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KEY TOPICS

Exploring Leadership styles and HRM systems

e Exploring Self: Leadership styles and
Interpersonal Competencies

e Understanding Organizational cultures and
structures

e Design thinking in HRM systems and Strategic
HRM

e Managing new work forms Hybrid, GIG,
Moonlighting, and Idiosyncratic contracts
(I-deals)

Change Management

« Transformational Leadership

« Organizational renewal and change

e Managing transitions, fluxes and uncertainties

e Leaders as Change Agents: Leading Structural
and Behavioral Change

Strategic Management
e Strategic Thinking

e Developing an Innovative and Entrepreneurial
Mindset

e Business Strategy & Competitive Advantage

e Competing in the Age of Al, Digital Business
Models, and Platform Strategy

e The Scope of the Firm and Corporate Strategy

e Corporate Governance and Managing Multi-
Stakeholder Interests

< Foundations of Strategic Leadership
e Preparing for Stepping into Board positions
Mentoring & Coaching

e Effective team building including building
virtual teams

< Developing and Mentoring talent

e Contemporary developments in managing talent
Financial Innovations and Financial Planning

e Capital markets and Financial Institutions

e Making and managing capital investment
decisions

e Managing sustainable growth through working
capital

e Private equity and venture capital: Strategic
Investment/financing

e Business Alliances (Mergers & Acquisitions)

VUCA in Global Economy, policy environment and
country risk analysis

e Understanding the current Business Context —
Domestic and Global economy

e Riding through Uncertain Times - Recent
Covid-19 Pandemic, possible threats from
the rise of economic nationalism in advanced
countries, trade war, assessing Opportunities and
Risks for Investment

A Framework for Assessing Risks

Assessing Investment Risk in Developing Economies with
special reference to BRIC Economies;

Assessing the Need for Risk Insurance

The Business Environment Risk Intelligence (BERI) Index
Marketing Strategy

e Translating Business Strategy to Market Strategy

e Customer-Centricity and Market Leadership

e Managing the Value Vs Volume conundrum

e Go-to- market Strategies

e Market development (Including Digital)

e Product development
e Pricing strategies
e Managing the Product Life Cycle

e Managing Customer Journeys: The role of social media,
Learning from Neuro marketing

Persuasion & Consensus Building
« Influencing others by negotiation and persuasion skills

Conflict Management

Managing conflict and cooperation

« Persuading Millennials; Using effective tools of Persuasion
» Persuading skeptical audiences

Regulatory Framework for Business

* Regulatory Framework of Joint Ventures

* Regulatory Framework of Corporate restructuring



PROGRAMME DIRECTORS

Amit Dhiman is a Professor in the Human Resource Management Group, and has been associated with 1IMC since
2008. He is a Fellow of IIM Ahmedabad and holds a Masters degree in Human Resource Management and BE degree
in Mechanical Engineering. He has worked for more than seven years in industry in the private sector, mainly in
Human Resource Management and Organizational Development functions. He has research, teaching and consulting
interests in the areas of Performance Management, Accountability, Stress Management, Strategic Human Resource
Management, and Human Resource Management in Services. In above areas and others, he has publications in
acclaimed international journals. He has consulted in organizations in private sector, public sector, government, and
NGOs across industries such as Oil, Education, Housing Finance and so on. He has got training in various pedagogies
at prestigious institutions including Harvard Business School.

Anirvan Pant is an Associate Professor of Strategic Management at the Indian Institute of Management Calcutta. He
completed his doctoral studies and received the title of ‘Fellow of the Indian Institute of Management Bangalore’
from IIM Bangalore in 2010. Earlier, Professor Pant worked with Tata Motors after obtaining a Master’s degree in
Economics from the University of Lucknow. Research articles written by Prof. Pant have appeared in the Harvard
Business Review, Journal of International Business Studies, Global Strategy Journal, and the Journal of Product
Innovation Management. His research has been cited in the Economist. He was a finalist for the Gunnar Hedlund
Award 2010/2011 for the best dissertation worldwide in the field of international business and has received the
Outstanding Reviewer Award for 2005—2009 and the FDC Best Paper in Strategy / 1B Theory Award 2011 from the
International Management Division of the Academy of Management. Prof. Pant’s teaching and training interests lie
in competitive strategy, corporate strategy, global strategy, and strategic leadership.

Peeyush Mehta is a Professor of Operations Management at Indian Institute of Management Calcutta since 2012.
During 2005—2011, he was a faculty in the Department of Industrial & Management Engineering at the Indian
Institute of Technology Kanpur. He obtained his doctoral degree from Indian Institute of Management Ahmedabad.
He worked as a Post-Doctoral Research fellow at the Nanyang Technological University, Singapore. After obtaining
his Bachelors of Engineering in Mechanical from Jodhpur University, he worked in industry for three years in Power
sector operations. Peeyush’s research interests are in the areas of operations strategy, supply chain coordination,
supply contracts, manufacturing competitiveness, and game theory applications in operations. His research has
appeared in a number of acclaimed international journals. At 1IM Calcutta, he teaches courses on production and
operations management, supply chain management, manufacturing management. He has taught in several executive
programs for wide variety of firms in the areas of operational excellence, strategic sourcing, vendor development,
service operations and supply chain management.

Comments from the Participants of earlier batches of BLP

“The sessions led by Senior Professors from 1IMC and Industry Professionals were more oriented towards business
application of management theories and discussing case studies. The collaboration with Peers from my batch who
are already established senior professionals in their own organizations gave an opportunity for shared learning.
I continue to fall back on the learning that | assimilated at IIM Calcutta whenever | have to resolve challenging
business situations” - Stephen Sequeira, Lenovo India, BLP, 2017-2018.

“l couldn't have asked for a more holistic course. This program is carefully curated to provide a high level and
yet detailed information on an array of business domains. Attending BLP programme provided me with a unique
opportunity to understand the business better and most importantly, it enabled me to make an informed choice
about my area of interest to drive my career further”” - Nivedita Gangay, KPMG India, BLP, 2018-2019.
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Our correspondence address is as follows:

CMDP Office

Management Development Centre (MDC)

Indian Institute of Management Calcutta, Diamond Harbour Road, Joka, Kolkata - 700 104
Phone: +91 33 7121 6000-01 (Extns: 6012/6005)

Email: program_mdp@iimcal.ac.in | Weblink: https://www.iimcal.ac.in/mdp/mdp-calendar

For all other details on administrative matters please refer to the ‘Guidelines for Participants’

on our website or e-mail to program_mdp@iimcal.ac.in




