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KRISHNA KANTA HANDIQUI STATE OPEN UNIVERSITY (KKHSO U)
PROGRAMME PROJECT REPORT

B. COM. PROGRAMME FOR THE ACADEMIC SESSION 2018-19

1.1Programme’s mission and objectivesEver changing business environment is one of

the features of the modern era. The business emaiat, particularly in India and the
world as a whole, is experiencing rapid changegs&hchanges bring opportunities as
well as threats for the business firms belonginglifterent industries. To capitalise on
these opportunities and to face the threats suttlysshe business needs a pool of
talented people who can meet the challenges of mdulgésiness, whereas, these people
themselves need to be groomed in such a way thgtate ready to face the challenges.
This is significant not only for the industry buirfindividuals who aim at entrepreneurial
endeavour. In this perspective, the Programme och@&ar of Commerce has been
offered by the Department of Commerce under the iMan Dewan School of
Management of Krishna Kanta Handiqui State Opervélsity (KKHSOU). The mission
of this Programme is “to meet the educational &iltldevelopment needs of the learners
SO as to prepare them for a strong career in bssimerld.” With this mission, the
objectives set for the Programme are-

i. To enable the learners to avail wide range of caopportunities in industry,

commerce and services sector;

ii. To support the working people in their career adeament;

iii. To emphasise self-employment through entreprenguastd skill development;

iv. To create an interest among the learners in tresarkaccounting, business laws,

management, marketing, human resource, finance etc.
v. To help them in pursuing higher studies

These objectives of B.Com. Programme will supplogt University in meeting its goals
to provide access to higher education to a largticse of the people including the
working people who desire to develop their prof@sal skills. Thus, the B.Com.
Programme will help the University in providing &htion beyond barriers’ which is the
motto of the University.

1.2Relevance of the Programme with KKHSOU'’s Mission ad Goals:
The University thrives to achieve the following.

I.  To expand the higher education to cover the maximumber of population.
ii. To maintain equity and justice in the field of hegteducation.
lii. To ensure the quality and excellence in the higldeication.

Iv. To increase research both qualitatively and quetivély.



The B.Com. Programme of the university has beenigded to contribute to the
accomplishment of the mission of the universitypbgmoting quality higher education in the
following manner.

The B.Com. Programme shall provide quality Selftbéay Materials in the area
of commerce through Open and Distance mode.

The B.Com. Programme shall be offered through Bhghnd Assamese medium
of instructions to meet the needs of learners d¢jvin rural, remote and other
disadvantageous conditions.

The Programme is offered through the study cefased in rural, semi-urban and
urban areas to remove any geographical barrierewmibviding education and
counselling to the learners.

. The Programme harnesses the benefits of ICT fasildvailable in the University

to provide supplementary educational resourceshéoléarners through audio-
visual programmes.

1.3 Nature of the prospective target group of learners:

The nature of the prospective target group of ke of this programme is as under-

iv.

V.

Vi.

The learners who want to pursue higher educatidherarea of business;

Working people who want to upgrade their skills¢areer advancement;

Persons living in rural and remote areas who am@blgnto attend the regular
classes in conventional institutions providing coenoe education;

Persons striving for entrepreneurial activities;

Persons unable to complete their commerce edudatithe normal course of time;
People engaged in other crafts, cottage industtes

1.4 Appropriateness of the programme to be conducted i©ODL mode to acquire specific
skill and competence:

The ODL mode of providing education has the adwget@ao overcome the
geographical barriers in providing education. Tigtothe ODL mode, the benefits of
commerce education may be spread across the aresgeictive of its proximity to
urban centre. To take care of the need of eduadtisapport for learners, the
programme is offered through the study centres,clwrare well equipped with
efficient counsellors. Therefore,

Working people will be able to enhance their skillhout sacrificing their present
engagement;

People living in far flung and remote areas cansperhigher education in
commerce without spending time and money in tranggl|

Entrepreneurs can pursue commerce education witboompromising business
functions;

. Differently abled persons can pursue commerce diducand can shape their

career,



v. Study centres located in close proximity to theriea will be able to assist the
learner in academic and other administrative isatitise earliest.

1.5Instructional Design:

1.5.1 Curriculum Design: Curriculum of the B.Com. Programme as presented in
Annexurel has been designed by taking the help of expettisersubject from other
reputed Universities in the region. The contentthefsyllabi are updated. The syllabi
of the B Com Programme have been upgraded as perettommendations of the
Report of theCommittee to Regulate the Sandards of Education being Imparted
through Distance Mode constituted by the Ministry of Human Resource unithe
chairmanship of N R Madhava Menon, popularly knoasthe Madhava Menon
Committee Report. The Detailed syllabi of the cearare presented Annexure Il

of this Programme Project report.

1.5.2 Course and Credit Distribution: The B Com Programme has total 24 courses,
4 courses in each Semester. The Semester wisihulisin of the different courses
along with credit distribution of the B Com Programis as follows:

Semester | | Semester I Semester Il Semester | Semester V. | Semester VI
\Y
Course | Business Business Business Environmen Fundamentals Entrepreneursik
Organizatio | Statistics Regulatory |tal Studies of Marketing | ip
n and Framework | and Disaste (Compulsory) Development
Business Managemen and Small
Ethics t Business
Management
(Compulsory)
Credit |4 4 4 4 4 4
Course | Financial Principles of Human Company | Project Work| Theory and
Accounting | Managemen Resource Law (Compulsory | Practice of
t Management ) Banking
(Compulsory)
Credit |4 4 4 4 4 4
Course | Business Fundamenta Indian Auditing Specialisation Specialisation
Economics | Is of Financial
Financial System
Managemen
t
Credit |4 4 4 4 4 4
Course | Business English for Spoken E- Specialisation Specialisation
Mathematics Professional English Commerce
Studies
Credit |4 4 4 4 4 4
Credits | 16 16 16 16 16 16
per
semeste
r




It is to be noted that from semester 1 to semektadl courses are compulsory for all the
learners. In B and & semesters, the learners will be offered specthiiseirses in the areas
of Accounts, Management and Finance.

In 5" and &' semesters, there will be two compulsory courseslearners may choose any
one area as specialization. However, the spedi@mizachosen in the "5 semester will
continue in the B semester, and, once chosen, there will be no ehamghe area of
specialization.

1.5.3 Definition of Credit Hours: The University follows the system of assigning uits

of study per credit of a course. Thus, followingthorm, a 4-credit course constitutes a total
of 120 hours of study. Out of the total credit rgua minimum of 10 percent, i.e., minimum
12 hours of counselling per course is offered ®l#&arners at their respective study centres.

1.5.4 Duration of the programme: The B.Com. Programme comprises Six semesters.

However, the maximum duration of the programmeye&s as stated below:

I.  Minimum Duration . 6 semesters (3 years).

ii.  Maximum Duration : 8 years.
In case, a learner is not able to qualify a coursts first attempt, he/she will have to
qgualify the particular course within the next foattempts, subject to maximum
duration of the programme.

1.5.5 Faculty and Support Staff Requirement: The Department of Commerce is currently
headed by Professor, Head of the Department of feEmant and Commerce, and has
two Assistant Professors.

1.5.6 Instructional Delivery Mechanisms: The Self Learning Materials have been
prepared keeping in view of the requirements of dberses as per the programme
design. Particular attention has been given so thatthree basic domains of
knowledge, viz., behavioural domain, cognitive doamand constructive domain can
be addressed

1.5.7 Identification of media—print, audio or video, online, computer aid: All the
learners are provided with Self Learning Materialkjch are comprehensive in terms
of contents in the syllabi. These learning resaauraee prepared with the help of
resource persons across the country. Senior Pasfefem different Universities of
the region are engaged as Editors of the SLMs. tAfjpam the Print Self Learning
Materials, audio and video materials on certain uhesl are also offered to the
learners. In addition, certain topics are also oedethrough community radio
programmes broadcasted through dhan Taranga (90.4 MHz)Community Service
Station of the UniversityEklavya, a radio programmes broadcasted from All India
Radio Station, Guwahati and simultaneously broaddasy All India Radio Station,
Dibrugarh, also cover topics on Commerce and paisemrichmentLive Phone-in-
programme is broadcasted by All India Radio, Guwahati eablr§day (9.15 am —
10.15 am). In this programme, learners get livepsupto their queries, while the
general public in general can also interact witfic@fls/faculty members of the



University on varied issues. Most of the Audio-\bdprogrammes are also made
available online through YouTube videos.

1.5.8 Student Support Services:The student support services available in the BiCo
Programme in Commerce include the following:

i
ii.
iii.
\Y2
V.
Vi.

Vil.

viii.

Xi.

Xii.

Self-Learning Materials covering the entire syllabi

Counselling sessions at the study centres,

Access to library services at the study centresthadCentral Library of
the University,

Audio-Video materials on selected modules, avadablthe study centres,
Community Radio programme on selected topics.

Eklavya, a radio programme broadcasted from All India Ra8tation,
Guwahati and simultaneously broadcasted by All dn&adio Station,
Dibrugarh.

Live Phone-in-programme is broadcasted by All InBiadio, Guwahati
each Thursday (9.15 am — 10.15 am). In this prograyithe learners get
live support to their queries, while the generablpucan also interact with
officials/faculty members of the University on vetiissues.

Most of the Audio-Video programmes are also madailable online
through YouTube videos.

Learners can also write emails to any officialaffac members of the
University. For this, a general email ID: info@kklsin has been created.
Queries raised through email to this email id @@ressed by concerned
official/faculty members of the University.

A Facebook Account is also made available where Id#&ners can
communicate with their issues. The System Analydhe University has
been assigned as Administrator of the account.

An Android App “KKHSOU” has also been designed. ST&ndroid App
can be downloaded free of cost from Google PlayeStbhrough this App,
the learners can get detailed information of theilakle Academic
Programmes, district-wise and course-wise list taflg centres, contact
information of the study centres, University ettuslTAndroid App of the
University has also been widely recognised andréesived an Excellence
Award from IGNOU.

Learners can register for a free SMS service. BIMES service keeps the
learners updated on schedule of Examinations, Bama of results,
Admission schedules and other important events.

1.6 Procedure for Admission, Curriculum Transaction ard Evaluation

1.6.1 Eligibility

10+2 or equivalent examination passed (in any styetom a council/university

recognized by UGC.



1.6.2 Admission

I. Candidates who have completed 10+2 or equivalearheation in any
stream from a council are eligible to take admissmB.Com. Programme.

ii. The admission to B.Com. Programme is advertisezlitiir the newspapers
and the website of the University.

ii. All the details of the Programme are also giveth@Prospectus of the
University as well as uploaded in the Universitysbsite.

(2 The admission is done through the study centréiseoUniversity.

V. The learners may collect the Prospectus from tleesé study centre and
can enrol in the study centre by filling up the Adsion Form and
submitting the same along with the other necessacyments.

Vi. Keeping in mind the quality aspect, the B.Com. Paogne may not be
offered through all the study centres of the Ursitgr In that case, the
intending learner may find the alternative studytoethat provide the
programme in his/her area, and can get admissitrairparticular centre.

Vii. At the time of admission, the learners will get fedf-learning materials
either in English or Assamese language as spedtfiddm/ her.

1.6.3 Fee Structure
The fee structure of the B. Com. Programme i©baws:

Semester wise Fee Structure

Semester Fee(In Rupees)
First 2650.00
Second 2350.00

Third 2350.00

Fourth 2350.00

Fifth 2350.00

Sixth 2450.00

Total 14,500.00

1.6.4 Financial Assistance

The University offers free education to the jainiates and differently abled learners. At
present, the University offers free of cost edwrato jail inmates in 13 district jails of
the state. The University is in the process of agldnore of central/district jails in the
Academic Session 2018-19.

The University also offers subsidised educatioth®learners living below the poverty
line. On production of BPL certificate from compateauthority, the University offers
50% discount on course fee to the BPL learners.



1.6.5 Continuous Admission

After completion of a particular semester, admissioto the next semester is
required within one month of the last examinatidnthe previous semester. It
does not depend on whether appeared in examinaticthe result of the earlier

semester. Admission will have to be taken contislioun the programmes

without any break. A learner will be allowed to app in all the examinations

including back within the stipulated time of a pragme.

A learner will have to take admission to the nesthester within one month from

the last date of examination of the previous seenest

A learner will be allowed to take admission to thext semester beyond one
month but within two months from the last date rémination of the previous

semester with a fine of Rs. 300.

Under special circumstances and on special corasider a learner may be

allowed admission in the next semester even beywyndmonths, but before the

issue of notification for filling up of forms forxamination of that semester by the
University on individual application with sufficiemeasons and on payment of a
fine of Rs 500.

A learner will be however being allowed to take @&hion even after the issue of
notification for filling up of forms for examinatip but such learners will be

allowed to appear in examination of that semestéine next year only. A learner

is not charged any fine on such admission.

1.6.6 Refusal/Cancellation of Admission

Notwithstanding, anything contained in this pragps, the University reserves the right
to refuse/cancel admission of any individual.

1.6.7 Curriculum Transaction and Activity Planner

An activity planner that guides the overall acageactivities in the B.Com. Programme
shall be made available prior to the admission dgleeof the University. The newly
constituted CIQA office as per UGC guidelines and office of the Dean (Academic)
will upload the Academic Plan and month wise Acaite@alendar to enable the
learners to plan their studies and activities atiogty.

1.6.8 Evaluation

The University adopts both ongoing and term-end lua®mn. Ongoing
evaluation is conducted in two modes: internal adernal. The internal
evaluation is to be undertaken by the learner HimBer this, the University has
designed some Check Your Progress questions, Wiglghthe learners to self-
check his progress of study. However, this is utadten at the learners’ end and
is non-credit based. For the overall evaluatioa aburse, the University follows
the two types of evaluation:

a) Continuous Evaluation (Assignments): Weightagegaesi 20%.



b) Term End Evaluation (Semester-end Examinations):igkitage
assigned 80%.

ii. The learners shall have to submit the assignmeiittirwthe schedule of a
semester at the respective study centres. The elbanssat the study centres
evaluate the assignments and return them to thedesawith feedback.

lii. Term end examinations are conducted on schedulads dat selected
examinations centres. Evaluations are done by xberrel examiners at zonal
centres. After evaluation, further scrutiny is dorellowed by moderation.
Results are declared within scheduled dates asltaich in the Activity Planner.

iv. The learners will be able to get their scripts vakeated if they are not satisfied
with evaluation.

v. Questions for the Semester End examination wilséeas per the Evaluation
policy of the University that should cover all timeodules of the respective
courses.

vi. The University is in the process of using high sggwand eco-friendly synthetic
(water proof and termite proof) papers for marksheead certificates. Moreover,
use of interactive kiosk at study centres for issuadmit cards and modification
of the existing EDPS system for quick publicatidrresults of examinations are
also being planned. Similarly, introduction of bietmc identity of learners is
also being planned.

1.7 Requirement of the laboratory support and Library Resources:

Commerce being a theoretical discipline requirepraatical laboratory services except
the field work for carrying out project activitiekibrary services are offered to the
learners through physical library facilities set b the University at the respective
study centres. The Central Library at KKHSOU hasizeable repository of relevant
reference books and textbooks relating to the plisa of commerce and allied subjects.
As on 07-09-2017, the central library of KKHSOU hagollection of 17,988 books.

The books available at the Central Library areegbglpful for the faculty members, the
SLM writers as well as the content editors. It nimy mentioned here that copies of
relevant reference books and textbooks have alem lsent to the libraries of the
respective study centres, which can be access#dtebgarners.

The digital version of the University Central LioyaKKHSOU is also available on the
website: _http://www.kkhsou.in/library/which is an online platform for collecting,
preserving and disseminating the teaching, learrangd intellectual output of the
University to the global community. On this websiiee entire catalogue (title/ author/
publisher wise) of library resources including bea@nd other resources relating to this
particular course are made available. BesideQgen Access Search Engine (OAJSE),
a gateway to over 4,500 e-journals including thossommerce, can be accessed among
others.
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1.8 Cost Estimate of the Programme and the Provisions

The office of the Finance Officer of KKHSOU keepl the records of finances
regarding print of SLMs, honorarium paid to the nbens of the Expert Committee,
honorarium to be paid to Content Writers, Contemtitdfs, Language Editors,
Translators, Proof Readers, and the expendituedectlwith organizing counsellors’
workshops, meeting of the coordinators of the stuelytres etc. Moreover, the finance
office also maintains records of purchase of coengtonline space, books, journals
etc. The accounts are maintained as per the laih gwocedures of the Government.
Regarding the cost of programme development, pnogra delivery, and programme
maintenance, the finance office conducts an ex@tm@sed on historical costing method
to arrive at indicative figures of cost. The finggnare presented below in respect of the

B.Com. Programme.

1.8.1Programme Development Cost:Rs. 26,64,000.00 in English and Rs. 27,26,400.00 in
Assamese. The office of the Finance Officer of KK$has worked out the following also.
a. SLM Development Cost for Under Graduate programme
i.  English medium per Unit Rs. 5,500/-
ii.  Assamese medium per Unit Rs. 5,680/-
b. Printing Cost per SLM Rs. 56/-
c. Cost of CD per unit Rs. 23/-

1.8.2 Programme Delivery Cost:

The SLMs prepared have to be delivered to the uargtudy centres located at the far-flung
remote areas. On an average, the University dsligbout 15 kgs of study materials per
student. The cost of delivery of 1 kg of such mates Rs.10. Accordingly, depending upon
the number of candidates; the cost for the B.Coragfamme will be provisioned by the

University. The office of the Finance Officer haalaulated the delivery cost of SLM per

student at Rs. 150.00.
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1.8.3 Programme Maintenance Cost:

The University keeps financial provision for organg stakeholders’ meetings, counselling
workshops etc. as per the Academic Plan and Acad€alendar approved by the Academic
Council of the University. The workshops condudbgdthe University will not only benefit
the learners of the programme, but will also bertee learners of other programmes. The
University will also bear the cost of organizing timeeting of Syllabus Revision Committee
etc. and for supply of additional study materidlseguired for improving the quality of the
programme. Moreover, the University will keep onvesting in developing the IT
infrastructure so that the learners can benefinftbe ICT enabled programme. The cost
calculated by the office of Finance Officer as regamaintenance of cost of. B.Com.
Programme per student is Rs. 750.00.
The figures as indicated above will be applicabbe the B.Com. Programme of the
University. The University will keep adequate fical provision for development, delivery,
and maintenance of the Programme presented aBgPragramme Project Report.
1.9 Quality Assurance Mechanism and Expected Programe Outcomes:

1.9.1 Quality Assurance MechanismWith regard to the quality concerns of the course

materials, the department is involved in the follogvactivities:

i.  The programme design and structure are decided afp@na series of discussions
and deliberations with a team of a few carefullpsdn subject experts, who are
mostly eminent scholars and professionals fromrépaited institutions of higher
education. Formed with due approval from the Ursitgrauthority, this expert
Committee is helped by the in-house departmentltiasuwhile preparing the
framework of the programme.

ii. The next step after the completion of the framewmdparation is the allotment of
the assigned papers (which is again composed ahit$) to the assigned authors.
The in-house faculties prepare a carefully chossnof authors for the task. The
in-house faculties also contribute their writinggsides the outsourced authors,
who are mostly research scholars and faculty mesnfsem higher educational
institutions.

iii. The content editors are then roped in for the nexbhd. The content editors, who

are mostly academics from reputed higher educdtimsétutions, look into the
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contents of the units and provide their suggestamsfeedbacks to be included by
the coordinator of the programme.

iv. Since the B.Com. Programme is prepared in a bithhdormat, the units post
content editing are then sent for Assamese traosléd a select list of outsourced
translators. After which, the materials are senth® Language Editor, who then
looks into the contents of the material writterAgssamese and give their necessary
suggestions to be incorporated by the coordindttreoparticular programme. The
next step is that of printing and distributing tB&Ms to the respective study
centres. Arrangements are made to distribute thdsSio the learners at the time
of admission.

v. The newly constituted CIQA Office is planning tondaict stakeholders meeting;
SLM and Counselling Workshops which is expectegdrtavide the University and
the Department with required inputs for quality anbement.

vi. In order to keep the Programme updated, it wilfddgsed and necessary changes
will be incorporated for the benefit of the leasiebased on the inputs received

from the mechanism as mentioned above.

1.9.2 Expected Programme OutcomeShe outcomes of the programme are manifold:

It will enable the learners to acquire knowledgal#img them to articulate well the

conditions around them.

The Programme will also help the learners to serek@es in entrepreneurship and in
the development sector and/or other upcoming sediter banking, insurance, trade
and other service sectors.

The Programme will also encourage the learners toighigher studies.

The Programme will enable the learners to engagetive society in a fruitful manner

leading to the welfare of all and thus contributéhte betterment of the society.

kkkkkkkkkkkkkkkkkkkkkhkkhkk



Annexure-|

STRUCTURE OF THE B.COM. PROGRAMME

PROGRAMME OUTLINE:

13

The core courses of the B.Com. Programme are |lstémlv. The evaluation framework for
each course comprises assignments and semestdesénd

Course Code Title of the Course Marks | Credit
Semester 1 Course Code 1 Business Organization and BusineX+80 4
Ethics
Course Code 2 Financial Accounting 20+80 4
Course Code 3 Business Economics 20+80 4
Course Code 4 Business Mathematics 20+80 4
Semester 2 Course Code 5 Business Statistics 20+80 4
Course Code 6 Principles of Management 20+80 4
Course Code 7 Fundamentals of Financial0+80 4
Management
Course Code 8 English for Professional Studies | 20+80 4
Semester 3 Course Code 9 Business Regulatory Framework| 20+80 4
Course Code 10 Human Resource Management | 20+80 4
Course Code 11 Indian Financial System 20+80 4
Course Code 12 Spoken English 20+80 4
Course Code 13 Environmental Studies and Disasi&9+80 4
Semester 4 Management
Course Code 14 Company Law 20+80 4
Course Code 15 Auditing 20+80 4
Course Code 16 E- Commerce 20+80 4

In 5Mand 6™Semesters, two courses will be compulsory and the learners have to select any one
specialisation from Account / Management/ Finance). The area-wise courses are listed bel ow-

Semester 5

Course Code (Comp-17 Fundamentals of Marketing | 20+80 4

Course Code (Comp-18 Project Work 20+80 4
Accounts Specialisation

Course Code 19 (ACC) Advanced Financial Accounting | 20+80 4
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Course Code 20 (ACC) Cost Accounting 20+80
Management Specialisation
Course Code 19 (MGT) Organizational Behaviour 20+80
Course Code 20 (MGT) Marketing of Services 20+80
Finance Specialisation
Course Code 19 (FIN) Financial Services 20+80
Course Code 20 (FIN) Micro-Finance 20+80
Semester 6| Course Code (Comp-21) Entrepreneurship Development and20+80
Small Business Management
Course Code (Comp-22) Theory and Practice of Banking 20+80
Accounts Specialisation
Course Code 23 (ACC) Taxation 20+80
Course Code 24 (ACC) Management Accounting 20+80
Management Specialisation
Course Code 23 (MGT) Industrial Relations and Labour | 20+80
Laws
Course Code 24 (MGT)| Advertising and Sales Promotion 20+80
Finance Specialisation
Course Code 23 (FIN) International Trade and Business 20+80
Course Code 24 (FIN) Rural Development and Rural | 20+80
Finance

Note: The specialisation chosen iff Semester will continue in"6Semester and
there will be no change in specialisation.
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Annexure-l|

Detailed Course Wise Syllabus of B.Com. Programme

Semester- |

Course Code 1Business Organization and Business Ethics
Unit 1: Introduction to Business
Concept of Business; Classification of Businesdustry, Commerce, Trade, Aids to Trade;
Features of Business; Principles of Sound Busir@salities of Successful Businessman.
Unit 2: Mission, Vision and Objectives
Meaning of Vision; Characteristics of Vision Statamy Shared Value; Purposes of Shared
Value; Concept of Mission; Characteristics of MssiStatement; Importance of Mission
Statement; Formulation of Mission Statement; Didton Between Vision and Mission;
Concept of Objectives; Role of Objectives; Guidedirfor Ideal Objectives; Hierarchy of
Objectives; Setting of Objectives; Objectives arahlS.
Unit 3: Business Organization
Concept of Business Organization; Internal StriectufrBusiness Organization; Overview of
External Forms of Business Organization; Factoftiencing the Choice of a particular
Form of Business.
Unit 4: Sole Proprietorship
Concept and Features of Sole Proprietorship Busin@sisiness Suitable under Sole
Proprietorship; Advantages and Disadvantages @& Badprietorship Business.
Unit 5: Joint Hindu Family Business
Concept and Features of Joint Hindu Family (JHRiBess; Advantages and Disadvantages
of JHF Business.
Unit 6: Partnership Business
Concept and Features of Partnership Business; @chluthority of a Partner; Advantages
and Disadvantages of Partnership Business; TypePaofnership: General Partnership,
Limited Partnership; Differences between Sole Rebtprship and Partnership Business;
Unit 7: Registration of a Partnership Firm
Importance of Registration of Partnership Firm;tparship Deed; Types of Partners; Duties

and Liabilities of Partners.
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Unit 8: Company Form of Business

Concept and Features of Company Form of Businesglskof Company; Advantages and
Disadvantages of Company; Differences between E&@itip and Company; Business
Suitable under Company Form of Business; Proceafuf@rmation of a Company (in Brief).
Unit 9: Cooperative Form of Business

Concept and Features of Cooperative Business; Koh@ooperative Societies; Advantages
and Disadvantages of Cooperative Business; Diftereietween Company and Cooperative
Business.

Unit 10: State Enterprises

Concept; Importance; Types of state enterprisesgmtescenario of state enterprise in India.
Unit 11: Multinational Companies

Meaning, Characteristics; Argument in favour of My§@rguments against MNCs; MNCs
in India.

Unit 12: Introduction to Business Ethics

Concept of Business Ethics; Elements of Busineeg&tNeed for Business Ethics; Factors
Affecting Business Ethics; Unethical Business Beétaw Ethics Vs. Law; Theories of
Ethics; Ethics in Global Context.

Unit 13: Corporate Governance

Concept and Significance; Major Corporate Scanidalsdia; Common

Governance Problems; Codes and Standards on Cteigoaernance

Unit 14: Role of Corporate Culture in Business

Meaning and Functions of Corporate Culture; ImpeEcCorporate Culture; Cross Cultural
Issues in Ethics.

Unit 15: Corporate Social Responsibility

Concept of CSR; Strategic Planning and CorporatgabBesponsibility;

Relationship of CSR with Corporate Sustainabili§SR and Business Ethics, CSR and
Corporate Governance; CSR provisions under the @amap Act 2013; Codes and Standards
on CSR.

Course Code 2Financial Accounting

Unit 1: Introduction to Accounting
Definition, Nature and Importance of Accounting; &écteristics and Importance of

Accounting Information; Users of Accounting Infortizen; Branches of Accounting.
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Unit 2: Accounting Concepts and Principles
Meaning of Accounting Principles, Meaning and Intpoce of Accounting Standards;
Generally Accepted Accounting Principles (GAAP);cAanting Standards and International
Accounting Standards Committee; Brief IntroductainAccounting Standards issued by the
Institute of Chartered Accountants of India; Inegranal Financial Reporting Standards.
Unit 3: Double Entry System of Book- keeping
Meaning of Book- Keeping; System of Book- Keepifgngle Entry System; Double Entry
System; Advantages and Disadvantages of Doubley E3ystem; Meaning of Debit and
Credit; Rules of Debit and Credit; Accounting Edoiat Classification of Accounts.
Unit 4: Preparation of Journal and Ledger
a) Concept of Journal- Rough or General Journal areci@pJournal; Advantages of
Journal; Journalising of Transactions.
b) Meaning of Ledger; Advantages of Ledger; LedgeltiRgsPreparation of Ledger.
Unit 5: Preparation of Cash Book and Petty Cash Bdo
a) Concept and Importance of Cash Book; Preparatio8ingle Column, Double and
Triple Column Cash Book.
b) Concept and Importance of Petty Cash Book; Preparaf Petty Cash Book.
Unit 6: Partnership- |
Concept and Features of Partnership; Partnershgd;DEixed and Fluctuating Capitals;
Valuation of Goodwill; Admission of a Partner; Séicmg Ratio; Practical Problems.
Unit 7: Partnership- Il
Meaning of Retirement or Death of a Partner; GgriRatio, Amalgamation of Partnership
Firms; Practical Problems.
Unit 8: Accounting for Not- Profit Organizations and Professionals
Concept and Preparation of Receipts and Payment®ulit; Income and Expenditure
Account; Balance Sheet; Items require Special Atieanin Non- Trading Concerns:
Subscriptions; Donations; Special Funds; Legacyrafice Fee; Fee for Life Membership;
Accounting for Professionals.
Unit 9: Preparation of Trial Balance
Concept and Importance of Trial Balance; Prepamatiolrial Balance
Unit 10: Preparation of Trading, Profit and Loss Accounts and Balance Sheet
a) Meaning; Components of Final Accounts; Important€inal Accounts; Preparation
of Trading or Manufacturing Account; Practical Riesbs.

b) Preparation of Profit and Loss Account; PracticalbRems.
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c) Concept; Importance; Marshalling of Balance Sh&eg&paration of Balance Sheet;
Practical Problems.

Unit 11: Consignment Account
Meaning of Consignment; Sales and Consignment; ttapb Terms; Accounting for
Consignment; Valuation of Unsold Stock; Accountifrgatment.
Unit 12: Joint Venture
Meaning of Joint Venture; Joint Venture and Paghigr; Joint Venture and Consignment;
Accounting Treatment.
Unit 13: Hire Purchase and Instalment Purchase Systn
Concept and Advantages of Hire Purchase and InstdlRPurchase System; Rights of Hire
Purchaser and Seller; Accounting for Hire Purchasd Instalment Purchase System;
Different Methods of Calculation of Interest; (Exding Hire Purchase Trading and

Repossession of Assets.)

Unit 14: Branch Account

Concept of Branch; Objective of Branch AccountiSystems of Branch Accounting under
(i) Synthetic or Debtors System and (ii) Analytic®ystem or Stock and Debtors System;
Practical Problems.

Unit 15: Department Accounts

Objective of Departmental Accounts; System of Pragian of Departmental Trading and
Profit and Loss accounts; Allocation of Common Eges; Practical Problems.

Course Code 3Business Economics

Unit 1: Introduction to Business Economics
Introduction to Business Economics, Economic PplegiEconomic Practices of Management,

Role and Responsibilities of Business Economist.

Unit 2: Demand
Concept of Demand: Types, Determinants, Demand tlkumcDemand Elasticity, Demand
Forecasting.

Unit 3: Indifference Curve Analysis
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Indifference Curve Analysis of Consumer Behavio@onsumer’s Equilibrium; Price
Elasticity and Price Consumption Curve, Income @amgtion Curve and Engel Curve, Price
Change and Income and Substitution Effects; Reddteference Theory.

Unit4:  Supply

Concept and law of supply, Factors affecting Supply

Unit5:  Production

Concept of production: Factors, Functions, Lineambgenous production function, Optimum
input combinations, Laws of variable proportion, tiRes to scale, Economies and
diseconomies of scale.

Unit6: Cost

Cost concepts: Opportunity Cost or Alternative C&stplicit Cost and Implicit Cost, Money
Cost and Real Cost, Accounting Cost and Economist,Csunk Cost, Marginal Cost and
Incremental Cost, Short- run Cost: Total Cost, Ager Cost, Marginal Cost, Long- run Cost
Curve of Firm: Long- run Average Cost Curve, Lomgna Marginal Cost Curve, Managerial
Uses of Cost Function.

Unit 7: Perfect Competition

Concept; Features; Profit maximisation and equilior of firm and industry; Short- run and
long- run supply curves; Price and output Deterioma

Unit 8: Monopoly

Concept; Features; Determination of price; Equllitr of a Firm; Comparison between
Monopoly and Perfect Competition.

Unit 9: Monopolistic Competition

Concept; Features; Price and Output Determinatfroduct Differentiation; Comparison
between Monopolistic and Perfect Competition; Cphod Excess Capacity

Unit 10: Oligopoly

Concept; Features; price and Output Determinafwoice Leadership; Kinked Demand Curve.
Unit 11: Revenue and Revenue Curve

Concept of Marginal Revenue (MR) and Average RegefAR); Relationship between AR
and MR under Perfect Competition and Imperfect Cetitipn; Relationship between AR,
MR, and TR.

Unit 12: Distribution

Marginal productivity theory of distribution, rentmodern theory of rent, wages, wage
determination under Imperfect Competition.

Unit 13:  Profit
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Meaning of profit, Profit theories, Basic informati Nature of profit, Measurement of profit,
Profit policies.

Unit 14: Inflation

Concept; Causes of Inflation; Effects of Inflatidvieasures to Contain Inflation.

Unit 15: Deflation

Concept; Causes of Deflation; Effects of Deflatibteasures to Control Deflation.

Course Code 4Business Mathematics

Unit 1: Set theory

Sets: the Empty Set; Finite and Infinite Set; Eqaad Equivalent Set;
Subsets; Power Set; Universal Set; Venn Diagranm@@ment of a Set, Set
Operations.

Unit 2: Relations and functions

Relations and Types of Relations; Equivalence RelaFunction and Types
of Function.

Unit 3: Mathematics of finance

Concept of Interest and Annuities; Formulae for cOldtion of Simple
Interest; Amount and Principal; Formulae for Cadtidn of Compound
Interest (C.l.), Amount and Principal; Amounts ofdary Annuity and
Annuity Due and Present Values.

Unit 4: Quadratic Equation

Quadratic Equation, Roots of Quadratic Equation

Unit 5: Simultaneous Equation

Simultaneous Equation with Two or Three Unknowngtidds of Solutions
of Simultaneous Equations.

Unit 6: Sequence and Series

Arithmetic Progression and Series; Geometric Pssjom and Series;
Summation of A.P. and G.P. Series.

Unit 7: Logarithms

Definition; Properties of Logarithms; Applicatiom loogarithms.

Unit 8: Binomial Theorem

Binomial Theorem for any Positive Integer, Genarad Middle Terms.
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Unit 9: Matrices

Definition of Matrix and Examples; Types of Matrs;él ranspose of a Matrix;
Symmetric and Skew-symmetric matrix; Algebra of Mags: Addition of
matrices; Scalar multiplication; Subtraction of nEs; Multiplication of
matrices: Adjoint and Inverse of a Matrix and itadtence; Rank of a Matrix.

Unit 10: System of linear equations

Solution of a System of Linear Equations by Matkbethod; Solution of a
System of Linear Equations by Crammer’s Rule.

Unit 11: Limits and continuity

Limit of a Function Continuity of a function.

Unit 12: Derivatives of functions

Geometrical Interpretation of Derivative of a Fuant Derivative of Various
Standard Functions; Derivative of Sum and Diffeeenof Functions;
Derivative of Product of Functions and QuotientdRul

Unit 13: Application of Derivatives

Maximum and Minimum of a Function; Application ofaMima and
Minima.

Unit 14: Integration and Methods of Integration

Introduction, Integration of Simple Functions; Pedpes of Integrals; Method
of Integration: Integration by Substitution, Intagon by Parts, and
Integration by Partial Fractions.

Unit 15: Linear Programming Problem

Meaning; Conditions for Using LPP Technique; Bagissumptions of LPP; Areas of
Applications of LPP; Limitations of LPP; Generahkiar Programming Problem; Formation
of a LPP of Two Variable; Some Definitions; Gra@iiMethod of Solution of LPP.
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Semester- Il

Course Code 5Business Statistics
Unit 1: Introduction to Statistics
Meaning and Importance of Statistics; Frequencyribistion; Tabulation of
Data; Methods of presenting statistical information
Unit 2: Measures of Central Tendency
Meaning of Measures of Central Tendency; Differégpes of Measures of
Central Tendency.
Unit 3: Measures of Dispersion
Meaning of Dispersion; Different Measures of Dispen; Meaning, Types
and Measures of Skewness.
Unit 4: Skewness, Moments and Kurtosis
Measures of Skewness: Karl Pearson’s Co-efficiérBkewness, Boweley’s
Co-efficient of Skewness; Moments: Moments abouaMeaJvoments about
Arbitrary Point A; Relation between Central and Rawoments; Karl
Pearson’s Beta and Gamma Coefficient: CoefficignSkewness based on
Moments; Kurtosis: Measures of Kurtosis.
Unit 5: Correlation
Meaning of Correlation; Scatter Diagram and Cotrela Type of
Correlation; Correlation Coefficient.
Unit 6: Regression
Meaning of Regression; Line of Regression and Resgya Equation; Correlation and
Regression Analysis: A Comparison.
Unit 7: Fundamentals of Probability
Random experiment; Definition of Probability; Elemt@&y Theorems on
Probability.
Unit 8: Conditional Probability
Conditional probability; Multiplication Theorem orProbability; Total
Probability; Baye’s Theorem.
Unit 9: Random Variables and its Probability Distribution
Random Variable: Definition or Random Variable; @&te Random Variable;
Continuous Random Variable; Probability DistribatioProbability Mass
Function, Probability Density Function; MathematicBxpectation and

Variance: Mathematical Expectation, Properties aitidmatical Expectation,
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Variance of Random Variable, Properties of Variandkustrated Examples;

Moments: Raw Moments, Central Moments.

Unit 10: Theoretical Distribution-I

Moment Generating Function: Definition, GeneratadrMoments, Properties

of Moment Generating Function, illustrated ExampRisomial Distribution:

Derivation of Binomial Distribution, Definition, Mwoents of Binomial

Distribution, Moment Generating Function of Binomiistribution, Fitting

of Binomial Distribution, Properties of Binomial $ribution, lllustrated

Examples; Poisson Process: Poisson Distributionaabmiting case of

Binomial Distribution, Moments of Poisson Distriburt, Moment Generating

Function, Fitting of Poisson Distribution, Propestiof Poisson Distribution,

Application of Poisson Distribution.

Unit 11: Theoretical Distribution-II

Normal Distribution: Definition, Standard Normal Nate, Properties of

Normal Distribution, Area Under Normal Probabili@urve, Importance of

Normal Distribution; Weak Law of Large Numbers: t8taent, Application of

Weak Law of Large Numbers; Central Limit Theorertat&ment, Application

of Central Limit Theorem.

Unit 12: Index Numbers

Concept and Uses of Index Numbers; Types of Sinipteex Numbers; Properties of
Relatives; Construction of Simple Index Numbers;n&aoiction of Weighted Index
Numbers; Test of Adequacy of Index Number.

Unit 13: Time series

Definition of Time Series; Importance of Time Serignalysis; Components

of a Time Series; Methods of Measuring Secular dydestimation of the

Trend by the Method of Moving Average.

Unit 14: Basic Concepts in Sampling

Definition of Population; Parameter and Samplinggn®om and Non- random Sampling;

Sampling with and without Replacement; Errors im§kng.

Unit 15: Test of Hypothesis
Hypothesis, Null Hypothesis, Alternative Hypothediarge sample test, small Sample test,

level of significance, T-test, Chi-square test.
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Course Code 6Principles of Management

Unit 1: Introduction to Management

Concept and Characteristics of Management; Impoetanf Management; Levels of
Management; Functions of Management at differentelse Skills required at different
Levels; Scope of Management; Principles of Managégme

Unit 2: Development of Management Thought

Introduction; Classical Theory: F. W. Taylor ande®tific Management; Henry Fayol and
Administrative Management; Neo- Classical Theorgwthorne Experiments; Behavioural
Science Approach; Contribution of P. F. Druckerst8yn Approach; Contingency Approach
Unit 3: Vision, Mission and Objectives

Concept of Vision; Shared Vision; Concept of MissioFormulation of Mission;
Characteristics of Mission; Concept and Role ofddtiyes; Hierarchy of Objectives; Setting
of Objectives; Objectives and Goals;

Unit 4: Business Environment and Managers

Concept of Business Environment; Components of i&ass Environment and their Impact
on Business. Techniques of Environmental Ana\8WOT Analysis; BCG matrix.

Unit 5: Planning

Meaning and Features of Planning; Importance ohrtfay; Types of Planning; Steps in
Planning Process; Limitation of Planning; TermsduigePlanning Process.

Unit 6: Decision- Making

Meaning of Decision and Decision- making; Types Décisions; Process of Decision-
making; Individual and Group Decision- making, Teicfues of Decision- making.

Unit 7: Business Forecasting

Concept and Importance of Business Forecastingnéiiés in Business Forecasting; Process
of Business Forecasting; Advantages and LimitatafrBusiness Forecasting; Techniques of
Business Forecasting.

Unit 8: Organizing

Concept and Importance of Organizing; Process glfiring; Principles of Organization;
Organizational Chart; Organizational Structure;sphControl; Delegation of Authority.
Unit 9: Departmentation

Concept; Importance; Bases of Departmentation: fiamad Geographical Departmentation;
Product Departmentation; Departmentation by Custpniepartmentation by Process;

Factors influencing Departmentation.
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Unit 10: Staffing

Concept and Importance of Staffing; Steps in Stgfffrocess.

Unit 11: Directing

Concept and Importance of Directing; Elements ofeftion; Principles of Direction;
Essentials of Effective Direction.

Unit 12: Motivation

Concept and Importance; Theories of Motivation: Mass Need-Hierarchy Theory;
Hertzberg's Two-factor Theory, Vroom’s Expectatidheory; McGregor's Theory X and
Theory Y.

Unit 13: Leadership

Concept, Features and Importance of Leadershiplit@gaof a Good Leader; Leadership
Styles; Leadership Theories;

Unit 14: Controlling

Concept and Importance; Relationship between Ptgnand Controlling; the Process of
Controlling; Control Techniques: Budgetary and NBadgetary Techniques.

Unit 15: Management of Change

Concept; Reasons of Change; Process of Plannedg€hResistance to Change; Managing

Resistance to Change.

Course Code 7Fundamentals of Financial Management

Unit 1: Finance Functions

Concept and Significance of Finance; Definition Fohance Function; Types of Finance;
Functions of Finance; Objectives of Finance FumstjcApproaches to Finance Functions;
Organization of Finance Functions.

Unit 2: Financial Management

Meaning and Scope of Financial Management; Objestand Characteristics of Financial
Management; Importance of Financial Management;,ckams of Financial Management;
Relationship between Financial Management and difggartments; Functional Areas of
Modern Financial Management; Functions of a Finademager; Limitations of Financial

Management.
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Unit 3: Financial Planning

Meaning and Importance of Financial Planning; Coiréstics of Financial Planning;
Advantages and Limitations of Financial Planningictérs determining Financial Plan;
Estimating Financial Requirements; Steps in Firgrielanning.

Unit 4: Financial Forecasting

Meaning and Features of Financial Forecasting; htapoe of Financial Forecasting; Types
of Financial Forecasting; Tools of Financial Fostoa); Techniques of Financial
Forecasting; ICAI Guidelines for Financial Foreaagt Problems in Financial Forecasting.
Unit 5: Sources of Capital

Meaning and Significance of Business Finance; Rir@nRequirements of Business;
Sources of Business Finance: On the Basis of pe@wdthe Basis of Ownership, On the
Basis of Sources of Generation; Methods of Raidiegg-Term Fund: Equity Shares,
Preference Shares, Retained Earnings or Plouglacg &f Profit, Issue of Debentures, Term
Loan; Methods of Raising Short-Term Fund: Loansifi@ommercial Banks, Public Deposit,
Other Sources; International Financial Instruments.

Unit 6: Capital Budgeting

Concept and Features of Capital Budgeting; Objestiand Significance of Capital
Budgeting; Steps involved in Capital Budgeting; Mets of Capital Budgeting

Unit 7: Cost of Capital

Meaning and Definition of Cost of Capital; Types@dst; Assumptions of Cost of Capital;
Relevance of Cost of Capital; Computation of CdsCapital: Cost of Debt Capital; Cost of
Preference Capital; Cost of Equity Capital; CostRaeftained Earnings; Weighted Average
Cost of Capital.

Unit 8: Leverage

Concept of Leverage; Operating Leverage; Finantieverage; Composite Leverage;
Corporate Debt Capacity.

Unit 9: Capital Structure

Concept of Capital Structure; Factors determiningpi@l Structure; Optimum Capital
Structure; Merits and Demerits of Capital StructBedtern; Capital Gearing.

Unit 10: Capitalization

Meaning and Definition of Capitalization; TheorigsCapitalization.

Unit 11: Over- capitalization

Concept and Symptoms of Over- capitalization; Hffe@and Remedies of Over-

capitalization.
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Unit 12: Under- capitalization

Concept and Symptoms of Under-capitalization; Effe@nd Remedies of Under-
capitalization; Comparison between Over- capitéilima and Under-capitalization; Water
Capital.

Unit 13: Dividend Policy

Concept of Dividend; Types of Dividend; Concepti¥idend Policy; Types of Dividend

Policy; Determinants of Dividend Policy.

Unit 14: Working Capital Management

Meaning, Components of Working Capital; Nature dmgportance of Working Capital;

Excess Working Capital; Inadequate Working Capi@btimum Working Capital; Factors
Determining Working Capital; Management of WorkiGgpital.

Unit 15: Inventory Management

Concept; Importance and Functions of Inventory Mgenaent; Types of Inventory; Methods

of Inventory Valuation.

Course Code 8English for Professional Studies

Unit 1: Some Concepts of Grammar- |

English Grammar an Introduction; Nouns: Kinds ofuNs, Forms of Nouns, Functions; The

noun phrase; Agreement; Determiners: Articles, Destratives, Possessives, Quantifiers,
Wh-determiner, Pre-determiners, Verb Forms.

Unit 2: Some Concepts of Grammar- Il

Adjectives, Adverbs, Prepositions.

Unit 3: Vocabulary

Synonyms and Antonyms; One Word Expression; Woskxlwas Different Word Classes;

Phrasal Verbs; Distinction between Similar Wordge®fConfused.

Unit 4: Punctuation, Synthesis and Transformation & Sentences

Role of Punctuation in Sentences; Punctuation Marktheir Use; Synthesis of Sentences;
Transformation of Sentences.

Unit 5: Common Errors and Phrases and ldioms

Common Errors in English; Phrases and Idioms inliEmgnd their Use.
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Unit 6: Essay and Story Writing

Introduction to Essay Writing; Structure of Ess&ample of Essays; Introduction to Story
Writing; Techniques of Story Writing; Sample of 8és.

Unit 7: Précis Writing

Precis Writing; How to Write a Precis; Examples &xercises.

Unit 8: Note Making

Note making and Note taking; Skimming and Scannitgmat of Note making; Samples.
Unit 9: Communication

Defining Communication; Significance and ProcessGammunication; Communication
Network; Communication Media or Methods; Barriers €ommunication; Effective
Communication.

Unit 10: Introduction to Office Management

Meaning of Office; Introduction to Office ManagenteRunctions of Office; Relationship of
Office with Other Departments; Office Accommodatidrayout and Environment; Office
Furniture and Stationery; Office CorrespondenceFhidg System.

Unit 11: Correspondences |

Letter Writing; How to Write a Letter; Format ofBusiness Letter; How to Write a Memo;
Examples.

Unit 12: Correspondences Il

Notices; Types of Notices; How to Write a Noticap$s Release; How to Write a Press
Release; Format of a Press Release.

Unit 13: Business Presentation |

Report Writing; Process of Writing a Report; Detenmg the Purpose of the Report;
Gathering the Information Needed; Interpreting thmdings; Organizing the Report
Information; Writing the Report; Project Report Whg; Criteria of a Good Project;
Advantages of a Good Project; Disadvantages oeBrdjlethod; Format of a Project Report.
Unit 14: Business Presentation Il

Writing Executive Summaries; Making Business Presems.

Unit 15: Writing Curriculum Vitae/Resume

Difference between CV and Resume; Tips for Writg/Resume; Essentials for Writing
CV/Resume; Facing Interviews based on CV/Resumdephenic Interviews based on
CV/Resume.
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Semester- |l
Course Code 9: Business Regulatory Framework

Unit 1: The Indian Contract Act, 1872
Definition of Contract; Nature and Classificatiom Gontract; Capacity of Parties; Free
Consent; Coercion; Undue Influence; MisrepresemtatFraud; Mistake; Void Agreement;
Contingent Contract; Quasi Contact.
Unit 2: Offer and Acceptance
a) Offer: Meaning and Essentials of Valid Offer; Conmuation of Offer; Revocation
of Offer.
b) Acceptance: Meaning, Essentials, Revocation of pizoece; Effects of Delay or Loss
of Letter of Acceptance;
Unit 3: Consideration
Definition, Kinds, Legal Rules of Consideration; deptions to the rule ‘No
Consideration, No Contract'.
Unit 4: Performance of Contract
Meaning; Who can Demand Performance?; By Whom @oninust be performed?;
Performance of Joint Promises; Assignment of Catdgra Performance of
Reciprocal Promise; Time and Place of Performadggropriation of payment;
Contracts which need not to be performed.
Unit 5: Discharge of Contract and Remedies of Bredcof Contract
Meaning; Mode of Discharge: Discharge by PerforneanBy Agreement, By
Mutual Consent, Lapse of Time, by Operation of laBy Impossibility of
Performance, By Breach of Contract; Remedies od&reof Contract.
Unit 6: Special Contract
Contract of Indemnity: Meaning, Nature, Rights afidémnity holder and
Indemnifier; Contract of Guarantee: Meaning, Natamnel Features, Surety and Co-
surety, Rights and Liabilities, Discharge of Surétym his liability; Contract of
Bailment and Pledge: Meaning, Rights and DutieBaifee and Bailor, Pledger and
Pledee, Pledge bu non- owners; Contract of Age@ogation of Agency, Duties and

Liabilities of Agent and Principal, Termination Afency.
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Unit 7: The Sale of Goods Act, 1930

Introduction; Essentials of Contract of Sale; Diéieces between Sale and Agreement to Sell;
Condition and Warranty; Passing of property in Ggobransfer of Title by non- owners;
Performance of Contract of Sale; Rights of Unpaatles, Breach of Contract of Sale;
Auction Sale.

Unit 8: The Consumer Protection Act, 1986

Introduction; Definitions under the Act; Redresg&dencies under the Act; Powers of
Redressal Agencies; Procedure of Filing a Compla@dnsumer Protection Councils;
Penalties under the Act.

Unit 9: Food Safety and Standards (Packaging and lzelling) Regulations, 2011
Introduction; Definitions under the Act; PackagiRgquirement under the Act; Labelling;
Manner of Declaration; Restrictions on manner dbeling; Specific Restrictions on Product
Labels; Exemptions from Labelling Requirements.

Unit 10: Regulatory Framework for Insurance

Concept and Importance of Insurance; PrincipleBisdirance; Rights of the Insurer; Rights
and Duties of the Policyholders; Concept and ot Uifisurance; Types of Life Insurance
Policies; Surrender Value; Assignment of Life Ireswe Policy; Nomination of Life
Insurance Policy; Concept of Marine Insurance; Byp# Marine Insurance Policies;
Warranties in Marine Insurance; the Voyage; Thbiliig of insurer; Concept and Features
of Fire Insurance; Types of Fire Policies.

Unit 11: The Indian Partnership Act, 1932

Definition; Registration; Partnership Deed; Effeofsnon- registration; The Property of the
Firm Minors admitted to the Benefits of Partnership

Unit 12: The Information Technology Act, 2000

Introduction; Brief History of the Act; Objectivesf the Act; Definitions under the Act;
Provisions Relating to Digital Signature and Elesic; Electronic Records; Attribution,
Acknowledgement and Dispatch of Electronic RecoRkgyulation of Certifying Authorities;
Electronic Signature Certificates; The Cyber Apgtell Tribunal, Offences and Penalties
Under the Act.

Unit 13: Negotiable Instrument Act, 1881

Definitions; Types of Negotiable Instruments; Restio Negotiable Instruments;

Unit 14: Dishonour and Discharge of Negotiable Insuments

Dishonour of Negotiable Instruments: Dishonour ynNacceptance, Non- payment; Effect

of Dishonour; Notice of Dishonour; Noting; Protedischarge of Instrument and the Parties.
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Unit 15: Crossing Endorsement and Bouncing of Cheapu
Meaning of Crossing of a cheque; Types of Crossihgfjes and Liabilities of Paying and

Collecting Banker; Bouncing of Cheques.

Course Code 10:Human Resource Management

Unit 1: Introduction to Human Resource Management

Concept, Objectives and Importance of HRM; Fundiai HRM; Organization for HR
Department; Outsourcing of HR Activities; Interngactors affecting HRM: Leadership,
Union, Organizational Culture, External Factorsefiing HRM: Political- Legal, Economic,
Technology, Cultural; Role and ResponsibilitiedH6t Manager; Latest Trends in HRM.

Unit 2: Human Resource Planning

Concept and Importance of HR Planning; Process RfRfanning; Factors Affecting HR
Planning; Organizing and Implementing HR Plannirggsentials for Successful HR
Planning; Barriers to HR Planning; Techniques of PIRnning; HR Planning and Corporate
Objectives.

Unit 3: Job Analysis

Concept and Importance of Job Analysis; Proces¥obfAnalysis; Methods for Collecting
Job Analysis Data, Writing Job Description, Standaiof Performance and Working
Conditions, Problems that may be encountered irajaysis.

Unit 4: Job Design and Job Evaluation

Concept and Importance of Job Design; Factors Affgclob Design; Approaches to Job
Design; Concept and Importance of Job Evaluatioocéss of Job Evaluation; Methods of
Job Evaluation.

Unit 5: Recruitment

Concept and Importance of Recruitment; Recruitméhibcess; Factors Affecting
Recruitment; Sources of Recruitment: Internal amteEhal Sources; Recruitment Methods:
Traditional and Modern Methods; Role of SupervisoRecruitment.

Unit 6: Selection

Concept and Importance of Selection; Selection éagicBarriers to Effective Selection;

Placement and Orientation/ on boarding of Employees
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Unit 7: Employee Training and Development

Concept and importance of employee training; objestof employees training, designing
employees training programme, the training processthods of training, implementation
and evaluation of employees training programmegdeguies for effective training for
employees.

Unit 8: Performance Appraisal and Management

Concept and Need of Performance Appraisal; ConadpfPerformance Management;
Differences between Performance Management andorfeahce Appraisal; Steps in
Performance Appraisal; Methods of Performance Applta 360 Appraisal System;
Challenges of Performance Appraisal; Legal Issuederformance Appraisal; Role of
Supervisor in Performance Appraisal.

Unit 9: Wage and Salary Administration

Concept; Components of Compensation; Theories ahgémsation; Factors Influencing
Employee Compensation; Compensation Plans.

Unit 10: Managing Employee Benefits and Services

Concept of Benefits and Services; Importance apdsyf Benefits and Services; Principles
of Fringes; Administration of Benefits and ServicEssentials to Make Benefit Programmes
More Effective. Retention Management PracticesSygblden handshake; Employees stock
option scheme.

Unit 11: Collective Bargaining

Concept Collective Bargaining, Characteristics amgbortance of Collective Bargaining,
approaches to Collective Bargaining, Process ofeCive Bargaining, Levels of Collective
Bargaining

Unit 12: Industrial Grievance Handling

Meaning and Features of Industrial Grievances, ebgiices between Grievances and
Disputes, Sources or causes of Industrial Griev@neeocedure of Grievance Handling in
Small- scale and Large- scale Organizations.

Unit 13: Human Resource Research

Meaning, Characteristics and Objectives of HR Rebsealmportance of HR Research,
Methods of HR Research

Unit 14: International HRM and e- HRM

Meaning of domestic and International H.R.M. H.Rhallenges of International Business.
Implications of Inter- country Differences on H.R.M Global H.R. System, Concept of e-
HRM, e- HR Activities.
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Unit 15: Future Challenges in HRM
The Job and Challenges, New Professional Apprddelgr Challenges in Human Resource

Management.

Course Code 11indian Financial System
Unit 1: The Financial System
Financial System - Concept, Characteristics andcttams; Role of Financial System -
National Income Accounts, Flow of Funds AccountayiBgs and Investment; Financial
System and Economic Development.
Unit 2: Indian Financial System
Structure of Indian Financial System- OrganisedWsorganised Sector of Indian Financial
System. Components of Financial System-Financaket, financial instruments, financial
institutions and financial services.
Unit 3: Financial Market
Nature and Scope of Financial Market; Features Stndcture of Indian Financial Market;
Types of Financial Market- Primary vs. Secondarykefh Money market, Capital market,
Forex Market, Derivative Market.
Unit 4: Money Market in India
Meaning, Nature and Functions of the Money Mark=instituents of the Money Market —
Call Money market, Treasury Bills, Commercial BilBommercial Papers, Certificate of
Deposits, Money Market Intermediaries, Reformsndidn Money Market.
Unit 5: Capital Market in India
Meaning and Nature and Scope, Functions; Struabfirendian Capital Market; Capital
Market Instruments- Equity and Debt, Reforms indndCapital Market.
Unit 6: Primary Markets in India
Nature and Scope, Functions, Organization of piymararket in India, Methods of
distribution of securities, primary market internmetes, new issue market, pricing of
securities, book building.
Unit 7: Secondary Markets in India
Meaning, Nature and Scope, Stock Market in Indigga@ization and Management of Stock
Market in India, Listing of Securities, Trading Arrgements, Trading and Settlement, Stock
Market Index, BSE , NSE, OTCEI, Regional Stock Eales.
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Unit 8: Financial Institutions

Banking Institutions; Merchant Banks, Non-bankingtitutions; Money Market Institutions;
Insurance Companies, Foreign Institutional Inves{biIs).

Unit 9: Mutual Fund

Meaning, importance, management and structure dbi@hdund, Types of mutual fund,
Performance of mutual funds in India, Problems Rrabpects.

Unit 10: Derivative Markets

Derivatives: Meaning, nature and scope, Types oVatves, Derivative Markets in India.
Unit 11: Foreign Exchange Market

Meaning and Importance of Forex Market; StructdrEareign Exchange Market in India,
Unit 12: Credit Rating

Credit Rating Meaning and importance, growth of credit ratingvess in India, Credit
Rating Agencies in India;

Unit 13: Depository Services

Depository System- meaning and functions; Depogiddechanism, Depositories in India-
NSDL and CSDL.

Unit 14: Regulation of Financial Markets in India

Regulatory Framework, Regulatory Role of the Gowent, Regulatory Role of the RBI,
Regulatory Role of the SEBI.

Unit 15: Investor Protection

Grievances concerning stock exchange dealings faid removal; Grievance cells in stock

exchanges; SEBI; Company law Board; Remedy thraogints.

Course Code 12Spoken English
Unit 1: Spoken English and Grammar in Context
Unit 2: Issues in Modality
Unit 3: Speech Skills
Unit 4: Communication Skills
Unit 5: Telephone Skills

Unit 6: Interviewing and Public Speaking
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Semester- IV

Course Code 13Environmental Studies and Disaster Management

Unit 1: Concept of Environmental Studies

Definition of Environmental Studies and its Scopgvironmental Studies and its Multi
Disciplinary Nature; Rules and Regulations of Eammental Studies and Public Awareness.
Unit 2: Natural Resources

Natural Resources; Types of Natural Resources;sE&esources; Water Resources; Mineral
Resources; Food Resources; Energy Resources; LasduRRes; Conservation of Natural
Resources; Sustainable Development.

Unit 3: Ecosystem

Ecosystem; Food Chain; Food Web; Energy Flow; Egiold Pyramid; Main Ecosystems.
Unit 4: Biodiversity and its Conservation

Definition of Biodiversity; Values of BiodiversityBiodiversity at Global, National and Local
Levels; Hotspots of Biodiversity; Endangered andl€mic Species; Threats to Biodiversity
Conservation of Biodiversity.

Unit 5: Environmental Pollution

Environmental Pollution-Definition; Air PollutionWater Pollution Soil Pollution; Noise
Pollution; Thermal Pollution; Role of Individual Prevention of Pollution

Unit 6: Concept of Disaster

Defining Disasters; Types of Disasters; Differertmetween Hazard: Disaster, Risk and
Vulnerability; Causes, Effects and Mitigation Megesi of Some Natural Disasters; Man-
made Disasters.

Unit 7: Disaster Management

Disaster Management; Safety Measures Immediatelgrdbea Disaster; Emergency Aid;
Methods or Steps Taken for Disaster Management; M@&®Participation of Civil Society;

Regional Disaster Management and Planning.
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Course Code 14Company Law
Unit 1: Basics of Company and Company Law
Historical Perspective of Company Law in India; Gmny —Meaning & definition, Nature,
Characteristics. Form of business organization, paomg forms of organization and other
forms of business. Corporate personality, corporaiie
Unit 2: Types of Company
Private company, one Person Company, small compgarmfic company, limited company,
unlimited company, Government company, holding aubsidiary company, associate
company, investment company, producer company, aorcompany.
Unit 3: Incorporation of Company
Meaning of Promoters; Duties, Rights and Liabisitef Promoters; Procedure for Formation
of a Company; Certificate of Incorporation; Ceda#fite of Commencement of Business.
Unit 4: Memorandum of Association
Meaning of Memorandum of Association; Clauses ohideandum of Association; Doctrine
of Ultra Vires; Alteration of Memorandum of Assottm.
Unit 5: Articles of Association
Meaning of Articles of Association; Content of Algs of Association; Doctrine of Indoor
Management; Doctrine of Alter Ego; Alteration oftistes of Association; Distinctions
between Memorandum of Association and Articles sédciation.
Unit 6:Prospectus
Concept of Prospectus; Content of Prospectus; Seatein lieu of Prospectus; Penalties for
Misrepresentation in Prospectus.
Unit 7: Conversion of Company
Meaning of Conversion of Company; Conversion of/é&e Company into Public Company;
Conversion of Public Company and Private Compargnversion of One Person Company
and Conversion into a One Person Company; Conved§i®ection 8 Company to any other
class of Companies.
Unit 8: Members of a Company
Meaning of Member of a Company; Modes of AcquiriMgembership; Restriction on
Membership; Rights and Privileges of Members.
Unit 9: Company Director- |
Concept and definition of Company Director; Typéslioectors, Legal position of directors,

Minimum and maximum number of directors, Appointmeaof director, Director
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Identification Number (DIN), Removal, retirementdaresignation of directors; Vacation of
office of directors.

Unit 10: Company Director- Il

Independent Director —-meaning, number of Indepeind&irectors, Selection of Independent
Directors, qualification, code for Independent Dice, tenure of Independent Director;
Roles, functions and duties of independent dirscttiabilities of Independent Director,
remuneration of Independent Directors. Women direct

Unit 11: Board of Directors

Meaning, Meeting of the board, board committee- iAuGommittee, Compensation
Committees, Power of board, loans to director, remitof employment with managing
director or whole time director.

Unit 12: Inspection and Investigation

Meaning of Inspection, purpose, powers of Registranduct of inspection, punishment for
non-compliance, reports on inspection. Investayat-meaning, types, scope, powers of
inspectors, Punishment of contravention, Inspectpert on investigation.

Unit 13: Company Meetings

Meaning of meeting, kinds of company meeting, meguuf minutes, recording and signing
of minutes, Role of chairman, Resolution and itglki, Postal ballots.

Unit 14: Management and Administration

Register of Members; Declaration in Respect of Beia Interest in any Share; Power to
close Register of Members or Debenture holdergr@rdecurity holders; Annual Return.
Unit 15: Books of Company

Books of Accounts to be kept by a Company; Findristatemen; Re- opening of accounts
on Court’s or Tribunal’'s Order; Board’s Reports;r@arate Social Responsibility.

Course Code 15Auditing

Unit 1: Introduction to Auditing

Meaning, Objectives and Objectives of Auditing, (ies of an Auditor, Classes of Errors
and Frauds, Auditor’s Duty Regarding Errors anduBisa

Unit 2: Classification of Audit

Classification of Audit on the basis of Organizaab Structure, Classification of Audit:

Classification of audit, Statutory audit, Govermmneaudit, private/voluntary audit,
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continuous audit, periodical/ final, annual audilance sheet audit, interim audit, partial
audit, internal, audit, external audit.

Unit 3: Special Areas of Audit

Special Areas of Audit: Cost audit, Tax audit, &tahagement audit.

Unit 4: Preparation for an Audit

Considerations before Accepting Appointment as #udi Preparatory Steps before
Commencement of Audit, Division of Work among Au8taff, Preparation by Auditor

Unit 5: Test Checking

Meaning and Need of Test Checking, Precautions ¢oTBken Before Applying Test
Checking, Meaning and Features of Internal Chedlje@ives of Internal Check, Auditor’s
Position Relating to Internal Check.

Unit 6: Vouching

Meaning of Vouching, Vouching of Cash Receipts, [C&ayments, Collection of Book
Debts, Dividend Received, Sale of Investment, Go8d#&d on Hire Purchase System,
Insurance Premium

Unit 7: Verification of Assets

Introduction; Objectives of Verification of Asset®istinction between Vouching and
Verification, Valuation of Assets, Methods of Valwa of Assets, Distinction between
Verification and Valuation, Verification and Valiua of different kinds of Assets.

Unit 8: Verification of Liabilities

Introduction; Objectives of Verification of Liakiies; Verification and Valuation of different
kinds of Liabilities: Trade Creditors; Bills PayabLoans; Outstanding Expenses.

Unit 9: Investigation

Definition; Distinctions between Audit and Investigpn; Purpose of Investigation; duties of
an Investigator prior to taking up Investigation #@nd regarding Overall Investigation;
Liabilities of an Investigator; Procedure of Inugation; Circumstances for Investigation.
Unit 10: Company Auditor

Qualification and Appointment of Company AuditdRights Duties and Liabilities of
Company Auditor, Removal of Company Auditor

Unit 11: Audit of Special Organizations

Points to be considered for audit of accounts oih-Nerofit Companies Educational
Institutions, Club, Hotel, and Hospital.
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Unit 12: Depreciation

Concept and Causes of Depreciation; ImportanceroViing Depreciation; Distinctions
between Fluctuation and Depreciation; Methods oprBeiation; Factors of Determining
extent of Depreciation; Legal Provision and Comnatrcconsiderations regarding
Depreciation; Auditor’s Duty regarding Depreciation

Unit 13: Reserve

Concept; Kinds of Reserve; Distinctions betweeneRes and Provisions; Auditor’'s Duty
regarding Reserve and Provision; Distinctions betwieeserved Capital and Capital Reserve
Account and Reserve Fund; Sinking Fund; Secretdfiviethods of Creating Secret
Reserve; Auditor’'s Duty regarding Secret Reserve.

Unit 14: Auditor’'s Report

Introduction; Features of Good Audit Report; quadifReport; Significance of True and fair
View; Window Dressing.

Unit 15: Recent Trends in Auditing

Recent Trends in Auditing; Computer aided audihtegues and tools; Auditing Standards.

Course Code 16:E- Commerce

Unit 1: Information Technology in Business

Information Revolution; Applications of IT in Busss; Impact of IT on Business
Environment.

Unit 2: Introduction to E- Commerce

Meaning, Nature, Concept, Advantages, Scope andsdReafor transacting on- line;
Categories of e- commerce.

Unit 3: Electronic Data Interchange

Introduction; Importance and Types of Business Datansfer System; Electronic Data
Interchange: Definition, Types; User Group of EDiportance of EDI; EDI in India.

Unit 4: E- Business

Introduction; Internet Book Shops; Grocery Suppli&oftware Supplies and Support;
Electronic Newspaper; Internet Banking; Virtual Aoos; Online Share Dealing; Gambling
on the Net; E- Diversity; Web Booking System.
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Unit 5: E- business Communication

Introduction; Importance of e- technology in e- ibess communication; e- business
conferencing: Audio Conferencing, Document Confenegy Tele Conferencing; Computer
based Conferencing.

Unit 6: Online Business Planning

Nature and Dynamics of Internet; Pure online VscBrand Click Business; Assessing
Requirement for an online business Designing; Dmpieh and Deploying the System.

Unit 7: Technology for Online Business

Internet; IT Infrastructure; Middle ware; Content$ext and Integrating E- Business
Applications.

Unit 8: Online Banking

Concept and Meaning: ATM; NEFT; ECS; RTGS; IMPS;tiblaal Automated Clearing
House; Debit Card; Credit Card.

Unit 9: Payment through Internet

Online Payment Mechanism; Electronic Payment Systeayment Gateways; Visitors to
Website; Plastic Money.

Unit 10: Application of E- Commerce in Manufacturing and Wholesale

Problems faced by traditional Manufacturer and \W&bkaler; Role of E- commerce in
Manufacturing and Wholesale; Benefits of Applicatiof E- commerce in Manufacturing
and Wholesale; Issues in Application of E- commenddlanufacturing and Wholesale.

Unit 11: Application of E- Commerce in Retail andServices Sectors

Problems faced by traditional Retail and Servicest&; Role of E- commerce in Retail and
Services Sector; Benefits of Application of E- coerae in Retail and Services Sector; Issues
in Application of E- commerce in Retail and Sergi&ector.

Unit 12: Virtual Existence

Concept; Advantages and Disadvantages and WorKiNgtoial Organizations; Work force;
Work Zone; Work Space and Staff- less Organizations

Unit 13: Security in E- Commerce

Digital Signature; Network Security; Data Encryptiovith Secret Key; Data Encryption
Public Key.

Unit 14: Information Technology Act, 2000

Scope; Definitions under the Act; Applicability thfe Act; The Cyber Appellate Tribunal.
Unit 15: Information System Audit
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Basic Idea of Information Audit; Difference withattitional Concepts of Audit; Conduct and

Applications of Information System Audit in Intetrienvironment.
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Semester- V

Course Code (Comp-17): Fundamentals of Marketing
Unit 1: Introduction to Marketing
Concept of Market and Marketing; Importance of Mdikg; Core Marketing Concepts:
Needs, Wants, Demands, Offerings, Brands, ValueSati$faction; Evolution of Marketing
Concepts: Production Concept, Product Concept,in§elConcept, Marketing Concept,
Holistic Marketing Concept; Concept of MarketingXyliTypes of Marketing: Relationship
Marketing, Green Marketing, Tele- Marketing, M- Mating.
Unit 2: Marketing Organization and Marketing Enviro nment

a) Concept; Types of Marketing Organization: Militarlfunctional, Line and Staff,
Committee, Geographical, Product, Market, Matrixnpbrtance of Marketing
Department; Functions of Marketing Department.

b) Concept; Micro Environment; Macro Environmental ftéas. Economic,
Demographic, Socio- Cultural, Technological, Poditj Legal and Natural
Environment.

Unit 3: Consumer Market

Concept and Features of Consumer Market; Classditaof Consumer Goods; Creating

Customer Value; Customer Satisfaction; MonitoringtiSaction; Customer Retention;

Managing Customer Relationship.

Unit 4: Business Market

Concept and Features of Business Market; ConcePrgdnizational Buying; Classification

of Industrial Goods; Differences between BusinessKét and Consumer Market; Business
Buying Situations; Systems Buying and Selling; Bass Buying Process; Institutional and
Government Markets; Managing Customer RelationshBusiness Market.

Unit 5: Market Segmentation

Concept and Importance of Market Segmentation; &lMlarketing; Local Marketing; Target

Market; Market Positioning; Segmentation CriterMeasurable, Substantial, Accessible,
Differentiable, Actionable; Bases of Consumer Mark8egmentation: Geographic,

Demographic, Psychographic, Behavioural; Industvilarket Segmentation; Evaluating and
Selecting the Market Segments.

Unit 6: Product

Concept and Features of Product; Product Life Cyeld Marketing Strategies; Product
Planning and Development; Product Line; Product ;Metoduct Positioning; Product

Differentiation; Product Packaging.
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Unit 7: Pricing
Concept and Importance of Pricing; Procedure ofilgetPrice; Factors affecting Pricing;
Different Kinds of Pricing; Pricing Strategies.
Unit 8: Distribution Channel
Concept and Importance of Distribution Channel; 8ypf Distribution Channel: Traditional
and Modern Distribution Channels; Factors affecting Selection of Distribution Channel,
Channel Design Decisions: Analysing Customers; NEsthblishing Objectives, Identifying
Channel Alternatives, Evaluating and Selecting @learlternatives; Channel Management
Decisions: Selection of Channel Members, TrainifigCbhannel Members, Evaluation of
Channel Members, Modifying Channel Design.
Unit 9: Wholesaling, Retailing and Logistic Managerent
a) Concept and Importance of Wholesaling; Types of &%alers; Functions of
Wholesalers; Latest Trends in Wholesaling.
b) Concept and Importance of Retailing; Types of Retsi Functions of Retailers;
Latest Trends in Retailing.
c) Concept of Logistic; Logistic Management System;ciBien areas in Logistic
Management; Factors to be considered in Efficiagigtic Management.
Unit 10: Promotion
Concept and Importance of Promotion; Elements afnfétion Mix: Advertising, Sales
Promotion, Personal Selling, Public Relations; &ecaffecting Promotion Mix Decision.
Unit 11: Consumer Behaviour
Concept of Consumer Behaviour; Importance of StuglyConsumer Behaviour; Consumer
Motivation; Consumer Perception; Consumer LearniRgctors that Influence Consumer
Behaviour; Consumer Buying Decision Process;
Unit 12: Marketing Research
Introduction; Marketing Information System; Comnmssng Marketing Research; Process
of Marketing Research; Marketing Research and Ethic
Unit 13: Relationship Marketing
Introduction; Understanding Perceived Value; Valiigain; Supply Chain; Foundations of
Relationship Marketing; Development of Relationskiarketing; Relationships Expressed as
Value Creation; The Economics of Relationship Méng
Unit 14: Digital Marketing
Introduction; Digital Evolution of Marketing; Eletinic and Digital Marketing; Digital
Marketing Activities; Digital Marketing Considerati;
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Unit 15: Not- for- Profit Marketing
Introduction; Features of Not- for- Profit Orgartipas; Types of Not- for- Profit

Organizations; Marketing Implications of Not- f&rofit Organizations.
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Course Code (Comp-18): Project Work

The proforma and the project guidelines as shown bbew will provide an overview of the
project work.

PROFORMA FOR THE APPROVAL OF PROJECT PROPOSAL
(Note: All entries of the proforma of approval should be filled up with appropriate and complete
information. Incomplete proforma of approval in any respect will be summarily rejected.)

Enrolment No.: ....coooevviviiiie i,

Study Centre: .

1. Name and Address of the Student

E-Mail: cviiieics st

MODILE/TEl NO.iuiiviieeieeiiee et e e s eee e e s e es e e

2. Title Of the ProOJECt: ooeiiiiie ettt et e e e e e en e e e rn s

4. Educational Qualification of the Guide : Ph.D /M.Com./ MBA/ M.A/

(Attach bio-data also)

5. Working / Teaching experience of the Guide* ..

(*Note: At any given point of time, a guide should not prov1de guldance for more than two students
of

KKHSOU)

6. Is this your first submission? Yes / No

Signature of the Student Signature of the Guide
| DF Lo Date:

For Office Use Only

Approved/ Not Approved: ......cccceevrreeens

Allotted Internal SUPErVISOT NaIME: . ..c.uei e iuecueerreeseees s e e err s e e sre e ees e e e sne e sennens

Signature, Designation of the Project Proposal Evaluator

Ensure that you include the following while submitting the Project Proposal:

1. Proforma for Approval of Project Proposal duly filled and signed by both the student and the
Project Guide with date.

2. Bio-data of the project guide with her/his signature and date.

3. Synopsis of the project proposal (2-3 pages).

Note:

i. At any given point of time, a guide should not provide guidance for more than two( 2) students of
KKHSOU
ii. Violation of the project guidelines will lead to the rejection of the project at any stage.
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A. PROJECT FORMULATION

The Project work constitutes a major component astnprofessional programmes. It needs
to be carried out with due care, and should be w@rdcwith deep involvement by the
students. The project work is not only a parti#fiifment of the programme requirements, but
also provides a mechanism to demonstrate yoursslkabilities and specialisation. Students
are eligible to submit the project proposals adtetering into the final year of the semester of
the programme.

OBJECTIVES

The objectives of the project is to help the staadimvelop the ability to apply theoretical and
practical tools/techniques to solve real life pevbs related to industry, academic institutions
and research laboratories. After the completionthed project work, the student should be
able to:

*Complete a problem definition.

* Evaluate a problem definition.

» Determine how to collect information to determregquirements.

» Work on data collection methods for fact-finding.

» Documentation requirements

* Be able to prepare and evaluate a final report.

* Develop of the ability to communicate effectively

B. Type of the Project

The majority of the students are expected to warlaaeal-life project preferably in some
industry/ Research and Development Laboratoriesf&ithnal Institution. Students are
encouraged to work in the areas closely associatitdtheir programme of study. However,
it is not mandatory for a student to work on a-dalproject. The student can formulate a
project problem with the help of her/his Guide awthmit the project proposal of the same.
Approval of the project proposal is mandatory. [fpeoved, the student can commence
working on it, and complete it.

C. Eligibility criteria of a Project Guide

1. A person having required qualification and/offisient experience in the area of the
student wants to undertake the project.

2. PhD / M.Com. /MBA

D. Steps involved in the project work

The complete project work should be done by thdesttionly. The role of guide should be
about guidance wherever any problem encounteraglprioject. The following are the major
steps involved in the project, which may help yowétermine the milestones and regulate
the scheduling of the project:

* Select a topic and a suitable guide.

* Prepare the project proposal in consultation withproject guide.

» Submit the project proposal along with the neagsslocuments to the Coordinator of the
study centre.

* Receipt of the project approval from the Coorthnaf the study centre.

* Carry out the project-work.

* Prepare the project report.
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» Submit the project report to the Coordinatorta study centre
 Appear for the viva-voce as per the intimationtiwy Coordinator of the study centre.
E. Resubmission of the project proposal in case abn-approval
In case of non-approval, the suggestions for refiteiting the project will be communicated
to you. The revised project synopsis along witheav rproforma, should be re-submitted
along with a copy of the earlier synopsis and nppraval project proposal proforma in the
next slot. The revised project proposal shoulddrg along with the original copy/ photocopy
of the non approved proforma of the earlier sulediftroposal.
F. Project Proposal Formulation
» The project proposal should be prepared in céasoih with your guide. The project
proposal should clearly state the project objestiaad the environment of the proposed
project to be undertaken. The project proposal lsha@ontain complete details in the
following form:
» Proforma for Approval of Project Proposal duliefil and signed by both the student and
the Project Guide with date.
* Bio-data of the project guide with her/his sigmatand date.
* Synopsis of the project proposal (2-3 pages) Gogehe following aspects:

0] Title of the Project

(i) Introduction and Objectives of the Project

(i)  Methodology

(iv) Project Planning and Scheduling

(v) Data collection and analysis

(vi)  Results and Discussions

(vi)  Conclusions

(viii)  Future scope and further enhancement of the project

(ix)  Reference Violation of the project guidelines wékhd to the rejection of the
project at any stage.

G. ASSESSMENT GUIDELINES FOR PROJECT EVALUATION

Each component of the project work and the viveevecarries its own weightage, so the
student needs to concentrate on all the sectiv@ngn the project report formulation.
Project Evaluation

The Project Report is evaluated for 100 marks &edvtva-voce is for 50 marks. Viva-
voce is compulsory and forms part of evaluationstddent in order to be declared
successful in the project must sec#®@%% marks in each component (i) Project
Evaluation and (ii) Viva-voce Pass in both the components is compulsory. ttident
submitted the project report as per the schedulefaits to attend viva, her/his Project
will remains incomplete and should contact the @owtor of the study centre.
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Accounts Specialisation
Course Code 19 (ACC): Advanced Financial Accounting
Unit 1: Issue and Subscription of Shares

a) Meaning of Share and Share Capital; Kinds of Shames$ Share Capital; Sub-
division of Share Capital; Issue of Shares and sSieyolved in the Issue of Shares;
Accounting Treatment for Issue of Shares.

b) Meaning of Subscription of Shares; Full Subscriptiynder- Subscription; Over-
Subscription of Shares; SEBI Guidelines on Over-bs8tption of Shares;
Accounting Treatment on Over- Subscription of Skare

Unit 2: Forfeiture and Re-Issue of Shares

a) Meaning of Forfeiture of Shares; Effect of Forfegtwf shares; Accounting Treatment
on Forfeiture of Shares.

b) Re- Issue of Forfeited of Shares; Accounting Treatimon Re- Issue of Forfeited
Shares.

Unit 3: Issue of Bonus Shares and Right Shares

a) Meaning of Bonus Shares; Objectives; Advantages Risddvantages of Issue of
Bonus Shares; Accounting Treatment on Issue of B&@hares.

b) Meaning of Right Shares; Objectives, Advantages Bighdvantages of Issue of
Right Shares; Accounting Treatment on Issue of Bdslares.

Unit 4: Redemption of Preference Shares

Meaning of Redemption of Preference Shares andRgiiten of Preference Shares; Legal
Conditions for Redemption of Preference Shares;hbtit of Redemption of Preference
Shares; Accounting Treatment on Redemption of Rrate Shares.

Unit 5: Issue of Debentures

Meaning and Features of Debentures; Types of DalesytDifferences between Shares and
Debentures; Methods of Issue of Debentures; Actogritreatment on Issue of Debentures.
Unit 6: Redemption of Debentures

Meaning of Redemption of Debentures; Methods of drRgation of Debentures; Price at
which Debentures can be Redeemed; Sources of EnfancRedemption of Debentures;
Legal Provisions for Redemption of Debentures; Aetmmg Treatment on Redemption of

Debentures.
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Unit 7: Buy Back of Shares

Meaning of Buy Back of Shares; Advantages and aathges of Buy Back of Shares;
Legal Provision and Sources of Funds for Buy BacRhares; Accounting Treatment on Buy
Back of Shares.

Unit 8: Valuation of Goodwill

Meaning and Features of Goodwill, Goodwill as ans&fs Methods of Valuation of
Goodwill: Average Profit Method and Weighted Avesd@yofit Method.

Unit 9: Valuation of Shares

Meaning of Value of Shares; Types of Share Valumepdrtance of Valuation of Shares;
Factors Affecting the Value of Shares; Methods afudtion of Shares

Unit 10: Purchase of Business

Meaning of ‘Purchase of Business’, ‘Business TaReer’, ‘Assets Taken Over’ and ‘Assets
and Liabilities Taken Over’; Purchase Considergtibtethods for determining Purchase
Consideration; Mode of Discharge of Purchase Cemattn; Accounting Entries.

Unit 11: Amalgamation of Companies

Meaning and Objectives of Amalgamation of Companidsaning of Different Terms used
in Amalgamation; Provisions for Amalgamation of Guamies as per Accounting Standard
14; Basis for Arriving at Purchase Consideratiorgcdunting Entries in the books of
Transferee Company.

Unit 12: Internal Reconstruction of Companies

Meaning of External Reconstruction and Internal ddstruction of Companies; Situations,
which Call for Internal Reconstruction of a CompaRgrms of Internal Reconstruction of
Companies: Alteration of Share Capital and Reduoctad Share Capital;, Accounting
Treatment on Internal Reconstruction of Companies.

Unit 13: Accounts of Holding Companies

Meaning of Holding Companies and Subsidiary comggniypes of Holding Companies
and Subsidiary companies; Meaning of Consolidatedricial Statements; Advantages of
Consolidated Financial Statements; Legal requirgsn@m Consolidation; Meaning and
Calculation of Minority Interest.

Unit 14: Liquidation

Meaning of Liquidation; Modes of Winding up of a i@pany: Compulsory Winding Up,
Voluntary Winding Up; Meaning of Contributories; Bl@ng of Liquidator Preferential

Payments.
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Unit 15: Final Accounts of Joint Stock Companies

Meaning and Components of Final Accounts; Relevardvisions of Companies Act;
Structure of Final Accounts; Preparation of Praifitd Loss Account and Balance Sheet;
Some Items which require Special Attention at theelof Preparation of Final Accounts of

a Company.

Course Code 20 (ACC): Cost Accounting
Unit 1: Introduction to Cost Accounting
Meaning, Objectives, Functions and Scope of CostoAnting; Evolution of Cost
Accounting; Costing as an Aid to Management; Retethip between Cost Accounting and
Management Accounting; Advantages and Limitatioh€ost Accounting; Installation of
Costing System; Role of Cost Accountant.
Unit 2: Elements of Cost
Concept of Cost; Elements of Cost; Meaning of Qdsit and Cost Centre; Procedure of
Linking Costs with Cost Centres and Cost Unit; CBsieet: Meaning, Advantages and
Preparation of Cost Sheet; Methods of Finding Cost.
Unit 3: Material Control
Meaning of Material; Meaning of Material Controlpj@ctives, Essentials and Advantages of
Material Control; Functions and Techniques of MaleControl.
Unit 4 Material Purchase and Store Keeping

a) Introduction; Purchase Requisition; Receiving ampkcting of Materials.

b) The Store keeper; Requisition for Store; Reorderirgyel; Minimum level,
Maximum Level;, Bin Card; Store Ledger; Perpetualeimory System; ABC
Analysis.

Unit 5: Material Cost

Issue of Materials and Material Requisition; Retwh Empties; Methods of Valuing
Materials; Valuation of Stores.

Unit 6: Material Loss

Introduction; Material Losses; Wastage; Scrapegbefe.

Unit 7: Labour Cost

Introduction; Labour Turnover: Meaning, CausesgEif§; Measures of Control; Methods of
Time Keeping, Idle time, Over Time.
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Unit 8: Labour Remuneration and Incentives

Meaning of Remuneration and Incentives; Featuré€sauafd Wage System; Methods of Wage
payments: Time Wage System, Piece Rate System,ildrerand Bonus Plan; Halsey
Premium Plan, Rown Plan; Taylor's Differential Bldncentive System; Requisites of a
Good Incentive Plan.

Unit 9: Overheads

Meaning, Classification and Collection of Overhea@#ocation and Apportionment of
Overheads; Basis of Apportionment.

Unit 10: Overhead Absorption

Absorption of Overheads; Methods of Absorption ee@eads; Over and Under Absorption
of Overheads.

Unit 11: Administration, Selling and Distribution of Overheads

Introduction; Administration Overheads: Accountingnd Control; Distribution and
Absorption of Selling and Distribution Overheads.

Unit 12: Process Costing

Introduction; General Principles; Process Losseastdje Scrape; Normal Loss; Abnormal
Loss and Abnormal Gain; Ascertainment of Cost uitfecess Costing System.

Unit 13: Standard Costing

Introduction; Preliminaries to the Establishment Sffandard Cost; Variance Analysis;
Material Labour and Overhead; Advantages and Dmatdges of Standard Costing;
Standard Costing Vs Budgetary Control.

Unit 14: Job Costing

Introduction; Procedure for Job Costing Accountidgivantages and Limitations of Job
Costing; Reports in Job Costing System.

Unit 15: Book Keeping in Cost Accounting

Cost Accounting Records, Ledgers and Cost Statemdteims excluded from Cost and
Normal and abnormal items/cost; Integral accouReszonciliation of cost accounting records

with financial accounts.
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Management Specialisation

Course Code 19 (MGT): Organizational Behaviour
Unit 1: Nature of Organization
Concept and Features of Organization; Significasfc®rganization; Role of a Manager in
Organizations: Interpersonal, Informational, Demisil, Reconciling Managerial Functions
and Roles; Forms of Organization: Formal Organiraéind Informal Organization.
Unit 2: Organizational Behaviour
Concept and Features of Organizational Behaviowle Fof Organizational Behaviour:
Understanding Human Behaviour; Controlling and EBtreg Human Behaviour,
Organizational Adaption; Challenges and Opportasifor Organizational Behaviour: Cross
Cultural Dynamics, Mergers and Acquisitions, ChaggiwWorkforce Profile, Workforce
Diversity, Increasing Quality Consciousness, Ne®@eganizational Designs; Limitations of
Organizational Behaviour.
Unit 3: Nature of Human Behaviour
Concept of Behaviour; Process of Behaviour; : SM&tel, S-O-R Model, S-O-B-C Model,
Foundations of Individual Behaviour: Physiologicahd Socio- Psychological Factors;
Differences in Individual Behaviour and its Impact Management; Factors responsible for
Differences in Individual Behaviour; Models of MdRational- Economic Man, Social Man,
Organization Man, Self- Actualising Man, ComplexmMa
Unit 4: Personality
Concept of Personality; Type A and Type B Perstyialintrovert and Extrovert
Personalities; Personality Theories: Psychoanaljtieory, Socio- psychological Theory,
Trait Theory, Self Theory; Determinants of PersidpalBiological Factors, Family and
Social Factors, Cultural Factors, Situational FatoOrganizational Applications of
Personality.
Unit 5: Perception
Concept and Importance of Perception; the ProceBgmeption; Perceptual Selectivity and
Perceptual Organization; Factors in Interpersoeat&ption: Factors in Perceiver, Factors in
Perceived and Situational Factors; Barriers to é#ual Accuracy: Stereotyping, Halo
Effect, Expectancy, Perceptual Defence, Projection.
Unit 6: Learning
Concept of Learning; Components of Learning; Factaffecting Learning; Learning

Theories: Conditioning Theory, Cognitive Learninghedry, Social Learning Theory;
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Reinforcement; Learning Organization: Concept, @btristics, Benefits; Knowledge

Management: Concept, Elements, Knowledge ManageSteaiegy.

Unit 7: Attitudes and Values

a) Concept of Attitude, Influence of Attitudes on Belwar; Factors that Influence
Attitude Formation; Attitudes Relevant for Organieaal Behaviour; Attitude
Measurement; Attitude Change.
b) Concept of Values; Differences between Values arititudles; Factors in value

formation; Influence of Values on Behaviour.

Unit 8: Interpersonal Behaviour

Interpersonal Cooperative Behaviour; Interperso@ahflicting Behaviour; Transactional

Analysis; Self- Awareness; Ego States; Life Scrijhife Positions; Transactions; Stroking;

Psychological Games; Uses of transactional Analysis

Unit 9: Group Dynamics

Concept of Group Dynamics; Concept of Group; Forraat Informal Group; Group

Behaviour; Intergroup Behaviour.

Unit 10: Work Stress

Concept of Work Stress; causes and Effects of Viréss; Stress Management: Individual

Coping Strategy; Organizational Coping Strategyiaelling.

Unit 11: Organizational Conflict

Introduction; Functional and Dysfunctional Aspect<Conflicts; Individual Level Conflicts;

Goal Conflicts; Role Conflicts; Interpersonal Cactd; Group Conflicts; Intragroup

Conflicts; Intergroup Conflicts; organizational leh\Conflicts; Intraorganizational Conflicts;

Interorganizational Conflicts; Conflicts Management

Unit 12: Organizational Culture

Concept and Impact of Organizational Culture; Gngatand Maintaining Organizational

Culture.

Unit 13: Organizational Change

Concept of Organizational Change; Factors affectidigganizational Change; Planned

Change; Resistance to Change; Change Agents; Qegamal Growth and Change.

Unit 14: Organizational Development

Concept of Organizational Development; Process afgafizational Development;

Organizational Development Interventions.
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Unit 15: Organizational Effectiveness

Concept of Organizational Effectiveness; Approadiee®rganizational Effectiveness: Goal,
Functional, System- Resource; Organizational anchdgarial Effectiveness; Factors in
Organizational Effectiveness; Integration of Indwwval Organizational Goals and

Effectiveness; Effectiveness through Adaptive Cgpitycle.

Course Code 20 (MGT): Marketing of Services
Unit 1: Introduction to Service Marketing
Concept and Characteristics of Service Marketinigssification of Services; Importance of
Service Marketing; Differences between Goods andli&ss; The Service Economy; Growth
of Services Sector in India.
Unit 2: Management of Service Marketing
Concept of Service Marketing Mix; Elements of SeevMarketing Mix; Service Marketing
Segmentation; Positioning and Differentiation of\viees.
Unit 3: Consumer Behaviour in Service
Concept of Consumer Behaviour; Implications of Goner Behaviour on Marketing of
Services; Consumer Behaviour leading to availin@eifvices; Consumer Experience; Post-
Experience Behaviour.
Unit 4: Total Quality Management
Introduction; Service quality; Measurement of SeevQuality; Total Quality Management;
Dimensions of Total Quality Management; Managemeht People; Management of
Technologies; Controlling Quality; Quality Circle.
Unit 5: Managing Service Quality
Concept of Service Quality; Determinants of Servigeality; Challenges of Measuring
Service Quality; Dimension of Service Quality; Muming Service Quality; Handling
Complaints; Service Failure; Service Recovery.
Unit 6: Service Design and Development
Concept of Service Design; Challenges to Servicasidde New Service Development;
Developing the Service Blueprint; Service Innovatio
Unit 7: Service Delivery
Concept; Different Channels for Service Deliveryrdot Channel, Franchising, Agents and
brokers; Internet Channels; Channel Conflict anddReion; Physical Evidence in Service

Delivery; Employees’ Role in Service Delivery; RaeCustomer in Service Delivery.
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Unit 8: Service Pricing

Concept; Cost of Service Delivery; Customer Proflty Management; Customer Value and
Price; Revenue Management Techniques; Price Disaiion; Segmented Pricing;
Customer Value and Price.

Unit 9: Bank Marketing

Introduction; Significance of Marketing Banking 8iees; Behavioural Profile of Users of
Banking Services; Marketing Mix for Banking Senace

Unit 10: Insurance Marketing

Introduction; Significance of Insurance Marketifghavioural Profile of Users of Insurance
Services; Market Segmentation for Insurance ManmkgtiMarketing Mix for Insurance
Services.

Unit 11: Tourism Marketing

Introduction; Significance of Tourism Services; Betoural Profile of Users of Tourism
Services; Product Planning and Development; MaBegmentation for Tourism; Marketing
Mix for Tourism.

Unit 12: Hotel Marketing

Introduction; Significance of Hotel Services; Betwaval Profile of Users of Hotel Services;
Product Planning and Development; Market Segmemtafor Hotel; Marketing Mix for
Hotel Services.

Unit 13: Educational Marketing

Introduction; Significance of Educational Marketin@ehavioural Profile of Users of
Educational Services; Marketing Mix for Adult Edtioa; Marketing Mix for Elementary
Education; Marketing Mix for Secondary Educatiomarketing Mix for Higher Education
Unit 14: Personal Care Marketing

Introduction; Significance of Personal Care SersjicBehavioural Profile of Users of
Personal Care Services; Market Segmentation faopeat Care Services; Marketing Mix for
Personal Care Services.

Unit 15: Hospital Marketing

Introduction; Significance of Marketing of Hospit8lervices; Types of Hospital; Thrust

Areas Medicare Services; of Marketing Mix for HdapServices.
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Finance Specialization

Course Code 19 (FIN): Financial Services

Unit 1: Financial Services

Concept, Various Types of Financial Services, Ingure, Evolution, Financial Services in
India.

Unit 2: Banking Services

Concept of Bank, Evolution of Banking in India, Bgof Banks, Functions of Commercial
Bank, Structure, Retail Banking and Business Bagkin

Unit 3: Leasing

Leasing - Concept and Essential Elements, Impogtamgpes of Lease, Advantages and
Disadvantages, Leasing Industry in India, RegutatibLeasing in India.

Unit 4: Hire Purchase

Concept and Features of Hire Purchase, Rights aridjafions of Hirer, Owners Right,
Distinction between Hire Purchase and Leasing, Aurchase and Instalment Purchase.
Unit 5: Factoring and Forfeiting Services:

Concept of factoring — meaning, characteristicstigmto factoring, mechanism, Benefits of
Factoring, Types of factoring, factoring in India;

Concept of Forfeiting, Mechanism of forfeiting, Bsits of forfeiting, Factoring vs.
Forfeiting bodies-IFA, ATFA, SAFF.

Unit 6: Merchant Banking Services

Concept, Merchant Banking services, Role of Mertliganks, Merchant Banking in India,
SEBI (Merchant Banking) Rules and Regulations.

Unit 7: Depository and Custodial Services

Meaning and importance of depositories, Deposiorfet 1996, Constituents of the
depository system, Functions of Depository, DepogiMechanism, SEBI (Depositories and
Participants) Regulation 1996, NSDL and CDSL, CdisticServices.

Unit 8: Capital Market Services

Capital Market- Functions and importance, Manageréapital Issues - Various types of

issues, Pricing of Capital Issues, Intermedianesapital issues.
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Unit 9: Credit Rating Services

Meaning and importance, Advantages and Limitatimingredit rating, Credit rating agencies
in India, Factors considered in credit rating.

Unit 10: Mutual Funds

Meaning and Types of Mutual Funds; Benefits of Mlitkunds; SEBI (Mutual Funds)
Regulations 1996;

Unit 11: Insurance Services

Meaning of Insurance; Importance; Types of Insueanerivate and Public Sector in
Insurance business; IRDA and its Regulatory Measure

Unit 12: Venture Capital Financing

Meaning and Importance; Features of Venture Castalges of Venture Capital Financing.
Unitl3: Securitization of Debts

Introduction of securitization; Features, advansaggteps involved in the Securitization
Process; Guidelines laid down by the Securitizafiot) 2002.

Unit 14: Portfolio Management

Introduction; Theories of Portfolio Management; fieiques of Portfolio Evaluation and
Measures of Portfolio Revision.

Unit 15: Mergers and Acquisitions

Introduction; Benefits of Mergers; Procedure andedres of Mergers; Legal aspects
Governing Mergers, Acquisitions and Takeovers thdn

Course Code 20 (FIN):Micro-Finance
Unit 1: Basics of Micro- Finance

Meaning of Micro- Finance; Nature of Micro- Finan&cope of Micro- Finance; Need for
Micro- Finance; Micro- Finance and Poverty Allevost; Principles of Micro- Finance;
Micro- Finance Products: Micro credit, Micro Savinglicro Insurance, Micro- Finance
Services.

Unit 2: Evolution of Micro- Finance -I

Development of Micro- Finance: The InternationapExence; Bangladesh experience.
Unit 3: Evolution of Micro- Finance -l

Growth of Micro- Finance in India; Growth of Micrd-inance in North-Eastern Region;
Challenges and Prospects of Micro- Finance in India
Unit 4: Micro- Finance and Institutions
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Sources of Micro- Finance: Non- Institutional amdtltutional; Micro- Finance Institutions;
Various Models of Micro- Finance Institutions arit Functions; Sources of Fund, Credit
Delivery Mechanism for Micro Credit; Non-FinancBérvices and MFIs.

Unit 5: Micro- Finance Credit Lending Models

Credit Lending Models: Association Model, CommuniBanking Model, Cooperative
Model, Credit Union Model, Self Help Group (SHG) t#d, Joint Liability Group Model;
Rotating Savings and Credit Association; VillagenEag Model.

Unit 6: Self Help Group (SHG) Movement in India

SHG: Concept and Features; Functions; FormationG-8ldnk Linkage Programme;
Progress of SHG-Bank Linkage Programme.

Unit 7: Financial Management of MFIs

Introduction; Fund Management; Credit Managemertridls Types of Risk in MFIs and
their Management; Financial Accounting and Repgrtin

Unit 8: Performance Management

Introduction; Measurement of Operational Efficienagd Productivity in MFIs; Impact
Assessment and Social Assessment of MFIs.

Unit 9: Micro- Finance and Financial Inclusion

Objectives of Financial Inclusion; Benefits of Rit#al Inclusion; Process of Inclusion; Role
of Micro- Finance in Financial Inclusion.

Unit 10: Micro- Finance and Development

Livelihood and Developmental Approach; Micro- Fican and Entrepreneurship
Development; Micro- Finance and Agricultural Deyweent; Micro- Finance and MSME
Development; Micro- Finance and Health, Micro- Fioa and Education; Micro- Finance
and Women Empowerment.

Unit 11: NABARD and Micro- Finance

Role of NABARD in Promoting Micro- Finance; Diffare Schemes of NABARD for
Promotion of Micro- Finance .

Unit 12: Government Schemes for Promotion of MicroFinance

SGSY, NRLM, URLM, Lead Bank scheme.

Unit 13: Role of RRBs in Promoting Micro- Finance n Assam

AGVB, Langpi Dehangi Rural Bank.

Unit 14: Best Practices from Micro- Finance

Literacy; Punctuality; Risk Management; Leadership.

Unit 15: Regulatory Framework of Micro- Finance
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Legal and Regulatory Framework for Micro- Finandeged for Regulation of MF and MFIs;
Various Laws Governing MF Activities in India; TH&ooperative Society Act.; The RBI
Act; The Banking Regulation Act; The Micro- Finandestitutions (Development and
Regulation) Bill 2012.

Semester- VI
Course Code (Comp-21): Entrepreneurship Developmergnd Small Business
Management
Unit 1: Fundamentals of Entrepreneurship
Nature and characteristics of Entrepreneurshipeigence of Entrepreneurial Class; Risk
involved with Entrepreneurship; Barriers to Entesprurship; Factor affecting
entrepreneurial growth.
Unit 2: Theories of Entrepreneurship
Theories of entrepreneurship- innovation theorySashumpeter, Need for Achievement
Theory of McClelland, Leibenstein’s X-efficiency @bry, Risk Bearing Theory of Knight,
Max Weber's Theory of Entrepreneurial Growth, Hdgemheory of Entrepreneurship,
Economic Theory of Entrepreneurship, Exposure Tyeair Entrepreneurship, Political
System Theory for Entrepreneurial Growth.
Unit 3: Entrepreneurship Development Programme (EDP
Meaning and Importance of EDP; Objectives; Coursmtént and Curriculum of EDP;
Phases of EDP; Institutions providing EDP in Indmaportance of EDP in N.E. Region.
Unit 4: Entrepreneur
Meaning and characteristics of Entrepreneur; Qealitof a Successful Entrepreneur;
Functions of Entrepreneurs; Types of Entrepreneurs.
Unit 5: Entrepreneur and Manager
Professional Manager, owner- manager, owner manag@rofessional manager, Manager
Vs Entrepreneur, entrepreneurship Vs administr&otrepreneurship.
Unit 6: Promotion of a Venture
Sources of Business ldeas; Meaning of Promotiora ofenture; Opportunity Analysis;
External Environmental Analysis: Economic, Socié&chnological; Competitive Factors;

Legal Procedure to start a Venture.
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Unit 7: Preparation of Business Proposal
Importance of Preparing the Business Proposal; ébsitof Business Proposal; Designing
Business Proposal: Location, Layout, Operationnifilag and Control; Preparation of Project
Report; Submission of Project Report to Finanaatitutions.
Unit 8: Venture Capital
Concept; Importance for a new Venture; Raising Buiod a New Venture; Sources of Fund;
Venture Capital as a Source.
Unit 9: Mobilising Resources
Mobilising resources for start-up. Preliminary Qawts with the Vendors, Suppliers,
Bankers, Principal Customers; Contract Manageniasgic start-up problems.
Unit 10: Women Entrepreneurship
Introduction, importance of Women Entrepreneursharriers of Women Entrepreneurship,
promotion of Women Entrepreneurship, process ofeldging Women Entrepreneurship,
schemes for Women Entrepreneurs in India.
Unit 11: Small Business
Meaning, Characteristics, Objectives and Scopé&ylPnes of Small Business; Small Business
and Economic Development; Procedure of Settingfup®mall Business; Small Business as
Seed Bed for Entrepreneurship.
Unit 12: Ownership Structure
Concept of proprietorship, concept of partnersi@pncept of Company, Concept of Co-
operatives, Selection of an appropriate form of eship structure, Ownership pattern in
Small Scale Industries in India, Growth strategiesmall business.
Unit 13: Size and Location of a Business Unit

a) Introduction; Standards to Measure the Size of sifass Unit; Factors Determining

the Size of a Business Unit; Optimum Size of a Firm
b) Principles of Location of Business Unit; Factondluencing Location of Business
Unit; Plant Location in the North East Region: THresent and Future Status.

Unit 14: Industrial Sickness: Meaning of Industrial Sickness; Warning Signaldrafustrial
Sickness; Causes of Industrial Sickness: Extermabes of Industrial Sickness, Internal
causes of Industrial Sickness, Factors responsible sickness of small business;
Consequences of Industrial Sickness; CorrectivesMies.
Unit 15: Institutional Support for Small Business

Introduction, National level institutions, statedéinstitutions.
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Course Code (Comp-22)Theory and Practice of Banking

Unit 1: Introduction to Indian Banking System

Historical Perspective of Indian Banking Systemru&ure of Indian Banking System;
Functions of a Modern Commercial Bank. Role of Bagk System in Economic
Development. Impact of Competition; Current Tremdkdian Banking System.

Unit 2: Banking System

Introduction; Branch Banking; Unit Banking; BranBanking Vs Unit Banking; Advantages
and Disadvantages of Branch Banking; Advantages Risddvantages of Unit Banking
Chain Banking; Group Banking.

Unit 3: E-Banking Solutions

Concept of E-Banking; Different Types of Servicesl &roducts: ATM, Debit and Credit
Cards, Phone Banking, Internet Banking, EFT-RTGGMNBFT.

Unit 4: Banker —Customer Relationship

Definition of Banker and Customer, Different TypefsRelationship between Banker and
Customer; Rights and Obligations of a Banker; Gdme¢ Order. Banking Ombudsman
Scheme

Unit 5: Operation of Bank Accounts

Different Types of Bank Accounts: Fixed Deposit Aaot, Savings Account, Current
Account; Procedure of Opening and Operation of i@mviand Current Account; Account
Facilities available for NRI'S; KYC Guidelines.

Unit 6: Different Types of Customer

Types of Bank Customers: Minor, llliterate Persodsint Account, Partnership Account,
Joint Stock Company Account.

Unit 7: Credit Creation by Commercial Banks

Introduction; Banks and Deposits; Primary Depaoaitd Derivative Deposits; Mechanism of
Credit Creation; Limitations of Credit Creation.

Unit 8: Central Banking in India

Concept of Central Bank; Reserve Bank of India:tdifis Structure of RBI; Management;
Functions.

Unit 9: Credit Control Techniques

Concept and Implications of Credit Control; MethaafsCredit Control: Quantitative and
Qualitative Methods of Credit Control.
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Unit 10: Banking Legislations in India

Banking Regulation Act, 1949; Requirements as taiMum Paid-up Capital and Reserves;
Constitution of Board of Directors; Licensing of id@ng Companies; Accounts and Audit;
Powers of the RBI; Deposit Insurance in India.

Unit 11: Negotiable Instruments

Definition and Features; Types of Negotiable Insteats; Parties to Negotiable Instruments;
Payment in due course; Endorsements: Meaning; Kmid€£ndorsement; Crossing of
Cheque: Types, Significance, Rules of Crossing;m@ay¢ and Collection of a Crossed
Cheque.

Unit 12: Statutory Protection to Paying Banker

Meaning; Precaution to be taken Before HonourinGhaque; Circumstances under which a
Banker is Justified in Refusing Payment of a CheBuawn on Him; Duties of Paying
Banker; Protection available to a Paying Banker;n®o Paid by Mistake; Payment of
Domiciled Bills.

Unit 13: Statutory Protection to Collecting Banker

Meaning; Precaution to be taken by a Collecting K@anBanker as a Holder for Value;
Banker as an Agent; Duties of Collecting Bankerat@bry Protection available to a
Collecting Banker, Basis of Negligence, Duties @dallecting Banker.

Unit 14: Bank Advances

Principles of Sound Lending; Secured and UnsecAde@nces; Types of Advances.

Unit 15: Security for Advances

Pledge, Hypothecation and Mortgage; Advances ag&iasds, Document of Title to Goods;
Stock Exchange Securities; Life Insurance Polickeged Deposit Receipt, Assignments:
Types of Assignments, Loans without Collateral siéies, Guarantees.

Accounts Specialization
Course Code 23 (ACC)TAXATION

Unit 1: Introduction: Basic Concept: Income, Agricultural Income; Gros#al Income,
Total Income, Incomes which do not form part ofitahcome, Persons, Assessment Year,
Previous Year; Tax Evasion, Tax Avoidance.

Unit 2: Heads of Income:Heads of Income: Salaries, Income from house Ptpperofit

and Gains of Business and Profession; capital Gikinesme from Other Sources.
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Unit 3: Computation of Tax Liability: Computation of Total Income, Deductions under
section 80C, 80U in Computing Total Income and Tability of an Individual, Hindu
Undivided Family, Business Firm; Aggregation of dnte; Set-off and Carry Forward of
Losses; Deduction from Gross Total Income.

Unit 4: Wealth Tax: Definition; Basis of charge; Assets exempted fronealth Tax;
Computation of Wealth Tax liability.

Unit 5: Tax Planning -1: Tax Planning for setting up of a new business: Matuocation,
Form of Business Firm; Tax Planning for FinanciaddMdgement Decision: Capital Structure,
Dividend, Bonus Share.

Unit 6: Tax Planning -2: Tax Planning for Managerial Decision- making: Proglor Buy,
Own or Lease; Amalgamation, Merger; Tax Planning Employees’ Remuneration,
Distribution of Assets at the Time of Liquidation.

Unit 7: Tax Management: Filing of return, Tax Deduction at Source; Advariayment of
Tax; Assessment Procedurax Planning for Individuals.

Unit 8: Tax Administration: Authorities; Appeals; Penalties

Unit 9: Service Tax: Service tax: Concept and General Principles; Chafgeervice Tax
and Taxable Services; Valuation of Taxable Services

Unit 10: Central Excise Act, 1944:Nature; Legislative History; Coverage; Levy and
Collection of Excise Duties.

Unit 11: Customs Act, 1962:Principles Governing Levy of Customs Duty; BasimBEiples

of Classification of Goods and Valuation of Goo@sistoms Authorities.

Unit 12: The Central Goods and Services Act, 201 Applicability of the Act; Definitions:
Agriculturist, Assessment, authorised Bank, Centiax, Electronic Cash Register,
Electronic Commerce, Input Tax, Output Tax, Mixagfly, Non- Resident Taxable Person,
Non- Taxable Supply.

Unit 13: Levy and Collection of Tax: Definition of Supply; Tax Liability on Composite @n
Mixed Supplies, Levy and Collection; Power to Greremption from Tax.

Unit 14: Input Tax Credit: Eligibility; Conditions for Taking Input Tax CrediManner of
Distribution of Credit by Input Service Provider.

Unit 15: Registration: Registration under the Act; Persons not Liable Raygistration;
Compulsory Registration; Procedure for Registratideemed Registration; Amendment and

Cancellation of Registration.
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Course Code 24 (ACC)Management Accounting
Unit 1: Introduction to Management Accounting
Meaning, Objectives, Nature and Functions of Manag@ Accounting; Differences
between Cost Accounting and Management AccountDifferences between Financial
Accounting and Management Accounting; ManagemegbAoting Techniques.
Unit 2: Financial Statement Analysis
Meaning, features, importance and limitations afdficial Statement; Types of Financial
Statement; Analysis and Interpretation of FinanSiatement.
Unit 3: Accounting Ratios
Meaning and Importance; Types of Ratios; AdvantagesLimitations of Ratio Analysis.
Unit 4: Fund Flow Statement
Meaning, Objectives, Advantages and Disadvantagésiod Flow Statements, Preparation
of Fund Flow Statement.
Unit 5: Cash Flow Statement
Meaning, Objectives, Advantages and Disadvantaf€sash Flow Statements; Distinctions
between Cash Flow Statement and Fund Flow Stateninefparation of Cash Flow
Statement.
Unit 6: Budget and Budgetary Control
Meaning of Budget and Budgetary Control; Objectjiveddvantages and Disadvantages of
Budgetary Control; Essentials of Successful Budge@ontrol; Classification of Budgets:
Fixed, Flexible, Zero based, Programme and Perfoce8udgets.
Unit 7: Standard Costing
Concept of Standard Cost and Standard Costing; itelgas, Limitations and Applications
of Standard Costing.
Unit 8: Variance Analysis
Concept of Variance Analysis: Material, Labour, @eads and Sales Variances; Disposition
of Variances; Control Ratios.
Unit 9: Marginal Costing
Meaning, Advantages and Limitations of Marginal @ag Applications of Marginal
Costing.
Unit 10: Break- Even Analysis
Meaning of Marginal Costing, Concept of Break- Evemalysis, Practical uses of Break-
Even Analysis, Concept, of P.V. Ratio, Meaning dadrlyin of Safety, Meaning of Angle of

Incidence; Break- Even Chart.
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Unit 11: Cash Management

Nature of Cash; Motive for Holding Cash; Cash Mamragnt; Determining Optimum Cash
Balance; Cash Management Models; Investment ofl&siffunds.

Unit 12: Receivable Management

Meaning of Receivable; Cost of Maintaining Receleap Factors influencing Size of
Receivables; Meaning and Objectives of ReceivabManagement; Dimension of
Receivables Management.

Unit 13: Human Resource Accounting

Meaning; Basic Premises of Human Resource Accogintileed, Objectives and Advantages
of Human Resource Accounting; Methods of Human ResAccounting; Human Resource
Accounting in India; Objections against Human Reseuccounting.

Unit 14: Accounting for Price level changes:

Meaning, Need, Objectives and Advantages of Acangrior Price Level Changes; Methods
of Accounting for Price Level Changes; Simple Peofrs.

Unit 15: Contemporary Issues

Responsibility Accounting: Concept, Significance,iff@ent Responsibility Centres;
Divisional Performance Measurement: Financial anoh{Rinancial measures; Transfer

Pricing.

Management Specialisation

Course Code 23 (MGT):Industrial Relations and Labour Laws
Unit 1: Industrial Relations
Concept and Significance of Industrial Relationgyties to Industrial Relations; Factors
affecting Industrial Relations; Approaches to Irtdas Relations: Unitary Approach,
Pluralistic Approach; Marxist Approach, Human Rlas Approach; International
Dimension of Industrial Relations.
Unit 2: Industrial Disputes
Concept of Industrial Disputes; Causes of Indusisputes; Consequences of Industrial
Disputes.
Unit 3: Resolving Industrial Disputes

Prevention of Industrial Disputes; Settlement Maehies of Industrial Disputes.
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Unit 4: Employee Grievances

Concept of Employee Grievances; Causes of Empl&yeevances; Grievance Redressal
Procedure; Essentials of an Effective Grievanceréssal Procedure; Legal Aspect of
Grievance Redressal.

Unit 5: Collective Bargaining

Concept and Significance of Collective Bargaini@tparacteristics of Collective Bargaining;
Essentials for Successful Collective Bargaining; rgad@ming Strategies: Distributive
Bargaining, Integrative Bargaining, Attitudinal Bafning, Intra- organizational Bargaining;
The Process of Collective Bargaining; Bargainingpasse, Mediation and Strikes;
Guidelines for Effective Collective Bargaining.

Unit 6: Workers’ Participation in Management

Concept and Importance of Workers’ ParticipatiodMianagement (WPM); Forms of WPM;
Essentials for Effective WPM; WPM in India.

Unit 7: Industrial Health

Concept; Importance of Industrial Health and Saf@gcupational Hazards and Diseases;
Protection against Hazards; Statutory ProvisiomEeming Health in India.

Unit 8: The Trade Union Act, 1926

Concept and Need of Trade Union; Types of TradeokinRegistration of Trade Union;
Duties and Liabilities of Trade Union; Rights andviteges of Registered Trade Union;
Problems of Trade Unions in India.

Unit 9: The Industrial Disputes Act, 1947

Scope; Important Definitions; Authorities under thet; Reference to Arbitration; Award
and Settlement.

Unit 10: The Payment of Wages Act, 1936

Scope; Important Definitions; Responsibility of Rent of Wages; Time and Mode of
Payment; Authorised Deductions; lllegal Deductions.

Unit 11: The Factories Act, 1948

Scope; Important Definitions; Provisions regardiigalth, Safety and Welfare of Workers;
Employment of Women and Young Person.

Unit 12: The Employees’ Compensation Act, 1923

Scope; Important Definitions; Rules regarding Engpks’ Compensation;

Unit 13: The Payment of Bonus Act, 1956

Scope; Important Definitions; Allocable and AvaiebSurplus; Eligibility of Bonus;

Payment of Minimum and Maximum Bonus; DeductiomirBonus.
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Unit 14: Industrial Employment (Standing Orders) Act, 1946

Introduction, Objects and Application of the Actut®nission of Draft Standing Orders;
Certification of Standing Orders; Appeals; Date Ofperation of Standing Orders;
Certification Officer and Appellate Authority; Pdties.

Unit 15: International Labour Organization

Objectives and Structure of ILO; Impact of ILO; ILlRecommendations.

Course Code 24 (MGT):Advertising and Sales Promotion
Unit 1: Introduction
Meaning, Features, Importance of Advertising; Adigerg as a tool of Communication;
Types of Advertising.
Unit 2: Media Decisions
Concept of Advertising media; types of AdvertisiMedia; Factors influencing Media
Choice; Media Selection; Media Scheduling.
Unit 3: Message Development
Advertising Appeals; Advertising Copy and Elemeftgparing ads for different media.
Unit 4: Advertising Budget
Concept; Factors influencing Advertising BudgetdBeating Methods
Unit 5: Measuring Advertising Effectiveness
Evaluating Communication and Sales Effects; Prd-Rost-testing techniques;
Unit 6: Advertising Agency
Concept of Advertising Agency; Importance; Role,p@y and Selection of Advertising
Agency.
Unit 7: Rural Advertising
Fundamentals of Rural Market; Understanding Ruaistimers; Marketing and Advertising
in Rural Market; Media Selection in Rural Adventigi
Unit 8: Ethics in Advertising
Introduction; Perceived Role of Advertising; The wdising Standards Council of India;
Forms of Ethical Violation; Misleading Advertisinghdvertising to Children, Product
Endorsement, Cultural, Religious and Racial Sensitiin Advertising; Obscenity in
Advertising.
Unit 9: Sales Promotion
Concept; Importance; Advantages and LimitationsSales Promotion; Kinds of Sales

Promotion: Consumer Sales Promotion, Dealer Satmadion, Sales Force Promotion.
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Unit 10: Sales Promotion Scheme

Sampling, Coupon, Price Off, Premium Plan, Consu@mmtest and Sweeps Takes. POPM
Display, Demonstration, Trade Fair and Exhibiti&@ales Promotion Technique and Sales
Force.

Unit 11: Personal Selling

Nature and Importance of Personal Selling; FunstiohPersonal Selling; Personnel Selling
as a Career.

Unit 12: Salesmanship

Buyer- Seller Relationship; Product Knowledge; ©ustr Knowledge - Buying Motives and
Selling Points.

Unit 13: Approach and Presentation

Methods of Approaching a Customer; Presentatiocdd®and Styles; Presentation Planning.
Unit 14: Objection Handling

Types of Objections; Handling Consumer Objections.

Unit 15: Closing Sales and Follow Up

Methods of Closing Sale; Executing Sales OrdertoMoUp, Importance and Process.

Finance Specialisation

Course Code 23 (FIN):iInternational Trade and Business
Unit 1: Introduction to International Business
Concept of International Business; Domestic verimtional Trade Impact of Globalization;
Complexities of International Business; Modes ofrfzmto International Business.
Unit 2: International Business Operations
Introduction; Different Organizational Structurer finternational Business; International
Business Negotiations.
Unit 3: International Business Environment
National and Foreign environment and Componenten&aic, Cultural, Social, Political,
Legal.
Unit 4: Theories of International Trade
Theory of Absolute Advantage, Theory of Comparafidvantage.
Unit 5: Gains from Trade and Terms of Trade
Gains from International Trade; Terms of Trade;téacInfluencing Terms of Trade; Terms

of Trade and Economic Development.
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Unit 6: Free Trade and Protection, Tariffs and Impat Quotas

Introduction; Free Trade; Protection; Protectiomsl @eveloping Countries; Forms and
Methods of Protection; Effects of Protection.

Unit 7: Balance of Payment

Meaning, Structure, Disequilibrium in BOP; Correctiof Disequilibrium.

Unit 8: Foreign Exchange

Meaning; Methods of Payments; Determination of Exge Rates; Foreign Exchange
Market; Arbitrage and Exchange Control: Meaningje@tives, Methods.

Unit 9: International Trade Finance

Sources of Finance to International Trade, Mecmaras International Trade Finance; EXIM

Bank and its Role.

Unit 10: Financing of Foreign Trade

Concept of Financing of Foreign Trade; Sourcesaséign Trade Finance: Banks, Factoring,
Forfeiting, Banker's Acceptance and Corporate Guaes Forms of Payment: Cash in
Advance, Letter of Credit, Documentary Collecti@Qpen Account.

Unit 11: International Monetary Fund

Origin, Structure and importance, Functions, Rolenternational Trade.

Unit 12: WTO

The WTO, GATT vs. WTO, lts structure, ObjectivesinEtions, WTO Agreement, Working

of WTO.

Unit 13: UNCTAD

Origin, Organization, Objectives Functions, and ikgements, Performance appraisal.

Unit 14: Regional Economic Co-operation

Forms of Regional Economic Co-operation: Integratdforts among Countries in Europe,
North America and Asia: NAFTA, EU, ASEAN, SAARC, BERS.

Introduction; Organization; Objectives; Functions

Unit 15: Issues in International Business

Developments and Issues in International Busin@s$sourcing and its Potentials for India;

Role of IT in International Business; InternatioBaisiness and Ecological Considerations.
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Course Code 24 (FIN): RURAL DEVELOPMENT AND RURAL FINANCE IN INDIA
UNIT 1: Basic Concepts of Rural Development

Concept of Rural Development; Why Rural DevelopfieSome Dilemmas in Development
— Rural Vs Urban Development, Agriculture Vs IndiztDevelopment, Capital Vs Labour
Dogma, Autonomous Vs Induced Development

UNIT 2: Rural Economy of India

Size and Structure of the Indian Rural Economy;drtgnce and Role of the Rural Sector in
India; Economic, social and Demographic Charadiesisof the Indian Rural Economy;
Causes of Rural Backwardness (Indian Context)

UNIT 3: Approaches to Rural Development

Community Development Programmes; Gandhian Appro&ehRural Development;
Balancing Rural and Urban Development

UNIT 4: Cottage Industries in India

Role of Cottage Industries in Indian Economy; VasioCottage Industries of India;
Government Policies for Cottage Industries

UNIT 5: Rural Indebtedness in India

Meaning; Nature; Consequences of Rural Indebtedmasgrammes for Removal of Rural
Indebtedness

UNIT 6: Rural Unemployment in India

Characteristics; Incidence of Rural Unemployment India; Employment Generation
Measures

UNIT 7: Poverty in Rural India

Characteristics; Incidence of Rural Poverty in éndtoverty Eradication Measures

UNIT 8: Role of Technology in Rural Development

Importance of Rural Technology in Agriculture andligd Sectors; Issues with Use of
Technologies

UNIT 9: Agriculture and Livestock Insurance in India

Role of Agriculture and Livestock Insurance in bBdiAn Assessment of Different Rural
Insurance Schemes in India

UNIT 10: Rural Finance in India

Non-Institutional Sources of Rural Finance in Indidndigenous Banker, Money Lenders,
Landlords, Traders; Institutional Sources of Rufadance in India — Co-Operative Banks,
Public Sector Banks, Corporations and Apex BodiR&BARD, Agricultural Finance
Corporation, RRBS)
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UNIT 11: Role of Commercial Banks in Rural Financen India

Progress of Commercial Banks; Priority Sector LegdiThe Lead Bank Scheme; Analysis
of Major Schemes of the Government of India undemasince 1990 in different sectors —
Agriculture, Animal Husbandry, Fishery, Cottage ustties; Difficulties faced in
Implementation of these Schemes

UNIT 12: Co-Operative Banks

Progress of Co-operative Banks in India; AdvantagfeSo-Operative Institutions; Problems
faced by Co-Operative Banks in Financing Rural Dewvaent

UNIT 13: Regional Rural Banks

Objectives and Functions of RRBs; Evaluation ofgPess and Activities of RRBs; Critical
Assessment of Functions of RRBs

UNIT 14: NABARD

Objectives and Functions of NABARD; Evaluation abgress and Activities of NABARD;
Critical Assessment of Functions of NABARD

UNIT 15: Recent Innovations in Rural Finance

Micro Credit, NGOs and Self-Help Groups, Rural $&\Centres of Banks.
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