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ABSTRACT
From the past understandings and experiences, many corporations found it difficult to retain people with the accurate skill set, this encouraged them to look for joint ventures with the universities. 

To Bridge this Gap, we made it feasible the correlation between industry and academia through the implementation of Centre of Industry and Market Studies (CIMS). It is one of our efforts to assemble the industry’s changing demands. It will get both students and faculty members involved. In this project CIMS, we will focus on creating industry based training materials and create a center of attention for both students and professionals to take part in the training on their timetable and schedule.

For conducting the initial research, we have adopted both the qualitative (in the form of unstructured interviews). This center will be inaugurated at University of Management and Technology. The training can be updated and further added as the most up-to-date technologies trends.

(CIMS) aims at constructing universities and industry work collectively and build simple trust through long-term bond such as task- based collaboration. This center provides trainings, certifications, diplomas and sectoral reports for the industries. As the center will grow it will also hold brand awards on the basis of company performances assessed through CIMS framework. 

CHAPTER 1 INTRODUCTION
As the world is moving towards globalization there is a dire need of linking academia with the industry. There is a need for professional advancement in every area of industry. To cater the global competitiveness and gain competitive advantage industries need those individuals that cater their needs. There is a need for industry and academia linkage at national and international level. The government is well aware of this situation as this linkage paves the way to regional and economic development. Skill up gradation of the labor contributes towards the success of a country and is a stepping stone towards technological advancement. There is need of a Collaboration which will provide the industry with the skilled labor that will have access to advanced technology. The industries can help the universities by funding their research and development projects, and in return, the academia will share the results with the industry to earn profit creating a win-win situation for both. This collaboration of the industry and Academia has received a lot of attention from the concerned parties and institutes are working to develop this liaison.
1.1 Objectives 
The objectives of the study are to examine the present university-industry interactions and further developing them. The specific objectives are as follows 
· To find out if the companies Conduct Training Need Analysis

· To explore that to what extent the companies are interested in consulting external experts for training their employees 

· To find out if the companies require customized Certifications and Diplomas
This study will further help for 
· Analyzing what the companies require skill sets for their employees

· Analyzing in which further domains do the companies requiretraining for their employees  

1.2 Scope of the Study 
This study focuses the Training Needs of SMEs of Lahore. Being university students, it was quite challenging for us to arrange meetings and to conduct interviews from respective HR Managers, Talent Acquisition Managers and Learning and Development Managers. It took us two months for collecting the data in the form of interviews. However, in this study we specifically focused upon 
· The number of training
· The specific domains of training
· Consultation with external training experts 

· Requirement of customized Certifications and Diplomas

1.3 Statement of the Problem 
The research has been conducted considering the gaps between industry and academia. There is a lack of such center that provides customized trainings, certifications, diplomas and sectoral reports. For exploring the above-mentioned problem, it was essential to look into the actual process of company’s training need analysis so that a clear insight can be provided to precisely what trainings, certifications, diplomas and sectoral reports the companies require. in the fields of Marketing, Human Resource Management, Finance, Information Technology, Supply Chain and Education Management. 
1.4 Literature review
According to Clarke (2003), Training Need Analysis is an organizational process of data collection and analysis. It helps making decision that when and in which areas training should be planned to improve the individuals’ performance. TNA defines which individuals should be provided with trainings and also helps to decide what type of training should exactly be given.

Buckley and Caple (2009: 9) define Training Need Analysis as an organized effort for improving knowledge, skill and workability. According to them, TNA helps achieving improved performance through learning experience.  For professionals, the purpose of TNA is to enable them performing the given task well and helping them acknowledging their potentials. 

Boydell and Leary (1996) and Reid and Barrington (1990) consider Training Need Analysis to be the foundation of all training activities. According to their research, TNA is an important ingredient for providing effective and productive training as per the needs of both individual as well as the organization. Training Need Analysis is also essential for representing value for money that is spent on training programs.

Bartram and Gibson (1999:109) say that Training Need Analysis is essential to ensure that people are provided with effective and efficient learning opportunities.

According to Wills (1998), the data that is collected through Training Need Analysis justify the type of training, the budget required for training, the way the budget is spent and its outcomes and overall impact on the organization. TNA validates the Training Programs to the senior management. 

Wills (1998:27) further states that though Training need Analysis is the initial step of conducting training process, it is rarely considered seriously probably because it is both difficult and a time taking activity.

Hayton (1990), Gravan (1995) and Schneieret and many other researchers also highlighted the need to fully link the Training Need Analysis with the organizational goals and objectives. Wills also points out that the trainers often become so much focused on the training plan that they ignore the organizational objectives.

Training is a systematically recurring process. It is a significant activity within an organization that brings improvement and positive changes on the individual as well as organizational level. Training programs are continuous process for enhancing the skills and knowledge of both the current and new employees. Training activities enable the employees for meeting the present and future professional needs.  For conducting effective training, systematic analysis must be followed so that organizational performance and productivity is surely improved.

CHAPTER 2 RESEARCH METHODOLOGY

2.1 Research Design 
	The purpose of Study 

Exploratory
	Time Horizon 

Cross-Sectional
	The extent of Researcher Interference 

Minimal Interference
	Source of Data 

Primary Resources

Interview

(Qualitative Research)

	Study Setting 

Not Contrived
	Unit of Analysis 

Individual
	Sampling Design 

Purposive Sampling
	Data Analysis Software 

Nvivo 11 Plus




Table 1 Research Design
2.2 Purpose of Study
This exploratory study has been undertaken to further describe the characteristics of different organizations in the industry that they design for conducting TNA for the improvement of organizational performance. It is an effort to further explore the relevant aspects of the effectiveness of the organizations regarding their TNA processes. Here the effort has been made to define the crucial factors associated with the effectiveness of HRD in the industry. 
2.3 Researcher Interference

The researchers’ interference is minimal as no interference has been made with the normal activities of the organizations. 
2.4 Study Setting

The study setting is non-contrived as no changes have been made in the routine work and environment of the organizations. 
2.5 Data Collection

The data has been collected through primary resource interview. The data was collected from primary resources. Primary resources are those resources that the researcher uses to collect the data at first hand. 
2.6 Unit of analysis 
Unit of analysis is individual (HR Managers, Talent and Acquisition Managers and Learning and Development Managers).

2.7 Time Horizon

Data has been gathered just once through cross-sectional study. 
2.8 Sampling Technique

For the collection of relevant information, purposive sampling technique has been taken.
2.9 Companies selected for Data Collection
1. HBL
2. MCB

3. Wateen
4. Telenor

5. Lahore Grammar School (LGS)
6. The Knowledge School (TKS)
7. Nestle
8. Engro Pakistan

9. Audi
10. Honda

11. IBM
12. Gulf Business Machines
2.9.1 Interview Guide
Telephonic Interviews were conducted with the HR Managers, Talent Acquisition Managers and Learning and Development Managers of the companies. The interviews were from 10-15 minutes and later on transcripts of these interviews were made which we ran through Nvivo 11 plus.
	Participants Name:
	
	Date of Interview:
	

	Interview Start & End Times:
	
	Notes taken by:
	

	Company Name:
	
	Designation:
	

	Phone number:
	
	Email Address:
	


Table 2 INTERVIEW GUIDE
Interview Guide – Part One

1. Salutations (Asalam O Alaikum).
2. Participants are total 12
3. Belong to 12 different companies
4. Time duration: 10-15 mins
Interview Questions
Demographic Questions:

1. What is your name?

2. Where do you work?
3. What is your designation at work?

4. What industry does your company belong to?

Questions regarding research project:

1. Does Your Company Invest In Employee Training? 

2. What types of trainings are conducted at your company?

3. In the last two years (2014-2016) has your company outsourced training services?

4. Does your company mandate employees' professional and personal development initiative?

5. What training topics will be the priority for your company?
6. Are there any areas where you see opportunities for improvement?

7. Are you satisfied with management and interpersonal skills of technical candidates?

8. Do you have any collaboration with academia where company requirements are shared so academia can mold their curriculum accordingly?

9. What critical and analytical skills are compulsory in your company?

10. What soft skills are required by the company from their employees?

11. Does your company prefer different certifications and diplomas for their employees?

12. In what domains are the certifications and diplomas required?

13. Does your company invest in academic research?

14. Will your company be interested in a center that provides trainings, certifications, diplomas and different sectoral reports?

Thank for the interview.
CHAPTER 3 QUALITATIVE DATA ANALYSIS
3.1 Themes from interviews:
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Figure 1 THEMES FROM NVIVO 11 PLUS

The qualitative research had been done through conducting unstructured interviews from the companies mentioned previously. These interviews were then run through NVivo. Above are the themes, parent nodes and children nodes that were developed through NVivo. Following is the table that is highlighting the themes developed through NVivo.
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Figure 2 Themes 2 FROM NVIVO 11 PLUS
	

Themes

	Industry
	Training
	Skills

	Change
	Talent
	Management

	Access
	University
	Topics

	Student
	Technology
	Situation

	Service
	Knowledge
	Job

	Resources
	Quality
	Interpersonal

	Exposure
	Areas
	Professional

	Experience
	Technical
	


Table 3THEMES FROM INTERVIEWS
3.2 Word Cloud
A word cloud is a graphical representation of words. A word cloud displays the most frequently used words in qualitative data. 

The following word clouds was generated from Nvivo 11 plus. According to the word cloud, the interviewers focused on planning effective training with the collaboration of university. Academia should incorporate technical, financial, marketing and practical certifications and diplomas. 

CHAPTER 4 DATA INTERPRETATION
Objective 1    Do companies conduct Training Need Analysis?
Yes companies conduct TNA on annual basis to enhance professional development of their employees. Some companies conduct TNA annually and some conduct quarterly.
Objective 2 Are companies interested in consulting external experts for training their employees?
According to our research Seven out of Twelve companies are willing to outsource their trainings remaining five have their own Training and Development centres. Seven companies include Lahore Grammar School, The Knowledge School, Honda IBM, Gulf Business Machines, Nestle and Engro Pakistan. Audi, HBL, MCB, Wateen, and Telenor were unwilling. 

Objective 3  Do the companies require customized Certifications and Diplomas?
Yes, the companies are highly interested in customized Certifications and Diplomas as they believe their employees don’t have enough time on their hands to enroll in two year degree programs.
From the Qualitative Data, we observed the need for companies focused on IT, Marketing and Financial Certifications. Along with thiss, the companies preferred training in Leadership, Communication, Organizational change management, interpersonal skills improvement, critical thinking development, workplace ethics and time management.
4.1 Trainings Required 
	Soft Skills
	Analytical Skills
	Technical Skills

	Communication skills. 
	Leadership Skills
	IT skills (operating computer)

	Teamwork and collaboration
	Workplace Ethics
	Mathematical skills (Calculative)

	Problem Solving
	Stress Management
	

	Time Management
	
	

	
	
	


Table 4 TRAININGS REQUIRED

4.2 Certifications Required 
	IT Certifications
	Financial Certifications
	Marketing Certifications

	Data Base Certification
	Risk Management Certification
	Digital Marketing Certification

	Microsoft Certification
	Financial Modeling Certification
	Google Analytics Certification

	Adobe Certification
	Financial Planning Certification
	Search Engine Optimization

	Big Data Management Certification
	
	


Table 5 CERTIFICATIONS REQUIRED



CHAPTER 5 SOLUTION
This research provides a direct insight into the lack of the existence of such research and development centre that provides customizedtraining to the companies according to their particular environment, needs and the services and products they provide.

If academia takes the initiative to establish such a training& development centre that collaborates with the industry for professional enhancement of the employees it with not only be helpful for improving employability, skills sets and personality of the individuals but will visibly enhance the overall efficiency & effectiveness of the company. 

On the other hand, it will provide a pre-industry environment to the students and endow them with the opportunities of interacting with the corporate professionals. This is how the students will become familiar with the sector needs and environment even before joining professional carrier.

The solution is CIMS Centre for Industry and Market Studies under the umbrella of University of Management and Technology. The Centre will be responsible for providing customizedtraining, certifications and diplomas according to the clients need. Also the centre will provide feasibility reports, financial analysis reports, market research reports, case studies and regional reports.
CHAPTER 6 CENTRE FOR INDUSTRY AND MARKET STUDIES BUSINESS PLAN
6.1 The Introduction of Centre 
With the rapid changes in the area of business, finance, trade, marketing and technology there is a need of a centralized Centre that caters the needs of these areas. On national and international level there is a requirement of such a Centre that provides a platform to the Pakistani industries to grow and face challenges in the market. Pakistani Industries need to develop strategies to build a sustained competitive advantage that adds value for money. Currently, the economic state of Pakistan is not hidden from everyone, and it can be seen that Pakistan is in dire need of consulting Centres that help the industries in reshaping. Pakistani industries lack exposure of international level and are constantly facing competition from internationalindustries. This Centre will provide reports on various sectors in various domains to help Pakistani industries in redeeming their prime.
6.2 Objectives of the Centre 
1. CIMS will facilitate the companies working in Pakistan with their business needs
2. To provide customizedtraining to the industry to refine their current working scenarios.
3. To give industries with their choice of certifications in Marketing, Finance, IT and Education fields.
6.3 Vision

The Center for Industry and Market Studies at the University of Management and Technology (UMT) will be a leading academic center dedicated to provide companies knowledge and skills with high quality, accessible trainings, customized certifications, diplomas and sectoral reports. 

6.4 Mission 
Our mission is to carry out experiential research concerning marketing issues and to cultivate a relationship between consumers and businesses.
6.5 Keys to success 
1. We fulfil the promises keep the client information confidential. We are reliable and trustworthy and excel in providing information timely.
2. CIMS will provide a experts in the field of research, marketing, HR, Finance and IT. 
6.6 Centre Summary 
CIMS is an emerging Centre that will provide high-level expertise in market research, financial research, project management, IT management and sectoral reports both at national and international level. 
It will focus initially on providing  

· Customized trainings

· Certifications and Diplomas
And after developing a brand name CIMS will later on move towards 

· Sectoral Reports

· Consultancy

· Brand Awards

6.7 Centre Ownership 
CIMS will be owned by University of Management Technology’s Department School of Professional Advancement. The legal work is in the process of its establishment.
6.8 Centre Location 
The Centre is located at University of Management and Technology, School of Professional Advancement, Block C-II,Johar Town, Lahore.

6.9 Primary Functions of the Centre 
1. We will establish a data Centre for business, trade and market research. For this, we will collaborate with international databases like ITC Switzerland, WTO CIA Factbook etc.
2. Periodic “Industry Outlook Report” for investors. This report will act as a viewer of the industry and businesses. These reports will highlight the business opportunities in various sectors.
3. Policy briefs: The Centre will periodically issue regional policy briefs to provide analysis of policies and ensuing opportunities and threats.

4. The Centre will organize different awards for best performance of various business entities in the areas of marketing, HR, Exports and Innovation. A comprehensive system will be devised to ensure, transparency, justice and equity.
5. Consultancy wing: The Centre aims to establish its consultancy wing later on to enhance the capacity of industry and regional governments.

6. Customized training through Makrshtrat Software: The Centre has the privilege to utilize latest ICT tools. It will also provide with simulation based training in the areas of strategic marketing, brand management and Blue Ocean Strategy by using MarkStratX Paris platform.
6.10 Value Statement
1. The functions of the Centre will be performed by the principals of the business. 

2. A team of qualified professionals will be assigned to the client tasks. Each team will focus on their specific tasks toprimary integrity and confidentiality as well as maintain the quality of the team’s performance.
3. We don’t believe in compromising the quality of our work so that we meet the deadlines.
6.11 Technology

CIMS will provide:
1. Complete e-mail facilities on the Internet.

2. Presentation facilities will be provided to the team in the form of multimedia.
3. Availability of latest research software SPSS 23 and Nvivo 11 plus.
4. MS Office for report writing and management of databases.

6.12 Market Segmentation

Currently, the focus is on both Large and Small and Medium-sized enterprises (SMEs).
6.13 Management Summary
The initial management team depends on the founders themselves, with little back-up. As CIMS grow, we will take on additional consulting help, plus graphic/editorial, sales, and marketing. 

6.14 Organizational Structure

CIMS should be managed by working partners, in a structure taken mainly from School of Professional Advancement.
The Centre will be headed by Dr. Naveed Yazdani and his trusted team that consists of Dr. Khalil Arbi and Mr. Ali Bukhari.
6.15 Management Team

CIMS will involve consultants, academic researchers, research assistants and research associates, editors, strong marketing person, an office manager, and a secretary. 
CHAPTER 7 MARKETING PLAN
7.1 Marketing 4Ps

7.1.1 Product

The first element in the marketing mix is ‘Product’. A university must design a feasible product that satisfies consumer’s wants and needs. Universities display their degree programs as their products. With this product, the teaching style, comfort level of the student is also associated. So, universities should outline the course path clearly and by following SMART planning.
Customer satisfaction is critical as one satisfied customer brings four more with him. It’s the word of mouth that travels fast.

7.1.2 Price

Price is the fee charged by the University for their Expertise. Different price is charged for various fields. Today companies look for value for money. If they believe the quality of work provided by the institutions is worthy, they are willing to pay enough money.
7.1.3 Place

CIMS can provide these certifications, diplomas and training both at UMT and at client’s venue.
7.1.4 Promotion

‘Promotion’ is an institution’s ability to communicate with its markets. To develop a proper promotion plan universities should identify the need and wants of the consumers first. By promotion university creates a place in the market, and people learn to recognize their name from the masses. Promotion can be done by direct marketing, e-marketing and different sponsorship deals. Universities can use the push and pull strategy by taking their product to the consumers and then bringing the customers to the university.

7.2 Pricing Strategy

· CIMS will be priced at the differentiation pricing as the Centre is in itself one of a kind and providing unique features to customers.
· For Certifications and Diplomas, Rs.40,000/ module is charged with Rs.5,000 registration fees for the first time.
· For Training Rs 25,000/ day will be levied. Price may vary according to the setting of the training i.e. it is at UMT or company’s place.
· For Sectoral Reports Rs 200,000 will be collected Rs 50,000 from each sponsor. Total sponsors will be 4.
7.3 Core
Learning and Development
7.4 Actual

Centre Name: Centre for Industry and Market Studies.
7.5 Augmented

The main augmented feature of this Centre is its licensed certifications and one of kind training programs. Which is a Unique Selling Proposition (USP), and a value additional point for companies as some of the well-known International bodies like CIM(Chartered Institute of Marketing), AMDISA(Association of Management Development Institutions In South Asia), EFP(Employers' Federation Pakistan) and AMDIP(Association of Management Development Institution of Pakistan) will sign MOUs with CIMS as the centre progresses and develops a brand name in the market.
7.6 Proposed Logo
[image: image3.png]Centre for Industry and Market Research




Figure 4 PROPOSED LOGO
7.7 Tagline
"People who change the world need the tools to do it!"

7.8 Slogan
"Building Professionals for Tomorrow."
7.9 Features

It has all the qualitative features to accelerate external and internal improvements in all aspects of management.

· It will provide attentiveness to the companies
· An understanding of the complete quality knowledge

· Provide with the expansion of progressive quality development

· Increase the improvement in declaration

· Giving a promise to a quality pledge within an institution
7.10 Target Audience 
The intended audience of this Centre is all the professionals, those who want to transform themselves into quality managers by thinking smart to accomplish excellence in quality learning tools.

7.11 Gender

The segmentation of the market for our Centre is as per the gender is vital as it welcomes both males and females. As the marketing strategy is gaining excellence in quality education for becoming the quality manager, so, this program is for both the genders.

7.12 Income

As per the criteria of the fee structure, our program is suitable for low to the middle and high-income crowd.

7.13 Marital status

It’s similar for both married and a bachelor. No set rules for the marital status

7.14 Occupation

It caters specifically to the professionals as compared to school students. This centre is suitable for quality seeking professionals and office goers both.

7.15 Geographic

We will promote our product more into cities and influential leading areas so that the professional and educated class comes more rapidly to know about the qualitative, innovative and transformational skills; we are introducing at CIMS.

7.16 Psychographic

Quality learning and standards is now a day a professional need. Our main target market is all practitioners and managers, and for the enhancement and development in their personality and social class, our program will attract their requirements changing into their splendid lifestyles.

7.17 Behavior segmentation

Working class and qualified professional always have a taste towards modernization and improvement.
7.18 CIMS Product Portfolio
The products that CIMS is offering initially consist of customized workshops (as per company needs), certifications and Diplomas. Following is the table describing each product details 
7.19 Certifications

· Based on the philosophy that certification validates the employees’ level of specialized knowledge and ability
· Will be developed by subject matter experts
· The certifications will be designed by identifying the industry needs through market research
· Certifications will be offered to equip the professionals with more confidence in job awareness, skills and abilities. It also aims to lead the professionals to a clear, value-added professional development path.

7.20 Types of Certifications

· Digital Marketing Certification

7.21 Customized Diplomas

· Based on the philosophy that “Due to ongoing research and development, learning has become a process, but not an event”
· The diplomas are designed based on the research conducted to find out what skill-sets are required by the companies
· It is essential for professionals to get equipped with the latest education in their concerned fields as it leads to broader carrier opportunities, higher salary and staying employed
· Professionals are so much engaged in their everyday tasks and achieving the timelines that they don’t have time to spare for two years master’s degree, Diplomas are an easy way for the professionals for furthering their education and carrier development

7.22 Types of Diplomas

· Diploma of Institutional Quality Assurance

· Diploma of Strategic Management and Advanced Specialism
7.23 Customized training workshops 
· Based on the philosophy of “one size doesn’t fit all”

· Will be started with training need assessment

· Designed as per company needs and environment

· Regular feedback will be provided during the training

7.24 Types of trainings  

· Leadership Development Trainings
· Team Building Skills
· Communication Skills
· Computer Skills
· Project Management
· Time Management
· Stress Management
· Customer Service Skill
7.25 Sectoral Investment Focus Research Reports

· For making smart business decisions, the companies need to be informed about start-up, innovation, growth and 4Ps (product, price, place and promotion)

· Will be developed by subject matter experts

· Researches will be conducted as per company demand in different market domains so the company can cope with the dynamics of economy and demography

· In-depth and insightful researches will be carried out to identify potential investment ideas and strategies for the clients

· To confirm the authenticity of the researches, our analysts will have a close contact with the regulatory authorities, government ministries, trade and industry associations.
7.26 Brand Awards

· Will be awarded to 
· Top Brand

· Top Marketing 

· Top Investing Company
CHAPTER 8 PRODUCT DEVELOPMENT
8.1 Advanced excel training 
· Lesson 1
· How To Import Data From External Sources
· Lesson 2
· Data Management
· lesson 3 
· Data Validation
· Lesson 4

· Setting Scenarios

· Lesson 5
· Pivot Tables and Pivot Charts
· Lesson 6 

· Excel Functions

· lesson 7
· Security
· lesson 8
· How to share data
· lesson 9
· Managing Data and Workbooks 

8.1.1 Tests
Before the training a pre test will be conducted in order to check the prior knowledge of the participants. After the training a post test will be conducted and the results of both pre and post will be compared to each other to measure the effectiveness of the training.
8.1.2 Pricing 
	Price/day  
	Rs 25,000

	Training days 
	3

	Salary  
	Rs 25,000/trainer for one training

	Number of Trainers  
	2


Table 6 PRICING OF ADVANCED EXCEL TRAINING

8.2 Digital Marketing Certification

8.2.1 About this course

Marketing is the lifeblood of businesses and is a vital function for new companies as well as for existing brands. Nurture yourself with the essential principles and practices of promotion in the advanced economy by taking this marketing certification.

In this Digital Marketing course, you will be familiar the contemporary digital marketing strategies from basic to advance and how the digital economy functions build up the essential experiences valuable to prevail in web based business.

The e-business is growing very rapidly and to survive in the market every business needs to be visible on the World Wide Web. Social Media that were non-existent a couple short years prior, including LinkedIn, Uber, WhatsApp and Facebook, have significantly changed how we interface and impart. Indeed, this era is known as digital age, and everyone needs to understand and enhance his/her knowledge of marketing in the digital age. Either you're a business person, entrepreneur, financial specialist, chief, or a student, you require attentive ways to explore and win in this new condition.
This certification is sorted out around four extensivetopics, and we will utilize pertinent hypothesis and investigation, and also various cases to build up our key learning focuses. 

The subjects are:
1. Search Engine Optimization (SEO)
2. Social Media Marketing

3. Content Marketing

4. Email Marketing

5. Mobile Marketing

6. Pay Per Click (PPC)

7. Conversion Optimization

8. Digital Marketing Analytics

9. Digital Marketing Strategy

8.2.3 Timings 
The classes will be carried out over the weekends i.e. Saturday and Sunday in evening slot (6 30-9 30).

8.2.4 Pricing 
	Price/Module  
	Rs 40,000

	Registration Fee 
	Rs 5,000

	Salary  
	Rs 65,000/faculty

	Number of Modules  
	3

	Subjects/module  
	3

	Total Subjects
	9

	Number of Teachers
	9 (1/subject)


Table 7 PRICING OF DIGITAL MARKETING CERTIFICATION
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Figure 5 DIPLOMA TEMPLATE
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Figure 6 CERTIFICATE TEMPLATE
CHAPTER 9 PROJECTED FINANCIAL STATEMENTS
9.1 Projected Income Statement

	Particulars
	Rs.
	Rs.
	Rs.
	Rs.
	Rs.
	Rs.

	 
	Year 0
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5

	Investment
	                                         10,000,000 
	 
	 
	 
	 
	 

	Revenue
	 
	                    2,120,000 
	                      3,294,000 
	             4,644,000 
	                  6,170,000 
	               7,872,000 

	Salary Expense (Variable Cost Note 20)
	 
	                    2,265,000 
	                      2,418,000 
	             2,579,000 
	                  2,748,000 
	               2,925,000 

	Gross Profit
	 
	                   (145,000)
	                      876,000 
	           2,065,000 
	                3,422,000 
	             4,947,000 

	Office & Stationery Expense
	 
	                        50,000 
	                          50,000 
	                 50,000 
	                       50,000 
	                    50,000 

	Power Expense (Note 15)
	 
	                        60,000 
	                          61,800 
	                 63,654 
	                       65,564 
	                    67,531 

	Promotional Expense (Note 9)
	 
	                        62,500 
	                          63,750 
	                 65,025 
	                       66,326 
	                    67,652 

	Survey Cost (F.C for sectoral reports)
	 
	                       10,000 
	                          10,200 
	                 10,404 
	                      10,612 
	                   10,824 

	Money Paid to UMT
	 
	                        75,000 
	                          76,500 
	                 78,030 
	                       79,591 
	                    81,182 

	Maintenance Expense (Note 16)
	 
	                        50,000 
	                          52,000 
	                 54,080 
	                       56,243 
	                    58,493 

	Miscellaneous Expense (Note 17)
	 
	50000
	50000
	50000
	50000
	50000

	Amortization Expense (Note 12)
	 
	                        73,000 
	                          73,000 
	                 73,000 
	                       73,000 
	                    73,000 

	Depreciation on Fixed Assets (Note 14)
	 
	                       121,500 
	                        121,500 
	                121,500 
	                     121,500 
	                  121,500 

	Total Operating Expenses
	 
	                     552,000 
	                      558,750 
	              565,693 
	                   572,835 
	                580,182 

	Profit for the year
	 
	                   (697,000)
	                      317,250 
	           1,499,307 
	                2,849,165 
	             4,366,818 


Table 8 PROJECTED INCOME STATEMENT
	9.2 Projected Balance Sheet

	Particulars
	Year 0
	Year 1
	Year 2
	Year 3
	Year 4
	Year 5

	
	Rs.
	Rs.
	Rs.
	Rs.
	Rs.
	Rs.

	Non-Current Assets
	 
	 
	 
	 
	 
	 

	Furniture & Fixtures (Note 11)
	             335,000 
	            335,000 
	              335,000 
	            335,000 
	                335,000 
	              335,000 

	IT Equipment (Note 11)
	             880,000 
	            880,000 
	              880,000 
	            880,000 
	                880,000 
	              880,000 

	Softwares (Note 11)
	             730,000 
	            730,000 
	              730,000 
	            730,000 
	                730,000 
	              730,000 

	Amortization of Softwares (Note 12)
	 
	            (73,000)
	             (146,000)
	          (219,000)
	               (292,000)
	             (365,000)

	Accumulated Depreciation fixed assets (Note 14)
	                      -   
	          (121,500)
	             (243,000)
	          (364,500)
	               (486,000)
	             (607,500)

	Total Non-Current Assets
	           1,945,000 
	          1,750,500 
	             1,556,000 
	           1,361,500 
	               1,167,000 
	                972,500 

	Current Assets
	 
	 
	 
	 
	 
	 

	Cash
	           8,055,000 
	          7,552,500 
	             8,064,250 
	           9,758,057 
	             12,801,722 
	           17,363,040 

	Total Current Assets
	                8,055,000 
	              7,552,500 
	                  8,064,250 
	               9,758,057 
	                  12,801,722 
	               17,363,040 

	
	
	
	
	
	
	

	Total Assets
	10,000,000 
	9,303,000 
	9,620,250 
	11,119,557 
	13,968,722 
	18,335,540 

	
	
	
	
	

	
	
	
	
	
	
	

	Current Liabilities
	 
	 
	 
	 
	 
	 

	Accounts payable
	
	
	
	
	
	

	
	
	
	
	
	
	

	Total Current Liabilities
	
	
	
	
	
	

	
	
	
	
	
	
	

	Long-term Liabilities
	 
	 
	 
	 
	 
	 

	-
	
	
	
	
	
	

	Total
	
	
	
	
	
	

	
	
	
	
	
	
	

	Owner Equity
	 
	 
	 
	 
	 
	 

	Investment capital
	10,000,000 
	10,000,000 
	10,000,000 
	10,000,000 
	10,000,000 
	10,000,000 

	Accumulated retained earnings/losses
	
	                (697,000)
	(379,750)
	1,119,557 
	3,968,722 
	8,335,540 

	Total
	10,000,000 
	9,303,000 
	9,620,250 
	11,119,557 
	13,968,722 
	18,335,540 

	
	
	                      -   
	                        -   
	                      -   
	                          -   
	                        -   

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	Total Equity and Liability
	10,000,000 
	9,303,000 
	9,620,250 
	11,119,557 
	13,968,722 
	18,335,540 


Table 9 PROJECTED BALANCE SHEET
9.3 Projected Cash Flows
	
	Years
	1
	2
	3
	4
	5

	
	
	Rs
	Rs
	Rs
	Rs
	Rs

	
	Cash at Beginning of Year
	                                                   8,055,000 
	                      7,552,500 
	                8,064,250 
	                9,758,057 
	               12,801,722 

	Operations
	 
	 
	 
	 
	 
	 

	Cash receipts from
	
	
	
	
	
	

	
	Customers
	                                                   2,120,000 
	                      3,294,000 
	                4,644,000 
	                6,170,000 
	                 7,872,000 

	
	Other Operations
	 
	 
	 
	 
	 

	Cash paid for
	
	
	
	
	
	

	
	Inventory purchases
	                                                                   -   
	                                     -   
	                               -   
	                               -   
	                                -   

	
	General operating and administrative expenses
	                                                     (357,500)
	                       (364,250)
	                 (371,193)
	                 (378,335)
	                  (385,682)

	
	Wage expenses
	                                                 (2,265,000)
	                    (2,418,000)
	             (2,579,000)
	              (2,748,000)
	               (2,925,000)

	
	Interest
	                                                                   -   
	                                     -   
	                               -   
	                               -   
	                                -   

	
	Income taxes
	                                                                   -   
	                                     -   
	                               -   
	                               -   
	                                -   

	Net Cash Flow from Operations
	                                                     (502,500)
	                          511,750 
	                1,693,807 
	                3,043,665 
	                 4,561,318 

	Net Increase in Cash
	 
	                                                     (502,500)
	                          511,750 
	                1,693,807 
	                3,043,665 
	                 4,561,318 

	
	Cash at End of Year
	                                                   7,552,500 
	                      8,064,250 
	                9,758,057 
	              12,801,722 
	               17,363,040 


Table 10 PROJECTED CASH FLOW
9.4 Revenues

	  Revenue 

	 Trainings (3 day) (Note 1) 

	 Years 
	 Number of Trainings 
	 Number of Days 
	 Fee/day 
	 Total Fee 
	

	                    1 
	                                     4 
	                                          3 
	                  25,000 
	                300,000 
	

	                    2 
	                                     6 
	                                          3 
	                  26,000 
	                468,000 
	

	                    3 
	                                     8 
	                                          3 
	                  27,000 
	                648,000 
	

	                    4 
	                                   10 
	                                          3 
	                  28,000 
	                840,000 
	

	                    5 
	                                   12 
	                                          3 
	                  29,000 
	             1,044,000 
	

	 Total 
	 
	 
	 
	             3,300,000 
	


Table 11 REVENUE TRAININGS
	 Certifications (Note 2) 3 subjects/module 

	 Years 
	 Number of Modules 
	 Number of Students 
	 Fee/module 
	 Registration Fee 
	 Total Fee 

	                    1 
	                                     3 
	                                          4 
	                  40,000 
	                   5,000 
	               500,000 

	                    2 
	                                     3 
	                                          6 
	                  45,000 
	                   6,000 
	               846,000 

	                    3 
	                                     3 
	                                          8 
	                  50,000 
	                   7,000 
	             1,256,000 

	                    4 
	                                     3 
	                                         10 
	                  55,000 
	                   8,000 
	             1,730,000 

	                    5 
	                                     3 
	                                         12 
	                  60,000 
	                   9,000 
	             2,268,000 

	 Total 
	 
	 
	 
	 
	             6,600,000 


Table 12 REVENUE CERTIFICATIONS
	 Diplomas (Note 3) 3 subjects/module 

	 Years 
	 Number of Modules 
	 Number of Students 
	 Fee/module 
	 Registration Fee 
	 Total Fee 

	                    1 
	                                     4 
	                                          4 
	                  40,000 
	                  20,000 
	               720,000 

	                    2 
	                                     4 
	                                          6 
	                  45,000 
	                  25,000 
	             1,230,000 

	                    3 
	                                     4 
	                                          8 
	                  50,000 
	                  30,000 
	             1,840,000 

	                    4 
	                                     4 
	                                         10 
	                  55,000 
	                  35,000 
	             2,550,000 

	                    5 
	                                     4 
	                                         12 
	                  60,000 
	                  40,000 
	             3,360,000 

	 Total 
	 
	 
	 
	 
	             9,700,000 


Table 13 REVENUE DIPLOMAS
	 Sectoral Reports (Note 4) 

	 Years 
	 Number of Reports 
	 Report/quarters 
	 Fee/report 
	
	 Total Fee 

	                    1 
	                                     3 
	                                          1 
	                200,000 
	
	               600,000 

	                    2 
	                                     3 
	                                          1 
	                250,000 
	
	               750,000 

	                    3 
	                                     3 
	                                          1 
	                300,000 
	
	               900,000 

	                    4 
	                                     3 
	                                          1 
	                350,000 
	
	             1,050,000 

	                    5 
	                                     3 
	                                          1 
	                400,000 
	
	             1,200,000 

	 Total 
	 
	 
	 
	 
	             6,600,000 


Table 14 REVENUE SECTORAL REPORTS
 9.5 Costs
	 Trainings (3 day) (Note 5) 
	
	
	
	

	 Years 
	 Number of Trainings 
	 Number of Trainers 
	 Salary/Trainer 
	 Total Salary 
	
	
	
	

	                      1 
	                                 4 
	                                              2 
	                     25,000 
	                  200,000 
	
	
	
	

	                      2 
	                                 6 
	                                              2 
	                     26,000 
	                  312,000 
	
	
	
	

	                      3 
	                                 8 
	                                              2 
	                     27,000 
	                  432,000 
	
	
	
	

	                      4 
	                               10 
	                                              2 
	                     28,000 
	                  560,000 
	
	
	
	

	                      5 
	                               12 
	                                              2 
	                     29,000 
	                  696,000 
	
	
	
	

	 Total 
	 
	 
	 
	               2,200,000 
	


	
	
	


Table 15 COSTS OF TRAININGS
	
 Certifications (Note 6) 
	
	
	
	

	 Years 
	 Number of Certifications Offered 
	 Number of Teachers 
	 Salary/Module 
	 Total Salary 
	
	
	
	

	                      1 
	                                 1 
	                                              9 
	                     65,000 
	                  585,000 
	
	
	
	

	                      2 
	                                 1 
	                                              9 
	                     66,000 
	                  594,000 
	
	
	
	

	                      3 
	                                 1 
	                                              9 
	                     67,000 
	                  603,000 
	
	
	
	

	                      4 
	                                 1 
	                                              9 
	                     68,000 
	                  612,000 
	
	
	
	

	                      5 
	                                 1 
	                                              9 
	                     69,000 
	                  621,000 
	
	
	
	

	 Total 
	 
	 
	 
	               3,015,000 
	
	
	
	


Table 16 COSTS OF CERTIFICATIONS
	 Diplomas (Note 7) 3 subjects/module 
	
	
	
	

	 Years 
	 Number of Diplomas 
	 Number of Teachers 
	 Salary/Module 
	 Total Salary 
	
	
	
	

	                      1 
	                                 1 
	                                              8 
	                     65,000 
	                  520,000 
	
	
	
	

	                      2 
	                                 1 
	                                              8 
	                     66,000 
	                  528,000 
	
	
	
	

	                      3 
	                                 1 
	                                              8 
	                     67,000 
	                  536,000 
	
	
	
	

	                      4 
	                                 1 
	                                              8 
	                     68,000 
	                  544,000 
	
	
	
	

	                      5 
	                                 1 
	                                              8 
	                     69,000 
	                  552,000 
	
	
	
	

	 Total 
	 
	 
	 
	               2,680,000 
	
	
	
	


Table 17 COSTS OF DIPLOMAS

	 Sectoral Reports (Note 8) 

	 Years 
	 Number of Reports 
	 Number of Knowledge workers 
	 Salary/Report 
	
	 Survey Cost (Note 21) 
	
	 Total Survey Cost 
	 Total Salary 

	
	
	
	 Research Associate 
	 Research Assistant 
	Price/ Questionnaire
	Number of Questionnaires
	
	

	                      1 
	                                 3 
	                                              3 
	                     50,000 
	                   30,000 
	                   200 
	                  50 
	           10,000 
	                960,000 

	                      2 
	                                 3 
	                                              3 
	                     51,000 
	                   31,000 
	204
	                  50 
	           10,200 
	                984,000 

	                      3 
	                                 3 
	                                              3 
	                     52,000 
	                   32,000 
	208
	                  50 
	           10,404 
	             1,008,000 

	                      4 
	                                 3 
	                                              3 
	                     53,000 
	                   33,000 
	212
	                  50 
	           10,612 
	             1,032,000 

	                      5 
	                                 3 
	                                              3 
	                     54,000 
	                   34,000 
	216
	                  50 
	           10,824 
	             1,056,000 

	 Total 
	 
	 
	 
	 
	 
	 
	           52,040 
	             5,040,000 


Table 18 COSTS OF SECTORAL REPORTS
9.6 Promotional costs 
	 
	Yr. 1 
	 
	 
	 
	Yr. 2 
	 
	 
	 Yr. 3 
	 
	 
	Yr. 4 
	 
	 
	 Yr 5 
	 
	 

	 
	 Rate in Rs 
	 Units 
	 Total 
	 
	 Rate in Rs 
	 Units 
	 Total 
	 Rate in Rs 
	 Units 
	 Total 
	 Rate in Rs 
	 Units 
	 Total 
	 Rate in Rs 
	 Units 
	 Total 

	 Printing 
	                                            500 
	                                                         8 
	                         4,000 
	 
	                            500 
	                          12 
	                    6,000 
	                                      500 
	                                                          16 
	                              8,000 
	                               500 
	                            20 
	               10,000 
	                    500 
	                                24 
	    12,000 

	 (course material) 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 Posters 
	                                               17 
	                                                   500 
	                         8,500 
	 
	                               17 
	                        500 
	                    8,500 
	                                         17 
	                                                        500 
	                              8,500 
	                                  17 
	                         500 
	                  8,500 
	                       17 
	                             500 
	       8,500 

	 Advertising (Brochures, leaflets) 
	                                               45 
	                                                   200 
	                         9,000 
	 
	                               45 
	                        200 
	                    9,000 
	                                         45 
	                                                        200 
	                              9,000 
	                                  45 
	                         200 
	                  9,000 
	                       45 
	                             200 
	       9,000 

	 Newspaper Ad 15x3 
	 
	                                                         2 
	                       35,000 
	 
	 
	                             2 
	                  35,000 
	 
	                                                             2 
	                           35,000 
	 
	                              2 
	               35,000 
	 
	                                  2 
	    35,000 

	 Banners 
	                                            120 
	                                                      50 
	                         6,000 
	 
	                            120 
	                          50 
	                    6,000 
	                                      120 
	                                                          50 
	                              6,000 
	                               120 
	                            50 
	                  6,000 
	                    120 
	                                50 
	       6,000 

	 
	 
	 
	                  62,500 
	 
	 
	 
	              64,500 
	 
	 
	                     66,500 
	 
	 
	            68,500 
	 
	 
	    70,500 

	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	 
	 
	 
	 
	 
	 
	 
	              63,750 
	 
	 
	                     65,025 
	 
	 
	            66,326 
	 
	 
	    67,652 


Table 19 PROMOTIONAL COSTS
9.7 Non- Current Assets
	Items
	 No of Items 
	 Cost per Item 
	 Total Cost 
	 Amount 

	Furniture & Fixtures
	 

	Faculty Office Chairs
	                              10 
	                           10,000 
	                           100,000 
	 

	Office Chairs for visitors
	                                  20 
	                             2,500 
	                             50,000 
	 

	Office Tables
	                                  10 
	                             7,000 
	                             70,000 
	 

	Office Racks
	                                  10 
	                             7,000 
	                             70,000 
	 

	Office Cabinets
	                                    5 
	                             9,000 
	                             45,000 
	                                 335,000 

	IT Equipment
	 

	Computers (Core i5 Standard)
	                                  10 
	                           45,000 
	                           450,000 
	 

	Printers
	                                    3 
	                           40,000 
	                           120,000 
	 

	Scanner
	                                    2 
	                             5,000 
	                             10,000 
	 

	Server
	                                   2 
	                         150,000 
	                           300,000 
	                                880,000 

	Software (Note 13)
	 

	SPSS 23 Pro
	                                    1 
	                         540,000 
	                           540,000 
	 

	Vivo 11
	                                    1 
	                          190,000 
	                            190,000 
	                                 730,000 

	Total Non-Current Assets Cost
	                    1,215,000 


Table 20 NON CURRENT ASSETS
9.8 Cash Account

	 
	Yr 0
	 
	Yr 1
	 
	Yr 2
	 
	Yr 3
	 
	Yr 4
	 
	Yr 5

	Opening cash balance
	     10,000,000 
	Opening cash balance
	     8,055,000 
	Opening cash balance
	    7,552,500 
	Opening cash balance
	       8,064,250 
	Opening cash balance
	       9,758,057 
	Opening cash balance
	      12,801,722 

	Softwares
	         (730,000)
	Revenue
	     2,120,000 
	Revenue
	    3,294,000 
	Revenue
	       4,644,000 
	Revenue
	       6,170,000 
	Revenue
	        7,872,000 

	IT Equipment
	         (880,000)
	Salaries
	    (2,265,000)
	Salaries
	   (2,418,000)
	Salaries
	      (2,579,000)
	Salaries
	      (2,748,000)
	Salaries
	       (2,925,000)

	Furniture and Fixtures
	         (335,000)
	Promotional Cost Note 18
	         (62,500)
	Promotional Cost Note 18
	       (63,750)
	Promotional Cost Note 18
	          (65,025)
	Promotional Cost Note 18
	          (66,326)
	Promotional Cost Note 18
	           (67,652)

	Closing Cash balance
	       8,055,000 
	Survey Costs
	         (10,000)
	Survey Costs
	       (10,200)
	Survey Costs
	          (10,404)
	Survey Costs
	          (10,612)
	Survey Costs
	           (10,824)

	
	
	Maintenance
	         (50,000)
	Maintenance
	       (52,000)
	Maintenance
	          (54,080)
	Maintenance
	          (56,243)
	Maintenance
	           (58,493)

	
	
	Office & Stationery Expense
	         (50,000)
	Office & Stationery Expense
	       (50,000)
	Office & Stationery Expense
	          (50,000)
	Office & Stationery Expense
	          (50,000)
	Office & Stationery Expense
	           (50,000)

	
	
	Miscellaneous Expense
	         (50,000)
	Miscellaneous Expense
	       (50,000)
	Miscellaneous Expense
	          (50,000)
	Miscellaneous Expense
	          (50,000)
	Miscellaneous Expense
	           (50,000)

	
	
	Money paid to UMT
	         (75,000)
	Money paid to UMT
	       (76,500)
	Money paid to UMT
	          (78,030)
	Money paid to UMT
	          (79,591)
	Money paid to UMT
	           (81,182)

	
	
	Power Expense (Note 7)
	         (60,000)
	Power Expense (Note 7)
	       (61,800)
	Power Expense (Note 7)
	          (63,654)
	Power Expense (Note 7)
	          (65,564)
	Power Expense (Note 7)
	           (67,531)

	
	
	Closing cash
	     7,552,500 
	Closing Cash
	    8,064,250 
	Closing Cash
	       9,758,057 
	Closing Cash
	     12,801,722 
	Closing Cash
	      17,363,040 


Table 21 CASH ACCOUNT
9.9 Tables
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Table 24 BREAK EVEN ANALYSIS
9.10 Payback, NPV and IRR

	Payback Period (Note 21)
	Cash Flow
	Accumulated Cash flow

	0
	                                     (10,000,000)
	                    (10,000,000)

	1
	                                          (502,500)
	                    (10,502,500)

	2
	                                            511,750 
	                      (9,990,750)

	3
	                                         1,693,807 
	                      (8,296,943)

	4
	                                         3,043,665 
	                      (5,253,278)

	5
	                                         4,561,318 
	                          (691,960)

	
	
	


	Payback period
	                                                                   5yrs 1 month 
	

	
	
	

	Payback Period is almost 5 years

	
	
	

	IRR
	-1.63%
	

	
	
	


	Discount Rate (Interest Rate by State Bank of Pakistan)
	5.75%
	

	
	
	

	NPV
	                                                          (2,702,594)
	


	Return on Investment

53%


Table 25 PAYBACK PERIOD, NPV, IRR AND ROI 
9.11 Notes to the Accounts

	All transactions are made in cash.

	UMT will allocate a floor to CIMS so building is not owned by CIMS. CIMS will pay UMT Rs 75000/ annum.

	1. Rs 1000 increase in training fee/day every year.

	2. Rs 5000 increase in student fee/module every year. Rs 1000 increase in registration fee every year.

	3. Rs 5000 increase in student fee/module every year.

	4. Rs 400,000 will be collected from 4 different companies as sponsorship for the reports. Rs 100,000/ company. Rs 20000 increase in sectoral report/annum.

	5. Rs 1000 increase in trainers’ salary every year.

	6. Rs 1000 increase in teachers’ salaries every year.

	7. Rs 1000 increase in teachers’ salaries every year.

	8. Rs 1000 increase in research associates and research assistants' salaries every year.

	9. 2% inflation on promotional costs

	10. Promotional Costs will be distributed among each product equally

	11. Furniture & Fixtures, IT Equipment and Softwares remain same throughout 5 years’ time span.

	12. Amortization of Softwares IAS 28 10% rate annually

	13.  (SFFAS) No. 10, Accounting for Internal Use Software.

	14. 10% Depreciation charged on Fixed assets straight line basis

	15. 3% inflation on electricity

	16. 4% inflation every year in maintenance cost.

	17. Miscellaneous Expenses kept constant every year.

	18. (25,000 paid to UMT each for trainings, certifications and diplomas with increase of 2% for next 5 years)

	19. Salaries are variable cost in case of CIMS. As salaries will be paid when the certifications, diplomas, trainings and sectoral reports will be made.

	20. 2% inflation on survey cost


CHAPTER 10 CONCLUSION
Through the advent of CIMS, we are looking forward to such quality collaboration between industry and academia that will pave the way for progress for the both.  It’s a kind of platform providing the industries with research data as per their requirements conducted through experts. Customized training will be held by experienced trainers and certifications will be provided in collaboration with international training organizations. This is how CIMS will help grow the industries on national as well as international levels.

On the other hand, as this centre is established in UMT, it will contribute to providing a pre-industry environment in an educational institution. Conducting researches for different industries and holding training in various domains will help the university professionals understand and prepare themselves according to industry requirements well. It will provide them with new prospects of developing courses for the students as well as introducing new programs as per latest industry needs. This is how CIMS is expected to elevate the quality of the future professionals they produce for the industry.

The ultimate objective of CIMS would be to provide the best in class professionals who are ready to take on the challenges of tomorrow.
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