VIKARAMA SIMHAPURI UNIVERSITY:: NELLORE
MASTER OF BUSINESS ADMINISTRATION (MBA) PROGRAM

SEMESTER SYSTEM

REGULATIONS

 (To come into effect from the academic year 2017-18)

1. GENERAL INFORMATION::
(i) Program-Course:

The program consists of a number of courses

A course is a paper of the program

A course may involve lecture/tutorials/lab work/seminar/Case Studies /Group discussion/Role playing/project/practical training.

A course length is usually 16 lecture weeks each week has 24 teaching hours .

Each course is given a code.

(ii) Classification of Courses:

The courses offered to students are two types-

(a) Core course: These are knowledge based one, which is essential for students who registered in this program. These courses are mandatory.

(b) Elective Course: An elective allows students to gain knowledge in areas where the concerned subject has given in the curriculum. 
(iii) Semesters: An academic year is constituted into two semesters.  Odd semester are conducted from August to December, with sixteen lecture weeks. Even semester are conducted from January to April with sixteen lecture weeks.   No propagator holidays for semester-end examinations.  Semester-end examinations are conducted every working day without gap between two examinations. 
For VSU
· ‘Credit’  is  concerned  with  the  quantum  of  syllabus  and  workload  assigned  to  a Particular course 

· one credit = one lecture hour / week 

Choice based credit system provides an opportunity to students to learn subject at their own pace registering for more or less than the desired number of courses to secure post graduation degree. It allows to experience inter disciplinary approach in learning.

2. ELIGIBILITY FOR ADMISSION INTO TWO YEAR MBA PROGRAM:
The candidate seeking admission into the MBA program should have passed the Bachelor Degree examination of a minimum of three years duration of the university or a examination recognized by the university as equivalent thereto and besides to have passed in the prescribed entrance examination, and fulfill any other conditions as in vogue for admission into the MBA program.
3. ATTENDANCE

1. A candidate shall be deemed to have eligibility to write end semester examinations if he has put in at least 75% of attendance on cumulative basis of all subjects/courses in the semester and 50% of minimum attendance should be maintained in each subject.

2. Condonation of shortage of attendance up to 10% i.e., from 65% and above and less than 75% may be given by the college on the recommendation of the Principal.

3. Condonation of shortage of attendance shall be granted only on genuine and valid reasons on representation by the candidate with supporting evidence.

4. If the candidate does not satisfy the attendance requirement, he is detained for want of attendance and shall reregister for that semester. He / she shall not be promoted to the next semester.
4. AWARD OF DEGREE AND CLASS:

A candidate shall be eligible for the award of the respective degree if he satisfies the minimum academic requirements in every subject including case studies, seminar and project work. Based on overall percentage of marks obtained the following class is awarded.

· First class with Distinction: 70% or more

· First class below 70% but not less than 60%

· Second class below 60% but not less than 50%

However while awarding the degree, rounding of percentages permitted to the extent of 0.5% to effect change of class from Pass class to Second class, Second class to First class, First class to First class with Distinction for all the courses being offered or to be offered by the university without adding any marks to the original marks secured by the students.
5. Medium of instruction is English Only. 

6. Scheme of Examination: 

There shall be four semester-end examinations spread over two academic years. Each course carries a maximum of 100 marks including 30 marks for sectionals. Duration of the semester-end examination is 3 hours for each paper of 70 marks. The sessional marks will be assigned on the basis of tests, quizzes, seminars, carry home assignments, etc., by the concerned teacher.

7. Attendance: 

7.1 Regular course of study, in a semester, means a minimum average attendance of 75% in all the papers computed by totaling the number of periods of lectures, tutorials, practical and project as the case may be, held in every paper as the denominator and the total number of periods attended by the student in all papers, as the numerator. 

7.2 However, a student has to put in a minimum attendance of 50% in each subject, in addition to the condition laid down in clause 7.1. 

7.3 No consideration whatsoever in attendance will be shown to any student for late admission due to any reason. 

7.4 Condonation of shortage of attendance may be recommended provided a student puts in at least 62.5% attendance, in all the papers put together as calculated in clause 7.1 above, along with a minimum of 50% attendance in each subject as stated in clause 7.2, and provided the Principal is satisfied with the reason for shortage of attendance. 

7.5 A student who could not satisfy these requirements of attendance as given in clauses above, in any semester, shall have to repeat that semester. 

7.6 A certificate of satisfactory attendance must be submitted by the student from the organization where he/she undertakes Project Work. 

7.7 Further, a student is required to complete the course of study satisfying the attendance requirements in all the four Semesters, within a period of first Eight Semesters from the time of admission, failing which he/she shall forfeit his /her seat. 

7.8 A student, who has satisfied the minimum attendance requirements in any semester, may repeat that semester after obtaining written permission from the Principal and cancelling the previous record of attendance and sessional marks of that semester. However, this facility may be availed by any student not more than twice during the entire course of study and the entire course of study shall be within the first Eight Semesters as stipulated in clause 7.7. 

8. Promotion: 

A candidate who has put in the required minimum attendance as stipulated in Clause No.7 and has registered for the semester-end University examination by paying the required examination fee is eligible for promotion to next semester. There shall be no detention of failed candidates or candidates who are absent for the semester-end University examination.

9. Valuation:
There shall be two valuations consisting of both Internal and External examiners for the semester-end examinations, including Project Report. The expert from other than VSU will be External Valuator ( He/She must be from the Department Business Management or Commerce and Management Studies only) and the faculty from Department of Business Management, VSU will be the Internal Valuator.
10. Qualifying Marks for Pass 

a) A candidate appearing for the first time for the Examination of any Semester, has to register for the whole examinations of that Semester. A candidate shall be declared to have passed the whole or a part of the whole examination if he/she secures not less than 40% of marks in each theory paper/practical/project report in Semester-end University Examination and not less than 40% marks in Internal Assessment and Semester-end Examination put together.

b) A candidate who fails to get pass marks for the Project report should submit the revised report along with the next batch of students. 

c) A candidate, who fails and wish to appear for whole of theory examination of any semester may do so after cancelling the previous results of the theory examination of that semester. It is applicable only for semester -end examination. 

(d) There shall be no supplementary examinations. The failed candidate shall be required to appear again for the examinations along with the regular candidates of next batch. 

11. Classification of successful candidates:
The classification will be on the basis of the total grade points obtained by the candidate in all the semesters put together and will be classified as follows:

Marks and Grading:
(1) Weighted Average Marks:

WAM = ∑ni mi
∑ni
ni : Number of credits for ith course mi : Marks obtained in the ith course.
(2) Grade point average: GPA = 10-1 WAM
The percentage of marks obtained by a student in a course will be indicated by a grade point and a letter grade.
	Marks
	Grade Point
	Letter
	Class

	70-100
	7.0 – 10.0
	O
	Outstanding

	65-69
	6.5 – 6.9
	A+
	First

	60-64
	6.0 - 6.4
	A
	First

	55-59
	5.5 - 5.9
	B+
	Second

	50-54
	5.0 - 5.4
	B
	Second

	40-49
	4.0 - 4.9
	C
	Third

	00-39
	0.0 - 3.9
	F
	Fail


3)
Overall weighted percentage of Marks (OWPM):
∑∑nik mik
OWPM =   i ∑k∑nik
; mik  = marks obtained in i th course of kth semester
i k 

4) Cumulative grade point average (CGPA) :CGPA = 10-1 OWPM 
i) A candidate who secures 70% and above in the total aggregate marks, will be placed in OUTSTANDING (O). 

ii) A candidate who secures 65% and above but less than 70% of marks in the total aggregate, will be placed in FIRST (A+ ). 

iii) A candidate who secures 60% and above but less than 65% of total aggregate will be placed in FIRST (A). 

iv) A candidate who secures 55% and above but less than 60% of total aggregate will be placed in SECOND (B+). 

v) A candidate who secures 50% and above but less than 55% of total aggregate will be placed in SECOND (B). 

vi) A candidate who secures 40% of marks in each Course with an overall aggregate of 40% or above and above but less than 50% of total aggregate will be placed in THIRD (C). 

NOTE:  Marks and Gradation Certificates shall be issued by the Controller of Examinations as prescribed in these Regulations for each Semester.

12. CONDUCT OF PROJECT WORK: 
Every candidate shall be required to submit thesis or dissertation after taking up a topic approved by the college/ institute.

1. Registration of Project work: A candidate is permitted to register for the project work after satisfying the attendance requirement of all the courses (theory and practical courses of I and II). 
2. An Internal Departmental Committee (I.D.C) consisting of HOD, Supervisor and one internal senior expert shall monitor the progress of the project work.
3. The topic and area of research will be decided by I.D.C with an interest of the student. 

4. The area and topic should be as general as the present content and it should related to the present issues of the industry. 
5. The work on the project shall be initiated at the end of II semester and continued in the III semester. The candidate can submit Project thesis with the approval of I.D.C. at the end of the III semester Instruction as per the schedule. Extension of time within the total permissible limit for completing the programme is to be obtained from the Head of the Institution.
6. The student must submit status report at least in two different phases during the project work period. These reports must be approved by the I.D.C before submission of the Project Report.
7. The content of the Report should be on the bases of the principles of the Report and Presentation. A report may contain 40-55 pages ( A4 size paper with 12 point Times New Roman)

8. The viva-voce examination may be conducted for all the candidates as per the III semester   examination schedule.
9. Three copies of the Thesis / Dissertation certified in the prescribed form by the supervisor & HOD shall be presented to the H.OD. One copy is to be forwarded to the University and one copy to be sent to the examiner. 
13.PROJECT REPORT EVALUATION AND VIVA VOCE:


The project report will be submitted to the University by the students before the commencement of the MBA III semester examination.  The Project Viva Voce will be conducted by the Board comprising of one Expert from the Department of Business Management VSU and One from the Department of Business Management other than VSU. The project reports will be evaluated by the Board.  The expert from other than VSU will be External Valuator ( He/She must be from the Department of Business Management or Commerce and Management Studies only) and the faculty from Department of Business Management, VSU will be the Internal Valuator.  They will submit the marks list for Project Report Evaluation and Viva Voce marks jointly.  The minimum parentage of marks required is 40%.  The examination fee for the project Report evaluation and viva voce will be RS.100/- per candidate paid by the respective colleges to the examiners. (a part from the payment of TA/DA to the examiners as per the University norms)..
14.EVALUATION:

1. The performance of the candidate in each semester shall be evaluated subject wise, with a maximum of 100 marks on the basis of Internal Evaluation and End Semester Examination.

2. For the theory subjects 70% of the marks will be for the External End Examination and 30% of the marks will be for Internal Evaluation.

3. There shall be five units in each of the theory subjects.

4. Two midterm Examinations shall be held during the semester. First midterm examination shall be conducted for I,II & half of III unit syllabus and second midterm examination shall be conducted for the remaining syllabus. In each mid examination a student shall answer all three questions in 2 hours of time without seeking any choice.
5. The evaluated internal answer scripts should be submitted to the University at the end of the semester along with consolidated marks statement.
6. Final internal marks for a total of 30 marks shall be arrived at by considering the marks secured by the students best mid examination .   The Following pattern shall be followed to the end examination

· Six questions shall be set from each of the five units with either/or type for 10 Marks each  for Five Questions and 6th question shall be the case study for 20 marks.

· All the questions have to be answered compulsorily.

7. Each question may consist of one, two or more bits.
8. Out of a total of 100 marks for the project work, 30 marks shall be for Internal Evaluation and 70 marks for the End Semester Examination. The End Semester Examination (viva-voce) shall be conducted by an examiners nominated by the university. The evaluation of project work shall be conducted at the end of the III semester. The Internal Evaluation shall be made by the departmental committee, on the basis of two seminars given by each student on the topic of his project.

9. In case the candidate does not secure the minimum academic requirement in any subject he has to reappear for the Semester Examination either supplementary or regular in that subject, or repeat the course when next offered or do any other specified subject as may be required.
15.COMPREHENSIVE VIVA:

The comprehensive Viva-voce at the end of MBA II semester will be on the different subjects studied during the I and II semester, the Viva Voce will conducted by the Board comprising the one Expert from the Department of Business Management,VSU and One from the other then VSU from Department of Business Management. The remuneration to the examiners for Comprehensive Viva Voce will be Rs.15/- per candidate per examiner (apart from the payment of TA/DA to the examiners as per the University norms) paid by the respective colleges to the examiners. The minimum percentage of marks required is 40%.  
16.WITH – HOLDING OF RESULTS: 

If the candidate has not paid dues to the university or if any case of in-discipline is pending against him, the result of the candidate shall be withheld and he will not be allowed/ promoted into the next higher semester. The issue of degree is liable to be withheld in such cases.
17. Award of Ranks:
Candidates who passed the examinations of all the Four Semesters for the degree at the first appearance in all Four Semesters shall be ranked in order of merit. The candidates who have taken supplementary examinations shall also be eligible for classification but they shall not be considered for the award of rank. Ranks shall be awarded for the top three students or 10% of the total strength of the students appeared for the Four Semester end examinations.

18. Improvement:
The candidates are permitted to improve their marks/class by taking Semester-end examinations in one or more papers after two years of their regular study as per the existing regulations and syllabi.

Note: The candidates shall be permitted to improve their marks within a period of four years from the date of admission into First Semester.

19. Transitory Provision:
a). For candidates who studied the M.B.A. Degree Course under previous regulations and syllabus, and who could not pass some or all the courses (papers) shall be permitted to take examinations under old regulations and syllabus for three more times after the last regular examinations of the concerned subject (s).

b) Candidates who satisfied the minimum attendance requirements in any semester under Old Regulations, but who are yet to pass some papers even after three chances as stated in 14(a), shall appear for the equivalent papers under Revised Regulations, as specified by the Chairman of the Board of Studies. 

20.GENERAL:

10. The academic regulations should be read as a whole for purpose of any interpretation.

11. Disciplinary action for Malpractice/improper conduct in examinations is appended.

12. There shall be no places transfer within the constituent colleges and affiliated colleges of Vikrama Simhapuri University, Nellore.

13. Where the words “he”, “him”, “his”, occur in the regulations, they include “she”, “her”, “hers”.

14. In the case of any doubt or ambiguity in the interpretation of the above rules, the decision of the Vice-Chancellor is final.

15. The University may change or amend the academic regulations or syllabi at any time and the changes or amendments shall be made applicable to all the students on rolls with effect from the dates notified by the University.
21. The university shall have the right to amend or modify or revise any of the above regulations whenever necessary.



* * * * *

VIKRAMA SIMHAPURI UNIVERSITY:NELLORE

Course Structure and Detailed Syllabi (2017-18 onwards)

Master of Business Administration

 MBA Semester – I

	S.

No
	Course

code
	Subject
	Internal 
	External 
	Lab/ Study
	Total  

	1.
	MBA101
	Management Theory& Organizational Behavior
	30
	70
	-
	100

	2.
	MBA102
	Managerial Economics
	30
	70
	-
	100

	3.
	MBA103
	Business Communication
	30
	70
	-
	100

	4.
	MBA104
	Accounting for Managers
	30
	70
	-
	100

	5.
	MBA105
	Business Statistics
	30
	70
	-
	100

	6.
	MBA106
	Information Technology  for Managers
	30
	50
	20
	100

	8.
	MBA107
	 Management Information Systems
	30
	70
	
	100

	
	
	Total
	
	
	
	700


MBA Semester – II

	S.

No
	Course

code
	Subject
	Internal 
	External 
	Lab/ Study
	Total

	1.
	MBA201
	Operations Research
	30
	70
	-
	100

	2.
	MBA202
	Business Research Methods 
	30
	70
	-
	100

	3.
	MBA203
	Marketing Management
	30
	70
	-
	100

	4.
	MBA204
	Financial Management
	30
	70
	-
	100

	5.
	MBA205
	Human Resource Management
	30
	70
	-
	100

	6.
	MBA206
	Production& Operations  Management
	30
	70
	-
	100

	7.
	MBA207
	Comprehensive Viva voce
	
	
	
	100

	
	
	Total
	
	
	
	700


 MBA Semester – III
	S.

No
	Course

code
	Subject
	Internal 
	External 
	Lab/ Study
	Tot 

	1.
	MBA301
	Business Environment
	30
	70
	-
	100

	2.
	MBA302
	Business Law
	30
	70
	-
	100

	3.
	MBA303
	International Business Management
	30
	70
	-
	100

	4.
	MBA304

MBA305

MBA306

MBA307
	Elective I

Risk Management and Insurance 

Consumer Behaviour 

Human Resource planning

e-Business 
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	5
	MBA308

MBA309

MBA310

MBA311
	Elective II

Financial Markets and Services

Advertising and sales Promotion Management 

Training and Development

Supply Chain Management
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	6
	MBA312
MBA313
MBA314
MBA315
	Elective III

Investment and Portfolio Management

Sales and Distribution Management

Performance Management

Enterprise Resource Planning
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	7
	
	Project Report, Evaluation& Viva-voce
	30
	70
	
	100

	
	
	Total
	
	
	
	700


 Note: Any one from each Elective based on specialization.
MBA Semester – IV
	S.

No
	Course

code
	Subject
	Internal 
	External 
	Lab/ Study
	Tot 

	1.
	MBA401
	Strategic Management
	30
	70
	-
	100

	2.
	MBA402
	Business Ethics and Corporate Governance 
	30
	70
	-
	100

	3.
	MBA403
	Entrepreneurship Development 
	30
	70
	-
	100

	4.
	MBA404
	TQM-Total Quality Management
	30
	70
	
	100

	5
	MBA405

MBA406

MBA407
MBA408
	Elective IV

 Financial Derivatives

Services Marketing

Organization Development

Data Communication and Network Analysis
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	6
	MBA409
MBA410
MBA411
MBA412
	Elective V
International Financial Management

Brand Management
Global Human Resource Management

Corporate Information Management
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	7
	MBA413
MBA414
MBA415
MBA416
	Elective VI
Tax planning and management
Retail marketing
Change management
Decision Support Systems
	30

30

30

30
	70

70

70

70
	
	100

100

100

100

	
	
	Total
	
	
	
	700


 Note: Any one from each Elective based on specialization.
MBA Semester – I
MBA101:  MANAGEMENT THEORY & ORGANIZATIONAL BEHAVIOUR
        Objective of the course is to give a basic perspective of Management theories and Practices. This will form foundation to study other functional areas of management and  to provide the students with the conceptual framework and the theories underlying Organisational  Behaviour.

1. Introduction to Management – Concept – Significance – Functions – principles of Management - Patterns of Management: Scientific – Behavioral – Systems – Contingency 

2. Decision Making & Controlling – Process – Techniques.  Planning – Process – Problems –– Making It Effective. Controlling - System of Controlling – Controlling Techniques – Making Controlling Effective

3. Organizational Behaviour – Introduction to OB  – Organizing Process – Departmentation Types – Making Organizing Effective - Understanding Individual Behaviour – Perception – Learning – Personality Types – Johari window- Transactional Analysis

4.  Motivation – Introduction to Motivation –  Concept of Motivation – Need and Importance of Motivation - Motivational Theories of Maslow, Herzberg, David Mc Clelland, and Porter and Lawler 

5. Leadership and Conflict Management:  Leadership – Traits Theory – Managerial Grid – Transactional Vs Transformational Leadership – Qualities of good leader,- Conflict Management – approaches to solving of the organizational conflicts
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
· Organisational Behaviour, Stephen P. Robbins, Pearson Education.

· Organisational Behaviour ,S.S.Khanka, S.Chand

· Organisational Behaviour , Mishra .M.N ,Vikas
· Management and Organisational behaviour, Pierce Gordner, Cengage.

· Principles of Management, Koonz,Weihrich and Aryasri, Tata McGraw Hill.

· Behaviour in Organizations, Hiriyappa .B.New Age Publications

· Management and Organisational Behaviour, Subbarao P,  Himalaya Publishing House.

· Organisational Behaviour, Sarma, Jaico Publications.
· Principles of Management ,Murugesan ,Laxmi Publications

MBA102: MANAGERIAL ECONOMICS


Objective of this course is to understand the relevance of economics in business management. This will enable the students to study functional areas of management such as Marketing, Production and Costing from a broader perspective.

1.  Introduction to Managerial Economics:  Definition, Nature and Scope, significance - The role of managerial economist. Objectives of the firm: Managerial theories of firm.Fundamental concepts 
2. Theory of Demand: Demand Analysis, Elasticity of demand, types and significance of Elasticity of Demand. Demand estimation – Marketing research approaches to demand estimation. Need for forecasting, forecasting techniques. Supply Analysis – Supply function, the Law of Supply.

3. Production Analysis: Production function, Isoquants and Isocosts, Production function with one/two variables, Returns to Scale and Returns to Factors, Economies of scale- Innovations and global competitiveness. 

4. Cost Analysis: Cost theory and estimation: Cost concepts, determinants of cost, cost-output relationship in the short run and long run, short run vs. long run costs, average cost curves,   BEP analysis.

5. Market Structure and Pricing practices:  Features and Types of different competitive situations - Price-Output determination in Perfect competition, Monopoly, Monopolistic competition and Oligopoly . Pricing philosophy – Pricing methods in practice: Price discrimination.Pricing strategies: skimming pricing, penetration pricing, Loss Leader pricing. 

(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:

1. Managerial Economics,  Gupta, TMH.

2. Managerial Economics, Concepts and applications, Thomas Maurice:TMH .

3. Managerial  Economics  ­  Analysis,  Problems,  Cases, Mehta,P.L., Sultan Chand  and  

      Sons.

4. Managerial   Economics,  Pearson Education, James  L.Pappas  and Engene   

     F.Brigham.

5. Managerial Economics, Suma Damodaran, Oxford.
6. Macro Economics by MN Jhingan-Oxford
7. Managerial Economics- Dr.DM.Mithani-Himalaya Publishers
8. Managerial Economics-Dr.H.L Ahuja-S.Chand and Com pvt ltd, NewDelhi
· Managerial Economics by Dominick  Salvatore, Ravikesh Srivastava- Oxford University press.
· Managerial Economics by  Hirschey- Cengage Learning.
MBA103:  BUSINESS COMMUNICATION


The objective of this Course is to understand the communication concepts and to develop the students’ competence in communication at an advanced level. Assuming that the students are fairly proficient in the basic communication skills of listening, speaking, reading and writing in English the course aims to train them in communicating efficiently in the workplace and professional contexts.

1. Concept of Communication – Significance, Scope and functions of Business Communication – Process and dimensions of communication – Essentials of good communication – Channels of communication – Formal, informal communication – Upward, Downward, Horizontal communication – Grapevine Phenomenon.

2. Types of communication: Verbal – Oral Communication: Advantages and limitations of oral communication, written communication – Characteristics, significance, advantages & Limitations of written communication, Non verbal Communication: Sign language – Body language – Kinesics – Proxemics ..

3. Interpersonal communication – Communication models: Johari window – Transactional analysis, Communication styles, Managing Motivation to Influence Interpersonal communication – Role of emotion in inter personal communication.

4. Barriers to communication: Types of barriers – Technological – Socio-Psychological barriers – Overcoming barriers, Types of listening – Tips for effective listening.

5. Report writing – Formal reports – The elements of clear writing – Writing effective letters – different layouts of business letters – Informal reports – Writing good news and bad news – Meetings and oral presentations, Interview techniques – Communication etiquettes.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
· Business communication, Shalini Varma, VIkas.

· Business Communication, Meenakshi Raman, Oxford University Press.

· Business Communication, Raymond V.Lesikar, Neeraja Pandit et al.,TMH

· English for Business Communication, Dr.T.M Farhatulla, Prism books Pvt. Ltd.

· Business Communications, Hudson, Jaico Publications

· Business communication for managers, Penrose, Raspbery, Myers, Cengage

· The Skills of Communication, Bills Scot, Gower publishing company Limited,  

      London.

· Effective Communication, Harward Business School, Harward Business Review 
No.1214.

· Business Communication,  C.S.Rayudu, HPH.

· Essentials of Business Communication, Rajendra Pal, JS.Korlahhi, S.Chand

MBA104:  ACCOUNTING FOR MANAGERS

The Objective of the course is to provide the basic knowledge of book keeping and accounting and enable the students to understand the Financial Statements and make analysis financial accounts of a company. 

* Standard discounting and statistical tables to be allowed in the examinations.

1. Introduction to Accounting: Definition, Importance, Objectives, uses of accounting and book keeping Vs Accounting, Single entry and double entry systems,classification of accounts – rules of debit & credit.

2. The Accounting Process: Overview, Books of Original Record; Journal and Subsidiary books, ledger, Trial Balance, Final accounts: Trading accounts- Profit & loss accounts- Balance sheets with adjustments, accounting principles.

3. Financial Analysis:  The scope and purpose of financial analysis- financial statement analysis : Ration analysis- liquidity, activity, structural , coverage and probability rations; predictive power of ratio analysis and financial analysis; applications of financial analysis: Funds flow Analysis – concepts of funds – ascertaining funds from operations –Sources of funds-users of funds- preparation and analysis of funds flow statement and cash flow statements. 

4. Valuation of assets: Introduction to Depreciation-methods (Simple problems from Straight line method, Diminishing balance method and Annuity method). Inventory Valuation:  Methods of inventory valuation (Simple problems from LIFO, FIFO, Simple Average & Weighted Average). Valuation of goodwill- methods of valuation of goodwill.

5. Marginal Costing: Marginal costing, CVP and  Breakeven analysis for managerial decision making- application of marginal costing – Standard costing – standard cost and standard costing - analysis of variance – material variance – labour variance and sales variance.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:

· Financial Accounting, Dr.S.N. Maheshwari and  Dr.S.K. Maheshwari, Vikas  Publishing House Pvt. Ltd., 

· Financial Acounting , P.C.Tulisan ,S.Chand

· Accountancy .M P Gupta & Agarwal ,S.Chand 

· Financial Accounting for Business Managers, Asish K. Bhattacharyya, PHI

· Financial Accounting Management An Analytical Perspective, Ambrish Gupta, Pearson Education

· Accounting and Financial Management, Thukaram Rao, New Age Internationals.

· Financial Accounting Reporting & Analysis, Stice & Stice,  Thomson

· Accounting for Management, Vijaya Kumar,TMH

· Accounting for Managers, Made Gowda, Himalaya

· Accounting for Management , N.P.Srinivasan, & M.Shakthivel Murugan, S.Chand

· SP Jain and K L Narang, Cost and Mangement Accounting, Kalyani Publications, New Delhi, 2012.

· Manash Gupta; Cost Accounting Principles and Practices; Pearson Education, 2010.

MBA105:  BUSINESS STATISTICS


The objective of this course is to familiarize the students with the statistical techniques popularly used in managerial decision making. It also aims at developing the computational skill of the students relevant for statistical analysis. 

1.Introduction of statistics - Measures of Central Tendency- Arithmetic – Weighted mean – Median, Mode – Geometric mean and Harmonic mean – Measures of Dispersion, range, quartile deviation, mean deviation, standard deviation, coefficient of variation – Application of measures of central tendency and dispersion for business decision making. 
2. Correlation: Introduction, Significance and types of correlation – Methods of correlation – Co-efficiency of correlation. Regression analysis – Meaning and utility of regression analysis – Comparison between correlation and regression – Interpretation of regression coefficients. 
3. Probability – Meaning and definition of probability – Significance of probability in business application – Theories of probability –Addition and multiplication – Conditional laws of probability – Binominal – Poisson – Uniform – Normal and exponential distribution.
4. Testing of Hypothesis- Hypothesis testing: one sample and two sample tests for means and proportions of large samples (z-test), one sample and two sample tests for means of small samples (t-test), F-test for two sample standard deviations. ANOVA one and two way – Design of experiments. 
5. Non-Parametric Methods: Chi-square test for single sample standard deviation. Chi-square tests for independence of attributes and goodness of fit - Sign test for paired data. 
(Minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:

· Statistics for Management, Richard I Levin, David S.Rubin, Pearson, 

· Business Statistics, Gupta S.C & Indra Gupta, Himalaya Publishing House, Mumbai.

· Business Statistics, J.K.Sharma, Vikas house publications house Pvt Ltd

· Complete Business Statistics, Amir D. Aezel, Jayavel, TMH, 

· Statistics for Management, P.N.Arora, S.Arora,  S.Chand

· Statistics for Management, Lerin, Pearson Company, New Delhi.

· Business Statistics for Contemporary decision making, Black Ken, New Age publishers.
· Statistical Methods, Gupta S.P., S.Chand.

MBA106:  INFORMATION TECHNOLOGY FOR MANAGERS


The main objective of this course is to make the student familiarize in information technology and their applications to business processes.

1. Fundamentals of Computer:- CPU, Basic logic gates, Computer Memory and Mass storage devices, Computer Hierarchy, Input Technologies, Output Technologies, Number Systems and Arithmetic: Decimal, Binary, Octal and Hexadecimal Number Systems, Binary Arithmetic. 
2. Computer Software: Application and System Software, Programming Languages and their Classification, Assemblers, Compilers and Interpreters, Process of Software Development, Operating Systems- Functions of Operating Systems, Types of Operating Systems (Batch Processing, Multitasking, Multiprogramming and Real time Systems) Database Management Systems Concepts, Types of Data Models.
3. MS-Word-Creation of Document- Format Document-Text editing and saving-Organising information with tables and outlines-Mail merge-Publishing documents on Web. (practical) 
4. MS Excel-Creating and editing worksheets-Cell formatting-Creating and using formulas and functions-Use of Macros –Sorting and querying data-Working with graphs and charts. (practical) 
5. MS Power Point-Creation of slides-Use of templates and slide designs for creating  power point slides- use of drawings and graphics. Developing a Professional presentation on Business Plans, Institutions, Products, People etc., (practical) 
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
· Foundations  of  IT, Dhiraj Sharma, Excel books.

· Basics of Computer Sciencs, Behrouz Forouzan, Firoz Mosharraf, Cengage.

· Foundation of Information Technology, Alexis Leon, Mathews Leon, Leon Vikas.

· Information Technology for Management, Ramesh Behi, Mc Graw Hill.

· Introduction to Computers and Communications, Peter Norton-Sixth Edition-Tata McGraw Hill.

· V.Rajaraman-Introduction to Information Technology, Prentice Hall India.

· Information Technology and theory Aksoy, Cengage Learnings..

· Cox et all- 2007 Microsoft Office System Step-by- Step, First Edition, PHI. 

· David Whigam-Business Data Analysis Using Excel, First Edition, Oxford University 

Press.

· Alexisleon ,TMH, 2008 ,Enterprise resource planning.

· The Oxford Hand Book of Internet studies, William.H.Dulton, Oxford.

MBA107:   MANAGEMENT INFORMATION SYSTEMS
          The objective of the course is to provide the basic concepts of systems concepts and Management of Information System and utility of the systems for the managerial decisions. 

1. Introduction to MIS – Importance of information for management decisions – Systems Approach and Information – System Development – Information System Architecture – Quantitative Techniques and Management Information Systems interfacing.

2.  Structure of MIS: Basic structural concepts: formal and informal information systems; public and private information systems; Information Systems– MIS Office automation – Decision Support System – Expert system- Knowledge Work Systems,  Artificial Intelligence, Group Decision Support Systems (GDSS).
3. MIS development and system methodology –System development methodologies; SDLC approach; prototyping approach and user development approach- Systems Analysis; systems Design; Concepts of database and database design; Systems methodology – objectives – Time and Logic, Knowledge and Human dimension – System modeling for MIS.
4.  Implementation, Evaluation, maintenance and Control of MIS – software life cycle models – verification and validation ,  . Testing security – coding techniques – detection of error – validation –cost benefit analysis – assessing the value and risk  of information systems.

5.  System Audit: Pitfalls in MIS development. System engineering methodology for MIS problem solving ,Software engineering qualities – design, production, service, software specification, software metrics, software quality assurance. 

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
·  Management Information Systems, C Laudon and Jane P.Laudon, et al, Pearson Education.

·  MIS, Hossein Bidgoli, Nilanjan Chattopadhyay, Cengage Learning

·  Management Information Systems Text & Cases, W S Jawadekar, Tata McGraw-Hill.

·  Introduction to Information Systems, Rainer, Turban, Potter, WILEY-India.

·  Management Information Systems, James A. Obrein, Tata McGraw-Hill .

·  Management Information Systems, Dharminder and Sangeetha, 1/e, Excel books.

·  Cases in MIS, Mahapartra,PHI.
·  Management Information Systems, Gordon B. Davis & Margrethe H.Olson, Tata McGraw-Hill
MBA Semester – II
MBA201:  ORERATIONS RESEARCH
The objective of the course is to provide the basic tools of Operations Research  in solving the management problems through modeling and using mathematical approach.

1. Quantitative analysis: Nature and scope – Quantitative analysis as a frame wok for managerial decisions – Analyzing and defining the problem, developing a model, selecting the inputs, coming up with a solution, quantifying the model and the solution, putting the model to work, Relationship between the quantitative specialist and the manager, Typical applications of Operations Research.
The Linear Programming Problem – Introduction, formulation of Linear Programming problem, Limitations of L.P, Graphical solution to L.P.P, Simplex Method, Artificial variable techniques, two phase Method, Variants of the Simplex Method.
2. Transportation Problem: Introduction, Transportation Model, finding initial basic feasible solutions, moving towards optimality, Unbalanced Transportation problems, Transportation problems with maximization, degeneracy.
Assignment Problem – Introduction, Mathematical formulation of the problem, Solution of an Assignment problem, Hungarian Algorithm, Multiple Solution, Unbalanced Assignment problems, Maximization in Assignment Model.
3. Sequencing – Job sequencing,  Johnsons Algorithm for n Jobs and Two machines, n Jobs and Three Machines,  n jobs through m machines, Two jobs and m Machines Problems. Game Theory: Concepts, Definitions and Terminology, Two Person Zero Sum Games, Pure Strategy Games (with Saddle Point), Principal of Dominance, Mixed Strategy Games (Game without Saddle Point), Significance of Game Theory in Managerial Application.

4. Waiting Lines: Introduction – Characteristics– poison arrivals – exponential service times – Types of waiting lines models - Single channel and multichannel problems.
5. Project Management: Rules for drawing the network diagram, Application of CPM and PERT techniques in project planning and control; Crashing and resource leveling of operations.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:-

· Operations Research / S.D.Sharma-Kedarnath

· Introduction to O.R/Hiller & Libermann (TMH).

· Operations Research /A.M.Natarajan,P.Balasubramani,A. Tamilarasi/Pearson Education.

· Operations Research: Methods & Problems / Maurice Saseini, Arhur Yaspan & Lawrence   Friedman. Pearson

· Quantitative Analysis For Management/ Barry Render, Ralph M. Stair, Jr and Michael E.   Hanna/
· Operations Research / R.Pannerselvam,PHI Publications.

· Operations Research / Wagner/ PHI Publications.

MBA202:  BUSINESS RESEARCH METHODS


Objective of the course is to have a general understanding of statistics as applicable to business and its use in areas of management research. The Course addresses the methods of research with an emphasis on various stages that are necessary to obtain and process information to enable well informed decision-making.
 *Standard Statistical tables shall be allowed in the examination
1. Introduction Business Research: Definition-Types of Business Research. Scientific Investigation: The Language of Research: Concepts, Constructs, Definitions, Variables, Propositions and Hypotheses, Theory and Models.  Technology and Business Research: Information needs of Business - Technologies used in Business Research: The Internet, E-mail, Browsers and Websites. Role of Business Research in Managerial Decisions   Ethics  in Business Research.

2. The Research Process:  Problem Identification:  Broad Problem Area-Preliminary Data Gathering. Literature Survey - Online Data Bases Useful for Business Research - Hypothesis Development - Statement of Hypothesis- Procedure for Testing of Hypothesis. The Research Design: Types of Research Designs: Exploratory, Descriptive, Experimental Designs and Case Study -Measurement of Variables- Operational Definitions and Scales-Nominal and Ordinal Scales- Rating Scales- Ranking Scales- Reliability and Validity. 

3. Collection and Analysis of Data Sources of Data-Primary Sources of Data-Secondary Sources of Data - Data Collection Methods- Interviews: Structured Interviews  and Unstructured Interviews-Face to face and Telephone Interviews. Observational Surveys: Questionnaire Construction: Organizing Questions-Structured and Unstructured Questionnaires – Guidelines for Construction of Questionnaires.

4. Data Analysis: An overview of  Descriptive, Associational and Inferential- Statistical Measures.

5. The Research Report: Research Reports-Components-The Title Page-Table of Contents-The Executive Summary-The Introductory Section-The Body of the Report-The Final Part of the Report- Acknowledgements – References-Appendix - Guidelines for Preparing a Good Research report Oral Presentation- Deciding on the Content-Visual Aids-The Presenter-The Presentation and Handling Questions 

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:

· Research Methods for Business–A Skill Building Approach, Uma Sekaran, John Wiley  & Sons (Asia)  Pte.Ltd, Singapore.

· Business Research Methods,  Donald R Cooper and Pamela S Schindler,9/e,Tata   McGraw-Hill Publishing Company Limited. 

· Business Research Methods 8e, Zikmund- Babin-Carr- Adhikari-Griffin-Cengage learning. 

· Methodology and Techniques of Social Science Research, Wilkinson &  Bhandarkar,   Himalaya Publishing House. 

· Research Methodology – methods & Techniques, C.R. Kothari, Vishwa prakashan.

· An Introduction to Management for Business Analysis, Speegal, M.R., McGraw Hill

· Research Methodology in Management , Michael, V.P., Himalaya Publhsing House. 

· Research Methodology, Dipak Kumar.Bhattacharya,Excel Books.

· Research Methodology(Concepts and cases) Deepak Chawla Neena Sondhi-Vikas publishing.
· Business Research Methods- Alan Broman, Emma Bell 3e, Oxford nuiversity
MBA203: MARKETING MANAGEMENT:
Objective of the Course: the objective of the course is to cover the marketing which is one of the important areas of functional managements. This is pre-requisite to taking of the any elective in this III and IV semesters.
1. Introduction to Marketing:  Needs, Wants, Demands, Products, Exchanges, Transactions, Market, Marketing, Production concept, Product concept, Sales Concept, Marketing concept, Societal marketing concept, Indian Marketing Environment. 

2. Marketing Segmentations: Identification of Market Segments – bases for market segmentation – Consumer market segment- Selecting Target marketing – Segmentation and targeting as a basis for strategy formulation – Development Position – Strategies.

3. Product Management: Introduction to product – PLC-PLC as a tool for marketing strategy – Constituents of a Product- core product, augmented product, Differentiated product, potential product – Product line and Product mix – product line decision- Brand management – decisions – NPD – classification – process of NPD.
4. Pricing Strategy: objectives of pricing – pricing methods- selecting the final price, adopting price, initiating the price cuts, initiating price increases – responding to competitor’s price changes. Sales and Distribution managements –sales and distribution functions – channel management and decision –types of Retailers –trend in retailing – growth and trend in Wholesalers –sales force and sales agents – advantages and disadvantages.
5. Marketing Commucnitons:  the cmmuncation process – communciton mix – managing adverting sales promion –public relations and direct marektging – sales forece objectgives – salesforce structure and size – sales force compensation.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References Books:

1. Philp Kotler: markeing management; 11/e Pearson Publicstons, 2012.

2. 
Drian Palmer; Introduction to Marketing Theory and Practice ; Oxford University Press;

3. Rajan Sexena; Marketing management, 3/eTMH;

4. Kerin, Harity & Rudellus, Marketing Management 3/e, Mc
Graw Hill, Irwin, 2007.

5. Lamb, Hair, Mac Dniel; Marketing, 7/e Thomson Publishers, 2010

6. V.S.Rmaswamy, 
S. Nanmakumari; Markeign Management, 3/e Macmillan, 2010

7. Philop Kotler and Kelvin Lane ; Marketing Management 12/e Pearson Education, 2012.

MBA204:  FINANCIAL MANAGEMENT


The objective of the course is to provide the necessary basic tools for the students so as to manage the finance function.  The students should be able to understand the management of the financing of working capital needs and the long term capital needs of the business organization  

* Standard Discounting Table and Annuity tables shall be allowed in the examination 

1. The Finance function: Nature and Scope.  Importance of finance function – The new role in the contemporary scenario – Goals of finance function; Profit Vs Wealth Vs Welfare; –Wealth maximization and Risk-Return trade off.

2. The Investment Decision: Investment decision process – Project generation, project evaluation, project selection and project implementation.  Developing Cash Flow Data.  Using Evaluation Techniques – Traditional and DCF methods.  The NPV Vs IRR Debate.  

3. The financing Decision: Sources of finance – a brief survey of financial instruments - Cost of capital: The concept – Average Vs Marginal cost of Capital.  Measurement of cost of capital – Components of Costs and Weighted Average Cost. The Dividend Decision: Factors influencing dividend policy - Major forms of dividends – Relevance and irrelevance theories of dividend.
4. Capital structure planning: Leverage – Operating, Financial and Combined leverages – EBIT – EPS Analysis measurement of financial leverage. Capital structure – patterns of capital structure – Optimum capital structure- determinants of capital structure – capital structure theories.
5. Introduction to working capital: Concepts and characteristics of working capital, Factors determining the working capital.  Estimation of working capital requirements. Current Assets Management:  Management of Cash, basic strategies/techniques of cash management, -cash budget-marketable securities- characteristics, selection criterion – Receivables management - credit polices- credit terms,- inventory management.
(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References

· Financial management –V.K.Bhalla ,S.Chand

· Financial Management, I.M. Pandey, Vikas Publishers.

· Financial Management--Text and Problems, MY Khan and PK Jain, Tata McGraw- Hill,

·  Financial Management , Dr.V.R.Palanivelu , S.Chand

· Principles of Corporate Finance, Richard A Brealey etal., Tata McGraw Hill.

· Fundamentals of Financial Management, Chandra Bose D, PHI

· Financial Managemen , William R.Lasheir ,Cengage.

· Financial Management – Text and cases, Bringham & Ehrhardt, Cengage.

· Case Studies in Finance, Bruner.R.F, Tata McGraw Hill, New Delhi.

· Financial management , Dr.M.K.Rastogi ,Laxmi Publications

· S.N. Maheswari, Financial Management, Vikas Publications, New Delhi 2012.

· MY Khan and PK Jain, Financial Management –Text and Problems; Tata McGraw Hill, New Delhi , 2010.
MBA205:  HUMAN RESOURCE MANAGEMENT


The objective of the course is to provide basic knowledge of functional area of Human Resource Management. This will be the prerequisite for enabling  students to take any HRM stream electives offered in third and fourth semesters. 

1. Introduction:- Evolution and growth-Personal Management-HRM- concepts &  Significance of HRM, functions of HRM Principles and objectives, policies and practices, Strategies of HRM.
2. Designing and Developing HR systems:- Human Resource Planning, Job Analysis, Job Evaluation, Job Design, Job Enlargement, Job Rotation, Job Enrichment, Recruitment, Selection, Placement, Induction, Transfer and Promotion, Separation.
3. Compensation Management:- Introduction, objectives, influencing factors, different forms of employee compensation for executives and non-executives.
4. Human Resource Development:-  Concepts, Different Techniques, Development function, Training and Development, Performance Appraisal & career Development.
5.  Industrial Relations:- Outsourcing,  Introduction and Essentials of work life, Productivity concepts in context to HRM, Total Quality Management, Kaizen, Quality circle.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References

· Human Resource Management, Aswathappa, 4th Edition, TMH 2006

· Human Resource Management, Noe A.Raymond, John Hollenbeck, Barry Gerhart and Patrick Wright, Tata  McGraw Hill.

· Human Resource Mangement, Ian Beardwell & Len Holden-Macmillan India Ltd.

· Personnal and Human Resource Management – Text and cases, Subbarao, Himalaya.

· Managinig Human Resources: Productivity, quality of work life, profits- Wayne F. Cascio TMH.

· Strategies HRM by Rajeev Lochan Dhar, Excel Books.

· Human Resource Management, Text and Cases, VSP Rao, Excel Books 2006.

MBA206:  PRODUCTION& OPERATIONS MANAGEMENT


The Objective of the course is to enable students to understand the production Planning and Controlling aspects of a typical production and operations organization. To study understand the concepts of work study and Quality management.

1. Introduction: Overview of Production and Operations Management (POM) Function,

Historical Development of POM, POM scenario Today. Product and Process Design - Product and Process Development, Manufacturing    Process Technology, CAD/CAM analysis
2.. Facilities Management &Aggregate Planning:   Location of Facilities, Layout of Facilities, Optimization of Product/Process Layout, Flexible Manufacturing and Group Technology : Aggregate planning - Preparation of aggregate demand       Forecast, Specification of Organisational Policies For  Smoothing    Capacity    Utilization, Determination of feasible Production Alternatives 

3. Scheduling : Scheduling In Job, Shop Type Production, Shop- Loading, Assignment    and    Sequencing,    Scheduling    In Mass,    Line of Balance,    Methods  of  Production  Control  ,World class production
4. Work Study  & quality management : Method Study, Work measurement, Work Design, Job Design, Work Sampling, Industrial Engineering Techniques. Economics of Quality Assurance Inspection and Quality Control, Acceptance Sampling, Theory of control charts, control charts for variables and control charts for attributes -Total Quality Management -  ISO 9000 series standards, Six Sigma.

5. Productivity: Basic Concepts, Productivity Cycle, Productivity Engineering and Management, Total Productivity Model.
(Minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
· Operations Management and control, Biswajit Banerjee-S.Chand.

· Operations Management, James R.Evans and David A.Collier, Cengage. 

· Production and Operations Management, R. Panneerselvam: PHI Learning Private  Ltd.

· Production Management , Martand T Telsang-S.Chand

· Operations Management for Competitive Advantage, Chase, Aquilano, Jacobs: Tata  McGraw Hill.

· Modern Production/Operations Management, Elwood S.Buffa and Rakesh K.Sarin,Wiley .

· Production and Operation Management, Aswathappa K Himalaya Publishing House.

· Production and Operations Management, SN Chary, Tata McGraw Hill, New Delhi.

· Operations Management, Mahadevan, Pearson Education, New Delhi.

· Production and Operations Management-Text and Cases, Upendra Kachru, Excel  Books.

MBA207: COMPREHENSIVE VIVA-VOCE:
The student should attend for Viva Voce that is arranged as per the schedule by the University.  The core syllabus for this viva voce is from all the subjects of I semester and II semester course.

MBA Semester-III:

MBA301 BUSINESS ENVIRONMENT

The objective of the course is to provide the student with a background of various environment factors that have major repercussions on business and sharpen their mind to watch and update the changes that occur constantly in this sphere. 

1. Business Environment:- Meaning, Nature of business Environment, significance, Internal and External Factors influencing business environment.  Industrial policy of 1991, Liberalization, Privatization and Globalization- Policy on foreign direct investment in India.

2. Fiscal Policy:  Public revenues, public expenditure, public debt, development activities financed by public expenditure. Monetary Policy:  Demand for and supply of money, Objectives of monetary and credit policy, Recent trends- Role of Finance Commission.

3. India’s Trade Policy – Magnitude and direction of Indian International trade, bilateral and multilateral trade agreements, EXIM Policy, Role of EXIM Bank. Balance of Payments:  Structure, Major components, Causes for dis-equilibrium in Balance of Payments, correction measures,  Impact of New Economic Policy on Balance of Payments.

4. WTO:  Nature and scope - structure – trading blocks – role and  functions of WTO in promoting world trade – Principles - TRIPS, TRIMS and GATS, Disputes settlement mechanism- Dumping and Anti-dumping measures.
5.  Legal Framework: Special features of The SICA (Special Provisions) 1985, BIFR, Consumer Protection Act, 1986.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)
References:
· Indian Economy, Dutt and Sundaram, S. Chand, New Delhi..

· Essentials of Business Environment, K.Aswathappa, Himalaya.

· Business Environment – Text and Cases, Justin Paul, TMH.

· Indian Economy, Misra and Puri, Himalaya.

· Business Environment, Saleem, Pearson.

· Recent Economic Survey Report of Government of India.

· Business Environment, Suresh Bedi, Excel.

· WTO--Text & Cases, Palle Krishna Rao,PSG Excel Series.

Management Organisational Behaviour, Francis Cherunilm
MBA302 BUSINESS LAW
The objective of the course is to enable students understand the legal framework of business.  

1.   Definition of Law-Need, classification and sources of Business Law,  Law of Contract -1872 (Part-I): Nature of contract and essential elements of valid contract, Offer and Acceptance. Law of Contract – 1872 (part-II): Consideration, Capacity to contract and free consent, Legality of object.

2. Sale of goods Act -1930: General Principles, Conditions & Warranties, Performance of Contract of Sale-Negotiable instrument act 1881-Nature and kinds of negotiable instruments , competence and liability of parties to a negotiable instrument, Negotiation, presentment of negotiable instruments, Dishonor and Discharge of negotiable instruments- Miscellaneous provisions. 

3. Companies Act, 1956 (Part-I): Kinds of Companies, Formulation of Companies, incorporation, Company Documents. Company Act, 1956 (Part-II): Company Management, Directors, Company meetings, Resolutions, Auditors, Modes of Winding-up of a company.

4. Income Tax Act -1961:  Terminology of Income Tax Act, Importance of Residential Status, Incidence of Tax, Heads of Income, Computation of Total Taxable Income and Tax, Tax schedules, Tax Deducted at Source. Central Excise Act -1944: .Basic concepts related to excisable goods, classification of goods, and Basic concept of VAT.

5. Information Technology Act, 2000: Scope and application of IT act, 2000, Digital signature, e-governance, penalties and adjudication, cyber regulations appellate, tribunals, duties of subscribers.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Mercantile Law, N.D.Kapoor,  Sultan Chand & Sons. 

· Mercantile Law, S.S. Gulshan, 3/e, Excel Books, 

· Business Law, Mathur, Tata McGraw-Hill.

· Legal Aspects of Business, Ravinder Kumar, Cengage.

· A Manual of Business Laws, S.N.Maheshwari & Maheshwari, Himalaya..

· Mechantile Law, Garg, Sareen, Sharma, Chawla, Kalyani.

· Business Law, Chandra Bose, PHI .

· Income Tax and Central Tax : Law and Practice, B.B. Lal, Pearson Education.

· Law of business- MM Sulphey, Az-har Basheer, PHI Learning.

· Legal Aspects of Business text, Jurisprudence and cases- by Daniel Albuquerque, Oxford university press.

· Business law for management, K.R.Bulchandani-Himalaya Publishing.

· Business law, R.S.N Pillai, Bhagavathi, S.Chand

MBA303:  INTERNATIONAL BUSINESS MANAGEMENT

The objective of the course is to enable students understand the international aspects of sthe business and the regulations to formulates the polices and strategies. 

1. Concept of International Business: Stages of internationalization  International economic, political, legal, competitive, social demographic and cultural frame work- International trade theories.
2. International Trade Regulatory Frame Work : Trade barriers –  Regional trade organizations and their impact on international business.  Role of world Trade Organisation (W.T.O) 

3. International Financial Frame Work:  Balance of payment – Foreign exchange market mechanism – Import substitution and export financing – International liquidity.  Role of IMF in International business.  

4. Market Selection And Entry Strategies:  Country risk analysis:  International rating agencies; sovereign and currency ratings, their influence on FDI and FIIs.  FDI policy, benefits.

5. Organizing For International Business: Strategies and issues in international human resource management and development – Designing global organization structure – Developing global competitiveness.

 (Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:

       1. John D. Daniel and Radebangh Lee H: International Business (Addison Wesley)                         

       2. V.K. Bhalla: International Business Environment and Management                                   

          (Anmol publications)                                                                                                                         

   3. Anant K. Sundaram & Stewart black: International Business Environment                                                                             

      (Prentice Hall)

  4. Subbarao.P: International Business (Himalaya)

  5. Ajitabh: Global Competitiveness (Excel) 

MBA304: RISK MANAGEMENT AND INSURANCE 

The Objective of this course is to give students a deeper insight into the concepts and strategies of Risk Management and Insurance. 

1. Introduction to Risk: Types of Risks facing Business and Individuals, Risk Management Process, Risk Management Methods, Risk Management Techniques. Insurance as a Risk Management: Techniques Principles of Insurance
2. Requirements of an Insurance Contract: Distinguishes Characteristics of Insurance Contracts, Role of Agents and Brokers. Risk Aversion and Risk Management: by Individuals & Corporations, Loss Control, Types of Loss Control, Optional Loss Control when Costs end Benefits are known.

3. Indian Insurance Industry: Life Insurance, General Insurance – Growth, Development Role of Insurance in the economy, Regulation of Indian Insurance Business.

4. Risk Management and Shareholders Wealth: Risk Retention / Reduction Decision, Alternative risk Management, Analysis of insurance coverage: legal aspects of insurance contracts – insurance contract analysis – property and liability coverage.

5. Benefit Programs: Health care financing and health insurance – employee benefit plans– designing issues in employee benefit plan.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Principles of risk Management & Insurance, George E. Rejda: 9th Edition, Pearson Education.

· Risk Management, (Edited), Prof.K. Ramakrishna Reddy and Prof.P. Murali Krishna, Discovery Publishing house.

· Principles of Insurance Management,  Gulati: Excel.

· Risk Management & Insurance, Scott E. Harringam Gregory R. Nichaus: TMH.

· Insurance and Risk Management  P.K.Gupta:, Himalaya.

· Risk management and insurance,  Trieschmann, Cengage.

· Risk Management Insurance and Derivatives,  G. Koteshwar: Himalaya.

· Introduction to Risk Management and Insurance, Dorfman: 8/e, Pearson.

MBA305 :CONSUMER BEHAVIOUR 

The Objective of this course is to give students a deeper insight into the concepts and importance of consumer behavior in enhancing business. 
1. Introduction to Consumer Behavior: Consumer Behviour and marketing strategy, understanding consumnr and market segments. Evaluation of consumber Behaviour, Consumenr analysisi and business strategy.
2. Psycholigical Fundations of Consumer Beharous:  Consumber Motivation, Consumer Percetion, Persionlaiyt and Consumber Behavour, Learning and Behavour Modication, Infoatjmion Processing, Memory Organziation and Fucntio, Attitute formation and attitude change.
3. Social and Cultureal Evniornment:  Economic, Demographic, lCross Cultural and Socio-Cultural Influciecs, social stratification, Refernces Gropus and Family influence, Persional influence. 

4. Model of Buyer Behavriou and Communcitons and Consmner Behavour:  Howrd Model, Howar-Sheth Model, EKB Model, Webster and Wind Model and Sheth Industrial Buyer Behvoaur Model.  Componets of communcatins process, designing persuasive commucnions and diffusion of innovations.

5. Consumern Decision Processes and Consumerism:  High and low involvement, pre purchase processes, purchase, post purchase processes, consumption and evaluation, brand loyalty and Repeat Purchase behavior. Consumerism – the roots of consumerism, consumer safety consumer information, environmental cancers, consumer privacy, legislative response.
 (Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
1. Schiffman & Kanuk: Consumer Behaviour (Prentice Hall of India)

2. Satish K Batar Shhkazmi: Consumer Behaviour (Excel)

3. Blackwell, Miniard & Engel: Consumer Behaviour (Thomson)

4. LeonG.Schistman & Leslie Leaserkarmal:  Consumer Behaviour                                 (Prentice Hall of India)
5. Jay D Lindquest and M. Joseph Sirgy, Shopper, Buyer and Conumrer Behaviour., Bizttantra, New Delhi, 2007
6. Ramesh Kumar: Consumer Behaviour (Pearson Education) 

7. Suja R.Nair: Consumer Behaviour in Indian Perspective (Himalaya)

MBA306 :HUMAN RESOURCE PLANNING

The objective of the course is to provide the students with the conceptual framework of Human Resource Planning.

1. Introduction - Macro and Micro Level Manpower Planning – Significance – Process – Factors Influencing. 

2. Systems Approach to Human Resource Planning – Manpower Inventorying – Methods – Manpower Forecasting – Models and Techniques. 

3. Recruitment – Sources – Evaluation and Selection – Procedures – Techniques – Factors Influencing Recruitment and Selection , Placement – Induction – Training – Strategies for Orienting New Employees – Career Planning 

4. Manpower Utilization – Indices and Techniques - Factors Affecting Performance, Employee retention – Human resource  recruitment – Transfer – Promotion – Job redesign techniques – Job rotation – Job enrichment – Job enlargement.

5. Staffing Policy - Downsizing – Retrenchment, Retirement, Redeployment, and Exit Strategy, Human Resource Information System -Human Resource Accounting – Human Resource Auditing – Human Resource Audit Report for Business Improvement.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Human Resource Planning, DK Bhattaacharya,Excel.

· Human Resource System,Udaiprakesh and T.V. Rao,Oxford.

· Manpower Planning and Development of Human Resources, Thomes H. Patters: John Wiley.

· Organisation and Manpower Planning, Garden, Me Beath, Business Books

· Human Resource Planning Srivarsava MP,Institute of Royal Resource

· Stratrgic Human Resource Management,Monical Belcont-Kenneth J.Mcbey, Cengage.

MBA307:  E-BUSINESS 
The objective of the course is to provide students with a good knowledge of e-business principles and practices.

1. e-Markets: e-Markets vs Traditional Market, e-business elements, e-Markets Success factors, e-Market Technology Solutions. e-Procurements: The purchasing process, Developments in  IT purchasing,   e-procurement-Models.

2.  Security and Reliability for e-business: Reliability and Quality considerations and Quality requirements, Risk Management, Trust, e-business security.

3. Approaches to Middleware: Understanding Middleware, Remote Procedure calls (RPC),Remote Method Invocation (RMI), Message – Oriented Middleware (MOM), Data-access middleware, Remote function calling(RFC) Understanding legacy system.

4. Enterprise application and e-business Integration: overview of Enterprise application and e-business Integration, Integration Challenges.

5. e-business Solutions and Protocols: Web services-service-Oriented architecture, Required business standards and protocols. Review of applicable IT Laws.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· e-business Roadmap for success, Ravi kalakota & Maina Robinson, Pearson.

· e-Commerce, the Cutting Edge of Business, Kamalesh K Bajaj & Debjani Nag, 
TMH.

· E-Commerce,Parg Diwan,Excel.

· Creating a winning e-business, Napier, 2/e Thomson.

· e-Business, Michael P.Papazoglou & Pieter M.A. Ribbers, 1/e, WILEY

· e-Commerce and e-Business,Chaffey,Pearson.

· Creating a winning e-Business, Napier, Cengage Learning.

MBA308:  FINANCIAL MARKETS AND SERVICES

The objective of the course is to provide to students an understanding of Financial Markets, the major institutions involved and the services offered within this framework.

1. Introduction to Financial system : Elements of financial system and economic development, Regulatory and Promotional Institutions - Function and Role of RBI, Monetary Policy and techniques of  RBI, 

2. The Banking  and Non-banking Institutions:  The public and the private sectors – structure and comparative performance, Bank capital and Banking Innovations, Commercial and Co-operative banks. The Non-banking financial Institutions - Mutual Funds, Growth of Indian Mutual funds and its Regulation. The Role of AMFI, Insurance Companies- Role of IRDA.
3. Financial  and securities Markets: Primary and Secondary Markets, Structure and functions of Money Market, -Call call money market ,Government Securities Market – T-bills market, Commercial Bills market, Commercial paper and certificate of deposits. Securities markets:- Organization and structure, listing trading and settlement of securities market, , The role and functions of SEBI

4. Fund based services - lease and hire purchase consumer credit and Factoring - Definition, Functions, Advantages, Evaluation, venture capital financing,Housing Finance.

5. Fee-based services -  Stock broking, credit rating  Merchant Banking ,portfolio services.  Underwriting,  Depository services, Challenges faced by investment bankers.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Management of Financial Services ,C.Rama Gopal ,Vikas.

· Financial Services and markets, Dr.Punithavathy Pandian, Vikas

· Financial Markets and services, Appannaiah, Reddy and Sharma, HPH

· Indian Financial System, Ramachandra and others, HPH

· Financial Institutions and Markets, L. M. Bhole, 4/e Tata McGraw Hill.

· Financial services, Gorden & Natarajan, Himalaya publishers.

· Investment Institutions and Markets,  Jeff Madura, Cengage, 1st Edition.

· Financial services,   Thirpati, PHI.

· Financial Markets & Services,  Vasanth desai, Himalaya.

               Financial Institutions and Markets,  Gupta Agarwal, Kalyani publishers.
MBA309:   ADVERTISING AND SALES PROMOTION 
The objective of the course is to provide students with detailed knowledge of some of the marketing mixes such as advertising and Promotion. 

1. Advertising:  Changing concept, role of advertising in a developing economy, a critical appraisal, types of advertisement consumer, industrial, institutional, retail, trade and professional, advertisement in marketing mix, Advertising department and advertisement manager .

2. Organising for Advertising: objectives and functions - Role of advertisement agencies functioning of advertisement agencies. Advertising agency skills and service, client agency relationship. Visual layout, art work, production traffic copy, effective use of words, devices to get greater readership interrelation.

3. Advertisement budgets and effectiveness: Types, determining optimal expenditure, decision models, sales response and decay, communication, state, competitive share, Pre-testing, post testing, experimental designs.

4. Sales Promotion: Importance and scope; Need and objectives of sales promotion; Consumer promotion; channel promotion; Timing of sales promotion; Measurement of impact of sales promotion; sales promotion budgeting.

5. Publicity and public relations: Relevance, scope and importance. Methods of publicity. different types of publics and their role in marketing; Managing publics; Methods of publicity; Publicity materials; Public relations officer- role and functions; Personal selling strategy- importance and role; Scope of personal selling

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Integrated Advertising, Promotion and Marketing Communications, Clow, Baack, Pearson.

· Integrated Advertising, Promotion and Marketing Communications,Kruti shah, Alon D’Souza, TMH.

· Advertising and Promotion- An Integrated Marketing Communication approach, Shimp, Cengage.

· Advertising & Sales Promotion ,SHH Kazmi, Satish Batra,  Excel.

· Advertising Management with integrated Brand Promotion, O’Guinn, Allen, Semenik, Cengage.

· Advertising Management, Jethwaney, Jain, Oxford.

· Contemporary Advertising, Arens,  TMH.

· Advertising, Sales and Promotion Management, S.A.Chunawalla, Himalaya.

· Sengupta, Subroto: Brand Positioning, Strategies for Competitive Advantages, Tata McGraw Hill

MBA310:  TRAINING AND DEVELOPMENT

The objective of the course is to provide an overview of Training and Development in the organization. The prerequisite for the course is knowledge of HRM.

1. Training concepts: Introduction - Concept - Training Process- Significance- Models of Training- Systematic Model- Transitional Model- Systems approach to training. 

2. Training function:HR and the Training function - Training and corporate strategy - Organization and Management of Training Function

3. T&D Organizations and policies : Training Centers in organisations-  Role of external agency in T&D- Training as consultancy. - Evolving Training Policy-   Training budget and schedules/calendar, Training needs assessment: Training Needs Assessment - Definition and purposes - Components of Needs assessment- Advantages- Competency modeling - Organization Analysis - Team Work for Conducting Training Needs Analysis- selection of Trainees.

4. Design of training programme :Course content design – Trainer skill development -  Facilities design- Trainee design -Resistance in Training- Motivation of Trainee: Goal setting- Pre-training communication –Use of ice breakers to stimulate interest.  

5. Training methods :Indoor training methods: On-the-job Training - Off –the –job methods- Behavior Modeling- Audio Visual Enhancements to Training- Outdoor training methods, E-learning and  Evaluation of T & D programme :E-learning methods- Computer-Based Training-programmed Instruction- Intelligent Tutoring Systems- Interactive Multimedia- Virtual Reality Monitoring and evaluation of training programme- Conceptual model of training - Effectiveness -Evaluation criteria-Kirkpatrck model. 

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Employee Training and Development, Raymond A.Noe,  TMH .

· Effective Human Resource Training and development Strategy, B.Rathan Reddy,  Himalaya.

· Donald L. Kirkpatrck and James D.Kirckpatrck, Evaluating Training programs, Tata McGraw Hill.

· Rolf P.Lynton and Udai Pareek, Training  for development, Sage publications.

· Human Resource Development, Halder,Oxford.

· Human Resource Development, R.Krishnaveni,Excel.

· Effective Training, Bcanchand, Thacker, Pearson.

· Training- Theory and Practice, Aparna Raj, Kalyani

MBA311:   SUPPLY CHAIN MANAGEMENT

The Objective of this course is to gain the knowledge of possibilities of efficient optimization and management of operation in integrated supply chains and also the ability to apply them in the enterprise reality. The course will also strengthen the holistic view on supply chain operations, management and strategy and some current research areas in supply chain management. Consequently the course provides advanced knowledge about logistics and their supporting systems from a supply chain perspective.

1. Role of Distribution in Value discovery: Designing a distribution logistics system – Outsourcing of distribution logistics – Distinction between distribution logistics and supply chain management. Introduction - Supply Chain – Fundamentals –Evolution- Role in Economy -Importance - Decision Phases - Supplier- Manufacturer-Customer chain. - Enablers/Drivers of Supply Chain Performance. Supply chain strategy - Supply Chain Performance Measures.

2.  Strategic Sourcing - Outsourcing – Make Vs buy - Identifying core processes -Market Vs Hierarchy - Make Vs buy continuum -Sourcing strategy - Supplier Selection and Contract Negotiation. Creating a world class supply base- Supplier Development - World Wide Sourcing.

3.  Supply Chain Network - Distribution Network Design – Role – Factors Influencing Options, Value Addition – Distribution Strategies - Models for Facility Location and Capacity allocation. Distribution Center Location Models. Supply Chain Network optimization models. Impact of uncertainty on Network Design – Network Design decisions using Decision trees. 

4.  Planning Demand, Inventory And Supply - Managing supply chain cycle inventory. Uncertainty in the supply chain –- Analysing impact of supply chain redesign on the inventory - Risk Pooling - Managing inventory for short life – cycle products - ultiple item -multiple location inventory management. Pricing and Revenue Management

5. Current Trends - Supply Chain Integration - Building partnership and trust in SC Value of Information: Bullwhip Effect - Effective forecasting - Coordinating the supply chain. . SC Restructuring - SC Mapping -SC process restructuring, Postpone the point of differentiation – IT in Supply Chain - Agile Supply Chains -Reverse Supply chain.Agro Supply Chains.
 References:
· Supply chain Logistics Management, Bowersox, Closs, Cooper, 2/e,TMH.

· Supply Chain Management ,Janat Shah,Pearson

· Supply chain management concepts and cases, Rhaul V. Altekar, PHI.

· Text Book of Logistics and Supply Chain Management, Agrawal, Macmillan.

· Principles of Supply Chain Management – A balanced approach, Wisner, Leong, Tan, Cengage.

· Exploring Supply Chain – theory and practice, Upendra Kachru, excel.

· Supply Chain Management,R.P. Mohanty and S.G. Deshmukh, Jaico .
· Logistics and Supply Chain Management, K.Shridhara Bhat, , Himalaya.

MBA312:   INVESTMENT AND PORTFOLIO MANAGEMENT 

The objective of the course is to provide students an understanding of working of capital markets and management of portfolios of stocks. The pre-requisite for the course is Financial Accounting and Analysis and Financial Management.

* Standard discounting and statistical tables to be allowed in the examinations.

1. Investment: Objectives, Process of Investment, Investment and speculation.

2. Fundamental Analysis & Technical Analysis: Economy, Industry - Company analysis, Technical Analysis: Fundamental Analysis Vs Technical Analysis - Dow Theory, Relative Strength Index (RSI), Moving Average.

3. Measurement of Risk and Return: Revenue Return and Capital appreciation, holding period –Calculation of expected return, Risk factors, risk classification – systematic risk – unsystematic risk – standard deviation – variance – correlation coefficient – Beta – calculating expected return and risk.

4. Measurement of RiskValuation of Securities: approaches of valuation – Bond valuation – Preference share Valuation – Common stock Valuation.

5. Portfolio Management: Process of Portfolio Management, Diversification – Modern Portfolio – Portfolio models – Markowitz model – Sharpe single index model, Capital Asset Pricing Models.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:

· Investment Management,V.K.Balla,  S.Chand Company Ltd.

· Investment Analysis and portfolio management, Chandra,  Tata McGraw Hill . 

· Security Analysis and Portfolio Management ,Punithavathy Pandian, Vikas

· Secuerity Analysis Portfolio Management, Ranganatham & Madhumathi, Pearson              Education.

· Security Analysis and Portfolio Management, Sudhindra Bhat, excel.

· Security analysis and portfolio management, Avadani, Himalaya publishers.

· Investment analysis portfolio management,  Frank Reilly & Brown, Cengage.

· Investment Management, Preethi Singh, Himalaya Publishing House, Mumbai..

· Investment,  Bodie, McGraw Hill Book Company.

· Investment Management ,Hiriyappa ,New Age Publications

MBA313:    SALES AND DISTRIBUTION MANAGEMENT 


The objective of this course is to provide students an opportunity of learning the basics and concepts of Sales Management and Distribution Management.

1. Introduction: Evolution of Sales Management- Nature and importance of Sales Management- Roles, Types and Skills of Sales Managers- Sales Objectives

2.  Management of Sales : Concepts of Sales Organisation- Types of Sales organization structures- Specialization within sales organization- Sizing and Staffing the Sales force.
3. Distribution Management: Definition- Need for Distribution Management- Need for Distribution Channels – Value addition of Distribution Management- Marketing Channels- Channel Formats- Relationship of flows to service levels – Channel levels – Service Channels

4. Designing Channel Systems: Channel Design factor – Channel planning process – Ideal Channel structure – Training, Motivating & Evaluating Channel members- Channel Design Comparison – Implementation 

5. Managing the International Channels of Distribution: Introduction- Differences in customer-expectations across countries-international orientation of companies –model of entry decision – implications of entry modes.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Sales Management John F Tanner Jr, Earl D Honeycutt Jr & Robert C Erffmeyer: Pearson Education.

· Sales and Distribution Management, Krishna K Havaldar & Vasant M Cavale TMH.

· Advertising, Sales and promotion Management, ChunawalaHimalaya.
· Sales and Distribution Management, Tapan K.Panda, Sunil Sahadev,Oxford.

· Sales and  distribution Management, S L Gupta,Excel.

· Strategic Marketing and Channel Management,Donald J. Bowersox & M. Bixby Cooper,TMH.

· Selling and Sales management, Jobber,7/e Pearson Education.

· Successful Sales Promotion, Pran Choudhury, Ricky Elliott & Alan Toop, Orient Longman Limited.

MBA314 :   PERFORMANCE MANAGEMENT

 The objective of the course is to provide an outline of performance management of individuals in the organization. The prerequisite for the course is knowledge of HRM. 

1. Introduction to Performance management :      Concept -Performance management vs performance appraisal--Performance management vs Human resource management- Purposes- Significance : 
2. Mentoring and monitoring :
Concept of mentoring  -  Benefits of mentoring - Characteristics of mentor- Mentoring process-Group mentoring -Benefits -Types of Group Mentoring – Pitfalls Monitoring performance - Performance reviews: Objectives, Frequency of Review,  Conducting review meetings, Problems in conducting meetings-Guidelines for conducting meetings.

3. Coaching and counseling :  Coaching for performance improvement -. Concept - Tips for effective coaching Counselling -Functions of counselling- Steps in counseling process

4. Annual Stock taking:  Stock taking of performance  -Uses –Appraisal system design : Process and approches -  Appraisal methods -  MBO and Assessment centre -360 degree appraisal - Balanced score card. Stock taking of potential-  Appraisal for reward -  Appraisal for recognition  

5. Learning organisation : Concept of learning organisation- Learning approaches- Learning sources - Importance of learning-. Characteristics of learning organisation- Reward and compensation Management  -Concept and types   of compensation- Objectives -   Competitive compensation design - Fringe benefits-  Objectives -Factors influencing fringe benefits - Types of fringe benefits
(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References

· Performance Management, Bagchi, Cengage Learnings.

· Performance Appraisal and Management, Sharma, Davinder, HPH

· Performance  Management, Herman,Aguinis, Pearson Education.

· Performance Appraisal and compensation Management, Goel, PHI Learnings.

· Performance   Management and Appraisal  Systems, T.V.Rao, Response.

· Performance management, Kandula, PHI.

· 360 Degree Feedback and Assessment and Development Centres, T.V.Rao, Excel.

· Performance  Management, Michael Armstrong, Kogan Page.

· Performance  Management, A.S.Kohli, T.Deb,Oxford.

· Performance Management, Dinesh k.Srivatsava, Excel.

MBA315 :   ENTERPRISE RESOURCE PLANNING

The objective of the course is to provide the basic concepts of Enterprise Resource Planning, ERP Implementation and Maintenance. 

1. Induction to ERP: Overview of ERP,MRPI,MRPII and Evolution of ERP,   Business Modeling, ERP related technologies, Business PROCESS Re-engineering (BPR) – BPR Process, Myths regarding BPR, ERP Architecture.

2. Business Intelligence Systems-Data Mining, Data Warehousing, On-line Analytical Processing (OLAP), On-line  Transaction Processing (OLTP)

3. ERP Modules : Finance Controlling, Accounting System, Manufacturing and Production Systems. Sales and Distribution Systems, Human Resource Systems. Plant Maintenance System, Material Management System, Quality Management System,.

4. ERP Implementation: ERP Implementation life cycle, ERP package selection, ERP Implementation process, ERP project teams, ERP operation and Maintenance
5.  ERP Products: SAP, Oracle, Microsoft Dynamic, People Soft, Baan and their impact on enterprise applications.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Enterprise Resource Planning, Alexis Leon, TMH.

· Enterprise Resource Systems,Motiwala,Pearson.

· ERP in practice, Jagan Nathan Vaman,  Tata Mc.GrawHill.

· Enterprise Resource Planning and MIS,Venugopal Rao, Excel.

· ERP concepts & Practice,Vinod Kumar Kard arid NK Venkata Kristean, PHI.

· Concepts in ERP ,Monk,2/e Thomson.

· Enterprise Resource Planning,Mahadeo Jaiswal & Ganesh Vanapalli,Macmillan.

· Managerial Issues of ERP, David L.Olson , TMH.

· Enterprise Resource Planning, Singla, Cengage Learnings.  
· Enterprise Resource Planning, Dr. P. C. Reddy, Kataria a& Sons Publications, New Delhi.

PROJECT WORK

Every candidate shall be required to submit thesis or dissertation after taking up a topic approved by the college/ institute.Registration of Project work: A candidate is permitted to register for the project work after satisfying the attendance requirement of all the courses (theory and practical courses of I and II). An Internal Departmental Committee (I.D.C) consisting of HOD, Supervisor and one internal senior expert shall monitor the progress of the project work.

The topic and area of research will be decided by I.D.C with an interest of the student.The area and topic should be as general as the present content and it should related to the present issues of the industry. The work on the project shall be initiated at the end of II semester and continued in the III semester. The candidate can submit Project thesis with the approval of I.D.C. at the end of the III semester Instruction as per the schedule. Extension of time within the total permissible limit for completing the programme is to be obtained from the Head of the Institution.The student must submit status report at least in two different phases during the project work period. These reports must be approved by the I.D.C before submission of the Project Report.The content of the Report should be on the bases of the principles of the Report and Presentation. A report may contain 40-55 pages ( A4 size paper with 12 point Times New Roman)The viva-voce examination may be conducted for all the candidates as per the III semester   examination schedule.Three copies of the Thesis / Dissertation certified in the prescribed form by the supervisor & HOD shall be presented to the H.OD. One copy is to be forwarded to the University and one copy to be sent to the examiner. 

References:
· Business Essentials: Research Project, Viva.

· Paul Oliver:Writing Your Thesis, Sage.

· M.K.Rampal & S.L.Gupta: Project Report Writing, Paragon International.

· Michael Jay Polonsky: David S Waller: Designing and Managing a Research Project, Sage.

Surendra Kumar: An Aid to Project Work, Paragon International
MBA Semester – IV

MBA401 :    STRATEGIC MANAGEMENT

 The Objective of the course is to enable students have a grasp of various business strategies in general and functional management areas. It will provide a strategic orientation in conduct of the business

1. 
Introduction- Concepts in Strategic Management, Strategic Management as a process –Developing a strategic vision,  Mission, Objectives,  Policies – Factors that shape a company’s strategy – Environmental Scanning -Concepts  of  Core  Competence,  Crafting a strategy for competitive advantage.

2. 
Strategic  Analysis and Choice: Tools and techniques- Porter's Five Force Model, BCG  Matrix,  GE  Model, SWOT Analysis and TOWS Matrix,. Market Life Cycle Model - and  Organisational  Learning, and  the  Experience  Curve.

 3.
Strategy  Formulation : Formulation of strategy at corporate, business  and functional levels. Strategy Alternatives:- Stability Strategy, Growth Strategy, Retrenchment Strategy, and Combination Strategy,   .

4. 
Strategy    Implementation : Types of Strategies : Offensive strategy, Defensive strategy, vertical integration, horizontal strategy; Tailoring strategy to fit specific industry and company situations,  Strategy and Leadership,  Resource Allocation as a vital part of strategy – Planning systems for implementation. 

 5.
 Strategy Evaluation and control –  Establishing strategic controls - Role of the strategist - benchmarking to evaluate performance - strategic information systems – Guidelines for proper control- Strategic surveillance -strategic audit - Strategy  and  Corporate  Evaluation and feedback  in  the    Indian   and international context.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Crafting and Executing Strategy: Concepts and Cases,Thompson, Gamble, Jain, TMH.

· Strategic Management Concepts and Cases ,Fred R.David, PHI.

· Strategic Management,Hill, Ireand, manikutty, Cengage.

· Concepts in Strategic Management and Business Policy,Wheelen & Hunger,  Pearson Education.  

· Strategic Management – Text and Cases, V.S.P. Rao, Excel.

· Strategic Management, Ireland, Hoskinsson, Hitt, Cengage.

· Strategic Management – Theory and Application, Habergerg, Rieple, oxford .

· Strategic Management, P. SubbaRao, Himalaya.

· Business policy and strategic management, Sukul Lomash, P.K.Mishra, Vikas.

MBA402:  BUSINESS ETHICS AND CORPORATE GOVERNANCE


The objective of the course is to make students aware of ethical and moral issues concerning business both in Indian and International context and develop sensitivity of students for right ethical practices in conduct of business, to understand the principles of corporate governance, to know the social responsibility of the corporate. 

1. Business Ethics and Corporate Ethics – Meaning, Importance, functions, Unethical Practises and ethical dilemma,  Ethical theories and Approaches, Indian Ethos, Ethics for manager.

2. Ethical Aspects in Organisation I:- Marketing ethics  and consumer ethics- ethical issues in  advertising, criticisims in Marketing ethics, Ethics in HRM: Selection, Training and Development – Ethics at work place. 

3. Ethical Aspects in Organisation II:- Ethics in Finance: Insider trading - ethical investment - combating Frauds. Ethical issues in Information Technology: 

4. Corporate Governance:  Purpose – Theories and Philosophies of Corporate Governance

5. Corporate Governance Structures: Directors, committees , Corporate Social Responsibility: Stakeholders – Environment – social Development.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Business Ethics –An Indian perspective, Fernando, Pearson Education.

· “Perspectives in Business Ethics”, Laura P Hartman, Tata McGraw Hill.

· Ethics in management and Indian Ethos, Biswanath Ghosh, Vikas  

· Bob Tricker, Corporate Governance, Oxford.

· Corporate Governance and Social responsibility, Balachandran, Chandrasekharan, PHI

· Business Ethics -Concepts and Cases, Weiss,Cengage.

· Business Ethics, Himalaya, C.S.V.Murthy.

· Ethical Management,  Satish Modh, Mcmillan.

· The Theory and practice of Managerial Ethics, Jayashree sadri, Dastoor, 
Jaico..

MBA403 :  ENTREPRENEURSHIP DEVELOPMENT

 The objective of the course is to make students understand the nature of entrepreneurship, and its importance to business.

1.  Nature and Forms of Entrepreneurship: features - Entrepreneur’s competencies, attitude, qualities, functions.  Entrepreneurial  scenario in India and Abroad. Small Business, Importance in Indian Economy, Types of  ownership, sole trading, partnership, Important features of various types of businesses -  corporate entrepreneurship,  intrapreneurship -  Role of Government in the promotion of Entrepreneur.

2. Aspects of Promotion and Financial Aspects of the Entrepreneurship: Idea generation – opportunities -  SWOT Analysis -  patents and trademarks, Intellectual Property Rights. Source of Capital, Debt capital, seed capital, venture capital - Informal Agencies In financing entrepreneurs, Government Grants and Subsidies, Types of Investors and Private Offerings.

3. Project Planning and Feasibility Studies: The Concept of Project, Project Life Cycle - Project Planning, Feasibility – Project proposal & report preparation.

4. Entrepreneurial Strategy: Generation of new entry opportunity, Decisions under Uncertainty, entry strategy, new entry exploitation, environmental instability and First-Mover disadvantages, Risk Reduction strategies, Market scope strategy, Imitation strategies and Managing Newness.

5. Women and Rural Entrepreneurship and EDPs: scope of entrepreneurship among women, promotional efforts supporting women entrepreneurs in India - Successful cases of women entrepreneurs.-Need, Rural Industrialization – Role of NGO’s – Organising EDPs – Need, Objectives,  Evaluation of Entrepreneurship Development Programmes

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Entrepreneurial Development, S. Chand and Company Limited, S.S. Khanka, .

· Fundamentals of Entrepreneurship, H. Nandan, PHI.

· Entrepreneurship, 6/e, Robert D Hisrich, Michael P Peters, Dean A Shepherd, TMH.

· The Dynamics of Entrepreneurial Development and Management, Vasanth Desai,Himalaya.

· Entrepreneurship Management – text and cases, Bholanath Dutta, Excel Books.

· Entrepreneurship – New venture Creation, Holt, PHI.

· Entrepreneurship- Successfully Launching New Ventures, Barringer, Ireland, Pearson.

· Entrepreneurship, Roy, Oxford.

MBA404:  TOTAL QUALITY MANAGEMENT
The objective of the course is to make students to think towards the new and innovative approaches in the management and practices.
1. Introduction To Quality Management : Definitions – TOM framework, benefits, awareness and obstacles. Quality – vision, mission and policy statements. Customer Focus – customer perception of quality, Translating needs into requirements, customer retention. Dimensions of product and service quality. Cost of quality.
             
2. Principles And Philosophies Of Quality Management :   Overview of the contributions of Deming, Juran Crosby, Masaaki Imai,      Feigenbaum, Ishikawa, Taguchi techniques – introduction, loss function,         parameter and tolerance design, signal to noise ratio. Concepts of Quality circle, Japanese 5S principles and 8D methodology.
           
3. Statistical Process Control And Process Capability  : Meaning and significance of statistical process control (SPC) – construction of      control charts for variables and attributed.Process capability – meaning, significance and measurement – Six sigma  concepts of process capability.Reliability concepts – definitions, reliability in series and parallel, product life characteristics curve.Total productive maintenance (TMP) – relevance to TQM, Terotechnology. Business process re-engineering (BPR) – principles,             applications, reengineering process, benefits and limitations.
             
4. Tools And Techniques For Quality Management     : Quality functions development (QFD) – Benefits, Voice of customer, information organization, House of quality (HOQ), building a HOQ, QFD process. Failure mode effect analysis (FMEA) – requirements of reliability, failure rate, FMEA stages, design, process and documentation. Seven old (statistical) tools. Seven new management tools. Bench marking and POKA YOKE.
             
5. Quality Systems Organizing And Implementation  : Introduction to IS/ISO 9004:2000 – quality management systems – guidelines for performance improvements. Quality Audits. TQM culture, Leadership – quality council, employee involvement, motivation, empowerment, recognition and reward- Introduction to software quality.
           
                                                                                                             
References: 
 
· Dale H.Besterfield et al, Total Quality Management, Third edition, Pearson Education  (First Indian Reprints 2004).
· Shridhara Bhat K, Total Quality Management – Text and Cases, Himalaya Publishing   House, First Edition 2002.
MBA405:   FINANCIAL DERIVATIVES

The objective of this course is to make students efficient in the area of Financial Derivatives, giving them the knowledge of basics in Financial Derivatives, Future Markets, Option Strategies, etc.

        * Standard discounting and statistical tables to be allowed in the examinations.
1. Introduction to Derivatives : Development and Growth of Derivative Markets, Types of Derivatives, Uses of Derivatives, Financial and Derivative markets -Fundamental linkages between spot & Derivative Markets, The Role of Derivatives Market, Uses & Misuses of derivatives.

2. Future and Forward Market: structure of forward and Future Markets, Mechanics of future markets, Hedging Strategies, Using futures. Determination of forward and future prices - Interest rate futures, Currency futures and Forwards

3. Options: Distinguish between Options and Futures, Structure of Options Market, Principles of Option Pricing, Option Pricing Models: The Binomial Model, The Black – Scholes Merton Model.

4. Basic Option Strategies: Advanced Option Strategies, Trading with Options, Hedging with Options, Currency Options.

5. Swaps: Concept and Nature, Evolution of Swap Market, Features of Swaps, Major types of Swaps - Interest Rate Swaps, Currency Swaps, Commodity Swaps, Equity Index Swaps, Credit Risk in Swaps, using Swaps to Manage Risk, Pricing and Valuing Swaps.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Financial Derivatives and Risk Management, OP Agarwal, HPH

· Commodities and Financial Derivatives, Kevin, PHI

· Fundamentals of Financial Derivatives, Swain.P.K, HPH

· Financial Derivatives,   Mishra: Excel.

· Risk Management & Derivatives, Stulz, Cengage.

· Derivatives and Risk Management,  Jayanth Rama Varma: TMH.

· Financial Derivatives,  Gupta, 1st Edition, PHI .

· Fundamentals of futures and options market, John C Hull: Pearson Education.

· Risk Management Insurance and Derivatives,  G. Koteshwar: Himalaya.

MBA406 : SERVICES MARKETING

The objective of the course is to provide a deeper insight into the marketing management of companies offering services as product. 

1. Understanding services marketing & CRM: Introduction, services in the modern economy, Classification of services, marketing services Vs. Physical services, services as a system -Customer Relationship Marketing: Relationship Marketing, the nature of service consumption, understanding customer needs and expectations, Strategic responses to the intangibility of service performances.  

2. Services market segmentations: The process of market segmentation, selecting the appropriate customer portfolio, creating and maintaining valued relations, customer loyalty. Creating value in a competitive market:  Positioning a service in the market, value addition to the service product, planning and branding service products, new service development.

3. Pricing  & Promotion strategies for services:  Service pricing, establishing monetary pricing objectives, foundations of pricing objectives, pricing and demand, putting service pricing strategies into practice. Service promotion:  The role of marketing communication.  Implication for communication strategies, setting communication objectives, marketing communication mix.

4. Planning and managing service delivery:  Creating delivery systems in price, cyberspace and time.  The physical evidence of the service space.  The role of intermediaries, enhancing value by improving quality and productivity. 

5. Marketing plans for services:  The marketing planning process, strategic context, situation review marketing strategy formulation, resource allocations and monitory marketing planning and services.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Services Marketing People, Technology, Strategy,Christopher Lovelock, Wirtz, Chatterjee, Pearson.

· Services Marketing—Integrating Customer Focus Across the Firm,Valarie A.Zeithaml & Mary Jo-Bitner: TMH.

· Services Marketting – Concepts planning and implementation, Bhattacharjee, excel,2009

· Services Markeing,Srinivasan, PHI.

· Services – Marketing, Operations and Management, Jauhari, Dutta, Oxford.

· Services Marketing – Text and Cases, Rajendra Nargundkar, TMH.

· Marketing of Services, Hoffman, Bateson,Cengage.

· Service sector Management,C.Bhattacharjee, Jaico.

MBA407:    ORGANIZATION DEVELOPMENT 

The objective of the course is to provide the students with the conceptual framework and the theories underlying Organizational Development. 

1. Organization Development –Definition – Characteristics - Contributory Stems, Values, Assumptions, Beliefs in OD - Values in Transition – Ethical issues in OD.

2. Foundations of OD- Systems Outlook- Third Wave Management and Organization Transformation.

3. Diagnostic Process and Areas of Diagnosis –Action Research- As a Process and Approach- OD 

4. Interventions classification – Team Interventions – Intergroup Interventions- 
Third party peace making intervention, Structural Interventions- Comprehensive Interventions and Training Experience, Other Interventions- T- Groups, Behaviour Modelling, Life and Career Planning. 

5. Consultant Issues – System Ramifications – Power politics in OD – Future of OD.

(minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:

· Organisation Development and Transformation, French, Bell & Zawacki,  TMH

· Organization Development,French & Bell,Pearson.

· Organisation Change and Development,Kavita Singh: Excel.

· Organization Development,Daniel Robey & Steven Actman,Macmillan.                  

· OrganisationDevelopmentChange,Cummins & Worley,Thomson/Cengage.

· Organisation Development Interventions& Strategics, S. Ramnarayan, T.v Rao & kuldeep singh,Response.

· Organisation Development,Daniel Robey & Steven Actman,Macmillan.

MBA408:   DATA COMMUNICATION AND NETWORK ANALYSIS

The objective of the course is to provide the basic concepts of Data Communication and Network Analysis, network security, privacy and data encryption.

1. Introduction – General structure of Networks – ISO, OSI Reference Model. Hierarchical Network, connectivity analysis – delay analysis – local access Network design.Physical layer: transmission and multiplexing – digital transmission – circuit switching packet switching – terminal handling – error correction and error correcting codes.

2. Data – link layer: simple protocols. Unrestricted stop and wait sliding window protocols. Network layer: virtual circuits and data grams, centralize hierarchical and broadcasting algorithms.

3. Transportation layer and Session layer: transport service – addressing and connection establishment – flow control and buffering – synchronization – crash recovery gate way– internet work fragmentation – session layer.

4. Presentation layer: network security and privacy – data encryption – key distribution authentication and digital signatures – virtual terminal protocols – file transfer protocols.

5. Application layer – distribution systems ISDN – Service & History, TCP/IP and Net Working and Internet  working Derives.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:
· Data Communication and Computer Networks, Duck& Read, Person.

· Data Communications and Net Working, Behrouz A. Forouzan, TMH.

· Data Networks, Bertsekas & Gallages, PHI

· Computer Communications and Networking Technologies, Michael A. Gallo, Cengage.

· Understanding Data Communications & Networks, William A. Shay, Vikas.

MBA409: INTERNATIONAL FINANCIAL MANAGEMENT

The objective of the course is to provide the basic concepts international financial management scenario.
1. Foreign exchange market : Demand and supply of foreign exchange – Spot rate and forward rate –Fixed exchange rate and floating exchange rate – Implications of depreciation/ devaluation and appreciation / revaluation of currency.

2. International parity: Purchasing power parity – Interest rate parity – Covered interest arbitrage – Forward rate parity – Fisher effect – Interrelationship of parity conditions.

3. Management of foreign exchange exposure and risk: Economic exposure – Transaction exposure – Operating exposure – Translation exposure – Currency options – Currency futures/forwards – Currency swaps.

4. Cross – border investments: Cash flows of foreign projects – Cost of capital – Approaches to project evaluation – Adjusted present value method – Risks in foreign Projects – Financing foreign projects- Foreign direct investments.

5. Eurocurrency market: Growth of Eurocurrency market – Euro issues – External commercial – borrowings – International bond market – Indian Euro issues. RBI guidelines on ECBs, and foreign investments.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:

1. PG Apte : International Financial Management  (Tata McGraw Hill)

2. Marrice D Levi : International Finance  (McGraw Hill)

3. Alan C. Shapiro : Multinational Financial Management (Wiley  India)

4. Jeff Madura : International Corporate Finance (Thomson)

5. Cheols Eun and Bruce G Resnick : International Financial Management   (McGraw Hill)

6. Ephraim Clark : International Finance (Thomson)

7. Mihir A.Desai : International Finance (Wiley India)

MBA410:  BRAND MANAGEMENT
1. Brand & Brand Management: Commodities Vs Brands, The role of brands, The brand equity concept, Brand Equity Models – Brand Asset Valuation, Aaker Model, BRANDZ, Brand Resonance. Building Brand Equity, Brand Identity and Brand image. 
2. Brand Leveraging & Brand Performance: Establishing brand equity management system, measuring sources of brand equity and consumer mindset, Co-branding, celebrity endorsement
3. Brand Positioning & Brand Building: Brand knowledge, Brand portfolios and market segmentation, Steps of brand building, Identifying and establishing brand positioning, Defining and establishing brand values.
4. Designing & Sustaining Branding Strategies: Brand hierarchy, Branding strategy, Brand extension and brand transfer, Managing brand over time.
5. Measuring Brand Equity: Brand Value chain, Brand Audits, Brand Tracking, Brand Valuation. Managing Brand Equity: Brand Reinforcement, Brand Revitalization, Brand Crisis.
(minimum 5 cases to be dealt each from each unit so that all units will be covered)

 Readings

1. Product management - Donal R. Lehmann, Russel S. Winer 
2. Strategic Brand Management - Kevin Lane Keller 
3. Branding Concepts & Process - Debashish Pati 
4. Marketing Management - Philip Kotler 
5. Successful Branding - Pran K Choudhary
 6. Brand Positioning Strategies for Competitive Advantage -Subrato Sen Gupta 
7. Strategic Brand Management –Caperer
 8. Behind Powerful Brands – Jones
 9. Managing Indian Brands -S. Ramesh Kumar (407A) 
MBA411: GLOBAL HUMAN RESOURCES MANAGEMENT

The objective of the course is to provide an outline of Global Human Resource management of MNC`S. 

1. International Human Resource Management concept, expanding role – Global issues and challenges, Differences between Domistic HRM and GHRM. 

2. Human and Cultural Variables in Global Organizations – Cross Cultural Differences – Cross – Cultural Research Methodologies – Hofetede’s Hermes Study, Managerial Implications.      

3. International staffing and Compensation Practices – Nature, Sources, Policies – Human Resource Planning – Recruitment and Selection for International Assignment- Training Expatriation –Repatriation. -Designing Compensation Programme, Approaches to International Compensation, Differentiating PCN`S and TCN`S.

4. Appraisal and Training and development in the Global Perspective- Programmes and Agencies - Evaluation of Global HRM Practices-Need, cross cultural training, learning – Performance management and HR process – Competency appraisal – Cultural Issues.

5. International Industrial Relations and People Management – Trade Unions, Collective Negotiations, Disputes/Conflicts, Quality Circles and Participative Management.- USA – European Countries, Asian Countries and Middle East.

References:
· International Human Resource Management,Aswathappa,TMH.

· International Human Resource Management, Tony Edwards & Chris Rees, Pearson.

· Internal Human Resource Management, Rao P.L, Excel.

· International Human Resource Management, Subba Rao P, Himalaya.

· International Dimensions of Organizational Behaviour, Adler N.J, Kent

· International Dimension of Human Resource Management, Dowling P.J, Thomson/Cengage.

MBA412 : CORPORATE INFORMATION MANAGEMENT
The objective of the course is to give the students to hands on experience in the designing of the information system in the organization and understand the information technology that applied in different aspects of the management. 

1. Introduction :.Data, Information, Intelligence, Information Technology, Information System, evolution, types based on functions and hierarchy, System development methodologies, Functional Information Systems, DSS, EIS, KMS, GIS, International Information System.

2. System Analysis And Design:  Case tools - System flow chart, Decision table, Data flow Diagram (DFD), Entity Relationship (ER), Object Oriented Analysis and Design(OOAD), UML diagram.

3. Database Management Systems:  DBMS – HDBMS, NDBMS, RDBMS, OODBMS, Query Processing, SQL, Concurrency Management, Data warehousing and Data Mart

4. Security, Control and Reporting:  Security, Testing, Error detection, Controls, IS Vulnerability, Disaster Management, Computer Crimes, Securing the Web, Intranets and Wireless Networks, Software Audit, Ethics in IT, User Interface and reporting.

5. New it Initiatives:  Role of information management in ERP, e-business, e-governance, Data Mining, Business Intelligence, Pervasive Computing, Cloud computing, CMM.

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References
· Robert Schultheis and Mary Summer, Management Information Systems – The Managers View, Tata McGraw Hill, 2008. 

· Kenneth C. Laudon and Jane Price Laudon, Management Information Systems – Managing the digital firm, PHI Learning / Pearson Education, PHI, Asia, 2012

· Rahul de, MIS in Business, Government and Society, Wiley India Pvt Ltd, 2012 

· Gordon Davis, Management Information System : Conceptual Foundations, Structure and Development, Tata McGraw Hill, 21st Reprint 2008. 

· Haag, Cummings and Mc Cubbrey, Management Information Systems for the Information Age, McGraw Hill, 2005. 9th edition, 2013.

· Turban, McLean and Wetherbe, Information Technology for Management –Transforming Organisations in the Digital Economy, John Wiley, 6th Edition, 2008. 

· Raymond McLeod and Jr. George P. Schell, Management Information Systems, Pearson Education, 2007. 

· James O Brien, Management Information Systems – Managing Information Technology in the E-business enterprise, Tata McGraw Hill, 2004.

· Raplh Stair and George Reynolds, Information Systems, Cengage Learning, 10th Edition, 2012

· Corey Schou and Dan Shoemaker, Information Assurance for the Enterprise – A Roadmap to Information Security, Tata McGraw Hill, 2007.

· Frederick Gallegor, Sandra Senft, Daniel P. Manson and Carol Gonzales, Information Technology Control and Audit, Auerbach Publications, 4th Edition, 2013.
MBA413: TAX PLANNING AND MANAGEMENT
Objective:

The aim of this course is to familiarize the student with major latest provisions of the Indian tax laws and related judicial pronouncements pertaining to corporate enterprises having implications for various aspects of Corporate Planning with a view to derive maximum possible tax benefits admissible under the law.
UNIT-1:  Introduction:  Meaning of Tax Planning and Management, Tax avoidance and Tax evasion – Tax Planning for new Business – Tax Planning with reference to location of Business – Form of Organization.

UNIT-II:  Tax Planning and Financial Management Decisions:  Tax Planning relating to Capital structure decisions – Dividend Policy – Bonus Shares – Tax planning for Amalgamations (or) de – merger of companies.

UNIT-III:  Tax Planning and Managerial Decisions: Tax Planning in respect of own founds or borrowed capital – Lease Vs Purchase – Purchase by installment Vs hire – Make or buy decisions – Repairs , replacements, renewals or renovations – Sale of assets used for scientific research – Shutting Down or Continuing Operations.

UNIT-IV: Tax Provisions:  Tax Provisions relating to free Trade Zones – Infrastructure Sector and backward areas – Tax incentives for exporters. 

UNIT-V:  Tax Payment: Tax deduction at source – Tax collections at source – Advance payment of Tax.

Reference:

1. V.S.Sundaram, Commentaries on the Law of Income – Tax in India, Law Publishers, Allahabad.
2. A.C. Sampath Iyengar, Law of Income Tax, Bharat Publishing House, Allahabad.
3. Taxman, The Tax and Corporate Law weekly.
4. Ahuja G.K. and Ravi Gupta: Systematic Approach to Income Tax and Central Sales Tax, Bharat Law House, New Delhi.
5. Lakhotia R. N: Corporate Tax Planning, Vision Publications, Delhi.
6. Singhania, V. K. Direct Taxes: Law and Practice, Taxman’s Publications Delhi.
7. Singhania, V.K. Direct Taxes Planning and Management, Taxman’s Publications Delhi.
8. Melhotra, MC and Goyal, S.P: Income Tax Law and Accounts including tax planning, sahitya Bhavan Publication, Agra.
MBA414: RETAIL MARKETING

The objective of the course is to enable students to have an insight into the working of Retailing Sector.  
1. Introduction to Retailing and Retailing Strategy:  advent of retailing –function of retailing – types of retailing – customer buying behavior- target market and retail format- growth strategies – strategic retail planning process – factors to be consider for retail planning- Retail locations strategies.
2. Human Resource & Administrative Strategy:  designing the organizational structure for retail firm – Retail organization structures. Information Technology in Retailing Business.
3. Merchandize and Store management:  Merchandize planning – Sources of merchandize – category management – Buying systems to stores- allocation of merchandise- objectives of a good store design – store design – store layout- space planning- merchandize presentation techniques and atmospherics.
4. Pricing and Communication Strategies in Retailing:  Retail pricing strategies- approaches for setting pricing- pricing adjustments – Using price to stimulate retail sales – promoting the merchandise – implementing an advertising plan.
5. Retailing in India:  the present Indian retail scenario – Factors affecting retailing in India – Region wise analysis of Indian retailing- Retailing opportunities in Indian

 (Minimum 5 cases to be dealt each from each unit so that all units will be covered)

Readings

1. AJ Lamba “ The Art of Retaailing, TMH, 2008

2. Chatan Bajaj Rajnish Tuli and srivatsva Retail Management (Oxford)

3. Barry berman & Joel R evans Retail Management A strategy approach (Pearson)

4. Levy Weiz retailing management (TataMcgraw Hill)

5. Suja R Nair  Retail Management (Himalaya)

MBA415: CHANGE MANAGEMENT
The objective of the course to understand the basic aspects of the change management and organizational development over the changes occurs.

1. Basics of Change Management:Meaning, nature and Types of Change - change programmes - change levers - change as growth - change as transformation - change as turnaround - value-based change.

2. Mapping change The role of diagramming in system investigation - A review of basic flow diagramming techniques -systems relationships - systems diagramming and mapping, influence charts, multiple cause diagrams- a multidisciplinary approach.

3. Learning organization The relevance of a learning organization -- kindling learning processes in organizations- strategies to build a learning organization

4. Organisation Development (OD) Meaning, Nature and scope of OD - Dynamics of planned change - Person-focussed and role-focussed OD interventions 

5.Systems approach to change systems autonomy and behaviour - the intervention strategy model - cases in intervention - total project management model (TPMM)

(Minimum 5 cases to be dealt each from each unit so that all units will be covered)

References:

· Mirza S.Saiyadan, Organisational Behaviour,TMH, 2003, New Delhi.

· Robert A Paton and James McCalman, Change Management: A Guide to Effective Implementation 2/e.Response Books, New Delhi, 2000.
· Sethi : Orgnisational Transformation Through Business Process Reengineering Pearson Education.

· Art Horn: Gifts of Leadership: Team Building through Focus and Empathy, Macmillan India, 1998.

· C.S.Venkataratnam: Negotiated Change -Collective Bargaining, Liberalisation and Restructuring in India, Response Books, New Delhi, 2003.

· V.Nilakant and S.Ramnarayan: Managing Organisational Change, Response Books, New Delhi, 2003

· S.Ramnarayan, TV Rao and Kuldeep Singh(Ed.): Organization Development, Response Books, New Delhi 2003.

· Joseph W. Weiss: Organisational Behaviour and Change-- Managing Diversity, cross cultural dynamics and Ethics. Thomson Learning 2/e, New Delhi, 2001.

· R.S.Dwivedi: Human Relations and Organisational Behaviour: A Global Perspective 5/e, Macmillan, New Delhi, 2001.

MBA416: DECISION SUPPORT SYSTEMS
The main objective of the course is to make the students to understanding the MIS and its usages in the various decision making systems. 
1. M.I.S and Its Role In Organizations : Open-Systems and Closed Systems. D.S.S Its Relation to M.I.S, Characteristic Role of D.S.S as Different From M.I.S in an Organization, Expert DSS and Its Role as an Aid to Management Decision Process.

2. Deterministic Models: Models Required to Cope With Uncertainty, Probabilistic Models and Fuzzy Sets, Fuzzy DSS and Fuzzy Expert DSS.

3. Application of DSS: Applications in various Functional Areas of Management Like Finance, Marketing, Production Planning and Control Etc.

4. Non-Optimising Models of DSS: Simulation Techniques and Monte- Carlo Methods. Application of DSS: Technical Feasibility and Financial Viability of DSS. Advantages and Limitations of DSS -Contemporary practices.

5. Introduction to Artificial Intelligence (AI): An Overview of AI- AI Technologies in Business, Domains in AI, Neural networks, Fuzzy logic systems in Business, Virtual Reality, Intelligent agents, expert system and its components, Applications of expert system, developing expert systems, value of expert systems.

Readings

· Macllah: Decision Support Systems and Data Warehousing, TMH, 2003.

· Turbon: DSS and Intelligent Systems, Pearson Education, 2001.

· James A Obrien: Management Information systems-Managing information technology in the E-Business Enterprise, 5/e, TMH, New Delhi, 2002.

· Janakiraman & Sarukesi: Decision Support Systems, PHI, New Delhi, 2002.

· George M.Marakas: Decision Support Systems in the 21st Century, 2/e,Pearson Education, New Delhi, 2003.

ANNEXURE – II
QUESTION PAPER STRUCTURE FOR MBA SEMESTER END – EXAMINATIONS
· Each Course examination shall have a maximum of 70 Marks and the examination shall be of 3 Hrs duration. (except for paper 106)
· The question paper shall have two parts viz. Part- A and Part-B. (except for paper 106)
PART-A  (5X10=50 Marks)
Descriptive Type questions, each question carries 10 Marks.
1. (a)  or
(b)
2. (a) or 

(b)
3. (aor 

(b) 
4. (aor 

(b) 
5. (a or
(b) 
PART-B  (20 Marks)
6.Case Analysis
QUESTION PAPER STRUCTURE (only for paper106-Information technology for managers,50 marks paper for 2 hours )
PART-A  (5X10=50 Marks)
Descriptive Type questions, each question carries 10 Marks.
        1.  (a)  or
     (b)
2.(a) or 

    (b)
 3. (a)or 

    (b) 
 4.(a)or 

   (b) 
 5.(a) or
    (b) 
