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DR. RAMMANOHAR LOHIA AVADH UNIVERSITY, AYODHYA

Structure of Syllabus for the Programme

B. Com. IV Year, Subject; Commerce i.e. Bachelor [Research) in Faculty -- Commerce
&

M, Com., Subject: Commerce l.e. Master in Faculty — Commerce
Effective from Academic Year 2024-25

T ] Evaluztion
Course Code Course Title Credits| T/P CIE ETE |
[ & B g C _ Bl BFE ]l FE1 6
Pragramme/ Class: B. Com. - YEAR IV — 5EM ESTER ViI
e e s TP rmime/ Class: M. Com — YEAR | - SEMESTER | e W
MN-CHGRRT CORE Drganizational Bahawior f T ] 5
N-CO10707T COHE Indian and Global Busmess Environment 5 T | = | =
fonm ————— . e ————— =
M-CO10703T CORE Statistical Analysis 5 T 25 5
'.'_"iJli.l?D-tT.r Digital Marketing and E-Commarce i 5 il ; 9 75
4 FIRSI1 ELECTIVE R R T o
COWPRST | yselect any ong) | 840 rtising and Sates Management a | T 5 15
| .
| CB10706F | SECOND ELECTIVE | Project Presentation on Cigital Markating 5 | r | so [ 50

(Select any one) | and E-Commerce

CO1007F ' Project Presentation on Advertising and Sales 5 P 50 50
hAa HEEEI'I'\I!'I'IT

Programme,/ Class: B. Com. — YEAR IV = SEMESTER VIll

Programme/ Class: M. Com. — YEAR | - SEMESTER |l y 5
CO0a0LT CORE Busirats Aesearch Methodology 3 F 5 T4
Wi : ! ; M P Zagiie . oeand 2o
TR | opistice and Supphy Chain Management 8 T 23 '| 75
N-COI0E02T CLIRE
N_-Ell'}itl!-iﬂjl . COR E_ " Camsumer Behaviour =1 E L (R
3 t‘mnénu GENFRIC THIRD " Advanced Corporate Accounting and A 5] 13
CIVIDEOE1 IE-:H.:C[ ant’ l:lr'IE:' Management of small Businass ] i 25 ™5
Prnjeci Presentation on accounting and 5 P 50 50
CONDROER | FolRTH ELECTIVE | reparting of any Company or MSMES
(Selact any one) | Large industny
= Field Yizit! Industrial Tramning/ Practical 5 P 50 &0
AR Wk with a Professiondl Person,
]
Raspaed-
— g L4
i % ;
i) _-.
Sy i'r
A \ e




[ Programme/ Class: M. Com. = YEAR Il - SEMESTER Il

MoCRT00AT CORE Semyices Marketing 5 T 25 I
he-COLOR02T CORE | Retail Management 2y ¥ 5 75
S 10A03T CORE (R LTI ERET ol o b
i coigana | FIFIFTH EL FOTIE %-_-Lurit-,- tinalysis and Pertfclio Management g T 13 0 :
|Select any one |
CO10UsT Imnernational Markating 5 T 25 Al
CU10906EF SIMTHELECTWE | Project Presentation an SPESS WIS kxcolf R I S P S0 90
‘Solact any oned | Syadio IS MOV Ay Drher Software used
—_— imbBusiness Research -
Col0anie Projoct Presentation on any Top: Related ta | 3 [ oo Gk
| i B | Business . e g | A
| : Frug rammme/ Class; M. Com. — YEAR || = SEMESTER |V
| cotipoT CORE Praject Management Sl PlaFg 5 T YE | Ik
N CO11002T . [CJRE Parsonal Savings and bnvestment ! 5 T 25 M
L Manzgement — : e o il o]
C011003T ISE\I‘EM‘I‘H ELEcTiveE Indian Fin ancial Systermn and Financlal 5 1 35 2t
. [Select any one] SErvices
CO11004T | Customer Relationship Management 5 T 5 15
RESFARCH ' i
L011005P PROJECT/ : : . . 1 P 50 50 |
AISSERTATION | Major Research Frojecty Dissertation
Note: In case of 4+1 [B.Com. 4 years programme and M.Com. 1 Year

Programme), Course structure which is mentioned as M.Com. Year

It will be treated as M.Com. Year L
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Prngmﬁu;:e‘f Class: B. Com. 'r'q:gr-: v - J_ . semester: Vil

0
Pragrameme, Class: M, Com. ek _ Fear:d .-__-“_.ﬂ__ Semester: P
THESr . Bachelar {Rescarch] in Faculty - Commerce
Course Code: M=C010701T | Course Title; Grga_nif.atinnal Behaviour

T Course Outcomes: The abjective of the course is 1 make the students Familizr wath Tnzlian nrganiiati-:‘.r ris of WL
| penad and the basics of organ zational behoviour and make them understand the importance of growas and
| leadership ote. The coursg also 2 me 1o develop in the »tudent the ability to run a buiziness hguse rraere efficie~tly 0

4 tiluation of stress.

Credit: 5 [Core Compulsery )

Max. Marks: 25+75 i | Min. Passing Marks: 33 B =
Units ) 5 = Topics ~ -

1 VEDIC Period - Farly and later WEDIC peried and political, social, aconomit  #nl |9|i;i-:':.u.s

characteristics 1 WVEDIC period,
Religious concepts and HINDOU sacial organization — Concepts of Dharmi, Artha, Kama and Mok:ha,
Karma and Sansara and relevance to Hindu struchure.
The Varra system - The four Varna, the Tuu s stages of ife, lali, caste roundils and caste assoriatics,
. ] interdependence among casts and lajrmani sysiem, i v =
2 " | Meaning, Craractesstics, Key elaments anc evolutivn af Organizatiana: Behaviour (OB Biolog ol |
Foundations of Srhaviour: Trends and Changes in OB, Globalization and Culture,
Individual Dimension uf OB Motives and Behaviaur; Persanality and Bekaviour, Perceplion and
Behaviour: Learning ang Behaviour; Thoories of Mouwation: Expectancy Theory, Equily Thoary,
reinforcement Theory, Goal Theary, '
3 Groups and Leaderships Meaning and classification of group, Grous member resaurce, GrOUD
structure: Group cohesivenass, Commttess, Mature and functions: Advantagos nd dizadvaniages,
Guidelines tor effectivity; Leadership: Meaning and roles in organization, Majar epproaches,
| Leadership styles, Distinction between Manager and Leader, Throries: Crhio and Michigan shudio,
Fiedler's cantingenzy model, Path-Goal theary [
Fower, Politics and Conflict: Power: Meaning, Sourcet and Bases, Impression Management; Defensive
Behaviour: Conflict: Meaning, Nature, Sources and Types; Effect of Inter-Group conflict handling
| and Resalution; Preventing and stirnul ating conflict.
5 Organizational Culiure: Introduction, Flements of Culture, Fupetions of Organizational Culture,
Managing Srganizaticnal Culbure; Organizativral Culture and Lthics, Organizational change: Foroes
[ lar thange, planned chenge; Resistance to change; Approachos o Managing Cirgaruzational
Change. Organiratiznal changs in [z Busirceses

=

Suggested Raadings -
¢ Haripada Crakrahorti, Trade aned Commergs of Ancient India, Academic Publishers, Calcutta 1966

e Balram Srevastava, Trade and Commerce in Ancient India, Chowkhamba Publication, 1968,

« LM.Prasad, CQrganizalional Behaviour, Sultan Chand & Sans, 2019,

s R.W. Griffin, 1M, Phillips & 5 &4 Gully, Managing Peaple and Orpanizations, Cengage
Learming, 2016,

= Keith Davis, Hluman Behavweur at Wark,

»  Hersey, Faul and K.k Blanchard, Management &f Crganisational Behaviour.

+ Kormar, K. Abraham, Srganlsational Behaviour.

+ [Drucker, Peter, The Fffective Executive.

« Dr ML Dashara, Sangthan Siddhant evam Yyavahar (Hindi).

s [r. P.C lain:Sangathanatmak Yyavahar [Hindi).

» K. Atwatnappa: Organisational Sehaviour,

« K. Aswathappa and G. Sudarsana Reddy, Mansgoment and Crpanizational
Belawiour.

s 5.5 Sudha: Manazement Congepts and Cirganisational Mehavicur -




Programme/ Class: B. Com, |  tear: |V ol Semester; Vi

B
. Programme/ Class: W, Cem. | Year:| . _l_ _ Semester: |
Bachelor (Rescarch] in Facully — Commerce el
Course Code: N-CO10M02T [ Course Tithe: Indian and Global Business Environment

Caurse Duteomas: Mfiar Ll_,m:llrau'.-n af this course, ehe students will b able to wentif y and i Herentiats various
micrn and macro factar sfecting functioning of Busness, 2nabyze Indian and glebal economy in the light af changing
governmenl regulatory solicies and learn about the asjectives and strategios in poonormic planming.

ST B

Credits Core Compulsory
Max. Marhs: 25+75 i i ; nﬂ:r;i’;s.'i_n_g_l'uﬂarks: EE i "
Linits 2 Tc;p'ir_t B =
1 [ Coneoot of Business Environment, [eanornic Envirenment- Econemic Systerns, ECOACHM o Palicies

[Monetory and Fiseal Policies); Politea! Environment- Role of Government in Busingss; Legal
Envirenmont- Consumer Protection Act, [EMA. Socio-Cultural Factors snd their influence on Business.

Corporate Social Responsibility (CSR)
z scope and Importance of International Business, Globalization and it Drivers, Modes of entry inke

Intermational Business,
Gavernment Intervention in International Trade; Tarff and Meon tariff Barners; India’s Forcign Trade

Poalicy.
| 3 Fareign Direct lnvestment |:FDl}ar1nl Foreign Portfolio Investmeant [FIEE) s Types of FOI, Costs and Berle-"‘m
af B0l ta home and host countries: Trends in FOU India's FDI Folicy.
Balance of Payments (BoP}: Importance and components of BoP.

4 ' Fegional Economic Integration: Levels of Hegional Econormic InTegratian; Trade creation iml:f decrsian
Effects; Regunal Trade Agreements: Eurapear Unian (EUN], ASEAMN, SAAAC, MAFTA

- NITI fapag Purpose, Role and Sigrificance, Intiatives taken by 1t ) —

5 International Foonomic institutions: IMI, '.'.ru-rld Elanlt LMCTALD
Waorld Trade Crganisation (WTO) Functions and QRjectives of WTO, Agriculture Agreement, GATS, TRIPS,
TRIM,

Sugpested Readings -
e Mishra and Puri, Economic Enviranment of Business, Himalaya Publishing House Pyt Ltd, 2018

& B.N.Ghash, Business Environment, Oxford University Press, 20014

» Farmesh Singh, Indian Econamy for WPSC Civil Services Cxam, McGraw Hill Fducation Indie, 2073
s Datt and Nag, Datt & Sundharam's Indian Econarmy, 3 Chand and Company Ltd, 2074

: s F.Cherunilam, Business Environment: Text & Cases, Hirmalayan Books, 2011

L s Faoisal Ahmed, Business Environment: Indian and Global Perspective, Masood Bochs UP, 2020




; ; Prugmmme;"_!:-l-é:-:: E»_ l.‘.-ﬁm- | y '.1'_'EEIF: 1 . Semester: Vil

£
T Programme/ Class: M. Com, | W, s semester: | et
Bachelor [Research) in Faculty — Commerce B
Course Code: N-CO10703T | Course Tithe: Statistical Analysis o

Course Dutcomes: The abjective aof the course i 1o anable the students ta understand the basic conce prs ot statistical
tools and techniques and to develop in therm the ability Lo apply these 1ouls ard technigues for managenal decision
mzking and alse Lo work as good researcher

Credit: 5 | Core Compulsory
Man. h_lﬂs.: 15475 ~ Min. Passing Marks: 33 e i

| Units | Toplcs = W5
b Promanilily: Basic Concepts and its Types, Probability Rules, P-abability under canditions of statistical

independence and statistical dependence, Bayes' Theorsim Mathematical Expectatians, Theoratical
irequercy Distributions: Binamial, Poisson and Mormal Distributions, Chuosing the correcl
Prababinty Distribution.
| Univariate, Bivariate and Multivanate Analysis (Conrept Dnlyl
z '.F‘I!__E,'I:S:'u"ﬂ"‘ .ﬁ._l:lalv:ii:.: simple and Multiclelinear Regression [Cnly in Ind widual Series|
nssociation of Attributes: Class Frequencigs, Consisiency of Data, Associalion between Altribules;

Chi-3quare Test.

B3 Samp ing and Sampling Distributions: Introduction te Sampling and Basic Concepts for Hypothesis
Testing, Procedure and Estimation af Parametler, Testing of Hypothesis and Estimation of
Furameter for Large Sarmplas (Mariablec anly).

4 Testing of Hypathesis and Estimation of Paramelcr far small Samples [Wariabtes) with Srudent’s |
| 11est, Ftest, Analysis of Vadiance [ANOYVA) Test. - . Fm—
5 | Nonparametric or Distribution-free Tests: iann- whitney 1 tast and Kruskal Wallis H Test.

Statistical Qualty Control: Cancept, Contral Charts; Mean, Standard Deviagtion #nd Range Chart.
suggested Readings —

s Clarks and Jordan; Introduction to Business and EConamies,
v WG, Cochran, Sampling Techniques.

| v Crogtan and Cowden: Applied Ganeral Statistics

» 0N, Elhance, Fundamentals of Statistes.

« 5P Gupta, Stalislical Mathods

« AN Gupta, Statistcs

» |oanand Gibbons: Non-paramelric Statistical Inference.

» P.H. Karmel Applied Statistics for Economics

¢ Levin and Richard, statistics for Management

«  K.N. Nagar, Sankhyaki Ke Mool Tatva.

a  Sancheti and Kapoor: Statistieal Methods.
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Frulgr a-mme_.-’-ﬁss: B.Cam. | i Year: IV | 5:rn1:f._1:ér: Wil

&
Programme/ Class: M. Com. I i Year: | B » _ Semester: |
: Eachgl_quiltﬂsear{hb in Faculty Commerce G
Course Code: COLO704T | Course Title: Dlgltal Marketing and E-Commerce o =X

Course Qutcomes: The course aims 1w help shudents understand digital #nd social media marketing practices Lo

arquire and #rhance customer engage ent. Sludeats will be #ble ta develop latest digital practices for marketing

and prommatian,

Credit: 5 i Elective
- Max. Marks: 25475 a Min, Passing Marks: 33 B e
Units | it Toples - i el
1 Marketing Strategies for The Digital World: Introduction, Meaning & Definitan, History,
Objectives, Features, Scape, Benefits and Problems. Digital Marketing V/5 Real Marketing. )
2 cacial Media Marketing: intraduction to Blogging, Importance of blagging in Marketing, Intraductisn

to Faceboak, Twitter, Geogle, Linkedin, YouTube, Instagram and Platerest - their chanmel advertising
zna campaigns; Concept of Duplicate Content and Cancrical Tag, Links of Blogs
! at Different Related Pages and Communitles B =

3 | User's Fngagement: Use of Sifferent Sites, Tools 1o increase Wiews and Engape Audience; EH'E-EIF"'TI
Engine Optimization |SEQ) — Cortents, Tonls & Ophimization, Centent Management; Paid fnclusion,
i Types of Cockies, Impartance of Coa<ias in Improving Custamar Experience, Customer
i Felationshin Management [CAM] In Online Marketing
4 Digital Trameformation ramewark, Disadvamiages and Precautions in Onfine Marketing, Future
Lieads, Affiliated Marketing - Concept. Overnew of Gabal E-Marketing 1ssugs; Cansumer Behaviour
finlne, Segmentation, Targeting, Differentiation, Postioning Strategics, Onling
P arketing Research Taals ;
g Defining E=Commerce, The Oevelopment gf E Commerce, E-Commerce Marketing, £ Cornmerce |
Legal Considerations and E Commerce Customer Expoctations.

Sugeested Aeadings -
+ Damian Ryan, Understanding Digital Marketing (Zad ed.), Kagan Page Publishers.
» [ Chaffey and F_Ellis-Chadwick, pigital Marketing: Strategy, Implemeantativn and
Practice, Pearsan, 2013
+ FRobStokes, £ Marketing — The essential guide o amline markoting, Flat world knowledge

s Moutusy Maiti, Internet Marketing, Cxford Jnrversity Prezs ndia, 2017,
s+ Vandana Ahuja. Digital Marketing, Onford University Press India, 4015.
»  (racy L Tuten, Social Media Marketing, sage Publications Lid., 2017,

\ﬁtlp.,_f-- b
Lpanl A\
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Programmef Class: B. Com. | Vear: IV | 5 ﬁemes_fter: Vil

& L
T Programme/ Class; M. Com. | Year:l | ~ Semester:|
' Bachelor [Research) in Faculty - Commerce B
,r Course Code: CO10TOST | Course Title: Advertising and Sales Management

Course Outcames: To develop an in depth understanding of the modern concepts and latest tech mgues of
advertising and parsonal selling and sales force management, which constituta the rapidhy growing field of marketieg,

Credit: § ' Elective ]
| Mas. Marks) 25+75 | Min. Passing Marks: 323
iInits ) PR _ _T:}P"CE P i
£l Communication Hasic, Comrmunic atian and murkeling, communication process,  fommunicaticn

response, hierarchy reocels, Copnitive  procesting of communication. FKB Mdodel  fdarketing
Cemmunication me, Integrated marketing communicatien and introduction, advzrizing — ks impartance
and nature, advertising and publicity, Adwertizing PManagerment process, advertising ohjectree, DAGKER
spproach, determination of target audience and prslioning, advertising budget- Factors influencing

budgut decision and meLhomds.

(L9 ]

and execution styles, developing advertising copy for print ad- headline, bady capy, logu, illustration and

laynut,
Media Decision- Types of media, advertising through intarnet and interactive media, developing media

plar, media selection and schedufing _
3 Advertising in India: Scrial and regulatory aspects of advertising in India, Recent developments and

issues in advertising

alesmanship and sales management, process of effective selling sales manzgemonl  PIOCESS,

in customer relationship managemé it
5 Lales Forge Management : Recruitment and selectian, Training and development - Objectives, technigues

and evaluation, sales persans compensation and techniques- Straight Salary, Straight commission, Sales
| contests, Reward and Expense accaunt, motivaling and supervising cales persennel Evaluabion and
cantral of the sales effort- Evaluation of sales personnel performance, sales and cost analysis.

suggested Readings -
s faker, David, Rajeev Batra and John 6. Mayers, Advertizing Managament, prentice Hall of India.

s Belch, George and Michael, Advertising and Prormotion: #n Integrated Marketing Communications
Perspective, MrGrow Hill Education.

s Kavita Sharma, Advertising: Planaing and Decision M3 king, Tasmann,

| s loseph F. Hair, Sales Management, Cengage Learning, 2009,

Advertising Message and Media Decision: Craativity and Advertising; creative  process, creative appual-; '

[ 4 Fundamentals of Personal Selling: Nature and impartance of selling, Types of selling, personal selling.,

crviranmental factors impacting selling, Managing ethics in selling environment, Rale of personal selling

LY '/"




" programme/ Classi B Com. |  vear WV I Semester: VIl

i
i Prl_JgrammE,n' Class: M. Corn, | Year: | e ! s Semestors |
. I;_a:_h ulor {Research] in F.jl:ult'p' -Carmmerce -
E{rune Code: CO10706P | Course Title: Project Presentation on l'.‘llgltar Marketing and E-Commerce

C.u.une Outcomes; Thiz murse will b l'lp students to understand Duyilal I'..-'Ia kating and L Cormmerce, Stucenits wal o
able 1o understand usage, latest trunds and future develnpment of Digital Marketing a7d E-Commeree. 1L will heip
thern to became entrgproneur a5 well,

Credit: 5 Project Prazentation: Elective )
| Pan. Marks: 50450 _ i [Ty ﬁassiné Marks: 33 e
F'rqgr-amrne,l" Class: B. Com. i i Yaar: i | Semester: VIl =
_ &
programme; Class: M. Com. Yaar: | | Semester: |
Ba:helnr [Research] in Faculty - Commerce

Course Code: CH1O707P [ Course Title; Project Presgntation on Advertising and Sales Management
Course Cutcomes: This course will help students to understand Advertising and $alvs Managemeant. Students will b

ahie to understand how they ¢an use advertising and manage sales when they became 2n Entreprandur.

Credit:5 : ' Project Presentation: Elective
| Max, Marks: 50450 Min. Passing Marks: 33




Programme) Class: B. Caom. z | : Year: IV Semester: VIl
. e z - il
~ Programme/ Class: M. Com. | Year: | ! ' Semestar: Il —
25 _Eachelur 1F!nt:~ﬁrn:hj_:in Faculty — Commerce e
Lourse Code: CO10801T | Course Title: Business Research Methodelogy
Course OULCOMES: This tourse 15 designed to deweloo in-depth knowledge of the methodalogy approanste for
cangucting business research The course Inghudes @ review of the schentific metkods and its application to the

ipus ness research proooss, data prepar atiom, analysiz aad presentation of the reses rch output pwritten and oral] tor
makinz beller decisions. |

" Cradit: & " Core Compulsory
“Max. Marks: 25+75 __- | Min. Passing Marks_:___aiil._- . __ i
Units__| ) Toples . ) -
1 e duction te Aescarch: Meaning, Characteristics, Dhjectives, [ypes, Methods, significance,
Pracess, Approsttes, Criteria af Good Ressarch; Ethics in Research, Flagiarsm.
i Research Prublem- Selecting a Tapic tor Pesearch, Cempanents % Sources of Flssear:h'llrc-l:-ler;._

Review of Literature- Meed, Purpase, Research Gap Identlfication; Introduction to Research Design-
Types & Uses of Fessarch Desipn, Features of Good Resaarch Design, Quantitative and Miscd
A _ Researeh Dosigns; Variables in Research- Intraductian, Meaning, Tyoes g
3 Oata Collection and Processing - Sources af Data, Primary and Secondary Sources, Qualitative and
Quantitative Methods of Data Collection; Constructing Questionnairs; Tabulation, Editing, Coding,
Classification af Data; Data Presentation - Graphical Representation Scoles of Measurement: Tyoes
of Data Measuroment Scale; Reliability and Vahdity- Meaning, T ypes and Meed,
q Coneepts of Pogulation; Introduction to Sampling- Sample, Sam plirg Frame, Sampli ng Error, Sample
Size, Cnaracteristics of a good sample; Types of Sampling - Prabability and Non-probability, Sample
wis Census; Introduction ta Hypothes:s- Meaning, Concepls & Types, Type | and Type Il Errors, Level
of Significance; Testing of Hypothesis; Descriptive vs Inferentizl Analysis, Overview of Parametric
and I"‘\lDﬂ-F'-EI-‘i-HI"IETI_’iE Tests.
5 Report Writing - Types af Reports, E szentinls of a good reoport, Fastnates and Bibliegraphy,
Understanding Refercnee Management Soflware.

i Supgesied Readings
e Zikmund, Babin, Carr and Griffin, Business Research Methods, Cengage Loarning,

« CA. Kothari, Methodology of Rezearzh, Vikas Publishing Houge,

» K.A. Sharma, Research Methadology, Mational Pu blishers, laipur.

s Wilkinsan & Bhandarkar, Methodology and Techniques of Social Research.

s O R Coaper and P.5. Schindier, Business Research Methads, Tata MeGraw Hill

e | KSackdeua, Business Research Mothodology,

= \William Emary, Business Research Methods.

= Dr O.R ¥rishnaswami, "Business Research Metheds”, Himalaya Publishing House, 2020,
humbai

« O R Krichnaswamy, Methodology of Research in Social Sciencas, Himalaya Publishing House.

i
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! ) ___Fr?grarnrm:,l' Class: B. Corm,  Year; o _ R
- s B RSP TS S i
Frogramme, Class: M. Com. | __ ¥ear:| J samaster: |l _ [

I : ) pachelor (Research| in Faguity — Cammeres o
Course Codar N-COLOB0AT Course Title: Lﬂg{s!:i_ﬁ and Supply Chain Maﬁag erment Sl

tourse Dutcomes: Students will be able to undersiend local and world cless ogistica and supply chain myrigament
n rranufacturng and nonemanufacturing sectars @5 well They will alse leam madels of 3CM, transparialion m,
nratien strategy, cost aralysis and measuremant, usu ! 1T in SCM, Future trands and best practices i SCR

Credit: 5 Core Com pulsory
" Max. Marks: 25+75 ~_ Min. Passing Marks: 33 )
" Units Topics
B  Logistics: Companents of Logstic Manzgemaont, Dewe loprment of Logistics, Value added Inw_‘.rnDr',r Fluw.

Rale of Logistics in the Coonomy, |ogistia-Marketing frierfare, Lagistics-Manufacturing Inlerface,
Inbound and Ombound Logistics, | ogistics Managemeat, Integrating lopislics, Porspectives in LCRISTLS,
I Supply Chon Management: Concept, Dojectives, Importance, Evalution, Activities — Heurding,
Kanufacturing, Distribution and Delivery, Gpranisations Iavolved, Supply Chaln Drivers and Dostacles,
Supply Chain Strategies, Supply Chain Sustanabiley, Difference between Logistics 2nd Supaly Chain

‘ z Mudels far SOV [ntegration: mtégratpn- ﬁup;:--i-.-_liham,-" Walue Cham, Supply Chain Silategi 25 - Push Based |
‘ supply Chain, Pull Based Supply Chain, Puzh Full Strategy, Demand Management, Internet 2ac SCM,
Physical Goods Flow, Virtual Flow and Cash flaw, Bullwhip Effect, & Mow Pers pective to Counter Bullwhip
Effect.
Infarmation Technology (A Key Enabler of SCh): Int roduction, Aple of Logistics Informatian System,
Fegulrements and companants, Technologies - Information Network, EDI, S5CMS, ERP, Transpart
Management System, Data Mining, Data Warchousing, CRM, Technalogy Applications — Bar Codus, RFID,
Lo | Lopistics Labels, QR Code, FasTag. ;
| | Transportation Mic- Intraduction, Warehnousing, Tools & Techniques of Reducing Costs, Transportatioen
i Cnsts, Methad of Selectlon, Traniportation Decision, Mumboer & Size of Depots, Fleet Szing &
{ onfiguratian, Routing and S¢heduling, §utu ristic Direction in Transportation.
Localion Strategy: Introduction, Plant Lacation, Distributiaon Problern, Warehguse Location, Retail
Facility Locatian.
Cost Anatyses & Measurement: Cost Drivers, Activity Based Costing [ABC), Logistics Cost, Customer
Frafitahbility & nalysis |
4 Fiture Trends and lssues: Collaborative Sirategies, Vender Managed taventory, Third Party Logstice,
Fourth Party Logistles, Enterprise Resource Planning, Internet and E-commerce, Supply Chaim agents,
treen Supply Chain, Reverse Logistics, World Class Supaly Chain
Bost Fractices & Penchmarking in SLRC DRjectives, Importance, Rcle and Methodalogy tor '
Benchrnarking, Change Management g nd Benchmarking, Challenpes Faced in Implementation of
Benchrnarking. : L
[s World-Class Supply Chain Management [WCSCMY: Maaning, Globalisation and SCM, Interationsl
Logistics.
Supply Chain Managerment in ervice Organizations / Non-Manufacturing Sectar: Supply Chan
Management of Products vs. Services, Einancial Services Sector, Hospitality, Software, Communication,
- | Healtheare, Cansultancy, Education, Government. =
suggested Readings —
= %P Shobha Devi Dr. Bilal Ahmad Qar et al., Logistics and Supphy {hain Management, The Weite
Order Publications, 2027,
Bowarsaz, Supply Chain and Loglstics Managerent, M Graw Hill Education, 20145
« ' Saikumari and S, Purushethaman, Logistics and Supply Chain Managerment, Sultan Chand and
sans, 2023, |
e 5atish ©. Aflawadi and Rakesh 1. Singh, Lagistics and Supply Chain Management, PHI Learmong,

07 1.
e ohv ) Covle, Jr C John tangley, €1 al, Supply Chain banagemenl: & Lagistics Prispeetive,

| Congage India Private Limited, 2019,

1 = Martin Christopher, Logistics and Supply Chain Management, Fearsan Education Limiteo, 2022,

| v Rahuld. aleckor, Supply Chain Management: Concepts and Cases, PHI Learning, 2033, Q\

e -




) Programmeyd Class: B, Com. | : Year: [V | Semester: Il ]

& |
Programme/ Class: M. Com, | Year: | | Sernester: 1)
! - X Bachelor [Research] In Faculty = Commerce -
Course Code: N-COLOB03T [ Course Title: Consumer Behaviour

Course Cutcomes: students will be able 1o understang evolution af consamar behaviour, influences om consumer
aipnificance of personality and attite di of conswmers, They will learn different mode: of consumer

hehaviour,
decision-rmaking and markating othics towsrds CONSUMErs.

Egdlt; 5 AT 2 -__ = 1 Core Compulsary
Max, Marks: 25+75 ~ | min. Passing Marks: 33 B e
Units ; Topics s
1 Undereta nding Cansumer Benavicur: Defining Consumer Behaviaur, Imf:mrtan:e of studving Co nﬁnm!

Behzvicur, Wnderstanding Consuer through Research Hrocess, Comsurmer Behaviour in g worioof

eoanomic instability, Rural Cansumear Bahawiour.
STP: Consumer Segmentation, Targoting and Positioning, Segmentation & Branding in Rural Markets.

2 [rvironmental Influences an Consumer Behavlour; Infiuence of Culture, Sub Culture, Social Class,

sacizl @roup, Family and Personality
Crovs-Culturat Consumer Behaviour.
Comsumer Behaviour Models: KB hodel, Howard Sheth Model, Family Decisi on-rmaking Model, Pavlovian

Leafning Model and Economic Model.

3 Cansumer as an Individual: Personality and Self-cence pt, Consumer Motivatian, Consurmes Percephicn,
Cansurmer Attitudes and Changing Atutude s, Cansumer Learning and Information Processing

3 | cansumer Decison-taking Processes: Problem Recagnition, Search and Evaluation, Purchasing
Processes, Post-Purchase Behavicwr, Madels of Consumer Decision-m aking, Consumars and the Onfusion
of Innovation. N
5 Consumerism and Ethics: Raats af Consumensm, Consumer Satety, Consumer Informat:on, Consumer
Hights and Recponsibilities, Marketer Respanses 1o Consurmer 1ssues, Marketing Ethics towards
Consumers.

suggested Rendings —
«  Zubin Sethna, lim Blythe, Consumer Behavior, SAGE Publications India Pul Ltd, 2070

» Frank Kardes, Thamas Cline, ot al,, Consumer Behaviour-3Cience and Fractice, Cengage, 2012
o Bamwari Mitlal, Consumer Faye hologyy Consumer Behayidur, DPENMENTIS, 2021

s Schiffman, Consumer Rchaviour, Rainbow Book Distributors, 2020,

< Ramesh Kumar, Consumer Behaviour: The Indian Context (Concepts and Cases), Fedrson

{ rducatian, 231 7.

s  Michael B. Soloman and Tapan Kumar Panda, Consumer Behavior, Pearson Education, 2020,
a  David Loudan and Albert Della Bitta, Consumer Behavior, MoGraw Hill Education, 2017.

s Situn Krushna Sahu, Consumer Behavieur, Netien Press, 2021,

AT AN AT 19 v fpErsT RS o oo T FATER wlw ENERD W EEETH,
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Fmgfammrf Class: B, Com, i Year: W | _ Semcster: Vil

1

& - -

Programme,’ Class: M. Com. _|r Yoar:l - ; | Semestor; |

Bachelar ;ﬂesmt:hr In Faculty — Commerce

" Course Code: CO10804T

Course Title: Advanced Corporate Accou nting and Reparking

Course Qutromes: The course focusses on the study of accounting reauired to understand finarcial positian of
the corparale ertergrise and underslznd the statutory requirgments sa #s 1Q Mandge the srterprise pficiently.

[ Credit: 5

Max. Marks: 25+75 Min, Passing Marks: 33

| Elactive : .

—_—

LUnits

Toples

1

Protit Prior To Incorporation, Distribution of Prafits, Mariageria! Remunerzlior- Cancept, Profit
Ascartainment for Manageral Ipmuneration, Accounts of Insurance Compan:=s Revenue ACCounE,
Ircome SEatements, Balanie Sheet Meaning and Concept of Holding Compary and Subsidiary
Company, Minarity Irteres?, Cansal idated Final Acrounts,

Accounting far Amalgamation and External Reconatruction &malgamatian in the nature of Purchase |
and Amalgamation i the nature of fMerger, Accounting problems relating (o AL guistion, Mergers
and Demerger; Liguidation of company, Liguidatars Final Statement of Accounts, Winding vp of
Compganty.

Corparate Actions- Meaning, Implications to Shareholders, Promater’s Hold: ng Issue of Bonus
tharas, Accounting for Bonus lsiwe, Right Issue, Scherme of Capital Aeduction, Buyback of Shares;

| SEBI zuidelines for Alteration of Share Capital.

waluation of Business- Asset Based Approach, Equity f‘.."lq‘:lhl:l-i:ls.r Income Basod Approach, (Cash Flow
Method, Dividend Methad), Valuation of Distressed Firms; Estimating Growth Rate, Earning
nultiples, Economic Value Addition [EVA) and Market Value Appraach (M)

Forensic Accounting: Meaning, Concept, Role of Che professional Furensic Accountant: Corporate
Governance; Corporate Sacial Responsibility- Meaning, Impartance, Requirements and Users of C5R
Repart, Benefits, Reading of CSR Report, Companies Act-2013 and C5R Policies, Cvaluatson of 23R
Boports; An Overview nf Annual Report-, Contents of Annual Repart, Key Indicatars of Financial
and Naon- financal Perfarmance, Moture and Extent of Reportable Segments.

_5ugge=ted Readings —

+ SN, Maheshwari, Corporate Accounting, Vikas Publishing House, Sth Editlon, Year 2003

« Jainand Narang, Corporate Accounting, Kalyani Publizhers, 2005

« 5K Paul, Advanced Accounting, Central Publication

+ Dr M. Aralanandam and Or. K.5. Raman, Advanced Accountancy, Himalzya Publishing
House, 2014,

+  R.L Gupta, Advanced Accountancy, Sultan Cha rd Publishing.

v 5 Anilkemar, ¥, Rajesh Kumar & B. Marivappa, Financial Accounting 1, Himataya Feblishing

Housa.
e MWLC Shukla, T.5 Grewal & 5.0 Gupta, Advanced Accounts.

L - - i
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Program me/ Class: 8. Com. J > . Year: |V | _ 'ilF__I'!1_F5I!1:;-'l.I'III

B
Prograrmmef Class: M. Com. | Year: | GRS | semester: i
Bachelor {Research) in Faculty — Commerce
Coursc Code: (0108057 Course Title: Management of small Business

Course Outcomes: The course amns .'|I: 1o mpart in-depth knowlodge of MSRE baswally i india. |'— will help students -
in st g g of ther gwn unit.

Credit; 5 e | Eloctive )
| Max. Marks: 75475 Min'.'ﬁssing Marks: 33
units | ] ' Topics =i
[ Iintroduction- Definition, PSWES, Charac'teﬁstjcal scope and significance of cottage, small and ;

medium Industries, distingtion between a small and large-scale industry. Environment alfecting
small-business and small-industry, ¢mall-scale indusirias and centralistate govEIMMENts, vanious
agenclos assisting small-scale industries in India.

2 Praduction- Methads and procedures of starting a smafl- “scale industr ~r prn:p aration and
[ . evaluation of project reports, ~organization and financing of small- scale ndustries
3 Basic Problems of MEME's- Prablemns faced I::-,.I small-srale industries related to production,
| finance, personnel and marketing in In dia. Financial Institutions related o MASME"s, .
il Broblem of Sickness: Prevention and Measures of M3ME's Sickness and falure of small-scale

ndustries in India, causes, preventive measures and rehabilitation Industrial Policy Provisions

relating to MSME's )
=S Emtreprerey fshm E'-F-'.rﬂlnprr gl prn:ugrarr'mr_ in In.Jla Ftu::HF af an [r11lf|.'|rEFIE'.J’

CUpEEsled H Ea-l:llngi -

o Masant Desal, Manzgement of Small-scale industries, Himalaya Publishing House, 010,
s (0.H. Farooqui, Small and Cottage Industries in india

» M. Singh, Scientific Managermeant of Small-5cale Industries

»  Commissianer, Small-Scale Industries, Gowt. of ndia = Annual Report

»  Small-Scale Industries Corp., New Delhi — Annual Regort

» State Financial Corparations — Annual Report

s« SIDBI—Annual Report

¢ Indian Investment Centre, New Delhi - Various Publications.

« website of Miristry of Micro, Small and Medium Enterprises, Government cf India.

b3
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L Programma/ Cluis:_ETl:_i::rrl. . ) Year: IV | ] Semestar: Vil

&
Programme/ Class: M. Com. | tear: | | ~ Semester: ||
. : 3 Bachelor | :nesearr.:h] in Faculty — Commerce
Course Code: COL0E06P Cowrse Title: Project Presentation on accounting and reporting of any

Companyor MSME] Large industry

o R e S S 1 *h R
Course Outcomes: This course will help students (0 understand the real scenario of actounting #nd reporting

of acampany's records,
Students will be able to understand the real scenasio of MSME] Large scale industres. 1 will empower

students inselling up of ther own firms.

| Credit: 5 ) it | Projact Presentation: Elective _
| “'_M,'i_‘_r“‘ 50450 _ Min. Passing Marks: 33 B S
Programme/ Class: B.Com. |  Year: v il semester: VIl
&
Programme/ Class: M. Com. | Year: | | Semester: ||
o Eachelor {Ftesear:h:l in Faculty — Commerce
Course Code: CO10SOTP Course Title: Field Visit/ Industrial Training/ Practical Work with a

Frnh!!.sinnal Person.

Course Outcomes: This caurse will hcip  students to understand how they can wse theoretical knowledge in
business 11 will cropower them in getting a job or i satting up of thuir gwn tirms.

Credit:5 el Project Presentation: Elective B -
Max. Marks: 50450 Min. Passing Marks: 33

e Incase of field visit, student s required to submit a detailed report of the visit for the purpese of evaluation
The report should include the observational features and benefits of the visit.

s Incase of industrial training, student may be zllowed far the summer training and 15 required to submil 2
detziled tramming report including training certificate for the evaluation

s Incase of practical wark with a professional person, student is required to submit a detailed repornt
including certificate of the wark from the person for the purpose of evaluation. The repon should
inciude practical work learnied and benefits of the work, _ o = 5




_ ___I-'mgramrne,." Class: M. Tam. | Yaar: || | Semaster: ||

= el

Master in Faculty - Commerce

Course Code: N-€CO10801T [ Course Title: Services Marketing

Course Dutcomes: The ~tudeats will be ablo 1o Lndersiand Service Warketing, Mackstng Mlix fuir Sarvicas, Service
| Bluepnot, n
| rmaapers. It

I EEditi 5
(T Marllts; 25475 Min. Passing Marks: 33

tepration of Mew Fechnuiogies and urhers key wwues facing today's custamer sapdice pravidors ad e
will prgvide a theoretical and pra clical bass for assesting service perfonmance.

Core Compulsary

1

nits

Toplcs

Marketing of Services - Concepl of Seryices, Serice Marheting Triangle, Charattaristizs, ralure,
Importance of Services, Factors affecting Services, R2ason far the Growsh of Service Sactar o i
Concept, Okjectives and Functions of Services pdarketing, Meed and Challenges for Services Market g,
Technotogical Reveloprment in Services Markeling, E-serviges

Services Marketing Mix and Research: 7 Ps ot Service Marketing — Produrt, Pricing, Place, Fromotiar,

People, Physxal Evidence, Process.
Application of Marketing Research in Servires Marketing. Services Marketing PROCESS. Collection of

<arvices Marketing Infarmation, Strategic Marketing Frocess For Serwices. Services Markering
Flanning

Consumer Behaviour in Services - Consumer Thowe, Consumer Experience, Post Experienze [valuatian.
Custamer Cwpectations of Service - Importance, Faclors, |stuss, Ensuring High Custormer Saniiaction,
Understand:ing differences among Consumer.

Dimensians of Service Cuality: Defivering I'.lu.ﬂiEy‘ Service, Challenges of Measuring Service Cualily,

| Frmployees Role in Service Delwery, SERVOLIAL The Custorner Gap, The Custamer Expectations versus

Perceived Sarvice Gap, Closing the Gaps, Key Tactons and strategies for Closing the Gap, GAPS Model of
Lervice Ouality.

Maodern Trends in Semvices Marketing Marheiing Sereices in Financial, Health and HEuspi:taI-ii',' Cectors
including Travel and Tourism, Developing Sustaina ble Service Madels.

-?uggested Readings —

«  Walarie Zeithaml & Mary Jo Bitner- 5arvices Marketing: Integrating Customer Focus across the
Firm, McGraw Hill Education, 2013,

v Buchika Sharma & Kritika Magdey, Service Marketing [test B rases), Sun India Publications, 2014,

« B, Srinivasan, Services Marketing: The Indian Cantext, Prentice Hall india Learning Private Limited,

2014,
K 8. M. Rao, Services Marketing, Pearson Education Imcdia, 2011

¥

+ Venugopal and Raghu, Services Marketing, Himalaya Publishing House.

e Manita Matharu and Manish Joshi, Service Marketing, Redshine Publication Pyt Lid, 2022

« lochen Wirtz and Christopher Lovelock, Services Mar keting: People, Technology, Strategy. world

Scientific (Us), 2011,
®  Harsh ¥ Verma, Serviges Marketing: Toat and Cases, Pearson Friscatien, 20 12.
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Programme Class: M. Com. Year: Il - . semester: || ) [
R o e

Faster In Faculty - Commerce I

Course Code; N-CH10902T Course Title: Retail Management

Course Quicomes: The cowrse will help the srodents o dovelap Apalyucsl Skills to identify Ketzil Business
Opportunities andCanditizns for agcess tw polenta marketers itwill heela Eherm bg start Eheir gwn retad cutiet

Credit: 5 Core Compulsory
Max, Marks: 25475 ' " | min. Passing Marks: 33
 unhs Toples o
: 1 o FIEI::ILIIHE-TH'I:::: ﬁ[.:EFEI.‘-d i pnrtance of Eetaillr;-gmﬁauli hia nag;emr_'nt, Retail Fanmats, "heories |

of etall Change, Retail Enviranmeal Feanomic, Legal, Technolegical & Computitive.
Ratail Soctor in India: Size, and Drivers of Retail Changes, FD1in Fotailing in Indian Canesi
Recent [rends in Retailing: Modern Retail Formats, Mall Systern, Challe nges Facod by tha Retail bactar,
Ethies in Retailing.

2 Relail Stratogies: Promotional Strategies, Rotail Planning Process, Retail Market Segmentation- Ca n:.‘é.ﬁt
and Significance.

| Relationshin Marketing Strategies: CRM in Retailing, Retail Yalue Chain, Retail Life Cvele, HAM in
| Retailing- Growing Importance of HR g Challenges faced by HR in Retailing.

| Consumer Strategies: Consumer Rehawiour i Fetail Comiext, Buying Decision Process, Cuslarmer Service
as a Part of Retail Strategy. h )

3 Retail Location: importance, Types, Steps involved in choosing a Retail Lacation.

Merchandising: Concept and Merchandicing Planning Process, Retail Branding, Merchandising Buying,
Wsual Merchandising,

store Design and Layout: Store Design- Elements, Store Layout — Importance, Steps for Deskning.

4 Technalagics: Use af Technologias in fetailing- Electranic Data interchange (EDN), Radis Trequency
Identification [RFI], Data Base Manzgement System.

E-Retailing: Farmats, Challenges, Gresn Retailing- Concept and Importance.

Retail ac 2 Careaer: Varous Career Options, Responsibilities of Store Manager, Functions of
Merchandising Manager. : i

3 Legzl Compliances for Retail Starcs, IPR Patents, Copyright, Trademarks, Consumer Rights Highlights of
Consumer Protection Act and The Standards of weight and Measures Act.

Suggested Headlings =
«  Berman and Evans, “Retail Management”, Prentice Hall, 2017

' +  Michael Lewy and Barton A Weits, Retail Management, Tata MecGraw Hill, Fifth Cdition, 2004

+ James k Ogden & Denise T Ogden, BiZtantra, Integrated Retail Management, Indian Adaptation,
Mew Dalhi, 2005,

s Gibzon Wedamanl, Retail Management —Functional Principles and Practices, Faico Doaks, Secand
Felition,2004.

«  Swapnil 5aurav and Ravl Potti, The Ata 2 of Retail Management, Eka Publishers, 2013,

+ Swapna Pradhan, Retailing Panagemant: Text and Cases, McGraw Hill, 2020

« Sheikh, Arif, Kotail Management, Himalaya Publishing House, F0d.

s Pinki and Aryan, Retail Management, Sankalp Publication, 2023,

»  Hosemary Varley and Mobammed Ralig "Prin ciples of Retaill Management”, Palgrave R acmillzn,

2015,

P, 3 g
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“Course Code: €O10907T __-_ ' ___T_{:uurf.e T.it.l--.c.i Strategic Management _

Prﬂgranjmgli_géés; mA. Carm, | ~ Year: |l . |

Semester: | B -J

mMaster in Fagulty - Commerce

Course Dutcomes: —©u (gurae i comcrr e wish botn £ae determetation of strategic deeriicn and th;.;

managemert af the siraTegic process. AL cLet it deals with the anartical, behavioural, and creat ve aspects ol

business simultaneaus y. Tha perspective of 1his caurse I5 1o make students aware about the key tasksinvalved
including detact.an of and adaptation w0 emvirenmental change; the procarement and allocation af resources;
the intcgratien af activities across subparts ol the organizatiors and, @t the most senoo levels, the
derermination of purcase and the seLing of corporate directions. The content wil| cnharce the hasic
anderstanding of the rature and dynamica of the strategy formulation and implementaticn Qrores.ds.
| Credit:3 e o ) - ) Core Compulsory S g
MaK. Marks: 25475 o Min. Passing Marks; 33
Units ' Toples i

1 Intraduction to Strategy: WMearing, Nelure, Scope, and Importance of Strategy; Levels of Strategy;
Models and various scheool of thought in strategic management; Frocess af strategic Decislon-
Maxing, The concept and relevance of Carporate Governance; Rgle and Respursibilibies of Top

" | Manage el Corpoerate Sorial Responsibility — meanirg anc brofes. e

2 Epvironrnental  Scanning: Urcerstanding Sirategic  Dbjrotives, El:-m_ﬁune-ﬂti nt the r'u;l.anrn
Enyiroament, FESTEL Analysis, SV anahysis, Pomer's Foue Forces Madel; Components of the Micro
Erwiranment: Resourca Based View [(RBV] Analysis, YRIC (Value-Rarby-imitabilivy-

f L‘lr_g;animtiun] Fra mework, Yalue Chain Analysis, Sustaining Competitive Advantagse

3 srrategy Fermulation: Strategy Choice % Scenarlo Analysis Pracess, Tonls & Technigues of Strategic
Analysis - BLG Matrix, ansoff Grid, GE MNine Cell Planning Grid, Mckinsey's 75 framework;
Competitive Strategy - Cost Leaderchip, Differentiation & Focus; Cooperative Strategy - Gtrategic

| Alliances - pRA, Growth strategies, 5@ biility Strategies & Retrenchrment Strategios.

4 Strategy Implementation: Develaping Programmes, Budget and Precedures, Stages of Corparate
Development, Qrganizational life Cwcle; Organizational Structures: PAatriz, Metwors &
Modutar/Cellular; Personnel Plan and Policies, Leadership and Corporate Cultare. :

5 Evaluation & Control: Evaluation & Control Process and Technigques; Enterprise Risk Management;

Prirmary Measures of Corporate perfarmance - Balance Seararard Approach to PMeasure Key
Ferformance of Responsbility Centers B Functianal Areas |Finance, Marketing, HR, Production, IT];

Strategic Audic of a Corpoeratian.

Suggested Feadings —

s Stewart Clogp, Chns Carter, Martin Fornberger & Juchen Schweitzer: Stratagy  Theory and
Practice. SAGF Publisning Incha, 2011

s 4 E Cheudhary, Strategic Management, Sahitya Bhawan publications, Agra. (Hindi)

s F.K. Yadav, Strateglc Management, University Science Press (Hindi)

s Sonlakki, Gupta, Strategic Management, Kalyani Publications [Himi)

«  Kazmiand Azhar, Business Policy and Strategic Manage ment, McGraw-Hill Educatian

«  Thomson, A& Arthur and A1, Strickland, Strategic Management: Concept art Cases, Moloraw

Hill Educalian.
L.C. bauch and W F, Glueck, Rusingss Pulicy and Strategic Management, Pde; Graw-Hillbdu atiur,




Frogramm ef Class: M- Com. Year: 0l . | Semester; I
_ el vagt oy _l".-'lﬂ_ﬁl"il_‘l Fatulty - Commerce
Course Cade: C010904T  Course Title: Security Analysis and Portfolic Management
Course Dutcpmes: The course 5 Apmgngs to enforce student’s I-c'u:-;.-le;:gn:- onrd ur'.dérst;lnar.l:::l af the sacurily
analysis and portfolio management process. Facus |8 ke devatos urderstanding of |nvestmuents {ohjectives
and consuraints!, secondary markel operalions, celertion of frarcia instruments, partfoio fermulation,

monitaring evdldition techniques. Trar viluation of equity and irlerest-beating instruments provides an
insight for drosion making required to achieve the core objactive (SY TN EA] TR L

| Credit: 5 : = _ o _ ' _'EH.-:th.le 3
Max. Marks: 25+75 N pilii T | Min. Passing Marks: 33 i
 unlts | Topics =
1 Owerview of Capital Market: E.apilal_l"."larl-:et Instyuments; Pri*r'lar'g' lssue Marke! [IPC) and Secondary

| parket: Trading Mechanism of Seeurlties, Role of Stock Brakers and Intermediaries, Clearing and
yetziament Procedures; Repularity Saysterms for Eguity Markets: Difforence Debween

lnvestment & Speculation; Investment Asset Class; Stock Market Indices. |
2 ik and Return of @ Security: Cancept of Return and Yield, Components & Meaning of Rigk, |
rdoasurement of Systematic fisk and Unsystematic Risk: Beta as aMeasure of Aisk. Calculation of
Bets, Portfolio Risk and Roturn.

3 Equily & Bond Valuation: Concept of Intrinsic value of Equily, Fundamental Analysis- Discaunted
rash Flow Technigue, Dwidend Discount Models, P/E Ratio, Price/Book Value; Technical Analysis-
Dow Theory, Types of Chartsé, = Interpretations; Difference Bebween Technical and Fundamental
Analyiis, Efficignt hMarset Hypothesis (EMH} - Meamng and Types. Bond Analysis: Valuation al

o | Bebenlu res/Bonds, Nature of Bands, Bond Thearem, Term Structure of Inkerest Rates,

4 Portfalia Management: Meaning, Need, Objectives and Process: Selection af Securities; Capital
Asset Pricing rdadel {CAPM|. : : =

5 ‘partiolio Revision and Evaluation- Active and Passive Porifelio Management; Performance

Eualuation of Fxisting Portfolio - Sharpe, Treynar and lenasn Moasdres. .
Suggested Readings -

« P Pandian, Securlty analyss and portfolic management, YikasPublishing House Pyt

Ltd., 2005,
= WP Agrawal, Security Analysie and Partfolio Management, Sahitya Bhawen Pulplicatien s (Hindi)
¢ 5. Bhat, Secuiity analysis gnd portialio management, Exern] Books, JO08.

e Chandra, Security Analysis and Portfolio management, TatabdcGraw Hitll Publishing

Company, 2011
» M. Ranganatham & K. niadhumathi, Investment analysis and pat tfalio management, Pearson

Education, 2004
= Bhatt, Security Analysis and portfolio Management, Dreamtech Press, 2011.

s o Syadhani, Security analysis and portfalio man agement, Himalaya Fublishing House
a %K. Bhally, Invesiment Managerment, 5. Chand LLd 13th editioa,
s Prasannu Chandra, investment analyns and partioho management, Tata Mc Graw Hill, 3rd

editiorn, ~,
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Prograrmime) Class: M, r:ﬁ_.' s

~tear: i Semester: Il

Course Code- CO10905T __ Course Title: Internatianal Marketing

Master in Faculty - Commerce

L

rategie:

Credit: 5

Course Outeames: The objective of the course i to familanze the studerts with the (onceptual frarmewors
pn' cies armil procedures af interrational marketing. it alsa aims tg provide an exposure of the environmental
dyramics of international business to the students 50 as to crable them to develap international markating

Elective

Max. Marks: 25+75 | Min. Passing Marks: 33

T Units

i Tapics

1

rrrm::u|:|m:'|:i|:m: Mature, scope and importance of globalization, Concept of Domesnoc and IRt grnatuanal 1-
marketing, Glabal trade and marketing, Drivers of globalizatien, Multinatnanal cor perations
international Marketing Envirenment: Econamiz, social, political, geographeal and legal anvironment; |
Glokal trading environment and developments.

Identitication of Inze'm_a::mal Markets: Segmentation and International Markets; Methods of

evaluation of International Markets; Entry Made Decisions, Mades of entry in nternational market
- Exporting, licensing, contract manufacturing. Joinl venture, operating thraugh wholly awred
subsidiaries abroad. Factars affecting selection of Entry Mades; International organizations; Market

Coverage Strategies.

—_—

nternational Product Decisions: product quality, design, labelling, packaging, branding and prndu:r
support services; Product misx; Product life eyele: New product development; International Pricirg
Decisions: Factors affecting pricing deterrmination; International pricing process, policies and
strategies; Transfer pricing: Dumping, steps in pricing, , Retrograde pricing, Export price structure

Internatignal Promatian StEategiﬁ: hdarketing erwronment and promoton strategies; Major |
decisions in international marketing communications, problems in international marketing
communications: Export promation organizations, International pramatian rix — Concept, tools,
and their key features, Imternational Sales Fo rce Management —process and major issues.

international Distribution Decsions:  Distribution channal strategy;, Types of internationsl
distribution channels; Interaational distribution fogistics — Inventary managerneant, transportation,

warshousing and isurance
| Ermarging Trends in miernational Marketing: International marketing through internet; Ecological

roncerns in International Marketing; International Marketing ethics. !

Sugpested Readings -

« varshney and Bhattacharya, International Marketing Management, Sultan Chand & Sons.

+ Francis Cherunilam, International Marketing, Himalaya Fublishing House.
e Cateora, R. Philip, Graham, L Iohn and Gilly, International Marketing, Tata mWcGraw Hill.
e Crinkota, B. Michael and Ronkainen I'lka, International Marketing, Cengage Learning.
+ Joshiand M Rakesh, International parketing, Oxford University Press

s Wesgan, 1 Warren and Greemn, Global Marketing, Pearson.

e Sak Onkwieit and Jonn ), Shaw, International Marketing: Analysis and Strategy. Psychology
Fress,
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Piogramme/ Class: M. Cam, Year: || | tommastar |l
. » Master In Faculty - Commerce 5
Cm:E Cade: C010005P Course Titla: Project Fresentation on SP55/) M Exc EIJ" R Studia/ JAMOWVIS
Any Gther Software vsed in Business Flesearch

wark Thi= witl enhance their analytica! Ell'll‘| intarprat4lion E'h bt s As weldl

E[EI:'IT 5 T'ru-jecl Presentatian: Elective
m.,.. rarks: 50+50 Min. Passing Marks: 33
Fr;:gr_ammef Class: M. Com. | - Year: il [ - ~ Semester: [l
Master in Faculty - Commerce i g
L'uursl_-  Code: CO1090FF | Course Tn;le. Praject Presentation on any Tnplc Ftelatr.-d tn Business

Course Outcomes; This course will help students to r::-cpl-::lre the lEB:IIl‘.'"' on the topics ra lsted to business.

Credit: & Froject Presentation: Elective

[ Max. Marks: 50+50 Min, Passing Marks: 33 '




Program e/ Class: M. Com. | Year: |l i Semester: IV

Master in Faculty - Commerce

| T

Course Qutcomes: The cacrse s designad to pravide on understznding of different types of projocts ard tne

Course Code: CO11001T = Course Title: Project Management and Planning

total approach for propect management with a view 10 anderstand the reasons for project farlures ard 1o
{zmiliarize sludonts with recent advances in prajec maragement tools and technigues including computers

Credit: 5

Max. Marks! 25475 =2 | Min. Passing Marks: 33

: L'_uEﬁmpl.-llsgr-.r

————

——

Units

el Toplcs

Project- Mearing and Concept; Projec: Management - Nature, Relevance and Scope; ALl ibutes of
a Project Life Cyrele, Project Management Frogess; Characteristics and Role of Good Frojoect
ranager. e SR - )
_.P!'DJEI!'.1-ILLL'r'I'.If|I_'al an Analysis: Concept of Project, Search for Business |dea, Preject identfcatian,
Project Scresring and prasentation of Projects far Decision Making, Project appraizal- Techmicdl,
Economic, Financial, Legal and Social.

Project Planning: Need and Formulation, Project Life Cycle, Project Planning Process, Wark
Bregkdown Structure. Cost Estimating, Types of Estimates — Top- Down Estimates & Bottom-Up

Estimates

_Euggested Readings —

project Scheduling: FERT-CPM, Uncertainty of PERT, Early Start Early Frnls'h, Late Start Lale Firish
ard Flaat, Crashing of Activity in CPM; Decision Making: Decision haking Environment, Decis on
Under Uncertanty, Decision Undar Risk, Decision Tree Analysis

Project Risk Management — Introduction, Aale of risk managament, Steps in risk mana gemen_t. Hislc_
idantificatian, Risk Analysis: Project Quality Management - Cuuality Planning, Quality Aszurance, Cost
of Quality, Costs of Defeet, Quality Cantrol, Quality Control Techniques Flowcharts and

Diagrams, Cause and Effect Diagrams, Pareto Charts, Control Charts, Yalue Engineering.

« ‘asant Desai, The Dynamics of Entrepreneurial Development and Management, Himalaya
Publishing Howse, 2011

» Agrawal and Fauzdar, Project Planning and Contral, Sanjay Sahitya Bhawan, Agra (Hindi]

e Oavid H. Halt, Entrepreneurship: New Venture Cre ation, Pearson Education India, 2016

e Taneja, Entreprenewrship Developmeant New Venture Creation, Galgotia Publishing Comparny.
2004,

+ K. Nagarajan, Project management, Mew Age International Fut. Lid Publishers, 200%)

= Marc Dollinger, Entrepreneurship. Strategies and Resources, Irwin Professional Publlishing, 1995 |
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" Programme/ Class: M. Cﬂ | __ vear: Il e Semaster; IV
Master in Fac!ali'[ - Commerce

| e e | ——— — . =
Course Code: M-COLL00ZT Course Title: Personal Savings and |pvestment Management
Course Qutcomes: bpables the students to ko various Avenues of perional savings and investment ma 1Agermnant
They will be able to secure Lhelr Savings in futu-s
!

Credit: 5 [ Core Compulsory
| Max. Marks: 25+75 s _ Min. Passing Marks: 33
Uriks Toplts
£ | Intraduction to Investments: Eaning of [nvestments, Difference between Savings and Irwﬁs.t-meﬁ'l; 1

Difference betwean nvestment, Speculation and Gambling. Investment Goals; Investment Canstraints.

dentifying Risk Tolerance. L
2 Pre-cautionary Investments: Health Insurance- Typas, Operaticns and Fr ocedure. Life Insurance- Qrigin,

Types, Dparations and Procedures, Selection of Types of Insurance Policy Pension Funds.

3 Tax Saving Schernes and Savings schemes: Bank Deposits, Past Office Saving Scheames, NBIC Depasits,
Kisan Vikas Patra, Mational Savings Certificates, Employee Prowident Fund, Public Prowident Fund, Sensar

| Citizen Saving Stheme, Sukanya Samriddhi Yojna ete. . ___ — il
(! Mutuai Funds: Intraduction, Historicel Background of Mutual Fuads in Indiz, SIP vs SWF,

Basis of Classification af Mutual Funds- Orgamization Structure, mManagerment of Portfalio, Investmenl
Objectrve, Underlying partfolio, Thematic Funds, Exchange Tra ded Funds, Owerseas Funds and Fund of
Funcis.

Criteria tor selection of Muteal Funds. Calculation of Met Asset Value. Calculatian of ddutual Fund
A&tuisns.

Measures of Mutual Fund Parformance— Sharpe’s Measure, Treynor's Measure and Jensen’s Alpha.

5 Stocks and Bonds: Meaning of ttock and Bond. Bonds- Features, Advantages, Limitations and types of
Rands. Gilt-edged Securities; Stock narket Dperations; SEBI Guidelinas, KYC Guidelines.

| suggested Readings —
« v K Bhalla, Fundamentals of Investment Management, 5. Chand & Company Ltd., 2006

s+ Prasanaa Chandra, Investment Anabysis and Partfalic Management, McGraw Hill, 2021.

s Altred Mill & Michele Cagan, PERSONAL FINANCE 101: From Saving and Investing to Taxes and
Loans, an Sssential Pamer on porsonal Finance (Adams 101 Series), Adams hedia, 2020

e Anil G Bane, Mutual Fund Invesiment: How 10 rulriphy Money and Create Wealth, sdhyyan |

[ Books, 2002

s Sundar Satkaran, lndian peutual Funds Handboak, Vision Books, 18

s v Bodie, Essentials of investrments, MeGraw Hill Education, 2017,

s WP Rustagy, investment Mana gement: Theory and Practice, Sultan Chand & Sans

s Pandian Punithavathy, Security Analysis and Portfalio Managerment, Vikas Puklishing House
Private Limited, 2013

s 0B Maheshwari, Investment Management, Sanjay Sahitya Bhawan, Agra, 200,




- _Master in Facuity - Commerce
| Course Code: 0110037 - i [nur-:r;_-_- Title: Indlan Financial System and Financ al Services

| Course Outcomes: This course is desigred to develop a knowledge about the financial system ane functioning |
af financial sub syslems comprising of finencial markets, financial instruments, finanoial inkeerrmediaries,
financial sarvices and regulatory awthgritics. Moreaver, the students will be able to undesstand the core
financial servees, prudential norms, new technalogies and the lates ransformation ar refarms 0 mebilizing

|7 Programme Class: M, Cam. ; Year! |l | Semester: v

funds in coooany

Credit: 5 - _.Eltlﬂ-lh"_l!'_- )
[ Mtax. Marks: 25+75 - Min. Passing Ma rks: 33 ) |
Units i . Topics - |
i Strgslure of iIndian Firlal:ll:iEl| Systerﬁ. Mearnng & D;frr_-.run.:'_n:-:';f_ﬂa\rings. E |Investmoenls, Ftﬁlatinnsh?

between Money, Inflation & Inberest Financial Markets (capital market and money market] -
weaning, constitwents, functions amd instruments.

B Financial Institutions & Regulatore: Reserve Bank of Irdia - Organization, Management and
Functions; Cammercial Banks- Meaning, Functions, Present Structure, Types, E Banking and Recent
Nevelopments In Commercial Banking; NBEC, Sectarial Financial Institution NABARD, Exim Bank and
ather Apex Financial Institutions; CEBI - Objectives and Functians.

3 Financal Imtermediaries and Services - Meaning and Role of Merchant Banking in India, Credit
Rating Agencies -heaning & Role in Inwestment, CIBIL; Depositories- Meaning and Rales, Overdiew
of Fintech In India.
4 Loan Syndication, External Commercial Financing - Introduction, MNeed of External Commercial
Borrowings (ECB) & Other modes af external financing, Foreign direct investment and (Foreign
Institutional Investments] Flis - role and importance in financial system; Micro finance— Impartance,
incame Generating Activities and Self-Help Groups [SHG:), Issues im Mlicro finance

Types,

I sustamaknlity. - : ; ;
5 Nan-ban Ilmg Financial Companies {NBFCs): Meaning, Registration, Types, Functions and Importance

FinTech: introduction, Key Finange Technology Trends and Fin lech Sectors. Blackchain lechnalogy and

| ) Cryptocurrencies. . e iy =
| suggested Readings —

« | M. Bhale, Financial Institutions and Markets; McGraw-Hill Education, 2017,
« M Kohn, Financial [nstitutions and Markets, Oxford Uniersity Press, 2013,

= Bharti Pathak, Indian Financial Systerm; Pearsgn Education, 2018

= MY, ERan, Indian Financizl Systermn; MeS raw-Hill Fducation, 2019,

s PN Warshney, Banking law and practice; fuftan Chand and Sans, 2022




Course Code: C011004T | Course Title: Customer Relatignsf‘nip Managem ent

Eﬁzme;_t:.*r: .I".f

Programme/ £lass: M. Com. ] e ‘f'_e-ar_ll o | e
Wlaster in Faculty - Commerce

Course Outcomes: The aim of the course s to 'prwide understanding of comprahensive markeiing siratagy o
improve marketing productivity which ram be achieved by increasing marketing effic.ency and enhancing
marketing effoctiveness through & process of acquiring, retairing and partnering with seloctive custamers 1o
create supe-ior mutual value for the organization

| Credit: 5 : Elactive ey
TMax. Marks: 25475 _ Min. Passing Marks: 33 —
units | 2 Topics 4
1 Introduction to Customer Relationship Ma nagement: Concept, Evolutien of Customer Relationship, |

A ———

| Customers as strangers, acquaintances, friends and partrers, Objertives and Benefits of CAM to

I - ., . |

| Customers and Organizations, Customer Profitability Segments, Compoenents of CAM: Infermation,
Prucess, Technology and People, Barriers (o CRM

? ' Rrlatuonship Marketing and CRM: Relationship Development Ltrategiet Drnanimﬁnal Porvasive 1
Agproach, Managing Customer fmaotians, Bramd Buiiding through Relationship Markeling, Servce l
Level Agreements; Relationship Challenges; CRM Markeling Initiatives, Custemer Service and Data '
M anagement. -

3 CRM Marketing drives: Cruss-Selling and Up-Sellirg, Customer Retention, Behaviour Prediction,
Customer Profitability and Walue Modelling, Channel Optimization,  Personalization and
Event-Based Marketing: E-CAM: Concept, Different Levels of E- CRM, Privacyin E-CHM.

.| CEM and Customer Service: Call Centre and Customer Care Call Routing, Cantart Centresales-
Support, Web Based Self Service; Customer Satisfaction Measurement; Call-5cripting, Cyber
| Agents and Wor kforce Management. B o e,
g CRM and Data Management: Types of Data - Reference Data, Transactional Data, Warehouse Data
and Business View Data: |dentifying Data Quality lssues, Using Tagls to Manage Data, Types of
Data Analysis: Online Analytical Processing {OLAF), Clickstream Analysis, Personalization and
Collaborative Filtering, Data Repa rting; Ethical Issues in CAM.

Suggresied Readings —

« Baran Roger |. & Robert 1. Galka, Custemer Falationship Management: The
Foundation of Contermporary Marketing Strategy, outledge Taylor & Francis Group,
2014,

»  Anderson Eristinand Carel Kerr, Customer Felanonship Management, Tata MIGraw Hill,

2022.
+ Bhasin Jaspreet Kaur, Customer Relationship Management, Dreamtech Press, 2012 i
s ludith W, Kingaid, Custamer Relationship Management Getting It Right, Pearson
Education, 1006.
s lill Dyche’, CRM Hondbook: A Businecs Guide ko Customer Relationship Managament,
Pearson Education.
s alarie A& Zeithaml, Mary Jo Bitner, Dwayne D Gremier and Ajay Pandit, Services
Marketing Integrating Customer Focus ACross the Firm, Tata Mc Graw Hill, 2010,
e Urvashi Makkar and Harinder Kumar Makicar, CRM Customer Relationshg
Management, McGraw Hill Education, 201




Year: I.I_' o  Semester: IV i

| , ~  Masterin Fa:uh-,-—fnmmurcé_
:' Course Code: CO11005P Course Title: Dissertation

Course Duteomes: This course will provide an appaitunity be the 51 udents to agguire mecessary research skills o
| part of the academic aokivity.

-F’Fn_grﬁ-mrn-:,-’ Class: M. Com.

Credit: 10 ) Epre-fumpulsm
Max. Marks: 50+50 Min. Passing Marks: 33 :
atior with Lhe Taculty member assigned as Supanasor or

1. & student shall select the research topic in consull
fuide Far research praject course and report the same 1o 1he Head of the depa rtrentd College Frincigal in
wriling.

3. Topic of such research project snould be relevant to Commerce programme on The whale,

3 The ropic of such research project shail be finalized anly after the Department/ Colloge approves the sam

4 The tools of data collecuion should be finallzed and data collection should be completed by the mid of 1me
Lemester.

5 After going through plagiarism test the student has to submit in APA formal, soft copy along with two
hard bound copies of Research Dissertation to the Hoad of the Department) College Pancipal onoor
kefore thelast working day of the semester.

6~ Each student shall be compulscriy supervised In the research project by a Faculty member. The Supervisor
will guide the 5t udent in methodology and the course of tha stucly.

I The allotment afthe students to a faculty for supervision shall be done by the Departmental Council.

g~ Periodic individual conference, related to research project of each student, shall be conducted by the |
SUPERY iSOr.

g9 Fach student shall be required to take pan in class room presentations in the context of research project,
Assignments regarding tuch preseniations shall br related ta research methodology and toals of research
being developed by the student.

10- The student’s performance in such assignments in cansidered in agsigning the internal assessment marks
allocated For research prajett.

11- The type of research project (qua litative/ quantitative/ miked method) shipuld be based on the cansensugl
decision of both the student and the supervisor,

12 The sample size for quantitative research shall not be less than 50 respondents and minrmum of 10 cases N

case of qualitative research. In case of time series minimum 10 years of data should be analyzed.




