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Department of Management Studies was established on 30th July 2019 with the vision to 
develop a center of global excellence in the area of Management by bringing in 
innovations in pedagogy, fostering entrepreneurship, and providing an industry-institute 
interface for budding managers. The department endeavors to prepare young 
professionals, entrepreneurs, and researchers in Marketing, Finance, HR, Operations and 
Systems who can contribute to developing socially responsible business models. 

 

VISION 
To be a center of global excellence in the area of Management Studies by fostering 
entrepreneurship and providing an Industry-Institute interface for budding managers. 

 
MISSION 
To create professionals who are able to make decisions, implement, innovate, and lead 
businesses and other institutions across the globe. 

 

GOALS 
The Department wishes 

o To offer a world-class management program 
o To prepare professionals, entrepreneurs, and researchers in Marketing, Finance, 

HR, Operations and Systems. 

o To contribute to developing socially responsible business models 
o To impart knowledge, s o f t  skills a n d  i n c u l c a t e  p r o f e s s i o n a l i s m  i n  

students to lead professionals in their areas of specialization. 
 

CORE VALUES 
The Department strives to inculcate 

o Punctuality, mutual respect, professionalism, humanness, kindness, honesty, hard 
work, and positive thinking as essential qualities to work with and for people. 

o Equanimity, integrity, interpersonal rapport, and dignity as the core values to have 
a healthy and productive work culture. 

 
FACILITIES 
The Department makes all possible efforts to equip the classrooms with all modern 
gadgets to facilitate effective teaching and learning 
Computer Lab 
The Department conducts practical classes pertaining to computers in the computer lab. 
The lab is connected to a Wi-Fi facility. 

Books and E-resources 
The University Central Library issues text and reference books to the students. Standard 
and reputed Management journals both national and international are also made 
available. 

 

Entrepreneurship and Skill Development Cell 
Established in the Department of Management Studies with the objective of giving an 
opportunity to learn more about entrepreneurial culture, qualities, risks, practical 
exposure to students, challenges, issues in start-ups, etc. 
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Extra-curricular Activities 
The university campus is multi-cultural and inclusive which provides a conducive 
atmosphere for their all-round development. Students get the opportunity to develop 
their varied non-academic skills, engage in sports and games and attend yoga classes 
besides taking part in numerous departmental/university/inter-university level 
competitions that are conducted from time to time. 

 

DISTINCT FEATURES 
MBA is a professional programme designed to equip students with the skills and qualities 
necessary to manage various functional areas of Management namely Finance, 
Marketing, HR, Operations, and Systems. 

 
Duration 
MBA is a regular Post Graduate Programme with a duration of two academic years offered 
under CBCS comprising four semesters. In each academic year, there shall be two 
semesters commencing from June to November and December to April respectively 
Pedagogy 
The pedagogy and curriculum are designed to enable the students to learn and acquire 
both theoretical knowledge and practical skills in management. A balanced combination 
of theory and practical classes using teaching methods such as lectures, case studies, 
presentations, group discussions, field visits, and project work. The medium of 
teaching/instruction is English. 

 

Curriculum 
Comprehensive and updated curriculum is designed keeping in mind the varied career 
prospects of students based on the expectations and requirements of the industry and 
society. 
In addition to the existing regulations for Post Graduate Programme offered under the 
Choice Based Credit Semester System (CBCSS) at the University, the guidelines  of the 
New Education Policy 2020 are also considered in framing the course structure. 

 

MBA (full-time-CBCSS) of the Central University of Kerala, will have the following 
additional provisions: 
At present, the total number of intake is 40. In order to encourage industry participation, 
10% of additional seats are reserved for industry-sponsored candidates/ defence 
personnel. There will be no age restriction for seeking admission to the MBA Programme. 

 

Eligibility for Admission 
Students with a bachelor’s degree from a recognized university under ten plus two plus 
three (10+2+3) system in any discipline with not less than 50 percent marks (45% marks in 
case of candidates belonging to reserved category) or equivalent grade in the aggregate is 
eligible for admission. The admission will be based on a CUK entrance examination/CUCET 
as decided by the Admission Committee of the Central University of Kerala from        time to 
time. 
Admission Procedure and Reservation: As per existing CBCSS regulations of the Central 
University of Kerala 
Attendance:  As per existing CBCSS regulations of Central University of Kerala.
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EVALUATION AND AWARD OF GRADES 
 

Choice Based Credit Semester System (CBCSS) 
The MBA (Master of Business Administration) degree programme is offered through 
Choice Based Credit Semester System. Under this system, subjects are classified into hard 
core and soft core courses. During the third and fourth semester students are required to 
take specialized courses as elective subjects. 

 
Weightage of Marks: 
The weightage of marks between Continuous Internal Assessment and End Semester Examinations 
shall be 60 and 40 respectively. 
The distribution of Continuous Assessment (CA) marks will be: 
Mid- term Assessment (average of the best two): 20 Marks 
Assignments/ Case Analysis :    20 Marks 
Seminar, Presentation, Role Plays, and Quizzes etc.    : 15 Marks 
Attendance : 05 Marks 

 

(75% to 80% - 1 Mark, 80% to 85% - 2 Marks, 85% to 90% - 3 Marks, 90% to 95% - 4 Marks, 95%- 
100%- 5 Marks) 

 
For Continuous Assessment (CA) there is no separate minimum for a pass, however, for the End Semester 
Assessment (ESA), the student should acquire a minimum of 40% and in aggregate (CA plus ESA) the 
student should possess 50% marks for a pass in each subject 

 
Time Limit for the Completion of Programme: 
As per existing CBCSS regulations, 2021 of Central University of Kerala 

 
Classification of Successful Candidates: 
As per existing CBCSS regulations, 2021 of Central University of Kerala 

 
Summer Internship Project 
At the end of Second semester, Students shall be deputed for the internship project work to get experience 

and exposure of working environment in an organization for a period of 60 days before the commencement 

of third semester. During the internship, the students are expected to learn the functions and functional 

areas of management and professionalism in any business organization in order to obtain learning outcomes.  

The duly certified attendance of the student from the organization needs to be produced at the time of 

submission of report.  The summer internship project carries 6 credits. The internship project carries 200 

Marks. The evaluation includes a report (125 marks) and viva (75 marks) that will be conducted internally by 

the concerned supervisor and Head of the Department 
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Dissertation Project Report:  

During the fourth semester, every student of the MBA programme is required to undertake a project work on 

the problem(s) pertaining to their specialization for a period of 60 days under the guidance and supervision 

of a member of the faculty and manager in case of company. The dissertation project can be done either at 

company or as an independent field survey.  The report on the same must be submitted before the 

commencement of the fourth-semester university examination and will have to be undertaken for a period 

of six weeks. The report carries 200 marks with 6 credits. The dissertation project will have to be 

undertaken simultaneously at the beginning of the fourth semester for a period of 60 days followed by 

classes for specialized courses. There will be an internal valuation for the Dissertation Project. The evaluation 

includes a report (125 marks) and viva (75 marks) that will be conducted internally by the concerned 

supervisor and Head of the Department. 

 

Co-curricular-activities 

University-Industry Interface 

In order to build and nurture long-term relationships with the industry, the department frequently 

conducts special lectures under the ‘Knowledge Enrichment Series’ by inviting practicing 

professionals and corporate executives so as to infuse confidence and impart various soft skills 

amongst the students in their business endeavors. 

 

MOOC/ SWAYAM courses 

During the second semester, every student is required to undertake MOOC/ SWAYAM courses. The 

details of the course have to be informed to the Head of the Department through the in-charge 

faculty coordinator.  Students are expected to be sincere in complying with the requirements of 

MOOC/SWAYAM courses.   
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MBA Programme Structure
RECOMMENDED PROGRAMME STRUCTURE- MBA(G)(as per NEP and AICTE) 

 

Semester I Core -24;  Electives: 00 (6 Subjects – 4 Credits each) Total Credits – 24 

(AY 2023-24 onwards applicable for the new batch 2023-25) 

S.No. CORE/Programme/ 

Open Elective 

Course Code  Credits 

1 CORE MBG5101 Principles of Management 4 

2 CORE MBG5102 Accounting for Decision Making  4 

3 CORE MBG5103 Managing People and Organizations 4 

4 CORE MBG5104 Marketing Management 4 

5 CORE MBG5105 Operations Management 4 

6 CORE MBG5106 Business Communication and Soft Skills 4 

 Total Credits for First Semester 24 

 
Semester II Core -18; Elective-12; Total Credits - 30 

7 CORE MBG5201 Legal Aspects of Business 4 

8 CORE MBG5202 Financial Management 4 

9 CORE MBG5203 Research Methodology and Statistics 4 

10 CORE MBG5204 Summer Internship Project (SIP) 6 

11 Programme Elective 

(OPEN) 

MBG5001 Economics for Managers 4 

12 Programme Elective 

(OPEN) 

MBG5002 Organizational Behaviour  4 

13 Skill-based Elective  

(OPEN) 

MBG5003 Start-ups and Entrepreneurship 4 

14 MOOC* Non CGPA Credit Course 

 Total Credits for Second Semester 30 

 
 
 
 

 *also applicable to the existing batch 2022-24 
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Semester III Core -8; Elective-18; Total Credits – 26  

(AY 2023-24 onwards applicable for the existing batch of 2022-24 and upcoming batches) 

15 CORE MBG5301 Strategic Management 4 

16 CORE MBG5302 Operations Research 4 

17 Interdisciplinary 

Elective(OPEN)* 

MBG5004 Leadership Skills and Change 

Management 

4 

18 Programme Elective MBG5011/MBG5021/

MBG5031/MBG5041 

Elective (Two splzn: each 4 Credit) 

HR/Marketing/Finance/Operations 

8 

(2x4 credit) 

19 Programme Elective MBG5012/MBG5022/

MBG5032/MBG5042 

Elective (Two splzn: each 3 Credit) 

HR/Marketing/Finance/Operations 

6 

(2x3 credit) 

 Total Credits for Third Semester 26 

 
 

Semester IV Core -14; Elective- 08; Total Credits - 22 

19 CORE MBG5401 Corporate Governance and Business 

Ethics 

4 

20 CORE MBG5490 Dissertation Project Report and Viva-voce 6 

21 CORE MBG5402 Business Analytics for Managers 4 

22 Programme 
Elective 

MBG5013/MBG5023/

MBG5033/MBG5043 

Elective (Two splzn: each 4 Credit) 

HR/Marketing/Finance/Operations 

8 
(2x4 

credit) 

23 Value Added 
Course** 

MBG5004 Corporate Social Responsibility 0 

 Total Credits for Fourth Semester 22 

 Grand total  of all the semesters 102 

 

Semester Credits 

I Semester 24 

II Semester 30 

III Semester 26 

IV Semester 22 

Total Credits 102 

 
Core Course Credits (including Summer Internship and Dissertation) = 24+18+8+14= 64 Credits  
Elective Course Credits = 12+ 18+08 = 38 Credits (16 credits for open electives) 
*Interdisciplinary Elective is for other department students and MBA students must have to 
 Complete 4 Credits Course from other department. 
**Value Added Course is a compulsory subject without credits. 
Total Credits= 102 
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Programme Outcome. 
 

The students will be able to attain the following after completing MBA – 
Programme: 

1) Skills in the areas of critical thinking, creative thinking, oral and written 
communication appropriate to the subject of study and interpersonal skills 

2) Function effectively as an individual, and as a member or leader in diverse teams, 
and in multidisciplinary settings. 

3) Ability to assess societal, health, safety, legal, and cultural issues and the 
consequent responsibilities relevant to human values and management practice. 

4) Demonstrate capacity for undertaking business research. 
5) Engage in social interaction, problem solving and ethical decision making. 
6) Identify business opportunities, design and implement innovative ideas in business 

work space. 
7) Develop the ability to synthesize local and global perspectives in one’s thinking and 

behavior. 
 
Programme specific outcomes:  

The MBA programme of Department of Management Studies should enable the students to 
attain, by the time of Post-Graduation: 

 Ability to gain critical insights into the main theories and concepts in business 
management 

 Ability to practically apply the knowledge in varied functional areas of business 
such as Finance, Marketing, Human Resource Management, Operations and 
Systems. 

 Gain the ability to analyze business problems, construct and evaluate analytical 
arguments for business decision making. 

 Communicate effectively with various business stakeholders effectively and bring 
innovative solutions with a professional and entrepreneurial mind-set. 

 Ability to analyze the business data, application of relevant analysis, and problem 
solving in the functional areas of business. 

 Encourage student on their professional development by reflecting on their 
subject, orientation study and Internship/ Independent Research Study 
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Semester I 
 

Core Course 1: PRINCIPLES OF MANAGEMENT 
 

Course Code MBG5101 Semester I 

Course Title Principles of Management 

Credits 4 Type Core 

 
This is a skill development, collaborative, practical, and employability-based course that aims 
to enhance the overall management skills of the students. The course also focuses on the 
eastern and western ethos of management principles contributing to human values. 

Course Description 

The course provides a fundamental exposure to the students on the theories in management and 
practice by contemporary executives with international perspectives. 

Course Outcome 
By the end of the course, students are expected to be able to obtain the following learning 
outcomes. 

Knowledge : 

● Theoretical concepts on general management 

● The significance and scope of management principles. 

● To acquire the nature of organization, its structure, principles and theories 

Skills: 

● Application of the concepts to the planning and decision making with respect to procedures, 
policies, rules and budgets of an organization. 

● Staffing, directing, controlling and coordination techniques 

Competency: 
● Development of models of planning, leading, staffing and all other management 

responsibilities. 
● Understanding of eastern and western ethos of management 

Course Structure 
Module I: Management and Evolution of Management Thought: Definition – Nature and features of 

Management - Administration Vs Management - levels of Management- Functions of Managers - Evolution of 

Management thought – Contributions of F. W Taylor, Henri Fayol, Elton Mayo, Roethlisberger, H.A. Simon and 

Peter F Drucker- Approaches to the Study of Management- Universality of Management: Indian and Eastern ethos 

– MBO and MBE – (Relevant One or Two Case Studies) - Contemporary Perspectives in Management. 

Module II: Planning and Decision Making: Nature, importance and planning process – Planning premises – 

Components of Planning as Vision, Mission, Objectives, Goals, Policies, Strategies, Procedures, Methods, Rules, 

Projects and Budgets – Decision-making – Meaning – Types – Decision-making Process under Conditions of 

Certainty and Uncertainty – (Relevant One or Two Case Studies). 
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Module III: Organizing: Nature, purpose and kinds of organization – Structure – Principles   of organization – 

Departmentation – Bases or types of departmentation - Span of control – Line and staff functions – Authority and 

responsibility – Centralization and decentralization – Delegation of authority – Committees – Informal 

organization – Joint Ventures and Strategic Alliances – Emerging       organization structures (Relevant One or Two 

Case Studies). 

Module IV: Staffing and Directing: General Principles of Staffing- Directing – Importance and techniques - 

Motivation – Theories on Motivation – Leadership styles and Approaches (Relevant One or Two Case Studies). 

Module V: Coordination and Controlling: Coordination: Concept, Need and techniques; Controlling: Objectives 

and Process of control – Devices of control – Special control techniques – Advantages – Reporting – Significance 

of reporting to Management. 

Testing & Evaluation (if any) 

● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Tests 

References 

 Robbins, S.P. and Decenzo, D.A. Fundamentals of Management, 18th Edition, Pearson 
Education Asia, New Delhi. 

 Rao, V.S.P, Management‐Concepts and Cases, Excel Books, New Delhi 

 Ricky W Griffin, Management, South-Western College Publications, 12th Edition. 

 Peter F. Drucker, Management, Revised Edition. 

 Stephen P. Robbins and Mary Coulter, Management, 14th Edition. 

 Harold Koontz, Cyril O’Donnell, Heinz Weihrich, Management: A Systems Approach, 
McGraw Hill, 6th Edition. 

 Gene Burton and Manab Thakur, Management Today: Principles and Practice, TMH. 
 Gareth Jones and Jennifer George, Contemporary Management, McGrawHill/Irwin, 10th 

Edition. 

 Peter F Drucker ,The Frontiers of Management 

 Bernard. W. Taylor, Introduction to Management Science 

 Jim Collins, Good to Great, Harper Business, 1st Edition, 2011. 

 http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/201 

 https://onlinecourses.swayam2.ac.in/imb19_mg09/preview 

 https://www.youtube.com/watch?v=CmC8UaCNQFc 

 https://www.youtube.com/watch?v=-l6C1DlRfzA 

 http://www.himpub.com/documents/Chapter1383.pdf 

 http://www.himpub.com/documents/Chapter1696.pdf 

 http://www.himpub.com/documents/Chapter458.pdf

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/201
https://onlinecourses.swayam2.ac.in/imb19_mg09/preview
https://www.youtube.com/watch?v=CmC8UaCNQFc
https://www.youtube.com/watch?v=-l6C1DlRfzA
http://www.himpub.com/documents/Chapter1383.pdf
http://www.himpub.com/documents/Chapter1696.pdf
http://www.himpub.com/documents/Chapter458.pdf
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CORE COURSE 2 - ACCOUNTING FOR DECISION MAKING 

Course Code MBG5102 Semester I 

Course Title ACCOUNTING FOR DECISION MAKING 

Credits 4 Type Elective 

- Open 

This is a practice-oriented, problem-solving and employability-based course. 

Course Description: 

The course will provide students with theoretical and practical knowledge of the 

application of accounting information to apply in real business situations. 

Course Outcome: 

After completing this course the student will be able to 

Knowledge: 

 Identify the basic accounting concepts and conventions. 

 Familiarize with basic accounting methods such as Journal, Ledger, and income 

statements. 

Skill: 

 Compute and compare the status of an organization with respect to its liquidity, 

profitability and leverage through ratio analysis 

 Interpret performance of accounts based on Cost Volume Profit analysis and Break-Even 

Analysis. 

Competency: 

 Have the ability to apply accounting information to inform effective management decision- 

making and explore the role of accounting information in organizational management and 

business administration. 
 

Course Structure 
Module I: Accounting – Meaning – Objectives of Financial Accounting – Cost Accounting and 

Management Accounting – Accounting Concepts and conventions - Journal – Ledger – Trial 

Balance- Preparation of Annual Accounts - Profit and Loss Account and Balance Sheet. 

Emerging trends in accounting. 

 
Module II: Analysis of Financial Statement: Financial Statements - Meaning, Nature and Limitations. 

Meaning of Financial Analysis. Significance of Financial Analysis to Different Parties. Tools for 

analysis of Financial Statements - Decision making in the light of analysis and interpretation. 

 
Module III: Techniques of Financial Analysis and Decision Making: Accounting Ratios - Meaning, 

Significance and Limitations - Classification - Computation of Ratios. Funds Flow Statement - 

Meaning and Need - Preparation and Interpretation - Cash Flow Statement - Meaning, Need, 

Preparation and Interpretation. 

 
Module IV: Cost Concepts - Terms used in Costing - Cost Unit and Cost Center - Costing Methods -

Elements of Cost - Different Elements of Cost - Preparation of Cost Sheets - Segment Reporting. 

International Financial Reporting Standards- ESG Reporting- CG Reporting
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Module V: Marginal costing – Cost Volume Profit Analysis – Break Even Analysis – 

Decisions involving Alternative Choices: Budgetary Control- Types of budgets- 

Preparation of Cash and Flexible Budget only 

 
Testing & Evaluation (if any) 

 Assignments 

 Case analysis/ Problems 

 Seminar/Project 

 Discussions/ Group activity 

 Internal Tests 

References 

 Antony Atkinson and Robert S Kaplan, Management Accounting: 

Information for Decision Making and Strategy Execution, Student Value 

Edition (6th Edition) Prentice Hall. 

 Gupta RL & Gupta VK, Principles and Practice of Accounting, Sultan Chand & Sons. 

 Rawat, DS, Accounting Standards, Taxmann’s, 33rd Edition. 

 Shukla& T.S. Grewal, Advanced Accounting, S. Chand & Company. 

 S.N. Maheswari, Management Accounting & Financial Accounting, Vikas 

Publishers, 2018, 6th Edition. 

 Manmohan & Goyal, Principles of Management Accounting, Sahitya Bhawan 
Publication. 

 Shashi K Gupta, Management Accounting, Kalyani Publications, Ludhiana. 
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CORE COURSE 3- MANAGING PEOPLE AND ORGANIZATIONS 
 

Course Code MBG5103 Semester I 

Course Title Managing People and Organizations 

Credits 4 Type Core 

 
This course focuses on the development of Human Resource Management skills such as written 
communication and procedures, negotiation, professional ethics, gender equity, legal actions, 
problem-solving and decision making which are important both in entrepreneurship and 
employment. 

Course Description 

The course provides the student the basic knowledge about the management of human 
resources and industrial relations. The focus is on organization or enterprise issues in the 
management of human resources and the changing role of Human Resource and Industrial 
Relations. 

Course Outcome 
By the end of the course, the following course/ learning outcome can be obtained: 
Knowledge: 

● Understand the importance of human resources and their effective management in organizations 

● Awareness of employee health, safety, and welfare, professional ethics and gender equity. 
Skills: 

● Analyze the key issues related to administering the human elements such as acquisition, training, 
development, appraisal, compensation, career planning, diversity, and ethics 

● Learn the different tools used in forecasting and planning human resource needs 

Competency: 
● Understand the industrial relations system at the national and international levels and record 

governmental regulations affecting employees and employers. 

Course Structure 
Module I: Human Resource Management– Evolution, concept, nature, scope, functions - 

Changing Role of Human Resource Management in India – Human Resource Manager – role & 

functions. Analysis and Designing of Jobs –Job Evaluation –Current Trends in Human Resources 

Management. 

Module II: Human Resource Planning - Human Resource Recruitment – Sources of Recruitment 

Methods of Selection– Induction and Placement -– Training and Development – Types and Methods 

of Training- Management Development -Transfers and Promotions. 

Module III: – Changing role of HRD in Management of Organization- Performance Appraisal – 

Designing of Effective Performance Appraisal Systems –Performance Management -Competency 

Management- Compensation Management – Characteristics and Types of Compensation. 
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Module IV: Wages and Salary Administration –National Wage Policy -Occupational health, safety 

and social security- Participation in Decision Making Process – Quality Circles – Total Quality 

Management- Human Resource information systems. 

Module V: Industrial Relations – Objectives and significance – Role of Trade Unions –Employee 

Grievances – Grievance procedure- Settlement of grievances in Indian Industry- Collective 

Bargaining –Workers Participation in Management- ILO and Tripartite Bodies in India – Industrial 

Relations in the Present context- Essentials of Sexual harassment against women in the workplace 

 (Prevention, Protection and Redressal) Act, 2013. 

Testing & Evaluation (if any) 
● Assignments 

● Case analysis/ Problems 

● Seminar/Project 

● Discussions/ Group activity 

● Internal Tests 

 

References 

 Dressler Gary, Human Resource Management, Prentice Hall of India. 
 Mahapatro, Human Resource Management, New Age 
 Greg Stewart, Human Resources Management, John Wiley 
 Human Resources Management, Ivancevich John M, Irwin McGraw Hill 
 https://www.classcentral.com/course/swayam-human-resource-development-14113 
 https://www.classcentral.com/course/swayam-principles-of-human-resource- 

management-5339 
 https://www.youtube.com/watch?v=Nhzzjqorkh0 
 https://www.youtube.com/watch?v=mE51hXXJkq4 
 https://www.youtube.com/watch?v=kBSfxbv7CcM 
 http://www.mim.ac.mw/books/Armstrong's%20Strategic%20Human%20Resource%20Ma 

nagement.pdf 
 https://www.ftms.edu.my/images/Document/MOD001180%20%20Managing%20Human%20 

Resources/Revision%20HR%202.pdf

https://www.classcentral.com/course/swayam-human-resource-development-14113
https://www.classcentral.com/course/swayam-principles-of-human-resource-management-5339
https://www.classcentral.com/course/swayam-principles-of-human-resource-management-5339
https://www.youtube.com/watch?v=Nhzzjqorkh0
https://www.youtube.com/watch?v=mE51hXXJkq4
https://www.youtube.com/watch?v=kBSfxbv7CcM
http://www.mim.ac.mw/books/Armstrong%27s%20Strategic%20Human%20Resource%20Management.pdf
http://www.mim.ac.mw/books/Armstrong%27s%20Strategic%20Human%20Resource%20Management.pdf
https://www.ftms.edu.my/images/Document/MOD001180%20%20Managing%20Human%20Resources/Revision%20HR%202.pdf
https://www.ftms.edu.my/images/Document/MOD001180%20%20Managing%20Human%20Resources/Revision%20HR%202.pdf
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            CORE COURSE 4 MARKETING MANAGEMENT 

Course Code MBG5104 Semester I 

Course Title Marketing Management 

Credits 4 Type Core 

This is an employability-based skill development course that enhances marketing skills and 
presentation skills. 

Course Description 
The course provides an introduction to the fundamental concepts and theories in the area of 
marketing and assists students in gathering, analyzing and presenting information for 
marketing decision making. 
Course Outcome 
By the end of the course, students will obtain the following course/learning outcome: 
Knowledge: 

● Basic understanding of the marketing concepts 

● Understand the procedure for the launch of a new product 

Skill: 
● Attain strategizing skills 

● Gain the analytical skill to understand the impact of different marketing decisions on society and 
economy. 

● Grasp marketing skills. 
Competency: 

● Conduct Market research 

● Make decisions based on product design, pricing and promotion 

 

Course Structure 
MODULE I: Marketing – Importance, Scope – Evaluation of Marketing concept – Marketing 
environment – micro and macro environment of marketing- Domestic marketing and international 
marketing. 
 
MODULE II: Consumer behavior —Consumer behavior, need and importance- objectives-cultural 
social personal and psychological factors affecting consumer behavior- Individual and institutional 
consumer Behavior-Buying process, models of consumer behavior- Demand Forecasting 
 
MODULE III: Market segmentation and Marketing Research-Market segmentation – Levels of 
Segmentation - strategies and process – Market Targeting - Positioning: strategies, positioning of 
services. Marketing Information System - marketing organization system- Marketing Research 
planning system- Marketing control system— annual plan control, profitability control and strategic 
control. 
 
MODULE IV: Marketing mix decision- Product management, product line, mix and new product 
development, brand management and lifecycle management Pricing: Pricing methods, factors 
influencing pricing, pricing strategies – Channel management: Retailing, supply chain management, 
logistics management – Integrated marketing communication: Advertising, sales promotion, 
personal selling, publicity and public relations 
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MODULE V: Marketing and Society - Marketing of Services– Rural marketing- International 
marketing – Strategic marketing- online marketing – e-commerce – Digital marketing - green 
marketing -viral marketing – social media marketing. 
 
Testing & Evaluation (If any) 

● Internal Test 
● Assignments 
● Quiz 
● Seminar 
● Case studies 

References 
● KS Chandrasekhar, Marketing Management – Text and cases, Vijay Nicole 

● Philip Kotler, Marketing Management, Pearson Education. 
● C B Gupta and M Rajan Nair, Marketing Management – Text and Cases, Sultan Chand & sons 

● V.S. Ramaswamy and S. Namakumari, Marketing Management – Planning, 
Implementation and Control - Indian context, Macmillan. 

● Stanton, Walker & Etzel Marketing, Tata McGraw Hill. 
● Russel Winer, Marketing Management, Pearson. 
● The New Rules of Marketing &PR,By David Meerman Scott, International Best Seller 
● How Brands become Icons by Douglas B. Holt 
● Marketing for Tomorrow, Not Yesterday by Zain Raj. 
● Positioning: the battle for your mind by Al Ries and Jack Trout 
● Epic Content Marketing – Joe Pulizzi 
● https://nptel.ac.in/courses/110/104/110104068/ 

● https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php 

● https://www.slideshare.net/RishabhMaity/introduction-to-marketing-and-marketing- 
concepts 

● https://slideplayer.com/slide/6053975/ 

● https://www.slideteam.net/marketing-management-process-powerpoint- 
presentation- slides.html 

● https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23 

● http://cec.nic.in/cec/curriculum_class#quadrantab 

● https://www.youtube.com/c/cecgurukul/playlists?view=50&sort=dd&shelf_id=10

https://nptel.ac.in/courses/110/104/110104068/
https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php
http://www.slideshare.net/RishabhMaity/introduction-to-marketing-and-marketing-
https://slideplayer.com/slide/6053975/
https://www.slideteam.net/marketing-management-process-powerpoint-presentation-slides.html
https://www.slideteam.net/marketing-management-process-powerpoint-presentation-slides.html
https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23
http://cec.nic.in/cec/curriculum_class#quadrantab
http://www.youtube.com/c/cecgurukul/playlists?view=50&sort=dd&shelf_id=10
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           CORE COURSE 5 OPERATIONS MANAGEMENT 

Course Code MBG5105 Semester I 

Course Title Operations Management 

Credits 4 Type Core 

 
This is a problem-solving, skill development and employability-based course which will enhance 
the coordination and operations management techniques of the students. 

Course Description 

To introduce the students to the production and operations management function and the new 
advancements like technical and computer skills in operations management practices. 

 
Course Outcome 

By the end of the course, students are expected to be able to gain the following. 
Knowledge 

● Understand the meaning and significance of operations management 
● An insight into the New technologies in operations management 
● the factors involved in an efficient production system 

Skills 
● The basics of computer-based manufacturing systems, project management skills, analytical 

and planning skills 
Competency 

● Problem-solving skills related to Operations Management 
● Total quality management and material handling practices 

 
Module I: Introduction to Production and Operations Management - Meaning, definition, 

Objectives, Difference between service and production operations management, 5 P’s of operations 
management; Product and Process Design-Plant location, plant layout; Economies of Scale; Work- 
Study- Concept, methods, work measurement techniques, capacity measurements, Make/ Buy mix. 

 

Module II: Operations Planning– Aggregate Planning– Forecasting, implementation and strategies; 
Functions of Production planning; capacity planning-shop floor control; Scheduling-Master 
Production Schedule; Routing- definition, techniques of routing, work orders, route sheets, Job 
cards etc. – Value analysis/engineering, 

 

Module III: Quality Management and Control - Quality control – Introduction to Statistical Quality 
Control (including process control); Concept of TQM, Six Sigma, Service Quality, Inventory Control – 
P &L system, safety stocks, ABC, VED, JIT, Two Bin Inventory control, EOQ; Inventory records; quality 
problem-solving tools; Introduction to SCM& Logistics. 

 
Module IV: Materials Management – Stores management – maintenance management (including 

reliability concepts); Materials Requirement Planning-MRP I, MRP II; spare parts management; 
Vendor selection and rating 
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Module V: Computer-Based Integrated Manufacturing Systems – CIM, CAM, Robotics, automated 
material, FMS, ERP, World-class manufacturing – Project Management concepts – PERT/CPM 

(concepts) – Gantt Chart-Precedence diagram – Lessons from Japanese and Chinese manufacturing 
– challenges due to globalization. 

 
Testing & Evaluation (if any) 

● Assignments 
● Case analysis 
● Seminar/Project 
● Discussions/ Group activity 
● Mid-semester Assessment 

 
References 

 Panneerselvam . Production and Operations Management. Prentice-Hall India Learning 
Private Limited, 3 edition. 

 Jay Heizer, Barry Render, Chuck  Munson & Amit Sachan.  Operations Management. 
Pearson Education, Twelfth edition. 

 MahadevanB. Operations Management: Theory and Practice. Pearson Education India; 
Third edition 

 Panneerselvam . Production and Operations Management.Prentice-Hall India Learning 
Private Limited, 3 edition. 

 KrajewskiLee J.,MalhotraManoj K.,Ritzman Larry P. &Srivastava Samir K. Operations 
Management: Processes and supply chain. Pearson Education, Twelfth edition. 

 Russel&Taylor . Operations and Supply Chain Management. Wiley; Eighth edition. 
 Joy Heizer, Operations Management, Pearson, 12th Edition. 
 PradeepPai ,Project Management Pearson

https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=Panneerselvam&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=Jay%2BHeizer&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=Jay%2BHeizer&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_3?ie=UTF8&field-author=Chuck%2BMunson&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_4?ie=UTF8&field-author=Amit%2BSachan&search-alias=stripbooks
https://www.amazon.in/B.-Mahadevan/e/B004FR30EM/ref%3Ddp_byline_cont_book_1
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=Panneerselvam&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=e%2BJ.%2BKrajewski%2BLe&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=K.%2BMalhotra%2BManoj&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_3?ie=UTF8&field-author=P.%2BRitzman%2BLarry&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_1?ie=UTF8&field-author=Russel&search-alias=stripbooks
https://www.amazon.in/s/ref%3Ddp_byline_sr_book_2?ie=UTF8&field-author=Taylor&search-alias=stripbooks
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           Core course 6 BUSINESS COMMUNICATION AND SOFT SKILLS 

Course Code MBG5107 Semester I 

Course Title Business Communication and Soft Skills 

Credits 4 Type Core 

 
Course Description: This course is expected to provide an understanding on the various dimensions 

of business communication and the need to foster the soft skills for effective 

management through practical exposure. 

Course Outcome: 

By the end of the course, students will obtain the following course/learning outcome: 

Knowledge: 

 Understand the Strategies for improving Business Communication effectiveness 

Skills: 

 Develop soft skills such as verbal and non-verbal communication skills, presentation 

skills, written communication, the conduct of formal meetings and events. 

Competency: 

 Ability to outperform in the business environment with excellent communication skills. 

 
Module-I: Principles of Business Communication-Types of Business Communication-Methods and 

media of Communication- Process of Business Communication - Barriers to poor 

Organizational Communication- Strategies for improving Business Communication 

effectiveness 

Module-II: Types of Organizational Communication- Communication for interpersonal influences - 

Effective Leadership Communication - Cross-Culture Communication 

Module-III: Verbal and non-verbal communication in business -Public Speaking Skills- Business 

presentations – Role of audiovisual aids and computers in oral presentations- 

Interviewing- Art of negotiation- Listening skills -Mannerisms -Body language 

Module-IV: Written communication- Structures and methods of written communication - Letter 

for different kinds of situations – Enquiries-Customers’ Complaints-Collection letters - 

Sales promotion letters. - Memoranda- Directives and instructions- Notices -Reports- 

Memo - Agenda - Proposals -Minutes -Professional papers - Agreement documents -Press 

releases - Preparation of resumes 

Module-V: Conducting Meetings-Procedure – Preparing agenda, minutes and Resolutions- 

Conducting seminars and conferences- Group Discussion-Drafting Speech-Report writing - 

Structure of reports - Long & short reports -Formal& Informal reports –Technical Reports- 

Norms for including Exhibits & Appendices. 
 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 
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References: 

 Sinha, K. K. Business Communication, Publisher: Galgotia. 

 Rai, S. M. Business Communication, Himalaya Publishing House, 9th Edition. 

 Bovee, C. Thill, J.  Schatzman, B. Business Communication today, 7th Edition, TMH. 

 Sharma R.C and Mohan, K, Business Correspondence & Report Writing, 3rd Edition, TMH. 

 Thill, J. V & Bovee, G. L. Excellence in Business Communication, McGraw Hill, New york. 

 S. N. Prasad, Basic Business Communication, Sultan Chand and Sons, New Delhi. 

 Swathi Samantharay, Business Communication and Communicative English, Sultan 

Chand and Sons, New Delhi. 



21  

Semester II 

Core course 7 LEGAL ASPECTS OF BUSINESS 

Course Code MBG5201 Semester II 

Course Title Legal Aspects of Business 

Credits 4 Type Core 

A course imparting entrepreneurial and employability skills focusing on the legality of 

Consumer Redressal, Company formation, and Contract related regulations. The course also 

focuses on human values and environmental protection. 
 

Course Description: 

 To familiarize the students with important features of law relating to business, namely; 

Provisions relating to Indian Contract Act, Sales of Goods Act, 1930, GST, Consumer 

Protection Act, Arbitration and Conciliation Act, 1996 and an overview of Company Law etc. 

Course Outcome: 

By the end of the course, students will obtain the following course/learning outcome: 
 

Knowledge: 

 Learn the basic concepts and structure of the Indian Contract Act 

 Awareness of rules and regulations affecting various managerial functions. 

 Awareness of legal aspects of environment protection 

Skills: 

 Understand the various legal aspects related to GST 

 Clarity and awareness of the human values in terms of rights and duties of consumers. 
 

Competency: 

 Understand legal aspects of incorporating a company. 

Course Structure: 

Module I: Indian Contract Act 1872 - Indian Contract Act 1872: General Contracts -- Contract – 

Meaning – Essential Elements of a valid contract - Offer and Acceptance – Consideration – 

Capacity – Consent – Legality of object –Discharge of Contract – Breach of Contract – 

Remedies. 

Module II: Special Contracts - Special Contracts: Contract of Indemnity and Guarantee: Definition – 

Bailment, pledge, mortgage and hypothecation - Contract of Agency: Definition of Agent and 

Principal – Creation of Agency – Types of Agents – Rights and Duties of Agent and Principal – 

Termination of Agency 

Module III: Sale of Goods Act, 1930 – (a) Sale of Goods Act, 1930: Contract of Sale: Essentials – Sale 

and Agreement to Sell – Conditions and Warranties: Caveat Emptor – Transfer of Property: 

Sale by non-owners -- Unpaid Seller – Rights-(b)  Indirect taxes- features – GST- Need for GST-

salient features- GST council – functions –GST Legal Framework – Central GST, State GST and 

Integrated GST – Levy and collection. 
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Module IV: Consumer Protection Act, 2019: Objects – Special Features of the Act, 2019 - Rights of 

Consumers – Establishment of Central Consumer Protection Authority – powers and duties – 

Product liability – implications on Manufacturers – Service Providers- Implications on Service 

Providers- unfair trade practices - Consumer Disputes –Redressal Agencies: Consumer 

Protection Councils. Remedies – Environment Protection Act, 1986. 

           Module V: Companies Act, 2013 and Arbitration and Conciliation Act,1996                                                       

(a)Characteristics of a company - – Kinds of companies – Incorporation of Companies - – 
Memorandum of Association – Articles of Association – Company Directors- Appointment and 
Duties of Directors-Company Meetings – Kinds – AGM and EGM – Board Meeting                                                                                                
(b) Essentials of Arbitration and Conciliation Act, 1996 – Role of Arbitrators, Mediators  and 
Conciliators. 

 
Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

 
References 
      

 V Balachandran and M. Govindarajan,(2022), Handbook of Company Law and Practice, Thomson 
and Reuters &Vijay Nicole P Ltd, Chennai. 

 V.Balachandran and  S.Thothadri, (2023) , Legal Aspects of Business, Vijay Nicole P Ltd, Chennai 

 Daniel Albuquerque, Legal Aspects of Busininess, Oxford University press, India 

 M.K. Nabi, Legal Aspects of Business, Taxmann, New Delhi 

 Kapoor N D, Mercantile Law, Sultan Chand & Sons, New Delhi 

 Ravinderkumar, Legal Aspects of Business, Cengage Learning Publisher. 

 V.Balachandran (2023), GST and Customs Law,  2 n d ed i t ion ,  Sultan Chand & Sons, New 

Delhi.  

 V.Balachandran, (2023), Indirect Taxation, 19th edition, Sultan Chand & Sons, New Delhi. 

 AkhileshwarPathak, Legal aspects of Business, McGraw Hill ,Education, 7th Edition , 2018 

 Bhulchandani, Business Law, Himalaya Publishing House, Mumbai 
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Core course 8 FINANCIAL MANAGEMENT 

Course Code MBG5202 Semester II 

Course Title Financial Management 

Credits 4 Type Core 

This is a practice-oriented, employability-based course that enhances problem-solving, Financial 

Analysis and decision-making skills. 

Course Description: The course enables the students in understanding various concepts in Corporate 

Finance familiarizes them with techniques in financial management and focuses 

on the institutional framework of Corporate Finance. This is an employability- 

based skill development course. 

Course Outcome: 

By the end of the course, students will obtain the following course/learning outcome. 
 

Knowledge: 

 Understand the Financial market in India. 

 Examine the various factors affecting the financial decisions in a business organization. 

 Understand the theories of capital structure. 

Skill: 

 Analyze the different sources of funds for an organization. 

 Capital budgeting decision-making skills. 

Competency: 

 Discuss the various methods undertaken for taking capital budgeting decisions 

 Summarize the impact of each financial decision on the organization as a whole. 
 

Course Structure 

MODULE I: (i) Financial Management: Nature, scope and objectives of financial management – Time 

value of money - the concept of risk and return - Financial forecasting - Financial planning – 

Steps in Financial Planning – Estimating financial requirements of a concern. 

(ii) Sources of Financing: Classification of Sources of finance - security financing - loan 

financing - Project financing - loan syndication - long term – short term and medium-term 

sources of finance – Factoring. Emerging trends in financial management and securities 

market. 

MODULE II: (i) Capital Budgeting: Selection of Projects -Estimation of cash flows - Concept, 

importance and Project appraisal methods: Payback Period, ARR, NPV, Profitability Index 

and IRR – capital rationing. 

(ii) Capital Budgeting under risk - Certainty Equivalent Approach and risk-adjusted discount 

rate. 

MODULE III: (i) Cost of Capital: Meaning, classification and methods of calculating cost of Equity 

capital, cost of Retained earnings, cost of Debt, Cost of preferred capital and the weighted 

average cost of capital (WACC). 

(ii) Capital Structure: Meaning - Determinants of Capital structure - Theories of Capital 

Structure: Net income, Net operating income, MM Hypothesis and Traditional approach. 
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(iii) Leverage: Concept, significance - Types of leverages: Operating and Financial leverage. 

MODULE IV: Dividend Decisions: Meaning of dividend -Types of dividend – Dividend policy – Types of 

dividend policy - Factors/Determinants of Dividend policy - Dividend Models - Walter’s 

model – Gordon’s Model - MM irrelevance Approach. 

MODULE V: Working Capital Management: Meaning of working capital – networking capital – Need 

for the requirement of working capital – working capital cycle - Factors influencing 

working capital requirements of a concern- Working capital estimation - Cash 

management - Inventory management - Receivables management. 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis/ Problems 

 Seminar/Project 

 Discussions/ Group activity 

 Internal Assessment 

References: 

 I M Pandey, Financial Management, Vikas Publishing House 

 Parana Chandra, Financial Management: Theory and Practice, Ninth Edition, McGraw Hill 

Education. 

 Maheshwari S.N., Financial Management-Principles & Practice, Sultan Chand & Sons 

 Kishore Ravi M., Financial Management (Taxmann Publications Pvt Ltd) 

 Ramesh K. S. Rao, Fundamentals of Financial Management, Prentice Hall 

 Khan M.Y., Jain P. K , Financial Management, McGraw Hill Education 

 P Rustagi, Fundamentals of Financial Management, Taxmann, Delhi 

 Engine F. Brighem, Joel F Houston,Financial Management Amazon 

 Core concepts in Financial Management, by Raymond Books , Amazon 

 James .C.Vanhorne ,Fundamentals of Financial Management, Pearson 

 Ravi .M. Kishore ,financial Management ,Taxmann Publishers, Delhi 

 R.P.Rustagi, Fundementals of Financial Management,Taxmann ,17th edition ,Delhi 

 Ravi .M. Kishore ,Strategic Financial Management ,Taxmann ,Delhi 

 http://storage.googleapis.com/uniquecourses/online.html 

 https://nptel.ac.in/courses/110/101/110101005/ 

 https://nptel.ac.in/courses/110/107/110107144 

 https://www.slideshare.net/coopjbb1/financial-management-172509279 

 https://www.slideteam.net/blog/top-25-financial-management-powerpoint-templates-to- 

ensure-smooth-flow-of-finance 

 https://slideplayer.com/slide/5053637/ 

 https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=6 

 http://cec.nic.in/cec/curriculum_class#quadrantab 

 https://www.youtube.com/c/cecgurukul/playlists?view=50&sort=dd&shelf_id=10 

http://storage.googleapis.com/uniquecourses/online.html
https://nptel.ac.in/courses/110/107/110107144
http://www.slideshare.net/coopjbb1/financial-management-172509279
http://www.slideteam.net/blog/top-25-financial-management-powerpoint-templates-to-
https://slideplayer.com/slide/5053637/
http://cec.nic.in/cec/curriculum_class#quadrantab
http://www.youtube.com/c/cecgurukul/playlists?view=50&sort=dd&shelf_id=10
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CORE COURSE 9 RESEARCH METHODOLOGY AND STATISTICS 

Course Code MBG5203 Semester II 

Course Title Research Methodology and Statistics 

Credits 4 Type Core 

Objective: This is an employability and skill-based course that develops research and data analytical 

skills. 

Course Description: 

 To equip the students with a basic understanding of the research methodology and its 

application in management. 

Course Outcome: 

By the end of the course, students will obtain the following course/learning outcome: 

Knowledge: 

 Understand the objectives of performing research and the various methods of 

conducting it. 

 Skills: 

 Develop analytical skills and the ability to interpret data to solve business issues. 

 Use the various types of qualitative analytical methods in real life. 

Competency: 

 Ability to formulate research hypothesis, synopsis, conduct research, and create 

accurate reports 

Course structure 

Module I: Types, Process & Design of Research: Meaning – Importance- Types of Research – Pure 

& Applied, Historical & Futuristic, Analytical & Synthetic, Descriptive & Prescriptive, 

Survey & Experimental, Qualitative & Quantitative, and Case & Generic Researches – 

Process of research – Research problem – Identification, selection and formulation of a 

research problem – Review of literature- Research Gaps and Techniques – Hypothesis –

Types and Formulation. 

Module II: Research design & Sampling: Meaning, Components and Use of Research Design-Census 

Vs Sampling- Essentials of a good sampling –Probability and nonprobability sampling 

methods – Sample size – Factors affecting the size of the sample – Sampling and non- 

sampling errors. 

Module III: Sources and Collection of Data: Primary and secondary data – Observation: Types and 

Techniques –Interview: Types and conduct – Preparation for an interview – Effective 

interview techniques – Schedule: Meaning, Essentials and kinds – Questionnaire: 

Meaning and types – Format of a good questionnaire–Scaling techniques: Meaning, 

Importance, Methods of scale construction- Validity and Reliability- Pre-testing- Pilot 

Study. 

Module IV: Statistical analysis of Data: Editing, Coding, Classification and Tabulation – Analysis of 

Data – measures of Central Value: Arithmetic mean, Median and Mode – Measures of 

Dispersion: Range, Quartile Deviation, Mean Deviation and Standard Deviation – 

Measures of Relationship: Correlation and Regression Analysis – Association of 

attributes
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Module V: Hypothesis testing and Report Writing: Parametric tests: Testing for Means - One way 

and Two way ANOVA – Testing of Proportions: One and Two Populations - Chi-square 

Test - Report Writing: Meaning, types and contents of research reports – Steps involved 

in drafting reports – Principles of good report writing – Layout and Features of a Good 

Research Report- Language flow- Data Support- Diagrammatic Elucidation- References 

and Annotations –– Inputs for Stylish Report Writing. 
 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

References: 

 T S Wilkinson & P L Bhandarkar, Methodology and Techniques of Social Research, 

Himalaya Publishers. 

 Uma Sekaran & Roger Bougie. Research Methods for Business: A skill- building 

Approach. Wiley, Seventh edition. 

 Donald R. Cooper, Pamela S. Schindler & J. K. Sharma. Business Research 

Methods. McGraw Hill Education, Twelfth edition. 

 Mark Saunders. Research Methods for Business Students. Pearson Education, Fifth 

Edition. 

 Naresh K. Malhotra & Satyabhushan Das. Marketing Research: An Applied 

Orientation. Pearson Education India, Seventh edition. 

 Wayne L. Winston. Microsoft Excel 2016 - Data Analysis and Business Modeling. 

PHI Learning Private Limited, First Edition. Marks Scheme 

 David .M.Levine, Business Statistics, Pearson 
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Programme Elective 1 (Open) - ECONOMICS FOR MANAGERS 
 
 
 
 

After completing this course, the student will acquire economic decision- making skills 

Course Description 
The objective of this course is to develop an understanding of the basic concepts, toolsand 
techniques of economics and their application to various areas of corporate decision making. This 
course also helps the students to appraise business around him and to develop skills related to 
corporate decisions in the future. 

 
Course Outcome attained in terms of 

Knowledge: 
● How market forces like demand and supply functions 
● Use the tools of economic theory to explain optimal production and pricing decisions by the firm in 

each market structure. 

Skill: 
● Make optimal business decisions by integrating the concepts of economics and management 
● Summarize business and government related economics terms for enabling organizational 

coherence 
Competency or Aptitude 

● An ability to understand and use various macroeconomic tools for analysis 

Course Structure 
Module I: Economics & Business Decisions: Meaning, nature and scope of Managerial Economics– 
Relationship between Economic theory and Managerial Economics –Role of Managerial Economics in 
Business Decisions- Concepts of Marginal Revenue, Marginal Cost, Average Revenue, Average Cost, 
Opportunity cost, Time Value of Money – (Relevant One or Two Case Studies). 

Module II: Demand Analysis: Demand - Concept of Demand, Types of Demand, Determinants of 
Demand, Law of Demand, Elasticity of Demand, Exceptions to Law of Demand. Uses of the concept of 
elasticity. Demand Forecasting: Level of Demand Forecasting, Criteria for Good Demand Forecasting, 
Methods of Demand Forecasting. 

Module III: Supply & Production Function: Meaning of Supply and Law of Supply, Changes or Shifts in 
Supply. Elasticity of supply, Practical Importance, Market Equilibrium and Changes in Market 
Equilibrium. Production Analysis: Meaning of Production and Production Function, Cost of Production. 
Cost Analysis: Private costs and Social Costs, Accounting Costs and Economic costs, Short run and 
Long Run costs, Economies of scale, Cost-Output Relationship - Cost Function, Cost-Output 
Relationships in the Short Run, and Cost-Output Relationships in the Long Run. 

Module IV: Revenue Analysis and Pricing Policies: Revenue: Meaning and Types, Relationship 
between Revenues and Price Elasticity of Demand, Pricing Policies - Objectives - Types of Pricing 
policies: Cost plus pricing. Marginal cost pricing. Cyclical pricing.Penetration Pricing.Price Skimming. 
Transfer pricing. Determination of Pricing under Perfect Competition - Pricing Under Imperfect 
Competition- Monopoly, Price Determination, Monopolistic Competition, Oligopoly and Price 
Leadership. Concept of Profit- Types and Theories of Profit by Knight (Uncertainty), Schumpeter 
(Innovation), Clark (Dynamic) and Hawley (Risk)- Profit Maximization. 

Course Code MBG5001 Semester II 

Course Title ECONOMICS FOR MANAGERS 

Credits 4 Type Core 
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Module V: Macro-economic Factors and Managerial Decisions 
Business cycle – Phases and Business cycle - Factors causing Inflation and Deflation- Control 
measures – Balance of payment and Balance of Trade -National Income: Methods of 
Estimation – Difficulties in the estimation – Uses of National Income – Monetary Policy- 
Fiscal Policy- (Relevant One or Two Case Studies). 

 

Testing & Evaluation (if any) 
● Assignments 

● Case analysis/ Problems 

● Seminar/Project 

● Discussions/ Group activity 

● Internal Tests 

 

References 
● Dominick Salvatore, Managerial Economics in a Global Economy, Oxford univ Press, 8th 

Edition. 
● R.L.Varshney and K.L. Maheshwari, Managerial Economics, Sultan Chand & Sons. 
● Ivan Png and Dale Lehman, Managerial Economics, Wiley-Blackwell, 3rd Edition. 
● Rangarajan C, Principles of Macroeconomics, Tata McGraw-Hill. 
● Bradley Schiller, Essentials of Economics, McGraw-Hill/Irwin, 10th Edition 
● Keat Paul and K.Young Philip ,Managerial economics ,Pearson ,7th Edition. 
● Joel Dean ,Managerial Economics ,PHI 
● http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/385 
● https://nptel.ac.in/courses/110/101/110101005/ 
● https://www.slideshare.net/123ps/managerial-economics-ppt 
● https://www.slideserve.com/opa/managerial-economics 
● http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf 
● http://www.ddegjust.ac.in/studymaterial/bba/bba-103.pdf 
● https://cablogindia.com/business-economics-notes-for-ca-foundation 

 

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/385
http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/385
https://nptel.ac.in/courses/110/101/110101005/
http://www.slideshare.net/123ps/managerial-economics-ppt
https://www.slideserve.com/opa/managerial-economics
http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf
http://www.ddegjust.ac.in/studymaterial/bba/bba-103.pdf
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Programme: Elective 2 (Open) -ORGANIZATIONAL BEHAVIOUR 

Course Code MBG5002 Semester II 

Course Title Organizational Behaviour 

Credits 4 Type Elective 

- Open 

This course provides updated knowledge and information sharing that makes the student 

competent and employable, enhancing their skills to cope with various organizational scenarios. 

The course also focuses on motivation, organizational learning, personality theories, and managing 

attitude and emotions thereby contributing to human values. 

Course Description: 

To equip the students with an essential knowledge base on behavioral dynamics of organizations 

with necessary models, tools and techniques to gather, organize and apply information for 

diagnosing, predicting and controlling human behavior and performance in the organizational 

context and to develop the basic human relations skills in the prospective manager. 

Course Outcome: 

By completing this course, students will obtain the following course/ learning outcome: 

Knowledge: 

 have basic knowledge about an organization, motivational and learning theories, group 

dynamics, organizational culture, communication and organizational development. 

Skill: 

 Develops reasoning and problem-solving skills. 

 Enhance Leadership and Personality Analysis skills that suit organizations' nature. 

 Identify the various communication channels and develop negotiation skills. 

Competency: 

 Understand and define the organizational structure and make use of different decision-making 

models in practical problems. 

 Implement the correct methods of leadership according to the individuals and groups. 

Course Structure 

Module I : Introduction: Definition of OB: Levels of analysis- Contributing disciplines to the 

understanding of OB - Historical evolution of OB - Contemporary applications and 

challenges of OB - Developing a comprehensive and holistic OB. Developing a perspective: 

Theoretical perspectives of human behavior psycho-analytic framework, Behaviouristic 

framework, Social learning framework, Cognitive framework - Methods of Collecting 

behavioral data: observational methods, surveys, experiments, case studies, interviews, etc. 

- Development and use of criteria and predictors; performance outcomes - efficiency and 

effectiveness. Organizational trends that change the work behavior. 

Module II: Perception & Learning - Factors affecting and perception - Social perception - Impression 

formation and management strategies - Applications in organizational settings. Learning. 

Definition - Learning theories - Behaviour modification and its organizational application- 

Motivation. Definition - Theories of motivation: Content theories - process theories – 

Applications- Emotions. Characteristics of emotions - Causes of emotions - Anxiety and 

depression - aggression - Job stress - Stress management techniques - Emotional 
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intelligence -Personality. Definition - Theories - values, Beliefs, Attitudes - Job satisfaction - 

Measuring personality typology - Applications in organizations. 

Module III: Decision Making & Communication - Decision-making models - Reasoning and problem 

solving - Factors affecting decision making - Heuristics - Creativity in decision making - 

Ethics in decision making. Communication. Communication process - Factors affecting 

communication - Channels of communication- barriers to effective communication - 

Improving interpersonal and organizational communication. Interpersonal 

dynamics.Developing interpersonal awareness - Johari Window - Transactional analysis - 

Empathy and Assertiveness. 

 
Module IV: Groups, Leadership & Conflicts: Definition and classification of groups - Development of 

groups - group structure - Roles, norms, and status - Group decision making - Teams - 

Developing high-performance teams. Leadership. Definition - Leaders vs. Managers - 

Leadership theories and models - Leadership roles and skills - Leadership development. 

Power and Politics. Definition - Bases of power - power statics and strategies - political 

implications of power. Conflicts. Different views of conflict - conflict process - Levels of 

conflict resolution strategies - Negotiation - Developing negotiating skills. 

Module V: Organizational structure and design - Principles of organizational design - patterns of 

organizational design - contemporary approaches. Organizational Policies and Practices. 

Selection, Training and Development, and performance appraisal. Organizational Culture. 

Nature and definition - Effects of organizational culture on employee performance - 

Developing and maintaining organizational culture.Organizational change and 

development. Forces of change - Resistance to change - planned change model - 

Organizational Development. 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

References 
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 Steven P Robbins, “Organizational Behaviour”, Pearson education 

 Fred Luthans, “Organizational Behaviour”, McGraw Hill 

 Richard Pettinger, Organizational behaviour, MacMillan 

 Uma Sekaran , “Organizational Behaviour”, Tata McGraw Hill 
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Skill-based elective (Open) – Start-ups and Entrepreneurship 

Course Code MBG5003 Semester II 

Course Title Start-ups and Entrepreneurship 

Credits 4 Type Elective - 

Open 

This course will help the students to acquire entrepreneurial and business development skills Course 

Description. The course will familiarize the students with the process of entrepreneurship and the 

institutional Facilities available to an entrepreneur in India. 

Course Outcome: 

Knowledge: 

 To learn the basic concepts of MSMEs and entrepreneurship. 

 To understand the different phases of entrepreneurship, from pre start-up to growth and 

maturity 

 To identify the opportunities and avenues for financing new ventures and acquiring new 

businesses. 

Skills: 

 To apply tools and techniques in the project formulation and development of business plan 

Competency: 

 To study the life cycle stages of entrepreneur and various intellectual property rights 

associated with entrepreneurship 

Course Structure 

Module I: Defining an entrepreneur- entrepreneurial trait -characteristics of entrepreneurial types, 

qualities and functions of entrepreneurs - Developing entrepreneurs. - Startup opportunities- 

Startup Economy-New ventures and Business Plan: Steps in the preparation of business plan 

- Operating plans and financial plans. Feasibility Planning: Planning paradigm for new 

ventures - Components of feasibility plan. Recent trends in entrepreneurship. 

Module II: Marketing concept to new ventures - Marketing research of pre-start-up planning – 

Sources of marketing research information - Implication of market research – Marketing 

functions that new ventures must address - Establishing marketing and sales promotion 

infrastructure - Concept of pricing - Growth strategies - A marketing plan. 

Module III: Setting of SME –Formalities and steps in setting up an Enterprise-Location of Enterprise – 

incentives and subsidies. Acquiring an Established venture: Advantages and disadvantages of 

acquiring established business considerations for evaluating business opportunities – 

Methods of valuing a business - Franchising and franchisee's perspective. 

Module IV: Financing a startup: Startup Choices - Financing and its effects on effective asset 

management – Alternate methods of financing - Venture capital and new venture financing - 

working out working capital requirement - Government agencies assisting in financing the 

project. 

Module V: Life cycle of an entrepreneurial venture - Role of an entrepreneur during various 

transition stages – growth- Requirements for successful patent grants - steps in obtaining a 

patent - Registration of trademark - copyright and the concept of fair use- Protection of 

intellectual property. 
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Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

References: 
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 Christina Ellen Shalley, Michael A. Hitt, Jing Zhou, Oxford handbook of creativity, innovation 

and entrepreneurship, Oxford University Press. 
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McGraw Hill 

 Peters Hisrich, Entrepreneurship, Irwin McGraw-Hill 

 Anilkumar, Poornima et al, Entrepreneurship Development, New Age. 
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CORE COURSE 10 Summer Internship Project 

Course Code MBG5204 Semester II 

Course Title Internship 

Credits 6 Type Core 

 
At the end of Second semester, Students shall be deputed for the internship project work to get experience 

and exposure of working environment in an organization for a period of 60 days before the commencement 

of third semester. During the internship, the students are expected to learn the functions and functional 

areas of management and professionalism in any business organization in order to obtain learning outcomes.  

The duly certified attendance of the student from the organization needs to be produced at the time of 

submission of report.  The summer internship project carries 6 credits. The internship project carries 200 

Marks. The evaluation includes a report (125 marks) and viva (75 marks) that will be conducted internally by 

the concerned supervisor and Head of the Department 

 
 
  MOOC COURSE 

During the second semester, every student is required to undertake MOOC/ SWAYAM courses. The 

details of the course have to be informed to the Head of the Department through the in-charge 

faculty coordinator.  Students are expected to be sincere in complying with the requirements of 

MOOC/SWAYAM courses.   
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Semester III 

CORE COURSE 11 STRATEGIC MANAGEMENT 

Course Code MBG5301 Semester III 

Course Title Strategic Management 

Credits 4 Type Core 

This course focuses on long-term decisions, top-level managerial activities and overall analysis of 

the organization. It is an employability-based course. 

Course Description: 

The course enables the students in basic concepts of strategic management, Mission and business 

definition, Strategy formulation, Strategy Choice and Strategy review, evaluation and control. 

Course Outcome: 

By completing this course, students will obtain the following course/ learning outcome: 

Knowledge: 

 Understand the basic concept of the Organization structure 

 The process of setting up goals in an organization 

 Understand the meaning and importance of SWOT analysis 

Skill: 

 Analyze the long term decisions of an organization 

 Conducting a SWOT and PESTEL analysis. 

Competency: 

 Examine the Business Environment 

 Strategy implementation and its implications 

 
Course Structure 

 
Module I: Introduction to Strategic Management: Vision, Mission, Objectives, Goals and strategies. 

Levels of strategy: Corporate level- business level- Operational level. Essentials of a good 

strategy.Strategic management process- role, functions and skills of board and top 

management in strategic management.Exploring Strategic Model- Strategic Position- 

Strategic choice and Strategic Action. 

Module II: Choice of Strategic alternative – Environment Analysis, PESTLE framework. Industry 

Analysis usingMichael Porter’s Five forces model and, General environment scanning. 

Module III: Company level analysis: SWOT Analysis- tools and techniques for Strategic Analysis; Value 

chain analysis- Experience curve- Critical Success Factor Analysis- Core competence- Portfolio 

analysis: BCG Matrix, GEC Model- 7S Framework; stakeholders’ expectations analysis; 

competitive analysis; Scenario planning and TOWS matrix. 

Module IV: Strategy Implementation-project implementation - procedural implementation - 

behavioral implementation; managing resistance to change. 

Module V: Strategy Evaluation and Control – tools and techniques of evaluation - control techniques 

and process - 7S Model; DuPont Control model, etc. Michael Porter’s approach to strategic 

management. 
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Testing & Evaluation (if any) 

 Assignments 

 Case analysis/ Problems 

 Seminar/Project 

 Discussions/ Group activity 

 Internal Assessment 

References 

● Francis Cherunilam, Business Policy and Strategic management, Himalaya 

● William Glueck Business policy – Strategy formulation and management action, 

McGraw Hill 

● Donal F Harvey, Business policy and Strategic Management, Merill 

● AzarKazmi, Business Policy, Tata McGraw Hill. 

● Philip Sadler, Strategic Management, Kogan Page 

● Thomas .L.Wheelers, Strategic Management and Business Policy, Pearson, 15th Edition. 

● https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php 

● https://nptel.ac.in/courses/110/108/110108047/ 

● https://nptel.ac.in/courses/110/106/110106150/ 

● https://www.slideshare.net/ayushijain107/strategic-management-ppt-58012275 

● https://slideplayer.com/slide/6828797/ 

● https://www.slideteam.net/powerpoint-presentation-essentials/strategic-management- 

slides.html 

● https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23 

● https://www.youtube.com/c/cecgurukul/search?query=strategic%20management. 

● Strategic Management and Business Policy by Thomas L.Wheeen and J.David hunger, 

Pearson Ed. 

● Strategic Management – Test and Cases, By Gregory G. Dess, G. T. Lumpkin, AlenB.Eisner, 
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CORE COURSE 12 OPERATIONS RESEARCH 

 

 

 

 

This is a practice-oriented, aptitude-focused, problem-solving, and employability-based course.  

Course Description 

The course will expose students to various scientific tools and optimization techniques in the 
operations of a business. 

Course Outcome: 

By the end of the course, students will obtain the following course/learning outcome:  

Knowledge gained: 

 Understand the development of Operations Research and Linear Programming. 

 Acquire know- how on Game Theory. Queuing theory and sequencing problem 

Skills Gained: 

 Learn various analytical algorithms and Project Evaluation Techniques. 

 Get introduced to Decision making theory, Simulation. 

 Competency Gained: 

 Examine the operational activities of an organization with the help of various models. 

 

Course Structure 

Module -I: Origin and modeling in Operations Research, Applications of Operations Research, 
Limitations of Operations, Introduction to Linear Programming Problem(LPP)  and solutions :-
Graphical Method, Simplex  Method, Duality  of  LPP and sensitivity analysis 

Module -II: Transportation Problem and solutions: MODI Method and Stepping stone Method.  
Assignment Problem, solution to assignment problem, Special cases and travelling salesman 
problem, sequencing problem 

Module-III: Inventory Control –Introduction to Inventory Management, Basic Deterministic 
Models, with      shortages and without shortages. Probabilistic inventory problem and 
EOQ.Dynamic programming and applications.  Solutions to various problems using dynamic 
programming, Replacement Problem 

Module -IV: Game Theory: Two Person Zero-sum Games, Graphical Solution of (2 × n) and (m × 
2) Games. Games without saddle point and dominance property. Introduction to Queuing 
Theory, classifications of queuing models, solutions to various models. Simulation:- Monte carlo 
simulation  . 

Module –V: Network Scheduling: - Network basic components, rules for network construction. 
Project scheduling techniques PERT and CPM. Crashing of the project and resource analysis of the 
project. Decision making theory and applications.  

 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

 

 

Course Code MBG5203 Semester III 

Course Title Operations Research 

Credits 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Credits 

 Type Core 
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Interdisciplinary elective (Open) -LEADERSHIP SKILLS AND CHANGE MANAGEMENT 

Course Code MBG5003 Semester  II 

Course Title Leadership Skills And Change Management 

Credits 4 Type Open 

Elective 

Course Description 

The course focuses on leadership development as well as the skills necessary for good leadership. The 

course enables aspiring managers to be more effective leaders in organizations through an 

understanding and practice of essential skills such as developing personal strengths, powerful 

communication, problem-solving, managing process, goal achievement, conflict resolution, and win-

win negotiations. 

Course Outcome 

By the end of the course, students are expected to be able to: 

 Identify one’s talents, how to develop them as strengths, and link them to the work of the 

leader. 

 Develop the behavioral skills and emotional intelligence related to effective leadership. 

 Learn the strategies to manage the performance a team through coaching and mentoring. 

 Equip the ways to negotiate effectively and successfully manage conflicts in organizations. 

Course Structure 

Module I: Leadership – Definition – Characteristics of Leadership – Qualities of an ideal leader- 

Leadership traits - Types of leaders - Leader Vs Manager - Personal skills for effective leadership-  

Module II: Leadership theories –Great Man theory of leadership – contingency theory – situational 

theory – Behavioural theory – participative theory – relationship theory – Management theory 

Module III: Leadership Models for a powerful leader - sources of motivation- emotional intelligence and 

its significance - Significance of communication skills for work-life and leadership. 

Module IV: Skills for leadership and performance management: Goal setting- support of employee 

development and communication of feedback -360-degree feedback- Coaching and mentoring- 

Leadership in Change management- Transformational leadership- Leader as a change agent in 

organizations 

Module V: Team management and Conflict Resolution skills -Group structure and Dynamics-Formation 

of teams and teamwork- Group problem-solving – conflict management- negotiating skills- 

Ethics in Leadership - Leader and Values 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 
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Semester IV 
CORE COURSE 12 CORPORATE GOVERNANCE AND BUSINESS ETHICS 

Course Code MBG5401 Semester IV 

Course Title Corporate Governance And Business Ethics  

Credits 4 Type Core 

This is a value-oriented course that develops employability skills focusing on the ethics in 

work- life. 

Course Description: 

To course enables to create a mindset of Value and Ethics among the students and to 

familiarize them with the theory and practice of managing ethics in organizations 

and also to help them implement the learned principles in their workplace and 

personal life. The course also makes the students learn the role of Corporate 

Governance and its increasing impact on the management of organizations. 

Course Outcome 

By completing this course, students will obtain the following course/ 

learning outcome. 

Knowledge: 

 Understand the concepts and meaning of corporate governance 

 Understand why business ethics are becoming increasingly important 

Skills: 

 Analysis of the ethical dilemmas found in the workplace 

 Understand the significance of fostering good business ethics 

Competency: 

 Awareness of the Indian ethical standards and concept 

 Provide a better understanding of corporate governance in the Indian scenario 

Course Structure 
 

Module I: Corporate Governance: Definition – Meaning of Governance - Need for Corporate Governance – 

Features of Corporate Governance – Determinants – Advantages - - Historical perspective- Corporate 

Governance in various countries- 4 P’s of Corporate Governance- OECD principles- Essentials of a good 

Corporate Governance system - Recent trends. 

Module II: Theoretical base of corporate governance Models- Anglo Saxon model, German model, Japanese 

model, control model, Indian model- Global Corporate Governance Forum-  

Module III: Corporate governance in Indian scenario- Growth of Corporate governance in India- Corporate 

Governance vis a vis Corporate Administration- Sustainability and Corporate governance -Corporate 

Governance Rating -Need for standardization of CG rating system- Pioneers in CG practices -Reasons for 

Corporate Governance failures- Landmark cases incorporate frauds in recent years, Enron fraud, world com 

fraud, AIG insurance case, baring bank case, Lehman Brother case, Satyam case, Tata finance case, Sahara 

case as case studies 

 Module IV: Ethics and Values - Objectives of ethics – Types of Ethics – Personal ethics- Business. ethics – 

Professional ethics - Work ethics – Common ethics - Characteristics of business ethics – Scope of business 

ethics – Ethics in functional areas such as marketing, finance, Human resources production and distribution - 

Need for business ethics- reasons as to why business entities shall act ethically- Business ethics and profits – 

Approaches to Ethics - The Unitarian Ethics- Deontological ethics- Virtue ethics. Relationship between ethics 

and corporate governance 
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Module V: Indian Ethos for Management –Quality of work life in Indian philosophy – The concept of ethics in 

work life according to Bhagavat Gita-Value oriented Holistic management - Need of value based holism in 

management in India - Ethics for transnational business in view of globalization 

Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 
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Open Elective-      BUSINESS ANALYTICS FOR MANAGERS 

Course Code MBG5005 Semester IV 

Course Title Business Analytics for Managers 

Credits 4 Type Elective Open 

Employability based course imparting Analytical and Problem-solving skills for 
business management, programming skills, technical skills to use various statistical 
software tools 
Course Description 
This course provides the students an exposure to the role of analytics in business decision 
making. The students also learn working with R software which is quite popular and 
extensively used in the area of analytics. 

Course Outcome 
By the end of the course, students are expected to be able to gain the following learning outcomes. 
Knowledge: 

● Overview of business analytics- types of data, its application in business 
● Visualize and explore data and how it can effectively have described with data modeling tools 

Skills: 
● To understand the forecasting techniques through predictive analytics 
● To familiarize with Big Data Analytics 

Competency: 
● To find solutions to business problems through prescriptive analytics and decision analysis 

Course Structure 

Module I:Introduction to Business Analytics: Role of analytics in business, Data Exploration in 
Business Analytics- Different Sources of data and different types of data, Integrating Analytics with 
business, Business Analytics for Competitive Advantage, Business Analytics Process Cycle. 

Module II: Descriptive Analytics-Descriptive Statistical Measures- Probability Distributions and Data 
Modeling -Sampling and Estimation-Statistical Inference - Data reduction, Data Visualization. 

Module III: Predictive Analytics-Trend lines and Regression Analysis-Forecasting Techniques- 
Machine learning algorithms for Predictive Analysis-Logistic Regression, Discriminant Analysis, 
Classification and Regression Trees-Spreadsheet Modeling and Analysis- Monte Carlo Simulation 
and Risk Analysis. 

Module IV: Prescriptive Analytics-Linear Optimization-Applications of Linear Optimization-Integer 
Optimization-Decision Analysis. 

Module V: Introduction to analytics in functional areas of Business: Finance Analytics, Marketing 
analytics, HR Analytics, Operations analytics, Web analytics. 

Testing & Evaluation 
● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 



43 

 

 

 
 
 

References 

 Camm, J. D., Cochran, J. J., Fry, M. J., Ohlmann, J. W., & Anderson, D. R. (2015). 
Essentials of Business Analytics. South Western, First edition. 

 Evans James R. (2017). Business Analytics. Pearson Education, Second edition. 
 Sandhya Kuruganti & Hindol Basu. Business Analytics: Applications to 

Consumer Marketing. McGraw Hill Education, First edition. 

 Ramesh Sharda, Dursun Delen & Efraim Turban . Business Intelligence: A Managerial 
Approach. Pearson, Fourth edition 

 
 
 

Dissertation Project Report 
 

Course Code MBG5490 Semester IV 

Course Title 
Dissertation Project Report 

Credits 6 Type CORE 
 

During the fourth semester, every student of the MBA (CBCSS) programme is required to undertake work on 
the problem(s) pertaining to their specialization for a period of 60 days under the guidance and supervision 
of a member of the faculty and manager in case of company. The dissertation project can be done either at 
company or as an independent field survey.  The report on the same must be submitted before the 
commencement of the fourth-semester university examination and will have to be undertaken for a period 
of six weeks. The report carries 200 marks with 6 credits. The dissertation project will have to be 
undertaken simultaneously at the beginning of the fourth semester for a period of 60 days followed by 
classes for specialized courses. There will be an internal valuation for the Dissertation Project. The evaluation 
includes a report (125 marks) and viva (75 marks) that will be conducted internally by the concerned 

supervisor and Head of the Department. 
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Programme Electives–Marketing Management 
Elective Marketing 1 : ADVERTISING AND SALES PROMOTION 

Course Code MBG5011 Semester III 

Course Title Advertising and Sales Promotion 

Credits 4 Type Elective 1- 
Marketing 

Course Description 
Through this course, the student will understand Integrated Marketing Communication, Marketing 
Communication Planning, Creative Strategy, Advertising Agency and Sales Promotion. This course 
will help students to acquire creative communication skills. 
Course Outcome 
After completing this course the student will be able to gain the following. 

 
Knowledge: 

● Identify the elements of the communication process between buyers and sellers in business. 
● Identify the marketing mix components in relation to market segmentation 

 

Skills: 
● Use marketing research techniques to find solutions for competitive marketing decisions. 
● Identify the dealer-oriented promotion techniques, customer-oriented promotion techniques and 

salesmen-oriented promotion techniques. 
 

Competency: 
● Conduct pre-testing, post-testing and concurrent testing of ads to determine their effectiveness 

Course Structure 
Module I: Integrated Marketing Communication - Introduction, Definition, Evolution, Concepts; 
Marketing Communication Mix; Models of Marketing Communication; Ethical and Social issues in 
marketing Communication; Future of Marketing Communication. Emerging trends in the field of 
advertising and sales promotion. 

Module II: Advertising and Creative Strategy - Significance and scope of Advertising, Role of 
Advertising in stimulating demand; Creative Strategy- Message, its structure and content, 
Advertising appeals, Creative tactics and format, the Creation process of advertisements – 
Television and print advertisements; Advertising research. 
Module III:Marketing Communication Planning - Advertising Planning and Objectives; Effects of 
advertising on Brand Equity; Advertising Budgeting; Media Planning and Strategy- Types of Media 
and its reach, frequency and impact; Media Research; Evaluation of Advertising-its importance, 
different techniques of evaluation. 

Module IV: Advertising Agency - Advertising Agency – Function, organizational Set-up; Types of 
advertising agencies; Compensation of advertising agencies; Selection of an advertising agency 
Module V: Sales Promotion -Definition, Scope, Sales promotion mix, Developing Sales Promotion 
Campaign, implementation of sales promotion campaign, Sales promotion Budget and Sales 
promotion evaluation; Effect of sales promotion on brand equity; Trends is sales promotions; 
Relationship between advertising and sales promotion; Issues while designing sales promotion 
strategies, Future of Sales Promotion 
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Testing & Evaluation (if any) 
● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 

References 
 Belch, G. and M. Belch, Advertising and Promotion: An Integrated Marketing 

Communication Perspective, McGraw Hill. 

 Clow, K. &Baack, D. Integrated Advertising and Promotion and Marketing 
Communications, Prentice-Hall. 

 David Aaker, Rajeev Batra and John G. Myers, Advertising Management, Pearson 
Education. 

 Thomas Russell, J. and Ronald Lane, W, Kleppner’s advertising Procedure, Prentice-Hall. 

 John Burnett , Promotion Management: A strategic approach, West Publishing 
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Elective 2- Marketing Digital Marketing  

Course 
Code 

MBG5012 Semes ter II 

Course Title Digital Marketing 

Credits 4 Type Elective 2- 
marketing 

This Course mandates an insight   into digitalization and market-based skill 
development and knowledge gained by the students. 

Course Description 
To inculcate insights on consumer behavior and various market research techniques in the students 
and equip them to carry out independent market research. 

Course Outcome 

With the completion of this course, students will obtain the following course/learning outcomes: 
Knowledge: 

● Understand digital marketing basic concepts and emerging trends in digital marketing. 
● Interpret the traditional marketing mix within the context of a changing and extended range of 

digital strategies and tactics. 
Skill: 

● Critically assess the use of digital  marketing tools by applying relevant marketing theories and 
frameworks 

● Analyze the confluence of marketing, operations, and human resources in real-time delivery. 
Competency: 

● Improve their marketing skills and customization efforts digitally. 
● Use social media effectively from an organizational perspective. 

Course structure 

OBJECTIVE: The main objective of the course is to help students understand digital marketing 
methods, from a variety of perspectives—as analysts, consumers, and entrepreneurs. 

 
Module I: Principles and Drivers of New Marketing Environment – Web 2.0- Digital Media Industry 
- Reaching Audience Through Digital Channels- Traditional and Digital Marketing - Introduction to 
Online Marketing Environment - Dotcom Evolution - Internet Relationships - Business in Modern 
Economy - Integrating E-Business to an Existing Business Model - Online Marketing Mix – SoLoMo 
(Social-Local-Mobile)- Social Media Sites &Monetization- Careers in Social Media Marketing, Online 
content development & keyword optimization. 

Module II: Purchase Behavior of Consumers in Digital Marketing Format - Online Customer 
Expectations - Online B2C Buying Process - Online B2B Buying Behavior –Social Media Marketing 
Segments- Forms of Search Engines – Working of Search Engines - Revenue Models in Search Engine 
Positioning – SEO - Display Advertising – Trends, Web Analytics. 

Module III: Product Attributes and Web Marketing Implications - Augmented Product Concept - 
Customizing the Offering - Dimensions of Branding Online - Internet Pricing Influences - Price and 
Customer Value - Online Pricing Strategies and Tactics – Time-based Online Pricing - Personalized 
Pricing - Bundle Pricing- Internet Enabled Retailing - Turning Experience Goods into Search Goods 

Module IV: Personalization through Mass Customization - Choice Assistance - Personalized 
Messaging - Selling through Online Intermediaries - Direct to Customer Interaction - Online Channel 
Design for B2C and B2B Marketing- Integrating Online Communication into IMC Process - Online 
Advertising – Email Marketing - Viral Marketing - Affiliate Marketing - Participatory Communication 
Networks - Social Media Communities - Consumer Engagement - Co-Created Content Management- 
Interactive Digital Networks - Customer Led Marketing Campaigns 
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Module V: Role of Social Media- Social Community (Facebook, LinkedIn, Twitter etc.)- Social 
Publishing (Blog, Tumblr, Instagram, Pinterest, Wikipedia, Stumble Upon etc.)- Social Entertainment 
(YouTube, MySpace, Flickr etc.)- Social Commerce (Trip Advisor, 4 Squares, Banjo etc.)Social Media 
Measurement & Metrics- Data Mining and Social Media- Role of Social Media in Marketing 
Research- Big Data and Social Media- CrowdSourcing- Legal and Ethical aspects related to Digital 
Marketing. 

 
References 

 Smith P R Chaffey Dave, E-Marketing Excellence: The Heart of E-Business, 

 Butterworth Heinemann, USA 

 Strauss Judy, E-Marketing, Prentice-Hall, India 

 Easley D. Kleinberg J., “Networks, Crowds, and Markets – Reasoning about a 

 Highly Connected World”, Cambridge University Press. 

 Matthew A. Russell, “Mining the Social Web: Analyzing Data from Facebook, 

 Twitter, LinkedIn and other social media sites”, O'Reilly Media 

 Gavin Bell, “Building Social Web Applications: Establishing Community 

 at the Heart of Your Site”, O'Reilly Media 
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Elective 3- Marketing      BRAND MANAGEMENT 

Course Code MBG5013 Semester III 

Course Title Brand Management 

Credits 3 Type Elective 3 
Marketing 

This course focuses on the importance and scope of the brand which is important for 
entrepreneurs and marketers 

Course Description 

The purpose of the course is to introduce the concepts behind branding, brand naming, brand 
positioning etc., and explain the methodology of brand equity and the importance of branding for 
an organization. The course contains an introduction to branding, perceptions and branding, 
brand positioning, brand protection and globalization and brands. 

Course Outcome 

By completing this course, students will obtain the following course/ learning outcome: 
Knowledge Gained: 

● Understand the importance of brand and its value to the organization 
● Discuss the rights the organizations have to protect their brands and trademarks 
● Understand the process of brand creation and positioning 

Skill Gained: 
● Analyze the various decisions taken regarding a brand 
● Evaluate the developments in brand management. 
● Create a long term plan regarding the brands' 

Competency Gained: 
● Building and Promoting a brand 
● Brand communication 

 

Course Structure 
 

MODULE I: - What is brand: - Definitions – the financial value of brands – the social value of brands 
– what makes brands great – keys of branding – brand halo – changing face of customer line 
influence on growing brand. Recent trends in brand management. 
MODULE II: - Perceptions and branding – emotional benefits of branding – emotional branding 
perceptions – reception – what brands communicate – customer contact points – brand reflection – 
brand story - Brand design – Visual identity – Color in design – Sound in brand design – audio logos 
and jingles – sensory brands and smell in brand design – brands and taste – brand and touch – 
words and shapes – verbal identity – brand architecture – brand-building skills. 
MODULE III: Brand positioning – Brand planning – brand creation – brand platform – brand 
experience – brand communication – public relations perspective – opportunity modeling 
MODULE IV: Brand protection – Trademarks – classification of brands – creating a new mark – 
Trademark – portfolio audit – copyright – registered designs – brand as a business asset–brands and 
wealth creation – brands on the balance sheet – approaches to brand valuation. 
MODULE V: Globalization and brands – who really holds the power –the power of logo – brand 
leadership – global brands – Asian brands – revitalized brands – challenger brands – brand and 
customer protection – brand building – brand sustainability – brand decline – changing customers – 
brands in mergers and acquisitions – brand audit – strategic brand management. 
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Testing & Evaluation 
● Internal Test 
● Assignment 
● Quiz 
● Seminar 
● Case Study 
● Role Play 

References 
● Rita Clifton and John Simmons, Brands and branding, Profile books Ltd. 
● Sasikumar K. and Chandrasekar K.S, Brand practices in India – Himalaya Publishing 
● Chandrasekar KS, Product Management, Himalaya 
● John Philip Jones, What’s in a brand –Tata McGraw Hill. 
● Jean Noel Kapferer, Strategic Brand Management, Kogan Page 
● https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php 
● https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php 
● https://www.slideshare.net/versatileBschool/brand-management-full-notes 
● https://slideplayer.com/slide/7319403/ 
● https://www.slideteam.net/brand-management-powerpoint-presentation-slides.html 
● https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=6 
● https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23 
● https://www.youtube.com/c/cecgurukul/search?query=brand%20management 

https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php
http://www.slideshare.net/versatileBschool/brand-management-full-notes
https://slideplayer.com/slide/7319403/
https://www.slideteam.net/brand-management-powerpoint-presentation-slides.html
https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=6
https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23
http://www.youtube.com/c/cecgurukul/search?query=brand%20management
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Programme Electives–Human Resource Management 

 
Elective 1- HRM     HUMAN RESOURCE DEVELOPMENT 

Course Code MBG5021 Semester III 

Course Title Human Resource Development 

Credits 4 Type Elective 1- HRM 

This course will help students to acquire human resource training and development 
skills. The course also focuses on human values in terms of development of motivation, 
leadership skills and diversity training. 

Course Description 
To provide a clear idea about the principles of training and also to emphasize the value of 
developing and designing training programs for the betterment of the organization. 

Course Outcome 
By the end of the course, students are expected to be able to gain the following can be obtained 
Knowledge: 

● To understand about the role of leadership, motivation and communication in an organization 
● To understand the importance of globalization and diversity in modern organizations 

Skills: 
● To be able to develop and design a training and development program 
● Describe and illustrate how to identify training requirements. 

Competency: 
● To understand the various approaches in human resource development 

Course Structure 
 

Module I: Introduction to Training Concept- Role, Need and Importance of Training, Types of 
Training, Philosophy of Training, Principles of Training, Components of Training, Developing an 
Integrated Approach of Learning in Training Programme. Recent Trends in HRD. 

 

Module II: Training Need Identification Concepts-Determination of Training Needs, Approaches to 
Training Needs Assessment, Tools/ Methods of Identification of Training Needs, Recent scenario of 
TNI, TNI Cycle of Events. 

 
Module III: Training Design - Concept of designing Training programs, Process, Design Theory, 
matching methods with outcomes, Trainer Identification, Methods and Techniques of Training, 
Designing A Training Unit (Cross-Cultural, Leadership, Training the Trainer, Change), Budgeting of 
Training – preparation of training proposals. 

 
Module IV: Implementation and Evaluation - Different Methods of Training, Integrated 
Instructional Strategy, Orientation Training, Diversity Training, Team Training, Training Equity; 
Rationales for Evaluation, Methods of Evaluation, Evaluation Design Issues – induction Vs 
orientation. 

 
Module V: Management Development - Focus & Approach to Management Development, general 
Characteristics of Managers, Integration of Strategies & management Characteristics, Management 
Development Implications Strategies for Training executives. 
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Testing & Evaluation (if any) 
● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 

References 
● TV Rao , Readings in HRD, Oxford and IBH. 

● Buckley, R., &Caple, J ; The theory and practice of Training (5th ed.). London and Sterling, 
● Lynton, R., Pareek, U.; Training for Organizational Transformation for Policy Makers and 

Change Managers, Sage, London, 
● Rae, L; How to Measure Training Effectiveness, 3rd ed., Gower, Aldershot 

● P. Nick Blanchard, James W. Thacker; Effective Training, Systems, Strategies & 
Practices, Second Edition; Pearson Education 

● https://onlinecourses.nptel.ac.in/noc19_mg51/preview 

● https://online-degree.swayam.gov.in/dyp20_d01_s2_mg09/preview 

● https://shodhganga.inflibnet.ac.in/handle/10603/1126 
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Elective 2- HRM: ORGANIZATIONAL CHANGE AND INTERVENTION STRATEGIES 

Course Code MBG5022 Semester III 

Course Title Organizational Change and Intervention Strategies 

Credits 4 Type Elective 2- 
HRM 

This is a conflict resolving, participatory and skill development-based course that aims to 
impart change management and implementation skills to the students. 

Course Description 
The course will impart competency in managing change in the organization through 
various organization development intervention strategies to become a leader of 
change in the organization. 

Course Outcome 

By the end of the course, students are expected to be able to gain the following learning outcomes. 
Knowledge: 

● Understanding about the nature of change in organizations and necessity for change 
● Concept of strategic change management change cycle, process and factors that affect change in 

organizations and to manage the strategic change in organization. 
● Models on Organizational Development, structure and change. 

Skills: 
● Analyze the change resistance in organizations and identify the possible ways to implement change 

in organizations for transformations. 
Competency: 

● Coordinate and communicate with the team to bring about change. 
● Planning with the management team and leading the organization to transformation. 

Course Structure 
 

Module I: Nature of Change - Necessity for Change; creating readiness for Organizational Change, A 
readiness Model, Interpersonal & Social Dynamics, and Change Agent attributes. 
Module II: Planning for Change - Integrated Strategic change model; Managing Strategic Change; 
Transformational Change & its characteristics; Continuous Learning & change, Cultural & climatic 
factors affected by change; Global perspectives related to change. 
Module III: Change Process - Change Cycle; change process; leadership patterns & Transformational 
strategies; Cultural & Climatic factors affect Change; Sustainable change Process. 
Module IV: Change Implementation - Resistance to change; Strategies to overcome the resistance; 
Strategies to face the resistance to change; Business Process Re-engineering (BPR) 
Module V: Organizational Development Interventions-Introduction; Evolution and nature of OD; 
Foundations of OD, The Process of OD, Major OD Interventions & strategies and their expected 
outcome; Special applications of OD & future directions in OD. Recent trends in OD. 

 

Testing & Evaluation 
● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 



53 

 

 

 

References: 

 Wendell L. French, Cecil H. Bell, Jr., Robert A. Zawacki;  Organization Development & 
Transformation – Managing Effective Change;4th Edition; Tata McGraw –Hill Publishing 
Company Ltd, New Delhi. 

 Cummings & Worley; Organization Development & Change; 7th Edition; Thomson; South 
Western Publication. 

 Donald Anderson, Cases and exercises in organizational change and development, Sage. 

 William Ruthwell, Organizational development changes, ATD Press. 
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 https://www.classcentral.com/course/swayam-organization-development-and- 
change-in-21st-century-19963 

https://onlinecourses.nptel.ac.in/noc20_mg56/preview
http://www.classcentral.com/course/swayam-organization-development-and-
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Elective 3 HRM: CONFLICT RESOLUTIONS AND NEGOTIATIONS 

Course Code MBG5023 Semester III 

Course Title Conflict Resolutions and Negotiations 

Credits 3 Type Elective3- 
HRM 

This is an employability based course focusing on conflict resolution, negotiation and team- 
building skills. The course also focuses on professional ethics in terms of industrial peace, 
code of discipline and conflict resolutions. 

Course Description 

To examine the factors and issues that influence group performance and group effectiveness, 
to identify causes of intra-group and intergroup conflict and ways and means of resolving the 
conflict and cultivate skills for group decision-making and teambuilding. 

Course Outcome 

By the end of the course, students are expected to be able to: 
Knowledge: 

● Have an understanding of various sources of conflicts and find ways to resolve them in real life. 
● Understand the concept of stress and how to manage it in an organization. 
● Knowledge of industrial peace and code of discipline. 

Skill: 
● Equip with stress management, conflict assessment and resolution skills. 

Competency: 
● Understand the importance of global culture and use it to reduce multicultural conflicts 
● Develop better interrelationships within and outside the organization 

Course Structure 

Module I: Stress & Conflict: Meaning & causes of stress, types of conflicts (intra individual & 
interactive), coping strategies for stress & conflict; negotiation skills. Recent trends in the 
organizational Conflict Management. 
Module II: Industrial Conflicts/Disputes - Meaning, essentials, classification, recognition of 
disputes, the impact of industrial disputes, factors of industrial disputes/conflicts, Strikes- 
forms, prevention of strikes, lock-outs, gheraos, Ways to achieve industrial peace, Code of 
discipline in the industry. 
Module III: Identification of Stress - Verbal and Non-verbal Indicators of Stress, Assessment of 
Stress, Stress and Management of Change, Stress and Conflict. 
Module IV: Group Conflict - Sources of Conflict in Groups – Conflict process – Coalitions – conflict 
resolution; Conflict between groups – sources – resolving intergroup conflict. 
Module V: Cross-cultural decision making- staffing, expatriation and repatriation; communication 
and cooperation in an international team, managing culturally appropriate leadership style, 
Designing result-oriented motivational tools, Intercultural negotiation and conflicts management. 

Testing & Evaluation 
● Assignments 
● Case analysis/ Problems 

● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 
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Programme Electives - Finance 

 
Elective 1- FINANCE - SECURITY ANALYSIS AND PORTFOLIO MANAGEMENT 

Course Code MBG5031 Semester IV 

Course Title Security Analysis and Portfolio Management 

Credits 4 Type   Elective 1- FIN 

 
This is a practical and problem-based course that develops investment management skills and 
portfolio management skills. It is an employability-based course. 

Course Description 

The course provides an in-depth knowledge of the theory and practice of Investment decision 
making process and portfolio management. 

Course Outcome 

By the end of the course, students are expected to be able to gain the following learning outcomes: 
 
Knowledge: 

 Examine the various investment avenues 

 Understand the importance of investment 
Skills: 

 Evaluate the various investment alternatives available in the market 

 Analyze the Indian financial markets 

 Technical and Fundamental analysis 
 

Competency: 

 Realizing the movements in the stock market and the factors influencing these fluctuations 

 Strategizing financial investments 

 Evaluate the profitability of a portfolio 
 
Course Structure 

 

MODULE I: Introduction to investments - Nature and scope of investment decision - investment 
planning and policy, investment process – Investment alternatives - Govt. Securities - Money market 
instruments - equity bonds- mutual funds - derivative instruments - futures - options – commodity 
futures, index futures - stock futures - hedge funds.  

MODULE II: Valuation of fixed income securities - Bond valuation and yields - Bonds duration and 
yield analysis - Term Structure Theories-Common stock valuation - different valuation models – 
dividend and value of options, discounted cash flow models,  

MODULE III: Security Analysis - Fundamental Analysis - Economic Analysis -Technical Analysis – 
Distinction between Fundamental and Technical Analysis -  Industry analysis - company analysis for 
measuring earnings, forecasting earnings, applied valuation technical analysis – Basic Tenets of Dow 
Theory, Different Types of charts, Concept of trend, other market indicators theory – flow theory, 
efficient market hypothesis. 

MODULE IV: Capital Asset Pricing Model - Overview and Assumptions, Capital Market Theory, 
Security Market Line and Capital Market Line, Zero Beta Model - Multifactor Models and risk 
Estimation – Arbitrage Pricing Theory, Sharpe’s Single Index Model, Lagrange Multiplier Theory. 
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MODULE V: Portfolio-Introduction - Markowitz portfolio theory - Mean Variance Criterion (MVC) - 
Nature of investment risk - MVC and portfolio selection - Application of market model in portfolio 
construction, constructing the efficient frontier - constructing the optimum portfolio - portfolio 
performance evaluation - International Diversification 

 

Testing & Evaluation 
 

● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 

 

References 
 

● Kevin, Portfolio Management, Prentice Hall of India 
● PunithavathyPandian, Security Analysis and Portfolio Management, Vikas Publishing House 
● E. Fischer Donald, J. Jordan Ronald, K. PradhanAshwini, Security Analysis and Portfolio 
Management, Pearson. 
● Zvi Bodie, Alex Kane, Alan J. Marcus, PitabasMohanty, Investments, Tata MC Graw Hill. 
● Prasanna Chandra, Investment Analysis and Portfolio Management, Tata MC Graw Hill 
● https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php 
● https://www.slideshare.net/rameshwarpatel/security-analysis-and-portfolio-managment 
2018352 
● https://slideplayer.com/slide/10684059/ 
● https://www.academia.edu/3203223/Securities_Analysis_and_Portfolio_Management 
● https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23 

https://ugcmoocs.inflibnet.ac.inugcmoocs/moocs_courses.php
http://www.slideshare.net/rameshwarpatel/security-analysis-and-portfolio-
https://www.academia.edu/3203223/Securities_Analysis_and_Portfolio_Management
https://epgp.inflibnet.ac.in/Home/ViewSubject?catid=23
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Elective 2- FINANCE: SECURITIES MARKET AND REGULATIONS 

Course Code MBG5032 Semester IV 

Course Title SECURITIES MARKET AND REGULATIONS 

Credits 4 Type  Elective 2- FIN 

This is an employability-based financial skill development course which focuses on the 
financial market and the financial services in India. 

Course Description 

To understand the structure, scope and role of the Indian financial system. To familiarize the 
operational and regulatory framework of Indian Financial System 

Course Outcome 
By the end of the course, students are expected to be able to gain the following learning outcomes: 
- 
Knowledge : 

● Awareness of the Indian financial system and its regulatory framework 
● To familiarize the students with the fundamental principles of financial services and management 
● To provide an insight into the changing financial management practices and technology 

 

Skills : 
 

● To analysis the scope and future of different retail financial services 
● Creation of talented and resourceful financial managers 

 

Competency : 
 

● Understand the new marketing trends of financial services and equip students to handle finance 
with modern requirements 

 

Course Structure 
 

Module I: Indian Financial System - Structure of a Financial System – Financial Markets- Financial 
Instruments -Financial Institutions, Intermediaries, Financial services - Securities Market in 
India – Classification of financial markets - Money Market- Features - Money market 
instruments- Call money markets- Treasury Bills-Repurchase Agreements-Commercial paper- 
Certificate of Deposits-Commercial Bill Market 

Module II: Capital market- structure and classification - Primary market-IPO-FPO- NFO- -Listing of 
securities - Private placement- Right issue - Bonus Issue- Buy-Back of shares -conditions for 
buyback of shares - Capital market instruments- Equity Shares- shares with differential voting 
rights - Debentures- Bonds – Foreign Currency Convertible Bonds – Foreign Currency 
Exchangeable Bonds – Indian Depository Receipts –Book Building- Anchor investors – ASBA – 
Green shoe Option. 
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Module III: Secondary Market-Stock exchanges- Role and functions of Stock Exchanges- BSE-NSE – 
Trading Mechanism – Margins – Book closure and Record Date – Block Deal – Bulk Deal – 
Market Surveillance – SENSEX – basis of Sensex – Nifty – Risk Management in secondary 
market. 

Module IV: Securities Market Intermediaries – Functions of Market intermediaries such as Merchant 
Bankers -Registrars and Share Transfer Agents- Underwriters – Bankers to an Issue – Stock 
brokers and sub-brokers – Debenture Trustees – Portfolio Managers – Custodians of securities 
– Investment Advisors- Research Analysts – Credit Rating Agencies – Depository Participants. 

Module V: Securities Market related Regulations- SEBI- Establishment – composition of SEBI - 
Objectives of SEBI Act, 1992 – Powers of SEBI in regulating securities markets – Depository 
system – Benefits – Dematerialization of shares – listing of shares – Delisting of shares – 
Initiatives of SEBI in Prohibition of Insider Trading – Role of SEBI in investors protection – SEBI 
complaints Redress System [SCORES] 

Testing & Evaluation 
● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Assessment 

References 

 Balachandran V. (2023), Securities Market and Regulations,  Sultan Chand and Sons, New Delhi 

 Khan, M.Y., Financial Services, Tata McGraw Hill, New Delhi 

 Machiraju, HR, , Indian Financial system, Vikas Publications 

 Kothari and Rajesh, Financial Services in India: Concept and Application, Sage, New 
Delhi. 

 Gordon, E &Natarajan, K., Financial Markets & Services, Himalaya Publishing House. 

 Monika Kashyap & Mahendra BabuKuruva. ‘Economic Reforms in India Since 1991’, Sage 
Publications New Delhi.
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Elective 3- FINANCE  BANKING AND INSURANCE SERVICES 

Course Code MBG5033 Semester III 

Course Title BANKING AND INSURANCE SERVICES 

Credits 3 Type Elective 3 - FIN 

This course provides updated knowledge and information about banking and insurance sectors 

that makes the student competent and employable in the Banking Financial Services and 

Insurance (BFSI) sectors. 

 
Course Description: 

To equip the students with an essential knowledge base on banking systems and instruments, 

banking technology and various insurance service products. The course also provides knowledge 

on the regulatory system governing banking and insurance. 

Course Outcome: 

By completing this course, students will obtain the following course/ learning outcome: 

Knowledge: 

 Basic knowledge about the structure, instruments, technology and regulatory system of 

Banking and insurance sectors. 

Skill: 

 Develops reasoning and problem-solving skills. 

 Enhance Leadership and decision-making skills that suit the banking and Insurance sector. 

Competency: 

 Understand the regulatory framework and financial services products that help in solving 

practical problems. 
 

Course Structure 

 
Module I: Origin & Development: Definition of a Bank – features of a bank– types of banks – 

commercial banks. Private banks, new generation banks - Banking- Indian Banking systems - 

Evolution of Banking- Functions of a commercial bank - Emerging trends in Banking 

 
Module II: Negotiable Instruments- Definition - Characteristics - Types of Negotiable instruments – 

Bills, Promissory notes and Cheques – Features of a Cheque – crossing of Cheques- the need 

for the crossing of Cheques – Types of crossing of Cheques -Dishonor of Cheques - 

consequences- Endorsement – Types of endorsement- Banker: rights and duties of Payment 

bankers and Collection bankers -payment in due course - Agency Services –General utility 

services-Credit Creation- Banker–Customer Relationship-Bankers as a Trustee & an Agent- 

Appropriation of Payment – Rule in Clayton's case. 

 
Module III: Banking Technology: Electronic Banking-Core Banking –Distribution Channels- Remittance 

Facilities & Clearing System-Online Banking - Electronic Fund Transfer System- RTGS, SWIFT. 

RBI and SEBI regulations- current developments in banking technology. 
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 Module IV: Insurance: Principle of insurance contract of Insurance - requirements of an insurance 

contract- Concept of risk- risk identification and evaluation- risk management techniques- 

risk avoidance- loss control- risk retention-risk transfer, the nature of insurance- 

 
Module V: Types of life insurance: Life, health – Fire insurance- Marine insurance -Third party 

insurance - Life insurance contract provisions- loss of health – health insurance policies 

disability income insurance- annuity scheme- pension schemes structure and characteristics. 

IRDA - Regulations governing the Insurance sector. 

 
Testing & Evaluation (if any) 

 Assignments 

 Case analysis 

 Seminar/Project 

 Discussions/ Group activity 

 Mid-semester Assessment 

References 

● Institute of Banking & Finance, Principles and Practice of Banking, McMillan publishers, 

New Delhi. 

● Muraleedharan D, Modern Banking-Theory and Practice’, PHI Learning Pvt. Ltd. 

● Shekhar K C &LekshmyShekar, Banking Theory and Practice, Vikas Publication House, New 

Delhi. 

● Harold D Skipper, W. Jean Kwon- Risk Management and Insurance- Perspectives in a Global 

Economy, Blackwell Publishing. 

●  M N Mishra, S B Mishra- Insurance Principles and Practice- S Chand. Publishing, New 

Delhi.
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Programme Electives - Operations 
Elective 1- Operations:  SUPPLY CHAIN AND LOGISTIC MANAGEMENT 

Course Code MBG5041 Semester IV 

Course Title Supply Chain and Logistics Management 

Credits 4 Type Elective 1-Operations 
 

This course will help students in developing supply chain relationship management skills 

Course Description 
 

To understand the concepts, practices, and importance of logistics management and supply chain 
management and to develop skills and competence to design and operate logistics facilities. 

 

Course Outcome 
By the end of the course, students are expected to be able to: 
 
Knowledge : 

● To summarize the basics of logistics management 
● Discuss the various transportation services and logistics facilities 
● To paraphrase on the global scope of 

logistics  
                Skills : 

● Inventory management skills 
● Order processing skills 

Competency : 
● To understand the fundamental concepts in supply chain management 

 

Course Structure 
 

Module I: Introduction to Logistics - Introduction to Logistics and its interface with Production and 
Marketing; Measures of logistics; Physical distribution and logistics. - Logistics Systems Analysis and 
Design; Warehousing and Distributing Centers; Location. Recent trends in supply chain 
management. 

 

Module II: Transportation Systems - Transportation Systems: Facilities and Services; Dispatch and 
Routing Decisions and Models; Inventory Management Decisions. 

Module III: Logistics Audit and Control - Logistics Audit and Control; Packaging and Material 
Handling; International Logistics Management; Logistics Future Directions. Warehousing and 
Storage-- Transportation- land, water and air. 

Module IV: Introduction of supply chain - Introduction of supply chain logistics and supply chain— 
functional coordination— supply chain relationship—cooperation and collaboration with supply 
chain partners—supply chain synergy. Supply chain value strategy—supply chain flow cycle. 

Module V: Demand Management - Demand Management. - Supply chain information 
system— Inter-company   and   intra company information- relationship marketing and 
supply chain management. 
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Testing & Evaluation 
 

● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Tests 

 

References 
 

 Chopra, S., Meindl, P., &DharamVirKalra. Supply Chain Management: Strategy, Planning and 
Operation. Pearson Education, Seventh edition. 

 Janat Shah. Supply Chain Management: Text and Cases. Pearson Education India; 
Second edition. 

 Bowersox, D.J., Closs, D.J. & Cooper M.B. Supply Chain Logistics Management. McGraw Hill 
Eucation, Third Edition. 

 Chandrasekaran N. Supply Chain Management: Process, System & Practice. Oxford 
University Press. 

 Sunil Chopra ,Supply Chain Management ,Pearson 

 Paul .R.Murphy ,Contemporary Logistics, Pearson , 12th Edition 

 Michael Hugos . Essentials of Supply Chain Management. Wiley, Fourth edition. 
http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/278 
https://onlinecourses.swayam2.ac.in/cec20_mg11/preview 

 https://www.slideshare.net/Tanel/logistics-and-supply-chain-managementoverview 
  https://www.slideshare.net/SlideTeam1/supply-chain-management-and-logistics- 

powerpoint- presentation-slides 

  https://www.youtube.com/watch?v=c9HfNg4a_Og&ab_channel=Oracle 
https://www.youtube.com/watch?v=A98X_bvX2QA&ab_channel=tutor2u 

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/278
http://www.slideshare.net/Tanel/logistics-and-supply-chain-managementoverview
http://www.slideshare.net/SlideTeam1/supply-chain-management-and-logistics-powerpoint-
http://www.slideshare.net/SlideTeam1/supply-chain-management-and-logistics-powerpoint-
http://www.youtube.com/watch?v=c9HfNg4a_Og&ab_channel=Oracle
https://www.youtube.com/watch?v=A98X_bvX2QA&ab_channel=tutor2u
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Elective 2- Operations TOTAL QUALITY MANAGEMENT 

Course Code MBG5042 Semester IV 

Course Title Total Quality Management 

Credits 4 Type Elective2- 
Operations 

Course Description 

The course provides insights on the concepts and functions of quality, designing quality, 
sampling, assurance and ISO 

Course Outcome 

By the end of the course, students are expected to be able to gain the following 

 To understand the concepts of managing quality in manufacturing and services 

 To acquire knowledge on quality design and quality measurement tools and its application 
 To learn error measurement through sampling procedures and ensuring accuracy reducing 

risks 

 To train the students on various quality management models 

 To familiarize concepts quality auditing and reporting including Six Sigma and ISO standards 

 
Module I - Introduction to Quality, Definitions – Basic concepts – Quality function – Managing for 
quality – Quality planning – Organization for quality – Developing a quality culture – Control of 
quality and quality improvement. 

 
Module II - Designing for quality – Quality measurement in manufacturing – Statistical process 
control – Control chart for variables – X bar and R Chart – Control chart for attributes – P and C 
charts, Lean Manufacturing. 

 
Module III - Inspection planning – Accuracy – Errors of measurement – Acceptance sampling plans – 
Producer Risk – Consumer Risk – The operating characteristics curves. 

 
Module IV - Reliability and testing – Quality Function Deployment (QFD)-Benefits, voice of 
customer, information organization, House of Quality(HOQ), Failure Mode Effect Analysis(FMEA)- 
Requirement of reliability, failure rate, FMEA stages, design, process and documentation 

 
Module V -Quality Assurance- Six Sigma-concept – quality auditing – Audit Reporting – Quality 
survey, Quality Standards-ISO concepts. 

 

Testing & Evaluation 
 

● Assignments 
● Case analysis/ Problems 
● Seminar/Project 
● Discussions/ Group activity 
● Internal Tests 
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References: 

 Besterfield Dale H., Besterfield Carol, Besterfield Glen H., Besterfield Mary, Urdhwareshe 
Hemant & Urdhwareshe Rashmi. Total Quality Management (TQM). Pearson Education India, 
Fifth edition. 

 Poornima M. Charantimath. Total Quality Management Paperback. Pearson Education, Third 
edition. 

 H. Lal . Total Quality Management: A Practical Approach, New Age International 
Publication, First Edition. 

 Dr. D. D. Sharma. Total Quality Management: Principles Practice and Cases, Sultan Chand & Sons 
Publication, First Edition. 

 https://onlinecourses.nptel.ac.in/noc20_mg34/preview 
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Elective 3- Operations MATERIALS AND INVENTORY MANAGEMENT 

Course Code MBG5043 Semester IV 

Course Title MATERIALS AND INVENTORY MANAGEMENT 

Credits 3 Type Elective 3- Operations 

This skill-based course is enriched with concept applications, practical knowledge, and 
competency-oriented. 

Course Description 

To introduce students to the basics of purchasing and material planning to controlling in an 
organization. 

Course Outcome 

By the end of the course, students are expected to be able to equip with the following 
outcomes: 
Knowledge: 

 

● Demonstrate an understanding of the basic concepts in Materials Management. 
● Understand the Forecasting Techniques in Materials Planning and Budgeting. 
● Have an idea on the role of Purchasing, Suppliers and Vendors in Material Management. 

Skill: 
●  Skills on MRP, Budgeting, Value Analysis and Warehouse management with the latest technology. 

Competency: 
● In-depth understanding of Store management, Layout and various disposals. 

 

● Ability to analyze and evaluate material handling through value analysis and engineering. 

Course Structure 

Module I: Introduction to materials management: definition, objectives & importance, integrated 
approach. Materials management at micro-macro levels. Total concept – Systems approach. The 
materials function – Interfaces-Benefits of integrated systems approach. Emerging trends in 
inventory management 

 

Module II: Forecasting & Planning: Forecasting methods, factors affecting forecasts – Materials 
planning, Materials Cycle and Flow Systems, Materials Control, Materials Budget. Materials handling 
systems basic principles. Types of equipment, materials handling, movement and storage cost. 
Evaluation of material handling – Evaluation of value, essentials of value, essentials of value analysis 
and engineering. Organization for value analysis. 

 

Module III : Purchasing: purchasing organization, duties of purchasing department, centralized and 
localized purchasing, purchasing policies, budgets, methods of purchasing, buying factors, source 
selection, source development, supplier performance appraisal make or buy decision, Vendor – 
Vendee relations, Vendor development, International purchasing – purchasing procedures and 
records: Requisition, purchases order follow up and expediting systems, receipt and inspection. 
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Module IV: Stores management and Control: Stores and Stores organization: organization of stores 
location and layout of stores; functions of stores keeping; stores records and procedure; salvage 
and surplus disposal & scrap disposal. Standardization and variety reduction. Merits and demerits of 
codification. New developments in Storing. 

 

Module V: Inventory Management: Different Costs of Inventory, Optimal Order Quantity, EOQ, 
Inventory Models with Purchase Discounts, Buffer Stocks, Fixed Order Period Model, Safety Stocks, 
Optimum Level of Safety Stock, Inventory Control, Elements of Effective Inventory Control, 
Advantages, Procedure for Setting up an Efficient Inventory Control System, V.E.D. Analysis, S.D.E. 
Classification, F.S.N. Analysis, X.Y.Z. Analysis, Logistics Management and Its Link with Inventory 
Control and other Areas. 

 

Testing & Evaluation 

● Assignments 

● Case analysis/ Problems 

● Seminar/Project 

● Discussions/ Group activity 

● Internal Test 
 

References 

 Prem Vrat . Materials Management: An Integrated Systems Approach. Springer, 
First edition. 

 Chapman Stephen N., Arnold J. R. Tony, Gatewood Ann K. & Clive Lloyd M.  
Introduction to Materials Management. Pearson Education, Eighth Edition. 81 

 Chitale A.K. & Gupta R.C. Materials Management a Supply Chain Perspective: Text 
and Cases. Prentice-Hall India Learning Private Limited; Third edition. 

 Gopal krishnan P. & Abid Haleem. Handbook of Materials Management. Prentice- Hall 
India Learning Private Limited; Second edition. 

 K. S. Menon & Sarika Kulkarni. Purchasing and Inventory Management, Shroff 
Publication, First Edition. 

 Prof. Nand Kishore Sharma. Materials Management: Planning and Control, Neha 
Publishers & Distributors.  
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Value Added Course - CORPORATE SOCIAL RESPONSIBILITY 
Course Code MBG5004 Semester III 

Course Title Corporate Social Responsibility 

Credits 0 Type Value Added 

Course 
 

Module I: Introduction to CSR: CSR – Meaning and Definition - evolution of CSR - Concept of Charity 

- Corporate Philanthropy - Corporate Citizenship, Why CSR? - Concept of Corporate Governance – 

Sustainability – Corporate sustainability - 

Module II: CSR through Triple bottom line and Sustainable Business;  Relationship between 

business and society - meaning of sustainable business – Sustainable Development – Key factors of 

sustainability - Models of CSR in India - Drivers of CSR - Major codes on CSR 

Module III: Legislative framework for CSR in India: CSR - requirements under section 135 of the 

Companies Act, 2013 – CSR committee – CSR Policy – salient features of CSR (Rules), 2014. 

Module IV: Activities of CSR: Areas of CSR as specified in the Schedule VII of the Companies Act, 

2013 – Relationship between CSR and Corporate Governance – Relationship between CSR and 

Ethics 

Module V: Social Accounting, Auditing and Reporting:  Meaning of social accounting – social audit 

– social audit standard –social audit verification – social audit report.   

Testing & Evaluation  

● Assignments 

● Case analysis/ Problems 

● Seminar/Project 

● Discussions/ Group activity 

● Internal Tests 

Reference Books: 

 Blowfield, Michael, and Alan Murray, Corporate Responsibility, Oxford University Press. 

 Francesco Perrini, Stefano, and Antonio Tencati, Developing Corporate Social Responsibility-

A European Perspective, Edward Elgar. University of Delhi.                           

 Handbook on Corporate Social Responsibility in India, Confederation of Indian Industry. 

 Mallin, Christine A., Corporate Governance, Oxford University Press, New Delhi. 

 Sharma, J.P., Corporate Governance, Business Ethics & CSR, Ane Books P Ltd, New Delhi.  


