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Key Indicator — 1.3 Curriculum Enrichment
(50)

1.3.1 Institution integrates cross-cutting issues relevant to
Professional Ethics, Gender, Human Values, Environment &
Sustainability and other value framework enshrined in
Sustainable Development goals and National Education
Policy — 2020 into the Curriculum
(15)

Criterion 1 — Curricular Aspects

(150)




MBA 2023.25

SEMESTER-I
Category Course Title

Skill Development /
Entrepreneurship
/Employability

Dynamics of People's Behaviour in an
Organization

Entreprene

Employability

Case Study disussed on Ethical

implications of management information
sy'stems

Skin Development

. Sessions Conducted by Corporate
23MBA-0PC11T Professiona| Communication

Resourse Centre on Profession
Communication and Work Envirehment

Human VaIues/Professional
Ethics

L




MBA 2023-25
SEMESTER-TT
Activity addressing issues
related to Gender / Human
Category Course Code Course Title Values / Environment and Activity
Sustainability / Professional
Ethics
Skill Development /
Entrepreneurship 23MBA-OFMI2T  |Financial Management
/ Employability
Skill Development /
Entrepreneurship 23MBA-ORMI2T  |Research Methods in Business
|/ Employability
MSME industrial visit to Footwear
Park to get invaluable exposure to
Entrepreneurship 23MBA-0PO12T Production and Operations Management Environment and Sustainability [yhe assembly line, witnessing the
seamless flow of processes from raw
materials to finished goods,
Sushant School of Business hosted an
Entrepreneurship 23MBA-0ED12T Entrepreneurship Deévelopment Gender / Environment and Inspiring entrepreneurship session in
Sustainability / Professional llab ion with SUIC (Sushant
Ethics University Incubation Cell).
Skill Development /
Entrepreneurship 23MBA-ODM12T Digital Marketing Professional Ethics Case Study on Responsible online
/ Employability communication and
Employability 22MBA-OBAI2T  |Business Analyviics & Data Science Professional Ethics
Skill Development . Hands-on assignments identifyin,
/ Employability 2IMBA-OFT12T Fundamentals of FinTech Professional Ethics ethical issues ig:data e
Skill Development / Labour Court Visit to enhance
Bltrepreuauship 23MBA-0LB12T Legal Aspects of Business theoretical knowledge with practical
/ Employability Professional Ethics insights
Employability 23MBA-DTI12T Design Thinking
TDCC Trans Disciplinary Certificate Course
Activity addressing issues related
18MBA-0SI121 Social Internship to Gender /Human Values /
Environment and Sustainability / Social Intership Project and Visit to
L Professional Ethics NGOS
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MBA 2023-25
SEMESTER-TIT
Activity addressing
issues related to Gender
. /Human Values / Lo
Category Course Code Course Title Environment and Activity
Sustainability /
Professional Ethics
Skill Development / Environment and
Entrepreneurship 23MBA-0SB21T Strategic Management Sustainability / Industrial Visit
/ Employability Professional Ethics
Discipline Elective |
Discipline Elective 2
Discipline Elective 3
Discipline Flective 4
Discipline Elective 5 —=
Discipline Elective 6
TDCC Trans Disciplinary Certificate Course
23MBA-0ST211 Summer Internship Project Viva Voce Professional Ethics Prmentatxor}s o Project &
Report Designing
: Computer Application for Business Decision Environment and
Skill Development |23MBA-0IT21L Making Sustainability Workshops and Seminar
. Event organized by HR &
Si‘gm?;g;ﬁ'ﬁ?gt 23MBA-00E2IL  |Personal Effectiveness and Employability Markeﬁngg Club :,?' SoB Like
L : Gender / Human Values |"Talent Hut"
SEMESTER-TII (Electives — Choose any three courses)
Mark effig
Category Course Code Course Title
Skill Development 23MBA-0CB21E |Consumer Behaviour
Skill Development /
Entrepreneurship  |23MBA-0BM?2 IE  |Product & Brand Management
/ Employability
Skill Development /
Entrepreneurship  |23MBA-0SM?2 1IE  |Services Marketing
/ Employability
Skill Development 23MBA-0CR21E Customer Relationship Management Professional Ethics ;ﬁi?fgogg l:ganmd by
Emplovability 23MBA-ORM21E  |Retml Marketing
Finance
Skill Development /
Entrepreneurship 23MBA-0SA21E Security Analysis and Investment Management
/ Employability
Skill Development /
Entrepreneurship 20MBA-OWC21E Working Capital Management
/ Employability
Skill Development /
Entrepreneurship  [23MBA-0PF 21E Project Finance and Appraisal
/ Employability
Skill Development / Guest Lecture by Finance Club
Entrepreneurship 23MBA-OWM21E |Wealth Management Environment and on Sustainable Wealth
/ Employability Sustainability Practices
Skill Development /
Entrepreneurship  |23MBA-0MA?2 IE  |Merger, Acquisition & Corporate Restructuring Case Studies on Jatest mergers
/ Employability ' Professional Ethics and acquisitions
Human Resource Management
Skill Development / I
Entrepreneurship | 23MBA-0PC21E ;"’f"’?“a“"e Management & Competency
/ Employability apping Professional Ethics Role Play and Group Project
Skill Development  |23MBA-0OD2IE  |Organization Development and Change /Glfr‘:)‘}z: s/ f{;’;’;”m\ig”“ i?;fggﬁ;ghﬁ;"::
Skill Development / Human
Entrepreneurship 23MBA-0IR21E Industrial Relations & Labour Law Values/Professional Group Discussiorts on gender-
/ Employability Ethics sensitive labor laws
Entrepreneurship 23MBA-0SH21E Strategic Human Resource Management Human Values giif_:;;di;es};g mg
Human
Skill Development 23MBA-OLT21E Leadership Through Indian Values Values/Professional Role plays on leadership styles
Ethics inspired by Indian values

Logistics & Supply Chain Management

Entrepreneurship  [23MBA-0SC21E Strategic Supply Chain Management
Skill Development /
Entrepreneurship 23MBA-0PM21E Project Management Students Competitions on
/ Employability Professional Ethics Business Project |
Employability _ |23MBA-0SF21E__[Supply Cham Fmes \




Management

. . . Environment and —[Projects on designing
Entrepreneurship 23MBA-0GS21E Green Supply Chain Management Sustainability sustainable products
. . . = Environment and Workshops on ensuring ethical
Employability 23MBA-OMQ21E Managing Quality for Competitive Advantage Sustainability quality control
International Business
Skill Development [23MBA-01021g ~ |International Trade Operations and
Documentation
Emplovability 23MBA-OWR2IE  |WTO and Regional Trade Agreements
o . R Environment and Guest Lectures by MNC
Employability 23MBA-0IM21E International Marketing Sustainability marketeer
. - Case studies on ethical and
Employabilty  |23MBA-OI21E i‘/}fnma:;'::t“’"“mm and Portfolio sustainable investment
58 Professional Ethics portfolios
Employability 23MBA-0IS21E International Sales Promotion and Brand

Business Analytics

Database Management System & Data

Skill Development  |23MBA-0FS21E

FinTech Services & Management

Professional Ethics

Em_loyability 23MBA-0DW21E Warchouse
Employability 23MBA-OPY2IC | Data Analytics Using Python
Skill Development /
Entrepreneurship  |23MBA-0DV21C Data Visualization using Tableau
/ Employability
Skill Development /
Entrepreneurship  |23MBA-0WA21E Social Media & Web Analytics
/ Emplgyability
Employability 23MBA-OPA2IE  |Predictive Analytics for Business Decision -1 Professional Ethics Practical exercises
Digital Marketing
Employability 23MBA-0OR2IE  [SED & Oreanic Ranking Teclinijues
Skill Development /
Entrepreneurship  [23MBA-0S021 E Social Media Marketing
/ Employability
Skill Development  |23MBA-0CA21E Content and affiliate marketing Professional Ethics Desiging a Blog for Yourself
Entrepreneurship  [23MBA-0BD21E Building Digital Brands
Skill I evelopment 23MBA-OMM21E  [Maobile Marketing
Fintech RTINS
Workshop on Sustainable

FinTech solutions

Employability 23MBA-OML21E

Foundations of Machine Learning

Skill Development /
Entrepreneurship
/ Employability

23MBA-0BI21E

Business Intelligence & Data Visualization

Skill Development /
Entreprencurship
/ Employability

23MBA-0FC21E

Fintech for Capital Markets

Entrepreneurship  |23MBA-0FL21E

Fintech Laws & Regulations

Human
Values/Professional
Ethics

Discussions on sustainability-
focused FinTech policies

Hospitality Management

Skill Development /
Entrepreneurship
/ Employability

23MBA-0A021C

Accommodation & Operations

Skill Development /
Entrepreneurship )
/ Employability

23MBA-0FB21C

F & B Service & Control

Skill Development /
Entrepreneurship
/ Employability

23MBA-0HI21C

Hotel Interiors Designing & Fumishing

Environment and
Sustainability

Industrial Visit to hotel to
understand the use of
sustainable materials in hotel
interiors

Skill Development /
Entrepreneurship
/ Employability

23MBA-OME21C

Menu Engineering & Designing

Skill Development /
Entrepreneurship
/ Employability

23MBA-0RB21C

Restaurant & Banquet Management




MBA 2023-25
SEMESTER-IV

Activity addressing issues

related to Gender /
Human Values /

Employability

Human Resource Management

23MBA-OHA22E [HR Analytics

Skill Development /

Catcgory Course Code Course Title Environment and Activity
Sustainability /
Professional Ethics
Skill Development / 23MBA-~IBE22T |Business Ethics and Corporate Governance Environment and Debates on real-life ethical
Discipline Elective 1
Discipline Elective 2
Discipline Elective 3
Discipline Elective 4
Discipline Elective 5
Discipling Elective 6
22MBA-0DP22D Dissertation Project Professional Ethics Term Paper Design and Viva_
D TOTAL CREDITS = 0
SEMESTER-1IV (Electives- Choose any three courses from the specilaization opted in previous Semester) o
Marketing
Categ)_r\__- Course Code Course Title
Employability 23MBA-0MA22E Marketing A nalytics ‘
Skill Development 23MBA-0RM22E | Rural Market'mg
Skill Development /
Entrepreneurship 23MBA-0SD22E  |Sales and Distribution Management
/ Employability
Skill Development / Projects on culturally and I
Entrepreneurship 23MBA-0GM22E Global Marketing Environment and ethically sensitive global
/ Employability Sustainability campaigns
Employability 23MBA-0IM22E Industrial Marketing j
Finance
Skill Development |, 10+ onis 228 Management of Financial Services .
/ Employability
Skill Development . . Workshops on ethical 4’
/ Employ ability 23MBA-0BF22E Behavioural Finance Human Valyes investmegt behavior !
Skill Development /
Entrepreneurship 23MBA-0FR22E Financial Risk Management
/ Employability
Skill Development /
Entreprencurship 23MBA-0FE22E Financial Econometrics
/ Employability
Skill Development /
Entrepreneurship 23MBA-0TP22E Tax Planning & Management
/ Employability Professional Ethics Session on Current Budget
1

Entrepreneurship 23MBA-0IH22E International Human Resource Management ,
/ Employability

Skill Development /
Entrepreneurship 23MBA-0HC22E Compensation and Benefits Group discussions on gender pay
/ Employability Professional Ethics gap

Skill Development |23MBA-0WP22E | Workforce Planning Professional Eihics g&f{gﬁgnmd by HR Cluj

Skill Development

23MBA-OMW22E

Managing Workforce Diversity

Gender / Human Values

Interactive workshopson
diversity management, case

discussions



Logistics & Supply Chain Management

Employability — [23MBA-0SC23E Supply Chain Analytics
Employability 23MBA-0RE22E Regulatory Environment and Compliances
Skill Development / . .o .
) Emerging Technologies in Supply Chain and
Entrepreneurship 23MBA-0ET22E s & iad Projects on sustainable tech in

/ Employability

Logistics Management

Environment and Sustajnak

supply chains

Employability

23MBA-0GL22E Global Logistics & Supply Chain Management

Skill Development /
Entrepreneurship
/ Employability

23MBA-0DS22E Digital Supply Chain Management

International Business

Employability

23MBA-0IF22E [nternational Finance

Employability 23MBA-0CC22E  |Cross Cultural and Global HR Management Group activities on cultural and
Gender / Human Values gender sensitivity in HR practices
Employability 23MBA-O0GL22E | Glabal Logistics & Supply Chain Manggement
Skill Development / Moot court on gender equality
Entrepreneurship 23MBA-0IL22E International Laws and Arbitration and environmental disputes in
/ Employability Professional Ethics arbitration
= . Guest Lecture on Ethical
Employability 23MBA-0IP22E Intellectual Property Rights Professional Ethics practices in IPR : ‘
Business Analytics ;
Employability 23MBA-0AI22E AI & ML for Business |
Employability 23MBA-0DA22E Big Data Analytics ~ i
Emple jability  [23MBA-0DR22C | Data Analvtics Using R *J
Entrepreneurship 23MBA-0EG22E E-Governance and Framework of ICT
o .. . Data storytelling
Employability 23MBA-0PA22E Predictive Analytics IT Professional Ethics challenges—analyze real-world I
Digital Marketing
Skill Development / ]
Entrepreneurship 23MBA-0SE22E Search Engine Marketing & Display Ads ¢
/ Employability .
Skill Development  [23MBA-0MO22E | Measurement & Optimization of Digital
Marketing
Entreprencurship 23MBA-0LE22E Lead Nurturing and Email Marketing _]
. .. . Creating an E-commerce .
Entrepreneurship 23MBA-0DE22E Digital Entrepreneurshlp Professional Ethics Website .
Skill Development / 4’
Entrepreneurship 23MBA-0DL22E Digital Media Laws Develop acode of conduct for
/ Employability Professional Ethics ethical digital content creators l
Fintech
Sllg‘,ﬂ:r]e);r‘gzs ::;;:l 23MBA-0RA22E gjrniz;mentals of Robotics Process Automation 7
/ Employability
Skill Development /
Entrepreneurship 23MBA-0BM22E Banking, Mortgage & Insurance '
/ Employability
Skill Development / Session on Ethical
Entrepreneurship 23MBA-0BC22E  |Block Chain & Cryptocurrency considerations in blockchain
/ Employability Professional Ethics use o
Skill Development 23MBA-OFS22E  (Financial Information System with Big Data
/ Employability

Skill Development
/ Employability

23MBA-0FI22E Financial Information Security & Privacy

|
|
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""aspitalit; Management

Skill Development /
Entrepreneurship
/ Employability

23MBA-0BM22C

Bar Management

Skill Development /
Entrepreneurship
/ Employability

23MBA-0DH22C

Disaster Management in Hotels

Environment and Sustainab

Case Studies on ethics in
disaster management

Skill Development /
Entrepreneurship
/ Employability

23MBA-0EM22C

Event Management

Skill Development /

Entreprencurship  |23MBA-0F022C | Front Office Managerial Operations T

/ Employability ’ ,
Skill Development / "

Entreprencurship  |23MBA-0SP22E Strategic Branding & PR Management Design PR campaigns that focus

/ Employability

Human Values

on diversity and sustainability




Sushant

Accounting for Business Decision Making

Course Code: 23MBA-0AC11T Credits:3
Course Objectives: '

To give an understand accounting fundamentals, theory and concepts of Financial Accounting.

* To understand various Accounting Standards used in preparation of financial statements.
 To familiarize the students the techniques of preparing Financial Statements,

 To give insights to the students in analyzing and interpreting the financial statements.

Course Outcomes:
Students, who successfully complete this course, should be able to:

CO1: Comprehend the accounting process and fundamental accounting principles and concepts.

CO2: Prepare and present financial information as per required standards of reporting.

CO3: Read, interpret and analyse financial statements; combine financial analysis with other information to
assess the financial performance of a company. _

CO4: Apply analytical skills in different managerial issues of an organization.

Course Contents:
Module I: Introduction to Accounting

Meaning, Scope and Nature of Accounting, Branches of Accounting: Financial Accounting, Cost Accounting,
Management Accounting. Accounting Principles and Standards, Accounting  Equation, Accounting
Framework and Introduction to IFRS. Accounting Cycle;, Introduction to Forensic Accounting and Human
Resource Accounting. Depreciation Accounting.

Module II: Preparation of Financial Statements

Preparation of Financial Statements: Income Statements, Balance Sheet (with adjustments) and Cash Flow
Statements. Statement of Retained Earnings.

Module III: Financial Statement Analysis

Discussion on Corporate Annual Reports with Annexure, Common Size, Comparative analysis, Trend
Analysis and Ratio Analysis. Interpretation of Financial Statements. Inventory valuation.

Module I'V: Decision Making Techniques

Variance Analysis; Balanced Scorecard; Responsibility Accounting Cost Volume Profit Analysis; What if
Analysis, Management Accounting for Decision Making and Control- buy or make, process or sell.

‘agogy
als, Interactive sessions, Hom¢ assignments, Case studies-the course is covered by adopting a
ition of lecture methods, class presentation by groups of students, self-study sessions. Cases are also
lyzed, discussed in groups (teams) outside the class as preparatory work.
E<H
handran, N & Kakani, R.K., Financial Accounting for Management, TMC
swamy, R., Financial Accounting: A Managerial Perspective,; PHI.
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e Shah, P., Basic Financial Accounting for Management, Oxford University Press

e Bhattacharyya, A K., Financial Accounting for Business Managers, PHI

» Hilton, Ronald. W; Ramesh, G; Madugula, Jayadev, Managerial Accounting Creating Value in a
Dynamic Business Environment, TMH

e Weetman, P., Management Accounting, Pearson Education Limited

* Rajasekaran, V & Lalitha R. Financial Accounting: Pearson Publications

e Khan, MY & Jain, PX., Management Accounting Text, Problems and Cases, TMH

Online Resources:
www.moneycontrol.com
www.accountingcoach.com/
www.bseindia.com/
www.nseindia.com
www.capitalmarket.com
wWww.equitymaster.com

Periodicals:
e American Accounting Association, The Accounting Review
» Institute of Chartered Accountant of India, The Chartered Accountant
o The Institute of Cost and Works accountants of India, The Management Accountant

Program Outcomes (POs)-At the end of the Program the students will be able to:

PO1] Communicate effectively in the business context, using ICT and digital tools. —]

PO2 Demonstrate the ability to work cohesively and effectively in teams and groups.

PO3| Use rational and ethical judgment while analyzing business problems.

Develop the ability to critically assess business problems and provide solutions in _
PO4 ;
the global arena. .

Demonstrate an understanding of the fundamental and interdisciplinary business concepts and

PO2 functions through analytical tools for achieving strategic business outcomes.

POG6| Develop a holistic personality for professional excellence and personal growth.

Program Specific Outcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research

and to meet competitive exams

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

PSO-5 | Develop entrepreneurial skill to motivate towards start ups

===

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program Specific
Outcomes (PSOs) ’

38




Sushant

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) (PSOs) -
(COs)

PO1 [PO2 |PO3 |PO4 |PO5S |PO6 |PSOI |PSO2 [ PSO3 | PSO4 | PSO5
CO1 L M L H H H H L M L
CO2 M H H H H M L
CO3 H H M H H M H L M M
CO4 M M H H M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50 tc
75%); L=Low (covers up to 10-50% of the desired outcome)

T RR
T
=
an

\'.\
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Sushant :

Dynamics of People's Behaviour in an Organization

Course Code: 23MBA-0PB11T Credits:3

Course Objectives

e Thre course is designed to expose the students to fundamental concepts, practices, processes in
managing organisations and its workforce.

» Students would be introduced to the practice and theory of organisational behaviour with some of its
complexities.

* Course will focus on understanding organization behaviour and design including the recent
advancements in the field

Course Outcomes

After completion of this course, students will be able to
CO1: Explain the fundamental principles of Organisation behaviour and relate it with other business
functions.
CO2: Demonstrate and apply different concepts related to organizational behaviour and human perception
to situa.ions.
CO3: Draw conclusions and demonstrate inferences about attitudes and behaviour, when confronted with
different situations that are common in modern organizations.
CO4: Critically think and analyse organizational and management issues relating to leadership, motivation,
team work and change.

Course Contents

Module I- Introduction ,

Overview of Course Structure and its Significance, Assessment Plan, Course Flow Chart; Introduction to
Organizational Behaviour: Concept, Nature, Scope and Functions.; Management Level, Management roles,
Managerial skills.; Understanding Organizational Behavior and Foundations of Individual Behaviour;
Nature, Scope, Importance of Organizational Behaviour, OB Model

Module II-

Introduction to Individual Behaviour: Values, Attitudes, Personality: Determindnts, Measurement,
Different Traits; Perception: Process, F actors, Attribution Theory; Learning: Approaches, Measurement,
Adult Learning Theory (Andragogy);, and Emotions

Module III-

Motivation: Meaning, Nature ; Theories of Motivation. Group Dynamics- Concept, Types, Stages in
Group Development Teams: Meaning and Definition; Nature of Teams. Group Cohesiveness, Group
Think and Risky Shift Interpersonal Relationship: Transactional Analysis: Ego States, Transactions, Life
Positions, Stroke Analysis, Games Analysis; Johari Window

Module IV- V]

Leadership and followership: Introduction, Trait, Behavioural and Contingency Approaches té leadership,
Transactional and Transformational leadership Conflict in Organizations, Concept, Functional versus
dysfunctional conflict; Sources and forms of conflict; Conflict Management Styles. Thomas Kilman
Model; Organizational Power, The concept of power, Classification of power. Two faces of power, Sources

43



- { Sushant

of power, Influence and Politics, Nature, Approaches, Theories and Styles of Leadership, Evolution of
leadership; Organizational Change Meaning, Definition and Importance; Forces of Change in the
Organization; Resistance to Change; Overcoming Resistance to Change, Lewin’s Thtee Step Model and
organizational change model

Pedagogy

A blended learning pedagogy will be used to deliver the course. As the course requires a lot of readings
along with the basic concepts. Activities, case studies and articles will be discussed. Practitioners in the
form of guest lectures will also share additional inputs.

Text

e Robbins, S.,P., Judge and Sanghi “Organizational Behavior”, Pearson Education
e McShane, Steven, “Organizational Behavior”, Tata McGraw Hill (online Resource)

References

Luthans, F., Organization Behavior, Latest Edition, Tata Mc¢Graw Hill

K. Aswathappa, “Organizational Behaviour”, Himalaya Publishing House

Singh Kavita, “Organizational Behaviour: Text and Cases”, Vikas Publishing
Prasad, L. M., Organization Behavior, Latest Edition, Sultan Chand Publication
Diwedi, R.S., Organization Behavior, Latest Edition, McMillan Publishing

Jones, G., Organization Theory: Text and Cases, Latest Edition, Pearson Education

Online Resources

¢ www.citehr.com

* www.humancapitalonline.com

e  Www.peoplematters.com

POs (Programme Outcomes)-At the end of the Programme the students will be able to:

PO-1

Communicate effectively in the business context, using ICT and digital tools. T

PO-2

Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-3

Use rational and ethical judgment while analyzing business problems.

PO-4

Develop the ability to critically assess business problems and provide solutions in the global arena.

PO-5

Demonstrate an understanding of the fundamental and interdisciplinary business concepts and |
functions through analytical tools for achieving strategic business outcomes.

S—
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[PO-6 ' Develop a holistic personality for professional excellence and personal growth., -

Program Specific Outcomes
PSO-1 Acquire academic excellence with an aptitude for higher studies, research B
and to meet competitive exams

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

\_PSO-S Develop entrepreneurial skill to motivate towards start ups

e

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program Specific
Outcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Qutcomes j
Outcomes (POs) (PSOs)
(COs)
[ POl | PO2 j PO3 | PO4 | PO5 |[PO6 | PSOI PSO2 | PSO3 | PSO4 | PSO5

Col L M L H M H H H L M L
CO2 M H H H M H M H H M L
CO3 H H M H H H M H L M M
CO4 M M H H M M L H L H M

| - : <
Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50
to 75%); L=Low (covers up to 10-50% of the desired outcome) :

NS S
1"|x /
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Marketing Management
Course Code: 23MBA-0MM11T Credits: 03

Course Objectives

This course deals with the theory and applications of marketing concepts, frameworks, tools and helps in
managerial decision-making. The objectives of the course are:

® To acquaint the students with the key marketing concepts

® To gain an appreciation of the importance of effective marketing.

® To help learn and apply marketing skills to diverse products, services, and situations.

® To provide exposure to the latest trends in marketing

Course Qutcomes

Students who successfully complete the course should be able to:

CO1: Identify basic principles and concepts of marketing and role of marketing in business and society
CO2: Demonstrate a clear understanding of interaction between micro and macro environments on
marketing and It’s impact on strategy

CO3: Interpret consumer behavior for implementation & application of marketing plans with four P’s of
Marketing

CO4: Develop a set of skills important to successful performance in marketing management positions,
with latest trend in marketing including critical thinking,

Course Contents

Module I- Introduction to marketing- Definition of marketing, Evolution of various era’s; Marketing
myopia, marketing v/s selling, Core concepts and Marketing Mix, Developing Marketing Strategies and
Plans, Capturing marketing insights, Conducting Marketing Research, Marketing environment
components, Creating Long-term Loyalty Relationships, Consumer Behavior: Overview, types and
buying decision making, Analyzing Business Markets.

Module II- STP- Segmentation: importance and levels, variable of segmentation; Geographic &
Demographic variables, Psychographic & Behavioral variables of segmentation, VALS Model and Geo
Clustering, Targeting: definition and strategies, Positioning: POD’s & POP’s, Perceptual Map, Re-
positioning

Module III- Product and Price- Product: define, levels & types, Product Mix decisions, Product VS
Services, Nature and characteristics of Service marketing, Service mix, New product development:
adoption process and categories, Product Life Cycle: stages and strategies, Branding: importance,
elements, packaging & Labeling. Price- Definition, Pricing strategies, Pricing methods and steps to set
up a Price.

Module IV- Place and Promotion- Channel Types, Levels and Marketing systems, Channel Partners,
process to set up a channel, Managing Retailing Wholesaling, and Logistics, Retailing in India,
Promotion: mix and importance , Pull v/s Push strategy, Trends in marketing.

Pedagogy

A blended learning pedagogy will be used to deliver the course. As the course requires a lot of readings

along with the basic concepts. Activities, case studies and articles will be discussed that make students

appreciate the marketing domain in companies and how the marketing mix elements are related to one
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another. Practitioners in the form of guest lectures will also share additional inputs,

Text
® Kotler, P, Keller, K., Koshy, A. and Jha, M. Marketing Management: 4 South Asian Perspective.
® Capon, N. and Singh, S. S. (2014). Managing Marketing: An Applied Approach. 1%

References

Guiltinan, J. P. and Paul, G. W. (1996). Marketing Management. McGraw-Hill.
Theodore, L. (1975). Marketing Myopia. Harvard Business Review. Sep-Oct.

Ries, A. and Trout, J. (1981). Positioning: The Battle for Your Mind, McGraw-Hill.
Ries, A. and Trout, J. (1986). Marketing Warfare. McGraw-Hill.

Course Assessment Components:
This course is of 100 marks and will have the following assessment components. Final Grades will be
based on the relative performance of a student in the class.

POs (Programme Outcomes)-At the end of the Programme the students will be able to:

| PO-1 | Communicate effectively in the business context, using ICT and digital tools.
PO-2 | Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-3 | Use rational and ethical judgment while analyzing business problems.

Develop the ability to critically assess business problems and provide solutions in the
global arena.

Demonstrate an understanding of the fundamental and interdisciplinary business
PO-5 | concepts and functions through analytical tools for achieving strategic business

outcomes.
PO-6 | Develop a holistic personality for professional excellence and personal growth.

PO-4

Program Specific Outcomes
[_P SO-1 Acquire academic excellence with an aptitude for higher studies, research
and to meet competitive exams
Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making
PSO-5 | Develop entrepreneurial skill to motivate towards start ups

|

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program
Specific Outcomes (PSOs) o
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Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Qutcomes
Outcomes (PQOs) (PSOs)
(COs)
POl [PO2 |PO3 |PO4 [PO5 |PO6 |PSOIL PSO2 | PSO3 | PSO4 | PSO5

COl L M L H M H H H L M L
cO2 M H H H M H M H H M L
CO3 H H M H H H M H L M M
CO4 M M H | H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50
10 75%); L=Low (covers up to 10-50% of the desired outcome)
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Human Resource Management

Course Code: 23MBA-0HM11T Credits: 3

Course Objectives

This course deals with fundamental concepts of human resource management. The primary

objectives of this course is to enable the students:

e Develop knowledge of the basic concepts and practices of human resource management.

» Develop different aspects of managing people in an organization through the phases of
acquisition, development and retention.

 Mauke the students understand the various areas of Human Resource Management

» Understand the business needs and aligning HR practices and Human Capital to enable business
to achieve its vision mission and strategic goals.

Course Outcomes

By the end of the course, the student will:

COLl: Attain a clear understanding of the various HR processes and functions and their application
in business organizations.

CO2: Explore and evaluate the competencies and skills required in positioning HR professionals
and business leaders/managers to manage the human capital effectively as Strategic Business
Partners.

CO3: Apply the interpersonal and human skills to deal people interactions in organizations.

CO4: Leverage HR to manage talent and get effective results and critically appraise the human
resource practices of organizations.

Course Contents

Module I- Introduction to Human Resource Management

Human Resource Management - Concept, Scope, Functions, Objectives and Importance; Processes
of HRM, Evolution of HRM, Approaches to HRM, HR Environment; Overview about SHRM; HR
Policy and current environmental influences on Human Resource Management; HR and business
leade. s/managers-An overview of competencies required. Perspectives; Contemporary issues and
challenges in managing human resources.

Module II- Human Resource Planning & Placement

Human Resource Planning - Defining HRP; Objectives of HRP; Importance of HRP; Process;
Factors affecting HRP; Barriers to HRP; Job Analysis — Definition, Objectives, Process, Methods,
Job Description and Job Specification; Recruitment and Selection - Definition, Methods of
Recruiting- Internal recruiting and External Recruiting; Alternatives to Recruitment, Selection
Process; Methods; Employment Tests; Interviews

Module I1I- Employee Management & Development
Training and Development: Steps of Training Process; Training Need Assessment; Importance
of Training; Types of Training; Methods of Training; Career Planning and Development: Career

| Fy Y -
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Planning Process, Career Development Strategies; Performance Management: Concept;
Objectives; Process; Methods of Performance Appraisal; Limitations of Performance; Errors in
performance appraisal; Potential Appraisal; Compensation Management: Bases of
Compensation; Types of Compensation; Components of Employee Compensation; Compensation
Management Process: Job Evaluation: Concept; Process; Significance; Methods

Module IV- Industrial Relations & Recent Trends in HRM

Industrial Relations - Industrial Relations, Role of Unions, Employee Grievance Management, Industrial
Disputes, Collective Bargaining, Employee Participation; HR Analytics - Human Capital Accounting; New
emerging trends in HRM - Ethics, Diversity, Changing workplace , Moonlighting

Pedagogy

Interactive sessions, Case studies, Role-plays, Management games. The course is covered by adopting a
combination of lecture methods, class presentation by groups of students, case discussions and self-study
sessions. Cases are also to be analyzed, discussed in groups (teams) outside the class as preparatory work.
The case problems handed out should be read before coming to class for discussion.

Text
* Dessler Gary, Human Resource Management, Latest Edition, Prentice Hall
» Ivancevich, John. Human Resource Management, Latest Edition, Tata Mc Graw Hill
* Aswathappa, K. Human Resource Management, Latest Edition, Tata Mc Graw Hill.

References

e VSP Rao, Human Resource Management-Text & Cases, Latest Edition, Excel Books, New Delhi.
» Subba Rao, P. Essentials of Human Resource Management & Industrial Relations, Text, Cases, Latest
Edition,

Armstrong, M., Armstrong’s Handbook of Human Resource Practice, Latest Edition, Kogan Page
Cuscio et al., Human Resource Management, Latest Edition, Tata McGraw Hill.

Lepak, D. & Gowan M., Human Resource Management, Latest Edition, Pearson Education.

Denisi, A S, Griffin, R W, Human Resource Management: An Introduction, Latest Edition, Cengage
Learning.

Mondy, R W (2009), Human Resource Management, Latest Edition, Pearson Education
* Snell et al (2010). Human Resource Management, Cengage Learning (India Edition).
POs (Programme Outcomes)- At the end of the Programme the students will be able to:
PO-1 | Communicate effectively in the business context, using ICT and digital tools.

PO-2 | Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-3 | Use rational and ethical Judgment while analyzing business problems.

Develop the ability to critically assess business problems and provide solutions in the global
arena.

Demonstrate an understanding of the fundamental and interdisciplinary business concepts and
PO-5 | functions through analytical tools for achieving strategic business outcomes:

PO-4

\_PO-G Develop a holistic personality for professional excellence and personal growth, J

/
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Program Specific Qutcomes . .
PSO-1 Acquire academic excellence with an aptitude for higher studies, research

and to meet competitive exams
Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

" PSO-5 | Develop entrepreneurial skill to motivate towards start ups

I

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program Specific
Outcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) (PSOs)
(COs)
POl PO2 [PO3 |PO4 |PO5 |PO6 |PSO1 | PSO2 | PSO3 | PSO4 | PSO5

col L M L H M H H H L M L
cn2 M H H H M H M H H M L
CO3 H H M H H H M H L M M
CO4 M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50
to 75%); L=Low (covers up to 10-50% of the desired outcome)
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MIS & Decision Making

Course Code: 23MBA-OMI11T Credits: 3

Course Objective

The basic objective of this course is to introduce and implement Computer and information
- technology, resources, management, and end-user decision making, and system development.

Course Outcomes
Upon completion of the subject, students will be able to:

COLl: Understand basic information system concepts as applied to business operations and
management.

CO2: principles involved in planning, organizing, leading, and controlling; and recent
concepts in management.

CO3: Diagnose the management issues in organizations.
CO4: Solve the management issues in real practice.
Course Contents:

Module I: Introduction

Data and Information, Relevance of Information in Decision making, Sources and Types of
Information, Integration of Organization Systems and Information Systems, Challenges faced by
managers in implementing Information Systems,

Module II: Basics of MIS

Purpose, Objectives and Role of MIS in Business Organization, MIS Growth and Development,
Types of Information Systems and the recent developments in the field of MIS, MIS Applications
in Business, Growth and Development of Information Systems.

Module III: System Development

~ Concept of System, Types of Systems, Relevance of choice of System in MIS, System
Development Life Cycle, System Analysis, Design and Implementation, DSS and DSS concepts.

Module IV: Mutltimedia Approach of MIS

Recent Developments in the Field of Information Technology: Mobile Technologies and
Commerce, Web 2.0 and Social Media, IT Strategy and Planning, Impact of IT on Enterprises,
Adopting IT Projects, Implementing IT Projects.

Pedagogy

This is a first course in information technology, resources, management, and system development
for the MBA aspirants. The course is covered by adopting a combination of Lectures/Interactive
Sessions, handouts etc. Besides, there would be homework and short in-class tests. There would
be case problem discussion and analysis. The homework/ case problems handed out should be
atterapted/ read before coming to class for discussion.

\
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Text .

+O’Brien,].(2004). Management Information Systems;: Managing information technology in
thebusiness enterprise, New Delhi: Tata McGraw-Hill.

o Stair, R.M. & Reynolds, G.W.(2001). Principles of Information Systems, %5e Singapore:
Thomson Learning.
References

eJoseph,P.T.(2005). E-Commerce: An Indian perspective(2e), New Delhi : Prentice-Hall
ofIndia

Canzer, B(2005). E-Business and Commerce: Strategic thinking and practice (Indian
adaptation), New Delhi: Biztantra (Originally published by Houghton Mifflin Co., USA)

Eisenmann, T.R.(2002). Internet business models : texts and cases, New York: McGraw-
Hilllrwin.

*Rayport, J.F. &Jaworski, B.J.(2002). Introduction to e-commerce, New York: McGraw-
Hilllrwin.

Course Outcomes to Program Outcomes Mapping Matrix PO’s (Program Outcomes)- At the end of the
program the students will be able to:

-

PO-1| Communicate effectively in the business context, using ICT and digital tools.

PO-2| Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-2! Use rational and ethical Jjudgment while analyzing business problems.

PO-4| Develop the ability to critically assess business problems and provide solutions in
theglobal arena.

PO-5| Demonstrate an understanding of the fundamental and interdisciplinary
businessconcepts and functions through analytical tools for achieving strategic
business outcomes.

PO-6| Develop a holistic personality for professional excellence and personal growth.

L
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Program Specific Outcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research

and to meet competitive exams

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making
PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program Specific
Outcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) (PSOs)
(COs)
PO1 PO2 PO3 PO4 POS PO6 PSO1 | PSO2 | PSO3 | PSO4 | PSO5

CO1 L M L H M H H H L M L
CcOo2 M H H H M H M H H M L
cO3 H H M H H H M H L M M
co4 | M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50
to 75%); L=Low (covers up to 10-50% of the desired outcome)
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Professional Communication

Course Code:23MBA-0PC11T Credits: 3

Course Objectives

CO1: Enhance communication skills at professional environment
CO2: Comprehending and analyzing reading resources

CO3: Implement business writing skills

CO4: Incorporating Nonverbal skills to ace in professional setup
CO5: Overcome the nuances of presentation skills

Syllabus:

Module: I- Art of Communication

Effective Conversation, Managing Negative Responses, Avoiding Parallel Conversation, Using Reflection
and Empathy, Applications of Conversation Control, Negotiating Through Conversation Control,
Internreting Signs and Signals

Module: II-Reading, Comprehending, and Summarizing

Reading styles, speed, valuation, critical reading, reading and comprehending shorter and longer technical
articles from journals, newspapers, identifying the various transitions in a ext, SQ3R method, PQRST
method, speed reading. Comprehension: techniques, understanding textbooks, marking and underlining,
Note-taking: recognizing non-verbal cues.

Module: I1I- Writing Skills
Planning and Executing Business Messages, Interdepartmental Communications- Memos, Office Orders,
Circulars, Notices, Representations and Requests, Reports, Proposals, Notification, Agenda, and Minutes of

the Meeting, E-mail

Module: IV —Non-Verbal Skills & Presentation Skills

Non -Verbal Communication, Classification of Non-Verbal Communication, Power Posturing,
Communication Breakdown, Errors to avoid in verbal Communication, 4 Ps of Presentation skills, public
speaking skills, professional presentations, presenting

visuals effectively

Text Book(s):

T1: Communication Skills and Business Communication- R. C. Sharma_ Krishna
Mohan

T2: Essentials of Business Communication-Rajendra Pal and J.S. Korlahalli

Reference Book(s):

R1: Business Communication- Shalini Kalia Shailja Agarwal

R2: Business Communication - Meenakshi Raman and Prakash Singh

R3: E. H. McGraw, S. J.; Basic Managerial Skills for All. Fourth Edition, Prentice Hall of

India Pvt. Ltd., New Delhi.

R4: Stephen R. Covey; The seven habits of highly effective people.



Sushant

POs (Programme Outcomes)- At the end of the Programme the students will be able to:

PO-1 Communicate effectively in the business context, using ICT and digital tools.

PO-2 Demonstrate the ability to work cohesively and effectively in teams and
groups.

PO-3

Use rational and ethical judgment while analyzing business problems.

PO-4 Develop the ability to critically assess business problems and provide solutions|
in the global arena.

PO-5 Demonstrate an understanding of the fundamental and interdisciplinary
business concepts and functions through analytical tools for achieving
strategic business outcomes

PO- 6 Develop a holistic personality for professional excellence and personal
growth.

Program Specific Qutcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research

and to meet competitive exams

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship between the Course Qutcomes (COs) and Program Outcomes (POs) / Program Specific
QOutcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Qutcomes
Outcomes (POs) (PSOs)
(COs)
PO1 | PO2 |PO3 |PO4 |PO5 |PO6 |PSOI | PSO2 | PSO3 | PSO4 | PSO5
Col1 L M L H M H H H L M L
CO2 M H H H M H M H H M L
CO3 H H M H H H M H L M M

CO4 M M H H M M L H L H M
Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers up to 50 to
75%); L=Low (covers up to 10-50% of the desired outcome)
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Production and Operations Management

Course Code: 22MBA-0PO12T

Credits: 3
Course Objectives

The basic objective of this course is to familiarize the student with the concepts, theories and
techniques of operations management. This will empower them to understand and apply the linkage
of production & operations management with supply chain management, quality management and
marketing management.

Course Outcomes
Students, who successfully complete this course, should be able to:
CO1: Grasp the production aspects of any firm, be it in physical products or services. (Understand)

CO2: Comprehend and compute productivity and wastivity indices (Understand/ Apply/
Implement)

CO3: Analyse relevant Cost-Volume-Profit data to find out the level of activity required to break
even using CVP analysis (Analyse/ Apply)

CO4: Synthesize information about item requirement, price, carrying cost and ordering cost to
arrive at optimum economic quantity (lot size) for the item using EOQ model (Synthesize)

Course Contents
Module I

Nature, Evolution and scope of Production and Operations management, Competitiveness

strategy and design, Product design and services design, Location planning: Models and analysis.

Module II
Process design, Flow strategies, Lean operations systems, Cellular manufacturing and design of

work systems, Aggregate production planning and scheduling

Module II1
Statistical process control, Process capability and six sigma, Total quality management Systems,

Supply Chain Management and its components, Inventory Management

Module IV
Productivity improvement systems: TPM, MRP, JIT; Environment and safety considerations in

Production & Operations Management.

Pedagogy ' 1\/
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Instructional design is based on creating situations in which the students have opportunities for active
learning. Sufficient discussion and practice opportunities for understanding and implementing the
concepts and tools learnt would be provided through in-class case discussions and quizzes. The
methodology of flipped classroom would be adopted where the students are expected to go through
the assigned reading materials outside classroom, while the class sessions would be utilized for
discussion andreinforcement.

Text

® Kachru, Upendra (2011). Operations Management, Excel Books, New Delhi
(abbreviated as UK in this document).

® Available at  National Digital Library of India  at
http://ndl.iitkgp.ac.in/document/oFIL-FpT7FH-X TuorQEQOwTeSLCC1 -
kuBgzR4BPUoM3-8mbBAfDiZ5S8AIKF5mPt4QixFesGn8 ObSDQPrYbr2g

® From SSB’s McGraw online list (Available) ebook titled “Production and
Operation Management” by Ajay k Garg

® Chary, S. N. (2013). Production and Operations Management, Sth Edition,
ISBN: 9781259005107, 1259005100, McGraw Hill.
References

® Chunawala and Patil, Productions and Operations Management, Himalaya.

® Everest E. Adam & Albert, Productions and Operations Management, PHI Publications,
4th Ed.

® Monks, Joseph G. Operations Management (Theory & Problems), McGraw-Hill Intl.

® Vonderembse, Mark, White, Gregory, Operations Management, Concepts, Methods and
Strategies, John Wiley & Sons, 2004,

® Asaka, Tetsuichi and Kazuo Ozeki, Handbook of Quality Tools: The Japanese Approach,
Cambridge, MA: Productivity Press, 1997.

® Besterfield, Dale H., Quality Control: Upper Saddle River, NJ: Prentice Hall, 1997.

® Burr, Adrian and Malcolm Owen, Statistical Methods for Software Quality: Using Metrices
to Control Process and Product Quality, Cincinnati, OH: International Thomson Publishing,
1996.

® Carlyle, W. Mathew, Douglas C. Montgomery, and George C. Runger, Optimization
Problems and Methods in Quality Control and Improvement, Journal of Quality Technology
32, no. 1 (January 2000): 1-17.

® Evans, James R, The Management and Control of Quality, Cincinnati, OH: South-Western

\
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College Publishing, 1999

® Juran, Joseph M., and A. Blanton Godfrey. eds. Juran's Quality Handbook, 5th ed. New York:
McGraw-Hill, 1990.

POs (Programme Outcomes)- At the end of the Programme the students will be able to:

PO-1 Communicate effectively in the business context, using ICT and digital
tools.

PO-2 Demonstrate the ability to work cohesively and effectively in teams and
groups.

PO-3 Use rational and ethical judgment while analyzing business problems.

PO- 4 Develop the ability to critically assess business problems and provide
solutions in the global arena.

PO-5 Demonstrate an understanding of the fundamental and interdisciplinary
business concepts and functions through analytical tools for achieving
strategic business outcomes.

PC-6 Develop a holistic personality for professional excellence and personal
growth.

Program Specific Qutcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research
and to meet competitive exams
PSO-2 Display competencies and knowledge in key business functional areas including
accounting, marketing and management
PSO-3 | Learn how to effectively manage people and build strong relationships
PSO-4 | Enhance critical thinking and analytical skills in terms of decision making
PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program
Specific Outcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Qutcomes
Outcomes (POs) (PSOs) ¢
(COs) (|

POl |PO2 |PO3 |PO4 |[PO5 |[PO6 |PSO1 [PSO2 [ PSO3 | PSO4 | PSO5 l\/ '

CO1 L M L H M H H H L M L

cN2 M H H H M H M H H M L

COo3 H H M H H H M H L M M

| Co4 M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers np tn
2010 75%); L=Low (covers up to 10-50% of the desired outcome) \ / A Vi
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Entrepreneurship Development

Course Code: 23MBA-0ED12T Credits: 3

Course Objectives

* Entrepreneurial Capability Building is an introductory course intended to give students a basic
understanding of the stepping stones in starting a business.

o The course elaborates on current insights in the field of entrepreneurship to provide a
framework for understanding how to identify, create, evaluate and execute entrepreneurial
opportunities.

 To develop an understanding of entrepreneurship concepts
* To provide ways and means to start up an enterprise

» The course aims to provide theoretical insight and practical knowledge about entrepreneurship
and develops the entrepreneurial skills of the students and motivate them to apply the skills to
plan a business.

Course Outcomes
Upon completion of this course, the student will be able to:

CO1: Demonstrate through discussion boards, written assignments, and classroom presentation
the ability to effectively apply the principles and practices of management (planning, organizing,
leading, and controlling) to a real-world.

CO2: Showcase working knowledge of and understanding of the discipline that constitutes
principles of management.

CO3: Diagnose the management issues in organizations, across levels and disciplines.

CO4: Solve the management issues in real practice in various industry segments.

Course Contents

Module I- Entrepreneurial Management Concept and Model of Entrepreneurship
Entrepreneur

Functions, Qualities Entrepreneur vs Manager Professionals vs Family Entrepreneurs
Entrepreneurs vs Intrapreneur Types of Entrepreneurs Women Entrepreneurs Definition and
concept of Enterprise Evolution of Entrepreneurship Theories of Entrepreneurship Innovation
theory & theory of high achievement. Characteristics and Skills of Entrepreneurship Role of
Entrepreneurship in Economic Development Factors affecting Entrepreneurship Problems of
Entrepreneurship Entrepreneurial Motivation Process of entrepreneurship.

Module II- Family Business in Entrepreneurship & Business Plan

Introduction, Role & importance of the family business Contributions of family business Roles &
responsibilities and rights of family members in the family business the three-circle model of
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family Business Challenges faced by family businesses. Meaning of Business plan, Significance
and Contents of a Business Plan, developing Business Plan.

Module III- Entrepreneurial Motivation

Entrepreneurial Qualities, concept nature, attitudes, essential attitude, Motivation: concept and
theories, Maslow’s Need Hierarchy Model, Mc Cleland’s Theory, factors Motivating
Entrepreneurs, concept of competency developing entrepreneurial competencies, Invention and
Innovation, nature and cases of business risks, Social Responsibility of Entrepreneur.

Module IV- Entrepreneurial Development and Training, Finance & Support agencies

Sources of Finance, Support to Entrepreneurs by DIC, SIDBI, SIDCO, SSIB, NSIC, SISI, Other
Institutions etc, Development of EDP, Need and relevance of EDP’s Phases/steps in EDP,
Problems in conducting EDP’s. Barriers to Entrepreneurship, and emerging opportunities for
entrepreneur.

Pedagogy

Tutorials, Interactive sessions, Case studies, Seminars. The course is covered by adopting a
combination of lecture methods, class presentation by groups of students, case discussions and
sel-study sessions. Cases are also to be analyzed, discussed in groups (teams) outside the class
as preparatory work. The case problems handed out should be read before coming to class for
discussion. :

Text
o T.N. Chhabra Entrepreneurship Development
o Trehan, A. (2011). Entrepreneurship. Dreamtech Press.

e Charantimath, P. M. (2009). Entrepreneurship Development and Small Business Enterprises.
Delhi: Pearson Education.

e Dr. Dilip Sarwate, Entrepreneurship Development and Project Management, Everest
Publishing house

o Vasant Desai, Dynamics of Entrepreneurship development and Management, Himalaya
Publishing House

David H Holt, Entrepreneurship and New Venture Creation, Prentice Hall

Paul Ajit Kumar, Paul, Entrepreneurship Development, Himalaya Publishing House Mumbai

References

* Bygrave, W, & Zacharaki, A. (2011). Entrepreneurship. Moduleed States of America: John
Wiley& Sons.

_* Hatten. (2009). Small Business Management Entrepreneurship and Beyond. Canada: Cengage
Learning.
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POs (Programme Outcomes)- At the end of the Programme the students will be able to:

PO-1 | Communicate effectively in the business context, using ICT and digital tools.

PO-2 | Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-3 | Use rational and ethical judgment while analyzing business problems.

Develop the ability to critically assess business problems and provide solutions in the

PO-4 global arena.

Demonstrate an understanding of the fundamental and interdisciplinary business
PO-5 | concepts and functions through analytical tools for achieving strategic business
outcomes.

PO-6 | Develop a holistic personality for professional excellence and personal growth.

Program Specific Qutcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research

and to meet competitive exams

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-2

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

I PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Prograin
Specific OQutcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) (PSOs)
(COs)

POl |PO2 |PO3 |PO4 |PO5S |PO6 |PSOIl |PSO2 | PSO3 | PSO4 | PSO5

CO1 L M L H M H H H L M L
6(07) M H H H M H M H H M L
CO3 H H M H H H M H L M M
CO4 M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers
up to 50 to 75%); L=Low (covers up to 10-50% of the desired outcome)

* 23MBA-0SP21D- 4 Credit- Summer Training Report and Viva (Projects)- Detailed
Syllabus/Guideline are attached in Annexure 3
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Digital Marketing
Course Code: 23MBA-0DMI12T Credits: 3

Course Objectives

This is a primary core paper of digital marketing and it gives a flavor of the marketing practices in
the digital age. After reading the course the students will be able to make students understand the
basics of digital marketing and its advantage over traditional marketing. Studenst will be able to
make them apply the key elements of building an effective digital marketing campaign and also
optimizing it using digital marketing analytics. Also, to cover best practices of digital marketing
by using case studies, research papers and business articles and to abreast students with core
techniques in digital marketing thereby offering a practical guide. To help students gain extensive
expertise in-the application of modern marketing’s most powerful tool — online and digital
marketing.

Course Outcomes
After fully completion of the course the student should be able to:

CO1: Understand basics of digital marketing and their associations with the basic marketing
principles.

CO2: Demonstrate a clear understanding of consumers’ buying behavior and designing effective
marketing strategies for the digital media. '

CO3: Apply various dimensions of the marketing mix in the digital marketing environment.
CO4: Analyze the efficiency and effectiveness of the digital marketing campaign and develop
critical thinking skills for optimizing digital marketing techniques that help in enhanced
performance in management positions.

Course Contents

Module I- Digital Marketing Overview

Introduction to Digital Marketing- the changing landscape, Traditional versus digital marketing.
Consumer journey: Marketing Funnel; Non-linear consumer funnel in digital marketing; Mcment
of truth, STP in the Digital Era: Hyperlocal targeting & brand building through digital tools, Digital
Marketing mix, Aligning Internet with Business Objectives

Module II- Web Architecture
Website Design & Architecture: Information flow, Elements of web designing, information flow,
Hook’s Framework.

Module III- Search Engine Optimization (SEO) & Search Engine Marketing (SEM)

SEO: introduction, advantages. PPC: campaigns. Organic and inorganic ranking. Crawling and
rank optimization, Keyword planning: long tail and short tail keywords, Introduction to Moz,
Keyword Planner Tools, best practice in SEO

SEM: Display advertising, Ad ranks, understanding ad placement. Enhancing ad campaign;
keyword targeting, ad formats.

Module 1V- Social Media Marketing (SMM)

N
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Int.oduction to social media platforms, social media marketing vs social media optimization,
Understanding the social media mix, relevance, and objectives of each- Facebook, LinkedIn,
Twitter and Instagram. Designing the social media calendar. Creating the right social media ad
copy, overview of social media metrics. '

Pedagogy

A blended learning pedagogy will be used to deliver the course. As the course requires a lot of
latest readings along with the basic concepts. Activities, case studies and articles will be discussed
that make students appreciate the dependence of organizations on digital marketing and the amount
of enhanced ROI marketing as a function is delivering to companies today. Guest speakers will be
called from the industry to explain hands-on techniques and tell the latest practices that are the
best of fortune 500 companies.

Text

® Digital Marketing, Seema Gupta, Tata Mcgraw Hill, 2018 ed.

® The Art of Digital Marketing, Ion Dodson, Wiley Publications, 2018 Ed.

® Understanding Digital Marketing: Marketing Strategies for Engaging the Digital Generation
— Damian Ryan and Calvin Jones

References
®  Chaffey, D; Chadwick, F E; Johnston, K and Mayer, R (2009) Internet Marketing, Pearson,
UK

®  Strauss, J and Frost, R (2012), E-Marketing, 6th Edition, PHI, New Delhi

®  Barker, M; Barker, D, Bormann, N and Neher, K (2013) Social Media Marketing: A strategic
approach, Cengage learning, New Delhi

®  Gay, Richard; Charlesworth, Alan and Esen, Rita (2007), Online Marketing a customer-led
approach, Oxford Unviersity Press, New York

®  Ahuja, Vandana (2018) Digital Marketing, Oxford University Press, New Delhi

®  Digital Marketing for Dummies, Ryan Deiss and Russ Hennesberry, 2017

Course Assessment Components
This course is of 100 marks and will have the following assessment components. Final Grades will
be based on the relative performance of a student in the class

- Mid Semester Quiz(s)/ Assignment(s) | Total Internal End Semester
Examination | Presentation (s) Component Examination
15 15 10 40 60

PO’s (Programme Outcomes)- At the end of the Programme the students will be able to:
PO-1 | Communicate effectively in the business context, using ICT and digital tools.
PO-2 | Demonstrate the ability to work cohesively and effectively in teams and groups.

PO-3 | Use rational and ethical judgment while analysing business problems.
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PO-4

Develop the ability to critically assess business problems and provide solutions in the
global arena.

Demonstrate an understanding of the fundamental and interdisciplinary business

PO-5 | concepts and functions through analytical tools for achieving strategic business

outcomes.

PO-6 Develop a holistic personality for professional excellence and personal growth.

Program Specific Qutcomes

PSO-1 Acquire academic excellence with an aptitude for higher studies, research
and to meet competitive exams

PSO-2 Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

PSO-5 | Develop entrepreneurial skill to motivate towards start ups |

Relationship between the Course Qutcomes (COs) and Program Outcomes (POs) / Program
Specific Qutcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) {PSOs)
(COs)
PO1 PO2 PO3 PO4 PO5 PO6 PSO1 | PSO2 | PSO3 | PSO4 | PSO5
| Col L M L H M H H H L M L
COo2 M H H H M H M H H M L
.CO3 H H M H H H |M H L M M
CO4 M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers
up to 50 to 75%); L=Low (covers up to 10-50% of the desired outcome)

| /
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Fundamentals of FinTech

Course Code: 22MBA-0FT12T Credits: 3

Course Objective

Financial technology (FinTech) is revolutionary and rapidly changing the financial services industries. This
graduate course provides an introduction to FinTech such as blockchain, cryptocurrencies (e.g., Bitcoin and
Ethereum), alternative lending, machine learning, and robo-advising. Students are expected to develof a
broad understanding of the recent FinTech development and its impact in the financial induystries. Students
will also have hands-on and problem solving experiences that can be useful in FinTech applications and
innovation. Topics may include but are not limited to: blockchain and cryptocurrencies, Bitcoin, Ethereum,
Altcoins, smart contracts, decentralized applications, markets for smart contracts, applications of
blockchain technologies in various finance areas, alternative and P2P lending and crowdfunding, machine
learning and its applications in FinTech such as robo-advising,

Course Outcomes: The student will be able to:

CO1: Understand recent FinTech developments and analyze their impact on the financial services
industries

CC2: Describe the technologies underlying cryptocurrencies and blockchains, Design smart contracts and
decentralized applications '

CO3: Understand alternative lending, P2P technologies, and assess their impact on traditional banking
and payment industries

CO4: Apply machine learning in robo-advising and FinTech

Module I

FinTech: Introduction - Transformation — FinTech Evolution: Infrastructure, Banks Startups and
Emerging Markets - Collaboration between Financial Institutions and Startups —FinTech Typology -
Emerging

Economics: Opportunities and Challenges

Module IT

Recent developments, Major areas in FinTech, Future prospects and potential issues with FinTech,
Cryptographic Hash Functions, Merkle Tree, Digital Signature, Public and Private Keys, Blockchains,
Proof of Work, Mining

Module I11

Bitcoin, Ethereum, Other Altcoins, Wallets, Exchange Markets, Payments, Transaction Fees, Anonymity,
Mining, Ecosystem, Politics, Regulation, Ethereum platform and Smart Contracts, Decentralized
Applications, DAOs, Solidity Language, Geth Language. '

Module IV

Digital Finance and Alternative Finance - Introduction — Brief History of Financial Innovation —
Digitization of Financial Services - FinTech & Funds- Crowd funding— Regards, Charity and Equity - P2P
and

Marketplace Lending — New Models and New Products - What is an ICO

Text
e Bitcoin and Cryptocurrency Technologies: A Comprehensive Introduction by Arvind Narayanan,

Joseph Bonneau, Edward Felten, Andrew Miller, Steven Goldfeder, Princeton University Press,
ISBN-13: 978-0691171692.

e Ethereum: Blockchains, Digital Assets, Smart Contracts, Decentralized Autonomous
Organizations by Henning Diedrich, CreateSpace Independent Publishing Platform, ISBN-13: 978-

4 J A F4R
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1523930470.

Blockchain Applications: A Hands-on Approach. by Arshdeep Bahga and Vijay Madisetti, Vpt,
ISBN-13: 978-0996025560.

An Introduction to Statistical Learning: with Applications in R (Springer Texts in Statistics) by
Gareth James , Daniela Witten , Trevor Hastie , Robert Tibshirani, Springer, ISBN-13: 978-
1461471370.

Course Outcomes to Program Outcomes Mapping Matrix

PC’s (Program Outcomes)- At the end of the program the students will be able to:

PO-1 | Communicate effectively in the business context, using ICT and digital tools. =
PO-2 | Demonstrate the ability to work cohesively and effectively in teams and groups.
PO-3 | Use rational and ethical judgment while analyzing business problems.
PO Develop the ability to critically assess business problems and provide solutions in the

| global arena.

Demonstrate an understanding of the fundamental and interdisciplinary business concepts and

PO-5 | functions through analytical tools for achieving strategic business outcomes.
pn-¢ | Develop a holistic personality for professional excellence and personal growth.

Program Specific Qutcomes

PSO-1

Acquire academic excellence with an aptitude for higher studies, research
and to meet competitive exams

PSO-2

Display competencies and knowledge in key business functional areas including
accounting, marketing and management

PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship b'etwec'an the Course Outcomes (COs) and Program Outcomes (POs) / Program
Specific Qutcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Qutcomes
Outcomes (POs) (PSOs)
(COs)
PO1 PO2 PO3 PO4 PO5 PO6 PSO1 | PSO2 | PSO3 | PSO4 | PSO5
CO1 L M L H M H H H L M L.
cOo2 M H H H M H M H H M L
CO3 H H M H H H M H L M M
 Co4 | M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers
up to 50 to 75%); L=Low (covers up to 10-50% of the desired outcome)

| i I /
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Legal Aspects of Business
Course Code: 23MBA-0LB12T
Credits: 3

Course Objectives

@ To provide an overview of important laws that have a bearing on the
conduct of business in India.

® To comprehend practical legal knowledge of general business law issues
and topics to help them become more informed, sensitive and effective
business leaders.

® To encourage critical thinking in order to examine all sides of a discussion.

® Understand the significant relationship that exists between business and
legal environment as its application can provide the prospective managers
and their organizations, immediate and long-term benefits and can help in
avoiding costly mistakes.

Course Outcomes
After completion of this course, students will be able to
CO 1: Identify the legal issues that apply to the facts of a described situation or problem.
CO 2: Apply basic legal knowledge to the business transactions.
CO 3: Analyse and examine the positions of the parties to a legal conflict.
CO 4: Critically evaluate the consequences of decisions from the light of law.

Course Contents

Module 1- Indian Contract Act, 1872

Essentials of Valid Contract, Discharge of Contract, Remedies for Breach of Contract;
Contracts of Indemnity, Guarantee, Bailment, Pledge and Agency

Module II- Sale of Goods Act, 1930

Sale and Agreement to Sell, Goods—Different types of Goods,Passing of Property in Goods,
Conditions and Warranties, Doctrine of Caveat Emptor, Auction Sale, Rights of an unpaid
Seller,Rights of a Buyer.

Module ITI- The Negotiable Instruments Act 1881

Essentials of a Negotiable Instrument, Kinds of Negotiable Instruments, Holder and Holder in
Due Course, Negotiation by Endorsements, Crossing of a Cheque and Dishonour of a Cheque

Module IV- Companies Act, 2013

Meaning and types of companies, Incorporation of a company, Doctrine of Indoor
Management, Memorandum and Articles of Association, Prospectus, Piercing the
CorporateVeil, Company Meetings and Proceedings, Accounts, Audit, Oppression and
Mismanagement, Powers and Liabilities of Directors, Winding up of Company.
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Pedagogy

The

course is covered by adopting a combination of lecture methods, class

presentation by groups of students, self-study sessions, industry Visit and case
studies. Each student is required to do the background reading from the
specified chapters of the prescribed book before coming to class.

Text

® Kuchhal, M.C., Mercantile Law, Vikas Publishing House Pvt. Ltd., New Delhi, 6t
edition,

® Kuchhal, M.C., Business Law, Vikas Publishing House Pvt. Ltd., New Delhi, 7"
edition

® Kapoor, N.D., Elements of Mercantile Law, Sultan Chand & Sons, New Delhi,2017
References ‘

@ Kapoor, N.D., Company Law, Sultan Chand & Sons, New Delhi, 6™ edition,2014

® Tulsian, P.C., Business Law, Tata McGraw-Hill Publishing Company
Limited, New Delhi,2015

® Ashok K bagrial, Company Law,12% edition
Online Resources

® www.indialawsite.com

® www.India Corporate Advisor.com

® www.Indianlegaleagle.com

® www.indiaitlaw.com ‘
POs (Programme Outcomes)-At the end of the Programme the students will be able
to:

‘ PO-1 Communicate effectively in the business context, using ICT and digital tools.
PO-2 Demonstrate the ability to work cohesively and effectively in teams and groups.
PO-3 Use rational and ethical judgment while analyzing business problems.

PO- 4 Develop the ability to critically assess business problems and provide solutions in the

global arena.

PO-5 | Demonstrate an understanding of the fundamental and interdisciplinary business

concepts and functions through analytical tools for achieving
strategic business outcomes.

PO-6

Develop a holistic personality for professional excellence and personal growth.

Program Specific Qutcomes
PSO-1 Acquire academic excellence with an aptitude for higher studies, research
and to meet competitive exams
PSO-2 Display competencies and knowledge in key business functional areas including
accounting, marketing and management
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PSO-3 | Learn how to effectively manage people and build strong relationships

PSO-4 | Enhance critical thinking and analytical skills in terms of decision making

PSO-5 | Develop entrepreneurial skill to motivate towards start ups

Relationship between the Course Outcomes (COs) and Program Outcomes (POs) / Program
Specific Outcomes (PSOs)

Matrix 1- Mapping of COs with POs and PSOs

Course Program Outcomes Program Specific Outcomes
Outcomes (POs) (PSOs)
(COs)
PO1 |PO2 |PO3 |PO4 |PO5 |PO6 |PSOl1 | PSO2 | PSO3 | PSO4 | PSO5

CO1 L M L H M H H H L M L
cOo2 M H H H M H M H H M L
CO3 H H M H H H M H L M M
Co4 M M H H M M L H L H M

Where H= High relationship (covers up to 75-95% of the desired outcome); M=Medium (covers
up to 50 to 75%); L=Low (covers up to 10-50% of the desired outcome)
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Strategic Management

Course Code:23MBA-OSB21T Credits: 3

Course Objectives

® To equip participants with clear understanding of the key concepts of strategies.

® Aid students for usefu] analytical skills, tools and techniques for analyzing a company
strategically

® To provide a basic understanding of the<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>