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Editor’s
Note

elcome to the �rst edition of the Wmonthly newsletter of Unitedworld 
School of Business. 

Reading through the �rst edition of the 
newsletter, you will �nd some expert opinions 
shared by faculty members and some creative 
thoughts by students. But most of all, you will 
�nd an opportunity to tell your stories, inspire 
and get inspired and raise awareness on issues 
you care for! We sincerely hope these are reasons 
enough to contribute towards and look forward 
to the future editions. 

This newsletter has been born out of the vision of 
the President of Karnavati University, Mr. Ritesh 
Hada. He believes that many of us from separate 
�elds, departments and colleges must get out of 
our separate cubicles, break the shackles of daily 
life and share our best ideas, thoughts and 
practices through this newsletter.  

We hope you enjoy the read! Also, remember that 
this is a digital magazine so please be sure to 
share, tweet, repost, refer and recommend any 
articles that you like! 

We look forward to your feedback and await 
contributions at
 editorial@karnavatiuniversity.edu.in



UWSB Students 
Visit EDII By Priyanshi Srivastav, PGDM, UWSB

These helped students to understand about startup 
models, the basic needs of an entrepreneur and how to 
manage funds.

Business model canvas or BMC taught students what 
they should ensure before launching their products or 
services for the market. Steps were elaborated and 
students were assigned to create a non-existing product 
which would help in solving problems faced by the 
society. For the BMC activity students were divided into 
groups of six to enable them to evolve innovative ideas. 
These groups presented their products on the last day of 
the workshop by applying all the steps of BMC to a 
panel.

To give students a glimpse of real world of startups a 
panel discussion was organised by EDII where CEOs of 

three different startups shared their experience and 

replied to all questions and suggested how attitudes 
needed to be tough in order to be successful and 
different ways of obtaining �nance.

Design thinking gave students an idea on how movies 

and shows had been in�uencing people and how 
emotional needs and connecting it to the product were 
necessary. The examples were shown from the clips of 
different movies which made learning fun for the 
students and how they too could initiate it.

Unitedworld School of Business of Karnavati University 
organised a three-day workshop in collaboration with 
Entrepreneurship Development Institute of India (EDII) 
Ahmedabad for students of PGDM to enhance their 
entrepreneurship skills and learn more about the 
business world.

For three days students were taught on different topics 
by faculty members to introduce them to concepts of 
entrepreneurship. Prof. Kavita Saxena taught business 
model canvass while Prof. Milan Pandya taught design 
thinking.

The EDII workshop helped students to have a clear idea 
about entrepreneurship, startups and was a worthwhile 
experience for the students of UWSB.



Visit to 
Divya Bhaskar Press
By Aastha Santoshsingh Thakur, BBA (hons.) Sem 2

As part of our practical studies, we went to Divya 
Bhaskar Printing Press recently. As the name suggests, it 
is engaged in printing the newspaper amongst one of 
the largest printing media. 

Through the visit we got to learn many things. We 
observed that whatever we learn in theories about 
organizational structure, the plant & machinery layout 
and other element, how they are applied practically. 
Divya Bhaskar is a sole proprietary form of the 
organization. The print plant is located at outer highway 
of Ahmedabad and due to this transportation and 

delivery process can be carried out easily.  The KBA 
machine requires large space and land availability in 
city. The total area of factory is approximately 10,000 sq. 
meters. Divya Bhaskar covers 55% of market share only 
for Ahmedabad area. In Divya Bhaskar print plant there 
are around 120 employees and they get paid as per 
there experience and position. 

Apart from this educational trip the major fun happened 
on the way, the fun and laughter, exploring a place with 
new friends, �eld visits are everyone's favorite in our 
class since it helps us all bond. While in a classroom 
environment we are mostly only engaged in a bookish 
knowledge where as such excursions help us in 

developing close to reality look and it becomes easier to 
retain what we studied in class. 

The small trip is also a good breather for the outstation 
students who usually explores restaurants and cafes on 
weekends, maybe a movie hall or malls, but there is 
much more to Ahmedabad- Gandhinagar that can be 
helpful for these students for learning and fun. 

We are thankful to the management of Divya Bhaskar 
print plant and every person of the staff who gave us 
valuable guidance and immense information. Indeed it 
was great pleasure to visit such a big organization to 
study in depth the various aspect of business. 



Dealing with 
Loss: 
A Eulogy
By Kunj Ganatra, 
Language and Soft Skills Trainer, UWSB

It's a permanent thing, difficult to begin with and never easy 
even later. Yet, everyone at one point of time in their lives 
has to deal with it. In Jean-Jacques Rousseau's words, one 
must not “confuse license with liberty and the child one 
makes happy with the child one spoils”.

I suggest keeping them in your thoughts and praying for 
their happy soul. Keeping them in your memories and 
making more with the close ones around you. Call your 
parents every day; let them know how much you love them. 
Care for your friends, be with them when they are dull or 
quiet or �lled with angst. To close, I wish to quote from a 
book I read, “May every child enjoy happiness and good 
fortune in the future! May every mother live a sublime life of 
triumph”.

As faculties, our students are the precious treasures of our 
future. Without good students, there are no good 
facilitators and the loss of even one student often creates a 
dent we are unaware of how to �ll. There are students who 
we are used to seeing in class, some remind us of their 
harmless mischievous acts while some remind us of their 
smiles and morning wishes. Some are talented and we push 
them to greater heights while some hold our hands 
(virtually) so they can climb up to be even with the others. 
When I see them graduating and leaving the campus and a 
placement we are more than happy to bid them a farewell 
but when they leave us mid-way accidently it is difficult to 
say a good-bye. Two of our students left us last month in an 
unforeseen and tragic incident… they were more than 
students to us since we had spent two years with them, we 
have seen them grow from little buds who had just passed 
school to con�dent teenagers who would sit in the last 
bench and still score the best. What can be done in such a 
situation when you lose a friend, a roommate, a con�dant or 
even a student?







Transformation of UWSB –
Role of Corporate services department
By R.A.Swaminathan, Placement Director, UWSB

Till last year, the performance of CSD was found to 
be wanting by the management of UWSB and 
therefore they decided to revamp this department 
with a new structure  and  an additional senior 
resource person.

Role of a placement department in a business 
school is of vital importance. It has the potential to 
transform the brand equity of an institution. The 
quality and number of successful placements of 
the students determines not only the ranking of 
the institution among innumerable B schools but is 
also the major factor that in�uences students to 
opt for an institution for management studies. Post 
graduate diploma in management or MBA being a 
gateway to a rewarding career in corporate world, 
the effectiveness and performance of Corporate 
Ser vices Depar tment (CSD) automatically 
determines the value attached to the B school.

Overview 



OLD STRUCTURE
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NEW STRUCURE

Ÿ There were very few branded companies 
who offered jobs and held interviews in 
our campus.

The �rst task of the new team was to 
undertake a study of the existing status and 
prepare a strategic plan for the change. An 
analysis of the existing status revealed the 
following:-

Ÿ The average �nancial package offered 
was Rs.3.42 lakhs per annum.

Ÿ The placement was being handled by 
only one officer reporting to multiple 

Ÿ There was huge gap between corporate 
requirements and students' skill set.

Ÿ Placement record of the 2016-18 batch 
was unsatisfactory in as much as of the 

total strength of eligible students, who 
found got jobs was only 50 percent till 
January 2018.



Ÿ It was found that in the previous batch 
only 33 percent students were offered 
internship through the college and rest 
had to fend for themselves. In the 2016-
18 batch the internship process had not 
even started by middle of January 2018.

The �rst task for addressing the issues 
facing the department was therefore to 
ensure placing rest of the students of the 
2016-18 batch and start the internship for 
the next batch forthwith.

Ÿ This was achieved by accelerating the 
process of identifying and connecting 
with more recruiters for placement 
resulting in placement going up to 85 
percent by April 2018

Placement of 2017-19 batch

Ÿ heads  who were  f rom academic 
background with little or no exposure to 
corporate relations or helping students 
with placements. This resulted in poor 
corporate relationship building and 
there was very little motivation on part 
of the lone officer handling placements 
due to lack of support.

Ÿ Lack of support to the placement officer 
at ground level to enable him to reach 
out to prospective recruiters was noticed 
in meeting his needs when he wanted 
reputed companies  to  meet  our 
students for internships and projects 
and as such our corporate links were 
weak.

Ÿ Poor connec t  with students  was 
observed with no regular interactions 
between the CSD and students. This 
resulted in major communication gap 
between the two resulting in negativity 
a m o n g  t h e  s t u d e n t s  r e g a r d i n g 
placement which could have been 
avoided.

Ÿ Internship process was set in motion 

forthwith and 95 percent of the students 
were provided internship from the 
college by April 2018.

A strategic action plan was prepared to 
proactively address all the issues so as to 
ensure quantum leap in the quality and 
quantity of placement in a timely manner.
 Strategy

Ÿ Target and get reputed companies for 
placement at good salary packages.

Ÿ Target companies from diverse sectors 
to provide opportunities to students in 
tune with their desired career choices.

Ÿ Aim for international placements to put 
UWSB on a different platform.

Ÿ Build and continuously nurture a 
relationship of trust and con�dence and 
cooperation between the students and 
CSD.

Ÿ Relationship building with the faculty 
and management for support. 

Ÿ Train and empower the CSD team to 
perform to their potential.

Ÿ Prepare and execute a soft skill and 
employabi l i t y  t ra in ing plan and 
implement the same so that the 
students are well trained to perform in 
recruitment interviews and get selected.  

Ÿ Increase the average salary package of 
job seekers.



Pedagogy

UWSB needs to track and ensure that the 
soft skills and employability training 
programme is based on outcome and the 
students develop adequate skill and 
competence to succeed in recruitment 
process.    

Also modify and streamline internship 
policy to provide equitable and suitable 
opportunity to all students based on their 
potential and record.

Modify and streamline placement policy in 
such a manner that there is equitable 
opportunity provided to students based on 
their potential, record and suitability for the 
offered pro�le.

Modify the systems of CSD to ensure that 
the updated information is available on all 
aspects of training and placement at all 
times to the stakeholders.

Connect with reputed companies in all 
regions of the country through mulitiple 
mode of connectivity including visits and 
tours.  

Prepare and execute recruitment drives in 
our campus and evolve a recruitment plan 
based on convenience of companies, their 
programmes and our schedule.

Track internship progress with the 
students, faculty guides and companies to 
pursue pre-placement offers with good 
package wherever feasible. This will 
however be based on evaluation of 
students' performance during internship.

Action taken report

Employabil ity training programme - 
Comprehensive soft skill training with in-
house faculty and external resource were 
drawn up allocating 30 percent of the 
available time for this process. The course 
design was a healthy mix of classroom 
training with outbound activities, keeping 
the students abreast of contemporary 
business practices.

The module comprised of non-traditional 
method of classroom engagement, where 
lectures were delivered in an interactive 
environment.  Tools like team building 
exercises, seminars attended by speakers 
from various industries, presentation of 
case studies, and screening of �lms were 
conducted to ensure that there was more 
emphasis on practical knowledge than 
theoretical learning.

Courses-

Subject Duration(Hrs)

Leadership and Team management

Written analysis-General and Advanced English

Corporate Communication

Psychometric Analysis

Quantitative Aptitude

Group Discussions

Turnaround Activities(Night classes,Trips and Certi�cation programmes)

Foreign Language

Total

120

40

80

20

60

40

80

60

 500 



Given below are the comparative data of 
placement in current year vis-a-vis last year as 
at end January 2019.

Internship for 2018-20 batch started from 
December 2018 onwards leading to 20 percent 
completion as on date vis-a- vis nil internship 
at this time last year.

More than 100 companies from diverse �elds 
were targeted for campus placement of which 
more than 75 had already conducted 
recruitment drives and selected more than 100 
candidates so far.

Campus placement started well in advance 
that is from August 2018 itself. The result of this 
strategic step was that over 90 percent of the 
batch found placements compared to the 
batch which had only 50 percent placements 
during this time last year.

In addition, prior to each placement drive 
participating candidates were given intense 
brie�ng on the speci�c nature of the industry, 
its expectations and demands. 

For the �rst time we could get international 
placement for our students which was a major 
breakthrough and a game changer.

Wide publicity of our outstanding placement 
achievements was undertaken involving our 
marketing department for admissions.Great deal of motivation and support was 

extended to the staff in CSD resulting in 
outstanding performance of team members.

Regular interaction with the students resulted 
in creating a close bond between CSD and 
students resulting in excellent communication 
between the two.

Also a placement committee with student 

representatives was constituted for interface. 
The committee provided valuable assistance 
in the entire placement process.

Faculty support was enlisted for support in 
interaction as well as motivation of students.

Leadership and support provided by Director-
Academic was a crucial factor in the entire 
p r o c e s s  o f  p l a c e m e n t  l e a d i n g  t o 
unprecedented success.

Date Batch Total Placed No of  recruiters Average ctc %

30/1/2018

30/1/2019

102( ’16-’18)

112( ’17-’19)

51

102

30

75

3.42

5.41

50

91

Ÿ Breakthrough-Overseas placement of 14 
students at a CTC  of  15 LPA 

Ÿ Large reputed companies like Havells, Cipla, 
BYJUS, Naukri-com, OYO Rooms.

Highlights- Conclusion

CSD has been able to completely transform the 
placement scenario of UWSB in a short period 
of one year, and we have created new 
benchmarks in all aspects of placement of 
students. We are very much conscious that 
hereafter the expectation of students and 
management will only challenge us to achieve 
greater heights.  



Ÿ Industrial visits 

Ÿ Live screening of budget 

Ÿ Drama, street play, skit

Ÿ Case study analysis

Welcome to United Business Club!

Objective: 

As it is rightly said “You won't get it until you do 
it by yourself”, this is true in every �eld; you will 
not get the hang of all read concepts and 
theories till the time you try your hands on 
doing them on your own.  

Our students balance it all – academics, clubs, a 
social life. UBC is a vital part of Unitedworld 
School of Business and provide our students 
with opportunities to engage in distinct 
interests that have a lasting impact on the 
UWSB community. 

The club's activities include, but are not limited 
to following:

Ÿ Guest lecture by industrial experts 

The main objective of this club is to orient to 
the practical aspects of business management. 
I t  i s  a i m e d  a t  e n h a n c i n g  s t u d e n t ' s 
understanding of the business management 
topics introduced in the classroom.

Ÿ Debates 

The United Business Club was formed in 2018 
by the students of UWSB to cater the academic 
and socio-economic needs of students at 
UWSB. Membership is extended to all students 
enrolled in UWSB.

Ÿ Business simulation games
Ÿ Movie screenings

Activities:

Ÿ Fundraising events for social welfare 

Ÿ Business quiz competition 
Ÿ Extempore 

Reasons to join!

Research shows that students who are 
involved in  ex tracur r icu lar  ac t iv i t ies 
demonstrates sound problem solving skills, 
resolve con�ict in a healthy manner, learn time 
management techniques, work well as part of 
a team, and develop organizational skills. 
Involved students also report higher levels of 
satisfaction with their college experience.

A s s u m e  a  l e a d e r s h i p  p o s i t i o n  i n  a n 
organization and learn lifelong skills such as 
effective communication, team work, goal 
setting and more.

Meet other UBC students with similar interests 
and make memories that you will treasure long 
after you leave UBC.

UNITED BUSINESS CLUB
By Umang Agarwal and team , PGDM, UWSB



Last year, men's grooming came in to its own 
with a slew of men's only beauty products. 
Earlier, cosmetic industry was not that creative 
with masculine products as its fondness for 
feminine products was not a secret. Grooming is 
not only about the face, the body style or 
clothes. It is about how to take care of yourself, 
your personality and your physique. Now when 
we talk about men's grooming many of us think 
this includes beard washes, fragrances and all. 
But in today's world men's products have 
moved beyond the routine of only soap, 
shampoo, and shaving cream and it  is 
expanding each year. For a modern stylish man, 
grooming himself is a crucial aspect of his life. To 
be honest, people often judge by appearance. 
Nowadays the modern trend of grooming is 
growing day by day among the youths. We came 
up with �ve simple tricks to achieve the best 
results in men's grooming.

Men's Grooming for 
the Freshers
Five Little Tricks to 
Achieve the Best Results
By Meet Sharma, 
BBA Sem IV (UWSB)



2. BEARDO.
3. THE MAN COMPANY.

- Maintaining a grooming routine lets you 
build �rst hand con�dence and you already 
feel alive and happy because you kick started 
your day with a bang! Apart from that you will 
always feel clean and hygienic as you already 
maintaining your routine. A last moment plan 
with friends or a date won't need much 
preparations.

FIGHT THE POLLUTION:

MAINTAIN A GROOMING ROUTINE:

 

Ÿ You can blow dry your hair once in a week 
when you feel like.

My personal grooming routine:

Ÿ Massage your scalp with a few drops of hair 
oil every day if possible or whenever 
possible to nourish the roots.

1. TIEGE HANLEY.

Ÿ Use face wash that suits your skin type at 
least twice a day.

Ÿ Mild shampoo on alternate days in a week.

- With growing concerns over pollution and its 
harmful  effec ts  on our  sk in ,  sk incare 
companies have come up with serums, creams 
and a lot more. I suggest you apply those 
serums and creams not on daily basis but on 
every other day of the week so that all your 
dead cells are washed off and your skin shines 
and glows every time you step outside.

Ÿ Strong shampoo only on Sundays.

Ÿ Use hair conditioner twice a week.

Ÿ Kick start the day with a glass of water.

 
DON'T USE STEROIDS:

-  The young generation these days uses way 
too much things that are out of their league 
just to be popular in college. But they are 
unaware of the side effects. They often use 
malts and protein powders for quick results 
without realising its harmful effects at the end 
when it would be too late to rectify the damage 
suffered.

STAY HYDRATED:

- The 'stay hydrated' movement in 2018 has 
taken off - at least on social media and its 
in�uence is visible in masses. Whether it's ' 
good morning' or ' good complexion' it starts 
with a sip of water!

 HAIR PRODUCTS:

- In 2019, people are going to get more 
involved with their haircare regimen. Some 
can be sustainable products and some can be 
organic and much more. I suggest you read the 
labels �rst for the list of ingredients and keep 
one thing in mind, if the ingredient list begins 
with aqua and contains no alcohol content, it 
sure is going to provide you the best results. 
Whether pocket friendly or expensive, you 
must not use any product with harmful 
chemicals or the ones tested on animals. If you 
don't follow these and end with up with a bald 
spot, don't tell me I didn't warn you.

Some of My current favorites:
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