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Cha]k and board go hightech

Winds of change blow thmugh the tdmﬂmL systom,

as FEducomp, a decade-old company,

impacts t] ‘e lives

of million of students with its innovations i

ailing from a middle cla:s family

in Roukela, Orissa, where his
father was working with the Steel
Authority of Indla Limited (saIL),
Shantanu Prakash had reason to feel
that education was really a fo-sus area.
“A real good education is all that the
parents can give you, after which you
are on your own,” observes Prakash,
who graduated in'commerce from 3Sri-
ram College, Delhi, before going to
mu Ahmedabad. And, today, at 40, he
is on the pane]l in the ministry of
human resources development (HRD),

framing guidelines on how technol-
ogy can be used in schools and has

been convincing the govemmentto—more-interesting —Lhere was a lot-of—

increase the budgetary allocations for
IT initatives in schoaols.

Most students from the Ixs nor-
. mally go for campus placeinents, but~
Prakash took a contrarian approach to
life and set out to become an eatrepre-
neur. “ I said to myself that 1 will differ
placement for a year, try my hand at
some business and, if it does not work,
go out and get a job. Any way, [ was
equipped with an Inv degree,” recalls
Prakash, ceo of Educomp Solutions
Limited (Esy), which he started with a

mere -Rsl .lakh . investment. - Fortu- - -entire---academy.

nately, he neverhad to look back and
funded zll expansions by-ploughing
back profits, besides loans from banks.

In 1988, when Prakash finished his
Inanagement degree, computers were
coming into education and training
in the relevant area was big business.
School administrators and principals
were all waking up to the fact that
there was something in 1T. Froin 19588~
93, he spent his life in Compshan
. Infotech, a company t'.hat he started
with a friend.

. “Those days, ~computers - ‘were
up-ansiw and there was a lot of mys-
tery around it. We went and really
demystified it,” says Prakash. They
had some early successes, eaning a
few lakh rupees, roping in top schools
like Doon School, Scindia School

(Gwalior) and Delhi Public Schn-nl
After these had endorsed Educomp,
the likes of Aryva Vidya Mandir, Pod-

dar and Children’s Academy, to name

a few, added on to the [ist.

Moving to the next level

Having spent flve years preaching
technology in schools, In 1994,
Prakash felt it was time to move onto
to the next level - and set up Educomp
Solutions. “At this stage, I felt that
computers should not be used to
teach what computers are all about,
but should be used as a resource, mak-
ing the learning of other subjects

mugging up going on and.students
did not bother to understand the con-
cepts they were being taught, they

just memorised it. They got good 7
marks in the exams but that wasnota !

reflection of their understanding of
the subject. At that timne, Internet and
multimedia was happening, which we

brought into the schools,” explains .

Prakash. He also looked at schools asa

business enterprise that needed to be

managed; hence Educomp developed
e-campus, an ERF that manages the

coinciding +with &
Educomp set up an jducational portal
called planetvidya.com.

Clearly, the endbrgence of the Inter-
net was an inflexion point for
Educomp. “I realised that this new
medinm is going o be extremely pow-
erful. For one, it allowed you to scale
and distribute education, with con-
tent developed in one place going to
several hundreds of schools simulta-
neously. Secondly, it allowed any-
time-anywhere learning, " reasons

-Prakash.- He-1s working with over

$,000 schools around the country and
adding more each day.

But this was not enough. So.
Educomp decided to flip the model
around and provide high-powered
digital content as part of the day-to-
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¢ Simultanegusly, -
‘Internet boom ¥

day interaction in the dassroom. Just

as, today, in the corporate wﬂd if
you do not have a presentation you
cannot communicate, likewise the
company introduced teachers ro digi-
tal media like animeations and 3D
models as part of their day-to-day aca-
demic transactions.

*There were three key problems -
infrastructure, content and willing-
ness of teachers 1o move o the new

e

paradigm of learmning. One cannot
replace a school, as an institution it is
there to stay. So, onc has to work with
the schools to remove the inefficien-

cies in the system,” explains Prakash.
. He started working on a product

-—called the smart ¢lass system, which is

essentially a repository of content
covering B 000 topics (on the lower
side, It 15 worth'$15-20 million) devel-
oped over the Jast four years.
Basically, Educomp goes to schools
and lays the plpés In every class room,
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making them rechnology-enabled.
The teacher uses this sct up 1o make
the studenrs understand concepts.
The product reaches out to alinos: 1

million students a the country
from 20 locations. e compan:'s
content devw t ‘team, CoOnsist-
Ing of close to 100 peo )le, sits in Ban-
galore and Delhi. |

“It has always been my dream to
see rechnology becoming an integral
part of a teacher’s life inside the dass-
rooms and the smart class programme
implemented by Educomp in our
schools has indeed been like a dream
come truc”, says the decan and director
of Padma Seshadri group of schools,
Chennal, who feels that this new sys-
tem of , lcaming dramatically
improves the students’” performance
by 20-25 per cent, which, in educa-

tional tenns is truly revolutionary. “If
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this was there during our time, then
our whole education would have been
different”. Adds Rukmani Mothilal,

_ e it SO0
Delhi, “Educomp ‘ha’" brought the
excitement of techmology to trek
through the world tine topics.
Every day, our stud in the classes

look forward ro these technology.-
enriched lessons mapped to their
school syllabus”.

" «] find mixing technology and
mulrimedia with the traditional chalh
and board extremely effective. Itisa
boon to teachers and children are not
sleeping in‘the classroom anymore”,
says a Coimbatore-based geography
teacher. The visual aspect of the pre-
sentations makes the rtopics more
interesting and creates a great fmpact.
“It supplements lecturing and one
can save time in explaining and draw

elaborate and complex diagrams”,
exults Sushma Sardana, a biology
teacher at Delhi Public Schoo], RK
Furam.

Thinking big

Meanwhile, the education market is
large. In Indla, there are around
8,400,000 schools (of which, 20,000
are in the privare domain), with 200
million students. Education |s a prior-
ity sector, one of the largest in our
econolny, with 4 per cent of the GDP
spent on it — the single largest chunk
of government expenditure. .Cur-
rently, both the private and govem-
ment schools are on a drive 1o bring
more IT into the curriculurm.

But the Educomp story does not
end with India. This education-train-
ing vertical is known worldwide as the
K-12 (kindergarten-1Zth standard)
content Industry. This space has been
vecupied by large Nasdag-lisved enti-
ties like Renaissance Learning, Plato

In 2000, Educo enture
capital funding - fg:l';:n_‘%svgﬂﬂt

group. But the vc has already exited
the company, with a part of the
oversegas custom in content business
that p hived off and gave it,
whicl! it now operates independently.
not want to be in the out-
sourcing business but in the Ip and the
product segment within the K-12
space,” reasons Prakash, He has
designed Educomp’s business model
as a product-licensing story, where it
gets paid for the products used by the
customers, unlike an outsourcing
one, where it is project-specific.
Educomp sells 1o schools and not sru-
dents, thus following a 82» model but
generates revenue, based on the user
(student) In the classroom. “The
school guarantees us money every
month with an unlimited upside. If
the number of students increases, we
get more money, "-adds Prakash,.
Unlike irs’ Schoolnet, set up by
‘bankers that is still around

what Educomp was doing in India
and got into a pilot arrangement with
Santa Barbara School district through
Franklin Elementary School. “It went
off well and now we have a US plam in
place”, says Prakash. His vision is to
make the company a globallearning
enabler, build high quality intema-
tional content out of [India and beam
it into the classrooms of theworid. -

“We have chosen to target Califor-
nia initially, due to the fact that it
spends $1.7 billion, the most by any
state, on instnuctional materials, faces

" the most challenges relating toundes-

orming schools and has progres-
xauﬂmkmundmdmnlﬂym
the classroom. Within the state of
California, Educomp has chosen'to
target the elementary school market
since the elementary market enjoys
53 per cent of all funding for instrac-

tional materials ($6.3 billlon nation-

wide)”, claims Prakash, disclostng his
US strategy.

Educomp has grown from an Income
of less than Rs] ¢rore in 1994 to rake
in Rs32 crore In 2005 In fact, in the

~ last five years, the top line has grown

at a CARG of 30 per cent from Bs11.15
crore' (2000-01). to Rs3Z.11 crore
(2004-05). The bottomline durthg the
same period grew rom less than Rs1
crore to Rs6.5 crore. According to a
Mumbat-based school principal, one
cannot <o re Schoolnet 1o
Educomp, the former being more of
teacher training. P
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'] orders from governments of

(Rs7.28 crore), Tripuras (Rs3.69
m}uﬂ Urttar Pradesh (Rs8.4 crore).
s covers implementation of com-
puter hardware, software and con-
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nected accessories and provision of .

project management and monitoring
. for a period of five years in schools
across the state.

There are positive trends signifi-
cant in the education space. The gov-
emment is putting in Rs5,000 crore

. br the digital divide Is a key fac-
tor that spells competition for compa-
nies like Educomp. All schools now
need IT; it is no more an option. .
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