the analytics and IT teams. However, they are not solving the problem. We be-

lieve that there should be complexity in creating analytics but there should be absolute simplicity in understanding it. Data 

teams need to understand the pain points of sales and provide the right inputs to better business performance.  

 

The best example here is the FMCG industry. Here, the sales teams are scouring cities, covering 30-40 outlets in a day. It 

is impossible for that individual to analyze customer behavior. But, if they were given inputs about an outlet that tells them 

what products sell there, who buys them, how are buying decisions 

made - that would resolve a lot of the pain areas. It is incumbent upon 

data teams to simplify data and present solutions. 

 

Should organizations train their sales force to use data? If yes, 

how? 

Yes, they should be trained. However, firstly, this will need a change in 

attitude. Sales is considered an art. Organizations should train them to 

understand that sales is an art and a science. Secondly, sales teams have 

to be given the right tools. Can we tell an insurance agent what a high 

potential lifetime customer looks like, that will increase his conversion 

rate? 

 

While sales is about communication, a lot of it is also about how you actively research. A lot of data about prospects is 

available in the social space and in the proprietary data of organization like the CRM tools. It is important for them to as-

similate this data and gauge how to grow their business. 

 

Please share an example of how sales performance improved by using analytics. 

An auto and home insurance organization was struggling with the quality of customer acquisition, even though they were 

meeting their numbers. They looked at their customers in the past three years and evolved data around – the range of prod-

ucts they bought and the length of time they stayed with the company. They came up with ‘a life time value model’ of a 

customer. Using analytics, they were able to build profiles to make insurance agents understand good customers. That led 

to a 10-15 per cent year-on-year growth in profits. They were able to get high grade customers. In sales, time is precious. 

If that is spent on a less effective lead, you are setting yourself up for failure. 

Sales professionals can use data analysis to focus their time on the opportunities most likely to close, enabling them to effi-

ciently manage their pipeline and provide more consistent results. 

By studying patterns in the past, one can predict strong opportunities. As a result, sales leaders are able to deliver more 
confident and accurate forecasts. By mapping common buying preferences, the sales force can prescribe new pricing and 
selling strategies. 
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Infin’IT Club Launch– 2014-15 

The launch was conducted on 29th July 2014 from 9 45 till 10 15 pm  

 

The launch had the following content 

Data Analysis  

Data Visualization  

Big Data  

And the event was concluded by Prof. Butchi Babu with a wonderful speech 

 

     Launch Pictures 
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Action Plan 2014-15 

Events and Sessions  

 

Data Analysis 

Excel Level 1  - 14 –16  

 

 Basic Excel  

 Formula usage 

 

Excel Level 2—13 –15  

 

 Pivot tables  

 Usage of Add-ons 

 

SPSS Sessions  

 Correlations 

 Regression 

 Covariance  

 

Joint Sessions with Navigators   

 Financial modelling in Excel 

 

Presentations  

 Prezi Usage  

 PPT usage  

 Video making and Animating Tools—Example Powtoons 

  

 

Big Data  

 Data Visualization—SAP Lumira  

 Data Mining  

 Infographics  

 Guest Lectures 

 

Miscellaneous  

Outlook sessions for 14-16 

MS Project Session for  14-16 
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Solutions: 

1. Hyperlink   2. Liber office   3. Footer   4. Mnemonic  5. Adobe Systems Inc. 6.  One Color  7. Desk station   8. 

Gigahertz 9. Windows OS 10.  Computer Network 

Indus Business Academy 
Bangalore: IBA Campus | Lakshmipura | Thataguni Post | Kanakpura Main Road | Bangalore – 560 062 | India | 
Tel: +91 80 26083770 | Fax: +91 80 26083708 | www.iba.ac.in 

     · One among 20 B-Schools out of 4000+ in country to get an International Accreditation 

    · Listed among 100 Fastest growing Private Institutes in Asia by WCRC Survey 2013 (Process Advised & Evaluated by KPMG) 

     · Ranked among Top 1% B-Schools of the country 

     · Ranked ‘A++’ Category B-School by Business India All India B-School Survey 2013 

     · ‘01st’ Best B-School of Excellence by CSR-GHRDC All India B-School Survey 2013 

     · ‘05th’ Best B-School in Industry Interface by Go Getter Survey 2013 

Everything is Data 

Infin’IT Team 2013-15 

Newsletter compiled by:  

Dinesh Subramanian 

Sarita Khotani 
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