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NOTIFICATION

Sub: Regarding introduction of the syllabus of Business Administration UG under
C.B.C.S. w.e.f. the academic year 2020-21 & onwards.

Ref: 1. UGC Letter DO No. 1-1/2016(SECY), dt. 10.08.2016.
2. Special BOS Res. No. 01, dt. 16.07.2020
3. Special Faculty Res. No. 01, dt. 12.08.2020.
3. Special Academic Council Res. No. 33, dt. 21.08.2020.
4. Vice-Chancellor’s order dated 08-1p-2z020 .

Adverting to the above, it is hereby notified to the Principals of all constituent and
affiliated degree colleges coming under the jurisdiction of Karnatak University, Dharwad that the
Business Administration UG syllabus for 1 to VI Semester which is annexed herewith in
Annexure-A is introduced under C.B.C.S. from the academic year 2020-21 & onwards.

Hence, the contents of this notification may please be brought to the notice of the
students and all the concerned. The prescribed C.B.C.S. syllabus may also be obtained through

K.U.website (www.kud.ac.in).
Cq'{/w & \ 10 \ 0 .

(Dr. Hanumantappa K.T)
REGISTRAR

To,

l. The Chairman, BOS Business Administration (UG), Dept. of Business Administration,
K.U.Dharwad.

2. The Chairman, Dept. of Business Administration, K.U.Dharwad.

3. The Principals of all the constituted and affiliated degree colleges under the jurisdiction
of Karnatak University, Dharwad. (The same may be sent through e-mail)

4. The Registrar (Evaluation), K.U.Dharwad.

Copy fwes to:

1. Dr. Ch.Ramesh, Dean, Faculty of Science & Tech., Dept. of Botany, K.U.Dharwad.
2. The Director, IT Section, Examination Section, K.U.Dharwad for information and to
upload on K.U.Website (www.kud.ac.in).

Copy to:

1. PS to Vice-Chancellor, K.U.Dharwad.

2. S.A.to Registrar, K.U.Dharwad.

3. 0.S.,Exam UG/ Confl / QP / GAD Section, K.U.Dharwad.

4. The System Analysist, Computer Unit Exam Section, K.U.Dharwad.
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B.B.A. (CBCS) Semester-wise Credit Distribution

S1. No. Category Semester Total
I 11 i v | Vv VI Credits
01 Discipline Specific Core (DSC) Courses 16 | 16 | 16 | 16 | 08 | 08 80
02 Discipline Specific Elective (DSE) Courses - - - - 12 | 08 20
03 Ability Enhancement Compulsory Courses (AECC) 08 | 08 | 06 | 06 - - 28
04 Skill Enhancement Courses (SEC) - - 02 | 02 | 04 | 04 12
05 Dissertation/Project Work - - - - - 04 04
Total | 24 | 24 | 24 | 24 | 24 24 144
Course Qutcomes of BBA (CBCS)

Upon completion of BBA graduation students shall:
e Learn principles and practices of business management; identify the opportunities in the corporate environment and to deal
with the challenges; exhibit managerial skills in the areas of Marketing, Finance, Human resources, etc.
e Demonstrate enhanced personality and Managerial skills
e Possess a strong foundation for higher education
e Beableto prove their potential in competitive exams and government administration positions

e Asaterminal course BBA shall develop the entrepreneurial competencies of the students by offering courses like

entrepreneurship development, event management, rural and agricultural management, etc.



B.B.A. (CBCS) - First Semester

SINo. Subject Subject Name Instruction Duration of Marks in Examination Credits
Code Hours/week | Sem-end Exam | ILA. | Sem-end | Total

01 DSC-1A Principles of Management 4 3 20 80 100 4
02 DSC-2A Business Economics 4 3 20 80 100 4
03 DSC-3A Elements of Marketing 4 3 20 80 100 4
04 DSC-4A Introduction to Business Accounting 4 3 20 80 100 4
05 AECC-1A | English-1 3 2.5 15 60 75 3
06 AECC-2A | Modern Indian Language-1 3 2.5 15 60 75 3
07 AECC-3A | Environmental Science 2 1.5 10 40 50 2

Total 120 480 600 24




Title: PRINCIPLES OF MANAGEMENT

Code: DSC-1A Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To acquaint students with the concepts, principles and practices of the management of
business organizations.

Course outcome: The students shall gain the fundamental knowledge and exposure to the
concepts, theories and practices in the field of management.

Skill development: Managerial Skills like Planning and budget preparation, Communication and
Motivation, Enterprising and Leadership, Delegation and Coordination, Problem-solving and
Decision-making can be acquired.

UNIT I: 10 hours
Introduction to Management: Meaning and definition, Levels of Management, Managerial
Roles, Managerial Skills, Nature & Importance of Management, Concept of Management and
Administration, Basic functions of Management - Planning, Organizing, Leading/Directing,
Controlling, Contributions of Management Thinkers - F W Taylor, Henry Fayol, Elton Mayo,
Peter Drucker.

UNIT II: 08 hours
Planning: Meaning, types of planning - Strategic Plan, Tactical Plan, Operational Plan,
Contingency Plan, Importance of planning, Concept of Objectives, Management by Objectives
(MBO), Concept of Decision Making, Decision making process, Types of decisions — Programmed
and Non-programmed Decisions, Individual and Group decisions, Organizational and Personal
decisions

UNIT HI: 10 hours
Organizing: Concept of Organizing, Organization Structure — Functional Organization Structure,
Product/Market Organization Structure, Project Organization Structure, Matrix Organization
Structure, Concept of Line and Staff Authority, Span of Control, Centralization and
Decentralization of Authority, Delegation of Authority, and Formal and Informal Groups/
Organization

UNIT IV: 12 hours
Directing: Concept of directing / leading, Importance of Directing, Leadership Styles -
Autocratic, Democratic, Laissez-faire, Transformational, and Charismatic; Concept of Motivation,
Difference between Intrinsic and Extrinsic Motivation, Motivational theories - Maslow’s
Hierarchy of Needs Theory, Hertzberg’s Two-Factor Theory, McClelland’s Acquired-needs
Theory



UNIT V: 10 hours
Controlling: Concept of Controlling, Process of controlling, Need for Control, Types of Control —
Feed-forward Control, Concurrent Control, Feedback Control

Forms of Business Organizations: Sole Proprietorship, Partnership, Corporations, Limited Liability
Company, and Cooperative

New trends in Business Management: Work from Home, Knowledge Process Outsourcing,
Generation - Z employees,

Note: Case study from modules I, 111, IV and V.

SUGGESTED READING:

1. Griffin Ricky, Management — Principles and Applications, Cengage Learning, New Delhi.
2. Satya Raju and Parthsarathy, Management — Text and Cases, PHI, New Delhi.

3. Dinkar Pagare, “Principles of Management” Sultan Chand & Sons, New Delhi.

4. C B Gupta, Principles and Practice of Management, Sultan Chand & Sons, New Delhi.
5. Govindrajan and Natarajan, Principles of Management, PHI, New Delhi.

6. Tony Morden, Principles of Management, Ashagate Publications, New Delhi.

7. Koontz, Principles of Management, TMH, New Delhi.

8. Thomas Bateman and Scott Snell, Management, McGraw Hill, New York.

9. P N Reddy and P C Tripathy, Principles of Management, TMH, New Delhi.

10. Hill, Principles of Management, TMH, New Delhi.



Title: BUSINESS ECONOMICS

Code: DSC-2A Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: Familiarize the students with basic economic concept and Presenting and developing
a microeconomic approach to business decisions.

Course outcome: The course provides an insight into basic concepts of microeconomics and their
application for decision making in various business organizations.

Skill development: Students will acquire managerial decision making skills related to demand
forecasting and supply management, cost and revenue analysis and profit planning. Students will
able to interpret the market structure and situation.

UNIT 1: Introduction 8 hours
Meaning and definition- Managerial Economics, Salient features and significance, role of
managerial economics, scope of managerial economics, uses/objectives of managerial economics,
meaning of micro and macroeconomics, differences between micro and macroeconomics,
importance and uses of micro economics, limitations of micro economics

UNIT 2: Demand Analysis 10 hours
Meaning of demand, individual and market demand, determinants of demand, demand-function,
schedule, curve, the law of demand, exceptions to the law of demand, change in quantity demand
vs change in demand, reasons for change in demand, Elasticity of demand, factors influencing
elasticity of demand, price elasticity of demand and types, income elasticity of demand and types,
cross elasticity of demand.

Demand forecasting-meaning, significance and methods.

UNIT 3: Supply Analysis 4 hours
Meaning of supply, determinants of supply, law of supply, extension and contraction in supply,
increase and decrease in supply, causes of change in supply, elasticity of supply.

UNIT 4: Production Analysis And Cost Analysis 12 hours
Production analysis: Concept of production function, factors of production, laws of production- the
law of diminishing marginal returns, the law of variable proportions, the law of returns to scale,
isoquants (only meaning), economies of scale and diseconomies of scale.

Cost analysis: meaning of cost, types of cost, cost concepts-TFC, TVC, TC, AC, and MC their
meaning and computation.

UNIT 5: Market Structures AndPricing Policies 10 hours
Meaning of market, Pure and Perfect Competition & its features, Imperfect Competition & its
features, Monopoly, Duopoly, Oligopoly, Monopolistic and Oligopolistic markets

Pricing policies — objective of pricing policy, factors involved in pricing policy, pricing methods-
cost plus, going rate, pricing for rate of return, administered price.



UNIT 6: Profit Planning 6 hours
Meaning of profit, break even analysis- meaning, computation and graphical representation

Note: Case study from modules 111, IV and VI.

SUGGESTED READING:

1.

Moo
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Managerial Economics, D.N. Dwivedi, Vikas publication

Managerial Economics - Theory and Application - D. M. Mithani

Managerial Economics, Stephen Hill, Palgrave Macmillan

Managerial Economics — Analysis, Problems and Cases, P.L. Mehta, Sultan Chand Sons, New
Delhi

Managerial Economics — Varshney and Maheshwari, Sultan Chand and Sons, New Delhi
Managerial Economics — D. Salvatore, McGraw Hill, New Delhi

Managerial Economics — Pearson and Lewis, Prentice Hall, New Delhi

Managerial Economics — G.S. Gupta, T M H, New Delhi



Title: ELEMENTS OF MARKETING

Code: DSC-3A Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To enable students to learn the fundamental concepts and principles of marketing

Course outcome: Students will understand the role and significance of various elements of
marketing mix and relevance of marketing in current situations.

Skill development: Students will be able to analyse the marketing environment and consumer
behaviour. Students will able to segment the given market, target the appropriate segment and
position in the target market.

UNIT 1: Concepts of Marketing 12 hours

Meaning, definitions, core concepts of marketing-

(a) Need, wants and demands, product, service, value and satisfaction, Exchange transaction and
relationship, market.

(b) Marketing management orientations- production concept, product concept, selling concept,
marketing concept, societal marketing concept.

(c) Concepts of customer relationship management- meaning of customer perceived value, CRM,
customer satisfaction, customer value, customer lifetime value, customer loyalty, retention and
customer equity.

(d)  Marketing process- I. Analysing marketing opportunities Il. Selecting target market I1ll.
Developing marketing mix IV. Managing marketing effort

UNIT 2: Marketing Environment 8 hours

(@) Company’s micro environment-company, suppliers, marketing intermediaries, customers,
competitors and public.

(b) Company’s macro environment- demographic environment, economic environment, natural
environment, technological environment, political environment and cultural environment,

UNIT 3: Consumer Behaviourand markets 10 hours

(a) Meaning of consumer, consumer buying behaviour and consumer market

(b) Model of consumer behaviour, factors affecting consumer behaviour- cultural, social, personal
and psychological factors

(c) Types of buying decision behaviour- complex buying behaviour, dissonance reducing buying
behaviour, habitual buying behaviour, variety seeking buying behaviour.

(d) Buyer decision process, stages in adoption process.

UNIT 4: Business Buyer’s Behaviourand Markets 8 hours

(a) Business Market- Meaning and Characteristics of business markets

(b) Business buyer’s behaviour- major types of buying situation, participants in business buying
process and business buying process.

(c) Institution and government markets- its meaning.



UNIT 5: Segmentation, targetingand positioning. 12 hours

(a) Market segments- meaning, basis of segmentation, requirements of effective segmentation

(b) Target marketing- evaluating market segments, selecting target market segments, target market
strategies- undifferentiated marketing, differentiated marketing, concentrated marketing and
micro marketing

(c) Positioning- meaning, choosing positioning strategy-

1. Identifying possible competitive advantage

2. Choosing right competitive advantage

3. Selecting overall positioning strategy and

4. Developing positional statements

Note: Case study from modules I, 11, 111, IV and V.

SUGGESTED READING:

. Kotler and Armstrong, Principles of Marketing, Pearson Publications, New Delhi.

. Philip Kotler, Marketing Management, PHI, New Delhi.

. William Stanton, Fundamentals of Marketing, TMH, New Delhi.

. Rajan Nair, Marketing, Sultan Chand & Sons, New Delhi.

. Ramaswamy and Namkumari, Marketing Management, Macmillan, New Delhi.

. Pillai and Bagavathi — Modern Marketing - Principles and Practices, S. Chand & Company,
New Delhi.

. Perreault, Basic Marketing, TMH, New Delhi.

. Sontakki and Deshpande, Principles of Marketing, Kalyani Publishers, Ludhiana.
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Title: INTRODUCTION TO BUSINESS ACCOUNTING

Code: DSC-4A Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objective: To enable students to understand the fundamentals of accounting.

Course outcome: Students will be acquainted with the basic accounting skills; they will be able to
describe accounting concepts and accounting terms; prepare accounts and statements as per the
accounting cycle; prepare and understand final statements; calculate and maintain accounts related
to depreciation

Skill development: After completion of the course students will able to analysing and interpreting
financial reports, and preparation of Profit and Loss Account and Balance Sheet, etc.

UNIT 1: Introduction ToFinancial Accounting 8 hours
Meaning, Definition and Objectives of Accounting, Functions of Accounting, Users of Accounting
Information, Accounting terms, Accounting Principles — Accounting Concepts and Accounting
Conventions, Accounting Standards —List of Indian Accounting Standards

UNIT 2: Accounting Process 15 hours
Accounting cycle (traditional approach), Kinds of Accounts, Rules of accounting (English and
American) Journal — Ledger — Trial Balance — Problems.

UNIT 3: Subsidiary Books 10 hours
Accounting cycle (modern approach), Meaning, Types of Subsidiary Books : Purchases Book,
Sales Book, Purchase Returns Book , Sales Return Book, Bills Receivable Book, Bills Payable
Book, Cash Book (Simple Cash Book, Double Column Cash Book, Three Column Cash Book and
Petty Cash Book) and Journal proper.

Meaning of Bank Reconciliation Statement, reasons of disagreement, Preparation of Bank
Reconciliation Statement.

UNIT 4: Final Accounts OfProprietary Concern 12 hours
Adjustment entries and closing entries, Preparation of Profit & Loss Account and Balance Sheet

UNIT 5: Depreciation 5 hours
Meaning of Depreciation, Methods of depreciation, Straight Line Method and Written Down Value
Method problem.

Note: Case study from modules 111 and 1V
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SUGGESTED READING:

1
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Fundamentals of Accounting & Financial Analysis by Anil Chowdhry, PearsonEducation
Accounting Made Easy by Rajesh Agarwal & R Srinivasan, Tata McGraw—-Hill

Financial Accounting For Management by Ambrish Gupta, Pearson Education

An Introduction to AccountancybyDr. S. N. Maheshwari, Vikas Publishing House
Accounting for Management by Bhattacharyya, S. K. And John Dearden, Vikas Publishing
House Pvt. Ltd.; New Delhi

The Essence of Financial Accountingby Chadwick, Leslie, Prentice—Hall of India Private
Limited, New Delhi.

Basic Accounting, B S Raman, Sapna book house.

Managers’ Guide to Finance and Accounting by Chandra Prasannna, Tata McGraw-Hill
Publishing Company Limited; New Delhi.

Financial Accounting: A Managerial Perspective, Narayanaswamy, R., Prentice—Hall of India
Private Limited, New Delhi.
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B.B.A. (CBCS) - Second Semester

SINo. Subject Subject Name Instruction Duration of Marks in Examination Credits
Code Hours/week | Sem-end Exam | LLA. | Sem-end | Total

01 DSC-1B Corporate Communication 4 3 20 80 100 4
02 DSC-2B Business Finance 4 3 20 80 100 4
03 DSC-3B Marketing Management 4 3 20 80 100 4
04 DSC-4B Advanced Accounting 4 3 20 80 100 4
05 | AECC-1B | English-2 3 25 15 60 75 3
06 AECC-2B | Modern Indian Language-2 3 2.5 15 60 75 3
07 AECC-3B | Constitution of India 2 1.5 10 40 50 2

Total 120 480 600 24
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Title: CORPORATE COMMUNICATION

Code: DSC-1B Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: The subject aims to develop written and oral communication skills for effective
business communication.
Course outcome: Students will be able to communicate effectively (verbal and non-verbal, written

and oral); use technology for business communication; make business presentations.

Skill development: Students will acquire corporate communication skills: written, oral and
presentation skills. Able to face the groups, use the ITC for effective communication

UNIT I: 10 hours
Business Communication: Meaning, Process of Communication, Importance of communication
in the organisation, Types of communication model: a) Linear Model b) Transactional Model c)
Interactional Model, Barriers to Effective Communication, Methods of overcoming barriers

UNIT II; 10 hours

Written Communication: Structure and Layout of Business Letter, Kinds of Business letters for
various context — Acknowledgement letter, Apology letter, Complaint letter, Covering letter,
Inquiry letter, Order letter, Writing Business Reports — Importance and types of business reports,
Resume writing with covering letter

UNIT III; 12 hours

Speaking and Presentation: Basic guidelines and considerations for presentation, Elements of
Business presentation — Designing and effective presentation, Exercises on Speaking and
Presentation is to be conducted

Non-verbal Communication: Meaning, elements of non-verbal communication, importance of
non-verbal communication

UNIT IV: 8 hours

Meeting: Meaning, types of meetings — Statutory Meeting, Board of Directors Meeting, Annual
General Meeting, Shareholders Meeting, Preparation of Meeting - Notice, Agenda, Minutes of the
meeting, and Responsibilities of Chairman and Secretary in conducting of meeting

UNIT V: 10 hours

Technology in Communication: E-mail, Mobile devices, video Conferencing, Intercom, Cloud-
based Apps, Social Intranet Software, Online Discussion Forums. Advantages and Disadvantages
of Technology in the Workplace

Application of Communication Skills: Activities are to be conducted - Group Discussion,
Negotiations, Presentation, Mock Interview, Speeches

Note: Case study from modules II, IV and V.

SUGGESTED READING:

1. Essentials of Business Communication — by Rajendra Pual, Sultan Chand & Sons, New Delhi

2. Business Correspondence and Report Writing — R. C. Sharma, Krishna Mohan — Tata McGraw
Hill Publishing Company Limited, New Delhi

3. Advanced Business Communication — John M., Penrose, Robert W. Rasberry, Robert J. Myers

4. Business Communication — M. K. Sehgal, Vandana Khetarpal, Excel Books Publications
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Title: BUSINESS FINANCE

Code: DSC-2B Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: The objective is to enable students to understand the basic concepts of business
finance and the role of business finance in decision-making.

Course outcome: Upon completion of this course, students will be able to learn basic concepts of
business finance including time value of money, determination of cost of capital. They will also be
learning theories relating to capital structure, dividend models and are able to assess working
capital needs of the firm.

Skill development: Students will acquire skills to make investment, financial and divided
decisions of a business concern and assess a firm's working capital requirements through practical
problems. Design appropriate capital structure to minimise cost of capital.

UNIT 1: Introduction toFinancial Management 5 hours
Meaning of Finance, Business Finance, Finance Function, Organization structure of finance.
Financial Management- meaning, Objectives (profit maximization, wealth maximisation),
Financial Management Decisions: Investment decision, Financing decision, Dividend decisions,
Role of a Financial Manager.

UNIT 2: Time Value of Money 5 hours
Introduction to time value of money, Meaning & Definition of Future Value (Single Flow, Uneven
Flow & Annuity), Present Value (Single Flow, Uneven Flow & Annuity), Doubling Period-
Simple problem.

UNIT 3: Cost of Capital 8 hours
Meaning and Significance of Cost of Capital, Sources of Capital, Computation of Cost of Capital,
Specific Cost: Cost of Debt, Cost of Preference Share Capital, Cost of Equity Share Capital;
Weighted Average Cost of Capital — Problems.

UNIT 4: Capital Structure 12 hours
Meaning of Capital Structure, Factors influencing Capital Structure, Optimum Capital Structure,
EBIT-EPS Analysis, Leverages meaning, Types of Leverages — Simple Problems

UNIT 5: Dividend Theories 8 hours

Meaning of Dividend, factors determining dividend decision, Irrelevance Theory — MM Model,
Relevance Theories - Walter Model - Gordon Model, Problems on Dividend Theories.
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UNIT 6: Working Capital Management 12 hours
Introduction — Concept of Working Capital, Significance of Adequate Working Capital, effects of
Excess or Inadequate Working Capital, Determinants of Working Capital, Sources of Working
Capital. Estimation of working capital requirement (problems). Cash Management, Receivables
Management, Inventory Management (only theory).

Note: Case study from modules IV, V and VI.

SUGGESTED READING:

1. Khan and Jain, Financial Management, Tata McGraw Hill.
Dr. K.V. Venkataramana, Financial Management, SHB Publications.
Sudhindra Bhatt: Financial Management, Excel Books.
Sharma and Sashi Gupta, Financial Management, Kalyani Publication.
M.GangadharRao& Others: Financial Management, Himalaya Publishers.
I M Pandey, Financial Management, Vika Publication House.
Prasanna Chandra, Financial Management, Tata McGraw Hill.

N o ok wbd
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Title: MARKETING MANAGEMENT

Code: DSC-3B Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To facilitate understanding of the conceptual framework of marketing and its
applications in decision making under various environmental constraints.

Course outcome: Students gain skills to develop creative solutions through applying relevant
marketing concepts.

Skill development: Students will be able to design Product planning and Marketing mix. Students
will able to take pricing decisions, able to manage distribution channels and able to Sell products.

UNIT 1: Product and service 12 hours
Product-meaning, levels of product and service, product and service classification, product and
service decisions- individual product and service decisions, product line decision, product mix
decision; New product development strategy- idea generation, idea screening, concept
development and testing, market strategy development, business analysis, product development,
test market, commercialisation and organising of new product development; Product life cycle-
meaning, stages of PLC, strategy adopted in different stages of PLC.

UNIT 2: Pricing 10 hours
Meaning, Factors considered when setting prices- internal and external factors affecting pricing
decision; General pricing approaches- cost based pricing, value based pricing and competition
based pricing; New product pricing strategy- market skimming pricing and market penetration
pricing; Product mix pricing strategies- product line pricing, optional product pricing, captive
product pricing, by-product pricing, product bundle pricing; Price adjustment strategies- discount
and allowance pricing, segmented pricing, psychological pricing, promotional pricing,
geographical pricing and international pricing.

UNIT 3: Marketing channels 12 hours
Meaning, consumer and business marketing channels; Channel behaviour and organisation-
channel conflict- meaning and types; Vertical marketing system, horizontal marketing system,
multi chain marketing system; Channel design decisions- analysing consumer needs, setting up
channel objectives, identifying major alternatives, evaluating major alternatives, designing
international distribution channels; Channel management decision- selecting channel members,
managing and motivating channel members, evaluating channel members; Retailing- meaning and
types; Wholesaling- meaning and types

UNIT 4: Promotion 8 hours
Advertisement- meaning and types of advertisements, types of media, sales promotion- meaning
types of sales promotional tools; Public relationships- meaning major public relation tools;
Personal selling- meaning, personal selling process
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UNIT 5: Electronic marketing 8 hours
Meaning of e-mail marketing and internet marketing, traditional marketing v/s e-marketing,
benefits of e-marketing over traditional marketing; e-advertisement meaning; e-payment system-
problems of traditional payment systems, methods of online payments- electronic tokens,
electronic or digital cash, electronic cheques; security risk in internet, security tools.

Note: Case study from modules I, I, 111, IV and V.

SUGGESTED READING:

1. Philip Kotler, Kevin Lane Keller, Marketing Management, Prentice Hall

2. Stanton, Etzel, Walker, Fundamentals of Marketing, Tata-McGraw Hill, New Delhi.
3. Saxena, Rajan, Marketing Management, Tata-McGraw Hill, New Delhi.

4. McCarthy, E.J., Basic Marketing: A managerial approach, Irwin, New Y ork.
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Title: ADVANCED ACCOUNTING

Code: DSC-4B Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objective: To acquaint the students with the knowledge on the accounting procedures for
different types of business.

Course outcome: Students are aware about the various aspects relating to principles of accounting
and managerial accounting practices.

Skill development: Students are able to acquire accounting skills to maintain the financial health
of business and advance their career.

Module 1: Mergers and acquisition of companies: 12 Hours
Meaning of Amalgamation and Acquisition, Amalgamation in the nature of Merger,
Amalgamation in the nature of Purchase, Methods of Purchase Consideration calculation,
Accounting for Amalgamation: Journal Entries and Ledger Accounts in the Books of Transferor
Company and Transferee Company, Preparation of new Balance sheet (Vertical Format)

Module 2: External andinternal reconstruction: 10 Hours
Meaning, Objective, Passing of Journal Entries, Preparation of Balance Sheet after Reconstruction
(Vertical Format) Problems

Module 3: Joint venture: 10 Hours
Introduction, Meaning of Joint Venture, Feature of a Joint Venture, Differences between Joint
Venture, Partnership and Consignment, Methods of Recording Joint Venture Transactions:
Recording of transactions in the books of one Joint Venturer, Recording of transactions in the
books of all Joint Venturers and Recording of transactions in separate set of books. (Journal entries
and ledger accounts preparation.

Module 4: Consignment: 10 Hours
Meaning, parties involved, benefits of consignment, differences between sales and consignment,
differences between consignment and joint venture, terms used in consignment, types of
commissions and documents, valuation of closing stock and abnormal loss, Journal entries and
ledger preparation under cost price and invoice price methods.

Module 5: Hire purchaseand Installment: 8 Hours
Meaning, parties, terms and documents, benefits of hire purchase and installment, differences
between hire purchase and installment, Journal entries and ledger preparation under hire purchase

ad installment systems.

Case study on Module 1,2,3 & 4
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B.B.A. (CBCS) - Third Semester

SINo. Subject Subject Name Instruction Duration of Marks in Examination Credits
Code Hours/week | Sem-end Exam | ILA. | Sem-end | Total

01 DSC-1C Banking and Insurance Management 4 3 20 80 100 4
02 DSC-2C Corporate Accounting 4 3 20 80 100 4
03 DSC-3C Business Policies and Strategic Management 4 3 20 80 100 4
04 DSC-4C Human Resource Management 4 3 20 80 100 4
05 | AECC-1C | English-3 3 25 15 60 75 3
06 AECC-2C | Modern Indian Language-3 3 2.5 15 60 75 3
07 SEC -2C | Managing Life Skills 2 1.5 10 40 50 2

Total 120 480 600 24
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Title: BANKING AND INSURANCE MANAGEMENT

Code: DSC-1C Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objective: To enable students to know the fundamentals of banking and insurance.

Course outcome: Students will be able to understand fundamentals of banking products, various
instruments used while transacting with a banker. They also understand basic concepts of Risk and
Insurance Management.

Skill development: Students will acquire practical skills to transact business with a banker by
using different kinds of instruments and understand basic aspects of insurance.

UNIT I 10 hours
Bank-Definition, Classification of banks, functions of commercial banks, role of banks in
economic development.

Banker — customer — definition, relationship between banker and customer, opening of different
types of accounts, KYC norms. Precautions to be taken by banker in dealing with special types of
customers(including minors - Joint Account Holders. Partnership Firms - Joint Stock companies
with limited liability-Executors and Trustees-Clubs and Associations-Joint Hindu Family)

UNIT I 8 hours
Cheque- meaning, essentials, types of cheques, crossing- types of crossing, marking, alteration,
mutilation, endorsement-types.

Bill of exchange- meaning, characteristics, parties to a bill of exchange, bills discounting,
difference between bill of exchange and cheque.

UNIT I 10 hours

Loan + advance- types of advance- loans, cash, credits, overdrafts, , letter of credit, precaution to
be taken by the banker at the time of advance.

Online banking and mobile banking- meaning, services provided, advantages and disadvantages,
Green banking concept.

UNIT IV 8 hours
Insurance; - definition, insurer, insured, insurance contract, fundamentals of insurance, double
insurance, re-insurance

Role of insurance- benefits to industry, business and society.

UNIT V 8 hours
Types of insurance: - life, marine, fire and miscellaneous insurance- types and features.

UNIT VI 6 hours

Legal Aspects of Insurance - Indian contract Act, special features of Insurance contract. Insurance
laws, Insurance Act, LIC Act, IRDA Act
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Note: Case study from modules I, 11, 111 and IV.

Suggested Readings:
1) Elements of Banking and Insurance by Sethi and Bhatia, Prentice-Hall of India Pvt. Ltd.
2) Law and Practice of Banking by Sundarum and Varshaney
3) Banking Theory and Practice by Shekhar
4) Principles of Insurance Law by M. N. Sreenivasan, M. N. Mishra

5) Insurance Theory and Practice by Tripathy & Pal,Prentice Hall of India.
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Title: CORPORATE ACCOUNTING

Code: DSC-2C Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To enable the students to have a comprehensive understanding about the Provisions of
the Company’s Act and Corporate Accounts.

Course outcome: Students are introduced to the Corporate Accounting concepts such as shares,
debentures, capital structure, Issue of shares, valuation, liquidation, and goodwill. They are able to
understand in detail the final accounts of the company.

Skill development: Students possess strong analytical and problem solving skills, able to valuate
goodwill and able to do valuation of shares with the ability to make well thought of decision.

UNIT 1: Issue of Shares 10 hours
Meaning of Share, Types of Shares: Preference shares and Equity shares, methods of issue pricing
(fixed price method and book building method), Issue of Shares at par, at Premium, at Discount,
Pro — Rata Allotment, over subscription and under subscription, calls in arrears, calls in advance,
forfeiture and re-issue of forfeited shares, Journal Entries, Preparation of Balance Sheet in the
Vertical form

UNIT 2: Valuation of Goodwill 9 hours
Meaning and types, need for goodwill valuation, Factors influencing the value of Goodwill,
Methods of Valuation of Goodwill: Average Profit Method, Super Profit Method, Capitalization of
Profit Method, Annuity Method

UNIT 3: Valuation of Shares 8 hours
Meaning, Need for Valuation, Factors Affecting Valuation, Methods of Valuation: Asset Backing
or Intrinsic Value Method, Yield Method, Fair Value Method

UNIT 4: Company Final Accounts 15 hours
Meaning and necessity, provisions of Companies Act 2013 relating to maintenance of Company
Final Accounts, divisible profits, managerial remuneration, treatment of tax provisions;
Preparation of Profit and Loss Account and Balance Sheet (vertical form)

UNIT 5: Liguidation 8 hours
Meaning and Types of Liquidation, Order of Payment, Calculation of Liquidator’s Remuneration,

Preparation of Liquidators Final Statement of Account

Note: Case study from modules I, IV and V.
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SUGGESTED READING:
1. S N Maheswari, Advanced Accounting, Vikas Publishing House, New Delhi.

2. R L Gupta and Radhswamy, Advanced Accountancy, Sultan Chand & Sons, New Delhi.

3. Shukla and Grewal, Advanced Accounts, S. Chand & Company, New Delhi.

4. Ashok Sehgal and Deepak Sehgal, Advanced Accounting, Taxmann, New Delhi.
5. J R Monga, Fundamentals of Corporate Accounting, Mayur Paperbacks, Noida.
6. Jain and Narang, Advanced Accounting, Kalyani Publishers, Ludhiana.

7. S Kr Paul, Accountancy, Central Book Agency, Kolkatta.

8. Arunachalam, Advanced Accounting, Himalaya Publishing House, Mumbai.

9. Ratnam P V, Advanced Accountancy, Konark Publications, New Delhi.

10. Chakraborty, Advanced Accounts, Oxford Press, New Delhi.
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Title: BUSINESS POLICIES AND STRATEGIC MANAGEMENT

Code: DSC-3C Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To provide conceptual knowledge of strategic management process in businesses and
develop skills of analysis, implementation and evaluation of corporate level strategies amongst the
students.

Course outcome: Students understand applicability of various strategies in varied situations and
develop skills to deal with changing business situations.

Skill development: Students gain Business Development Skills and able to design mission,
objectives and goals, able to do SWOT analysis and business portfolio analysis. Acquire Strategic
Decision Making Skills.

UNIT 1: 12 hours
Concept of Business Policy, Types of Business Policies, Meaning of Strategy & Strategic
Management, Process of Strategic Management and Its importance; Vision and Mission Statement,
Corporate Objectives and Process of setting objectives; Strategic Level Decisions — Corporate
level, Business unit level, and Functional level Strategies

UNIT 2: (core competency, competitive advantage) 14 hours
Environmental Analysis — Analysis of company’s external environment and internal environment;
Concept of Competitive advantage and Core Competence

Tools for Environmental Analysis - SWOT, PESTEL, and Michael Porter’s Five Forces analysis
Strategy Formulation — Strategic alternatives — Stability Strategy, Growth Strategy, Diversification
Strategy, Retrenchment strategy, Michael Porter’s Generic Strategies, Ansoff’s Matrix

UNIT 3: 14 hours
Portfolio Analysis — BCG Matrix, GE Model, Porter’s Value chain, Formulating Long-term
Objectives and Grand Strategies, Concept of Vertical Integration & Horizontal Integration, and its
Benefits; Corporate Restructuring — Mergers & Amalgamation, Takeover, Divestiture, Acquisition
and Joint venture

UNIT 4: 10 hours
Strategic Implementation — Functional implementation, Structural implementation, behavioural
implementation, Operational implementation

Strategic Evaluation — Strategic control — operational control, evaluation techniques for strategic
and operational control

SUGGESTED READING:

1. Business Policy & Strategic Management — P. Subba Rao, Himalaya Publication

2. Strategic Management — Pierce & Robinson, Tata Mc Graw Hill

3. Strategic Management — Azar Kazmi — Tata McGraw Hill

4. Business Policy and Strategic Management — L M Prasad — Sultan Chand and Sons

5. Strategic Management andBusiness Policy — Glueck, William F — McGraw Hill
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Title: HUMAN RESOURCE MANAGEMENT

Code: DSC-4C Credit Points: 04

Work Load: 4 Hours per week Contact Hours: 60

Evaluation: Continuous Internal Assessment 20 Marks
Semester End Examination 80 Marks

Objectives: To enable the students to understand Human Resource Management (HRM) function
within an organization

Course outcome: Students will be able to acquire the qualities of a human resource manager; they
learn the HR process from planning, recruitment and selection, training and development to
appraisal.

Skill development: Students able to do HR planning, recruitment, TNA, performance appraisal
and acquire HR functions skills like acquisition, development and retention skills.

UNIT I: 10 hours

Human Resource Management — Concept, Meaning, objectives and importance of Human
Resource Management; Evolution of Human Resource Management, Functions and Qualities of
HR Manager, Difference between Human Resource Management and Personnel Management,
Difference between HRM and HRD.

UNIT II; 8 hours

Human Resource Planning — Meaning, objectives of Human Resource Planning, Process of Human
Resource Planning, Job Analysis: Meaning and purpose of Job Analysis, Components of Job
Analysis - Job Description & Job Specification: Meaning, Contents and Purpose of Job description
and Job specification

UNIT III; 12 hours

Recruitment & Selection — Meaning and difference between Recruitment and Selection, Objectives
and sources of Recruitment, e-Recruitment and Its advantages; Meaning and objectives of
Selection, Steps or techniques in selection process. Employment Tests — Physical Ability test,
Aptitude test, Personality test, Emotional Intelligence test. Assessment Centre — Meaning,
Advantages and disadvantages of Assessment Centre.

UNIT IV: 12 hours

Training and Development — Meaning, Objectives of Training, Training Needs Analysis, Training
Methods, Training Evaluation; Management Development Program — Meaning and objectives of
MDP, Techniques of MDP, Differences between Training and Management Development, E-
Learning: Computer-Based Training, Web-based training, Tele or Video conferencing

UNIT V: 8 hours
Performance Appraisal — Concept, features, objective, Methods of appraisal: Traditional methods
and Modern methods of Appraisal

Career planning, stages of career, Succession planning, Career development techniques

Note: Case study from modules 111, IV and V.

27



SUGGESTED READING:

1.
2.

o gk w

P Subba Roa, Essentials of Human Resource Management, Himalaya Publication

Monappa, Arun and Mirza S. Saiyadain; ‘Personnel Management’; Tata McGraw-Hill
Publishing Company Limited; New Delhi; Latestedition.

C B Gupta, Human Resource Management, Sultan Chand & Sons

K.Ashwatappa, Human Resource And Personnel Management, Tata McGraw-Hill Education
Human Resource Management, David A. Decenzo, Stephen Robbins, Susan L., Wiley
Human Resources Management, Mirza S. Saiyadain, Mcgraw Higher Ed
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Title: MANAGING LIFE SKILLS

Code: SEC-1C Credit Points: 02

Work Load: 2 Hours per week Contact Hours: 30

Evaluation: Continuous Internal Assessment 10 Marks
Semester End Examination 40 Marks

Objectives: To enable them to convey thoughts and ideas with clarity and focus, inculcate critical
thinking process & to prepare them on problem solving skills, create an awareness on Engineering
Ethics and Human Values, to insert Moral and Social Values, Loyalty and also to learn to
appreciate the rights of others.

Course outcome: By studying this paper student will develop an understa