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Frequently Asked Questions

Why was the GMC program started?

A growing company has to concentrate on building talent from within in
general and specifically for Mahindra, to continue on its path of disruptive
innovation, identifying individuals with ideas and guts to implement them is
paramount and therefore bright young, energetic people are best fit for our
organization.

How is this program different from the other leadership programs?

There are a few themes which set us apart:
o Diversity of Experience
o Diversity of Discipline
o Winning across Culture

Apart from the above, GMCs are the owner of their career. \We give them
opportunities to select the job of their choice.

How easy/difficult it is to change sectors/functions?

There are structured processes for rotations. However, it is totally
dependent on one’s performance. E.g. if a Brand manager role is available.
At least, 15 GMCs will apply and they will go through an interview process.
The best candidate bags the desired role. The process is transparent and
merit based.

Are there any international opportunities?

It is entirely business dependent. Couple of GMCs are working on
international projects like Africa Entry Strategy, SCM and Procurement in
China and they keep on travelling around the globe. Many GMCs are involved
in projects on M&A'’s and International Operations.

What is the process after the tenure is over?
GMCs are expected to be among the top two performance brackets. By the

end of six years they are supposed to become department heads and their
career is taken care of by the talent management process at Group Level.
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Disclaimer

Mahindra & Mahindra herein referred to as M&M, and its subsidiary companies provide a
wide array of presentations and reports, with the contributions of various professionals.
These presentations and reports are for informational purposes and private circulation
only and do not constitute an offer to buy or sell any securities mentioned therein. They do
not purport to be a complete description of the markets conditions or developments
referred to in the material. While utmost care has been taken in preparing the above, we
claim no responsibility for their accuracy. We shall not be liable for any direct or indirect
losses arising from the use thereof and the viewers are requested to use the information
contained herein at their own risk. These presentations and reports should not be
reproduced, re-circulated, published in any media, website or otherwise, in any form or
manner, in part or as a whole, without the express consent in writing of M&M or its
subsidiaries. Any unauthorized use, disclosure or public dissemination of information
contained herein is prohibited. Unless specifically noted, M&M or any of its subsidiary
companies is not responsible for the content of these presentations and/or the opinions
of the presenters. Individual situations and local practices and standards may vary, so
viewers and others utilizing information contained within a presentation are free to adopt
differing standards and approaches as they see fit. You may not repackage or sell the
presentation. Products and names mentioned in materials or presentations are the
property of their respective owners and the mention of them does not constitute an
endorsement by M&M or its subsidiary companies. Information contained in a
presentation hosted or promoted by M&M is provided “as is” without warranty of any kind,
either expressed or implied, including any warranty of merchantability or fithess for a
particular purpose. M&M or its subsidiary companies assume no liability or responsibility
for the contents of a presentation or the opinions expressed by the presenters. All
expressions of opinion are subject to change without natice.



