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FROM THE FOUNDER’s DESK....

Unemployment among young people is one of the snags that INDIA faces. It may not be
automatically pegged to lack of opportunities but also largely a contribution of lack of
appropriate skills.

ToModule, India is the most dynamic and youngest economy across the world. It is
currently the most attractive destination for foreign investments and to cater the same
we will need trained and educated, and niche workforce in diverse sectors. This will not
only curb the current manpower needs, but will also lead to educated, skilled, and
employed youth responsible for building a strong nation.

Hence, the advent of skill trainings came into existence with special focus to
specifically empower the rural youth of India by providing them education and
trainings who lack the resources, skills, and opportunities to continue with higher
education. The trainings will help to create skilled workforce while providing them
ample opportunities to lead a respectful and independent life amongst its urban peers.

Capacity building is one of the key interventions to provide various entrepreneurship
and skill development training programs for promoting entrepreneurship among
aspiring entrepreneurs. This component offers aspiring and existing entrepreneurs’
orientation on the latest market relevant training programs to enhance their technical
knowledge and capacity

Since we as a team believe in making an individual independent and stand on their own
on a longer run, this "skill a generation" Concept would not just raise the life standard
of an individual but would also provide that particular individual a platform to grow.

Central to our approach is a grassroots focus on the 3Es towards 2047: Education,
Environment and Employment serve as pillars of our mission, addressing critical facets
of youth development. Through localized initiatives and partnerships, we aim to

equip young individuals with the skills, knowledge, and opportunities needed to thrive
in an ever-changing world.

As India approaches its historic 100th Independence Module in 2047, we stand
committed to shaping the nation’s trajectory by nurturing its youth. Our vision extends
beyond borders, encompassing a collective effort to build a brighter future for
generations to come. We invite you to join us in this transformative journey, where
collaboration across generations paves the way for meaningful impact and lasting
change. Together, let us empower the youth of India and beyond, creating a more
inclusive, equitable, and prosperous world.

Thanks for reading, even as we call upon everyone to join us in making this a reality



Background &
Need for Assessment

India currently has a population of approximately 1.4 billion people, making ‘ =
it the most populated country in the world, and its main challenges related
to this large population include: a strain on resources like food and water,
high unemployment due to a large workforce, inadequate healthcare
infrastructure, poverty, environmental degradation, and issues related to
education and sanitation access, all exacerbated by a high birth rate and
uneven distribution of population across the country.

Key challenges associated with India's population

Resource scarcity
A large population puts immense pressure on essential resources like water,
food, and land, leading to potential shortages and conflicts over access.

Poverty and inequality
High population growth can exacerbate poverty by limiting access to
education, healthcare, and employment opportunities, leading to wider
income disparities.

Unemployment
A large workforce with limited job opportunities can lead to high
unemployment rates, particularly among young people.

Urbanization issues
Rapid urbanization due to migration from rural areas can lead to
overcrowding, inadequate housing, and strained infrastructure in cities.

Healthcare challenges:
The large population puts pressure on the healthcare system, leading to
limited access to quality healthcare, especially in rural areas.

Environmental concerns
High population growth can contribute to environmental degradation
through increased pollution, deforestation, and resource depletion.

Education disparities
Unequal access to quality education can hinder human development and
economic progress.

Gender inequality
Societal norms and practices can lead to issues like female infanticide and
limited opportunities for women

Potential solutions to address these challenges

o Family planning initiatives:
Promoting awareness and access to family planning methods to manage
population growth.

+ Economic development:
Creating more sustainable economic opportunities to improve living
standards and reduce fertility rates.

¢ Investment in education and healthcare:
Ensuring access to quality education and healthcare services for all,
especially in rural areas.

¢ Urban planning and development:
Implementing effective urban planning strategies to manage urbanization
and improve infrastructure.

+ Environmental sustainability policies:
Promoting sustainable practices to mitigate environmental impacts of
population growth.




Socio-Political situation

Creating jobs, reducing poverty

Given how many people there are living in extreme poverty in India
and the fact that each year millions of young Indians enter the labour
market for the first time, the government’s policy focus is currently
very much on economic policy and on creating jobs. In the past few
years, fundamental economic reforms have been launched, including
introducing a uniform value-added tax throughout the country and
opening the country to more foreign investment. Various social,
employment and support programmes have also been introduced.
However, not all population groups in need of support benefit equally
from these programmes.

Investment in infrastructure and digital technology

The government provides substantial financial support for
development initiatives and programmes, and actively involves the
private sector in this area. In recent years, there has also been major
investment in the country’s infrastructure, such as energy supply,
roads, railways, airports and large-scale solar power plants.India is a
forerunner when it comes to digital transformation. The majority of
government services are already digital, including property registers
and healthcare services. India’s Unified Payments Interface is one of
the most successful digital payment systems in the world. It allows all , {
account holders to transfer money to companies and private \\ &=
individuals using their mobile number.

Human Rights

Many population groups face systematic discrimination because of their
ethnic or social background or their religious beliefs. The main causes for
these common human rights violations continue to be the low level of
education among parts of the population and deeply rooted social and
cultural practices. Although the caste system was officially abolished in
1949, for example, it still dictates social life in many parts of the country.

Gender equality may be enshrined in the constitution, but girls and women
still face structural disadvantages not only in Indian society but also in
politics and business. While their access to educational and health facilities
has improved, in many families there continues to be a bias towards the male
members when it comes to food, medical care and education. Widespread
violence against women continues to be a problem as well.

Employment among women remains very low. Even highly educated women
often take on the traditional role of housewife and mother after getting
married. Women with low qualifications primarily work in agriculture or the
textiles industry - sometimes under inhumane conditions. Inadequate
access to land rights, financial services and decision-making processes is
making it difficult for women, especially rural women, to become
economically independent.

However, although the number of people who count as middle or upper class
is growing, there were still approximately 170 million people in 2022 who had
to get by on the equivalent of less than 2.15 US dollars a Module. The COVID-
19 pandemic and its consequences have slowed the progress of poverty
alleviation.

The biggest challenges India is facing in political, economic and social terms
are combating poverty and social inequality, achieving sustainable urban
development and a socially just transition in the energy, transport and
agricultural sectors, overcoming the impacts of climate change and
protecting natural resources




FEW EMERGING TRENDS

Robust rural consumption

Strong services sector growth

Services grew by 7.2%, driven by public administration
and defense (9.1%) and finance, insurance, and real
estate (7.2%). Services exports surged 21.3%. Between
April and October 2024, total services exports stood
at US$216 billion, compared to US$192 billion in 2023.
This growth is crucial given the sector’s significant
contribution to India’s GDP and employment,
specifically for the urban middle-income population.
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Controlled fiscal deficit

The fiscal deficit stood at 4.4% of GDP in the second
quarter of this fiscal year, accounting for 29.4% of
the budget estimate, and standing 10% lower than
last year. This gives government some room to ramp
up spending to boost demand. With lower capital
expenditure in the first half of this fiscal year, the
government is poised to ramp up spending in the
coming half, supporting demand and crowding in
private investments. A significant uptick in
government spending is expected in the second half
of this fiscal year to meet budgetary targets, which
may provide additional support to the economy and
boost investment by crowding in private investments

Agricultural growth hit a five-quarter high of 3.5%,
aided by a strong monsoon season. Indicators like
rising sales of fast-moving consumer goods and
declining numbers of jobs demanded through the
Mahatma Gandhi National Rural Employment
Guarantee Act (more commonly, MGNREGA) confirm
strength in rural demand. With healthy kharif5
harvests and improved rabi sowing, rural
consumption is expected to remain strong, further
boosted by festive season spending.

High-value manufacturing exports

Exports of electronics, engineering goods, and
chemicals have grown significantly, now comprising
31% of total merchandise exports. Given that micro,
small, and medium enterprises are significant
contributors to manufacturing supply chains and
exports, rising performance of these enterprises’
points to healthy growth in this export segment.




EDUCATION

India has the largest population in the world in the age
bracket of 5-24 years with 580 million people, presenting a
huge opportunity in the education sector. India holds an
important place in the global education industry. India has
one of the largest networks of higher education institutions
in the world. However, there is still a lot of potential for
further development and improvement in the education
system.

With increasing awareness, private Indian players are
collaborating with international brands to provide an
international standard of education. Private investments in
the Indian education sector have increased substantially
over the past two decades. The demand for specialized
degrees is also picking up with more and more students
opting for specific industry-focused qualifications. Higher
education institutes in India are focusing on creating online
programmes due to the increasing demand from consumers.
With cutting-edge technologies such as Al, ML, loT and
blockchain, India's education sector will redefine itself in the
years to come. It has also embraced the Education 4.0
revolution, which promotes inclusive learning and increased
employability.

The government has implemented policies like the NEP,
which will be fully implemented over the course of this
decade starting from 2021-22 and will have a strong focus on
high-quality vocational education.

Market Size

The education sector in India was estimated to be
worth US$ 117 billion in FY20 and is expected to
reach US$ 225 billion by FY25. India K-12 segment
growth was valued at US$ 48.9 billion in 2023. It
is, currently, estimated to grow at a rate of 10.7%.
Projected to reach an impressive US$ 125.8
billion by 2032.

India has over 250 million school-going students,
more than any other country. India had 43.3
million students enrolled in higher education in
2021-22 with 22.6 million male and 20.7 million
female students.

According to UNESCO’s ‘State of the Education
Report for India 2021°, the Pupil Teacher Ratio
(PTR) at senior secondary schools was 47:1, as
against 26:1 in the overall school system.

In the QS World University Rankings: Asia 2025 India stands out with two universities in the top 50 and seven in the top
100, led by the Indian Institute of Technology Delhi (1ITD) at 44th place. The Number of colleges in India reached 51,805
in FY25 (as of November 12, 2024) and 43,796 in FY21, up from 42,343 in FY20. The number of universities in India
reached 1,315 in FY25 (as of November 12, 2024), up from 760 in FY15.India had 43.3 million students enrolled in higher
education in 2021-22 with 22.6 million male and 20.7 million female students, as against 41.3 million students enrolled in
higher education in 2020-21, with 21.2 million male and 20.1 million female students. In 2022-23, there are 8,902 total
AICTE-approved institutes in India. Out of these 8,902 institutes, there are 3,577 undergraduate, 4,786 postgraduate and
3,957 diploma institutes. The Indian edtech market size is expected to reach US$ 30 billion by 2031, from US$ 700-800
million in 2021. According to KPMG, India has also become the second largest market for E-learning after the US. The
online education market in India is expected to grow by US$ 2.28 billion during 2021-2025, growing at a CAGR of almost
20%.



Investments/ Recent Developments

From April 2000-June 2024, Foreign Direct Investment (FDI) equity inflow in the education
sector stood at US$ 9.55 billion, according to the data released by the Department for
Promotion of Industry and Internal Trade (DPIIT).

The education and training sector in India has withessed some major investments and
developments in the recent past. Some of them are:

The Union Budget 2024 introduces a significant financial support program offering loans up to
Rs. 10 lakh (US$ 11,943.31) for higher education in Indian institutions. This includes e-vouchers
for one lakh students each year and a 3% reduction in interest rates on these loans.

The National Education Policy (NEP) 2020 has been a cornerstone in driving comprehensive
reforms in higher education, with the overarching goal of increasing the Gross Enrolment Ratio
(GER) to 50% by 2035.

A total of 91 Indian institutions have been included in the Times Higher Education World
University Rankings 2024, up from 75 in 2023.

India overtakes China as fourth most numbers of universities in Times Higher Education
University Rankings 2024.

Under the Interim Budget 2024-25, the Department of School Education & Literacy's budget
allocation for FY 2024-2025 is Rs. 73,498 crores (US$ 8.82 billion), the highest amount ever.

In December 2023, UNICEF, and its global partnerships platform Generation Unlimited (also
known as YuWaabh in India) partnered with key organizations committed to working towards a
green future for children and young people as a part of the Green Rising India Alliance.

Prime Minister Mr. Narendra Modi, in July 2023, laid the foundation stone for three new
buildings at Delhi University — the faculty of technology, a computer centre, and an academic
block.

In September 2023, the government launched the Skill India Digital (SID) platform to make skill
development more innovative, accessible, and personalized with a focus on digital technology
and Industry 4.0 skills.

In September 2023, a three-year partnership called "Education to Entrepreneurship:
Empowering a Generation of Students, Educators, and Entrepreneurs" was launched by the
Ministry of Education and the Ministry of Skill Development and Entrepreneurship, and Meta
in New Delhi.

In August 2023, Union Minister of Education Mr. Dharmendra Pradhan unveiled the National
Curriculum Framework for School Education (NCF), which has been developed based on the
National Education Policy (NEP), 2020 vision. As per that, in order to guarantee that students
have adequate time and opportunity to perform successfully, board exams will be offered at
least twice a year.

In August 2023, Amazon India launched the third edition of Machine Learning (ML) Summer
School. This program aims to provide students with the opportunity to learn key ML
technologies from Scientists at Amazon.

In July 2023, the Indian government announced a new free Al training course as part of its
India 2.0 program. Developed in a collaborative effort between Skill India and GUVI, the
program proudly holds accreditations from the National Council for Vocational Education and
Training (NCVET) and lIT Madras.

In November 2022, the Indira Gandhi National Open University (IGNOU) launched an online MA
programme in Sustainability Science.

As per the QS World University Rankings 2023, India is home to 41 out of almost 1,500 top
global institutions in the world, with the Indian Institute of Science in Bengaluru being the
highest-ranked institution in the country at rank 155.



Government Initiatives

Some of the other major initiatives taken by the Government are:

Union Minister for Education, Mr. Dharmendra Pradhan, announced the
establishment of three Al Centres of Excellence (CoE) in New Delhi,
focusing on Healthcare, Agriculture, and Sustainable Cities. These CoEs,
aimed at realizing the vision of "Viksit Bharat," will be led by leading
educational institutions in collaboration with industry partners and
startups. The Union Cabinet, led by Prime Minister Mr. Narendra Modi,
has approved the PM Vidyalaxmi scheme, aimed at providing financial
support to meritorious students to ensure that financial constraints do
not hinder their pursuit of higher education. This initiative aligns with
the recommendations of the National Education Policy, 2020.

According to the Union Budget 2024-25:

The government allocated Rs. 73,498 crore (US$ 8.83 billion) for the
Department of School Education and Literacy in FY25, an increase of
19.56% compared with the Union Budget 2023-24. The government has
allocated 5.72 billion (47,619.77 crores) to Department of Higher
Education in FY2024-25 an increase of 7.99% from previous year.
Allocation towards the Samagra Shiksha Scheme increased to US$ 4.51
billion (Rs. 37,500 crores) in FY25.

In March 2024, Union Minister of Education and Skill Development &
Entrepreneurship launched various initiatives namely, District Institutes
of Education and Training (DIETS) of Excellence and National Mission for
Mentoring. This program is to strengthen teacher training.

Financial assistance, totaling to US$ 1.08 billion (Rs. 9,000 crores) will
be delivered to States/UTs for upgradation of all DIETs to develop them
as DIET of Excellence in the country in a phased manner in the next five
years.

In May 2024, Department of Higher Education, Ministry of Education,
launched the ‘Capacity Building on Design and Entrepreneurship (CBDE)’
program. This program target to build a problem-solving approach that
encourages creative and innovative solutions in students.

In August 2023, Union Minister for Education and Skill Development &
Entrepreneurship, Mr. Dharmendra Pradhan the National Curriculum
Framework for School Education (NCF-SE), marking an important and
transformative step towards the implementation of the National
Education Policy 2020. The development of the NCF-SE was guided by a
vision to align education with the demands of the 21st century and the
ethos of the Indian knowledge system.

In the Union Budget 2023, it was announced that District Institutes of
Education and Training to be developed as vibrant institutes of
excellence for teachers’ training. In Union Budget 2023, it was
announced that a National Digital Library for Children and Adolescents
to be set up for facilitating the availability of quality books across
geographies, languages, genres and levels, and device-agnostic
accessibility. 100% FDI under automatic route is allowed in the Indian
education sector.

In November 2022, Minister of Education and Skill Development &
Entrepreneurship, Mr. Dharmendra Pradhan, suggested constituting a
joint working group between India and Zimbabwe on education, skill
development and capacity building.To liberalize the sector, the
Government has taken initiatives such as the National Accreditation
Regulatory Authority Bill for Higher Education and the Foreign
Educational Institutions Bill.

As part of a comprehensive initiative known as PM eVIDYA, the
Department of School Education and the Ministry of Education were
recognized by UNESCO for their use of Information and Communication
Technology (ICT) during the COVID-19 pandemic.




The Department of School Education and Literacy (DoSE&L), Ministry of Education, has planned to solicit
opinions from various stakeholders through an online public consultation survey. This will be helpful in
gathering very useful and important inputs for the formulation of the National Curriculum Framework.

The government schemes of Revitalizing Infrastructure and System in Education (RISE) and Education Quality
Upgradation and Inclusion Programme (EQUIP) are helping the government tackle the prominent challenges
faced by the education sector. Under the Interim Budget 2024-25, the Department of School Education &
Literacy's budget allocation for FY 2024-2025 is Rs. 73,498 crores (US$ 8.82 billion), the highest amount ever.

In February 2022, the Central Government approved the “New India Literacy Programme?” for the period FY22-
27 to cover all the aspects of adult education to align with the National Education Policy 2020 and Budget
Announcements 2022-23. In February 2022, the Ministry of Education approved the scheme of Rashtriya
Uchchatar Shiksha Abhiyan (RUSA) to continue till 2026.

The National Education Policy (NEP) 2020 emphasis on early childhood care and education. The 10+2
structure of school curricula is to be replaced by a 5+3+3+4 curricular structure corresponding to ages 3-8, 8-
11, 11-14, and 14-18 years, respectively. The Cabinet accepted the continuance of the Samagra Shiksha School
Education Scheme in 2021 from April 1, 2021-March 31, 2026. In October 2021, the NSDC launched the largest
'Impact Bond' in India with a US$ 14.4 million fund, to help 50,000 youngsters in the country acquire skills
necessary for employment. In September 2021, NISHTHA 3.0 Foundational Literacy and Numeracy (FLN) was
released for teachers and school administrators of pre-primary to class V in an online fashion on the DIKSHA
platform.

ROAD AHEAD

In 2030, it is estimated that India’s higher education will- Combine
training methods that involve online learning and games, and it is
expected to grow by 38% in the next 2-4 years. Adopt transformative

and innovative approaches in higher education. Have an augmented
Gross Enrolment Ratio (GER) of 50%.

Reduce state-wise, gender-based and social disparity in GER to 5%.
Emerge as the single largest provider of global talent with one in four
graduates in the world being a product of the Indian higher education
system. Be among the top five countries in the world in terms of
research output with an annual R&D spend of US$ 140 billion.

Have more than 20 universities among the global top 200 universities.
Various government initiatives are being adopted to boost the growth
of the distance education market, besides focusing on new education
techniques such as E-learning and M-learning.

The Government of India has taken several steps including opening of
IITs and 1IMs in new locations, as well as allocating educational grants
for research scholars in most government institutions. Furthermore,
with the online mode of education increasingly being used by several
educational organizations, the higher education sector in India is set
for major change and development in the years to come.

Note: The conversion rate used for October 2024 is Rs. 1 = US$ 0.011




SOP: TRAINING & PLACEMENT CELL

Standard Operating Procedure (SOP) for Training and Placement
(T&P) Cell staff explains the process that students and the T&P
cell staffd will go through for the purpose of campus recruitments.

» Students from every center should register themselves for placement through their
respective departmental coordinators at the start of the year. Department
coordinator will submit the collected data to the T&P officer within one month.

» Based on the results of the skill assessment tests conducted for all the registered
students, department specific training will be organized by the department
coordinator.

The following training is mandatory:

e Communication and soft skills;

* Interview skills: group discussion (GD) and mock interviews; and

* Technical skills.

» On completion of training, students will be reassessed to identify areas for aptitude
improvement.

» T&P officer and department coordinator shall prepare the promotional material and
placement activities information to provide data to recruiting companies.

* Placement officer and department coordinators shall approach various companies

* Student database shall be shared with interested companies in the required format.
Students will be asked to submit a hard copy of company oOffer letter to the
department coordinator.

e Students selected for internship will submit the internship request form to the
department along with the internship offler letter received from the company



SOP: SKILL DEVELOPMENT

The Institute of Skill Development will guide and monitor the progress of all skill
development centres.

Training centres shall-

* Register for the skill development scheme available for their respective field by studying
the requirements of industry in the surrounding areas in order to provide employment to
drop out youth.

» Conduct a Skill Mela for counseling drop out students in the surrounding areas, collecting
drop out student data, and understanding the needs of local youth.

« Shall find dropout students and enroll them in affiliated courses.

« Shall appoint the stalff necessary to complete training of the students, use biometrics to
verify attendance of trainees, and provide Quality Assurance.

* Complete the assessment and obtain the results from the respective assessment agency.

* Redo the assessment as per the procedure of skill agency if anybody fails in the same.

* Ensure 75% recruitment of certified students.

* Prepare and maintain the record of the recruited students as required by the skill
development agency, and submit such updated records to the respective governing
authority.
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SOP: INFRASTRUCTURE

Standard Operating Procedure (SOP) for Infrastructure /
Facility Management covers all the amenities that should be
made available at various locations in the organization.

CLASSROOM
STAFF ROOM
Standard class room should be well-furnished
and have modern modes of teaching with Staffl room should be equipped with Wi-Fi
technological aids such as ceiling-mounted enabled facility with a peaceful and standard

LCD projectors, roll-down screens, green infrastructure.
boards and podium for faculty.

SEMINAR HALL UTILITY SERVICES

Should be equipped with Audio-visual and
recording facilities and an excellent sound
system; and Projector screen, white board, and a

Have extension counter of bank for transactions;
and Provide transport facility to day scholars and
to arrange tours.
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FACILITIES FOR DIFFERENTLY ABLED
20 L4t STUDENTS
Institutes should have ramps and necessary
Institute should have standard, updated and facilities for dilfferently abled students.
licensed software. Vigilance Campus should be under the

surveillance of Close Circuit Cameras and
guarded round the clock be dedicated security
personnel



SOP: SOFT SKILL DEVELOPMENT

il

Philosophy In the area of career guidance, soft skills are the life skills
that enable a person to obtain his/her desired professional goal. Soft
skills are also essential in our daily lives. Therefore, one must develop
and refine soft skills Human beings are a social creature. It is precisely
because of the need to socialize that people have lived in groups since
the dawn of mankind. Soft skills have been important since time
immemorial and will continue to be so for ages to come. Moreover, soft
skills help lead a peaceful, stress-free life. The Training Program on Soft
Skills has been created to identify the essential soft skills and to
practically train students in these skills through various activities. Such
training will pave the way for professional and social success of
students. Introduction to Soft Skills Soft Skills is the set of skills that a
person should possess in order to face life’s daily challenges
successfully and positively adapt to them. These skills will build an
individual’s the self-confidence.



Objectives of the Training Program

 To fulfill the demand of the corporate world by creating a
labor force which have the soft skills and the ability to achieve
workplace targets through practical team engagement.

* To raise awareness on how soft skills complement hard skills
for productive workplace performance and everyModule life
competencies.

* To inform students on how soft skills are the dilfference
between average candidates and ideal candidates.

* To help students know the tools, methods and the science
for applying soft skills.

* To create a future generation of leaders, employers and
employees for a profitable and responsible global business
environment.
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* Students will demonstrate better communication skills and learn

to handle emotions including tolerance and behavioral responses. \
e Students will develop a great leadership as well as great team

player qualities to identify and achieve goals.

e Students will develop self-motivation, higher aspirations and

belief in one’s own abilities to define and commit to achieve one’s

goal.

e Students will develop an outstanding personality in the social and

work environment by skillfully maneuvering individual emotions.

« Students will showcase their skills in a creative manner.

Soft Skills for Academics

» Academics will incorporate soft skills in their daily lives.

» Academics will develop better relationships with students.

e Academicians will be able to understand the problems of the
students with an open mind and elffectively provide solutions.
Instructions and Prerequisites of a Trainer Trainers determine the
training duration based on the skills, knowledge and standard of
the trainees. The program expects to achieve better results by
conducting qualitative training by enriching the module with
personal experiences and providing relevant responses to the
participants' feedback.

Prerequisites of a Trainer

¢ The trainer needs to be an expert on the subject of training, preferably
certified under the Train The Trainer program.

¢ The trainer should be able to set the objective of the training and
mention its outcome.

« The trainer should think out of the box and encourage the trainees to
do the same.

« The trainer should focus on improving the ability of the team members
to work efflectively.

e The trainer needs to be innovative while planning and conducting the
session.

« The trainer should have a positive tone of voice and body language.

¢ The trainer needs to be able to communicate in the language
commonly used by the participants.

¢ The trainer needs to be a good listener.

=



SOP: CONDUCT

Standard Operating Procedure (SOP) for Conduct defines the experience that students
must ideally expect while studying at any institute. The SOP also lays down the behavioral
guidelines for students and teachers.
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STANDARD OPERATING PROCEDURES FOR STUDENT EXPERIENCE

» Students should have an excellent Academic Exposure. Academic exposure indicates
students’ interaction with the faculty during the teaching and learning process.

e E0xecutive student mentoring scheme will be implemented every fortnight wherein
student should be allowed to share his/her academic and non-academic problems.

* No favoritism will be shown in academic and extracurricular activities.

* Institutes should work with students to design need-based training for enhancement of
their skills, competencies, attitudes, and values with a view to promote the possibilities
for student’s career success.

* Mandatory and effllective internship and training policies shall be implemented and
closely monitored.

* A Fee Schedule policy shall be made and made known at the beginning of each academic
year.

* A student grievance redressal cell shall be developed.
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CLASSROOM CODE OF CONDUCT

* Students are expected to be present in the class on time. Late arrival will attract a fine.

* Late arrival will also result in loss of attendance for the corresponding lecture.

» Student shall not enter or leave the class room when the session is on without the
permission of the teacher concerned.

 Students shall not wander or assemble in the veranda, corridor, and staircase etc. during
class /practical hours. Similarly, students will not spend more than necessary time in
canteen.

» Students shall refrain from activities such as scribbling or noting on walls, door or
furniture which could deface the college and destroy the academic ambience.

* Students are expected to optimally utilize the available academic, co-curricular and
extracurricular facilities in order to be physically fit, academically competent, mentally
alert and socially sensitive.



CODE OF CONDUCT FOR STUDENTS

* Students are expected to maintain the highest standards of discipline and dignified behavior
inside and outside the campus. They shall abide by the rules and regulations of the institute
and should act in a manner that highlights the discipline and esteem of the institute.

* Students shall wear their identity cards such that they are well displayed. Identity badge is a
public document and any teaching or non-teaching stalff shall have the right to examine it.

e Students are expected to use the class rooms for study. They shall not occupy staircases,
corridors, and other passages meant for movement of people.

e Students are expected to maintain silence in the class. Deviant behavior such as hooting,
whistling, loitering etc. will be treated as an instance of indiscipline.

* Students are encouraged to make use of the library and common computing facilities as well
as to involve in the activities of professional bodies or any program authorized by the institute
beyond class hours.

» Students must maintain the cleanliness of the center and should dispose waste in waste
paper baskets only. Any violation of this provision shall invite a fine.

» Activities such as consumption of intoxicants / psychotropic substances in any form,
smoking, or chewing gum or pan masala etc. are strictly prohibited.

» Students shall pay fees and other financial obligations in advance or in time in order to avoid

financial penalties.
Mobile Phone Policy

* Students are not permitted to use mobile phones within the center.

* Mobile phones shall be in silent mode while depositing at the designhated place.

e All staffl members are empowered to confiscate mobile phones if students are found
violating the above rules.

e Students violating the above rules will be fined and the confiscated mobile phones will be
returned only after the completion of their course.

« Stallff members are allowed to use mobile phones in their respective cabins.

Students leave Policy

* Students can leave the center during class hours only after getting a gate pass from the HOD,
or the tutor and after making entry in the Gate Register maintained by the gate keeper.

 All leave applications (regular and medical) shall be submitted in time, for sanction by HOD
and concerned teachers. Application for medical leave shall be accompanied by valid medical
certificates.

Anti Ragging Policy

» Harassing juniors, ill treatment to other fellow students or any such form of ragging is banned
and liable to be treated as criminal offlence by the law enforcing agencies as per the
directives of Hon'ble Supreme Court of India.

» Misbehavior towards girl students, use of threat or violence against members of the staffll or
fellow students will be considered a very serious case of misconduct. Any violation of the
above rules will invite penalty in the form of warning or fine. The institute may also invite the
parents of the misbehaving student to campus and explain the situation to them. Alternatively,
the institute may initiate corrective measure found suitable by any staff0 member or higher
authority.
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Curriculum Delivery

Efflective implementation of curriculum is ensured by supplementing classroom teaching with
expert lectures, presentations/seminars, mini projects, in-house and industry supported projects,
tutorials, group assignments, tutorials, case studies, industry visits, industrial training, internships,
hands-in-sessions, e-learning, NPTEL lectures, MOODLE, knowledge wall, technical quiz,
assighments, internal-tests etc. Training needs of faculty are identified by the HOD. Faculty is
encouraged to attend short term training programs (STTPs), faculty development programs (FDPs),
Seminars, Workshops, Industry Training etc. to bridge the requirement gap as highlighted in figure
Contents beyond curriculum are identified and taught both in the classroom and in the laboratory
to expose students to recent industry trends.

Select and Choose the Right Business Startup for You

Finding the right startup business is one of the most popular subjects toModule. Starting a business
is no easy endeavor, but the time, effort, and challenges can be worth it if you succeed. To give
yourself the best chance to be successful, take your time to carefully find the right business for you.
We endeavor to make business selection a simple and convenient step for any
entrepreneur/startup. Our expert team, by capitalizing on its dexterity and decade's long
experience in the field, has created a list of profitable ventures for entrepreneurs who wish to
diversify or venture. The list so mentioned is updated regularly to give you a regular dose of new
emerging opportunities.

Placement Guidelines

We envisage to link the aptitude, aspiration, and knowledge of the skilled workforce it creates with
employment opportunities and demands within the market. Each effort thereby needs to be made
by us to provide placement opportunities to candidates, trained and certified under the scheme.
We shall also give support to entrepreneurship development.



About the TRAINING CENTRE

India has one in every of the biggest technical work force within the world. However, compared to
its population it's not significant and there's a tremendous scope of improvement during this area.
In India, the emphasis has been on general education, with vocational education at the receiving
end. This has resulted in large number of educated folks remaining

unemployed. This phenomenon has currently been recognized by the planners and therefore
there's a larger thrust on vocationalization of education. Another shortcoming within the area of
technical and education is that until currently, the number of engineers graduating is more than the
diploma holders. This is often creating an imbalance, as additional

workforces are required at the lower level. India’s population is huge at 1.4 billion. It’s fast
increasing at a rate of 17% and integrating rapidly into the worldwide economy. India is among the
‘young’ countries within the world, with the proportion of the workforce within the age group of 15-
59 years, increasing steadily.

However, presently solely 2% of the whole workforce in India have undergone skills training. India
features a great opportunity to fulfill the future demands of the globe, India will become the
worldwide sourcing hub for arch workforce. The challenges for India get increased, because it has to
reach out to the million and manpower ready population, whereas facing an ever-increasing
migration of labour from agriculture to manufacturing and services.

Objectives of National Policy on Skill Development

The objectives of the national policy on skill development are to:

a) Create opportunities for all to acquire skills throughout life, and especially for youth, women and
disadvantaged groups.

b) Promote commitment by all stakeholders to own skill development initiatives.

c) Develop a high-quality skilled workforce/entrepreneur relevant to current and emerging
employment market needs.

d) Enable the establishment of flexible delivery mechanisms that respond to the characteristics of a
wide range of needs of stakeholders.

e) Enable effective coordination between different ministries, the Centre and the States and public
and private providers.



Ministry of Skill Development & Entrepreneurship

A Department of skill Development and Entrepreneurship was created under the Ministry of Youth
Affairs and Sports in July, 2014 and was subsequently upgraded to full-fledged ministry in November
2014.The role of the Ministry involves coordinating and evolving skill development frameworks,
mapping of existing skills and certification, industry-institute linkages among others. Human Resource
and skill requirement reports across 24 sectors were ready that serve as a baseline for all skill
development initiatives. The Ministry works primarily through the National skill Development
Corporation (NSDC), National skill Development Agency (NSDA), and therefore the directorate of
training (DT).
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Skill Development in India—present Status and
Recent Developments

India is one in all the youngest nations within the

world with more than 54% of the whole population

below 25 years of age. India’s workforce is that the _ :
second largest within the world after China’s. B P -
While China’s demographic dividend is expected ' N

to start out tapering off by 2015, India can still

enjoy it until 2040. However, India’s formally arch

workforce is about 2% - that is dismally low

compared to China (47%), Japan (80%) or south

Korea (96%). To leverage our demographic

dividend additional substantially and

meaningfully.

NEED FOR SKILL DEVELOPMENT

Livelihood opportunities are affected by
supply and demand side issues. On the
supply side, India is failing to create
enough job opportunities; and on the
demand side, professionals entering the
job market are lacking in skill sets. This is
resulting in a scenario of rising
unemployment rates along with low
employability.

e Job Creation

* Youth Skilling

e Demand for Skilled Workforce



The Role of Government Policies and Programs for Skill Development in India

Skills and knowledge are driving forces of economic growth and social development in any country. Countries with
higher levels and higher standards of skills modify a lot of effectively to the challenges and opportunities in
domestic and international job markets. The country, however, has a huge challenge ahead because it is estimated
that only 14.69 % of the whole workforce in India has undergone formal skill coaching. As India moves
progressively towards becoming a 'Knowledge Economy' it becomes increasingly necessary that the Eleventh plan
ought to focus on advancement of skills and these skills need to be relevant to the emerging economic
environment.

The government has come upon the ministry of skill development and entrepreneurship with an enabling
framework to facilitate job creation and entrepreneurship through varied policies and programs. so as to make a
pool of skilled personnel in appropriate numbers with adequate skills in line with the utilization requirements
across the whole economy with

particular emphasis on the targeted high economic growth, high employment sectors, the Govt can set up an SDM
consisting of an agglomeration of program and appropriate structures aimed at enhancing training opportunities
of recent entrants to the labor force from the existing 2.5 million within the non-agricultural sector to 10 million
each year to provide within a five-to eight-year time frame, a pool of trained workforce, sufficient to meet the
domestic requirements of a rapidly growing economy, with surpluses to cater to the skill deficits in India by
harnessing India's demographic dividend, the Government's policies and programs in skill development and also
analyze achievement and target of skill India development that will play an awfully important role for enhancing
the productivity of labor still as economic growth in India.

Kaushal and Rozgar Mela

Social and community mobilization is extremely crucial for the success of the projects. Active participation of the
community ensures transparency and accountability, and helps in investing the cumulative information of the
community for better functioning. In line with this, we assign special importance to the involvement of the target
beneficiaries through a defined mobilization process. The divisional office shall conduct Kaushal and Rozgar Melas
each six months with press/media coverage; they're also required to participate actively in Career Service Melas
and on-ground activities.

Monitoring Guidelines

To ensure that top standards of quality are maintained the appointed agencies shall use varied methodologies,
similar to self-audit reporting, call validations, surprise visits, and monitoring through the abilities Development
Management System (SDMS). These methodologies shall be increased with the engagement of latest
technologies.The scheme will be implemented through the National Skill Development Corporation (NSDC).



Market Outlook

The skill ecosystem in India is undergoing major reforms and policy
interventions as India embarks on its journey to become a Knowledge
Economy. The skill gap study by the National Skill Development
Corporation (NSDC) for the Period of 2010-2014 reports that over 109.73
million additional skilled manpower will be required by 2022 across
different sectors. In the last two years, the government has taken a host
of initiatives to channelize the efforts and provide impetus to the Skill
Development ecosystem.

Skills and knowledge are the driving forces of economic growth and social
development for any country. India is blessed with 65% percent of its
youth in the working age group. As per the National Policy for Skill
Development and Entrepreneurship, it is estimated that the average age
of the population in India by 2020 will be 29 years as against 40 years in
USA, 46 years in Europe and 47 years in Japan. In next 20 years, the labor
force in the industrialized world is expected to decline by 4%, while in
India it will increase by 32% which creates a need and opportunity to
provide its workforce with required skill sets and knowledge to enable
them to contribute substantially to the economic growth of India.

India is one of the youngest nations in the world with more than 54% of
the total population below 25 years of age. India’s workforce is the second
largest in the world after China’s. While China’s demographic dividend is
expected to start tapering off by 2015, India will continue to enjoy it till
2040. However, India’s formally skilled workforce is approximately 2% -
which is dismally low compared to China (47%), Japan (80%) or South
Korea (96%). To leverage our demographic dividend more substantially
and meaningfully, the Government launched the “Skill India” campaign
along with “Make in India”. In this brief, the Skill Development ecosystem
in India - the need for Skill Development, initiatives taken by the
Government and schemes introduced for skill government by the present
government.

Alongside the daunting challenge of skilling a lot of youth coming into
workforce every month, India also faces a large challenge of evolving a
skill development system that can equip the workforce adequately to
fulfill the requirements of the business. The workforce has to be trained
across four levels, from the high finish specialized skills for ‘White Collar’
jobs to the low-level skills of the ‘Rust Collar’ jobs. Moreover, these skills
have to be adequately linked to the on the market job opportunities.
Several factors have inhibited the skill development eco-system in India
to scale up to the desired levels. The skill development system in India is
plagued with multiple issues related to awareness, perception, cost,
quality and scale.

Skill development initiatives in India still be largely dependent upon the
government funds or public-private ventures. Owing to high capital
requirements and low come back on investments, skill development is
usually looked at as a non-scalable model and remains underinvested. To
boot, a fee-based model also faces challenges as prospective students are
usually unwilling or unable to pay high fees for training. Even the bank’s
willingness to lend for skill development activities is low as educational
loans are perceived as high-risk products because of uncertainty with
respect to future employment.




A growing economy similar to Bharat requires an oversized pool of skilled workers. Whereas India’s
population growth rate had declined over the last two decades, the labour force is projected to
grow by about to two per cent; adding over 7 million each year for following few years. Also,
whereas the labour force is moving removed from the traditional sector of agriculture, it still
employs the very best share of the whole labour force. because the workers migrate from the rural
and predominantly agricultural sector to different urban sectors, India realizes that it's the need
for a well thought out and executed strategy to provide a new set of skills through vocational
training in order to effectively absorb this additional workforce and sustain economic growth.
However, it's necessary to also build a strong infrastructure of trainers and training institutes for
the same.

The National Policy on Skill Development was approved by the Indian cabinet with the objective of
creating a workforce that has improved skills, knowledge and internationally recognized
qualifications that can result in gaining access to decent employment and enhancing India’s
competitiveness in the global labour market. The policy focuses on the following: -
Demand driven system guided by labour market signals in order to reduce skills mismatch
¢ Expansion of outreach using established as well as innovative approaches
¢ National Vocational Qualifications Framework, which will include opportunities for horizontal
and vertical mobility between general and technical education, recognition and certification of
competencies irrespective of mode of learning

System to deliver competencies in line with nationally and internationally recognized standards
¢ Emerging occupations, pre-employment training and life-long learning
e Adequate participation of women, disabled persons and disadvantaged groups including
economically backward classes and minorities, and enhancing their access to training;
improving employability and increasing employment opportunities
e Stress on research, planning and monitoring
¢ Involvement of social partners with responsibility for managing and financing shared with all
stakeholders and greater space for public-private partnerships (P-P-P)
¢ Promoting excellence and use of modern training technologies
¢ Skill up-gradation of trainers, quality assurance and improvement of
Status



The Policy Covers the Following areas of Skill Development:
¢ Institution-based including ITls, ITCs, vocational schools, technical schools,
polytechnics and professional colleges
Learning initiatives of different ministries and departments
Formal and informal apprenticeships and other types of training by enterprises

Training for self-employment or entrepreneurial development
Adult learning and retraining of retired or retiring employees
Informal training programmers, including those by civil society organizations
¢ E-learning, web-based learning and distance learning

r List of Sector Skill Councils

¢ Existing and Upcoming Sector Skill Councils (SSCs) in
India:

e Automotive Skills Development Council (ASDC)

¢ Agriculture Skill Council of India (ASCI)

¢ Banking and Finance Sector of India (BFSI)

¢ Gem & Jewellery Skill Council of India (GJSCI)

¢ Rubber Skill Development Council (RSDC)

¢ IT-ITeS Sector Skill Council

¢ Retail Association’s Sector Skill Council of India (RASCI)

¢ Media and Entertainment Skills Council (MESC)

¢ Tourism and hospitality Skill Council (THSC)

¢ Electronics Sector Skill Council of India (ESSCI)

¢ Telecom Sector Skill Council (TSSC)

¢ Leather Sector Skill Council (LSSC)

¢ Food Industry Capacity and Skill Initiative (FICSI)

¢ Logistics Skills Council (LSC)

¢ India Plumbing Skills Council (IPSC)

¢ Capital Goods Skill Council

¢ Construction Sector Skill Council

¢ Life Sciences Sector Skill Development Council

¢ |ron and Steel Sector Skill Council

¢ Power Sector Skill Council

¢ Skill Council for Mining Sector

¢ Textile Sector Skill Council

¢ Hydro Carbon Sector Skill Council (Oil and Gas)

e PwD sector skills council

¢ Apparel made ups and home furnishing sector skills
council

¢ Beauty and wellness sector skills council

¢ Handicrafts and Carpet Sector Skills Council

¢ Green jobs sector skills council

¢ Domestic Workers Sector Skills Council of India

¢ Furniture and fittings skills council

¢ Instrumentation Automation Skills Council

¢ Coating and Painting Sector Skills Council

e Strategic Manufacturing Skills Council

¢ Aerospace and Aviation Sector Skill Council (AASSC)

e Sports Sector Skills Council

e Entrepreneurship, Management Services and Training
Sector Skill Council




Continued stay of the Participants will be by
demonstration of the following characters

1. Must be Devoted

2. Should be Honest

3. Be Attentive in class

4. Be Punctual

5. Be Organized

6. Be Friendly with other learners and tutors
7. Show of Interpersonal skills
8. Be Creative

9. Be a Hard-worker

10. Be Collaborative

11. Be Confident and

12. Be ready to Learn new skills

Language and Curriculum Delivery Methodology

The centre will employ both theory and practical delivery techniques with the following
psychosocial learning skills employed to train;

1.0pen discussion involving peer learning,

2.Questions and answers sessions (teaching/theory),

3. Practical sessions

4. Secondary literature (advancing theory).

The languages of instruction will be primarily English and Marathi. Vernacular language may
be used to handle extreme cases of language barriers and to improve deeper understanding
of the contents by the learners. The languages (English and Marathi) will be official to all
learners. The centre will provide study material and pamphlets for the learners own reading
and note taking — the study materials will form part of the centre library and the learners will
be expected to handle such with dedicated care.
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Learner Testing
The learners will be subjected to both hypothetical and hands-on tests to ascertain their
suitability to meet the job market demands.
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Examination Retakes

Learners who will not have passed the threshold will be compelled to retake the tests. Any
fail after retakes will be subjected to repeat the full training course. Or may be asked to
simply change the course choice after going through career guidance and counselling -
which will be intended at exploration of learner abilities and identification of weaknesses
(this will also help the tutor take the learner through the course repeat carefully). A general
impression of the curriculum of each of the courses is provided & the detailed curriculum for
each course can be availed from the counsellor desk.



Training Center business in India

The educational & training business model is a popular and
effective approach in the industry, particularly in the
context of entrepreneurship & employment. It offers
entrepreneurs the opportunity to leverage a proven
business model while delivering quality based training to
young and aspiring candidates. This model spans across
various types of businesses, providing a framework for
success.

In this business model, entrepreneurs can establish their
own training centers while benefiting from the support
and expertise of an established brand. This model enables
individuals to tap into the brand’s reputation, established
curriculum, operational systems, and marketing strategies,
minimizing the risks associated with starting a business
from scratch.

The business model typically spans for a specific duration,
often with renewable terms, ensuring the alignment of
goals between the parties. Training Center representatives
receive comprehensive training, ongoing support, and
access to a network of resources, allowing them to focus
on delivering high-quality education and nurturing young
minds

The average profit margin for training centers in India is
30% and the average revenue generated in India is ¥20
lakhs per annum. By following the established business
model and leveraging the RKF brand, training partners can
create a rewarding business venture while making a
positive impact on the lives of families in their Talukas &
adjoining areas.

Thus, the training center business model offers a
structured and proven approach for entrepreneurs to
enter the education sector successfully. By adopting this
model, individuals can combine their passion for training
with the support of an established brand, creating a
rewarding business that nurtures young learners and
contributes to the growth of the educational landscape.

What experts have to say!!!

With the private education industry predicted to reach US
$225 billion by FY 2025, an education-based training
center provides a profitable opportunity for ambitious
entrepreneurs in India.

The Union budget for 2024 has raised funding for
education, employment, and skill development to ¥1.48
lakh crore to reinforce India's frameworks for both skill
development and education.

The government's determination to solve important
problems in these sectors is reflected in this ambitious
strategy.

When making an investment in a training center in India,
this is the information you need.



UNION BUDGET 2025: ON EDUCATION SECTORS

Budget Allocation and Overview

TOTAL ALLOCATION : ¥4,520 crores for skilling, employment,
and education.

GROWTH: This is approximately 30% surge from previous
allocations.

Financial Assistance and Enrolment Initiatives
e-VOUCHERS FOR EDUCATION LOANS: Financing Support:
Financial assistance up to ¥10 lakhs with 3% interest subsidies
every year. Beneficiaries: One lakh student annually.

REVISED SKILL LOAN SCHEMES : Aim: Enable acquisition of
skills aligned to industry requirement.
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Training Center Model’s Characteristics

CURRICULUM STANDARDISATION : To ensure a uniform quality
of training across all its locations.

BRAND IMAGE A solid brand attracts candidates.

SUPPORT FOR OPERATORS : This allows the training partners to
operate smoothly by availing whatever they need.

ELASTICITY : The model can be expanded to different locations
pan India
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Opportunities

TECHNOLOGICAL INTEGRATION : The inclusion of digital
platforms, online learning modules, interactive tools make
learning more interesting and fun hence enhancing the learning
experience of candidates

CUSTOMISED LEARNING SOLUTIONS : More preference for
personalized training services according to preferences and
learning styles is on the rise globally thus creating a market gap
that needs to be filled through this system.

Expansion into Tier Il and Tier Il cities: Growth in demand for
fine academic offerings outside major urban areas provides
attractive opportunities for expansions through this channel.

Our Modus Operandi

Rajesh Kaithwas Foundation is focused on Global Talent Development that is building a
manpower pool for global industry requirements. The company, which was set up in 2014 to
help the nascent industry overcome its human resource challenges, toModule ranks among
the world’s leading training companies owing to its vast, yet comprehensive array of talent
development programs. With a footprint across several countries in African Union, Central
Asia, GCC & Asean region, it offers training and development solutions to Individuals,
Enterprises and Institutions.

We intend to train and empower the marginalized communities at large, while attracting
sizeable footfall to the training centres channelized through our awareness sessions at
Taluka levels across the Maharashtra State. Meanwhile our business partners benefit from
the assistance we provide in tech support, marketing & campaigning and even lead sharing.

We believe in creating a symbiotic relationship with our partners where we work together to
achieve mutual success & growth 26



TRAINING CENTER - SUPPORT & PROCESS

SUPPORT

a. Training Support:

We will organize induction programs for new
Business Partners and their staff.

We will undertake Faculty and Counselor training "
and certification.

We will host sales and marketing training
periodically.

We will conduct ongoing training for new segments &
new products.

b. Systems Support:

We will design the admission process.

We will conduct online examinations for students.
We offer a special data management system for
maintaining student records and managing center
operations.

c. Marketing and Advertising Support:

We will roll out marketing and advertising initiatives
at a national level.

For region-specific advertising, we will provide aid to
Business Partners, which is subject to a minimal
charge.

We will offer new Business Partners an initial start-
up kit containing product brochures and
promotional material, which is subject to a minimal

- PROCESS
a. Eligibility

1. Educational Qualifications:
The candidate should be a graduate in any discipline.

——— 2. Financial Qualifications:

= The individual should possess the ability to mobilize resources
through internal and external means. He/she should have the
capability to personally invest around 50-60 percent of the total
project cost.
b. Business Experience and Skills:
The individual should:
Possess 1-3 years of experience in any functional area, preferably
at the middle management level.
Be a first-time entrepreneur.
Be self-employed in business.

== c.Commitment:

¢ 4 4 Theindividual should:
Share our vision and values in the field of Talent Development.
Devote full-time attention to the venture or source professionals
help to runit.
d. Geographical Knowledge:
The Candidate should have complete knowledge of the regional
and local market.
e. Process
Fill-up the Online Enquiry Form (Available on our website) and
submit.
We will get in touch with you and guide you about the complete

process. 27
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PROCESS FLOW

RKF announces its

ENTREPRENEUERSHIP DEVELOPMENT PROGRAM (EDP)
The objective of the programme is to motivate young persons (Men and Women)
representing different sections of the society, physically handicapped, Ex-servicemen, and
BPL persons to consider self-employment or entrepreneurship as one of the career options.
The ultimate objective is to promote new enterprises, build capacity of existing MSMEs and
inculcate entrepreneurial culture in INDIA.

ENTREPRENE L

Procedure for selection of candidates

1. Candidates will apply for EDP program on website of www.rajeshkaithwasfoundation.org
with all requisite details. They will pay fees and share receipt

2. RKF will hold an awareness program and explain different training modules and line of
business. Segregation of the beneficiaries will be done based on admission criteria followed
by batch formation.

3. Documents of the candidates will be scrutinized. CIBIL report would be generated. Default
if any will be classified into will-full and non-willful and we will try to resolve his / her
problem by giving solutions, if found genuine.

4. A character certificate would be required to understand if the candidate has any criminal
background or cases filed. Application of Candidates who have good Cibil score and hold
clean character will be processed for loans and their documentation process will be started
by the Taluka Training Center staff.

5. Upon approval of their loan, the training batches will be scheduled and training calendar
will be announced by the Taluka Training Center staff.

6. Simultaneously the company formation work will be started with application for DIN
(Director Identification Number) and DSC (Digital Signature Certificate) for onboarding to
the company that we will form in each of the talukas.

7. We will incorporate private limited companies or take over existing companies and induct
the directors on to it. The directors will also be shareholders in those companies.

8. Roles and responsibilities, Scope of work will be designed for these directors.

9. After the induction is completed, beneficiaries will be assisted in setting up the
manufacturing units as per company policy. RKF & its associates will arrange for quotations
from equipment manufacturers, right from concept to commissioning / rollout (turning ideas
and plans into a fully operational and efficient facility).

10. RKF will guide in setting up separate companies for handling activities like Order
Sourcing, Processing, Packaging, Supply Chain Management, Storage & Warehousing,
Transport & Logistics, Exports.

11. RKF will also guide to find orders from domestic as well as international markets. In
addition, Entrepreneurs will also get services like Insurance, payment assurance and total
handholding support.



Agriculture Drone Operations
and Management

Course Duration: 1 Week

OBJECTIVES

1. To understand the principles of drone technology and
its applications in agriculture

2. To learn about the safe and efficient operation of
drones in agricultural settings

3. To understand how to collect and analyze data from
drones for agricultural decision-making

4.To develop skills in using drones for crop monitoring,
yield prediction, and precision agriculture
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TRAINING METHODS
1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions
4. Guest lectures from industry experts
5. Field training and demonstration flights
Ny

TARGET AUDIENCE

1. Farmers and agricultural producers

2. Agricultural consultants and advisors

3. Drone operators and pilots

4. Agricultural researchers and scientists

5. Anyone interested in learning about drone
technology and its applications in agriculture

COURSE MATERIALS

1. Course manual and notes

2. Practical exercise materials (e.g., drones, sensors
software)

3. Case studies and group discussion materials

4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion

2. Certification in agriculture drone operationsand =~ = “J-  aa WL SN
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COURSE OUTLINE

Module 1: Introduction to Drone Technology and Agricultural
Applications

1. Overview of drone technology and its applications in agriculture
2. Types of drones and sensors used in agriculture

3. Regulatory framework for drone operations in agriculture

4. Safety considerations for drone operations in agriculture

Module 2: Drone Operations and Safety

1. Pre-flight planning and preparation

2. Safe takeoff and landing procedures

3. Navigation and control of drones

4. Emergency procedures and contingency planning

Module 3: Data Collection and Analysis

1. Types of data collected by drones in agriculture (e.g., aerial
imagery, multispectral data)

2. Data processing and analysis software (e.g., Pix4D, Agisoft)
3. Interpreting and using data for agricultural decision-making
4. Integrating drone data with other agricultural data sources

Module 4: Precision Agriculture and Crop Management

1. Using drones for crop monitoring and yield prediction

2. Precision agriculture techniques (e.g., variable rate application,
precision irrigation)

3. Integrating drones with other precision agriculture technologies
(e.g., GPS, GIS)

4. Case studies of successful drone-based precision agriculture
projects

Module 5: Business and Marketing Aspects (Optional)

1. Business models for drone-based agricultural services

2. Marketing and sales strategies for drone-based agricultural
services

3. Building a drone-based agricultural business

4. Regulatory and liability considerations for drone-based
agricultural businesses

TRAINING PROVIDERS

1. Agricultural universities and colleges

2. Drone training schools and institutes

3. Agricultural consulting and advisory firms
4. Drone manufacturers and suppliers

5. Private training providers and consultants

COURSE FEE

55,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
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Solar Power Plant Design, Installation, and
Maintenance

Course Duration: 1 Week

OBJECTIVES

1. To understand the principles of solar power generation
2. To learn about the design, installation, and maintenance
of solar power plants

3. To develop skills in troubleshooting and repairing solar
power plant components

4. To understand the safety considerations and best
practices for solar power plant operation

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. Field training and demonstration flights

TARGET AUDIENCE

1. Solar power plant operators and maintainers

2. Solar power plant designers and installers

3. Renewable energy engineers and technicians

4. Energy auditors and consultants

5. Anyone interested in learning about solar power
plant design, installation, and maintenance

COURSE MATERIALS

1. Course manual and notes

2. Practical exercise materials

3. Case studies and group discussion materials
4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in Solar Power Plant Design,
Installation, and Maintenance




COURSE OUTLINE

Module 1: Introduction to Solar Power Generation

1. Overview of solar power generation and its benefits

2. Principles of solar photovoltaic (PV) systems

3. Types of solar PV systems (e.g., grid-tied, off-grid, hybrid)
4. Safety considerations for solar power plant operation

Module 2: Solar Power Plant Design

1. Design considerations for solar power plants (e.g., site selection,
layout, component selection)

2. Solar PV system sizing and configuration

3. Energy storage systems for solar power plants

4. Grid connection and integration considerations

Module 3: Installation and Commissioning of Solar Power Plants

1. Installation procedures for solar power plants (e.g., mounting, wiring,
grounding)

2. Commissioning procedures for solar power plants (e.g., testing,
inspection, documentation)

3. Troubleshooting common installation issues

4. Best practices for installation and commissioning

Module 4: Operation and Maintenance of Solar Power Plants

1. Operation and maintenance procedures for solar power plants (e.g.,
monitoring, cleaning, repair)

2. Troubleshooting common operational issues

3. Preventive maintenance and repair strategies

4. Best practices for operation and maintenance

Module 5: Advanced Solar Power Plant Topics

1. Advanced solar PV system technologies (e.g., bifacial panels, tracking
systems)

2. Energy storage systems for solar power plants (e.g., batteries, fuel
cells)

3. Grid-scale solar power plant design and operation

4. Case studies of successful solar power plant projects

Module 6-7: Hands-on Training and Project Work (Optional)

1. Hands-on training in solar power plant design, installation, and
maintenance

2. Project work on solar power plant design and operation

3. Group discussions and presentations on solar power plant topics

TRAINING PROVIDERS

1. Solar power plant manufacturers and
installers

2. Renewable energy training providers

3. Energy universities and colleges

4. Private training providers and consultants
5. Industry associations and organizations

" el
55,000 per participant IXY\K\%\L\\\ S

The course will be conducted on a regular basis, with sessions
scheduled everv 2-3 months.
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AutoPot System Training and Certification

Course Duration: 1 Week

OBJECTIVES

1. To understand the principles of the AutoPot system
2. To learn about the components and operation of the
AutoPot system

3. To develop skills in setting up, operating, and
maintaining the AutoPot system

4. To understand how to troubleshoot common issues
with the AutoPot system

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. Field training and demonstration flights

TARGET AUDIENCE

" 1. Growers and farmers using or interested in using

' 2. Hydroponic and soil-based growing system
operators

3. Agricultural extension workers and consultants
4. Anyone interested in learning about the AutoPot
« system

" y—

COURSE MATERIALS

1. Course manual and notes

2. Practical exercise materials (e.g., AutoPot system
components, tools)

3. Case studies and group discussion materials

4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in AutoPot System
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Module 1: Introduction to AutoPot System

1. Overview of the AutoPot system and its benefits

2. Principles of the AutoPot system (e.g., gravity-fed, water-
efficient)

3. Components of the AutoPot system (e.g., pots, trays,
pumps, valves)

4. Setting up the AutoPot system (e.g., layout, plumbing,
electrical connections)

Module 2: Operation and Maintenance of AutoPot System

1. Operating the AutoPot system (e.g., filling, monitoring,
harvesting)

2. Maintaining the AutoPot system (e.g., cleaning, checking,
replacing components)

3. Troubleshooting common issues with the AutoPot system
(e.g., leaks, blockages, pump failures)

4. Best practices for using the AutoPot system (e.g., crop
selection, nutrient management, pest control)

Module 3: Advanced AutoPot System Topics (Optional)

1. Advanced techniques for optimizing AutoPot system
performance (e.g., precision irrigation, climate control)

2. Integrating the AutoPot system with other hydroponic or
soil-based growing systems

3. Scaling up or down the AutoPot system for different
growing applications

4. Case studies of successful AutoPot system
implementations

TRAINING PROVIDERS

1. AutoPot system manufacturers and
distributors

2. Hydroponic and soil-based growing system
training providers

3. Agricultural universities and colleges

4. Private training providers and consultants
5. Industry associations and organizations

COURSE FEE

30,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
every 2-3 months. 34




Cold Pressed Oil Production and Quality Control

Course Duration: 1 week

OBJECTIVES

1. To understand the principles of cold pressed oil 3
production -

2. To learn about the different types of oilseeds and their —
characteristics

3. To understand the importance of quality control in
cold pressed oil production

4. To develop skills in cold pressed oil production and
quality control

TRAINING METHODS

AN
"

M 1. Lectures and presentations
2. Hands-on training and practical exercises
s 3. Case studies and group discussions
- 4. Guest lectures from industry experts
5. Field training and demonstration flights

TARGET AUDIENCE

1. Growers and farmers using or interested in using
the AutoPot system

2. Hydroponic and soil-based growing system
operators

3. Agricultural extension workers and consultants

e ol 4. Anyone interested in learning about the AutoPot
system

COURSE MATERIALS

1. Course manual and notes

2. Practical exercise materials

3. Case studies and group discussion materials(e.g.
oilseeds, extraction equipment)

4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in agriculture drone operations and X
management



COURSE OUTLINE

Module 1: Introduction to Cold Pressed Oil Production

1. Overview of the cold pressed oil industry and its importance

2. Principles of cold pressed oil production (e.g., extraction, filtration)

3. Types of oilseeds and their characteristics (e.g., sesame, sunflower,
coconut)

4. Safety considerations in cold pressed oil production

Module 2: Oilseed Preparation and Extraction

1. Cleaning and grading of oilseeds

2. Preparation of oilseeds for extraction (e.g., crushing, flaking)

3. Extraction methods for cold pressed oil production (e.g., mechanical
pressing, hydraulic pressing)

4. Factors affecting oil yield and quality (e.g., temperature, pressure,
moisture content)

Module 3: Filtration, Packaging, and Quality Control

1. Filtration methods for cold pressed oil (e.g., mechanical filtration, chemical
filtration)

2. Packaging options for cold pressed oil (e.g., glass bottles, plastic
containers)

3. Quality control parameters for cold pressed oil (e.g., acidity, peroxide
value, flavor, aroma)

4. Quality control certifications for cold pressed oil (e.g., ISO 22000, HACCP)

Module 4: Advanced Cold Pressed Oil Production Techniques

1. Advanced extraction methods for cold pressed oil production (e.g.,
enzyme-assisted extraction, ultrasonic extraction)

2. Advanced filtration methods for cold pressed oil (e.g., membrane filtration,
activated carbon filtration)

3. New trends and technologies in cold pressed oil production

4. Case studies of successful cold pressed oil production businesses

Module 5: Practical Training and Project Work
1. Practical training in cold pressed oil production and quality control

2. Project work on cold pressed oil production and quality control
3. Group discussions and presentations on cold pressed oil production and

quality control
T
" ‘,H

TRAINING PROVIDERS

il

Sl _

L e
- >=

1. Oil industry associations and organizations

2. Food technology institutes and universities

3. Oil production and manufacturing companies

4. Private training providers and consultants

5. Government agencies and departments (e.g.,

Ministry of Food Processing Industries)

COURSE FEE

¥50,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
every 2-3 months. 36



Spice Processing and Quality Control

Course Duration: 1 week

OBJECTIVES

v
1. To understand the principles of spice processing and

3

W

quality control

2. To learn about the different types of spices and their
processing requirements ;
3. To understand the importance of quality control in spice
processing

4. To develop skills in spice processing and quality control

e e TRAINING METHODS

’ 1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts
5. Field training and demonstration flights

TARGET AUDIENCE

1. Spice processors and manufacturers

2. Quality control personnel in spice processing
3. Food technologists and scientists

4. Agricultural extension workers and farmers
5. Anyone interested in learning about spice
processing and quality control

COURSE MATERIALS

1. Course manual and notes
2. Practical exercise materials (e.g., spices, processir" —
equipment) B
3. Case studies and group discussion materials
4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in spice processing and quality
control




TRAINING PROVIDERS

1. Spice associations and industry
organizations

2. Food technology institutes and universities
3. Spice processing and manufacturing
companies

4. Private training providers and consultants
5. Government agencies and departments
(e.g., Spices Board, Ministry of Commerce
and Industry)

COURSE FEE

45,000 per participant

COURSE OUTLINE

Module 1: Introduction to Spice Processing

1. Overview of the spice industry and its importance

2. Types of spices and their characteristics

3. Principles of spice processing (e.g., cleaning, grading,
drying)

4. Safety considerations in spice processing

Module 2: Spice Processing Techniques

1. Cleaning and grading of spices

2. Drying and dehydration of spices
3. Milling and grinding of spices

4. Packaging and storage of spices

Module 3: Quality Control in Spice Processing

1. Importance of quality control in spice processing

2. Quality control parameters for spices (e.g., moisture
content, flavor, aroma)

3. Methods for quality control in spice processing (e.g.,
sensory evaluation, laboratory testing)

4. Quality control certifications for spices (e.g., ISO 22000,
HACCP)

Module 4: Advanced Spice Processing Techniques

1. Advanced drying techniques for spices (e.g., freeze-
drying, vacuum drying)

2. Advanced milling and grinding techniques for spices (e.g.,
cryogenic grinding, micritization)

3. Advanced packaging techniques for spices (e.g., modified
atmosphere packaging, active packaging)

4. New trends and technologies in spice processing

Module 5: Practical Training and Project Work

1. Practical training in spice processing and quality control
2. Project work on spice processing and quality control

3. Group discussions and presentations on spice processing
and quality control

The course will be conducted on a regular basis, with sessions

scheduled every 2-3 months.
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Mobile and laptop repair and maintenance

Course Duration: 3 Months

OBJECTIVES

1. To understand the fundamental principles of mobile
and laptop hardware and software

2. To learn about the tools and techniques used in mobile
and laptop repair

3. To develop practical skills in diagnosing and repairing
common mobile and laptop faults

4. To understand the safety precautions and best
practices in mobile and laptop repair

TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

1. Individuals interested in starting a mobile and
laptop repair business

2. Existing mobile and laptop repair technicians
looking to upgrade their skills

3. Electronics and computer science students

"~ 4. Anyone interested in learning about mobile and
laptop repair

COURSE MATERIALS

1. Course manual and notes

2. Practical exercise materials (e.g., mobile phones,
laptops, tools)

3. Case studies and group discussion materials

4. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in mobile and laptop repair and
maintenance




COURSE OUTLINE

Module 1: Mobile Repair

1. Introduction to mobile hardware and software

2. Mobile phone troubleshooting and diagnosis

3. Repairing common mobile phone faults (e.g., cracked screens,
water damage)

4. Mobile phone software flashing and upgrading

5. Mobile phone maintenance and servicing

Module 2: Laptop Repair

1. Introduction to laptop hardware and software

2. Laptop troubleshooting and diagnosis

3. Repairing common laptop faults (e.g., faulty keyboards,
broken screens)

4. Laptop software installation and configuration

5. Laptop maintenance and servicing

Module 3: Advanced Repair Techniques

1. Advanced mobile and laptop troubleshooting techniques

2. Repairing complex mobile and laptop faults (e.g.,
motherboard repair, data recovery)

3. Using specialized tools and equipment for mobile and laptop
repair

4. Advanced mobile and laptop software techniques (e.g.,
rooting, jailbreaking)

Module 4: Business and Safety Aspects

1. Setting up a mobile and laptop repair business

2. Marketing and advertising strategies for mobile and laptop
repair services

L 3. Safety precautions and best practices in mobile and laptop
repair

4. Customer service and communication skills

TRAINING PROVIDERS

1. Technical training institutes

2. Vocational training schools

3. Electronics and computer science departments
universities

4. Private training providers and consultants

5. Mobile and laptop manufacturers' authorized

L
training centers i
COURSE FEE

¥1,00,000 per participant

The course will be conducted on a regular basis, with sessions scheduled every

2-3 months. 40



LED Street Light Installation, Maintenance, and
Troubleshooting

Course Duration: 1 Week

OBJECTIVES

1. To understand the principles of LED street lights and
their applications

2. To learn about the installation and commissioning of
LED street lights

3. To understand the maintenance and troubleshooting
requirements for LED street lights

4. To develop skills in installing, maintaining, and
troubleshooting LED street lights

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

1. Automotive technicians and mechanics

2. Fleet maintenance personnel

3. Heavy-duty equipment operators and maintainers
4. Agricultural equipment operators and maintainers
5. Anyone interested in learning about LED street
lights

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Hands-on training materials (e.g., LED street , e —~.
lights, wiring, mounting hardware)

4. Case studies and group discussion materials

5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in LED Street Light Installation,
Maintenance, and Troubleshooting o & =3



TRAINING PROVIDERS

1. Technical training institutes

2. Vocational training schools

3. Electronics and computer science
departments of universities

4. Private training providers and consultants

COURSE FEE

¥40,000 per participant

The course will be conducted on a regular basis, with sessions
scheduled every 2-3 months.

COURSE OUTLINE

Module 1: Introduction to LED Street Lights

1. Overview of LED street lights and their
applications

2. Principles of LED lighting technology

3. Types of LED street lights (e.g., single-beam,
dual-beam)

4. Safety considerations for LED street lights

Module 2: Installation and Commissioning of
LED Street Lights

1. Installation requirements for LED street lights
(e.g., wiring, mounting)

2. Commissioning procedures for LED street
lights

3. Adjusting and aiming LED street lights

4. Troubleshooting common installation issues

Module 3: Maintenance and Troubleshooting of
LED Street Lights

1. Maintenance requirements for LED street
lights (e.g., cleaning, replacing)

2. Troubleshooting common operational issues
(e.g., dimming, flickering)

3. Repair and replacement of LED street light
components

4. Advanced troubleshooting techniques (e.g.,
using diagnostic software)
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Ultrasonic Water Meter Installation and

Maintenance

Course Duration: 1 Week

(&

OBJECTIVES

1. To understand the principles of ultrasonic water - j"
metering el
2. To learn about the installation and commissioning of

ultrasonic water meters :
3. To understand the maintenance and troubleshooting = N )
requirements for ultrasonic water meters :
4. To develop skills in installing, maintaining, and
troubleshooting ultrasonic water meters

pv
- -
TRAINING METHODS
1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions
4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

1. Water utility personnel (e.g., meter installers,
maintenance technicians)

2. Plumbing contractors and installers

3. Water treatment plant operators

4. Facilities managers and building owners

5. Anyone interested in learning about ultrasonic
water meter installation and maintenance

COURSE MATERIALS

1. Course manual and notes ' .
2. PowerPoint presentations 2 '
3. Hands-on training materials (e.g., ultrasonic water | "
meters, piping, valves) h
4. Case studies and group discussion materials

5. Additional resources and reading materials Y

CERTIFICATION

1. Certificate of completion
2. Certification in ultrasonic water meter installation
and maintenance
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P
TRAINING PROVIDERS

1. Water utility companies

2. Plumbing and piping associations
3. Water treatment equipment manufacturers
4. Technical training institutes
5. Private training providers and consultants

COURSE FEE

¥50,000 per participant

o e ol
The course will be conducted on a regular basis, wit

B Wy

every 2-3 months.

COURSE OUTLINE

Module 1: Introduction to Ultrasonic Water Metering

1. Overview of ultrasonic water metering technology

2. Principles of ultrasonic flow measurement

3. Types of ultrasonic water meters (e.g., clamp-on, inline)

4. Applications of ultrasonic water meters (e.g., residential,
commercial, industrial)

Module 2: Installation and Commissioning of Ultrasonic Water
Meters

1. Installation requirements for ultrasonic water meters (e.g.,
piping, valves)

2. Commissioning procedures for ultrasonic water meters

3. Calibration and verification of ultrasonic water meters

4. Troubleshooting common installation issues

Module 3: Maintenance and Troubleshooting of Ultrasonic Water
Meters

1. Maintenance requirements for ultrasonic water meters (e.g.,
cleaning, descaling)

2. Troubleshooting common operational issues (e.g., low flow,
high flow)

3. Repair and replacement of ultrasonic water meter
components

4. Advanced troubleshooting techniques (e.g., using diagnostic
software)

Module 4-5: Hands-on Training (Optional)

1. Hands-on installation and commissioning of ultrasonic water
meters

2. Hands-on maintenance and troubleshooting of ultrasonic
water meters

3. Case studies and group discussions on common installation
and maintenance issues

h sessions scheduled
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Bamboo Cultivation and
Export from India

Course Duration: 1 Week

OBJECTIVES

§

1. To understand the principles of bamboo cultivationand -, - —— A

management . % La”

2. To learn about the different species of bamboo and - \ { £ L

their characteristics \ o . J/

3. To understand the regulations and procedures for \ ‘?"!: ) B g

exporting bamboo from India \\ ! l‘ - e

4. To develop a marketing strategy for bamboo export M4 k

5. To learn about the best practices for bamboo i b ;

cultivation, harvesting, and processing i \‘\ ‘ L i

¢ _
TRAINING METHODS

~ 1. Lectures and presentations

2. Hands-on training and practical exercises
£ 7  3.case studies and group discussions

4/ 4.Guest lectures from industry experts

' ‘, - 5. On-the-job training and internship
o

TARGET AUDIENCE

1. Bamboo farmers and cultivators

2. Bamboo processors and manufacturers

3. Exporters and importers of bamboo products

4. Logistics and transportation companies

5. Entrepreneurs and startups interested in bamboo
cultivation and export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations /
3. Practical demonstration materials

4. Case studies and group discussion materials

5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in ultrasonic water meter installation
and maintenance

N\




! , COURSE OUTLINE

Module 1: Introduction to Bamboo Cultivation

{(/‘ 4 1. Overview of bamboo cultivation and its importance
| L]
' == 2. Principles of bamboo cultivation and management

3. Different species of bamboo and their characteristics
- 4. Soil and climate requirements for bamboo cultivation
5. Nursery management and planting techniques

’ ) .. Module 2: Bamboo Cultivation and Management

X 1. Bamboo growth and development stages
'-:z’- w 2.Irrigation and fertilization management
3 3. Pest and disease management in bamboo cultivation
4. Pruning and thinning techniques for bamboo
5. Bamboo harvesting and processing techniques

Module 3: Regulations and Procedures for Bamboo Export
1. Overview of Indian export regulations and procedures
| 2. Export regulations specific to bamboo

3. Documentation requirements for bamboo export
4. Customs clearance procedures for bamboo export

- 5. Role of various government agencies in bamboo export (e.g., APEDA
FIEO)
Module 4: Market Trends and Opportunities
' | " 1. Market trends and opportunities for bamboo export from India
i 2. Identifying potential export markets for bamboo
! 3. Understanding the competition in the bamboo export market
B 4. Developing a marketing strategy for bamboo export

o

b=

' 1 3 5. Role of e-commerce and digital marketing in bamboo export

Module 5: Best Practices for Bamboo Cultivation and Export

1. Best practices for bamboo cultivation and management
- 2. Best practices for bamboo harvesting and processing
1 3. Best practices for bamboo export packaging and logistics
" 4. Case studies of successful bamboo export businesses
5. Group discussion and Q&A session

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEO)
4. National Bamboo Mission (NBM) |
5. Private training providers and consultants | )4 T ———

COURSE FEE

¥60,000 per participant

The course will be conducted on a regular basis, with sessions scheduled every 2-
3 months. 46



Exporting Biodegradable Compostable Bags from
India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting biodegradable compostable bags from India

2. To learn about the best practices for exporting
biodegradable compostable bags from India

3. To understand the market trends and opportunities for
biodegradable compostable bag export from India

4. To develop a marketing strategy for biodegradable
compostable bag export

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

1. Biodegradable compostable bag
manufacturers and exporters

2. Exporters and importers of eco-friendly
products

3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
biodegradable compostable bag export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in biodegradable compostable bag
export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures

2. Export regulations specific to biodegradable compostable
bags

3. Documentation requirements for biodegradable
compostable bag export

4. Customs clearance procedures for biodegradable
compostable bag export

5. Role of various government agencies in biodegradable
compostable bag export (e.g., APEDA, MOEFCC)

Module 2: Best Practices for Exporting Biodegradable
Compostable Bags

1. Quality control measures for biodegradable compostable
bag export

2. Packaging and labeling requirements for biodegradable
compostable bag export

3. Logistics and transportation options for biodegradable
compostable bag export

4. Payment and financing options for biodegradable
compostable bag export

5. Risk management strategies for biodegradable compostable
bag export

100% Biodegradable

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for biodegradable
compostable bag export from India

2. ldentifying potential export markets for biodegradable
compostable bags

3. Understanding the competition in the biodegradable
compostable bag export market

4. Developing a marketing strategy for biodegradable
compostable bag export

5. Role of e-commerce and digital marketing in biodegradable
compostable bag export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT) 5
2. Export-Import Bank of India (EXIM Bank) ir
3. Federation of Indian Export Organizations 8

(FIEO) | 2

4. Ministry of Environment, Forest and Climate . _‘
Change (MoEFCC) -
5. Private training providers and consultants

COURSE FEE

¥50,000 per participant

The course will be conducted ' a regular basis withses'sioﬁns scheduled
every 2-3 months.

48



Exporting Mushrooms from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting mushrooms from India

2. To learn about the best practices for exporting
mushrooms from India

3. To understand the market trends and opportunities for
mushroom export from India

4. To develop a marketing strategy for mushroom export

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

" 1. Mushroom growers and exporters
2. Exporters and importers of agricultural
~ products

3. Logistics and transportation companies
4. Banks and financial institutions involved in

d% export financing
5. Entrepreneurs and startups interested in

=4 mushroom export

-~

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in mushroom export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures
2. Export regulations specific to mushrooms

3. Documentation requirements for mushroom export

4. Customs clearance procedures for mushroom export

5. Role of various government agencies in mushroom
export (e.g., APEDA, FSSAI)

Module 2: Best Practices for Exporting Mushrooms

1. Quality control measures for mushroom export

2. Packaging and labeling requirements for mushroom
export

3. Logistics and transportation options for mushroom
export

4. Payment and financing options for mushroom export
5. Risk management strategies for mushroom export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for mushroom export
from India

2. Identifying potential export markets for mushrooms

3. Understanding the competition in the mushroom
export market

-~ - - ' 4. Developing a marketing strategy for mushroom export
' 5. Role of e-commerce and digital marketing in
mushroom export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEO)
4. Agricultural and Processed Food Products
Export Development Authority (APEDA)

5. Private training providers and consultants

COURSE FEE

45,000 per participant

50

every 2-3 months.



Exporting Wheat Flour from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting wheat flour from India

2. To learn about the best practices for exporting wheat
flour from India

3. To understand the market trends and opportunities for
wheat flour export from India

4. To develop a marketing strategy for wheat flour export

> ﬂ
’-’ TRAINING METHODS

f -
@ 1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions
4. Guest lectures from industry experts
5. On-the-job training and internship

TARGET AUDIENCE

1. Wheat flour manufacturers and exporters
2. Exporters and importers of food products
3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
wheat flour export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials
4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in wheat flour export from India



COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and
procedures

2. Export regulations specific to wheat flour

3. Documentation requirements for wheat flour export
4. Customs clearance procedures for wheat flour
export

5. Role of various government agencies in wheat flour
export (e.g., APEDA, FCI)

Module 2: Best Practices for Exporting Wheat Flour

1. Quality control measures for wheat flour export

2. Packaging and labeling requirements for wheat flour
export

3. Logistics and transportation options for wheat flour
export

4. Payment and financing options for wheat flour
export

5. Risk management strategies for wheat flour export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for wheat flour
export from India

2. Identifying potential export markets for wheat flour
3. Understanding the competition in the wheat flour
export market

4. Developing a marketing strategy for wheat flour
export

5. Role of e-commerce and digital marketing in wheat
flour export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEC
4. Agricultural and Processed Food Products
Export Development Authority (APEDA)

5. Private training providers and consultants

COURSE FEE

¥45,000 per participant

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months. 52



Exporting Multigrain Flour from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting multigrain flour from India

2. To learn about the best practices for exporting
multigrain flour from India

3. To understand the market trends and opportunities for
multigrain flour export from India

4. To develop a marketing strategy for multigrain flour
export

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

5. On-the-job training and internship

TARGET AUDIENCE

1. Multigrain flour manufacturers and
exporters

2. Exporters and importers of food products
3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
multigrain flour export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in Multigrain flour export from
India



COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures

2. Export regulations specific to multigrain flour

3. Documentation requirements for multigrain flour export
4. Customs clearance procedures for multigrain flour
export

5. Role of various government agencies in multigrain flour
export (e.g., APEDA, FSSAI)

Module 2: Best Practices for Exporting Multigrain Flour

1. Quality control measures for multigrain flour export

2. Packaging and labeling requirements for multigrain flour
export

3. Logistics and transportation options for multigrain flour
export

4. Payment and financing options for multigrain flour
export

5. Risk management strategies for multigrain flour export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for multigrain flour
export from India

2. Identifying potential export markets for multigrain flour
3. Understanding the competition in the multigrain flour
export market

4. Developing a marketing strategy for multigrain flour
export

5. Role of e-commerce and digital marketing in multigrain
flour export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)
2. Export-Import Bank of India (EXIM Bank) -
-

3. Federation of Indian Export Organizations
(FIEO)
4. Agricultural and Processed Food Products

Export Development Authority (APEDA) \ ‘fa
5. Private training providers and consultants d
» -
COURSE FEE q

45,000 per participant : -
[

(
\

\ 4 < .
The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months.



Poultry Production and Management

Course Duration: 1 Week

OBJECTIVES

1. To understand the principles of poultry production and
management

2. To learn about the different types of poultry birds and
their characteristics

3. To understand the nutritional requirements of poultry
birds

4. To learn about the health and disease management in

poultry

5. To understand the marketing and business aspects of

poultry production

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Poultry farmers and producers

2. Poultry feed manufacturers and suppliers
3. Poultry veterinarians and health
professionals

4. Students and researchers in poultry science
5. Entrepreneurs and startups interested in
poultry production

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in poultry production and
management



COURSE OUTLINE

Module 1: Introduction to Poultry Production

1. Overview of poultry production and its importance

2. Types of poultry birds (broilers, layers, breeders)

3. Characteristics of different poultry breeds

4. Poultry production systems (intensive, semi-intensive, extensive)

Module 2: Poultry Nutrition

1. Nutritional requirements of poultry birds

2. Types of poultry feed (starter, grower, layer)
3. Feed formulation and preparation

4. Nutritional disorders in poultry

Module 3: Poultry Health and Disease Management

1. Common diseases in poultry (avian influenza, Newcastle disease)
2. Vaccination programs for poultry

3. Biosecurity measures in poultry production

4. Health and disease management strategies

Module 4: Poultry Breeding and Genetics

1. Principles of poultry breeding and genetics
2. Selection and breeding of poultry birds

3. Genetics of poultry production traits

4. Breeding programs for poultry

Module 5: Poultry Management and Marketing

1. Poultry management practices (housing, equipment, labor)

2. Marketing strategies for poultry products

3. Business planning and financial management in poultry production

4. Export and import regulations for poultry products

Module 6-7: Practical Training (Optional)

1. Hands-on training in poultry production and management
2. Visit to a poultry farm or processing plant

S

T N
TRAINING PROVIDERS

1. Indian Veterinary Research Institute (IVRI)
2. National Institute of Animal Nutrition and
Physiology (NIANP)

3. Central Avian Research Institute (CARI)

4. Poultry associations and industry
organizations

5. Private training providers and consultants

D ‘?
)

Ry
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COURSE FEE

45,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
every 2-3 months. 56




Exporting Dried Apple from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting dried apple from India

2.To learn about the best practices for exporting dried
apple from India

3. To understand the market trends and opportunities for
dried apple export from India

4. To develop a marketing strategy for dried apple export

TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Dried apple manufacturers and exporters

. ‘ 2. Exporters and importers of food products
2 3. Logistics and transportation companies

4. Banks and financial institutions involved in

export financing
| 5. Entrepreneurs and startups interested in dried
apple export

l

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in apple powder export




1. Overview of
procedures

2. Export regulations specific to dried apple

3. Documentation requirements for dried apple export
4. Customs clearance procedures for dried apple
export

5. Role of various government agencies in dried apple
export (e.g., APEDA, Agricultural Ministry)

Indian export regulations and

Module 2: Best Practices for Exporting Dried Apple

1. Quality control measures for dried apple export

2. Packaging and labeling requirements for dried apple
export

3. Logistics and transportation options for dried apple
export

4. Payment and financing options for dried apple
export

5. Risk management strategies for dried apple export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for dried apple
export from India

2. Identifying potential export markets for dried apple
3. Understanding the competition in the dried apple
export market

4. Developing a marketing strategy for dried apple
export

5. Role of e-commerce and digital marketing in dried
apple export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)
2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations (FIE(
4. Agricultural and Processed Food Products Expg
Development Authority (APEDA)

5. Private training providers and consultants

COURSE FEE

45,000 per participant

The course will be conducted ona regular basis, W|th sessions scheduled
every 2-3 months. o8



Production and Export of Gaurgam Powder from
Gawar Seeds

Course Duration: 1 Week

OBJECTIVES

1. To understand the production process of Gaurgam
Powder from Gawar Seeds

2. To learn about the quality control measures for Gaurgam
Powder production

3. To understand the regulations and procedures for
exporting Gaurgam Powder from India

4. To develop a marketing strategy for Gaurgam Powder
export

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Gawar Seeds farmers and processors

2. Gaurgam Powder manufacturers and
exporters

3. Exporters and importers of spices and herbs
4. Logistics and transportation companies

5. Entrepreneurs and startups interested in
Gaurgam Powder production and export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in Gaurgam Powder production and
export



COURSE OUTLINE

Module 1: Production of Gaurgam Powder

1. Overview of Gawar Seeds and their uses

2. Production process of Gaurgam Powder from Gawar
Seeds

3. Quality control measures for Gaurgam Powder
production

4. Packaging and labeling requirements for Gaurgam
Powder

Module 2: Export Regulations and Procedures

1. Overview of Indian export regulations and procedures
2. Export regulations specific to Gaurgam Powder

3. Documentation requirements for Gaurgam Powder
export

4. Customs clearance procedures for Gaurgam Powder
export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for Gaurgam Powder
export from India

2. ldentifying potential export markets for Gaurgam
Powder

3. Understanding the competition in the Gaurgam
Powder export market

4. Developing a marketing strategy for Gaurgam Powder
export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations
((F1e)]

4. Spices Board of India

5. Private training providers and consultants

COURSE FEE

45,000 per participant

The course will be conducted on a regular basis with sessions scheduled
60

every 2-3 months.



Exporting Isabgol (Psyllium Husk) from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting isabgol from India

2. To learn about the best practices for exporting isabgol
from India

3. To understand the market trends and opportunities for
isabgol export from India

4. To develop a marketing strategy for isabgol export

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Isabgol manufacturers and exporters

2. Exporters and importers of spices and herbs
3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
isabgol export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in isabgol export from India




TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations
(FIEO)

4. Agricultural and Processed Food Products
Export Development Authority (APEDA)

5. Private training providers and consultants

COURSE FEE

45,000 per participant

The course will be conducted o

e

COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures

2. Export regulations specific to isabgol (psyllium husk)

3. Documentation requirements for isabgol export

4. Customs clearance procedures for isabgol export

5. Role of various government agencies in isabgol export
(e.g., APEDA, Spices Board of India)

Module 2: Best Practices for Exporting Isabgol

1. Quality control measures for isabgol export

2. Packaging and labeling requirements for isabgol export
3. Logistics and transportation options for isabgol export
4. Payment and financing options for isabgol export

5. Risk management strategies for isabgol export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for isabgol export from
India

2. Identifying potential export markets for isabgol

3. Understanding the competition in the isabgol export
market

4. Developing a marketing strategy for isabgol export

5. Role of e-commerce and digital marketing in isabgol
export

Module 4: Specialized Topics (Optional)

1. Organic isabgol export from India

2. Isabgol processing and value addition

3. Isabgol packaging and branding

4. Isabgol export to specific countries (e.g., USA, EU, Middle
East)

with sessions scheduled
62

rgl;l:lar basis,
every 2-3 months.
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Exporting Pickles from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting pickles from India
2. To learn about the best practices for exporting pickles

from India

3. To understand the market trends and opportunities

for pickle export from India /

4. To develop a marketing strategy for pickle export ﬁf L A S
_

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Pickle manufacturers and exporters

2. Exporters and importers of food products
3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
pickle export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in pickle export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and
procedures

2. Export regulations specific to pickles

3. Documentation requirements for pickle export

4. Customs clearance procedures for pickle export

5. Role of various government agencies in pickle
export (e.g., APEDA, Spices Board of India)

Module 2: Best Practices for Exporting Pickles

1. Quality control measures for pickle export

2. Packaging and labeling requirements for pickle
export

3. Logistics and transportation options for pickle
export

4. Payment and financing options for pickle export

5. Risk management strategies for pickle export

Module 3: Market Trends and Opportunities

q 1. Market trends and opportunities for pickle export

from India
~ : 2. Identifying potential export markets for pickles
o ) 3. Understanding the competition in the pickle

S export market
4. Developing a marketing strategy for pickle export
5. Role of e-commerce and digital marketing in pickle
export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)
2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations (FIE!
4. Agricultural and Processed Food Products Exp
Development Authority (APEDA)

5. Private training providers and consultants

COURSE FEE

45,000 per participant

every 2-3 months. 64



Exporting Spices from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting spices from India

2. To learn about the best practices for exporting i

spices from India c

3. To understand the market trends and = -
opportunities for spice export from India RN :
4. To develop a marketing strategy for spice export F

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Spice manufacturers and exporters

2. Exporters and importers of spices and herbs

3. Logistics and transportation companies

4. Banks and financial institutions involved in export
financing

5. Entrepreneurs and startups interested in spice
export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in spice export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures
2. Export regulations specific to spices (e.g., chili,
turmeric, cumin, coriander)

3. Documentation requirements for spice export

4. Customs clearance procedures for spice export

5. Role of various government agencies in spice export
(e.g., Spices Board of India, APEDA)

Module 2: Best Practices for Exporting Spices

1. Quality control measures for spice export

2. Packaging and labeling requirements for spice export
3. Logistics and transportation options for spice export
4. Payment and financing options for spice export

‘ 5. Risk management strategies for spice export

— Module 3: Market Trends and Opportunities

——— 1. Market trends and opportunities for spice export from
India

2. Identifying potential export markets for spices

3. Understanding the competition in the spice export
market

4. Developing a marketing strategy for spice export

5. Role of e-commerce and digital marketing in spice
export

Module 4: Specialized Topics (Optional)

1. Organic spice export from India

2. Spice blending and value addition

3. Spice packaging and branding

4. Spice export to specific countries (e.g. USA, EU, Middle

TRAINING PROVIDERS 7 i i - 1 O

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations
(FIEO)

4. Spices Board of India

5. Private training providers and consultants

COURSE FEE

45,000 per participant

6P &

The course will be conducted on a regulr bis, with sessions scheduled
66

every 2-3 months.



Exporting Onion & Value Added Products from
India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting Onion & Value Added products from India

2. To learn about the best practices for exporting Onion
& Value Added products

3. To understand the market trends and opportunities
for Onion & Value Added products from India

4. To develop a marketing strategy for curd Onion &
Value Added products

TRAINING METHODS

1. Lectures and presentations
2. Case studies and group discussions
3. Practical exercises and role-playing
4. Guest lectures from industry experts
5. Field visit to a Onion & Value Added
products export unit (optional)

TARGET AUDIENCE

1. Onion & Value Added products
manufacturers and exporters

2. Exporters and importers

3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

5. Entrepreneurs and startups interested in
export

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in onion and value added products
export from India



Tad

ul

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations
(o))

4. Private training providers and consultants

COURSE FEE

TRAINING PROVIDERS

45,000 per participant

COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and procedures

2. Export regulations specific to Onion & Value Added products

3. Documentation requirements for Onion & Value Added products
export

4. Customs clearance procedures for Onion & Value Added products

Y export

5. Role of various government agencies in Onion & Value Added

" product export

Module 2: Best Practices for Exporting Onion & Value Added
products

1. Quality control measures for Onion & Value Added products
2. Packaging and labeling requirements for Onion & Value Added

products
3. Logistics and transportation options for Onion & Value Added
products
4. Payment and financing options for Onion & Value Added
products

5. Risk management strategies for Onion & Value Added products
Moldule 3: Market Trends and Opportunities

1. Market trends and opportunities for Onion & Value Added
products from India

2. Identifying potential export markets for Onion & Value Added
products

3. Understanding the competition in the Onion & Value Added
products export market

4. Developing a marketing strategy for Onion & Value Added
products export

5. Role of e-commerce and digital marketing in Onion & Value
Added products export

e
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lar ass, with sessions scheduled

every 2-3 months. 68




Exporting Banana Powder from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting banana powder from India

2. To learn about the best practices for exporting banana
powder from India

3. To understand the market trends and opportunities
for banana powder export from India

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Banana powder manufacturers and
exporters

2. Exporters and importers of food
ingredients and powders

3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

i e osan

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in banana powder export from India

B S s s



COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and
procedures

2. Export regulations specific to banana powder

3. Documentation requirements for banana powder
export

4. Customs clearance procedures for banana powder
export

Module 2: Best Practices for Exporting Banana
Powder

1. Quality control measures for banana powder export
2. Packaging and labeling requirements for banana
powder export

3. Logistics and transportation options for banana
powder export

4. Payment and financing options for banana powder
export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for banana
powder export from India

2. ldentifying potential export markets for banana
powder

3. Understanding the competition in the banana
powder export market

4. Developing a marketing strategy for banana
powder export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEO)
4. Agricultural and Processed Food Products Expori
Development Authority (APEDA)

COURSE FEE

45,000 per participant

R v . 1\. ; L

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months. 70



Exporting Turmeric Powder from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for F
exporting turmeric powder from India f
2. To learn about the best practices for exporting turmeric
powder from India

3. To understand the market trends and opportunities for
turmeric powder export from India

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Turmeric powder manufacturers and
exporters

2. Exporters and importers of spices and
herbs

3. Logistics and transportation companies
4. Banks and financial institutions involved
in export financing

-

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in turmeric powder export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and
procedures

2. Export regulations specific to turmeric powder

3. Documentation requirements for turmeric powder
export

4. Customs clearance procedures for turmeric
powder export

Module 2: Best Practices for Exporting Turmeric
a Powder

1. Quality control measures for turmeric powder
export

2. Packaging and labeling requirements for turmeric
powder export

3. Logistics and transportation options for turmeric
powder export

4. Payment and financing options for turmeric
powder export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for turmeric
powder export from India

2. ldentifying potential export markets for turmeric
powder

3. Understanding the competition in the turmeric
powder export market

4. Developing a marketing strategy for turmeric
powder export

L 4
TRAINING PROVIDERS ‘ :
/"

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEO)
4. Agricultural and Processed Food Products Export £
Development Authority (APEDA) P

COURSE FEE

45,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
every 2-3 months. 72



Exporting Potato Starch from India

Course Duration: 1 Week

OBJECTIVES

1. To understand the regulations and procedures for
exporting potato starch from India

2. To learn about the best practices for exporting
potato starch from India

3. To understand the market trends and opportunities
for potato starch export from India

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Potato starch manufacturers and
exporters

2. Exporters and importers of food
ingredients and starches

3. Logistics and transportation companies

4. Banks and financial institutions involved in
export financing

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations °
3. Practical demonstration materials

4. Case studies and group discussion materials

5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in potato starch export from India




COURSE OUTLINE

Module 1: Regulations and Procedures

1. Overview of Indian export regulations and
procedures

2. Export regulations specific to potato starch

3. Documentation requirements for potato starch
. export

4. Customs clearance procedures for potato starch
export

Module 2: Best Practices for Exporting Potato Starch

1. Quality control measures for potato starch export

2. Packaging and labeling requirements for potato
starch export

3. Logistics and transportation options for potato
starch export

4. Payment and financing options for potato starch
export

Module 3: Market Trends and Opportunities

1. Market trends and opportunities for potato starch
export from India

2. ldentifying potential export markets for potato
starch

3. Understanding the competition in the potato starch
export market

4. Developing a marketing strategy for potato starch
export

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)

3. Federation of Indian Export Organizations (FIEO)
4. Agricultural and Processed Food Products
Export Development Authority (APEDA)

COURSE FEE

45,000 per participant

The course will be conducted on a regular basis, with sessions scheduled every
2-3 months. 74



Garlic Powder Production and Applications

Course Duration: 1 Week

OBJECTIVES

1. To understand the basics of garlic powder production
2. To learn about the different applications of garlic
powder

3. To understand the quality control measures for garlic
powder production

4. To learn about the market trends and opportunities for
garlic powder

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Garlic powder producers and manufacturers
2. Food and pharmaceutical industries using
garlic powder

3. Researchers and scientists working on garlic
powder

4. Entrepreneurs and investors interested in
garlic powder production

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in garlic powder production and
applications




COURSE OUTLINE

Module 1: Introduction to Garlic Powder

1. Introduction to garlic powder

2. History of garlic powder production

3. Overview of the garlic powder industry
4. Basics of garlic powder production

Module 2: Garlic Powder Production Process

1. Garlic selection and preparation

2. Drying and dehydration of garlic

3. Milling and grinding of garlic

4. Quality control measures for garlic powder production

Module 3: Applications of Garlic Powder

1. Food applications of garlic powder

2. Pharmaceutical applications of garlic powder
3. Cosmetic applications of garlic powder

4. Emerging applications of garlic powder

Module 4: Quality Control and Safety

1. Quality control measures for garlic powder production
2. Safety protocols for garlic powder production
3. Regulatory requirements for garlic powder production

Module 5: Market Trends and Opportunities

1. Market trends and opportunities for garlic powder
2. Export markets for garlic powder
3. Emerging markets for garlic powder

TRAINING PROVIDERS

1. Indian Institute of Foreign Trade (IIFT)

2. Export-Import Bank of India (EXIM Bank)
3. Federation of Indian Export Organizations
(F[0)]

4. Agricultural and Processed Food Products
Export Development Authority (APEDA)

COURSE FEE

45,000 per participant

The course will be conducted on a regular asis, with sessions scheduled

every 2-3 months. 76



Chicory Powder Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of chicory powder
production and quality control.

2. Learn about export regulations, documentation, and
logistics.

3. Develop skills in marketing and sales of chicory
powder.

4. Understand market trends and demand for chicory
powder.

TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of chicory powder.
2. Manufacturers and suppliers of chicory
powder.

3. Agricultural extension workers and
consultants.

4. Anyone interested in learning about chicory
powder export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in chicory powder export.



I S ” o COURSE OUTLINE

p Day 1: Chicory Powder Production and
Quality Control
1. Overview of chicory powder
production process.
2. Quality control measures for chicory
8 powder.
' 3. Importance of packaging and labeling.

g3 Day 2: Export Regulations,
4+ 4 Documentation, and Logistics

A . 1. Export regulations for chicory powder.
’ * 2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

s e‘! Day 3: Marketing and Sales, Market
%,  Trends

© 1. Marketing strategies for chicory
powder.
2. Sales techniques and negotiation
skills.
3. Market trends and demand for chicory
powder.

TRAINING PROVIDERS

1. Export promotion councils and trade \.,_
associations. '
2. Agricultural universities and colleges.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

The course will be conducted on a regular ai, with sessions scheduled
every 2-3 months. 8




Whole Egg Powder Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of whole egg powder
production and quality control.

2. Learn about export regulations, documentation, and
logistics.

3. Develop skills in marketing and sales of whole egg
powder.

4. Understand market trends and demand for whole egg
powder.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

. 3w 1. Exporters and importers of whole egg
e 2 . — powder.
e - & & LS - o
- L 5 M 2. Manufacturers and suppliers of whole egg
Wy . : ~— » powder.
A 3. Agricultural extension workers and
consultants.

4. Anyone interested in learning about whole
egg powder export.

-
COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in whole egg powder export.




COURSE OUTLINE

Day 1: Whole Egg Powder Production and
Quality Control

1. Overview of whole egg powder
production process.

2. Quality control measures for whole egg
powder.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for whole egg
powder.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends

1. Marketing strategies for whole egg
powder.

2. Sales techniques and negotiation
skills.

3. Market trends and demand for whole
egg powder.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Agricultural universities and colleges.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

80

every 2-3 months.



Whole Egg Powder Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of egg shell powder
production and quality control.

2. Learn about export regulations, documentation, and
logistics.

3. Develop skills in marketing and sales of egg shell
powder.

4. Understand market trends and demand for egg shell
powder.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of egg shell powder.
2. Manufacturers and suppliers of egg shell
powder.

3. Agricultural extension workers and
consultants.

4. Anyone interested in learning about egg
shell powder export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in egg shell powder export.




COURSE OUTLINE

Day 1: Egg Shell Powder Production and
Quality Control

1. Overview of egg shell powder
production process.

2. Quality control measures for egg shell
powder.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for egg shell
powder.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends

1. Marketing strategies for egg shell
powder.

2. Sales techniques and negotiation
skills.

3. Market trends and demand for egg
shell powder.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Agricultural universities and colleges.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

The course will be conducted on a regu_la"f'lié.si with sessions scheduled

every 2-3 months. 82



Alkaline Water Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of alkaline water production
and quality control.

2. Learn about export regulations, documentation, and
logistics.

3. Develop skills in marketing and sales of alkaline water.
4. Understand market trends and demand for alkaline
water.

- |
TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of alkaline water.

2. Manufacturers and suppliers of alkaline
water.

3. Beverage industry professionals.

4. Anyone interested in learning about alkaline
water export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in alkaline water export.

—
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COURSE OUTLINE

Day 1: Alkaline Water Production and
Quality Control

1. Overview of alkaline water production
process.

2. Quality control measures for alkaline
water.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for alkaline water.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends (Optional)

1. Marketing strategies for alkaline water.
2. Sales techniques and negotiation
skills.

3. Market trends and demand for alkaline
water.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Beverage industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥50,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
84

every 2-3 months.



Soya Bean Products Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of soya bean production and
processing.

2. Learn about export regulations, documentation, and
logistics for soya bean products.

3. Develop skills in marketing and sales of soya bean -
products. :
4. Understand market trends and demand for soya bean g
products.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of soya bean
products.

2. Manufacturers and suppliers of soya bean
products.

3. Agricultural professionals.

4. Anyone interested in learning about soya
bean products export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in soya bean products export.



COURSE OUTLINE

Day 1: Soya Bean Production and
Processing

1. Overview of soya bean production and
processing.

2. Quality control measures for soya
bean products.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for soya bean
products.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends (Optional)

1. Marketing strategies for soya bean
products.

2. Sales techniques and negotiation
skills.

3. Market trends and demand for soya
bean products.

= ¥ =
=
1. Export promotion councils and trade B — \
associations. ~ \i
2. Agricultural universities and colleges.
3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

45,000 per participant

RN o ke
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The course will be conducted on a regular basis

every 2-3 months.



Tuti Fruity from Papaya Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of Tuti Fruity production =
from papaya. =
2. Learn about export regulations, documentation,
and logistics for Tuti Fruity.

3. Develop skills in marketing and sales of Tuti Fruity.
4. Understand market trends and demand for Tuti
Fruity.

TRAINING METHODS
1. Lectures and presentations
2. Hands-on training and practical exercises

3. Case studies and group discussions
4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of Tuti Fruity.

2. Manufacturers and suppliers of Tuti Fruity.
3. Food industry professionals.

4. Anyone interested in learning about Tuti
Fruity export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in Tuti Fruity export.



TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

every 2-3 months.

Day 1: Tuti Fruity Production from
Papaya
1. Overview of Tuti Fruity production
process.

2. Quality control measures for Tuti
Fruity.
3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for Tuti Fruity.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends (Optional)

1. Marketing strategies for Tuti Fruity.

2. Sales techniques and negotiation
skills.

3. Market trends and demand for Tuti
Fruity.
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Coconut Sugar Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of coconut sugar
production.

2. Learn about export regulations, documentation,
and logistics for coconut sugar.

3. Develop skills in marketing and sales of coconut
sugar.

4. Understand market trends and demand for
coconut sugar.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of coconut sugar.

2. Manufacturers and suppliers of coconut
sugar.

3. Food industry professionals.

4. Anyone interested in learning about coconut
sugar export.

- e ey
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COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials
4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in coconut sugar export.




TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

43,000 per participant

COURSE OUTLINE

Day 1: Coconut Sugar Production

1. Overview of coconut sugar production
process.

2. Quality control measures for coconut
sugar.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for coconut sugar.

2. Documentation required for export
(e.g. commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends (Optional)

1. Marketing strategies for coconut sugar.
2. Sales techniques and negotiation
skills.

3. Market trends and demand for
coconut sugar.

TR
i

The course will be conducted on regular basis, with sessions scheduled

every 2-3 months. 20



Millets & Value Added Products

Course Duration: 5 days

OBJECTIVES

1. Understand the principles of millet processing and value
addition.

2. Learn about various value-added products from millets
(e.g., millet flour, millet-based snacks).

3. Develop skills in marketing and sales of millet-based
products.

4. Understand market trends and demand for millet-based
products.

5. Learn about food safety and quality control measures
for millet-based products.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Entrepreneurs and business owners in the
food processing industry.

2. Food technologists and scientists.

3. Agricultural extension workers and
consultants.

4. Anyone interested in learning about millet
processing and value addition.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in millet processing and value
addition.



COURSE OUTLINE

Day 1: Introduction to Millets and Millet Processing

1. Overview of millets and their nutritional benefits.

2. Principles of millet processing (e.g., cleaning, grading,
storage).

3. Introduction to value addition in millets.

Day 2: Value-Added Products from Millets

1. Millet flour production and applications.

2. Millet-based snack food production (e.g., extruded
shacks, baked goods).

3. Other value-added products from millets (e.g., millet-
based beverages, millet-based animal feed).

Day 3: Marketing and Sales of Millet-Based Products

1. Marketing strategies for millet-based products.

2. Sales techniques and negotiation skills.

3. Understanding market trends and demand for millet-
based products.

Day 4: Food Safety and Quality Control Measures

1. Food safety regulations and standards for millet-
based products.

2. Quality control measures for millet-based products
(e.g., testing, inspection).

3. Implementing HACCP and GMP in millet processing
and value addition.

Day 5: Entrepreneurship and Business Development

1. Entrepreneurship opportunities in millet processing
and value addition.

2. Business plan development for millet-based product
ventures.

3. Accessing markets and funding opportunities for
millet-based product ventures.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥50,000 per participant

The course will be conducted on a regular basis, with sessions scheduled
every 2-3 months.

92




Millets Beer Export

Course Duration: 45 days

OBJECTIVES

1. Understand the principles of millet-based beer brewing.
2. Learn about packaging and labeling requirements for
beer export.

3. Develop skills in marketing and sales of millet-based
beer.

4. Understand export regulations and documentation for
beer.

5. Learn about food safety and quality control measures
for beer.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

{f  1.Breweries and beer manufacturers.
1 2.Exporters and importers of beer.
¢ 3.Food technologists and scientists.
4. Anyone interested in learning about millet-
based beer export.
ﬁ:‘ § ‘ » - ) L3 ;. 3
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COURSE MATERIALS ,ti
%
1. Course manual and notes % 1
2. PowerPoint presentations !
3. Practical demonstration materials £ ¥
4. Case studies and group discussion materials .
5. Additional resources and reading materials '
CERTIFICATION ‘
1. Certificate of completion '
2. Certification in millet-based beer export. -~



COURSE OUTLINE

Module 1: Millets Beer Brewing

1. Introduction to millet-based beer brewing.
2. Ingredients and equipment for brewing.

3. Brewing process and quality control.

4. Fermentation and packaging.

Module 2 : Packaging and Labeling

1. Packaging options for beer export (e.g., bottles,
cans, kegs).

2. Labeling requirements for beer export.

3. Packaging and labeling regulations.

Module 3 : Marketing and Sales

1. Marketing strategies for millet-based beer.
2. Sales techniques and negotiation skills.

3. Understanding market trends and demand.

Module 4: Export Regulations and Documentation
1. Export regulations for beer.

2. Documentation required for beer export (e.g.,
commercial invoice, certificate of origin).

3. Logistics and shipping procedures.

Module 5: Food Safety and Quality Control

1. Food safety regulations and standards for beer.

2. Quality control measures for beer (e.g., testing,
inspection).

3. Implementing HACCP and GMP in beer brewing
and packaging.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥80,000 per participant

a
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The course will be conducted on a rgularbasi, with sessions scheduled
94

every 2-3 months.



Amaranth Millets (Chaulai) Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of amaranth millet production
and processing.

2. Learn about export regulations, documentation, and
logistics for amaranth millets.

3. Develop skills in marketing and sales of amaranth
millets.

4. Understand market trends and demand for amaranth
millets.

TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of amaranth
millets.

2. Manufacturers and suppliers of amaranth
millet products.

3. Agricultural professionals.

4. Anyone interested in learning about
amaranth millet export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in amaranth millet export.
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TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.
3. Private training providers and consultants.

4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

every 2-3 months.

- r COURSE OUTLINE

Day 1: Amaranth Millet Production and
Processing

1. Overview of amaranth millet
production and processing.

2. Quality control measures for amaranth
millets.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for amaranth
millets.

2. Documentation required for export
(e.g., commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends

1. Marketing strategies for amaranth
millets.

2. Sales techniques and negotiation
skills.

3. Market trends and demand for
amaranth millets.
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Chia Seeds Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of chia seed production
and processing.

2. Learn about export regulations, documentation,
and logistics for chia seeds.

3. Develop skills in marketing and sales of chia seeds.

4. Understand market trends and demand for
chia seeds.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of chia seeds.

2. Manufacturers and suppliers of chia seed
products.

3. Agricultural professionals.

4. Anyone interested in learning about chia
seed export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in chia seed export.
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TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

45,000 per participant

COURSE OUTLINE

Day 1: Chia Seed Production and
Processing

1. Overview of chia seed production
and processing.

2. Quality control measures for chia
seeds.

3. Importance of packaging and
labeling.

ELY 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for chia seeds.

2. Documentation required for export
(e.g., commercial invoice, packing list).
3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends

1. Marketing strategies for chia seeds.
2. Sales techniques and negotiation
skills.

3. Market trends and demand for chia
seeds.

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months.
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Cucumber (Gherkins) Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of cucumber production
and processing.

2. Learn about export regulations, documentation,
and logistics for cucumbers.

3. Develop skills in marketing and sales of
cucumbers.

4. Understand market trends and demand for ﬂ-‘:
cucumbers. ;
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TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of cucumbers.

2. Manufacturers and suppliers of cucumber
products.

3. Agricultural professionals.

4. Anyone interested in learning about
cucumber export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in cucumber export.
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COURSE OUTLINE

Day 1: Cucumber Production and
Processing

1. Overview of cucumber production
and processing.

2. Quality control measures for
cucumbers.

3. Importance of packaging and
labeling.

ELY 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for cucumbers.

2. Documentation required for export
(e.g., commercial invoice, packing list).
3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market
Trends
1. Marketing strategies for cucumbers.
2. Sales techniques and negotiation
skills.
3. Market trends and demand for

cucumbers.
ah e, . > 1_,-,'.’"' r P
TRAINING PROVIDERS : # /
. y, 4
1. Export promotion councils and trade —he A 4 ;6#

associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months. 100



Mangosteen Kokim Export

Course Duration: 3 days

OBJECTIVES

1. Understand the principles of mangosteen kokim
production and processing.

2. Learn about export regulations, documentation,
and logistics for mangosteen kokim.

3. Develop skills in marketing and sales of
mangosteen kokim.

4. Understand market trends and demand for
mangosteen kokim.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in mangosteen kokim export.
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TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of mangosteen
kokim.

2. Manufacturers and suppliers of mangosteen
kokim products.

3. Agricultural professionals.

4. Anyone interested in learning about
mangosteen kokim export.




TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Food industry associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥40,000 per participant

COURSE OUTLINE

Day 1: Mangosteen Kokim Production and
Processing

1. Overview of mangosteen kokim
production and processing.

2. Quality control measures for
mangosteen kokim.

3. Importance of packaging and labeling.

Day 2: Export Regulations,
Documentation, and Logistics

1. Export regulations for mangosteen
kokim.

2. Documentation required for export
(e.g., commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 3: Marketing and Sales, Market Trends
1. Marketing strategies for mangosteen
kokim.

2. Sales techniques and negotiation skills.
3. Market trends and demand for
mangosteen kokim.

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months.

102



Moringa & Value Added Products Export

Course Duration: 4 days

OBJECTIVES

1. Understand the principles of moringa production and
processing.

2. Learn about export regulations, documentation, and
logistics for moringa and its value-added products.

3. Develop skills in marketing and sales of moringa and its
value-added products.

4. Understand market trends and demand for moringa and its
value-added products.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of moringa and its
value-added products.

2. Manufacturers and suppliers of moringa
products.

3. Agricultural professionals.

4. Anyone interested in learning about moringa
export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in moringa export.




TRAINING PROVIDERS

1. Export promotion councils and trade
associations.
2. Food industry associations.

3. Private training providers and consultants.

4. Industry associations and organizations.

COURSE FEE

45,000 per participant

COURSE OUTLINE

Day 1: Moringa Production and Processing

1. Overview of moringa production and
processing.

2. Quality control measures for moringa.

3. Importance of packaging and labeling.

Day 2: Value Added Products from Moringa

1. Moringa powder production and
applications.

2. Moringa oil production and applications.

3. Other value-added products from moringa
(e.g., capsules, tea).

Day 3: Export Regulations, Documentation,
and Logistics

1. Export regulations for moringa and its
value-added products.

2. Documentation required for export (e.g.,
commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 4: Marketing and Sales, Market Trends

1. Marketing strategies for moringa and its
value-added products.

2. Sales techniques and negotiation skills.

3. Market trends and demand for moringa and
its value-added products.

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months.

104



Shatavari & Value Added Products Export

Course Duration: 4 days

OBJECTIVES

1. Understand the principles of shatavari production and
processing.

2. Learn about export regulations, documentation, and
logistics for shatavari and its value-added products.

3. Develop skills in marketing and sales of shatavari and its
value-added products.

4. Understand market trends and demand for shatavari and
its value-added products.

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of shatavari and its
value-added products.

2. Manufacturers and suppliers of shatavari
products.

3. Herbal medicine professionals.

4. Anyone interested in learning about
shatavari export.

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials
4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in shatavari export.



COURSE OUTLINE

Day 1: Shatavari Production and Processing

1. Overview of shatavari production and
processing.

2. Quality control measures for shatavari.

3. Importance of packaging and labeling.

Day 2: Value Added Products from Shatavari
1. Shatavari powder production and
applications.

2. Shatavari extract production and
applications.

3. Other value-added products from shatavari
(e.g., capsules, tablets).

Day 3: Export Regulations, Documentation,
and Logistics

1. Export regulations for shatavari and its
value-added products.

2. Documentation required for export (e.g.,
commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 4: Marketing and Sales, Market Trends
| 1. Marketing strategies for shatavari and its
3\ value-added products.

2. Sales techniques and negotiation skills.
3. Market trends and demand for shatavari

i
i i and its value-added products.

TRAINING PROVIDERS

1. Export promotion councils and trade

associations.

2. Herbal medicine associations.

3. Private training providers and consultants. |
4. Industry associations and organizations.

COURSE FEE

45,000 per participant
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Castor Oil & Derivatives Export

Course Duration: 4 days

OBJECTIVES

1. Understand the principles of castor oil production and
processing.

2. Learn about export regulations, documentation, and
logistics for castor oil and its derivatives.

3. Develop skills in marketing and sales of castor oil and its
derivatives.

4. Understand market trends and demand for castor oil and
its derivatives.

TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Exporters and importers of castor oil and its
derivatives.

2. Manufacturers and suppliers of castor oil
products.

3. Oilseed industry professionals.

4. Anyone interested in learning about castor
oil export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in castor oil export.



COURSE OUTLINE

Day 1: Castor Oil Production and Processing
1. Overview of castor oil production and
processing.

2. Quality control measures for castor oil.

3. Importance of packaging and labeling.

Day 2: Castor Oil Derivatives

1. Introduction to castor oil derivatives (e.g.,
castor wax, ricinoleic acid).

2. Production processes for castor oil
derivatives.

3. Applications and markets for castor oil
derivatives.

Day 3: Export Regulations, Documentation,
and Logistics

1. Export regulations for castor oil and its
derivatives.

2. Documentation required for export (e.g.,
commercial invoice, packing list).

3. Logistics and shipping procedures.

Day 4: Marketing and Sales, Market Trends

1. Marketing strategies for castor oil and its
derivatives.

2. Sales techniques and negotiation skills.

3. Market trends and demand for castor oil
and its derivatives.

TRAINING PROVIDERS

1. Export promotion councils and trade
associations.

2. Oilseed associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

55,000 per participant

The course will be conducted on a regular basis, with sessions scheduled

every 2-3 months. 108



Algae & Seaweed Cultivation Export

Course Duration: 1 Month

OBJECTIVES

1. Understand the principles of algae and seaweed ! [ :
cultivation.

2. Learn about export regulations, documentation, and

logistics for algae and seaweed. i

3. Develop skills in marketing and sales of algae and seaweed ! i

products. -—'rié = & & i !

4. Understand market trends and demand for algae and i = !_— H !__:'
—— ‘-}

'h-

seaweed products.
TRAINING METHODS

1. Lectures and presentations
2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

LR .

TARGET AUDIENCE

1. Algae and seaweed cultivators and
processors.

2. Exporters and importers of algae and
seaweed products.

3. Aquaculture professionals.

4. Anyone interested in learning about algae
and seaweed export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in algae and seaweed Cultivation &
export.




COURSE OUTLINE

Module 1: Algae and Seaweed Cultivation

1. Overview of algae and seaweed cultivation
methods.

2. Site selection and preparation for cultivation.

3. Water quality management and nutrient supply.
4. Cultivation techniques and best practices.

Module 2: Harvesting, Processing, and Packaging

1. Harvesting techniques for algae and seaweed.

2. Processing and drying methods.

3. Packaging and labeling requirements.

4. Quality control measures for algae and seaweed

products.

-» Module 3: Export Regulations, Documentation, and
Logistics
1. Export regulations for algae and seaweed
products.

2. Documentation required for export (e.g.,
commercial invoice, packing list).

3. Logistics and shipping procedures.

4. Customs clearance and compliance.

Module 4: Marketing and Sales, Market Trends

1. Marketing strategies for algae and seaweed
products.

2. Sales techniques and negotiation skills.

3. Market trends and demand for algae and
seaweed products.

4. Building relationships with buyers and suppliers.

TRAINING PROVIDERS

1. Aquaculture associations.

2. Export promotion councils and trade
associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥75,000 per participant
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Freeze Dried Fruits & Vegetables using Indigenous
Technology Export

Course Duration: 1 Month

OBJECTIVES

1. Understand the principles of freeze-drying technology.

2. Learn about indigenous technology for freeze-drying fruits
and vegetables.

3. Develop skills in processing and packaging freeze-dried
products.

4. Understand export regulations, documentation, and
logistics for freeze-dried products.

5. Learn marketing and sales strategies for freeze-dried
products.
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TARGET AUDIENCE

1. Food processors and manufacturers.

2. Exporters and importers of freeze-dried
products.

3. Agricultural professionals.

4. Anyone interested in learning about freeze-
dried products export.
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COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in freeze-dried products export.




COURSE OUTLINE

Month 1: Introduction to Freeze-Drying Technology
1. Overview of freeze-drying technology.

2. Principles of freeze-drying.

3. Applications of freeze-dried products.

Month 2: Indigenous Technology for Freeze-Drying

1. Introduction to indigenous technology for freeze-
drying.

2. Design and development of indigenous freeze-
drying equipment.

3. Operation and maintenance of indigenous freeze-
drying equipment.

Month 3: Processing and Packaging of Freeze-Dried
‘ Products

! 1. Pre-treatment of fruits and vegetables for freeze-
drying.
2. Freeze-drying process and parameters.
3. Packaging and storage of freeze-dried products.

Month 4: Export Regulations, Documentation, and
Logistics

1. Export regulations for freeze-dried products.

2. Documentation required for export (e.g.,
commercial invoice, packing list).

3. Logistics and shipping procedures for freeze-dried
products.

Month 5: Marketing and Sales of Freeze-Dried
Products

1. Marketing strategies for freeze-dried products.

2. Sales techniques and negotiation skills.

3. Building relationships with buyers and suppliers.

TRAINING PROVIDERS

1. Food processing associations.

2. Export promotion councils and trade
associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥80,000 per participant
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The course will be conducted on a regular basis, with sessions scheduled
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Dehydrated Fruits & Vegetables, Powder & Slices

Course Duration: 1 Month

OBJECTIVES

11. Understand the principles of dehydration technology.
2. Learn about various dehydration methods (e.g., spray
drying, freeze-drying).

3. Develop skills in producing dehydrated fruits and
vegetables, powder, and slices.

4. Understand export regulations, documentation, and

logistics for dehydrated products. - / P - # .

5. Learn marketing and sales strategies for dehydrated d ‘ Y, = Z
N, / Doe——

products. - /’ ; 3 A

#

TRAINING METHODS

1. Lectures and presentations

2. Hands-on training and practical exercises
3. Case studies and group discussions

4. Guest lectures from industry experts

TARGET AUDIENCE

1. Food processors and manufacturers.

2. Exporters and importers of dehydrated
products.

3. Agricultural professionals.

4. Anyone interested in learning about
dehydrated products export.

COURSE MATERIALS

1. Course manual and notes

2. PowerPoint presentations

3. Practical demonstration materials

4. Case studies and group discussion materials
5. Additional resources and reading materials

CERTIFICATION

1. Certificate of completion
2. Certification in dehydrated products export.




COURSE OUTLINE

Module 1: Introduction to Dehydration Technology
1. Overview of dehydration technology.

2. Principles of dehydration.

3. Applications of dehydrated products.

Module 2: Dehydration Methods

1. Spray drying method.

2. Freeze-drying method.

3. Other dehydration methods (e.g., vacuum drying,
solar drying).

Module 3: Production of Dehydrated Fruits &
Vegetables

1. Pre-treatment of fruits and vegetables for
dehydration.

~ 2.Dehydration process and parameters.

3. Packaging and storage of dehydrated products.

- Module 4: Production of Dehydrated Powder & Slices
1. Production of dehydrated powder (e.g., fruit
powder, vegetable powder).

2. Production of dehydrated slices (e.g., fruit slices,
vegetable slices).

3. Packaging and storage of dehydrated powder and
slices.

Module 5: Export Regulations, Documentation, and

Logistics

1. Export regulations for dehydrated products.

2. Documentation required for export (e.g.,

3 commercial invoice, packing list).

- e 3. Logistics and shipping procedures for dehydrated
# products.

TRAINING PROVIDERS

1. Food processing associations.

2. Export promotion councils and trade
associations.

3. Private training providers and consultants.
4. Industry associations and organizations.

COURSE FEE

¥80,000 per participant
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The course will be conducted on a regulal: basis, with sessions scheduled

every 2-3 months. 114



RK Foundation Incubation Program Overview

The program is designed to foster a supportive ecosystem for startups and
innovators, providing them with the necessary resources, mentorship, and
networking opportunities to succeed.
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Mentorship: Guidance from experienced professionals and industry experts
Networking: Opportunities to connect with potential investors, partners, and
customers

Funding: Access to funding options, including grants and venture capital
Infrastructure: Shared office space, meeting rooms, and other facilities
Training and Workshops: Regular sessions on entrepreneurship, business
planning, and skill development

Eligibility and Application

The incubation program is open to startups, entrepreneurs, and innovators
working on impactful projects. To apply, candidates need to submit their
proposals, which will be evaluated based on their innovation, scalability, and
potential for social impact.
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The RK Foundation's incubation program focuses on the following areas:

Education: Innovative solutions for improving education outcomes,
accessibility, and quality

Technology: Startups working on cutting-edge technologies, such as
Agriculture ,Al, blockchain, and loT

Social Impact: Projects addressing pressing social issues, including
healthcare, environment, and livelihoods

By supporting innovative ideas and entrepreneurship, the RK Foundation's
incubation program aims to create a positive impact on society and
contribute to the country's economic growth.
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