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1.0REGULATIONS
1.1. ADMISSION
Admissioninto BBA progranmof GITAM (Deemedo be University) is governed by GITAM
(Deemed to be Universitygdmission regulations.
1.2ELIGIBILITY CRITERIA

A minimum of 50% of marks in Psegniversity / Higher Secondary / 10+2 / Intermediate
examination in any discipline or equivalent from any recognized Board or Council.

Qualified in UGAT or GAT or qualified in GIM Online Test (GOT) conducted by GITAM
Instituteof Management, GITAM (Deemed to be University

ACADEMIC REGULATIONS

MEDIUM OF INSTRUCTION
The mediumof instruction(including examinationsandprojectreports)shallbbe English.
1.3 REGISTRATION

Everystudenthasto registerhimself/herselfor eachsemestemdividually at
thetime specifiedby theInstitute/ University.

1.4 ATTENDANCE REQUIREMENTS

A student whose attendance is less &b in all the courses pubgether in any semester
will not be permitted to attend the ersgmesteexamination and he/she will not be allowed
to register forsubsequent semester of study. He/she has to repeat the saoestaith
his/her juniors.

However theVice Chancelloontherecommendationf thePrincipal

/ Director of the University Collegdlnstitute may condone ttshortage of attendance to the
students whose attendance is betw@&é¥ and 74% on genuine medical grounds and on
payment ofrescribed fee.

EVALUATION

The assessment of t he student bebasgdentwoo r ma
componentsContinuousevaluation(40 marks)andsemesteend examination 60 marks

A student has to secure an aggregate of 40% in the course in tt@ntyvonents put together
to be to be declared to have passedthese,subject to the condititirat the candidate must
have secureaminimum of 24 marks (ie.40%)in the theory components adimesterend
examination.

Practical/projectwork/industrial training /Viva Voce/Seminar/

Professional competency development courses etc are compksessed under
continuous evaluation for a maximum of 100 magks] a student has to obtain a minimum
of 40% to secure pass gra@etailsof the assessment are as follows



S. |Component Of |Marks Type Of SchemeOf Examination
No. |Assessment Allotted Assessment
Theory 40 Continuous |(i) Mid Semesteexaminations
Evaluation |Two mid examinationsvill beconductedor 20

marks each.
Better of two will be consideredor final 20
marks.
If the student is absent for one Mid exam, rinerks
secured in the other mid exam will bensideredas
final marks.

Total No re examinations will be conducted undsty
circumstances except exceptional casespasove(
by the HOI.

) Coursera course/on line Course : 10 mq
(studentneedto completerespectivesubjectwise
Coursera course/ on line course listed G{M
through online and required to submitthe cours
completion certificate. Up on whicttudenineedto
ive presentation/vivéor awarding marks up to 1
1) Class room Presentations/Seminars & akb¢
analysis//workshop/training/Assignments/
survey/projectvork : 10 marks.
60 Semesterend The semesteend examinationin theorysubjects:
Examination|60 marks.
Note: In respecbf courseshavingpr act i ¢
theoryexaminationshall be for 40 marksand
practical exam for 20 marks.
100
PracticalgTally 100 Continuous |Forty (40) marks for lab performance, recart
| Excel) Evaluation |viva-voce
Sixty (60) marks for two tests of 30 mar&acth
(oneatthemid-termandtheothertowardghe endof
the semesterfonductedby the
concernedab Teacher.

2. |Viva Voce atthe 50 VivaVoce |Viva at the end of each Semester shall be g
end of eac courses of that Semester and Industrial visithad
semester Semester.

3. |Social Projec| 50 Project The student has to do a social project for a peri
rural projectat the Evaluation |20-30 days during first year by choosing |
end first year fc Social/Rural issue/problem.

20-30 days Project Report : 30 marks Viva Voce : 20 marks

4. |Company Proje( 100 Project/plan |ii. (i) Project/plan Seminar:50
Report/  Ventur Evaluation  |(ii) Project/plan Evaluation: 50
Planning
Business Plan
weeks) at
the end of IV
semester

5. |Comprehensive 100 Viva-Voce |Comprehensive Viva on all the Courses of St
Viva minor project and industrial visits of | to

semesters.




Current Busines 50 Continuous |i. Group Discussion:
Affairs Evaluation  |Best two out of three :20Marks
i. Online Tests: Best six out of eight: Marks
30
Soft Skills 50 Continuous |Objective type tests: Best two scores out of
Evaluation |three: Marks 50
Business 100 Internal Lab exerciseoriented paper
Simulation Evaluation
Families i 100 Internal Independent Research Paper: Student should s
Business Evaluation |any family firm (First or Second Generation)

either from their locality or elsewhere.(50 Marks
Seminar Paper Presentation: Seminar Paper sh
be between 2500 to 3500 words and present th
same.(25 Marks)

Assignment Preparation from the lead case

studies.(15 Marks) . )
Innov tlvene?(s in ‘selecting and presenting the
topic.(10 Marks)

AssessmenProcedure Professionalcompetencydevelopmentcourses

Course Total :
S.No. Codo Course Credits Marks |Evaluation
Will be evaluatedon submissionof coursg
completioncertificate by the student.Marks
MBA372|Coursera Coursg 1 50 |will be awarded based on the studen
performance in the respective Courser,
Courseandpresentatiothereon.
Attendance 5 Marks
MBA370|Yoga 1 50 |Viva- 5 Marks
PracticalExercises 40
CBA(Current
Business 4 crdts
MBA358 |Affairs)Starts * 200 GD and Online quizzes
from the 3rd 4 sems)
Semester
Class Activity: Classctivities will be
conducted for 10 marks each and best tw
out of the three will be taken into
consideration (20 marks)
MBA360 [Soft Skills 2 100
Online Test: Online tests will be conducte
for 10 marks each and best two out of the
three will be taken into consideration (20
mark9
Classroom participation:5 marks
Attendance:5 marks
MBA362 BEC 2 100 As per the British Council norms
MBA364 |General 1 50 Self Study& Presentation of the reviéw
Book evaluated by Internal panel members
Review
MBA366 [Management |1 50 Self Study& Presentation of the reviéw
Book Review evaluated by Internal panel members




VDC 111 Menture 02 100 Internal assessmentas per
Discovery VDC Guidelines/regulation;

TOTAL|18  |700 |

8.0 RETOTALLING, REVALUATION & REAPPEARANCE AS PERNEW REFORMS

9.1 Retotaling of the theory answer script of the seme=stdrexamination ipermitted on
request by the student by paying the prescribed fee withiweekafter the announcement of
the results.

9.2 Revaluation of the theory answer scripts ofsamesteend examinatiors permitted on
request by the student by paying the prescribed fee withweslafter the announcement of
the result.

931 A student who has secured OFOoreagpeaatttee i n
subsequertsemester end examination$eldfor thatcourse.

932 A student who has secured OFOoetcshaththetoi n P
improve his/her report and reappear for viva voce withjtinéors for the first two years,
whereas the final year student veppear fore-examinatiorat the instant speciakamination.

9.4 Provision for Answer Book Verification & ChallengeEvaluation:

If a student is not satisfied with his/her grade after revaluation, the statempplyfor, answer
bookverificationon paymentof prescribedee for eachcoursewithin oneweekafter
announcemerdf revaluatiorresults.

9.4.1After verification, if a student is not satisfied with revaluation magkatie awarded, he/she
can apply for challenge valuation within one wesdker announcement of answer book
verification result/ two weeks after trnouncementf revaluationresults,which will be
valuedbythetwoexaminerge., one Internal and one External examiner in the presence of the
student onpaymentof prescribedfee. The challengevaluationfee will be returned,if the
students succeedeth the appealvith achangdor abetter grade.

9.5 Supplementary Examinations & SpecialExaminations:

9.5.1The odd semester supplementary examinations will be conductéailgrbasisafter
conductingegularevensemesteexaminationsn April/May.

9.5.2  Theevensemestesupplementargxaminationsvill beconductedn daily basisafter
conductingregularodd semesteexaminationgluring Oct/Nov.

9.5.3 A student who has completed his/her period of sadys t i | | has #AFO0 g
semester courses is eligibleappearfor SpecialExaminationnormally held duringsummer
vacation.

10. Promotion to the Next Year of Study

9.6.1 A student shall be promoted to the next academic yearibhg/shecompletes the
academic requirements of 60%tbé credits tillthe previous academyear.

9.6.2. Whenever there is a change in syllabus or curriculushéé@as to continue the course
with new regulations aftetetention as per the equivalency esshigd by the BoS toontinue
his/her further studies.

1011  The courses like Workshop, Industrial tour and Indudtiahingareto be considered
in supplementargxams.

1012 A student who has s ecurleddstrid FraininGshallbe i n
permitied to submit the repodnly after satisfactorycompletionof the work andviva-voce



examination.

11. RepeatContinuous Evaluation:

A studentwho hassecuredd Fgéadein a theory courseshall haveto reappear at the
subsequent examination held in that couksstudentwho hassecuredd F 6 gana d e

improve continuousvaluationrmarksuptoa maximumof 50%by attendingspeciainstructionclasses
heldduring summer.

12.1A studentwhohas ecur ed OFO&6 gr ade hanetoatterm$pacalt i c al

Instructionclasseseldduringsummer.

12.2A studentwho hassecuredd Fgéadein a combined(theoryandpractical) course shall
have to reappear for theory componatthe subsequent examination held in that course.
Astudentwh o has s e c urimgtovedcbniinuaus evaluationar&sapto a
maximumof 50%by attendingspecialinstructiorclassedeld during summer.

12.3The Repeat Continuous Evaluation (RCE) will be condugteshgsummervacationfor
bothoddandevensemestestudentsA can studentan register a maximum of 4 courses.
Biometricattendancef theseRCEclasse$iasto bemaintainedThe maximum marks in
RCE be limited to 50% of Continuokgaluation marksThe RCE marks are considered
for theexaminatiorheldafterRCE exceptfor final semestestudents.

12.4RCEfor the studentsvho completedcoursework canbeconducted during the academic
semesterThe student caregister a maximum of 4 courses at a time in slot of 4 weeks.
Additional 4 courses cabe registereth the nexislot.

125Astudent i s all owed to Seci abntper@aurseuct i on
10.0SPECIAL EXAMINATION

A student who has completed the stipulated periods of study f8BAgrogram and still
has failure g rteadFur théod courses exaudingpnacticaexamination
and Project viva, may be permitted to appear for speaaiaminations, which shall be
conducted during the summer vacation at the end of the last acagsmic

11.0 BETTERMENT OF GRADES

Students who secured second class orwheswish to improve thegrades will be permitted
ONLY ONCE to improve their grades at thed the program.

1. Candidates who have passed all the courses of a programthetisiipulated period of
study and who have obtained a PasSexondClassonly areeligible for Betterment of
Grades

2. Candidates who have already secured First Class or First WikhsBistinction are not
eligible for bettermenbdbf Grades.

3. Candidates who have completed the program of study belyerstipulated period of study
i.e.through Special examinationssubsequentlyarenoteligible for bettermenbf Grades

4. Betterment of Grades is permitted only through appeararibe ¢tieory examinations.

5. Bettermentof Gradesis permitted only once, at the end ofthe programof study,
simultaneouslalongwith Specialexaminations.

6. Candidates can appear for betterment at one course, acressisterspr the number of
semesters they have studied. i.e. &8mester BBA student can appear for bettermeanty
Six coursesf study.

7. ThebetterGradesecurectitherin thefirst or bettermentppearancehallbeconsideredsthe
final Grade.

8. New Grade Card/PC shall be issued to candidates whoimavevedtheir Grades/Class

C



aftersubmittingthe old GradeCard/PC.

9. Thedate,monthandyearof the declarationof bettermentesultshall beprinted on the Grade
Card/PC

10. Bettermentmarks shall not be takeninto consideratiorfor awardof ranks, prizes, and
medals.

11. Candidateshaveto pay a bettermentfee as prescribedby theUniversity.

12. Betterment of Grades s per mi t t eithmediatetyl aftecompletion 6f ,the
program of study

13. Therules& regulationsdramedby the University from time to timeshallbe applicable.
12.0 GRADING SYSTEM

12.1 Basedonthestudenperformanceluringagivensemestetfimester, a final
letter grade will be awarded at the endlod trimester/semester in each course. The
letter grades antthe correspondinggradepointsare agyivenin Table3.

Table 3: Grades& Grade Points

SI.No Grade GradePoints AbsoluteMarks
1 O (outstanding) 10 90 and above
2 A+ (Excellent) 9 80 to 89

3 A (Very Good) 8 70to 79

4 B+ (Good) 7 60 to 69

5 B (AboveAverage) 6 50 to 59

6 C (Average) 5 45 to 49

7 P (Pass) 4 40 to 44

8 F (Fail) 0 Less than 40
9 Ab(Absent) 0 -

12.2 A student who earns a minimum of 4 grade points (P gradetdugeis declaredo have

successfullgompletedhecourseandis deemedohave earned the credits assignetthéd course,
subject to securing @PA of 5for a pass in theemester.

This isapplicable to both theory and practical papers. In the case of pRgpott (dissertation)
and ViceVoce also, the minimum pass percentage sieafl0%.

13.0GRADE POINT AVERAGE

13.2

13.3

13.1 A GradePointAverage(GPA)for thesemester/trimestevill be calculatedccording to the
formula:

E [ GRAG ]
£ C

Where
C = number of credits for the course,

G = grade point®btained bythe studenin thecourse.

GPA is awarded to those candidates who pass in alubgcts of the semester/trimester. To
arrive atCumulativeGrade Point Average (CGPA), a similar formula is usedsidering the
student 6s per f or rakemdnell thersemedters/trimdsiers apdouire pagtisular
point of time.

CGPArequiredfor classificationof classafter the successful
completionof the programis shownin Table4.

Table 4: CGPA required for award of Class



Distinction O 8. 0F

FirstClass O 6.5

SecondClass O 5.5
Pass O 5.0

* In addition to the required CGPA of 8.0, the studentmust have
necessarilpasseall the courseof everysemestem first attempt.

14.0ELIGIBILITY FORAWARD OF THE BBA DEGREE
14.1 Durationof the program:

A student is normally expected to complete the BBA prograsix semesters within three years.
If due to some unavoidabtgrcumstancethat is not possible, a student may extendadplete
theprogramin notmorethanfive yearsincludingstudyperiod.
14.2 However the above regulation may be relaxed by the vice chancellom individual casegor
cogentandsufficientreasons.
14.3 A studentshall be eligible for awardof the BBA degreeif he or shefulfills the following
conditions.

i) Registeredandsuccessfullycompletedall the coursesandprojects.

i) Successfullyacquiredthe minimum requiredcreditsas specified
in the curriculumwithin the stipulatedime.

i) Hasno duesto the Institute,Hostels,Libraries, NCC/NSS etcand,
iv) No disciplinary action is pending against him/her
14.4 The degreeshall be awardedafter approvalby the AcademicCouncil

15. PEDAGOGY

Theclassroom pedagogys customizedy individual faculty to enhancéhelearningexperience,
whichis dependentn the courseandthedegre®f absorptiorby studentslt hasbeenproventhat

the degreeof absorptions directly proportionalto selflearning or preparednes$efore the
classroom sessions and the interactions during the classes. Knothlesigenedbuildsastrong
long-lasting foundation.Typically classroom pedagogy ranges from instructions, simulations,
case discussions, rgiays, etc. Simulations and case disaussiare adopted extensivelgross
thecurriculum,to supplementlassroominstructions/lectures.

15.1Experiential Learning

Ratherthangiving cut flowersto studentsat GITAM Instituteof Management we would prefer
to teach them how to grow their oplants. Practical fiekdbased experiential learning enhances
classroom instructions and links theory to practice, which is highly emphasizethis
curriculum. Outbound Program, NGO Projects, Summer Interrbil& Rural Projectsand
IndustryVisits areintegralpartsof thefield-basedprogram, somef whichare listedbelow.

15.2Interaction with CEOs

Classrooms can teach how a bee looks, but to taste honey one wuldinto thefields. At
GITAM Instituteof Management wendorsehislearningphilosophybyinviting senioleadergrom
the businessarenaandoy conductingndustrialvisits, which canhelp connectandreinforceclass
work with realworld solutions.

15.3Guestand Visiting Faculty

Seniorexecutivesfrom corporateare invited periodically to serveasguestandvisiting faculty.
Attendancdor guestlecturess mandatoryStudentsrerequiredto submitareflectivereportabout
eachguestecturetotheirrespectivdacultymember.



15.4Industrial Visits

Industryvisitsareorganizedvith anaimto simulatethoughtprocesandquestions that help clarify
the reasoning or justification of a particutyle of doing things. Students should have an eye
for-detail and askuestions in their area of interest/discipline withinitigistry, ancensure they
are answered by the executive. Students shall make ndahissne industrial visit in each
semesterA briefaccounbf thevisitsshallbepreparedindproducedatthesemesteendviva.

16.0SEMESTER END EXAMINATIONS

16.1 Examinations
Examinationarenottheend,butalaunchingplatforminto abrighterfuture. The knowledge gained
during the semester is tested throtlglsemesteendexaminationsViolation of normsregarding
behaviorin the examinationhall will attract severepenalty. Students found copying in the
examination halls will have one grade pdiggs or asked to leave the programme basing on the
consequences.

16.2 Examination Duration

The durationof eachsemesteendexaminationshall be for 3 hoursin caseof courseshaving
practicalsthe durationof the theoryexamnshall be for 2 hoursand thepracticalfor anadditional
hour..

Themediumof semesteendexaminatiorfor all thecourseshallbeEnglishwith the exception of
languages (othghan English)

16.3 Examination pattern
A.  Thefollowing shallbethestructureof thequestiornpaperofdifferentcourseswith caseAnalysis

S.No. Patiern Marks

1. Section A Ten questionsachcarryZ marks 10X2=20
marks

2. Section B ; Five Essay type&uestions 5X6 =30
(eitheror choiceQuestiongrom eachunit) marks

3. SectionC : One Caselet 1X10=10
(notmorethan200words) marks

Total 60 marks

B. Thefollowing shallbethestructureof questiorpaperfor coursesvithnumericalproblems.

S.No Pattern Marks

1. Section A : Ten questionsach carry 2 marks 10 X2 marks = 20
both theory / problems) marks

2. Section B ; Problems/Theory . 5 X 8 = 40marks
(eitheror choiceQuestiongrom eachunit)
Total 60 marks

C. Thefollowing shallbe the structureof questionpaperfor allthe other theory courses

S.No Pattern Marks
T. Section A Ten questiongach carry 2 marks 10 X2 marks = 20 marks
2. Section B : Five Essaytype questiongeither 5 X 8 = 40 marks

or choiceQuestiongrom eachunit)




| Total ‘ 60 marks

16.4 VIVA VOCE

The Compositionof Viva-Voce Board for Semesterend/Yearendconsistsof:
ProgramCoordinator : Chairman

OneSeniorFacultyfrom theInstitute/ Practitioner: Member

TheComprehensiv¥iva-VoceBoardconsistof
Director/Dy.Director : Chairman

OneSeniorFacultyfrom the Institute : Member
ProgramCoordinator : Convener

SeniorFaculty/Practioner : Member

SEMESTER-I



, >| S | @ | Intenal | External
I\Slg'. Cl\cnge Title of the Level of S |5 |S | Assess | Assess Total
Course course < ® 8 ment ment |Marks
o Marks Marks
1. GEL131 |Communicative Foundation 3 - 3 40 60 100
English Compulsory
2. | MBG121* |MSOffice& IT Foundation 2 2 3 100 - 100
Compulsory
3. MBG103 |Business Foundation 3 - 3 40 60 100
Economics Compulsory
4. MBG105 |Financial Foundation 4 - 4 40 60 100
Accounting Compulsory
Busjness Foundation R
MBG107 Mathematics Compulsory 4 4 40 60 100
MBG109 |IndianBusiness Foundation 3 - 3 40 60 100
Environment Compulsory
7. MBA191 |Semester End CoreSkill - - 1 50 - 50
Viva Building
TOTAL ... 19| 02 | 21 290 360 650
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-1
2 |8 ¢ Internal External
S. Code |Title ofthe | @ |© | g nterna xterna Total
_ _ Course ﬁ @ S Assessment Assessment Marks
Q- Marks Marks
1 [ mMBA372 | Coursera |- < 14 ou - ou
Course*

The studentcan choosea courseracoursefrom the coursedisted and completehe coursethrough
onlineandrequiredto submitthe coursecompletiorcertificatefor awarding marks up to 50.

Note-Professional Competency Developmemurses will be added in thé" Semester

2.0PROGRAM EDUCATIONAL OBJECTIVES (PEOs)

1.

3.

The three yvaBBA program ai ms at devel oping a st
personality and management skills through an appropriate blending of business and gener:

education.

. The program assists the student in understanding and developing the unigughipaqualities

required for successfully managing business functions in an organizational unit or an enterprise.

The program also seeks to prepare students for higher education in business at home and abroac

3.0. PROGRAM OUTCOMES(POs)
At the end of the program the students would be able to

PO1

Acquire adequate knowledge through principles, theories and models of busif




management, Accounting, Marketing, Finance, IT, Operations and Hum
Resource.

PO2 Demonstrate proficiency forusiness Communication for effective and professione
business management.

PO3 Acquire employability skills through practical exposure of IT and its usage
different domains of management.

PO4 Analyze and comprehend the applicability of managenpeiniciples in solving
complex business challenges.

PO5 Develop entrepreneurial skills among the students, to venture out their own don
proficiencies.

PO6 Build a perspective about global competitive environment including -sutioral,
technical and sustainability issues.

PO7 Develop leadership skills to achieve the individual, group and organizational goe

PO8 Appreciate the importance of ethics iacisionmaking and inculcate the spirit of
social responsibility.

PO9 Comprehend the applicability of management principles in the situations pertain
to global business world.

PO10 lllustrate various concepts, theories and models in the funchoeas$ of business to
face the challenges of changes.

PO11 Apply business analytics in different functional area for organizational effecti
results.

PO12 Interpret the legal environment and its dynamics to various business operations

effectiveendresults.

PROGRAM SPECIFIC OUTCOMES(PSOs):

PSO1 Utilize the tools such as Excel, SPSS, R, Weka and Tableau to solve business ana
problem.

PSO2 Analyze, design and develop solutions to a business problem

PSO3 Apply analytics techniques tmnalyze and interpret the data.

4.0STRUCTURE OF THE PROGRAM:
4.1. 3.0STRUCTURE OF THE PROGRAM

4.1 TheProgramConsistof

i) Foundation Courses (compulsory) which give general exposureto a student in
communicatiorandsubjectrelatedarea.

i) Core Coursegcompulsory).
i) Disciplinecentricelectiveswhich

a) aresupportiveto thediscipline

b) give expanded scope of the subjetrta DepartmentaElectives

c) give inter disciplinary exposure

d) Nurturestudentskills
Inter DepartmentaElectives

iv)

Open electives which are of general nature and unrelatedhe discipline to expose




the student in areas such as genlamnalvledge, personality development, economy, civil society,
governance etc.

4.2Each course is assigned a certain number of credits depemdinghe numbesf contact
hours (lectures & tutorials) pereek.

4.3In generalcreditsare assignedo the coursesbasedon the following contact hours per
weekper semester

A 1creditfor eachlecture/tutorial houper week
A 1credit for2 hrsof practical peweek
A 2 creditsfor three or mordours of practicgber week

4.4Rangeof credits
Nameof thecourse Range of
credits
Theory 2106
Practical 0s 2Zor3
Projectwork Ito5
Professionatompetencylevelopmentourse |1 or 2
Vivavoce Tor2
Seminar Tor2

4.5  The BBAprogram comprises of six semesters spread acrossataeemicyearsof study.
ThethreeyearProgramconsistof fundamentaknowledgeaboutbusiness¢orecoursesand
skill developmentcourses(Electives) along with professionalcompetencydevelopment

courses.
Table-1

Description of the courses Total Credits Com_pulsorycredlts

offered requiredto completethe
program

Foundation Courses 37 Credits 37 Credits

Core courses 60 Credits 60 Credits

Elective Courses 48 Credits 24 Credits

ProfessionaCompetency 15 Credits 12 Credits

Developmentcourses

Total .... . 161 Credits 132Crediis

NOTE:

1. A studenthasto earnatotal of 121creditooutof 161Creditdn FoundationCoreand Elective
Courses whiclare compulsory courses.

2. A Studenthas tosecurel2 out of 15 credits ilProfessionalCompetencipevelopment
Courses.

3. A minimumof 132 Creditsout of 161creditsare compulsoryto completehe program and for
awarding of the degree.

Every course offered as part of the curriculum, has been carefully @Entt#ue courseobjectives
clearlydefined,basedon the competencyutcome that is expected to be delivered by the end of
the course. Creditare assigned to a course, depending on the effort that is required ttheeach
laid outcourse objectives and the effort expected from studentscf@dé is represented by
hour of contactlass interactions per week.

NOTE: GITAM Instituteof Managementeservesheright to changdhetotalcredits/coursesffered
without prior notice.

4.6Semestemwisecoursestructure
SEMESTER-I



'@ Internal
NSC; C’\%:ie Title of the Level of e |g % Assess | External | Total
2. e, [} Q
Course course c |s | @ mert | Assesment| Marks
12 1© | Marks Marks
1. (GEL131 |Communicative |Foundation 3] - 3 40 60 100
English Compulsory
_ Foundation
Busines Foundation
3. [MBG103 Econom?cs Compulsory 3]- |3 40 60 100
Financial Foundation
4. IMBG105 |Accounting Compulsory 4| - 4 40 60 100
Busjness Foundation
5. [IMBG107 |Mathematics Compulsory 4| - 4 40 60 100
[ndianBusiness [Foundation
6. IMBG109 Env?ronment Compulsory 3|- |3 40 60 100
E Kill
7. MBa1o1  WRASTCTEM |EONGR |- 11| s0 : 50
TOTAL .. 19102 |21 | 290 360 650
100% Internal Assessment
PROFESSIONAL COMPETENCY DEVELOPMENT COURSES INSEMESTER-II
> |82 Internal External
S. | Code |Titleofthe | 8 |8 | g nterna xterna Total
- - Course s @ S Assessment Assessment Marks
o Marks Marks
1 |mMBA 372 | Coursera® | | 5 | 4 50 . 50
course

*thestudent need to choose a coursera course from the GITAM Univatgiticoursesandrequired
the completethe coursethroughonline and submithe course completion certificatior awarding
marksup to 50.

Note-ProfessionalCompetencyDevelopmentcourseswill beaddedin the 6" Semester

SEMESTER-1I




@ Internal | External
S. Cod i > |o |2
No. Nog.e Title of the Level of S |5 |5 | Assess | Assess Total
Course course |E g 5 ment ment Marks
Marks Marks
MBG102/ | Telugu/Sanskrit/ _
1. |MBG104/ Hindi/Special | Foundation | 3 -13 40 60 100
MBG106/ | English*(Second |Compulsory
MBG108 Language)
Principles and
2. | MBG110 Practice of Core 3 -1 3 40 60 100
Management
Self Awareness& Eoundation
3. | MBA102 Personality Combulsor 3 -13 40 60 100
Development b y
Managament
MBA104 Accotnting Core | 4| - 40 60 | 100
. . F dat
MBG112 | BusinessStatistics Cgumnpuallslgrny 3 -3 40 60 100
6 |MBAl0os | InnovationBy Core | 3| -3 | 40 60 100
Design
_ CoreSkill
7. |MBA192 | SemesteendViva | Byilding - 1)1 50 - 50
TOTAL ... 19| 01|20 290 360 650

** Note: The Studenthasto do a SocialProject/Rural Project for a periodof 20-30 days during
First year, carrying 1 credit which will be shown inlll Semester . The student can study/analyze
any social/rural issues orchallenges in form of survey and need® submit a report . A Viva will
beconducted forawarding marks.

Note—-SpecialEnglish is offered only to foreign nationals.
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-II

> |8 | 2
S. Code |Titleofthe | @ |B | B Internal External Total
- - Course < ;_g S Assessment Assessment Marks
- Marks Marks
1 [MBA370 |Yoga & - 2 1 50 - 50
Meditation
VDC 111 |Venture 2 2 100 100
Discovery
Total 2 2 3 150 150

Note-ProfessionalCompetency Development coursesill be addedin the6" Semester

SEMESTER -1l



, >| S | @ | Intenal | External
I\Slc_i. Cl\?ge Title of the Level of S |5 |S | Assess | Assess Total
Course course < ® 8 ment ment |Marks
0 Marks Marks
1. MBG201 |Indian Heritage & |Foundation | 2 | - 2 40 60 100
Culture Compulsory
2. MBG203 [Business Core 2 - 2 40 60 100
Communication
3 MBG231* | MS Excel Foundation | 2 | 1 | 3 100 100*
Compulsory
4 MBG205 |HumanResource |Core 3 - 3 40 60 100
Management
5. MBA201 |[Fundamentals of |Core 3 - 3 40 60 100
Entrepreneurship
6. MBG207 |Marketing Core 3 - 3 40 60 100
Management
7. | MBA291**|SocialProject/ CoreSkill - 50 - 50
RuralProject Building
8. MBA293 |Semester End CoreSkill 50 - 50
Viva Building
TOTAL ... 15| 03 | 18 400 300 700
*100% Marks Internal
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESN SEMESTER-III
> |8 £ Internal External
S. Code |Titleofthe | @ |© | g hterna xterna Total
- _ Course = @ S Assessment Assessment Marks
o - Marks Marks
1.| MBAS358 | Current 2 50 - 50
Business
Affairs
(CBA)*
2.| MBA360 | Soft skills - |2 1 50 - 50
-1
3.| MBA362 | BEC 2 2 - 100 100

CBA coursesacross4 semestersarry 4 credits to beshownin VI semesteonly.

* Note-ProfessionalCompetencyDevelopmentCourseswill be addedinthe 6" Semester




SEMESTER -1V

'@ Internal | External
S. Code i > o |2
N. No. Title of the Level of S g |3D Assess | Assess | Total
Course course < ® 8 ment ment |Marks
o Marks Marks
1. MBG202 |Environmental Foundation 3 -1 3 40 60 100
Science Compulsory
2. | MBG204 |Banking Theorg |Core 3 -1 3 40 60 100
Practice
3. | MBA202 |Organizational Core 3 -1 3 40 60 100
Behavior
4. MBA204 |Sales and Core 3 -1 3 40 60 100
Distribution
Management
5. MBA206 |Business Laws Core 4 -1 4 40 60 100
MBG206 |Financial Core 4 -1 4 40 60 100
Management
7. MBA292 |Semester End VivgCore Skill - 1] 1 50 - 50
Voce Building
TOTAL ... 20 1 21 290 360 650
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-IV
2 |88 Internal External
S. Code |Titleofthe | & |© | g nterna xterna Total
- - Course < © S Assessment Assessment Marks
Q- Marks Marks
Cu r_r ernt
1. | MBA358 E‘;S'”?SSA 2 50 i 50
air s
(CBA)*

CBA coursesacross4 semesters carry4 credits to be shownin VI semesteronly.

Note : Student has to do internship in any organization/company for @eriod of 6 weeks during
the summer at end of second year for @redits. Credits will be shownin V Semester.




SEMESTER -V

()
I\Slo' C,\?ge Title of the Level of £ = % IRtSeSrQ:SI Fjb)ggrensil Total
- B Course course 2l 8 ment ment | Marks
- |a Marks Marks
1. | MBA301 |Busines®lan Core 3 - 13 40 60 100
Preparation
5 Production&
* | MBG301 |Operations Core 3 - 13 40 60 100
Management
Elective
3. MBA341 ConSU.mer DiSCipline 3 _ 3 40 60 100
Behavior Centric
4 Logistics and |Elective
MBA343 |Supply Chain |Discipline 3 - |3 40 60 100
Management Centric
5. StockMarket Elective
MBA345 |Operations Discipline 3| - |3 40 60 100
Centric
Elective
MBA347 Indian Financial |Discipline 3 | 3 40 60 100
6. System Centric
7 Human Resource |Elective
MBA349 Development Discipline 3 | 3 40 60 100
Centric
8. Performance Elective
MBA351 management Discipline 3 | 3 40 60 100
Centric
9. Social Elective
MBA353 Entrepreneurship |Discipline 3 3 40 60 100
Centric
10. Family Business |Elective
MBA355 Management Discipline |3 3 40 60 100
Centric
11. Industrial Project |Core SkKill
MBA391* |Report & Viva Building - 2 2 00 - 100
voce
12. Semester End VivgCore Skill
MBA393 Building - 1 1 50 - 50
TOTAL ... 30| 0333 | 550 600 1150

Note: The student has to earn 21 credits out of 33 credits offered &'Semester

out of a maximum of 24 credits.

In case of electives, the student has to earn 12ddurses with 3 creditseach)compulsory credits

The student has to choose one out of two electives in the following foelective pairs: The
Minimum No. of Students for each elective should b20.

MBA353: SocialEntrepreneurshipr MBA355: Family Busines$lanagement




MBA341: Consumer Behavior or MBA 343: Logistics and Supply Ckiainagement
MBA 345:StockMarketOperation®r MBA 347:IndianFinancialSystem
IV. MBA 349: Human ResourceDevelopmentor MBA 351:Performana@management.
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-V

> |8 | @
S. Code |Titleofthe | @ |G | B Internal External Total
- - Course IE g S Assessment Assessment Marks
= Marks Marks
Current
1. MBA358 | Business 50 50
Affairs
(CBA)
2. | MBA374 gomk'”s‘ - ]2 50 50
General
3. MBA364 | Book 1 50 50
Review

CBA coursesacross4 semestergarry 4 credits to be shownin VI semesteonly.

Note-Professional Competency Development courses will be addiecdthe6™ Semester

SEMESTER -VI
< Internal | External
S. Cod i > o |2
N, N Title of the Level of S |5 |S | Assess | Assess |0t
Course course S| g 8 ment ment | Marks
0 Marks Marks
1. | MBA302 |Contemporary Core 3 - |13 40 60 100
BusinessViodels
2. | MBG304 |E-Commerce Core 3| -3 | 40 60 100
Customer Elective 3
3. | MBA342 |Relationship Discipline 3| - 40 60 100
Management Centric
Advertisingand Elective 3
4. | MBA344 |Brand Discipline 3 - 40 60 100
Management Centric
Elective
Insurance N
5. | MBA346 Management D|SC|pI|ne 3 - |13 40 60 100
Centric
Elective
6. | MBA34g |IncomeTaxlaw& \nieinine | 3| - |3 | 40 60 100
Practice Centric
Industrial Elective
7. | MBA350 |Relations Discipline 3 - 13 40 60 100
Centric
Employment EI_ecfuv_e
8. | MBA352 | s Discipline 3| - |3 40 60 100
Centric




Business EI_ec_ti\q_e

9. | MBA354 |ginulation Discipline 3|3 100 - 100
Centric
Families in Elective

10.| MBA356 |Businesg100% Discipline 3 - |3 100 - 100
Internal) Centric
Comprehensive  |CoreSkKill

11.| MBA392 |yjya Building - 1|2 100 - 100

TOTAL ... 27| 04 |32 | 620 480 1100

Note: The studenthasto earn 30 credits ( 10 credits from PCDS)out of 46c¢redits (including 14
credits of all P C D ’offeJed in 6" Semester

In caseof electives,the student has to earn 12 compulsory credits (4

courseswith 3 credits each)out of a maximum of 24 credits. The studenthasto choose one out
of two electives in the following combinations

I.  MBA 342:CustomeRelationshipManagemenor MBA 344:AdvertisingandBrand
Management,

Il. MBA 346: InsuranceManagemenor MBA 348: Income Tax.aw & Practice,
. MBA 350: IndustriaRelations oiMBA 352: Employmentaws,

MBA354 : BusinessSimulationor MBA356: Familiesin Business.
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-VI

> |8 | 2
s. | code |Titleofte | S |5 | 3T Internal External | 1o
- - Course < ®© S Assessment Assessment Marks
o - Marks Marks
Current
1. MBAZ358 |Business 2 50 - 50
Affairs
2. | MBA366 Management | 4 | _ | 4 50 - 50
Book Review

Note-Professional Competency Development Courses will be added in the 6" Semester Credits
Professional Competency Development Courses te added in the 8 Semester which comprises
credits of all ProfessionalCompetency DevelopmenCourses offered in #, 24, 39, 40 5h and 6"

Semestergespectively.
S.No. | CourseCode Course& Meditation Total Credits [ Semester|
1. MBA370 [Yogaé& Meditation 1 [l
2. MBA358 |CBA(CurrentBusinessAffairs) Startsfrom 4 Il to VI
the 3" Semester
3. MBA360  [SoftSkKills-1 1 11
MBA374  |Soft Skills-2 1 V
4. MBA362 |BEC 2 11
5. MBA364 |GeneraBook Review 1 V
6. MBA366 |ManagemenBook Review 1 VI
7. MBA368 |Coursera course 1 I
8 VDC 111 [VentureDiscovery 2 I
TOTAL 14>

* A Studenthasto securel0 credits out of 14 creditsin ProfessiondCompetencyDevelopment

Cou

ISes.



Credit Break up detailsin Semeste/I

S. |Details Credits Credits to
No. Offered beearned
1. [Core Courses 6 Credits 6 Credits
2. |Electives (12 out of 24 t0 be earned) 24 Credits 12 Credits
3. |Professional Competency Development Courdgddinimum| 14 Credits | 10 Credits
Compulsory Credits in ProfessionalCompetencyDevelopmern
courses=10 out of 14)

4 |Comprehensiv¥iva Voce 02 Credits | 02 Credits
) Total CreditsOtfered 46 30 Credits
SEMESTER-I

IS Internal | External
S, Code : o |2
No. No. Title of the Level of S | & | | Assess | Assess Total
Course course c | ® 8 ment ment | Marks
|_
o Marks Marks
1. | GEL131 |Communicative |Foundation | 3 - 3 40 60 100
English Compulsory
2. | MBG121* |MSOffice& IT Foundation | 2 | 2 3 100 - 100
Compulsory
3. | MBG103 |Business Foundation | 3 - 3 40 60 100
Economics Compulsory
4. | MBG105 |Financial Foundation | 4 - 4 40 60 100
Accounting Compulsory
Busjness Foundation -
MBG107 Mathematics Compulsory 40 60 100
MBG109 |IndianBusiness |Foundation | 3 - 3 40 60 100
Environment Compulsory
7. | MBA191 |Semester End CoreSkill - - 1 50 - 50
Viva Building
TOTAL .. 19/ 02| 21 290 360 650
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-1
2 |8 ¢ Internal External
S. Code |[Titeofthe | § |8 | 5 nterna xterna Total
- - Course £ © S5 Assessment Assessment Marks
o - Marks Marks
1 |MBA372 | Coursera |~ < |t ou - oU
Course*

Thestudentanchooseacourseraoursdrom thecoursedistedandcompletehecoursehroughonline
andrequiredto submitthe coursecompletiorcertificatefor awarding marks up to 50.

Note-Professional Competency Development courses will be added in @feSemester




BBA —| SEMESTER
GEL 131: COMMUNICATIVE ENGLISH
B TECH,BBA & BSC SEMESTER (2020-21)

Introduction

Thecourseis a unified approachio enhanceéanguageskills of learnerswith anaim to hone their social

skills

and to increase their employability. The cousseesigned to acquaint the learners with the

necessary LSRWListening/ Speaking / Reading/ Writing) skills needed either for recruitment or
further studiesabroadfor which they attemptinternationalexamslike TOEFL, IELTSand GRE. It
enableghelearneramprovetheir communicatiorskills which arecrucialin anacademicenvironment

aswell asprofessionaandpersonalives.
CourseObjectives
A To enable learnersto develop listening skills for better comprehensiorof academic
presentations, lectures aspleeches.
A To hone the speaking skills of learners by engagivem in variousctivitiessuchasjust a
minute(JAM), groupdiscussionsgral presentations, and role plays.
A To expose learnersto key Reading techniquessuch as Skimming and Scanning for
comprehension dfifferent texts.
A To acquaint the learners witffective strategies of paragraph asbay writing, and formal
correspondence such as email, lettersrasdme.
A To provide learners with the critical impetus necessary to forgath in an academic
environment, in the professional life and iniacreagngly complex, interdependent world.
UNIT |

LISTENING: Listeningfor gistandspecificinformation
SPEAKING: Introducingself andothers;DevelopingfluencythroughJAMREADING: Skimming
for gistand Scanningor specificinformation WRITING: Paragraptriting-writing coherent and

cohesive paragragpharrativeand descriptive)use ofappropriate Punctuation.

GRAMMAR & VOCABULARY: Articles & Prepositions;
Word Families(Verbs, Nouns,Adjectives,Adverbs; Prefixesand Suffixes)

Learning Outcomes:

After completionof thisunit, the learnersvill beableto

A Apply the requisitelistening skills and comprehendat local and globalevel. (L4 and L2) (L5)

Introducethemselveswith accuratestructurein diversesocial andorofessional contexts. (L3)

> Do o

Apply relevantreadingstrategie$or comprehensionf anygiventext(L3)
Write aparagraptusingcohesivadevicesmaintaining coherendg.3)
Understand the Use of Articles and Prepositions, and apply approgoatekyaningful

communication (L3)



A

Understandherelevanceof variouscategoriesn word family andapplythem meaningfully in
context (L3)

UNIT 1l
LISTENING: Listeningfor NotetakingandSummarizing
SPEAKING: Role playsandOral Presentationd)READING: Intensive Reading

Reading for implicit meaningRITING: Notemakingand summarizing

GRAMMAR & VOCABULARY: VerbformsTensessynonymgo avoid
repetitionin speectandwriting.

Learning Outcomes:

After completionof thisunit, the learnersvill beableto

A Employ note taking and summarizing strateggesomprehend thistening text(L2)
A Usestrategiegor successfuandrelevantoral presentatiorL3, L4)

A Demonstratesffective communicationskills by applying turn- taking androle distribution
techniquedor meaningfulandcontextuabpeaking L3 andL4)

Applyvariousreadingstrategiegmbibinginferentialandextrapolativeomprehension of any given
text. (L2, L3)

Apply various notemaking techniqgueswhile comprehendingthereading text to present a
complete and concise set of structured nete3, L4, L5)

Apply thenotesto draftasummary(L3)
Use correcttenseforms and appropriatestructuresin speechandwritten communication (L3)

Contextspecific use of Prefixes and Suffixes for meaningful
communication(L3)

UNIT 1

LISTENING: Listeningfor presentatiorstrategiesintroducingthe topic,organizatiorof ideas,
conclusion.

SPEAKING: Aided presentatioBEADING: Inferring using textual

cluesWRITING: FormallLetterandEmail writing

GRAMMAR & VOCABULARY: Active andPassive/oice; linkersand
discourse markers.

Learning Outcomes:

After completionof thisunit, the learnersvill beableto

A Notice and understanceffective listening strategiedo identifydiscourse markers in
presentations. (L1, L2)

A Make formal oral presentationsising effective strategiessuch asaudioi visual aids (L3)

A Infer meaning and intér relatedness of ideas (L4)

A Understandelevantstructuresanddraft formal lettersin suitabldormat (L3, L4)

A Constructrelevant sentencesn active and passive voice formeaningful
communication (L2, L3)

A Comprehend and appévailable vocabulary itentelevant to theontext (L1, L2, L3)

UNIT IV

LISTENING: Listening for labelingnmaps, graphs, tables, illustrati@8REAKING: Aided



group presentationsingcharts, graphstc.
READING: Readingfor identificationof factsandopinions
WRITING: Information transfer (writing a brief report based on informdtimm graph/chart/table)

GRAMMAR & VOCABULARY: Subjectverbagreementanguagédor
comparisorand contrastAntonyms

Learning Outcomes:
After completionof thisunit, the learnersvill beableto

Yy Matchvisualandauditoryinputsandusetheinformationcomprehensivelandwill adequately
demonstratémportantrelationships or patterns between data points (L2)

Yy chooseand coordinateresourcesppropriateto contextand speak
intelligibly (L3, L4)

Develop advancedeadingskills for analyticaland extrapolative
comprehension (L4, L5)

Yy

Yy Make decisionson arrangemenbf ideasand transferthem from
visualto verbalform usingcontextappropriatestructure (L3, L4)

y

Demonstrateability to use task specific grammatically correct
structuregL3)

Comprehend and use expressions for negation/contradiction ((L2, L3)
UNIT V
LISTENING: Listening to discussions for opinidBEAKING: Group

Discussion
READING: Reading for inferences

WRITING: CourseragCourseEssayriting-GettingStartedwith EssayVriting (UCI Division of
Continuing Education24 hours

GRAMMAR & VOCABULARY: Editing short texts: correcting commartrorsin grammarand
usageAction verbsfor fluencyand effective writing.

COURSE OUTCOMES:

After completionof thisunit, the learnersvill beableto
A Apply analyticaland problemsolving strategiego identify andnterpret facts and opinions
from a dialogue. (L3)
A Able to administergroup dynamicsto contributevalid ideasto adiscussiorwith clarity
and precision (L3)
A Demonstratéechniquego analyzecontextuaklues(L4)

A Compare and correlate ideas and facts to produce an organizedidsadgquate supporting
evidences(L4, L5)

A Organizethe availablestructural/grammaticaénowledgeandapply
them in a real time conteit3)

A Comprehendneaningor newwords/phrasessedandapplythemina new context. (L2, L3)

Reference Books:

1.Arosteguy, K.O. and Bright, A. and Rinail,J. and Poe, MA Student'sSuideto Academicand
ProfessionalWriting in Education UK, Teacher€ollegePress,2019



2.Raymond MurphyEnglish Grammar inUse A SelStudy Reference anBractice Book for
Intermediate Learners of English Cambridge Universitiyress;2019
3.Peter WatkinsTeaching and Developing Reading SkillgK, CUP, 20181.Deepthachar etal.
Basic ofAcademicWriting. (1and 2) parts Newelhi:

OrientBlackSwan(2012& 2013).

5.KumarS andLataP,CommunicationSkills: New Delhi Oxford University
Press2015



BBA —| SEMESTER MBG121: MS OFFICE AND IT
(100% Internal Assessment)

INTRODUCTION

MS Office refers to all tools and methods that @pelied to office activitiesvhich makeit possibleto
processwritten, visual and sounddatain a computeaided manner. MS Office is intended to provide
elements which make [gossibleto simplify improve,andautomatehe organizatiorof the activitiesofa
company or a group of people.

COURSE OBJECTIVES
1) To acquaintthe studentswith the fundamental®f informatiortechnology
2) To give basicunderstandingf workingwith MS Office.

SYLLABUS

UNIT -I: Introduction to Information Technology - Definition, Elementsf IT i Computer System
T Characteristics, Classification of Compute@ymponentof Computeri Input Devices,Output
Devices, Typesof Memories Softwarei System Software, Applicatiosoftware, Networkingi
Definition, Typesof Networksi LAN, MAN, WAN, Internetandits applications

UNIT -II: Introduction to MS Office and MS Word - Components of M®ffice, Applications of
MS Office, MS Wordi Working with MS WordDocuments, Text Formatting, Working with Tables,
Spelling and GrammaAdding Graphicsto document, MaiMerge

UNIT -lll:MS Excel - Working with MS Excel Workbook, WorksheetManagementFormulaeand
Functions)nsertingCharts,Sorting,Filters, Printingin Excel

UNIT -IV:MS Access- Basic database conceptPefinition, Advantageslntegrity Constraints and
Keys, creating database in MS Access, Credomgns inMS Access, CreatinReportsn MS Access,
Working with Queries

UNIT -V:MS PowerPoint- MS PowerPoint CreatingPresentationsyorkingwith Slides- SlideDesign
andSlide Layout, Working with Animation,Workingwith Graphicsi Pictures,ClipArt, Audio Clips,
Video Clips

COURSE OUTCOMES
At theendof this coursethe studentwill -
1) Understandhedifferentelementof InformationTechnology

2) Understandheimportanceof MS Office in carryingoutorganizational
activities.

3) Gethandsonexperiencen workingwith MS Office
TEXT BOOK

GaryB Shelly, ThomasJ CashmanMisty E Vermaat(2010), MicrosoftOffice 2007, New Delhi:
Cengagd_earningindia Limited.

REFERENCE BOOKS

1. BandariVinodBab2012)Fundamentalef InformationTechnologyNew Delhi: Pearson
Education.



2. ITL ESL (2011)Fundamentalof Computers New Delhi: Pearso&ducation.
JOURNALS

1. GITAM Journabf ManagemeniGITAM (Deemedo beUniversity) Visakhapatnam



BBA /IMBA —1 SEMESTER MBG103: BUSINESS

ECONOMICS
CourseCode MBG103 CourseTitle: BUSINESSECONOMICS
Semesterl CourseType: CoreCourse [Credits: 3
Home Programme(s)BBA (20-21) Admitted Batch
CourselLeader: Dr.M. Sudha

Introduction
I n todayds competitive Dbusi nes sdeasmonmakingrequoiresase ,

of economicconceptsandtools.

CourseObijectives:
Thecoursententto enablestudentgo
1. Giveoutline on thdundamentatoncepts obusiness economics

2. Choosédherightdemandorecastingtechniqueébasedntheimpartedknowledgeabout
demand and suppboncepts

3. Specifytheimportanceof costandoutputrelationshipgo takeproduction decisions
4. Analysethe marketstructuresinderdifferentcompetitiveconditions

5. Apply relevantinformation for businessdecisionsby gainingknowledge about various
macreeconomic aspects.

Unit | (8 sessions-CO1,C02,L2)
Managerial Economicsi Nature scopejmportanceand appl i c ationof ManagerialEconomics
concepts irbusiness decision making.

Unit Il (8 sessions-CO1,C02,L2)

Demand and Supply Analysis: Determinants of demand, types of demand, Law of Demand,
determinants of supply, law of supply, markqtilibrium, price mechanismElasticity of demandtypes
of elasticity,methodd4o measureslasticity,demandforecasting,Methods (Qualitativeand Quantitative)

of demandforecasting.

Unit Il (8 sessions-CO1,CO3,L3)
- Productionand Cost Analysis: Productionfunction, Laws of Production Shontun- onevariable

productionfunction,Longruni Iso-quantsjso-costline,p r o d uequdilbribngexpansiorpath,Law
of returnsto scale.Cost- CostconceptsCostoutputrelation- shortrun costoutputelationship,long
run costoutputrelationship,Economiesof scale.

Unit IV (8 sessions-CO1,C0O2,C04,L3)

MarketStructure- Basisfor classificationof marketpower,kindsof competitive market, price and output
decisions in perfect competition amehperfect market, Monopoly, Monopolistic, Oligopoly market
Market Failuresi public goods,socialgoods,merit goods,administeredorices(ceiling price andfloor
price)andExternalitiesi Positiveandnegativeexternalities.

Unit V (8 sessions- CO1, CO5,L3)

Macroeconomics National IncomeConcepts of national income, methodsof calculating national
income. Inflation causeslemand pull and cost pushflation, measures to control inflation, business
cycles -phases of businessycles and measurego control businesscycles. Stabilization policies T
MonetaryPolicy andFiscal Policy.



CourseOutcomes(CO):

1. Discussthenatureandscopeof busineseconomicsoncepts

2. %Slassif thed|fferences khetweed\em(?ndand supﬁlt)anal sisand thebalanceghe market
orcesthroughprice mechanism and government'interference

3. Apply the techniquest production and theoncepts of cosh production decisions

4. Ditterentiatethe price andoutputdecisionsundervariousmarketstructures.
5. Apply macroeconomic conceptaowledgen business decisiomaking.

Assessmenmethods
KnowledgeDimension /|L1 o L3 L4 LS L6
Ay . erstand |Appl Anal Evaluate |Creat
CognitiveDimension | ReéMember|ine (Fam PPY nalyze | Evallate reale
(Recall) mg)
FactualKnowledge
Conceptual CO1 CO3(AL, A3,
Know?g ge (Al,A2) A4) (
02 O4 and COb5
Proceduraknowledge 86\1,A2, A3) (AT, A8 A
Meta-cognitive
Knowledge

CaseAnalysis (NotExceeding 20Qvords)
Learning and teaching activities

Case AnalysiSituation Analysi8rainstorming
Group DiscussioResearch Proje€@halkandTalk
StudenPresentations

Indicative Teachingand learning resources

Soft copies of teaching notes/cases etc. will be uploaded onto-tharrGWherever necessary,
printouts, handouts etc. will be distributed in the cl&s<ribed text book will be provided to all.
However, you should not limigourselfto this book and shouldexploreothersourceson your own.
You needo read different books and journal papers to master certain relevant cao@e@tyseases
and evaluate projects. Some of these reference bookslgi@mmwill be available irour library.

1. Geetika, P.Ghosh, P.R.Choudhury, Managerial Economics, Mc@GlidlwEducation Private
Limited,New Delhi, 2018.

2. Dominick Salvatore, Seventh Edition, Adapted Version, Oxford
PublicationNew Delhi, 2014.

3. Dr.D.N.Dwivedi, Managerial Economics, Vikas Publishing House,Nelli,2015/Latest
Edition.

4. PaulG. Keat, Phili K. Y. Young, SreejataBanerjeefi Ma n a § € b h a hHearsoriNew
Delhi, 2012/LatesEdition.

Journals:

1. Economicand Political Weekly,Sameeksha&rust,Mumbai

2. GITAM Journalof ManagementGITAM Institute of ManagemenGITAM University,
Visakhapatnam

3. IndianJournalof Economics, AcademiEoundation, New Delhi

4. GITAM Journalof Management
5. E- Books and Elournals



Company Profiles

Daily English BusinessNewsPapers

1. TheEconomicTimes,2. BusinessStandard3. Mint

Internal and End Term Examination - General Marking Criteria

Task Taskiype [Taskmode Weightage(%)
Al. Quiz (Z besiof 3) Individual Multiple ChoiceOnline/Written 10
AZ. Mid exam Individual Written 15
A3. Case/ Project / |Groups* or |Presentations/Report/Assignmemth 15
Assignment Individual Q&A/Viva
Ad_ Endiermexam Individual  |Written (Short/long) 60
Transferrable and Employability Skills
Outcomes Assessment
T |Know howto useonlinelearningresourcest-Learn,online journalsetc. AT & AZ
2 [Communicatesffectivelyusing arange oimedia AZ & A3
3~ |Apply teamworkandleadershisKills A3
4 [FInd, evaluatesynthesiz& useinformation AT & A2
5 [Analyzerealworld situationcritically Al
6 |Reflectontheirown professionadevelopment Al
7 |Demonstrat@rofessionalisn& ethicalawareness A3
8 [Apply multidisciplinaryapproach tdhe context A3




BBA -1 SEMESTER

MBG105: FINANCIAL ACCOUNTING
INTRODUCTION

Accountingis aptly calledthelanguageof businessThis designationsapplied to Accounting because
it is the method of communicating businagsrmation. Thebasic function of any language is to serve
as a means @lommunication. Accountingduly serveghis function.

COURSE OBJECTIVES
1) To equipthe studentswith knowledgeof fundamental®f FinancialAccountingsystems

2) To makestudentsproficientin the applicationof FinancialAccounting
techniques.

SYLLABUS

UNIT -I: Nature and Scopeof Financial Accounting and Systems Principles
- Accounting Concepts and conventioné&ccounting Cyclei Double EntrySystemi Accounting
equation Preparatiorof Journalg PreparatiorofLedgers.

UNIT -1l:Subsidiary books 1 Types of SubsidiaryBooks - CashBook i Typesof cashbook i
Preparatiorof Triple ColumnCash Book(NP)

UNIT -lll:Trial Balance -Meaning of Trial Balance Preparation of TriaBalance- Types ofErrors
T Suspens@ccount.(NP)

UNIT -IV:Preparation of Final Accountsi TradingAccounti Profit and
LossAccount- BalanceSheetr Treatmenbf Adjustments (NP)

UNIT-V: Bank Reconciliation Statement (BRS) -Introduction and Significancef BRS- Pass
Book i CashBooki Causedor differencebetween caslbook and passbook Preparatiorof Bank
ReconciliationStatement(NP)

COURSE OUTCOMES
Thestudents expectedo -

1) Analyze a companyods fi nanci alkonctgioa tbeunthent s
financialsituationof thecompany.

2) Use accounting and business terminology, and understand the avaduperpose of generally
accepted accounting principles (GAAP).

3) Explainthe objectiveof financial reporting,the elementsof the financial statements, and the
related key accounting assumptions pndciples.

TEXT BOOK
MukharjeeandHanif (2013)Financial Accounting New Delhi: TataMc-GrawHill
REFERENCE BOOKS

1. MaheswariS.N&MaheswariS.KR010)ntroductionto FinancialAccountingNew Delhi:
Vikas PublishingHouse.

2. TulsianP.C(2011)Financial AccountingVolumel andVolumédl,New Delhi: Pearson
Education.

JOURNALS



P w p PR

TheChartereddccountant Thelnstituteof CharteredAccountantofindia
Journalof Accountingand Finance: ResearchDevelopmenAssociationJaipur
IndianJournalof Accounting: Thelndia Accounting Associatiokldaipur
TheAccountingWorld :ICFAI Press, Hyderabad



BBA - | SEMESTER
MBG107: BUSINESSMATHEMATICS

Course code:MBG107 Coursditle: BUSINESSMATHEMATICS
Semester:l CourseType:CoreCourse \Credits:4
ProgrammeBBA

Course Leader:

INTRODUCTION

The course is designed to understand and acquire knowledge and $asamathematicdor solving
businessproblems.

COURSE OBJECTIVES

1 To provide practice inthe handlingof businesgroblemsthatdealwith day-to-daytransactions
encountered by business administrators.

1 To use the results of mathematicalculations to help evaluate various options in reaching
financial decisionswhethemersonabr businesselated.

1 Uponcompletionof the coursethestudents will be, familiarized with the nature of business
problems and Able #nalyze and take business decisions in day to day transactions.

UNIT I: (CO1, CO2CO03, CO4, CO5.1, L2, L3, L4,L5, L6)

Basic Mathematics- Theory of Indices: Definition, types of indices, propertief indices, basic
problems on indices. Equations: Types of equations, solMmggr simultaneous equations and
Quadratic equations withne variablePermutations and Combinations: Definition, basic problems on
permutationg&nd combinations.

UNIT II: (CO1,C0O2, CO3, CO4ACO5, L1, L2,L3, L4, L5, L6) Matrix Algebra- Definition, types of
matrices, Scalar Multiplication oMatrix, Equating of Matrices, Matrix operations: Addition,
Subtraction andultiplication; Transposef Matrix, Determinanbf matrix, Inverseof Matrix, Solving

of Equations by Cramerds RuMarix. Matri x I nversi

UNIT II: (CO1, CO2, CO3,C04, CO5,L1, L2, L3, L4, L5, L6) Elementary Calculus
Differentiation: Definition, rules of differentiationggarithmic differentiation, partial differentiation
of first and second ordenaxima& minima.Integration Definition, somestandardulesof integration,
integrationby substitutionjntegration byparts.

UNIT IV:(C0O1,C02,C03,C04,CO5,L1, L2, L3, L4, L5, L6) Application ofCalculus- Elasticity

of demand, Average revenue, Marginat venue, Average cost, Margin
surplus, Suplycurve of short period and long period in perfect competition, Maximumrevenue,
Minimum Cost.

UNIT V:(CO1,C02,C03,C04,C0O5,L1, L2, L3, L4, L5, L6) Mathematicsof Finance- Simple
interest,Compoundnterest, Annuity, Concept of present value aachount of sum types of annuities,
present valuand amount of an annuity including the cases of continuous compoupdaidgems
relating to sinkingund.

Problems will be given from all the units.



CourseOutcomes(CO):
Onfruitful andsuccessfutompletionof this course studentswill beableto:

1. Understandhebasicconceptgor solving businesgproblems _ _ _

2. él%%yetrgganalytlcaltechnlquesn businesgransactionshatwould helpinsolvingbusiness

3. Analyzeandtake businesdecisions Irdayto daytransactions

4. Usethe resultsor mathematicakalculationsto "help evaluatevarious

5. optionsin reachingfinancialdecisions

6. Create an edge tor the business

L1 L2 L3 L4 LS Lo
Knowledge |gemember |Understanding |Apply Analyze  |Evaluate Create
dimension
/cognitive
dimension
Factual Ol
Al1,A2,A3
knowledge ( )
(@)
Conceptual (A1-A3, Ad)
knowledge
201 CO2 CO3 (AL, CO4
Procedural BLA3AY)  |(AIA3AL) |ASAD "  |(A1 A3,A4)
knowledge
Meta CQ3 cQ4 CO5(Al
. Al1,A3,A4) |(A1,A3,A4 :

cognitive ( ) | ) A3,A4)
knowledge

Problems will be given from all the unitsNote:
1. Proofs of theoremsand derivations of formulae are excluded.

2. Trigonometric functions, Inverse Trigonometric functions andHyperbolic functions
are excluded.

Learning and teachingactivities:

Mixed pedagogy approach is followed for this course. Classroom basdd face teaching, directed
study, individual study through glearn, assignmemtgects and practical activities (individual and

group)
Internal and End term examination- General marking criteria:

Code: Assessment|Tasktype Taskmode | Marks (%)
f‘i‘ IE%;)Ol,COZ,CO:s,CO4, L1, L2, Ls, Mid exam | Individual | Written 15
@g)- (CO1,C0OZ CO3, L, L7, LS, L4, Quizzes | Individual | Online 10
@éﬂ-ﬁ(’)ﬁsﬁ)g,cos,co4,co5,|_1, L2 A Jrérg{ent/ Inglr\(/)lSHaI/ Report 15
A-(§QY, (97 &O3,CO4,CO5, LT, Endterm individual | Written 60
TEXT BOOK

R.C.Joshi(2013.),BusinesdMathematics,JalandharNew AcademidublishingCo.
REFERENCE BOOKS
1. J.K Singh(2013),BusinesdMathematics, Mumbaidimalaya Publishinglouse.

2. Dr.AmarnathDikshit&Dr. JinendraKumarJain(2011.),BusinesdathematicsMumbai:
HimalayaPublishingHouse.

3. Dr.C.SanchetandV.K.Kapoor (2012),BusnessMathematicsNewDelhi: SultanChand &
Sons.



BBA - | SEMESTER
MBG109: INDIAN BUSINESSENVIRONMENT

CourseCode MBG109 CourseTitle : IndianBusines€nvironment
Semester CourseType: Core |Credits: 3
Home Programme (S)

CourselLeader:

Introduction

The business environment in India is undergoing a dynamic change; what
wadookeduponasanunderdevelopednationisnowregardedasapotentialecaoovaicand emerged as
one of the emerging nation of the world. With iptiondigitization and e-.commerceits service
industry is providing multinational companies with unparalleled opportunities. With liberalization,
privatization and further on gl aplaeinanodtalonajor! n c
sectors of the world economiyn this context, th@ature and extent of the role of the state is undergoing
fundamental changesith digitization and financial inclusion. In this dynamicand changingexternal
environment of such gigantic dimensions, this course is aimednaitizingthe students to the value
implications of environment on business,general.The maindrive of this courseaddressestructural
changesexternaénvironmental changes, planning and polices of the state, economic iméorasation
technology and itsmpact. Knowing the major legal environmeoncepts and acts in addition to other
environments is also to be discussedhis course. Though business is an economic activity, business
ethics, sociatesponsibilities of business and corporate governano&dasluced in thizourse.

Course Objectives
1 To makethestudentgo understandlifferentfacetsof Busines&nvironment inindian.
1 To enhancestudentsability to understana&conomicplanningandndustrial policy in India.
1 To sensitizestudentsaboutmonetaryandfiscal policy in India andits impact on business.

1 To enablethe studentto understandocialresponsibilityof business. Tareateawarenesamong
thestudentsboutcorporategovernance.

SYLLABUS:

UNIT -I: Business Environment: Nature, scop@and objectives of businesEnvironmentof business
descriptioninternal environment and external environment Political environment Economic
environmert SocialEnvironment Technological environmentEcological & Legal environment
Macroenvironment adt Micro environment.

UNIT -1l : Economic Planning and Industrial Policy: EconomicPlanning

impact on businessenvironment Meaning and Objectivesof Industrial Policies -Need for Industrial
Policies Salient features of 1948, 1956, 1991 Industalicies Closed economy and open econemy
Liberalization, Privatizatiorand GlobalizatiofNITI AAYOG and its objectivesEase of doing business
FERA- FEMA- CompetitionAct.

UNIT -lll: Monetary and Fiscal Policy: MonetaryPolicy andits objectives-CRR and SLR-Money
Supply instrumentof moneysupply R B | MogsetaryPolicy MeasuresFiscalPolicyandits objectives

Techniquesf FiscalPolicy-Impact of Monitory and Fiscal Policy on business environaf@entral and
StatesBudget financesof the centralandstatebudgets.

UNIT -IV: Businessand Social Environment: Businessand Society objectives and importance of
businessProfessionalization of BusinesKthican businesdmpact of cultural factors in business
Social Responsibility of Businessgiving back to the societySocial involvement, social audit
Companie#\ct 2013 and CSR.



UNIT -V: Corporate Governance: Descriptionof CorporateGovernance reasonsfor the growing

demandfor corporategovernancemportanceof corporategovernance prerequisitesyegulatory and

voluntaryactionsrecommendationsf Birla Committee;legal environmentof corporategovernance in
India.

CaseAnalysis (notexceeding 20@vords)

COURSEOUTCOMES (CO)
CO | By the endof the course,studentsshould be able to: BloomsTaxonomy Level
1 |Discussabout thevariousbusinessenvironmental factors L1,L2&L3
2 |Assesgheimpactof EconomicPlanningandeconomi@olicies L2, L3 &L4
on the business environment
3 teC%rna}lqslﬁzg/lsonetaryPoI|cy andFiscalPolicy asstabilization L2, L3&L4
lllustrate the importanceof ethical practicesand social L2,I13 & L4
involvement of business.
5 |Explaintheneedfor CorporateGovernance. L2,13 & L4
STUDENT EVALUATION:
Details Assessment Tasktype Taskmode Marks (%)
Al
(CO1, C0O2) Mid Exam Individual Written 15
(L1, L2, L3 & L4)
A2
(CO1, C0O2) Quizl Individual Objective& Online 05
(L1, L2, L3 & L4)
A3
(C0O3, CO4) Quiz2 Individual Objective& Online 05
(L1, L2, L3 & L4)
A4
(CO2, CO3, CO4) Assignment Individual Written 05
(L5 & L6)
A5 Case Discussion/ Discussion/Ppt
(CO2, CO3, CO4) Presentation Group Presentation 10
(L5 & L6)
A6
(CO1, CO2, CO3, Endterm exam Individual Written (short/long) 60
CO4, CO5)
(L1, L2, L3, L4L5
& L6

SYLLABUS MAPPING WITH COURSE OBJECTIVES AND BLOOMS TAXONOMY
LEVELS:

C?ﬁnltlve L1 L2 L3 L4 L5 L6
ension/ Remember |ynder- Apply Analyze Evaluate |Create
Knowledge :
Dimension s}andlng ]
Factual COL(AL, (X7 Ao CO1
Knowledge A2,A3, A3, Ad) Al, A2, A3,

A4) Ad)
Conceptual CO2, CO3& 88% CoO4,
Knowledge CO5(A2,A3 |A3, A4)"

A4)




Procedural C03,C04,

Knowledge CO5 (A2, A3,
A4, A5)
Meta-cognitive
Knowledge
REFERENCEBOOKS
1. CherunilamFrancisfi B u s iEmvieoenzentText&Ca s e s 0 , PublisrangHoysea New
Delhi,2019
2. AswathappaK, i Es s eaof Busire$dsn v i r o n me n Publishithg Hoasé, a y a
NewDelhi.
3. Dutt, Ruddra and Sundar am, KCoPLtdM NewDdihi. n di a n
4. Misra andPuri, Indian Economy,HimalayaPublishingHouseNewDelhi: 2019
5. Joshi&Kapoor,BusinessEnvironment,KalyaniPublishers,NewD201i9
6. Pual,JustinBusines€nvironmeniTextandCasesTataMcGrawHill, New Delhi
7. Worthington,l anandBr i t t on, Ch r iEsn,va Tr hoeRBanssmnttnoat®rsLtd,

New Delhi, 2019

8. Fernando,A.C., Indian Economy, Pearson Education Ltd, NewRellf,



SEMESTER-1I

IS Internal | External
S. Cod i > o |2
No. N Title of the Level of S |5 |S | Assess | Assess |0t
Course course < © 8 ment ment | Marks
0 Marks Marks
1. |MBG102/ |Telugu/Sanskrit/ |Foundation | 3 - |13 40 60 100
MBG104/ |Hindi/Special Compulsory
MBG106/ |English*(Second
MBG108 Language)
2. |MBG110 Principles and Core 3 - |13 40 60 100
Practice of
Management
3. |[MBA102 SelfAwareness& |Foundation | 3 - |3 40 60 100
Personality Compulsory
Development
Cost and -
4. IMBA104 Mana&ement Core 4 4 40 60 100
Accounting
i istics|Foundation -
MBG112 BusinessStatistics Compulsory 3 40 60 100
MBA106 InnovationBy Core 3 - 40 60 100
Design
7. |MBA192 SemesteendViva |CoreSKill - 11 50 - 50
Building
TOTAL .... . 19 | 01 |20 | 290 360 650
Note—SpecialEnglish is offered only to foreign nationals.
PROFESSIONAL COMPETENCY DEVELOPMENT COURSESIN SEMESTER-II
> |8 £ Internal External
S. Code |Titleofthe | 8 |8 | 5 nterna xterna Total
- - Course = © S Assessment | Assessment Marks
Q - Marks Marks
1 MBA370 | Yoga - 2 1 50 - 50
2. | vDc111 | Venture 2 2 100 . 100
Discovery

Note-ProfessionalCompetency Development coursesill be addedin the6™ Semester




BBA — Il SEMESTER
MBG102 -TELUGU
Introduction:
This coursecontainsarich the selectiorirom Telugulanguageandliterature.
Course Objectives:

1.  To enlightenstudentsaboutthe richnessand value of the regionalanguage
2. Toofferworkingknowledgeof Teluguto thestudents.
3. SYLLABUS

z 9 GUP@E®R-242)Z &
L ZAWE® P

10.
11.

12.

13.

14.
15.

16. 5.1 ACd PAGE < FApGUR=P-A P
17. 6. ~%~ Kz T R .

18. 7.He: -PR Y|
19. 87 @ #A ~GIQ8ywe pBROGAP & &
20. 9., =0 QGWKO™Y ™ - |
21. 10A=a'QAh &zarf

~

22. - KT a 3 -=
23. -1l pefiea =Q
4. 13PZO0F - P cDi0ReRYy

25.

26.

27.



CourseQutcomes:

1.  Thestudentearnsreadingandwriting Telugu
2. Understandandlearnsproperuseof Grammar
3.  DevelopscommunicatiorSkills.



Introduction:

This coursecontainsarich selectionfrom Sanskritanguageandliterature.

Course Objectives

1.  To enlightenstudentsaboutthe richnessand value of the classicalanguage

BBA —IIl SEMESTER
MBG104: SANSKRIT

2. Toofferworkingknowledgeof Sanskrito the students.

POETRY:LessorNo. 1 Saranagathi

LessornNo. 2

LessorNo. 3

LessorNo. 4

LessonNo.5

LessorNo. 6

From
ValmikiRamayanamYuddhakanda

17" CantoSlokasl1li 68
AhimsaParamodharmah

From Srimadbharatam,Adiparva 8"
chapter

Slokal07 totheendof 11 Chapter
RaghohAudaryam

From Raghuvams&™ Canto 1 i 35
Slokas

Mitrasampraptih

From Pancatantra T Ist Story
(Abridged)
ModernproseChikrodakatha
AndhraKavyaKathah

By SannidhanamSuryanarayanaSa:

Computeryanthram
By Prof.K.V. Ramakrishnamacharyt



GRAMMAR

DECLENSIONS:

Nounsendingin Vowels

Deva,Kavi, BhanuDhatrPitr, Go, Rama,Mati, Nadee,Tanu,Vadhoo,Matr,Phala Vari andMadhu
SANDHI:

SwaraSandhi : Savarnadeergha, Ayavayavauna, Vrddhi, Yanades&yanjanaSandhi Scutva,
Stutva, Anunasikadvitva, Anunasika, Latva, JagtsargaSandhi : VisargaUtva Sandhi,Visargalopa

Sandhi,VisargaRepha
SandhiOoshmasandhi

SAMASA.:
A Dwandwa (2) TatpurushgCommon)
(2a)Karmadharaya (2b) Dwigu
(2c)ParadiTatpurusha (2d) Gatitatpurush@e)UpapadaTatpurusha (3)
Bahuvrihi
(4) Avyayibhava
CONJUGATIONS

IstConjugations Bhoo, Gam, Shtha, DrhsLabh, Milidd Conjugationi As (
)

llird Conjugationi Yudh,IV th Conjugatiori Ish

VIl Conjugationi Likh, Kri () IXth Conjugationi Kreen  ( )

Xth Conjugatiori Kath, BhashRam,Vand,

COURSE OUTCOMES

1.  Thestudentiearnsreadingandwriting Sanskrit
2. Understandandlearnsproperuseof Grammar
3.  DevelopscommunicatiorSkills.



BBA — Il SEMESTER
MBG106: HINDI
Introduction:

This coursecontainsarich selectionfrom Hindi poetryandprose.Grammarandtranslationgrom official
languagerealsoincluded.

Course Objectives

1.  To enlightenstudentsaboutthe richnessand value of the nationalanguage
2.  Toofferworking knowledgeof Hindi to thestudents.

Syllabus

kK hUr O (Prose Detailed Text)
1.0 0 LNiF66& n Yy wBD a6
1 2.h” ,INdik ho Yoong Y -6 00 WBBENKEG
3.h n ndYY& Lim arza -SSOWSIGN r YN G
2 4006 N ORY KNG -ny NUem B Y O
5HUNUR -6 uBr cR& 0 C
6.0 Yi6dlaka h -Ur haUnorva $
7.KUij 6KUr N@ -hLo®8amgalN r YN
3 8.$z210WB 6N -0SuNYmE
4 9.Kt n -0 UBRAE L J
T nr oUKO(on Detailed Text)
1.nU06 06 -L ORBKEH O N
2.506 -0 s@iBt 06 0
5 3.8 No lKansar G L -S U6 RIBKGO h
4hNOoR®DAG -ORN G ce
6 5Saksd G N -SUNRC™N
7 6. 0 KKKU h B -0 UBRGE Ly
8 7.1 $ KB G - L BIR®E GoeY s
8.6zL -ARY O
9.LG&MNuTr N -0GsaSna
9 4JaKédlr Ouk
.On N&HRn U § @ GKzZBN oeKWbBeeU k |
(Rewriting of sentences as directed)

A K 6(Kase)

A U ce(@ender)

A 1 L tnumber)

A r G @voice)
. RUK G U (correction of sentences)

A LaUSYzk

A UcelB&r L8 BoBn


https://www.hindwi.org/poets/sudarshan/story

HI. r 0 & O Amake your own sentences)

V. Ko O owSEOR@ $ Un K
Rts 0 odl) 6 n Qkaryalay Hindi : Administrative terminology)

4. Ko Oo Kedd
5. n N6
V. $BUmMmaYN
VI. Ur oR 1§
VII. n aeYkn
VII. k B AkiRA arfd) N OIYRnkzd B &BIYInmU S |
VI.LUn o B

COURSE OUTCOMES

1. The student learns reading and writing Hindi
2. Understands and learns proper use of Grammar
3. Develops communication Skills.

Text Books

1. Prose Text: Dr. Ajaya Kumar Patnai®adya Gaurav, Sonam Prakashan, Badamdadi
Cuttak.

2. Non, Detailed Text: Dr. Gulam Moinuddin Khadharchit Kahaniyan, Shabnam Pustak Mahal,
Badamdadi, Cuttak.Text: Dr.T.Nirmala & Dr. S. Mohan, Padya Manjari, Rajkamal Prakashan,

New Delhi.* Latest Editions



BBA -1l SEMESTER
MBG108: SPECIAL ENGLISH

Introduction:
Course Objectives:

1 Understangndappreciatalifferentliterary genres.

1 Recognize and analyze the main elements of different literary gpar@esularly shortstories,
essaysand poetry.

{1 Demonstrate in written and oral form both the comprehension anantdgsisof literary texts
(poetry, prose, shostoriesandessays)

1 Appreciate and apply stylistic differences while communicating ooriemporarycontext for
different purposes

1 Create reasonably professional scripts with correct and varied usggenaiatical structures and
punctuation for accurate communicationdefs

Syllabus:

LEARNING OUTCOMES
Uponsuccessfutompletionof Unit 1, the studentwill beableto:
1. Demonstrat@anunderstandingpf poetryasa literary genre(L2)

2. Identify and describe poetic fornasd poetic devices (L2, L3)

3.  Analyzeandeffectively communicatddeasrelatedto the poeticworks for their structure
andmeaningusingcorrectterminology.(L3,L4)

UNIT -
Poetry

1)  TheRoadNot Takenby RobertFrost
2)  TheWalrusandtheCarpenteby Lewis Carroll
3) CaptainIMy Captainlby Walt Whitman
4)  Sonnetd N-@ OWilliam Shakespeare
59 A TIBenRi s ibypJghmDonne
LEARNING OUTCOMES
Uponsuccessfutompletionof Unit Il, the studentwill be ableto:

1 Demonstratanunderstandingof shortstoryasa literary genre(L2)

1 Identify anddescribedistinctliterary characteristic®f the shortstoryform (L2,L3)

1 Analyze and effectively communicateideasrelatedto the short storiedfor their structureand
meaning. (L3,L4)



UNIT -lI
Short Stories

1. My FinancialCareerStepherieacock

2. A Storyfrom Confucius Confucius

3. The B alrabetniod-klulk RajAnand

4. An Occurrenceat Owl CreekBridge by AmbroseBierce
5. TheStoryof anHour by Kate Chopin

LEARNING OUTCOMES
Uponsuccessfutompletionof Unit Ill, the studentwill beableto:

1 Read essays, and opiniomkile analyzing the structural and sentdeeel arrangement of
thewriting. (L1)

1  Examineeffectiveunity, support,coherenceandmechanicsn essaygL4)

1  Write essaysonsideredppropriatdor theundergraduatkevel (L5)

UNIT -1l

Essays

MAMan g i GaprgeOrwell

S eRlefl i aRalph&ValdoEmerson
At t i MangdretAiwood

T Responsibilityof | nt e | |- NoamChanmslsy o
Let t er-YdaeOldBaughteiRchard Dawkins

Sl
e R e R

LEARNING OUTCOMES

Uponsuccessfutompletionof Unit 1V, thestudentwill beableto:

1 Engagewith relevantscholarlyworkson contemporaryssueqL1)

1 Ableto analyze describeanddebatethe complexitiesofglobalization(L3)

1 Situateo n eo@rsreadingin termsof society,religion, caste regiongenderand politics(L4)

UNIT -IV:

Contemporary Issues
1. ATheGlobalisationof | n e g u- &.ISainatl o
A Wo rfrdnsanOpenMind to aClosedor SealedD n e Ramachandra Guha
T hdeao f | MAduha®kay
WhnptaseparatéJN CharteronC a s t e-iK.SBatd&gapal

2
3.
4.
5 T hoetcauseofc o r r u {TabishiKimaid

ot 3t 3N

LEARNING OUTCOMES
Uponsuccessfutompletionof Unit V, thestudenwill beableto:

1 Useprewriting techniquedo developideasin paragraphsndessaygl 2)
i Practiceunity, coherencgincluding transitions),and appropriatevriting style. (L2)
i Recognizeandincorporatepropergrammarand mechanicsncludingpartsof speechyerb

tense subjectverbagreementword choice, spellinggommasandotherpunctuation.(LI)



1)  Write abook/film review(L3)

UNIT -V: Courser&ourses:
2)  AdvancedGrammai& PunctuatiorProject(UCI Division of Continuing=ducation) 20 hours
3)  Advancedwriting (UCI Division of ContinuingEducation)26 hours

COURSEOUTCOMES
Uponsuccessfutompletionof the coursethestudentwill beableto:

4.  Recognize and incorporate proper grammar and other mechani@ngfagei n o ne 0 s
communicatioracts.(L1, L3)

5. Demonstrate an understanding of the distinct literary characteristmsetdy, shortstory and
essay aditerary genregL2)

6. Analyze and effectively communicate ideas related to the presditbesty genresfor their
structureandmeaningusingcorrectterminology.(L3,L4)

7. Write paragraphs, essays and reviews with the complexity considemdpriatefor the
undergraduate level (L3,L5)

8.  Analyze,describeanddebatethe complexitiesof globalization,situatingown readingin terms
of societyreligion,casteregion,genderand politics (L3, L4)

Book/Film Review



BBA - Il SEMESTER
MBG110: PRINCIPLES AND PRACTICE OF MANAGEMENT

INTRODUCTION

One of the most important humaativities is managingManagement, ifiact can be traced back to the
ancient times whenever there was large seatkeavor like great pyramids in Egypt, Great Wall of China,
Taj Mahal inIndia. All these required a large number of people working in graupbettercoordinated
way to achievea well-definedtargetover a period of time. In the presentcontext, of globalization,
becauseof increasingrole of largeand complex organizations for the development of economy, the
concept oimanagementhasbecomevery significantfor managingthe businessfficiently.

COURSE OBJECTIVES
1) To enablethe studentgo understandhe fundamentaprinciplesofmanagement
2) Toenablestudentdo applythe practicesof management

SYLLABUS

UNIT -I: Management: Nature, Concept, Scope and Significance; Functtarsagement: Art or
Science or Profession, Organization Vs. Administralfsn Management,Schools of Management:
Contributionsof F.W. Taylor, Henry Fayol, Elton MaydRoles of Managerssocial Responsibility and
Busines<thics.

UNIT -1l :Planning: Concept,Objectives, Types, Stepsand Techniques;Making Planning Effective;
Decision Making: Steps in Decision Making and Typdanagemenby Objectives(MBO).

UNIT -l : Organizing: Structure, Nature, Types of Organisations, PrinciplesOrganising,
Departmentalisatiorelegation,and Decentralisatiorof Authority, Span of Control Line and Staff
Functions Staffing: ConceptSignificanceandFunctions.

UNIT-IV: Introduction, Characteristics of a Leader, Functions of a Leadeadershipand
ManagementRrinciplesof LeadershipStylesof Leaders

UNIT -V: Introduction, Concept of Controllingurpose of Controlling, Type$
Control, Steps inControlling, Techniquesn Controlling
CaseAnalysis (Not exceedind250 words).

COURSE OUTCOMES

1) After completingthe course,the studentwill be able to understandandexplain the concept of
management and its managerial perspective.

2) It will equip studentsto map complexmanagerialaspectsarising due togroundrealities of an
organization.

3) They will gain knowledgeof contemporaryissuesin managemengandvarious approaches to
resolve those issues

TEXT BOOK

Harold Koontz & Heinz Weirich(2012), Management, a Global and Entrepreneurial
Perspectivé\ewDelhi:TataMcGrawHill Publishingcompany.

REFERENCE BOOKS

1. Dipak Kumar Bhattacharyya (201®yinciples of Management: Textd CasegNew Delhi:
PearsorPublications.



Balasubrahmaniam. (2012)ManagemenPerspective®ew Delhi:MacMillan India Ltd.

CharlesHill, StevenMc Shane(2012)Principles of ManagemenNew Delhi: TataMac
GrawHill

Ricky W. Griffin(2012), ManagemenhewDelhi:Cengagé&earning.
Terry and Franklin (2011)Principles of ManagementNew Delhi:AITBS Publishers.

6. RobertKreitner (2012)Principles of ManagementNew Delhi:Cengagesouth
Westernl2 E.

JOURNALS

o gk~ w

1. Vikalpa, IndianInstituteof Management
2. Journal of General Management., Mercury House Business

PublicationsLimited
HarvardBusinessReview,HarvardBusinessSchoolPublishingCo.USA
IndianManagementAIMA, New Delhi

[JBMT GlobalBusinesdnnovation,SPIRI

GITAM Journalof ManagementGIM, GITAM (Deemedto beUniversity).



BBA - Il SEMESTER
MBA102: SELF AWARENESS AND PERSONALITY DEVELOPMENT
INTRODUCTION

Selfawarenesandpersonalitydevelopments goingto build uponthest udent s 6 basi c U
of intelligence, learning and personalifyhe course would help in relating their learning its
importance in the presemdustry context in a dynamic and complex environment where stress is on

A HUMACN P | T Phengainaimof thiscoursds to equipthestudentsviththe required theoretical
knowledge to gain insight in personaldgvelopmerdand selfawareness which would result in better
motivation of self and groufteam),implementinghe sameto bringabouta cohesivedevelopmenin
theirdecision making process.

OBJECTIVES

1) Toenablethe Studentto gainaninsightinto the self andthe processf Personality
Development

2) Toenableghestudento explainthefactorsthatdetermingpersonality.
SYLLABUS

UNIT -I: Personality Natureand Importance Individuality, CharacterDeterminant®f Personality,
HereditaryPotentialsEnvironmentalnfluencesSituationalFactors

UNIT -IIl:  Self Esteem Know Yourself, Develop Self Esteem,Face and Accept Reality, Accept
Yourself, Selfimprovement, Plan to improwsurselfVisualizeyour bestself, Long termgoals,Short
term objectives,Action Plans,Developing Positive AttitudedDevelopment of Attitudes, Learning
Attitudes)mproveyour attitudes Coping withotherp e o priegativaattitudes,

UNIT-IIl:  Self Motivation Sources of Motivation, Willingness to worldJnpleasant tasks,
Responsibility, Dependability, Self Management, Efficieork habits, Time Management, Resource
Management, Stress Manageme&hinking Skills, Thinking Defined, Higheorder thinking abilities,
Critical thinking, Creativethinking, DecisionMaking, ProblemSolving,

UNIT -IV: Transactional AnalysjfNature and Importance, Ego States, LRfesitions,Transactions,
Johariwindow, Natureandimportance Johariwindow as a Modebf Interpersonal Interactions,

UNIT -V: Emotionalintelligence Natureand Importance,|lQ versuseQ, Componentof Emotional
Intelligence Selfregulation,Self AwarenessMotivation, Empathy, SociaSkills.

Case AnalysigNot Exceeding 200 words)

COURSE OUTCOMES

1) The studentwill be ableto understandis/herpersonalityand theprocessf self
development.
2) Thestudenwill beableto understandheo t h persénalitytoo andnteractpositively.

TEXT BOOK

Wallace and Masters(2012), PersonalDevelopmenfor Life andwWorkLO"Edition,NewDelhi:
Cengagd._earning

REFERENCE BOOKS

1. RobbinsStepher& Sanghi.S(2013),0rganizationaBehavior NewDelhi : Pearson
Education.



2. Clegg,Brian(2012)PersonalDevelopmentNew Delhi:KoganPage.td.,

3. McGrathE H.(2011),BasicManagerialSkillsfor All 6"EditionIndiaPrenticeHall.
JOURNALS

1. GITAM Journalbf ManagemeniGITAM (Deemedo beUniversity) Visakhapatnam.

2. HarvardBusinesRReview.

3. ICFAI Journalof HRM.

4. HRM Review.



BBA - Il SEMESTER
MBA 104:COST AND MANAGEMENT ACCOUNTING *

INTRODUCTION

Cost Accounting In the initial stages cost accounting was merely consitetesla techniquefor
ascertainmendf costof productsor serviceson the basiof historical data.In courseof time dueto
competitive nature of the marketjt was realized that ascertainment of cost is not as important as
controllingcosts.Hencecostaccountingstartedto be considerednoreasa techniquéor cost control

as compared to cost ascertainment. Due to technolatgealopmenin all fields, now costreduction
hasalsocomewithin the ambitofcostaccountingCostaccountings thusconcernedvith recording,
classifyingand summarizing costs for determination of costs of products or serpieesing,
controllingandreducingsuchcostsandfurnishingof informationtomanagement for decisiemaking

Management Accounting:Management accounting is concerned withghavision of information
to people within the organization to help them mbk#erdecisionsandimprovethe efficiencyand
effectivenesof existingoperations

COURSE OBJECTIVES

1) To enablethe studentdo acquainthemselvesvith the variougnethods of ascertainment of
cost and management accounting.

2) To acquaintthemwith varioustechniquesf costand managemermbntrol.
SYLLABUS

UNIT -I: Costand Management Accounting:Meaningof costing,costaccountingandmanagement
accountingNatureandScopeof CostAccountingand ManagemenAccounting— Importanceof cost
centreand cost unit - Cost Accountingvs. Managemen#ccountingvs. Financial Accounting -

UNIT -1I: Elements of Different Costs: Direct and Indirect Material Cost Issue of Materials
Pricing Methods (LIFO, FIFO, Simple and Weight&derage)- Labourcost Direct and Indirect
Labour Cost Systemsof Paymenbf Wages(Halsy & Rowan Plans} OverheadsClassification,
Allocation andApportionmentof Overheads.

UNIT -lll: Preparation of Cost Sheet: Classification of cost§ prime costi works costi costof
productioni costof saleg Profit Margin - PreparatiorofCostsheetor speciawork orders(NP)

UNIT -1V: Managerial Applications of CostVolume-Profit and Break EvenAnalysis: Analysisand
Classificationof different Costs Fixed Cost VariableCost incrementalCost Differential Costs
OpportunityCostandCost Volume-Profit Analysis Margin of Sales and Break Even PeiDecisions
involving alternative choicésMake or Buy Decisiondetermination of salesix i addition or deletion
of a product (NP)

UNIT -V: Budgeting: Meaningof aBudget Budget,BudgetingandBudgetargontroli Essentials of a
Budgetary Contrel Master Budget Flexible BudgetProductionand SalesBudget Zero Based
Budgeting. (NP)

COURSE OUTCOMES

Thestudenwill beableto i
1) Understandhe elementf cost
2) Understandhepreparatiorof costsheet
3) Understandhe conceptsof Job,Batch, Contractand ProcessCostandPreparatiorof the
relevantdocuments.

4) Understanananagemerdaccountingconceptsn manageriatiecisioomaking.
TEXT BOOK



S.P.Jain& K.L. Narang(2013),CostandManagemen#ccountingNewDelhi: Kalyani
Publishers.

REFERENCE BOOKS

1.
2.

3.

Khan & Jain (2012), CostAccounting New Delhi: Tata Mc-GrawHill PublishingHouse.

Sharma& ShashiK.Gupta(2014), Managemeni®Accounting NewDelhi: Kalyani
Publishers.

S.N.Maheswari(2012), Managemenfccounting New Delhi:S.ChandPublications.

JOURNALS

1.

2
3.
4
5

GITAM Journabf ManagemeniGITAM (Deemedo beUniversity).
The CharteredAccountantNew Delhi.

The ManagemenfccountantKolkata,

Journal ofManagemenfccounting andResearchjaipur.
IndianJournalof Commerce|GNOU, New Delhi



BBA -1l SEMESTER

MBG112: BUSINESSSTATISTICS
INTRODUCTION

The course is designed to understand and acquire knowledge and sitifissiticsfor solving
business problems.

COURSE OBJECTIVES

1) Tofamiliarizethe studentswith the basicconceptof statistics

2) To provide them statistical techniques which are useful in busileessons
SYLLABUS

UNIT -I: Social & Economic Surveys- Meaning, Definition and Need
- Techniques oConducting Surveys Survey Design Sources of Data Methods of Primary Data
Collection- Sampling- Different types of SamplBesign- DataAnalysisandPresentation.

UNIT -Il : Measures of Central Tendency: Mean, Median, Mode. Measuf@isparsion: Rage,
Quartile Deviation, Mean Deviation, Standard Deviatidariance, Coefficient of Dis-persion,
Coefficientof Variation,CombinedArithmeticMeanandCombinedStandardeviation.

UNIT -Ill : Correlationand Regression AnalysisMeaning of Correlation, Types of Correlation,
Methods of Computation of Correlation Coefficiettarl PearsorandS p e a r RemkyMeaningof
RegressionTypesof Findingthe Regression Equations : Least Square Principle and Using Regression
CoefficientMethods PredictionUsingthe Regressiorcquations.

UNIT -IV : Probability: Introduction,Definitions of VariousTerms,Definitionof Probability and Basic
Problems in Probabilityndex Numbers: DefinitionlJsesof IndexNumbers Typesf IndexNumbersi
Laspyre,P a a s cFhi es6hggost 6fdiyinglndex Numbers.

UNIT-V: Time SeriesAnalysis: Definition, Componentof Time Series,

Measuremenof Trend: LeastSquareMethod,Moving AverageMethod, Reporvriting - Significance
of ReportWriting - Stepsin ReportWriting -Layout of the Research Report.

Note: Proofsof theoremsand derivationsof problemsand distributionsareexcluded.

COURSE OUTCOMES

1) Studentwill be ableto understandhe measuremergystemsvariability, control processegas
in statisticalprocesontrolorSPC), for summarizindata.

2) Studentwill beableto makedatadrivendecisions.
TEXT BOOK
J.KSharmg2013)Businesstatistics New Delhi:Pearsorducation.
REFERENCE BOOKS
1. S.C.Gupta&lndra Gupta(2012)Business$tatistics HyderabaddimalayaPublishingHouse.

2. David M.Levine, David StephanTimothy C.Krehbiel,Mark L Berenson(2012ptatistics for
managers using Microsoft Ex¢c®lew Delhi:PrenticeHall India Pvt.

3. Amir D.Aczel, JayavelSounderpandig@011)CompleteBusinesStatistics New Delhi: Tata
McGraw Hill.

4. S.P. Gupta &M.P. Gupta (201Business Statistic®lew Delhi:SultanChand & Sons.
JOURNALS



1. American StatisticianrAmerican Statistica\ssociation USA.
2. Journal of the American Statistical Association, American Statigissalciation USA
3. Journalof MathematicandStatistics SciencdPublicationslUSA



BBA - Il SEMESTER
MBA 106:INNOVATION BY DESIGN

INTRODUCTION

Creativity is not a myth that is the result of magic, madness or myststgad, creativity can be
influenced by variables one can control and affecteased creativity and problem solving skills will
help to ensure that tlesiredoutcomeof all engagementand work is successfullycompletedina
timely and cost effectivenanner. In addition, the outcome(s) will tenéxezeed customer expectations
and will be more satisfying for the individuahdthe teamon both personalandprofessionalevels.
This courseis designetb develop creativity anadhnovation skillsin students.

COURSE OBJECTIVES
This courseintendsthe studento

1. Understand the creatiyocessaanddescribeo developideasstrengtheningeasoningpower,
working andunlockingcreativity.

2. Discuss howmanagementan developa creativeenvironmentandnanaging Internal
Entrepreneurs.

3. Understando natureandmanagingcreativepeoplein anorganization
4. ComprehendheStimulatingtechnologicainnovationandinnovativespritin an industrial setting.

5. Appreciate the design thinking and its process

Unit I: PerspectiveentheCreativeprocessHow to develop ideasi Strengtheryourreasoningpower
T Working Creativelyi Unlockingcreativity.

Unit Il: CreativityandConformity. How managemertandevelopandsustaira creative environment
I ManaginginternalEntrepreneurs.

Unit Ill: Recruitingand managingcreativity: How to find and retaincreative peoplé System for
increasing inventivenegsTraining people tsolve problems creatively. Managing Creative People:
Nurturing manageriatreativityi Creativedecisioni Makingand problem solving.

Unit IV: Innovation: Stimulating technological innovatibMurturing thelnnovatori The innovative
spiritin anindustrial setting.

Unit V: Design Thinking: Introduction to design thinking and designexamples-Designprinciples
T Design thinking strategy and capability: structureculture skills-process.ldeategenerateideas,
shortlistingaworkablesolutionPerformfeasibility andrisk assessmesRracticalcasestudyand

COURSE OUTCOMES (CO)

1. Understandhecreativeprocesanddescribdo developdeasstrengtheningeasoningpower,

working creativelyandunlockingcreativity.

2. Know thesignificanceof conformg%andthemeasuressedb themanagement to develop ¢
sustain a creative environment anenagingnternal entrepreneurs.

3. Appraisevarioustechniquego nurtureand managingcreativepeopleinthe organization

4, _Comprehenqh_e_wa%sto stimulatingtechnologicainnovationnurturingthe innovator,the
innovativespirit in anindustrial setting.

5. Appreciate the design thinking and its process which includes desmgmples, strategy al
capability, Ideategenerate ideas and feasibildgsessment.



STUDENT EVALUATION:

Details Assessmen Tasktype Taskmode Marks (%)
(co1, cd 1) (L1 &L2) Mid Exam| Individual Written 20
AZ %(L'?(,) AL 5)('04) Project Group Presentation& Report 20
(co (Lf(-l)_% '%:?3 4CL5) CO5S Eg)(jgtre;rm Individual Written (short/long) 60

SYLLABUS MAPPING WITH COURSE OBJECTIVES AND BLOOMS TAXONOMY
LEVELS:

Cogpnitive Di- L1 L2 L3 L4 L5 L6
mension/Knowl- |Rémem- [Un der - |Apply Analyze Evaluate Create

edgeDimension  |Per standing

CcO1, C03
- CcO1 01, CO2
Egg'éual Knowl (A1.A2) ? AT, AZ) (A1, A3)

Conceptual &%2 %3)05 C0O2, CO4
Knowledge : &%SAS)

Procedural
Knowledge

Meta-cognitive
Knowledge

exerciseCreate Developprototypesof a big ideaperformfeasibility andriskassessment
Evolve:track succesand scal¢he solution.

TEXT BOOK
A DaleTimpe(2014),Creativity, Mumbai: Jaico Publishingdouse.
REFERENCE BOOKS

1. Bill Bolton, John Thompson (2014ntrepreneurs: Talent, Terperamentand Opportunity
Routledge3rd Ed.

2. Arya Kumar (2014), Entrepreneurship: Creating and Leading aEntrepreneurial
Organization,New Delhi: PearsonPublications.

3. S.Anil Kumar & S.C Purnima (2014ntrepreneurship Develepnent New Delhi: New Age
Publishers.

4. VasantDesai(2014), Dynamics of Entreprenurial Developmenand Management New
Delhi: HimalayaPublishingHouse.

5. MadhurimaLalland ShikhaSahaj2012)EntrepreneurshipNew Delhi: Excel Books.

6. PoornimaM. Charantimath(2014), Entrepreneurship Develop ment i Small Business
Enterprises New Delhi: Pearson.

7. Innovation by Design: How Any Organization Can Lever&gsignThinking to Produce
Change, Drive New Ideas, and Deliver Memgful Solutions, Thomas Lockwood and Edgar
Papke, Career Pre26,18.

8. Creativity, Innovation,and Entrepreneurshigcross Cultures: Theoryand Practices|gor N.
DubinaandEliasG. CarayannigEd), Springer2016.

9. DesignThinkingfor EntrepreneurandSmallBusinessedf?uttingthePowerof Designto Work,
BeverlyRudkinIngle,ApressPublications2013.



JOURNALS:
1. HarvardBusinesReview
2. Internationallournalof EntrepreneuriaBehaviourand Research
3. Internationallournalof SmallBusinessMlanagement
4. Internationalournabf EntrepreneurshigndinnovationManagement
5

The Mint/ The Economic Times/Business Standard/Businessdiaiienews papers



GITAM Institute of Management(GIM)
Gandhi Institute of Technologyand Management(GITAM) (Declared as Deemed
be University u/s 3 of UGC Act. 195F)sakhapatnani 45.

CourseCode VDC 111 CourseTitle: VentureDiscovery

Semester | CourseType: Internal \Credits: 2
Program: All MBA Programmes

CourselLeader: VentureDiscoveryCentre

Coursedescription and Course outcomes

India as part of its Make in India initiative has been focusing on creatoujpation centers within
educationalinstitutions, with an aim to generageiccessful staips. These statps will become
employment creators thamploymenseekerswhichis the needof thehourfor our country.

This commoncoursefor all the disciplinesis a foundationfor venturedevelopmentlt is anexperiential
coursethat lets studentsventureandfind outwhat is a business, financial and operating models of a
business are. How ttesigrandprototypesolutionghat meets theo u s t oneeelsanggéneratecsvenue

for thebusiness.

COURSE OBJECTIVES

Discoverwhoyouarei Values,Skills,andContributionto Society.

Gainexperiencen actuallygoingthrough thannovationprocess.

Conductfield researchto testor validate innovation conceptswith targetcustomers.
Understandinnovation outcomes:issues around businessmodels, financing for startups,
intellectual property, technology licensing, corporateventures, and product liner service
extensions.

SYLLABUS

1
1
1
1

UNIT | (6 sessions)

Personal Values:Defining your personal values, Excite & Excel, Build@am,Definepurposdor a
venture.Four stagesPersonabDiscovery, SolutionDiscovery, BusinessModel Discovery, Discovery
Integration.

Unit Il (6 sessions)

Solution Discovery: Craft and mission statementExperiencedesign,Gaininguserinsight, Concept
designandpositioning,Productine strategyJdeation& Impact.

Unit Il (6 sessions)

BusinessModel Discovery: Prototypingsolutions,Reality Checksunderstangour industry, Typesof
businessnodels DefineRevenueModels Define OperatingModels

Unit IV (6 sessions)

DiscoverylIntegration: lllustratebusiness model¥,alidatebusiness models,
Definecompanyimpact

Unit V (6 sessions)
Tell a Story: Canyoumakemoney,Tell yourventurestory.

Onsuccessfutompletionof this course studentswill beableto:



Course Outcome /Assessment
1 Understana@onceptuairameworkof thefoundationof aventure AL, A2
2 Understandhe conceptof purpose missionandvalue-addserviceoffered (53
by a venture

3 Analyzedesignandpositioningof the product A3
4 Demonstrat@rototyping A3
5 Analyzebusinesstevenueandoperatingmodels A3
Assessmeniethods
Task Tasktype Task mode eightage(%)
Al. Assignments Individual Report/Presentation 20
A2. Case Project/ Groups*or Presentations/Report/

. - . 40
Assignment Individual Assignment
A3. Project Individualf Report/Pitch 40

Group
Transferrable and Employability Skills
Outcomes /Assessment
1 Ktnow how to useonline learningresourcesG-Learn, onlingjournalsip] & A2
etc.

2 Communicateffectively using arange oimedia Al& A2
3 Apply teamworkandleadershigskills A2
4 Find, evaluatesynthesize& useinformation Al & A2
5 Analyzerealworld situationcritically A3
6 Reflecton their own professionatievelopment A3
U Demonstrat@rofessionalisn& ethicalawareness A2
8 Apply multidisciplinaryapproach tahe context A2




Learning and teaching activities

Mixed pedagogyapproachis adoptedthroughoutthe course.Classroombasedace to face teaching,
directed study, independent study vid_€arn, casetudiesprojects and practical activities (individual
& group)

Teachingand learning resources

Soft copies of teaching notes/cases etc. will be uploaded onteldarG/Nherever necessary, printouts,
handouts etc. will be distributed in the claBeescribed text book will be provided to all. However, you
should not limityourselfto this book and shouldexploreothersourceson your own. You needo read
different books and journal papers to master certain relevant coniepisalyze cases and evaluate
projects. Some of these reference books gnetawwill be available irour library.

1. PrescribedModules
Accesso NU-IDEA onlinemoduleswill beprovided.

REFERENCES:

1. Personal Discovery Through Entrepreneurship, Marc H. Meyer and Cha@aephhe Institute
of EnterpriseGrowth,LLC Boston, MA.

Suggestegburnals:

1. Vikalpa, IndianInstituteof ManagementAhmedabad
2. Journalof GeneraManagementyViercury HouseBusines$ublicationsLimited
3. HarvardBusinesRReview,HarvardBusinessSchoolPublishingCo.USA



SEMESTER - Il

S. Code | Title of the Level of | Theo | Practic | Credi | Internal | External | Total
No. | Ne. Course course ry al ts Assessmg Assessme Mar
nt Marks | nt ks
Marks
1. | MBG2 | Indian Foundatio| 2 - 2 40 60 100
01 Heritage & n
Culture Compuls
ory
2. | MBG2 | Business Core 2 - 2 40 60 100
03 Communicati
on
3 | MBG2 | MS Excel Foundatio] 2 1 3 100 100*
31 n
Compuls
ory
4 MBG2 | Human Core 3 - 3 40 60 100
05 Resource
Management
5. | MBA2 | Fundamentalg Core 3 - 3 40 60 100
01 of
Entrepreneurs
hip
6. | MBG2 | Marketing Core 3 - 3 40 60 100
07 Management
7. | MBA2 | Social Core - 1 1 50 - 50
91 Project/Rural | Skill
Project Building
8. | MBA2 | Semester Enq Core 1 1 50 - 50
93 Viva Skill
Building
TOTAL ... 15 03 18 400 300 700
*100% Marks Internal
PROFESSIONAL COMPETENCY DEVELOPMENT COURSES IN SEMESTER -l
S. |[Code Title of the | Theor | Practic | Cred | Internal External Total
No. Course y al its Assessme | Assessmen| Mark
nt Marks |t S
Marks
1. | MBA358 | Current Business 2 2 50 - 50
Affairs (CBA)
2. | MBA360 | Soft skills 1 - 2 1 50 - 50
3. | MBA362 | BEC 2 2 - 100 100

Note-Professional Competency Development Courses will be added in thé Semester




COURSE CODE MBG201 L|T|P|J |S|C
INDIAN HERITAGE AND

COURSE NAME CULTURE

Course Owner Syllabus version| 1.0

Course Preequisite(s) Contact hours | 45

Course Cerequisite(s) | NIL Date Approved

Alternate Exposure

In a broad sense culture meaarsything physical or nephysical which we produce and
cultivate. Heritage is something, which we receive from our ancestors. Culture is a product o
great forces. This is the peculiarity of Indian culture. It is unique in the world and we Indians
are praid of it.

OBJECTIVES

1) To enable the students to have an insight into and understanding of the great heritage an
culture of India.
2) To sensitize them towards preservation and progression of the same.

SYLLABUS

UNIT -I: Fundamental Unity of Indidarappan and Vedic Culturéevolution of Caste
System Political unification of India under Mauryas and GuptaSultural achievements.
Cultural conditions under the Satavahanas. Contribution of Pallavas and Cholas to art anc
letters.

UNIT -II: Influence of Islam on Indian Cultw&he Sufi, Bhakti and Vishnavite Movements.
Cultural achievements of Vijayanagar rulers. Contribution of Shershah and Akbar to the
evolution of administrative system in Ind@ultural Developments ued Mughals.

UNIT -Ill : Western Impact on Indidntroduction of Western EducatioSocial and Cultural
awakening and Social reform movemenRaja Ram Mohan ReyDayanandSaraswati
Theosophical Society Ramakrishna Paramhamsa and Vivekananda
Ishwarchandaridyasagar and Veeresalingam. Rise of Indian NationalMahatma Gandhi
Non violence and satyagraha.

UNIT-IV: Nature and meaning of Culture, the Vedic culutépanishadic Culture,
ArthaSastra, Culture in Ramayana and Mahabharata.

UNIT -V: The culture 6 Jainism and Buddhism, Vedanta and Indian culture. Religion and
ethical practices.



1.
2.
3.

COURSE OUTCOMES

1) Students equip themselves with knowledge about the heritage and culture of India
2) Students apply their skills to the managerial sphere.

3) Students can assess the impact of western culture on India.

4) Students can understand the meaning of culture and vedic culture.

5) Students can understand the culture of Jainism and Buddhism.

TEXT BOOK

MadanlalMalpani&ShamsunderMalpani  (2008¢lian Heritage and Culture New
Delhi:Kalyani Publishers.

JOURNALS

GITAM Journal of Management, GITAM Institute of Management, Visakhapatnam.
Harvard Business Review, Harvard Business School Publications, US.
International Journal of Cross Culture Managetn8age Publication, New Delhi.



BBA - 1ll SEMESTER
MBG203: BUSINESS COMMUNICATION

Course Description:

Business communicatias the process of sharing information between people within and outside
a companykEffective business communication is how eaygles and management interact to reach
organizational goals. Its purpose is to improve organizational practices and reduce errors.

COURSEOBJECTIVES:

1 Todevelopwritten andverbalcommunicatiorskills for effective business communication.

1 To identify various communicationskills involved in the business organization.

1 Todevelopbusinessommunicatiorskills amonghe students.

1 Toimprovelanguageskills i readingwriting andlistening

Unit

Topics

Focus

Introductionto BusinessCommunication Characteristice®f Effective
Organizational Co mmu n i cBasid Foms of Communication

Process ofCommunication  Principles of Effective Business
Communication 7 C0 s .

Academic Vocabulary and English f@usi ness Writng Créi@l Conceptual
Thinking : Introduction to critical thinkingi Be ne yt s 1 Redaing
Ar g u me Dedsctive and inductive argumenis Fal | aci es

comprehensiorCritical thinking in academicwriting  Clarity Araay T
Precisioni Relevance.

1. Businesdettersi layoutof Businessetters types Businesenquiriesand

repliesi offersi quotationg” ordersi complaintsandadjustments
i collectionlettersi circular letterd statusenquiries.

2.Emai | Writing . The Pr oc e s siThelPAIBT
Technique, St ruct ur i ngiT e TEHTFoddstion, Body anc
Conclusion, Effective Subjectlinés, Salutation and Signioff = T ¢
conferencing, videgonferencing

5. Communicationn Busines€nvironment BusinessMeetingsNotice,Agenda
Minutes PresR e | e aCsrposate Communication

of

6. Listening: Active listeningi_Barriersto listeningi Listeningandnotetakingi
Listening to announcemeiitgstening to news on the radamd television.

I nternal and External , Gr oReportim
Proceedi ngs Mefmoa ma & tu OmasPregRelpas

2. Reportsand Presentations Businesgeportsand ProposalsFormatyisud
laidsand contents, Or&usiness presentations.

3. JobApplicationandResumeNriting

COURSE OUTCOMES:

(0]

(0]
(0]
(0]

o

Exposelearners to varietgf texts tointeract withthem
Capability to increase learners to visualize textsimngading formulas

Developcritical thinking.
Developamorehumanendserviceorientedapproacho all formsof life around
them.

Improvementin their communicationskills for larger academicpurposes and
vocational purposes

Conceptual

Analytical

Analytical

Analytical




o Critical participants irtheir everyday businesise

Text& ReferenceBooks:
3) R.C.Bhatia. Business Communication.
4) R.K. Madhukar BusinesCommunication.
5) ShrafRavi. Effective TechnicalCommunication.
6) Marilyn Anderson,PramodK Nayar and Madhu ChandraSen. CriticalThinking,

5 LesikarR.V & Flately MV, Basic CommunicatiorSkills for empoweringheinternet
generationTataMc GrawHill, 2009.2.

4) SharmaRC & Mohan K, BusinessCorrespondencé& ReportWriting, TMH, 2009.



COURSE CODE MBG231 L|IT|P|J |S|C

COURSE NAME MS-EXCEL 3

Course Owner Sylla_lbus 1.0
version

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Ce

NIL Date Approved

requisite(s)
Alternate Exposure

Excel is an electronispreadshegirogram that is used forstoring, organizing and
manipulatingdata. It is usually used in performing a large variety of computations on the data and
thus helping the companies to maximise the value of their data. With features provided by Excel,
many business firms see it asi@Mtool for administration and effective running of a business.

OBJECTIVES

1) To acquaint the students with Excel
2) To provide hands on experience with Excel skills related to business modeling.

SYLLABUS

UNIT - I:Excel Range and Formulae-Rangei Namingrange, Building basic formulae,
Creating advanced formulae, Using range names in formulae, Troubleshooting formulae

UNIT -1I: Functions: Text Functions, Logical and Information Functions, Lookup Functions,
Date and Time Functions, Math and Statistical fions, Database Functions.

UNIT - lll:Pivot Tables and Charts: Creating PivotTables, manipulating PivotTable,
Changing calculated value fields, PivotTable Styles, Grouping, sorting and filtering
PivotTables, Working with Pivot Charts

UNIT - IV:What - IF Analysis: Using Data Tables, Using Scenario Manager, Using Goal
Seek

UNIT -V:Working with Solver: Using Solver, Marketing Mix problem, Transportation
Problem, HR scheduling, Investment Decision



COURSE OUTCOMES

Students can develop the concept of raamg use it in building excel formulas
Students can use different functions in MS Excel
Students can perform multidimensional and whanhalysis using MS Excel.

Students can perform analytics using MS Excel.

o M wnNPe

Students can solve basic optimization problevitls solver adein

TEXT BOOK
Paul Mcfedries (2013xxcel 2013 Formulas and Functigrisew Delhi: Pearson Education.

REFERENCE BOOKS

1. Guy Hart Davis (2010}low to do everything with Microsoft Office Exddew Delhi:Tata
McGraw Hill.

2. Kathleen Stewar(2010)Microsoft Excel: A Professional Approachlew Delhi: Tata
McGraw Hill.

3. Bill Jelen(2013)xcel 2013 PivotTable Data Crunchiingw Delhi: Pearson Education.

4.  Frey Curtis (2010Microsoft Excel 2007 Plain & Simpl&lew Delhi:Prentice Hall of India.

JOURNALS
GITAM Journal of Management, GITAM (Deemed to be University), Visakhapatnam



COURSE CODE MBG205 LIT|P|]J |S|C
HUMAN

COURSE NAME RESOURCE 3
MANAGEMENT

Course Owner Sylla}b us 1.0

version

Cour_sg Pre Contact hours | 45

requisite(s)

Course Ce

requisite(s) NIL Date Approved

Alternate Exposure

The purpose of this course is to provide the students with the basic understanding of the concepts,
systems of human resource developmewirganizations. The turbulent business climate, caused by
increased global price competitiveness, changing technologies, changing employment legislations
and challenging work force composition is challenging managers to utilize their employees more
effectively to gain competitive advantage. In recent years, there have been significant practical
developments with increasing numbers of private and public sector organizations adopting HRM
initiatives alongside downsizing and reengineering the organization.

COURSES OBJECTIVES

1) To provide an understanding of the strategic importance of managing human resources within
an organization.

2) To provide an overview of the various functions of the HR management and a range of
practices employed by organizations acrosgtbke for building a competitive advantage.

SYLLABUS

UNIT -I: Introduction: Nature, scope and significance of HREvolution of HRM1 Recent
trends in HRMi' Functions of HRM Challenges of HR managers

UNIT -II : Procurement: Human Resource PlaniittR Forecasting methodslob analysis and
Job designi Recruitment Selectioni Induction

UNIT -1l : Development: Identification of training needslesigning the training prograin
Methods of training Difference between Training & Development

UNIT -1V : Compensation and Integration: Introductiddasic factors in determining pay raies
Basic, Supplementary and Executive Remunerdtitypes of employee benefits and serviees
Quiality of work lifei CollectiveBargaining.

UNIT -V: Separation and Maintaining: Communication and Counseligfety and Healtfi
Internal mobility- Retirement and Retirement benefits.



Case Let (Not Exceeding 200 Words)

COURSE OUTCOMES
1) Students can understand the various HRM itives

2) Students can apply these to help in building loyal and committed employees to achieve
organizational success in a competitive environment.

3) Students can design better training and development strategies for employees.

4) Students can design effective MRstrategies.

5) Students can deliver effective communication and counseling strategies.

TEXT BOOK

Snell, Bohlander and Vohra(2012)yman Resource Managemé&n South Asian Perspectiidew
Delhi:Cengage Learning.

REFERENCE BOOKS

1. Edwin B Flippo(2010)Personnel Managemertlew Delhi:Tata McGraw Hill Publishing.

2. Gary Dessler&BijuVarkkey (2011Human Resource Managem&tgw Delhi: Pearson.

3. P Subbarao(201uman Resource ManagemeNew Delhi:Himalaya Publishing House.

4. Seema Sanghi(201Human Resource dhagementNew Delhi: Macmillan publishers India Ltd.

JOURNALS

1. Gitam Journal of Management, GIM, GITAM (Deemed to be University), Visakhapatham
2. Harvard Business Review, Harvard Business School Publication Co. USA

3. Human Capital, HR Information Servicégéew Delhi

4. Vikalpa, Indian Institute of Management, Ahmedabad



COURSE MBAZ201
CODE

FUNDAMENTALS OF
COURSE NAME ENTREPRENEURSHIP 3

Course Owner Sylla_lbus 1.0
version

Course Pre Contact hours 45

requisite(s)

Course Co NIL Date

requisite(s) Approved

Alternate

Exposure

Entrepreneurship is an essential element for economic progress as it manifests its fundamental
importance in different ways: a) by identifying, assessing and exploiting business opportunities; b) by
creating new firms and/or renewing existing ones by ngattiem more dynamic; and c) by driving the
economy forward through innovation, competence, job creatimmd by generally improving the well

being of society.

COURSE OBJECTIVES
This course intends the students to
1. Describe the nature and charactecsof an entrepreneur.
2. ldentify the barriers to start a new business in the present business environment and discus
evaluation of entrepreneurship.
3. Explain the mindset of entrepreneurs and illustrate the business opportunities in different areas.
4. Discussthe sources of business ideas and evaluate the procedures in developing a good busine
Idea.
5. Evaluate the incentives for starps and EDPs to start own business.

SYLLABUS MAPPING WITH COURSE OBJECTIVES AND BLOOMS TAXONOMY LEVELS:

Cognitive L1 L2 L3
Dimension / Remember Understanding Apply
Knowledge Dimension/
Factual Knowledge CO1, CO2 C01, CO2,C03
(A1, A2, A4) (A1,A2,A4)
Conceptual Knowledge CO3, CO4, CO5
(A1, A2,A4)
Procedural Knowledge CoO4
(A1, A2,A4)

Metacognitive Knowledge

COURSE SYLLABUS

UNIT -I : Nature & Characteristics of entrepreneurs

Entrepreneur and Entrepreneurship: Description and definition of entrepren@baracteristics of
entrepreneui Functions of an entrepreneurtypes of entrepreneuis concept ofentrepreneurship
entrepreneurial culturé entrepreneurial procesk entrepreneurial competencids entrepreneurial
mobility.



UNIT -II: Evolution of Entrepreneurship

Genesis of entrepreneur and entrepreneurship : Theories of EntreprenelrRshepof ertrepreneurship

in economic developmernit Barriers of entrepreneurship Entrepreneurship and current business
environment.

UNIT -IlI: Entrepreneurial Mindset& Motives

Entrepreneurial Motives, Motivating factors of entrepreneursidpowth of entrepreneung in Indiai
Agricultural Entrepreneurship to Industry entrepreneurship to Services entreprenduisbriporate
entrepreneurship women entrepreneurship.

UNIT -1V :Business Idea Generation

Business Idea generatiorsourcing of business ideas, innovativdeas, opportunity identification,
scanning of the environmentfinding the gaps for new business and new way of businssiingup
new ventures acquiring existing businegsfranchising and Entrepreneurship.

UNIT -V : Incentives & EDPs

Incentives for Developing Entrepreneurial Eco System &EDPs: Need and objectives bitDIation

of EDPsi Phases of EDPi Course content and curriculum of EDP#&anagement Education centers
and Entrepreneurship Development Programngentives from arious organizations and also the
important EDPs to start own business through the support of incubation eértudmtors, Accelerators,
start ups .

COURSE OUTCOMES (CO)

Blooms
CO By the end of thecourse, students should be able to: Taxonomy
Level
1 Describe the nature of entrepreneurship and functions ¢ L1, L2
entrepreneur.
> Identify the barriers to start a new business in the present buj L1, L2
environment and discuss the evaluation of entrepreneurship.
3 Explain the mindset of entrepreneurs and illustrate the bus L2, L3
opportunities in different areas.
4 Explain sources of business and illustrate step by step procg L2, L3
in developing a good business Idea.
5 Evaluate the incentives faupporting startips and EDPs to sta L1, L2
own business.
STUDENT EVALUATION
Task Assessment Task type Task mode Weé%;/?)tage
: - Multiple Choice Online/
Al Quiz Individual Written 10
A2 : - .
Mid Exam Individual Written 15
. Presentations/Report/
* * *
9 Q&ANiva




A4 Endterm exam Individual Written (short/long) 60
TEXT BOOK
Donald F. Kuratko (2014 Entrepreneurship: Theory, Process, Practidew Delhi: Cengage
Learning.
REFERENCES
1. Bill Bolton, John Thompson (2014 ntrepreneurs: Talent, Temperament and Opportynity
Routledge 3rd Ed.
2. Arya Kumar (2014), Entrepreneurship: Creating and Leading an Entrepreneurial
Organization,New Delhi: Pearson Publications.
3. S.Anil Kumar & S.C Purnima (2014)Entrepreneurship Developmentiew Delhi: New
Age Publishers.
4. A Shay and V Sharma (2012), Entrepreneurship and New Venture Creation, New Delhi:
Excel Books.
5. Vasant Desai (2012)Dynamics of Entreprenurial Development and Managemieiv
Delhi: Himalaya Publishing House.
6. Poornima M. Charantimath2Q012) Entrepreneurship Developmeiit Small Business

Enterprises New Delhi:Pearson

JOURNALS AND NEWS PAPERS

arwnE

Harvard Business Review

International Journal Of Entrepreneurial Behavidod Research

International Journal Of Small Business Management

International Journal Of Entrepreneurship And Innovation Management

The Mint/ The Economic Times/Business Standard/Business Line Daily News Papers.



COURSE CODE MBG207 L|T|P|J |S|C
MARKETING

COURSE NAME MANAGEMENT 3

Course Owner Sylla}bus 1.0

version

Courlsg Pre Contact hours | 45

requisite(s)

Course Ceoe

requisite(s) NIL Date Approved

Alternate Exposure

Marketing as a subjegrrimarily caters to the consumerist instincts of an individual. The markets
are driven by consumer behaviour, which has evolved over time and is much more demanding
these days. Consumer satisfaction takes primacy for a business to be successful. This calls
managers to adopt creative and unique marketing strategies to gain competitive advantage.
Marketing Management equips managers with the required theoretical knowledge and practical
skills to gain insights into the dynamic nature of the markets amddéese ways and means to
effectively manage them.

Course Objectives:

1 To explain the principles of marketing

1 To analyse realvorld marketing issues

1 To apply concepts of marketing to address problems and opportunities in the new
marketing environment

Content Outline

Unit I: Introduction to Marketing Definition, Nature, Scope, and Importance of Marketing
Core ConceptsNeed, Want, Desire, Demand, Value, Exchange; philosophies of Marketing
Producti Production- Salesi Marketingi Societali Relaional marketing Concept of Marketing
Myopia. Product Vs service

Unit Il:  Buyersbehavior-Factors influencing buyer behavidiive-step buyers decision process
Segmenting, Targeting and Positioningoncept of Market Segmentation, Bases for Segmenting
Consumer Markets, Targeting (T), Positioning {R@)ue Proposition and USP

Unit 1ll: Marketing mix: Elements of the marketingMiX¥ our P6s, extended thr
Product Decisions: Product Conceftassification of Products Product Life Cycle Stages, New
Product Development

Unit IV: Pricing and Channels of DistributioRricing Objective$ Factors Influencing the Pricing
Policyi Pricing Methods, Channels of Distribution: DefinitibiNaturei TypesFunctions and
levels of distribution channels

Unit V: Promotion Mixi Importance of Promotion Managing Advertising Sales Promotioin
Personal Selling and Direct MarketindPublicity and Public Relations. Integrated Marketing
Communication (IMC), Social Marketing

Learning and teaching activities

Case Analysis
Situation Analysis
Brainstorming
Group Discussion



ResearchProject
Chalk and Talk
Student Presentations

Course Outcomes

Students can describe the various concepts of Marketing.

Students can examine the importance of Marketing in custorieted strategies
Students can apply marketing concepts to-ties marleting problems.

Students can design and execute marketing mix strategies for products and services.
Students can perform segmentation and targeting the market.

= =4 -4 -4 -9

Teaching and learning resources

1

Philip Kotler, Gary Armstrong and Prafulla Agnihotri, Pridep of Marketing, Pearson India,
17th Edition. New Delhi: 2018

Philip Kotler and Gary Armstrong, Principles of Marketing, Pearson India, Global Edition, 17th
Edition. New Delhi: 2017

Rajan Saxena, Marketing Management, It raw Hill, Fifth Edition New [2lhi :2015

Ramaswamy and Namakumaarketing Managementndian Context with Global Perspective
McGraw Hill Education; India, Fifth Edition, 2017

Ramaswamy and Namakumavlarketing Managementndian ContextGlobal Perspective,
Sage Publications IndRvt Ltd; Sixth Edition 2018

C. B. Gupta and Dr. N. Rajan Nair, Marketing Management: Text and Cases 15th Edition, S.
Chand and Sons 2012

N Rajan Nair and Sanjith R Nair, Marketindrevised Edition, Sultan Chand & Sdn3b, 2017
Indian Journal of Marketing

GITAM Journal of Management, GIM, GITAM University, Visakhapatnam

Vikalpa, [IM, Ahmedabad

Management Review, |IM, Bangalore.



SEMESTER -1V

S. | Code Title of the Level of Th | Pract | Cre | Internal External Total
Ne | Ne. Course course eor |ical dits | Assessmer| Assessme | Mark
y t Marks nt S
Marks
1. | MBG20 | Environmenta| Foundation| 3 3 40 60 100
2 I Compulsor
Science y
2. | MBG20 | Banking Core 3 3 40 60 100
4 Theory &
Practice
3. | MBA20 | Organizationa| Core 3 3 40 60 100
2 | Behavior
4, | MBA20 | Sales and Core 3 3 40 60 100
4 Distribution
Management
5. | MBA20 | Business Core 4 4 40 60 100
6 Laws
6. | MBG20 | Financial Core 4 4 40 60 100
6 Management
7. | MBA29 | Semester End Core Skill - 1 1 50 - 50
2 Viva-Voce Building
TOTAL ... 20 1 21 290 360 650
PROFESSIONAL COMPETENCY DEVELOPMENT COURSES IN SEMESTER -1V
S. NCo de |Title of the | Theory | Practical | Credits | Internal External Total
Course Assessmen{ Assessmen{ Marks
Marks Marks
1. | MBA358 | Current 2 2 50 - 50

Business
Affairs
(CBA)

Note- Professional Competency Development Courses will be added in the& Semester.




BBA - IV SEMESTER

COURSE CODE MBG202 L(T|P|J |S|C
ENVIRONMENTAL

COURSE NAME SCIENCE

Course Owner Syllabus version 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

The importance of environmental science and environmental studies cannot be disputed. The need f
sustainable development is a key to the future of mankind. Continuing problems of pollution, loss of
forests, solid waste disposal, degradation of enviromnesues like economic productivity and national
security, Global warming, the depletion of ozone layer and loss of biodiversity have made everyone awar
of environmental issues. It is clear that no citizen of the earth can afford to be ignorant afreawiro
issues. Environmental management has captured the attention of health care managers. Managi
environmental hazards has become very important.

OBJECTIVES

1) To sensitize students to environmental issues
2) To mobilize them to adopt environment conséorastrategies as management professionals.

SYLLABUS
UNIT -I: Multidisciplinary nature of environmental studies
Definition, Scope and importance, need for public awareness

UNIT -II: Natural resources and associated problems

a) Forest resourcesUse and oveexploitation, deforestation, case studies. Timber extraction, mining,
dams and their effects on forest and tribal people.

b) Water resourcedJse and oveutilization of surface and ground water, floods, drought, conflicts over
water, damsenefits and problems.

c) Mineral resources Use and exploitation, environmental effects of extracting and using mineral
resources, case studies.

d) Food resourcesWorld food problems, changes caused by agriculture andgoaeing, effects of
modern agculture, fertilizerpesticide problems, water logging, salinity, case studies.

e) Energy resourcesGrowing energy needs, renewable and non renewable energy sources, use 0
alternate energy sources. Case studies.

f) Land resourcesLand as a resourcearld degradation, man induced landslides, soil erosion and
desertification.

Role of an individual in conservation of natural resources
Equitable use of resources for sustainable lifestyles



UNIT -1ll: Ecosystems

Concept of an ecosystem, Structure and fanaif an ecosystem, Producers, consumers and decomposers,
Energy flow in the ecosystem, Ecological succession, Food chains, food webs and ecological pyramids.

Introduction, types, characteristic features, structure and function of the following ecasystem
- Forest ecosystem
- Grassland ecosystem
- Desert ecosystem
- Aquatic ecosystems (ponds, streams, lakes, rivers, oceans, estuaries)

From Unsustainable to Sustainable development, Urban problems related to energy, Water conservatic
rain watetharvesting, watershed management, Resettlement and rehabilitation of people; its problems ar
concerns.

Environmental ethicdssues and possible solutions

Climate change, global warming, acid rain, ozone layer depletion, nuclear accidents and holocaus
Wasteland reclamation, Consumerism and waste products, Environment Protection Act, Air (Preventiol
and Control of Pollution) Act,Water (Prevention and control of Pollution) Act, Wildlife Protection Act,
Forest Conservation Act, Issues involved in enforeeinof environmental legislation, Public awareness

UNIT -1V: Biodiversity and its conservation
Introductioni Definition: genetic, species and ecosystem diversity, Biogeographical classification of India

Value of biodiversity consumptive use, productivese, social, ethical, aesthetic and option values,
Biodiversity at global, National and local levels, India as a nugersity nation, Hosports of
biodiversity.

Threats to biodiversityhabitat loss, poaching of wildlife, mamildlife conflicts.
Endangred and endemic species of India
Conservation of biodiversity: tgitu and Exsitu conservation of biodiversity.

UNIT -V: Environmental Pollution
Definition, Cause, effects and control measures of :

Air pollution, Water pollution, Soil pollution, Mame pollution, Noise pollution, Thermal pollution,
nuclear hazards

Solid waste Managemer@@auses, effects and control measures of urban and industrial wastes
Role of an individual in prevention of pollution

Pollution case studies

Disaster managemerftoods, earthquake, cyclone and landslides.

Population growth, variation among nations,Population explosion Family Welfare
Program,Environment and human health, Human Rights, Value Education,Women and Child Welfare
Role of Information Technology in Envirarent and human health.

FIELD WORK



e

Visit to a local area to document environmental assets river/ forest/grassland/hill/mountain
Visit to a local polluted sitéJrban/Rural/Industrial/Agricultural

Study of common plants, insects, birds.

Study of simple easystemspond, river, hill slopes, etc.

COURSE OUTCOMES

T
T

T
T
T

Creating environmental consciousness among students.

Enabling them to identify potential environmental hazards and to provide management solutions
to such problems.

Student will enhance their skills in biodiversity and its conservation.
Students will enhance their abilities in Ecosystems.
Students will be able to perform disaster management practices.

TEXT BOOK

ErachBharucha (2013)extbook of Environmental Stedi for Undergraduate CourseSecond
Edition, Hyderabad: Universities Press.

REFERENCE BOOKS

1. TownsendC.R.,Begon, M& Harper J.L (20@sentials of Ecologyhird Edition, United
Kingdom, Oxford: Blackwell Publishing.

2. JadhavH.V&Bhosale V.M(200@nvironmental Protection & Laws Mumbai: Himalaya
Publishing House.

3. *Latest Available editions

JOURNALS

1. GITAM Journal of Management, GITAM Univeristy, Visakhapatnam

2. The ICFAI Journal of environmental economics

3. The ICFAI Journal of Environmental Law

4. IndianJournal of Environmental Protection

5. Journal of Environmental Research and Development

6. Down to Earth magazine, Society for Environmental Communications, New Delhi



COURSE CODE MBG204 L|T|P|J |S|C
BANKING THEORY &

COURSE NAME PRACTICE

Course Owner Syllabus versior 1.0

Cour§§ Pre Contact hours | 45

requisite(s)

Course Ceaequisite(s)| NIL Date Approved

Alternate Exposure

The significance of banking sector in India is continuously in upward direction for sdeeeales. The
sector is playing a role of a catalyst in development of three pillars of the economy i.e., agriculture, industr
and services. The change process began with a passing of Banking Regulation Act, 1949. The Act w
considered as a Land Mairkthe history of commercial banking in India as it provided consolidation and
regulation of banking system in India. Nationalization of 14 Banks in 1969 is another land mark. The
Banks started playing a critical role in social development processendbee a partner it
welfare schemes and policies. The third land mark in the development of Banking Sector in the country
the liberalization policies introduced by the Government of India in 1991. The course aims to equip thi
student with e historical background of Banking in India, growth of commercial Banks in India and the
regulations of Indian Banks.

COURSE OBJECTIVES

1) To make the student to know about the banking theory
2) To give the student adequate exposure to banking practice.

COURSE SYLLABUS

UNIT -I: Introduction: Origin of banking@ Definition- Banker and Customerrelationshipi General and
special types of customeisTypes of customeir Types of deposits Origin and growth of commercial
Banks in India.

UNIT -II :Modesof Credit Delivery : Cash CreditLoansi Overdrafts Bills Financei Pricing of loans
i Types of Securitieé Pledge, Hypothecation, Assignment, Lien and Mortgage.

UNIT -1l I: Banking PracticesObligations, Duties of a banker, Rights of banker, Claydos Ru |
guidelines for writing cheques, endorsements,Banking Ombudsman Scheme, 2006

UNIT-IV:Banks6 Financi al S tidBank Assets ContingeBtd.inbilitied incoroel | i t
Statement CAMELS Ratings

UNIT -V: Banking InnovationsBanking Sevices and InnovatiorisProduct centric InnovatiorisProcess
centric Innovation§ Marketing Innovation$ Pricing Innovations E-Payment Systems and Electronic
Banking

COURSE OUTCOMES



==

Student acquires knowledge about theoretical aspects of bankingarahship between banker and
customer.

Student learns about the practicalities of banking and the latest trends in banking.

Students can enhance their skills in banking technology and management.

Students can analyse bank financial statements and C/ASN&ings.

Students can enhance their skills in banking innovations and electronic banking.

= -4 -4 -9

TEXT BOOK

Padmalatha Suresh and Justin Paul (2038nagement of Banking and Financial Servjddsw
Delhi: Pearson Education.

REFERENCE BOOKS

1. Shekhar&Shekha2010)Banking Theory and PracticBlew Delhi: Vikas Publishing House.
2. P.K. Srivastav(2011Banking Theory and PracticélewDelhi:Vikas Publishing House.
3. Sundaramé& P.N. Varshney (2018ganking Theory, Law and Practiddew Delhi:S.Chand& Co.

JOURNALS

1. GITAM Journal of Management, Visakhapatnam.
2. The journal of Banking Studies, Mumbai.



BBA - IV SEMESTER

COURSE CODE MBA202 L|IT|P|J |S|C
ORGANIZATIONAL

COURSE NAME BEHAVIOR

Course Owner Syllabus versior 1.0

Cour§§ Pre Contact hours | 45

requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

Practicing managers have long understood the importance of interpersonal skills to manageri
effectiveness. Till about three decades ago, most business sfdmsed on the functional aspects of
management specifically finance, accounting and quantitative techniques. Though Organizational
Behavior was a core course right from the inception of the BBA program, the focus was essentially o
gaining a psychologadly understanding of human behavior, and not on acquiring usable skills. In the last
two decades, academia has come to realize the importance that an understanding of human behavio
managerial effectiveness. The course focuses majorly on conceptualedige, with emphasis on
analytical and presentational skills

COURSE OBJECTIVES

1) The objective of the course is to give to the students a foundation in understanding humar
behaviour at work.

2) This is done in a three stage process. Stage one deals witlduradiibehavior, stage two with
group behaviour and stage three gives an overview of the organizational and performance relate
factors

SYLLABUS

UNIT -I: Introduction Nature and Importance of Organizational BehawWanagement Functions, Roles
and Skillsi People Skills.

UNIT -I1: Foundations of Individual BehavierThe Perception procegsFactors, Person Perception
Learningi Theories of Learning, Principles of Learnindylotivationi Primary and General Motives,
Theories of Motivation Maslow,Herzberg, Equity Theory, Ge&8etting Theory Expectancy Theory

UNIT -I1l: Foundations of Group BehavierNature of Groupg Structure, Types, Stages of Group
Development- Group DecisiorMaking 1 Groups vs. Individual, Groupthink, Group shift, Group
DecisionMaking Techniques.

UNIT-1V: Managing Group Behavior Leadershipi Nature and Importance, Theor&gait theories,
Behavioral Theories, Contingency Theoriddnderstanding Work TeanisNature of Teams, Types of
Teams, Effectiveness of TeamsaneBuilding- Conflicti Intra-personal and Interpersonal Conflict.

UNIT-V: Foundations of Organizational BehavioOrganizational Structuré Work Specialization,
Departmentalization Span of ManagementOrganizational Culture: NatuieCreating andvaintaining
a Culture.

Case Analysis (Not exceeding 250 words).



COURSE OUTCOMES

1 Students equipped with an ability to identify, explore and examine factors impinging on
individual and group behaviour in organizations in the new millennium.

1 Students cadevelop strategies to manage group dynamics.

1 Students can explain the terminology associated with organizational behaviour.

1 Students can incorporate and apply the predominant organizational
behaviour theories to work with real life organizatonal issues concerned with Human
Behaviour at work place.

1 Students can design strategies for change management and creating organisation culture.

TEXT BOOK
Robbins S., JudgeT.A.Vohra N (2013jganizational BehavigrNew Delhi: Pearson Education.

REFERENCE BOOKS

1. Moorehead and Griffin (2013)rganizational BehavigrNew Delhi: AITBS.

2. Archana Tyagi (2011QrganisationalBehavioymMNew Delhi: Excel Books.

3. Gangadhara Rao, V.S.P. Rao &Narayana (2@igjgnisationalBehaviourNew Delhi: Konark
Publishers(latest edition)

4. Newstrom& Keith Davis (2012prganisationalBehavioyr New Delhi:Tata MeGraw Hill
Publishing Co.Ltd.

JOURNALS
. GITAM Journal of Management, Visakhapatnam.
. Indian Management, New Delhi.

. Indian Journal of Industrial Relations, Nevelbi.

1
2
3
4. South Asian Journal of Management, Hyderabad.
5. Human Capital, New Delhi.

6

. Productivity, New Delhi.



COURSE CODE MBA204 L|T|P|J |S|C
SALES AND

COURSE NAME DISTRIBUTION 3
MANAGEMENT

Course Owner Syllabus versior] 1.0

Cour§§ Pre Contact hours | 45

requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

Sales Management focuses on the sales techniques and the management of the sales force. The succ
of any sales and marketing department lies in the effectiveness of the Sales Force. The goal of the Sale
Management course is to examine the elementsdémtiobsalesforceasakeycomponent of the
organization's total marketing effort. A successful Sales Managerneeds to understand the fundamental
of the sales process, the relationshipbetween sales and marketing, sales force structure and issues
recruitingselecting, training, motivating, compensating and retainingsalespeople.

COURSE OBJECTIVES
A Tounderstandtheplanningandstaffingneedsinprofessionalsales
A Tolearnhowtomanageandmotivateaprofessionalsalesteam,asa Salesmanager

A Toanalysethekeysuccessfactorsforsalesexecutiveperformance

UNIT -I: Introduction to Sales Management- Evolution of Sales Management, importance of Sales
Management, types of Selling, difference between Selling and Marketing, Modern Day Sales Activities,
Selling Skills, Selling Strategies, Selling Process.

UNIT-Il: Sales Planning and Budgeting: Sales planning process, sales forecasting methods, sal
budgeting process, methods used for deciding sales budget, types of quotas and quota setting procedt
reasos for establishing or revising sales territories, routing and scheduling sales persons, market co:
analysis.

UNIT -lll: Sales Force Management: Recruitment and selection of the sales force, training the sales forc
sales force motivation, sales force g@nsation, sales force control and evaluation.

UNIT -1V: Introduction to Distribution Management -Definition, need for Distribution Channels,
designing the Marketing Channels, Motivating and Evaluating Channel Members, Capturing the Custome
requirements

UNIT -V: Managing Distribution Channels - Managing Channel Information Systems, reasons for
Channel Conflicts, Managing Conflict, Managing, Ethical issues in Sales and Distribution Management

COURSE OUTCOMES

1 Students wouldbe ableto understandhe planning andstaffing needsn professional sales.
Students woultearn how to manage and motivate a professional sales team, as a sales manager.
Students wouldbe able to analyze the key success factors for sales executive performance.
Students woultearn howto manage and motivate distribution channel members.

1
1
1
1 Students can manage distribution channels and manage conflicts.



TEXT BOOK

1.

Krishna K Havaldar, Vasnt M Cavale(2011) Sales and Distribution Management, 2nd edition, Tata
Mcgraw Hill

REFERENCES

1.

W

o o

Tapan K.Panda &Sunil Sahadev (2011), Sales and Distribution Management 2nd edition Oxford
Press.

S.L. Gupta, M.K.Rampal (2009) Cases in Sales and Distribution Management, Himalaya
Publication house.

K.Sridhara Bhat (2011) Sales and Distribution Management, ftaglélya Publication house.
S.A.Chunawalla (2012) Sales and Distribution Management, 3rd edition, Himalaya Publication
house.

Dinesh kumar (2012) Marketing Channels ,Oxford Press.

Richard R Still, Edward W Cundiff, Norman &A P Govoni(2011) Sales and Disioib
Management, 5th edition, Pearson Publications.

Spiro Stanton & Rich (2010) Management of Sales Force, 13th edition, Tata McGraw Hill.

Prof. M.V. Kulkarni (2010) Sales and Distribution Management, Everest Publishing House.
Anne T Coughlan etgR011), Marketing Channels, 7th edition, Pearson education.

0 Mark W Johnston, Greg W Marshall (2009), Sales Force Management, 9th edition, Tata McGraw

Hill.

11.Dr.S.L.Guptha (2010), Sales and Distribution Management, 2nd edition, Excel books.
12.PingaliVenugopl (2012) Sales and Distribution Management, Sage Publications.

JOURNALS
1 IndianJournalofMarketing&JournalofAdvertisingResearch
2. GITAMJournabfManagemenGITAM Institute  of Management,GITAMdeemed to be
university, Visakahapatnam
3. Harvard Business Reviewarvard Business School Publication Co. USA
4. Vikalpa, Indian Institute of Management, Ahmedabad



COURSE CODE MBA206 L|T|P|J |S|C

COURSE NAME BUSINESS LAWS 3
Course Owner Syllabus versior] 1.0
Cour_s_e Pre Contact hours | 45
requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Ignorance of law is no excuse and everyone is supposed to know the law of the land. Law controls ar
regulates the external behavior of human beings. Human conductconfstm to legal rules and
regulations. Business law is a branch of general law and it controls and regulates commercial transactio
involving businessmen, traders, importers, exporters, consumers, etc. The present business laws consis
the generaprinciples of Contract (Contract Act), Law of Agency, Sales of Goods Act, Partnership and
Company Law.

COURSE OBJECTIVES
A To understand the basic concepts of Contracts, Sale of goods, Agency etc
A To acquaint with special legislations dealing with bussnéransactions
A To elucidate the process of formation and winding up of a company

COURSE SYLLABUS

UNIT-I: Importance of Contract Act: Meaning and kinds of Contracts, essentials of a Contract, Offer and
Acceptance, free consent, capacity of the pata@gul consideration, legality of object, performance of
Contract, discharge of Contract, quasi Contract.

UNIT-II: Sale of Goods Act: Sale and Agreement to sell, conditions and warranties, transfer of property.
Rights of unpaid seller.

UNIT-IIIl: Law of Agency: Definition- kinds of agents creation of Agencyrights and duties of agent
and principal termination of Agency.

UNIT-1V: Partnership Act 1932: Meaning and scope of partnership, formation of partnership, registration
of partnership, kindsfgartners, dissolution of a partnership firm, limited liability partnership  (LLP).

UNIT-V: Company Law: Definition and kinds of companidsrmation and advantages of incorporation
of a company Memorandum of AssociatierArticles of Association Prospectus winding up of a
company.

Case let (not exceeding 200 words)

COURSE OUTCOMES:
1 Students would learn the importance of contracts in Business Transactions.



1 Students would be able to know different legislations dealing with business and roenike
Sales of Goods Act, Partnership Act and an elementary knowledge of Company Law.
Students can enhance their knowledge on various business laws.

Students can enhance their knowledge on Partnership Act.

Students can enhance their knowledge on Comjzav.

EJE

TEXT BOOK
Avatar Singh, "Business Laws", Eastern Book Company, Lucknow, 2014

REFERENCES
1. Maheswari & Maheswari, "Business Laws", Himalaya Publishing Company, New Delhi, 2013
2. Akhileshwar Pathak, "Legal Aspects of Business", Pearson, New Rel,

JOURNALS
1. Business Law Reports
2. Journal of Institute of Management Accountant



COURSE CODE MBG206 LT|P|J |S|C

COURSE NAME FINANCIAL 3
MANAGEMENT
Course Owner Syllgbus 1.0
version
Course Preequisite(s) Contact hours 45
- Date
Course Ceequisite(s) | NIL Approved

Alternate Exposure

Finance is the life blood of the business. Financial Management is one of the key areas of managemen
This Course helps in understanding of the fundamentals of financial management in terms of
investment; financing and dividend policy. This course isgiesl to familiarize the students  with

the basic concepts and practices of Financial Management.

COURSE OBJECTIVES

1. To familiarize the students with the basic concepts of Financial Management.

2. To give thorough understanding of the practices of is@ncial Management.

SYLLABUS
UNIT -I: Financial Management- An Introduction

Meaning and Definition of financial Management, Goals of Financial Management, Finance Functions,
Organisation of finance function, Interface between Finance and other businetssns, Financial
Planning, Steps in Financial Planning, Factors Affecting Financial Plans, Time Value of Money.

UNIT -ll: Investment Decisions

Introduction to Capital Budgeting, Importance of capital Budgetidgpital Budgeting Process,
Techniques ofCapital Budgeting Accounting Rate of Return, Pay Back Period, Net Present Value,
Internal Rate of Return and Profitability Index.

UNIT -11I: Financing Decisions

Cost of Capitat Cost of Debt, Cost of Preference Shares, Cost of Equity Shares, CosaineRe
Earnings, Weighted Average Cost of Capital; Leveragdsatroductioni Types of Leverage$
Measurement of Operating Leverage, Financial Leverage and Combined Leverage ; Capital Structul
T Introduction, Features of Ideal Capital Structure, Factdfecting Capital Structure, Theories of
Capital Structure Net Income Approach, Net Operating Income Approach, Modigliani and Miller
Approach and Traditional Approach

UNIT -IV : Working Capital Management - Introductioni Concepts of Working Capital, @dztive



of Working Capital Management, Need for Working Capital, Operating Cycle, Determinants of
Working Capital, Estimation of Working Capital.

UNIT -V:Dividend Decisions - Introduction, Forms of Dividends, Types of Dividend Policies,
determinants of Didend Policy-Theories of Dividend Policy Walter Model, Gordon Model,
Modigliani and Miller Modeli Bonus Shares and Stock Splitegal, procedural and Tax Aspects of
Dividend Policy.

COURSE OUTCOMES

1) Students can make optimum decisions pertainimgisong funds, making investments and
managing the assets of a corporation, big or small.

2) Students learn to manage finances with the ultimate goal of creating value.

3) Students can perform working capital management.

4) Students can execute dividend decisiand can design a dividend policy.

5) Students can take financial decisions and design financial strategies.

TEXTBOOK
R.K. Sharma &Shashi K. Gupta(201HEipancial Management.udhiana:Kalyani
Publications.

REFERENCE BOOKS
1. .M. Pandey (2010Financial ManagemenhewDelhi:Vikas Publications.
2. M.Y. Khan & P.K. Jain. (2013Financial Managemenilew Delhi: Tata McGraw Hill.

JOURNALS
1. Chartered Financial AnalysiCFAI - Hyderabad.
2. GITAM Journal of Management, Visakhapatnam.

3. Journal of Financial Management and Analysientre for Financial Management Research.

SEMESTER -1V



S. | Code Title of the Level of Th | Pract | Cre | Internal External Total
Ne | Ne. Course course eor |ical dits | Assessmer| Assessme | Mark
y t Marks nt S
Marks
1. | MBG20 | Environmenta| Foundation| 3 - 3 40 60 100
2 I Compulsor
Science y
2. | MBG20 | Banking Core 3 - 3 40 60 100
4 Theory &
Practice
3. | MBA20 | Organizationa| Core 3 - 3 40 60 100
2 | Behavior
4, | MBA20 | Sales and Core 3 - 3 40 60 100
4 Distribution
Management
5. | MBA20 | Business Core 4 - 4 40 60 100
6 Laws
6. | MBG20 | Financial Core 4 - 4 40 60 100
6 Management
7. | MBA29 | Semester End Core Skill - 1 1 50 - 50
2 Viva-Voce Building
TOTAL ... 20 1 21 290 360 650
PROFESSIONAL COMPETENCY DEVELOPMENT COURSES IN SEMESTER -1V
S. NCo d e |Title of the | Theory | Practical | Credits | Internal External Total
Course Assessmen{ Assessmeni{ Marks
Marks Marks
1. MBA358 | Current 2 50 - 50

Business
Affairs
(CBA)

Note- Professional Competency Development Courses will be added in th& Semester.




BBA - IV SEMESTER

COURSE CODE MBG202 L|T|IP|J |S|C
ENVIRONMENTAL

COURSE NAME SCIENCE 3

Course Owner Syllabus versior 1.0

Course Pre

. Contact hours | 45
requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

The importance of environmental science and environmental studies cannot be disputed. The need f
sustainable development is a key to the future of mankind. Continuing problems of pollution, loss of
forests, solid waste disposal, degradation of envirohnesues like economic productivity and national
security, Global warming, the depletion of ozone layer and loss of biodiversity have made everyone awar
of environmental issues. It is clear that no citizen of the earth can afford to be ignorant afreamiro
iIssues. Environmental management has captured the attention of health care managers. Managi
environmental hazards has become very important.

COURSE OBJECTIVES

1. To sensitize students to environmental issues
2. To mobilize them to adopt environmeartnservation strategies as management professionals.

SYLLABUS
UNIT -I: Multidisciplinary nature of environmental studies
Definition, Scope and importance, need for public awareness

UNIT -II: Natural resources and associated problems

a) Forest resourcedJse and oveexploitation, deforestation, case studies. Timber extraction,
mining, dams and their effects on forest and tribal people.

b) Water resourcesUse and oveutilization of surface and ground water, floods, drought,
conflicts over water, darAsenefits and problems.

c) Mineral resourcesUse and exploitation, environmental effects of extracting and using
mineral resources, case studies.

d) Food resourcesWorld food problems, changes caused by agriculture andgoaeing,
effects of modern agulture, fertilizerpesticide problems, water logging, salinity, case
studies.



e) Energy resourcesGrowing energy needs, renewable and non renewable energy sources,
use of alternate energy sources. Case studies.

f) Land resourcesLand as a resourcearid degradation, man induced landslides, soil erosion
and desertification.

Role of an individual in conservation of natural resources
Equitable use of resources for sustainable lifestyles

UNIT -1ll: Ecosystems

Concept of an ecosystem, Structure and fanabf an ecosystem, Producers, consumers and
decomposers, Energy flow in the ecosystem, Ecological succession, Food chains, food webs
and ecological pyramids.

Introduction, types, characteristic features, structure and function of the following ecasystem

- Forest ecosystem

- Grassland ecosystem

- Desert ecosystem

- Aquatic ecosystems (ponds, streams, lakes, rivers, oceans, estuaries)

From Unsustainable to Sustainable development, Urban problems related to energy, Water
conservation, rain water harvesting, watershed management, Resettlement and rehabilitation
of people; its problems and concerns.

Environmental ethicdssues and posdésolutions

Climate change, global warming, acid rain, ozone layer depletion, nuclear accidents and
holocaust, Wasteland reclamation, Consumerism and waste products, Environment Protection
Act, Air (Prevention and Control of Pollution) Act,Water (Prevamand control of Pollution)

Act, Wildlife Protection Act, Forest Conservation Act, Issues involved in enforcement of
environmental legislation, Public awareness

UNIT -IV: Biodiversity and its conservation

Introduction T Definition: genetic, species andcasystem diversity, Biogeographical
classification of India

Value of biodiversityconsumptive use, productive use, social, ethical, aesthetic and option
values, Biodiversity at global, National and local levels, India as a-dliggesity nation, Hot
sport of biodiversity.

Threats to biodiversityhabitat loss, poaching of wildlife, mamildlife conflicts.
Endangered and endemic species of India
Conservation of biodiversity: gitu and Exsitu conservation of biodiversity.

UNIT -V: Environmental Pollution
Definition, Cause, effects and control measures of :

Air pollution, Water pollution, Soil pollution, Marine pollution, Noise pollution, Thermal
pollution, nuclear hazards

Solid waste Managemer@@auses, effects and control measures of urban anstiraduwastes



Role of an individual in prevention of pollution
Pollution case studies
Disaster managemeritoods, earthquake, cyclone and landslides.

Population growth, variation among nations,Population explogioframily Welfare
Program,Environment arftbiman health, Human Rights, Value Education,Women and Child
Welfare, Role of Information Technology in Environment and human health.

FIELD WORK
5. Visit to a local area to document environmental assets river/ forest/grassland/hill/mountain

6. Visit to a local polluted sit&rban/Rural/Industrial/Agricultural
7. Study of common plants, insects, birds.

8. Study of simple ecosystenap®nd, river, hill slopes, etc.

COURSE OUTCOMES

1 Creating environmental consciousness among students.

1 Enabling them tadentify potential environmental hazards and to provide management solutions
to such problems.

1 Student will enhance their skills in biodiversity and its conservation.

1 Students will enhance their abilities in Ecosystems.

1 Students will be able to perfornisdster management practices.

TEXT BOOK

ErachBharucha (2013)extbook of Environmental Studies for Undergraduate CouBsxond
Edition, Hyderabad: Universities Press.

REFERENCE BOOKS

4.

TownsendC.R.,Begon, M& Harper J.L (20@3sentials of Ecologyird Edition, United
Kingdom, Oxford: Blackwell Publishing.

JadhavH.V&Bhosale V.M(200@&nvironmental Protection & Law$umbai: Himalaya Publishing
House.

*Latest Available editions

JOURNALS
7. GITAM Journal of Management, GITAM Univeristy, Visakhapatnam

8. The ICFAI Journal of environmental economics

9. The ICFAI Journal of Environmental Law

10. Indian Journal of Environmental Protection

11.Journal of Environmental Research and Development

12.Down to Earth magazine, Society for Environmental Communications, New Delhi






COURSE CODE MBG204 L|T|P|J |S|C
BANKING THEORY

COURSE NAME & PRACTICE

Course Owner Syllabus version 1.0

Course Preequisite(s) Contact hours | 45

Course Cerequisite(s) NIL Date Approved

Alternate Exposure

The significance of banking sector in India is continuously in upward direction for several decades.
The sector is playing a role of a catalyst in development of three pillars of the economy i.e., agriculture,
industry and services. The change process begthra passing of Banking Regulation Act, 1949.

The Act was considered as a Land Mark in the history of commercial banking in India as it provided
consolidation and regulation of banking system in India. Nationalization of 14 Banks in 1969 is
another lad mark. The Banks started playing a critical role in social development process and became
a partner in Governmentdés welfare schemes and
Banking Sector in the country is the liberalization policiesohiced by the Government of India in
1991. The course aims to equip the student with the historical background of Banking in India, growth
of commercial Banks in India and the regulations of Indian Banks.

COURSE OBJECTIVES
3) To make the student to knowali the banking theory

4) To give the student adequate exposure to banking practice.

COURSE SYLLABUS

UNIT -I: Introduction: Origin of banking Definition- Banker and Customerrelationshipi General and
special types of customeisTypes of customeir Typesof deposits” Origin and growth of commercial
Banks in India.

UNIT -1l :-Modes of Credit Delivery : Cash CredliLoansi Overdraftsi Bills Financel Pricing of loans
I Types of Securitieé Pledge, Hypothecation, Assignment, Lien and Mortgage.

UNIT-II'l: Banking PracticesOb |l i gati ons, Duties of a banker
guidelines for writing cheques, endorsements,Banking Ombudsman Scheme, 2006

UNIT-IV:Banks6 Financi al S tidBank Assets ContingeBtd inbiitisl incorbel | i t
Statement CAMELS Ratings

UNIT -V: Banking InnovationsBanking Services and Innovatioh®roduct centric InnovatiorisProcess
centric Innovation§ Marketing Innovation$ Pricing Innovations E-Payment Systems and Electronic
Banking

COURSE OUTCOMES
1 Student acquires knowledge about theoretical aspects of banking and relationship between bank
and customer.



Student learns about the practicalities of banking and the latest trends in banking.
Students can enhance their skills in banking teldgyoand management.

Students can analyse bank financial statements and CAMELS ratings.

Students can enhance their skills in banking innovations and electronic banking.

= =4 -4 -4

TEXT BOOK

Padmalatha Suresh and Justin Paul (203nagement of Banking arfelnancial ServicesNew
Delhi: Pearson Education.

REFERENCE BOOKS
4. Shekhar&Shekhar (201®8anking Theory and PracticBlew Delhi: Vikas Publishing House.

5. P.K. Srivastav(2011Banking Theory and PracticélewDelhi:Vikas Publishing House.
6. Sundaramé& P.N. Varshney (2018ganking Theory, Law and Practiddew Delhi:S.Chand& Co.

JOURNALS
3. GITAM Journal of Management, Visakhapatnam.

4. The journal of Banking Studies, Mumbai.



BBA - IV SEMESTER

COURSE CODE MBA202 L(T|P|J |S|C
ORGANIZATIONAL

COURSENAME BEHAVIOR 3

Course Owner Syllabus versior 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Practicing managers have long understood the importance of interpersonal skills to manageri
effectiveness. Till about three decades ago, most business schools focused on the functional aspect:
managemeni specifically finance, accounting and quariiita techniques. Though Organizational
Behavior was a core course right from the inception of the BBA program, the focus was essentially o
gaining a psychologically understanding of human behavior, and not on acquiring usable skills. In the la
two decads, academia has come to realize the importance that an understanding of human behavior
managerial effectiveness. The course focuses majorly on conceptual knowledge, with emphasis ¢
analytical and presentational skills

COURSE OBJECTIVES

1. The objectiveof the course is to give to the students a foundation in understanding human
behaviour at work.

2. This is done in a three stage process. Stage one deals with individual behavior, stage two
with group behaviour and stage three gives an overview of the pajanial and
performance related factors

SYLLABUS

UNIT -I: Introduction Nature and Importance of Organizational Behaviddanagement
Functions, Roles and SkilisPeople Skills.

UNIT-Il: Foundations of Individual BehavierThe Perception processFactors, Person
Perception Learningi Theories of Learning, Principles of Learnindlotivationi Primary
and General Motives, Theories of MotivatioMaslow, Herzberg, Equity Theory, Ge@ktting
Theoryi Expectancy Theory

UNIT -1l : Foundations of Group BehavieNature of Group$ Structure, Types, Stages of
Group Development Group DecisiorMaking i Groups vs. Individual, Groupthink, Group
shift, Group DecisiofMaking Techniques.

UNIT -1V: Managing Group BehaviorLeacershipi Nature and Importance, Theor€&git
theories, Behavioral Theories, Contingency Theorldsderstanding Work TeanisNature of
Teams, Types of Teams, Effectiveness of Teams, Team Buil@agflictT Intrapersonal and
Interpersonal Conflict.



o

7.
8.
9.

UNIT-V: Foundations of Organizational Behavier Organizational Structuré Work
Specialization, Departmentalizatieispan of ManagementOrganizational Culture: Natuiie
Creating and Maintaining a Culture.

Case Analysis (Not exceeding 250 words).

COURSE OUTCOMES
Students equipped with an ability to identify, explore and examine factors impinging on
individual and group behaviour in organizations in the new millennium.

Students can develop strategies to manage group dynamics.
Students can explain the terminology associated with organizational behaviour.

Students can incorporate and apply the predominant organizational
behaviour theories to work with real life organizational issues concerned with Human
Behaviour at wrk place.

Students can design strategies for change management and creating organisation culture.

TEXT BOOK

Robbins S., JudgeT.A.Vohra N (2013jganizational Behavigr New Delhi: Pearson
Education.

REFERENCE BOOKS
Moorehead and Griffin (2013¥)rganizational BehavigrNew Delhi: AITBS.

Archana Tyagi (2011QrganisationalBehavioymMew Delhi: Excel Books.

Gangadhara Rao, V.S.P. Rao &Narayana (2@fjpnisationalBehavioufew Delhi: Konark
Publishers. (latest edition)

Newstrom& Keith Davis (203),OrganisationalBehavioyrNew Delhi:Tata MeGraw Hill
Publishing Co.Ltd.

JOURNALS

GITAM Journal of Management, Visakhapatnam.
Indian Management, New Delhi.
Indian Journal of Industrial Relations, New Delhi.

10. South Asian Journal of Management, ldyabad.

11.Human Capital, New Delhi.
12.Productivity, New Delhi.



COURSE CODE MBA204 L|T|P|J |S|C
SALES AND

COURSE NAME DISTRIBUTION 3
MANAGEMENT

Course Owner Syllabus versior] 1.0

Cour§§ Pre Contact hours | 45

requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

Sales Management focuses on the sales techniques and the manadeimesdlesforce. The

succes®f anysalesandmarketingdepartmenliesin theeffectivenessf the Saleg-orce.Thegoal

of the Sales Management course IS to examine the
elementsofaneffectivesalesforceasakeycomponent of the organization's total marketing effort. A
successful Sales Managerneeds to understand the fundamentals of the sales process, the
relationshipbetweesales and marketing, sales force structure and issues in recruiting,selecting,
training, motivating, compensating and retainingsalespeople.

COURSE OBJECTIVES
A Tounderstandtheplanningandstaffingneedsinprofessionalsales

A Tolearnhowtomanageandmotivateaprofessionalsalesteam,asa Salesmanager

A Toanalysethekeysuccessfactorsforsalesexecutiveperformance

UNIT -I: Introduction to Sales Management- Evolution of Sales Management, importance of Sales
Management, types of Selling, difearce between Selling and Marketing, Modern Day Sales
Activities, Selling Skills, Selling Strategies, Selling Process.

UNIT -Il: Sales Planning and Budgeting: Sales planning process, sales forecasting methods, sales
budgeting process, methods used for degidsales budget, types of quotas and quota setting
procedure, reasons for establishing or revising sales territories, routing and scheduling sales persons,
market cost analysis.

UNIT -lll: Sales Force Management: Recruitment and selection of the salestfaming the sales
force, sales force motivation, sales force compensation, sales force control and evaluation.

UNIT -1V: Introduction to Distribution Management -Definition, need for Distribution Channels,
designing the Marketing Channels, Motivatingd Evaluating Channel Members, Capturing the
Customer requirements

UNIT -V: Managing Distribution Channels - Managing Channel Information Systems, reasons for
Channel Conflicts, Managing Conflict, Managing, Ethical issues in Sales and Distribution
Managenent

COURSE OUTCOMES
1 Students wouldhe ableto understandhe planningandstaffing needsn professional sales.



1 Students woultearn how to manage and motivate a professional sales team, as a sales manager.
1 Students wouldbe able to analyze the keyccess factors for sales executive performance.
1 Students wouldearn how to manage and motivate distribution channel members.
1 Students can manage distribution channels and manage conflicts.
TEXT BOOK
2. Krishna K Havaldar, Vasnt M Cavale(2011) Sales arstribution Management, 2nd edition, Tata
Mcgraw Hill
REFERENCES
13.Tapan K. Panda &Sunil Sahadev (2011), Sales and Distribution Management 2nd edition Oxforc
Press.

14.S.L. Gupta, M.K.Rampal2009) Cases in Sales and Distribution Management, Himalaya
Publication house.

15.K.Sridhara Bhat (2011) Sales and Distribution Management, 1st, Himalaya Publication house.

16.S.A.Chunawalla (2012) Sales and Distribution Management, 3rd edition, HimalayaaRablic
house.

17.Dinesh kumar (2012) Marketing Channels ,Oxford Press.

18.Richard R Still, Edward W Cundiff, Norman &A P Govoni(2011) Sales and Distribution
Management, 5th edition, Pearson Publications.

19. Spiro Stanton & Rich (2010) Management of Sales Force,elfition, Tata McGraw Hill.
20.Prof. M.V. Kulkarni (2010) Sales and Distribution Management, Everest Publishing House.
21.Anne T Coughlan etal (2011), Marketing Channels, 7th edition, Pearson education.

22.. Mark W Johnston, Greg W Marshall (2009), Sales Fitaeagement, 9th edition, Tata McGraw
Hill.

23.Dr.S.L.Guptha (2010), Sales and Distribution Management, 2nd edition, Excel books.

24.PingaliVenugopal (2012) Sales and Distribution Management, Sage Publications.

JOURNALS
5. IndianJournalofMarketing&JournalofAdveriigResearch

6. GITAMJournabfManagemenGITAM Institute  of Management,GITAMdeemed to be
university, Visakahapatnam

7. Harvard Business Review, Harvard Business School Publication Co. USA
Vikalpa, Indian Institute of Management, Ahmedabad



COURSE CODE

MBA206

COURSE NAME

BUSINESS LAWS

Course Owner

Syllabus versior

1.0

Course Pre
requisite(s)

Contact hours

45

Course Cerequisite(s)

NIL

Date Approved

Alternate Exposure

Ignorance of law is no excuse aenkeryone is supposed to know the law of the land. Law controls
and regulates the external behavior of human beings. Human conduct must conform to legal rules
and regulations. Business law is a branch of general law and it controls and regulates @mmerci
transactions involving businessmen, traders, importers, exporters, consumers, etc. The present
business laws consist of the general principles of Contract (Contract Act), Law of Agency, Sales of

Goods Act, Partnership and Company

COURSE OBJECTIVES

Law.

1 To understand the basic concepts of Contracts, Sale of goods, Agency etc.

1 To acquaint with special legislations dealing with business transactions

1 To elucidate the process of formation and winding up of a company

COURSE SYLLABUS

UNIT-I: Importance of Contract Act: Meaning and kinds of Contracts, essentials of a Contract, Offer and
Acceptance, free consent, capacity of the parties, lawful consideration, legality of object, performance o

Contract, discharge of Contract, quasi Cacit

UNIT-II: Sale of Goods Act: Sale and Agreement to sell, conditions and warranties, transfer of property.

Rights of unpaid seller.

UNIT-III: Law of Agency: Definition- kinds of agents creation of Agencyrights and duties of agent

and principa- termination of Agency.

UNIT-IV: Partnership Act 1932: Meaning and scope of partnership, formation of partnership, registration
of partnership, kinds of partners, dissolution of a partnership firm, limited liability partnership

UNIT-V: Company Law: Definition and kinds of companiermation and advantages of incorporation
of a company Memorandum of AssociatierArticles of Association Prospectus winding up of a

company.

Case let (not exceeding 200 words)




COURSE OUTCOMES:
1 Students would learn the importance of contracts in Business Transactions.

1 Students would be able to know different legislations dealing with business and commerce like
Sales of Goods Act, Partnership Act and an elementary knowledge of Company Law.

1 Students caenhance their knowledge on various business laws.
1 Students can enhance their knowledge on Partnership Act.

{1 Students can enhance their knowledge on Company law.

TEXT BOOK
Avatar Singh, "Business Laws", Eastern Book Company, Lucknow, 2014

REFERENCES
3. Maheswari & Maheswari, "Business Laws", Himalaya Publishing Company, New Delhi, 2013

4. Akhileshwar Pathak, "Legal Aspects of Business", Pearson, New Delhi, 2014

JOURNALS
3. Business Law Reports

4. Journal of Institute of Management Accountant

COURSE CODE MBG206 LT ]P]s |s|c]




COURSE NAME FINANCIAL 3
MANAGEMENT

Course Owner Syllabus versior] 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Finance is the life blood of the business. Financial Management is one of the key areas of
management. This Course helps in understanding of the fundamentals of financial management in
terms of investment; financing and dividend policy. This course iguedito familiarize the
students with the basic concepts and practices of Financial Management.

COURSE OBJECTIVES
1) To familiarize the students with the basic concepts of Financial Management.

2) To give thorough understanding of the practices of Fas@ncial Management.

SYLLABUS
UNIT -I: Financial Management- An Introduction

Meaning and Definition of financial Management, Goals of Financial Management, Finance Functions,
Organisation of finance function, Interface between Finance and other bukinesens, Financial
Planning, Steps in Financial Planning, Factors Affecting Financial Plans, Time Value of Money.

UNIT -1I: Investment Decisions

Introduction to Capital Budgeting, Importance of capital Budgeti@gpital Budgeting Process,
Techniques ofCapital Budgeting Accounting Rate of Return, Pay Back Period, Net Present Value,
Internal Rate of Return and Profitability Index.

UNIT -Ill: Financing Decisions

Cost of Capital Cost of Debt, Cost of Preference Shares, Cost of Equity Shares, CodtinieRe
Earnings, Weighted Average Cost of Capital, Leveragemtroductioni Types of Leverage$
Measurement of Operating Leverage, Financial Leverage and Combined Leverage ; Capital Btructure
Introduction, Features of Ideal Capital Structure, Facaédiecting Capital Structure, Theories of Capital
Structure- Net Income Approach, Net Operating Income Approach, Modigliani and Miller Approach and
Traditional Approach

UNIT -1V : Working Capital Management - Introductioni Concepts of Working Capital, @dzctive of
Working Capital Management, Need for Working Capital, Operating Cycle, Determinants of Working
Capital, Estimation of Working Capital.



UNIT -V:Dividend Decisions - Introduction, Forms of Dividends, Types of Dividend Policies,
determinants of Didend Policy-Theories of Dividend PolicyWalter Model, Gordon Model, Modigliani
and Miller Modeli Bonus Shares and Stock Splitegal, procedural and Tax Aspects of Dividend Policy.

COURSE OUTCOMES

1. Students can make optimum decisions pertainingiging funds, making investments and
managing the assets of a corporation, big or small.

2. Students learn to manage finances with the ultimate goal of creating value.

3. Students can perform working capital management.

4. Students can execute dividend decisiang can design a dividend policy.

5. Students can take financial decisions and design financial strategies.
TEXTBOOK
R.K. Sharma &Shashi K. Gupta(20IHEpancial Managemeritudhiana:Kalyani
Publications.

REFERENCE BOOKS
3. .M. Pandey (2010Financial ManagemenhewDelhi:Vikas Publications.

4. M.Y. Khan & P.K. Jain. (2013Financial Managemeritlew Delhi: Tata McGraw Hill.

JOURNALS
4. Chartered Financial AnalysiCFAI - Hyderabad.

5. GITAM Journal of Management, Visakhapatnam.

6. Journal of Financial Management and Analystentre for Financial Management Research.

SEMESTER - VI



S. Code Title of the Level of | The | Prac | Cre | Internal External Total

Ne | Ne. Course course ory |tical | dits | Assessmen| Assessme | Mark
t Marks nt S
Marks
1. | MBA30 | Contemporary| Core 3 - 3 40 60 100
2 Business
Models
2. | MBG30 | E-Commerce | Core 3 - 3 40 60 100
4
3. | MBA34 | Customer Elective 3 - 3 40 60 100
2 Relationship | Discipline
Management | Centric
4. | MBA34 | Advertising Elective 3 - 3 40 60 100

4 and Brand Discipline
Management | Centric

5. | MBA34 | Insurance Elective 3 - 3 40 60 100
6 Management | Discipline
Centric
6. | MBA34 | Income Tax | Elective 3 - 3 40 60 100
8 Law & Discipline
Practice Centric
7. | MBA35 | Industrial Elective 3 - 3 40 60 100
0 Relations Discipline
Centric
8. | MBA35 | Employment | Elective 3 - 3 40 60 100
2 Laws Discipline
Centric
9. | MBA35 | Business Elective 3 3 100 - 100
4 Simulation Discipline
Centric
10. | MBA35 | Families in Elective 3 - 3 100 - 100
6 Business Discipline
Centric
11. | MBA39 | Comprehensiv| Core Skill | - 1 2 100 - 100
2 e Viva Building
TOTAL ... 27 04 | 32 620 480 1100
Not e: The student has to earn 32 credits o

offered in 6" Semester

In case of electives, the student has to earn 12 compulsory credits (4 courses with 3 credits
each) out of a maximum of 24 credits.

The student has to choose one out of two electives in the following combinatiens

l. MBA 342: Customer Relationship Magement or MBA 344: Advertising and Brand
Management,

Il. MBA 346: Insurance Management or MBA 348: Income Tax Law & Practice,

[I. MBA 350: Industrial Relation®r MBA 352: Employment Laws,

V. MBA354 : Business Simulation or MBA356: Families in Business.

u



PROFESSIONAL COMPETENCY DEVELOPMENT COURSES IN SEMESTER -VI

S. |[Code Title of the Course| Theo | Pract | Cred | Internal External Total
) ry ical its Assessmen Assessment | Marks
t Marks Marks
1. | MBA358 | Current Business 2 2 50 - 50
Affairs
2. | MBA366 | Management Bookl 1 - 1 50 - 50
Review

Note-Professional Competency Development Courses will be added in th& Semester




COURSE CODE MBA302 L|T|P|J |S|C
CONTEMPORARY

COURSE NAME BUSINESS 3
MODELS

Course Owner Syllabus versior] 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Business conditions have changed significantly since the advent of new technologies and business star
demanding from both CEOs amdanagers entrepreneurial abilities which are in line with latest and
contemporary business models in the era of globalization and disruption. Successful innovative produc
are no longer a guarantee of success in the market. Integrated innovation thattondive level of
permanent monitoring of the adequacy of the business model changing circumstances and design of
improved version is a determining factor in the success of regional and international competition.
Disruptive Innovations improve prodgabr services in ways that the market neither demands, nor expects,
but which become rapidly recognised as the optimum consumer choice. This course aims to provid
various perspectives on contemporary business practices and models which are usefuériaramill
entrepreneurs to meet the requirements of millennial consumers. This course includes a description
various concepts and practices like management consultancies, freemium econororestiGo and

disruptive innovation and its implications on mess development.
COURSE OBJECTIVES

1 To enable students to learn how to operate business primarily through the analysis of existin
organizational problems and the development of plans for improvement.

1 To provide knowledge about conceptual economic pillars of freemium and a complete
understanding of the unique approaches needed to acquire users and convert them from free
paying customers

1 To make students realize the need fora@eation and why itsi a management initiative.

To understand how to bring customer intelligence into innovation process

1 To know the importance of disruptive technologies and its importance in business development

=

SYLLABUS

UNIT -I: Management Consulting EnvironmentAssessmerit Elasticity Test, Strategic Segmentation,
Success Factors, Competitive Systems; Strategic PositidiMadue Chain and Value Network,
Capabilities, Benchmarking, Generic Models of Competitive Strategy, Strategic Options ; Choosing
Growth Straggyi Feasibility Test, Granularity Test, Profitability Model, Growth Test; Business Model
Re-design.



UNIT -ll: Freemium EconomicsFreemium Business Modédl Analytics and Freemium Product
Developmeni Freemium Metrics Lifetime Customer Valué FreemiumMonetizationi Virality and
Growth.

UNIT -1ll: Co-creation :Collaboration vs. Careationi Co-creation Cyclei Strategic Relationship
Building ProcessCo-creation Framework Structure, Process, Organizational Alignmei@o-creation
as Competitive Advaage.

UNIT -1V:The Middleman Economy:The Bridgei The Certifieri The Enforcefi The Risk Bearef
The Conciergé The Insulator.

UNIT -V: Disruptive Innovation : Introductioni Key concepts, Disruption Lifecycle; Disruptive Design
i Product Features, Segnmetion, Positioning, Pricing, Messagirig Disruption and Innovatiori
Disruptive Paths to InnovatianOpen Disruption, Structural Disruption, Asfssed Disruption, Reverse
Disruption, Sustainabilitglriven Disruption, Revivabased Disruption, Datdriven Disruption, Usage
based Disruption, Prieled Disruption, Addegservice Disruption, Partnershigd Disruption, Branded
Disruption, Insighidriven Disruption, Business Model Disruption, Anticipatidmven Disruptioni
Disruption Strategy.

COURSE OUTCOMES

On completion of this course the students would be able to
1 Students can analyse different business models adopted by different firms.

1 Students will learn about management consultancies and enable them to gain external and objecti

advice and access the consultants' specialized expertise
1 Knowledge about Freemium EconomigB provide student an overview on a practical, instructive

approach to successfully implementing freemium into business by building analytics into product

design from the earliest stages of development.
1 Students will learn the process where brands anduwmers work together to create better ideas,

products and services. In building the brand why customers have a seat at the in the decisic

making.

1 Students will learn why every CEO and or manager must consider which disruptive innovations

might influencetheir value chain and plan to respond to them or figure out whether they should
use it in their business.

REFERENCE BOOKS
1.Strategic Consulting: Tools and methods for successful strategy missions, Philippe @hdreau
PierreXavier Meschi, Palgrave MacMillan, 2018

2.Freemium Economics Leveraging Analytics and User Segmentation to Drive Revenue, Eric

Benjamin Seufert, Elsevier

3. The CeCreation Edge Harnessing Big Data to Transform Sales and Procurement fogsBusi
Innovation, Francis Gouillart and Bernard Quancard, Palgrave MacMillan, 2016

4.Collaboration and Goreation: New Platforms for Marketing and Innovation, Gaurav Bhalla,
Springer, 2011

5.The Middleman Economy: How Brokers, Agents, Dealers, and Eagriythtchmakers Create
Value and Profit, Marina Krakovsky, Palgrave MacMillan, 2015

6.Disruption by Design: How to Create Products that Disrupt and then Dominate Markets, Paul Paet:

Apress Publications, 2014.
7.The Ways to New: 15 Paths to Disruptiveduation, JeasMarie Dru, John Wiley and Sons, 2015

8.Creative Destruction and the Sharing Economy: Uber as Disruptive Innovation, Henrique

Schneider, Edward Elgar Publishing, 2017



9.Frugal Innovation in Healthcare How Targeting Lmwome Markets Leadsot Disruptive
Innovation, Aditi Ramdorai and Cornelius Herstatt, Springer, 2015.



COURSE CODE MBA304 LT |P|]J |S|C

COURSE NAME E-COMMERCE 3
Course Owner Syllabus versior] 1.0
Courlsg Pre Contact hours | 45
requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

By the help of the flexibility offered by computer networks and the availability of the InterocetEnerce
develops on traditional commerceE-=commerce creates new opportunities for performing profitable
activities online. It promotes easier cooperation between different groups: businesses sharing informatic
to improve customer relations; companies working together to design and build wesmtpiservices; or
multinational company sharing information for a major marketing campaign.

COURSE OBJECTIVES
1) To make the students understand the various concepts related to Electronic Business

2) To enable them to understand and exploit its role in ghogistrategic advantage.

SYLLABUS

UNIT -l:Introduction to E -Commercei Definitions- Types of Ecommerce, Benefits of-Eommerce
Limitations of Ecommerce Impact of Ecommercé Electronic Market Structure Business Models of
E-Commerce, Electronic Marketplade$ypes of EMarketplaces, Electronic stores and Malledionic
Catalogues, E5hopping Cart, Online Auctioning

UNIT -1I: B2C and Advertising in Ecommercei Retailing in ECommercé E-Tailing Business Models,
Online Purchase Decision Aids, Online Consumer Behavior Mb@ehsumer Purchasing Decision
Making Roces$ Internet Marketing Methods Web Advertising - Advertisement Methods
Advertisement Strategies and Promotions

UNIT -lll: B2B E -Commerce- Characteristics of B2B EC Models of B2B- Purchasing, Logistics and
Support Activities, Electronic Data krichange (EDI), Electronic Supply Chain Management

UNIT -1V : Electronic Payment Systems and SecurityElectronic Payment and Protocél€lectronic
Credit Card systern Electronic Fund Transfer and Debit Card&ecurity schemes in Electronic Payment
Sysems, Fraud Protection

UNIT -V: Mobile and Social Commerce Attributes and Drivers of MCommerce, Mobile Financial
Applications, Mobile Marketing and Advertising, Mobile Entertainment, Web 2.0, Virtual Communities,
Online Social Networking, Business and Eptese Social Networks, Advertising in Social Networks

Internet based Exercises related to different concepts of Ecommerce

COURSE OUTCOMES
1 Students can enhance their knowledgh@concept of EEommerce and its significance



1 Students can enhance theinllskhow social media is playing a vital role for the
promotion of a business

Students can enhance their knowledge in B2Cofhmerce and B2B-Eommerce.
Students can enhance their skiltswv digital marketing is done and executed.
Students can enhance thienowledgethe concept and usage of@bmmerce

EJE

TEXT BOOK

Efraim TurbanDavid King, Jae LegDennis Viehlan{2014),Electronic Commerce: Managerial and
Social Networks Perspectivdew Delhi: Pearson Education.

REFERENCE BOOKS
1. Hanson Ward (2012nternet Marketing and Ecommerddew Delhi:Cengag Learning .

2. Elias M Awad(2012Electronic Commerce: From Vision to Fulfillmehtew Delhi: Prentice Hall
of India.

P.T.S.J. Joseph (201B)Commerce: An Indian Perspectj\iew Delhi: Prentice Hall India.

4. KarabiBandopadhyay (201R)pbile CommerceNew Déhi: Prentice Hall India.

w


http://www.pearsoned.co.uk/Bookshop/Results.asp?sRS=&iCurPage=1&SearchCriteria=%40Type%3D%271%27%2C%40Author%3D%27common%2Eauthorstring+like+%27%27%25Efraim+Turban%25%27%27%27%2C%40Download%3D1&orderby=&SearchTerm=Efraim+Turban
http://www.pearsoned.co.uk/Bookshop/Results.asp?sRS=&iCurPage=1&SearchCriteria=%40Type%3D%271%27%2C%40Author%3D%27common%2Eauthorstring+like+%27%27%25+David+King%25%27%27%27%2C%40Download%3D1&orderby=&SearchTerm=+David+King
http://www.pearsoned.co.uk/Bookshop/Results.asp?sRS=&iCurPage=1&SearchCriteria=%40Type%3D%271%27%2C%40Author%3D%27common%2Eauthorstring+like+%27%27%25+Jae+Lee%25%27%27%27%2C%40Download%3D1&orderby=&SearchTerm=+Jae+Lee
http://www.pearsoned.co.uk/Bookshop/Results.asp?sRS=&iCurPage=1&SearchCriteria=%40Type%3D%271%27%2C%40Author%3D%27common%2Eauthorstring+like+%27%27%25+Dennis+Viehland%25%27%27%27%2C%40Download%3D1&orderby=&SearchTerm=+Dennis+Viehland

COURSE CODE MBA342 L|T|P|J |S|C
CUSTOMER

COURSE NAME RELATIONSHIP 3
MANAGEMENT

Course Owner
Course Pre
requisite(s)
Course Cerequisite(s)| NIL
Alternate Exposure

Syllabus versior] 1.0

Contact hours | 45

Date Approved

Customer Relationship Managemaeatall the tools, technologiesand proceduresto manage,
improve, or facilitate sales,supportand relatedinteractions with customers, prospects, and business
partners throughouhe enterprise. At its core, a CRibbl creates a simple user interface for a collection

of data that helps businesses recognize and communicate with customers in a scalable way. The goal
the system is to track, record, store in databasd,thendetemine the information in a way that
increasescustomerrelations. At its core, a CRRbol creates a simple user interface for a collection of
data that helps businesses recognize and communicate with customers in a scalable way.

COURSE OBJECTIVES

This course intends the student to

1

2

Know the basic concepts Gustomer Relationship Management and study customer loyalty.

Examine the process of CRM in varied sectors

3. Learn the analytical tools and techniques useful to maintain CRM

Recognizethe significance omarketing and communication channels in CRM

Study the facets of implementation of CRM

STUDENT EVALUATION:

Details Assessment | Task type Task mode Marks (%)
Al Mid Exam Individual Written 20

(CO1, CO2)

(L1, L2,)

A2 Quizzes, Individual Written, 20
(CO1,C02,CO3,C04,CO5) | Assignment Online

(L1, L2, L3,L4)

A3 Endterm Individual Written 60
(CO1,C02,CO3,CO4,CO5) | &xam (short/long)

(L1, L2,L3, L4)




SYLLABUS MAPPING WITH COURSE OBJECTIVES AND BLOOMS TAXONOMY LEVELS:

Cognitive L1 L2 L3 L4 L5 L6
Dimension/ :

Knowledge Remember Understanding | Apply Analyze | Evaluate| Create
Dimension

Factual co1 C0O1,C0O2 COs,

Knowledge | (A1 a2 A3) | (A1, A2A3) | (A2,A3)

Conceptual CO4 CO5

Knowledge (A2,A3) | (A2, A3)

Procedural

Knowledge

Meta-

cognitive

Knowledge

COURSE SYLLABUS

Unit I: Introduction to CRM

Need for CRM, benefits of CRM, CRM model, Customer life timnmue, CustomerRetention,
Determinants of retention.

Customer Loyalty: attitudinal VS Behavioural loyalty, types of loyalty, loyalty laddéyalty
classification on profitability and duration, types of loyalty programmes, Process of designing loyalty
programme.

Unit Il: CRM Process

Process of CRM, CRM processrgtailing, CRM in services marketing: Quality dimensions and service
gaps. CRM in Business organizations (B2B), Features & advantage&dRifle CRM Cycle.
Unit Ill: Toolsand techniques inCRM

Data and its importance in CRMCustomer database, Passive marketing database and Active marketing
database

Data Warehousef-eatures of Data Warehouse, ETL process, Multidimensional Analysis.

Data Mining: Concept of Data Mining, Techniques. Applications in CRM: Customer Segmentation,
Customer Churn Prediction, Market Basket Analysis

Unit IV: CRM & Marketing channels

Distribution Channels Functions ofdistribution channelsfFactors affecting CRM through
distribution channelsiMajor challengesn facing CRM throughdistributionchannels

Communication channelsimportance ocommunication channels, Emerging trends of
Communication channels in CRM

Unit V: Implementation of CRM :
Elements of CRM System, CRiWhplementatiori Barriers and Challenges



Case Let (Not Exceeding 200Words)

Learning and teaching activities

Case Analysis
Situation Analysis
Brainstorming

Group Discussion
Software Skills

Chalk and Talk
Student Presentations

COURSE OUTCOMES (CO)

CO | On successful completion of this course, students will be able 1 Blooms
Taxonomy
Level

1 Describe theoncepts oCustomer Relationship Management | L1, L2
Classify loyalty in terms of customers, profits, duration, progran

2 Examine the process of CRM in different industries L2

3 | Apply the tools and techniques of CRMQustomer Segmentatior] L3
Customer Churn Prediction, Market Basket Analysis

4 | Determine the influence of distribution and communication L3
channels on CRM.

5 Explain the issues in implementation of CRM L4

Teaching and learning resources
TEXT BOOKS

1 V.Kumar, andVerner.J.Reinartz, Customer Relationship Managem&mata based Approach,
Wiley India Edition.2014

2. Mallika Srivastava, Customer Relationship Management, \Rkigdications, New Delhi2015.

REFERENCES

1. Alex Berson, Stephen Smith, Kurt Thearling., Building Disliaing Applications for CRMTata
McGrawHill, New Delhi, 2014.

2. Mohammed, H.Peeru and A.Sagadevan, Custdratationship Management, Vikas Publishing
House, New Delh2013.



3. Paul Greenberge CRM-EssentialCustomerStrategiedor the 21siCentury. Tata McGraw Hill,
New Delhi,2013.

JOURNALS

1. GITAM Journal of ManagemenGITAM University, Visakhapatnam, India.
2. HarvardBusines®Review HarvardBusinessSchoolPublicationCo.,USA.

3. Marketing Mastermind, IUP Publications (A Division of the ICFAI Society), Hyderabad, India

COURSE CODE MBA344 L|IT|P|J |S|C
ADVERTISING

COURSE NAME AND BRAND 3
MANAGEMENT

Course Owner Syllabus versior] 1.0

Sa%trizﬁeig Contact hours | 45

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Advertising is the dissemination of information concerning an igesjuct orservicethatinducesthe

needin customerjeadingto the saleof the product. Advertisingis usedfor communicatingbusiness
information to the present and prospective customers. Advertising Management is the process of
employing variousmedia tosell a productor service.This processbeginsquite early from marketing
researchand encompassethe media campaignsthat helps tosell the product.in the modernageof
largescaleproduction producersannotthink of pushing sale of their products without advertising.



Brand plays a very important role influencing the minds of the customer. Brand not only creates a
distinction from the other competitor brands but also adds value to customer by possessing it. Branding
and maintaining brand equity play significant role in marketing of products

COURSE OBJECTIVES

This course intends the student to

1. Know the concepts of Advertising and the role of Ad Agencies
2. Realize the significance of creativity in development of Ad.
3. Explain the planning and evaluation of media strategy

4. ldentify and establish Brarfélositioning and brand equity
5. Discover marketing programmes that enhance brand equity

COURSE SYLLABUS

UNIT -I: Introduction to Advertising
Advertising: Concept, types and objectives of advertising, social, ethical and economic aspects of
advertising

Advertising budgets:Factors influencing budgeting decisions, methods of budgeting
AdvertisingAgenciestypes, services of Adgencies
Trends in AdvertisingSocial media, Mobile, Banner & Video, Search and Display Advertising

Unit II: Advertising Creativity

Creativity: Importanceof creativity, creativity process

Creativity Implementatiorand Evaluation: Advertising appeals Executiorstyles
Creative Strategy Developmewtd campaigns, Creative brief, major selling ideas
Creative tacticsin print and electronic media.

Unit Ill: Media Planning and Strategy

Market analysisAnal ysi s of @armaaetk,etComgpany ategy, Creat
EstablishingMedia objectives

Developingand ImplementingMedia strategies:The MediaMix, TargetMarket Coverage(Geographic
CoverageScheduling, creative asped®eachandFrequency, flexibility, budget considerations

Evaluationof Media: Merits and demerits of Broadcast, Print and Support Media.

Unit IV: Introduction to Branding UG

Definiton,.Benef i ts of branding, l nputs for branding
Brand management process.

Brand Positioning:Definition and importance of positioningRositioning StrategyTarget market,
Defining competition, Establishing Points of difference and Points of parity, Updating positioning
overtime.

Brand Equity:Meaning, Relevance of brand equity to business, Brand elements to build brand equity.



Unit V: Brand Management uG
Designing marketing programme to build brand equixgveloping Product, Price, Distribution channel and
IMC strategy

Product and Brand Extension&dvantages of Extensions, Disadvantages of Brand Extensions

Case Let (Not Exceeding 200/ords)
COURSE OUTCOMES (CO)

CO | On successful completion of this course, students will be able { Blooms
Taxonomy
Level

1 Describe the concepts and trends Advertising, examine th L1, L2
methods of budgeting and specify the services of Ad agencies.

2 Understand and present various styles of execution styles and L3
advertising appeals to target customers and provide major sell
ideas

3 | Analyze and select right media vehicle to achieve advertising L4
objectives.

4 Learn basics of branding, braRdsitioning and brand equity. L4

5 Familiarize withmarketing programmes to build brand equity & L3
Product and brand extension strategies to develop brand equity

TEACHING AND LEARNING RESOURCES:

TEXT BOOK

1. Advertising and Promotion: An IntegratedMarketing Communications Perspective, 11th

Edition by Georgd3elch and MichaeBelch

2. Strategic Brand Management 4th Edition.Kevin Lane Keller. ©2013 |Pearson |.
REFERENCES

1.

JOu
1.

2.

3.

Kenneth Clow and Donald Black, "Integrated Advertisements,Promotion and Marketing
Communication"6th Ed., PrenticeHall of India, New Delhi, 2013

Philip Kotler, Kevin Lane Keller, Abraham Koshy and Mithileshwar Jha, "Marketing
Management", Pearson 14th Edition New Delhi, 2013

Larry D. Kelly, DonaldW. Jugenheimer, "Advertising MedidPlanning A Brand Management
Approach”, PHI, New Delhi2013

Kirti Dutta, Brand ManagemeifitPrinciples and Practices, Oxford Higher Education, New
Delhi, 2012

RNALS

Indian Journalof Marketing & Journalof Advertising Research

GITAM Journalof ManagementGITAM Institute of Management, GITAM University,
Visakahapatnam.

Harvard Business Review, Harvard Business School Publication Co. USA



4. Vikalpa, Indian Institute of Management, Ahmedabad

Learning and teaching activities

Case Analysis

Situation Analysis
Brainstorming

Group Discussion
Research Project
CStudent Presentations



COURSE CODE MBA346 L|IT|P|J |S|C
INSURANCE

COURSE NAME MANAGEMENT

Course Owner Syllabus versior] 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

INTRODCUTION

Effective insurance managment aims at not only optimisation of cover at economical cost nsaism
availabilty of protection when it is most needed

COURSE OBJECTIVES
1) To understand and acquire basic knowledge about Risk Management

2) To understand theory and practice of Life and lda Insurance

SYLLABUS

UNIT -I: Risk VsUncertaintyKinds and Classification of RiskMethods of Handling Risk
i Meaning of Risk ManagemeiitSteps in the Risk Management Proce3$ie changing
scope of Risk Management.

UNIT -II: Definition of InsuranceBasic Characteristics of Insuranic&uncamental Legal
Principles of Insurancé Requirements of Insurance ContracBenefits of Insurance to
Society.

UNIT -llI: Life InsurancePrinciples of Life InsuranceTypes of Life Insurance Variation
of Life Insurance.

UNIT -IV: General InsuraneBrinciples of General Insurance Fire, Marine, Motor,
Engineering, Miscellaneous, Liability and Agricultural Insurance.

UNIT -V:Insurance Company OperatieRsite Making Underwriting productioni Claim
Settlement.

Case let(Not Exceeding 200 Words)

COURSE OUTCOMES

Students will enhance their knowledge in insurance and banking operations in India.
Students will develop basic ideas on thrust areas in insurance and banking.
Students will enhance their knowledge in general insurance and its principles.
Studerts will enhance their skills in insurance management and operations.
Students will enhance their knowledge in functioning of insurance market.

= =4 -4 A4 4



TEXT BOOK

George E. Rejda (2007®rinciples of Risk Management and Insuraffi@nth Edition New Delhi:
PearsorkEducation.

REFERENCE BOOKS
1. Dr. P. Gupta(2004nsurance and Risk ManagemeRgw Delhi:Himalaya Publications.

2. M. N. Mishra (2002)nsurance Principles and PracticBlew Delhi:S.Chand& Co.
3. Principles of Insurancéumbai: Insurance Institute of India.
4. Practice of Life InsurangMumbai: Insurance Institute of India
5. Practice of General Insuranddumbai: Insurance Institute of India.
*Revised and Latest editions

JOURNALS
1. DyanJyothi, National Insurance Academy, Pune.

GITAM Journal of Management, GITAM @ med to be University), Visakhapatnam.
ICFAI Journal of Risk & Management, Hyderabad.

Insurance Chronicle, ICFAI, Hyderabad.

Insurance Times, Kolkata.

Yogakshema, LIC of India, Mumbai.

SEGIFNAEN



COURSE CODE MBC106 LT |P|]J |S|C

INCOME TAX LAW
AND PRACTICE

COURSE NAME

Course Owner Syllabus versior] 1.0
Cour_s_e Pre Contact hours | 45
requisite(s)

Course Cerequisite(s)| NIL Date Approved
Alternate Exposure

The course aims to develop knowledge and skills relating to the Italkasystem as applicable to
individuals, single companies and groups of companies.

COURSE OBJECTIVES
1. Explain and compute the total incomieindividuals under five heads of income
2. Calculation of Income tax using various deductions and exemptions

3. Filing of returns, payment of taxes and understanding of due dates for payments and filing.

SYLLABUS

UNIT -I: Introduction: Preliminary Concepts, Definitions, Basis of Charge, Residential Status and
Exemption u/s 10.Income from Salari&alaries, Deduction from Salaries, Perquisites and Profits in Lieu
of Salaries

UNIT -II: Income From House Propertiésnnual Value Determination, Deductions from House Property,
Unrealized Rent, Arrears of Rent, ©wnership; Profits and Gains from Bussseand Profession:
Computation, Deductions allowed with respect to building, machinery, plant and furniture, Depreciation,
Investment in new Plant and Machinery.

UNIT -Ill: Capital Gains, Capital Assets, Transactions not regarded as Transfer, Comput&tiqitaif
Gains, Cost for certain specified modes of acquisition, Capital gains and cost of acquisition for Depreciabl
and NonDepreciable assets, Guideline value v/s full value of consideration, forfeiter of advance received
Exemptions u/s 54, Cost of provement, Reference to Valuation Officer; Income From Other Sources
Sources, Deductions, amounts not deductible.

UNIT -1V: Basics of SeOff and Carry Forward;Clubbing of Income of another person in assesses Total
Income;Deductions under Chapter -XI (Only Payment based deductions i.e. 80C to
80GGC);Comprehensive problem on computing an assesses total income

UNIT -V: Advance Tax Computation of interest u/s 234A,B and C, Tax Deducted at Soyragments
on which TDS is warranted, Rates of Deduction ofSTPBiling of Returri PAN, Tax Returns Prepares,
Who should sign the return, due date for filing ITR.



COURSE OUTCOMES

1 Students will be able to file income tax returns.
Students will enhance their learning in all sources of income in the assessment year.

Students will enhance their learning in all deductions in the assessment year.

=

Students will enhance their knowledge in capital gains and capital assets.

=

Students will enhance their learning in advance tax in the assessment year.

=

TEXT BOOK
T. N. Manohara and G.R. Hari (2015), Dire@taxation New Delhi: Snow White Publication.

REFERENCE BOOKS

1. Dr. Vinod K. SinghaniaDr. KapilSinghanig2015),Direct Taxed_aw and PracticeNew Delhi:
Taxmannos Publications.
2. CA Vinod Gupta (2015)Direct Tax Modules New Delhi: VG Learning Destination
JOURNALS

1. GITAM Journal of Management,GITAMUniversity

2. The Chartered Accountant, New Delhi.

3. The Management Accountant, Kolkata,

4. Journal of Management Accounting and Research, Jaipur.
5

. Indian Journal of Commerce, IGNOU, New Delhi.


http://www.lawbookshop.net/index.php?manufacturers_id=70
http://www.lawbookshop.net/index.php?manufacturers_id=72
http://www.lawbookshop.net/direct-taxes-practice-covering-incometax-wealthtax-with-special-reference-planning-final-mayjune-2015-examinations-p-256.html?osCsid=a58bf02b2f432d4243a5f24d6f3edc06

COURSE CODE MBA350 L|T|P|J |S|C
INDUSTRIAL

COURSE NAME RELATIONS

Course Owner Syllabus versior] 1.0

Cour§§ Pre Contact hours | 45

requisite(s)

Course Caequisite(s)| NIL Date Approved

Alternate Exposure

The major causes for industrial relationship conflicts are terms of employment (Wages, Dearnes:
Allowance, Bonus and fringe benefits), working conditions (Working Hours, Health, Welfare), non
employment (Lay off, Lock out, Retrenchment and Dismissal), opaisissues (Discipline, and
Promotion), and recognition of Trade Unions. The means adopted by the parties to achieve their objectivi
vary from simple negotiation to economic warfare which may sometimes adversely affect the community
interest. When theommunity interest is affected, the State cannot remain a silent and helpless spectato
and therefore intervenes in different ways to resolve the conflict within the frame work of law.

COURSE OBJECTIVES
1) To understand the basic concepts like IndustRa¢ | at i ons, Trade Un
Organizations Industrial Dispute Code of Discipline, Code of Conduct, and harmonious relations.
2)To understand the key actors and their role in IR
3) To understand the causes for grievance and managing grievance
4) Tounderstand the impact of technology and globalization on IR, recent trends in IR

SYLLABUS

UNIT -I: Industrial Relations Concept and Scope: Importance, key actors in IR, approaches to IR, factor
affecting IR, prerequisites for successful IR.

UNIT -1I: Trade Union Concept: Functions of Trade Unions in India, problems of Trade Unions and their
role in IR, employers organizationgunctions and their role in IR, code of discipline and its objectives,
unfair labour practices.

UNIT -Ill: Grievance concept: Cagss managing grievances and grievance redress procedure, Industrial
conflicts/disputes, causes and consequences, Concepts of Layoff, Retrenchment, Strike and Lock out.

UNIT-IV: Industrial Disputes Settlement Machinery: Mediation, Consideration, Arbitraind
Adjudication. Managing Discipline, Process of Domestic Enquiry

UNIT -V:Collective bargaining(CB): Concept, prequisites of CB, CB at different levels, workers
participation in Management and its objectives, levels and forms of participatiohjanagement
committees and their functions, TripartisiathC and SLC.

COURSE OUTCOMES



1 Students will be sensitized and get exposure to critical tasks, functions and issues of industria
relations.

1 Students will gain insight into the dynamicseshployee management relations in different job
situations after completing this course.

1 Students will enhance their skills in grievance handling.

1 Students will enhance their knowledge on Industrial Disputes and settlement.

1 Students will enhance their skilin collective bargaining.

TEXT BOOK
VenkataRatnam C. S.(201Mhdustrial RelationsNew Delhi: Oxford University Press.

REFERENCE BOOKS
1. Singh, B. D (2010)ndustrial Relations Emerging ParadigmaNew Delhi: EXCEL Memoria&

Memoria(2010Dynamics ofndustrial RelationsNew Delhi: Himalaya Publishing House.
JOURNALS

1. Indian Journal of Industrial Relations

Human Capital

3. GITAM Journal of Management, GITAM Institute of Management, GITAM deemed to be
university, Visakhapatnam

N



COURSE CODE MBA352 L|IT|P|J |S|C
EMPLOYMENT

COURSE NAME LAWS

Course Owner Syllabus versior] 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Since the introduction of economic reforfingm 1990, Government has liberalized economic policy to
attract both national and international investors in large number. A large number ofNstidtnal
Companies (MNC) have availed this opportunity to capture a share in the Indian markets in this
competitive environment. Given this present economic scenario, labour laws assumed great importanc
and relevance and therefore andepth knowledge of labour laws is a SiQeanon for Personnel
Management. This sharpens the managerial excellence andsnabldh e Per sonnel Ma n «
decisions at appropriate times, to avoid litigations of varied nature and help in maintaining industrial peac
and harmony.

COURSE OBJECTIVES
1) To understand the basic concepts of various labour legislations

2) To acquire skills in presenting the views during litigations in a court of law
3) To acquaint with various formats to be submitted to various labour departments

SYLLABUS:

Unit I: Labour Legislation: Principles of Labour Legislation, role of ILO and In@anstitution.

Unit Il: The Factories Act, 1948.

Unit lll: The Industrial Disputes Act, 1947, The Industrial Employment (Standing Orders) Act, 1946.
Unit IV: The Payment of Bonus Act, 1965, The Minimum Wages Act, 1948

UnitV: The Employees State Insurancet AL948, The Employees Compensation Act, 1923, The Payment
of Gratuity Act, 1976

COURSE OUTCOMES
1 Students will be aware of Legal Acts and Rules for smooth and harmonious relations with
employees in an organisation.
1 Students will be aware of liasioningnang employers, government and employees for better
administration.
1 Students will develop their knowledge on Industrial Disputes act.
Students will develop their knowledge on Payment of bonus act.
1 Students will develop their knowledge on Employee Staarbnce act.
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TEXT BOOK
Singh B.D (2014)lL.abour Laws for ManagerdNew Delhi: Excel Books.

REFERENCE BOOKS

1. Malik P. L (2012)Industrial and Labour LawsNew Delhi: Eastern Book Company,
2. Mishra S.N (2012)l.abour and Industrial LawdNew Delhi:Central Law Publication.

JOURNALS
1. Labour Law Reporter

2. Labour Law Journal
3. Indian Journal of Industrial Relations
4. Indian Journal of Training & Development



COURSE CODE MBA354 L|IT|P|J |S|C
BUSINESS

COURSE NAME SIMULATION

Course Owner Syllabus versior] 1.0

Cour_s_e Pre Contact hours | 45

requisite(s)

Course Cerequisite(s)| NIL Date Approved

Alternate Exposure

Through this course, students get the chance to develop a holistic understanding bdiusiasiss
principles from the very beginning in an engaging learning experience. Each business discipline has i
broad body of knowledge and can be mastered in theory, but experiencing how business works in practi
can be the ideal foundation for deep andoing learning.

COURSE OBJECTIVES

This course is designed to enable students to learn about the private enterprise system and better unders:
how organizations operate within that environment.

SYLLABUS
Resources:i Foundat i-basel Simuwstolww.capsim.com

This subscription, webased simulation offers the experience of making business decisions in a
competitive marketplace.By using web based simulation, students learn Business Fundamentals |
creating and developing their product line, market their products, manage their production and raise func
to run the company. Also, students learn to read and understand financial statements, the cause and ef
between each part of the company and laacompeting demands in the changing marketplace.
Foundation provides a framework for understanding business processes, duaisiog and key
financial reports. By giving participants a haraifs opportunity to run a company, students learn the
building Hocks of business.

COURSE OUTCOMES

1 Students will be able to perform various business simulations for better planning and development

1 Students will explore the functional areas of business including management, accounting, produc
development, marketinggroduction and operations management, human resource management,
and finance.

1 Students will enhance their knowledge in the concepts, language, and conversations that ha.
evolved to help manage profit seeking organizations.

1 Students will enhance their kntatlge in how to be successful in an environment characterized by
uncertainty and risk.

1 Students will be able to design various business strategies for successful running of business.


http://www.capsim.com/

BBA —VI SEMESTER

MBA356:FAMILIES IN BUSINESS
(100% Internal Assessmat)

INTRODUCTION

This is a course that aims at offering learning by doing experience to studenksa®effg about reputed
business families offers a load of knowledge and inspiration to the learner.

COURSE OBJECTIVES:

1 The main intention of this course is to create some flair in enterprise management by utilizing the

knowledge, skills, capabilities, creativity and innovation of the family members.
LEARNING OUTCOMES
The student shall be able to thoroughly understandedpiusiness houses and apply this understanding.
SYLLABUS

The students shall take at least dmsiness organization profile (Reputed Families in Business) and
understand the business intricacies and must present in the form of independent researshrpeyaer,
paper, Assignment and innovation in selecting and presenting the topic. The following are some of th

leads for selection of topic.

Ford Motors Company of USA
Sony Corporation of Japan
Samsung of Korea

Tata companies

Bajaj Company

Mahindra and Maindra
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BBA -1l SEMESTER
MBA 370 : YOGA AND MEDITATION

INTRODUCTION

Stress management is the need of the hour. A recent survey showed30& @0us feel stressed at work
and outside. Today's fast paced lifestyle is taking its tofvamyone. Stress, either quick or constant, can
induce risky bodymind disorders.

The corporate world is a new syndrome that man has coined for himself which brings with it a whole new
lifestyle and existence. Odd working hours, irregular food habits daffidult work situations and
inadequate coping resources are a part of the corporate world. To survive in the world of work and reac
onebs greatest potential, all the energy bl ock
one can functionatobes hi ghest | evel

Yoga and meditation does more than just offer exercises for relaxation. Virtually everyone can see physic:
benefits from yoga, and its practice can also give psychological benefits, such as stress reduction anc
sense of welbeing. Asyoga and meditation combines several techniques used for stress reduction, it car
be said to provide the combined benefits of breathing exercises, stretching exercises, fitness progran
meditation practice, etc.

COURSE OBJECTIVES

1. To master the techrig of yoga and meditation
2. To create stress relief among the students
3. To enable the student to appreciate the physical and psychological relief it creates

ACTIVITY STRUCTURE

Practical and theory classes on Yoga and meditation will be conducted by Masiga. 20 sessions will

be scheduled. At the end of the Course the student would be evaluated both on his/her understanding
theoretical concepts, as well as the practical approach.

The assessment would be for 50 marks.



BBA —1ll SEMESTER
MBA 362: BUSINESS ENGLISH CERTIFICATE

INTRODUCTION

The world may be getting smaller, but people still speak different languages. International trade ant
business needs a common language and as all are aware, that place has been taken by English langu
However, tle words of business are different from everyday use so it's not really something every one
picks up intuitively.

Business English Certificate (BEC) programme is one of the value added programme offered by GITAV
Institute of Management in collaborationtiviUniversity of Cambridge and British Council. BEC is used

by hundreds of employers, either as part of their staff development programme or as a qualification the
they look for when recruiting staff. BEC is a globally recognized qualification and ineetahe job
prospects and adds value to the CV of the student. BEC gives the opportunity to learn practical workplac
English skills. Preparing for BEC i mproves on
speaking. Many Universities internatially recognize BEC for business courses.

COURSE OBJECTIVES
1. To understand the nuances of Business English
2. To enhance the studentds English speaking s
3. To clearly understand the difference between business English and colloquial English

4. To achieve mamum proficiency in business English

ACTIVITY STRUCTURE

BEC is offered at three levels namely, BEC Preliminary, BEC Vantage and BEC Higher, based on fou
skills
1. Reading, Writing, Listening and Speaking.

2. BEC Preliminary is a lower intermediate level aisdmeant for candidates having limited
confidence in their usage of English.

3. BEC Vantage is at intermediate level and is suitable for candidates who have fluency in English.

4. BEC Higher is an advanced level certificate and is for candidates who can Ush Eegy
confidently in both professional and social situations.

The students would be evaluated based on their performance in various tests conducted. The tests inclu
1. Diagnostic test

2. Speaking test
3. Mock test conducted by the Institute

4. Test conductedybBritish Council.

Performance in BEC would be evaluated for 50 marks each. A certificate would be awarded to thos
students who clear the test conducted by the British Council



BBA -V SEMESTER
MBA364: GENERAL BOOK REVIEW

INTRODUCTION
Reading maka full man; conference a ready man; and writing an exact imarancis Bacon.

Communication is the basis of our lives and we would in this day and age, be handicapped without i
Communication is a vital element for successful career in the corpordte wfiective Communication

is significant for managers in the organizations so as to perform the basic functions of managemen
Communication is one of the activities that managers devote a great part of their time. Communication ce
be improved throughx¢ensive reading and writing.

Despite the deep penetrating reach of the visual media, books have a definite edge over other mediums
communication and entertainment. Reading is an activity that is both fun and enlightening. It can help u
be more knowldgeable and successful. Reading as a habit has always nurtured a wholesome sense
well-being. Avid readers tend to have a better grasp on realities and are known to be better judges
people. However, it has been seen that, with the advent of technodaghng is an activity that many
people don't engage in very much. A national survey in USA revealed that 50% of the population hasn
read a book in the last six months!

Reviewing a book after reading enhances the analytical writing which hones tibal ¢hinking. It
assesses the ability to articulate and support complex ideas, construct and evaluate arguments, and sus
a focused and coherent discussion. Written Communication involves expressing oneself clearly, usin
language with precision; camscting a logical argument; note taking, editing and summarizing and writing
reports.

COURSE OBJECTIVES
1. Experience the pleasure and inculcate the habit of reading

2. Enhance the critical thinking ability of the students
3. Develop clarity in evaluating, asseggand arguing a thought
4. Master the art of communicating using good writing skills

ACTIVITY STRUCTURE

A general /management book would be given to the student to read. The student is expected to critical
analyse, present his/her arguments leadingctmalusion of the writings through this review.

The assessment would be for a total of 50 marks.



BBA-Illand V SEMESTERS
MBA 360 & MBA 374: SOFT SKILLS -1 and 2
INTRODUCTION

Management involves utilising the human capital of an enterpriseritribute to the success of the
enterprise. Management is the act of coordinating the efforts of people to accomplish desired goals usit
available resources efficiently and effectively.

Today's workforce comes from varied social and cultural backgspundh differing standards of
behaviour. These may not always be in sync with the norms of the organization. The ability to deal witt
differences, multiculturalism and diversity is needed more than ever. It is important, for students whc
would be enterig the corporate world for the first time, to inculcate behaviour that is appropriate for the
workplace. The importance of personal grooming, business etiquette, verbal ancrivein
communication, telephone etiquette and general professional conducevearbe undermined.

Soft Skills is now recognised as key to making businesses more profitable and better places to worl
Increasingly, companies aren't just assessing their current staff and future recruits on their business skil
They are now assang them on a whole host of soft skill competencies around how well they relate and

communicate to others.

It has been found that soft skitan be developed and honed on afgomg basis through good training,
insightful reading, observation, and of course, practice, practice, practice.

Students can focus on areas of -g@jprovement to help improve their behaviour, transform their
professbnal image and create a positive impact in their careers. Greater awareness of grooming an
etiquette will help one to develop poise and confidence. This will significantly impact the image that one
has in any formal, professional and social situations

COURSE OBJECTIVES

To understand and enhance social skills

To help build greater confidence when interacting with people
To build on the ability to make a positive first impression

To help improve the overall appearance

hrwpE

ACTIVITY STRUCTURE

Students would bfocusing on the following major activities under this Course:
a) Grooming and etiquette

b) Introspection, self awareness and self introduction
c) CV writing
d) Facing interviews
Guidance on the above issues would be given by an Expert and Faculty would be geidirigrdugh

oneto-one interaction. Assessing them on their performance would be done by the Faculty.
The assessment would be for 50 marks.



MBA 358 : CURRENT BUSINESS AFFAIRS (CBA)

INTRODUCTION
Knowledge is PowerSir Francis Bacon.

It is certainthat with knowledgeor educationone'spotentialor abilities in life will certainlyincrease.
Having and sharingknowledgeis widely recognisedas the basisfor improving one'sreputationand
influence. Thismeansa persorhas theesourcefulnest obtainandcriticize usefulandinformative
informationin orderto becomewell informedcitizenswhocanmakeintelligentdecisiondasedipontheir
understandingndawarenessf everydaysituations Equippedwith knowledge,a personcan projecta
confidentdemeanour.

Managemenstudentsaspiringto enterthe corporateworld, needto know what is happening around
them and remember them. This can be ma&asy byinculcating a habit of keenly following the
happeningsn theworld, that can havenpact on business, through regular reading, which shoaldde
newspapersnagazines businessndother listento newsandkeepahealthy interaction with the whole
world.

COURSE OBJECTIVES
Improve readindnabit

A

A To createawareness on current businessatters

A Improve critical thinking on businessissues

A Equip studentswith knowledgeand skill to succeedn job interviews

LEARNING OUTCOMES
OnparticipationinthediscussiomndgivingtheonlinetestOnCurrentBusinesdffairs the studenwould

1. Gainan understandingn the issuesbeingdealtcurrentlyin the country.
2. Gain confidencein participatingin group discussionon currenttopics.

COURSE STRUCTURE

The studentis requiredto reada Businessnagazinesuppliedby the Institution andappeaifor a weekly
onlinequiz conductedn eachlssue Duringtheclass session (two sessions per week) Group Discussion
is conducted (group of6-

8) oncurrenttopicsrelevantto thatperiodandwhich areconsideredmportant for Managemerstudents.
REFERENCES

Suggestedeadings:
Newspapers:
EconomicTimesMint
BusinessLine The Hindu
Magazines:

BusinessWorld Businessindialndia TodayBusiness
Today






