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CERTIFICATE

This is to certify that Jaya College of Arts and Science always evaluate all the Programme
Outcomes and Course Outcomes offered by the institution and the same will be Communicated to the

Teachers for the measuring the target of attainment of POs and Cos..

Evidence Attached

1. Sample Attainment of POs and COs
2. Sample University Syllabus with POs and Cos.
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JAYA COLLEGE OF ARTS AND SCIENCE
THIRUNINRAVUR - 602 024

ATTAINMENT OF PROGRAMME OUTCOMES AND COURSE OUTCOMES

DEPARTMENT OF B.B.A
Program
Specific
Programme Outcomes [POs
S. No. Course Title Coucrlse £ [POs] Outcomes
Code [POS]
1 2 3 4 5 6 7 8 1 2
1 |Principles of Management BB21A (14 (28| 3 [29|26|24|15]|26
2 |Financial accounting BB21B | 28| 15|14 |16 |1.7|25(0.7 (1.8
3 |Managerial economics BB31A | 27|26|16[18|17]23|05]|1.2
4 |Management accounting BB22B | 2513|1416 |1.8|28|06|1.3
5 |Business communication BB22A | 2.8 25|26 |24 |24|22|23|22
6 [International trade BB32A | 241231141323 25|13|26
7 |Financial management BB23A (28 (25(13(12|16[25|05|23
8 |Organisationalbehaviour BB23B | 2425|1315 23|23|1.2]|21
g |Computerapplication in BB23C | 2.8| 16|28 |26]16] 3 [18]12
business
10 [Marketing management BB23D | 2825|1514 |16 (251415
11 [Business statistic BB33A | 26|27|18|16|28|26|15|28
1p |Human BB24A [ 28| 25[18|15[13[25[14[15
resourcesmanagement
13 [Businessregulatory frame | gpoyp | o5 | 13(1.3( 13|24 (24| 05|26
work
14 |Financial services BB24C |22 (12|18 (16|24 [26(1.8(2.0
15 Management information BB24D | 3 5 3 5 3 3 3 3
system
16 |[Operation research BB34A | 28| 27|18|16|16|27 15|29
17 Advert@ng and sales BB2sA | — | 3| — |26] 3 |14] 3| —
promotion
18 [Research methodology BB25B | 24124 |115|13|14|24|23|24
19 |Logistic and supply chain | gpssp | 57 | 16| 13| 1.4|27]18]15]13

management




20 |Operation Management BB25C [ 25|126(13|16(26|13[1.6] 2.6
21 [Material management BB25D [ 2824 (15(18(24(12[1.8|24
22 |[Business environment BB26A | 2.8 26| 13|24 |25|15|15|24
23 |[Service marketing BB26B | 2.7 1512322231516 15
24 |[Business taxation BB26C | 3 |27 3 (27| 3 (27| 3 3
o5 Customer relationship BeaeD | — | — | — |27l 3| = | = |27
management
26 |Project BB46Q | 2.8|27|18|16|1.7]|26|25](28
COs - POs Attainment
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JAYA COLLEGE OF ARTS AND SCIENCE
THIRUNINRAVUR — 602 024
ATTAINMENT OF PROGRAMME OUTCOMES
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PROGRAMME OUTCOMES
Department of Business Administration

3 2.8 2.8

2.7
26
2.5
2.5
2 1.8
1.7
1.6
1.5
1
0.5
PO2 PO3 PO4 PO5 PO6 PO7

Attainment Level

0

PO1 PO8

Program Outcomes

SR 5(7@,%{'
/f/'gb 8\ -
F e PRINCIPAL
e JAYA COLLEGE OF ARTS & SCIENCE

D -
S > THIRUNINRAVUR-602 024.



JAYA COLLEGE OF ARTS AND SCIENCE
THIRUNINRAVUR - 602 024
ATTAINMENT OF PROGRAMME OUTCOMES AND COURSE OUTCOMES

DEPARTMENT OF M.B.A
Program
Specific
P Out PO
S. No. Course Title Course rogramme Quicomes [POs] Outcomes
Code [POS]
1 2 3 4 5 6 7 8 1 2
1 [Management Principles and MB21A | 1.4 | 26|24 |16|15[13|15] 3 | 0 | 0
Business Ethics
o |Quantitative techniques and MB21B |24 |24 | — |25| — |26[25| —| 0 | O
research methods in business
3 Managlng organizational vB21c| — | 3 3 3 3 31 — 118l o 0
behaviour
4 [Accounting for manager MB21D | 3 3 12423 — | 3| —118] 0 0
5 |Managerial economics MB21E| — (16| — | 3 | — [28|26|18]| O 0
6 |Entrepreneurship development MB31A| — | — | — | 3 | — | 18] 3 3 0 0
7 |Legal system in business MB22A| — [ — | — [1.8]18[19]|18(18]| O 0
8 |Applied operation research MB22B| 3 |26 — |18 — |26|17| — | O 0
9 [Human resource management mMB22C| — | — | —|18|28|26|18| — | O 0
10 |Marketing management MB22D | — | — | — | 28| — [26(19([16( O 0
11 |Operation management MB22E |16|18| — |19 — 18|18 — | O 0
12 [Financial management MB22F (16|28 — (17| — |18]28] — | O 0
13 [International business MB32A | — (29| — 28| — |1.7]| 3 3 0 0
14 |[Strategic management MB23A| — | — | 2.8 |2.88|2.88| — |2.88] — | O 0
15 |Information system for business | MB23B [2.82]2.20(2.82 2.3012.50|1 28|28 0 0
16 |Corporate Finance MB4FA| — | — | — |19 — [19|24| — [ O 0
17 Security analysis and portfolio vBarB | — 25| — |10 — |25]25] — | o 0
management
18 [Human resources Development [MB4RA| 21| — |3.00 — (24| — | — [22] O 0
19 [Industry and labour relation MB4RD |21 | — | — | — |27 — | — 22| O 0




20 |Supply chain Management MB4LA| — | — | — |25 3 | 25| 3 3
21 |[Exportand import management [MB4LG| — | — | 21|27 | 22|27 — | —
22 Advance marketlrlg research and vBavAl — | — | — 1221 — | 3 3| —
consumer behaviour
23 |Service Marketing MBAMF| — | — | — | 3 | — | 3 |25]| —
24 |Brand management MB4MD| 25| — | — | 3 | — | 3 3| —
o5 Pr|r_10|_ples and practices of vBale | 251 3 | 3| — |25 = | — | 3
logistic management
26 |Organisational development MB4RC | — | 21 23 — 122 — | —
27 Merghant banking and financial MBaED | — (241 — 1221 — |21 = | —
services
COs - POs Attainment 21(24)130(26|124(24)|26]|22
TR ) Q(V“M’”
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ATTAINMENT OF PROGRAMME OUTCOMES
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University of Madras
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Outcome Based Curriculum Framework of B.B.A. programme prescribed
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COURSE STRUCTURE:

MAX
SEMESTER | . E MARKS | %
COURSE SUBJECTS 3| W Ia
COMPONENT 5| S| INT [EXT| F
Part1 | Paper—1I Tamil/ other Language 4 | 3 25 75 100
Part Il | Paper — | BP2-ENGO1: Communicative English| 3 | 3 50 50 | 100
Core Paper — I | BBA-DSCO1:Principles of Management| 5 | 4 25 75 100
Part 111 | Core Paper — II| BBA-DSCO02:Financial Accounting 6 | 4 25 75 100
Allied Paper - I| BBA-DSAO01: Managerial Economics 6 | 5 25 75 100
Basic/Adv.Tamil/NME-1* 2 | 2 25 75 100
Part IV BP4-ECAM- English for Commerce | 4 | 4 50 50 100
and Management
MAX
SEMESTER II . E MARKS Z:'
SUBJECTS 5| w =
COURSE T| X|INT |EXT O
COMPONENT E
Part | Paper — 11 Tamil/ other Language 4 | 3 25 75 100
Part Il | Paper —1II English 4 | 3| 25 75 | 100
Core Paper — 111l BBA-DSCO03: Business 6| 4| 25 75 | 100
Part 111 Communication
Core Paper — BBA-DSC04: Management Accounting| 6 | 4 25 75 100
1\
Allied Paper - | BBA-DSAO2: International Trade 6 | 5 25 75 100
1l
Basic/Adv. Tamil/NME-I1* 2| 2 25 75 100
Part IV Soft SKillS 2 3| 50 | 50 | 100
*NME: Choose any one from the other Department
MAX
SEMESTER I11 ) E MARKS Z:I
SUBJECTS 5| w =
COURSE T| X|INT |EXT O
COMPONENT IS
Core Paper -V | BBA-DSCO05: Financial Management 6 | 4 25 75 100
Core Paper -VI | BBA-DSCO06:0rganisational Behaviour| 6 | 4 25 75 100
Part Il | Core Paper —vII | BBA-DSCO07: Computer Application 5| 4 25 75 100
in Business
Core Paper -V111 | BBA-DSCO08: Marketing Management | 5 | 4 25 75 100
Allied Paper — I11| BBA-DSAO03: Business Statistics 51| 5 25 75 100
Part IV Soft_SkiIIs _ 2| 3|50 : 50 100
Environmental Studies 1 | Exam —4" Semester




MAX
SEMESTER IV . E MARKS 2
COURSE SUBJECTS £l W 5
COMPONENT | O| INT |EXT| F
Core Paper —-IX | BBA-DSC09:Human Resource 6 | 4 25 75 100
Management
Part 111| Core Paper -X | BBA-DSC10: Business Regulatory 51 4 25 75 100
Frame Work
Core Paper -XI | BBA-DSC11:Financial Services 51| 4 25 75 100
Core Paper —X11 | BBA-DSC12: Management Information | 5 | 4 25 75 100
system
Allied Paper — 1V| BBA-DSAO04: Operation Research 6 | 5 25 75 100
Part IV Environmental Studies 1|2 25 75 100
art Soft Skill — IV 2 3] 50 | 50 | 100
MAX
SEMESTER V o E MARKS Z:I
SUBJECTS 3| m =
COURSE T | INT |EXT O
COMPONENT 2
Core Paper — BBA-DSC13: Advertising 6 | 4 25 75 100
X111 Management and Sales Promotion
Core Paper — BBA-DSC14: Research Methodology | 5 | 4 | 25 75 | 100
X1V
Core Paper — BBA-DSC15: Operations 51 14 25 75 100
XV Management
Part 11l | Core Paper — XVI| BBA-DSC16: Materials Management | 6 | 4 | 25 | 75 | 100
Elective — | BGE-CSC19: Entrepreneurial 6
Development**
Or 5 25 75 | 100
BGE-CSC15: Logistics and Supply
Chain Management**
Part IV Value Education 2 | 2 25 75 100
**The syllabus of the said courses as same as B.Com Degree programs.
SEMESTER VI maé
H -
SUBJECTS o = KS <
3 O =
COURSE o o INT|Ex| O
COMPONENT El T
Core Paper — XVIlI | BBA-DSC17: Business Environment 6|4 | 25 | 75| 100
Core Paper — XVIII | BBA-DSC18: Service Marketing 64| 25 | 75| 100
Core Paper — XIX | BBA-DSC19: Business Taxation 6|4 | 25 | 75| 100
Part |11 [Efective —1I BBA-DSE2A: Customer Relationship 6 25 | 75| 100
Management 5
Or 25 | 75| 100
BBA-DSE2B: E-Business
Elective — I11 BBA-DSEOQ3: Project work (Group) 6| 5| 20 | 80| 100
Part V Extension Activities 1




UNIVERSITY OF MADRAS
U.G. DEGREE COURSES

Amiys O (Advanced Tamil)
(PSHB LH6ULD 2 WFHIIBs6IT

l. BTLGU YBLUuTL6d
1. uehgIDd
2. eoid eMigenGgHLIGLIT?

Il. yoven s0&
1. "slenl 6lJ6e0” - &).6T601. 600160 HIN]

. ymsseiend
1. 99&HTHBEB-FMBL
2. BLMOWMWF QFUI-LOTT
3. QUOHSHANTH6IT-SDIIFHID [JGLOT6H

V. Gmfsslmer
1. BMeVFOFTEVETHBLD

2. QUTHBHWF OFT6L FHHHD
3. Uemp BB 61(1pHIgH60



UNIVERSITY OF MADRAS
U.G. DEGREE COURSES

Amiys O (Advanced Tamil)

@J6WILTD LIHeULD 2 wFHiGasein

. &_@eny
1. Quenitemniei GLITHENLD-FH\([H.).5

1. Qzuwiweir

LiBbTeIT 1

3. 0BBHFHMH-Ha] OTFTHHUWIT]

. FEI LBHSGHSHEL - QLITET(LPIQIT]T

®. wrgpld 2am@rr — Hellulesil  LMhiIE,60Iment T

F. HHSMeT - eumedt FMUIL (LPIeHLOU|LD

® . FeOLUKHBIID - LOBIGED QUTPSHSHILT LITL 6D

o6, HHUTFHID - CouswiiL HHEHHH

6. FHHeuTWIGomH — 2 wieums

. @ gewiwl wndhflald (Fevemeulim(®)-LITL_svstemr-1,3.4
. FWTLULTTEID - 6UTE6ITEHELD

@. uUTFHWT - HeLEVEHTT eiener

I, @evéalw suyeomy)

UTLLD SHapalw @RevdHaHlul eugeury

V. Guomfd Guuiyiny
RIS LGHenul HLOPTHBID OFU15H60
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UNIVERSITY OF MADRAS
U.G. DEGREE COURSES

SlgliuenL g SWOPL umLd (BASIC TAMIL)
(PSHB LH6ULD 2 WFHIIBs6IT

SO Cmflulled SigliLienL & FnDIsH6IT
1. 6IIRHBIBHBEI: (LPH6L 61(LHSHIGHH6I
L2 ully Wwssl, WIS 1(RHS!
2. Gour 1SS
3. 2 ulf Quul e11p&HS

2. O&FmBaH6IT
1. GQuuwi Qamed
2. ellemenn OFT60
3. @QemL GFTeD
4. 2 fl Q&mev

3. OFHTLyenLoLiL]
1. erpeumul
2. LWedemsv
3. Qwiu@Gl Qumert

4. (@) Uenp BEHBID
1. @Bp Wemip
2. 611DHSHIL LemLp
3. O&TLT Llenip
(b) erewimeir  (Numerals), o _met GQuUW®E6T, eump G BIGBEHLID,
QuITmeTTEHETHLD

5. aIbl(psld
1. elipTdhameit
2. QuBens
3. 2 6wl (LPeNBIEHEIT-Fi606)-BHTUIS6IT-LILPMIGENT

NOTE:
The mode of conduct of Examination for Part—IV-Basic Tamil (I&Il Semesters) are as follows:

SpliumL & HOHE olmLamud BHTHeHBHHL (Pewmulsiig (objective type)
50 eMenmadein OBTHSBULL GouewiBLD. edbleur@® eMlemalB@&HL 2 LOHIIGILIGHISH6N
aiBD 611pHHIH CHTalled 10085@ WHIGILIHNT eupmid  LlaieT 7565@ LOTHBHBLD
Geuiw  Geuewi(hlo. DBWLOHIT 19BEG 2 6fTem 25 WHIOLIETHTIHEHL 6T  61(1DHBHISH
Caitey HOLITTmemUD BFTHH 10085@E OGLOTHSHLIONS 6ULPHIHEOTLD.

*kkk*k



UNIVERSITY OF MADRAS
U.G. DEGREE COURSES
SlgluemL g SWPpL umLb - (BASIC TAMIL)
GUEWILMTD LIHeULD 2 wHUIhHsei
1. BFH HICLS6T

I 24588 Gig(1-12)
2. Gmmeitenm GoubHeot(1-8)

3. FmHBGMB6(S)

. 9117 WsH6ev ...... (1)
Il. Qewumsfw ......... (26)
. wewmsHpibHemr ...... (34)
V. sBe s5m6....... (391)
V. eiiQurmeit .......... (423)

@Uu@auilsd 15  elemmdaeT UTLID OHTLIUTSHSD, 5 elemddeT  LTL6D
aufleemen s1(IpGID aIemBUTeL DiMHeL Geusmi(BLD)

2. BbFH HDHH6N
1. Sjumed ®Hemd
2. UJLTHS &HH HNSH
3. 9mupsbd
. 0D @evdaHlul augeuTml - EeVHEHIUIKIGET LIGV6TH6NT
2. SHOIDH SUFOTMI — QUIEOTMMIF FGT6IRIB6NT, FHMBMIGOT HHEVMIH6NT,
SIVIGN6VHLI  GILIWLITEH6IT
3. LPOIDTIPIHe6IT.

NOTE:

The mode of conduct of Examination for PART—IV - Basic Tamil (I & I
Semesters) are as follows:

SigliumL g HOHE olmLamuid BHTHOHBHHL (ewmulsiuy (objective type)
50 eMenmdbdein OBTHSHSULL CouemiBld. @6lOeuT@® lemmalB@&HD 2 L& OILITTSH6NT
B 611pHHIH BHiTaled 1006@ WHIGLIEHIS6T 6UpmIgS  LleienT 758@ LOTHBHBLD
G  Gouewi(hd. SWLHIYBG 2 6fen 25 WHUCUMTHEDBL T  61(1DHHIH
Caitey HOLITTMemTUD BFTHFH 10085 OCIOTHHIONEH 6UIPHIGHEOTLD.

*kkkkk



UNIVERSITY OF MADRAS

B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSA01
ALLIED-I: MANAGERIAL ECONOMICS

UNITI

Nature and scope of managerial economics — definition of economics — important
concepts of economics — relationship between micro, macro and managerial
economics — nature and scope — objectives of firm

UNIT II

Demand analysis — Theory of consumer behavior — Marginal utility analysis —
indifference curve analysis Meaning of demand — Law of demand — Types of demand
— Determinants of demand — Elasticity of demand — Demand forecasting

UNIT III

Production and cost analysis — Production — Factors of production — production
function — Concept — Law of variable proportion — Law of return to scale and
economics of scale — cost analysis — Different cost concepts — Cost output relationship
— Short run and long run — Revenue curves of firms — Supply analysis

UNIT IV
Pricing methods and strategies — Objectives — Factors — General consideration of
pricing — methods of pricing — Dual pricing — Price discrimination

UNIT V
Market classification — Perfect competition — Monopoly — Monopolistic competition —
Duopoly — Oligopoly

Recommended Texts

1. Dr. S.Shankaran, Managerial Economics - Margram Publication - Chennai

2. P.L Metha, Managerial Economics - Sultan Chand Publications - New Delhi

3. RL Varsheny and K L Maheshwari, Managerial Economics - Sultan Chand
Publications -New Delhi.

4. Joel Dean, Managerial Economics - Prentice Hall of India Pvt. Ltd.,- New Delhi.

Spencer M H, Contemporary Economics - Worth publishers - New York.

6. VI Mote Samuel Paul G.S Gupta, Managerial Economics — concepts and cases —
Tata McGraw Hill - New Delhi.

94}



UNIVERSITY OF MADRAS

B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSA03
ALLIED-III: BUSINESS STATISTICS

UNITI

Introduction — Meaning and Definition of Statistics — Collection and Tabulation of
Statistical Data — Presentation of Statistical Data — Graphs and Diagrams- Measures of
Central Tendency — Arithmetic Mean, Median and Mode — Harmonic Mean and
Geometric Mean.

UNIT II

Measures of Variation — Standard Deviation —Mean deviation — Quartile deviation-
Skewness and kurtosis — Lorenz Curve —Simple Correlation — Scatter Diagram — Karl
pearson’s Correlation — Rand Correlation — Regression.

UNIT 1II
Analysis of Time Series — Methods of Measuring Trend and Seasonal Variations

UNIT 1V
Index Numbers — Consumer Price Index — And Cost Of Living Indices- Statistical
quality control

UNIT V
Sampling procedures - simple, stratified and systematic.

Reference Books:

1. P.R. Vittal, Business Mathematics and Statistics,MarghamPublications , Chennai, 2004.
2. S.P.Gupta, Statistical Methods,SultanChand&Sons, NewDelhi, 2007.

3. S.P. Gupta, Elements of Business Statistics,SultanChand&Sons, NewDelhi, 2007.

4. J K.Sharma, Business Statistics, Pearson Education, New Delhi, 2007.

5. Business Statistics & OR - Dr.S.P.Rajagopalan, Tata McGraw Hill



UNIVERSITY OF MADRAS
B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSA04
ALLIED-IV: OPERATIONS RESEARCH

UNIT -1

Introduction to OR — Meaning and scope — Characteristics — models in OR.LPP-
Formulation graphical method — Simplex method- Big M Method application in
Business — merits and Demerits.

UNIT -1I
Transportation model — basic feasible solution — formulation, solving a TP.
Assignment models — formulation — solution.

UNIT - 111
Network analysis — work break down analysis — construction — numbering of event.
Time Calculation — critical path, slack, float — application.

UNIT -1V
Queuing models- elements of queuing system — characteristics of queuing model.

UNIT -V
Decision theory — statement of Baye’s theorem application. Probability — decision
trees. Game theory meaning and characteristics — saddle point — Dominance property.

RECOMMENDED TEXTS / REFERANCE BOOKS

1. P.R. Vittal & V.Malini, Operative Research — Margham Publications — Chennai —
17.

2. P.K.Gupta & Man mohan, Problems in Operations Research — Sultan Chand &
sons — New Delhi

3. V.K.Kapoor, Introduction to operational Research — Sultan chand & sons — New
Delhi

4. Hamdy A Taha, Operation Research — An Introduction prentice Hall of India-
New Delhi



UNIVERSITY OF MADRAS
B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSCO01
CORE-I: PRINCIPLES OF MANAGEMENT

UNIT I

Management: Importance — Definition — Nature and Scope of Management Process —
Role and Functions of a Manager — Levels of Management — Development of Scientific
Management and other Schools of thought and approaches.

UNIT 11

Planning: Nature — Importance — Forms — Types — Steps in Planning — Objectives —
Policies — Procedures and Methods — Natures and Types of Policies — Decision —making
— Process of Decision — making — Types of Decision.

UNIT III

Organizing: Types of Organisations — Organisation Structure — Span of Control and
Committees — Departmentalisation — Informal Organisation- Authority — Delegation —
Decentralisation — Difference between Authority and Power — Responsibility.

UNIT IV

Recruitment — Sources, Selection, Training — Direction — Nature and Purpose. Co-
ordination — Need, Type and Techniques and requisites for excellent Co-ordination —
Controlling — Meaning and Importance — Control Process.

UNIT V
Definition of Business ethics - Types of Ethical issues -Role and importance of Business
Ethics and Values in Business - - Ethics internal - Ethics External - Environment

Protection - Responsibilities of Business

Recommended Texts

1. C.B.Gupta, Management Theory & Practice - Sultan Chand & Sons - New Delhi.

2. L.M.Prasad, Principles & Practice of Management - Sultan Chand & Sons — New
Delhi.

3. P.C. Tripathi & P.N Reddy, Principles of Managements - Tata Mc.Graw Hill — New
Delhi.

4. Weihrich and Koontz, Management — A Global Perspective

N.Premavathy, Principles of Management - Sri Vishnu Publication - Chennai.

6. J.Jayasankar, Business Management - Margham Publication - Chennai.

hd



UNIVERSITY OF MADRAS

B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSC02
CORE-II: FINANCIAL ACCOUNTING

UNIT I

Meaning and scope of Accounting, Basic Accounting Concepts and Conventions —
Objectives of Accounting — Accounting Transactions — Double Entry Book Keeping —
Journal, Ledger, Preparation of Trial Balance — Preparation of Cash Book.

UNIT 1I

Preparation of Final Accounts of a Sole Trading Concern — Adjustments Receipts and
Payments Account, Income & Expenditure Account and Balance Sheet of Non Trading
Organizations

UNIT III

Partnership Accounts-Final accounts of partnership firms — Basic concepts of admission,
retirement and death of a partner including treatment of goodwill - rearrangement of
capitals. (Simple problems on Partnership Accounts).

UNIT IV

Depreciation — Meaning, Causes, Types — Straight Line Method — Written Down Value
Method, Insurance Policy Method, Sinking Fund Method & Annuity Method. Insurance
claims — Average Clause (Loss of stock & Loss of Profit)

UNIT V
Single Entry — Meaning, Features, Defects, Differences between Single Entry and Double
Entry System — Statement of Affairs Method — Conversion Method

Recommended Texts

1. R.L.Gupta & V.K.Gupta, Advanced Accounting — Sultan Chand & Sons - New
Delhi.

Jain & Narang, Financial Accounting — Kalyani Publishers - New Delhi.

T.S. Reddy & A.Murthy, Financial Accounting -Margham Publications —Chennai-17.
Shukla & Grewal, Advanced Accounting — S Chand -New Delhi.

Nirmal Gupta, Financial Accounting-Ane Books India— New Delhi.

S.Parthasarathy and A.Jaffarulla, Financial Accounting- Kalyani Publishers — New
Delhi.
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UNIVERSITY OF MADRAS

B.B.A. DEGREE COURSE IN BUSINESS ADMINISTRATION
SYLLABUS WITH EFFECT FROM 2020-2021

BBA-DSCO03
CORE-III: BUSINESS COMMUNICATION

UNITI
Definition — Methods — Types — Principles of effective Communication — Barriers to
Communication — Business Letter — Layout.

UNIT II
Kinds of Business Letters: Interview — Appointment — Acknowledgement —
Promotion — Enquiries — Replies — Orders — Sales — Circular — Complaints.

UNIT 111
Bank Correspondence — Insurance Correspondence — Agency Correspondence —
Correspondence with Shareholders, Directors.

UNIT IV
Reports Writing — Agenda, Minutes of Meeting — Memorandum — Office Order —
Circular — Notes.

UNIT V
Modern Forms of Communication: Fax — Email — Video Conferencing — Internet —
Websites and their use in Business.

Recommended Texts

1. Rajendra Pal & J.S. Korlahalli, Essentials of Business Communication - Sultan
Chand & Sons - New Delhi.

2. Shirley Taylor, Communication for Business - Pearson Publications - New Delhi.

3. Bovee, Thill, Schatzman, Business Communication Today - Peason Education
Private Ltd. - New Delhi.

4. Penrose, Rasbery, Myers, Advanced Business Communication - Bangalore.

5. Simon Collin, Doing Business on the Internet - Kogan Page Ltd.- London.

6. Mary Ellen Guffey, Business Communication — Process and Product —

International Thomson Publishing - Ohio.
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CORE-1V: MANAGEMENT ACCOUNTING
UNIT I
Management accounting — Meaning, nature, scope and functions, need, importance
and limitations — Management Accounting vs. Cost Accounting. Management

Accounting vs. Financial Accounting.

UNIT II
Analysis and Interpretation of financial statements — Nature, objectives, essentials and
tools, methods — Comparative Statements, Common Size statement and Trend
analysis.

UNIT III
Ratio Analysis — Interpretation, benefits and limitations. Classification of ratios -
Liquidity, Profitability, turnover, capital structure and Leverage.

UNIT IV
Funds flow and Cash flow analysis. Budgets and budgetary control — Meaning,
objectives, merits and demerits.

UNIT V

Investment decisions; brief introduction of cost of capital; methods of capital
budgeting; Average Rate of Returns (ARR),Pay Back Period (PBP), Net present
Value (NPV) and Internal Rate of returns (IRR), capital rationing (simple problems on
capital budgeting methods).

Recommended Texts

1. SN Maheswari, Management Accounting - Sultan Chand & Sons.

2. Jhamb, Fundamentals of Management Accounting — AneBooks India - New
Delhi.

3. Horngren Sunderu Stratton, Introduction to Management Accounting - Pearson
Education.

4. T. S. Reddy and Hari Prasad Reddy-Management Accounting, Maegham
Publication.
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CORE-V: FINANCIAL MANAGEMENT

UNIT I
Meaning, objectives and Importance of Finance — Sources of finance — Functions of
financial management — Role of financial manager in Financial Management.

UNIT II
Capital structures planning - Factors affecting capital structures — Determining Debt
and equity proportion — Theories of capital structures — Leverage concept.

UNIT III
Cost of capital — Cost of equity — cost of preference capital — Cost of debt — Cost of
retained earnings — weighted Average (or) composite cost of capital (WACC)

UNIT IV

Dividend policies — Factors affecting dividend payment - Company Law provision on
dividend payment —Various Dividend Models (Walter’s Gordon’s — M.M.
Hypothesis)

UNIT V

Working capital — components of working capital — working capital operating cycle —
Factors influencing working capital — Determining (or) Forecasting of working capital
requirements.

Reference Books :
1. Financial Management - .M. Pandey

2. Financial Management — Prasanna Chandra
3. Financial Management — S.N. Maheswari

4. Financial Management — Y. Khan and Jain
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CORE-VI: ORGANISATIONAL BEHAVIOUR

UNITI

Need and scope of organizational behaviour - Theories of organization - Individual
difference Vs Group intelligence tests -Measurement of intelligence - Personality
Tests - Nature — Types and uses of perception.

UNIT II

Motivation - Financial and non -Financial motivational techniques - Job satisfaction -
meaning - Factors - Theories -Measurement -Morale - Importance - Employee
attitudes and behavior and their significance to employee productivity.

UNIT III
Work environment -Good house keeping practices - Design of work place - Fatigue —
Causes and prevention and their importance - Leadership -Types and theories of
leadership

UNIT IV
Group dynamics -Cohesiveness - Co-operation - Competition - Resolution -
Sociometry - Group norms - Role position status

UNIT V
Organizational culture and climate - Organizational Development

Recommended Books
1. Uma Sekaran, Organisational Behaviour Text & cases, 2nd edition, Tata McGraw

Hill Publishing CO.Ltd

2. Gangadhar Rao,Narayana ,V.S.P Rao, Organisational Behaviour 1987, Reprint
2000, Konark Publishers Pvt.Ltd , 1 st edition

3. S.S. Khanka , Organisational Behaviour , S.Chand & Co , New Delhi .

4. J.Jayasankar , Organisational Behaviour , Margham Publications , Chennai . 3.
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CORE-VII: COMPUTER APPLICATION IN BUSINESS

UNIT -1

Word Processing: Meaning and role of work processing in creating of documents,
Editing,formatting and printing documents using tools such as spell check, thesaurus,
etc., in work processors (MS Word), Electronic Spreadsheet, Structure of Spread sheet
and its applications to accounting , finance, and marketing functions of business;
Creating a dynamic/ sensitive worksheet; Concept of absolute and relative cell —
reference; Using built — in functions; Goal seeking and solver tools; Using graphics
and formatting to worksheet; Sharing data with other desktop applications ; Strategies
of creating error — free worksheet (MS Excel)

UNIT - 11
Programming under a DBMS environment: The concept of data base management
system; Data field, records, and files, Sorting and Indexing data; Searching records.
Designing queries, and reports; Linking of data files; Understanding programming
environment in DBMS; Developing menu driven applications in query language (MS
— Access).

UNIT - III

Electronic Data Interchange (EDI) : Introduction of EDI - Basics of EDI; edi
standards;Financial EDI (FEDI) FEDI for international trade transaction; Applications
of EDI, Advantages of EDI; Future of EDI.

UNIT -1V
The internet and its basic concepts: Internet concept, History, Development in India:
Technological foundation of internet; Distributed computing; Client — server

computing ;internet protocol suite; Application of distributed computing ; Client
server computing; Internet protocol suite in the internet environment ; Domain Name
System (DNS); Generic Top — Level Domain (gTLD); Country code Top Level
Domain (ccTLD) — India; Allocation of second level domains; IP addresses, Internet
protocol; Applications of Internet in business, Education, Governance , etc.

UNIT -V

Information System Audit : Basic idea of information audit; - Difference with the
traditional concepts of audit; Conduct and applications of IS audit in internet
environment.

Reference Books:

1. Agarwala Kamlesh N and Agarwala Deeksha — Business on the Net —
Introduction to E-Commerce

2. Goyal — Management Information System.

Minoli Daniel, Minoli Emma — e Commerce Technology Handbook.

4. Kanter — Managing with informations.
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CORE-VIII: MARKETING MANAGEMENT

UNIT I

Fundamentals of marketing - Role of Marketing - Relationship of Marketing with
other functional areas - concept of marketing mix-Marketing approaches - Various
Environmental factors affecting the marketing functions.

UNIT II

Buyer Behavior - Consumer goods and Industrial goods - Buying motives - Factors
influencing buyer Behaviour Market segmentation - Need and basis of Segmentation -
Targeting - positioning.

UNIT III

The Product - Characteristics - benefits - classifications - consumer goods - industrial
goods - New Product Development process - Product Life Cycle - Branding -
Packaging.

UNIT IV
Physical Distribution: Importance - Various kinds of marketing channels - distribution
problems. Sales management: Motivation, Compensation and Control of salesmen.

UNIT V
A brief overview of: Advertising - Publicity - Public Relations - personal Selling —
Direct selling and Sales promotion.

Recommended Texts

1. Philip Kotler, 2003, Marketing Management, 11th edition, Pearson Education
(Singapore) Pte Ltd, New Delhi.

2. V.S. Ramaswamy & S.Namakumari, 1994, Principles of Marketing, first edition,
S.G.Wasani / Macmillan India Ltd, New Delhi.

3. Crrainfield, Marketing Management, Palgrave Macmillan

4. Sontakki . C.N , Marketing Management, Kalyanni Publishers, Ludhiana

5. Gary Armstrong & Philip Kotler, 2003, Marketing -An Introduction, sixth edition,
Pearson Education (Singapore) Pvt Ltd, New Delhi

6. R.S.N. Pillai and Bagavathi ,Modern Marketing , S.Chand & Co , New Delhi.

7. Jayasankar, Marketing, Margham publications, Chennai.
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CORE-IX HUMAN RESOURCE MANAGEMENT

UNITI

Nature and scope of Human Resources Management — Differences between personnel
management and HRM — Environment of HRM — Human resource planning —
Recruitment — Selection — Methods of Selection — Uses of various tests — interview
techniques in selection and placement.

UNIT II

Induction — Training — Methods — Techniques — Identification of the training needs —
Training and Development — Performance appraisal — Transfer — Promotion and
termination of services — Career development.

UNIT III
Remuneration — Components of remuneration — Incentives — Benefits — Motivation —
Welfare and social security measures.

UNIT IV

Labour Relation — Functions of Trade Unions — Forms of collective bargaining-
Workers’ participation in management — Types and effectiveness — Industrial Disputes
and Settlements (laws excluded)

UNIT V
Human Resource Audit — Nature — Benefits — Scope — Approaches.

REFERENCE BOOKS :

1. Human Resource Management — V S P Rao

2. Human Resource Management — Ashwathappa
3. Human Resource Management — Garry Deseler
4. Human Resource Management — L M Prasad

5. Human Resource Management — Tripathi.
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CORE-X: BUSINESS REGULATORY FRAME WORK

UNIT I
Brief outline of Indian Contracts Act - Special contracts Act - Sale of goods Act -
Contract of Agency

UNIT II
Brief outline of Indian Companies Act 1956.

UNIT III
Brief outline of FEMA - Consumer Protection Act

UNIT IV
The laws of Trade Marks - Copyright - Patents - Designs - Trade related Intellectual
Property Rights. (TRIPS) RTP -IDRA -an overview

UNITV
Brief outline of Cyber Laws

Recommended Text books

1. N.D.Kapoor, 1993, Business Laws, Sultan Chand, New Delhi

2. K.S.Anantharaman, 2003 Business and Corporate Laws ,Sitaraman&co. Pvt.Ltd.
3. Chandrasekaran ,2004 Sitaraman&co Pvt Ld , Intellectual Property Law

4. Bare Acts- FEMA , Consumer Protection Act

5. Acharya -2004, Intellectual Property Rights Asia Law House Publication,
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CORE-XI: FINANCIAL SERVICES

UNIT I
Meaning and importance of financial services — Types of financial services —
Financial services and economic environment — Players in Financial Services Sector.

UNIT II
Merchant Banking — Functions — Issue management — Managing of new issues —
Underwriting — Capital market — Stock Exchange — Role of SEBI

UNIT III
Leasing and Hire purchase — Concepts and features — Types of lease Accounts.
Factoring — Functions of Factor

UNIT IV
Venture Capital — Credit Rating — Consumer Finance

UNIT V
Mutual Funds : Meaning — Types — Functions — Advantages — Institutions Involved —
UTI

REFERENCE BOOKS
1. Financial Services — M.Y.Khan

2. Financial Services — B.Santhanam
3. Law of Insurance — Dr.M.N. Mishra
4. Indian Financial System — H.r. Machiraju

5. A Review of current Banking Theory and Practice — S.K. Basu.
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CORE-XII: MANAGEMENT INFORMATION SYSTEM

UNIT I
Definition of Management Information System - MIS support for planning,
Organizing and controlling - Structure of MIS - Information for decision - making.

UNIT II
Concept of System - Characteristics of System - Systems classification - Categories of
Information Systems - Strategic information system and competitive advantage

UNIT III

Computers and Information Processing - Classification of computer - Input Devices —
Output devices - Storage devices, - Batch and online processing. Hardware - Software.
Database management Systems.

UNIT IV
System Analysis and design - SDLC - Role of System Analyst - Functional
Information system - Personnel, production, material, marketing.

UNIT V
Decision Support Systems - Definition. Group Decision Support Systems - Business
Process Outsourcing - Definition and function

Recommended Books:
1. Mudrick & Ross , "Management Information Systems", Prentice - Hall of India .

2. Sadagopan , "Management Information Systems" - Prentice- Hall of India
3. CSV Murthy -"Management Information Systems" Himalaya publishing House .
4. Dr. S.P. Rajagopalan ,"Management Information Systems and EDP " , Margham

Publications , chennai .
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CORE—XIII: ADVERTISING MANAGEMENT
AND SALES PROMOTION

UNIT I
Advertising: Advertising, objectives, task and process, market segmentation and target
audience — Message and copy development.

UNIT II
Media: Mass Media - Selection, Planning and Scheduling — Web Advertising —
Integrated programme and budget planning.

UNIT III
Implemenation: Implementing the programme coordination and control — Advertising
agencies — Organization and operation.

UNIT IV
Sales Promotion: Why and When Sales promotion activities, Consumer and sales
channel oriented — planning, budgeting and implementing and controlling campaigns.

UNIT V
Control: Measurement of effectiveness — Ethics, Economics and Social Relevance.

Reference Books

1. Bhatia, T.K., Advertising and Marketing in Rural India, 2ndEdition, Macmillan
India Ltd., 2007.

2. Hackley, C., Advertising and Promotion: An integrated communications

approach, 2™ Edition, Sage Publications, 2010.

Jefkins, F., Advertising, 4th Edition, Pearson, 2002.

4. Wells, W.D., Burnett, J. and Moriarty, S., Advertising: Principles and Practice,
7th Edition, Pearson, 2007.

w
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CORE-XIV: RESEARCH METHODOLOGY

UNIT-I
Introduction to Business Research - Research in Business — Research Process-
Research need, formulating the problem, designing, sampling, pilot testing .

UNIT -II

Research Design- Exploratory, Descriptive, Casual, Formulation of hypothesis - types.
Measurement- characteristics of sound measurement tool, Scaling methods and
sampling techniques.

UNIT -III

Sources and Collection of Data- : Primary and secondary sources, survey observation,
experimentation- details and evaluation. - Questionnaires — schedules, data entry,
tabulation & cross tabulation-and Graphic presentation . Data.

UNIT -1V
Analysis and Preparation: Hypothesis testing — statistical significance, statistical
testing procedure. Tests of significance- -Simple Correlation -Regression .

UNIT -V
Presenting results and writing the report: - The written research Report.

REFERENCE
1. Donald R Cooper, Business Research Methods 7th Ed, McGraw Hill, 2001

2. Krishnaswami OR, M.Ranganatham, Methodology of Research for Social
Science, Himalaya, Mumbai, 2001.
3. Anderson J. et.al, Thesis and Assignment writing, Wiley Eastern

4. Research Methodology by C.R. Kothari
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CORE-XV: OPERATIONS MANAGEMENT

UNIT -1

Introduction: Nature and Scope of Operations Management. Production design &
Process planning: Plant location: Factors to be considered in Plant Location — Plant
Location Trends.

UNIT - 11
Layout of manufacturing facilities: Principles of a Good Layout — Layout Factors —
Basic Types of Layout — Service Facilities.

UNIT - 111

Production and Inventory Control: Basic types of production — Basic Inventory
Models — Economic Order Quantity, Economic Batch Quantity — Reorder point —
Safety stock — Classification and Codification of stock — ABC classification —
Procedure for Stock Control, Materials Requirement Planning (MRP). JIT.

UNIT -1V

Methods Analysis and Work Measurement: Methods Study Procedures — The Purpose
of Time Study — Stop Watch Time Study — Performance Rating — Allowance Factors —
Standard Time — Work Sampling Technique. Quality Control: Purposes of Inspection

and Quality Control — Acceptance Sampling by Variables and Attributes — Control
Charts.

UNIT -V
Service Operations Management: Introduction — Types of Service — Service Encounter
—Service Facility Location — Service Processes and Service Delivery.

Reference Books

1. Buffa, E.S. and Sarin, R., Modern Productions / Operations Management, 8th
Edition,Wiley, 2007.

2. Chary, S.N., Production and Operations Management, Sth Edition, Tata McGraw-

Hill, 2012.

B.Mahadevan, Operations Management,2nd Edition,Pearson,2010.

4. Lee Krajewski,Larry P Ritzman.,Manoj K Malhotra & Samir K Srivastava,
Operations Management, 9th Edition,Pearson,2011.

5. Heizer, J., Render, B. and Rajashekhar, J., Operations Management, 9th Edition,
Pearson, 20009.

6. Panneerselvam, R., Production and Operations Management, 3rd Edition, PHI
Learning,2012.

7. Srinivasan,G., Quantitative Models in Operations and Supply Chain Management,
PHI Learning Pvt. Ltd

w
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CORE-XVI: MATERIALS MANAGEMENT

UNIT -1
Materials Management- Definition-Function-Importance of Materials Management.

UNIT - 11

Integrated materials management- the concept- service function advantages- Inventory
Control- Function Of Inventory - Importance-Replenishment Stock-Material demand
forecasting- MRP- Basis tools - ABC-VED- FSN Analysis - Inventory Control Of
Spares And Slow Moving Items -EOQ-EBQ-Stores Planning.

UNIT - 111
Purchase Management- Purchasing - Procedure - Dynamic Purchasing - Principles —
import substitution- International purchase- Import purchase procedure

UNIT -1V

Store Keeping And Materials Handling- Objectives - Functions - Store Keeping -
Stores Responsibilities - Location Of Store House - Centralized Store Room -
Equipment — Security Measures - Protection And Prevention Of Stores.

UNIT -V
Vendor Rating - Vendor Management - Purchase Department - Responsibility - Buyer
Seller Relationship - Value Analysis - Iso Types.

REFERENCE BOOKS:

1. P.Saravanavel and S.sumathi, Production and Materials Management,
Margham publications, 2015
2. M.M Verma, Materials Management, Sultan Chand Publications, 2012.

3. Hill, Operations managent,Palgrave Macmillan.
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CORE-XVII: BUSINESS ENVIRONMENT

UNIT I

The concept of Business Environment — Its nature and significance — Brief overview of
political — Cultural — Legal — Economic and social environments and their impact on business
and strategic decisions

UNIT 11
Political Environment — Government and Business relationships in India

UNIT III
Social environment — Cultural heritage- Social attitudes — Castes and communities — Joint
family systems — linguistic and religious groups — Types of social organization

UNIT 1V
Economic Environment — Economic systems and their impact of business — Fiscal deficit --
Plan investment — Five year planning.

UNITV
Financial Environment — Financial system — Commercial bank — Financial Institutions — RBI
Stock Exchange — IDBI — Non Banking Financial Companies NBFCs

RECOMMENDED TEXTS
1. Francis Cherunilam, 20002, Business environment, Himalaya Publishing House, 1

Revised Edition, India.
2. Dr.S.Sankaran, Business Environment, Margham Publications

lth

3. K.Ashwathappa, 1997, Essentials of Business Environment, Himalaya Publishing House,
6™ Edition, India
4. Joshi Rosy Kapoor Sangam, Business Environment, Kalyani Publishers, Ludhiana
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CORE—XVIII: SERVICES MARKETING

UNIT I

Marketing Services: Introduction growth of the service sector. The concept of service.
Characteristics of service - classification of service designing of the service,
blueprinting using technology, developing human resources, building service
aspirations.

UNIT II

Marketing Mix in Service Marketing: The seven Ps: product decision, pricing
strategies and tactics, promotion of service and distribution methods for services.
Additional dimension in services marketing- people, physical evidence and process.

UNIT III

Effective Management of Service Marketing: Marketing demand and supply through
capacity planning and segmentation - internal marketing of services - external versus
internal Orientation of service strategy.

UNIT IV

Delivering Quality Service: Causes of service - quality gaps. The customer
expectations versus perceived service gap. Factors and techniques to resolve this gap.
Customer relationship management. Gaps in services - quality standards, factors and
solutions — the service performance gap - key factors and strategies for closing the
gap. External communication to the customers- the promise versus delivery gap -
developing appropriate and effective communication about service quality.

UNIT V

Marketing of Service With Special Reference To:1.Financial services, 2.Health
services, 3.Hospitality services including travel, hotels and tourism, 4.Professional
service, 5.Public utility service, 6.Educational services.

Recommended Texts

1. S.M. Jha, Services marketing, Himalaya Publishers, India

2. Baron, Services Marketing , Second Edition. Palgrave Macmillan

3. Dr. L. Natarajan Services Marketing, Margham Publications, Chennai.

4. Thakur .G.S. Sandhu supreet & Dogra Babzan , Services marketing , kalyanni
Publishers, Ludhianna .

5. Dr. B. Balaji, Services Marketing and Management ,S. Chand & Co , New Delhi .
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CORE-XIX: BUSINESS TAXATION

UNIT I:
Objectives Of Taxation — Canons Of Taxation — Tax System In India — Direct And Indirect
Taxes — Meaning And Types.

UNIT II:

Central Excise Duty — Classification — Levy and Collection of Excise duty — Clearance of
excisable goods- Exemption from excise duty — Excise and Small Scale Industries — Excise
and Exports — Demand, Refund, Rebate of Central Excise duty — Offences and Penalties —
Settlement — Appellate Provisions.

UNIT III:

The Customs duty — Levy and Collection of customs duty — Organisation of the customs
department — Officers of the customs — Powers — Appellate machinery — Infringement of the
law — offences and penalties — Exemption from duty — customs duty drawback — duties free
zones.

UNIT 1V:
Central Sales Tax Act — Levy and Collection of CST - Liability of Tax — Registration of
dealers — Goods of Special Importance — Offences and penalties - Value added tax —

objectives — Levy of VAT — Arguments in favour of VAT — Difficulties in administering
VAT

UNIT V:

Definition of GST — Administrative structure of GST — Officers as per CGST Act - Officers
as per SGST Act — Jurisdiction — Appointment- Powers- Procedure for Registration —
Amendment of registration — Cancellation of registeration.

REFERENCE BOOKS:

1. V.S.Datey, Central Excise, JBA Publishers, Edition 2013. Reddy .T.S and Y. hari
Prasad reddy, Business Taxation ( Goods & Services TAX - GST),Margam
Publication, Edition 2019.

2. Srinivasan N.P and Priya Swami. M , Business Taxation, Kalyani publishers Edition

2013

Pagaredinkar, Business Taxation, Sultan Chand and Sons, 2012.

Senthil and Senthil, Business Taxation, Himalaya Publication, 4™ Edition.

Vinodk.Singania, Indirect Tax, Sultan Chand and Sons, Edition 2013.

Dr. Vinodk.Singania and Dr. Monica Singhania, Students Guide to Income Tax

(including service tax, vat) , JBA Publishers, Edition 2013.

AN
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ELECTIVE-II(A): CUSTOMER RELATIONSHIP
MANAGEMENT
UNIT-I
Communication - need/ Mode of communication - barriers, channels of
communication - oral - written -listening skill — Verbal skill- interpersonal

communication and intra personal communication , Essentials of business letter.

UNIT -11
CRM - concept and approach - CR in competitive environment public relation and
image building

UNIT -1II
Banker - customer relationship -retaining and enlarging customer base - customer
services - quality circle.

UNIT -1V

Nature and types of customer - complaint redressal methods Talwar and Goiporia
committee report, customer service committee, customer day - Copra Forum -
ombudsman.

UNIT -V
Market Segment - Customer Data Base - Market Research. Review and Evaluation of
Customer Satisfaction.

Recommended Books

1. H.Peeru Mohamed & A. Sangadevan , Customers Relationship Management - A
Step —by — step approach , Vikas Publishing House Private Limited , Noida .

2. Mukesh Chaturvedi Abhinav , Chaturvedi , Customers Relationship Management —
An Indian Perspective , Excel Books , New Delhi .
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ELECTIVE-II(B): E- BUSINESS

UNIT I
Introduction to electronic business - meaning - value chains - the Internet and the web
- infrastructure for e-business

UNIT II
Web based tools for e - business - e - business software - overview of packages

UNIT III
Security threats to e - business - implementing security for e - commerce and
electronic payment systems.

UNIT IV
Strategies for marketing, sales and promotion - B2C and strategies for purchasing and
support activities - B2B - web auction virtual - web portals

UNIT V
The environment of e-business - international - legal ethical - tax issues - business
plan for implementing e-business

REFERENCE BOOKS:

1. Garry P Schneider and James T Perry - Electronic Commerce, Course technology,
Thomson Learning, 2000

2. Diwan, Prag and Sunil Sharma - E-Commerce - Managers guide to E-Business

3. Kosivr, David - Understanding E-Commerce
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ELECTIVE-III: PROJECT WORK (GROUP)

A group of 3 students will be assigned a project in the beginning of the final year. The
project work shall be submitted to the college 20 days before the end of the final year and
the college has to certify the same and submit to the university 15 days prior to the

commencement of the University examination.

The project shall be evaluated externally. The external examiner shall be form the panel

of examiners suggested by the board of studies from to time.

Those who fail in the project work will have to redo the project work and submit to the

college for external examination by the University.
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CORE-XV: LOGISTICS AND SUPPLY CHAIN MANAGEMENT
Common to BCom(MM) & BCom(ISM)
Inst.Hrs : 6 YEAR: III
Credits : Core 4 / Elective 5 SEMESTER: V

Learning Objectives:

1. The students to gain deeper insights into logistics and supply chain management.
2. To highlight the integrated nature of working in logistics and supply chain industry.
3. To prepare students to work in logistics and allied industries.

OUTCOME

» On completion of syllabus student will understand the basic concepts of logistics and
supply chain management and student prepare them self to work in logistics and allied
industries

UNIT I: Concepts of Logistics — Evolution — Nature and Importance — Components of Logistics
Management- Competitive advantages of Logistics — Functions of Logistics management —
Principles — Logistics Network- Integrated Logistics system, Supply chain management — Nature
and Concepts — Value chai- Functions — Supply chain effectiveness — Outsourcing — 3PLs and
4PLs — Supply chain relationships — Customer services.

UNIT II: Elements of Logistics and Supply chain management — Inventory carrying — Ware
housing, Technology in the ware house: Computerisation, Barcoding, RFID and WMS -
Material handling , Concepts and Equipments: Automated Storage and Retrieval Systems —
Order Processing — Transportation — Demand Forecasting — Impact of Forecasts on Logistics and
Supply chain Management- Performance measurements.

UNIT III: Transportation — Position of Transportation in Logistics and Supply chain
management-Road, Rail, Ocean Transport - Ships- Types- Measurement capacity of ships —
shipping information, Air, Transport Multi model transport — containerization — CFS — ICDS-
Cross Docking- Selection of transportation mode — Transportation Network and Decision —
Insurance aspects of logistics.

UNIT 1IV: Logistical Information System (LIS) - Operations — Integrated IT solution for
Logistics and supply chain management- Emerging technologies in Logistics and Supply chain
management. Components of a logistic system-transportation-Inventory carrying-warehousing-
order processing —Distribution channels- Difference between warehouse and distribution centre.
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UNIT V: Performance- Bench marking for supply chain improvement- Dimensions and
achieving excellence- Supply Chain Measures — SCOR model- Logistics score board- Activity
Based Costing - Economic Value Added Analysis- Balance Score card approach-Lean thinking
and six sigma approach in Supply Chain.

Recommended Text

1. John J.Coyle, C. John Langley .JR., Robert A. Novack , Brian J.Gibson — Supply Chain
Management A Logisticss Perspective — CENGAGE , New Delhi

2. Joel D.Wisner , Keah — Choon Tan , G.Keong Leong — Principles of Supply Chain
Management ABalanced Approach— CENGAGE, New Delhi

REFERENCE BOOKS:

1. Agarwal, D.K., ‘Textbook of Logistics and Supply Chain Management’, Mac Millan
India Ltd, 2003.

2. Chase, R.B., Shankar, R and Jacobs, F.R. ‘Operations Management and Supply Chain
Management’, McGraw Hill Publications, 130 edition, 2018.

3. Chopra, S., Meindl, P. and Kalra, D.V. ‘Supply Chain Management’, Pearson Education
India, 6" edition, 2016.

4. Krishnaveni Muthiah, ‘Logistics Management and Seaborne Trade’, Himalaya Publishing
House, 2010.

5. Martin Christopher, Logistics and Supply Chain Management’ Pearson Education, 2003.

6. Ronald H. Ballou, ’Business Logistics and Supply Chain Management’ Pearson
Education 2004.

E-RESOURCES:

1. www.managementstudyguide.com

2. https://www.tutorialspoint.com/supply _chain_management/supply chain_management_t
utorial.pdf

3. https://www.camcode.com/asset-tags/supply-chain-management-guide/

4. https:/library.ku.ac.ke/wp-
content/downloads/2011/08/Bookboon/Magement%20andOrganisation/fundamentals-of-
supply-chain-management.pdf

5. https://www.youtube.com/watch?v=PmR2SKeY9IMs&list=PLGit8yny 3ANzZMsJJjeux
Mg-S0f0hGen

6. https://www.youtube.com/watch?v=IgmrNUoiy7g&list=PLF9071540F59BA1F0
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BGE-CSC19
CORE-XIX: ENTREPRENEURIAL DEVELOPMENT
Common to BCom(A&F) as Elective, BCom(CS),
BCom(BM), BCom(MM) & BCom(ISM)
Inst.Hrs : 6 YEAR: 111
Credits : Core 4/ Elective 5 SEMESTER: VI

Course Objectives:
1. To enable the students to understand the concept of Entrepreneurship and to learn the
professional behavior expected of an entrepreneur.
2. To identify significant changes and trends which create business opportunities and to
analyze the environment for potential business opportunities.
3. To provide conceptual exposure on converting idea to a successful entrepreneurial firm.

OUTCOME

» On completion of syllabus student will understand on the basic concepts of
entrepreneurship and business opportunities to familiars with knowledge about business
and project reports for starting a new ventures on team based.

UNIT I: Entrepreneurship

Entrepreneur : Meaning of entrepreneurship — Types of Entrepreneurship — Traits of
entrepreneurship — Factors promoting entrepreneurship- Barriers to entrepreneurship- the
entrepreneurial culture- Stages in entrepreneurial process — Women entrepreneurship and
economic development- SHG.

UNIT II: Developing Successful Business Ideas

Recognizing opportunities — trend analysis — generating ideas — Brainstorming, Focus Groups,
Surveys, Customer advisory boards, Day in the life research — Encouraging focal point for ideas
and creativity at a firm level-Protecting ideas from being lost or stolen — Patents and IPR.

UNIT I11: Opportunity Identification and Evaluation

Opportunity identification and product/service selection — Generation and screening the project
ideas — Market analysis, Technical analysis, Cost benefit analysis and network analysis- Project
formulation — Assessment of project feasibility- Dealing with basic and initial problems of
setting up of Enterprises.

UNIT IV: Business Planning Process
Meaning of business plan- Business plan process- Advantages of business planning- preparing a
model project report for starting a new venture (Team-based project work).

UNIT V: Funding
Sources of Finance- Venture capital- Venture capital process- Business angles- Commercial
banks- Government Grants and Schemes.
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TEXT BOOKS:

oakrwnhE

Reddy, Entrepreneurship: Text & Cases - Cengage, New Delhi.

Kuratko/rao, Entrepreneurship: a south asian perpective.- Cengage, New Delhi.
Leach/Melicher, Entrepreneurial Finance — Cengage. , New Delhi.

K.Sundar — Entrepreneurship Development — Vijay Nicole Imprints private Limited
Khanka S.S., Entrepreneurial Development, S.Chand & Co. Ltd., New Delhi, 2001.
Sangeeta Sharma, Entrepreneurship Development, PHI Learning Pvt. Ltd., 2016.

REFERENCE BOOKS:

1.

B w

7.

8.
9.
10.
11.

E_
1.
2.
3
4
5

Barringer, B., Entrepreneurship: Successfully Launching New Ventures, 3" Edition,
Pearson, 2011.

Bessant, J., and Tidd, J., Innovation and Entrepreneurship, 2" Edition, John Wiley &Sons,
2011.

Desal, V., Small Scale Industries and Entrepreneurship, Himalaya Publishing House, 2011.
Donald, F.K., Entrepreneurship- Theory, Process and Practice, 9" Edition, Cengage
Learning, 2014.

Hirsch, R.D., Peters, M. and Shepherd, D., Entrepreneurship, 6™ Edition, Tata McGraw-Hill
Education Pvt.Ltd., 2006.

Mathew, J.M., Entrepreneurship Theory at Cross Roads: Paradigms and Praxis, 2" Edition,
Dream Tech, 2006.

Morse, E., and Mitchell, R., Cases in Entrepreneurship: The Venture Creation Process, Sage
South Asia, 2008.

Nagendra and Manjunath, V.S., Entrepreneurship and Management, Pearson, 2010.

Reddy, N., Entrepreneurship: Text and Cases, Cengage Learning, 2010.

Roy, R., Entrepreneurship, 2" Edition, Oxford University Press, 2011.

Stokes, D., and Wilson, N., Small Business Management and entrepreneurship, 6™ Edition,
Cengage Learning, 2010.

RESOURCES:

http://inventors.about.com/od/entrepreneur/
http://learnthat.com/tag/entrepreneurship/
WWW.managementstudyguide.com
WWW.quintcareers.com
WWW.entrepreneur.com



http://inventors.about.com/od/entrepreneur/
http://learnthat.com/tag/entrepreneurship/
http://www.managementstudyguide.com/
http://www.quintcareers.com/
http://www.entrepreneur.com/

UNIVERSITY OF MADRAS

UG & 5 YR INTEGRATED DEGREE COURSES
SYLLABUS - OTHER LANGUAGES

PART | - ARABIC
(w.e.f.2012-2013)
FIRST YEAR - SEMESTER - |
PAPER | - PROSE AND GRAMMAR - |

Books Prescribed:

1) Duroos Al-Lugha Al-Arabiyya Part-1
By Dr. V. Abdur Rahim (Lesson 1 to 12)

Unit 1: Lesson 1to 4
Unit 2 : Lesson 5 to 8
Unit 3 : Lesson 9to 12

2) An-Nahu Al-Wadeh Part-1 (Al-1btidaiyyah)
By Ali Al Jarim and Mustafa Ameen
Unit 4 :
Al-Jumlah Al-Mufeedha, Ajza Al-Jumlah, Al-Fi’l al-Madhi,
Al-Fi’l-al-Mudhari’, Fi’l al-Amr

Unit 5 : Al-Fa’il, Al-Maf’uool, Al-Mubthdha Wal-Khabar

SEMESTER - 1l
PAPER Il - COMMUNICATION SKILLS IN ARABIC

Books Prescribed:

Arabic Conversation Book
By Mohd. Harun Rashid and Khalid Perwez
Published by Goodword Books

Unit 1 : Lesson 1 to 4
Unit 2 : Lesson5to 9
Unit 3 : Lesson 10 to 13
Unit 4 : Lesson 14 to 16
Unit 5 : Lesson 17 to 19

BP1-LARC1



UNIVERSITY OF MADRAS

UG & 5 YR INTEGRATED DEGREE COURSES

SYLLABUS - OTHER LANGUAGES

SECOND YEAR- SEMESTER - 111

PAPER Il - PROSE AND GRAMMAR - 11

Books Prescribed:

1) Duroos Al-Lugha Al-Arabiyya Part-1
By Dr. V. Abdur Rahim (Lesson 13 to 23)

Unit 1 : Lesson 13 to 17
Unit 2 : Lesson 18 to 20
Unit 3 : Lesson 21 to 23

2) An-Nahu Al-Wadeh Part-1 (Al-1btidaiyyah)
By Ali Al Jarim and Mustafa Ameen
Unit 4 : Al-Jumlah Al-Fi’liyyah, Al-Jumlah Al-Ismiyyah,
Nasb Al-Fi’l-al-Mudhari’,
Jazm Al-Fi’l-al-Mudhari’, Raf” Al-Fi’l-al-Mudhari’

Unit 5 : Kana wa Akhawatuha, Inna wa Akhawathuha, Jarr al-
Ism, An-Na’tu

SEMESTER IV
PAPER IV - QURAN AND HADITH

Books Prescribed:

1) Sooratu Lugman

Al-Quran — Chapter 31

Unit1: Verse1to 11

Unit 2 : Verse 12 to 21

Unit 3 : Verse 22 to 34

2) Ahadeeth Sahlah

By Dr. V. Abdur Rahim
Unit 4 : Hadith 1 to 10
Unit 5 : Hadith 11 to 20
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UG & 5 YR INTEGRATED DEGREE COURSES
SYLLABUS - OTHER LANGUAGES

REVISED QUESTION PAPER PATTERN
Arabic Language Part —I

Part —A (30 Words)
10 out of 12 - (10 x 2marks = 20 marks)

Part — B (200 words)
5 out of 7 - (5 x Smarks = 25 marks)

Part — C (500 words)
3out of 5 - (3 x 10marks = 30 marks)
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UNIVERSITY OF MADRAS
U.G. DEGREE COURSE

ENVIRONMENTAL STUDIES PROGRAMME
ABILITY ENHANCEMENT COMPULSORYCOURSES

(AECC- Environmental Studies)
Syllabus with effect from the academic year 2018-2019
(i.e. for batch of candidates admitted to the course from the academic year 2017-18)

Credits: 2 Il Year / II/1V Sem.

Unit 1: Introduction to Environmental Studies
e  Multidisciplinary nature of environmental studies;
e Scope and importance; concept of sustainability and sustainable development.

Unit 2 : Ecosystem (2 lectures)
e What is an ecosystem? Structure and function of ecosystem; Energy flow in an
ecosystem:
Food chains, food webs and ecological succession, Case studies of the following
ecosystem:
a) Forest ecosystem
b) Grassland ecosystem
c) Desert ecosystem
d) Agquatic ecosystem (ponds, stream, lakes, rivers, ocean, estuaries)

Unit 3: Natural Resources : Renewable and Non — renewable Resources ( 6 lectures)

e Land resources and landuse change: Land degradation, soil erosion and desertification.

e Deforestation : Causes and impacts due to mining, dam building on environment,
forests, biodiversity and tribal populations.

e Water : Use and over —exploitation of surface and ground water, floods, droughts,
conflicts over water (international and inter-state).

e Energy resources : Renewable and non renewable energy sources, use of alternate
energy sources, growing energy needs, case studies.

Unit 4: Biodiversity and Conservation (8 lecturers)

e Levels of biological diversity: genetics, species and ecosystem diversity,
Biogeographic zones of India: Biodiversity patterns and global biodiversity hot spots

e India as a mega- biodiversity nation, Endangered and endemic species of India.

e Threats to biodiversity: Habitat loss, poaching of wildlife, man- wildlife conflicts,
biological invasions; Conservations of biodiversity: In-situ and Ex-situ Conservation
of biodiversity.

e Ecosystem and biodiversity services: Ecological, economic, social, ethical, aesthetic
and Informational value.

Unit 5: Environmental Pollution (8 lecturers)

e Environmental pollution: types, causes, effects and controls: Air, Water, soil and noise
Pollution.

e Nuclear hazards and human health risks

e Solid waste management: Control measures of urban and industrial waste

e Pollution case studies.



UNIVERSITY OF MADRAS
U.G. DEGREE COURSE

Unit 6: Environmental Policies & Practices ( 8 lecturers)

Climate change, global warming, ozone layer depletion, acid rain and impacts on
human communities and agriculture

Environment Laws: Environment Protection Act, Air (Prevention & Control of
Pollution) Act; Water (Prevention and Control of Pollution ) Act; Wildlife Protection
Act; Forest Conservation Act. International agreements: Montreal and Kyoto
protocols and Convention on Biological Diversity (CBD).

Nature reserves, tribal populations and rights, and human Wildlife conflicts in Indian
context.

Unit 7: Human Communities and the Environment (7 lectures)

Human population growth, impacts on environment, human health and welfare.

e Resettlement and rehabilitation of projects affected persons; case studies.

e Disaster management: floods, earthquake, cyclone and landslides.

e Environmental movements : Chipko, Silent Valley, Bishnois of Rajasthan.

e Environmental ethics : Role of Indian and other religions and cultures in
environmental conservation.

e Environmental communication and public awareness, case studies(e.g. CNG Vehicles
in Delhi)

Unit 8 : Field Work (6 lectures)

e Visit to an area to document environmental assets: river / forest/ flora/ fauna etc.

e Visit to a local polluted site — Urban / Rural/ Industrial/ Agricultural.

e Study of common plants, insects, birds and basic principles of identification.

e Study of simple ecosystem- pond, river, Delhi Ridge etc.

(Equal to 5 Lectures)

Suggested Readings:

10.

11.

12.

Carson , R. 2002.Slient Spring, Houghton Mifflin Harcourt.

Gadgil , M.,& Guha, R. 1993.This Fissured Land: An Ecological History of India.
Univ.of California Press.

Glesson, B. and Low, N.(eds.)1999. Global Ethics and Environment, London,
Routledge.

Gleick,P.H.1993.Water Crisis. Pacific Institute for Studies in Dev.,Environment &
Security. Stockholm Env.Institute, Oxford Univ.Press.

Groom, Martha J., Gary K.Meffe, and Carl Ronald Carroll. Principles of Conservation
Biology. Sunderland: Sinauer Associates,2006.

Grumbine,R.Edward, and Pandit,M.K2013.Threats from India’s Himalayas dams
.Science,339:36-37

McCully,P.1996.Rivers no more :the environmental effects of dams(pp.29-64).Zed
books.

McNeill,John R.2000.Something New Under the Sun: An Environmental History of
the Twentieth Century.

Odum,E.P.,Odum, H.T.& Andrees,J.1971.Fundamental of Ecology. Philadelphia
Saunders.

Pepper,I.L.,Gerba,C.P & Brusseau,M.L.2011.Environmental and Pollution Science.
Academic Press.

Rao,M.N.& Datta,A.K1987.Waste Water Treatment. Oxford and IBH Publishing
Co.Pvt.Ltd.

Raven,P.H.,Hassenzahl,D.M & Berg,L.R.2012 Environment.8" edition. John Willey
& sons.



13.
14.
15.
16.
17.
18.

19.
20.

UNIVERSITY OF MADRAS
U.G. DEGREE COURSE

Rosencranz, A., Divan,S.,& Noble, M.L.2001.Environmental law and policy in India.
Tirupathi 1992.

Sengupta,R.2003.Ecology and Economics: An approach to sustainable
development.OUP

Singh,J.S.,Singh,S.P and Gupta,S.R.2014.Ecology,Environmental Science and
Conservation. S.Chand Publishing, New Delhi.

Sodhi,N.S.,Gibson,L.&Raven ,P.H(eds).2013.Conservation Biology :Voices from the
Tropics. John Willey & Sons.

Thapar,VV.1998.Land of the Tiger: A Natural History of the Indian Subcontinent.
Warren,C.E.1971.Biology and water Pollution Control. WB Saunders.
Willson,E.0.2006. The Creation: An appeal to save life on earth..New York: Norton.
World Commission on Environment and Development.1987.0ur Common Future.
Oxford University Press.
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PART - IV - VALUE EDUCATION

Common for all U.G. & Five Year Integrated Courses
(Effective from the Academic Year 2012 — 2013)

SYLLABUS

CREDITS: 2 Il YEAR/V SEM

Objective: Value are socially accepted norms to e valuate objects, persons and situations that form part

UNIT I:

UNIT II:

UNIT I1I:

UNIT IV:

UNIT V:

and parcel of sociality. A value system is a set of consistent values and measures.
Knowledge of the values are inculcated through education. It contributes in forming true
human being, who are able to face life and make it meaningful. There are different kinds of
values like, ethical or moral values, doctrinal or ideological values, social values and
aesthetic values. Values can be defined as broad preferences concerning appropriate courses
of action or outcomes. As such, values reflect a person’s sense of right and wrong or what
“ought” to be. There are representative values like, “Equal rights for all”, “Excellence
deserves admiration”. “People should be treated with respect and dignity”. Values tend to
influence attitudes and behavior and help to solve common human problems. Values are
related to the norms of a culture.

Value education-its purpose and significance in the present world — Value system — The role
of culture and civilization — Holistic living — balancing the outer and inner — Body, Mind
and Intellectual level — Duties and responsibilities.

Salient values for life — Truth, commitment, honesty and integrity, forgiveness and love,
empathy and ability to sacrifice, care, unity, and inclusiveness, Self esteem and self
confidence, punctuality — Time, task and resource management — Problem solving and
decision making skills — Interpersonal and Intra personal relationship — Team work —
Positive and creative thinking.

Human Rights — Universal Declaration of Human Rights — Human Rights violations —
National Integration — Peace and non-violence — Dr.A P J Kalam’s ten points for
enlightened citizenship — Social Values and Welfare of the citizen — The role of media in
value building.

Environment and Ecological balance — interdependence of all beings — living and non-living.
The binding of man and nature — Environment conservation and enrichment.

Social Evils — Corruption, Cyber crime, Terrorism — Alcoholism, Drug addiction — Dowry —
Domestic violence — untouchability — female infanticide — atrocities against women — How
to tackle them.
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Books for Reference :

1.

10.

11.
12.
13.
14.
15.

M.G. Chitakra: Education and Human Values, A.P.H. Publishing Corporation, New
Delhi, 2003.

Chakravarthy, S.K: Values and ethics for Organizations: Theory and Practice, Oxford
University Press, New Delhi, 1999.

Satchidananda, M.K: Ethics, Education, Indian Unity and Culture, Ajantha Publications,
Delhi, 1991.

Das, M.S. & Gupta, V.K.: Social Values among Young adults: A changing Scenario,
M.D. Publications, New Delhi, 1995.

Bandiste, D.D.: Humanist Values: A Source Book, B.R. Publishing Corporation, Delhi,
1999.

Ruhela, S.P.: Human Values and education, Sterling Publications, New Delhi, 1986.
Kaul, G.N.: Values and Education in Independent Indian, Associated Publishers,
Mumbai, 1975.

NCERT, Education in Values, New Delhi, 1992.

Swami Budhananda (1983) How to Build Character A Primer : Rmakrishna Mission,
New Delhi.

A Culture Heritage of India (4 Vols.), Bharatiya Vidya Bhuvan, Bombay, (Selected
Chapters only)

For Life, For the future : Reserves and Remains — UNESCO Publication.

Values, A Vedanta Kesari Presentation, Sri Ramakrishna Math, Chennai, 1996.

Swami Vivekananda, Youth and Modern India, Ramakrishna Mission, Chennai.

Swami Vivekananda, Call to the Youth for Nation Building, Advaita Ashrama, Calcutta.

Awakening Indians to India, Chinmayananda Mission, 2003.
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APPENDIX - 11(S)
UNIVERSITY OF MADRAS
MASTER OF BUSINESS ADMINISTRATION (FULLTIME)
Choice Based Credit System

REVISED SYLLABUS
(w.e.f. 2022-2023)

I Marks
> ol 5 —
. . = = | 2 ©
Subject Code Subject Name  |L|TIPIOB|T|«<| E|
< Sls|a| o o
O OCleg| o x| ¥
- i
Management Principles and core | vl -1-1-1alalas!| 75! 100
Business Ethics

Course Objectives

To familiarize the students to the basic concepts of management in order to aid

C1 in understanding how an organization functions.
C2 To provide insights on Planning & Decision Making
C3 To throw light on Organizing, Managing Change and Innovation
C4 To elucidate on Leadership, Communication and Controlling.
c5 To create awareness and importance of Business Ethics and Social
Responsibility.
UNIT Details No.of | _Course

Hours | Objectives

Introduction:NatureofManagement—  Concepts and
Foundations of Management- Managerial Functions-
ManagementSkills-

I TheEvolutionofManagementThought— 12 C1
TasksofaProfessionalManager—OrganizationalCulture-
Environment- Systems Approach to Management — Levels
in Management — Disaster Management

Planning & Decision Making: Steps in Planning
Process — Scope and Limitations —Short Term and Long
Term Planning - Flexibility in Planning -
I Characteristics of aSound Plan — Management By 12 Cc2
Objectives (MBO). Strategic Management
ProcessDecision MakingProcessandTechniques.
Business Models

Nature of Organizing: Organization Structure and
Design - Authority Relationships —
DelegationofAuthorityandDecentralization—
InterdepartmentalCoordinator-emerging  Trends in 12 c3
corporate Structure, Strategy and Culture — Impact of
TechnologyonOrganizationaldesign—
Mechanisticvs.AdoptiveStructures—
FormalandInformalOrganization.Spanofcontrol—




ProsandConsofNarrowandWideSpansofControl—
OptimumSpan -ManagingChangeandInnovation.

Leadership and Control:Leadership: Approaches to
Leadership andCommunication.
Control:ConceptofControl—
ApplicationoftheProcessofControlatDifferentLevelsofM

v anagement(top,middleandfirstline).PerformanceStandar 12 c4
ds—MeasurementsofPerformance — Remedial Action -
An Integrated Control system in an Organization —
Management by Exception (MBE) —
Business Ethics: Importance of Business Ethics —
v Ethical Issues and Dilemmas inBusiness - Ethical 12 c5
Decision Making and Ethical Leadership — Ethics Audit
- BusinessEthicsand-CSRModels.
Total 60
Course Outcomes
Course 0 . . -
n completion of this course, students will; Program Outcomes
Outcomes
Possess the knowledge on the basic concepts of
CO1 management and understand how an organization PO4, PO6, PO8
functions.
CO2 Possess knowledge on planning & decision making. PO1, PO2
Have insights on organizing, managing change and
co3 oD ganizing ging chang PO5, POB, PO7
co4 Iglfi?lrg leadership, communication and controlling PO4. POS
Have better understanding on business ethics and
CO5 social responsibility. PO3, POB
Reading List
1. https://deb.ugc.ac.In
2. http://wwww.managementconcepts.Com
3. International journal of Management Concepts and Philosophy
4. Journal of Management, Sage Publications
References Books
1 Certo, S C. and Certo, T, Modern Management, 13" Edition, Prentice Hall,
' January 2014.
5 Griffin, R. W., Management, 11" Edition, South-Western College Publication,
' January 2018.
3 Koontz, H. and Weihrich, H., Essentials of Management: An International
' Perspective, 11" Edition, Tata McGraw Hill Education Private Ltd., July 2020
4 Mukherjee, K., Principles of Management, 2"d Edition, Tata McGraw Hill
' Education Pvt. Ltd., 2009
5 Robbins, S and Coulter, M, 11" Edition, Management, Prentice Hall, 11"
' edition, January 2012
6. Shaikh Ubaid, Disaster Management, Technical publications, 1% edition, 2020



http://wwww.managementconcepts.com/

Methods of Evaluation

Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
E\/(‘?ll;;ite Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 M M M
CO?2 M S
CO3 M M M
CO4 S S
CO5 S S

S-Strong M-Medium  L-Low




” Marks
> ol 5 —
. . =) = | ° ©
Subject Code Subject Name 2 |LITIP|OB | T|«| E| &
I Sl 5] 8| ©
O Clglol x| F
= i
Quantitative Techniques and N
Research Methods in Business Core | Y 414125 75 100

Course Objectives

To provide the students with an introduction to probability theory and discuss

Cl how probability calculations may facilitate their decision making.

C2 To construct a cohergnt reseqrch proposal Fhat includes an abstract, literature
review, research questions, ethical considerations and methodology.

C3 To understand the basic statistical tools for analysis & interpretation of
qualitative and quantitative data.

C4 To recognize the principles and characteristics of the multivariate data analysis
techniques.

c5 To become familiar with the process of drafting a report that poses a significant
problem

UNIT Details No.of ) Course

Hours | Objectives

Introduction: Probability - Rules of probability-
Probability distribution; Binomial, Poisson and Normal
Distributions, their applications in Business and
Industrial  Problem- Baye’s Theorem and its 17 c1
applications - Decision Making under risk and
uncertainty; Maximax, Maximin, Regret Hurwitz and
Laplace Criteria in Business and Decision Making -
Decision tree.

Research Methods: Research - Definition - Research
Process - Research Design — Definition- Types Of
Research Design - Role of Theory in Research -
Variables in Research — Objectives - Hypothesis -
Types of Data; Preliminary Vs Secondary- Methods of
Primary Data Collection; Survey, Observation,
Experiments - Construction Of Questionnaire - 10 C2
Questionnaire Schedule- Validity and Reliability of
Instruments - Types of Scales; Nominal, Ordinal,
Interval - Types of Attitude Measurement Scales —
Sampling  Techniques;  Probability And  Non
probability Techniques- Optimal Sample Size
determination.




Data Preparation and Analysis: Data Preparation -
Editing —Coding- Data Entry- Data Analysis- Testing
Of Hypothesis Univariate and Bivariate Analysis -
Parametric  And  Nonparametric  Tests and
Interpretation of Test Results- Chi-Square Test-
Correlation; Karl Pearson’s Vs Correlation Coefficient
and Spearman's Rank Correlation- Regression Analysis
- One Way and Two Way Analysis of Variance.

15 C3

Multivariate Statistical Analysis: Exploratory and
Confirmatory Factor Analysis -Discriminant Analysis-
Cluster  Analysis -Conjoint  Analysis -Multiple
Regression-  Multidimensional ~ Scaling- ~ Their
Application In Marketing Problems -Application of
Statistical Software For Data Analysis- SEM Analysis

09 C4

Report Writing and Ethics in Business Research:
Research Reports- Different Types -Report Writing
Format- Content of Report- Need For Executive
Summary- Chapterization -Framing the Title of the
Report- Different Styles Of Referencing -Academic Vs
Business Research Reports - Ethics In Research.

09 C5

Total 60

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

COo1

Be able to develop problem-solving techniques needed

to accurately calculate probabilities. POL, PO2, PO, PO7

CO2

Be able to devise research methods, techniques and
strategies in the appropriate manner for managerial PO4, PO6
decision making and conduct research for the industry.

CO3

Be able to apply and interpret the different types of

quantitative and qualitative methods of data analysis. PO4, POS

CO4

Be able to use multivariate techniques appropriately,
undertake multivariate hypothesis tests, and draw PO4, PO6
appropriate conclusions.

CO5

Be able to present orally their research or a summary
of another’s research in an organized, coherent, and PO4, PO6
compelling fashion.

Reading List

https://www.dartmouth.edu/~chance/teaching_aids/books_articles/probability _book
/amsbook.mac.pdf

https://study.com/academy/topic/probability.html

https://onlinecourses.nptel.ac.in/noc18_ma07/preview

el R I

https://hbr.org/1964/07/decision-trees-for-decision-making

References Books

Anderson, Sweeny, Williams, Camm and Cochran, Statistics for business and
Economics, Cengage Learning, New Delhi, 13th Edition, 2017

Cooper, D.R., Schindler, P. And Business Research Methods, Tata- McGrew
Hill,12th Edition, 2012.

Cooper, D.R., Schindler, P. and Sharma, J.K., Business Research Methods,11th
Edition, Tata-McGraw Hill, 12 th Edition, 2018.



https://www.dartmouth.edu/~chance/teaching_aids/books_articles/probability_book/amsbook.mac.pdf
https://www.dartmouth.edu/~chance/teaching_aids/books_articles/probability_book/amsbook.mac.pdf
https://study.com/academy/topic/probability.html
https://onlinecourses.nptel.ac.in/noc18_ma07/preview
https://hbr.org/1964/07/decision-trees-for-decision-making

Johnson, R.A., and Wichern, D.W., Applied Multivariate Statistical Analysis,

4. PHI Learning Pvt. Ltd., 6 th Edition, 2012.
5 Kumar, R., Research Methodology: A Step-by-Step guide for Beginners, Sage,
' South Asia, 4th Edition, 2014.
6 Srivastava, T.N. and Rego, S., Statistics for Management, 2nd Edition, Tata
' McGraw Hill, 3rd Edition, 2016.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);E;Q?OIn End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend | overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i(gleas, Map knowledgeIo YRR
Ev(ill;?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ’
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S S S S
CO?2 S S
CO3 M S
CO4 M M
CO5 S S
S-Strong M-Medium  L-Low
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Managing Organizational core |yl -1-1-1alalosl 75| 100
Behaviour

Course Objectives

C1l

To familiarize the students to the basic concepts of managing Organizational
Behaviour in order to aid in understanding how an men behave in an

organization.

C2

To provide insights on Individual Differences, perception, learning, Attitudes

values and motivation

C3

To throw light on Group Dynamics and Interpersonal Communication

C4

To elucidate on Leadership, Politics, Conflicts and Negotiation.

C5

To create awareness and importance of work stress and Emotional Intelligence

and its influence on employees in an organization.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction to  Organizational Behaviour:
Historical background of OB - Concept Relevance of
OB — Contributing disciplines - to the field of OB,
challenges and opportunities for OB, foundations of
Individual Behaviour. Theory — social theory-
Organizational Citizenship Behaviour

12

C1

Individual Difference - Personality — concept and
determinants of personality — theories of personality —
type of theories — trait theory — psycho analytic theory -

12

C2

social learning theory — Erikson’s stages of Personality
Development Chris Argyris Immaturity to Maturity
Continuum. Personality — Job fit.

Perception: Meaning Process — Factors influencing
perception — Attribution theory

Learning: Classical, Operant and Social Cognitive
Approaches — Managerial implications.

Attitudes and Values:— Components, Attitude —
Behaviour relationship, formation, values.

Motivation: Early Theories of Motivation — Hierarchy
of needs theory, Theory X and Theory Y, Two factor
theory, McClelland’s theory of needs and
Contemporary theories of motivation — Self -
Determination theory, Job Engagement, Goal Setting
theory, Self- efficacy theory, Re — inforcement theory,
Equity theory, Expectancy theory.




Group Dynamics — Foundations of Group Behaviour —
Group and Team - Stages of Group Development—
Factors affecting Group and Team Performance - Group
Decision making 12 C3
Interpersonal Communication — Communication
Process — Barriers to Communication— Guidelines for
Effective Communication

Leadership — Trait, Behavioural and Contingency
theories, Leaders vs Managers Power and

Politics: Sources of Power — Political Behaviour in
Organizations — Managing Politics. 12 C4
Conflict and Negotiation: Sources and Types of
Conflict —Negotiation Strategies— Negotiation
Process.

Work Stress: Stressors in the Workplace — Individual
Differences on Experiencing Stress - Managing
Workplace Stress. Organizational Culture and Climate:
Concept and Importance — Creating and Sustaining
Culture.

Emotional Intelligence, Work Life Integration Practices.
Knowledge based enterprise- systems and Processes;
Networked and virtual organizations.

12 C5

Total 60

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

CO1

Possess the knowledge on the basic concepts of
managing Organisational Behaviour in order to aid in PO4
understanding how an men behave in an organization

CO2

Possess knowledge on Individual Differences, PO3, PO6

perception, learning, Attitudes values and motivation

CO3

Have insights on Group Dynamics and Interpersonal
Communication PO2, PO4, PO5

CO4

Learn Leadership, Politics, Conflicts and Negotiation. PO5

CO5

Have better understanding on work stress and
Emotional Intelligence and its influence on employees PO6, PO8
in an organisation.

Reading List

www.himpub.com

https://iedunote.com.organisational-behaviour

www.yourarticlelibrary.com/organisation/

EalRd i

Journal of Organizational Behaviour — wiley Online Library

References Books

Anderson, Sweeny, Williams, Camm and Cochran, Statistics for business and
Economics, Cengage Learning, New Delhi, 13th Edition, 2017

Cooper, D.R., Schindler, P. And Business Research Methods, Tata- McGrew
Hill,12th Edition, 2012.

Cooper, D.R., Schindler, P. and Sharma, J.K., Business Research Methods,11th
Edition, Tata-McGraw Hill, 12 th Edition, 2018.



http://www.himpub.com/
https://iedunote.com.organisational-behaviour/
http://www.yourarticlelibrary.com/organisation/

Johnson, R.A., and Wichern, D.W., Applied Multivariate Statistical Analysis,

4. PHI Learning Pvt. Ltd., 6 th Edition, 2012.
5 Kumar, R., Research Methodology: A Step-by-Step guide for Beginners, Sage,
' South Asia, 4th Edition, 2014.
6 Srivastava, T.N. and Rego, S., Statistics for Management, 2nd Edition, Tata
' McGraw Hill, 3rd Edition, 2016.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short Concept lanations, Short summary or
Comprehend Q, True/False, Short essays, Concept explanations, Short summary o
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?]leas, Map knowledgep Y
Ev(?<llg§1te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 M
CO?2 S S
CO3 S S S
CO4 S
CO5 S M

S-Strong M-Medium  L-Low




Subject Code
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Inst. Hours

CIA

External
Total

Accounting For Managers Core | Y| -] -

4

o

25

-~
(62}

100

Course Objectives

C1

To acquaint the students with the fundamentals of principles of financial, cost

and management accounting

C2

To enable the students to prepare, analyses and interpret financial statements

C3

To acquaint the students with the tools and techniques of financial analysis

C4

To enable the students to take decisions using management accounting tools.

C5

To enable the students to prepare the reports with the accounting tools and

facilitate managerial decision making.

UNIT

Details

No. of
Hours

Course
Objectives

Financial Accounting—Meaning-Objectives-
functions.BranchesofAccounting:Financial,Cost
andManagementAccounting-
AccountingConcepts and conventions. Journal
— Ledger — Trial Balance - Preparation
ofFinalAccounts:Trading,ProfitandLossAccoun
tandBalanceSheet(problems); International
Accounting Standards - IFRS

12

C1

FinancialStatementAnalysis-Objectives-
TechniquesofFinancialStatement Analysis:
Common Size and Comparative Financial
Statements, Trend analysis, Ratio Analysis.
FundFlowStatement-
StatementofChangesinWorkingCapital-
PreparationofFundFlowStatement-
CashFlowStatementAnalysis-
DistinctionbetweenFundFlowandCashFlowStat
ement—problem.

12

C2

MarginalCosting-Definition-
distinctionbetweenmarginalcostingandabsorptio

12

C3




n costing - Break even point Analysis -
Contribution, p/v Ratio,margin of safety -
Decision making under marginal costing
system-key
factoranalysis,makeorbuydecisions,exportdecisi
on,salesmixdecision-Problems.

Budget, Budgeting,and Budgeting Control -
Types of Budgets - Preparationof Flexible and
fixed Budgets, master budget and Cash Budget
- Problems -ZeroBaseBudgeting.

12 C4

CostAccounting:meaning—Objectives-
ElementsofCost—CostSheet(Problems) -
classification of cost— CostUnitand Cost Centre —
Methodsof Costing— Techniques of
Costing.Standard costing and variance
analysisReportingtoManagement— 12 C5
UsesofAccountinginformationinManagerialdecisi
on-making. Reporting-Accounting Standards and
Accounting Disclosure practices in India;
Exposure to Practical Knowledge of using
Accounting software- Open Source.

Total 60

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

CO1

Be able to understand the fundamentals of principles

of financial, cost and management accounting PO6

CO2

Be able to prepare, analyze and interpret financial PO1, PO2, PO4, PO,
statements PO7

CO3

Be able to use the tools and techniques of financial PO1, PO2, PO3, POS6,
analysis. PO7

CO4

Be able to take decisions using management
accounting tools. PO1, PO2, POG, PO7

CO5

Be able to prepare the reports with the accounting PO2, PO3, PO4, POS6,
tools and facilitate and take managerial decisions. PO7, PO8

Reading List

http://files.rajeshindukuristudyplace.webnode.com/200000014-9621c971b8/
accounting%20 for%20 managers.pdf

http://shodhganga.inflibnet.ac.in/bitstream/10603/70588/9/09 _chapter%201.pdf

http://educ.jmu.edu/~drakepp/principles/module6/capbudtech.pdf

i R I A

https://www.researchgate.net/publication/313477460_concept_of working_capital _
management

References Books

Gupta, A., Financial Accounting for Management: An
AnalyticalPerspective,5tNEdition,Pearson,2016.

Khan, M.Y. and Jain, P.K., Management Accounting:
Text,Problems and Cases, 8thEdition, Tata McGraw Hill Education



http://files.rajeshindukuristudyplace.webnode.com/200000014-9621c971b8/%20accounting%20%20for%20%20managers.pdf
http://files.rajeshindukuristudyplace.webnode.com/200000014-9621c971b8/%20accounting%20%20for%20%20managers.pdf
http://shodhganga.inflibnet.ac.in/bitstream/10603/70588/9/09_chapter%201.pdf
http://educ.jmu.edu/~drakepp/principles/module6/capbudtech.pdf
https://www.researchgate.net/publication/313477460_CONCEPT_OF_WORKING_CAPITAL_MANAGEMENT
https://www.researchgate.net/publication/313477460_CONCEPT_OF_WORKING_CAPITAL_MANAGEMENT

Pvt.Ltd.,2021.

NalayiramSubramanian,ContemporaryFinancial Accountingand

3 reporting for Management — a holistic perspective- Edn.
' 1,2014publishedbyS.N.CorporateManagementConsultantsPrivateLimi
ted
4 Horngren,C.T.,Sundem,G.L.,Stratton,W.O.,Burgstahler,D.andSchat
' zberg, J.,16thEdition,Pearson,2013
5 Noreen, E., Brewer, P. and Garrison, R., Managerial Accountingfor
' Managers, 13th Edition, Tata McGraw-Hill Education Pvt. Ltd.,2009.
6 Rustagi,R.P.,ManagementAccounting,2ndEdition,TaxmannAIIiedServ
' icesPvt.Ltd,2011
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg,J i(gleas, Map knowledgep YRR
Ev(ill;?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ’
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M
CO2 S S S S M
CO3 S S S S M
CO4 S S S S
CO5 S S S S M M
S-Strong M-Medium  L-Low
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Managerial Economics Core | 4| -]|-|-

4

I

25

100

~
ol

Course Objectives

C1

To familiarize the students about managerial economics and to know the

fundamental concepts affecting business decisions.

C2

To understand the concept of utility and demand analysis and demand

forecasting

C3

To know about production function and market structure

C4

To have an idea and understanding about Macroeconomics like National

Income, savings and investment, Indian economic policy and Planning.

C5

To Provide insights on Money Market, Inflation and Deflation, Monetary and

Fiscal policies, FDI and cashless economy.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Definition  of  Managerial
Economics. Decision Making and
theFundamentalConceptsAffectingBusinessDeci
sions—
thelncrementalConcept,Marginalism,Equimargin
alConcept,theTimePerspective,DiscountingPrinci
ple,OpportunityCostPrinciple-
MicroandMacroEconomics.

12

C1l

UtilityAnalysisandtheDemandCurve:Elasticity
ofDemand-DemandAnalysis: Basic Concepts,
and tools of analysis for demand forecasting.
UseofBusinessindicators:Demandforecastingforc
onsumer,ConsumerDurableand Capital Goods.
Input-Output Analysis — Consumer Behavior-
ConsumerEquilibrium

12

C2

TheProductionFunction:ProductionwithOneVariabl

elnput — Law ofVariableProportions—
ProductionwithTwoVariablelnputs—
Productionlsoquants—
IsocostLinesEstimatingProductionFunctions-
ReturnstoScale— Economies Vs Diseconomies of
Scale — Cost Concepts — Analysis of cost —
Shortandlongruncosts.

MarketStructure:Perfect andIlmperfect
Competition —Monopoly, Duopoly,
MonopolisticCompetition—PricingMethods.

12

C3

Macro Economic Variables — National Income-
Concepts — Gross DomesticProduct, Gross

12

C4




National Product, Net National Product —
Measurement ofNational Income, Savings,
Investment - Business Cycles and
ContracyclicalPolicies—RoleofEconomicPolicy—
IndianEconomicPlanning

CommodityandMoneyMarket: DemandandSup
plyofMoney—MoneyMarket Equilibrium —
Monetary Policy — Inflation — Deflation —
Stagflation-Role of FiscalPolicies- Indian Fiscal
Policies - Government Policy towards Foreign

v Capitaland Foreign Collaborations — 12 5
Globalization and its Impact. Cashless
economyanddigitalizedcashtransfers; Economic
models and its steps; FEMA-GST-Industrial
Policy in India and its effects on growth.

Total 60
Course Outcomes
Course 0 . . e
n completion of this course, students will; Program Outcomes
Outcomes
Be able to understand the basic concepts of managerial
Co1 economics that helps the firm in decision making PO2, PO4
process.
Be familiar about the Basic concepts of Demand,
coz2 Supply and Equilibrium and their determinants PO4, POS, POT
Have better idea and understanding about production
cos3 function and market structure PO6, PO7
Have better insights about macroeconomics concepts
CO4 like National income, Savings and Investment, Indian PO8
Economic Policy and planning
Possess better knowledge about Money market,
CO5S Monetary and Fiscal policy, inflation and deflation, FDI PO7
and globalization and Cashless economy and digitalized
cash transfers.
Reading List
1 http://pearsoned.co.in/prc/book/paul-g-keat-managerial-economics-economic-
' tools-todays-decision-makers6e-6/9788131733530
5 http://www.onlinevideolecture.com/mba-programs/kmpetrov/managerial
' economics/?courseid=4207
3 https://www.slideshare.net/dvy92010/nature-and-scope-of-managerial-economics-
' 76225857
4. The Indian Economic Journal - SAGE Journals
References Books
1 1. Damodaran, S., Managerial Economics, 2nd Edition, Oxford University
' Press, 2011.
2. Dwivedi, D.N., Managerial Economics, Vikas Publishing House, 2011.
3. R. L. Varshney , K.L. Maheshwari., Managerial Economics, Sultan Chand &



http://pearsoned.co.in/prc/book/paul-g-keat-managerial-economics-economic-tools-todays-decision-makers6e-6/9788131733530
http://pearsoned.co.in/prc/book/paul-g-keat-managerial-economics-economic-tools-todays-decision-makers6e-6/9788131733530
http://www.onlinevideolecture.com/mba-programs/kmpetrov/managerial%20economics/?course_id=4207
http://www.onlinevideolecture.com/mba-programs/kmpetrov/managerial%20economics/?course_id=4207
https://www.slideshare.net/dvy92010/nature-and-scope-of-managerial-economics-76225857
https://www.slideshare.net/dvy92010/nature-and-scope-of-managerial-economics-76225857

Sons, 2014.

William F. Samuelson, Stephen G. Marks, Jay L., Zagorsky., Managerial

4 Economics, Wiley Publishers, 9™ Edition (2021)
5 H. L. Ahuja., Managerial Economics., Atlantic Publishers and distributors(P)
' Ltd., 2017.
6 Dominick Salvatore, Managerial Economics: Principles and worldwide
' applications, 9E Adaptation, Oxford university press, 9" Edition, 2020.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o Trye/False, sh c lanations, Sh
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Evaluate L luati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M S
CO?2 S M M
CO3 S S
CO4 M
CO5 M

S-Strong M-Medium L-Low
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Total

Entrepreneurship Extra Yy
Development Disciplinary

w

w

25

~
ol

100

Course Objectives

C1l

To introduce students to entrepreneurship and its growth in India.

C2

To impart knowledge on innovation, its types, role of technology in innovation,

patents and licensing.

C3

To orient the students on new venture creation

C4

To enable students to prepare a feasible business plan

C5

To give inputs on various types of financing available for new ventures.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: The Entrepreneur — Definition -
Characteristics of Successful entrepreneur.
Entrepreneurial scene in India; MSME; Analysis of
entrepreneurial growth in different communities — Case
histories of successful entrepreneurs. Similarities and
Distinguish between Entrepreneur and Intrapreneur.

C1

Innovation in Business: Types of Innovation -
Creating and Identifying Opportunities for Innovation
— Design Thinking- The Technological Innovation
Process — Creating New Technological Innovation and
Intrapreneurship — Licensing — Patent Rights —
Innovation in Indian Firms

C2

New Venture Creation: Identifying Opportunities for
New Venture Creation: Environment Scanning -
Generation of New Ideas for Products and Services.
Creating, Shaping, Recognition, Seizing and Screening
of Opportunities. Feasibility Analysis: Technical
Feasibility of Products and Services — Marketing
Feasibility: Marketing Methods — Pricing Policy and
Distribution Channels

C3

Business Plan Preparation: Benefits of a Business Plan
— Elements of the Business Plan — Developing a
Business Plan — Guidelines for preparing a Business
Plan — Format and Presentation; Start-ups and e-
commerce Start-ups. Business Model Canvas

C4

Financing the New Venture: Capital structure and
working capital Management: Financial appraisal of
new project, Role of Banks — Credit appraisal by
banks. Institutional Finance to Small Industries —
Incentives —  Institutional ~ Arrangement  and
Encouragement of Entrepreneurship.

C5




Total | 45 ]

Course Outcomes

Oﬁ?éjorr?]ees On completion of this course, students will; Program Outcomes
co1 E%i%ble to know about growth of entrepreneurship in PO4. PO7
Gain knowledge on innovation, its types, role of
Co2 technology in i?movation, patents and Iic)gelsing PO7,POB
COs3 Obtain knowledge on new venture creation POG6, PO7
CO4 Be able to prepare a business plan PO7, PO8
Gian knowledge on various types of financin
C0o5 available for ne\?v ventures. P ) PO7, POB
Reading List
1. http://www.jimssouthdelhi.com/sm/BBAG6/ED.pdf
2. https://www.cengage.com/highered
3. https://roadmapresearch.com/entrepreneurship-beyond-curriculum
4. The International Journal of Entrepreneurship and Innovation
References Books
Entrepreneurship: Successfully Launching New Ventures, Global Edition, 6th
1. Edition Bruce R. Barringer, Texas A & amp; M University, R. Duane Ireland,
©2018 |Pearson
5 Barringer, B., Entrepreneurship: Successfully Launching New Ventures,
' 3rd Edition, Pearson, 2011.
3 Bessant, J., and Tidd, J., Innovation and Entrepreneurship, 2nd Edition, John
' Wiley &amp; Sons, 2011.
4 Desai, V., Small Scale Industries and Entrepreneurship, Himalaya Publishing
' House, 2011.
5. Reddy, N., Entrepreneurship: Text and Cases, Cengage Learning, 2010.
6. Roy, R., Entrepreneurship, 2nd Edition, Oxford University Press, 2011.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
E%ﬁﬁggiaoln End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variougJ i?jeas, Map knowledgep YR
Evaluate Longer essay/ Evaluation essay, Critique or justify with pros and cons



http://www.jimssouthdelhi.com/sm/BBA6/ED.pdf
http://www.cengage.com/highered
https://roadmapresearch.com/entrepreneurship-beyond-curriculum

(K5)

Check knowledge in specific or offbeat situations, Discussion, Debating or

Create (K6) | prasentations

PO1 |[PO2 |PO3 |PO4 |PO5 |POG
CO1 S
CO2
CO3 M
CO4
CO5
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Soft Skills I - Executive Soft
Communication Skills |~ || Y| |2 ]2|40| 60 100
Course Objectives
C1 To acquire communication awareness they are going to get for the industry.

C2

To make the customer realize that you can provide them with information and

other essential things

C3

To explore the skill of writing business proposals

C4

To develop aplan for the meetings and interviews

C5

To analyze the skills required for non-verbal communication

UNIT

Details

No. of
Hours

Course
Objectives

UNIT 1- Communication: Meaning and Significance of
Communication  for  Management-  Types  of
Communication Factors Affecting Effectiveness of
Communication- Barriers to Communication- Principles
of Effective Communication Dyadic Communication-
Face-to-face Communication. Other Modes of
Communication.

C1

UNIT 11- Business Correspondence: Planning
Business Messages: Analyzing the Task, Anticipating the
Audience. Adapting the Message Organizing and Writing
Business Messages: Patterns of organization, Use of
Tools such as Mind Maps, Composing the Message-
Norms for Business Letters Letters for Different Kinds of
Situation: Personalized Standard Letters, Enquiries,

C2




Inviting Quotations, Sending Quotations, Placing Orders,
Inviting tenders, Claim letters, Customers Complaints,
Collection Letters, Sales Promotion Letters- Revising
Business Messages: Revising for Clarity. Conciseness
and Readability, Proof reading and Evaluating- Letters of
application and resume.

UNIT I11- Business Reports and Proposals: Structure
of Reports- Long and Short Reports: Formal and
Informal Reports- Writing Research Reports- Technical
Reports- Norms for Including Exhibits and Appendices-
Writing Business Proposals.

C3

UNIT V- Conducting Meetings and
Interviews:Procedure  for  Conducting  Meetings-
Preparing Agenda, Minutes and Resolutions- Conducting
Seminars and Conferences- Procedure of Regulating
Speech- Evaluating Oral Presentations Drafting Speech-
Participating in Debates and Group Discussions-
Presentation Skills- Fluency Development Strategies-
Attending and Conducting Interviews- Listening.

C4

UNIT V- Non-verbal Communication: Personal
Appearance- Posture- Body Language- Reading
Nonverbal Messages- Use of Charts. Diagrams and
Tables- Visual and Audio-visual Aids for
Communication.

C5

Total

30

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Understanding of theories and concepts, types and
various modes of communication in organizations

PO4, PO6

CO2

Development of skills on developing Business
Correspondence

PO4, PO6

CO3

Development of skills onpreparing Business Reports
and Proposals

PO4, PO6

CO4

To draft effective business correspondence with
brevity, and clarity in designing and developing clean
and lucid organizing skills.

PO4, PO6

CO5

To demonstrate his/her verbal and non-verbal
communication ability through presentations.

PO4, PO6

Reading List

https://www.skKillsyouneed.com/ips/communication-skills.html

communication-skills-infants-and-toddlers

https://mtbt.fpg.unc.edu/more-baby-talk/10-ways-promote-language-and-

http://skillopedia.com

el A .

https://www.habitsforwellbeing.com/9-effective-communication-skills

References Books

\ American Management Association, The AMA Handbook of Business Writing:



https://www.skillsyouneed.com/ips/communication-skills.html
https://mtbt.fpg.unc.edu/more-baby-talk/10-ways-promote-language-and-communication-skills-infants-and-toddlers
https://mtbt.fpg.unc.edu/more-baby-talk/10-ways-promote-language-and-communication-skills-infants-and-toddlers
http://skillopedia.com/
https://www.habitsforwellbeing.com/9-effective-communication-skills

The Ultimate Guide to Style, Usage, Punctuation, Construction and Formatting,
2010.

Bovec L. Courtland and John V. Thill, Business Communication Today, 10 ed.,

2. Pearson Education, New Delhi, 2011.
3 Chaney, L. and Martin, J., Intercultural Business Communication. Person, 4 ed.,
' 2008.
4. Chaturvedi, Business Communication, Person, 2 edition, 2011
5 Gerson, Sharan J., and Steven M Gerson, Technical Writing: Process and
' Product, Person Education, New Delhi, 2008
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 0 rye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variouss,J i?jeas, Map knowledgep Y P
Evaluate | / Evaluati Criti justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ; P ;
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 S S
CO?2 S S
CO3 S S
CO4 S S
CO5 S S
S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
r
_|
0
@]
Credits

Marks

Inst. Hours

CIA

External
Total

Legal Systems in Business Core | Y| -]-|-

o

o

25

-~
(6}

100

Course Objectives

Cl

To create knowledge and understanding on law of contracts

C2

To describe about sale of goods and Negotiable instrument act

C3

To have an overall understanding about partnership act and company law.

C4

To familiarize various labor laws for effective administration of Human

Resource of an organization.

C5

To provide insights and awareness about consumer protection act, Cyber-crimes,

Intellectual property Rights.

UNIT

Details

No. of
Hours

Course
Objectives

The Law ofContracts: Definition ofContact Offer and
Acceptance — Essential Elementsof a Valid Contract:
Free Consent — Competency of Parties — Lawful
Consideration -
LegalityofObject.Void,Voidable,Unenforceableandllle
galContracts—Performanceof Contracts — Privity of
Contracts — Assignment of Contracts — By Whom
Contractmust be Performed — Time and Place of
Performance — Performance of ReciprocalPromises —
Contracts which need not be performed, Discharge of
Contracts : ByPerformance, By Agreement,
ByIlmpossibility, By Lapse of Time, By Operation
ofLawandByBreachofContracts—
RemediesforBreachofContracts.

12

C1

SaleofGoodsAct:DefinitionofaSaleandaContractofSale
—Differencebetween(1)Sale and an Agreement to Sell
(2) Sale and a Contract Form (3) Sale and Bailment
(4)Sale and Mortgage of Goods (5) Sale and Time
Purchase Conditions and Warranties —Passingof
PropertyofGoods—RightsofanUnpaidSeller.
NegotiablelnstrumentsAct:NegotiableInstrumentsinG
eneral:Cheques,Billsof ExchangeandPromissoryNotes—
Definition andCharacteristics

12

C2

PartnershipAct:Evolution—DefinitionofPartnership—
DifferencebetweenPartnership and  Joint  Family
Business — Kinds of Partnerships — Registration —
RightsandLiabilities ofPartners —Dissolution.

Company Law: Evolution of Company Form of
Organisation — Companies SeparateLegal Entity —

12

C3




Comparison of Company with Partnership and Joint
Hindu FamilyBusiness — Kinds of Companies —
Comparison of Private and Public Companies —
FormationofCompanies—
GeneralldeaAboutMemorandumandArticlesof Associati
on,Prospectus,StatementinlieuofProspectus—

ManagementofCompanies —  General Idea of
Management of Companies — Officers, Meetings —
Resolutions —AccountandAudit—

WindingupofCompanies—Generalldeaof
theDifferentModesofWindingUp.

LabourLaw:FactoriesAct,MinimumWagesAct,Industr
ialDisputesAct, Employees Compensation  Act,
Payment of Bonus Act 1965. Payment of Gratuity Act
1972. ESI Act, Employees Provident Fund and
Miscellaneous Provisions Act 1952, Maternity
Benefits Act, Child labour Abolition & Regulation
Act,1986- Inter-state Migrant Workmen (Regulation of
Employment & Conditions of services) Act 1979-
Bonded Labour system (Abolition)Act 1976- Sexual
Harassment of women at Workplace (Prevention,
Prohibition & Redressal) Act 2013- Contract Labour
(Regulation and Abolition) Act- Four Labour Codes
and Rules-RTI Act 2005.

12 C4

ConsumerProtectionAct,CompetitionAct2002,CyberCr
imes,ITAct 2008-Intellectual Property Rights: Types of
Intellectual Property — TrademarksAct 1999 -
TheCopyrightAct 1957 -
InternationalCopyrightOrder,1999 —DesignAct,2000;
UNICITRAL — United Nations Commission on
International Trade Law.

12 C5

Total

60

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Have knowledge on understandings on law of contract.

PO4, PO6, PO7

CO2

Know the sale of Goods & Negotiable instrument act.

PO6

CO3

Have understandings on partnership and company law

POG6, PO7

CO4

Have familiarize with various labour laws.

PO5, PO6, PO7

CO5

Possess insights & awareness about consumer protection
Act Cyber Crimes, Intellectual Property Rights.

PO8

Reading List

http://www.legalserviceindia.com/article/

http://www.freebookcentre.net/Law/Law-Books.html 2

https://www.mooc-list.com/course/business-law-wma

el RN

https://ilj.law.indiana.edu/

References Books



http://www.legalserviceindia.com/article/
http://www.freebookcentre.net/Law/Law-Books.html%202
https://www.mooc-list.com/course/business-law-wma
https://ilj.law.indiana.edu/

1. Kapoor ND., Legal Systems in Business, Edition 2 (2021), Sultan Chand & Sons.
2. Rao, P.M., Mercantile Law, PHI Learning, 2011.
3 Majumdar, A. K. and Kapoor, G.K., Company Law, 15th Edition, Taxmann
' Publications Pvt. Ltd., 2012.
4 Majumdar, A. K. and Kapoor, G.K., Company Law and Practice, 17th Edition,
' Taxmann Publications Pvt. Ltd., 2012.
5. Intellectual Property Laws, Universal Law Publishing, 2012.
6 Daniel Albuquerque , Legal systems in Business, Oxford University Press India,
' 2"d Edition, 2015.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ |\ rye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variouss,J i?jeas, Map knowledgep YRR
Ev(ill;?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ’
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M M
CO?2 M
CO3 M M
CO4 M M M
CO5 M

S-Strong M-Medium  L-Low




I Marks
> a| 5 —
. . o +— o o]
Subject Code Subject Name o |L| TP 2T «| E T
I Slel a8 IS
O Clgo g F
- i
Applied Operations Research Core | Y| -] - 414 (25] 75| 100

Course Objectives

C1

To provide the students with introduction on OR and its

models to aid in

understanding its applicability in the various functional areas of management.

C2

To understand the concept of linear programming models in determining profit

maximization and cost minimization

C3

To learn about various methods adopted in transportation and Assignments

models.

C4

To determine about inventory models, replacement models, job sequencing,

networking model and Queuing model

C5

To throw light on dynamic model and game models and the application of pure

and mixed strategies in competitive environment.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction:  Overviewofoperationsresearch—
Origin—Nature,scope&characteristicsofOR—
ModelsinOR—
Applicationofoperationsresearchinfunctionalare
asof management

08

C1

Linear Programming Problem: Linear
programming problem model — Formulation —
Maximization & Minimization problem -
Graphical method — Simplex method —
Artificial variable — Primal & Dual.

12

C2

Transportation problem: Basic Solution -
North/WestcornerSolution, LCM, VAM,
Matrices method — Optimal Solution -
Steppingstonemethod-
Vogel’sapproximationmethod-Modimethod—
Degeneracy-
Imbalancematrix.Assignmentmodel:Hungarian
method-Travelingsalesmenproblem.

12

C3

Project Scheduling and Resource Management:
Deterministic Inventory models — Purchasing &
Manufacturing models — Probabilistic inventory
models - Replacement model — Sequencing -
Brief Introduction to Queuing models.
Networking - Programme Evaluation and
Review Technique (PERT) and Critical Path
Method (CPM) for Project Scheduling-
Crashing — Resource allocation and Resource

18

C4




Scheduling.

Game Theory and Strategies: Games theory
— two player zero sum game theory — Saddle
Point —Mixed Strategies for games without

\ saddlepoints— Dominance method - 10 C5
GraphicalandL.PSolutions- Goal Programming;
Simulation; Integer programming and Dynamic
programming.
Total 60
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Obtain insight onthe origin and nature of OR and also
co1 the applicatgion of varioug models of OR. PO4, POS
Learn about the graphical, Simplex, Big M and dual
co2 methods of Linea? pr%grammingpprobleng POL, PO2, PO, PO7
Be well versed with the concept of transportation and
CO3 Assignments models P P POL, PO2, POB, PO7
Have better understanding on inventory models,
CO4 replacement models, job sequencing, networking PO1, PO2, PO6, PO7
model and Queuing model
CO5 Be imparted knowledge on the various methods of game PO2, PO7
model
Reading List
1. www.cbom.atozmath.com
2. http://www.pondiuni.edu.in/storage/dde/downloads/mbaii_qt.pdf
3. http://164.100.133.129;81/econtent/Uploads/Operations_Research.pdf
4. https://www.journals.elsevier.com/operations-research-perspectives
References Books
Anderson,D.R.,Sweeney,D.J.,Williams, T.A.andMartin,K.,Anintroduction
1. toManagementScience:Quantitative ApproachtoDecisionMaking,14"Edition
Paperback — 1, Cengage Learning India Pvt. Ltd., 2019
2. Gupta,P.K.,andComboj,IntroductiontoOperationsResearch, S.Chand, 2014
3 Hiller,F.,Liebermann,NagandBasu, IntroductiontoOperationsResearch,11"Edition
' Paperback, TataMcGraw-HillPublishingCo.Ltd., 2021
4 Khanna,R.B.,Quantitative TechniquesforManagerialDecisionMaking,3" Edition -
' Paperback,New Age International Publishers, 2018
5. Taha,H.A., OperationsResearch:Anlntroduction,10"Edition,Pearson, 2019
6 Vohra,N.D.,Quantitative TechniquesinManagement,
' 5™Edition, TataMcGrawHill[EducationPvt.Ltd.,2017.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl A55|_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
E%;}ﬁg,:i%l n End Semester Examination 75 Marks



http://www.cbom.atozmath.com/
http://www.pondiuni.edu.in/storage/dde/downloads/mbaii_qt.pdf
https://www.journals.elsevier.com/operations-research-perspectives

Total | 100 Marks

Methods of Assessment

Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Ev&llé;"te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M
CO2 S M M M
CO3 S S S M
CO4 S S M M
CO5 S M

S-Strong M-Medium  L-Low




Subject Code

Marks

Subject Name

Inst. Hours

Category
r
_|
U
O
Credits
CIA

External
Total

I
I

Human Resource Management | Core | Y| - | - | -

25

100

~
(6]

Course Objectives

Cl

To embark importance of HRM role, functions and need

C2

To assimilate theoretical and practical implications of HRP

C3

To critically use appropriate training tools

C4

To analyze and implement an effective performance management

C5

To extrapolate and design compensation management techniques

UNIT

No. of

Details Hours

Course
Objectives

Introduction:Introduction of Human Resource
Management:Importance of Human
Resources,Definition and Objectives of Human
Resources Management, Qualities of a good 12
HRmanager — Evolution and growth of Human
Resource Management in India. FunctionsofHuman
Resource  Management.Strategic  HumanResource
Management(SHRM).HumanResourcePolicies:Need,ty

C1

peandscope,HumanResourceAccountingandAudit- Gig
Economy.

HumanResourcePlanning (HRP): Human Resources
Planning:Long and Short term planning, Job Analysis,
Skillsinventory,JobDescription,JobSpecificationandSuc
cessionPlanning,StrategicHumanResourcePlanning.
Recruitment and selection: Purposes, types and methods
of recruitment and selection,Relative 12
meritsanddemeritsofthedifferentmethods, Recruitment
andSocialMedia.

Placement, Induction,  Transfers,  Promotions,
Dismissal, Resignation, EXxit Interviews,Reduction
ofattritionrate- Attrition and retention management

C2

Training,Development &CareerManagement:
ImportanceandbenefitsofTrainingandDevelopment, Typ
esofTrainingMethods,ExecutiveDevelopmentPrograms
,ConceptandprocessofCareerManagement;
Competency mapping, Knowledge Management &
Talent Management.

12

C3




PerformanceManagement:

Importance, process and Methods: Ranking, rating
scales, critical incident method,Removing subjectivity
from evaluation, MBO as a method of appraisal,

v PerformanceFeedback,OnlinePMS. Human Resource 12 C4
Information System; International Human Resource
Management; Cross cultural diversity management;
Hybrid work culture; work-life balance; Quality of
work-life; HR Analytics.
CompensationManagement:
WageandSalaryAdministration:JobEvaluation,Calculat
ion of Wage, Salary, Prerequisites, Compensation
v Packages, Cost of LivingIndex and Calculation of 12 c5
Dearness Allowance, Rewards and Incentives; ESOP-
Financial andnon-financialincentives,Productivity—
linkedBonus,CompensationCriteria,RewardsandRecog
nition.
Total 60
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Gain an understanding of HRM policies and
co1 mportance. g P PO4, PO6
CO2 Implement appropriate HRP in workplace. PO6
Apply feasible Training method and manage career
cos3 progressions. PO5, PO6, PO7
Demonstrate managing performance of human
co4 resources. PO6, PO7
CO5 Design and justify compensation framework. PO4, PO6, PO7
Reading List
1. https://businessjargons.com/performance-management.html
2. https://www.hr-guide.com/data/G400.htm
3. https://www.managementstudyguide.com/training-development-hr-function.htm
4. https://www.tandfonline.com/toc/rijh20/current
References Books
1 Gary Dessler & Biju Varrkey,HumanResourceManagement, 16"Edition,
' PearsonindiaPvt.Ltd.,2020.
5 Ashwathappa,K.,HumanResourceManagement,9"Edition, TataMcGraw-
' HillEducation Pvt.Ltd.,2021.
3 DeCenzo,D.A.,Robbins S.P, Susan L
' Verhulst,HumanResourceManagement,11"Edition, WileyIndiaPvt.Ltd.,2015.
4 Ivanecevich, J.M., Human Resource Management, 121" Edition, Tata McGraw-
' HillEducation Pvt.Ltd.,2020.
5 Leigh Thompson,Making the team, A guide for Managers, Pearson, 6"Edition
' 2019.
6 Gary Dessler,Fundamentals of Human Resource Management,Pearson,

4"Edition 2017.

Methods of Evaluation

Continuous Internal Assessment Test

Assignments



https://businessjargons.com/performance-management.html
https://www.hr-guide.com/data/G400.htm
https://www.managementstudyguide.com/training-development-hr-function.htm
https://www.tandfonline.com/toc/rijh20/current

Internal Seminars 25 Marks
Evaluation | Attendance and Class Participation
Externgl End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg i?jeas, Map knowledgep Y P
Ev(?(ll;?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 M M
CO?2 M
CO3 S S M
CO4 M M
CO5 M M M

S-Strong M-Medium  L-Low




. o Marks
o L > —
. . o o — o o]
Subject Code Subject Name 2 |LIT|P|OIB|T|«<| E| B
b= S| = = T} B
O Clg o g F
= i
Marketing Management Core | Y| -] - 41 4(25] 75| 100
Course Objectives
c1 To develop an understanding and enhance the knowledge about marketing

theories, principles, strategies and concepts and how they are applied.

C2

To provide with opportunities to analyze marketing activities within the firm.

C3

To analyze and explore the buyer behavior pattern in marketing situations.

C4

To understand the branding, pricing and strategies in marketing a product.

C5

To upgrade the knowledge and awareness of Consumer Rights in the Market.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Marketing Management
Philosophies — What is marketing- Theconcepts
of marketing- Marketing and Services - Digital
Marketing — Social Media Marketing -
Currentmarketingchallenges; Rural Marketing -
E-Rural Marketing - International Marketing -
Industrial Marketing.

12

C1

Strategic Marketing— Marketing Management
Process — Analysis of
Marketingopportunities,SelectingTargetConsu
mers,developingMarketingMixAnalysis of
Macro and Micro environment Marketing
Research as an Aid
toMarketing,MarketingResearchProcess—
SalesForecasting—
Techniques.MarketingTactics, TheMixServicean
dRetailMarketing.

12

C2

MIS: Marketing Information Systems- Customer
Relationship  Management  (CRM)  Customer
Engagement Marketing — Sales force Automation-
Marketing Analytics

12

C3




BuyerBehaviour:FactorsinfluencingConsumer
Behaviour—Buyingsituation—
BuyingDecisionProcess—
IndustrialBuyerBehaviour.MarketSegmentation:
TargetingandPositioning—
CompetitiveMarketingStrategies.CustomerL.ife
Cycle -CustomerL.ifetimeValue, Product
PortfolioManagement.

12 C4

ProductPolicies:ConsumerandindustrialProductD
ecisions,Branding,Packaging and Labelling —
New Product Development and Product Life
CycleStrategies,Pricing—
PricingStrategiesandapproaches.Promotion
Decisions: Promotion Mix — Integrated
Marketing Communication - Advertising and
Sales Promotion - SalesForce Decisions,
Selection, Training, Compensation and Control
— Publicityand Personal Selling — Distribution
Management — Channel Management:
Selection, Co-operation
andConflictManagement—
Vertical,HorizontalandMulti-
channelSystemsConsumerProtection—
AwarenessofConsumerRightsintheMarketPlace.

12 C5

Total

60

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Understand the fundamental principles of marketing,
marketing concepts and ideas.

PO4, PO6, PO7

CO2

Understand the organization’s marketing strategy and
marketing environment. Familiar with marketing
research with forecasting techniques.

PO4, PO6

CO3

Understand the buyer behavior and market
segmentation and competitive marketing strategies.

PO4, POG, PO7

CO4

Think strategically about branding, pricing and
marketing issues.

PO3, PO4, PO6, PO7

CO5

Familiar with Promotion decisions along with awareness
on Consumer Rights in the Market Place.

PO6, PO8

Reading List

https://ocw.mit.edu/courses/sloan-school-of-management/15-810-marketing-

management-fall-2010/lecture-notes/

https://cpbucket.fiu.edu/mar3023vd1131/syllabus.html

https://www.ama.org/ama-academic-journals/

Hwn =

https://www.emerald.com/insight/publication/issn/0736-3761

References Books

| Philip Kotler and Keven Lane Keller, Marketing Management, 15" Edition,



https://ocw.mit.edu/courses/sloan-school-of-management/15-810-marketing-management-fall-2010/lecture-notes/
https://ocw.mit.edu/courses/sloan-school-of-management/15-810-marketing-management-fall-2010/lecture-notes/
https://cpbucket.fiu.edu/mar3023vd1131/syllabus.html
https://www.ama.org/ama-academic-journals/
https://www.emerald.com/insight/publication/issn/0736-3761
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=Keven%2BLane%2BKeller&search-alias=stripbooks

Pearson, 2015

G.Shainesh Philip Kotler, et..al., Marketing Management; Indian Case Studies

2. included, 16™ Edition, Pearson, 2022
3. Warren J. Keegan, Global Marketing Management, 8thEdition, Pearson, 2017.
4 Mullins,MarketingManagement: AStrategicDecisionMakingApproach,
' 7thEdition,McGraw-Hill,2010.
5. Pillai & Baghawathy, Marketing Management, S.Chand , 2010.
6 Gupta Prachi, Aggarwal Ashita , et al., Marketing Management: Indian Cases, 1%
' Edition, 2017
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variouss,J i?:leas, Map knowledgep Y
Ev(z:;lt;;ate Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ; P ’
PO1 |PO2 |[PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M M
CO2 S S
CO3 M M M
CO4 M M M M
CO5 M M

S-Strong M-Medium L-Low



https://www.amazon.in/Warren-J-Keegan/e/B001ILHKJY?ref=sr_ntt_srch_lnk_2&qid=1656309878&sr=1-2

Subject Code

Subject Name

Category
-
_|
v

Credits

Marks

Inst. Hours

CIA

External
Total

Operations Management Core |4 -] -

4

o

25

-~
(6}

100

Course Objectives

Cl

To understand the production function, production design & capacity planning,

C2

Exploring the Make or Buy decision, and thus understanding the role of

inventory management

C3

To determine multiple plant location decisions and effective utilization of plant
layout. To explain the models, concepts, and techniques adopted in the areas of

inventory control and maintenance.

C4

To elucidate the importance and usefulness of work-study and quality control

tools

C5

To provide insights on service operations management and waiting line analysis.

UNIT

Details

No. of
Hours

Course
Objectives

INTRODUCTION: Operations Management- Nature,
Scope, Historical Development, Functions- Long term
Vs Short term issues- A Systems Perspective-
Challenges- Manufacturing Trends in India-Production
Design and Process Planning- Types of Production
Processes- Plant Capacity-Capacity Planning- Make or
Buy Decisions- Use of Crossover Chart for Selection
Processes-Types of Charts used in Operations
Management.

12

C1

FACILITY DESIGN: Plant Location: Factors to be
considered in Plant Location- Location Analysis
Techniques- Choice of General Region, Particular
community and Site- Multiple Plant Location
Decision- Plant Location Trends. Layout of
Manufacturing Facilities: Principles of a Good Layout-
Layout Factors- Basic Types of Layout- Principles of
Materials Handling- Materials Handling Equipment -
Role of Ergonomics in Job Design.

12

C2

INVENTORY CONTROL AND MAINTENANCE:
Basic Inventory Models- Economic Order Quantity-
Economic Batch Quantity- Reorder Point-Safety
Stock- Inventory Costs-Classification and Codification
of Stock- ABC Classification-Materials Requirement
Planning (MRP)- JIT- Implications of Supply Chain
Management. Maintenance: Preventive Vs Breakdown
Maintenance- Group Replacement Vs Individual
Replacement-  Breakdown  Time  Distribution-
Maintenance of Cost Balance- Procedure for

12

C3




Maintenance.

DESIGN OF WORK SYSTEMS AND QUALITY
CONTROL: Work Study- Objectives- Procedure-
Method Study and Motion Study- Work Measurement-
Time Study-Performance Rating- Allowance Factors-
Standard Time- Work Sampling Techniques- Job
Sequencing and Scheduling. Quality Control: Purpose
of Inspection and Quality Control- Different Types of
Inspection- Acceptance Sampling- The Operating
Characteristic Curve- Control Charts for Variables and
Attributes; Quality Circles; TQM — Six Sigma, Kaizen

14 C4

SERVICE OPERATIONS MANAGEMENT:
Introduction to Services Management- Nature of
Services- Types of Services- Service Encounter-
Designing Service Organizations- Service Facility 10 C5
Location and Layout- Service Blueprinting-Waiting
Line Analysis for Service Improvement- Service
Processes and Service Delivery.

Total 60

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

CO1

Understand the concepts of production and its design,

capacity planning and make or buy decisions. PO2, PO4

CO2

Be cognizant of the complexity involved in plant

location decisions and utilization of plant layout. P02, PO7

CO3

Understand the Inventory models and the importance

of maintenance techniques. POg, PO7

CO4

Be aware of work-study procedures and the

importance on quality control tools POL, PO2, PO, PO7

CO5

Have insight on service operations, service delivery and

waiting line analysis. PO2, PO6, PO7

Reading List

www.shsu.edu/~mgt_ves/mgt560/ServiceManagement.ppt

zums.ac.ir/files/research/site/ebooks/strategy/operations-strategy.pdf

https://www.emerald.com/insight/publication/issn/0144-3577

LN

https://www.inderscience.com/jhome.php?jcode=ijaom

References Books

William J Stevenson, Operations Management, 14th Edition, McGraw Hill,
2021.

Russel and Taylor, Operations and Supply Chain Management, 8th Edition,
Wiley, 2021.

Aswathappa K and Shridhara Bhat K, Production and Operations Management,
2" Edition, Himalaya Publishing House, 2021.

Mahadevan B, Operations Management Theory and Practice, 3™ Edition, Pearson
Education, 2015.

Gerard Cachon and Christian Terwiesch, Operations Management, 3™ Edition,



http://www.shsu.edu/~mgt_ves/mgt560/ServiceManagement.ppt
https://www.emerald.com/insight/publication/issn/0144-3577
https://www.inderscience.com/jhome.php?jcode=ijaom

McGraw Hill, 2022.

Prof. K C Jain, Production and Operations Management, 1% Edition, Wiley,
2022.

Methods of Evaluation

Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
External L
Evaluation End Semester Examination 75 Marks
Total 100 Marks

Methods of Assessment

Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions

Understand/
Comprehend
(K2)

MCQ, True/False, Short essays, Concept explanations, Short summary or
overview

Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain

Problem-solving questions, Finish a procedure in many steps, Differentiate

Analyze (K4) | perween various ideas, Map knowledge
E\’(‘?(“;‘)ate Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) | presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8

CO1 M M

CO2 M M

CO3 M | M

CO4 | M M M M

CO5 M M | M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
r
_|
U
@)

Credits

Marks

Inst. Hours

CIA

External
Total

Financial Management Core | Y| -|-|-

4

I

25

100

~
ol

Course Objectives

C1

To create an understanding and familiarize the students to the fundamentals of
financial management and create awareness on the various sources of finance.

C2

To create awareness on the various investment techniques on the investment

decision making.

C3

To throw light on the concept of cost of capital and familiarize on the technique

of identifying the right source of capital.

C4

To educate on the concept of capital structure and the create understanding on

the concept of dividend.

C5

To create an understanding on the concept of working capital, its need,

importance, factors and forecasting technique

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Financial management:Definition
and scope — objectives ofFinancialManagement—
ProfitMaximization-wealthmaximization-
functionsandroleoffinancemanager.Sourcesoffina
nce—shortterm—BankSources — Long term —
Shares — Debentures — Preferred stock — Debt:
Hirepurchase,Leasing,VentureCapital—
Privateequity- International Financial
Management- Financial Planning- Behavioural
Finance- Capital Market- Money Market- Micro
Finance- Financial Information System.

12

C1

InvestingDecision-CapitalBudgetingProcess—
TechniquesoflnvestmentAppraisal: Pay Back
Period; Accounting Rate of Return, Time Value of
Money-DCF Techniques —Net Present Value,
Profitability Index and Internal Rate ofReturn-
Problems-RiskanalysisinCapitalBudgeting-
Introduction to Fintech — Digital Currency -
Cryptocurrency — Financial Modeling; Hurdle Rate.

12

C2

Cost of Capital - Cost of specific sources of
capital — Cost of equity capital —Cost of debt —
Cost of preference — Cost of retained earnings -
weighted averagecostofcapital. EBIT-
EPSAnalysis-OperatinglLeverage-
FinancialLeverage-problems.

12

C3




Capitalstructure-Factorsinfluencingcapitalstructure—
optimalcapitalstructure - capital structure theories —
Net Income Approach - Net
Operatinglncome(NOI)Approach—Modigliani-
Miller(MM)Approach—Traditional Approach—
PracticalProblems. Dividend and Dividend policy:
Meaning, classification - sources available
fordividends-
Dividendpolicygeneral,determinantsofdividendpo
licy.

12 C4

WorkingCapitalManagement-
DefinitionandObjectives-
WorkingCapitalPolicies- 12 C5
FactorsaffectingWorkingCapitalrequirements-
ForecastingWorking Capital requirements

(problems) - Cash Management -
ReceivablesManagement and-Inventory
Management- Working Capital Financing-
SourcesofWorkingCapitalandIlmplicationsofvario
usCommitteeReports- Financial Analytics.

Total 60

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

CO1

Be aware of the basic concepts of financial
management and understand the various sources of PO4, PO6, PO7
finance.

CO2

Possess knowledge on investment decision making. PO1, PO2, PO6, PO7

CO3

Have insights on the cost of capital and would have
familiarized themselves with the technique of PO2, PO7
calculating the cost of capital.

CO4

Have learnt the concept of capital structure and

dividend PO6, PO7

CO5

Have good understanding on the concept of working
capital, its need, importance, factors and the methods of PO1,PO2, PO4, PO7
forecasting it.

Reading List

https://accountingexplained.com/managerial/capital-budgeting/

http://www.studyfinance.com/lessons/workcap/

Journal of International Financial Management & Accounting

HlwnE

The Management Accountant Journal - icmai-rnj.in

References Books

S.N.Maheswari,FinanacialManagement, Sulthan Chand & Sons,
15™Edition, 2019

I.M.PandeyFinancialManagement,VikasPublishingHousePvt.Ltd.,11th
edition,2018.

VanHorne,J.C.,FinancialManagememtandPolicy,13thEdition,Pears
on,2015.

PrasannaChandra,FinancialManagement,10thedition, TataMcGrawHill,
2019



http://www.studyfinance.com/lessons/workcap/

Periasamy,P.,FinancialManagement,4thEdition, TataMcGraw-

> HillEducationPvt.Ltd.,2017.
6 Brigham,E.F.andEhrhardt,M.C.,FinancialManagement: TheoryandPrac
' tice,14thEdition, 2015.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
EI\E/);TFJ;T?()In End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i(gleas, Map knowledgeIo YRR
Evaluate L . e I .
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ’
PO1 |PO2 |[PO3 |PO4 |PO5 [PO6 |PO7 |POS8
CO1 M M M
CO?2 M S M M
CO3 M S
CO4 M S
CO5 M M S M
S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
U
O

Marks

Inst. Hours

CIA

Credits

External
Total

Extra

Disciplinary Yi-l-|-

International Business

w
w

25

~
(6]

100

Course Objectives

C1l

To understand and analyze international situations and
collaborative arrangements and strategic alliances.

evaluate international

C2

To apply knowledge of political, legal, economic and cultural country differences
to develop competitive strategies in foreign, regional and global markets.

C3

To throw light on international trade theories and the management of business

functional operations in an international context.

C4

To analyze and evaluate barriers, opportunities, market entry modes and the

process of internationalization.

C5

To know about regional economic integration and contemporary issues in

international business.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Introduction to International Business:
Importance, nature and scope of International business-
International Business Vs. Domestic Business; Tariff and
non-tariff  barriers- transition from Domestic to
International Business; Advantages and disadvantages of
International business; Balance of Payments; Balance of
Trade; Balance of Current Account . Modes of entry into
International Business- Internationalization process and
managerial implications- Multinational Corporations and
their involvement in International Business- Issues in
foreign investments, technology transfer, pricing and
regulations- International collaborative arrangements and
strategic alliances- Counter Trade; Import-Export
Process and Documentation.

C1

International Business Environment and Cultural
Differences: International Business Environment:
Economic, Political, Cultural and Legal environments in
International Business. Framework for analyzing
International Business environment. Differences in
Culture: Introduction — Social Structure — Religion —
Language — Education —Culture and the Workplace —
Cultural Change — Cross-cultural Literacy — Culture
and Competitive Advantage.

C2




International Trade Theory: Introduction —
Mercantilism, Neo-Mercantilism — Theory of Absolute
Advantage — Theory of Comparative Advantage —
Heckscher-Ohlin Theory — The New Trade Theory —
National Competitive Advantage — Porter's Diamond —
General Agreement on Tariff and Trade (GATT)- World
Trade Organization (WTO)-GATS-UNCTAD- Trade
Blocks; Customs Union-EU- PTA- European Free Trade
Area (EFTA)-Central American Common
Market(CACM)-Latin American Free Trade
Association(LAFTA)- North American Free Trade
Agreement(NAFTA)- Association of South East Asian
Nations(ASEAN)- CARICOM- GSTP-GSP-SAPTA-
Indian Ocean RIM Initiative- BIMSTEC- Bretton Woods
Twins- World Bank & IMF, International Finance
Corporation- Multilateral Investment Guarantee Agency
(MIGA).

Global Trading and Investment Environment: Recent
Trends in India’s Foreign Trade- India’s Commercial
Relations and Trade Agreements with other countries-
Institutional Infrastructure for export promotion in India-
Export Assistance- Export Finance- Export Processing
Zones (EPZs) - Special Economic Zones (SEZs)- Exports

by Air, Post and Sea- Small Scale Industries (SSI) and
Exports- Role of ECGC- Role of EXIM Bank of India-
Role of Commodity Boards- Role of State Trading
Agencies in Foreign Trade- STC, MMTC, etc. Foreign
Exchange Market- Functions of Foreign Exchange
Market- Foreign Direct Investments (FDI); forms of FDI
— Horizontal and Vertical Foreign Direct Investment —
Advantages of FDI to Host and Home Countries.

Contemporary Issues: Contemporary Issues in
International Business- International Sales Contract-
Major Laws- INCO terms- Standard Clauses of
International Sales Contract- Role of Indian Council of
Arbitration / International Chamber of Commerce in
solving Trade disputes. Export Regulations: Procedure
forexport of goods- Quality Control and Pre- shipment
Inspection- Customs Clearance- Port formalities-
Exchange regulations for Export- Role of Clearing and
Forwarding Agents.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will,

Program Outcomes

CO1

Be aware of the international situations and evaluate
international collaborative arrangements and strategic
alliances.

PO2, PO4, PO7




Possessed knowledge of political, legal, economic and

CO2 cultural country differences to develop competitive PO4, PO7
strategies in foreign, regional and global markets.
Know the various international trade theories and the
CO3 management of business functional operations in an PO4, POG, PO7
international context.
Be able to evaluate barriers, opportunities, market
Co4 entry modes and the process of internationalization. P02, PO4, PO7
Have better understanding on regional economic
CO5 integration and contemporary issues in international POG6, PO7, PO8
business.
Reading List
1. www.internationalbusinesscorporation.com
2. www.business-ethics.org
3. https://www.jstor.org/journal/jintebusistud
4. Journal of International Business and Management (JIBM)
References Books
International Business: Competing in the Global Marketplace (SIE) | 11th
1. Edition — 14 August 2018 by Charles W. L. Hill (Author), G. Tomas M.
Hult (Author), Rohit Mehtani (Author)
5 International Business | Fourth Edition | By Pearson — 30 November 2017 by S.
' Tamer Cavusgil (Author), Gary Knight (Author), John Riesenberger (Author)
3 Cherunilam, F., International Business: Text and Cases, 5th Edition, PHI
' Learning, 2010.
4. Paul, J., International Business, 5th Edition, PHI Learning, 2010.
5 Deresky, H., International Management: Managing Across Borders and Cultures,
' 6th Edition, Pearson, 2011.
6. Griffin, R., International Business, 7th Edition, Pearson Education, 2012,
Methods of Evaluation
Continuous Internal Assessment Test
Internz_all ASS|_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | \1c0 Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variougJ i?jeas, Map knowledgep YRR
Evaluate | / Evaluati Critique or justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations



http://www.internationalbusinesscorporation.com/
http://www.business-ethics.org/
https://www.jstor.org/journal/jintebusistud
https://www.amazon.in/Charles-W-L-Hill/e/B001IGNO5S/ref%3Ddp_byline_cont_book_1
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=G.%2BTomas%2BM.%2BHult&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=G.%2BTomas%2BM.%2BHult&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_3?ie=UTF8&field-author=Rohit%2BMehtani&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=S.%2BTamer%2BCavusgil&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=S.%2BTamer%2BCavusgil&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=Gary%2BKnight&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_3?ie=UTF8&field-author=John%2BRiesenberger&search-alias=stripbooks

PO1 |[PO2 |PO3 |PO4 |PO5 |PO6G O7 |POS8
CO1 M S M
CO?2 M M
CO3 S S S
CO4 S S S
CO5 S S S

S-Strong

M-Medium L-Low




Subject Code

Subject Name

Category
—
_|
U
@)

Credits

Marks

Inst. Hours

CIA

External
Total

Soft Skills 11 - Business Soft

Etiquette Skills

N

N

40

(o2}
o

100

Course Objectives

C1l

To analyze the Business etiquette at workplace

C2

To determine the Principles of exceptional work behavior

C3

To explore Tech etiquette in using various telecommunication devices and

channels

C4

To successfully handle Multi-cultural challenges

C5

To ascertain sensitivity to new and emerging issues in etiquette

UNIT

Details

No. of
Hours

Course
Objectives

Introduction to business etiquette: The ABCs of
etiquette Meeting and greeting scenarios-Developing a
culture of excellence The principles of exceptional work
behaviour - What is the role of Good Manners in
Business?-Enduring Words

Greetings and Introductions:  Guideline  for
receptionists - Making introductions and greeting people-
Greeting Components- The protocol of shaking hands-
Introductions - Introductory scenarios - Addressing
individuals.

C1

Meeting and Boardroom Protocol: Guidelines for
planning a meeting - Before the meeting - On the day of
the Meeting - Guidelines for Attending the meeting - For
the Chairperson- For attendees - For Presenters -
Planning a power point presentation-Dealing with
customer complaints.

Entertaining Etiquette: Planning a meal- Issuing
invitations -Business meals basics - Basics of table
etiquette - Holding and resting utensils - Business dining
etiquette - Multi-cultural Highlight: Japanese Dinning-
Specific food Etiquette guidelines.

C2

Telephone Etiquette: Cell phone etiquette-Social Media
Usage etiquette- Telephone etiquette guidelines -
Mastering the telephone courtesy - Active listening -
Putting callers on hold -Transferring a call - Screening
calls - Taking at message - VVoice Mail-Closing the call -
When Making calls - Closing the call-Handling rude or
impatient clients

Internet & email etiquette: Internet usage in the
workplace Email- Netiquette - Online chat - Online chat
etiquette - Online chat etiquette guidelines

C3




Business Attire & Professionalism: Business style and
professional image - Dress code - Guidelines for
appropriate business attire - Grooming for

success - Guidelines for appropriate business attire -
Grooming for success - Multicultural dressing

Diversity Management- Gender Sensitivity- Social
Media and Communication with colleagues-Preventing
sexual harassment-Disability Etiquette: Basic disability
Etiquette practices - Courtesies for wheelchair users

Courtesies for blind or visually impaired - Courtesies for
the deaf- People with speech impairments.

Business Ethics: Ethics in the workplace - The challenge
of business ethics - Creating an ethical compass -
Business ethics and advantages - Ethical Issues - Conflict
Management- Conflict resolution strategies - Choosing
the appropriate gift in the business environment
Multi-cultural challenges: Multi-cultural etiquette -
Example of cultural sensitivity - Cultural differences and
their effect on business etiquette- onsite projects-Cultural
Highlight: China-Cultural Highlight: India.

Total

30

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Learn using business etiquette at work place

PO4, POG, PO7

CO2

Be able to acquire knowledge about the Principles of
exceptional work behaviour

PO4, POG, PO7

CO3

Be able to enhance their knowledge of latest Tech
etiquette in using various telecommunication devices
and channels.

PO4, PO6, PO7

CO4

Get familiarized with the Successful handling of
Multi-cultural challenge

PO4, POG, PO7

CO5

Become sensitive to new and emerging issues in etiquette

PO4, PO6, PO7

Reading List

https://accountingexplained.com/managerial/capital-budgeting/

http://www.studyfinance.com/lessons/workcap/

Journal of International Financial Management & Accounting

LN

The Management Accountant Journal - icmai-rnj.in

References Books

Gonda, C. M. (2016) Master of Business Etiquette: The Ultimate Guide to
Corporate Etiquette and Soft Skills Embassy Books, First Edition.

Mehra, S. K. (2012) Business Etiquette A Guide For The Indian Professional.

Noula: HarperCollins

Pachter, B. (2013). The Essentials of Business Etiquette: How to Greet, Eat, and
Tweet Your Way to Success (1) edition New York: McGraw-Hill Education.

Past, K. (2008). Indian Business Etiquette: 1 (First edition). Ahmedabad Jaico

Publishing House.

Travis, R. (2013). Tech Eliquette: OMG, 2 Edition, RLT Publishing.

Gonda, C. M. (2016) Master of Business Etiquette: The Ultimate Guide to
Corporate Etiquette and Soft Skills Embassy Books, First Edition.
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Methods of Evaluation

Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
External End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short Concept lanations, Short summary or
Comprehend Q: ue/False, Short essays, Concept explanations, Short summary o
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?]leas, Map knowledgep Y
Evaluate L luati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 S S S
CO2 S S S
CO3 S S S
CO4 S S S
CO5 S S S
S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
r
_|
o

Credits
Inst. Hours

Marks

CIA
External
Total

Strategic Management Core | Y

o
o

25 100

~
(6]

Course Objectives

C1

To enable the students understand the importance of vision and mission in

framing corporate strategy.

C2

To provide insights on how business is responsible socially and ethically.

C3

To highlight on the environmental analysis framework.

C4

To throw light on strategic formulation and strategic choice.

C5

To understand strategic implementation and strategic control.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction:Strategy—
StrategicManagementProcess—
DevelopingaStrategicVision—Mission-
SettingObjectives—StrategiesandTactics—
ImportanceofCorporateStrategy—the7-
SFramework-CorporateGovernance—

12

C1

BoardofDirectors:RoleandFunctions—
BoardFunctioning—
TopManagement:RoleandSkills.

CorporatePolicyandPlanninginindia:Importanc
e—Characteristics—Objectives-
PolicyFormulationandDevelopment—
TypesofBusinessPolicies-
ImplementationofPolicies. Society and
Business:  Social Responsibility of
Business -
CorporateGovernanceandEthicalResponsibility.

12

C2

Environmental  Analysis:  Environmental
Scanning — Industry Analysis - TheSynthesis
of External Factors -Internal Scanning —
Value Chain Analysis —-SWOTAudit—
Scenarioplanning-CreatinganindustryMatrix.

12

C3

Strategy Formulation and Analysis: Strategy
Formulation - Strategic
FactorsAnalysisSummaryMatrix(SFAS)Portfoli
o Analysis — Business Strategy-TOWS
Matrix— Corporate Strategy — Functional
Strategy — Strategic Choice —
Generic,CompetitiveStrategies; ETOP, TOWS

12

C4




Strategylmplementation:Strategylmplementatio

n-CorporateCulture—Matching Organisation
Structure to Strategy — Mergers and
Acquisitions andDiversifications—

StrategicLeadership Strategic Control:
Measurement in Performance- Problems in

\% Measurement ofPerformance- Strategy Audit- 12 C5
Strategic Control Process — Du Pont’s
ControlModel — Balanced Score Card -
Michael Porter’s Framework for
StrategicManagement—
FutureofStrategicManagement—
StrategiclnformationSystem.
Total 60
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Co1 Be able to frame vision and mission statements. PO3, PO4, PO7
CO2 Be social and ethically responsible. PO3, PO8
COs3 Possess insights on making environmental analysis. PO3, PO8
Co4 Possess knowledge on learning  strategic PO2, PO5, PO7
formulation & strategy choice.
Understanding  strategic  implementation and PO4, PO5, PO7
CO5
control.
Reading List
1. Strategic Management Journal — Wiley online Library
2. Journal of strategy and Management — Emerald Insight
3. Mastering Strategic Management — WWW.opentextbooks.org.hk
4. Mastering Strategic Management — WWW.saylor.org.
References Books
1. V S P Rao, Strategic Management Text and Cases, 2" edition 2013.
9 Dess,G.,Lumpkin,G.T.andEisner,A.,StrategicManagement,8thEditio
' n, TataMcGraw-Hill,2018.
3 Hill,C.W.L.andJones,G.R.,StrategicManagement: Anintegrated Appr
' oach,9thEdition,CengageLearning,2012.
4 Kazmi,A.,StrategicManagementandBusinessPolicy,15thEdition, TataM
' cGraw-HillEducation,2018.
5 Pearcell,J.,Robinson,R.B.andMittal,A.,StrategicManagement:Form
' ulation,ImplementationandControI,12thEdition,McGraw—HiII,ZOl?.
6 Wheelen,T.L.andHunger,D.,StrategicManagementandBusinessPolicy,1
' 3thgdition,Pearson,2012.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation

Total 100 Marks



http://www.opentextbooks.org.hk/
http://www.saylor.org/

Methods of Assessment

Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems, Observe,
(K3) Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Ev(z;1<IL51§1te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) | presentations
PO1 |PO2 |[PO3 |PO4 |PO5 [PO6 |PO7 |POS8
CO1 S M S
CO?2 S S
CO3 M S
CO4 M S M
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
Y,
@)

Credits

Marks

Inst. Hours

CIA

External
Total

Information Systems for

. Core | Y
Business

SN

SN

25

100

~
(6]

Course Objectives

C1l

To enable students to understand the fundamentals of information system and

its role of information in managerial decision making

C2

To throw light on fundamentals of information systems like TPS, DSS, and

EIS.

C3

To manage system applications and data to best support functional areas of

business

C4

To provide insights in securely managing database and information using the

process of

C5

To elucidate the need and importance of ERP, its selection and implementation

in workplace

UNIT

Details

No. of
Hours

Course
Objectives

Introductiontoinformationsystem-
Themanagement,structureandactivities-
Informationneedsandsources-
Typesofmanagementdecisionsandinformationneed.Sys
temclassification ~Elementsofsystem, input,output,
processandfeedback.

12

C1l

Transaction Processing information system, Office
Automation System (OAS)- Knowledge workers
System(KWS); MIS; Information system for
managers, Intelligence information system —Decision
support system-Executive information systems.

12

C2

Functional Management Information  System:
Production / Operations Information  system,
Marketing  Information ~ Systems,  Accounting
Information system, Financial Information system,
Human resource Information system.

12

C3

System Analysis and Design: The work of a system
analyst- SDLC-System design — AGILE Model —
Waterfall Model — Spiral Model — Iterative and
Incremental Model - RAD Model - Requirement
analysis-Data flow diagram, relationship diagram,
design- Implementation-Evaluation and maintenance

12

C4




of MIS, Database System: Overview of Database-
Components-advantages and  disadvantages  of
database; Data Warehousing and Data Mining;
Business Intelligence; Artificial Intelligence; Expert
System; Big Data; Cyber Safety and Security-
Cryptography; RSA Model of Encryption; Data
Science - Block Chain Technology; E-commerce and
E-Business models; 10T - RFID.

EnterpriseResourcePlanning(ERP)System,Benefitsofthe
ERP,ERPhowdifferentfrom conventional packages |,
Need for ERP , ERP components , Selection of
ERPPackage, ERP implementation,Customer
Relationship management. Organisation & Types,

v Decision Making, Data & information, Characteristics 12 5
& Classification of information, Cost & value of
information, various channels of information and MIS;
Information system audit and control — E-Governance.
Total 60
Course Outcomes
Course o . . -
n completion of this course, students will; Program Outcomes
Outcomes
Learn the importance of data and information in
co1 managerial de%ision making. POL, PO2, PO6
Possess on the various IS and the its relevance to
co2 Organizational environment PO3, POS, PO8,
Understand the application of IS on the various
CO3 functions like Accounting, Finance, Marketing, PO1, PO3, PO5, POS8
Operations and HR
CO4 To study the various models and new technologies PO1, PO2, PO6, PO7
Be exposed on the importance of selecting the
CO5 approp?riate ERP and its iﬁwplementation ’ PO1, PO2, PO5, PO8
Reading List
1. Information Systems for Business and Beyond — opentextbooks.site.
2 Management Information  Systems: Managing the Digital firm —
' www.textbooks.com
3. Information systems Journal — Wiley Online Library.
4 Information Systems management in Business and development organisations —
' Harekrishna Misra — PHI Learning.
References Books
1. Azam,M., ManagementInformationSystem,McGrawHillEducation,2012
5 Laudon,K.,Laudon,J.andDass,R.,ManagementInformationSystems—
' ManagingtheDigitalFirm,11"Edition, Pearson,2010.
3 Murdick,R.G.,Ross,J.E.andClaggett,J.R.,InformationSystemsforModernManage
' ment,3"Edition,PHI,2011.
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Methods of Evaluation
Continuous Internal Assessment Test
Interngl Assu_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);}ﬁ;T?()In End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | \1~ Trye/False, Short Concept explanations, Short
Comprehend Qz rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?ieas, Map knowledgep YR
Evaluate . .. . .
(K5) Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ; P ’
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 S M S
CO?2 S S S
CO3 M S M S
CO4 S S M S
CO5 S M M S

S-Strong M-Medium  L-Low
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Soft Skills 111 - Leadership & Soft |- |-|Y|-|2 |2 |40 |60 |100
Team Building Skills Skills

Course Objectives

C1l

To understand the characteristics, style, traits of leaders, and theories of leadership.

C2

To learn more about self-leadership and developing team-building skills through

case studies and examples.

C3

To understand how to form, manage and lead the team.

C4

To understand the measures of conflict in a team

C5

To explore team roles & processes in developing and managing a team

UNIT

Details

Course
Objectives

No. of
Hours

Leadership Theories: Nature of leadership theories &
models of leadership - attributes of effective leaders -
traits of leadership - interpersonal competence &
leadership

6 C1

Leadership Styles: Leadership qualities -styles of
leadership -attitudes-role models & new leadership -
cultural differences and diversity in leadership - leader
behaviour leadership in different countries- leadership
ethics & social responsibility.

Leadership Skills:Leadership skills - Leadership &
management - transactional & transformational in
leadership -Strength based leadership in practice - Tasks
& Relationship approach in leadership - influence tactics
of leaders- motivation and coaching skills. Establishing
constructive climate- listening to out group members-
communication and conflict resolution skills.

Team Work:Working in group & teams - characteristics
of effective team- types- team development: Tuckman's
team development stages- Belbin team roles - Ginnett -
team effectiveness leadership model.

Exploring team roles & processes: mapping the stages
of group development -Building: and developing teams-
overcoming resistance coping and conflict and Ego-
leading a team managing meetings.

Total

30

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Critical understanding of theories and concepts of
leadership and teamwork in organizations

PO4, PO5, POG, PO7

CO2

Critical awareness of the importance of teamwork and
development of the skills for building effective teams

PO4, PO5, PO6, PO7




Understanding of the techniques and practical PO2, PO4, POS, POS,

COs3 understanding of how to apply theories and concepts to PO7
improve leadership skills.
Development of skills in effective leadership and
Co4 profess?onal communication P PO4, POS, P0G, PO7
Demonstrate effective written communication skills for
COo5 plans, strategies and outcomes. PO4, PO, PO7
Reading List
1. Uday Kumar Haldar, Leadership and Team Building,
5 D.K. Tripathy, Team Building and Leadership with Texts and Cases, Himalaya
' Publishing House, 2014
3. International Journal on Leadership, Publishing India Group
4. International Journal of Organizational Leadership, CIKD
References Books
1 Gonda, C. M. (2016) Master of Business Etiquette: The Ultimate Guide to
' Corporate Etiquette and Soft Skills Embassy Books, First Edition.
2 Mehra, S. K. (2012) Business Etiquette A Guide For The Indian Professional.
' Noula: HarperCollins
3 Pachter, B. (2013). The Essentials of Business Etiquette: How to Greet, Eat, and
' Tweet Your Way to Success (1) edition New York: McGraw-Hill Education.
4 Past, K. (2008). Indian Business Etiquette: 1 (First edition). Ahmedabad Jaico
' Publishing House.
5. Travis, R. (2013). Tech Eliquette: OMG, 2 Edition, RLT Publishing.
6 Gonda, C. M. (2016) Master of Business Etiquette: The Ultimate Guide to
' Corporate Etiquette and Soft Skills Embassy Books, First Edition.
Methods of Evaluation
Continuous Internal Assessment Test
Internz_all ASS|_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 00 Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?jeas, Map knowledgep YR
Evaluate . . _— .
(K5) Longer essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations
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Soft Skills 1V — Computing Soft |-|-|Y|- 1|2 |2 |40 |60 |100
Skills Skills

Course Objectives

C1l

To create awareness and understanding on the basic functions of MS Excel

C2

To elucidate the students on the various advanced functions of MS Excel

C3

To educate the students on MS Access and its application in database

management

C4

To enable the students to understand the functions and usage of various cloud
based apps like Google Drive, Google Sheets and Google Docs

C5

To enable the students learn the functions and usage of Cloud based apps like

Google Forms, Google Slides and Google Cloud Printing.

UNIT

Details

No. of
Hours

Course
Objectives

MS Excel — Basic Functions - Workbook — Building —
modifying - navigating; Worksheet — Auto fill
copying and moving cells, inserting and deleting rows,
printing; Formulas and functions-Troubleshooting
formulas, Functions and its forms like database,
reference, Databases — creating, sorting filtering and
linking.

C1

MS Excel Advanced Functions — Vlookup — Hlookup —
Charts — Count - Countif — Sum - Sumif — Product —
Sumproduct.

Functions: Mathematical - Financial - logic — Text -
Statistical

C2

MS Access — Components, creating a database and
project, import and exporting, customizing; Tables —
creating and setting fields; Queries — types, creating,
wizards — Reports — creating and layout.

C3

Cloud based apps — Google Drive, Google Sheets,
Google Docs,

C4

Cloud based apps - Google Forms, Google Slides —
Google Cloud Print

6

C5

Total

30

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Have awareness and understanding on the basic functions

PO4, PO6, PO7




of MS Excel

CO2 Know the advanced functions of MS Excel PO4, PO6, PO7
Possess knowledge on MS Access and its application
Cos in database management PO2, PO4, POS6, PO7
Understand and possess knowledge on the functions
CO4 and usage of various cloud based apps like Google PO4, PO5, PO6, PO7
Drive, Google Sheets and Google Docs
Understand and be aware of the functions and usage of
CO5 Cloud based apps like Google Forms, Google Slides PO4, PO6, PO7
and Google Cloud Printing.
Reading List
1. Humphrey M.L., Excel For Beginners, Kindle Edition, 2017
2. Richard Rost, Learning MS Access Kindle Edition, 2013
3. Sachin Srivastava, Google Cloud Platform, Kindle Edition, 2021
4. Valarie Lestourgeon, A Beginner’s Guide to GCP, Kindle Edition, 2021
References Books
1 Gonda, C. M. (2016) Master of Business Etiquette: The Ultimate Guide to
' Corporate Etiquette and Soft Skills Embassy Books, First Edition.
2 Mehra, S. K. (2012) Business Etiquette A Guide For The Indian Professional.
' Noula: HarperCollins
3 Pachter, B. (2013). The Essentials of Business Etiquette: How to Greet, Eat, and
' Tweet Your Way to Success (1) edition New York: McGraw-Hill Education.
4 Past, K. (2008). Indian Business Etiquette: 1 (First edition). Ahmedabad Jaico
' Publishing House.
5. Travis, R. (2013). Tech Eliquette: OMG, 2 Edition, RLT Publishing.
Methods of Evaluation
Continuous Internal Assessment Test
Intern?ll Asm_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);E;Q% n End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | y1e6 TryesFalse, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?}leas, Map knowledgep Y
E\/("i(“;;ite Longer essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations
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Corporate Finance Elective | Y| -|-|-]3[3|25| 75| 100
Course Objectives
C1 To familiarize the students with the fundamental understanding of corporate
finance.
C2 To create awareness and understanding on the Indian capital market, the various
sources of capital and role of SEBI.
C3 To throw light on the investment techniques on the investment decision making
C4 To educate the students on the various sources of international finance available
to the Indian companies.
C5 To elucidate on the various modes through which corporate can go international
and multinational collaboration can be made.
UNIT Details No. of Course
Hours | Objectives
I Introduction to Corporate
Finance:CorporateFinance—NatureandScope- 09 c1
RoleofFinanciallnstitution-ValuationoftheFirm—
Timevalueofmoneyconcepts.
I Indian Capital Market — Basic problem of
Industrial Finance in India. FiscalPolicies,
Government Regulations affecting Capital
Market — Role of SEBI -StockMarkets - 09 C2
Equity—Debenturefinancing—
GuidelinesfromSEBI,advantagesanddisadvantag
esandcostofvarioussourcesofFinance; Types of
Bonds; GDR’s
i InvestmentDecision:InvestmentAnalysis—Risk
Analysis 09 C3
ProbabilityApproach.BusinessFailures,Mergers,
Consolidationsandliquidation.
v Finance from international sources, 09 C4




financing of exports — role of EXIM bankand
commercial banks — Finance for rehabilitation
of sick units. Inflation andFinancialDecisions.

\% ForeignCollaboration—
FDlandFIlISBusinessVenturesAbroad.Internatio 09 c5
nalFinanciallnstitutions&MultinationalCorporat
ions; Global Minimum Tax

Total 45
Course Outcomes
Course 0 . : -
n completion of this course, students will; Program Outcomes
Outcomes
co1 Ee familiar with the fundamentals of corporate PO4, PO6
inance.
Be aware of the role of SEBI and the structure of
coz2 Indian capital market. PO4, POS, POT
Have insights on various investment techniques and
cos on the investment decision making. PO2, PO7
Learn about the various sources of finance that are
co4 available to the Indian companies. P06, POT
Possess knowledge on the various modes through
CO5 which  corporate can go international and PO6, PO7
multinational.
Reading List

1. Jeffery Haas, Corporate Finance in a Nutshell, Kindle Edition, 2021

2. Mike Piper, Corporate Finance made simple, Kindle Edition, 2020

3. Journal of Corporate Finance, Elsevier

4. The Review of Corporate Finance, Oxford Academic

References Books
Brealey,R.A.,Myers,S.C.,Allen,F.andMohanty,P.,PrinciplesofCorp

1. orateFinance,12thEdition, Paperback, TataMcGraw-
HillPublishers,2018.

2. Damodaran,A.,AppliedCorporateFinance, 4"Edition,Wiley,2015.

3 Damodaran,A.,CorporateFinance:TheoryandPractice,Z”dEdition

' Paperback,WileylIndiaPvtLtd.,2007.
4 Kidwell,D.andParrino,R.,FundamentalsofCorporateFinance,Wileyind
' iaPvt.Ltd.,2011.

5 Madura,J.,InternationalCorporateFinance,10 mEdition,CengageLea
rning,2012.

6 Viswanath, S., Cases in Corporate Finance, McGraw-

' HillEducation,2009.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
External End Semester Examination 75 Marks




Evaluation

Total 100 Marks

Methods of Assessment

Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MC .
Q, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate L / luati . Ustify with
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
POl1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M
CO?2 M M M
CO3 S S
CO4 M S
CO5 M M

S-Strong M-Medium  L-Low
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CIA

Inst. Hours
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Total

Security Analysis | Elective | Y| - | - | -
andPortfolio Management

w

w

25

~
ol

100

Course Objectives

C1l

To provide insight about the relationship of the risk and return and how risk
should be measured to bring about a return according to the expectations of the

investors in investment avenues and securities market.

C2

To provide an overview of the operation of the securities markets and the

mechanics of trading securities in stock exchanges.

C3

To ensure acquaintance of in-depth understanding of fundamental analysis

tools to make optimum investment decision.

C4

To analyze stock price behavior in market, that is affected by various factors by
calculating various technical indicators using Technical Analysis.

C5

To enable the students with a basic introduction to portfolio theory and study
various methods of modeling the risk associated with stock investment.

UNIT

Details

No. of
Hours

Course
Objectives

Investment - Concept of investment-importance-

9

C1

alternate  forms of investment-LIC schemes-bank
deposits-government securities-mutual fund schemes-
post office schemes-provident fund-company deposits-
real estate- Gold and Silver- Growth adjusted value
investing strategy; G-Secs; P-note investments.
Concepts of risk and return, measurement of risk is
measured in terms of standard deviation and variance,
the relationship between risk and return.

Securities Market - Investment
Environment; Financial Market - Segments — Types -
Participants in financial Market — Regulatory
Environment, Primary Market — Methods of floating
new issues, Book building — Role of primary market —
Regulation of primary market, Stock exchanges in
India — BSE, OTCEI, NSE, ISE, and Regulations of
stock exchanges — Trading system in stock exchanges —
SEBI.ESG, Stop loss, Fat finger trades, circuit breaker,
T+1 and T+2 settlement, Funding of Social Sector;
open interest volume and prices; free float in listed
companies; Algo trading; Block Chain Technology.

C2

Fundamental Analysis - Economic Analysis —
Forecasting techniques. Industry Analysis; Industry
classification, Industry life cycle — Company Analysis.
Measuring Earnings — Forecasting Earnings — Applied
Valuation Techniques — Graham and Dodds investor
ratios.

C3




\v Technical Analysis - Fundamental Analysis Vs
Technical Analysis — Charting methods — Market
Indicators. Trend —Trend reversals — Patterns - Moving 9 C4
Average — Exponential moving Average — Oscillators —
Market Indicators — Efficient Market theory.
\ Portfolio Management -Portfolio analysis —Portfolio
Selection —Capital Asset Pricing model — Portfolio 9 C5
Revision —Portfolio Evaluation
Total 45
Course Outcomes
Course 0 . : e
n completion of this course, students will; Program Outcomes
Outcomes
Ability to understand the role of Risk Return
co1 _propositions _ip securities analysis such as fixed PO2, POB, PO7
income securities, preference shares and ordinary
shares.
Knowledge on apprehend role, functions and key
CO2 players in the securities market and understand the PO2, PO4, PO6, PO7
trading system of the stock market
Knowledge to execute better investment decisions by
cos3 analyzing Economic, Industry and Company factors PO2,PO4, POT, PO8
with the help of fundamental analysis techniques.
Clarity to identify the stock price movements and its
CO4 behavior with the help of technical analysis PO4, PO6 PO7
techniques.
Understanding on the benefit of diversification of
CO5 holding a portfolio of assets, and the importance POG6, PO7
played by the market portfolio.
Reading List
1 Falguni, H. Pandya, Security Analysis and Portfolio Management, PHI Learning,
' 2015
9 Ambika Prasad Dash, Security Analysis and Portfolio Management, LK.
' International, 2009
3. The Jounal of Portfolio Management, Springer
4. Financial Markets and Portfolio Management, Scimago Journal and Country Rank
References Books
1 Kevin, S., Security Analysis and Portfolio Management, PHI Learning, Second
' Edition, 2015.
5 Prasanna Chandra, P., Investment Analysis and Portfolio Management, Tata
' McGraw-Hill Education, 5th Edition, 2017.
3 Donald E. Fischer & Ronald J. Jordan, Security Analysis & Portfolio
' Management, PHI Learning., New Delhi, 8th edition, 2018.
4 Khatri, D.K., Security Analysis and Portfolio Management, Macmillan
' Publishers India, First Edition, 2014.
5 Ranganathan, M. and Madhumathi, R., Security Analysis and Portfolio
' Management, 2ndEdition, Pearson, 2015.
6 Reilly, F. and Brown, K. C., Analysis of Investments and Portfolio Management,

Cengage Learning, 11th Edition, 2019.

Methods of Evaluation

| Continuous Internal Assessment Test |




Internal Assignments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);Tﬁ;rt]?(J n End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short Concept lanations, Short summary or
Comprehend Q: ue/False, Short essays, Concept explanations, Short summary o
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug i?jeas, Map knowledge? YR
Evaluate | / Evaluati Critique o justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) | Check knowledge in specific or offbeat situations, Discussion, Debating or
Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 S S S
CO?2 S M S
CO3 S S M
CO4 M S S
CO5 M S

S-Strong M-Medium  L-Low
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Tax Management Elective | Y| -|-|-]3|3]25| 75| 100
Course Objectives
C1 To make an understanding on the tax system
C2 To enrich on taxation procedure under different heads of income.
C3 To create awareness on deductions, set off and carry forwards in tax management.
C4 To enable computation of taxable income.
C5 To provide insight knowledge on direct tax system
i No. of Course
UNIT Details Hours | Objectives
Introduction: Income Tax Law — important
concepts -Scheme of Taxation —
typesofTaxes,concept,objectives  canons  of
I Taxation 9 C1
andfactorstobeconsideredforTaxPlanning- Tax
exemption -  Residentialstatus—Tax  free
iIncomes.
HeadsofIncome—
Salaries,definitionofsalary,Fringebenefitsandperq
uisites,Profitinlieuofsalaryandtaxplanningavenue
sforsalaryincome, Income from house property,
profits and gains of Business of
I profession,capital gains- Provisions relating to 9 C2
Capital Gains Tax and exemptions fromCapital
Gains Tax-Income from other sources - basis of
charge; chargeableincomes; specific deductions;
amount not deductible; computation of
taxableincomefromothersources.
i Deductions to be made in computing total 9 c3

income — Resales and Reliefs ofIncometax—

TaxationofNon-Residents.Income—
taxPaymentand Assessment-
Taxdeductionatsource;advancetax;self-
assessmenttax;assessmentprocedure -  Filing
ofIncomeTax Returns—
Provisions,FormsandDueDates,NoticesandAsse
ssments-
Regularandbestjudgmentassessrevision,rectifica
tionandappeal,provisionrelatingtointerestandref
undoftax.




CorporateTaxation-
Computationoftaxableincome,Carry-
forwardandset-off of losses for companies,
Minimum Alternative Tax (MAT), Set-off and
Carry-forwardofAmalgamationLosses.

Tax planning in capital budgeting decision,
leasing, hire purchase or buydecision raising of
capital: equity, debt or preference share, transfer
pricinganditsimpact,taxProvisionsforVentureCa
pitalFunds

Wealth Tax and Other Direct Taxes- Wealth
Tax Act and Rules, definition
ofWealthandltsComponentsWealthescapingAss
essment,AssetsExemptfromWealthTax,GiftTax
ActandRulesandEstateDutyAct.

Assessment of Trusts and Assessment of
companies — Deemed
incomeunderMATScheme—
TaxonincomebyUTlorMutualfund—
VentureCapital Company/VentureCapitalFunds.

Total 45

Course Outcomes

Course
Outcomes

Program

On completion of this course, students will; Objectives

COo1

Be able to understand basic concepts of tax

management system in India. Cl

CO2

Possess knowledge on taxation procedure involved

under different heads of income. C2

CO3

Have insight knowledge on the deduction procedures, c3
set off and carry forward procedures.

CO4

Learn the ways to compute total taxable income. C4

CO5

Have knowledge on direct tax system C5

Reading List

Direct Taxes Law and Practice, Vinld K Singhania and Kapil Singhania,
Taxmann, 2021

Income Tax ready reckoner for 2021-22 e-book, Taxguru.

https://www.incometaxindia.gov.in/Documents/Aarohan-itd-2022-e-book.pdf

B wnN e

Direct Taxes Ready Reckoner, AY 2021-22 & 2022-23, Vinod K. Singhania,
Taxmann

References Books

StudentsGuidetolncomeTaxbyDr.VinodK.SinghaniaandMonicaSing
hania, Taxmann's flagship publication,LatestEdition.

IndirectTaxbyVinodK.Singania Taxmann's flagship publication,
LatestEdition

lyengar,AC.,SampatLawofincomeTax.Allahabad,BharatLawHouse.
LatestEdition.

Dr.H.C.Mehrotra, Dr.S.P Goyal, Jai Narain Vyas, Income taa and
Indirect taxes, Sahithya Bhagwan Publications,LatestEdition.

T.S.Reddy, Y.Hariprasad Reddy, Income Tax Theroy, Law Practice, Margham
Publishers, Latest Edition.



http://www.incometaxindia.gov.in/Documents/Aarohan-itd-2022-e-book.pdf
http://www.incometaxindia.gov.in/Documents/Aarohan-itd-2022-e-book.pdf

StudentsGuidetolncomeTaxbyDr.VinodK.SinghaniaandMonicaSing

6. hania, Taxmann's flagship publication,LatestEdition.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Assu_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EE;E;T?()I” End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | ;0 Trye/False, Short Concept explanations, Short
Comprehend Qz rue/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variouéJ igeas, Map knowledgep Y
Evaluate L / luati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P ;
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M S S
CO2 S S
CO3 S S
CO4 S S
CO5 S S

S-Strong M-Medium  L-Low
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Merchant Banking and Financial | Elec Y

Services tive

w

w

25

100

-~
(6}

Course Objectives

C1l

To enable a better understanding of the financial structure in India and various
regulations in the Merchant Banking domain and also throw light on the rules

and regulations governing the Indian securities market.

C2

To familiarize the students with public issue management mechanism, role of
issue manager, SEBI guidelines and marketing of securities.

C3

To create an understanding on the trends in financial services, merger and
acquisition, portfolio management services and credit rating.

C4

Provide exposure to fund based financial services such as leasing and hire

purchasing, financial evaluation.

C5

Students can understand other fund based financial services such as consumer
credit, real estate financing, bill discounting, factoring and venture capital.

UNIT

Details

No. of
Hours

Course
Objectives

Merchantbanking: Introduction—
AnOverviewofIndianFinancialSystem—

MerchantBankinginindia—RecentDevelopments
and Challenges ahead — InstitutionalStructure —
Functions of Merchant Bank - Legal and
Regulatory Framework —Relevant Provisions of
Companies Act- SERA- SEBI Guidelines -
FEMA, etc. -
RelationwithStockExchangesandOTCEI.

C1

Issuemanagement: Role of Merchant Banker in
Appraisal of  Projects, Designing Capital
Structureand Instruments —Issue Pricing — Book
Building — Preparation of
ProspectusSelectionofBankers,AdvertisingConsulta
nts,etc.-Roleof Registrars —Bankers to the Issue,
Underwriters, and Brokers. — Offer for Sale — Green
ShoeOption—E-IPO,PrivatePlacement—
BoughtoutDeals—
PlacementwithFls,MFs,Flls,etc.Off-Shorelssues.—
IssueMarketing—AdvertisingStrategies—
NRIMarketing—PostlssueActivities.

C2

Otherfeebasedservices:
MergersandAcquisitions—

C3




PortfolioManagementServices—
CreditSyndication—CreditRating—
BusinessValuation.

Fundbasedfinancialservices:
LeasingandHirePurchasing—

v BasicsoflLeasingandHirepurchasing— 9 c4
FinancialEvaluation.

Otherfundbasedfinancialservices:

v ConsumerCredit—CreditCards— 9 c5
RealEstateFinancing—BillsDiscounting —
factoringandForfeiting—\VentureCapital.

Total 45
Course Outcomes
Course On completion of this course, students will;
Outcomes

Possess better understanding of the financial structure
in India and various regulations in the Merchant

col Banking Domain. Understand the rules and PO4, PO6
regulations governing the Indian securities market.
Possess knowledge on public issue management

CO2 mechanism, various forms of issues, role of issue PO2, PO6
manager, SEBI guidelines and marketing of securities.
Possess insights on recent trends in financial services,

CO3 merger and acquisition, portfolio management services PO2, PO4, PO6
and credit rating.
Have exposure on fund based financial services such

co4 as leasing and hire purchasing, financial evaluation. POZ, PO6
Have better understanding on other fund based

CO5 f!nanc!al seryices: such as consumer credit, real estate PO4, POB
financing, bill discounting, factoring and venture
capital.

Reading List
1 Swati Dawan, Merchant Banking and Financial Services, Mcgraw Hill Education,
' 2011

2. Pathak Barthi, Indian Financial System, 5 Edition, Pearson Education, 2018

3. Indian Journal of Finance, ISSN: 0973-8711, Researchgate

4. Journal of Corporate Finance, Elsevier

References Books
1. M.Y.Khan,FinancialServices, TataMcGraw-Hill,12thEdition,2012
2. NaliniPravaTripathy,FinancialServices,PHILearning,2011.
3 Machiraju,IndianFinancialSystem,VikasPublishingHouse,2ndEdition
' ,2010.

4 J.C.Verma,AManualofMerchantBanking,BharathPublishingHouse,N
' ewDelhi,

5 VarshneyP.N.&MittalD.K.,IndianFinancial System,SultanChand&Sons,
' NewnDelhi.

6. Sasidharan,FinancialServicesandSystem, TataMcgrawHill,NewDelhi.




Methods of Evaluation

Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
E\/(‘?ll;;ite Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 M M
CO?2 M M
CO3 M M M
CO4 M M
CO5 M M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
—
_|
0
©)

Credits

Marks

Inst. Hours

CIA

External
Total

Derivatives Management Elective | Y| - | - | -

3

w

25

~
(6]

100

Course Objectives

C1

To familiarize and enable the students to understand the fundamentals of

Derivatives and its types.

C2

To throw light on forward and futures contract.

C3

To educate the students on Options.

C4

To elucidate the various Option Pricing models.

C5

To educate the students on the indices of various derivative instruments

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Derivatives — Definition -Types -

9

C1

participants and functions- Forward Contracts — Futures
Contracts — Options — Swaps — Differences between
Cash and Future Markets — Types of Traders — OTC and
Exchange Traded Securities — Types of Settlement —
Uses and Advantages of Derivatives, Risks in
Derivatives.

Forward contracts — Futures contracts — structure of
forward & futures markets - Types of Futures Contracts
-Margin Requirements — Marking to Market — Hedging
using Futures — Securities, Stock Index Futures,
Currencies and Commodities — Delivery Options —
Relationship between Future Prices, Forward Prices and
Spot Prices.

C2

Options -Definition — Exchange Traded Options, OTC
Options — Specifications of Options — Call and Put
Options — organized options trading — listing
requirements — contract size — exercise prices —
expiration dates — position & exercise limits -American
and European Options — Intrinsic Value and Time Value
of Options — Option payoff, options on Securities, Stock
Indices, Currencies and Futures — Options pricing
models —Differences between future and Option
contracts.

C3

Principles of Option pricing — Put Call Parity
relationship — Option pricing models — The Black
Scholes Model — The Binomial model — Principles of
forward and future pricing — the cost of carry model.

C4




Commodity Futures — Contract Terminology and
Specifications for Stock Options and Index Options in
NSE — Contract Terminology and specifications for

v stock futures and Index futures in NSE — Contract ? 5
Terminology and Specifications for Interest Rate
Derivatives.
Total 45
Course Outcomes
Course 0 . : -
n completion of this course, students will; Program Outcomes
Outcomes
co1 E{;;‘:\lmiliar with the fundamentals of Derivatives and its PO4. POG
CO2 Be aware of the Forward and Future Contracts. POG6, PO7
COs3 Have knowledge on Options. POG6, PO7
CO4 Learn the various Option Pricing models. POG6, PO7
Have knowledge on the indices of various Derivative
CO5 Instruments. ’ P0G, PO7
Reading List
1 Aron Gottesman, Derivatives Essentials: An Introduction to Forwards, Futures and
' Options and Swaps, Wiley, 2016
5 Arkadev Chatterje, Robert A. Jarrow, An Introduction to Derivative Securities,
' Financial Markets, and Risk Management, World Scientific, Kindle Edition,
3 International Journal of Financial Markets and Derivatives, Inderscience
' Publishers
4. Journal of Risk and Financial Management, MDPI
References Books
1 Chance, D. and Brooks, R., Derivatives and Risk Management Basics, South
' Western, 10th edition, 2015.
9 S.L.Gupta, Financial Derivatives, Theory, Concepts and Problems, PHI
' Learning 2nd edition, 2017
3 Hull, J.C. and Basu, S., Options, Futures and Other Derivatives, Pearson, 10th
' Edition, 2018.
4 Patrick Boyle, Jesse McDougall, Trading and Pricing Financial Derivatives, De
' Gruvter, A Guide to Future, Options and Swaps,2ndEdition, Publishers,2018.
5 JZ%mes A. Overdahl, Financial Derivatives, Wiley India Pvt. Ltd, 3rd Edition,
' 14
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
E%;}S;Ti%l n End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MC .
Q, True/False, Short essays, Concept explanations, Short summary or
Comprehend overview

(K2)



https://www.google.com/search?biw=1366&bih=657&tbm=bks&tbm=bks&q=inauthor%3A%22Patrick%2BBoyle%22&sa=X&ved=2ahUKEwi6svfmubv4AhVER2wGHQkzAcwQ9Ah6BAgGEAU
https://www.google.com/search?biw=1366&bih=657&tbm=bks&tbm=bks&q=inauthor%3A%22Jesse%2BMcDougall%22&sa=X&ved=2ahUKEwi6svfmubv4AhVER2wGHQkzAcwQ9Ah6BAgGEAY

Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain

Problem-solving questions, Finish a procedure in many steps, Differentiate

Analyze (K4) | yonveen various ideas, Map knowledge
E\’(";‘lg?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) | presentations
PO1 |[PO2 |PO3 |[PO4 |PO5 |PO6 |PO7 |POS8

Co1 M S | M

CO 2 S | M

CO3 S | M

CO4 S | M

cos S | M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
Y,

Credits

Marks

Inst. Hours

CIA

External
Total

Banking and Insurance Elective | Y| - | -

3

w

25

~
(6]

100

Course Objectives

C1l

To provide a basic understanding of the insurance mechanism and principle of

insurance.

C2

To provide an overview of Indian insurance industry.

C3

To understand the basics of Banking and the emergence of Banking in India.

C4

To get acquainted with the functionality of the Banks.

C5

To know the meaning and use of commonly used technologies in Banking.

UNIT

Details

No. of
Hours

Course
Objectives

Indian Financial System: Introduction to Financial
System — Business of Banking - Organizational
Structure of Indian Financial System - Role of
Government & Reserve Bank of India As Regulators
of Banks - Role & Functions of Banks — Regulatory
Provisions/Enactments Governing Banks - Various
Committees on Banking & Their Impact - Recent
Developments in Indian Financial System - Aadhaar
Seeding- -Self Help Groups, Financial Inclusion- Jan
Dhan Yojana Accounts- NBFCs - Micro Finance
Institutions, Small finance banks and payment banks.

C1

Basics of Banking: Basic Concepts in Banking -
Banker-Customer Relationships — Know Your
Customer, Anti Money Laundering -Guidelines -
Negotiable instruments — Bankers’ Duties and
Responsibilities - DICGC - Types of Customers &
Various Types of Accounts - Deposit Products —
Services Rendered by Banks - Principles of Lending -
Approach to Lending & Steps in Lending - Credit
Management & Credit Monitoring - Priority Sector
Lending in Banks- Lending to Agriculture, Micro,
Small & Medium Enterprises - Recovery & Modes of
Recovery and Management of Non-Performing Assets
- Basics of Risk Management in Banks.

C2

Electronic Banking: Current Trends and Role of
information & Communication Technology in
Banking - Core Banking Solutions vis-a-vis
Traditional Banking - Banking Technology -
Alternate Delivery Channels — ATMs, Credit/Debit
Cards/Mobile Banking / Internet Banking etc. -

C3




Cheque Truncation System of cheque clearance, E-
Lounges, UPI, BHIM (Bharath Interface for money),
Products and Impact - Electronic Funds Transfers —
Real Time Gross Settlements (RTGS) & National
Electronic Funds Transfer (NEFT) -NACH Global
Trends in Banking Technology - IT Security in Banks
& Disaster Management - Marketing of Banking
Services; Marketing of Banking Services — Meaning,
Importance and Functions - Market Research &
Product Development - Factors influencing Marketing
of Banking Products Third Party Products in Banking,
One stop shop Financial solutions in Banks - Financial
Advisory Services (FAS).

Insurance: Meaning — Nature and Importance — Risk
Management;  lIdentification —  Measurement —
Diversification — Strategies Theories — Sum of Large
Numbers Theory of Probability

Insurance Regulation; IRDA Regulations — Insurance
Contract — Agent Norms — Generic Norms of
Insurance Advisors.

General Insurance: Marine Insurance — Fire Insurance —
Automobile Insurance — Home Insurance - House
+Articles insurance- Overseas Travel Insurance— Medical
Insurance — Group Medi claim- Jewellery Insurance,
Social Security Insurance .Life Insurance; Principles —
Uberima fides Insurable Interest — Indemnity —
Subrogation — Contribution Products; Death and Survival
Classifications — Traditional Salary Savings Scheme —
Employees Deposit Linked Insurance — ULIPs -
Premium Fixation Cases.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

CO1

Understand, analyze and communicate on the Indian
Financial System

PO4, POG, PO7

CO2

Understand the basics of Banking and the emergence
of Banking in India and its lending practices

PO4, PO6, PO7

CO3

Possess knowledge on Digital Banking and the
current trend in banking and new banking products
and services

PO4, POG, PO7

CO4

Possess the ability to understand and communicate
the basics of the insurance mechanism and principle
of insurance and acquire knowledge on Indian
insurance industry.

PO4, PO6, PO7

CO5

Have knowledge and understanding on Marine, fire,
home and medical insurances

PO4, POG6, PO7




Reading List

Jyotsna Sethi and Nishwan Bhatia, Elements of Banking and Insurance, PHI

1. Learning, 2012
2. Natarjan. S, and Parameshwaran. R, Indian Banking, S.Chand & Company
3. Journal of Banking and Finance, Elsevier
4. Indian Journal of Banking, Risk and Insurance, Pubishing India
References Books
Bhattacharya,H.,BankingStrategy,
1. CreditAppraisalandLendingDecisions,OxfordUniversityPress,2nd
Edition,2011.
9 IndianlnstituteofBankingandFinance,PrinciplesandPracticesofBanking,
' MacmillanindialLtd, Fifth Edition,2015.
3 Maheshwari,S.N.andMaheshwari,S.K.,BankingLawandPractice,Kalyani
' Publishers,11™" Edition, 2014.
4 Muraleedharan,ModernBanking: TheoryandPractice,PHILearning,
' Second Edition, 2014.
5 Varshney,P.N.,BankingLawandPractice,SultanChandandSons, fist
' Edition, 2015.
6 Gopinath. M. N. -BankingPrinciples& Operations, Snow White
' Publications, 7'" Edition, 2021
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
EI\E/);E;Q% n End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | y1e0 Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg igeas, Map knowledgep Yo
Evaluate L / Evaluati Criti Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations




PO1 |PO2 |[PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S S S
CO?2 M S S
CO3 S S S
CO4 S S S
CO5 S S S

S-Strong

M-Medium L-Low




. o Marks

- iz} > —

. . o +— o o]
Subject Code Subject Name o LITIPI B |T|«<| ES| &
= s | = T} B
O Cl2|O R | F

- L
Behavioural Finance Elective | Y| -|-|-] 3 | 3 (25| 75 |100

Course Objectives

C1l

To enable the students to understand the basics of Behavioural Finance

C2

To create awareness and understanding on the various theories of Behanvioural

Finance

C3

To elucidate the students on the various financial decision theory paradoxes

C4

To throw light on the non-behavioural finance through the extended knowledge

on Efficient Market Hypothesis

C5

To educate the students on arbitrage, risks in share trade and on contemporary

financial issues.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction to Behavioral Finance: Introduction,
Traditional vs Behavioural Theory, The Decision
Making Process and Behavioural Biases, Limits to
Arbitrage.

C1

Behavioural Finance Theory and Bubbles: Prospect
Theory, SP/A Theory, Behavioural Portfolio Theory,
Empirical and Statistical detection tests.

C2

Decision Theory Paradoxes: Nash Equilibrium:
Keynesian Beauty Context and The Prisoner’s
Dilemma, The Monty Hall Paradox, The St. Petersburg
Paradox, The Allais Paradox, The Ellsberg Paradox.

C3

Non-Behavioral Finance: Introduction - The roles of
securities prices in the economy; Efficient markets
hypothesis (EMH) — Definitions - EMH in supply and
demand framework - Theoretical arguments for flat
aggregate demand curve; Equilibrium expected return
models.

C4

Demand by Arbitrageurs and Average Investors &
Contemporary Issues: Definition of arbitrageur;
Long-short trades; Risk vs. Horizon; Transaction costs
and short-selling costs; Fundamental risk; Noise-trader

C5




risk; Professional arbitrage; Destabilizing informed
trading (positive feedback, predation), Definition of
average investor; Belief biases; Limited attention and
categorization; Nontraditional preferences — prospect
theory and loss aversion; Bubbles and systematic
investor sentiment - contemporary behavioral finance

issues
Total 45
Course Outcomes
Course . . -
On completion of this course, students will; Program Outcomes
Outcomes
Enables the students to understand the basics of
col Behavioural Finance PO6
Creates awareness and understanding on the various
co2 theories of Behavioural Finance ’ P06, PO7
Students are able to interpret the various financial
cos3 decision theory paradoxes P P02, POS
Ability to outline the non-behavioural finance
CO4 through the extended knowledge on Efficient Market PO6
Hypothesis
Students can explain on arbitrage, risks in share trade
CO5 and on contemp%rary financial ?ssues. PO6, PO7
Reading List
1 Subrahmanyam, A. (2008). Behavioural finance: A review and
' synthesis. European Financial Management.
2. Forbes, W. (2009). Behavioural finance. John Wiley & Sons.
3 Kapoor, S., & Prosad, J. M. (2017). Behavioural finance: A review. Procedia
' computer science.
4 Bloomfield, R. (2010). Behavioural finance. In Behavioural and Experimental
' Economics (pp. 32-41). Palgrave Macmillan, London.
References Books
1 Prasaanna Chandra, Behavioural Finance, 2" Edition, Paperback — 1, Mcgraw
' Hill, 2020
2 Parag Parikh, Value Investing and Behavioural Finance: Insights into Indian
' Stock Markets, Mcgraw Hill Education, 2017
3 Shleifer, Andrei, Inefficient Markets: An Introduction to Behavioral Finance.
' Oxford, UK: Oxford University Press, 2000
4 Thomas Kiliestik, Katerina Valaskova, and Maria Kovacova, Advances in
' Behavioural Finance and Economics, MDPI, 2021
5. Singh Ranjit, Behavioural Finance, PHI Learning Pvt. Ltd., 2019
5 Sujata Kapoor, Jaya Mamta Prosad, Behavioural Finance, Sage
' Publications India Pvt. Ltd., 2019.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASSIQnments 25 Marks
Evaluation Seminars

Attendance and Class Participation




Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MC .
Q, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate L / Evaluati Criti stify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 M
CO?2 M M
CO3 M M
CO4 M
CO5 M M

S-Strong M-Medium  L-Low




o~ Marks
- al 3 —
. . o - — o o]
Subject Code Subject Name o LITIPIOIB | T|«<| E| B
@ Sl =S| 8| 6
O Clg|° x| F
- i
Financial Modelling Elective | Y| 0|0 |- |3 | 3|25] 75 | 100

Course Objectives

C1l

To equip the students with the knowledge of different aspects of financial
modelling and be familiar with using financial functions in a spreadsheet.

C2

To gain an understanding of the valuation tools and techniques used in bond

and equity valuation.

C3

To design and construct useful and robust corporate modelling applications

C4

To learn about the risk and return of a portfolio and how to measure them using

different methods.

C5

To acquaint the students with the fundamentals of derivative modelling and

their application

UNIT

Details

No. of
Hours

Course
Objectives

Introduction to financial modelling & built-in

9

Cl

functions using spread sheets-Introduction to Financial
Modelling- Need for Financial Modelling- Steps for
effective financial modelling - Introduction to Time
value of money & Lookup array functions: FV, PV,
PMT, RATE, NPER, Vlookup, Hlookup, if, countif, etc -
Time value of Money Models: EMI with Single & Two
Interest rates —Loan amortization modelling-Debenture
redemption modeling.

Bond & Equity Share Valuation Modelling-Bond
valuation — Yield to Maturity (YTM): Rate method Vs
IRR method-Flexi Bond and Strip Bond YTMModelling-
Bond redemption modelling -Equity share valuation:
Multiple growth rate valuation modelling with

and without growth rates.

C2

Corporate Financial Modelling-Altman z score,
bankruptcy modelling - indifference point modelling —
financial break-even modelling -corporate valuation
modelling (two stage growth) - business modelling for
capital budgeting evaluation: payback period, npv, irr
and mirr.

C3

Portfolio Modelling-Risk beta and annualized return —
security market line modelling — portfolio risk
calculation (equal proportions) - portfolio risk
optimization  (varying  proportions) -  portfolio
construction modeling.

C4

Derivative Modelling- option pay off modelling: long
and short call & put options -option pricing modeling (b-
s model) - optimal hedge contract modeling

C5

Total

45




Course Outcomes

Course On completion of this course, students will; Program Outcomes
Outcomes
Understanding the relevance of financial models for
co1 various corpo?ate finance purposes. PO1,PO2,PO6,PO7
Ability to evaluate securities by using the modelling
CO2 techniques PO1,PO2, PO6
Ability to identify efficient financial budgeting and
COs3 appraise the equity value of a company by applying PO1,P2,PO6,PO7
various methods.
Acquaint the students with evaluation of securities
Co4 throﬁgh the tools and techniques of portfolio models POLPO2
Ability to understand the aptitude of analyzing the
Co5 investment decision-based oﬁ derivatives. ) POLPO2
Reading List
1 Kienitz, J., & Wetterau, D. (2013). Financial modelling: Theory, implementation
' and practice with MATLAB source. John Wiley & Sons.
2. Spronk, J., & Hallerbach, W. (1997). Financial modelling: Where to go? With an
illustration for portfolio management. european Journal of operational research.
3 Tankov, P. (2003). Financial modelling with jump processes. Chapman and
' Hall/CRC.
4 Day, A. L. (2001). Mastering financial modelling. A Practitioner's Guide to
: Applied.
References Books
1 Wayne L Winston,” Microsoft Excel 2016-Data Analysis and Business
' Modelling”, PHI publications, (Microsoft Press), New Delhi,2017.
2 Chandan Sen Gupta,” Financial analysis and Modelling —Using Excel and VBA”,
' Wiley Publishing House ,2014°
3 Craig W Holden,”Excel Modelling in Investments” Pearson Prentice Hall, Pearson
' Inc,New Jersey,5th Edition 2015
4 Ruzhbeh J Bodanwala , ”Financial management using excel spread sheet”, Taxman
' Allied services Pvt Ltd, New Delhi,3rd Edition 2015.
5. Benninga, Simon. Principles of Finance with Microsoft Excel, 2nd Edition, 2011
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MC .
Q, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Analyze (K4) Problem-solving questions, Finish a procedure in many steps, Differentiate

between various ideas, Map knowledge




Ev(?ig?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |[PO3 |PO4 |PO5 |[PO6 |PO7 |POS8
CO1 S S M M
CO2 S S M
CO3 S S M M
CO4 S S
CO5 S S
S-Strong M-Medium  L-Low




. o Marks
j 8| 3 —
. . o o — o o]
Subject Code Subject Name o LITIPIO|B3|T|«<| E| T
I Sle|l sl 8] ©
O Clg|0l 8| F
= i
Capital Market and | Elective | Y| -|-]-13|3|25| 75 | 100
Financial Services

Course Objectives

Cl

To acquire knowledge on Indian financial systems and its regulators

C2

To possess knowledge on listing and trading securities, Risk management in

BSE & NSE, Index management.

C3

To understand leasing and hire purchase

C4

To familiarize with credit rating and securitization

C5

To know Depositories & Contemporary Issues

UNIT

Details

No. of
Hours

Course
Objectives

Indian Financial System:

Regulators: Finance Ministry, Securities Exchange
Board of India, Reserve Bank of India, Forward Market
Commission, Insurance Regulatory and Development
Authority.

Primary Market: Role of Primary Market, Functions,
Intermediaries, methods of floatation of capital — IPO’s,
FPO’s and Rights issues, Investor protection in primary
market, Recent trends in primary market. Book building
process. Secondary Market: Functions, intermediaries,
Demutualization structure, Major stock exchanges in
India.

Indian Stock Exchanges: Market types, order types and
books. BSE: BOLT System, NSE: NEAT system OTCEI
— Need, Features, Participants, Listing procedure,
Trading and Settlement. Legislative framework guiding
the capital markets and intermediaries.

C1

Listing and trading of Securities:

Listing requirements, procedure, fee- Listing conditions
of BSE and NSE - Delisting. Legislations related to
listing. Trading cycle: T+2, Pay in and Pay out, Bad
Delivery, Short delivery, Auction, Clearing &
Settlement: Different types of settlements -DEMAT
settlement, Physical settlement, Institutional settlement
and Funds settlement.

Risk Management system in BSE & NSE: Margins,
Exposure limits, VAR, Circuit breakers and Surveillance
system in BSE and NSE.

Index Management: Importance of index computation

C2




Methods: Weighted Aggregate Value method, Weighted
Average of Price Relatives method, Free Float method.
Stock market indices in India

Leasing and Hire Purchase

Lease and Hire purchase- — Meaning and Types of
leasing — Legislative frameworks — Matters on
Depreciation and Tax —Concepts and features — Tax and
Depreciation implications Microfinance: Consumer
Credit - Factoring and Forfaiting

Credit rating & Securitization:

Credit rating: Definition and meaning- Process of credit
rating of financial instruments - Rating methodology -
Rating agencies — Rating symbols of different
companies. Legislative framework guiding the CRAs.
Securitization: Meaning-Features - Special Purpose
Vehicle - Pass Through Certificate & mechanism —
Benefits of Securitization — Issues in Securitization,
Legislative framework guiding the securitization
framework.

Depositories & Contemporary Issues

Depositary services - Role of depositories and their
services — Advantages of depository system — NSDL
and CDSL - Depository participants and their role-
Stock Broking Services including SEBI guidelines -
Contemporary developments in capital market
performance and implication of securitization in
Indian scenario.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Ability to critically evaluate the Indian financial
systems and its regulators

PO3,PO6

CO2

Obtain clarity with listing and trading securities, Risk
management in BSE & NSE, Index management.

PO6, PO7

CO3

Understand leasing and hire purchase

PO7

CO4

Obtain familiarity with credit rating and securitization

PO2,PO6,PO7

CO5

Ability to explain depositories & contemporary Issues

PO6,PO7

Reading List

Carow, K. A., & Heron, R. A. (2002). Capital market reactions to the passage of
the Financial Services Modernization Act of 1999. The Quarterly Review of

Economics and Finance.

Stiglitz, J. E. (2000). Capital market liberalization, economic growth, and

instability. World development.

Mensah, Y. M., & Werner, R. H. (2008). The capital market implications of the
frequency of interim financial reporting: an international analysis. Review of

Quantitative Finance and Accounting.




Micu, I, & Micu, A. (2016). Financial technology (Fintech) and its
4, implementation on the Romanian non-banking capital market. SEA-Practical
Application of Science.
References Books
1. Khan M.Y, Financial Services, 8th edition, Mcgraw Hill ,2015,.
2 K Sasidharan, Alex. K Mathews, Financial Services and System, Tata McGraw
' Hill, 2008.
3 Jeff Madura, Financial Institutions and Markets, 10thEdition, Cengage
' Learning,2014..
4 Stephen Cecchetti, Kermit Schoenholtz, Money, Banking and Financial
' Markets, 4thedition, McGraw-Hill Education, 2014.
5 MadhuVij, Swati Dhawan , Merchant Banking and Financial Services, 1st
: edition, McGraw Hill, 2011.
6 Tripathy, NaliniPrava, Financial Services, PHI, Learning Pvt. Ltd. NISM-
: Series-VI Depository Operation Exam Work Book, 2007.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
E%/g}ﬁ;??oln End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 True/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg,J igeas, Map knowledgep Y
Ev(ﬂt;;;lte Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
POl1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M
CO?2 S S
CO3 S
CO4 S M S
CO5 M M

S-Strong M-Medium L-Low




Subject Code

Subject Name

Category

Credits

Marks

Inst. Hours

CIA

External
Total

Financial Planning and

Wealth Management Yoo

Elective

w

w

25

100

~
(6]

Course Objectives

Cl

To give clarity on the concept of Personal Financial Planning

C2

To acquire knowledge on the process of Comprehensive Financial Planning

C3

To understand the concept of Insurance & Retirement Planning

C4

To throw light on the Concept of Wealth Management

C5

To provide knowledge on tax planning & issues

UNIT

Details

No. of
Hours

Course
Objectives

Personal Financial Planning - Financial Planning —
Meaning, need, scope. Evaluating the financial position
of clients, Preparing & Analyzing household budget -
Estimating financial goals - Financial Planning Delivery
Process.

C1l

Comprehensive Financial Planning - The role of debt
and financial pressure from debt - Debt counselling.
Investment for Liquidity and Financial Goals.

Risk return principle, Risk Profiling. Human life cycle
and Asset Allocation and Model Portfolios

C2

Insurance Planning & Retirement Planning -
Insurance Planning — Need of life and non-life insurance,
life insurance need analysis, life insurance products.
Retirement Planning — Need, estimating & determining
the retirement corpus, retirement products.

C3

Wealth Management - Concept of wealth and
Measurement of wealth. Spectrum of services, Wealth
management service providers, Product categories and
Service categories - Types of Service Mandates;
Custodian mandate, Advisory mandate, Discretionary
mandate and Mandate mix HNI segmentation and reason
for looking at HNIs.

Understanding the Client Segmentation; Segmentation
based on Personality, Age and way of accumulation, Risk
& return preferences - Client Engagement; Client
profiling, targeting and Building relationships - Finding
HNI Clients; Cross selling, Marketing and partnership
programs, Referral from existing clients, friends and
family

Asset Allocation: Advising the optimal portfolio and the

C4




corresponding asset allocation.
Portfolio Monitoring:  Portfolio maintenance and
Portfolio rebalancing.
Tax Planning & Contemporary Issues
Indian Tax Laws for investment and Wealth Management
- Income Tax: Previous Year and Assessment Year,
Gross Total Income, Income Tax Slabs, Advance Tax,
v Tax Deducted at Source (TDS), Exempted Income, 9 c5
Deductions from Income, Section 80C, section 80CCC,
Section 80CCD, Section 80D, Section 80E, Section
80GG, Long Term and Short Term Capital Gain / Loss,
Speculation Profit / Loss, Capital Gains Tax exemption
under Section 54EC.
Total 45
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ' ’
Obtain clarity on the concept of Personal Financial
co1 Planning y P PO2, PO7
Ability to evaluate the process of Comprehensive
coz2 Financ);/ial Planning P P PO2,PO6,POT
Understanding the concept of Insurance & Retirement
co3 Planning g P PO2,PO5
Ability to outline the clarity on the concept of Wealth
co4 Manaé]/ement g P PO7
CO5 Obtain Knowledge on tax planning & issues P02, PO7
Reading List
1 Kochis, S. T. (2006). Wealth Management: A Concise Guide to Financial
' Planning and Investment Management for Wealthy Clients. CCH.
Danes, S. M., Huddleston-Casas, C., & Boyce, L. (1999). Financial planning
2. curriculum for teens: Impact evaluation. Journal of Financial Counseling and
Planning.
3 Hanna, S. D., & Lindamood, S. (2010). Quantifying the economic benefits of
' personal financial planning. Financial Services Review.
4 Wu, C. R, Lin, C. T., & Tsai, P. H. (2010). Evaluating business performance of
' wealth management banks. European journal of operational research,.
References Books
1. Dun, Bradstreet , Wealth Management, Tata Mcgraw Hill, India, 2009.
5 Joydeep Sen - Financial Planning & Wealth Management: Concepts and Practice,
' 1st Edition, Shroff Publishers & Distributors Limited, 2020
3 Sundar Sankaran - Wealth Engine: Indian Financial Planning and Wealth
' Management Handbook (2012)
4 Stuart E. Lucas (2012), Wealth: Grow It and Protect It, Updated and Revised,
' Pearson and FT Press, USA
5 G. Victor Hallman, Jerry Rosenbloom (2009), Private Wealth Management: The
' Complete Reference for the Personal Financial Planner, Mcgraw Hill, USA
6. Gregory Curtis (2012), The Stewardship of Wealth: Successful Private Wealth




| Management for Investors and Their Advisors, Wiley.

Methods of Evaluation

Continuous Internal Assessment Test
Interngl Assu_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate | | / Evaluati Criti justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 M S
CO?2 S M S
CO3 S M
CO4 S
CO5 M M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
0
O

Marks

Credits
Inst. Hours

CIA
External

Total

Fixed Income Securities Elective | Y| - | -

w
w

25

~
(6]

100

Course Objectives

C1

To orient students about bond and money market instruments

C2

To provide inputs on term structure, interest rates and bond price volatility

C3

To impart knowledge on fixed income portfolio management

C4

To enable them understand the concept of hedging

C5

To enlighten the students on securitization and contemporary issues in

securities management.

UNIT

Details

No. of Course
Hours | Objectives

Bond and Money market instruments: Bonds, market
participants, Money  market instruments -
Organization of Government Bond market and role of
RBI in Government Securities. Bond Prices and
Yields: Pricing of bonds - Time value of money -
nominal Vs. Real interest rates, coupon rate and
current yield, zero coupon rate. Supply and demand of
bonds. Changes in equilibrium interest rates.

Term structure of interest rates: classical theories of
term structure - Yield curve, zero coupon bond yield
curve. Bond price volatility — Price sensitivity — Bond
Price Immunization - measurement of duration,
modified duration — convexity measurement. Factors
influencing Yield. Term structure of Interest rates —
spread, corporate debt instruments.

Active and Passive Bond Portfolio construction -
Management strategies. Indexing-bond indices.
Setting portfolio objectives, interpreting portfolio
parameters and performance measurement

Swaps and futures, Credit derivatives — credit default
swaps, plain vanilla options and more exotic
derivatives

Mortgage-backed securities — collateral mortgage
obligations, Asset Backed Securities-Collateral debt
obligations

9 C5

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Ability to assess bond and money market instruments

PO6

CO2

Understand the concepts of term structure, interest
rates and bond price volatility

PO7




Ability to compare and evaluate the fixed income
co3 portfo¥ios P PO6,PO7
CO4 Understand the how hedging contracts are done PO2
CO5 Obtain knowledge on management of securities. PO6,PO7
Reading List
1 Tuckman, B., & Serrat, A. (2011). Fixed income securities: tools for today's
' markets. John Wiley & Sons.
Martellini, L., Priaulet, P., & Priaulet, S. (2003). Fixed-income securities:
2. valuation, risk management and portfolio strategies (Vol. 237). John Wiley &
Sons.
3. Fabozzi, F. J. (2008). Fixed income securities. John Wiley and Sons.
4 Veronesi, P. (2010). Fixed income securities: Valuation, risk, and risk
: management. John Wiley & Sons.
References Books
1 Frank J. Fabozz, Bond Markets, Analysis and Strategies, 9th edition, Pearson
' India, 2012.
2 Moorad Choudhry, Masekoldrich, Fixed Income Markets: Instruments,
' Applications, Mathematics, 2nd edition,Wiley Finance Series, 2014.
3. Fabozzi, F. J, Fixed income securities, 8th edition, Wiley, 2012.
4 Choudhry, M, Fixed-income Securities and Derivatives Handbook, 2nd
' edition, Wiley, 2010.
5 Martellini, L, Priaulet, P, Priaulet. S, Fixed-income securities: valuation, risk
' management and portfolio strategies, Wiley2005.
5 Veronesi. P, Fixed income securities: Valuation, risk, and risk management,
' 1% edition, Wiley.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Assgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | ;00 True/False, Short Concept explanations, Short
Comprehend QZ rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variougJ igeas, Map knowledgeIO Y
Evaluate L luati . Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P ’




PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M
CO2 M
CO3 M M
CO4 M
CO5 M M

S-Strong

M-Medium L-Low




. Marks
> 2|5 —
N o — (@] o]
Subject Name & LITIPIO|B|T|<| E| T
Subject Code S olz|lo| € |2
- (i
Fintech and Investment | Elective | - | - | Y| -| 3 |3 |40 | 60 | 100
Analysis

Course Objectives

To acquire knowledge on validating the performances of various asset classes and

¢l simulate and provide reasoning on the validation
C2 To study the performances of exchanges traded in Indian Market
C3 To simulate and critically validate the performance of momentum strategy for
financial sectors
C4 To simulate the performance of value investing strategy and construct a portfolio
C5 To study the emerging FinTech players in India
. No. of Course
UNIT Details Hours | Objectives
Lab Experiment 1
Simulate and critically validate the performance of
various asset classes - Stock (Reliance, HDFC Bank as
an example), Gold and Bonds (Government Securities as
an example), in terms of Return, Risk, Sharpe Ratio,
over the time period 2011 till current date
| Lab Experiment 2 9 c1
Based on the results in Lab experiment 1, provide the
reasoning as to why a particular asset class have a higher
Risk/Standard deviation as compared to others
Lab Experiment 3
Simulate and provide reasoning, with examples on how
asset allocation across asset classes reduces risk/standard
deviation of the portfolio
Lab Experiment 4
Study the performance of Exchange Traded Funds in
Indian Market, critically evaluate the performance of
ETF and market penetration of ETF’s in India
Lab Experiment 5
Study the performance of Large Cap ETF’s, vs Gold
ETF from the time period 2011 to till Date
] Lab Experiment 6 9 C2

Construct a portfolio with leverage, for a time period
2015 to till date and study how leverage impacted the
performance of the portfolio

Lab Experiment 7

Constructed a market neutral hedged portfolio for
NIFTY50 benchmark, validate the performance from
2016 to till date




Lab Experiment 8
Simulate and critically validate the performance of
Momentum strategy for Financial Sectors, validate the
performance for the time period 2011 till 2014
Lab Experiment 9
Simulate the performance of market neutral Momentum
Il strategy for NIFTY50, evaluate the results for the period 9 C3
2011 till date
Lab Experiment 10
Simulate the performance of market neutral momentum
strategy for sectors - Industrials, Technology, Energy
and Communications, provide the reasoning
performance of the strategy
Lab Experiment 11
Simulate the performance of Value Investing strategy,
using Book to Market, Earnings to Price and evaluate
the results for the period 2014 to till date
Lab Experiment 12
Construct a portfolio with the combination of
; Momentum and Value Strategy, evaluate the 9 ca
performance of the portfolio for the period 2014 till date
Lab Experiment 13
Compute the valuation of the Tata Consultancy Services
using discounted cash flow approach
Lab Experiment 14
Compute the valuation of a FinTech start-up using the
discounted cashflow approach
Lab Experiment 15
Study the emerging FinTech players in India and United
States and provide reasoning on the importance of
customer experience in building the product
Lab Experiment 16
Study the role of Government agencies and the FinTech
eco-system in promoting the growth of FinTech sector in
India
v Lab Experiment 17 9 5
Study how “Payments” landscape have evolved in India,
China and United States Market, articulate your
reasoning the growth in these markets and with adoption
due to newer technologies
Lab Experiment 18
Study how “Asset Management & Investment
Management” industry. Have evolved in India and
United States market, articulate with reasoning on the
changing business landscape
Total 45
Course Outcomes
Course \ On completion of this course, students will, Program Outcomes




Outcomes

Obtain knowledge on validating the performances of

CO1 various asset classes and simulate and provide reasoning PO1,PO2, PO6
on the validation
Obtain knowledge on the performances of exchanges
co2 traded in Indian gIj\/larket P ’ PO2,PO6
Ability to interpret on simulating and critically
COs3 validating the performance of momentum strategy for PO1,PO2
financial sectors
Obtained knowledge on simulating the performance of
co4 value investing strategy and construct a portfolio POLPO2
CO5 ICi]Igir;ty on evaluating the emerging FinTech players in PO?
Reading List
1. Puschmann, T. (2017). Fintech. Business & Information Systems Engineering,.
2 Goldstein, 1., Jiang, W., & Karolyi, G. A. (2019). To FinTech and beyond. The
' Review of Financial Studies.
3 Brennan, M. J., & Subrahmanyam, A. (1995). Investment analysis and price
' formation in securities markets. Journal of financial economics.
4 Chandra, P. (2017). Investment analysis and portfolio management. McGraw-hill
' education.
References Books
1 Osterwalder, A. — Pigneur, Y. (2010): Business ModelGeneration: A Handbook
' For Visionaries, Game Changers, And Challengers. New York: John Wiley& Sons
Van der Kleij, E., Tech Giants Becoming Non- Bank Banks. In: The FinTech
2. Book: The FinancialTechnology Handbook for Investors, Entrepreneursand
Visionaries , 2016
3 Bhandari, M.: India and the Pyramid of Opportunity.In: The FinTech Book: The
' Financial TechnologyHandbook for Investors, Entrepreneurs andVisionaries, 2016
4 Prasanna Chandra, Investment Analysis and Portfolio Management, 5 Edition,
' Tata McGraw Hill. 2017
5 Zvi Bodie;Alex Kane;Alan J. Marcus;Pitabas Mohanty, Investments, 11" Edition,
' Tata Mc GrawHill, 2019
6.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend : ' ’ '

(K2)

overview




Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Y
Evaluate || / Evaluati Critique or justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 S S M
CO?2 S M
CO3 S S
CO4 S S
CO5 M
S-Strong M-Medium  L-Low
. Marks
e al 5 -
o = (@] o]
Subject Code Subject Name o LITIPIOIB|T|«<| E|
IS 502151 &1 ©
O Clg|0l R F
= i
International Financial Elective | Y| -|-]|-13]3|25] 75| 100
Management
Course Objectives
C1 To give clarity on the concept of international finance
C2 To throw light on Foreign Exchange Market
C3 To acquire knowledge on management of foreign exchange exposure and risk
involved in it.
C4 To understand cross-border investment decisions
C5 To study about multinational financing institutions and contemporary issues
. No. of Course
UNIT Details Hours | Obijectives
Introduction to international finance: Introduction,
I Meaning, Nature, scope, Importance, Gold Standard, 9 c1
Bretton Woods system, Exchange rate regimes, fixed and
floating exchange rates.
Foreign exchange market: Function and Structure of
I the Forex markets, major participants, types of 9 C2
transactions and settlements, Foreign exchange
quotations, process of arbitrage.
Management of foreign exchange exposure and risk:
i Types _of Exposure, For_eign Currency Exposure, 9 c3
Economic Exposure, Operations exposure, Interest rate
exposure. Theories - Purchase Power Parity - Interest




Rate Parity — International Fisher Effect
Cross-border investment decisions: Capital budgeting,
VY, Approaches to Project Evaluation, Risk in Cross-border 9 ca
Investment Decisions, Corporate Risk in Investment
Decisions. Financing Decisions of MNC's.
Multinational financing institutions and
contemporary issues: The International Bank for
v Reconstruction and Development, the International 9 c5
Development Association, The International Finance
Corporation, International monetary fund, Export and
Import financing.
Total 45
Course Outcomes
Course On completion of this course, students will; Program
Outcomes Outcomes
Co1 Obtain clarity on the concept of international finance PO2
CO?2 kJ/lnderstanding on the functions of Foreign Exchange POG.PO7
arket
Obtain knowledge on management of foreign exchange
cos exposure and ris?< involved ?n it. ) ) PO2,POT
CO4 Understanding the cross-border investment decisions PO2, PO7
Obtain knowledge on multinational financing institutions
CO5 and contemporary issues PO6,PO7
Reading List
1. Madura, J. (2020). International financial management. Cengage Learning.
2 Apte, P. G., & Kapshe, S. (2020). International Financial Management|. McGraw-
' Hill Education.
3 latridis, G. (2010). International Financial Reporting Standards and the quality of
' financial statement information. International review of financial analysis.
4 Eun, C. S., & Resnick, B. G. (2010). International Financial Mgmt 4E. Tata
' McGraw-Hill Education.
References Books
1. Machi Raju International Financial Management, Third Edition, HPH, 2016.
2. V. A Avadhani, International Financial Management, Second Edition, HPH, 2011
3 Eiteman & Stonchill, “Multinational Business Finance”, 12" Edition, Pearson,
' 2010
4 Cheol Eul & Bruce Resnick, International Financial Management, 71" Edition,
' China Machine Press, 2016.
5 V.K.Bhalla. “International Financial Management for the Multinational Firm”,4™
' Edition, S Chand,.2014
6.
Methods of Evaluation
Continuous Internal Assessment Test
Internz_al Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
External End Semester Examination 75 Marks




Evaluation

Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate L / luati e Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
POl1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M
CO2 M M
CO3 M M
CO4 M M
CO5 M M

S-Strong M-Medium  L-Low




i Marks
> al 5 —
. . o —_— o o]
Subject Code Subject Name o LITIPIO|B | T|«<| E|
T Sl o5l &| ©
O Cl2|° x| F
- i
Risks Management in Banks | Elective | Y| -|-|- 3] 3 |25] 75 | 100
Course Objectives
C1 To understand risk, risk management, Role of CFO in mitigating risk in banks
C2 To expose to market and exchange rate risk
C3 To familiarize with interest rate risk and liquidity risk
C4 To explore credit risk
c5 To possess knowledge on operational & Technology risk and other contemporary
issues
UNIT Details No.of ) _Course

Hours | Objectives

Introduction to risk: Understanding Risk - Nature of
Risk, Sources of Risk, Need for risk management,
Benefits of Risk Management, Risk Management
I approaches. Risk Classification using ERM Wheel. 9 C1
Information Technology support in mitigating risk. Role
of Chief finance Officer, Chief risk officer and Chief
information officer in mitigation of risk in banks.

Market risk & exchange rate risk: Market Risk —
Identification-measurement-mitigation-risk and
regulatory capital. Portfolio Beta - PVO1l - Portfolio
duration - Key rate duration — Convexity - Spread
analysis - Yield curve analysis - Concept of Value at
I Risk - Types of VaR measures - VaR reporting to RBI - 9 C2
Stress testing and back-testing VaR - Conditional VaR
and its relevance - Comparison between VaR and cVaR.
Exchange rate risk- drivers- measurement- risk
management — forecasting- tools- futures, options and
swaps.

Interest rate risk & liquidity risk: Interest rate risk-
relationship between interest rates and option free bond
prices. Duration and Price volatility. GAP and earnings
sensitivity. Measuring Interest rate risk with duration
gap. Economic value of equity analysis. Usage of
derivatives to manage Interest risk- micro hedging- 9 c3
macro hedging- SWAPS - caps — floor Liquidity risk —
objectives — CRR & SLR measures - Funding the bank -
Liquidity management - Asset liability management —
objectives- ALCO - functions — risks. ALM — Risk
control and hedging. ALM systems in Banks - RBI
Guidelines. Strategies to mitigate liquidity risk




Credit risk: Drivers- capital adequacy- risk rating and
pricing - loan policy — capital requirement - credit risk
approach — credit ratings. Credit risk mitigation - Credit
derivatives, Securitization. Credit risk management

v strategies — Credit VaR - Analysis of counterparty credit 9 C4
ratings and adjustment of credit spreads in the valuation
etc. - Credit default swaps (CDS). Sovereign Credit
Rating — Rating - Probability of Default (PD) — LGD -
Stress testing - Early Warning - Scenario Building etc.,
Operational risk & technology risk and
contemporary issues: Operational risk- definition-
types- events. Operational risk management practices-
approaches-  organizational setup- responsibilities.
\% Identification- measurement- monitoring- mitigation- 9 C5
internal audit. Strategies to mitigate operational risk.
Technology risk: Identification of the drivers and
strategies to mitigate the technology risk - Contemporary
risk management practices in Indian Banks.
Total 45
Course Outcomes
Course o) . . -
n completion of this course, students will; Program Outcomes
Outcomes
Co1 Understanding risk, risk management, Role of CFO in PO7
mitigating risk in banks
CO?2 ,rbi\sblility to critically assess market risk & exchange rate PO2.PO6,PO7
CO3 Obtain familiarity with interest rate risk & liquidity risk PO7
CO4 Ability to interpret credit risk , PO2, PO6,PO7
Ability to outline on operational & Technology risk and
CO5 other contemporary issues PO7
Reading List
1 Raghavan, R. S. (2003). Risk management in banks. Chartered Accountant-New
' Delhi.
5 Oluwafemi, S., Simeon, A. O., & Olawale, O. (2013). Risk management and
' financial performance of banks in Nigeria.
3 Adeusi, S. O., Akeke, N. I., Adebisi, O. S., & Oladunjoye, O. (2014). Risk
' management and financial performance of banks in Nigeria. Risk Management.
Saiful, S., & Ayu, D. P. (2019). Risks management and bank performance: The
4. empirical evidences from indonesian conventional and islamic banks. International
Journal of Economics and Financial Issues.
References Books
1 Anthony Saunders, Marcia Millon Cornett, Financial Institutions Management: A
' Risk Management Approach, McGraw Hill, 2014.
5 Padmalatha Suresh, Justin Paul, Management of Banking and Financial Services,
' 3rdedition, Pearson Education, India, 2014.
3 Don M. Chance, Robert Brooks, An Introduction to Derivatives and Risk
' Management, 10th edition, Cengage Learning, 2015.
4 Michel Crouhy, Dan Galai, Robert Mark, The Essentials of Risk Management,
' McGraw Hill, 2014.
5. John Hull, Risk Management and Financial Institutions, Wiley, 2012.




Anthony Saunders, Marcia Millon Cornett, Financial Institutions Management: A

6. Risk Management Approach, McGraw Hill, 2014.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASSI:qnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);Jltﬁgt]?oln End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | ;o0 Trye/False, Short Concept explanations, Short
Comprehend Q! ue/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousE,J igeas, Map knowledgep Y
Evaluate L / Evaluati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ; P ;
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 M
CO2 S M S
CO3 S
CO4 S M S
CO5 M

S-Strong M-Medium  L-Low




Management

Elective Courses: Marketing

Subject Code

Subject Name

Category
-
_|
0
@]

Credits

Marks

Inst. Hours

CIA

External
Total

Advanced Marketing | Elective | Y| - | - | -
Research and Consumer
Behaviour

w

w

25

~
(6]

100

Course Objectives

C1l

To create an understanding of market research concepts.

C2

To create awareness of sampling techniques and its implications on market

research.

C3

To throw light on models of consumer behavior.

C4

To foster knowledge on determinants of consumer behavior.

C5

To create awareness on the consumer decision-making process.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Nature and scope of Marketing Research —
Marketing Research as an aid to marketing decision
making — Scientific method — Research designs —
Exploratory, descriptive and conclusive — Secondary
and Primary Data Collection Methods — Questionnaire
Construction Procedure.

7

C1

Sampling: Sampling Techniques - Sample Size
Determination per survey Application of Marketing
Research: Motivation Research — Advertising Research —
Product Research.

C2

Models of Consumer Behaviour: Nicosia Model -

Howard-Sheth Model — Engel- Blackwell-Miniard
Model, Environment infuences on Consumer: Culture —
Social Class — Social Groups — Family— Personal

C3

Influence and Opinion Leadership.

Individual Determinants of Consumer Behaviour:
Motivation and Involvement — Information Processing —
Learning — Personality and Self Concept — Attitude
Theories and Change.

Consumer Decision Processes: Problem Recognition —
Search and Evaluation — Purchasing — Post-purchase
Behaviour.

C4

Multivariate analysis: Discriminant analysis, Factor
analysis, Conjoint analysis, Cluster analysis -
Multidimensional scaling and Multiple Regression -
Model Building, Data Visualization Tools — Usage of
forecasting techniques - Time Series Analysis, ARIMA.

12

C5

Total

45




Course Outcomes

Oﬁ?éjorr?]ees On completion of this course, students will; Program Outcomes
Co1 Understand the basic concepts of marketing research. PO4,PO7
Understand the complexity of sampling techniques and
Co2 its implications on mgrket E/esearch. P | PO4, PO6
Have insights on models of consumer behavior and helps
Co3 them to dgvelop models. P PO6,PO7
Possess knowledge on determinants of consumer
co4 behavior. ’ PO6
CO5 Have insights on consumer decision process. PO2, PO6,PO7
Reading List
1 ggja R. Nair , Consumer Behaviour & Marketing Research, Himalaya Publishing,
' 15
2 S. Sumathi, P. Saravanavel,Consumer Behaviour & Marketing Research
' S.Chand,2003
3 Rajendra Nargundkar ,Marketing Research: Text and Cases .Tata Mc Graw Hill ,
' 2017
4. G.C.Beri, Marketing Research ,Tata Mc Graw Hill,2013
References Books
1. | Leon Schiffman, and Joseph L. Wisenblit., Consumer Behavior, 11™ Edition,
Pearson, 2015.
2. | Naresh K.Malhotra and Satyabhusan., Marketing Research, 7! Edition, Pearson,
20109.
3. | Barbara G Tabachnick and Linda S Fidell, Using Multivariate Statistics, 71"
Edition, Pearson. 2020.
4. | Majumdar, Ramanuj, Consumer Behaviour: Insights from Indian Market, PHI
Learning, 2020.
5. | S. Ramesh Kumar., Consumer Behaviour: The Indian Context (Concepts and
Cases), Pearson Education, 2" Edition, 2021.
Methods of Evaluation
Internal Continuous Internal Assessment Test 25 Marks
Evaluation | Assignments
Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o Trye/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Analyze (K4) Problem-solving questions, Finish a procedure in many steps, Differentiate

between various ideas, Map knowledge



https://www.phindia.com/Books/Author/OTc4ODEyMDMzOTYzNw
https://pearsoned.co.in/web/authors/1266/S-Ramesh_Kumar.aspx

Ev(?ig?te Longer essay/ Evaluation essay, Critique or justify with pros and cons

Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations

PO1 ([PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M S
CO2 M S
CO3 S S
CO4 M
CO5 S M M

S-Strong M-Medium  L-Low




I Marks
- 8|3 _
o — (] o]
Subject Code Subject Name o LITIPIO|B|T|«<]| E| W
@ Sl =S| 8| 6
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Advertising Management | gloiive | v |- |- |- |3 |3 |25] 75 | 100
and Sales Promotion
Course Objectives
C1 To introduce students to advertising fundamentals
C2 To impart knowledge on advertising media and budget.
C3 To orient students on advertising agencies and its operations.
C4 To make students understand sales promotion campaigns.
C5 To enable students understand the relevance of sales promotion
. No. of Course
UNIT Details Hours | Objectives
I Advertising: Advertising, objectives, task and process, 7 c1
market segmentation and target audience — Message
and copy development.
I Media: Mass Media - Selection, Planning and 10
Scheduling — Social Media Advertising - Web C2
Advertising — Integrated programme and budget
planning.
i Implementation:  Implementing the programme 10
coordination and control — Advertising agencies — C3
Organization and operation.
v Sales Promotion: Why and When Sales promotion 10
activities, Consumer and sales channel oriented — c4
planning, budgeting and implementing and controlling
campaigns.
\% Control: Measurement of effectiveness — Ethics, 8 5
Economics and Social Relevance.
Total 45
Course Outcomes
Course . . -
On completion of this course, students will; Program Outcomes
Outcomes
Possess knowledge and good understanding on the
col fundamentals of advertising PO4,PO7
Have good understanding and knowledge on
coz advertising media and budget PO2,PO4, PO7
Have good orientation on advertising agencies and
cos its operations. P05, PO7
CoO4 Understand sales promotion campaigns. PO4, PO5, PO6
CO5 Understand the relevance of sales promotion PO4, PO6, PO7
Reading List
1 S A Chunawalla,Advertising Management and Sales Promotion, Himalaya

Publishing,2015




Vv Rathna &S L Guptha,Advertising and Sales Promotion Management,Sultan

2. Chand,2011
3 S H H Kazmi & Satish Batra, Advertising and Sales Promotion Management,
' Excel Books,2008
4 Mishra M N ,Sales Promotion and Advertising Management , Mishra M N,
' Himalaya Publishing 2015
References Books
1. | Advertising and Promotion: An Integrated Marketing Communications
Perspective (SIE) by George E Belch, Michael A Belch, Keyoor Purani, 12 th
edition, McGraw Hill Education, 2021
2. | Advertising, Promotion, and other aspects of Integrated Marketing
Communications (Mindtap Course List) by Terence Shimp and J. Craig
Andrews, South-Western College Publishing, 2017.
3. | Percy, L. and Rosenbaum-Elliot, R., Strategic Advertising Management,
4 th Edition, Oxford University Press, 2012.
4. | Shrimp, T.A., Integrated Marketing Communications in Advertising and
Promotion, 8 th Edition, Cengage Learning India, 2012.
5. | Belch, G.E., Belch, M. and Purani, K., Advertising and Promotion, 7 th
Edition,
Tata McGraw-Hill Education, 2009.
6. | Marshall, P., Ultimate Guide to Facebook Advertising, Tata McGraw-Hill
Education, 2011.
Methods of Evaluation
Continuous Internal Assessment Test
Internfil A35|_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
E%/;}ﬁ;??()ln End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 0 Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgeIO Y
Evaluate L luati Criti Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
POl1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M S
CO?2 S S
CO3 M S
CO4 S S M
CO5 M M M

S-Strong M-Medium L-Low




Subject Code

Subject Name

Category
-
_|
§v)
O

Credits

Marks

Inst. Hours

CIA

External
Total

Sales and Distribution | Elective | Y| - | -
Management

w

w

25

~
(6]

100

Course Objectives

Cl

To introduce students to sales management and its related software

C2

To impart knowledge on sales performance strategies and tactics.

C3

To acquaint students with sales forecasting techniques, sales quotas and sales

force planning

C4

To provide inputs on sales force staffing, training and sales audit.

C5

To orient students on role of distribution in sales management

UNIT

Details

No. of
Hours

Course
Objectives

Introduction, Nature, Concepts and Scope -
Organization Framework of The Field Sales Force -
Sales force Automation - Types of Field Sales
Organizations — Career in Field Sales Management.
Field — Emerging trend in Sales Management - Sales
Manager — His Tasks and Responsibilities — Relation
with  Salesman and Relationships with top
Management — Coordinating and Controlling the
Marketing Mix. Operating Environment for Field
Sales Force. Software application in Sales

management. Sales Management Process.

C1

Information and Planning: Qualities and Role-
Hierarchy of Objectives and Goals, Concept of
Strategies and Tactics. Development of Sales
Performance Standards —Relationship of Performance
Standards to Sales Development Function, its Purpose
and Types, Review of Training and Staffing
Programmes.

C2

Sales Forecasting — Methods and Procedural Steps in
Forecasting - Sales Budgeting - Allocation of Field
Sales Resources. Design Sales Territories, Procedure
for  Designing —  Determining  Manpower
Requirements, Recruiting, Methods and The Selection
System. Sales Quotas, Types of Sales Quotas, its
Purpose and Managerial Evaluation. Man Power
Planning — Tasks, Skill, Qualification.

C3




Staffing — Responsibilities, tools and Methods of
Selection. Motivational and Compensation Procedures
for Sales Force — Method of Financial Incentives and
its Purpose — Designing A Compensation Plan.
Evaluation of Performance and Control. Salesmanship
— Sales Positions — Theories of Selling -
Understanding Consumer Behavior- Training and
Development of Sales force. Sales Training Process,
Designing Training Content- Training for Different
sales personnel, Training Feedback- Sales Audit and
Analysis — Control of Sales Efforts and Costs.

Distribution: Role of Distribution in the Marketing
Mix Distribution center

network, suppliers milk run, supply tracking, network
configuration, quality control

monitoring; Role and Functions. Transport and
Handling: Economics of Transportation, Determining
Optimum Mode of Transport.

Organization, Machines, Procedures and
Documentation-  Policies; Role of  Transport;
Transport in emergencies; safety and security of
goods- Dealer Network: Role of Middlemen/Dealer in
Marketing and Distribution-

Channel Information System- Designing a Channel
information system.

Dealer Functions at Wholesale and Retail Level —
National and International Channel of Distribution-
Strategic Plan of Network

— Location, Selection - Appointment and Termination
of Dealers - Morale and Motivation.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Be able to understand sales management and its
related software

PO4, PO6

CO2

Know sales performance strategies and tactics.

PO1,PO2, PO6

CO3

Understand sales forecasting techniques, sales quotas
and sales force planning

PO4, PO6,PO7

CO4

Know the concepts of sales force staffing, training
and sales audit.

PO5, PO6

CO5

Have knowledge on the role of distribution in sales
management

POG6,PO7

Reading List

Dr.S.S.Guptha, Sales and Distribution Management — Text and Cases an Indian

Perspective,Laxmi Publications Pvt Ltd; 2018

Pingali Venugopal ,Sales and Distribution Management: An Indian Perspective,

Sage, 2008

Ramendra Singh , Sales And Distribution Management,Vikas Publishing , 2016




4 Tapan K. Panda , Sales and Distribution Management ,Oxford University
' Press,2011
References Books
1.| Still, R.R., Sales Management: Decision Strategy and Cases, 5th Edition,
Pearson,
2011.
2. | Tapan K Panda, Sunil Sahadev, Sales Management, Sales and Distribution
Management ISBN: 9780199499045, Oxford University Press, 2019.
3. | Pingali Venugopal Sales and Distribution Management: An Indian Perspective,
SAGE Publications, 2008.
4. | Cron, W.L. and DeCarlo, T.E., Sales Management: Concepts and Cases,
10 th Edition, Wiley India Pvt. Ltd., 2011.
5. | Havalder, K. and Cavale, V., Sales and Distribution Management, 2nd Edition,
Tata McGraw-Hill Education, 2011.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o True/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg,J igeas, Map knowledgep Y
Ev(?<|l;;;1te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |[PO3 |PO4 |PO5 [PO6 |PO7 |POS8
CO1 M S
CO?2 M S S
CO3 M S M
CO4 M S M
CO5 M M

S-Strong M-Medium L-Low
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Brand Management Elective | Y| -|-]|-]3|3[25| 75 | 100

Course Objectives

C1

Understand brand equity & assess the equity of a brand by applying brand equity

models

C2

Examine brand identity and positioning strategy by applying brand identity &

positioning guidelines/templates/model

C3

Ability to develop a comprehensive go to market strategy for a brand

C4

Evaluate various architecture types & examine brand extension strategies for

SUCCeSS

C5

Ability to conduct brand audit & demonstrate knowledge of brand valuation and

methods

UNIT

Details

No. of
Hours

Course
Objectives

Introduction: Definition of Brand - Importance of
Brands — Branding Challenges and

Opportunities — Brand Equity Concept — Brand Equity
Models — Kepler Brand Identity Model - Brands vs.
Products Constituents of a Brand: Brand Elements —
Brand Identity - Image and Personality — Brand DNA,
Kernel, Codes and Promises — Point of Distribution
and Point of Purchase

9

C1l

Brand Positioning: Basic Concepts — Risks — Brands
and Consumers — Competitive Advantage through
Strategic Positioning of Brands — Points of Parity —
Points of Difference —Brand Building: Designing
Marketing Programmes to Build Brands — Role of
Social Media in Brand Building — Managing and
Sustaining Brands Long-Term.

C2

Brand Image: Image Dimensions, Brand
Associations & Image, Brand ldentity; Perspectives,
Levels and Prisms. Managing Brand Image — Stages
— Functional, Symbolic and Experiential Brands —
Brand Audits — Brand Loyalty — Cult Brands

C3

Brand Valuation: Methods of Valuation — Implications
for Buying & Selling Brands. Leveraging Brands:
Brand Extension — Brand Licensing — Co-branding —
Brand Architecture and Portfolio Management

C4




Branding in Practice: Handling Name Changes and 9
Brand Transfer — Brand Revitalisation and
Rejuvenation — Global Branding Strategies -
Building and Managing Brands Across Boundaries — C5
Branding Industrial Products, Services and Retailers
— Building Brands Online — Indianisation of Foreign
Brands and Taking Indian Brands Global.

Total 45

Course Outcomes

Course
Outcomes

On completion of this course, students will; Program Outcomes

CO1

Understand brand equity & assess the equity of a brand

by applying brand equity models PO4,PO7

CO2

Examine brand identity and positioning strategy by
applying brand identity & positioning PO1,PO2, PO6
guidelines/templates/model

CO3

Possess the ability to develop a comprehensive go to

market strategy for a brand PO4, PO6,PO7

CO4

Evaluate various architecture types & examine brand

extension strategies for success PO1, PO4

CO5

Ability to conduct brand audit & demonstrate

knowledge of brand valuation and methods POS, POG, PO7

Reading List

Kevin Lane Keller, Mats Georgson, & Tony Aperia, Strategic Brand Management,
Kindle 2" Edition, 2013

Brand Management, Palgrave Mcmillan, 2021

Journal of brand management, Palgrave Macmillan

AN =

Journal of Product & brand Management ,Emerald Publishing

References Books

Aaker, D., Building Strong Brands, Simon & Schuster, 2010.

Chevalier, M. and Mazzalovo, G., Luxury Brand Management: A World of
Privilege, 2nd Edition, John Wiley and Sons, 2012.

Dutta, K., Brand Management: Principles and Practices, Oxford University
Press, 2012.

Gupta, N.R., The Seven Principles of Brand Management, Tata McGraw-Hill
Education, 2011.

Kapferer, J.N., The New Strategic Brand Management: Advanced Insights and
Strategic Thinking, 5th Edition, Kogan Page, 2012.

Keller, K.L., Strategic Brand Management, 3rd Edition, Pearson, 2011.

Methods of Evaluation

Internal
Evaluation

Continuous Internal Assessment Test

Assignments

: 25 Marks
Seminars

Attendance and Class Participation

External
Evaluation

End Semester Examination 75 Marks

Total 100 Marks

Methods of Assessment

Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions




Understand/

MCQ, True/False, Short essays, Concept explanations, Short summary or

Comprehend :
(K2) overview

Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain

Analyze (K4)

Problem-solving questions, Finish a procedure in many steps, Differentiate
between various ideas, Map knowledge

E"&';‘;‘te Longer essay/ Evaluation essay, Critique or justify with pros and cons
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
co1l S S
Co2 | M S S
co3 M S S
Co4 | M S
CO5 S M | M

S-Strong M-Medium  L-Low
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Industrial Marketing Elec | Y|-|-|-|3|3|25] 75 | 100
tive
Course Objectives
C1 To understand the environment of Industrial Marketing.
C2 To create awareness and understanding of the Organizational buying process.
C3 To provide insights about industrial marketing opportunities.
C4 To have an idea and awareness about Business marketing strategy.
C5 To get familiar about customer relationship management practices and strategies.
. No. of Course
UNIT Details Hours | Obijectives
I The Environment of Industrial Marketing: A Business 9
Marketing perspective - The Industrial Market: C1
Perspective on the organization buyer.
] Organizational Buying Process: Dimensions of 9
Organizational Buying - Organizational Buying C2
Behaviour.
i Assessing  Marketing ~ Opportunities: Business 9
Marketing Intelligence - Segmenting the Organizational c3
Market - Organizational Demand Analysis: Measuring
Market Potential and Sales Forecasting.
v Business Marketing Strategy: Business Marketing 11
Planning: Strategic Perspective - Managing the
Business Product Line - Business Marketing Channels - ca
Business Pricing Function - Advertising Sales
Promotion and Personal Selling Function - Controlling
Industrial Marketing Strategy.
\ Customer Relationship Management: Managing your 7
customer service/sales profile - Choosing your CRM c5
strategy - Tools for capturing customer information -
Managing Relationships through conflict.
Total
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ' ’
Cco1 Be aware of the environment of industrial marketing. PO4, PO6
CO2 Possess knowledge of the organizational buying process. PO2, PO6, PO7
COo3 Have insights on industrial marketing opportunities. PO6,PO7
CO4 Learn business marketing strategy. POG6, PO7
CO5 Have better understanding on customer relationship PO4,PO6,PO7




management. |

Reading List
1. Milind T.Phadtare ,PHI,Kindle
2. Hory Sarkar Mukerjee, Industrial Marketing ,Kindle
3. Journal of Business and Industrial Marketing,Emerald Group Publishing
4. International Journalmof Industrial Marketing,Macrothink Institute, USA
References Books
1. | Phadtare, Milind T., Industrial Marketing, Prentice-Hall, 2" edition, 2021.
2. | Basu, S.K., Sahu, K. C., Rajiv, B.., Industrial Organization and Management,
Prentice-Hall, 1% edition, 2021.
3. | Francis Cherunilam., Industrial Marketing Text and Cases, 1% edition, Himalaya
Publishing House, 2022.
4. | Biemans, W.G., Business to Business Marketing; A Value-driven approach, 1%
edition, McGraw-Hill Education, 2010.
5. | Ghosh, P.K., Industrial Marketing, 1% edition, Oxford University Press, 2005.
Methods of Evaluation
Continuous Internal Assessment Test
Internz_al Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | yyeo Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg,J igeas, Map knowledgep Y
Ev&ltg;;lte Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P ’
PO1 [PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |PO8
CO1 M M
CO2 S M M
CO3 M M
CO4 M M
CO5 S M M

S-Strong M-Medium  L-Low



https://www.phindia.com/Books/Author/OTc4ODEyMDM1MDA1Mg
https://www.phindia.com/Books/Author/OTc4ODEyMDM0NDIxMQ
https://www.phindia.com/Books/BookDetail/9788120344211/industrial-organization-and-management-basu-rajiv-sahu
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Services Marketing Elective | Y| -|-|-|3|3|25| 75 | 100

Course Objectives
C1 To familiarize the students to the basic concepts of Services marketing and

Service Sector

C2

To provide insights on Marketing Mix In Service Marketing

C3

To throw light on Effective Management Of Service Marketing

C4

To elucidate on Quality of Services ,GAPS and factors influencing Services

Marketing

C5

To create awareness and importance of various service sectors like Health,
Hospitality, travel, hotels and Tourism ,Professional Service, Public Utility

Services & Educational Services

UNIT

Details

No. of
Hours

Course
Objectives

Marketing Services: Introduction - Growth of the service
sector - The Concept of Service - Characteristics of
Service — Classification of Service — Designing of the
Service, Blueprinting, Using Technology, Developing
Human Resources, Building Service Aspirations.

C1l

Marketing Mix In Service Marketing: The Seven Ps:
Product Decision, Pricing, Strategies And Tactics,
Promotion Of Service And Placing Of Distribution
Methods For Services. Additional Dimension In Services
Marketing — People, Physical Evidence And Process.

C2

Effective Management Of Service Marketing: Marketing
Demand And Supply through Capacity Planning and
Segmentation — Internal Marketing of Services —
External versus Internal Orientation of Service Strategy.

C3

Delivering Quality Service: Causes Of Service — Quality
Gaps. The Customer Expectations Versus Perceived
Service Gap. Factors And Techniques To Resolve This
Gap Customer Relationship Management.

Gaps in Services — Quality Standards, Factors and
Solutions — The Service Performance Gap — Key Factors
and Strategies for Closing the Gap. External
Communication to the Customers — The Promise versus
Delivery Gap — Developing Appropriate and Effective
Communication about Service Quality

C4

Marketing Of Service With Special Reference: Financial
Services — Health Service - Hospitality Services
including travel, hotels and tourism - Professional

C5




Service - Public Utility Services - Educational Services.

Total 45

Course Outcomes

Course

On completion of this course, students will; Program Outcomes
Outcomes
Possess knowledge and understanding on the basic
Co1 concepts of managing Services marketing and Service PO4,PO7
Sector
Possess knowledge on Marketing Mix in Service
coz2 Marketing ) ) PO6
Have insights on Effective Management of Service
Co3 Marketing g PO6,PO7
Learn Quality of Services,GAPS and factors influencin
co4 Services I\/Iarieting ’ POB
Have better understanding on various service sectors like
Health, Hospitality, travel, hotels and
CO5 Tourism,ProF:‘essic%al Service, Public Utility Services & PO4, POS, POG, POY
Educational Services
Reading List
1 R. Srinivasan, Services Marketing: The Indian Context 4th Edition, PHI,Edition,
' 2014
2. Jayantha Chatterjee Christopher Lovelock,Pearson,2017,Kindle
3. Journal of services marketing,Emerald Insight
4. Journal of service management,Emerald Group Publishing Ltd
References Books
1. | Bateman, J.E. and Hoffman, D., Services Marketing, 4thEdition, Cengage
Learning, 2011.
2. | Gronoos, C., Service Management and Marketing: Customer Management in
Service Competition, 3rdEdition, Wiley India, 2011.
3. | Jauhari, V. and Dutta, K., Services: Marketing, Operations and Management,
Oxford University press, 20009.
4. | Lovelock, C., Wirtz, J. and Chatterjee, J., Services Marketing, 7thEdition,
Pearson, 2019.
5. | Srinivasan, R., Services Marketing: Indian Context, PHI Learning, 2012.
6. | Zeithaml, V., Bitner, M.J., Gremler, D. and Pandit, A., Services Marketing,
5thEdition, Tata McGraw-Hill,2017
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);}S;??()In End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | MCQ, True/False, Short essays, Concept explanations, Short summary or




Comprehend | overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Y
Evaluate | / Evaluati Critique or justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ;
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
COo1 M S
CO2 S
CO3 S M
CO4 M
CO5 S S M M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
r
_|
)
@)

Credits

Marks

Inst. Hours
CIA

External
Total

Customer Relations | Elective | 3|00
Management

w

w

25

100

]
ol

Course Objectives

C1

To familiarize the students to the basics and evolution of CRM

C2

To provide insights on CRM Concepts

C3

To throw light on Planning for CRM and strategy its development in an

organization

C4

To elucidate on CRM and Marketing Strategy

C5

To create awareness and importance of CRM Planning and Implementation

UNIT

Details

No. of
Hours

Course
Objectives

Evolution of Customer Relationship:

CRM-Definition, Emergence of CRM Practice,
Factors responsible for CRM growth, CRM process,
framework of CRM, Benefits of CRM, Types of CRM,
Scope of CRM, Customer Profitability, Features
Trends in CRM, CRM and Cost Benefit Analysis,
CRM and Relationship Marketing.

C1

CRM Concepts: Customer Value, Customer

C2

Expectation, Customer  Satisfaction, Customer
Centricity, = Customer  Acquisition, Customer
Retention, Customer Loyalty, Customer Lifetime
Value. Customer Experience Management, Customer
Profitability, Enterprise Marketing Management,
Customer Satisfaction Measurements, Web based
Customer Support.

Planning for CRM:

Steps in Planning-Building Customer Centricity,
Settingg CRM  Objectives,  Defining Data
Requirements, Planning Desired Outputs, Relevant
issues while planning the Outputs, Elements of CRM
plan, CRM Strategy: The Strategy Development
Process, Customer Strategy Grid.

C3




CRM and Marketing Strategy:
CRM Marketing Initiatives, Sales Force Automation,
Y Campaign Management, Call Centers. Practice of 9 ca
CRM: CRM in Consumer Markets, CRM in Services
Sector, CRM in Mass Markets, CRM in
Manufacturing Sector
CRM Planning and Implementation:
Issues and Problems in implementing CRM,
v Information Technology tools in CRM, Challenges of 9 C5
CRM  Implementation. =~ CRM  Implementation
Roadmap, Road Map (RM) Performance: Measuring
CRM performance, CRM Metrics.
Total 45
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes
col1 To familiarize the students to the basic and evolution PO4,P06,PO7
of CRM
CO2 To provide insights on CRM Concepts PO2,PO3
cOo3 To throw Ilght .on CRM and strategy its development PO5.PO6 POS
in an organization
CO4 To elucidate on CRM and Marketing Strategy PO1,PO5
CO5 To cr.eate awareness an_d importance of CRM PO3.POS5 PO7
Planning and Implementation
Reading List
1. “How to Win at CRM” Strategy, Implementation, Management,ebook
) The Art of CRM: Proven strategies for modern customer relationship
' management Kindle Edition
3. Electronic Customer Relationship Management,Kindle Edition
References Books
1. Kincaid, J., Customer Relationship Management: Getting it right, Pearson, 2005.
) Kumar, V. and Reinartz, W.J., Customer Relationship Management: A Databased
' Approach, Wiley India Pvt. Ltd., 2006.
3 Makkar, U. and Makkar, H.K., Customer Relationship Management, Tata McGraw-
' Hill Education, 2011.
4. Peelen, E., Customer Relationship Management, Pearson, 2008.
5 Shanmughasundaram, S., Customer Relationship Management: Modern Trends and
' Perspectives, PHI Learning Pvt. Ltd., 2008.Education, 2010.
6. Kincaid, J., Customer Relationship Management: Getting it right, Pearson, 2005.
Methods of Evaluation
Continuous Internal Assessment Test
Internal Assignments

Evaluation

Seminars

25 Marks




Attendance and Class Participation
Extern.a : End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend OVerview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Analyze (K4) Problem-solying_questions, Finish a procedure in many steps, Differentiate
between various ideas, Map knowledge
Ev(ill;?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check kn_owledge in specific or offbeat situations, Discussion, Debating or
Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M S M
CO2 S M
CO3 M S S
CO4 M S
CO5 S M M

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
0
@]

Credits

Marks

Inst. Hours

CIA

External
Total

Retail Marketing Elective | Y| - | - | -

3

w

25

-~
(6}

100

Course Objectives

C1l

To educate students and enable to understand and analyze current retailing

trends and strategies.

C2

To develop the students towards managing the retail stores and organizations.

C3

To identify the nuances of visual merchandising and its elements.

C4

To know the consumer purchase decision process in the context of organized

retailing.

C5

To emphasis on global retailing strategies.

UNIT

Details

No. of
Hours

Course
Objectives

Retailing — Definition, scope and importance in the
globalized era, organized and unorganized retailing,
emerging trends in retailing — e-tailing, mega shopping
malls, the modern retail store. Major types of Retail
Organizations, corporate chains, voluntary chains, retail
cooperatives, franchise organizations and
merchandizing conglomerates / retail store types / retail
classification of stores, restaurants and service
providing offices.

C1l

The Retail Store - Retail stores management / Roles

and responsibilities of retail store managers / Human

resource management — recruiting, hiring, training and

development, performance management, payroll, work

place scheduling / Store business operations -

materials management, coordination with purchase

department / finance and accounts / Problem solving /

Safety and security.Store Essentials — Classification of

grocery items

/ Store Essentials — Location / Store designs / Display
accessories / Store atmospherics / Developing own
brands / The power of mega retailers over manufacturers

/ Dimension attributes and its components that affect
retail outlet selection.

C2

Visual merchandizing components — merchandize as
focal point, choice of colours, display themes, display to
complement store strategy, spotless cleanliness,
frequent change of displays and essentials of good
display, lighting / special display kinds — window,
marquee, freestanding or island, counter, brand corner,

C3




end cap cascade or waterfall displays / Store Exterior —
facade, details, texture.Store Aids — Gadgets that aid
retailing — barcode readers, credit card swipe machines,
money counters, counterfeit detectors, cash register,
coin counter, bill strapping machine, money vacuum
sealing machine. Graphics and Signage / Props / POP’s
/ Planogram.

Retail strategies — Supply chain management -
managing material, information and financial flows /
critical success factors /drivers, elements and goals /
basic retail strategies — low price high turnover,
discounted prices across all categories, lifestyle goods
value price / exclusive goods premium price strategy /
retail formatting / retail mix / building customer loyalty
/ customer relationship management.Retail Consumer
Behavior — Difference between consumer and shopper /
Frugal, impulsive, compulsive and tightwad buyers /
Sub classification of shopping orientation / Catering to
service consumers — gaps model for improving retail
service quality / retail research.

Retail Strategies for Global Growth — Building
sustainable global competitive advantage, adapting to
local customs and culture, adopting global culture and
practices / Different entry strategies — direct investment,
joint venture, forming strategic alliances and
franchising. Online shopping — different formats, retail
convergence.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Be able to enhance knowledge about current retailing
trends and strategies.

PO6,PO7

CO2

The students would be able to develop insights
towards managing the retail stores and organizations.

PO1,PO2, PO7

CO3

Know the significance of visual merchandising
strategies.

PO4, PO6,PO7

CO4

Develop knowledge and Understanding on consumer
buying behavior

PO4, PO6

COs5

Be able to understand the importance of global
retailing strategies.

PO4,PO6

Reading List

The Open University, Retail Marketing, Kindle

Barry Berman, Retail Management, Kindle Edition

Journal of retailing ,Elsevier

PlwnNE

International Journal of Sales, Retailing and Marketing,Circle International




References Books

1. | Berman, B., Evans, J. and Mathur, M., Retail Management: A Strategic
Approach, 11" Edition, Pearson, 2011.
2. | Dunne, P. and Lusch, R., Retail Management, South-Western, 2009.
3. | Gilbert, D., Retail Marketing Management, 2" Edition, Pearson, 2006.
4. | Goldrick, P., Retail Marketing, 2" Edition, McGraw-Hill Education, 2002.
5. | Miller, D., Retail Marketing, Tilde University Press, 2011.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCO. True/Eal h lanati h
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousE,J igeas, Map knowledgep Y
Ev(z:;lt;;ate Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P ’
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S S
CO?2 M S S
CO3 M S S
CO4 M S
CO5 M S

<

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
r
_|
)
©)

Credits

Inst. Hours

CIA
Externa
|
Total

Rural Marketing Elective | Y| - | - | -

3

w

25

75 | 100

Course Objectives

C1

To discuss the various aspects of rural marketing as an integral part of marketing
management and develop an understanding of rural marketing.

C2

Differentiate the rural market environment from the urban and semi-urban

markets.

C3

Understand the factors influencing the rural consumer behavior and their

brandloyalty.

C4

To analyze rural markets through marketing mix while applying the marketing

concepts suitable to the rural markets.

C5

To evaluate pricing and distribution strategies for rural consumers.

UNIT

Details

No. of
Hours

Course
Objectives

Rural Marketing— Definitions, myths and realities of
rural marketing, potential of the Indian rural market,
the rate of growth and market share of rural market for
consumer and non durable goods. Needs, Wants and
Demands of the Rural Customer. Values and
satisfaction that spell satisfaction for the rural
customer. The Rural Marketing Environment — Rural
demography — the percentage of youth and their
influence on family buying. Economic capacity and
potential of rural market. Lack of technological support
and infrastructure. Political environment and Rural
Culture and its influence on rural marketing.

9

C1l

Rural Consumer Behavior — Cultural and sub cultural
influences of different regions and within regions.
Caste and social divisions and their influence.
Influence of city educated youth, city bred
daughter/son in law, village heads on rural buying.
Occupation, lifestyle, influence of men over women
and other determinants in rural marketing choice.Rural
Marketing Segmentation — Geographic / Climatic /
Water resources based / Nearness to town based /
Industrialization based / Access by road or railway
based / Demographic based — Population concentration,
Socio Economic Classification, Income based.

C2

Product — Specifically designed to suit rural environment
/ Products that work without electricity on batteries
/Colours to choose rural choice (bright and colourful and
not subtle and somber) Smaller packages that are less
priced / Value based but not cheap products that hurt

C3




rural sensitivities. Pricing — Pre conceived notions do not
help / Pricing related to Crop Harvest Times / Special
Occasion Pricing / Pricing relating to rural Festivities
and Fairs (Thiruviza), Easy Payment terms.

Place of Sale — Lack of outlets, transportation and
warehousing, cost / service dilemma / the village shop
that sells all from groceries to sanitary, cement,
consumer durables and so on. The power of the delivery
cum sales van. Other non conventional delivery
mechanisms such as sales through computer based
kiosks, self help groups, retired army personnel.
Promotion — Logos, symbols and mnemonics to suit rural
understanding. Picture based brands /Packaging should
carry pictures for easy identification (Detol Sword /
Nirma dancing girl) Selecting Proper Media Mix — TV /
Radio / Cinema / Outdoor / Audio visual units / Publicity
vans or bullock carts / Contacted Audio visual vans /
Group demonstrations / Puppet Shows / Harikathas /
Music CD’s / Word of Mouth Promotions / Interpersonal
Rural Specific Media through touch, feel and talk modes
of communication.

C4

Rural Sales Force Management — Importance of Hiring
Salesmen willing to work in Rural Environment /
Possess rural culture and congruence / Attitude suited to
Rural Culture / Knowledge of local language, culture and
habits / Ability and willingness to several products at a
time.Corporate and Government Efforts and Innovations
— Mckinsey Study / Hansa Research / National Council
of Agricultural and Economic Research / FICCI and
Ernst and Young Studies / DCM Hariyali Kisan Bazar /
ITC Choupal Sagar / Godrej Agrovet (GAVL), HUL’s -
Fair and Lovely, Lipton / Project Shakti / Hindustan
Petroleum’s Rasoi Ghars or community kitchens to
popularize and sell LPG cylinders (cooking gas).

C5

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will,

Program Outcomes

CO1

Have an understanding about basic concepts of rural
marketing.

PO4, PO6

CO2

Be able to Differentiate the rural market environment
from the urban and semi-urban markets.

PO6

CO3

Have In depth understanding the factors influencing the
rural consumer behavior and their brandloyalty.

PO4.PO6,PO7

CO4

Be able to apply the marketing concepts suitable to the
rural markets.

PO4, PO6




Be able to understand pricing and distribution strategies

Co5 for rural consumers. P02, PO4, PO6
Reading List
1. Sanal Kumar Velayudhan, Rural Marketing,Kindle
2. Pradeep Kashyap,Rural Marketing,Kindle
3. International journal of Rural Management,Sage
4. International Journal of trend in scientific research and development,
References Books
1. | Bhatia, T., Advertising and Marketing in Rural India, 2" Edition, Macmillan
Publishers India Ltd., 2007.
2. | Dogra, B. and Ghuman, K., Rural Marketing: Concepts and Practices, Tata
McGraw-Hill Education, 2007.
3. | Kashyap, P., Rural Marketing, 2" Edition, Pearson, 2012.
4. | Krishnamacharyulu and Ramakrishnan, L., Cases in Rural Marketing: An
Integrated Approach, Pearson, 2008.
5. | Krishnamacharyulu and Ramakrishnan, L., Rural Marketing: Text and Cases, 2™
Edition, Pearson, 2011.
6. | Velayudhan, S.K., Rural Marketing: Targeting the Non-Urban Consumer, 2"
Edition, Response Books, 2007.
Methods of Evaluation
Continuous Internal Assessment Test
|nternz_,1| Asmgnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | ;6 TryeFalse, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Y
Ev(?<|l;;;1te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ’ P ’
PO1 |PO2 |PO3 |PO4 |[PO5 |PO6 |PO7 |POS8
CO1 M S
CO2 S
CO3 M S S
CO4 S S
CO5 M M S
S-Strong M-Medium L-Low




Subject Code

Subject Name

Category
r
_|
)
@)

Marks

Credits
Inst. Hours

CIA

External
Total

International Marketing Elective | Y| - | - | -

3

w

25

~
ol

100

Course Objectives

C1

To increase globalization by integrating the economies of different countries.

C2

To assist developing countries in their economic and industrial growth by inviting
them to the international market thus eliminating the gap between the developed

and the developing countries.

C3

To assure sustainable management of resources globally.

C4

To propel export and import of goods globally and distribute the profit among all

participating countries.

C5

To enhance free trade at global level and attempt to bring all the countries together

for the purpose of trading.

UNIT

Details

No. of
Hours

Course
Objectives

International Marketing Environment:
Factors/Dimensions influencing International Marketing
— Controllable and Uncontrollable factors in
International Marketing.

C1

Product Policy — International Product Life Cycle —
Export Pricing.

International Marketing Decision: Marketing
Decision — Market Selection Decision — Market
Entry Decision — Marketing Mix Decision.
International ~ Marketing  Research:  Marketing
Information System — Market Research — Marketing
Research — Methodology for Marketing Research —
International Research Strategy — Desk Research and
Filed Research — Market Oriented Information —
International Marketing Intelligence — Competitive
Intelligence.

C2

International Sales Contract: Major Laws — INCO
Terms — Standard clauses of International sales Contract
— Role of Indian Council of Arbitration / International
Chamber of Commerce in solving Trade disputes.
International Trade Liberalization: General Agreement
on Tariff and Trade (GATT) - World Trade
Organization (WTO) — GATS — UNCTAD - Trade
Blocks: Customs Union — EU — Intra — African Trade:
Preferential Trade Area (PTA) — European Free Trade
Area (EFTA) — Central American Common Market

C3




(CACM) — Latin American Free Trade Association
(LAFTA) — North American Free Trade Agreement
(NAFTA)

— Association of South East Asian Nations (ASEAN) —
CARICOM — GSTP — GSP — SAPTA — Indian Ocean
RIM initiative — BIM ST — EC — World Bank, IMF,
International Finance Corporation — Multinational
Investment Guarantee Agency (MIGA). World Trade in
Services — Counter Trade — World Commodity Markets
and Commodity Agreements.

India’s Foreign Trade: Recent Tends in India’s
Foreign Trade — India’s Commercial Relations and
Trade Agreements with other countries — Institutional
Infrastructure for Export Promotion in India — Export
Assistance — Export Finance — Export Processing
Zones (EPZs) — Special Economic Zones (SEZs) —
Exports by Air, Post and Sea — Small Scale Industries
(SSI) and Exports — Role of ECGC - Role of EXIM
Bank of India — Role of Commodity Boards — Role of
State Trading Agencies in Foreign Trade — STC,
MMTC, etc.

Export Regulations: Procedure for export of goods —
Quality control and Pre-shipment Inspection — Excise
Clearance — Customs Clearance — Port Formalities —
Exchange Regulations for Export — Role of Clearing
and Forwarding Agents. Procedure for Executing an
Export Order — Export and Import Documentation -
Export Packing — Containerisation — World Shipping
— Liners and Tramps — Dry ports- Project Exports —
Joint Ventures - Marine Insurance and Overseas
Marketing - Export Payment — Different Modes of
Payment and Letters of Credit.

World Trade and India: - Globalisation and Role of
Multinational Enterprises (MNEs) - Overview of
Export — Import Policy of India — Basic Objectives,
Role and Functions of Export Promotion Councils.

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Identify and analyse opportunities within international
marketing environments

PO4, PO7

CO2

Utilise cases, readings and international business reports
to evaluate corporateproblems/opportunities in an
international environment; Select, research, and enter a
new international market;

PO4, PO7




Prepare an international marketing plan; Develop a
COs3 comprehensive course of action for a business firm PO2, PO4
using formal decision making processes;
CO4 Possess understanding and knowledge on Export trade PO4, PO6, PO7
Have comprehensive knowledge and understanding on
C0o5 the role anF()JI functions of Expo?t Promotion Councigl]s PO4, PO6
Reading List
1. R.Srinivasan, International Marketing, PHI Learning Pvt. Ltd., 2008
5 Roger Bennett, Jim Blythe, International Marketing: Strategy Planning, Market
‘ Entry & Implementation, Kogan Page, 2002
3. Journal of International Marketing, SAGE Publications
4. Journal of International Business Studies, Palgrave MmMillan
References Books
1. | Baack, D., Harris, E. and Baack, D., International Marketing, Sage Publications,
2012.
2. | Cateora, P., Graham, J. and Salwan, P., International Marketing, 13" Edition, Tata
McGraw-Hill Education, 2008.
3. | Czinkota, M. and Ronkainen, 1., International Marketing, 8" Edition,South-
Western, 2007.
4. | Onkvisit, S. and Shaw, J., International Marketing: Analysis and Strategy, 3™
Edition, PHI Learning, 2009.
5. | Paul, J. and Aserkar, R., Export Management, Oxford University Press, 2008.
6. | Salvatore, D., International Economics: Trade and Finance, 10" Edition, Wiley,
2012.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 True/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variougJ igeas, Map knowledgep Yo
Evaluate L luati . stify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations




PO1 |[PO2 |PO3 |PO4 |PO5 |PO6G O7 |POS8
CO1 M M
CO?2 M M
CO3 S M
CO4 M S M
CO5 M M

S-Strong

M-Medium L-Low




Subject Code

Subject Name

Category
-

Credits

Marks

CIA

Inst. Hours

External
Total

Advanced Selling and

Negotiation Skills Y

Elective

w

w

25

~
(6]

100

Course Objectives

C1l

To familiarize the students to the basic concepts of selling and sales

organizations

C2

Understand the theories of personal selling and selling strategies

C3

To learn the negotiation skills

C4

The importance of negotiation intelligence and its usefulness

C5

Understand the development of salesforce organization

UNIT

Details

No. of
Hours

Course
Objectives

Concepts of Selling and Sales Organization:

Sales Management - Evolution of sales function -
Obijectives of sales management positions - Functions of
Sales executives - Relation with other executives.

Sales Organization and Relationship: - Purpose of
sales organization - Types of sales organization
structures - Sales department external relations -
Distributive network relations.

C1

Theories of personal selling and selling strategies:
Theories of personal selling - Types of Sales
executives - Qualities of sales executives -
Prospecting, pre-approach and post-approach -
Organizing display, showroom & exhibition -Sales
Presentations.

C2

Negotiation strategies and Stages:

Negotiation strategies — Distributive Negotiations-
Integrative Negotiations - Conflict and Dispute
Resolution - Reasons for negotiations breakdowns -
Legal aspects in Sales & Negotiation - Negotiation
stages - The Preparation Stage - Preparing a range of

C3




objectives - Constants and variables - Researching the
other party - The Discussion Stage - Rapport building
- Opening the negotiation - Questioning techniques -
Listening skills - Controlling emotions - Art of
persuasion and emotions — ethics in sales.

Negotiating Intelligence, Bargaining & Closing:

Negotiating Intelligence - Influencing and
assertiveness skills - Spotting the signs - non-verbal
communication and voice clues - The Proposing Stage

v - Stating your opening position - Responding to 9 C4
offers — Adjournments - Administering Contracts and
Role of Negotiations - The Bargaining and Closing
Stage - Making concessions - Closing techniques -
Confirming agreement.
Sales force Administration & Management:
Sales Analysis - Sales quotas - sales budget - sales
\% territory allocation - sales audit - Sales Force 9 C5
Management - Recruitment and Selection - Sales
Training - Sales Compensation -Contemporary Issues.
Total 45
Course Outcomes
Course On completion of this course, students will; ProgramOutcomes
Outcomes ’ '
Possess the knowledge on the basic concepts of the
co1 sales organization. P01, PO3, POY
CO2 Possess knowledge about theories of selling PO1, PO2, PO7, PO8
CO3 Have insights negotiation strategies PO1, PO3, PO6
CO4 Have understanding about negotiation skills PO2, PO5, PO7
Develop knowledge about salesforce administration
COo5 ard manggemem g PO1, PO3, POS
Reading List
1 Selling and Negotiation Skills - A Pragmatic Approach - Prashant Chaudhary —
' Sage publishing
2. Advanced negotiation techniques, A McCarthy, S Hay - Springer
3. Negotiation Skills, AF Galal - books.google.com
4 Commercial negotiation skills,
' S Ashcroft - Industrial and Commercial Training, - emerald.com
References Books
1 Naresh K. Malhotra (2019) Marketing Research: An Applied Orientation, 7th
' Edition Pearson Education,ISBN-13: 978-0134734842.
Dawn lacobucci (2014), Marketing Models: Multivariate Statistics and
2. Marketing Analytics, Createspace Independent Publishing Platform, ISBN 13:
9781502901873.
V. Kumar, Robert P. Leone, David A. Aaker, George S. Day and Gopal Das
3. (2018), Marketing Research, 13th Edition, Wiley Publication, ISBN:
9788126577125
4, Hair, J.F., Jr., Black, W.C., Babin, B.J. & Anderson, R.E. (2014). Multivariate



https://us.sagepub.com/en-us/nam/author/prashant-vilas-chaudhary
https://link.springer.com/content/pdf/10.1007/978-1-4842-0850-2.pdf
https://books.google.com/books?hl=en&lr&id=5O46fS6WjAEC&oi=fnd&pg=PA1&dq=Advanced%2BSelling%2Band%2BNegotiation%2BSkills&ots=cMyMjD7LWR&sig=V6SzOdTxhgxg_U8HdvEd22Gl5cc
https://www.emerald.com/insight/content/doi/10.1108/00197850410556658/full/html

data analysis: Pearson new international edition (7th ed.). Upper Saddle River,
N.J.: Pearson Education. ISBN: 9781292021904.

Sarstedt, M.; Mooi, E. (2019), A Concise Guide to Market Research: The

5. Process, Data, and Methods Using IBM SPSS Statistics. Third Edition, Berlin:
Springer Berlin.
6 Naresh K. Malhotra (2019) Marketing Research: An Applied Orientation, 7th
' Edition Pearson Education,ISBN-13: 978-0134734842.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ MCQ, True/False, Short Concept lanations, Short summary or
Comprehend Q: ue/False, Short essays, Concept explanations, Short summary o
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Evaluate L luati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |[PO7 |POS8
CO1 S M S
CO?2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
0
@]

Marks

Credits
Inst. Hours

CIA
External
Total

Channel Management

Strategies Elective | Y| -|-| -

w
w

25 100

~
(6]

Course Objectives

C1l

To familiarize the students to the basic concepts of Marketing Channels

C2

To provide insights on Channel Design

C3

To throw light on Channel Implementation

C4

To elucidate on Channel Institutions

C5

To create awareness and importance of Channel performance assessment

UNIT

Details

No. of Course
Hours | Objectives

Introduction to Marketing Channels: Meaning —
Structure — Functions - Importance - Types - Contribution
of channel partners to marketers and consumers.

9 C1

Channel Design: Channel design — Demand, supply and
Channel efficiency - Types of channels based on
segmentation — Supply side channel analysis — Channel
flows and efficiency analysis — Channel Structure and
Intensity — Gap analysis

Channel Implementation: Channel power — Getting it,
using it, keeping it — Managing Conflict to Increase
Channel Coordination — Strategic Alliances in
Distribution — Vertical Integration in Distribution — Legal
Constraints on marketing channel policies.

Channel Institutions:

Retailing, Wholesaling, Franchising, Electronic Marketing
Channel - Logistics and Supply Chain Management -
Omni and Hybrid Channels - Channel proliferation —
online, offline, business to business, business to
consumer, vertical and backward channel integration.

Channel performance assessment:

Evaluation of Channel members’ performance — Criteria —
Process - Channel Efficiency — Channel Compensation —
Performance Metrics

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will,

Program Outcomes

CO1

To familiarize the students to the basic concepts of
Marketing Channels

P01, PO3, PO7




CO2 To provide insights on Channel Design POL, 585 PO,
COs3 To throw light on Channel Implementation PO1, PO3, PO6
CO4 To elucidate on Channel Institutions PO2, PO5, PO7
To create awareness and importance of Channel
Co5 performance assessment P PO1, PO3, PO8
Reading List
1. Channel strategy - Springer LINK
2. Channel Management - ResearchGate
3. Channel Management - SAGE Journals
4. Journal of Marketing Channels
References Books
1 Palmatier, R., Stern, L., & El-Ansary, A., Marketing Channel Strategy Routledge
' 2016.
2. K. G. Hardy, Allan J. Magrath(1988) , Marketing Channel Management
3 Meenal Dhotre, Channel Management and Retail Marketing 2010, Himalaya
' Publishing House
4. Furey, T., & Friedman, L. (2012). Channel Advantage, The. Routledge.
5 Fotiadis, T., & Folinas, D. (2017). Marketing and Supply Chain Management:
' A Systemic Approach. Routledge.
6 Anne T. Coughlan, Erin Anderson, Louis W. Stern and Adel I. El — Ansary,
' Marketing Channels, 7th Edition 2008, Pearson
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1) Trye/False, Sh c lanations, Sh
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variougJ igeas, Map knowledgep Y
Evaluate L / Evaluati Criti Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations



https://link.springer.com/content/pdf/10.1007/978-1-4039-3741-4_16.pdf
https://www.researchgate.net/publication/334073469_Channel_Management
https://journals.sagepub.com/doi/pdf/10.1177/0256090920060212
https://www.scimagojr.com/journalsearch.php?q=4700152774&tip=sid&clean=0

PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S M S
CO?2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong

M-Medium L-Low




Subject Code

Subject Name

Category
r
_|
0

Marks

Credits
Inst. Hours

CIA

External
Total

Customer Engagement

Marketing Elective | 3| - | -

w
w

25

100

-~
(6}

Course Objectives

C1

Understand how to build good customer relationships

C2

Acquire methods for uncovering the customer’s needs

C3

Understand the importance of making a persuasive case

C4

Learn how to say ‘no’ to unreasonable demands

C5

Master techniques for structuring effective customer meetings

UNIT

Details

No. of
Hours

Course
Objectives

Concepts and Meaning of Customer Engagement:
Customer  Relationship  Management, Customer
Experience Management and Customer Engagement —
Customer  Engagement  Behaviour:  Behavioral
perspectives of customer engagement and Theoretical
Foundations — The Process of Customer Engagement -
Metrics for Engaging Customers

C1

Customer Engagement and Brand Relationships:
Connective Brands with Customers - Assessing
Customer Engagement and brand relationship -
Customer Engagement in virtual brand community —
Social Network platforms - Customer Engagement in
offline brand community.

C2

Conceptualizing and Measuring Customer
Engagement Value: Customer Brand Value, Customer
Lifetime Value, Customer Referral Value, Business
Reference Value.

C3

Engagement, Interactivity, Social Media and
Technology: Customer Influence Value, Customer
Knowledge Value - Managing the Customer

C4




Engagement Value Framework - Organizational
Challenges

Emerging Customer Engagement: Antecedents and
outcomes of Customer Engagement - Developing a

\ Spectrum of Positive to Negative Citizen Engagement 9 C5
- Negative Customer Brand Engagement in Blogs -
Contemporary Issues in customer engagement.
Total 45
Course Outcomes
Course On completion of this course, students will; Program
Outcomes Outcomes
co1 Explai_n a_nd _iI'Iustrate th_e strategic role of data PO3, PO4, PO7
analytics in digital marketing.
CO?2 Identi_fy and evalua_te_ appropriate tools and PO3, PO8
techniques to analyse digital marketing performance.
Apply a variety of data collection and analysis PO3, PO8
COos3 technologies for the purposes of digital marketing
analysis.
Interpret digital marketing data analysis and PO2, PO5, PO7
CO4 translate it into tangible strategic and tactical
insights.
CO5 Congider the gthical considerations of big data in PO4, PO5, PO7
sustainable businesses.
Reading List
1. A Pansari, V Kumar - Customer engagement marketing, 2018 - Springer
9 Customer engagement: Contemporary issues and challenges
' RJ Brodie, LD Hollebeek, J Conduit - 2015 - books.google.com
Past, present, and future of customer engagement
3. WM Lim, T Rasul, S Kumar, M Ala - Journal of Business Research, 2021 -
Elsevier
Strategic customer engagement marketing: A decision making
4 framework
' A Alvarez-Milan, R Felix, PA Rauschnabel... - Journal of Business ..., 2018 -
Elsevier
References Books
1 Kumar V (2014), Profitable Customer Engagement Concept, Metrics and
' Strategies, Sage Publications Pvt. Limited, New Delhi, India
9 Palmatier, Robert W., Kumar, V., Harmeling, Colleen M. (2018), Customer
' Engagement Marketing, Palgrav Macmillan, India
Linda Pophal (2014), The Everything Guide To Customer Engagement:
3. Connect with Customers to Build Trust, Foster Loyalty, and Grow a Successful
Business, Adams Media, Massachusetts, USA.
4 Roderick J. Brodie, Linda D. Hollebeek and Jodie Conduit (2016), Customer
' Engagement, Contemporary Issues and Challenges, Routledge
5. Engagement Marketing by Goodman Gail F. John Wiley & Sons Inc (2018)
6 Customer Engagement Marketing- Robert W. Palmatier, V. Kumar, Colleen

M. Harmeling (2018)
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Methods of Evaluation

Continuous Internal Assessment Test
Interngl ASSI:qnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ .
MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend :
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Ev(z;\ll;;;\te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S M S
CO?2 S S
CO3 M S
CO4 M S M
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
—

Credits

Marks

Inst. Hours

CIA

External
Total

Digital Marketing Elective | Y 3

w

25

~
(6]

100

Course Objectives

C1

Understand the digital marketing space and acquire knowledge on

marketing strategy

digital

C2

To learn and comprehend on SEO and SEM

C3

To acquire knowledge on the various channels of SMM

C4

To learn, understand, and evaluate Search analytics and Web analytics

C5

To create awareness and understanding on google analytics

UNIT

Details

No. of
Hours

Course
Objectives

Digital Marketing Strategy: Digital vs. Traditional
marketing- Online marketing space - Significance of
digital marketing - Online marketing mix - E-products -
STP - E-price - E-Promotion - Affiliate marketing -
Online tools for Content Marketing — Market influence
analytics in Digital Eco System.

C1l

SEO:Keyword strategy — SEO strategy — SEO success
factors — On page and Off page techniques - Search
Engine Marketing (SEM) — Working of Search Engine —
SEM Components.

C2

Social Media Marketing: Social Media Channels -
Email marketing — SMS marketing - Social Media
Strategy - Web PR and Online reputation management -
Adwords - PPC Advertising - Video SEO - Conversion
Optimization Monitoring - trends analysis — dashboards -
segmentation - Navigation analysis (funnel reports, heat
maps, etc.).

C3

Search and Web Analytics: Search analytics Current
trends & challenges - web analytics & Web 2.0, multi-
channel marketing management, web mining & predictive
analytics - Understanding the key fabric of the Web -
Sources of data: clickstream data, online surveys, usability
research - Clickstream data collection techniques - web
server log analysis - page tagging - Web metrics and Key
Performance Indicators (KPIs): simple views, visitor
counts, measuring content, engagement, conversions, etc.
Framework for mapping business needs to web analytics
tasks - Data collection architecture- Introduction to
OLAP, Web data exploration and reporting - Introduction
to Splunk.

C4




Google Analytics: Key features and capabilities of
Google analytics - how Google analytics works -
implementing Google analytics - getting up and running
with Google analytics - navigating Google analytics -
using Google analytics reports - Google metrics - using
visitor data to drive website improvement - focusing on
key performance indicators- integrating Google analytics
with third-party applications.

Total 45

Course Outcomes

Course

Outcomes On completion of this course, students will; Program Outcomes

To examine and explore the role and importance of
Co1 digital marketing in today’s rapidly changing business P01, PO3, PO7
environment.

To focusses on how digital marketing can be utilised

CO2 by organisations and how its effectiveness can POL, Egg , POT,
measured.
To know the key elements of a digital marketing
COs3 strategy PO1, PO3, PO6
co4 To study how the effectiveness of a digital marketing PO2, POS, PO7

campaign can be measured

To demonstrate advanced practical skills in common
CO5 digital marketing tools such as SEO, SEM, Social PO1, PO3, PO8
media and Blogs.

Reading List

M Bala, D Verma - ... (2018). A Critical Review of Digital Marketing ..., 2018 -
papers.ssrn.com

Digital marketing: global strategies from the world's leading
2. experts
YJ Wind, V Mahajan - 2002 - books.google.com

Digital marketing: A practical approach
A Charlesworth - 2014 - taylorfrancis.com

Modern trends in the development of digital marketing
4, NI Arkhipova, MT Gurieva - RSUH/RGGU Bulletin. Series ..., 2018 -
ideas.repec.org

References Books

Rob Stokes, (2014), e-marketing: The Essential Guide to Digital Marketing,

L 5thedition, Quirk Education.
Dave Chaffey, Fiona Ellis-Chadwick, Richard Mayer, Kevin Johnston, (2012),
2 Internet Marketing: Strategy, Implementation and Practice, Prentice Hall.Liana
' Evans, (2010), Social Media Marketing: Strategies for Engaging in Facebook,
Twitter & Other Social Media, Que Publishing.
3 ;/andana Ahuja, (2015), Digital Marketing, 1stedition, Oxford University
' ress.
4 Avinash Kaushik, (2009), Web Analytics 2.0 The Art of Online
' Accountability and Science of Customer Centricity.
5 Rob Stokes, (2014), e-marketing: The Essential Guide to Digital Marketing,

5thedition, Quirk Education.
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https://books.google.com/books?hl=en&lr&id=Esrc5ZfQj3wC&oi=fnd&pg=PR9&dq=Digital%2BMarketing%2Bbooks&ots=gcbJPLDeWg&sig=sOueBpQIebnTsVoOhHohJfyAFV0
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Rob Stokes, (2014), e-marketing: The Essential Guide to Digital Marketing,

6. 5thedition, Quirk Education.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
E%g}ﬁ;?%l n End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | MCQ, True/False, Short essays, Concept explanations, Short summary or
Comprehend | overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Evaluate | / Evaluati Critique or justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P )
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S M S
CO?2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
—
_|
0
@)

Credits

Marks

CIA

Inst. Hours

External
Total

Marketing Analytics Elective | Y

3

w

25

100

~
ol

Course Objectives

Cl

To familiarize the students to the basic concepts of Marketing analytics.

C2

To provide insights on Business Strategies.

C3

To throw light on Product and Price analytics.

C4

To elucidate on distribution analytics.

C5

To create awareness and importance of sales analytics.

UNIT

Details

No. of
Hours

Course
Objectives

Marketing Analytics Framework: Introduction to
Marketing Analytics and Models. Market Insight -
Market Data Source — treatment of outliers, Market
sizing, PESTLE Market analysis, Porter Five Force
Analysis Market segment identification, targeting and
positioning - Tools and Techniques: Regression,
Cluster Analysis, and Perceptual Mapping
Techniques.

C1

Business Strategy and Operations: Analytics based
strategy selection with strategic models - Strategic
Scenarios, Strategic Decision Models, and Strategic
Metrics.

C2

Business Operations:  Forecasting - Predictive
Analytics - Data Mining - Balanced Scorecard -
Critical Success Factors.

Product and Price Analytics: Product analytics:
Conjoint Analysis model - Decision Tree Model -
Portfolio Resource Allocation - Product/ service Metrics,
Attribute Preference testing.

Price Analytics: Pricing Techniques - Pricing
Assessment - Profitable pricing - Pricing for Business
Markets - Price Discrimination.

C3

Distribution and Promotions Analytics: Distribution
Analytics: Distribution Channel Characteristics - Retail
Location selection, Channel Evaluation and Selection -
Multi-channel Distribution.

Promotion Analytics: Promotion Budget estimation -
Promotion Budget Allocation — Ad value equivalence
model - Promotion Metrics for traditional Media -
Promotion Metrics for social media.

C4




Sales Analytics: E commerce sales model, sales
metrics, profitability metrics and support metrics -
\% Rapid decision models - data driven presentations - 9 C5
contemporary issues and opportunities in application
of marketing analytics in different sectors.
Total 45
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Understand the basic concepts of Marketing
CO1 analytics. P01, PO3, PO7
CO2 Analyse and Implement Business Strategies. PO1, PO2, PO7, PO8
COs3 Use differential Product and Price analytics. PO1, PO3, PO6
CO4 Compare and employ on distribution analytics. PO2, PO5, PO7
CO5 Use appropriate sales analytics. PO1, PO3, PO8
Reading List
1 Marketing analytics: Methods, practice, implementation, and links to other fields
' SL France, S Ghose - Expert Systems with Applications, 2019 - Elsevier
Marketing analytics for customer engagement: a viewpoint
2. S Nagaraj - International Journal of Information Systems and Social ..., 2020 -
igi-global.com
3. Journal of Marketing Analytics - Palgrave Macmillan
4. Applied Marketing Analytics | Henry Stewart Publications
References Books
1 Stephen Sorger, (2013), MARKETING ANALYTICS, Strategic Models and
' Metrics, First Edition, Admiral Press.
Gary L. Lilien and Arvind Rangaswamy (2014), Marketing Engineering:
2. Computer Assisted Marketing Analysis and Planning, 2" edition, Trafford
Publishing UK.
3 Wayne L. Winston (2014), Marketing Analytics: Data-Driven Techniques with
' Microsoft Excel, First Edition, Wiley, Indianapolis.
4 Paul W. Farris, Neil T. Bendle, Phillip E. Pfeifer, David J. Reibstein (2010),
' Marketing Metrics, 2nd Edition, Pearson USA.
Mike Grigsby (2018), Marketing Analytics: A Practical Guide to Improving
5. Consumer Insights Using Data Techniques, 2nd Edition, NY: Kogan Page
Limited, New York.
Rajkumar Venkatesan, Paul W. Farris, Ronald T. Wilcox, Marketing Analytics
6. Essential Tools for Data-Driven Decisions, University of Virginia Press, 1st
Edition, 2021.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl ASS|_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks

Methods of Assessment

Recall (K1) |

Simple definitions, MCQ, Recall steps, Concept definitions



https://www.sciencedirect.com/science/article/pii/S095741741830722X
https://scholar.google.com/citations?user=mVxbk8QAAAAJ&hl=en&oi=sra
https://scholar.google.com/citations?user=cDqNdPcAAAAJ&hl=en&oi=sra
https://www.igi-global.com/article/marketing-analytics-for-customer-engagement/250896
https://scholar.google.com/citations?user=SWcXqogAAAAJ&hl=en&oi=sra
http://www.palgrave.com/gp/journal/41270
https://www.henrystewartpublications.com/ama

Understand/

MCQ, True/False, Short essays, Concept explanations, Short summary or

Comprehend :
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate L / Evaluati Criti Ustify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S M S
CO?2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
-
_|
Y,
@)

Credits

Marks

Inst. Hours

CIA

External
Total

Marketing Metrics Elective | Y

3

w

25

~
(6]

100

Course Objectives

Cl

To understand market share and concept of customer profitability.

C2

To provide fundamental knowledge on product and portfolio management.

C3

To understand the Margins & Profits, Pricing Metrics, price sensitivity.

C4

To provide fundamental knowledge on promotional and Advertising metrics

C5

To expose the students to Linking marketing metrics to financial performance

UNIT

Details

No. of
Hours

Course
Objectives

Market Share and Customer Profitability: Market
share: Share of Mind, Share of Heart -Market share in
Units — Market share in Revenue, Relative Share -
Competitive analysis - Market Concentration - Market
Penetration — BDI-CDI.

Customer Profitability - the value of individual
customers and Relationships - Customers Regency
and Retention. Prospect Value - Average acquisition
cost - Average retention cost.

C1

Product & Portfolio Management: Trial, Repeat,
Penetration, and Volume Projections ,Growth:
Percentage and Compound Annual Growth Rate,
Cannibalization Rates and Fair Share Draw - Brand
equity metrics -Conjoint utilities and consumer
projections - Segment utilities - Conjoint utilities and
volume projections.

C2

Margins & Profits, Pricing Metrics: Unit Margin-
Margin percentage - Channel Margins - Average Price
per unit - Price per statistical unit - Variable and fixed
costs-Marketing spending-  Contribution per unit-
Contribution margin percentage - Break even sales -
Target volume - Target revenues.

Price sensitivity and optimization - setting prices to
maximize profits - Price Premium, Reservation Price,
Percent Good Value- Price elasticity of demand -
optimal price - residual elasticity

C3

Promotions and Advertising Metrics: Promotion
Metrics: Temporary price promotions - Baseline Sales,
Incremental Sales, and Promotional Lift - Redemption
Rates for Coupons / Rebates. The central measures of
advertising coverage and effectiveness - Model for
consumer response to advertising —

Advertising Metrics: Impressions, Gross Rating

C4




Points, and Opportunities to See Cost per Thousand
Impressions (CPM) Rates. Reach/Net Reach and
Frequency. Share of VVoice Impressions

Sales force and Channel Management: Linking
marketing metrics to financial performance — Workload -
Sales potential forecast - Total sales force effectiveness -
Sales  force  organization,  performance, and
compensation.

Distribution coverage and logistics. Sales Force
\% Coverage, Sales Force Goals. Sales Force Results. 9 C5
Sales Force Compensation. Facings and Share of
Shelf Out of Stock and out-of-Service Levels - Direct
product profitability — GMROI - Net profit-Return on
sales-Return on investment - Economic profits — EVA
— payback — NPV — IRR — ROMI - Application of
marketing metrics in organizations.

Total 45

Course Outcomes

Course On completion of this course, students will; Program Outcomes
Outcomes

Able to understand market share and concept of

co1 customer profitability. PO1, PO3, PO6, PO8
Become familiar with fundamental knowledge on

co2 product and portfolio management. P02, POS, POS,
Able understand the Margins & Profits, Pricing

Co3 Metrics, price sensitivity. POL, PO3, PO5, PO7
Become familiar fundamental knowledge on

co4 promotional and Advertising metrics P02, POS5, POB, PO7

CO5 Become familiar about Linking marketing metrics to PO1, PO3, PO5, PO7,
financial performance PO8

Reading List
Key marketing metrics: the 50+ metrics every manager needs to
1. knowP Farris, N Bendle, P Pfeifer, D Reibstein - 2017 -

books.google.com

Content marketing metrics: Theoretical aspects and empirical
2. evidence
E Rancati, N Gordini - European Scientific Journal, 2014 - core.ac.uk

Marketing metrics: The definitive guide to
3 measuring marketing performance
' PW Farris, N Bendle, PE Pfeifer, D Reibstein - 2010 - books.google.com

Marketing metrics:: Status of six metrics in five countries
4. P Barwise, JU Farley - European Management Journal, 2004 - Elsevier

References Books

Paul W. Farris, Neil T. Bendle, Phillip E. Pfeifer, David J. Reibstein (2010),
Marketing Metrics, 2nd Edition, Pearson USA.
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https://scholar.google.com/citations?user=kz_n_kwAAAAJ&hl=en&oi=sra
https://www.sciencedirect.com/science/article/pii/S0263237304000465

Stephen Sorger, (2013), MARKETING ANALYTICS, Strategic Models and

2. Metrics, First Edition, Admiral Press.
3 Gary L. Lilien and Arvind Rangaswamy (2014), Marketing Engineering:
' Computer-Assisted Marketing Analysis and Planning, Trafford Publishing UK
4 Wayne L. Winston (2014), Marketing Analytics: Data-Driven Techniques with
' Microsoft Excel, Wiley, Indianapolis.
5 Customer Experience 3.0: High-Profit Strategies in the Age of Techno Service,
' john A goodman, Amacom, 2014.
6 Paul W. Farris, Neil T. Bendle, Phillip E. Pfeifer, David J. Reibstein (2010),
' Marketing Metrics, 2nd Edition, Pearson USA.
Methods of Evaluation
Continuous Internal Assessment Test
Internal Assignments
Evaluation Seminars 25 Marks
Attendance and Class Participation
EI\E/);E;T%” End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 10 Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between variousg,J igeas, Map knowledgep Y
E\/(?lg?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations

PO1 |PO2 |[PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S S S M
CO?2 M S S
CO3 S S M M
CO4 S M M S
CO5 S M S S M

S-Strong M-Medium  L-Low




. o Marks
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New Product Strategies Elective | Y 3|13]25| 75 | 100
Course Objectives
C1 To familiarize the students to the basic concepts of New Product Strategy
C2 To provide insights on Generation of new product ideas and identifying new
market opportunities
To throw light on Selecting Market opportunity and Designing new market
3 offers
C4 To elucidate on Brand identity development
C5 To hypothesize and implement new product Entry Strategies
i No. of Course
UNIT Details Hours | Objectives
Basics of New Product Strategy: New Product
| Strategy-decisions- consumer behavior adoption and 9 c1
diffusion of innovations; characteristics, purpose, risk
in new products; PLC.
Idea Generation and Development: Generation of
I new product ideas and identifying new market 9 C2
opportunities, New Product Planning Process-stage
gate system and its application.
The Product offer: Selecting Market opportunity and
11 Designing new market offers-Concept Generation and 9 C3
Evaluation, Developing and Testing Physical offers.
New Product Brand Development and Pricing
; Strategies: Importance of Brand decisions and Brand 9 ca
identity development; Pricing of a new product, Pre-
test Marketing.
v New Product Launch: Entry Strategies - Pre-launch, 9 c5
during launch and Post launch preparations.
Total 45
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Be familiar with the basic concepts of New Product
CO1 Strategy P01, PO3, PO7
Be well versed in Generation of new product ideas
co2 and identifying new market opportunities PO1, P02, PO7, PO8
Select Market opportunities and Designing new
CO3 market offers PO1, PO3, PO6
CO4 Develop Brand identity development PO2, PO5, PO7
CO5 Hypothesize and implement new product Entry PO1, PO3, POS

Strategies




Reading List

1. Product Strategy & Roadmaps, Kindle Edition, 2017
5 Roman Picher, Strategize: Product Strategy and Product Roadmap Practices for
' the Digital Age, Kindle Edition, 2016
3. Journal of Product Innovation, 2004 - Wiley Online Library
4. Industrial Marketing Management, 2009 - Elsevier
References Books
1 Ulrich, Karl, Eppinger, Steven, (2012), Product Design and Development,
' Sthedition, McGraw-Hill.
5 Crawford, Merle, Di Benedetto, Anthony, (2014), New Products Management,
' 11" edition, McGraw-Hill.
3 Robert G.Cooper, (2011), Winning at New Products, Creating Value through
' Innovation, 4" edition, Basic Book, Perseus Books Group.
4 Bettencourt, Lance, (2010), Service Innovation: How to Go from Customer
' Needs to Breakthrough Services, McGraw-Hill.
5 Jaime Levy (2021), UX Strategy: Product Strategy Techniques for Devising
' Innovative Digital Solutions, O'Reilly Media, Inc.
5 Ulrich, Karl, Eppinger, Steven, (2012), Product Design and Development,
' 5thedition, McGraw-Hill.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/"| 100 True/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Y
Evaluate L luati Criti stify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 S M S
CO2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
—
_|
0
@)

Marks

Credits
Inst. Hours

CIA

External
Total

Strategic Marketing Elective | Y

w
w

25

~
ol

100

Course Objectives

C1l

To learn fundamentals of strategic marketing

C2

To have understanding about external environmental analysis

C3

To know about strategic marketing advantage

C4

To have insights about market resource allocation and customer value

C5

To get familiar about implementation and contemporary issues in marketing

strategy

UNIT

Details

No. of
Hours

Course
Objectives

Introduction to Strategic Marketing:

Fundamentals of Marketing Strategy - Market scope -
competitive advantage - strategic target and strategic
advantage - consumer and business markets.

C1

External environmental analysis:

Political, economic, socio cultural, technological
forces and strategic uncertainty in marketing. Analysis
of effects Scenario analysis and forecasting for
marketing.

C2

Strategic marketing advantage:

Strategic marketing group analysis — Types of
Strategic marketing group - Strategic marketing group
mapping - positional advantage and sources of
advantage in marketing — Creating and Challenging
Competitive Advantage - Creating Corporate
Advantage.

C3

Marketing Resource allocation and customer value:
Meaning — Types and Principles of Resource
allocation models — Allocation between advertising
and sales promotion — Allocation to new media -
Allocation across markets and countries — Allocation
to future research issues - Portfolio methods used for
product market combination for different SBUs.

C4

Implementation issues in marketing strategy and
Contemporary Issues: Marketing mix policies,
control, implementation and marketing organization
issues. Effect of current digital era on marketing
strategy.

C5




Total | 45 ]

Course Outcomes

Ocu:fc):orr?]ees On completion of this course, students will; Program Outcome
Co1 Understand fundamentals of strategic marketing P01, PO3, PO7
CO?2 Learn _and understand about external environmental PO, PO2, PO7, PO

analysis
Having knowledge about strategic marketing
co3 advangge 9 PO1, PO3, PO6
Derive insights about market resource allocation and
co4 customer value P02, POS, POT
Familiar about implementation and contemporar
COo5 issues in marketingpstrategy Porey PO1, PO3, PO8
Reading List
1. D. W. Cravens, N Piercy, Strategic marketing, academia.edu, 2006
5 RMS Wilson, C Gilligan Strategic Marketing Management, taylorfrancis.com,
' 2012
Strategic marketing and marketing strategy: domain, definition,
3. fundamental issues and foundational premisesR Varadarajan -
Journal of the Academy of Marketing Science, 2010 — Springer
4. Journal of Strategic Marketing, Taylor & Francis,
References Books
1 Ferrell, O. C., & Speh, T. W. (2017). Marketing Strategy, Loose-Leaf Version.
' Cengage Learning.
9 West, D. C., Ford, J., & lbrahim, E. (2015). Strategic marketing: creating
' competitive advantage. Oxford University Press, USA.
Andaleeb, S. S., & Hasan, K. (Eds.). (2016). Strategic marketing management
3. in Asia: case studies and lessons across industries. Emerald Group Publishing
Limited.
4 Abratt, R., & Bendixen, M. (2018). Strategic Marketing: Concepts and Cases.
' Routledge
Morgan, R. E. (2016). Strategic marketing: New horizons in theory and
5. research. J. Rudd, M. Jaakkola, & G. W. Marshall (Eds.). Emerald Group
Publishing Limited.
5 Ferrell, O. C., & Speh, T. W. (2017). Marketing Strategy, Loose-Leaf Version.
' Cengage Learning.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asmgnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
Extern_al End Semester Examination 75 Marks
Evaluation
Total 100 Marks

Methods of Assessment

Recall (K1) |

Simple definitions, MCQ, Recall steps, Concept definitions



https://www.academia.edu/download/47094280/MAR402_Course_Outline_F2010-11.pdf
https://www.taylorfrancis.com/books/mono/10.4324/9780080468570/strategic-marketing-management-richard-wilson-colin-gilligan
https://link.springer.com/article/10.1007/s11747-009-0176-7
https://link.springer.com/article/10.1007/s11747-009-0176-7
https://link.springer.com/article/10.1007/s11747-009-0176-7

Understand/

MCQ, True/False, Short essays, Concept explanations, Short summary or

Comprehend :
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between various ideas, Map knowledge
Evaluate L / Evaluati Criti justify with d
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 S M S
CO?2 S S S S
CO3 M S S
CO4 S M S
CO5 S S S

S-Strong M-Medium  L-Low




Elective Courses: Human Resource Management

. o Marks
- L 3 —
. . o o — o o]
Subject Code Subject Name 2 LITIPIO8 T|«<| E|TS
5 5 g|o| g8
@) c > =
= i
Human RESOUICes | rective | Y| - |-|-|3|3|25] 75 | 100
Development
Course Objectives
c1 To understand the requirements of HRD Professional in the present content
with the developmental perspective of HRD.
C2 To analyse and explore the models and factors influencing employee behavior
and Learning.
C3 To explore the developing needs of Human capacity and its impact of HRD
initiatives.
C4 To understand the training need & explore the technique for development.
C5 To explore the recent trends in career planning & development.
) No. of Course
UNIT Details Hours | Objectives
Introduction:Definition, Scope and objectives -
I Evolution of HRD - DevelopmentalPerspective of 9 C1
HRD - HRD at macro and micro levels: Outcomes of




HRD in theNational and Organizational
contexts.Qualities and Competencies required in a
HRDprofessional.Importance of HRD in the Present
Context.Development of
HRDMovementinindia.DifferencebetweenHRMandHR
DOrganisationofHRDFunction.

Human Resource Development System:
Mechanisms — Climate and Culture —Influences of

HRD

Employee Behaviour — Model of Employee Behaviour —

External

andInternalFactorsinfluencingEmployeeBehaviour.
LearningandHRD:LearningPrinciples—
MaximizingLearning—
IndividualDifferencesintheLearningProcess—
LearningStrategiesandStyles—
RecentDevelopmentsininstructionalandCognitivePsych

ology.

Developing Human Capacity:Aptitude -Knowledge
Values -Skills of HumanRelations -Responsiveness
Loyalty and  Commitment  -Transparency
LeadershipDevelopment.

Evaluating HRD:Human Resource Accounting -HR
Audit and Benchmarking -
ImpactAssessmentofHRDinitiativesonthe bottom-
lineofanorganization.

TrainingandDevelopment:MeaningandScopeoftrainin
g-educationanddevelopment; Trainingneedanalysis-
TypesoftraininglInternalandexternal- On -job Training
& Job shadowing, SGTA- Outbound Training -
Attitudinal training - Principles Involved in Selection
of TrainingMethod—
TechniquesofTrainingDifferentLevels -
Trainingeffectiveness.

CareerPlanningand  Development:  Definition

objectives — importance — career development —Career

path defining-
stepsinvolved-—successionplanning.

Recent Trends in HRD:Training for trainers and HRD
professionals — Goal-directed work system behavior-
Dynamics of HR & Employee Engagement-
Sustainable Human Development-
PromotingResearchinHRD.

principles of theoriescareerplanning—

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

COo1

Understand the need of the HRD professionals.

PO1, PO8




Integrate the concept and practical implication of
co2 Iearr?ing & behavior.p P P P03, POS
COs3 Understand the developing need of Human capacity. PO3, PO5
CO4 Understand Training need & its development. PO1, PO2, PO4
Have a better understanding of career planning &
CO5 development. g planning PO6, PO7, POS8
Reading List
1 Brian Becker, Mark Huselid, Dave Ulrich, ‘The HR Scorecard’, Harvard
' Business School Press.
9 Kirsten & Martin Edwards, ‘Predictive HR Analytics: Mastering the HR
' Metric’, Kogan Page.
3 KirsWayne Cascio, John Boudreau, ‘Investing in people. Financial Impact of
' Human Resource Initiatives’.
4. Tomas Chamorro-Premuzic, ‘The Talent Delusion’.
References Books
1 Gibb,S.,HumanResourceDevelopment:Foundations,Process,Context,3™Edition,
' PalgraveMacmillan,2011.
5 McGuire,D.andJorgensen,K.,HumanResourceDevelopment,SageSouthAsia,20
' 11.
3 Noe,R.andDeo,A.,.EmployeeTrainingandDevelopment,5"Edition, TataMcGraw-
' HillEducation,2012.
4, Rishipal, Training and DevelopmentMethods,S.Chand,2011.
5 Saks,A.,PerformanceManagementthroughTrainingandDevelopment,CengagelL
' earning,2010.
5 Werner,J.M.andDeSimone,R.L.,HumanResourceDevelopment,5""Edition,Ceng
' ageLearning,2012.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation Seminars
Attendance and Class Participation
EI\E/);E;??OIn End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 100 True/False, Short Concept explanations, Short
Comprehend Q, True/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Evaluate L luati " Lstify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Create (K6) Check knowledge in specific or offbeat situations, Discussion, Debating or

Presentations




PO1 |[PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |POS8
CO1 M M
CO?2 S S
CO3 M M
CO4 M M M
CO5 M M M

S-Strong

M-Medium L-Low




Subject Code

Subject Name

Category
—
_|
0
©)

Credits

Marks

CIA

Inst. Hours

External
Total

Performance Management Elective | Y| - | - | -

3

w

25

~
ol

100

Course Objectives

Cl

To summarize basic concepts of performance management.

C2

To employ, and design performance management process.

C3

To interpret optimal use of performance analysis techniques.

C4

To elucidate role of Performance Management system and standards in place.

C5

To constitute and appraise high performance teams.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction:Performance ManagementDefinition —
History, Dimensions of- Rolein Organizations -
Characteristics of an ideal Performance Management
Systems —
ChallengesofaPoorlylmplementedPerformanceManage
mentSystem.

C1

Performance Management Process:
DefiningPerformance—-DeterminantsofPerformance  —
Approaches to Measuring Performance — Performance
in PerformanceManagement — Process of Performance
Management — Performance Management
andHumanResourceManagement.

C2

Performance Planning:Ongoing support and coaching
Theoriesof Goal-setting —Setting Performance Criteria
— Components of Performance Planning - Objectives
ofPerformanceAnalysis— Performance standards; BIS,
ISO 9001/27001/14001/18001- Crisis Management-
PerformanceAnalysisProcess.

C3

Performing Review and Discussion:
PerformingReviewandDiscussion:SignificanceofPerfor
manceReviewinPerformance Management — Process of
Performance Review. Performance

C4




Ratings:FactorsaffectingAppraisals— MethodsandErrors—
ReducingRaterBiases.Performance ReviewDiscussions:
Objectives— Process — Role of

Mentoring andCoachinginPerformanceReview.

Managing Team Performance:
ManagingTeamPerformance: Typesofteamsandimplicatio
nsforPerformanceManagement — Purpose and Challenge of
Team Performance Management —

\/ RewardingTeamPerformance 9 C5
Implementing  Performance  ManagementSystem:
Factors affecting Implementation -
PitfallsofImplementation—
TraditionalPracticesinthelndustry.
Total 45
Course Outcomes
Course On completion of this course, students will; Program Outcomes
Outcomes ’ '
Recognize and appl erformance management
co1 techn?ques. PPy ) P02, POS
Design performance management process across
coz2 variogus t?usiness units. ) P PO2, PO8
Formulate, comply and implement performance
cos3 analysis tools andps%/andards. P P PO2,PO4, PO7
Construct erformance  review and emplo
co4 Performance R/Ianagement system. P PO1, PO5
CO5 Critique team management strategies. PO1, PO5
Reading List
1. Sir John Whitmore, ‘Coaching for Performance’
2. Andrew S Grove, ‘High output Management’
3. Camille Fournier, ‘The Manager’s Path’
4. Christopher D lee, ‘Performance Conversations’
References Books
1 Aguinis, H., Performance Management, 4" Edition, Chicago Business Press,
' 2019.
Jason Lauritsen, Unlocking High Performance: How to use performance
2. management to engage and empower employees to reach their full potential, 1%
Edition, Kogan Page, 2018.
3 T V Rao, Performance Management: Toward Organizational Excellence, 2"
' Edition, SAGE response, 2015.
4 Armstrong, M., Armstrong’s Handbook of Performance Management, 4™
' Edition, Kogan Page, 2012.
5 Madhu Arora, Poonam Khurana, Sonam Choiden, Performance Management-
' Happiness and Keeping Pace with Technology, 1st Edition, CRC Press, 2020.
6 Hedda Bird, The Performance Management Playbook, 1% Edition, Pearson,

2022.

Methods of Evaluation

Internal

| Continuous Internal Assessment Test

| 25 Marks




Evaluation | Assignments
Seminars
Attendance and Class Participation
Externgl End Semester Examination 75 Marks
Evaluation
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 1o Trye/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
(K2) overview
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Ev(?llé?te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations
PO1 |PO2 |[PO3 |PO4 |PO5 [PO6 |PO7 |POS8
CO1 M M
CO?2 M M
CO3 M M M
CO4 M S
CO5 M S

S-Strong M-Medium  L-Low




. Marks

> a| 5 -

. . o o — (@] o]
Subject Code Subject Name o LITIP|O B T|«<| E| B
T S| 5] 8| ©
O Clg|e| x| F

- i
Organizational Development | Elective | Y| -|-|-| 3| 3 |25| 75 | 100

Course Objectives

Cl

To generalize a fair comprehension of basic concepts on OD.

C2

To assimilate design elements of OD.

C3

To summarize effects of Organizational culture and reinforcing techniques.

C4

To illustrate effectiveness of working in teams.

C5

To interpret constructs of well-being and approaches to achieving a balance.

UNIT

Details

No. of
Hours

Course
Objectives

Introduction:Introduction- evolution- basic values and
assumptions- foundations of OD- Process of OD -
managing the phases of OD- Organizational diagnosis

9

C1

— OD Techniques - Questionnaire, interview,
workshop, task-force- collecting, analyzing- feedback
of diagnostic information.

Approaches:KeyOrganizationalDesigns—Procedures-
Differentiation&Integration-BasicDesign—
DimensionsDeterminationofStructure-ForcesReshaping
Organization—LifeCyclesinOrganization.

C2

Organizational culture: Key Role of Organizational
Culture - Functions & Effects ofOrganizational Culture
- Leaders role in shaping and reinforcing culture,
Developing a GlobalOrganizationalCulture.

C3

Groups & teams: Work Groups & Teams - Preparing
for the world of work Group Behavior -
Emergingissues of Work Organization and Quality of
Work Life — Career stage model —
Movingupthecareerladder.

C4

Wellbeing: Stress and Well Being at Work: Four
approaches to stress - Sources of stress at
work,consequencesof stress -
PrevalentStressManagement - Managerialimplications.

C5

Total

45

Course Outcomes

Course
Outcomes

On completion of this course, students will;

Program Outcomes

CO1

Comprehend and justify basic concepts on OD.

PO2, PO6

CO2

Assimilate and design OD process.

PO4, PO8

CO3

Summarize Organizational culture and use reinforcing
techniques.

PO3

CO4

Illustrate effectiveness of working in teams.

PO1, PO5




Interpret constructs of wellbeing and approaches to

COo5 achieving a balance. POL, PO3, POS
Reading List
1. Laslo Bock, ‘“Work Rules-Insights from inside Google’
2. Edgar H Schein, ‘Organisational Culture and Leadership’
3. Kirk Blackard, James W Gibson, ‘Capitalizing on conflict’
4. Peter S Cohan, ‘Value Leadership’
References Books
1 Anderson, D., Organization Development: The Process of Leading
' OrganizationalChange, 5" Edition, SagePublication2019.
2 W. Warner Burke, Debra A. Noumair, Organization Development: A Process
' of Learning and Changing 3" Edition, Pearson FT Press, 2015.
French, W., Bell, C. and Vohra, Organization Development: Behavioral
3. Sciencelnterventions for Organization Improvement, 6 Edition, Pearson
Higher Education,2017.
4 Cummings, T., Theory of Organization Development and Change, 9%
' Edition,South-Western,2011.
5. Cheung-Judge, M. and Holbeche, L., Organization Development: A
Practioner’sGuidefor ODandHR,KoganPage, 2" Edition, 2015.
6 Ramanarayan,S.andRao, T.V.,OrganizationDevelopment: AcceleratingLearning
' andTransformation, 2"Edition,Sagelndia,2011.
Methods of Evaluation
Continuous Internal Assessment Test
Interngl Asm_gnments 25 Marks
Evaluation | Seminars
Attendance and Class Participation
EI\E/);E;??OIn End Semester Examination 75 Marks
Total 100 Marks
Methods of Assessment
Recall (K1) | Simple definitions, MCQ, Recall steps, Concept definitions
Understand/ | 000 True/False, Short Concept explanations, Short
Comprehend Q: rue/False, Short essays, Concept explanations, Short summary or
overview
(K2)
Application | Suggest idea/concept with examples, Suggest formulae, Solve problems,
(K3) Observe, Explain
Problem-solving questions, Finish a procedure in many steps, Differentiate
Analyze (K4) between varioug igeas, Map knowledgep Yo
Evaluate L luati Criti {stify with q
(K5) onger essay/ Evaluation essay, Critique or justify with pros and cons
Check knowledge in specific or offbeat situations, Discussion, Debating or
Create (K6) Presentations ) P ’
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PO7 |PO8
CO1 M M
CO2 M M
CO3 M
CO4 M S
CO5 M M S

S-Strong M-Medium  L-Low




Subject Code

Subject Name

Category
—

Credits

Marks

CIA

Inst. Hours

External
Total

Industrial
Relations

and Labour

Elective | Y| - | - | -

w

w

25

~
(6]

100

Course Objectives

C1l

To familiarize the students to the basic concepts of Industrial Relations in

order to aid in understanding how an industry functions.

C2

To provide insights on Industrial Harmony and Conflicts

C3

To throw light on Labour Relations, Joint consultation

C4

To explicate on Trade Union, Problems and role of Indian Trade Unions.

C5

To elucidate on Collective Bargaining, Tripartite Machinery

UNIT

Details

No. of
Hours

Course
Objectives

Industrial Relations: The changing concepts of
Industrial relations- Factors
affectingemployeestability. ApplicationonPsychology
tolndustrialRelations.CodesofConduct.

C1

Industrial Harmony and Conflict: Harmonious
relations in industry- importance andmeans; cause of
industrial disputes- Machinery forsettling of disputes-
Negotiation-Conciliation-Mediation-
AvrbitrationandAdjudication-Strikes-Lock-outs- Lay-off
and Retrenchment- CodeofDiscipline-
Grievanceprocedure-Labourmanagementco-

operation; Worker’sparticipationinmanagement.

C2

Labour Relations: Changing concept of management
labour relations- Statute laws-Tripartiteconventions-
developmentoftheideaofsocialjustice-
limitationofmanagementprerogativesincreasinglabourre
sponsibilityinproductivity. Joint Consultation: Principal
types- Attitude of trade unions and management-
Jointconsultationin India.

C3

Trade Unions: Trade Unions and their growth- economic-
social and political conditionsleading to the development
of trade unionism- Theories of trade unionism- Aim
andobjectivesoftradeunions-
Structureandgoverningoftradeunions.

Problems and Role of Indian Trade Unions:
Recognition and leadership- Finances andMembership-
Compulsoryversusfreemembership-Politicalactivities-
Welfare-Legislation- Majority and Minority unions-
Social responsibilities-positive role
ineconomicandsocialdevelopment.

C4




Collective Bargaining: Meaning- Scope- Subject matter
and parties- Methods andtactics- Admi