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5l. No Program Offering Details of the Offering How will it benefit FORE Beneficiaries
Access to a terabyte of continually
updated market data, covering 2,000 1) The Students have the |atest & maost
vendors across 175 technology markets in | e jevant exposure to technology industry Students
Research Access for Students, |100 countries trends B dynamics, which will help them WE PROVIDE
Faculty & University Leadership |Close to 1250 topics in Technology make the right career choices. The Top B- ACCESS TO ALL
. Specifically catering to Schools ghobally enable their students ACTOVE
Innowation/Incubation with this insight from Gartner. STUDENTS &
Centres, Dissertations & 2) This will also help the Faculty of FORE EACULTY
Coursework Assignments Close to 5000 IT Benchmarks a year to get more info & stats of Technologies, MEMBERS
Market Trends, to help them deliver
lectures with an Industry Perspective.
Mare than 1000 Analysts with expertise in .1:1 Students are a.bIE m.snund-bua rd their
various fields of Technology & Industry. ideas & canceptions with Analysts, to get
a real-world perspective.
Expertise in cutting edge technology 2) Faculty is able to get an unbiased
Regular Interactions every year with opinion about new & latest TEv:hnc.quggr Students,
. ) oucit Faculty & Students - By Phone/Video & 'tl;;endsﬂthat wu:ld enable them write I:".Fa EUHT;EET‘;T
nalyst Interactions - Specific | L o cheduled days of the tter Research. irector, at
3 to Faculty Research, Student sar 3) Students could interact with Gartner FORE (who is
Research & Incubation ’ Analysts in identifying the right Research | takingcare of
Centres Project to work on, basis the discussions. the Campus
4) Ideating Research topics with students Innovation
. & faculty at FORE to enable quality Initiative)
The Interactions could be framed as . . ;
Workshops/Di . research. These ideations will help
o BpE/LlscUssians students get a better understanding of
Technology Trends & better structure
- their research
5l No Program Offering Details of the Offering How will it benefit FORE Beneficiaries
1) The Faculty/Designated Invitees get
Each year, 50,000 technology and business ) The dFu wl_ i ) " E*_‘ﬁ getan
) opportunity to interact with the industry
professionals from around the globe ) )
. at real time. The Top Leadership of the
attend our worldwide conferences. They ) .
) ) Industry is present in such
benefit from cur market-leading research, ) . Faculty
) L conferences/symposia/summits. )
unigue insight and unsurpassed peer 2)E to the industry ghves : {Complimentary
Access to World Renowned networking. We are the world's leading IT xp-::l:.u.re MBLEHTY Bves 2N for One Leader
g ) opportunity to understand Trends &
Gartner Events - Specific to conference provider. ) ) ) ) of the Gartner
3 . ) Dynamics, which will help them derive the)
Faculty interface with Industry ) ) Program) + any
the | in the glob best topics of Technology to focus their dditional
- the largest in the giobe 1) One (1) nontransferable invitation for  |research on. additiona
he Member to attend Gart if people (charged
t embertoa artner 3) Identified faculty of FORE get an additionally)
Symposium/ITxpo in India in 2016. opportunity to interact with various
2) One (1) nontransferable invitation for | market segments of the industry &
the Member to attend the Gartner Summit| jeyerape upon that connect to
for Business Intelligence in India in 2016 |callaborate at various levels.
74% of the Fortune 1000 and 75% of the
Global 500 C 1es lients
= e i mf' = 1) This allows for exposure to people
More than 40% of the World's top )
L ) from other B-S5chools & Top companies
Peer Connect - Caters to all - Jeducation institutes work with Gartner ) ) )
- 2) The benefits of this networking
Faculty & Students to 18 of the Top 20 B-5chools in the globe . Faculty &
4 |, . platform are unlimited - Research
interface with Industry & use Gartner. ) N Students
Collaboration, Interdisciplinary Research,
other B-5chool peers The biggest platform to connect with ) .
Project Development, Opportunity to
Industry Peers & |ndustry Colleagues )
— - establish Industry Connects etc.
Gartner would facilitate FMS-Delhi's
enrollment into this platform.
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Categories of Garther Research available

Magic Quadrants MarketScopes Helps students

understand

Helps students

in placements Demand-Supply dynamics

of markets

Hype Cycles Vendor Ratings
Helps students

understand who are

Helps students in
Stari-ups, Incubations,
Capstone Projects,
Empirical Research

the new age
companies,

Cool Companies

to work for

Example of Researches: « Social Software »

The Six Core Principles of Social
Medis-Based Collaboration

Top Use Gases and Benefits for A Concise Guide to Fresmium Social

Successful Social CRM CRM Offerings

Turn Information nto Insight With _ - -

= - : OQuadrant for Social Software n
ST, i

Case Study: Social CHM: How a .
$5,000 Investment in Social CRM Social Software Vendor References
Yielded $440,000 in Sakes Show the How and Why of Adoption

Maturity Model for Enterprise
Research Collaboration and Social Software
Avoid Five Critical Fallures in Social A
e P sin Gaggsp_:;lr:lsandlmmm m 2 for Business Uise of Social
Dramatfically lmy BCIIHJBJI]‘
Customer mﬁninbil'rtyt.?h o=

Saocial and the Mexus of Forces: - = -
Supporing People’s Inferactions Dealing With “Stay-Behinds:* How to gﬂsﬁﬁlmdﬂmstﬁegrm lt=
Encourage Sut:i:rSoMUe U=apein i

Conservative Organizetions

Portal, Conients & Collaboration Summit
Events (non- %
included) Py ——a
Cloud, Mobile, Social and Information Converge: Cool Vendors 2013
Webinars 1 Q

Defining A Social Media Straiegy-

Rethink Communication and Collaboration in the Social Network Age

Usar Experianca Dasign: From Wab to Mobile fo Social
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Example: Hype Cycle for Social Software

expectations Activity Streamns Hype Cycle:
sisﬂzmg Mol Colabaration Clent

Cloud Collabaration Sswvices

Soti| Softwate Standards
SocialMetwork Aralysis
ExpenscLuc-apmand Marapement
Social Meda Metrics

Simultzneaus Collabaratise Editing
Ertlerpriza Inbernesl Reputatiaon Management
CreeBouicing

Social-Leaming Fladorm

| The Catective

Sasial Media Complianss
Securty i pplicatians
Embecliied n Social Medis

A hype cycle gives you
an overview of how a
technology or

application will evolve

over time.
Sacal Saarch
FolcsanomiesiSocial Tagging

Each technology on the

Dradiceted Emai sanvices AT 15 linked to a
detailed definition and

Sucial-Media Moritors an explanation on its

Social Mebtwor iy
\des Marsgemnart position on the cycle.

Exiesnal Cormmunity Flablonms

Conlent Anakbcs
Social Media Consulbng

Social Conbent

Widen Content Management

cal :
ant Delivary and Colaboration

Persanal Subsciplions

DM of Social Diaka Internal Cameninity Platfarnms

Sockl Softeans Sutes
A of Sepriember 2001
Peakof
Technalogy Trough of Plateau of
Trigaer Enm:l':itns Dislliusionment Siope of Enlightenment Praductivity
time L
Years to mainstream adoption: obsolels

Ohkssthan2years ©2toSyears @ 5to 10years A morethan 10 years & before plateau

Example: Magic Quadrant for Social CRM

challengers leaders
4 Magic Quadrants
A magic quadrant is a visual snapshot of a
market’s direction, maturity and participants.
1 It depicts markets in the middle phases of
2 ) e their life cycle by using a two-dimensional
s » salesforce.com matrix that evaluates vendors based on their
g SaEaare0ke s trix that evaluat dors based on t}
b= *Lith . u aps
U OrarTuRts | SLithum completeness of vision and ability to
H Gy _ Rlighth g Atgrgity )
= I f i w .
= Corverseons. - Each point on the matrix is linked to a
o [sble Technologies a'-"fgg;f;‘;ﬁﬂ' definition and an explanation about its
i e
; position.
PowerReviews M:‘ﬁf,’:gi
» Kana Software
Inside\View
niche players .visiunaries
| completeness of vision | "
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Example: Market Share for CRM Software

Total Software Revenue of the 10 Leading CRM Vendors, 2010-2011 (Millions of
Dallars)

2010 2011 | Share (3) 2010 | Shase (%) 2011 Al N litati d
AP 10087 23048 125 ™ oW .Yﬂu. o access qualitative an
salesforce.oom 14763 2,006.5 13.9 167 quantitative data to analyze a
Oracke 1,740.3 1,918.2 165 16.0 particular market in depth.
Microsoft 7833 2010 75 75
Amdacs ADBS 4341 3.9 aE
Adobe 310.4 4750 29 as
1B} 2231 3584 21 an
SAS Instituts 307.3 3448 29 24
Cegedim 2187 2323 2.1 19
FightNow Tech 147.4 1874 14 16 Total CAM Software Revenue Forecast, Worldwide, 2009-2016
Cithers 2.850.3 28833 278 240
Mikons of Doliars
Total 10,563.2 12,016.4 100.0 1000 o0
18,003 4
. 16.002 4
CHM Software Market Share by Region .
o %6 1% qay 12008
| 10,3065 o
= Horth &menca f0a0 4
* Wastem ELrops 8,000
| Wiaturs AssaPacfic 00 4
Lain Amerca “he
E"Bing)'lilFIUIE o 2000 2mo 20m 20 ma ma mis i
. * Greatsr China o Cusiomer Serioe and Seppon | Bkarketing Aulom agon Sales Toal
5% » Easiem Eumpa
Widdle Eastand Marth Afrca
0% * Sub-Eaharan afnca
® Buragia
In case you need assistance, please
contact to
Mr. Vinod lyer,

Sr. Account Director & Lead - Education
Gartner (India)

Mobile: 9845522437

Email: Vinod.lyer@gartner.com

Asia/Pacific - Technical Support Contacts
International Toll Free: +800 8637 8637

Please note this needs to be dialed as an international number
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