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DEPARTMENT OF COMMERCE 

VISION 

 

 The Department is committed  to educate and train innovate and competent human 

resource globally suitable for industry, business and service sector and to equip and 

encourage them to start their own ventures in urban or rural areas benefitting both 

the classes and masses. 

MISSION 

 To secure and deliver knowledge through teaching, research and extension activities 

 To seek continuous improvement in the quality of education to remain globally 

competitive 

 To consolidate, strengthen and update the existing programmes. 

 To expand and diversify to cover the frontier areas by introducing newly certain 

innovative academic programmes. 

 To foster research in regional studies that too of interdisciplinary nature 

 To keep regular interaction with business and industry with the help of establishment 

of chairs and entering into MOUs. 

 To undertake extension and consultancy activities 

 To improve soft skills to bring about balanced personality development of the 

learners 

. 

 

 



 

Programme Outcomes (POs) 

 

Upon completion of the programme, the undergraduate will be able to 

 

 Acquire knowledge, understand concepts and apply new ideas which enable them 

to be employable or self employed 

 Demonstrate motivation in advancing to higher learning programmes 

 Engage in socially responsible behaviour and have value added education 

 Have exposure to technical proficiency, analytical capability, soft skills and life 

skills development 

 Develop broad understanding in the basic concepts of 

Languages/Commerce/ManagementStudies/PhysicalSciences/ComputingSciences/

Biological Sciences/Life Sciences. 

Programme Specific Out Comes (PSOs) 

 

 

Upon completion of the B.Com Degree programme, the graduate will be able to 

 

 Understand the various principles that govern the application of Commerce & 

Management. 

 

 Understand the Accounting Concepts and acquire the skills in preparing various 

accounts. 

 

 Acquire knowledge, create and execute new ideas to develop entrepreneurial skills. 

 

 Understand the basic knowledge, legal rules and relations regarding business and 

companies. 

 

 Acquire effective communication, presentation and professional skills. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Thanthai Hans Roever College (Autonomous), Elambalur, Perambalur - 621 220 

B.Com- UG Course Structure under CBCS 

(For the candidates admitted from the academic year 2022-2023 onwards) 
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1 I 22UT1/22UH1 Language – I 6 3 3 25 75 100 

1 II 22UE1 
English – I (Communicative 

English-I) 
6 3 3 25 75 100 

1 III 
22UCM1CC1 Basics of Accounting 

6 5 3 25 75 100 

1 III 
22UCM1CC2 Fundamentals of Marketing 

6 5 3 25 75 100 

1 III 
22UMS1AC1 

Business Organization 

&Management 4 3 3 25 75 100 

1 IV 22UVE Value Education 2 2 3 25 75 100 

  Total 30 21 - - - 600 

2 I 22UT2/22UH2 Language – I 6 3 3 25 75 100 

2 II 22UE2 
English – II (Communicative 

English-II) 
6 3 3 25 75 100 

2 III 
22UCM2CC3 Financial Accounting 

6 5 3 25 75 100 

2 III 
22UMS2AC2 Micro  Economics 

5 4 3 25 75 100 

2 III 
22UMS2AC3 

Human Resource 

Management 5 4 3 25 75 100 

2 IV 22UES Environmental Studies 2 2 3 25 75 100 

Total 30 21 - - - 600 

3 I 22UT3 /22UH3 Language - I             6 3 3 25 75 100 

3 II 22UE3 

English-III ( Language 

through Literature and 

Communicative Skills – I) 

6 3 3 25 75 100 

3 III 
22UCM3CC4 Cost Accounting 

6 5 3 25 75 100 

3 III 
22UCM3CC5 Statistical Methods 

6 5 3 25 75 100 

3 III 
22UCA3AC4 

Introduction to Computers   ( 

With Practical) 4 3 3 25 75 100 

3 IV 

22UCM3NME1:1      

(Or) 

22UCM3NME1:2 

Introduction to Accountancy 

(Or) 

Elements of E-Commerce 

2 2 3 25 75 100 



 

 Total 30 21 - - - 600 

4 I 22UT4 /22UH4 Language – I 6 3 3 25 75 100 

4 II 22UE4 

English-IV ( Language 

through Literature and 

Communicative Skills – II) 

6 3 3 25 75 100 

4 III 
22UCM4CC6 Financial Management 

6 5 3 25 75 100 

4 III 
22UMS4AC5 

Personality Development 

 
4 4 3 25 75 100 

4 III 
22UCA4AC6 

Computer Applications to 

Business (With Practical) 4 4 3 25 75 100 

4 IV 

22UCM4NME2:1   

(Or) 

22UCM4NME2:2 

Principles of Commerce  

(Or) 

Stock Market Operations 

2 2 3 25 75 100 

4 IV 

22UCM4SBE1:1 

         (OR) 

22UCM4SBE1:2 

 

Business Communication 

             (OR) 

Capital Market Operations 
2 2 3 25 75 100 

  Total 30 23 - - - 700 

5 III 
22UCM5CC7 

Income Tax Theory. Law& 

Practice 5 5 3 25 75 100 

5 III 
22UCM5CC8 Management Accounting 

5 5 3 25 75 100 

5 III 
22UCM5CC9 

Banking Theory Law & 

Practice 5 5 3 25 75 100 

5 III 
22UCM5CC10 Auditing 

5 5 3 25 75 100 

5 III 

22UCM5MBE1:1 

22UCM5MBE1:2 

22UCM5MBE1:3 

Business Laws  (or) 

Company Law & Secretarial 

Practice  (or) 

Business Ethics 

4 4 3 25 75 100 

5 IV 

22UCM5SBE2:1 

22UCMSBE2:2 

Entrepreneurial 

Development 

 (or) 

Personal Investment 

2 2 3 25 75 100 



Management 

5 IV 

22UCM5SBE3:1 

22UCMSBE3:2 

Mutual Funds (or) 

Office Management 
2 2 3 25 75 100 

5 IV 22USSD Soft Skill Development 2 2 3 25 75 100 

  Total 30 30 - - - 800 

6 III 
22UCM6CC11 Corporate Accounting 

6 5 3 25 75 100 

6 III 
22UCM6CC12 Insurance Management 

6 5 3 25 75 100 

6 III 

22UCM6MBE2:1 

2UCM6MBE2:2 

2UCM6MBE2:3 

Services Marketing (or) 

Project Methodology  (or) 

Corporate Tax Planning 

6 4 3 25 75 100 

6 III 

22UCM6MBE3:1 

22UCM6MBE3:2 

22UCM6MBE3:3 

Indian Financial System  (or) 

Export Marketing  (or) 

Advertising 

6 4 3 25 75 100 

6 III 
22UCM6PW Project Work 

5 4 - - - 100 

6 V 
 Extension 

Activities 
NSS/NCC/Sports/Red Cross - 1 - - - - 

6 V 22UGS Gender Studies 1 1 3 25 75 100 

 Total 30 24 - - - 600 

 Grand Total 180 140       3900 

 

Paper Details: 

          Tamil  part  - I          04 

 English Part – II               04 

 Core Paper   12 

            Allied Paper   06 

 Allied Practical  02 

 Non Major Elective  02 

 Skill Based Elective  03 

 Major Based Elective  03 

 Environmental Studies     01 

 Value Education              01 

 Softskill Development    01 

 Gender Studies  01 

Project    01  

Extension Activities - 1 (Credit Only) 

 

 for those who studied Tamil up to 10th +2 (Regular Stream) 

 Syllabus for other Languages should be on par with Tamil at degree level 

 those who studied Tamil up to 10th +2 but opt for other languages in degree level under 

Part I should study special Tamil in Part IV 



 Extension Activities shall be outside instruction hours 

 

Non Major Elective I & II – for those who studied Tamil under Part- I 

i) Basic Tamil I & II for other language students 

ii) Special Tamil I & II for those who studied Tamil up to 10th or +2 but opt for 

otherlanguages in degree programme 

Note: 

Internal Marks   External Marks 

1. Theory           25            75 

2. Practical           40           60 

3. Separate passing minimum is prescribed for Internal and External marks 

4. Project  : 100 Marks 

Dissertation : 80 Marks 

Viva Voce : 20 Marks 

 

NME PAPERS OFFERED TO OTHER DEPARTMENT  

1. 22UCM3NME1:1 – Introduction to Accountancy  

2. 22UCM3NME1:2 – Elements of E-Commerce 

3. 22UCM4NME2:1 – Principles of Commerce 

4. 22UCM4NME2:2 – Stock market operations 

ALLIED PAPERS OFFERED TO OTHER DEPARTMENT 

1. 22UCM1AC1 – Basic Accountancy  

2. 22UCM2AC3 – Business Law  

3. 22UCM 3AC3:1 – Principles of Management  

4. 22UCM3AC4 – Cost Accounting  

5. 22UCM4AC4:1 – Organisational Behaviour  

6. 22UCM4AC6 – Management Accounting  

FOR THEORY 

The passing minimum for CIA shall be 40% out of 25 marks [i.e. 10 marks] 

The passing minimum for Semester Examinations shall be 40% out of 75 marks [i.e. 30 

marks] 

 

FOR PRACTICAL 

The passing minimum for CIA shall be 40% out of 40 marks [i.e. 16 marks] 

The passing minimum for Semester Examinations shall be 40% out of 60 marks [i.e. 24 

marks] 

 

 

 

 

 

 

 

 



 

SEMESTER-I 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM1CC1                           Exam Hours: 03 

Instruction Hours: 6       Internal Marks: 25 

Credits: 5        External Marks: 75 

CORE COURSE-I BASICS OF ACCOUNTING 

Objectives: 

• To enable the students to learn fundamental aspects of financial accounting  

• To enable the students to acquire accounting skills.  

Course Outcomes: 

1.  Know about the concepts, conventions and preparation of trial balance. 

2.  Having knowledge on preparation of Final accounts. 

3.  Have knowledge in the practical applications of depreciation accounting 

4.  Have knowledge in the accounting practice in Consignment and Joint ventures. 

5.  Awareness on preparation of Single entry and conversion method. 

Unit-I 

Meaning of Accounting - Accounting concepts –conventions- Journal- Ledger- Trial balance –

Error not disclosed by trial balance -Subsidiary book- BRS & BRS Adjustments in cash book 

Unit – II 

Final Accounts: Steps in the preparation of final Accounts-Difference between Trading and P 

& L Account-  Trading account -Profit & Loss account- Balance sheet with adjustments. 

Unit – III 

Depreciation -Factors affecting the amount of Depreciation -Methods – Straight line method- 

Diminishing balance method- Average due date - Account current. 

Unit – IV 

Accounting for Consignment- Accounting for Joint ventures. 

Unit – V 

Single Entry-Pure single entry system- Simple single entry system- Quasi single entry system - 

Methods: Net worth Method-Conversion method- Difference between Single entry and Double 

entry. 

Text Book(s): 

1. Advanced Accountancy –Dr. Peer Mohamed, Pass Publications. 

2. “Financial Accounting”, T.S.Reddy and A.Murthy, Margam publications, 

Chennai–600017. 

Reference Book(s): 



1. Financial Accounting – S.P. Jain &Narang, Kalyani Publications 

2. Financial Accounting – T.S. Reddy & Murthy, Margham Publications 

3. Advanced Accounts – M.C. Shukla&Grewal, S. Chand Publications. 

(Theory: 25%, Problem: 75%) 

E-Content : 

 https://www.youtube.com/watch?v=SUQMUc3Z3vs 

 https://www.youtube.com/watch?v=-cw01owYOUY 

 http://www.ddegjust.ac.in/studymaterial/bba/bba-104.pdf 

 https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM1.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22UCM1CC1      BASICS OF ACCOUNTING 

 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 
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Number of Matches() =  36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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30 
2 2 2 30 6.67 6.67 6.67 100.00 Global 

 

 

https://www.youtube.com/watch?v=-cw01owYOUY
http://www.ddegjust.ac.in/studymaterial/bba/bba-104.pdf
https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM1.pdf


SEMESTER-I 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM1CC2                            Exam Hours: 3 

Instruction Hours: 6       Internal Marks: 25 

Credits: 5        External Marks: 75 

 

CORE COURSE-II FUNDAMENTALS OF MARKETING 

Objectives: 

 To enable the students to gain basic principles and practices of marketing  

 To sensitize them with day-to-day developments in different functions of marketing. 

Course Outcomes: 

 

1.  Acquire knowledge about marketing concept and latest trends in marketing. 

2.  Know about Buyer Behaviour, Market Segmentation and Branding. 

3.  Gain knowledge about Product Lifecycle, Pricing Methods. 

4. Acquire knowledge in different Media of advertisement. 

5.  Gain knowledge about Retail Marketing, CRM and online marketing. 

Unit-I 

Definition of Marketing - Modern Concept of Marketing – marketing and Selling – Marketing 

Functions – Buying – Transportation -Warehousing – standardization – Grading – 7 P‟s of 

marketing- Green Marketing- Neuro Marketing- Marketing Ethics- Career opportunity in 

Marketing. 

Unit – II 

Buyer‟s Behavior–Buying Motive–Market Segmentation ––11 P‟s of marketing -Market 

Strategies –Product life cycle-Product Development-Introduction of New Product –Branding –

Packaging -Brand Loyalty 

Unit – III 

Pricing -Objectives – factors influencing pricing - methods of pricing – pricing strategies – 

pricing for new product and existing product. 

Unit – IV 

Promotion -Advertisement – Media of Advertisement – Advantages – Limitations – 

Advertisement copy – Personal selling process – Sales promotions at consumer level. 

Unit – V 

Channels of Distribution – International Channel of Distribution- Meaning of Wholesalers - 

Retailers - Supply Chain management –Retail Marketing - Features - CRM (Customer Relation 

Management)-On line marketing – Rural Marketing -Digital Marketing and Social Media 

Marketing. 



 

Text Book(s): 

1. Marketing Management – Sherlekar 

2. Marketing Management – C.B.Mammoria 

Reference Book(s): 

1. Marketing Management – Philip Kotler 

2. Marketing Management – W.Stanton 

3. Marketing Management – RajanSaxena 

E-Content: 

 https://www.youtube.com/watch?v=sR-qL7QdVZQ 

 https://www.youtube.com/watch?v=exNluZ0Z26Q   

 http://www.universityofcalicut.info/SDE/BComBBAMarketing.pdf 

 http://www.uobabylon.edu.iq/eprints/paper_12_19309_1049.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22UCM1CC2 FUNDAMENTALS OF 
MARKETING 

6 5 
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Outcomes 
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Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 
 

 
 

 

 

 
 

 
 

 
 

CO2  
 

 
 

 
 

 
 

  
 

 
 

  
 

 

CO3  
 

 
 

 
 

  
 

   
 

  
 

CO4  
 

   
 

 
 

 
 

 
 

  
 

 
 

CO5  
 

 
 

  
 

 
 

 
 

  
 

 
 

 
 

Number of Matches() =   36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.youtube.com/watch?v=sR-qL7QdVZQ
http://www.universityofcalicut.info/SDE/BComBBAMarketing.pdf
http://www.uobabylon.edu.iq/eprints/paper_12_19309_1049.pdf
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49 
4 3 3 45 8.16 6.12 6.12 91.84 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER-I 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UMS1AC1                            Exam Hours: 03 

Instruction Hours: 4       Internal Marks: 25 

Credits: 3        External Marks: 75 

ALLIED COURSE-I BUSINESS ORGANIZATION AND MANAGEMENT 

Objectives: 

 To enable the students to understand the basic concepts in Business Organization  

 To help the students to acquire business skills. 

Course Outcomes: 

1. Provide introduction about business and environment. 

2. Make themto aware about different forms of business Organization. 

3. Make them to understand the importance of location of industry 

4. Create awareness about Planning, Decision-making and Organizing. 

5. Facilitate the knowledge about Co-ordination and Control. 

Unit-I 

Introduction to business – Nature  of business - Scope of business – Objectives of business – 

Business systems and environment – Social responsibilities of a business – Ethical issues in 

organization. 

Unit – II 

Forms of business organization – Sole trader – Partnership –Joint stock companies – 

Cooperatives – Public enterprises – features – advantages – Limitations. 

Unit – III 

Location of Industries - Factors influencing the location - Measurement of size of Business 

Units - Factors influencing the size - Economies of largescale business - District Industrial 

Centre - SIPCOT. 

Unit – IV 

Planning: Concept- process- types. Decision making:  concept-process. Organizing: Concept- 

nature- process- significance. 

Unit – V 

Co – ordination:  Concept - Process - types. Control: Concept – Process – Types of Control. 

Text Book(s): 

1. BusinessOrganization and Management – C.B. Gupta, S.Chand& company 

2. Business Organization and Management- TapashRanjanSaha. 



 

Reference Book(s): 

1. Business Organisation and Management – S. Kaahiresan&V.Radha, Prasanna 

Publishers, Chennai. 

2. Business Organisation and Management – Reddy Galson. 

3. Business organization and Management – Shukla, S.Chand& company. 

E-Content: 

 https://www.youtube.com/watch?v=QixeP0oy0xk 

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

 https://sol.du.ac.in/SOLSite/Courses/UG/StudyMaterial/02/Part1/B

OM/English/SM-1.pdf 

 https://www.researchgate.net/profile/Vijay_Kaul9 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22UMS1AC1 BUSINESS 

ORGANIZATION AND 

MANAGEMENT 

4 3 

Course 

Outcomes 
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Programme Outcomes(Pos)                     Programme Specific 

Outcomes(PSOs) 
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Number of Matches() =    35 Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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38 
0 7 8 23 0.00 18.42 21.05 60.53 Global 

https://www.youtube.com/watch?v=QixeP0oy0xk
https://www.youtube.com/watch?v=rqoMeEAFxMo
https://sol.du.ac.in/SOLSite/Courses/UG/StudyMaterial/02/Part1/BOM/English/SM-1.pdf
https://sol.du.ac.in/SOLSite/Courses/UG/StudyMaterial/02/Part1/BOM/English/SM-1.pdf


 

SEMESTER-II 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM2CC3                Exam Hours: 3 

Instruction Hours: 6                                       Internal Marks: 25 

Credits: 5       External Marks: 75 

 

CORE COURSE-III FINANCIAL ACCOUNTING  

Objectives: 

• To have working knowledge of different aspects of partnership  

• To provide basic knowledge of branch, departmental, hire purchase and insurance claims. 
 

Course Outcomes: 

1. Aware of concept of Branch Accounts and preparation of Departmental Accounts. 

2.  Knowledge in the accounting practice prevailing in admission, Retirement and Death 

of partner. 

3.  Knowledge in   the accounting practice prevailing have knowledge in dissolution and 

insolvency of partner. 

4.  Knowledge in the accounting for hire purchase and instalments. 

5.  Knowledge in Insurance Claims. 

Unit-I 

Branch Accounts- (excluding foreign branches) - Departmental Accounts includes inter-

departmental transfers- Difference between departmental account and branch account- 

Apportionment of Indirect Expenses. 

Unit – II 

Partnership accounts -Capital account of partner – Profit sharing ratio- Admission- Methods of 

valuation of goodwill–Retirement- Death. 

Unit – III 

Dissolution- Treatment of goodwill on dissolution -Insolvency of partner- Insolvency of all the 

partners. 

Unit – IV 

Accounting for Hire purchase-Installments. 

Unit – V 

Insurance claims- Computation of claim to be lodged for Loss of Stock - Loss of Profit - 

Average clause 

Text book(s):  



1. Financial Accounting By Reddy and Murthy –Margham Publications 

2. Advanced accountancy By S.P.Jain&Narang-Kalyani Publishers New Delhi 

Reference Book(s): 

1. Advance accountancy By Shukla and Grewal –Sultan Chand & Sons. 

2. Advance accountancy By R.L.GuptaandRamasamy - Sultan Chand &SonS. 

3. Advance accountancy By Jain and Narang –Kalyani Publications. 

(Theory: 25%,Problem: 75%) 

E-Content: 

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

 https://www.youtube.com/watch?v=FL4OUbNryt4 

 https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM-1.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22UCM2CC3 FINANCIAL ACCOUNTING  
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Course 

Outcomes 
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Programme Outcomes(POs)                     Programme Specific 
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Number of Matches() =   36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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21 
0 0 12 9 0.00 0.00 57.14 42.86 National 

 

https://www.youtube.com/watch?v=FL4OUbNryt4


SEMESTER-II 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UMS2AC2        Exam Hours: 3 

Instruction Hours: 5      Internal Marks: 25 

Credits: 4       External Marks: 75 

 

ALLIED COURSE-II MICRO ECONOMICS 

Objectives: 

 To expose students to basic micro economic concepts. 

 To understand the application of economic analysis in the formulation of business 

policies and to use economic reasoning to problems of business. 

Course Outcomes: 

1. Understand the basic concepts of Business Economics. 

2. Understand basic concepts of demand and supply and its determinants. 

3. Understand and estimate the production function. 

4. Understand cost function and the difference between short-run and long- run 

cost function. 

5. Understand the Meaning and price-output decisions of monopoly firm, both in 

short and long- run and concepts of monopolistic competition. 

Unit-I 

Meaning of business economics- Definition: Wealth, Welfare, Scarcity and Growth -Nature of 

business economics - Scope of Business Economics–Positive or normative science- Micro and 

Macro –Inter- dependence of Micro and Macro Economics-  Basic Economic Problems - 

Market forces in solving economic problems - Circular Flow of Income and Expenditure. 

Unit – II 

Concept of Demand -  Elasticity of Demand - Types -  Direct Demand & Derived Demand - 

Revenue Concepts - Total Revenue- Marginal Revenue - Average Revenue and their 

relationship -  Difference between Total Revenue and Marginal Revenue-Concept and Law of 

Supply - Factors Affecting Supply. 

Unit – III 

Production Function – Iso Quant curves – Scale of Production – Economic of large scale 

production – Limitations -Break even analysis. 

Unit – IV 

Accounting Costs - Economic Costs - Short Run Cost Analysis: - Fixed Cost –Variable Cost - 

Total Cost Curves- Average Cost - Marginal Costs - Long Run Cost Analysis: -Economies - 

Diseconomies of Scale - Long Run Average - Marginal Cost Curves. 

Unit –V 



Market structure - Equilibrium of Firm and Industry under Perfect Competition - Monopoly - 

Price Determination under Monopoly - Monopolistic Competition - Price and Output 

Determination under Monopolistic Competition.                                                                   

Text Book(s): 

1. Business Economics – Dr. S. Sankaran, Margam Publications, Chennai. 

2. Managerial Economics-P.L. Mehta, – Analysis, Problems & Cases – Sultan 

Chand&Sons-NewDelhi–02. 

Reference book(s): 

1. Textbook of Economic Theory - Stonier and Hague; LongmanGreen and Co., London. 

2. Introduction to Positive Economics - Richard G. Lipsey 

3. Business Economics (Micro) - Dr.Girijashankar; AtharvaPrakashan, Pune. 

E-Content: 

 https://www.youtube.com/watch?v=_sdw5brJWD0 

 https://www.youtube.com/watch?v=356_pioFiss 

 http://sucommerce.org/download/sem1/Managerial%20Economics

%20.pdf 

 https://cablogindia.com/business-economics-notes-for-ca-foundation/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22UMS2AC2     MICRO ECONOMICS 

 

5 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 

CO2  
 

 
 

  
 

  
 

  
 

  

CO3  
 

  
 

 
 

 
 

  
 

 
 

 
 

 
 

CO4  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

  
 

  
 

Number of Matches() =  36    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.youtube.com/watch?v=_sdw5brJWD0
https://www.youtube.com/watch?v=356_pioFiss
http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf
http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf
https://cablogindia.com/business-economics-notes-for-ca-foundation/
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43 
1 1 30 12 2.33 2.33 69.77 27.91 National 
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SEMESTER-II 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UMS2AC3                           Exam Hours: 03 

Instruction Hours: 5         Internal Marks: 25 

Credits: 4        External Marks: 75 

 

                      ALLIED COURSE III - HUMAN RESOURCE MANAGEMENT 

Objectives: 

 To know about the different functions of organization and the Human Resource 

Processes that concerned with planning, Recruiting and Training. 

 To know about the recent trends in human resource management. 

Course Outcomes: 

1. Gain basic understanding of Human Resource Management and it‟s essential 

role in contemporary organizations. 

2. To know job analysis for placing the suitable person at the suitable place and 

different techniques of recruitment and selection process. 

3. To understand the concepts of job rotation and knowing awarding and 

performance appraisal. 

4. To gain Knowledge on HR training and appraisal process . 

5. To Understand the recent development of wage and salary administration. 

Unit-I 

HRM-Concept-Importance-Functions-Role- Successful implementation of Human Resource 

Management – Limitations -Recent Principles of HRM -Personnel management Vs HRM -

Challenges before HRM – Strategic HRM- Environment of HRM - Qualities of HR managers. 

Unit – II 

Human Resources Planning - Objectives of HRP- Different levels of HRP- Factors influencing 

estimation of Human Resources-Recruitment-Policy-Sources of Recruitment- Selection 

procedure – Promotion-Types of Promotion - Demotion Policy- Cases of demotion –Reason of 

demotion- Transfer Policy-Objectives of Transfer policy. 

Unit – III 

Performance Appraisal-Features of Performance Appraisal- Objectives of performance 

Appraisal- Process- Performance Appraisal Methods- Uses -limitations of Performance 

Appraisal. 

Unit – IV 

Training & Development- Need - Objectives-Importance-Training Methods -Evaluation of 

Training Programme - Design a training program -  Essentials of good training program- 

Motivation-Nature-Characteristics –Theories of Motivation -Types: Achievement Motivation, 

Competence Motivation-Importance of Motivation- Psychology of Motivation. 

Unit – IV 
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Wage & Salary Management- Theories of wages- Time wages Vs Piece rate system -Methods 

of wage payments -Employee Remuneration -Factors determining the remuneration- Profit 

sharing-Fringe Benefits-Employee services- Components of Salary Administration 

Text Book(s): 

1. Human Resource Management - L.M. Prasad – Sultan Chand & sons. 

2. Human Resource Management Text and Cases: K.Aswathappa, Tata 

McGraw  

Hill, NewDelhi. 

Reference Book(s): 

1. Human Resource Management by KalyaniPublishers. 

2. Human Resource Management by Ivancevich, John M. McGrawHill. 

3. Human Resource Management by Wreather and Davis, PearsonEducation. 

E content: 

1. https://tinyurl.com/F21-MGMTE-4240-1 

2. https://collegedunia.com/courses/master-of-human-resource-management 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22UMS2AC3 HUMAN RESOURCE 

MANAGEMENT 

5 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

  
 

  
 

 
 

 
 

 
 

 
 

 

CO2  
 

 
 

 
 

  
 

 
 

    
 

CO3  
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 

CO4  
 

 
 

 
 

  
 

 
 

 
 

 
 

  
 

CO5  
 

 
 

 
 

 
 

  
 

 
 

 
 

  
 

Number of Matches() = 38   Relationship:  High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

https://tinyurl.com/F21-MGMTE-4240-1
https://www.bing.com/search?q=hrm+syllabus+with+e+content&form=ANNTH1&refig=94ba3b13a93f41978ff4e6b80dbcf4eb
https://www.bing.com/search?q=hrm+syllabus+with+e+content&form=ANNTH1&refig=94ba3b13a93f41978ff4e6b80dbcf4eb
https://www.bing.com/search?q=hrm+syllabus+with+e+content&form=ANNTH1&refig=94ba3b13a93f41978ff4e6b80dbcf4eb
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60 
0 5 26 32 0.00 8.33 43.33 53.33 Global 
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SEMESTER-III 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM3CC4                           Exam Hours: 03 

Instruction Hours: 6      Internal Marks: 25 

Credits: 5       External Marks: 75 

 

                                  CORE COURSE IV   COST ACCOUNTING 

Objectives: 

 To enable the students to understand the principles and the procedures of cost 

accounting  

 To help them to apply it in a practical situation and to Provide cost effective operational 

efficiency when they become employees or entrepreneurs 

Course Outcomes: 

1.  Through knowledge about meaning, methods, types and element of cost. 

2.  Knowledge on the various techniques of material control. 

3.  Through knowledge on the accounting of labour cost and turnover. 

4.  Through knowledge on the accounting of overheads and absorption method. 

5.  Through knowledge on the practical application of job, contract and process 

costing. 

 

Unit-I 

Cost accounting -  cost concepts – methods - techniques – cost unit – cost centers – cost sheets.  

Unit – II 

Materials cost - issue of materials –Methods-levels of stock-EOQ-ABC Analysis-FIFO-LIFO- 

Simple average- weighted average method 

Unit – III 

Labour cost - Methods –Variances- Labour Turnover-Time rate system -Piece rate system. 

Unit – IV 

Overheads:  Direct material cost, Direct labour cost, Direct labour hour, Machine hour rate 

method -Classification of Overheads-Apportionment- Absorption. 

Unit – V 

Methods – job costing- contract costing- process costing- (Normal loss, Abnormal loss and 

gains only) – Operating costing.  

 

Text Book(s): 
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1. S.N. Maheswari, (Latest Ed.,), Cost Accounting, S.Chand& Co, New Delhi. 

2. S.P. Jain and K.L. Narang, “Cost Accounting”, Kalyani publications. New 

Delhi. Edn.2011. 

Reference Book(s): 

1. T.S. Reddy and Dr. Y. Hariprasadreddy, “Costl Accounting”, 

Margampublications,Chennai–600017,7thRevisedEdition2009. 

2. R.S.N. Pillai and V. Bhagavathi, “Cost Accounting”, S chand and company 

ltd., New Delhi. Edn.2004. 

3. S.P. Iyyangar, “Cost Accounting principles and practice”, Sultan chand, 

New Delhi.2005. 

(Theory: 25%,Problem:75%) 

E-Content: 

 https://www.youtube.com/watch?v=pGymzuGAkJ8 

 https://www.youtube.com/watch?v=LmGj4DJO2ko&ab_channel=Coll egeTutor 

 https://www.slideshare.net/MohitSinghal19/cost-overhead 

 https://www.slideshare.net/ajitmmu/labour-cost-control  

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCM3CC4 COST ACCOUNTING 6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

  
 

 
 

 
 

  
 

 

CO2  
 

 
 

 
 

 
 

 
 

 
 

  
 

  
 

CO3  
 

 
 

  
 

  
 

 
 

  
 

 

CO4  
 

  
 

 
 

  
 

 
 

 
 

 
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

 
 

  
 

 

Number of Matches() =   36   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.youtube.com/watch?v=pGymzuGAkJ8
https://www.slideshare.net/MohitSinghal19/cost-overhead
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30 
0 0 19 11 0.00 0.00 63.33 36.67 National 
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SEMESTER-III 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM3CC5                Exam Hours: 03 

Instruction Hours: 6                            Internal Marks: 25 

Credits: 5       External Marks: 75 

 

                            CORE COURSE-V      STATISTICAL METHODS 

Objectives: 

• To train the students in the basics of Statistics  

• To apply the concepts of Statistics in optimization in Business Situations. 

Course Outcomes: 

1.  Acquire knowledge about averages to be used in Business Research. 

2.  Gain knowledge about Standard Deviation. 

3.  Gain knowledge about the application of Correlation and skewness. 

4.  Knowledge in Measures of Trend and its application of Regression analysis. 

5. The students will get an in depth knowledge about Index Numbers. 

Unit-I 

Introduction of statistics- Tabulation – Collection of statistical data- Frequency Distribution-

Classification – Diagrams- graphs-Sampling-Methods of sampling (Theory Only). 

Unit – II 

Measure of Central Tendency: Mean-Median-Mode-Geometric Mean-Combined Mean-

Harmonic Mean. 

Unit – III 

Measures of Dispersion:  Range -Quartile deviation – Mean deviation – Standard deviation –

Co-efficient of variation.  

Unit – IV 

Correlation – Rank correlation-Co-efficient of concurrent deviation-Regression analysis-Time 

Series Analysis. 

Unit – V 

Index numbers– Price Index numbers - Cost of living index number. 

Text Book(s): 

1. Statistics – R.S.N. Pillai&Bhagavathi, Sultan chand publications. 

2. S.C. Gupta – Fundamentals of Statistics - Sultan chand& Sons, Delhi. 

 

Reference Book(s): 

1. D.N. Elhance – Fundamentals of Statistics – KitabMahal, Allahabad. 

2. V.K. Kapoor – Operations Research Techniques for Management -Sultan 

chand&Sons,Delhi. 
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3. Statistical methods – S.P. Gupta, Sultan chand Publications. 

(Theory: 25%,Problem: 75%) 

E-Content: 

 https://www.youtube.com/watch?v=NDO9SzxR3Vg 

 https://www.youtube.com/watch?v=d5aHrXH9Z50 

 https://www.pdfdrive.com/business-statistics-e23260267.html   

 https://gurukpo.com/Content/B.Com/Business_Statistics(B.Com)P-1.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCM3CC5 STATISTICAL METHODS  6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 

 

 
 

 
 

  
 

 
 

 
 

CO2   
 

  
 

  
 

 
 

   
 

CO3  
 

  
 

 
 

    
 

 
 

 

CO4   
 

   
 

 
 

 
 

  
 

 
 

CO5  
 

 

 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

Number of Matches() =  33    Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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28 
0 0 0 28 0.00 0.00 0.00 100.00 Global 

 

 

https://www.youtube.com/watch?v=NDO9SzxR3Vg
https://www.youtube.com/watch?v=d5aHrXH9Z50
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SEMESTER-III 

(For the candidates admitted from the academic year 2022-2023 onwards) 
 

Course Code: 22UCA3AC4                            Exam hours:02  

 Instruction Hours: 4     Theory:60 Marks 

 Credit: 3                                                                                 Practicals: 40 Marks 

          

ALLIED COURSE-IV  INTRODUCTION TO COMPUTERS   (WITH PRACTICALS) 

Objectives: 

 Bridge the fundamental concepts of computers with the present level of knowledge of 

the students.. 

 Describe the organization and operation of a computer processor, primary and 

secondary memory, peripheral devices and to give computer specifications. 

 

Course Outcomes: 

1. Acquire knowledge on history of computers and its types. 

2. Familiarize computer memory, input and output devices. 

3. Describe how an operation system interacts with hardware and software and principal 

differences in various operating systems. 

4. Understand binary, hexadecimal and octal number systems and their arithmetic. 

5. Converting binary, hexadecimal and octal number to other number systems. 

 

UNIT I 

Computers- Characteristics of Computers- Generation of Computers- Categories of 

Commercial Computers-  Computer Hardware- Computer Software- Uses and Importance of 

Computers. 

UNIT II 

CPU- Components of CPU- Types of Computer Memory- Input Concepts- Input Device- 

Output Concepts- Output Devices- Types of Printers. 

UNIT III 

Magnetic Tapes- Magnetic Disk- Optical Technology- CD- ROM Technology- Operating 

Systems- OS- DOS. 

UNIT IV 

Data Representation – Number System – Binary Numbering System – Binary calculations – 

Addition –Subtraction – Multiplication – Division – Octal System – Hexadecimal System. 

UNIT V 

Conversion of Decimal System to other systems – Conversion of Binary System to other 

Systems – Conversion of Octal system to other systems – Conversion of Hexadecimal to 

other systems. 
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Text Book(s):  

1. S.Jaiswal, “ IT Today”, Galgotia publication private ltd., New Delhi. 

2. Computer Fundamentals by P.K.Sinha 

Reference Books(s): 

1. Fundamentals of computers, E.Balagurusamy, TMH, second reprint 

2010.b.BPeter Mitche 

2. Suresh K Basendra,, “ Computers Today”, Galgotia publication private Ltd., New 

Delhi.  

3. Fundamentals of Computers, by V.Rajaraman . 

E-Content: 

 https://ijariie.com/AdminUploadPdf/FUNDAMENTAL_OF_E_CONTENT_C_1275.pdf 

 https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COMPUTER_STUDIES 

 https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COMPUTER

_STUDIES 

 

List of Practical’s: 
 

1. E-mail sending  

2. Reading, Replaying and Deleting  

3. Mail to more than one Person  

4. Sending folder  

5. Forwarding a mail  

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCA3AC4 INTRODUCTION TO 

COMPUTERS 

4 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                    

CO3                 

CO4                  

CO5                    

Number of Matches() =  40    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://ijariie.com/AdminUploadPdf/FUNDAMENTAL_OF_E_CONTENT_C_1275.pdf
https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COMPUTER_STUDIES
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37 
0 0 10 27 0.00 0.00 27.03 72.97 Global 
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                                                        SEMESTER-III 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code: 22UCM3NME1:1                               Exam Hours: 3 

Instruction Hours: 2          Internal Marks: 25 

Credits: 2         External Marks: 75 

 

NME –I      INTRODUCTION TO ACCOUNTANCY 

Objectives: 

 At the end  of the course, students shall have an understanding of basic accounting 

concepts  

 To acquire the skills in preparing various accounts. 

Course Outcomes: 

1.  Aware of concepts and conventions and single entry, double entry accounting. 

2.  Aware of preparation of journal and ledger accounts. 

3.  Knowledge in the practical applications of sub division of ledger. 

4.  Knowledge in the accounting practice prevailing in trial balance. 

5.  Aware of preparation of capital and revenue expenditure and income, 

preparation of manufacturing account and final accounts. 

Unit-I 

Meaning of Accounting- accountancy- Book keeping – Differences - Relationship – Concepts 

– conventions – Accounting terms – Difference between single entry and Double entry 

Accounting.    

Unit – II 

Principles of double entry – Journal – Recording the transactions in the books of Prime entry – 

Relation between Journal and Ledger.  

Unit – III 

Ledger – sub divisions of Ledger – Ledger posting. 

Unit – IV 

Meaning of Trial Balance –– Differences between Trial Balance and Balance Sheet – items to 

be debited and credited in the Trail Balance – Preparation of Trial Balance without Ledger. 

Unit – V 

Capital and Revenue expenditure – Capital and Revenue Incomes – preparation of 

Manufacturing Account – Final Accounts without Adjustments.  
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Text Book(s):  

1. Principles of Accountancy – K.L. Nagarajan, N. Vinayagam, P.L. Mani - Eurasia 

Publishing House ( PVt) Ltd, Delhi. 

2. T.S.Reddy and A.Murthy, “ Financial Accounting”, Margam publications, Chennai – 

600 017, 7th revised edition 2015. 

Reference Book(s): 

1. Principles of accountancy – Dalston L. Cecil, Jenitra L. Merwin – Learntech Press. 

2. Principles of Accountancy – C. B. Gupta- Sultan Chand &Sons. 

3. T.S. Grewal,” Introduction to Accountancy”, S.Chand& company ltd, New Delhi –

2014. 

(Theory: 25%,Problem: 75%) 

E-Content: 

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

 https://www.youtube.com/watch?v=Y4azRCTTWoU 

   https://www.slideshare.net/NagaNarasimha/accounting-ppt3958965   

 https://www.learnpick.in/prime/documents/ppts/details/4026/acco unting-concepts-principles 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCM3NME1:1                INTRODUCTION TO 

ACCOUNTANCY 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

 
 

  
 

 

CO3  
 

  
 

 
 

   
 

 
 

  
 

CO4  
 

 
 

  
 

 
 

 
 

 
 

 
 

  
 

CO5  
 

 
 

 
 

   
 

 
 

 
 

 
 

 

Number of Matches() =   37   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

      

 

https://www.youtube.com/watch?v=Y4azRCTTWoU
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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23 
0 0 0 23 0.00 0.00 0.00 100.00 Global 
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                                                                  SEMESTER-III 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code: 22UCM3NME1:2                          Exam Hours: 3 

Instruction Hours: 2        Internal Marks: 25 

Credits: 2       External Marks: 75 

 

                          NME COURSE-I .ELEMENTS OF E- COMMERCE 

 

Objectives: 

 To expose the students in IT field with commerce to train the students in the web 

technologies to create E commerce solution. 

 To provide the knowledge about cyber security. 

Course Outcomes: 

 

1. Enable the students to gain knowledge about procedures of e-commerce 

transactions and business practices through e- commerce activities. 

2. Gain an electronic mail and Message Handing System. 

3. Understand the components of EDI systems. 

4. Gain the knowledge on cryptographic based solution. 

5. Learn the electronic payment systems and internet banking. 

Unit-I 

E – Commerce: Types - E-Commerce framework – The autonomy of e-commerce application 

– E commerce and world at the large – E commerce case studies: Intel, Amazon. 

Unit – II 

Electronic Mail –  400 Message Handing System – Internet addresses – Multipurpose internet 

Mail Extension – X, 500, Directory Services – E-mail User Agent. 

Unit – III 

EDI – Cost and benefits – Components of EDI systems – EDI implementation Issues – 

EDIFACT – EDIFACT Message structure. 

Unit – IV 

Cyber security – cyber attacks – Hacking – SSL – Authentication and assurance of data 

integrity – cryptographic based solution – digital signatures – VPN. 

Unit – V 
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Electronic Payment systems – Payment Gateway – Internet banking – The SET Protocol – E – 

cash – E- Cheque – Elements of electronic payment. 

Text Book(s): 

1.E- Commerce the cutting edge of Business 2 Edition by Kamalesh K Balaj,Debjani Nag – 

Tata McGraw Hill. 

 2. David Kosiur, 2002. Understanding Electronic Commerce, Microsoft Press. 

 

 Reference Book(s): 

1. Frontiers of E – Commerce by Ravi kalakota and Andrew B. Whinston – Pearson 

Education. 

2. ParagDiwan& Sunil Sharma 2000 E-Commerce A Managerial guide to E- 

Business Deep &DeepPub., Delhi. 

3. AgarwalKamaleshN&AgarwalDeeksha_2000 Business On theNet– Introduction 

to the Electronic Commerce, Mc Millan India Pub, NewDelhi. 

 

E Content: 

 https://youtu.be/A9TrC_7vkRg 

 https://youtu.be/Y70XM9nzHe0 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCM3NME1:2 ELEMENTS  OFE – 

COMMERCE 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 

 
 

 
 

 

 

 
 

 
 

 
 

CO2  
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

CO3  
 

 
 

  
 

  
 

  
 

 
 

 
 

CO4  
 

  
 

 
 

 
 

 
 

   
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 
 

Number of Matches() =  40   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

Total 

Number 

of 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

https://youtu.be/A9TrC_7vkRg
https://youtu.be/Y70XM9nzHe0
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36 
0 0 0 36 0.00 0.00 0.00 100.00 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM4CC6                                       Exam Hours:03 

Instruction Hours: 6                    Internal Marks: 25 

Credits: 5                   External Marks: 75 

CORE COURSE VI -FINANCIAL MANAGEMENT 

Objectives: 

 To make the students to know about financial management by studying theory 

and solving practical problems. 

 To make the students to know about different dividend policy. 

Course Outcomes: 

1. To know the basic concepts of financial management, time value of money and 

cost of capital. 

2. To understand the students, the various approaches in the calculation of 

earnings per share. 

3. Gain an insight about dividend policy and three types of leverages. 

4. To develop skill on capital budgeting, accounting rate of return and profitability 

index methods. 

5. Students are able to calculate working capital requirements and to know the 

receivable management and inventory management. 

Unit-I 

 

Financial Management: Scope- Profit & Wealth Maximization - Qualities of financial manager 

-Concepts in Valuation –Time Value of Money –Compounding Technique- Present Value 

Technique- Cost of Capital-Importance-Company cost of capital & Project cost of capital- 

Factors determining cost of capital-Cost of Dept –Cost of Equity –Cost of Retained Earnings –

Weighted Average Cost of Capital. 

Unit – II 

Financial Planning: Scope- Stages of financial planning -Factors affecting financial planning -

Capital Structure-Net Income Approach –Net Operating Income Approach- Differences 

between NI approach and NOI approach –MM Approach –Arbitrage Process –Traditional 

Approach –Capital Structure Planning-Objectives-Factors affecting capital Structure- 

Optimum Capital Structure- Qualities of Sound Capital Structure- Features of capital Structure. 

Unit – III 

Leverage: Operating Leverage –Financial Leverage –Impact of financial leverage – Combined 

Leverage- Types- Significance. 

Dividend Policy – Importance of Dividend Policy- Factors affecting Dividend Policy - Types 

of Dividend Policy –Stock Dividend. 
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Unit – IV 

Capital Budgeting –Importance – Methods of Capital Budgeting –Steps in capital budgeting–

Importance- Payback period- Discounted Cash Flow-Internal Rate of Return- Net Present 

Value- Profitability Index Methods –Accounting Rate of Return. 

Unit – V 

Working Capital Management- Importance of Working Capital Management-Types of 

Working Capital -Estimation of components of working capital -Dangerous of redundant 

working capital- Receivable Management Credit Standards –Credit Policies -Inventory 

Management-Retail inventory management-VED analysis. – Incremental Analysis. 

 

Text Book(s): 

1. Elements of Financial Management By –S.N.Maheswari, Sultan Chand & Sons.  

2. Financial ManagementbyR.Ramachandran&R.Srinivasan–

Srirampublication,Trichy. 

Reference Book(s): 

1. Financial Management by R.K.Sharma, Kalyan Publishers. 

2. Financial Management by Kulkarni 

3. Financial Management by P.Periyasamy, Vijay Nicole Publications, Chennai. 

(Theory 40%, Problem 60%) 

E-Content: 

 https://www.slideshare.net/niaz007/financial-management-

complete-note-for-bba   

 https://www.youtube.com/watch?v=C6sVwUStfEA 

 https://www.youtube.com/watch?v=LmlMFTh6Zco 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22UCM4CC6   FINANCIAL 

MANAGEMENT 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 

CO2  
 

 
 

 
 

 
 

 
 

  
 

  
 

 
 

CO3   
 

 
 

   
 

  
 

 
 

 
 

CO4  
 

   
 

 
 

 
 

 
 

  
 

 

https://www.youtube.com/watch?v=C6sVwUStfEA
https://www.youtube.com/watch?v=LmlMFTh6Zco
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CO5  
 

  
 

 
 

  
 

 
 

   
 

Number of Matches() = 35     Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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66 
0 0 0 66 0.00 0.00 0.00 100.00 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UMS4AC5                                                  Exam Hours: 3 

Instruction Hours: 4                    Internal Marks: 25 

Credits: 4                    External Marks: 75 

 

ALLIED COURSE V - PERSONALITY DEVELOPMENT 

Objectives: 

 To make the students aware about dimensions of personality and its application in 

corporate Sector 

 To make the students aware about the importance of communication in personality 

development. 

Course Outcomes: 

1. Know about personality, educational and situational factors. 

2.  Know the communication and leadership skills. 

3.  Know personality development, introspection and self-assessment. 

4. Know stress and emotional management. 

5. Able to frame personality formation structure, mind mapping, competency mapping & 

360* assessment & development. 

Unit-I 

Introduction– Personality-Perception- Personality Factors- Factors of Association-Personality 

relationship at home -Friends-Educational factor- Situational Factors- Conditional-Genetic- 

Compulsory- Spiritual-Public relations factors. 

Unit – II 

Communication skills - Body language – Inter personal communications –Relationships. 

Leadership Skills – Team Building – Public Speaking.  

Unit – III 

Five Pillars of Personality Development - Introspection – Self Assessment – Self Appraisal – 

Self Development- Self Introduction. 

Unit – IV 

Stress Management– Symptoms of stress – Positive -Negative effect of stress- Emotional 

management – Methods. 

Unit – V 

Personality Formation Structure - Mind mapping- Competency mapping& 360* assessment - 

Types of persons – Extrovert- Introvert-Ambivert person. 

Text Book(s): 

1. Personality Development – Rajiv K. Mishra &Ruba Rao. 

2. Personnel/Human Resource Management, PearsonEducation.DeCenzo, D.A. 

and S.P. Robbins. 

Reference Book(s): 
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1. 7 Habits of highly effective people-Stephen Covey. 

2. You can win-Shiv Khera –McMillan India ltd. 

Management thoughts-PramodBatra.  

E content: 

https://youtu.be/8Zj0mSj321Y 

https://youtu.be/srn5jgrTZo 

https://youtu.be/MS15Fgq5Go0 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22UMS4AC5 PERSONALITY 

DEVELOPMENT 

 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

 
 

 
 

  
 

  
 

 
 

CO3  
 

  
 

  
 

 
 

  
 

  

CO4  
 

 
 

 
 

 
 

   
 

 
 

 
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

   
 

 
 

Number of Matches() =  36   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 

L
o

ca
l 

R
eg
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n
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N
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39 
0 0 7 32 0.00 0.00 17.95 82.05 Global 

 

 

https://youtu.be/8Zj0mSj321Y
https://youtu.be/srn5jgrTZo
https://youtu.be/MS15Fgq5Go0
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 Course Code:  22UCA4AC6                                                 Exam : 2 Hours 

 Instruction Hours: 4      Practical : 40 Marks 

 Credits: 4        Theory : 60 Marks 

 

ALLIED COURSE IV -COMPUTER APPLICATIONS TO BUSINESS 

(WITH PRACTICAL) 

Objective: 

 To make students to understand about the computer both in theory and practical 

Course Outcomes: 

 

1. To Know about basics of computer generation, hardware and software and OS. 

2. Provide practical knowledge exposure to MS- Word and MS-Excel. 

3. Provide practical knowledge exposure to MS- Power Point. 

4. Provide practical knowledge exposure to tally. 

5. Develop the competence of inventory, budgetary control and report creation. 

Unit-I 

Computers-Generation – Characteristics – Areas of applications – Hardware - Software – 

Operating system – Introduction to windows 1998. 

Unit – II 

Word process with Ms word – Starting Ms word – Working with word document – Working 

with text, tables – Printing document – Starting Ms Excel- Working with Excel work book – 

Saving- opening and closing document – mail merge. 

Unit – III 

Power point – Starting power point – Working with power point – Working with different view 

– Designing- presentations – investment table and graphs– Creation animation slides – 

Introduction to Ms access. 

Unit – IV 

Introduction to tally – Fundamentals of computerized accounting – Computerizedaccounting 

Versus Manual accounting – Introduction to vouchers. 

Unit – V 

Introduction to Inventory –Introduction to cost – Budgetary controls – Creations of report. 
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Text Book(s): 

  

1. Computer Application inBusiness –R Parameswaran, S Chand &CompanyLtd. 

2. Computer applications in business – M. Mohan kumar&Dr. S. Rajkumar. 

Reference Book(s): 

 

1. Computer applications in business – S.V. SrinivassaVallaban S. Chand. 

2. Introduction to computer application – S.V. SrinivassaVallaban. 

3. Tally 9.3-Tally Solution Limited. 

E-Content: 

 https://www.youtube.com/watch?v=8ONxPREyK3k&ab_channel=PebblesTutorials   

 https://www.youtube.com/watch?v=k6IeeZautXE&ab_channel=tallyonlineclasses 

   https://www.youtube.com/watch?v=Qe3JGNiFJL0&ab_channel=MohanSreenivasP 

rasad 

 http://tallyerp9book.com/tallyerp9book-sample-page.pdf 

List of Practicals: 

MS-Word 

1. Creating Business Letters 

2. Creating the Application for Job with Bio-Data 

3. Creating circular letter with mail-merge options 

4. Creating table by using the split and merge options 

Ms-Excel 

1. Creating work sheet like mark sheet, payslip, PF list etc. 

2. Creating charts 

3. Creating the list for the enclosures 

4. Creating pivot tables 

Accounting Package 

1. Preparing voucher entries for the given transactions 

2. Preparing final accounts from the tribal balance given with any ten adjustments. 

 

 

 

 

 

 

 

 

https://www.youtube.com/watch?v=k6IeeZautXE&ab_channel=tallyonlineclasses
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Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22UCA4AC6 COMPUTER 

APPLICATIONS TO 

BUSINESS 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

  
 

 
 

   
 

CO2  
 

 
 

  
 

  
 

 
 

  
 

 
 

CO3  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO4  
 

 
 

  
 

 
 

 
 

 
 

   
 

CO5  
 

 
 

  
 

 
 

 
 

 
 

 
 

  
 

Number of Matches() =  37   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 

L
o
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l 

R
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n
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G
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45 
10 0 0 35 22.22 0.00 0.00 77.78 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM4NME2:1                                      Exam Hours:03 

Instruction Hours: 2                   Internal Marks: 25 

Credits: 2                   External Marks: 75 

 

NME II - PRINCIPLES OF COMMERCE 

Objectives: 

 At the end of the course, students shall be able to understand the various principles that 

govern the applications of commerce and Trade. 

 At the end of the course to know about business ethics 

Course Outcomes: 

1. To provide introduction about business and economic system in commerce. 

2. To make them aware about different levels of planning, organizing and staffing. 

3. To make them understand the recruitment and training methods. 

4. To create awareness about marketing concept, functions, marketing mix and research. 

5. To facilitate the knowledge about social responsibilities of business firm and 

management of public utilities. 

Unit-I 

Business –Characteristics- Divisions- Commerce – Importance- Objectives- Qualities of a 

good business man - Business systems- Economic systems – Capitalism- Socialism-

Communism -Mixed Economy- Strategies of Mixed Economy. 

Unit – II 

Management: Levels, functions - Importance of Management. Planning: Nature- Types- 

Planning Management System. Organizing: Importance, Principles, Types. Staffing – Process 

of staffing - Features -Principles of Direction. Leadership: Types of leader- Qualities of a good 

leader - Communication – Elements-Types. 

Unit – III 

Recruitment: Objectives- Methods- procedures for recruitment- Selection Procedure-Training - 

New Techniques of training -Types-Essentials of training program. 

Unit – IV 

Marketing concept- Marketing functions- Marketing Mix- Buyer Behavior-Market 

Segmentation-Methods of Market Segmentation-Pricing-Kinds of Pricing-Marketing 

Research- Marketing Research & Competitive analysis- Retail marketing. 

Unit- V 
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Social responsibilities of a Business firm & Public enterprise – Objectives- Problems-Public 

utilities –Management of public utilities.  

Text Book(s): 

1. Business Organization and Management – C.B. Gupta, S.Chand & company 

2. Business Organization and Management- Tapash Ranjan Saha. 

Reference Book(s):  

1. Business Organization and Management – S. Kathiresan & V.Radha, Prasanna 

Publishers, Chennai. 

2. Business Organisation and Management – Reddy Galson. 

3. Business organization and Management – Shukla, S.Chand & company. 

4. Relationship Matrix for COs, POs and PSOs 

E Content: 

1. https://youtu.be/2Ju_T4NQxVQ 

2. https://youtu.be/3rF9gmV4dW8 

 

Semester Code Title of the Course Hours Credits 

IV 22UCM4NME2:1  PRINCIPLES OF 

COMMERCE 

 

 

2 
 

2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

  
 

  
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

   
 

 
 

 
 

  
 

CO3  
 

   
 

 
 

  
 

  
 

 

CO4  
 

 
 

 
 

   
 

  
 

  
 

CO5  
 

  
 

  
 

 
 

 
 

  
 

 
 

Number of Matches() =  31   Relationship: Moderate 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

https://youtu.be/2Ju_T4NQxVQ
https://youtu.be/3rF9gmV4dW8
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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58 
2 2 25 34 3.45 3.45 43.10 58.62 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM4NME2:2                                      Exam Hours: 3 

Instruction Hours: 2                            Internal Marks: 25 

Credits: 2                 External Marks: 75 

NME II - STOCK MARKET OPERATIONS 

Objectives: 

 To learn and understand the Basic concepts of stock market trading. 

 To learn and understand the rules and regulations of SEBI 

 

Course Outcomes: 

1. To provide introduction about capital market. 

2. To make them aware about different levels of function, methods and new issue market. 

3. To make them understand the stock market and stock exchanges. 

4. To create awareness about marketing concept, functions, marketing mix and research. 

5. To facilitate the knowledge about NSE, screen based trading and demats accounts. 

 

Unit-I 

Capital Market – Need -Importance– Structure – Capital market in India-Classification of 

Capital Market-Primary market - Secondary market- Distinguish between primary and 

secondary market. 

Unit – II 

New issue market – Investment decision by the investor- Investment decision by the investor 

in New Issue Market- Industrial finance in India through New Issue Market-  Functions – 

Methods of issue. 

Unit – III 

Stock market- Growth of stock exchange in India-Organizational structure of stock exchanges 

in India-Functions of stock exchanges- Money Market in India. -Recent trend in stock 

exchange. 

Unit – IV 

OTCEI- Paid up capital of OTCEI- Promotions of OTCEI- Special features of OTCEI-NSE- 

NSE Stock Price & Interest Rate – Listing of securities – Procedures-Advantages of listing – 

screenbased trading – Demat accounts –Mechanics of trading in stock exchanges. 

Unit – V 

                

                   Registration of stock brokers - Qualities of a stock Broker- Underwriters- Role of merchant 

bankers – Kinds of broker Speculation. 

Text Book(s):   
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1. V.A. Avadhani : Indian Capital Market, HPH. 

2. BholeL.M2016Financial Institutions and Markets,TataMcGraw Hill Publishing 

Company Limited, NewDelhi. 

Reference book(s):  

1. P.N.Varshney: Indian financial system. 

2. Punidhavadhipandiyan: security analysis and portfolio management. 

3. V.K.Bhalla,Security Analysis &Portfolio Management. 

E-Content: 

 https://www.youtube.com/watch?v=wcJ1UAozBbY 

 https://www.youtube.com/watch?v=ZXYgGtiPKR4 

 https://www.youtube.com/watch?v=OJOQvaxK_74 

 https://investor.sebi.gov.in/pdf/reference-material/beginners.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22UCM4NME2:2   STOCK MARKET 

OPERATIONS 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

 
 

  
 

 

CO3   
 

  
 

    
 

  
 

CO4  
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

  
 

 
 

 
 

Number of Matches() =   35  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

 

 

 

https://www.youtube.com/watch?v=wcJ1UAozBbY
https://www.youtube.com/watch?v=ZXYgGtiPKR4
https://www.youtube.com/watch?v=OJOQvaxK_74
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of 
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Number of Topics Focus on  % of Topics Focus on  Course 
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39 
0 0 39 0 0.00 0.00 100.00 0.00 National 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM4SBE1:1                       Exam Hours: 3 

Instruction Hours: 2      Internal Marks: 25 

Credits: 2       External Marks: 75 

SBE I- BUSINESS COMMUNICATION 

Objectives: 

 To understand the concept, process and importance of communication  

 To gain knowledge of media of communication and to develop skills of effective 

communication-both written and oral. 

Course Outcomes: 

1. Know about the functions, objectives and importance ofcommunication. 

2.  Know the types of communication and able to know how to make a written 

and oral communication. 

3.  Know how to make business letters, place orders and write collection letters. 

4.  Write enquiries, complaints, and circular letters and acquire knowledge on 

report preparation. 

5.  Uses of Internet and Intra net, teleconferences, press conference, demonstration, radio 

recording, the art of listening, principles of good listening. 

Unit-I 

Introduction to communication – Meaning - Process – Functions – Objectives - Importance – 

Essentials of good communication – Communication barriers – Overcoming communication 

barriers. 

Unit-II 

Written communication – Oral communication – Face to face communication – Silence – 

Difference between Written and Oral Communication- Merits of each type -Limitations of 

each type -Formal & Informal channels of communication 

Unit-III 

Business Letters -  Qualities of Business Letters -Need - Functions –Layout of Business letters 

– Kinds of Business Letters – Essentials of effective correspondence - Techniques of writing 

effective business letter -Classification of letters. 

Unit-IV 

Drafting of Business Letters – Enquiries - Replies – Placing Order- fulfilling orders – 

Complaints – Sales Letters – Circular Letters – Application for employment – Report writing- 

Steps in report Writing-Content of report Writing-Needs-Notices- Agenda - Minutes of the 

Meetings – Memos. 
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Unit-V 

Electronic communication – Importance of Electronic Communication-Merits & Demerits of 

Electronic communication – Strategic importance of E- Communication- Visual Presentation-

Recent Trend in Electronic communication -Uses of Internet - Intranet -Difference between 

Internet and Intra net- Teleconferences - Purpose of Teleconferences – Press Conference– 

Elements of Press conference -Demonstration – Radio recording. 

Text Book(s): 

1.Business communication – K.K. Sinha, Galgotia Publishing company, NewDelhi 

2. Business Communication, N.S.Raghunathan&B.Santhanam, Margham Publications,  

Chennai. 

 

Reference Book(s): 

1. Effective Business English & Correspondence ByM.S.Ramesh and Pattenshetty, 

R.Chand& Co. 

2. Business Correspondence & Report Writing By Sharma and Krishna Mohan, TMH.  

3. Business Communication ByRajinder Pal and KorlaHalli, Sultan Chand & Sons. 

4. Relationship Matrix for COs, POs and PSOs 

E-Content: 

 https://www.youtube.com/watch?v=G-8SzY9IT5o 

 https://www.youtube.com/watch?v=y3jaTpT3l4c 

 https://www.youtube.com/watch?v=akfatVK5h3Y 

 https://www.geektonight.com/business-communication-pdf-notes/ 

Semester Code Title of the Course Hours Credits 

IV 22UCM4SBE1:1    BUSINESS 

COMMUNICATION 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

   
 

 
 

CO2  
 

 
 

 
 

 
 

 
 

  
 

   
 

CO3  
 

  
 

 
 

 
 

 
 

  
 

 
 

 

CO4  
 

 
 

  
 

   
 

 
 

  
 

CO5  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

Number of Matches() =   35   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

https://www.youtube.com/watch?v=G-8SzY9IT5o
https://www.youtube.com/watch?v=y3jaTpT3l4c
https://www.youtube.com/watch?v=akfatVK5h3Y
https://www.geektonight.com/business-communication-pdf-notes/
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of 
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Based on 
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59 
8 9 20 37 13.56 15.25 33.90 62.71 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM4SBE1:2                                             Exam Hours: 3 

Instruction Hours: 2               Internal Marks: 25 

Credits: 2               External Marks: 75 

 

SEBI  - CAPITAL MARKET OPERATIONS 

Objectives 

To provide fundamental knowledge about Stock Market Operations 

To inculcate the knowledge about procedures regarding listing. 

Course Outcomes 

1.After completing this course the student will be able to Familiarize and explain the 

basic concepts of capital market. 

2.Understand the basic idea of new issue market. 

3.Determine the trading mechanism in the stock market. 

4.Assess information related to listing of securities. 

5.Have practical insight on SEBI in security trading. 

. 

 

Unit - I 

Capital Market- Need- importance –Structure– Primary market-Secondary market 

Unit -II 

New Issue Market- Functions–Methods of Issue. 

Unit-III 

Stock Market- Functions of Stock Exchanges. 

Unit -IV 

Listing of Securities-NSE–Procedures-Advantages of Listing–Screen Based Trading 

Settlement–Depository–Advantages-Depository Participants (DP)-Demat Accounts 

Unit-V 

SEBI-Functions of SEBI-Investors protection in primary market 

 

Text Book: 

1. Financialmarketsandinstitutions,E.Gordon&K.Natarajan,HimalayaPublishin

gHouse,NewDelhi, 2018, 11th edition. 

 

Books for Reference: 

1.SecurityAnalysisandPortfolioManagement,PunithavathiPandiyan,Vik

asPublishing House,NewDelhi, 2013,2
nd

edition. 

2.FinancialServices B.Santhanam MarghamPublications,Chennai,2011 

3.EssentialsofFinancialServices,S.Gurusamy,TataMcGrowHillEducatio

nPvt.Ltd.,NewDelhi, 2010, 2
nd

 edition. 

4.IndianCapitalMarket,V.A.Avadhani,HimalayaPublishingHouse,2008,6
th
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edition. 
E CONTENT: 

 https://www.youtube.com/watch?v=wcJ1UAozBbY 

 

 https://www.youtube.com/watch?v=ZXYgGtiPKR4 

 

 https://www.youtube.com/watch?v=OJOQvaxK_74 

 

Semester Code Title of the Course Hours Credits 

IV 22UCM4SBE1:2 CAPITAL MARKET 

OPERATIONS 

 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

 
 

 
 

  
 

  
 

 
 

CO3  
 

  
 

  
 

 
 

  
 

  

CO4  
 

 
 

 
 

 
 

   
 

 
 

 
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

   
 

 
 

Number of Matches() =  36   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

https://www.youtube.com/watch?v=wcJ1UAozBbY
https://www.youtube.com/watch?v=ZXYgGtiPKR4
https://www.youtube.com/watch?v=OJOQvaxK_74
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Total 

Number 

of 
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Number of Topics Focus on  % of Topics Focus on  Course 
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24 
0 0 24 0 0.00 0.00 100.00 0.00 National 
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SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM5CC7                              Exam Hours: 3 

Instruction Hours: 5       Internal Marks: 25 

Credits:5          External Marks: 75 

 

CORE COURSE VII-INCOME TAX THEORY, LAW& PRACTICE 

Objectives: 

 To make the students to gain knowledge of income tax and legal provisions in its 

application. 

 To make the students to understand the method of computation of total income. 

Course Outcomes: 

 

1. To enable the students to know the basic concepts of income tax. 

2. To make the Students to understand the calculation procedure of income from 

salary and its deductions. 

3. To enable the students to know the determination of house property income. 

4. To enable the students to calculate income tax for individual and companies. 

5. To make the students to understand the method of computation of gain on 

business or profession and capital gains. 

Unit-I 

Meaning of income –Canon of taxation- Elements of tax-Important Definitions under the 

income tax act – Scope of total income – Residential status – Residential status and Incidence 

of tax incomes exempt u/s 10- Important points relating to residential status- Basic conditions-

Additional conditions- Income exempted from tax-Classification of exempted income- 

Assessment of Agricultural Income. 

Unit – II 

Heads of income – salaries –Due date of salary-– allowances – perquisites -valuation – 

Different forms of salary – other related provisions – Gratuity – Pension – Computation of 

pension – Provident Fund- Provision for filling returns of Income – Total Income and Casual 

Income. 

Unit – III 

Income from house property –Annual value – Deduction from annual value – Computation 

under different circumstances -Treatment of unrealized rent. 

Unit – IV 

Income from business– Admissible Expenses-Inadmissible expenses – General deductions – 

Principles –Features of new scheme of Depreciation-Assets eligible for depreciation-provisions 

relating to Depreciation-Deemed business profit chargeable to tax – Computation of income 

from business - Computation of income from profession. 
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Unit – V 

long term capital gains -Transfer of capital assets-– Exempted assets-- Certain transition not 

included Income from capital gains – short term capital gains–capital assets- Kinds of capital 

assets -as transfer (Exemption under Section 54) – Income from other sources – Computations 

– Grossing up – Clubbing of income – Set off and carry forward – VAT- Provisions 

concerning advance tax & Tax deducted at source. 

 (Problem 75%, theory 25%) 

Text Book(s): 

1. Income tax law and Practice – T.S. Reddy Prasad and HariPrasad Reddy, Margham 

Publications. 

2. Dr. A. Murthy, Income Tax Law and Practice - Vijay Nichole 

Publications, Chennai. 

  

Reference Book(s): 

1. Income tax Law and accounts – H.C. Mehrotra, Sultan chand& Sons. 

2. Income taxlaw and Practice- V. P. Gaur & D. P. Narang, Kalyani Publishers. 

3. Income taxlaw and Practice – Dr. N. Hariharan , Tata M. C. GrawHill. 

E-Content: 

 https://www.slideshare.net/123456789ASHU/introductionto-income-tax 

 https://www.youtube.com/watch?v=Qgt8I3PqgQ&ab_channel=CAdilipbadlani   

 https://www.slideshare.net/ananndkankni/income-underhead-salaries 

 https://www.youtube.com/watch?v=_2Tujn58IqA&ab_chan nel=CAdilipbadlani  

https://www.slideserve.com/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5CC7  INCOME TAX THEORY,  

LAW& PRACTICE 

 

5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

  

CO2  
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

CO3    
 

    
 

  
 

 

CO4  
 

 
 

  
 

 
 

 
 

 
 

 
 

  
 

CO5  
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

 

Number of Matches() =  36    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.slideshare.net/ananndkankni/income-underhead-salaries
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58 
0 7 51 0 0.00 12.07 87.93 0.00 National 
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SEMESTER-V 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM5CC8                   Exam Hours: 3 

Instruction Hours: 5       Internal Marks: 25 

Credits: 5         External Marks: 75 

 

CORE COURSE VIII -MANAGEMENT ACCOUNTING 

Objectives: 

• To provide an insight into accounting procedure and their applications in complex Business 

Management. 

• To help the students to plan for funds generation and evaluate the risks in financing. 

Course Outcomes: 

 

1. Acquire knowledge about the Basics of Management Accounting. 

2. Acquire knowledge on ratio analysis and interpret the financial statements. 

3. Gain knowledge on fund flow and cash flow. 

4. Gain the knowledge in Budget and Budgetary control. 

5. Familiarize the students with the concepts of Marginal costing and its 

applications. 

Unit-I 

Management Accounting – Definition- Principles – Functions – Role - Scope –Advantages – 

Limitations – Differences between Management Accounting & Financial Accounting – 

Differences between Management Accounting and Cost Accounting. 

Unit – II 

Analysis and interpretation of Financial Statements – Nature –Procedures- Limitations of F/S – 

Types of financial analysis – FSA Tools – Comparative financial Statements – Common size 

financial statements – Trend percentages – Ratio analysis - Types: Liquidity, Solvency, 

Turnover and Profitability Ratios -Steps in ratio analysis– Its uses - limitations. 

Unit – III 

Fund flow analysis- Sources and Application of Funds – Funds from Operations- Advantages-

Steps involved in fund flow statement -Difference between fund flow and balance sheet -Cash 

Flow analysis - Cash from Operations- Inflow and Outflow of Cash- Preparation of cash flow 

statement as per AS-3- Limitations. 

Unit – IV 

Meaning of Budget-Budgeting- Objectives- Budgetary control – Objectives-Essentials of 

budgetary control –Merits - Demerits- Preparation of purchase budget-  Preparation of 

Production Budget- Capital Budgeting- Appraisal Methods-Sales Budget- Cash Budget -
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flexible budget – ZBB- Zero Based Budgeting Vs Traditional Budgeting- Challenges of ZBB- 

Best Practice for ZBB. 

 

Unit – V 

Marginal Costing –Objectives- Need- Importance-Characteristics of Marginal Costing-Break 

Even analysis – Practical application of Marginal Techniques – Advantages - limitation of 

Marginal -   CVP Analysis – Profit Planning- Managerial Applications-Standard costing – 

Methods: Job Costing, Contract Costing, Batch Costing - Variance analysis – Material & 

Labour only. 

 (Theory 25%, Problem75%)  

Text Book(s):  

1. Management Accounting by S.N. Maheswari, Sultan Chand Company  

2. Management Accounting by Reddy.T.S&HariPrasath.Y, 

MarghamPublications,Chennai. 

 

Reference Book(s): 

1. Management Accounting –Hingorani&Ramanathan, S.Chand& Sons 

2. Management Accounting –Dr.R.Ramachandran&Dr.Srinivasan 

3. Management Accounting- S.P.Gupta. 

E-Content: 

 https://youtu.be/VhW8I4aS-Yk 

 https://youtu.be/5iILpvhY5dc   

 https://www.icsi.edu/media/webmodules/publications/FULL_BOOK_PPCMA-2017-

JULY_4.pdf  

 http://ebooks.lpude.in/commerce/mcom/term_1/DCOM302_DCOM403_MA 

NAGEMENT_ACCOUNTING.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 
22UCM5CC8    

MANAGEMENT 

ACCOUNTING 
5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

 
 

  
 

CO2  
 

 
 

  
 

 
 

 
 

 
 

 

 

 
 

 

CO3  
 

 
 

  
 

 
 

   
 

  
 

CO4  
 

  
 

  
 

 
 

 
 

   
 

CO5  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
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Number of Matches() =   37  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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60 
0 12 49 21 0.00 20.00 81.67 35.00 National 
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SEMESTER-V 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM5CC9                     Exam Hours: 3 

Instruction Hours: 5       Internal Marks: 25 

Credits: 5        External Marks: 75 

 

CORE COURSE IX BANKING THEORY, LAW & PRACTICE 

Objectives: 

 To learn and understand the structure and functioning of Banking system, Central bank 

and Commercial banks in India. 

 To understand E-Banking and Mobile Banking 

Course Outcomes: 

1.  Knowledge about meaning, banker and customer relationship and customer 

accounts. 

2.  Knowledge on the different banks, deposits. 

3.  Knowledge on the RBI, central bank and credit control. 

4.  Knowledge on the Negotiable Instrument, bill of exchange, cheques and 

Promissory note. 

5. Knowledge on the E-banking and mobile bank. 

Unit-I 

Meaning and definition of Banker & Customer-General and special relationship between 

banker and customer –Rights to honor the cheque- wrongful dishonor and its consequences- to 

maintain secrecy of customers account. 

Unit – II 

Commercial banks –Universal Banking –Management of Deposits– Classification of Deposit 

accounts - nature of Deposit accounts –Senior Citizen Deposit Account- Flexi deposit 

Account- Advances- Types of Advances- Lending practice – principles of sound bank lending.    

Unit – III 

Central bank – Reserve Bank of India –Objectives-Organizational structure of RBI–

organization – functions – monetary policy – credit control measures and their effectiveness. 

Unit – IV 

Negotiable Instruments– Definition – features –Promissory note- Bill of exchange - Difference 

between cheque and bills of exchange-Cheque –Holder and holder in due course -crossing of a 

cheque- types of crossing – Endorsement- Negotiation & Dishonour and discharge of 

negotiable instrument- Protection of Collecting Banker & Paying Banker 

Unit – V 

E – Banking – Meaning – benefits – Electronic transfer: -NEFT – ECS (Credit and Debit)-

RTGS – Internet banking- Mobile banking –Difference between internet banking and mobile 

banking- Plastic money - Demat account. 



64 
 

Text Book(s): 

1. Banking Theory, law & Practice, K.Garden and N.Natarajan, Himalaya Publication. 

2. Banking Himalaya Publication, GordenNataraj, 2016 NewDelhi. 

Reference Book(s): 

1.Tannan‟s Banking law and Practice in India, M.S.Ramaswamy, Sultan Chand & Sons 

New Delhi. 

2.Banking theory, Law & Practice, S.M.Sundaram, Sri Meenakshi Publications, 

Karaikudi. 

3. Banking Law & Practice in India, Tannan, ML 2015  Indian Law House, 

NewDelhi. 

E –Content: 

 http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/650 

 https://www.youtube.com/watch?v=oxzmP7sjCRQ&list=PLBbCyJkOLB m-

m99E5vhk4owllgJK6aiT2  

  http://www.gdcboysang.ac.in/About/droid/uploads/BI5thSemBcom.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5CC9 BANKING THEORY, LAW 

& PRACTICE 

 

5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO2  
 

  
 

 
 

   
 

 
 

 
 

 
 

CO3  
 

 
 

   
 

 
 

    
 

CO4  
 

  
 

 

 

 

 
 

 
 

 
 

 

 
 

 
 

 
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48 
0 1 29 18 0.00 2.08 60.42 37.50 National 

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/650
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SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM5CC10   `  Exam hours: 3                                     

Instruction Hours: 5       Internal Marks: 25 

Credits: 5        External Marks: 75 

CORE COURSE X- AUDITING 

 

Objectives: 

 

 To Provide 

knowledge about basic ideas of auditing and the procedure for conducting company 

audit. 

 To provide 

knowledge to the students regarding the auditing practices. 

Course Outcomes: 

1. Understand the nature of present day auditing in India. 

2. Gain an insight on the nature of auditing practices and to know the 

procedure for auditing. 

3. Understand the dynamics of auditing transactions of various institutions. 

4. Learn the meaning and importance of developments in the practices of 

auditing in India. 

5. Learn the Audit reports and audit reserve. 

Unit-I 

Introduction – meaning – Definition – Evolution – Objectives – Advantages -Limitation of 

Auditing – Materiality in auditing- General Audit-Specific audit –continuous audit- Periodical 

audit -Management Audit- Social Audit-  Environmental Audit- Forensic Audit- Auditing Vs 

Book Keeping-Auditing Vs Accountancy. 

Unit – II 

Audit Planning –Considerations- organization of audit – Audit program –Audit Files- Audit 

note book – Working papers – Routine checking – Evidence - Criteria for selection of audit 

evidence – Process of gathering evidence - Testing. 

Unit – III 

Vouching –-vouching of cash transaction -vouching of trading transaction –Vouching Vs 

Routine Checking- Verification of assets -Valuation of assets - Verification of liabilities - 

Valuation of liabilities -Distinguish between verification and vouching. 

Unit – IV 

Audit of limited companies –Auditor qualification -disqualification –Appointment –

Reappointment of auditor- Rotation of an auditor-removal –remuneration – rights – duties - 

Auditor Procedures for limited companies – powers of an auditor – audit of balance sheet of a 
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company- auditor‟s liabilities- Role of Auditor in computerized environment-Functions of 

comptroller and auditor general if India - Duties of accountant general- Audit of government 

accounts. 

Unit – V 

Audit report – types – content of audit report –Title of audit report -Difference between auditor 

report and auditor certificate- reserve –difference between general reserve and provision – 

sinking fund –Methods of sinking fund- reserve fund – capital reserve – secret reserve – 

auditor‟s duty in connection with reserves. 

Text Book(s): 

1. Auditing – B. N. TandonS. Sudarsanam and S. Sundhabhu. 

2. Sundar K. and Paari, 2016 Auditing Vijay Nicole, Imprints Private Ltd,  

Chennai,2015. 

Reference Book(s): 

 1. Auditing – Jagdish Prasad 

 2.Auditing - Spicer & S. Peglar 

 3.Auditing - Natarajan, L. 2013. Chennai: Margham Publications. Chennai. 

E-Content: 

 https://www.youtube.com/watch?v=zuaVL3PMqj4ab_channel=DrSHI 

VAJIRSHELKE  

 https://www.slideshare.net/gopikrishz/auditing-46200775   

 https://www.slideshare.net/AjayNazarene/unit-4-vouching 

 https://www.slideshare.net/ali03444/audit-evidence-presentation 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5CC10   AUDITING 5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

   
 

 
 

 
 

 
 

 

CO2  
 

 
 

 
 

  
 

 
 

  
 

 
 

 
 

CO3  
 

  
 

 
 

 
 

  
 

  
 

 

CO4  
 

 
 

  
 

  
 

  
 

  
 

CO5  
 

  
 

 
 

 
 

 
 

 
 

  
 

 
 

Number of Matches() =  35    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 
Total 

Number 

of 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

https://www.youtube.com/watch?v=zuaVL3PMqj4
https://www.slideshare.net/AjayNazarene/unit-4-vouching
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69 
0 6 63 0 0.00 8.70 91.30 0.00 National 
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                                                   SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM5MBE1:1                  Exam Hours: 3 

Instruction Hours: 4                    Internal Marks: 25 

Credits: 4        External Marks: 75 

 

MBE -I  BUSINESS LAWS 

Objectives: 

 To make the students aware of the legal environment  

 To know the various Provisions and Important Acts relevant to the Indian business. 

Course Outcomes: 

1.  Acquire knowledge about mercantile law and kinds of contracts.  

2.  Know about quasi contracts and Performance of contract. 

3.  Gain knowledge about different agency. 

4. Acquire knowledge in goods and warranties. 

5.  Gain knowledge about Insurance. 

Unit-I 

Definition of Mercantile law-scope of Mercantile Law –Growth and Sources of Mercantile 

Law –Nature - Kinds of Contracts: Valid Contract-Voidable Contract-Difference between 

valid and voidable contract- Rules relating to valid offer -Consideration – Legal rules 

regarding consideration–Capacity of Parties –Free Consent – Legality of object –Void 

Agreements –Contingent Contracts. 

Unit – II 

Performance of Contracts –-Discharge of Contracts –Remedies for Breach Including Specific 

Performance – Recession- Damages-Quasi Contracts. 

Unit – III 

Law of Agency –Classification of agents –Creation of agency –Rectification –rights and duties 

of agents –Personal liability of agent. 

Unit – IV 

Sale and Agreement to sell –Caveat Emptor –Conditions -Warranties-Distinguish between 

Condition and Warranty-Transfer of Ownership –Sale by non-owners –Rights an unpaid 

vendor. 

Unit – V 

Law of Insurance-General Principles applicable to Insurance –Types of Insurance – Features. 
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Text Book(s): 

1. Mercantile Law –M.Chukla, S.Chand& Co  

 

2. Business Law, Shukla,M.C,S.Chand&Co. 

Reference Book(s): 

1. Mercantile Law Batra and Kaltra –Tata McGraw Hill Company  

2. Mercantile Law –M.C.Kuchal, Vikas Publishing House  

3. Mercantile Law with Industrial Law –S.P.Iyengar and B.K.Goyal, R.Chand& Co.,  

E-Content: 

 https://www.slideshare.net/ChandanMishra82/commercial-law-78913706  

 https://www.slideshare.net/nash32/commercial-law-68389890 

 https://www.slideserve.com/yepa/commercial-law 

 https://www.lawnow.org/introduction-to-contracts/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5MBE1:1  

  

BUSINESS LAW 

 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

   
 

  
 

  
 

CO3  
 

 
 

 
 

 
 

 
 

  
 

  
 

 

CO4  
 

  
 

 
 

  
 

  
 

 
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

Number of Matches() =  36    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 
Total 

Number 

of 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

https://www.slideshare.net/nash32/commercial-law-68389890
https://www.slideserve.com/yepa/commercial-law
https://www.lawnow.org/introduction-to-contracts/
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40 
0 0 36 4 0.00 0.00 90.00 10.00 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



71 
 

SEMESTER-V 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM5MBE1:2                                                  Exam hours: 3                                     

Instruction Hours: 4       Internal Marks: 25 

Credits: 4        External Marks: 75 

 

MBE I - COMPANY LAW & SECRETARIAL PRACTICE 

Objectives: 

 To learn about company formation and facilitate the students to understand company 

secretarial duties. 

 To provide the knowledge to the students regarding incorporation procedures. 

Course Outcomes: 

 

1. Understand the nature company and incorporation procedures. 

2. Gain an insight on the Memorandum of Association, Articles and prospectus. 

3. Understand the types of shares. 

4. Learn the meaning and importance of meetings and secretarial duties 

regarding meetings. 

5. Learn the Modes of Winding up. 

 

Unit-I 

Definition of a company – Characteristics – Kinds of companies – Incorporation of companies 

– Procedures. 

Unit – II 

Memorandum of Association- Articles of Association – Alteration – Prospectus – Company 

Secretary – Appointments – Types. 

Unit – III 

Shares – Types – Transfer and Transmission of shares – Allotment-Premium-Discount-

Forfeiture -Re-issue of Shares. 

Unit – IV 

Meetings – Kinds – Notice – Quorum- Minutes- Voting- Proxy -Agenda – Secretarial duties 

regarding meetings. 

 

Unit – V 

Winding Up – Modes of Winding up. 
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Text Book(s): 

1. Company Law & Secretarial Practice – N. D. Kapoor. 

2. Sreenivasan,M.R. Business Laws, Margam Publications,Chennai. 

Reference Book(s): 

     1. Company Law & Secretarial Practice – P. K. Gupta. 

2. Company Law & Secretarial Practice – K. C. Garg. R.C. Chawla, Vijay Gupta. 

     3. Manual of Secretarial Practice - B. N. Tandon. 

 

E Content: 

 https://youtu.be/pGoZNB6F1fs 

 https://youtu.be/em4OCDiJDNc 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 
22UCM5MBE1:2   

COMPANY LAW & 
SECRETARIAL 
PRACTICE 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

  
 

 
 

  
 

 
 

 
 

CO2  
 

  
 

 
 

   
 

  
 

 

CO3   
 

 
 

  
 

 
 

  
 

  
 

CO4  
 

 
 

  
 

 
 

 
 

 
 

  
 

 
 

CO5  
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

Number of Matches() =   36  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

  

 

 

 

 

 

 

https://youtu.be/pGoZNB6F1fs
https://youtu.be/em4OCDiJDNc
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 
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32 
0 0 32 0 0.00 0.00 100.00 0.00 National 
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SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:  22UCM5MBE1:3                    Exam hours: 3                                     

Instruction Hours: 4       Internal Marks: 25 

Credits: 4        External Marks: 75 

 

MBE I – BUSINESS ETHICS 

Objectives: 

 To make the students realize the importance of values and ethics in business. 

 To highlight the importance of Corporate Social Responsibilities in business. 

Course outcomes: 

1. Having knowledge on value systems and business ethics. 

2. Having knowledge on ethical leadership. 

3. Having knowledge on ethics related to hiring employees 

4. Having knowledge on Social responsibility of business. 

5. Having knowledge on Social Audit. 

UNIT - I 

 Ethics -Business Ethics-–Concept of Value -Morality Characteristic features of Moral 

standards - Value systems – Categorization of values – Morality -Culture – Importance of 

ethics in Business - History of the development of business ethics. 

UNIT-II  

Impact of Ethics on Business Policies- Strategies – Utilitarianism – Principles of 

Utilitarianism - Criticism of Utilitarianism - Impact on Business Culture- Role of CEO in 

shaping Business Culture – Ethical Leadership – Characteristics – Ethical attitudes of Indian 

CEOs. 

UNIT-III  

Types of Ethical issues - Internal Ethics of Business – Hiring Employees – Promotion - 

Wages – Job discrimination - Its nature -Extent- Exploitation of Employees – Discipline - 

Whistle Blowing 

UNIT-IV  

Markets and consumer Protection – Consumer rights – Unethical Practices in 

Marketing –Ethics of Competition - Fair Prices – Ethics in Advertising - False Claims - 

Environmental Protection - Ethics – Types of Pollutants - The ethics of environment Protection 

- Pollution Control – Ecological ethics 

 UNIT-V 

 Social Responsibilities of Business – Meaning – Responsibilities towards Customers- 

Shareholders-Employees – Social Audit – Objectives - Need for Social Audit – Methods of 

Social Audit – Benefits – Obstacles - Social Audit in India. 

Text Book(s): 

 1. U.C.Mathur, Corporate Governance & Business Ethics, Macmillan, 2005  
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2. Fernando. A. C., Business Ethics – An Indian Perspective, Pearson Publication, 2009.  

Reference Book(s) 

 1 Sanjeev.R., Ethics & Values in Business Management, Ane Books, 2009. 

 2 Dr.S.Sankaran, Business Ethics and Values, Margham Publications,2006 

 3 Velasquez, Business Ethics - Concepts and Cases, Prentice Hall, 5th edition, 2002. 

 E-Content: 

 https://youtu.be/HaOpSnnzA70 

 https://youtu.be/3rP73OH7zGE 

 https://youtu.be/k_Rp1UV9jIw 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

       V 22UCM5MBE1:3 BUSINESS ETHICS 

 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

   
 

  
 

 
 

 
 

CO2  
 

   
 

 
 

  
 

  
 

 
 

CO3  
 

 
 

 
 

  
 

 
 

 
 

 
 

  

CO4   
 

 
 

 
 

  
 

  
 

 
 

 
 

CO5  
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

Number of Matches() =  36   Relationship: High 

  

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

 

 

https://youtu.be/HaOpSnnzA70
https://youtu.be/3rP73OH7zGE
https://youtu.be/k_Rp1UV9jIw
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 
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56 
0 13 18 25 0.00 23.21 32.14 44.64 Global 
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                                                         SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code: 22UCM5SBE2:1                  Exam Hours: 3 

Instruction Hours: 2         Internal Marks: 25 

Credits: 2         External Marks: 75 

SBE II - ENTREPRENEURIAL DEVELOPMENT 

Objectives: 

 To provide the knowledge to the students regarding entrepreneurship – projects and 

related issues. 

 To provide the knowledge to the students regarding the social responsibility of 

entrepreneur. 

Course Outcomes: 

1. Understand the basic development of entrepreneurship as a profession. 

2. Identify and implement systems for collecting and analyzing information to 

monitor the performance of a new firm. 

3. Understand the differences between an entrepreneurial venture and an 

ongoing business operation. 

4. Describe examples of entrepreneurial business and actual practice, both 

successful and unsuccessful, and explain the role and significance of 

entrepreneurship as a career in the firm and in society. 

5. Understand the importance and role of ethical, sustainability, innovation and 

global issues for strategic decision making. 

 

Unit-I 

Entrepreneurship – Meaning –New definition of entrepreneurship- Qualities of 

entrepreneurship – Problems of an Entrepreneurs-Types of entrepreneurships -Functions of 

entrepreneurship – Role of entrepreneurship in economic Development-Women entrepreneur- 

Rural Entrepreneurship-   Entrepreneurial Motivations- Problems of women entrepreneur- 

Social responsibilities in Entrepreneurship- Entrepreneurial Mobility. 

Unit – II 

Entrepreneurial environment –- Factors affecting Entrepreneurial growth – competences – 

Entrepreneurial motivation –Phases of EDP-  Performance of EDP - barriers to entrepreneurial 

development- Accounting for Enterprises- Elements of financial statements. 

Unit – III 

Institutional finance to Entrepreneurs –Lease financing and hire Purchase- Taxation benefits to 

small scale Industries- commercial Banks - SFC – SIDC – SIPCOT – TIC – SIDBI-DIC-

SIDCO-NSIC-ITCOT-IIC-KVIC.  

Unit – IV 

Project management – sources of business idea- Opportunity Analysis- Ideation Techniques- 

Ideation Catalysts & Inhibitors-Business Model- Functions of business model- Business Model 

to Business Plans -project classification – Project identification – project formulation stages – 

project report – Project Appraisal. 

Unit – V 
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Incentives and subsides - Incentives to small scale Industries- incentives to industrial units 

located in backward areas – transport subsides – seed capital assistance – Govt Policy for 

Small Scale Entrepreneur- taxation benefits to SSI. 

Text Book(s): 

1. Entrepreneurial development – C. B. Gupta and Srinivasan. 

2. Gupta.C.B.&KhankaS.S.,EntrepreneurshipandSmallBusinessManage

ment, Sultan Chand & Sons, 7thRevised Edition- 2017. 

Reference Book(s): 

1. Dynamics of entrepreneurial development – Vasanthdesai – Himalaya Publishing 

house  

-New Delhi. 

2. Entrepreneurial Development-Dr.P.Saravanavel. 

   3.Entrepreneurial Development-Dr.V.Balu. 

 

E Content: 

 https://youtu.be/hBDQGEwAvJ4 

 https://youtu.be/YP2TAPbY4fw 

 https://youtu.be/gCRN8wS8PBM 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 
22UCM5SBE2:1    

ENTREPRENEURIAL  
DEVELOPMENT 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

 
 

   
 

 
 

 
 

 

CO3   
 

   
 

 
 

  
 

  
 

CO4  
 

  
 

 
 

  
 

 
 

  
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

  
 

 
 

 
 

Number of Matches() =  35   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

https://youtu.be/hBDQGEwAvJ4
https://youtu.be/YP2TAPbY4fw
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58 
4 36 17 1 6.90 62.07 29.31 1.72 Regional 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



80 
 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:  22UCM5SBE2:2      Exam hours: 3                                     

Instruction Hours: 2      Internal Marks: 25 

Credits: 2                            External Marks: 75 

 

SBE II – PERSONAL INVESTMENT MANAGEMENT 

Objective 

To make the students to study the concepts, importance, schemes and analysis 

related to investment. 

Course Outcomes 

After completing this course the student will be able to 

1.Describe an idea about investments and its various alternatives 

2.Articulate Investment Avenues in Bank Deposit. 

3.Appraise awareness regarding investments made through PSI and bonds 

4.Explain about securities available in secondary market 

5.Summaries about SEBI in investor protection &investor grievance 

Unit-I 

Investment - Importance- Alternative forms of investment- Objectives of Investment-

Principles-Types-Calculation of simple interest-Compound Interest. 

Unit - II 

Investment Avenues in Bank Deposit - Types-Features-Advantages-FixedDeposit-Savings 

Bank Account-Recurring deposit-Current Account. 

 

Unit -III 

Post Office Investments-Company Bonds-Deposits -Post  office  investments-NSC- POTD- 

POSB- PPF-Features-Advantages –Company Debentures-Company Fixed Deposit-Types-

Features. 

 

Unit -IV 

Securities Market-Mutual Funds- Securities market- Primary Market- IPO- Book Building-

Secondary Market- Stock Exchanges-Functions- Trading in Stock Exchanges- Advantages of 

investing in Shares-Features of Mutual Funds „investments –Types-Advantages. 

 

Unit -V: 

Investor Protection-Role of SEBI –Stock Exchanges in Investor Protection- Investor Grievance 

and Redressal System. 

 

TextBooks: 

1. Natarajan.L,Investment Management,MarghamPublications,Chennai2016 
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Reference Books: 

1. Sulochana.M. Investment Management,Kalyani Publishers,NewDelhi.2014 

2. Dr.Prithisingh, ―Investment Management‖ Himalaya Publication, 2015. 

 

   E content: 

 https://www.youtube.com/watch?v=Xed-GTdun8c 

 https://www.youtube.com/watch?v=KrcacISG4ek 

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

 https://www.slideshare.net/MHP1995/stock-exchange-53243893 

https://www.slideshare.net/SayedhadiHedayati/investment-management-67208004 
 

 

Semester Code Title of the Course Hours Credits 

V 22UCM5SBE2:2 Personal Investment 

Management 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

   
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

  
 

 
 

 

CO3  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO4  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO5  
 

  
 

 
 

  
 

 
 

 
 

 
 

 
 

Number of Matches() =  40   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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of 
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48 
0 22 18 8 0.00 45.83 37.50 16.67 Regional 

 

 

 

https://www.youtube.com/watch?v=Xed-GTdun8c
https://www.youtube.com/watch?v=KrcacISG4ek
https://www.youtube.com/watch?v=quyijMloSew
https://www.slideshare.net/MHP1995/stock-exchange-53243893
https://www.slideshare.net/SayedhadiHedayati/investment-management-67208004
https://www.slideshare.net/SayedhadiHedayati/investment-management-67208004
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EMESTER-V 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM5SBE3:1                 Exam hours: 3                                     

Instruction Hours: 2       Internal Marks: 25 

Credits: 2        External Marks: 75 

 

SBE III - MUTUAL FUNDS 

Objectives: 

 To understand the basic concepts of mutual funds. 

 To understand the regulations of SEBI and RBI. 

Course Outcomes: 

 

1. Enable the students to gain knowledge about Evaluation of mutual funds. 

2. Gain a rights and obligation of the investors.   

3. Understand the accounting of mutual fund. 

4. Gain the knowledge on mutual funds schemes in India. 

5. Learn the distribution channel on mutual funds. 

Unit-I 

 Concepts of Mutual funds –Evaluation of mutual funds – Role of mutual funds – Importance 

of mutual funds -Types of mutual funds. 

Unit – II 

Legal structure of mutual funds – Rights and Responsibilities of market constituents – Funds 

mergers -scheme takeovers. 

Unit – III 

Role of regulation in India – RBI-SEBI – IRDAI-Rights of the investors - obligation of the 

investors.  

Unit – IV 

Accounting of mutual fund – NAV Computation – pricing of units – valuation of mutual funds. 

Unit – V 
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Distribution channel – Direct marketing – Indirect Marketing channels- Broker – Broker 

commission- Underwriters -Mutual funds schemes in India- Invest in Mutual Fund online in 

India - Recent trend in mutual fund. 

Text Book(s): 

 

1. Financial instrument and services – Nalinipravatripathy, prentice hall of India. 

2. Management of Mutual funds – G.V.SatyaSekhar. 

. Reference Book(s): 

1. Mutual Funds – Mark Mobius – John Wiley & Sons 

2. Financial Services – M.Y. Khan, Tata McGraw Publications Co Ltd. 

3. Mutual Funds – Sundar Sankaran 

 

E Content: 

 https://youtu.be/PbldLCsspgE 

 https://youtu.be/8A3s9WP_7l4 

 https://youtu.be/1DRq8N7SpYc 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5SBE3:1 MUTUAL FUNDS 2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

   
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

  
 

 
 

 

CO3  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO4  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO5  
 

  
 

 
 

  
 

 
 

 
 

 
 

 
 

Number of Matches() =  40   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 
Total 

Number 

of 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

https://youtu.be/PbldLCsspgE
https://youtu.be/8A3s9WP_7l4
https://youtu.be/1DRq8N7SpYc
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28 
0 6 17 5 0.00 21.43 60.71 17.86 National 
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SEMESTER-V 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM5SBE3:2                 Exam hours: 3                                     

Instruction Hours: 2       Internal Marks: 25 

Credits: 2        External Marks: 75 

 

SBE III – OFFICE MANAGEMENT 

Objectives: 

To develop the students to an extensive study on Office Management. 

To enable the students to write the business letters 

Course Outcomes 

After Completing this course student will be able to 

1.Understand the Meaning, Functions of Office Management. 

2.nable the students to understand the Office Organisation, Characteristics, 

types and the functions of Office Administrator. 

3.Analyse the importance and essentials of Office Record and filing methods. 

4.Compile information on Office Communication, Report writing and Mailing. 

5.Explain the meaning, Principles of Form Letters and types of Report Writing. 

Unit  -I: 

Office Management – Meaning – Elements of Office Management – Functions of Office Management 

Unit –II 

Office organization –Characteristics-Steps-Types of organization functions of an office administrator. 

Unit  -III  

Office record management – Importance – Filing essentials – Classification   -Arrangements of files –

Modern methods of filing– Modern filing devices. 

Unit  -IV  

Office communication – Correspondence -Report writing - Meaning of office communication -

Mailing. 

Unit-V  

Form letters–Principals-Factors to be considered in designing office forms-Types of report writing. 

 

Text Books: 

1.J.P.Mahajan,Fundamentals of Office management. 

 

Reference Books: 
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1. S.P.Arrora,Office Management. 
2. RSNPillaiand Bagavathi,OfficeManagement. 

E-Content: 

 

 https://www.slideshare.net/israrraja/office-management-39808071 

 https://www.slideshare.net/rssa21/office-management-14163964 

 https://www.slideshare.net/aimeepusing/records-management-ppt 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5SBE3:2 Office Management 2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

   
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

  
 

 
 

 

CO3  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO4  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO5  
 

  
 

 
 

  
 

 
 

 
 

 
 

 
 

Number of Matches() =  40   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship  Very Poor Poor Modertate High Very High 

 
Total 
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of 
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Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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24 
0 16 8 0 0.00 66.67 33.33 0.00 Regional 

 

 

 

 

 

https://www.slideshare.net/israrraja/office-management-39808071
https://www.slideshare.net/rssa21/office-management-14163964
https://www.slideshare.net/aimeepusing/records-management-ppt
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SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM6CC11                             Exam hours: 3                                     

Instruction Hours: 6                    Internal Marks: 25 

Credits: 5         External Marks: 75 

 

CORE COURSE XI - CORPORATE ACCOUNTING 

Objectives: 

 To acquire basic concepts of corporate accounting. 

 To enable the students to acquire knowledge and skills in accounting for changes in corporate 

structure. 

Course Outcomes: 

 

1. Enable the students to understand about amalgamation, absorption and external 

reconstruction. 

2. Make them to aware about accounts of banking companies. 

3. Keep them to aware about accounts of insurance companies. 

4. Enable the students to gain an idea of liquidation of companies. 

5. To develop knowledge of holding companies accounts. 

Unit-I 

Shares- Estimation of investment in Shares - Issue of Shares-Forfeiture-Reissue of shares-Under 

Subscription-Calls in arrear-Calls in advance- Oversubscription-Issue of preference shares - 

Redemption of preference shares-  Issue of debentures- Redemption of Debentures-Consideration for 

issue of debentures -Difference between stock and shares. 

Unit – II 

Preparation of Company Final Accounts - Company balance sheet preparation - Computation of 

managerial Remuneration-Valuation of goodwill- Factors affecting valuation of goodwill- Valuation of 

Shares -Factors affecting valuation of shares. 

Unit – III 

Amalgamation as Merger - Purchase - Methods of purchase considerations -Closing entries in the 

books of vendor company - Opening entries in the books of buying company as per AS 21 (Inter-

company investments excluded). 

Unit – IV 

Holding company- Treatment of dividend- Steps involved in preparation of consolidated balance 

sheet- Consolidated Balance sheet as per AS 21- Accounts of Holding companies (excluding inter-

company holdings). 
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Unit – V 

Liquidation - Statement of affairs -Deficiency accounts - liquidator‟s final statement of receipt –

Payments- Accounts of Banking Companies- Legal Provisions- Rebate on bills discounted- CRR-

SLR- Insurance Company Accounts. 

 (Theory 25%,Problem 75%) 

Text Book(s):   

1. Reddy, T.S. and Murthy, A. 2015. Corporate Accounting. Revised Edition. 

MarghamPublications,Chennai. 

2. Pillai.R.S.N, Bagavathi and Uma.S, Fundamentals of Advanced Accounting, Third 

Revised Edition 2014,S.Chand& Company Private Limited, NewDelhi. 

 

Reference Book(s): 

1. Arulanandam, M.A. and Raman, K.S.2009. Advanced Accounting. 6thEdn. 

Himalaya Publishing House,Mumbai. 

2. Jain, S.P. and Narang, K.L. 2014. Advanced Accountancy. 20thEdn.  Kalyani 

Publishers,Ludhiana. 

3. Joseph. T, (2009), Corporate Accounting, the Tata McGraw - Hill Education Private Limited, 

New Delhi.  

E-Content: 

• https://www.youtube.com/watch?v=qXgxHiabEQM 

• https://www.youtube.com/watch?v=A-9hEMcSvno 

• https://www.slideshare.net/janehayden12/a-simple-introduction- about-aholding-company 

• https://www.slideshare.net/mcsharma1/accounting-for-share-capital-56771352 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 22UCM6CC11 CORPORATE 

ACCOUNTING 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

  
 

 
 

 

 

 
 

 

CO2  
 

 
 

 
 

  
 

 
 

 
 

 
 

  
 

CO3  
 

 
 

  
 

  
 

 
 

  
 

 

CO4  
 

  
 

  
 

 
 

 
 

 
 

  
 

CO5  
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

Number of Matches() =   36  Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

https://www.youtube.com/watch?v=qXgxHiabEQM
https://www.youtube.com/watch?v=A-9hEMcSvno
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42 
0 0 20 22 0.00 0.00 47.62 52.38 Global 
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SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:  22UCM6CC12                 Exam hours: 03                                     

Instruction Hours: 6        Internal Marks: 25 

Credits: 5        External Marks: 75 

 

CPRE COURSE XII – INSURANCE MANAGEMENT 

Objectives: 

 To learn and understand the basic concepts and various types of insurance. 

 To learn and understand the practical aspect of various types of insurance. 

Course Outcomes: 

 

1. Understand the purpose and need for insurance management. 

2. Gain an insight on the risk and insurance. 

3. Understand the practical aspect of life insurance. 

4. Gain the knowledge procedure for becoming an agent. 

5. Learn the functions and organization of Insurers. 

 

Unit-I 

Insurance– Scope – Objectives – Insurance to individuals, business – Insurance to Government -

Purpose- Need for Insurance –Terms used in insurance- Principles of Insurance - Insurance 

Management-Functions of Insurance Management-Insurance intermediaries – Globalization of 

Insurance Business- Insurance Contract- Insurance to Societies. 

Unit – II 

Risk and Insurance –Characteristics of risk- Causes of risk -Risk Management by Individuals -Risk 

Management by Corporations – Insurance Industry in India – Regulation of Indian Insurance Industry 

– Role of IRDA – Public participation in the insurance sector -Private participation in the insurance 

sector. 

Unit – III 

Life Insurance –Features of Life Insurance Contract- Life Insurance for the Under Privileged – 

Surrender Value- Policy Conditions- Principles of life insurance -Practical Aspect of Life Insurance – 

Rate making in life insurance -Introduction to General Insurance – Fire- Marine- Health- Rural- Social 

- Miscellaneous Insurances- Rate making in General insurance- Progress of Marine Insurance business 

in India- Prospects of Agricultural insurance in India. 

Unit – IV 

Procedure for becoming an agent-Pre requisites for obtaining a license – fair practice code – unfair 

practices – Appointment – Termination – Revocation – Suspension of an agent. 
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Unit – V 

Functions of Insurers – Organization of Insurers– Insurance product -Product design and Development 

– Underwriting – Claims management – Insurance Pricing – Actuarial Science – Insurance marketing 

– Marketing strategies of insurance marketing. 

Text Book(s): 

       1. Insurance and Risk management – Dr. P.K. Gupta., Himalaya. Insurance  

       2. Principles and practices – M.N. Mishra, S. Chand Publications. 

 

Reference Book(s): 

1. Insurance and Risk management – Dr. P.K. Gupta., Himalaya Publications. 

2. Periasamy. P - Principles and Practice of Life Insurance, Himalaya Publishing 

House,2017. 

3. Insurance principles and practice – M.N.Mishra, New Delhi.      

 

E Content: 

 https://youtu.be/9GFbG6E7XTc 

 https://youtu.be/zBxMmZ5qbDs 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

       VI 22UCM6CC12 INSURANCE 

MANAGEMENT 

 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

   
 

  
 

 
 

 
 

CO2  
 

   
 

 
 

  
 

  
 

 
 

CO3  
 

 
 

 
 

  
 

 
 

 
 

 
 

  

CO4   
 

 
 

 
 

  
 

  
 

 
 

 
 

CO5  
 

 
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

Number of Matches() =  36   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://youtu.be/9GFbG6E7XTc
https://youtu.be/zBxMmZ5qbDs
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61 
0 10 58 3 0.00 16.39 95.08 4.92 National 
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SEMESTER-VI 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:  22UCM6MBE2:1                           Exam hours: 3                                     

Instruction Hours: 6                   Internal Marks: 25 

Credits: 4         External Marks: 75 

 

MBE II - SERVICES MARKETING 

Objectives: 

 

 To understand the basic concepts of services marketing 

 To understand the different types of services marketing. 

 

Course Outcomes: 

 

1. To examine the nature of services, and distinguish between products and services.   

2. To create awareness about social concept and buyer behaviour. 

3. To provide knowledge about Services Marketing Mix. 

4. To make them understand about different types services marketing. 

5. To introduce and develop knowledge about the services in different methods. 

Unit-I 

Meaning – Importance of Services -scope – Features of Services – Growth of Services – Services 

Design -GAP Models of services quality- Blue printing using technology - Developing Human 

Resources - Building Service Aspirations-Types of Services – Comparative Analysis between Services 

and Goods 

Unit – II 

Services Marketing Concept- Social Concept – Buyer Behaviour – Factors Influencing Buyer 

Behaviour-Theories of Buyer Behaviour 

 

Unit – III 

Services Marketing Mix – Pricing- Pricing policy – Product – Place – Promotion – People – Process – 

Physical Distribution- Effective Management of service marketing. 

 Unit – IV 

Bank Marketing - Insurance Marketing – Tourism Marketing – Recent development in tourism 

marketing- Hospital Marketing. 

Unit – V 

Financial Services – Marketing of Financial Services - Consultancy Service Marketing-Primary 

Market-Secondary Markets 

 

Text Book(s): 

          1. Service Marketing – P.M. Reddy, Himalaya Publishing House, New Delhi. 

         2. Services Marketing – Christopher Lovelock, Jochen. 
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Reference Book(s): 

     1. Service Marketing – Dr. V. Balu, Sri Venkateswara Publication, Chennai. 

    2. Service Marketing – L. Natarajan, Margham Publication. 

    3. Services Marketing – R. Srinivasan. 

E Content: 

 https://youtu.be/rK0n5YsAPSw 

 https://youtu.be/1zYsQSJvbog 

 https://youtu.be/3jm4hJ5_n0U 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 22UCM6MBE2:1 SERVICES MARKETING 6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

   
 

 
 

CO2  
 

 
 

 
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  
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  
 

 
 

  
 

 
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

Number of Matches() =  36    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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38 
2 2 20 18 5.26 5.26 52.63 47.37 National 

 

https://youtu.be/rK0n5YsAPSw
https://youtu.be/1zYsQSJvbog
https://youtu.be/3jm4hJ5_n0U
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SEMESTER-VI 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM6MBE2:2                            Exam hours: 3                                     

Instruction Hours: 6        Internal Marks: 25 

Credits: 4         External Marks: 75 

 

                                            MBE II -  PROJECT METHODOLOGY 

Objective: 

 To provide basic knowledge about the project methodology.  

 After the successful completion of the course the student will come to know how to carry out 

the project work  

Course Outcomes: 

 

1. Understand the nature contextualization of knowledge 

2. Create awareness about critical thinking 

3. Provide knowledge about praxis and technique 

4. Make them to understand about research and communication. 

5. Understand the current state of the project management profession. 

Unit-I 

Meaning of Project- Features- Objectives of project- Difference between dissertation and 

Thesis.  

Unit – II 

Identification of project problems- Problems related to Finance- Marketing- HRM- EDP-

Banking. 

Unit – III 

Review of Literature - Sampling- Selection of sample- Collection of data. 

 UNIT – IV 

 Data analysis- Percentage and trend analysis- Numerical evaluation- Justification-  

interpretation. 

UNIT - V 

Project Report Writing-Content of report- Importance of project report retail -Significance-

Types. 

TEXT BOOKS: 

1. Project Methodology – Senthilkumar.K & Sasikumar.G, Himalaya Publishing House, Mumbai. 

 2. Research Methodology – Methods and Techniques, C.R.Kothari, Gourav Garg – New age 

international publishers, New Delhi.  

REFERENCE BOOKS: 
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 3. Project Management – K.Nagarajan, New age international publishers, New Delhi. 

 4. Elements of project management - K.Nagarajan,,New age international publishers, New Delhi.  

5. A Guide to projects – Dr.R.Ravilochanan , Margham publications, Chennai. 

E Content: 

1. https://en.wikipedia.org/wiki/Project_management 

2. https://thedigitalprojectmanager.com/project-management-articles-podcasts/ 

3. https://www.usability.gov/what-and-why/project-management.html 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 22UCM6MBE2:2 PROJECT 

METHODOLOGY 
6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

  
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CO2  
 

 
 

 
 

  
 

 
 

 
 

  
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  
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 
 

 
 

 
 

 
 

Number of Matches() = 36    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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33 
0 13 10 0 0.00 39.39 30.30 0.00 Regional 

https://en.wikipedia.org/wiki/Project_management
https://thedigitalprojectmanager.com/project-management-articles-podcasts/
https://www.usability.gov/what-and-why/project-management.html
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SEMESTER-VI 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:  22UCM6MBE2:3             Exam hours: 3                                     

Instruction Hours: 6                                                Internal Marks: 25 

Credits: 4                External Marks: 75 

 

MBE II -  CORPORATE TAX PLANNING 

Objectives:  

 To provide Basic knowledge of corporate tax planning and its impact on decision-making. 

 T o provide the knowledge about the financial management decision 

Course Outcomes: 

 

1. Understand tax planning and tax management. 

2. Create awareness about financial management decision 

3. Provide knowledge about double taxation. 

4. Make them to understand about tax planning with management decision. 

5. Develop knowledge about the Conversion of company into LLP 

Unit -1 

Introduction –Tax planning –Tax management –Tax evasion –Tax avoidance –Corporate tax in 

India- Types of companies –Residential status of companies –Tax incidence –Tax liability –

minimum alternate tax –Tax on distributed profits. 

Unit - II 

Tax planning with reference to setting up of a new business-  Location aspect- nature of business-

Form of organization- Tax planning with reference to financial management decision- Capital 

structure - dividend including deemed dividend and bonus shares - Tax planning with reference to 

sale of scientific research assets. 

Unit- III  

Tax planning with reference to specific management decisions- Make buy own or lease- Repair or 

replace - Tax planning with reference to employees‟ remuneration - Tax planning with reference to 

receipt of insurance compensation - Tax planning with reference to distribution of assets at the 

time of liquidation. 

 

Unit -IV 

Special provisions relating to non –Residents – Double taxation relief –Provisions regulating transfer 

pricing –Advance rulings –Advance pricing agreement. 
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Unit- V 

Tax Planning with reference to Business Restructuring –Amalgamation –Demerger –Slump sale-

Conversion of sole proprietary concern / partnership firm into company Conversion of company into 

LLP – Transfer of assets between holding and subsidiary companies 

Text Book(s): 

1. Vinod K.Singhania and Monica Singhania, Corporate Tax Planning. 

Taxmann Publications Pvt.Ltd.,NewDelhi. 

2. Girish Ahuja and Ravi Gupta.Corporate TaxPlanning and Management. 

Bharat Law House, Delhi 

Reference Book(s): 

 

1. Shuklendra Acharya and M.G.Gurha.TaxPlanning under Direct 

Taxes.Modern Law Publication, Allahabad. 
2. D.P.Mittal,Law of Transfer Pricing.Taxmann Publications Pvt.Ltd.,NewDelhi. 
3. IAS–12andAS–22. 

4. T.P.Ghosh,IFRS,Taxmann Publications Pvt.Ltd.New Delhi. 

E-Content: 

 https://youtu.be/AGIM4yeZsHI 

 https://youtu.be/njN6rVIr9gM 

 https://youtu.be/P-JeBvkUa1k 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 22UCM6MBE2:3 CORPORATE TAX 

PLANNING 

6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

CO3  
 

   
 

 
 

   
 

  

CO4  
 

 
 

 
 

   
 

   
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

Number of Matches() = 36    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

https://youtu.be/AGIM4yeZsHI
https://youtu.be/njN6rVIr9gM
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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o
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l 

R
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N
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n
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G
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b
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38 
0 14 24 0 0.00 36.84 63.16 0.00 National 
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SEMESTER-VI 

 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:  22UCM6MBE3:1                             Exam hours: 3                                     

Instruction Hours: 6        Internal Marks: 25 

Credits: 4         External Marks: 75 

 

MBE III - INDIAN  FINANCIAL SYSTEM 

Objectives: 

 

 To study about various financial services in India. 

 To make the student well acquainted regarding financial market. 

Course Outcomes: 

 

1. Give an idea about fundamentals of financial services and players in financial sectors. 

2. Create awareness about nature and role of money market in India. 

3. Provide knowledge about financial services in India. 

4. Make them understand about recent trend in accounting and finance. 

5. To develop knowledge on regulation of SEBI on mutual funds. 

Unit-I 

Indian Financial System–Importance of Financial System- Types of financial system.-Role of 

Financial Intermediaries in Financial System-Role of SEBI - RBI as a Regulatory Authority-Insurance 

Development Regulatory Authority. 

Unit – II 

 Primary &Secondary Markets-Nature- Role of Money Market in India-Commodity market-

Commercial Papers-Certificate of Deposits- Bills of Exchange- Secondary market. 

Unit – III 

Financial Services in India - Factoring Services- Forfaiting Services-Credit rating-Venture Capital. 

Unit – IV 

Recent Trend in Accounting and Finance - Zero Base Budgeting- Inflation Accounting- Human 

Resource Accounting-Activity Based Costing- Mergers -Acquisitions.(Theory only). 

Unit – V 

Mutual funds – Need-Advantages- Types of mutual funds – Classification of mutual funds  – 

Regulation of SEBI on mutual funds – Performance of private sector mutual funds – Details of assets 

under management of mutual funds. 
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Text Book(s): 

 

 1.M Pandey – Financial Management. 

 2.Prof.SatishInamdar – Financial statement and Analysis. 

Reference Book(s): 

 

1. P.C Pardeshi -Business Finance. 

2.  Khan and Jain – Financial Management. 

3.  Prasanna Chandra – Financial Management. 

4.  Kohak M.A – Financial Services. 

E-Content: 

• https://www.youtube.com/watch?v=cEu6cOD5C4k 

 https://www.youtube.com/watch?v=aJJmaZ205_Y 

• &list=PL2BSNiT5viZUa7QrpQHVp2VR 89TqbJu-r  

https://www.youtube.com/watch?v=28HpCMWfc7k 

 https://www.youtube.com/watch?v=O7QhxverwMo 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 
22UCM6MBE3:1

  

 INDIAN FINANCIAL 
SYSTEM 

6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

   
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

  
 

  
 

 
 

 
 

 

CO3  
 

 
 

    
 

   
 

 
 

CO4  
 

  
 

 
 

  
 

 
 

 
 

 
 

 

CO5  
 

 
 

  
 

 
 

 
 

   
 

 
 

Number of Matches() =  32 Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

https://www.youtube.com/watch?v=cEu6cOD5C4k
https://www.youtube.com/watch?v=aJJmaZ205_Y
https://www.youtube.com/watch?v=28HpCMWfc7k
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Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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35 
0 6 24 5 0.00 17.14 68.57 14.29 National 
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SEMESTER-VI 

Course Code:  22UCM6MBE3:2                                        Exam hours: 3                                     

Instruction Hours: 6        Internal Marks: 25 

Credits: 4         External Marks: 75 

 

MBE III - EXPORT MARKETING 

 

Objective: 

 

 To make the students in aware of export marketing practices. 

 To understand the export process skill sets required, key marketing concepts and the 

differences between internal trade and international trade. 

Learning Outcome 

1. Know the basic concepts of export marketing and problems faced by exporters, 

2. Create awareness about sources of market information. 

3. Provide knowledge about export documentation. 

4. Make them to understand about role of MNCs in developing countries. 

5. Develop knowledge about the International financial markets and exchange rate mechanism. 

Unit-I 

Introduction to export marketing– objectives – Scope – Importance of export trade – Distinguish 

between internal trade and international trade – Problems faced by exporters. 

Unit – II 

Features -Functions of Export marketing – Sources of market information – Product planning – 

Quality control – Export pricing – Export marketing channels – Strategy formulation. 

Unit – III 

Steps involved in Export – Confirmation of order – Production of goods – Shipment – Negotiation – 

Documents used for export – Commercial documents – Regulatory documents – ISO certificates. 

Unit – IV 

Multinational corporations – features – classifications – role of MNCs in developing countries – 

threats faced by exporters. 

Unit – V 

International financial markets – EXIM bank – Exchange rate mechanism – Export Credit Guarantee 

Corporation (ECGC).  

Text Book(s): 

 

       1. Export marketing – Balagopal, T.A.S., Himalaya Publications. 

       2. International marketing – Michael R 
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Reference Book(s): 

 

       1. Export marketing – Rathor, B.S., &Rathor, J.S., Himalaya Publications. 

       2. International Trade and Export Management – Francis Cherunilam. 

       3. International marketing – P.K.Vasudeva. 

E Content: 

 https://youtu.be/SgMY2d2_QEk 

 https://youtu.be/Ty0WRhFmv70 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 
22UCM6MBE3:2

  

EXPORT MARKETING 
6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

   
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

  
 

  
 

 
 

 
 

 

CO3  
 

 
 

    
 

   
 

 
 

CO4  
 

  
 

 
 

  
 

 
 

 
 

 
 

 

CO5  
 

 
 

  
 

 
 

 
 

   
 

 
 

Number of Matches() =  32 Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based on 

% 
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32 
0 0 6 27 0.00 0.00 18.75 84.38 Global 

 

0 

https://youtu.be/SgMY2d2_QEk
https://youtu.be/Ty0WRhFmv70
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SEMESTER-VI 

Course Code:  22UCM6MBE3:3                                        Exam hours:03                                     

Instruction Hours: 6        Internal Marks: 25 

Credits: 4         External Marks: 75 

 

MBE III - ADVERTISING 

 

Objective: 

 To familiarize the students with the basic concepts and tools. 

 To provide knowledge about the techniques of advertising used in marketing. 

Course Outcomes:  

1. Gaining knowledge about advertising as a tool of communication. 

2. Learned about major media types. 

3. Having knowledge about preparation of ads. 

4. Knowledge about pre and post testing techniques. 

5. Having knowledge about selection of advertisement agency.

 

Unit -I 

Communication Process- Advertising as a tool of communication –Nature-Importance- f advertising 

Types of advertising-Advertising objectives- Audience analysis-Setting of advertising budget- 

Determinants -Major methods 

Unit  -II 

Media Decisions-Major media types-their characteristics-internet as an advertising media-

Merits &Demerits-Factors influencing media choice-media selection-media scheduling-

Advertising through the Internet-Media devices 

Unit  -III 

Message Development-Advertising appeals- Advertising copy and elements- Preparing ads 

for different media 

Unit  -IV 

Advertising Effectiveness-Evaluating communication-sales effects-Pre-and Post-testing 

techniques. 

Unit- V 

Advertising Agency-Role-Types-Selection of advertising agency-Social-Ethical-legal aspects of 

advertising in India. 
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Text Books: 

 

1. George EBelch, Michael ABelch, Keyoor Purani, Advertising and 

Promotion:An Integrated Marketing Communications Perspective (SIE), 

McGrawHill Education 

2. S.WatsDunn,andArnoldM.Barban.Advertising:ItsRoleinMarketing.DrydenPress 

Reference Books: 

1. Burnett,Wells,and 

Moriatty.Advertising:PrinciplesandPractice.5
th

ed.PrenticeHallofIndia,Ne

wDelhi. 

2. Batra,Myers and Aakers.Advertising Management. PHILearning. 

3. Terence A.Shimp.Advertising and Promotion: An IMC Approach. Cengage 

Learning. 

4. Sharma,Kavita.Advertising:Planning and DecisionMaking,Taxmann Publications 

5. JaishreeJethwaneyandShrutiJain,AdvertisingManagement,OxfordUniver

sityPress,2012 

E-Content: 

 https://youtu.be/OTR3l_64v0I 

 https://youtu.be/OTR3l_64v0I 

 https://youtu.be/teQDiqxgg9w 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 
22UCM6MBE3:3

  

ADVERTISING 
6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

   
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

  
 

  
 

 
 

 
 

 

CO3  
 

 
 

    
 

   
 

 
 

CO4  
 

  
 

 
 

  
 

 
 

 
 

 
 

 

CO5  
 

 
 

  
 

 
 

 
 

   
 

 
 

Number of Matches() =  32 Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
 

https://youtu.be/OTR3l_64v0I
https://youtu.be/OTR3l_64v0I
https://youtu.be/teQDiqxgg9w
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34 
0 13 21 0 0.00 38.24 61.76 0.00 National 
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Thanthai Hans Roever College (Autonomous), 

Elambalur, Perambalur – 621 220 

 

M.Com 

 

CHOICE BASED CREDIT SYSTEM  

LEARNING OUTCOMES BASED CURRICULUM FRAME WORK (CBCS-LOCF) 

 

(Applicable to the students Admitted from the academic Year 2022-2023 onwards) 

 

Sem. 

Name of 

the 

Courses 

Course Code 

Title of the Paper 
Ins. 

Hrs. 
Credits 

Exam 

Hrs 

Max. Marks 

CIA ESE Total 

I 

CC-I 22PCM1CC1 Managerial Economics 6 5 3 25 75 100 

CC-II 22 PCM 1CC2 Advanced  Financial 

Management 
6 5 

3 
25 75 100 

CC-III 22 PCM 1CC3 Human Resource 

Management 
6 5 

3 
25 75 100 

CCC-I 

 

22 PCM 

1CCC1:1 

22 PCM 

1CCC1:2 

1.  Industrial & 

Corporate Law          

  (Or) 

2.Credit Management 

6 4 3 25 75 100 

EC-I 

 

22PCM1EC1:1 

22 PCM 

1EC1:2 

1.  Information 

Technology         

 (Or) 

2. Environmental 

Management 

Accounting 

6 3 3 25 75 100 

VAC-I* 22PVACM1:1 

22PVACM1:2 

1.   International 

Business      

   (Or) 

2. Business Analytics 

- 2* 3 25 75 100* 

Total 30 22 - - - 500 

II 

CC-IV 22 PCM 2CC4 Quantitative 

Techniques 
6 5 

3 
25 75 100 

CC-V 22 PCM 2CC5 Applied Costing 6 5 3 25 75 100 

CC-VI 22PCM2CC6 Security Analysis & 

Portfolio Management 
5 5 

3 
25 75 100 

CCC-II 22 PCM 

2CCC2:1 

22 PCM 

2CCC2:2 

1. Organizational 

Behavior         

  (Or) 

2.  Change 

Management 

5 4 3 25 75 100 

EC-II 

 

22 PCM 

2EC2:1 

22 PCM 

2EC2:2 

1. International Trade & 

Practice 

(Or) 

2. Computerized 

Accounting 

5 3 3 25 75 100 

NME-I 22 PCM 

2NME1:1 

22 PCM 

1. Retail Marketing          

(Or) 

2. Customer 

3 2 3 25 75 100 



2NME1:2 Relationship 

Management 

Extra 

Credit 

Course 

** 

22 PCM 2OC SWAYAM/NPTEL 

Online Course 
 2** 

 

   

Total 30 24    600 

III 

CC-VII 22 PCM 3CC7 Advanced Corporate 

Accounting 
6 5 

3 
25 75 100 

CC-

VIII 

22 PCM 3CC8  Research 

Methodology 
6 5 

3 
25 75 100 

CC-IX 22 PCM 3CC9 Operations  Research           6 5 3 25 75 100 

CCC-

III 

22 PCM 

3CCC2:1 

22 PCM 

3CCC2:2 

1.  Goods & Services 

Tax 

 (Or) 

2. Financial Derivatives 

6 4 3 25 75 100 

EC-III 

 

22 PCM 

3EC3:1 

22 PCM 

3EC3:2 

1.  Consumer Rights & 

Education         

  (Or) 

2. Capital Markets 

6 3 3 25 75 100 

VAC-

II* 

22PVACM2:1 

22PVACM2:2 

1. Corporate Social 

Responsibility  

(Or) 

2. Behavioural Finance 

- 2* 

3 

25 75 100* 

  Internship -Etc. credit* -  - - - - 

Total 30 22 - - - 500 

IV 

CC-X 22 PCM 4CC10 Accounting for 

Management 
6 5 

3 
25 75 100 

CC-XI 22 PCM 4CC11 Applied E - Commerce 6 5 3 25 75 100 

E/IBC* 22 PCM 4E/ 

22 PCM 4IBC 

Entrepreneurial 

Development 

 

6 

 

5 

 

3 
25 75 100 

NME-

II 

22 PCM 

4NME2:1 

22 PCM 

4NME2:2 

1. Campus to Corporate 

 (Or) 

2. Business Practices & 

Environment 

 

3 

 

2 

 

3 
25 75 100 

Project 22 PCM 4PW  9 5 3 
Evaluation-80 

Viva-Voce-20 100 

Total 30 22    500 

Grand Total 120 90    2100 

 

Note: 

Project  : 100 Marks 

Dissertation : 80 Marks 

Viva Voce : 20 Marks 

  

Core Papers   -  14    

Elective Papers  -  5    

Project   -  1    

1.  Theory      Internal      25 marks    External     75 marks  

2. Separate passing minimum is prescribed for Internal and External 



a) The passing minimum for CIA shall be 40% out of 25 marks (i.e. 10 marks) 

b) The passing minimum for University Examinations shall be 40% out of 75 

     marks (i.e. 30 marks) 

c) The passing minimum not less than 50% in the aggregate. 
3.* Internship – 2 credits  

 

SUMMARY OF CURRICULUM STRUCTURE OF PG PROGRAMMES - ARTS 

S.No. Types of Courses No. of 
Courses 

No. of 
Credits 

Marks 

1 Core Courses (CC) 11 55 1100 

2 Core Choice Courses (CCC) 3 12 300 

3 Elective Courses (EC) 3 9 300 

4 Entrepreneurship/Industry Based Course 1 5 100 

5 Project 1 5 100 

6 Non Major Elective Courses 2 4 200 

7 Total 21 90 2100 

8 Value Added Courses* 2* 4* 200* 

 

 The value added course credit will not be included in the total CGPA. 

These courses are extra- credit courses  

Instruction hours for these courses is 30 hours 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  -I 

Course Code: 22PCM1CC1                                                                           Exam Hours: 3 

Instruction Hours: 6                                                                                       Internal Marks: 25 

Credits: 5                                                                                                       External Marks: 75 

 

CORE COURSE – I  MANAGERIAL ECONOMICS 

Objective: 

• To make the students to realize the usefulness of Economic tools, Principles and laws in 

business decisions 

Course Outcomes: 
1. Understand the nature and applications of managerial economics in the business 

decision-making. 

2. Understand production laws and these are delivering inputs and facilitating to the 

managers in short and long run 

3. Knowhow the organization attain equilibrium under different market 

4. Understand different phases of business cycle and what decision shall be made by 

the organization to stand in the competitive business world. 

5. Understand macroeconomics environment to compete the global business competition 

Unit -I 
Managerial Economics – Definition – Scope and applications– Role of managerial economist – 

Circular Flow of Activity – Objectives of Firms - Demand Analysis and Estimation– Individual, 

Market and Firm demand-Demand Analysis and Forecasting methods –Elasticity of Demand  

and Law of Supply. 

Unit -II 

Production Function – Return to scale – Economics of size and Capacity utilization – Break-even 

analysis – Cost Functions – Determinants of Costs – Cost Forecasting - Cost behavior in short 

run and Long run –Cost-Output relationship - Analysis of Risk and Uncertainty 

Unit -III 
 Profit maximization in the short run- Profit maximization in the long run- Managerial 

decisions for firms with market power- Determinants of the market power- Profit 

maximization under monopoly - Oligopoly- Monopolistic competition - Price 

Determination Under Different Market Conditions  

Unit -IV 
Introduction to National Income – National Income  Concepts - Determination- Economic 

Indicators - Technology  and Employment- Issues and Challenges –Management of Cyclical 

Fluctuations – Fiscaland  Monetary Policies. 

 

Unit- V 

Macro -economic and Business – Economic forecasting for business – Economic Transition in 

India -  Liberalization – Privatization and Globalization -Business and  Government - Public-

Private Participation (PPP)– Industrial Finance -  Foreign Direct Investment(FDIs) – Foreign 

Institutional Investors(FIIs). 

 



Text Book(s): 

1. Sankaran .S ,Managerial Economics Margham Publications, Chennai,2018 

2. Pindyck, R.S., D. L. Rubinfeld and P. L. Mehta; Microeconomics, Pearson 

Education.2015 

3. N. Gregory mankiw, Principles of Micro Economics, Cengage Learning 2016 

4. Maddala G.S. and E. Miller; Microeconomics: Theory and Applications, McGraw-
Hill 2015   

Reference Book(s): 

1. Petersen, H.Carig and W. Cris Lewis: Managerial Economics, Prentice Hall, 

Delhi,2017 
2. Salvatore, D. Schaum‟s Outline: Microeconomic Theory, McGraw-Hill, 2016 

E-Content: 

https://www.slideshare.net/123ps/managerial-economics-ppt 

https://www.slideserve.com/opa/managerial-economics 

http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf 

http://www.ddegjust.ac.in/studymaterial/bba/bba-103.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CC1   MANAGERIAL 

ECONOMICS 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                  

CO2                  

CO3                    

CO4                     

CO5                 

Number of Matches() =  39    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 



Total 
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of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
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46 3 4 19 20 6.52 8.69 41.30 43.47 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

      SEMESTER  - I 

Course Code        : 22PCM1CC2                                                              Exam Hours    : 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits : 5                                                                                                 External Marks: 75 

 

CORE COURSE – II ADVANCED FINANCIAL MANAGEMENT 

Objectives: 

• To acquire the advanced knowledge in financial management. 

• To gain practical experience in finance handling in Corporate sectors. 

Course Outcomes: 

1. Gain an understanding of the theoretical framework of financial management in 

business corporations 

2. Understand various sources of financing and financial planning 

3. Describe management of assets of the company 

4. Understand leverages 

5. Gain an understanding of the capital structure and dividend theories 

Unit I 

Financial Management –  Scope of financial Management– Financial planning –Profit 

maximization vs Wealth maximization - Finance functions – Role of finance manager – 

Liquidity Vs Profitability - Risk -Return trade off – Operating conditions of financial 

management of the company – Methods & Tools of Financial management -- Time value of 

money – Changing scenario of financial management in India(Theory) 

Unit II 

Form of capital – Capitalization - Capital structure –Designing – Factors determining capital 

structure-Capital structure theories - Net income - Net operating Income - MM andTraditional 

theories – Leverage- Types – Operating leverage- Financial leverage – Combined leverage -

EBIT/EPS Analysis. 

Unit III 
Cost of capital - Equity - Debt - Retained earnings – Weighted average cost of capital – Dividend 

policy and practices– Factors determining dividend policy – Dividend theories – Graham - 

Walter - Gordon  - Modigliani Miller theories. 

Unit IV 

Concepts of working capital –Types - Significance - Adequacy -Determination of working 

capital - Issues and methods of estimating working capital – Operating cycle method – Cash and 

cash equivalent management- Tandon committee – Working capital ratios. 

 

Unit V 

Inventory management - RISK & Cost of holding inventory - Techniques of Inventory 

management – EOQ – ABC analysis – Inventory turnover ratios – Just in Time inventory system 

– VED analysis – FSN analysis – Min-Max Method – Perpetual Inventory system – Receivables 

Management - Objectives – Costs – Benefits - Credit policies – Credit Terms – Credit analysis - 



Collection policies – Decision tree Analysis of credit granting – Monitoring & control of 

receivables. 

       (Theory:  40%, Problem: 60%) 

Text Book(s): 

1. Khan M Y and Jain P K, (2014), Financial management, Text, Problems and cases, 

Tata McGraw Hill, NewDelhi 

2. Murthy A, (2016), Financial Management, Margam Publications,Chennai 

3. Maheswari S N, (2016), Financial Management, Sultan Chand & Sons, NewDelhi 

4. Pandey I M, (2014), Financial Management, Vikas Publishing House,Mumbai 

Reference Book(s): 

1. Prasanna Chandra, (2014), Financial Management, 7th edition, Tata McGraw Hill, 

NewDelhi 

2. Tulsian P C, (2016), Financial Management, S.Chand& Company, NewDelhi 

E-Content: 

https://www.slideshare.net/niaz007/financial-management-complete-notefor- bba 

https://www.slideshare.net/roopeshv149/introduction-to-financialmanagement- 46119210 

https://www.youtube.com/watch?v=C6sVwUStfEA 

https://www.youtube.com/watch?v=LmlMFTh6Zco 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CC2 ADVANCED FINANCIAL 

MANAGEMENT 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                  

CO3                  

CO4                   

CO5                   

Number of Matches() =38      Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

https://www.slideshare.net/niaz007/financial-management-complete-notefor-
https://www.slideshare.net/roopeshv149/introduction-to-financialmanagement-
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71 6 11 31 23 8.45 15.49 43.66 32.39 National 

       

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - I 

Course Code: 22PCM1CC3                                                                      Exam Hours     : 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 5                                                                                                    External Marks: 75 

CORE COURSE – III  HUMAN RESOURCE MANAGEMENT 

Objective: 

• To understand the concepts and practices followed in managing the people at work. 

• To understand the contemporary issues of HRM. 

Course Outcomes: 
1. Know the basics present trend in Human Resource Management 

2. Help furnish the various job related aspects 

3. Know various aspects of Human development related issues 

4. Evaluate the quality aspects of human resources 

5. Gain an understanding about the safety aspects of Human Resource. 

Unit I 

HRM – Nature – Objectives – Importance – Scope – HRM as profession – Functions of HRM –   

Role & Functions of HR Manager - H.R.M. Vs Personnel Management - Recent trend in  HRM - 

Strategic Human Resource Management - Human Resource Policies and Nark culture – 

Emerging challenges of human resource management. 

Unit II 

Human Resources Planning – Process - Forecasting, Demand & Supply –- Job Analysis - 

Procedure for Job Analysis - Job Description - Job Specifications -  Career life stages - Job 

Evaluation - Objectives - Steps in Job evaluation Process - Advantages and Disadvantages of Job 

Evaluation - Job design - Job enrichment 

Unit III 

Recruitment - Sources of Recruitment - Factors influencing Recruitment - Benefits of Internal & 

External Recruitment  - Selection - Methods - E-recruitment - Selection process - Orientation 

process - International staffing – Geocentric ethnocentric, polycentring approaches - Sources of  

Selection - Uses of Various Tests - Interview - Placement - Need for Training - Training  

Methods-- Job changes – Transfer - Promotion 

Unit IV 

Performance Appraisal -Concept - Objectives - Methods – Uses of Performance appraisal -  Job 

Evaluation & Wage discrimination - MBO – 360 Degree appraisal - Potential appraisal – 

Employee counseling– Human ResourceAudit. 

. 

Unit V 

Employee health and safety – Employee welfare –Employee Empowerment – Quality Circles 

Employer & employee relation – An overview – Grievance handling and redressal – Industrial 



disputes – Causes and settlement– E-HRM - Impact of HRM practice an organization 

performance – Contemporary issues in HRM. 

 

 

Text Book(s): 

1. Gary Dessler, Human Resource Management, Pearson Chennai, 2020.(16th Edition) 

2. Mello, Jeffrey A. Strategic Human Resource Management: Thomson South 

Western,2019 (4th Edition) 

3. Charles R.Greer, Strategic Human Resource Management, Pearson Education,2015. 
4. Mahananda B.C.Strategic Human Resource Management, VBH,2013 

Reference Book(s): 

1. Luis R.Gomez- Mejia, David B. Balkin, Robert L. Cardy, Managing Human 

Resources,PHI.2014 

2. Peter J. Dowling, Denice E.Welch, Randall S.Schuler, International Human Resource 

Management, Thomson South –Western,2016. 

E-Content: 

https://www.youtube.com/watch?v=Nhzzjqorkh0 

https://www.youtube.com/watch?v=mE51hXXJkq4 

https://www.youtube.com/watch?v=kBSfxbv7CcM 

https://brauss.in/hrm-basic-notes.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CC3 HUMAN RESOURCE 

MANAGEMENT 
6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                    

CO4                   

CO5                   

Number of Matches() =  41    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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69 13 0 26 30 18.84 0 37.68 43.48 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - I 

Course Code: 22PCM1CCC1:1                                                                      Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 4                                                                                                    External Marks: 75 

 

CORE CHOICE COURSE – 1 INDUSTRIAL & CORPORATE LAW 

 

Objectives: 

• To understand the importance of corporate law. 

• To understand the prevention and settlement of industrial dispute 

Course Outcomes: 
1. Know the provision of Companies Act relating to Administration of Companies 

2. Obtained knowledge about IDRA and procedures of Licensing. 

3. Know the Industrial disputes in depth 

4. Obtained the clear insight about Essential Commodities Act and the powers of Central 

Government regarding that. 

5. Helps to get a clear knowledge about duties, liabilities and registration of Trade Unions. 

UNIT –I  

 

Industries (Development and Regulation) Act, 1951  – Definitions – Object - Central Advisory 

Council – Development Council – Regulation of Scheduled Industries – Registration and 

Licensing – Foreign Exchange Management Act, 1999 - Definitions –Regulation and 

Management of Foreign Exchange 

UNIT –II  
 

Industries (Development and Regulation) Act, 1951 -  Objectives – Importance– Central 

Advisory Council – Development Council – Regulation of Scheduled Industries – 

Registration - Licensing – Foreign Exchange Management Act, 1999 – Importance–

Regulation - Management of Foreign Exchange. 

 

UNIT –III  

 

The Industrial Dispute Act 1947 - Meaning of Industrial Disputes - Individual - Collective 

Disputes - Merits & Demerits of disputes - Problems of dispute - Provisions relating to Layoff -  

Lockout -  Retrenchment -  Strikes -  Closure - Machinates under the act for the Prevention -  

Settlement of Industrial Disputes. 

 

UNIT –IV: 

 

The Essential Commodities Act, 1955 – Powers of Central Government to Control - Effect -   

Seizure - Confiscation – Consumer protection Act 1986 – Importance – Objectives –Rights 

of consumer - Consumer Protection Council – Consumer disputes redressel agencies – 



District Forum – State Commission – National Commission. 

 

UNIT –V: 

The Trade Union Act 1926 - Provision relating to registration of Trade union - Rules for 

unregistered trade union - Duties - Liabilities of trade union -  Cancellation for Registration - 

Rights - Privileges of a Registered Trade Union -Amalgamation and  Dissolution of Trade 

Unions. 

 

Text Book(s): 

 1.Company Law  -N.D.Kapoor 

 2.Industrial Law  -N.D.Kapoor 

3.Corporate and Economic Laws-Dr.S.Sankaran 

4. Economic Legislation –Law & Practice –by U.K.Chandhary - Sultan Chand & Sons, 

          New Delhi 

Reference Book(s): 

1. Bare Act of all relevant Legislations.  
2.  Corporate Laws and Secretarial Practice –N.D.Kapoor Sultan Chand and Sons, New Delhi  

      3.  Business Law-N.D.Kapoor 

E-Content: 

 
 https://www.icsi.edu/media/webmodules/publications/FinalCLStudy.pdf  

 https://www.icsi.edu/media/webmodules/CompanyLaw.pdf  

 http://ebooks.lpude.in/commerce/bcom/term_2/DCOM106_DMGT201_COMPANY_LAW.pdf  

 https://icmai.in/upload/Students/Syllabus-2008/StudyMaterialFinal/P-12.pdf  

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CCC1:1                                                                       INDUSTRIAL & 

CORPORATE LAWS 

6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO

3 

PO4 PO

5 

PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                    

CO3                   

CO4                 

CO5                 

Number of Matches() =   38   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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58 0 2 56 0 0 3.44 96.55 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



        

 

SEMESTER  - I 

Course Code: 22PCM1CCC1:2                                                                   Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 4                                                                                                    External Marks: 75 

                             CORE CHOICE COURSE – II CREDIT MANAGEMENT 

Objectives: 

• To develop a foundation of financial management concepts. 

• To enable the students to understand what is credit risk management and how to measure credit 

risk. 

Course Outcomes: 
1. Understand the basic concepts principles of lending 

2. Gain knowledge in making credit plan through suitable financial statement analysis. 

3. Understand the risk-returns analysis of providing loans to the consumers. 

4. Know financial support to the agriculture and NABARD schemes to promote agri- 

business in India 

5. Understand the different tools used for monitoring the lending of money 

sanctioned by the financial institutions. 

     Unit I  
Credit Management: Principles of lending  -Safety- Liquidity - Profitability - Purpose of loan 

- Diversification Risk -  Types of Credit Facilities - Drawee Bill Scheme and Bills 

Discounting Credit Delivery- Modes of Delivery- Sole Banking Arrangement- Multiple 

Banking Arrangement- Consortium Lending- Syndication- Credit Thrust- Credit Priorities- 

Credit Acquisitions Discounting  

Unit II  

Credit process –  Different types of loans- Evaluating commercial loan – Financial statement 

analysis- Cash flow analysis- Projections-Management of the firm -Other factors –Feasibility 

study –Fundamental  credit issues - Credit analysis- Project / Term Loan Appraisal - 

Technical Appraisal - Managerial Appraisal - Financial Appraisal - Economic Appraisal - 

Credit policy –  Principles of sound lending formulation of loan policy – Factors of loan 

policy. 

Unit III  

Types of consumer loans - Credit analysis of consumer loans - Risk – Return analysis of 

consumer loans - Customer profitability analysis and loan pricing - - Hypothecation - Mortgage – 

Lien - Advances against goods - Document to title to goods – Life insurance policies – Stock 

exchange securities - Fixed deposit receipts – Book debts - Supply bills - Real Estates –- 

Corporate Finance – Project Finance 

      Unit IV  

Lead bank schemes – Retail Lending- Characteristic of Retail Loans - Advantages of Retail 

Loans - Retail Banking Vs Corporate Banking - Various Retail Banking Products - Model 

Retail Banking Products - Trade credit Management – Export Credit Management – 

Consumer credit Management 



 

     Unit V 

Credit Monitoring-Supervision - Follow Up- Monitoring Goals - Process of Monitoring -  List for 

Monitoring - Monitoring by using various statements - NPA – Causes - Remedial Measures – 

Identification of NPAs – Calculations of NPAs -  Debt Recovery Tribunals – Asset 

Reconstruction Fund - Effect of NPA on profitability 

Text book(s): 

1. Glen Bullivant, (2010), Credit Management, Gower Publishing, Ltd,Delhi 

2. Taxmann Publications (2018), Bankers Handbook on Credit Management, Indian 

Institute of Banking & Finance,Pune 

3. Naganatham M. And Jayaraman.S (2012), Prudential Accounting Norms and Audit 

of Banks 

4. Publications of L LB 

Reference book(s): 

1. Credit Appraisal, Risk Analysis & Decision making, Dr. D.D. Mukherjee 

2. Bankers‟ Handbook on Credit Management ,Kindle Edition 

E-Content 
 https://www.postgraduatecreditschool.net/what-is-credit-management/ 

 https://www.postgraduatecreditschool.net/what-is-credit-management/ 

 https://www.trevipay.com/resource-center/blog/what-is-credit-management-and-why-does-it-

matter/ 

 https://credit-mgmt.com/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CCC1:2                                                                    CREDIT MANAGEMENT 6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                  

CO2                  

CO3                    

CO4                     

CO5                 

Number of Matches() =39      Relationship: High 

 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

https://www.postgraduatecreditschool.net/what-is-credit-management/
https://www.postgraduatecreditschool.net/what-is-credit-management/
https://www.trevipay.com/resource-center/blog/what-is-credit-management-and-why-does-it-matter/
https://www.trevipay.com/resource-center/blog/what-is-credit-management-and-why-does-it-matter/
https://credit-mgmt.com/


Relationship Very Poor Poor Moderate High Very High 
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77 10 32 35 0 12.98 41.55 45.45 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SEMESTER - I 

Course Code: 22PCM1EC1:1                                      Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 3                                                                                                    External Marks: 75 

 

ELECTIVE COURSE – IINFORMATION TECHNOLOGY 

Objectives: 

• To introduce knowledge about the computers and the OSs.  

• To give information related to computer networks and communication technology. 

Course Outcomes: 
1. Understand concepts of basic knowledge of computer 

2. Enumerate concepts of programming languages 

3. Understand the basic knowledge of networking 

4. Enumerate concepts in internet 

5. Analyze working on computer in various environment 

 
Unit I: INTRODUCTION TO COMPUTERS  
Introduction to Computer-Classification-digital computer -computer architecture-Memory Unit-

introduction to Multimedia-Multimedia tool. 

Unit II: HARDWARE AND SOFTWARE  
Input device -Output Device-Computer Software-Operating System-Programming Language-data 
Processing -Classification of Monitor Based on colour 
 
Unit III: TELECOMMUNICATION  
Introduction to Telecommunication-Functions-Computer Network-Communication Systems. 

Unit IV: INTERNET AND INTRANET  
Internet and worldwide Web-Electronic mail-Intranets -Introduction to Multimedia 

Unit V: APPLICATION OF INFORMATION TECHNOLOGY  
Electronic Commerce-Hypermedia-Computer in Business &amp; Industry-Home –Education &amp; 
Training 

Text Book(s): 
1. Alexis Leon and Mathews Leon by Fundamentals of Information Technology.Vikas 

PublishingCompany, New Delhi 

2. Dr.S.V.SrinivasaVallabhan - Computer Applications in Business, Sultan Chand, New 

Delhi 

3. Deepak Bharihoke, Fundamentals of Information Technology, Excel Publications, New 

Delhi. 

 https://www.nist.gov/information-technology 

 https://www.rasmussen.edu/degrees/technology/blog/what-is-information-technology/ 

E - CONTENT 

Relationship Matrix for COs, POs and PSOs 

https://www.nist.gov/information-technology
https://www.rasmussen.edu/degrees/technology/blog/what-is-information-technology/


Semester Code Title of the Course Hours Credits 

I 22PCM1EC1:1                                                                       INFORMATION 

TECHNOLOGY 

 

6 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                

CO3                   

CO4                 

CO5                  

Number of Matches() =   34   Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

Total 
Number 
of 
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Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 
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27 0 0 0 27 0 0 0 100 Global 

 

 

 

SEMESTER  - I 

Course Code: 22PCM1EC1:2                                                                   Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 3                                                                                                     External Marks: 75 

 

ELECTIVE COURSE – II ENVIRONMENTAL MANAGEMENT ACCOUNTING 



Objectives: 

• To discuss the issues the businesses face in the management of environmental costs. 

• to describe the different methods a business may use to account for its environmental costs. 

Course Outcomes: 
1. Gain knowledge on the basic concepts of environmental managementaccounting 

2. Gain knowledge on valuation of environmental costs andbenefits 

3. Gain knowledge on cost benefit analysis and cost effectivenessanalysis 

4. Know about the use of opportunitycost 

5. Describe about total cost assessment 

Unit I 

Environmental management accounting: Definition - Approaches for developing an 

Environmental Management System  - Environmental cost categories - Environmental 

Management Principles-Environmental performance evaluation: Indicators- 

Benchmarking. 

 
Unit II  

Types of Economic value - Environmental Benefits and Environmental Costs - Prevention 

Cost  - Appraisal Cost -  Valuing the Environment - Benefit transfer economic valuation of 

ecosystem services - Assessment of Loss of Ecology - Valuation of Healthimpacts. 

Unit III  

Principles-Importance -Methodology - Limitations – Discounting - Profitability of 

Pollution Prevention - Payback period – Present value estimation – Internal rate of return. 

 
 Unit IV  

      Economically efficient pollution control programmes - Efficient allocation of pollution 

from mobile  and Stationery source. 

 
Unit V 

Life cycle costing- Environmental prevention costs- Environmental detection costs – 

Environmental internal failure costs – Environmental external failure costs- Costs incurred 

on activities performed after discharging waste into the environment -Green Accounting - 

Economic indicators - Environmental Review of Conventional management Accounting. 

Text Book(s): 

1. Jasch Christine(2001), Environmental Management Accounting Metrics: 

Procedures and principles, , Springer Science & BusinessMedia 

2. Pall M. Rikhardsson, Martin Bennett, JanJaapBouma, Stefan Schaltegger (2009), 

Implementing Environmental Management Accounting: Status and Challenges, 

Springer Science & BusinessMedia 

3. Stefan Schalteggar, Martin Benne tt, Roger L, Burritt, Christine M Jasch (2010), 

Environmental Management Accounting for Cleaner Production, Spinger Science 

and BusinessMedia 



4. Bennett M D , Bouma J J , Wolters T J (2018), Environmental Management 

Accounting, Springer Science & BusinessMedia 

Reference Book(s): 

1. Environmental Management : Text and cases – III Edition, BalaKrishnamoorthy. 

2. Environmental Management Accounting for cleaner production, Stefan Schaltegger and     

Martin Bennett. 
E-Content 

 https://www.cliffsnotes.com/study-guides/principles-of-management/managerial-

environments/the-internal-environment 

 https://openstax.org/books/principles-management/pages/8-5-the-internal-environment 

 https://www.igi-global.com/dictionary/internal-environmental-management/71019 

 https://www.wisdomjobs.com/e-university/principles-of-management-tutorial-293/the-

internal-environment-9225.html 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1EC1:2                                                                    ENVIRONMENTAL 

MANAGEMENT 

ACCOUNTING 

6 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                   

CO3                   

CO4                  

CO5                   

Number of Matches() = 40     Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 

https://www.cliffsnotes.com/study-guides/principles-of-management/managerial-environments/the-internal-environment
https://www.cliffsnotes.com/study-guides/principles-of-management/managerial-environments/the-internal-environment
https://openstax.org/books/principles-management/pages/8-5-the-internal-environment
https://www.igi-global.com/dictionary/internal-environmental-management/71019
https://www.wisdomjobs.com/e-university/principles-of-management-tutorial-293/the-internal-environment-9225.html
https://www.wisdomjobs.com/e-university/principles-of-management-tutorial-293/the-internal-environment-9225.html
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34 20 0 0 14 58.82 0 0 41.17 Local 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - I 

Course Code: 22PVACM1:1                                                                 Exam Hours: 3 

Instruction Hours:                                                                                 Internal Marks: 25 

Credits:   2                                                                                             External Marks: 75 

VALUE ADDED COURSE – I INTERNATIONAL BUSINESS 



Objective: 

• To understand the most widely used international business terms and concepts and analyze 

them from multi-centric perspective. 

Course Outcomes: 

1. Gain knowledge on the basics of international business 

2. Get an acquaintance on the international trading environment 

3. Understand the multinational enterprises 

4. Get the description of various aspects of international financial management 

5. Gain an understanding on the recent developments in international business 

UNIT I  

International business:  meaning, features – factors - International Operations Management - 

International Supply Chain Managemnt  - International Business Environment - Means of 

engaging in International Business – External Influences of International Business – The 

Human and Cultural Environments facing Business – Political influence on International 

Business. 

UNIT II  

International Trading Environment- WTO– TRIM – TRIP – IPR - Country Evaluation - 

Selection – Scanning for Alternative Influential Variable – Return on Investment on Country 

– International Economic Organizations. 

UNIT III 

Multinational enterprises – Features - Impact of the Multinational Enterprise - Evaluating the 

Impact of the MNE – Economic Impact of the MNE – Operational  and political impact of 

International Business-International Goods, Services and Financial Flows and Balance 

ofPayments -International marketing branding- Advertising – Kinds - Marketing 

communications. 

UNIT IV 

International Financial Management: meaning, role - International Monetary System - Foreign 

Exchange Rates: Basics, Transaction and Economic Exposure – Foreign Direct Investment 

– Strategies: Export and Import Strategies, Collaborative Strategies, Sourcing and 

Production Strategies – Human Resource Management 

UNIT V  

Recent developments in International Business – E-business Strategy – International Business 

Intelligence – International Product Decisions - Global Supply Chain Management - 

International Logistics - Distribution – Designing Organizations for International 

Environment. 

Text Book(s): 

1. Anant K, Sundaram J, Steward Black, (2010, The International BusinessEnvironment 

– Text And Cases, Prentice Hall of India Private Limited, New Delhi 



2. Apte, P.G, (2014), International Financial Management, Tata McGraw Hill, New 

Delhi 

3. Francis Cherunilam, (2015), International Business Text and Cases, Eastern 

Economy Edition, NewDelhi. 

4. John D. Daniels & Lee H Radebough, (2009), International Business, Wesley 

Publishing Company, NewDelhi 

Reference Book(s): 

1. Roger Bennett, (2011), International Business, Pearson Education, NewDelhi 

2. G.ThomosM.Hult (2016) International Business, Pearson Education, New Delhi 

E-Content: 

 https://www.slideshare.net/sureshthengumpallil/balance-of-payment- 56855705 

 https://www.youtube.com/watch?v=O0zs6CHIPc&ab_channel=Tutorial 

sPoint%28India%29Ltd. 

 https://www.slideshare.net/sabzdravid/export-import-procedure-anddocumentation 

 http://www.universityofcalicut.info/SDE/International_Business_on13A pril2016.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PVACM1:1                                                                  INTERNATIONAL 

BUSINESS 

 

 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                   

CO4                   

CO5                   

Number of Matches() = 40     Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

  

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 

https://www.slideshare.net/sureshthengumpallil/balance-of-payment-
https://www.youtube.com/watch?v=O0zs6CHIPc&ab_channel=Tutorial
http://www.universityofcalicut.info/SDE/International_Business_on13A
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44 0 0 0 44 0 0 0 100 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - I 

Course Code: 22PVACM1:2                                                                 Exam Hours: 3 

Instruction Hours:                                                                                  Internal Marks: 25 

Credits:     2                                                                                               External Marks: 75 



VALUE ADDED COURSE –II   BUSINESS ANALYTICS 
Objectives: 

• To make the students to understand the business analysis techniques. 

• To learn advanced statistical techniques. 

Course Outcomes: 

1. Gain an understanding of the basics of business data analytics platforms 

2. Gain knowledge of quantitative analysis including sampling etc 

3. Learn advanced statistical techniques such as multivariate analysis etc 

4. Describe the of data mining 

5. Gain knowledge of techniques of regression analysis 

UNIT I 

Visualizing Data –  Describing - Summarizing Data - Challenges of Conventional Systems 

- Intelligent Data Analysis - Analytic Methodologies - Techniques Used in Logical 

Analysis 

UNIT II 

Sampling Methods and Estimation – Probability Distributions - Descriptive Statistics - 

Inferential Statistics - Hypothesis Testing, Explanatory and Predictive Models, and Fact-

Based Management to Drive Decisions and Actions – Tools -Analysis vsReporting. 

 
 

UNIT III  

Two Independent Samples Tests - K Related Samples Tests - Measures of Correlation -  

Association - Multivariate Nonparametric Test for Interdependence - Probability - 

Decision Making Under Uncertainty - Normal - Binomial - Poisson - Exponential 

Distributions 

 

UNIT IV 

        Importing Data into Excel - SQL - Analysis of Variance - Experimental Design - 

Statistical Process Control - Statistical Reporting - Foundations - Methods - Interpretations 

in Excel – R – STATA – PSPP – EVIEWS – Machine Learning. 

 

UNIT V 

      Estimating Relationships - Linear versus Nonlinear Relationships - Statistical Inference - 

Time Series Forecasting - Introduction to Optimization - Simulation Modeling – 

Optimization - Simulation Model - Decision Support System 

 

Text Book(s): 

1. Bowerman, B. (2016). Business Statistics in Practice: Using Data, Modeling, and 

Analytics. McGraw-Hill HigherEducation 

2. Christian Albright, Wayne L. Winston (2015). Business Analytics : Data Analysis 

and Decision Making 5th Edition,CENGAGE 

3. Cliff, T. (2014). Exploratory Data Analysis in Business and Economics: An 

Introduction Using SPSS. Stata, and Excel: Springer, New York, New York,215 



4. Gert H. N. Laursen, JesperThorlund (2018). Business Analytics for Managers, 2ed: 

Taking Business Intelligence Beyond Reporting,Wiley 

Reference Book(s): 

1. Kumar, U. D. (2017). Business Analytics the Science of Data-Driven Decision 

Making.Wiley 

2. Jensen, C. (2017). Data Science for Business: Data Analytics Guide with Strategies 

andTechniques 

E-Content 

 https://www.techtarget.com/searchbusinessanalytics/definition/business-analytics-BA 

 https://en.wikipedia.org/wiki/Business_analytics 

 https://www.ibm.com/analytics/business-analytics 

 

Relationship Matrix for COs, POs and PSOs 
 

Semester Code Title of the Course Hours Credits 

I 22PVACM1:2                                                                  BUSINESS ANALYTICS  2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                   

CO3                  

CO4                   

CO5                   

Number of Matches() = 37     Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

 

Total Number of Topics Focus on  % of Topics Focus on  Course 

https://www.techtarget.com/searchbusinessanalytics/definition/business-analytics-BA
https://en.wikipedia.org/wiki/Business_analytics
https://www.ibm.com/analytics/business-analytics


Number 
of 
Topics 

Category 
Based 
on % 
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49 0 0 19 30 0 0 38.77 61.22 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SEMESTER  - II 

Course Code: 22PCM2CC4                                                                      Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 5                                                                                                    External Marks: 75 

 

CORE COURSE – IV  QUANTITATIVE TECHNIQUES 

 

Objective: 

• To gain knowledge on Quantitative techniques and its applications. 

Course Outcomes: 

1. Get a basic understanding of the value and use of quantitative methods in 

administrative and operational problem solving anddecision-making. 

2. Gain an understanding of a variety of statistical and quantitative techniques 

applicable to a wide range of businesssituations 

3. Have knowledge on probability, theoretical probability distribution and probability 

distribution of random variable in the three important interrelated trades which 

going tolearn. 

4. Learning of decision treeanalysis 

5. Have knowledge of extrapolation and interpolation. Polynomial interpolation is a 

method of estimating values between known datapoints 

Unit I 

Quantitative Techniques : Meaning - Objectives - Correlation and Regression – Karl-Pearson‟s 

Correlation Coefficient, Partial Correlation coefficient, Multiple Correlation Coefficient and 

Regression Equations of two variables only. 

Unit II 

Probability – Problems applying Additional - Multiplication Theorem - Theories of Distribution 

– Binomial - Poisson - Normal distributions (Simple Problems). 

Unit III 

Testing of Hypothesis – Large sample -Small sample tests – ‟t‟  test- F-test - Chi-Square test -  

ANOVA 

Unit IV 

Transportation Problems- Introduction – LP Formulation of Transportation Problem – Finding an 

Initial Basic Feasible Solution – North-West Corner Method – Least Cost Method – Vogel‟s 

Approximation Method – MODI method – Degeneracy - Unbalanced Transportation problem 

Unit V 

Assignment Problem – Hungarian method – Unbalanced Assignment problem – Special cases in 

Assignment problems – Travelling salesman problem. 

        (Theory: 25%,  Problem: 75%) 



Text Book(s): 
1. Srivatasava, U. S. Quantitative Techniques for Managerial Decision Making. Wiley 

Eastern, (2012). 
2. Gurusamy S, (2018), Operations Research, Vijay Nicole Imprints Pvt. Ltd,Chennai. 
3. Joseph D and Anbarasu, (2011), Business Statistics, Vijay Nicole Imprints Pvt. Ltd., 

Chennai. 
4. Kothari.C.R.QuantitativeTechniques,Vikas Publishing House, Noida,2016 

Reference Book(s):  

1. Hooda, R.P (2010), Statistics for Business and Economics, Macmillan, NewDelhi. 
2. Hein, L.W (2011), Quantitative Approach to Managerial Decisions, Prentice Hall, 

Delhi 
E-Content: 

 http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/673 

 http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/231 

 http://www.joydivisionman.com/vita/MBAv1.pdf 

 https://onlinecourses.swayam2.ac.in/cec20_mg18/preview 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2CC4 QUANTITATIVE 

TECHNIQUES 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                   

CO3                  

CO4                   

CO5                   

Number of Matches() =39      Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 
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`33 0 3 0 30 0 9.09 0 90.90 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - II 

Course Code: 22PCM2CC5                                                                      Exam Hours: 3 

Instruction Hours: 6                                                                                  Internal Marks: 25 

Credits: 5                                                                                                    External Marks: 75 



 

CORE COURSE – V   APPLIED COSTING 

Objectives: 

• To impart the knowledge about Cost Accounting Methods and Procedures followed in various 

Industris. 

• To acquire the knowledge of cost control. 

Course Outcomes: 

1. Gain familiarity with the various cost concepts, and elements of cost 

2. Prepare cost sheets 

3. Apply different methods and techniques of cost control 

4. Gain knowledge of different methods of payment of wages and incentives 

5. Get acquaintance with the application of Marginal costing for Business decision 

making 

Unit - I 

Costing System: Meaning - Characteristics of Ideal costing system– Practical difficulties in 

installing a costing system - Cost control –Cost centre-  Cost sheets – Preparation of cost sheets- 

Methods of Costing -Tenders and Quotations – Cost accounting fair value model- Methods of 

Costing.  

 

Unit - II 

Material Cost-Purchase Procedure-Stores Procedure-Inventory control-Perpetual Inventory – 

Requisition for Stores -Level of Stock-ABC Analysis - EOQ-Store ledger-Pricing of materials 

issues - FIFO - LIFO - Simple Average and Weighted average. 

 

Unit - III 

Labour Cost - Labour turnover - Systems of Wage Payments - Incentive Schemes - Idle Time , 

Control over Idle time - Labour Cost Statement - Over Heads - Allocation and Apportionment Of 

Overheads to Various Departments -Machine Hour Rate - Halsey -  Rowan plan-Over Heads- 

Types - Allocation - Apportionment of Overheads to Various Departments-Machine Hour Rate. 

 

Unit-IV 

Process costing – Comparison between job costing and process costing Costing procedure under 

process costing- Process Losses – Inter process profit - Joint products and By products costing – 

Accounting for joint products and By- products – Reconciliation of Cost & Financial Accounts-

Contract costing- Cost Behaviour - Business Decision – Relevant costs for decision making – 

Traditional -  Modern theory of Cost 

 

 

Unit V 

Cost management – Cost reduction and cost control – Responsibility Accounting – Responsibility 

Centre – Accounting for Price level changes – Methods of Accounting for price level changes 

– Activity Based Costing – Target costing – Kaizen. 

 

(Theory: 25%,  Problem: 75%)  



 
Text Book(s): 

1. Arora M N, (2017), Cost and Management Accounting, Himalaya Publishing 

House, Mumbai 

2. Horngren, (2016), Cost Accounting with Managerial Emphasis, Prentice Hall 

India, NewDelhi 

3. Murthy A and Gurusamy S, (2018), Cost Accounting, Vijay Nicole Imprints Pt 

Ltd, Chennai 

4. Jain S.P &Narang KL, (2016), Cost Accounting, Kalyani Publishers,Mumbai 

 

ReferenceBooks: 

1. Reddy T S and Hari Prasad Reddy, (2018), Cost Accounting, Margham 

Publications, Chennai 

2. Priyanka Singh & Swati Tiwari, (2011) Cost Accounting, Thakur Publications. 

E-Content: 

 https://www.youtube.com/watch?v=pGymzuGAkJ8&ab_channel=CA.Nar eshAggarwal 

 https://www.youtube.com/watch?v=LmGj4DJO2ko&ab_channel=College Tutor 

 https://www.slideshare.net/MohitSinghal19/cost-overhead 

 https://www.slideshare.net/ajitmmu/labour-cost-control 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2CC5   APPLIED COSTING 6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                  

CO3                   

CO4                  

CO5                   

Number of Matches() =38      Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

Total Number of Topics Focus on  % of Topics Focus on  Course 

https://www.youtube.com/watch?v=pGymzuGAkJ8&ab_channel=CA.Nar
https://www.youtube.com/watch?v=LmGj4DJO2ko&ab_channel=College
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64 22 2 28 12 34.37 3.12 43.75 18.75 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER - II 

Course Code: 22PCM2CC6                                                                     Exam Hours: 3 

Instruction Hours: 5                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

 
CORE COURSE – VI SECURITY ANALYSIS &PORTFOLIO  MANAGEMENT 



Objectives: 

• To induce the students to understand about investment, portfolio, various risks and returns. 

• To understand the students regarding awareness of mutual fund investment. 

Course Outcomes: 

1. Get good understanding of the techniques of investment analysis 

2. Gain good understanding of Online Stock Market Trading 

3. Gain mastery over the uses of efficient market hypothesis 

4. Have a good learning about the uses of CAPM  

5. Gain an understanding about the process of constructing a portfolio 

UNIT-I 

Investment: Meaning – Features – Risks of investment –Gambling – Investment 

spectrum –Common Mistakes Made in Investment Management  - Securitized and non-

securitized forms of investment – Sources of investment information -Investment process – 

Risk of investment.    

Unit- II 

New Issue Market –Importance - Role – Functions –Advantages -Problems of new issue market -  

Listing of Securities – Stock Exchange – Functions – Procedures of Online stock trading –Role 

of BSE - Functions - Role of NSE -  OTCEI 

Unit -III 

Security analysis – Fundamental analysis – Weaknesses of fundamental analyses -Technical 

analysis –Tools of technical analysis – Dow theory – Random Walk Theory – Efficient Market 

Hypothesis. 

Unit IV 

Portfolio Analysis - Management – Portfolio construction – Assessment of Portfolio 

performance - Revision – Diversification – Markowitz Portfolio Selection Model –   Capital 

Asset Pricing Model (CAPM) 

Unit V 

Investment Companies in India – Regulations of Mutual Funds in India – Types of Mutual 

Funds Schemes – Performance evaluation of Mutual Funds – SEBI - RBI guidelines towards 

mutual funds -Accelerating focus on Digital Transformation  - Simplified digitalization 

(Theory Only) 

Text Book(s): 

1. Natarajan.L, Investment Management, Margham Publications, Chennai,2019 

2. Sulochana.M. Investment Management, Kalyani Publishers, New 

Delhi,2018V.A.AVADHANI-“Investment Management” 
3. GURUSAMY S, (2017), ‘Security Analysis and Portfolio Management’, Vijay Nicole 

ImprintsLtd 



4. Bhalla, V.K. Investment Management. New Delhi: S. Chand,(2008). 
Reference Book(s): 

1. Punithavathy& Pandian, Security Analysis and Portfolio Management, Vika Publishing 

House Pvt. Ltd(2012) 

2. Kevin- S. Security Analysis and Portfolio Management. (2nd ed.). New Delhi: PHI 

learning Pvt Ltd,(2010). 

E-Content: 

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/398 

https://www.slideshare.net/rameshwarpatel/security-analysis-andportfolio- managment-2018352 

https://www.slideshare.net/ShreySao/security-analysis-and-portfoliomanagement- 65678541 

https://www.youtube.com/watch?v=NIjucusocFw&ab_channel=DSIMS 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2CC6   SECURITY ANALYSIS 

& PORTFOLIO 

MANAGEMENT 

5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                    

CO3                   

CO4                 

CO5                 

Number of Matches() =38      Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

Total 
Number 
of 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 

https://www.slideshare.net/rameshwarpatel/security-analysis-andportfolio-
https://www.slideshare.net/ShreySao/security-analysis-and-portfoliomanagement-
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48 0 0 22 26 0 0 45.83 54.16 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - II 

Course Code: 22PCM2CCC2:1                                                                   Exam Hours: 3 

Instruction Hours: 5                                                                                  Internal Marks: 25 

Credits: 4                                                                                                    External Marks: 75 

 



CORE CHOICE COURSE – I ORGANISATIONAL BEHAVIOUR 

Objectives: 

• To understand the basics of individual behavior and group behavior of people at work. 

• To  enable them to gain knowledge relating to overall development of the organization. 

Course Outcomes: 

1. Gain knowledge on basic aspects of organizational behaviour in current scenario 

2. Learn approaches of the organization 

3. Understand personality and motivation 

4. Gain an understanding of organizational structure and change 

5. Improve their ability in leadership and communication 

 

UNIT I  
Organizational behavior: Definition- Nature and  Importance of Organizational behaviour- 

Historical background of organizational behaviour- Relationship between Organizational 

behaviour and the individual- Theoretical framework (Cognitive, behaviouristic and 

cognitive) -Limitations of Organizational behaviour 

 

UNIT II  

Perception - Importance -Factors influencing perception- Interpersonal perception - 

Learning –Classical -Operant -Social cognitive approaches-– Emotional intelligence – 

Attitudes – Values -Sources -Importance -Components of attitude -Relationship between 

behaviour and attitude- Barriers to change attitude 

 

UNIT III  

 Personality – Types- Factors influencing personality theories – Trait theories – The big 

five personality model, significant personality traits suitable to the workplace (personality 

& job fit theory) personality test & their practical applications - Motivation– Monetary & 

Non Monetary Motivation- The content theories of motivation (Maslow & Hierarchy and 

Herzerg‟s two factor model theory), the process theories (Vrooms expectancy and porter 

and lawler model) contemporary theories. 

 

UNIT IV  

 Organizational structure formation – Groups in organizations - Influence group dynamics - 

Organizational change: Meaning - Definition - Nature of organizational change, types of 

organizational change forces that act as stimulants to change, how to overcome the 

resistance to change, approaches to organizational change- Kurt Lewins three step model, 

Kottlers 8 steps plan for implementing change. 

 

 

UNIT V 

 Leadership - Concept of leadership, styles and trait approach, contingency approach, 

contemporary leadership, - Significance of contemporary leadership - Communication – 

Communication, function, process, barriers, forms - Stress management – Stressors in 

work place, individual differences an experiencing stress – Managing workplace stress. 



 

Text Book(s): 

1. K.Aswathappa,OrganisationalBehaviour, Himalaya Publication House PVT Ltd,2020  

2. L.M. Prasad,OrganisationalBehaviour, Sultan Chand & Sons Publication,2019  

3. Shashi K.Gupta& Rosy Joshi–OrganisationalBehaviour, KalyaniPublishers,2013  

4. J. Jayasankar,OrganisationalBehaviour, MarghamPublishers,2015  

Reference Book(s): 

1. Dr. Radha, OrganisationalBehaviour, PrasannaPublishers,2015  

2. Dr. Niraj Kumar –OrganisationalBehaviour, Himalaya Publications,2010.  

E-Content: 

 https://www.iedunote.com/organizational-behavior  

 https://www.economicsdiscussion.net/management/organisational-behaviour/31869  

 http://www.simplynotes.in/organisational-behaviour/  
 https://sol.du.ac.in/SOLSite/Courses/UG/StudyMaterial/02/Part1/BOM/English/SM-1.pdf  

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2CCC2:1 ORGANISATIONAL 

BEHAVIOUR 

5 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                    

CO4                   

CO5                   

Number of Matches() =41      Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

Total 
Number 
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Number of Topics Focus on  % of Topics Focus on  Course 
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45 2 7 0 36 4.44 15.55 0 80.00 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - II 

Course Code: 22PCM2CCC2:2                                                                     Exam Hours: 3 

Instruction Hours: 5                                                                                    Internal Marks: 25 

Credits: 4                                                                                                      External Marks: 75 



 

                  CORE CHOICE COURSE – II CHANGE MANAGEMENT 

Objectives: 

• To make the students to concepts of change management process. 

• To make the students to understand change management strategies. 

Course Outcomes: 
1. Understand the fundamental concepts of organisational change and its evolution 

2. Describe the models of change and technique of managing changes 

3. To Know impact on recent perspective of organisational changes 

4. Discuss the change management process and its different phases. 

5. Understand the model of organisational development 

Unit I  
     Change Management -Theory - Practice – Classification of change – Mode of change - 

Organizational Change-Methods of change -Forces of change - Images of managing 

change - Diagnosis for change - Organizational Transformation - Transformation 

Strategies- - Perspectives of Organizational Change- Communicating Change - Methods - 

Techniques for Communicating Change 

Unit II  

      Phases of the Change Management Process –Importance of change management -  Change 

Management Process Control - Resistance to Change - Concept of Resistance to Change - 

- - Resistance to Organizational Change Initiatives - Techniques to Overcome Resistance 

Unit III  

Implementation of Change -Delta Technique - Developing an Implementation Plan - 

Gaining Support - Types of Change Management Strategies - Factors Affecting the 

Choice of a Change Strategy - Formulating --  Implementing Change. 

Unit IV  

Concept of Monitoring -Evaluation of change - Measurement -Methods of Evaluation - 

Feedback Process -  Change Agents-Types of Change Agents - Role -Competencies of 

a Change Agent - Concept of Organizational Culture - Dimensions of Culture - Type 

of Culture -  Role of Culture in Managing Change. 

Unit V  

      Organizational Development --Characteristics -Assumptions of OD - Model of OD Action 

Research - OD Interventions - Selecting an OD intervention - Classification of OD 

interventions - OD interpersonal interventions - OD team development interventions - OD 

intergroup development interventions. 

Text Book(s): 

1. Ian Palmer, (2010), Managing Organizational Change: A Multiple Perspectives 

Approach, McGraw Hill, NewDelhi 

2. Jerald M. Jellison, (2011), Managing the Dynamics of Change, McGraw Hill, New 

Delhi 

3. Kirpatrick, D. L., (2015), "Managing Change Effectively", Butterworth, NewDelhi 

4. Nilakant and Ramanarayan, (2012), "Change Management", Response Books, 

New Delhi, 

Reference Book(s): 



1. Radha R. Sharma, (2015), "Change Management", Tata McGraw Hill, NewDelhi 

2. Todd D Jick, (2011), Managing Change: Text and Cases, McGraw Hill, NewDelhi 

E-Content 

 https://asq.org/quality-resources/change-management 

 https://www.techtarget.com/searchcio/definition/change-management 

 https://www.michiganstateuniversityonline.com/resources/leadership/what-is-change-

management/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2CCC2:2 CHANGE 

MANAGEMENT 

5 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                   

CO4                  

CO5                   

Number of Matches() =  39    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 

https://asq.org/quality-resources/change-management
https://www.techtarget.com/searchcio/definition/change-management
https://www.michiganstateuniversityonline.com/resources/leadership/what-is-change-management/
https://www.michiganstateuniversityonline.com/resources/leadership/what-is-change-management/
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53 3 0 33 17 5.66 0 62.26 32.07 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - II 

Course Code: 22PCM2EC2:1                                                                   Exam Hours: 3 



Instruction Hours: 5                                                                                  Internal Marks: 25 

Credits: 3                                                                                                     External Marks: 75 

 

       ELECTIVE COURSE –   II INTERNATIONAL TRADE AND PRACTICE 

Objectives: 

• To understand the concept of world economy. 

• To understand the global issues  and preparing the students for diverse business opportunities. 

Course Outcomes: 
1. Get an overview of functioning of global business and foreign transactions 

2. Get an exposure to the students on various issues concerned with import and export 

3. Learn about international tendering and sub contracting 

4. Know international trade policies of India 

5. Know the trends in international trade 

 

Unit I  

World Economy - Global Interdependence - Multinational Banks &Insurance - Policies 

&Nationalism -   Balance of Trade - Balance of Payments - Globalization and market 

effects of Tariffs and Quotas -International Trade –Theories of International Trade - 

Investment- Advantages of specialization – Concept of comparative advantage 

 

Unit II  

Identification of export markets - Organizing for Exports - Entry conditions - Pricing - Export 

promotion councils - Commodity boards  - Registration procedures - Types of exporters - 

Export cargo insurance 

 

Unit III  

      International tendering - Subcontracting - Sale and Payment terms in a trade contract - 

Settlement of trade disputes - Protection against risk in foreign trade - Role of ECGC -

Importance - -Financing foreign trade. 

 

Unit IV  

India's Trade Policies - WTO -Export-Import Procedures Documentation. 

 

Unit V  

      India's foreign trade - Trends - Balance of payments crisis -Solutions -Liberalizations in 

the 1990's - Trade policy package - Policy on foreign direct investments - Fiscal aspects –

Rupee convertibility. 

 

 

 

TextBook(s): 

1. Kripalani, VH (2010), International Marketing, New Delhi, Prentice Hall. 

2. Varshney R.L, &Bhattacharya B (2001), International Marketing Management, New 

Delhi, Sultan Chand 

3. VergheseS.K (2008), Foreign Exchange &Financing of Foreign Trade, New Delhi, Vikas. 



4. International Trade: Theory and Policy, Marc Melitz, Maurice Obstfeld, and Paul 

Krugman. 

 

 

Reference Book(s): 

1. International Trade: Theory and Policy, 10
th

 edition, Pearson, Paul Krugman & Marc 

Melitz 

2. International Economics: Trade and Finance, Wiley edition, Dominick Salvatore. 

E-Content: 

 

 https://www.slideshare.net/sureshthengumpallil/balance-of-payment-56855705  

 https://www.youtube.com/watch?v=O0zs6CHIPc&ab_channel=TutorialsPoint%28Indi

a%29Ltd.  

 https://www.slideshare.net/sabzdravid/export-import-procedure-and-documentation  

 https://misesmedia.s3.amazonaws.com/The%20Theory%20of%20International%20Tra

de_4.pdf 

  

 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2EC2:1 INTERNATIONAL 

TRADE AND PRACTICE 
5 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                   

CO4                   

CO5                   

Number of Matches() =   39   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

Total 
Number 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 

https://misesmedia.s3.amazonaws.com/The%20Theory%20of%20International%20Trade_4.pdf
https://misesmedia.s3.amazonaws.com/The%20Theory%20of%20International%20Trade_4.pdf
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41 0 0 12 29 0 0 29.26 70.73 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - II 



Course Code: 22PCM2EC2:2                                                                   Exam Hours: 3 

Instruction Hours: 5                                                                                   Internal Marks: 25 

Credits: 3                                                                                                     External Marks: 75 

 

                    ELECTIVE COURSE – II  COMPUTERIZED ACCOUNTING 

Objectives: 

• To make the students to acquire, equip and apply the knowledge of computers. 

• To acquire the knowledge regarding GST reports. 

Course Outcomes: 

1. Prepare the accounts with accounting software 

2. Prepare the vouchers and insert into the system 

3. File GST returns and prepare GST reports 

4. Prepare the financial reports 

5. Gain knowledge of interest calculation 

Unit I  

Introduction to Tally ERP9 - Creating a Company - Altering and Deleting Company – Data 

Security: Security Control Setup - User Security Control, Multi Language, Export, Import, 

Backup and Restore: Export and Import Formats - Data Backup and Restore - Masters - 

Ledgers: Understanding Ledgers - Creating Ledgers - Creating Multiple Ledgers - 

Altering and Deleting Ledgers – Groups: Creating Groups - Altering and Deleting Groups 

- Bill wise Debtors and Creditors Ledgers: Configuring Bill wise Details 

Unit II  

      Payment Voucher - Receipt Voucher - Contra Voucher - Journal Voucher - Day Book - 

Day Book Reports - Altering - Deleting Transactions - Cheque Printing -CTS Cheque 

Printing System - Masters  - Inventory - Understanding Inventory - Integrating Accounts - 

Inventory - Stock Group - Go down - Locations - Stock Category-Units of Measure - 

Stock Items - Manual Stock Valuation without Inventory 

Unit III  

      Purchase Order Process - Purchase Order Voucher - Receipt Note (Inventory) - Rejection-

Out Voucher - Sales Order Processing - Sales Order Process - Sales Order Voucher - 

Delivery Note (Inventory) - Rejection-IN Voucher - Debit - Credit Notes- Bank 

Reconciliation - Manufacturing Vouchers- Bills of Materials - Job Costing - Tax Deducted 

at Source (TDS) - Understanding TDS - Creating TDS Masters - TDS Payment - Tax 

Reports - Tax Forms - Payroll Accounting - Understanding Payroll - Pay Heads - 

Categories - Employee Details - Salary Details - Attendance Entries - Salary Payment – 

Pay sheet - Pay Slips 

 

     Unit IV  

Activating Tally in GST - Setting Up GST (Company Level - Ledger Level - Inventory Level) 



- GST Taxes - Invoices - SGST - CGST  - IGST - Creating GST Masters in Tally - 

Purchase Voucher with GST - Updating GST Number for Suppliers -Intra-State Purchase 

Entry in GST (SGST + CGST) - Inter-State Purchase Entry in GST (IGST) - GST 

Purchase Entry for Unregistered Dealer in Tally - Reverse Charge Mechanism Entry for 

GST in Tally - Sales Voucher with GST - Updating GST Number for Suppliers - Intra-

State Sales Entry in GST (SGST + CGST) - Inter-State Sales Entry in GST (IGST) - 

Printing GST Sales Invoice from Tally ERP9 Software - GST Reports - Returns - GSTR 1 

in Tally - GSTR 1 Return Filing 

Unit V  

Activating Interest Calculations- Point of Sales - Budgets - Controls- Budget Masters - 

Configurations - Budget Reporting - Analysis - Cost Centers - Cost Categories - Cost 

Centers - Profit Centers - Purchase - Sales Reporting - Analyzing Purchase  - Sales 

Register - Analyzing Debit - Credit Note - Overdue Payables - Receivables - Outstanding 

Reports –Printing- Stock Analysis - Reports - Stock Registers - Stock Valuation - Stock 

Transfer Report - Negative Stock Report - Record Physical Stock - Shortage - Stock Entry 

without Perpetual Inventory - Financial Reports - Trial Balance - Profit - Loss Account - 

Balance Sheet - Working Capital - Cash Flow - Fund Flow Statements - Printing Reports - 

Sales Invoice - Printing Payment -  Receipt Vouchers - Printing Various Other Reports - 

Miscellaneous - Inserting Vouchers - Duplicating Entries - Split Company Data - Merge 

Tally Companies - Shortcut Keys. 

 

Text Books: 

1. Nadhani A K, (2016), Implementing Tally, BPBPublications 

2. Rizwan Ahmed, (2016), Tally ERP 9, Margham Publications,Chennai 

3. Nandhani, (2015), Computerized Accounting under Tally, Implementing Tally, 

BPB publication 

4. Namrata Agrawal, (2008), Tally 9”, DreamtechPublishers 

Reference Books: 

1. A.K.Nadhani&amp; K.K.Nadhani, “Implementing Tally ERP 9”, BPB Publications. 

2. 2. V. Sundaramoorthy, “Tally 9 Volume I &amp; II”, Genesis – VBSE Pvt. Ltd. 

E-Content: 

 

 

 https://www.slideshare.net/ParminderAnandpuria/computerized- accounting-68252735  

 https://www.slideshare.net/itisha89/introduction-to-computerised- accounting  

 https://www.youtube.com/watch?v=C5Y6QE042fM  

 http://oms.bdu.ac.in/ec/admin/contents/86_16CCCCA15_202005291 1250565.pdf  

 

  

 

 

 
 

 



Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2EC2:2 COMPUTERIZED 

ACCOUNTING 

5 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                  

CO3                   

CO4                  

CO5                   

Number of Matches() =   38   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 
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77 24 0 9 44 31.16 0 11.68 57.14 Global 

 

 

 

 

 

 



 

 

SEMESTER  - II 

Course Code: 22PCM2NME1:1                                                                 Exam Hours: 3 

Instruction Hours: 3                                                                                 Internal Marks: 25 

Credits: 2                                                                                                   External Marks: 75 

NON MAJOR ELECTIVE – I   RETAIL MARKETING 
. 

Objectives: 

• To make the students to relate the marketing concept to the retail. 

• To interpret the economic conditions and how it could affect them as a owner and consumer. 

Course Outcomes: 

1. Gain knowledge of retailing and other basic thing 

2. Understand the layout and positioning of retail store 

3. Reveal their understanding of the entire strategies related with retail marketing. 

4. Evaluate the customer relationship management 

5. Highlight the retail channel management 

Unit I  

Introduction, meaning, definition and significance of retailing – Characteristics of 

retailing-Product retailing Vs service retailing- Indian Vs Global scenario-Future 

prospective of retailing in India-Retail consumer buying process –Buying behaviour – 

Segmentation – Positioning. 

 

Unit II  

Types of retail store– Ownership based – Store based, Non-store based, Web based – 

Franchising in retailing - Retail location – Layout -Design -interior & exterior - 

Positioning of retail shops. 

 

Unit III 

Retail strategies- Differentstrategies - Growth strategy - Expansion strategy –  

Diversification Strategy -Pricing strategy – Acquiring -Using information strategies – 

Technologies in retail – Information sources. 

 Unit IV 

Integrated marketing process -  tools of IMC, upcoming tools of IMC, customer relationship 

management in retailing –Benefits of retail marketing -  Principle of Customer Relationship 

management strategies - Components of customer relationship management – Customer 

relationship management & royalty programme-Customers service in retailing 

 

Unit V  



Rural retailing – an overview of the India rural market -  challenges in Indian rural market, 

periodic markets -  rural retail players in India - Rural relating strategies - Retail channel 

management - Retail sales promotion techniques – e retailing in India –role of information 

technology in retailing- electronic data exchange – bar coding – electronic payment system 

Text Book(s): 

1. Andrew J.Navman and Peter Cullon, Retailing Environment,

Thomson &Organization 

2. Berman, Retail Management 8
th

Edn., Prentice Hall ofIndia 

3. David Gilbert (2003), Retail Marketing Management, Dorling Kindersley (India) 

Pvt.Ltd., New Delhi. 

4. Hustafa, Retail Marketing, Himalaya Publishing House,Mumbai 

 

Reference Book(s): 

1. Malcolm Sullivan, Retail Marketing,Sultanchand,NewDelhi. 

2. Sivakumar (1997), Retail Management, Excel Books, NewDelhi 

E-Content 

 https://www.repsly.com/blog/consumer-goods/what-is-retail-marketing 

 https://endearhq.com/blog/retail-marketing 

 https://www.vendhq.com/blog/retail-marketing-strategies-help-get-new-customers/ 

 https://smallbusiness.chron.com/definition-retail-marketing-40196.html 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2NME1:1 
RETAIL 

MARKETING 

3 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                 

CO3                    

CO4                    

CO5                 

Number of Matches() =   39   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
 

Total 
Number 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 

https://www.repsly.com/blog/consumer-goods/what-is-retail-marketing
https://endearhq.com/blog/retail-marketing
https://www.vendhq.com/blog/retail-marketing-strategies-help-get-new-customers/
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45 0 8 31 6 
0.00 

17.78 68.89 13.33 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  - II 

Course Code: 22PCM2NME1:2                                                                 Exam Hours: 3 

Instruction Hours: 3                                                                                 Internal Marks: 25 

Credits: 2                                                                                                   External Marks: 75 

 

NON MAJOR ELECTIVE –I  CUSTOMER RELATIONSHIP MANAGEMENT 

Objectives: 

• To know the basic knowledge of CRM. 

• To know the  strategic customer acquisition and retention techniques of CRM 

Course Outcomes: 

1. Gain skill based knowledge of Customer Relationship Management 

2. Understand the concepts and principles of CRM 

3. Gain knowledge on the need and importance of maintaining good 

customer relationship 

4. Gain knowledge of strategic customer acquisition and retention techniques in CRM 

5. Describe the conceptual aspects of service quality. 

 

Unit I  

Customer Relationship Management-  CRM technology - Component - Customer life style 

- Customer interaction -. Features of E-CRM- Sales Force Automations (SFA) - – Barriers 

to successful SFA - Functionality -Technological aspect of SFA -Data synchronization -  

Performance - Reporting tools. 

 

Unit II 

Enterprise Marketing Automation (EMA) – Components of EMA- Marketing 

campaignCampaign planning -Management- Business analytic tools- Response 

management 

Unit III  

Call centres – Types of call centre – Meaning- Customer interaction -The functionality- 

Technological implementation- Automatic call distribution(ACD)-Interactive voice 

response (IVR) -Computer telephony integration (CTI)- Web enabling the call center- 

Automated intelligent call routing - Monitoring. 

Unit IV 

Service Quality : Features-Merits of Service Quality - Factors influencing customer 

expectations and perceptions – Types of Service Quality – Service Quality Dimensions – 

Service Quality Gaps – Measuring Service Quality – Service Quality measurement Scales 

 

Unit V 

     CRM Solutions – Data Warehousing – Data mining for CRM – CRM software packages –

Technological Revolution - Relationship Management – Changing Corporate Cultures. 

 



 

 

Text Books:  

1. Alok Kumar et al, (2015), Customer Relationship Management: Concepts and 

Applications,Biztantra 

2. Jim Catheart, (2016), The Eight Competencies of Relationship selling, Macmillan 

India 

3. Peeru H Mohamed and ASahadevan, (2017), Customer Relationship Management, 

VikasPublishing. 

 

Reference Books: 

1. Shainesh, Jagdish, N.Sheth, (2015), Customer Relationships Management Strategic 

Perspective,Macmillan 

2. Zikmund, (2011), Customer Relationship Management,Wiley 

E-Content: 
 https://www.slideshare.net/Tanel/logistics-and-supply-chainmanagementoverview 

 https://www.slideshare.net/SlideTeam1/supply-chain-management-and-logisticspowerpoint- 
presentation-slides 

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

 https://www.youtube.com/watch?v=A98X_bvX2QA&ab_channel=tutor2u 
Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

II 22PCM2NME1:2 CUSTOMER 

RELATIONSHIP 

MANAGEMENT 

3 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                 

CO3                  

CO4                    

CO5                 

Number of Matches() =    36  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.slideshare.net/SlideTeam1/supply-chain-management-and-logisticspowerpoint-
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45 0 13 0 32 0 28.88 0 71.11 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SEMESTER  - III 

Course Code: 22PCM3CC7                                                                     Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

 

CORE COURSE – VII  ADVANCED CORPORATE ACCOUNTING 

Objectives: 

• To enable the students to have working knowledge in corporate and special accounting. 

• To learn the students regarding Indian and International accounting standard. 

Course Outcomes: 
1. The student can understand and prepare the accounts of Holding Companies 
2. The student can able to prepare the accounts of Banking Companies 
3. The student could prepare the Insurance Company accounts 
4. The student is able to understand and prepare the Double Account System 
5. The student can understand the concept and component of Indian and 

International Accounting Standard 
Unit- I 

Amalgamation – Importance-Purchase consideration- methods – Realization of assets and 

Liabilities – Closure of books of Transfer -Company  Accounting -Treatment as per AS14 in the 

books of Transferee Company 

Unit II 

Holding Company-Consolidated Balance Sheet as per AS21 in the books of holding 

companies - Calculation of Goodwill- Capital Reserve- Minority Interest- Unrealized 

Profit- Capital and Revenue Profits-Mutual Owings. 

Unit III 

Accounts of Insurance Companies –Life insurance - General insurance businesses-Accounts of 

Banking companies -Final accounts -Balance sheet– Provisions for NPA . 

Unit IV 

Final accounts of Double Accounts System – Human Resource Accounting – Definition - 

Objectives–Valuation Methods- Advantages (Theory Only). 

Unit V 

     Inflation Accounting Summaries of International Accounting Standards (IAS) 1 - 2 - 7 - 8 – 

Introduction to IFRS – Application -Scope –Formulation. 

       (Theory: 25%,  Problem: 75%) 

 

Text Book(s): 



1. Arulanandam, M.A. and Raman, K.S (2009), Advanced Accounting, Himalaya 

Publishing House,Mumbai 

2. Gupta R.L. and Radhaswamy, (2009), Advanced Accountancy, Sultan Chand & 

Sons, NewDelhi 

3. Jain, S.P. and Narang, K.L, (2014), Advanced Accountancy, Kalyani Publishers, 

Ludhiana 

4. Pillai R.S.N, Bagavathi and Uma. S (2010), Fundamentals of Advanced 

Accounting, S.Chand& Company Private Limited, NewDelhi. 

Reference Book(s): 

1. Rajasekaran, VandLalitha, R. (2011), Advanced Accounts, Pearson. NewDelhi 

2. Reddy, T.S. and Murthy, A (2015), Corporate Accounting, Margham Publications, 

Chennai 

E-Content:http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_ug.php/238 

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

https://www.youtube.com/watch?v=A-9hEMcSvno 

https://www.slideshare.net/janehayden12/a-simple-introductionabout- a-holding-company 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM3CC7 ADVANCED 

CORPORATE 

ACCOUNTING 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                    

CO3                    

CO4                  

CO5                 

Number of Matches() =  39    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

https://www.slideshare.net/janehayden12/a-simple-introductionabout-
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37 0 0 32 5 0 0 86.48 13.51 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  - III 

Course Code: 22PCM3CC8                                                                  Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

 

CORE COURSE – VIII  RESEARCH METHODOLOGY 

Objectives: 

• To enable the students to understand the basic concepts of research methods. 

• To enable the students to understand the different statistical tools. 

Course Outcomes: 

1. Understand the Concepts Relating to Business Research, Types and Processes. 

2. Identify the Research Problem and Draw the Design. 

3. Prepare Questionnaire and Interview Schedule and Formulate & Test the Hypothesis. 

4. Adopt Appropriate Statistical Tools for the Inferences. 

5. To write a Research Report. 

Unit I 

Research – Meaning –  Objectives- Process-types of research-  Qualities of a researcher – 

Significance-Research problem-Identification - Formulation of research problem – 

Hypothesis Testing – Logic & Importance - Criteria of good research – Basic Research 

Process - Qualities for a good researcher- Challenges for researchers in India - Scope of 

research in Commerce. 

Unit II 

Research problem – Design -Hypothesis - Research Design- Importance-Limitations - Factors 

affecting research design – Case study – Sample design- Essentials of a good sampling -

sampling and non-sampling errors –Probability and Non probability Sampling Methods. - 

Preparation of a research design. 

Unit III 

Populations- Census Sample survey - Sample size - Collection of data- Sources -Types-

observation-Survey-design of interview schedule and questionnaire-differences 

Unit IV 

Processing and Analysis of data-Meaning-Importance-Process of data analysis- Data analysis 

with statistics package  - Editing coding-tabulation- diagrams- Testing Hypothesis-Their nature 

- Role -Preparation of a research design. 

Unit V 



 Report writing-Role - Types of report- Contents of a research report-Steps involved in drafting 

reports-Principles of good report writing-Techniques of Interpretation   - Precautions of writing 

a research report – Plagiarism - Food note – Reference Management - Research ethics. 

Text Book(s): 

1. Donald R cooper, Pamela S Schindler, J K Sharma (2012), Business Research 

Methods, McGraw Hill Education (India) NewDelhi 

2. Gupta S P (2009), Statistical Methods, S.Chand& Sons Publisher, NewDelhi. 

3. Kothari C R, Gaurav Garg, (2019), Research Methodology New Age International 

(P) LimitedPublishers 

4. Martyn Denscombe, (2003), The Good Research Guide for Small Scale Research 

Projects, Viva Books Pvt. Ltd 

Reference Book(s): 

1. Suchdeva, (2010), “Business Research Methodology”, Himalaya Publishing 

House, Mumbai 

2. SaravanavelP (2003), Research Methodology. Margham Publishers, Chennai.2003 

 

E-Content: 

 https://www.youtube.com/watch?v=w_Ujkt83i18 

 https://www.youtube.com/watch?v=UhY0hVukiE4 

 http://www.universityofcalicut.info/SDE/business_research_methods.pdf 

 https://research-methodology.net/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM3CC8 RESEARCH 

METHODOLOGY 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                    

CO3                   

CO4                 

CO5                 

Number of Matches() =  38    Relationship: High 

3.  

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 



 

 

 

Total 
Number 
of 
Topics 

Number of Topics Focus on  % of Topics Focus on  Course 
Category 
Based 
on % 

Lo
ca

l 

R
eg

io
n

al
 

N
at

io
n

al
 

G
lo

b
al

 

Lo
ca

l 

R
eg

io
n

al
 

N
at

io
n

al
 

G
lo

b
al

 

 

62 11 0 9 42 17.74 0 14.51 67.74 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

SEMESTER  - III 

Course Code: 22PCM3CC9                                                                   Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

CORE COURSE – IX  OPERATIONS  RESEARCH 

Objective: 

• To boost the knowledge of students and polishing the skills that are applicable in operational 

research. 

Course Outcomes: 

1. Gain a good understanding of the models of operations research 

2. Apply the various techniques of operations research such as Game Theory, 

Assignment problem, etc 

3. Describe queuing theory and simulation model to students 

4. Gain knowledge of replacement model and statistical quality control technique 

5. Use network analysis 

 

Unit I  

     Meaning – Definition – Origin - History – Characteristic features – Need – Scope – Steps – 

Techniques – Application – Limitations - Linear programing Problem (LPP) – Meaning – 

Requirements – Assumptions – Applications - Formulating LPP – Advantages – 

Limitations – Formulating LP model 

Unit II  

Graphical method – Problems – Simplex method for ≤ type of LPP -For slack variable 

case – Maximization function – Minimization function (simple problems only) – Duality 

in LPP – Meaning - Constructing dual LPP 

Unit III  

Replacement Problem -  Introduction – Replacement of Equipment / Asset that 

deteriorates gradually – Replacement of equipment that fails suddenly. 

Unit IV  

      Meaning :Types of games – Basic assumptions – Finding value of game for pure strategy 

– Mixed strategy – Indeterminate matrix -Average method – Graphical method – Pure 

strategy – Saddle point – Pay-off matrix – Value of game   

Unit V  



Network analysis– Network diagram - PERT -Critical path problems – Optimal time- Cost 

trade- Off schedule 

      (Theory: 25%,  Problem: 75%) 

Text Book(s): 

1. KantiSwarup, P.K.Gupta and Manimohan – Operations Research – Sultan Chand & 

Sons – 2006, 12
th

 edition 

2. Agarwal N P AND Sonia Agarwal, (2009), „Operations Research and Quantitative 

Techniques‟, R B S A Publishers,Mumbai 

3. GurusamyS,(2016), „Operations Research‟, Vijay Nicole Imprints,Chennai 

4. Gupta P K & Gupta S P, (2014), „Quantitative Techniques & Operations Research‟, 

Sultan Chand and Sons, NewDelhi 

Reference Book(s): 

1. Kantiswarup, P.K.Gupta& Man mohan, (2010), „Operations Research‟, Jain 

Book Agency, New Delhi 

2. Kapoor V K, (2011), „Operations Research Techniques for Management‟, 

Sultan Chand and Sons, NewDelhi 

E-CONTENT 

 https://www.bbau.ac.in/dept/UIET/EMER-

601%20Operation%20Research%20Queuing%20theory.pdf 

 https://mdu.ac.in/UpFiles/UpPdfFiles/2021/Jun/4_06-11-2021_16-06-

34_OPERATIONS%20RESEARCH%20TECHNIQUES(20MAT22C5).pdf 

 https://coral.ise.lehigh.edu/magh/present/stetson01.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM3CC9    OPERATIONS 

RESEARCH 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                   

CO3                   

CO4                    

CO5                   

Number of Matches() =  41    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

https://www.bbau.ac.in/dept/UIET/EMER-601%20Operation%20Research%20Queuing%20theory.pdf
https://www.bbau.ac.in/dept/UIET/EMER-601%20Operation%20Research%20Queuing%20theory.pdf
https://mdu.ac.in/UpFiles/UpPdfFiles/2021/Jun/4_06-11-2021_16-06-34_OPERATIONS%20RESEARCH%20TECHNIQUES(20MAT22C5).pdf
https://mdu.ac.in/UpFiles/UpPdfFiles/2021/Jun/4_06-11-2021_16-06-34_OPERATIONS%20RESEARCH%20TECHNIQUES(20MAT22C5).pdf
https://coral.ise.lehigh.edu/magh/present/stetson01.pdf


Relationship Very Poor Poor Moderate High Very High 
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44 0 0 0 44 0 0 0 100.00 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SEMESTER  - III 

Course Code: 22PCM2CCC2:1                                                                 Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 4                                                                                                   External Marks: 75 

 

CORE CHOICE COURSE –III   GOODS & SERVICE TAX (GST) 

Objectives: 

• To teach the various indirect taxes. 

•  To make the students to understand the computation of taxable income for corporate and 

indirect tax in manufacturing and service organizations. 

Course Outcomes: 

1. Get a better understanding of the features, and benefits of GST 

2. Master the important definitions on GST 

3. Appreciate the registration procedure relating to GST 

4. Understand the various aspects of assessment of GST 

5. Gain a better knowledge on the important provisions of GST 

Unit-I  

Introduction of GST in India -GST:Concept –Direct tax-Indirect tax –Merits & demerits - Right 

to impose indirect tax by Centre (Union)/State -  Union Territory Governments - Supply - Person 

- Business -  Appropriate Government - Mixed Supply - Composite Supply - GSTN - GSTIN - 

E-Commerce Input Tax Credit etc.  

Unit –II 

Registration under GST- Persons liable to get registered- Compulsory Registration- Registration 

Procedure- Reverse Charge Mechanism- Composition Scheme -Assessment under composition 

scheme - Zero rated supply- Exemption from GST - GST tax rate.  

Unit-III 

Input Tax Credit (ITC)- Eligibility -Conditions for taking Input Tax Credit- Apportionment of 

ITC - Blocked Credit - Various Documents under GST- Tax Invoice-Bill for Supply- Debit 

Note- Credit Note- Payment Voucher- Receipt Voucher- E-way bill- SAC Code. 

 Unit-IV 

Assessment - Administration of GST - Types of GST Returns- Types of Assessment - 

Assessment Procedures- Role - Functions of GST Council- Tax Authorities - Tax deduction at 

Source - Tax Collection at Source - Refund of Tax.  

Unit V 

Important Definitions – Basics – Importance of Customs Duty Constitutional authority for levy 

of Customs Duty – Types of Customs Duty –Exportation of goods – Valuation of goods for 

Customs Duty –Computation of Assessable Value - Customs Duty. 

Text Book(s): 

1. Balachandran, (2014), Indirect Taxation”, Sultan Chand & Sons and KalyaniPublishers 

2. Mehrotra&Goyal (2015), Indirect Taxes, SahityaBhavan Publications,Agra 

3. Parameswaran and Viswanatha, Indirect Taxes - GST and Customs Law, (2018), 

Kavin Publications,Coimbatore 



4. Radhakrishnan, (2013), Indirect Taxation, Kalyani Publishers 

Reference Book(s): 

1. H.C. Mehrotra and prof. V.P.Agarwal, Goods and Service tax, sahitya bhawan 

Publication, Agra (2020).  

2. V.S.Datey, Indirect Taxes , Taxmann Publication(p)Ltd, New Delhi, 2020  

E-Content: 

 

 

 

 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM2CCC2:1                                                                  GOODS AND SERVICE 

TAX(GST) 

 

6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                  

CO3                   

CO4                  

CO5                   

Number of Matches() =  38    Relationship:High  

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

 

 

 

 

 https://onlinecourses.swayam2.ac.in/nou19_cm05/preview  

 https://idtc.icai.org/gst-topic-wise-study-material-list.html  

 https://www.youtube.com/watch?v=65XiVjuZYtc&ab_channel=DeltaSt

ep  

 https://www.youtube.com/watch?v=07orUf5v7dw&ab_channel=Ekeeda-

CommerceandManagement  
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49 0 0 49 0 0 0 100.00 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER - III 

Course Code: 22PCM2CCC2:2                                                                 Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 4                                                                                                  External Marks: 75 

CORE CHOICE  COURSE –III   FINANCIAL DERIVATIVES 
Objectives: 

• To know about the financial derivative markets in India and its functions 

• To know the concept of hedging. 

Course Outcomes: 

1. Gain an understanding of the concept of Derivatives and its types 

2. Get acquainted about Options and Futures 

3. Describe about hedging and the development position of derivatives in India 

4. Gain mastery over the financial derivatives market in India 

5. Understand about stock futures 

Unit I  

Definition of Financial derivatives, Features – Types– Participants -Functions – Development 

of exchange traded derivatives – Exchange traded vs. OTC derivatives markets – Derivatives 

trading in India – L.C.GuptaCommittee J.R.Varma committee-Requirements for a successful 

derivatives markets. 

Unit II  

Concept: Types – Option Valuation– Options terminology – Options pay off – Equity options 

contracts in India – Index options – Stock options – Hedging – Speculation – Arbitrage – 

Straddle – Strangles – Strips -Straps – Spread trading. 

 

Unit III 

Financial Futures Contracts– Futures terminology – Key features of futures contracts – Futures 

vs. Forwards – Pay off for futures – Equity futures in India – Index futures – Stock futures – 

Futures trading strategies -Arbitrage – Spread trading. 

 

Unit IV 

Concepts : Perfect Hedging Model – Basic Long and Short Hedges – Cross Hedging –– Hedging 

Objectives – Management of Hedge – Concept of Stock Index – Stock Index Futures – Stock 

Index Futures as a Portfolio management Tool – Speculation and Stock Index Futures – Stock 

Index Futures Trading in Indian Stock Market. 

Unit V 

Need for Derivatives –Methods of derivatives - Evolution of Derivatives in India – Major 

Recommendations of Dr. L.C. Gupta Committee –Derivatives Trading at NSE/BSE– 

Eligibility of Stocks –Emerging Structure of Derivatives Markets in India. 

Text Book(s): 

1. Gupta S.L., (2008), Financial Derivatives – Theory, Concepts and Problems, 

Prentice Hall of India, Delhi 

2. Kumar S.S.S (2007), Financial Derivatives, Prentice Hall of India,Delhi 



3. Chance, Don M (2001), Derivatives and Risk Management Basics, Cen gage 

Learning,Delhi 

4. Stulz M. Rene, (2009), Risk Management and Derivatives, Cen gage Learning,Delhi 

Reference Book(s): 

1. S.S.Kumar,(2011), Equity Derivatives,  

2. Robert w. Kolb & James A. Overdahl( 2003), Financial Derivatives. 

E-Content: 

 https://www.youtube.com/watch?v=2Xrc32ZvM44  

 http://www.himpub.com/documents/Chapter1321.pdf  

 https://www.classcentral.com/course/swayam-introduction-to-banking-and-financial-

markets-17654  

 http://14.139.185.6/website/SDE/sde168.pdf  

 

  

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM2CCC2:2 FINANCIAL 

DERIVATIVES 
6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                    

CO3                  

CO4                 

CO5                 

Number of Matches() =    37  Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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51 0 0 51 0 0 0 100.00 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - III 

Course Code: 22PCM3EC3:1                                                                  Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 3                                                                                                   External Marks: 75 

ELECTIVE COURSE –III    CONSUMER RIGHTS & EDUCATION 
Objectives: 

• To make the students to be aware of the basic procedures for handling consumer disputes. 

• To have a comprehensive understanding about the existing law on consumer protection in 

India. 

Course Outcomes: 

1. Understand the various terms related toConsumers 

2. Know the Consumers rights and duties and how to enforce theirrights 

3. gain knowledge of the provisions and procedures under Consumer ProtectionAct 

4. familiar with Consumer related Legislations andOrganizations 

5. know the methods of creating awareness andeducation 

 

Unit I 

Definition of Consumer- Types of Consumer – Problems of Consumer – Consumerism- 

Emerging concepts in consumerism - Green Consumerism - Cyber Consumerism- Effects 

of consumerism. 

Unit II 

Responsibilities of Consumers – Unfair trade practices-Caveat emptor - Caveat Venditor- 

Enforcement of Consumer rights through Public  

Unit III 

Consumer Protection -Government - Main Provisions –Redressal forums – Filing of 

Complaints Procedure Regulatory Authorities – OMBUDSMAN- Government and 

Consumer Protection – Deception and Fraud 

Unit IV  

     Prevention of Food Adulteration Act, 1954- Standards of Weights and Measures Act, 

1976- The Drugs and Magic Remedies (Objectionable Advertisement) Act 1954 - 

Consumer pressure groups- Voluntary consumer organizations-Consumer Protection 

Councils  - Remedy and Redressal of Grievances 

 

Unit V 



Lack of awareness- Lack of access to information-Methods of creating awareness -Promotion 

of Consumer rights and duties- E- Commerce and Consumer Rights-  -  Role of media in 

consumer education 

    Text Books: 

1. Singh Avtar, (2010), Law of consumer protection (Principles and Practice) Eastern 

Book Company, Lucknow. 

2. Aggarwal V.K, Consumer Protection Law and practice, Bharat Law House Pvt 

Ltd. NewDelhi 

3. Majaumdar P K (2009), Law of Consumer Protection in India, Orient Publishing 

Company,NewDelhi. 

4. BalakrishnaEradi(2009), Consumer protection–Jurisprudence, Lexis Nexis Butter 

worthpublishing 

Reference Books: 

1. Bangia R.K., (2004), A Handbook of Consumer Protection Laws and Procedure, 

Allahabad Law Agency 

2. Dr.H.K.Saharay, (2010), Consumer Protection Law , Universal law publishing 

E-CONTENT 

 https://www.researchgate.net/publication/311562679_INTRODUCTION_TO_CONSUMER_RIGH

TS_AND_RESPONSIBILITIES 

 https://files.eric.ed.gov/fulltext/ED095270.pdf 

 https://files.eric.ed.gov/fulltext/ED095270.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM3EC3:1 CONSUMER RIGHTS & 

EDUCATION 
6 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                   

CO2                 

CO3                  

CO4                   

CO5                  

Number of Matches() =    36  Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 

https://www.researchgate.net/publication/311562679_INTRODUCTION_TO_CONSUMER_RIGHTS_AND_RESPONSIBILITIES
https://www.researchgate.net/publication/311562679_INTRODUCTION_TO_CONSUMER_RIGHTS_AND_RESPONSIBILITIES
https://files.eric.ed.gov/fulltext/ED095270.pdf
https://files.eric.ed.gov/fulltext/ED095270.pdf
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34 6 5 21 2 17.64 14.70 61.76 5.88 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SEMESTER  - III 



Course Code: 22PCM3EC3:2                                                                 Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 3                                                                                                   External Marks: 75 

ELECTIVE COURSE –III CAPITAL MARKETS 
 

Objectives: 

• To expose the students to the framework of modern portfolio theory. 

• To understand the investment analysis with which one can critically evaluate alternatives 

relating to financial securities. 

Course Outcomes: 

1. Understand of money market and capitalmarket 

2. Describe the working of the primarymarket 

3. Gainfamiliarity with regard to working of stockexchanges 

4. Know the working mechanism of underwriting andIPO 

5. Gain an understanding of the regulations governing the Indian capitalmarket 

Unit I 

Indian Capital Market - Definition –- Evolution -Growth - Constituents - Capital Market 

Instruments -Features of Developed Capital Markets - Role - Functions - Constituents - 

Financial Instruments - Indian Financial Market - Global Financial Market - Types - 

Preference shares- Equity Shares - Non - Voting equity shares - Company fixed deposits - 

Warrants - Debentures – Bonds - Money market – Call Money market – Treasure Bill 

Market – Commercial Bill Market 
Unit II 

      Regulatory Framework - Committees on Regulatory Framework - SEBI - Objectives - 

Management - Powers -Functions - Regulatory role - Investor Protection - Insider Trading 

- Rationale - Insiders - Insider information - Connected persons. 

Unit III 

NIM VsSecondary Market - Methods of New Issue - Intermediaries in the new issues market - 

SEBI Guidelines on Primary Market - Listing - Agreement - Benefits - Consequences of 

Non-listing 

Unit IV 

Stock Exchange: History, Meaning, Functions - Stock Exchange Vs Commodity Exchange - 

Stock Exchange Traders - Regulation of Stock Exchanges - Steps in Stock Trading - BSE 

and NSE - World Stock Exchanges - New York, London, Hong Kong and Tokyo Stock 

Exchanges 

 Unit V 
Underwriting - Definition - Types - Mechanics - Benefits - Book Building - Concept -   

    Characteristics - Process - IPO including e-IPO - Reverse book – Building – Depository  

   services - Demat Account - Electronic Settlement of Trade - Role of CDSL - NSDL - Online  

   Stock Trading 

Text Books: 

1. FRANK J, FABOZZI, FRANCO MODIGLIANI, (2000), „Capital Markets 



Institutionsand Instruments, PrenticeHall, NewDelhi 

2. GURUSAMY, (2014), 'Capital Markets‟, Vijay Nicole Imprints,Chennai. 

3. MOORAD CHOUDHRY, (2000), „Capital Market Instruments, Analysis 

andValuation‟, FT Press,NewYork. 

4. MAHESH KULKARNI & DR. SUHAS KULKARNI, (2001), „Capital Markets 

and Financial Services‟, NiraliPublications,Mumbai. 

Reference Books: 

1. RAJESH CHAKRABORTHY, SANKAR D.E, (2011), „Capital Markets in India, 

Sage Publications, NewDelhi 

2. Gary Strumeyer& Sarah Swammy (2017), The Capital market: Evolution of the 

financial Ecosystem 

E-Content: 

 https://www.youtube.com/watch?v=wcJ1UAozBbY  

 https://www.youtube.com/watch?v=ZXYgGtiPKR4  

 https://www.youtube.com/watch?v=OJOQvaxK_74  

 https://investor.sebi.gov.in/pdf/reference-material/beginners.pdf  

 

 

 
 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PCM3EC3:2 CAPITAL MARKETS 6 3 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                  

CO2                  

CO3                    

CO4                     

CO5                 

Number of Matches() =   39   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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73 0 0 47 26 0 0 64.38 35.61 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - III 

Course Code: 22PVACM2:1                                                                 Exam Hours: 3 

Instruction Hours:                                                                                  Internal Marks: 25 

Credits:    2                                                                                               External Marks: 75 

VALUE ADDED COURSE –II   CORPORATE SOCIAL 

RESPONSIBILITY 
Objectives: 

• To examine the scope and complexity of CSR. 

• To analyse the impact of CSR on corporate culture. 

Course Outcomes: 

1. Have gained all essential and fundamental knowledge on the principles and 

practices of CSR in India 

2. Acquire the skill of implementing the same in their own enterprises as and when 

they bring up their start-ups 

3. Appreciate governance of C S R activities 

4. Have knowledge of monitoring CSR activities 

5. Know about CSR standards and audit 

Unit I 

Definition of CSR - Evolution of CSR - CSR in Indian Legislation from global perspective - 

Principles of CSR -Sustainable Development goals - Corporate Governance- Drivers of CSR 

- Concept of Charity - Corporate Citizenship – Corporate Philanthropy -Environmental, 

Ethical and Economic Responsibility. 

    Unit II  

        CSR Policy - Constitution of CSR committee -Its composition - CSR Design - CSR Budget 

- Implementation of CSR - CSR Process - CSR Activities - Provision of CSR in Companies 

Act, 2013 - CSR Committee - CSR Policy - Role of business in society – Globalization of 

CSR. 

 Unit III 

Meeting of the CSR Committee –Powers – Duties – Responsibilities -  Preparation of CSR 

Report – Content of the report - Placing CSR Report in Board meeting - Board‟s 

responsibility towards CSR -  Evaluation of CSR projects - CSR stakeholder communication 

-Dialogue -Engagement - Risk Management - CSR as Organizational Brand Building. 

  Unit IV 

CSR process monitoring - Situation monitoring - Beneficiary monitoring -Organizational 

monitoring - Financial monitoring -Compliance monitoring -Result monitoring- Internal 



Monitoring - CSR Committee - Board level review of CSR performance –Evaluation of CSR 

Reporting 

Unit V 

CSR Audit -Various issues relating to CSR Audit - Preparing -Filing of annual CSR report - 

Sustainability of CSR Audit -Developing a CSR Audit programme - CSR audit checklist - 

Benefits of CSR audit -Challenges of CSR - CSR Ratings - CSR awards - Social 

Accountability 8000(SA8000) - Indian Standard Organization (ISO-26000-2010) - GST 

component in CSR 

Text Book(s): 

1. Christopher (2014), Sustainable Value: How the world‟s leading companies doing 

well by doing good, Stanford University Press,USA 

2. Ilangovan D and Durgadoss R, (2016), Corporate Governance – An Insight, The 

United Publishers, Mangalore,Karnataka 

Reference Book(s): 
1. Wayne Visser (2017), CSR 2.0 Transforming  Corporate Sustainability 

and Responsibility, Kaleidoscope Futures,London 

2. Sanjay K.Agarwal  (2016) , Corporate Social Responsibility in India, Sage 

Publications,Delhi 

E-Content 

 https://www.investopedia.com/terms/c/corp-social-responsibility.asp 

 https://www.businessnewsdaily.com/4679-corporate-social-responsibility.html 

 https://en.wikipedia.org/wiki/Corporate_social_responsibility 

 https://doublethedonation.com/tips/corporate-social-responsibility/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PVACM2:1 CORPORATE SOCIAL 

RESPONSIBILITY 
 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                 

CO3                     

CO4                  

CO5                    

Number of Matches() =   40   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

https://www.investopedia.com/terms/c/corp-social-responsibility.asp
https://www.businessnewsdaily.com/4679-corporate-social-responsibility.html
https://en.wikipedia.org/wiki/Corporate_social_responsibility
https://doublethedonation.com/tips/corporate-social-responsibility/
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63 0 7 56 0 0 11.11 88.88 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - III 

Course Code: 22PVACM2:2                                                                 Exam Hours: 3 

Instruction Hours:                                                                                  Internal Marks: 25 

Credits:2                                                                                                   External Marks: 75 

VALUE ADDED COURSE –II   BEHAVIOURAL FINANCE 
 

Objectives: 

1.To provide the students with a fair understanding about the basic concepts and 

principles that support behavioural finance, and efficient and inefficient 

markets. 

2.To help students to understand the basic behavioural finance theories in 

volatile markets, be able to develop strategies for dealing with financial 

and investment behaviours. 

Course outcomes:  
1. On completion of this course, the student will be able to: Understand and critically discuss the 

differences between a behavioural finance perspective and a traditional finance perspective. 

2. Understand and critically discuss the cognitive biases and errors of judgment that affect 

financial decisions. 

3. To understand some psychological biases which lead to various anomalies. 

4.  To understand the various effects like endowment, disposition etc. 

Unit I 
 

Behavioural finance –Nature-scope-  objectives and application- Investment Decision 

Cycle-Judgment under Uncertainty-Cognitive information perception - Peculiarities (biases) of 

quantitative and numerical information perception - Representativeness – Anchoring - 

Exponential discounting - Hyperbolic discounting. 

Unit II  

 Utility Preference Functions- Expected Utility Theory -  Rational Thought -   Decision 

making under risk and uncertainty - Expected utility as a basis for decision-making – Theories 

based on Expected Utility Concept - Investor rationality and market efficiency. 

 

Unit III 
 Behavioural Factors and Financial Markets- Markets Hypothesis – Fundamental 

Information and Financial Markets - Information available for Market Participants and Market 

Efficiency -Market Predictability –Arbitrage Model - Asset management and behavioural factors 

- Active Portfolio Management - Fundamental information and technical analysis – 



psychological influence. 

Unit IV 

 Corporate Decisions on Capital Structure and Dividend Policy - Capital Structure 

dependence on Market Timing - Systematic approach to using behavioural factors in corporate 

decisionmaking- External Factors and Investor Behaviour- Mechanisms of the External Factor 

influence on risk perception and attitudes - Active portfolio management - source of the 

systematic underperformance. 

Unit V 

 Emotions and Decision Making- Experimental measurement of risk- Emotional 

mechanisms in modulating risktaking attitude - Neurophysiology of risk taking - Personality 

traits and risk attitudes in different domains -Neural processes during financial decision making- 

Future of Neurofinance -Adaptive Market Hypothesis∙ 

 

         

  

   

Text Book(s): 
 1. Ackert L and R Daves, Behavioural finance: Psychology decision making and Markets, South  
      western, Centage learning, Mason,Ohio 
            2. Bisen, Pandey: Learning Behavioural Finance, ExcelBooks.  
           3. Montier, James: Behavioural  
                 Finance, John Wiley & Sons, NewYork.  
           4. Sheiter A, Inefficient Markets: An Introduction to            

                 behavioural finance, Oxford University press,Oxford Reference Book(s): 

    5. Sulphey, M. M.: Introduction to Behavioural Finance, PHI Learning P. Ltd., NewDelhi  
          6. Prasanna Chandra, Behavioural finance, McGrawHill.  
          7. M.Y. Khan and P K Jain, Behavioural finance, McGrawHill 
E Content: 
1. https://youtu.be/chSHqogx2CI 
2. https://youtu.be/OG96I_Gc-gA 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22PVACM2:2                                                                  BEHAVIOURAL 

FINANCE  

 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                   

CO3                  

CO4                    

CO5                 

Number of Matches() =    38  Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

https://youtu.be/chSHqogx2CI
https://youtu.be/OG96I_Gc-gA


Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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44 0 0 44 0 0 0 100.00 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  - IV 

Course Code: 22PCM4CC10                                                                   Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

 

CORE COURSE – X  ACCOUNTING FOR MANAGEMENT 

Objectives: 

• To understand the concepts of management accounting. 

• To  understand the  application of decision making tools and strategies. 

Course Outcomes: 

1. Have a good understanding of the applicability of financial statements for decision 

making 

2. Gain knowledge of preparation, analysis and interpretation of financial statements 

3. Describe the usage of management accounting tools 

4. Prepare cash flow and funds flow statements 

5. Gain knowledge of CVP and BEP analysis 

 

Unit I 
 

Management Accounting-Functions- Scope- Importance - Limitations-Management 

Accounting Vs Cost Accounting-Management Accounting Vs Financial Accounting -- 

Cost Control – Cost Reduction – Cost Management. 

 

 

Unit II  

Analysis - Interpretation of Financial Statements-Nature - Objectives-Tools-Methods-

Comparative Statements- Common Size Statement - Trend Analysis- Ratio Analysis 

 

 

Unit III 
Fund flow statements –Funds from Operations – Sources and Application of Funds–Cash flow 

statements – Non Trading Profit –Inflow and Outflow of Cash - Working Capital Requirements -

Its computation 

 

Unit IV 

Standard Costing (Material and Labour Variance Only) –Budget - Budgetary control  

–Capital Budgeting. 

 

UNIT V 

Marginal costing –Absorption costing –CVP Analysis-Break-even Analysis-Managerial 

Applications in Decision Making – Significance -Limitations of Marginal costing. 

 

 



     (Theory: 25%,  Problem: 75%) 

  

   

Text Book(s): 

1. Khan M Y & Jain P K (2014), Management Accounting, Tata McGraw Hill, New 

Delhi 

2. MaheswariSN, (2014), Management Accounting, Sultan Chand & Sons, NewDelhi 

3. Murthy A and Gurusamy S, (2017), Management Accounting, Vijay Nicole 

Imprints, Chennai 

4. Management Accounting , Dr.S.P.Gupta and Dr.K.L.Gupta, Revised and Upload 14th 

EditionSahitya Bhawan Publication Agra,( 2019) 

Reference Book(s): 

1. Management Accounting, Surendar Singh, Edition,PHI Learning Private Limited, 

New Delhi,(2016)  

2. Martin S. Fridson, Fernando Alvarez, (2012), Financial Statement Analysis: A 

Practitioner's Guide, Wiley, NewDelhi 

E-Content: 

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

 https://www.youtube.com/watch?v=bm8Ce_fgRos&list=PL5LIq6lQrIUddRpNP 

1CmAUsRgk6eB8dpM 

 https://www.dynamictutorialsandservices.org/2020/11/managementaccounting- mcqs-

bcom-bba-mba.html 

 https://www.studynama.com/community/login/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22PCM4CC10 ACCOUNTING FOR 

MANAGEMENT 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                   

CO3                  

CO4                    

CO5                 

Number of Matches() =    38  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

https://www.youtube.com/watch?v=bm8Ce_fgRos&list=PL5LIq6lQrIUddRpNP
https://www.dynamictutorialsandservices.org/2020/11/managementaccounting-
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39 0 0 25 14 0 0 64.10 35.89 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

SEMESTER  - IV 

Course Code: 22PCM4CC11                                                                   Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

CORE COURSE – XI  APPLIED E –COMMERCE 

Objective: 

• To make the students aware of online commerce and online E-banking Innovations. 

 

Course Outcomes: 

1. Gain an introductory knowledge on electronic commerce 

2. Describe about knowledge on Network Infrastructure 

3. Gain applications knowledge on electronic commerce 

4. Gain knowledge on security framework 

5. Gain essential knowledge on directory services and Cyber laws 

Unit I 

Electronic Commerce - Definition - Scope -Its Benefits– Impact of Electronic Commerce – Classification 

of Electronic Commerce – Applications of Electronic Commerce Technologies – Business Models – 

Architectural Framework. 

 

Unit II 

Network Infrastructure – Local Area Networks – Wide Area Network – Intranet - Extranet - Internet – 

TCP/IP Reference Model –Information Distribution and Messaging -  File Transfer Protocol 

Applications - Electronic Main – World Wide Web Server – HTTP – Web servers Implementations - 

Components of I-Way – Public policy Issues shaping the I-Way. 
 

 

Unit III  

Consumer Oriented Application- Mercantile Models from the Consumer‟s perspective – Types of 

Electronic Payment System- Digital Token based Electronic Payment Systems - Smart Cards- 

Electronic Payments-Designing Electronic Payment system. 

 

Unit IV 

Threats in computer systems - Security Policy, Procedures and Practices – Site Security – Protecting 

the Network – Firewalls – Securing the Web Service - Security Network Transaction – 

Transaction Security – Cryptology – Cryptology Algorithms –Public Key Algorithm – 

Authentication Protocols – Digital Signatures – Electronic Mail Security – Security Protocols 

for WebCommerce 
Unit V 

Search Engines - Directory Services – Information Directories – Internet Advertising – Electronic 

commerce Applications - Cyber Law – Introduction – Concept of Cyberspace – Cyber Law in electronic 

commerce contract Aspects – Electronic Governance – Drupal. 

Text Book(s): 



1. Bhasker, B. (2017). Electronic Commerce Framework, Technologies and Applications. 

New Delhi: McGraw HillEducations. 

2. Jaiswal.S. (2000). E-Commerce IElectronic Communication for Business). New Delhi: 

Galgotia Publications Pvt. Ltd. 

3. Kalakota, R., &Whinston, A. B. (2002). Frontiers of Electronic Commerce. New Delhi: 

Pearson EducationIndia. 

4. Rayudu, C. (2010). E-Commerce and E-Business. Mumbai: Himalaya PublishingHouse 

 

Reference book(s): 

1. Rayport, &Jaworeski, B. J. (2009). Introduction to E-Commerce. Noida , UP: McGraw Hill 

Publishing CompanyLimited. 

2. Tomasi,   W.   (2008).   Electronic   Communication  Systems Fundamentals Through 

Advanced. New Delhi: Pearson Education 

 

E-Content: 

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

 https://www.youtube.com/watch?v=lgjS6fqawI0  

 https://www.tutorialspoint.com/e_commerce/e_commerce_tutorial.p df  

 

  

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22PCM4CC11 APPLIED E –COMMERCE 6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                

CO3                     

CO4                  

CO5                   

Number of Matches() =   39   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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57 0 0 0 56 0 1.75 0 98.24 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  - IV 

Course Code: 22PCM4E                                                                Exam Hours: 3 

Instruction Hours: 6                                                                                 Internal Marks: 25 

Credits: 5                                                                                                   External Marks: 75 

ELECTIVE COURSE –IV ENTREPRENEURIAL DEVELOPMENT 
Objectives: 

• To develop adequate entrepreneurial traits among traits among students. 

• To help to understand the process of establishing and development an enterprise. 

Course Outcomes: 

1. Analyze various aspects of entrepreneur especially of taking over the risk, and the 

specificities as well as the pattern of entrepreneurship development and, finally, to 

contribute 

2. Prepare project report and project formulation feasibility report 

3. Gain knowledge of basic institutions for entrepreneurship development. Innovation 

and entrepreneurship 

4. Appreciate the entrepreneurial and managerial potentials 

5. Prepare project report and sources of finance and have the knowledge of 

government related incentives and subsidies 

Unit I 

Entrepreneur :Meaning – Definition –Objectives -  Characteristics – Functions – Role of 

Entrepreneurs in the economic development – Classification of entrepreneurs –Rural 

Entrepreneurs – Women Entrepreneurs – Agro Entrepreneurs  - Intrapreneur  -Qualities of 

entrepreneur -  Factors affecting entrepreneurial growth -Problems of Entrepreneur-Recent 

growth of  entrepreneurs in India. 

Unit II 

      Entrepreneurship – Concept – Distinction between Entrepreneur and Entrepreneurship - 

Entrepreneurship Development Programms – Objectives - Stages in EDP- Pre-training Stage 

– Training phase – Post Training –Evaluation and Feedback of EDP. 

Unit III  

Micro, Small and Medium Enterprises(MSMEs) : Definition – Features - Needs for MSMEs - 

Forms of MSMES –Role of MSMEs in Emerging economies-SWOT analysis on MSMES-

Establishing MSMEs -Global environment-Market Assessment- Technology- Selection of 

Site-Developing effective business plan. 

Unit IV 

Policy environment of small scale sector- Pre -Post 1991 Industrial policy- New policy - 

Measures- Reports of various working groups on SSIs - Kothari Committee 2,000- Ganguly 



committee 2024- Micro - Small - Medium Enterprises Development act (MSMEDA) 2006- 

Objective- Definition- Provisions pertaining to promotion -Development of MSMEs. 

Unit V  

Business Development service providers – Role - Responsibilities – Improving 

Competitiveness of SMEs through Enhancing Productivity – Market Promotion - 

Development –Technological development in SMEs -Role -  Cluster development -Setting up 

clusters - Role of clusters in economic development – Critical success factors. 

Text Books:  

1. KanishkaBedi(2012), Management and Entrepreneurship, Oxford University press, 

Delhi 

2. Jayshree Suresh(2014), Entrepreneurial Development, Margam

publications, Chennai. 

3. Narayana Reddy p (2016), Entrepreneurship Text and cases, cengagelearning,Delhi 

4. Kuralko and Hodgetts(2014), Entrepreneurship in The New Millenium, Cengage 

learning,Delhi 

Reference Books: 

1. Rajee Roy (2011), Entrepreneurship, Oxford University press,Chennai 

2. Robert D Hisrich and others (2010), Entrepreneurship, Tata McGraw Hill 

Company, NewDelhi 

E-Content: 

 http://www.universityofcalicut.info/syl/EntrepreneurshipDevelopment279. pdf 

 https://www.studynama.com/community/login/ 

 http://www.crectirupati.com/sites/default/files/lecture_notes/Entrepreneurship%20

Development%20Notes.pdf 

 http://www.simplynotes.in/e-notes/mbabba/entrepreneurshipdevelopment/ 

Relationship Matrix for COs, POs and PSOs 
Semester Code Title of the Course Hours Credits 

III 22PCM4E ENTREPRENEURIAL 

DEVELOPMENT 
6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                     

CO4                    

CO5                  

Number of Matches() =    42  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

http://www.universityofcalicut.info/syl/EntrepreneurshipDevelopment279
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63 1 25 27 10 
1.59 

39.68 42.86 15.87 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  - IV 

Course Code: 22PCM4NME2:1                                                                   Exam Hours: 3 

Instruction Hours: 3                                                                               Internal Marks: 25 

Credits: 2                                                                                                   External Marks: 75 

 

   NON MAJOR ELECTIVE – II  CAMPUS TO CORPORATE 

Objective: To familiarize students with various communication methods that exists in business 

and to train them for smooth transition from campus to corporate.  

Course outcomes:  

1. To build confidence, develop self-esteem. 

2. To bring positive changes in the attitude and behavior of the participants. 

3.  To impart career-specific practical inputs along with sharing the expectations of the corporate. 

4. To Follow professional ethics by imparting values and manners.  

5. To  provide the transition from being a student to becoming a professional. 

Unit – I 

 Overview of corporate - History of corporate - Campus and corporate –BPO Industry in India 

and world – Oral and written communication merits and demerits – Communication through 

letters – Layout of letter – Business letter format. 

Unit – II  

Business letters – Enquiries and Reply – Orders and Execution – Claims and Adjustments – 

Collection – Sales letters – Bank Correspondence – Application for jobs – Preparation of resume. 

Unit –III  

Reports: Types- preparation - structure and organization of reports – Reports by individuals and 

committees – Meetings – kinds of meetings – Preparing Agenda & Minutes.  

Unit – IV 

Fundamentals of English – Constructing sentences – Correct use of tenses – Articles – 

International phonetic alphabet – Vowel and consonant sounds – Syllable stress – Intonation – 

listening – Principles of good listening – Accent comprehension – Practical exercise. 

Unit – V 

Corporate etiquette – Dressing and grooming skills – Workplace etiquette – Business etiquette – 

Email etiquette – Telephone and meeting etiquette – Presentation skills Professional 



competencies - analytical thinking – listening skills – time management – team skills – stress 

management – Assertiveness – Facing group discussion and interview. 

TEXT BOOKS: 

 1. Essentials of Business Communication - Rajendra pal, J.S. korahilli, Sultan Chand & Sons, 

New Delhi. 

 2. Business Communication - N.S.Raghunathan & B.Santhanam, Margham Publications, 

Chennai.  

3. Business Communication –V.R. Palanivelu &N. Subburaj, Himalaya Publishing Pvt 

Ltd,Mumbai. 

 REFERENCE BOOKS:  

1. Effective Business English and Correspondence-M.S. Ramesh and Pattenshetty - R. S. Chand 

& Co, Publishers, New Delhi-2.  

2. Commercial Correspondence – R. S. N. Pillai and Bhagavathi. S. Chand Publications, New 

Delhi.  

3. Business Communication - Sathya Swaroop Debasish, Bhagaban Das, PHI Learning Pvt. Ltd., 

New Delhi, 2010 Edition.  

4. Communication conquer : A Handbook of group discussion and Job Interview. - Pushpalatha 

& Kumar, PHI Learning Publisher . 

E Content: 

1. https://youtu.be/uTyp3gdGz_U 

2. https://youtu.be/sVYe3A5pxBk 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV  22PCM4NME2:1 CAMPUS TO 

CORPORATE 
3 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                 

CO3                     

CO4                  

https://youtu.be/uTyp3gdGz_U
https://youtu.be/sVYe3A5pxBk


CO5                    

Number of Matches() =   40   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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49 31 0 0 33 32.65 0 0 67.34 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SEMESTER  - IV 

Course Code: 22PCM4NME2:2                                                                   Exam Hours: 3 

Instruction Hours: 3                                                                               Internal Marks: 25 

Credits: 2                                                                                                   External Marks: 75 

 

 NON MAJOR ELECTIVE – II  BUSINESS PRACTICES & ENVIRONMENT 

 

Objectives: 

1.To understand the organized and regulated market and services offered by them. 

 

Course outcomes: 

1.Conduct a business analysis of the local and national environment. 

2. Present a business environmental analysis and recommendations to reduce the risk of the 

identify issues. 

3.Explore the role of marketing in business 
 

UNIT I 

Introduction - Nature - Scope of Business in the modern context - Objectives of Business - Study 

of various policies – Product – Buying – Selling - Price and credit policies -  Role -  Importance 

and development of service sector in India -  Business Practices with reference to E-commerce. 

Unit II 

State in Trade - Concept of state trading - Arguments for and against state trading - Role of the 

State Trading Corporation (STC) and Food Corporation of India (FCI) - State and privatization 

of trading activities. 

Unit III 

Organized and Regulated Market -  Meaning -  Importance -  Features of organized commodity 

markets and regulated markets -  Produce Exchanges - Meaning -  Organization -  Management -  

Objectives and services offered -  Produce Exchanges in India Forward Markets - Meaning and 

importance. 

Unit IV 

 Security Markets -  Meaning - Functions - Structure constitution and management -  

Listing of Securities - Price fluctuations - Regulation and control - Role of Securities Exchange 

Board of India (SEBI)  - Guidelines - Stock exchanges in India. 

Unit V 

 Public Enterprises and Public Utilities -  Objectives -  Functions and Organization of 

Public Enterprises and Public Utility - Management Practices of Public Enterprises in India - 

Efficiency-Autonomy and control of Public Enterprises -  Recent practices. 



 

Recommended Books  

1. Acharya Govekar : Principles of Business Organization, A. R. Seth & Co. 

 2. Mamoria, Joshi : Principles and Practice of Marketing in India, Kitab Mahal, Allahabad.  

3. W. R. Natu : Regulated Markets. 

4. G. S. Kamat : Marketing Co-operative way Maharashtra State co-op. Union  

Text Books  

1. Ram Desai : Future Trading and Control.  

2. H. T. Parekh : Bombay Money Market  

3. P. L. Gadgil : Commodidty Marketing and Distributive Trade, Shubhada Sarwat, Pune. 

E Content:  

1. https://youtu.be/tPK9cy22B2Y 

2. https://youtu.be/XiZKS7hKoGY 

 

Relationship Matrix for COs, POs and PSOs 
 

Semester Code Title of the Course Hours Credits 

IV 22PCM4NME2:2 BUSINESS PRACTICES & 

ENVIRONMENT  
3 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                    

CO2                  

CO3                     

CO4                    

CO5                  

Number of Matches() =    42  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

https://youtu.be/tPK9cy22B2Y
https://youtu.be/XiZKS7hKoGY
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45 0 0 45 0 0 0 100 0 National 

 



THANTHAI HANS ROEVER COLLEGE (AUTONOMOUS), PERAMBALUR 

COURSE STRUCTURE FOR M.PHIL UNDER CBCS 

SUBJECT: COMMERCE 

(Applicable to the candidates admitted from the academic year 2022-23  Onwards) 

Programme Structure 

 

Sem-

ester 

Code Course Subject Title Exam 

Hours 

Cre

dit 

Int Ext Total 

I 22MPCM1CC1 CC1 Research Methodology 3 4 25 75 100 

I 22MPCM1CC2 CC2 Advanced Business 

Management 

3 4 25 75 100 

I 22MPCM1CC3 CC3 Teaching &Learning Skills 3 4 25 75 100 

I 22MPCM1CC4 CC4 Paper on topic of Research 

(To be framed by the Guide 

3 4 25 75 100 

II 22MPCM2DW    --- Dissertation(Viva-Voce-

50,Project-150) 

 8 - - 200 

                  TOTAL  24   600 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



CORE COURSE I 

RESEARCH METHODOLOGY 

Code: 22MPCM1CC1                                         Credit: 4                   Max.Marks: 75 

 Objective:To enable the students to understand the basic concepts of research methods and to have 

  Quest for social sciences research. 

 

Unit I 
 
Research : Meaning –Definition -Objectives - Motivation - Concept - Purpose- Types of Research –Steps in 
Research –Characteristics of Scientific Research -Research ethics - Selection and formulation of a research 
problem - Review of Literature.  
Unit –II 
Preparation of Research Design - Concept and Importance - Steps involved in Research Design - 
Features  of Good Research- Case Design - Survey Design - Sampling techniques-  Sampling  
Design  for Analytical and Descriptive   Research  Sampling - Meaning -Methods and their 
applications - Sample size and sampling errors - Methods of data collection –Primary data , 
Secondary data - Sources, Techniques –Questionnaire , interview schedule. 
  
Unit III 
 
Pre testing–Pilot Study –Data processing : Meaning, Steps - Analysis of data –Interpretation of data 
through SPSS -  Correlation –Partial and multiple –Regression –Partial and Multiple - Time series 
analysis ( Problem and Theory) 

 

Unit IV 
 
Hypothesis –Concept, steps, sources –Testing of hypothesis –Chi –Square test, ‘t’ and ANOVA - One way and 
two way classification (Problem and Theory) 

 

Unit V 
 
Report Writing  :   Types of reports –contents  of    report – Style of reporting – Steps  in 

drafting reports - Footnotes and bibliography writing - Webliography. 

(Theory:60%,Problem:40%) 

 

TEXT BOOKS RECOMMENDED : 
 

1. Research Methodology –Dr. P. Ravilochanan –Margham Publications, Chennai  

 
2. Business Research concepts and practice –International company (1969) –Robert G. Murdick.  

3. Research in Social Science-Pattenshetti. –Sultan Chand & Sons.   
4. Research Methodology –Patten chetty –Rainbow Publications.  

5. Research Methodology –P.Saravanavel –Kidap Publications  
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49 6 7 6 30 12.24 14.28 12.24 61.22 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

CORE COURSE II 

ADVANCED BUSINESS MANAGEMENT 

Code: 22MPCM1CC2       Credit: 4                                 Max.Marks: 75 

 Objective: At the end of the Course,Students shall be able to learn the Concepts of Management in general, 

 financial management,Human Resource Management,Marketing Management &Strategic Management and 

 shallbe able to identify issues in the above areas. 

Unit I  
Financial Management : Financing decisions– Functions of Financial Management- Theories of capital structure–
Capital Structure Planning-Dividend Policy  and Practices - Financial leverage - EBIT–EPS analysis –Capital 
Structure Plannine in Practice- Concept of Working Capital - Methods of Working Capital Estimation 
  
Unit II  
Human Resources Management: Recruitment Management –Sources of Recruitment - Training and 
Development – Reward Management - 360 Degree Feedback–Welfare Measures – Grievance handling  and 
Redressal - Performance Management –Employee Maintenance and Separation-Global Human Resources 
Management - Recent Trends in HRM- HR Audit - E-HRM - Industrial Disputes . 
Unit III  
Marketing Management:  Marketing Research Objectives- Methods–RetailManagement –Global Marketing 
–Product strategy and organization for Global marketing –Recent Trends in marketing - Rural Marketing - E-
marketing–Marketing of Services – Issues in E Marketing - Mobile marketing-  CRM  
Unit IV  
Strategic Management: Meaning - Scope-Strategic Decision Making Process in Strategy formulation -
Mission-Vision - Linking Vision and Mission with Company Values - Objectives- Straategy Implementation 
- Growth Strategy-Expansion Strategy - Diversification Strategy -Portfolio Analysis -  Mergers and 
acquisitions.  
Unit V 
Financial Markets: Capital Market–Instruments–Equities debt and derivatives–Features and Types of 
Financial Derivatives - Need - Evaluation - Derivative Trading at NSC /BSC -Primary Market–Issue Methods 
- Market intermediaries –Secondary Market –Mutual Funds - Stock Index - Speculation . 
                                                   (Theory Only)  
 

TEXT BOOKS RECOMMENDED: 
 

1. S.N. Maheswari, Financial Management, Sultan Chand  

2. Dwivedi R.S., Human Behaviour and Organisational & IBH  

3. Saxsena ,Human Resource Management S –Chand sons  

4. R.S.N. Pillai and Pagavathy, Modern Marketing S –Chand sons  

5. V.A. Avodhani, Marketing of Financial Services  

6. Francis Cherunilam,strategic Management. 
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64 11 9 28 16 17.18 14.06 43.75 25 National 

 
 
 
 
 
 
 
 
 

CORE COURSE III 

TEACHING AND LEARNING SKILLS 

 
Code:22MPCM1CC3                               Credit: 4                                              Max.Marks: 75 

 
 

Objectives: 

 Acquaint different parts of computer system and theirfunctions 

 Understandthe operationsanduseof computersandcommon Accessories 

 Develop skills of ICT and apply them in teaching learning context and Research 

 Appreciate the role of ICT in teaching, learning andResearch 

 Acquire the knowledge of communication skill with special reference to  its elements, 

types, development andstyles 

 Understand the terms communication Technology and Computer mediated teaching and 

develop multimedia /e- content in their respective subject 

 Understand the communication process through theweb 

 Acquire the knowledge of Instructional Technology and itsApplications 

 Develop different teaching skills for putting the content across to targeted audience 

Unit I : Computer Application Skills 

Information and Communication Technology (ICT): Definition, Meaning, Features, Trends – 

Integration of ICT in teaching and learning – ICT applications: Using word processors, Spread 

sheets, Power point slides in the classroom – ICT for Research: On-line journals, e-books, 

Courseware, Tutorials, Technical reports, Theses and Dissertations-- ICT for Professional 

Development:Concept of professional development -  institutional efforts for competency 

building -  Individual learning for professional development using professional networks -  

OERs, technology for action research,etc. 

Unit II : Communications Skills 

Communication: Definitions – Elements of Communication: Sender, Message, Channel, 

Receiver, Feedback and Noise – Types of Communication: Spoken and Written; Non-verbal 

communication – Intrapersonal, interpersonal, Group and Mass communication – Barriers to 

communication: Mechanical, Physical, Linguistic & Cultural – Skills of communication: 

Listening, Speaking, Reading and Writing – Methods of developing fluency in oral and written 

communication – Style, Diction and Vocabulary – Classroom communication anddynamics. 

Unit III : Pedagogy 
Instructional Technology: Definition, Objectives and Types – Difference between Teaching and Instruction –  

Lecture Technique: Steps, Planning of a Lecture, Delivery of a Lecture – Narration in tune with the nature of 



different disciplines – Lecture with power point presentation - Versatility of Lecture technique – Demonstration: 

Characteristics, Principles, planning Implementation and Evaluation – Teaching-learning Techniques: Team 

Teaching, Group discussion, Seminar, Workshop, Symposium and Panel Discussion. 

Unit IV : E- Learning, Technology Integration and Academic Resourcesin India 

Concept and types of e-learning (synchronous and asynchronous instructional delivery and 

means), m-learning (mobile apps); blended learning; flipped learning; E-learning tools (like 

LMS; software’s for word processing, making presentations, online editing, etc.); subject specific 

tools for e-learning; awareness of e-learning standards- Concept of technology integration in 

teaching- learning processes; frameworks guiding technology integration (like TPACK; SAMR); 

Technology Integration Matrix- Academic Resources in India: MOOC, NMEICT; NPTEL; e-

pathshala; SWAYAM, SWAYAM Prabha, National academic depository, National Digital 

Library; e-Sodh Sindhu; virtual labs; eYantra, Talk to a teacher, MOODLE, mobile apps, etc. 

 

Unit V : Skills of Teaching and Technology based assessment 

Teaching skills: Definition, Meaning and Nature- Types of Teaching Skills: Skill of Set 

Induction, Skill of Stimulus Variation, Skill of Explaining, Skill of Probing Questions, Skill of 

Black Board Writing and Skill of Closure – Integration of Teaching Skills – Evaluation of 

Teaching Skills- Technology for Assessment: Concept of assessment and paradigm shift in 

assessment; role of technology in assessment ‘for’ learning; tools for self & peer assessment 

(recording devices; e- rubrics, etc.); online assessment (open source software’s; e-portfolio; quiz 

makers; e- rubrics; survey tools); technology for assessment of collaborative learning like blogs, 

discussion forums; learning analytics 

 

References 

 

1. Bela Rani Sharma (2007), Curriculum Reforms and Teaching Methods, Sarup and sons, 

NewDelhi 

2. Brandon  Hall  ,  E-learning,  A   research   note   by   Namahn,   found   

in:www.namahn.com/resources/.../note-e-learning.pdf, Retrieved on 05/08/2011 

3. Don Skinner (2005), Teacher Training, Edinburgh University Press Ltd., Edinburgh 

4. Information and Communication Technology in Education: A Curriculum for schools and 

programmed of Teacher Development, Jonathan Anderson and Tom Van Weart, 

UNESCO,2002. 

5. Jereb, E., &Šmitek, B. (2006). Applying multimedia instruction ine- learning. Innovations 

in Education & Teaching International, 43(1),15-27. 

6. Kumar, K.L. (2008) Educational Technology, New Age International Publishers, 

NewDelhi. 

7. Learning Managementsystem 
: https://en.wikipedia.org/wiki/Learning_management_system, Retrieved on 05/01/2016 

8. Mangal, S.K (2002) Essential of Teaching – Learning and Information Technology, Tandon 

Publications,Ludhiana. 

9. Michael,D and William (2000), Integrating Technology into Teaching and Learning: 

Concepts and Applications, Prentice Hall, Newyork. 

10. Pandey,S.K (2005) Teaching communication, Commonwealth Publishers, NewDelhi. 

11. Ram Babu,A abd Dandapani,S (2006),Microteaching (Vol.1 &2), Neelkamal 

Publications,Hyderabad. 

http://www.namahn.com/resources/


12. Singh,V.K and Sudarshan K.N. (1996), Computer Education, Discovery Publishing 

Company, NewYork. 

13. Sharma,R.A., (2006) Fundamentals of Educational Technology, Surya Publications,Meerut 

14. Vanaja,M and Rajasekar,S (2006), Computer Education,

NeelkamalPublications,Hyderabad. 
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34 10 8 5 11 29.41 23.52 14.70 32.35 Global 
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B.COM COMPUTER APPLICATIONS 
 

Course Structure and Syllabus 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

 

 

 

 

 

 
CHOICE BASED CREDIT SYSTEM 

(CBCS) 

 

 

 

 

 

 

 

 

 

 

 

 

 
THANTHAI HANS ROEVER COLLEGE (AUTONOMOUS) 

(Approved by NAAC, Affiliated to Bharathidasan University) 

ELAMBALUR, PERAMBALUR–621 220 



 

 

 

 

DEPARTMENT OF COMMERCE 
 

 

 

 

 

 

VISION 

 
 

 The department is committedto educate and train innovate and competent 

humanresource globally suitable for industry, business and service sector and to 

equip andencourage them to start their own ventures in urban or rural areas 

benefitting both theclassesandmasses. 

 

MISSION 

 
 

 To secure and deliver knowledge through teaching, research and 

extensionactivities 

 To seek continuous improvement in the quality of education to remain 

globallycompetitive 

 To consolidate, strengthen andupdatetheexistingprogrammes. 

 To expand and diversify to cover the frontier areas by introducing newly 

certaininnovativeacademicprogrammes. 

 To foster research inregionalstudies that to of interdisciplinary nature 

 To keep regular interaction with business and industry with the help of 

establishment of chairs and entering into MOUs. 

 Toundertake extension and consultancy activities. 

 To improve soft skills to bring about balanced personality development of the 

learners 



 

 

 

 

 

 

 

 

ProgrammeOutcomes(POs) 

 
Upon completion of the programme, the undergraduate will be able to 

 

 Acquire knowledge, understand concepts and apply new ideas which enable them to 

be employable or self employed 

 Demonstrate motivation in advancing to higher learning programmes 

 Engage in socially responsible behaviour and have value added education 

 Have exposure to technical proficiency, analytical capability, softskillsand life 

skillsdevelopment 

 Develop broad understanding in the basic concepts of 

Languages/Commerce/ManagementStudies/PhysicalSciences/ComputingSciences/Bi 

ologicalSciences/LifeSciences. 

 

 

 

 
ProgrammeSpecificOutComes(PSOs) 

 
UponcompletionoftheB.Com(CA) Degree programme, the graduate will be able to 

 

 Acquire and develop critical, analytical and Accounting Skills. 

 Know and Understand the Entrepreneurial and Leadership skills. 

 Have a basic knowledge and Working 

Knowledge on different aspects of Internet. 

 Provide knowledge on the Use and application of Computer in Accounting. 

 Gain knowledge of Electronic-Commerce in the area 

of business and financing decisions. 

 

 

 

 
 

 

 

 

 



 

Thanthai Hans Roever College (Autonomous), Elambalur, Perambalur - 621 220 

B.Com., Computer Applications-UGCourse Structure under CBCS 

(For the candidates admitted from the academic year 2022-2023 onward) 
 

S
em

es
te

r 

P
ar

t  
CourseCode 

 
TitleoftheCourse In

s.
 

H
o
u
rs

/

W
ee

k
s 

C
re

d
it

s 

E
x
am

H
o
u
rs

 

C
IA

 

(M
ax

) 

E
S

E
 

(M
ax

) 

T
o
ta

l

(M
ax

) 

1 I 22UT1/22UH1 Language –I 6 3 3 25 75 100 

 

1 
 

II 
 

22UE1 
English I 

(Communicative

English-I) 

 

6 
 

3 
 

3 
 

25 
 

75 
 

100 

1 III 
22UCC1CC1 Financial Accounting-I 

6 5 3 25 75 100 

 

1 
 

III 
22UCC1CC2 

Economic Analysis for 

Business 

 

6 
 

5 
 

3 
 

25 
 

75 
 

100 

 
1 

 
III 

 
22UCA1AC1 

Fundamentals Of 

Computers 

(WithPracticals) 

 
4 

 
3 

 
3 

 
25 

 
75 

 
100 

1 IV 22UVE Value Education 2 2 3 25 75 100 

Total 30 21 - - - 600 

2 I 22UT2/22UH2 Language–I 6 3 3 25 75 100 

 

2 
 

II 
 

22UE2 
English – II 

(Communicative

English-II) 

 

6 
 

3 
 

3 
 

25 
 

75 
 

100 

2 III 
22UCC2CC3 Business Statistics 

6 5 3 25 75 100 

 
 

2 

 
 

III 

 
22UCA2AC2 

Internet         

(WithPractica

l) 

 
 

5 

 
 

4 

 
 

3 

 
 

25 

 
 

75 

 
 

100 

 

2 

 

III 
22UMS2AC3 

Human  

Resource 

Management 

 

5 

 

4 

 

3 

 

25 

 

75 

 

100 

2 IV 22UES Environmental Studies 2 2 3 25 75 100 

Total 30 21 - - - 600 

3 I 22UT3/22UH3 Language – I 6 3 3 25 75 100 

 
3 

 
II 

 
22UE3 

English – III 

(Language Through 

Literature and 

Communicative Skills) 

 
6 

 
3 

 
3 

 
25 

 
75 

 
100 

 

3 
 

III 
22UCC3CC4 

Financial Accounting-

II 

 

6 
 

5 
 

3 
 

25 
 

75 
 

100 



3 III 
22UCC3CC5 Principles of Marketing 

6 5 3 25 75 100 

 

3 
 

III 
22UCA3AC4 

Office Automation 

(WithPractical) 

 

4 
 

4 
 

3 
 

25 
 

75 
 

100 

 

3 
 

IV 

 Non Major Elective – I 

Principles of 

Accountancy  

Office Management 

 

2 
 

2 
 

3 
 

25 
 

75 
 

100 

Total 30 22 - - - 600 

4 I 22UT4/22UH4 Language –I 6 3 3 25 75 100 

 
4 

 
II 

 
22UE4 

English –IV (Language 

through Literature and 

Communicative Skills 
–II) 

 
6 

 
3 

 
3 

 
25 

 
75 

 
100 

 

4 

 

III 
22UCC4CC6 

Cost and Works 

Accounting 

 

6 

 

5 

 

3 

 

25 

 

75 

 

100 

 
4 

 
III 

 
22UCA4AC5 

Fundamentals Of 

Programming in C 

(WithPractical) 

 
4 

 
4 

 
3 

 
25 

 
75 

 
100 

4 III 
22UMS4AC6 Management Concepts 

4 3 3 25 75 100 

 

 
4 

 

 
IV 

 Non Major Elective-II 

Principles of Banking 

Mutual Funds 

 

 
2 

 

 
2 

 

 
3 

 

 
25 

 

 
75 

 

 
100 

 

 

4 

 

 

IV 

 
22UCC4SBE1:1 

 

22UCC4SBE1:2 

Customer Relationship 

Management (or) 

Consumer Behaviour 

 

 

2 

 

 

2 

 

 

3 

 

 

25 

 

 

75 

 

 

100 

Total 30 22 - - - 700 

 

5 

 

III 
22UCC5CC7 

Income Tax, Theory 

Law & Practice 

 

5 

 

5 

 

3 

 

25 

 

75 

 

100 

 

5 
 

III 
22UCC5CC8 

Management

Accounting 

 

5 
 

5 
 

3 
 

25 
 

75 
 

100 

5 III 
22UCC5CC9 E-Commerce 

5 5 3 25 75 100 

5 III 
22UCC5CC10 Web Designing 

5 5 3 25 75 100 

 

5 
 

III 
22UCC5MBE1:1 

Entrepreneurial

Development 

 

4 
 

4 
 

3 
 

25 
 

75 
 

100 



   

22UCC5MBE1:2 
 

22UCC5MBE1:3 

(or) 
 

Insurance 

Management(or) 

Computerised Stock 

Exchange 

Management 

      

 
5 

 
IV 

22UCC5SBE2:1 
 

22UCC5SBE2:2 

Auditing(or) 
 

Business 

Strategy 

 
2 

 
2 

 
3 

 
25 

 
75 

 
100 

 

 
5 

 

 
IV 

 
22UCC5SBE3:1 

 

22UCC5SBE3:2 

Stock Market 

Operations(or) 

Advertisement

Management 

 

 
2 

 

 
2 

 

 
3 

 

 
25 

 

 
75 

 

 
100 

5 IV 
22USSD Soft skill development 

2 2 3 25 75 100 

Total 30 30 - - - 800 

6 III 
22UCC6CC11 Corporate Accounting 

6 5 3 25 75 100 

 
6 

 
III 

 
22UCC6CC12 

Financial Accounting 

Package-Tally 

(WithPractical) 

 
6 

 
5 

 
3 

 
25 

 
75 

 
100 

 

 

 

 

6 

 

 

 

 

III 

 

 
22UCC6MBE2:1 

 

22UCC6MBE2:2 
 

22UCC6MBE2:3 

Management 

Information 

System(or) 

LabourLaw(or) 
 

Consumer Affairs & 

CustomerCare 

 

 

 

 

6 

 

 

 

 

4 

 

 

 

 

3 

 

 

 

 

25 

 

 

 

 

75 

 

 

 

 

100 

 

 

 

 
6 

 

 

 

 
III 

 
22UCC6MBE3:1 

 

 

22UCC6MBE3:2 
 

22UCC6MBE3:3 

Business Law(or) 

 

 

Export Marketing(or) 

 

 

Governance ethics & 

Professional  skills 

 

 

 

 
6 

 

 

 

 
4 

 

 

 

 
3 

 

 

 

 
25 

 

 

 

 
75 

 

 

 

 
100 



 
6 

 
III 

22UCC6PW Project  Work 
 

5 

 
4 

 
3 

 
- 

 
- 

 
100 

6 V 
Extension

Activities 

NSS/NCC/Sports/RedCr

oss 
- 1 - - - - 

6 V 22UGS Gender Studies 1 1 3 25 75 100 

Total 30 24 - - - 600 

GrandTotal 180 140    3900 

 

 

PaperDetails: 

TamilPaper-PartI – 4 

EnglishPaper-PartII – 4 

CoreCoursePaper- 12 

Core Course Practical- 1 

AlliedCoursePaper- 6 

Allied Course Practical- 4 

Non-MajorElective- 2 

SkillBasedElective- 3 

Major Based Elective- 3 

Environmental Studies – 1 

ValueEducation- 1 

Soft Skill Development- 1 

GenderStudies-1 

ExtensionActivities-1(CreditOnly) 

ProjectWork-1 

 

 For those who studied Tamil upto 10th+2 (Regular Stream) 

 Syllabus for other Languages should be on par withTamil at degree level 

 those who studied Tamil up to 10th +2 but opt for other languages in degree level 

under PartI should study special Tamil in PartIV 

 Extension Activities shall be outside instruction hours 

 

Non –Major Elective I & II– for those who studied Tamil under Part-I 

i) Basic TamilI & II for other language students 

ii) Special Tamil I & II for those who studied Tamil up to 10th or +2 but opt for other 

languages in degree programme 

 
Note:   

InternalMarks 
 

ExternalMarks 
 1.Theory 25 75 
 2.Practical 40 60 

3. Separate passing minimum is prescribed for Internal and External marks 

4. Project : 100 Marks 

Dissertation : 80 

MarksVivaVoce :20 Marks 



NME Papers offered to Other Department 

1. 22UCC3NME1:1–Principles of Accountancy 

2. 22UCC3NME1:2–Office Management 

3. 22UCC4NME2:1–Principles of Banking 

4. 22UCC4NME2:2–Mutual Funds 

 

 

 

FORTHEORY 

The passing minimum for CIA shall be 40% out of 25marks [i.e.10 marks] 

The passing minimum for Semester Examinations shall be 40% out of 75 marks [i.e. 

30marks] 

 

FORPRACTICAL 

The passing minimum for CIA shall be 40% out of 40 marks [i.e.16 marks] 

The passing minimum for Semester Examinations shall be 40% out of 60 marks [i.e. 

24marks] 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 



 

 SEMESTER-I 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC1CC1 Exam Hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:5 External Marks: 75 
 

CORECOURSE-I FINANCIAL ACCOUNTING-I 
 

Objectives: 

• To enable the students to learn fundamental aspects of financial accounting  

• To enable the students to acquire accounting skills.  

Course Outcomes: 

1.  Know about the concepts, conventions and preparation of trial balance. 

2.  Having knowledge on preparation of Final accounts. 

3.  Have knowledge in the practical applications of depreciation accounting 

4.  Have knowledge in the accounting practice in Consignment and Joint ventures. 

5.  Awareness on preparation of Single entry and conversion method. 

Unit-I 

Meaning of Accounting - Accounting concepts –conventions- Journal- Ledger- Trial balance -Subsidiary 

book 

Unit – II 

Final Accounts: Steps in the preparation of final Accounts-Difference between Trading and P & L Account-  

Trading account -Profit & Loss account- Balance sheet with adjustments. 

Unit – III 

Depreciation -Factors affecting the amount of Depreciation -Methods – Straight line method- Diminishing 

balance method- Average due date - Account current. 

Unit – IV 

Accounting for Consignment- Accounting for Joint ventures. 

Unit – V 

Single Entry- Methods: Net worth Method-Conversion method- Difference between Single entry and Double 

entry. 

Text Book(s): 

1. Advanced Accountancy –Dr. Peer Mohamed, Pass Publications. 

2. ―Financial Accounting‖, T.S.Reddy and A.Murthy, Margam publications, Chennai–600017. 

Reference Book(s): 

1. Financial Accounting – S.P. Jain &Narang, Kalyani Publications 

2. Financial Accounting – T.S. Reddy & Murthy, Margham Publications 

3. Advanced Accounts – M.C. Shukla&Grewal, S. Chand Publications. 

(Theory: 25%,Problem: 75%) 

E-Content: 
 

 https://www.youtube.com/watch?v=SUQMUc3Z3vs 

 https://www.youtube.com/watch?v=-cw01owYOUY 

 http://www.ddegjust.ac.in/studymaterial/bba/bba-104.pdf 

 https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM1.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

https://www.youtube.com/watch?v=-cw01owYOUY
http://www.ddegjust.ac.in/studymaterial/bba/bba-104.pdf
https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM1.pdf


I 22UCC1CC1      FINANCIAL ACCOUNTING-I 
 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

     
 

 

 

 
 

 
 

CO2  
 

 
 

 
 

    
 

   
 

 

CO3  
 

  

 

 
 

  
 

 
 

 
 

 
 

 
 

CO4   
 

   
 

 
 

     

CO5  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

Number of Matches() =  36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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25 2 2 2 25 
8 8 8 100 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER-I 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC1CC2 Exam Hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:5 External Marks: 75 
 

CORECOURSE-II     ECONOMIC ANALYSIS FOR BUSINESS 
 

Objectives: 

 To know the basic principles and concepts of Business Economics. 

 To provide knowledge on the general economic environment and to have 

knowledge on socially relevant business environment. 

 

CourseOutcomes: 

1. Compare and contrast four basic market types. 

2. Meaningandprice-output decisions of monopoly firm,both in short and long-

run. 

3. Concepts of monopolistic and oligopoly competition. 

4. Pricing and output decisions of monopolistic and oligopoly firm. 

5. Effect of non-price factors on products and services of monopolisticand 

oligopoly firms. 

 

UNITI 

Introduction to Economics – Definition – Objectives – Scope – Nature – Positive - Normative 

economics - Importance of business economics concepts – Micro and Macro - Economics 

applied to business. 

 

UNITII 

 Meaning of Demand-Determinants-Distinction of Demand-Law of demand-Elasticityof 

demand- Demand Forecasting -supply Functions -Supply concept-equilibrium. 

UNITIII 

Consumer Behaviour-Law of Diminishing Marginal Utility-Equity Marginal Utility-

Indifference Curve-Definition-Properties-Equilibrium. 

UNITIV 

Production: Meaning–Process-Law of Variable Proportion-Law of Returns to Scale-Producer‘s 

Equilibrium-Economies of Scale-Cost Classification-Break-Even-Analysis. 

UNITV 
 

Product Pricing-Product-Output Determination under Perfect Competition-Monopoly-

Monopolistic Competition-Oligopoly-Pricing Objectives. 

TextBook(s): 

1. S. Shankaran, BusinessEconomics-MarghamPublications-Ch-17 

2. P.L. Mehta, ManagerialEconomics–Analysis, Problems&Cases–

SultanChand&Sons-NewDelhi–02. 



 

ReferenceBooks(s): 

1. FrancisCherunilam,BusinessEnvironment-

HimalayaPublishingHouseMumbai–04 

2. B.PeterMitchelson and Andrew Mann, Economics for Business - 

ThomasNelsonAustralia 

3. H.L.Ahuja,BusinessEconomics–Micro&Macro-SultanChand&Sons 

– New Delhi–55. 

 

E-Content: 
 

 https://www.youtube.com/watch?v=_sdw5brJWD0 

 https://www.youtube.com/watch?v=356_pioFiss 

 http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf 

 https://cablogindia.com/business-economics-notes-for-ca-foundation/ 
 

 
 

RelationshipMatrixfor COs,POsandPSOs 
 

Semester Code TitleoftheCourse Hours Credits 

I 
22UCC1CC2 

ECONOMICANALYSIS

FOR BUSINESS 

6 5 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=35 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

 
 
 
 
 
 
 
 
 
 
 

https://www.youtube.com/watch?v=_sdw5brJWD0
https://www.youtube.com/watch?v=356_pioFiss
http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf
https://cablogindia.com/business-economics-notes-for-ca-foundation/
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41  0 0 30 11 
0 0 73.2 26.8 National 



SEMESTER-I 

 

Course Code: 22UCA1ACI Exam hours: 2 

Instruction Hours:4 Theory:60Marks 

Credit:3 Practicals:40Marks 

 

ALLIED COURSE-I  FUNDAMENTALS OF COMPUTERS (WITHPRACTICALS) 

Objectives: 
 

 Bridge the fundamental concepts of computers with the present level of knowledge of 

the students. 

 Describe the organization and operation of a computer processor, primary and 

secondary memory, peripheral devices and to give computer specifications. 

 

CourseOutcomes: 

1. Acquire knowledge on history of computers and its types. 

2. Familiarize computer memory, input and output devices. 

3. Describe how an operation system interacts with hardware and software and principal 

differences in various operating systems. 

4. Understand binary, hexadecimal and octal number systems and their arithmetic. 

5. Convertingbinary, hexadecimal and octal number too the number systems. 

 

UNIT I 

Computers: Meaning -Characteristics of Computers- objectives of computers -Generation of 

Computers-Categories of Commercial Computers-Computer Hardware-Computer Software- 

Uses –Importance of Computers. 

UNIT II 
CPU Meaning - Components of CPU- Types of Computer Memory- Advantages of Computer 

Memory -Input Concepts- Input Device- Output Concepts- Output Device-Printers:  Types-Merits. 

UNIT III 

Magnetic Tapes - Magnetic Disk - Optical Technology – CD - ROM Technology - Operating 

Systems – OS - DOS. 

UNIT IV 

Data Representation – Concept – Types – Uses – Limitations - Number System Binary 

Numbering System – Binary calculations – Addition – Subtraction – Multiplication – 

Division OctalSystem – Hexadecimal System. 

 

UNIT V 

Conversion of Decimal System to other systems – Conversion of Binary System to 

otherSystems– Conversion of Octal system to other systems– Conversion of Hexadecimal to 

the systems. 
 



TextBook(s): 

1. S. Jaiswal, ―ITToday‖, Galgotiapublicationprivateltd., NewDelhi. 

2. ComputerFundamentals byP.K. Sinha 

ReferenceBooks(s): 

1. Fundamentals of computers, E. Balagurusamy, TMH, second 

reprint 2010.b.B PeterMitche 

2. Suresh K Basendra,, ― Computers Today‖, Galgotia publication private Ltd., 

NewDelhi. 

3. Fundamentals of Computers, by V. Rajaraman. 

E-Content: 

 https://ijariie.com/AdminUploadPdf/FUNDAMENTAL_OF_E_CONTENT_C_1275.

pdf

 https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COM

PUTER_STUDIES

 https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COM 

PUTER_STUDIES

 

ListofPractical’s: 

 

1. E-mailsending 

2. Reading Replaying and Deleting 

3. Mail to more than one Person 

4. Sending folder 

5. Forwarding a mail. 
6. Checking the spelling and attaching a Signature. 
7. Managing the Address Book. 

 

 
 

RelationshipMatrixfor Cos, POs and PSOs 
 

Semester Code TitleoftheCourse Hours Credits 

I 22UCA1AC1 FUNDAMENTALS OF 

COMPUTERS 

4 3 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

https://ijariie.com/AdminUploadPdf/FUNDAMENTAL_OF_E_CONTENT_C_1275.pdf
https://ijariie.com/AdminUploadPdf/FUNDAMENTAL_OF_E_CONTENT_C_1275.pdf
https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COMPUTER_STUDIES
https://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COMPUTER_STUDIES
http://www.researchgate.net/publication/258339295_FUNDAMENTALS_OF_COM


NumberofMatches(�)=40 Relationship:High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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48 7 0 0 41 14.6 0 0 85.4 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



                                                                     SEMESTER-II  

          Course Code: 22UCC2CC3 Exam Hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:5 External Marks: 

75 
 

 

       CORECOURSE-III    BUSINESS STATISTICS 
 

Objectives: 
 

 To acquire the knowledge of the basics of Statistics.

 To train the students to apply the concepts of Statistics in Business Situations.

CourseOutcomes: 

1. The students will acquire knowledge about averages to be used 

in Business Research. 

2. The students will gain knowledge about Standard Deviation. 

3. The students will gain knowledge about the application of 

Correlation and Regression. 

4. The students will acquire knowledge in Measures of Trend 

and its application in Business Research. 

5. After the successful completion of this subject the students 

will gain knowledge in statistical tools and their application in 

Business and Research. 

 

  Unit-I 

Introduction of statistics- Tabulation - Classification – Diagrams- Graphs-Sampling-Methods 

of sampling (Theory Only). 

 

Unit – II 

Measure of Central Tendency: Mean-Median-Mode-Geometric Mean-Harmonic Mean. 

 

Unit – III 

Measures of Dispersion: Range -Quartile deviation – Mean deviation – Standard deviation –

Co-efficient of variation. 

  

Unit – IV 

Correlation – Rank Correlation-Co-efficient of concurrent Deviation-Regression Analysis-

Time Series Analysis. 

 

Unit – V 

Index numbers– Price Index numbers - Cost of living index number. 

 

 

 

Text Book(s): 
 

1. P.A. Navaneethan, BusinessStatistics, JaiPublishers, Trichy-21. 



2. Pillai, RSN and V. Bagavathi, Statistics, S. Chand & 

Company Ltd., Newdelhi,2010. 

Reference Books(s): 

1. Dr.R. Ramachandran and Dr.R. Sreenivasan, Business 

Statistics, Sriram Publications, Trichy,2017. 

2. D.C. Sancheti, and V.K. Kapoor, Statistics, Sultan 

Chand and Sons, NewDelhi,2012. 

3. Chikkodi and Satyaprasad, Business Statistics, 

Himalaya Publishing House, Mumbai,2017. 

4. P.A. Nava neetham, Business Toolsfor Decisionmaking, 

Jai Publishers, Trichy, 2017. 

E-Content: 

 https://www.youtube.com/watch?v=NDO9SzxR3Vg 

 https://www.youtube.com/watch?v=d5aHrXH9Z50 

 https://www.pdfdrive.com/business-statistics-e23260267.html 

 https://gurukpo.com/Content/B.Com/Business_Statistics(B.Com)P-1.pdf 
 

RelationshipMatrixfor COs,POsandPSOs 
 

 
Semester Code TitleoftheCourse Hours Credits 

II 22UCC2CC3 BUSINESS STATISTICS 6 5 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

CO4          

CO5          

NumberofMatches(�)=38 Relationship:High 

 
 
 

 
 
 
 
 
 
Total Number of Topics Focus on  % of Topics Focus on  Course 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

https://www.youtube.com/watch?v=NDO9SzxR3Vg
https://www.youtube.com/watch?v=d5aHrXH9Z50
https://www.pdfdrive.com/business-statistics-e23260267.html
https://gurukpo.com/Content/B.Com/Business_Statistics(B.Com)P-1.pdf
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25 0 0 0 25 0 0 0 100 Global 

 
 
 
 



SEMESTER-II 

(Forthecandidatesadmittedfromtheacademicyear2022-2023onwards) 

Course Code:22UCA2AC2 Exam Hours:2 

Instruction Hours:5 Theory:60Marks 

Credits:4 Practicals:40Marks 

 

ALLIEDCOURSE-II-   INTERNET (WITH PRACTICALS) 
 

Objectives: 
 

 To know basic knowledge of internet. 

 To provide working knowledge of different aspects of internet. 

 

CourseOutcomes: 

1. Independently understand basic computer network technology. 

2. Identify the different types of network topologies and protocols. 

3. Identify the different types of network devices and their functions within a network 

4. Understand and buildingthe skills of subnetting and routing mechanisms. 

5. Familiarity with the basic protocols of computer networks, and how they can be used 

to assist in network design and implementation. 

UNITI 
 

Introduction to Internet – A brief History of Internet – Uses of Internet –Internet Vs Intranet- 

The connection to the Internet – web pages –Web Pages come from the web server – 

Websites - Bluetooth Wifi - URL 

 

UNITII 
 

Internet Service Providers – Dialer Programs -Internet Explorer - Netscape Navigation – 

Telnet – Gopher – Internet Explorer – Chrome – Animation –Frames: Several Web pages at 

one– Several windows simultaneously – Printing - Methods of Internet connection –Use of 

Proxy Server. 

 

UNITIII 
 

Internet Basics: Evolution –Internet Addressing-IP Address- Basic Terminology – Getting into 

the net – Browsers – Applications of Internet – Introduction to internet protocols – Language 

of Internet. E-mail and voice mail –Creating Mail Address. 

 

UNITIV 
 

E-mail address – creation – browsing – search engines – Downloads, 

UNIT V 
 

Government ID card updating: Aadhaar-PANupdating–Online Purchasing-Cancellation–

TNEB Online Payment. 

 
TextBook(s): 

1. Computer Applications in Business (Internet only), Srinivasa Vallabhan, 

SultanChand& Sons, NewDelhi 

2. ComputerNetworks–3rdEdition–Andrew S. Tanenbaum–PHI 

3. AnitaGoelcomputerFundamentalsDorlingKindersley. 

ReferenceBooks(s): 



1. TheInternetInstanceReference–Paul E. Hoffman, BPBPublications 

2. Internet for Everyone – Alexis Leon Mathews, Leon Tech world, 

UBSPublications 

3. Robert Shufflebotham, Photoshop 5/5.5 in easy steps Dream tech Press. Unit II: 

Chapters:2, 3, 9. 

4. S.V. SrinivasaVallabhan. Computer Application in Business Sultan Chand 

andSons, 

New Delhi.Unit III: Chapters:5.1 –5.4,5.6–5.9,5.11,UnitIV:Chapters: 5.12– 

5.15, 

17–5.19, UnitV: Chapters:5.20–5.23 

E-content 

 https://www.slideshare.net/marivic_sapanta_manlagnit/internet-andurl 

 https://www.slideshare.net/munibabukhari/fundamentals-of-internetand-world-wide-

web 

 http://www.vijaybschool.org/assets/fundamentals-of-internet-andweb-

technologies_ver1.pdf 

 https://www.just.edu.jo/~mqais/cis99/PDF/Internet.pdf 

 https://www.indianhills.edu/_myhills/courses/CSC110/documents/lu02_basics.pdf 
 

ListofPracticals: 

 

1. E-mail address creation 

2. Browsing 

3. Search engines 

4. Downloads 

5. Visiting business places 

6. Libraries 

7. Railway and Airline reservation canters online 

8. Online chatting 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

II 22UCA2AC2 INTERNET 5 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=43 Relationship:High 

https://www.slideshare.net/marivic_sapanta_manlagnit/internet-andurl
https://www.slideshare.net/munibabukhari/fundamentals-of-internetand-world-wide-web
https://www.slideshare.net/munibabukhari/fundamentals-of-internetand-world-wide-web
http://www.vijaybschool.org/assets/fundamentals-of-internet-andweb-technologies_ver1.pdf
http://www.vijaybschool.org/assets/fundamentals-of-internet-andweb-technologies_ver1.pdf
https://www.just.edu.jo/~mqais/cis99/PDF/Internet.pdf
https://www.indianhills.edu/_myhills/courses/CSC110/documents/lu02_basics.pdf
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51 0 1 1 49 0 1.96 1.96 96.1 Global 

 

 

 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 



SEMESTER-II 

         Course Code:22UMS2AC3  ExamHours:3 

Instruction Hours:5  InternalMarks:25 

Credits:4 ExternalMarks:75 

 

ALLIEDCOURSE III –HUMAN RESOURCE MANAGEMENT 

Objectives: 
 

 To know about the different functions of organization and the Human Resource 

Processes that concerned with planning, Recruiting andTraining. 

 To know about the recent trends in human resource management. 

Course Outcomes: 
 

1. Gain basic understanding of Human Resource Management and it‘ sessential 

role in contemporary organizations. 

2. To know job analysis for placing the suitable person at the suitable place and 

different techniques of recruitment and selection process. 

3. To understand the concepts of job rotation and knowing awarding and 

performance appraisal. 

4. To gain Knowledge on HR training and appraisal process. 

5. To Understand the recent development of wage and salary administration. 

Unit-I 
 

HRM- Concept - Importance –Functions, Role – Successful implementation of Human 

Resource Management - Limitations- Qualities of HR Managers-  Recent principles of HRM 

-Personnel management Vs HRM – Challenges before HRM – Strategic HRM -  

Environment of HRM 

Unit– II 
 

Human Resources Planning - Objectives of HRP- - Problems in HRP – Different levels of 

HRP - Process -Factors influencing estimation of Human Resources – Recruitment - Policy-

Sources of Recruitment -Selection  Procedure – Promotion – Types of Promotion – Demotion 

Policy – Causes of demotion – Reason of Demotion -  Transfer policy – Objectives of  

Transfer policy. 

Unit– III 
 

Performance Appraisal- Features of Performance Appraisal - Objectives of Performance 

Appraisal-Process-Performance Appraisal Methods-Uses and limitations of Performance 

Appraisal. 

Unit– IV 
 

Training & Development-Need – Objectives - Importance – Training Methods -Evaluation of 

Training Programme– Design a training  program - Competency based training  -  Essentials 

of good training program – Motivation -  Nature- Characteristics - Theories of Motivation –

Types: Achievement Motivation,Competence Motivation – Importance of Motivation – 

Psychology of Motivation.
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Unit– V 
 

Wages & Salary Management-Theories of wages-Time wages Vs Piece rate system  - Methods 

of wage Payments-Employee Remuneration- Factors determining the remuneration- Profit 

Sharing-Fringe Benefits and Employee Services-Wages & Salary Administration – Steps in 

Wages & Salary Management- Differeence Wages & Salary Management- Components of 

Salary Administration. 

TextBook(s): 
 

1. Human Resource Management-L.M.Prasad–Sultan Chand & sons. 

2. Human Resource Management Text and Cases: 

K.Aswathappa,TataMcGraw 

Hill,NewDelhi. 

 
ReferenceBook(s): 

 

1. HumanResourceManagementbyKalyaniPublishers. 

2. HumanResourceManagementbyIvancevich,JohnM.McGrawHill. 

3. Human Resource Management by Wreather and Davis, 

PearsonEducation.Econtent: 

1. https://tinyurl.com/F21-MGMTE-4240-1 

2. https://collegedunia.com/courses/master-of-human-resource-management 

 

 
RelationshipMatrixfor COs,POsandPSOs 

 

Semester Code Titleof theCourse Hours Credits 

II 22UMS2AC3 
 

HUMAN RESOURCE 

MANAGEMENT 
5 4 

CourseO

utcomes 
(COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 � � �  � � � � �  

CO2 � � �  � �    � 

CO3 � � � �  � � � �  

CO4 � � �  � � � �  � 

CO5 � � � �  � � �  � 

NumberofMatches(�)=38Relationship:High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

https://tinyurl.com/F21-MGMTE-4240-1


25 
 

 
 
 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based 

on % 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

 

65 0 5 26 37 0 7.69 40 56.9 Global 
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SEMESTER-III 

CourseCode:22UCC3CC4 ExamHours:3 

InstructionHours:6 InternalMarks:25 

Credits:5 ExternalMarks: 75 
 

CORE COURSE-IV     FINANCIAL ACCOUNTING-II 
 

Branch Accounts- (excluding foreign branches) - Departmental Accounts includes inter-departmental 

transfers- Difference between departmental account and branch account- Apportionment of Indirect 

Expenses. 

Unit – II 

Partnership accounts -Capital account of partner – Profit sharing ratio- Admission- Methods of valuation 

of goodwill–Retirement- Death. 

Unit – III 

Dissolution- Treatment of goodwill on dissolution -Insolvency of partner- Insolvency of all the partners. 

Unit – IV 

Accounting for Hire Purchase-Installments. 

Unit – V 

Insurance claims- Computation of claim to be lodged for Loss of Stock - Loss of Profit - Average clause 

Text book(s):  

1. Financial Accounting By Reddy and Murthy –Margham Publications 

2. Advanced accountancy By S.P.Jain&Narang-Kalyani Publishers New Delhi 

 

Reference Book(s): 

1. Advance accountancy By Shukla and Grewal –Sultan Chand & Sons. 

2. Advance accountancy By R.L.GuptaandRamasamy - Sultan Chand &SonS. 

3. Advance accountancy By Jain and Narang –Kalyani Publications. 

(Theory: 25%, Problem: 75%) 

E-Content: 
 https://www.youtube.com/watch?v=vQU_mf-NFNU   

 https://www.youtube.com/watch?v=FL4OUbNryt4 

 https://sol.du.ac.in/solsite/Courses/UG/StudyMaterial/02/Part1/FA/English/SM-1.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCC3CC4 FINANCIAL ACCOUNTING-

II  

 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 

 

  
 

 
 

 
 

 
 

   
 

CO2  
 

 
 

 
 

  
 

  
 

 
 

 
 

 

CO3   
 

  
 

  
 

  
 

 
 

 
 

CO4           

https://www.youtube.com/watch?v=FL4OUbNryt4
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CO5  
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

 

Number of Matches() =   36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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21 0 0 12 9 0 0 57.1 42.9 National 
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SEMESTER-III 

 

Course Code:22UCC3CC5 Exam Hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:5 External Marks: 75 
 

CORECOURSE-V   PRINCIPLES OF MARKETING 
 

Objectives: 

 To enable the students to gain basic principles and practices of marketing  

 To sensitize them with day-to-day developments in different functions of marketing. 

Course Outcomes: 

 

1.  Acquire knowledge about marketing concept and latest trends in marketing. 

2.  Know about Buyer Behaviour, Market Segmentation and Branding. 

3.  Gain knowledge about Product Lifecycle, Pricing Methods. 

4. Acquire knowledge in different Media of advertisement. 

5.  Gain knowledge about Retail Marketing, CRM and online marketing. 

Unit-I 

Definition of Marketing - Modern Concept of Marketing – marketing and Selling – Marketing 

Functions – Buying – Transportation -Warehousing – standardization – Grading – 7 P‘s of 

marketing- Green Marketing- Neuro Marketing- Marketing Ethics- Career opportunity in 

Marketing. 

 

Unit – II 

Buyer‘s Behavior–Buying Motive–Market Segmentation ––11 P‘s of Marketing-Market 

Strategies –Product life Cycle-Product Development-Introduction of New Product ––Branding 

–Packaging -Brand Loyalty 

 

Unit – III 

Pricing -Objectives – factors influencing pricing - methods of pricing – pricing strategies – 

pricing for new product and existing product. 

 

Unit – IV 

Promotion -Advertisement – Media of Advertisement – Advantages – Limitations – 

Advertisement copy – Personal selling process – Sales promotions at consumer level. 

 

Unit – V 

Channels of Distribution – International Channel of Distribution- Meaning of Wholesalers - 

Retailers - Supply Chain management –Retail Marketing - Features - CRM (Customer Relation 

Management)-On line marketing – Rural Marketing -Digital Marketing and Social Media 

Marketing. 

 

 

Text Book(s): 

1. Marketing Management – Sherlekar 

2. Marketing Management – C.B.Mammoria 

Reference Book(s): 

1. Marketing Management – Philip Kotler 

2. Marketing Management – W.Stanton 
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3. Marketing Management – RajanSaxena 

E-Content: 
 https://www.youtube.com/watch?v=sR-qL7QdVZQ 

 https://www.youtube.com/watch?v=exNluZ0Z26Q   

 http://www.universityofcalicut.info/SDE/BComBBAMarketing.pdf 

 http://www.uobabylon.edu.iq/eprints/paper_12_19309_1049.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCC3CC5 PRINCIPES OF 
MARKETING 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 
 

 
 

 

 

 
 

 
 

 
 

CO2  
 

 
 

 
 

 
 

  
 

 
 

  
 

 

CO3  
 

 
 

 
 

  
 

   
 

  
 

CO4  
 

   
 

 
 

 
 

 
 

  
 

 
 

CO5  
 

 
 

  
 

 
 

 
 

  
 

 
 

 
 

Number of Matches() =   36   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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51 4 3 3 47 7.84 5.88 5.88 92.2 Global 

https://www.youtube.com/watch?v=sR-qL7QdVZQ
http://www.universityofcalicut.info/SDE/BComBBAMarketing.pdf
http://www.uobabylon.edu.iq/eprints/paper_12_19309_1049.pdf
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SEMESTER-III 

 

Course Code:22UCA3AC4 Exam Hours:2 

Instruction Hours:4  Theory:60Marks 

Credits:4

 Practicals:40Mark

s 

 

ALLIED COURSE-IV OFFICE AUTOMATION (WITHPRACTICALS) 
 

Objective: 

 

 To Know the knowledge about the office automation and the features of MS -

Office 2007. 

 To provide an in-depth training in use of office automation, internet 

and interne  tools. The course also helps the candidates to get 

acquainted with IT. 

Learning Outcomes: 

 Describe the usage of computers and why computers are essential 

components in business and society. 

 Micro soft Office, including, word, power point, excel access and outlook. 
 Solve common business problems using appropriate Information 

Technology applications and systems. 

 Identify categories of programs, system software and applications. 

Organize and work with files and folders. 

 Describe various types of networks network standards and communication 
software. 

 

UNIT: I 

 

MS-Word: Attributes of MS Word-Creating and Saving a Word document – 

Applying basic formatting document-Personalising Windows Creating 

Templates- Paragraph Alignment-Working with styles – Working with tables 

– Mail merge – Spelling and Grammar –keyboard accelerator- Advantages of 

MS word 

UNIT: II 
 

MS-Excel: Spread Sheets - Applications- Creating and Saving an Excel 

work book - adding and formatting data in cells – working with tables and 

chart – Formulas and Functions–Formatting Spreadsheets. 

UNIT: III 
 

MS – Power Point: Creating and Saving Presentation - Basics of presentation - 

running and setting up a presentation -Enhancing Power Point presentations – 

Custom Animations-Resizing a Text Box-Text Box Properties. 
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UNIT: IV 
 

MS – Outlook: Configuring an Outlook account - Outlook user interface - arranging items in 

content pane – composing and sending messages - reading messages - forwarding 

messages - managing contacts. 

UNIT: V 
 

MS Access: Introduction to Access - Creating a Simple Database and Tables -

Entering and Editing Data – Finding-Sorting -Displaying Data. 

 

Text Book(s): 

 

1. Sanjay Saxena: MS - Office 2007 in a Nutshell, Vikas Publishing House Pvt Ltd., 

2. Introduction to information technology – Personal edition. 

Reference Books(s): 

1.SanjaySaxena: MS- Office 2007 in a Nutshell, Vikas 

Publishing House Pvt Ltd. 

2.Peter Norton‘s Introduction to Computers – Second 

Edition 

3. Comdex Computer Course Ki t- Vikas Gupta. 

 

E-Content: 

 https://en.wikipedia.org/wiki/Office_automation 

 https://www.techopedia.com/definition/4319/office-automation-oa 

 https://kissflow.com/workflow/workflow-automation/5-

essentials-in-office-automation/ 
 

ListofPracticals: 

 

1. Creating Leave letter using MS-Word. 

2. Creating Resume using MS-Word 

3. Creating Class timetable using Table facilities in MS-Word 

4. Mail Merge. 

5. Creating students mark list using MS-Excel. 

6. Move, Copy, Insert operations in rows and columns. 

7. Using statistical, Mathematical and financial functions in MS-Excel. 

8. Creating MS-PowerPoint slide. 

9. Imply different effects in MS-PowerPoint slide. 

10. Creating database in MS-Access. 

11. Finding, sorting and displaying the data in MS-Access database 

12. Macros. 

 

https://en.wikipedia.org/wiki/Office_automation
https://www.techopedia.com/definition/4319/office-automation-oa
https://kissflow.com/workflow/workflow-automation/5-essentials-in-office-automation/
https://kissflow.com/workflow/workflow-automation/5-essentials-in-office-automation/
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Relationship Matrix for COs, POs and PSOs 

 

Semester Code Title of the Course Hours Credits 

II 22UCA3AC4 OFFICE AUTOMATION 
WITH PRACTICALS 

3 3 

Course 

Outcomes

(COs) 

Programme Outcomes (POs) Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

CO4          

CO5          

Number of Matches (�) = 38 Relationship:High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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45 11 0 0 34 
24.4 0 0 75.6 Global 
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SEMESTER-III 

 

Course Code:22UCC3NME1:1 Exam Hours:3 

Instruction Hours:2 Internal Marks:25 

Credits:2 External Marks: 75 
 
 

NMECOURSE-I             PRINCIPLES OF ACCOUNTANCY 
 

Objectives: 

 At the end  of the course, students shall have an understanding of basic accounting 

concepts  

 To acquire the skills in preparing various accounts. 

Course Outcomes: 

1.  Aware of concepts and conventions and single entry, double entry accounting. 

2.  Aware of preparation of journal and ledger accounts. 

3.  Knowledge in the practical applications of sub division of ledger. 

4.  Knowledge in the accounting practice prevailing in trial balance. 

5.  Aware of preparation of capital and revenue expenditure and income, 

preparation of manufacturing account and final accounts. 

Unit-I 

Meaning of Accounting- accountancy- Book keeping – Differences - Relationship – Concepts 

– conventions – Accounting terms – Difference between single entry and Double entry 

Accounting.  

   

Unit – II 

Principles of double entry – Journal – Recording the transactions in the books of Prime entry – 

Relation between Journal and Ledger.  

 

Unit – III 

Ledger – sub divisions of Ledger – Ledger posting. 

 

Unit – IV 

Meaning of Trial Balance –– Differences between Trial Balance and Balance Sheet  – 

items to be debited and credited in the Trail Balance – Preparation of Trial Balance without 

Ledger. 

 

Unit – V 

Capital and Revenue expenditure – Capital and Revenue Incomes – preparation of 

Manufacturing Account – Final Accounts without Adjustments. 

  

Text Book(s):  

1. Principles of Accountancy – K.L. Nagarajan, N. Vinayagam, P.L. Mani - Eurasia 

Publishing House ( PVt) Ltd, Delhi. 
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2. T.S.Reddy and A.Murthy, ― Financial Accounting‖, Margam publications, Chennai – 

600 017, 7th revised edition 2015. 

Reference Book(s): 

1. Principles of accountancy – Dalston L. Cecil, Jenitra L. Merwin – Learntech Press. 

2. Principles of Accountancy – C. B. Gupta- Sultan Chand &Sons. 

3. T.S. Grewal,‖ Introduction to Accountancy‖, S.Chand& company ltd, New Delhi –

2014. 

(Theory: 25%,Problem: 75%) 

E-Content: 

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

 https://www.youtube.com/watch?v=Y4azRCTTWoU 

   https://www.slideshare.net/NagaNarasimha/accounting-ppt3958965   

 https://www.learnpick.in/prime/documents/ppts/details/4026/acco unting-concepts-principles 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

III 22UCC3NME1:1                PRINCIPLES OF 

ACCOUNTANCY 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

 
 

  
 

 

CO3  
 

  
 

 
 

   
 

 
 

  
 

CO4  
 

 
 

  
 

 
 

 
 

 
 

 
 

  
 

CO5  
 

 
 

 
 

   
 

 
 

 
 

 
 

 

Number of Matches() =   37   Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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23 0 0 0 23 0.00 0.00 0.00 100.00 Global 

https://www.youtube.com/watch?v=Y4azRCTTWoU


35 
 

 

SEMESTER-III 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC3NME1: 2                                                     Instruction Hours:2                 

Credits:2 InternalMarks:25 

 ExternalMarks: 75 

NMECOURSE-I  OFFICE MANAGEMENT 
 

Objectives: 

 To develop the students to an extensive study on Office Management. 

 To gain the knowledge of office communications. 

Course Outcomes: 

1. Understand the Meaning, Functions of Office Management. 

2. Enable the students to understand the Office Organisation 

Characteristics, types and the functions of Office 

Administrator. 

3. Analyse the importance and essentials of Office Record and filing methods. 
4. Compile information on Office Communication, Report writing and Mailing. 

5. Explain the meaning, Principles of Form Letters and types of Report Writing. 

 

UNIT-I 

Office Management: Meaning-Elements of Office Management – Functions 

of Office Management. 

UNIT-II 

Office organization: Definition, Characteristics and steps -Types of organization– Functions   

of an office administrator. 

UNIT-III 

Office record Management: Importance – Filing essentials- 
Classification and arrangements of files Modern methods of filing–
Modern filing devices. 

UNIT-IV 

Office communication: Correspondence and report writing - Meaning of 

office communication and mailing. 

UNIT-V 

Form letters: Meaning, Principals and factors to be considered in designing office forms 

  

TextBooks: 

J.P.Mahajan,FundamentalsofOfficemanagement. 
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BooksForReference: 

1. S.P.Arrora,OfficeManagement. 

2. RSNPillaiandBagavathi,OfficeManagement. 

 
E-content: 

 

 https://www.slideshare.net/rssa21/office-management-14163964 

 https://www.slideshare.net/aimeepusing/records-management-ppt 

 https://slideplayer.com/slide/5812235/ 

 https://slideplayer.com/slide/6653953/

RelationshipMatrixfor COs,POsandPSOs 

 

 
 

Semester Code Titleof theCourse Hours Credits 

III 22UCC3NME1:2 OFFICE MANAGEMENT 2 2 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=38 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
 

 

 

 

 

 

Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based 

on % 

https://www.slideshare.net/rssa21/office-management-14163964
https://www.slideshare.net/aimeepusing/records-management-ppt
https://slideplayer.com/slide/5812235/
https://slideplayer.com/slide/6653953/
https://slideplayer.com/slide/6653953/
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13 0 2 4 7 0 15.4 30.8 53.8 Global 
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SEMESTER - IV 

CourseCode:22UCC4CC6 ExamHours:3 

InstructionHours:6 InternalMarks:25 

Credits:5 ExternalMarks: 75 
 

CORECOURSE-VI          COST AND WORKS ACCOUNTING 
 

Objectives: 
 

 To enable the students to understand the principles and the procedures of 

costaccounting. 

 To help the students to apply it in a practical situation and to teach cost effective 

operational efficiency when they become employees or entrepreneurs 

Course Outcomes: 

1. Throughknowledgeaboutmeaning, methods, typesandelementofcost. 

2. Knowledge on the various techniques of material control. 

3. Knowledge on the accounting and control procedure of abour and 

overheads. 

4. Knowledge on the practical application of process costing. 

5. Through knowledge on the cost accounting principles and the methods of 

accounting cost. 

 

UNITI 

Cost accounting –Cost concepts – Costing and aid to management – Elements of 

cost preparation of tender - Objectives -Methods -Techniques – Cost unit – Cost 

centers –Classsificaions-Advantages -Disadvantages-Cost sheets. 

UNITII 

Materials cost –  Characteristics – Procedure and documentation involved in purchasing – 

EOQ- ABC analysis – Pepectual inventory - Issue of materials –Methods- LIFO- FIFO-

Levels of stock -AccountingTreatment. 

 
UNITIII 

Labourcost–Methods– Control over ideal time - Variances-Labourturnover. 

 
UNITIV 

Overheads- Apportionment- Absorption-Distinguish between Apportionment 

andAbsorption-Merits-Demerits. 

 
UNITV 

Methods – Job costing- Contract Costing-Process costing (Normal loss, Abnormal loss 

andgainsonly) – Wastage and scrap - Operating costing. 
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(25%Theory,75%Problems) 

 
 

TextBook(s): 
 

1. CostAccountingbyDr.R.Ramachandran &Dr.R.Srinivasan. 

2. CostAccountingbyS.N.Maheswari–SultanChand&Sons. 
 

 
 

ReferenceBooks(s): 

1. R. Ramachandran & R. Srinivasan ,Cost Accounting ,Sriram Publications, Tiruchi-

172018 

2. PillaiandBagawathi,CostAccounting, S.Chand&Co.NewDelhi,2015 

3. AroraM.NMethodsandTechniquesofCostAccounting(4thEd.).India, 2016 

4. S.P.Iyengar,CostAccounting—SultanChand&Sons,New Delhi,2015 

E-content 

 https://www.youtube.com/watch?v=pGymzuGAkJ8&ab_channel=CA.NareshAggarw

al 

 https://www.youtube.com/watch?v=LmGj4DJO2ko&ab_channel=CollegeTutor 

 https://www.slideshare.net/MohitSinghal19/cost-overhead 

 https://www.slideshare.net/ajitmmu/labour-cost-control 

 https://www.slideshare.net/faizchhipa/labour-cost-

43232353RelationshipMatrix forCOs, POsandPSOs 

 
Semester Code TitleoftheCourse Hours Credits 

IV 22UCC4CC6 COST & 

WORKSACCOU

NTING 

6 5 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=37 Relationship:High 
 

https://www.youtube.com/watch?v=pGymzuGAkJ8&ab_channel=CA.NareshAggarwal
https://www.youtube.com/watch?v=pGymzuGAkJ8&ab_channel=CA.NareshAggarwal
https://www.youtube.com/watch?v=LmGj4DJO2ko&ab_channel=CollegeTutor
https://www.slideshare.net/MohitSinghal19/cost-overhead
https://www.slideshare.net/ajitmmu/labour-cost-control
https://www.slideshare.net/faizchhipa/labour-cost-43232353
https://www.slideshare.net/faizchhipa/labour-cost-43232353
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Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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41 0 11 17 13 
26.8 41.5 31.7 26.8 National 

 

 

 

 

 

 

 

 

SEMESTER-IV 

 

CourseCode:22UCA4AC5 ExamHours:2 

InstructionHours:4 Practical:40Marks 

Credits:4 Theory :60Marks 

 

ALLIED COURSE- V FUNDAMENTALS OF PROGRAMMING IN C 

(WITHPRACTICALS) 

Objectives: 
 

 Toknowtheknowledge abouttheC language. 

 Tooffer theprogrammingskillstothestudentsthrough Clanguage. 

CourseOutcomes: 

1. Understand theconceptfundamentalsofCprogramming. 

2. ConstructCprogramming structure. 

3. Learndecision-making statementstosolvetheproblem. 

4. Implementdifferentoperationsonarrays. 

5. Abilitytodevelopfunction-oriented programsand solvethegivenproblem. 

 

UNIT I 

C-Fundamentals- The C character set-CTokens-Keywords-Identifiers-Variables-Datatypes-

Declaration of variables- Basic Structure of C - Application of C - Merits of C Application. 

 

UNIT II 

Operators :  Arithmetic operators - Relational - Logical operators - Assignment    operators -Increment       

and Decrement operators - Conditional Operators - Expressions - Types of Expressions. 

 

UNIT III 
Control Statements : If else statements – Nested if - While statements - Do - While statements - For    
statements - - Switch statements - Using Control Statements sum of Digit Programs - Break statements -  
Advantages of Statements. 
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UNIT: IV 
ARRAY : One - Dimensional arrays -Character array and Strings: Declaration and initialization - 

Reading strings from terminal – writing strings to screen - putting two strings together - comparison 

of two strings - String handling functions . 

UNITV 
 

Function: Elements of user defined function - Definition of function - Function calls – Function 

declaration - Category of function - Argument passed – Without passing argument 

 

 

 

 
TextBook(s): 

 

1. E.Balagurusammy, ―Programming in ANSIC‖,Tata  McGraw-Hill publishing
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companyLtd., New Delhi,5thedition. 

2. YashvantKanetkar, ―WorkingwithC‖,BPBpublication,NewDelhi. 

ReferenceBooks(s): 

1. ByronS.Gottfried,―ProgrammingwithC‖,Sehaum‗soutlineseries,TataMcGrawHill 

Publications,2ndEdition, 

2. Mullish Cooper, ―The Spirit of C―,Schaum‗s Outline Series, Tata McGraw 

HillPublications,4th Edition, 

3. T.Jeyapoovan,―AfirstcourseinProgrammingwithC―,VikesPublishingHousePvt. 

Ltd,NewDelhi. 
 

E-content:  
 https://www.slideshare.net/gauravjuneja11/c-language-ppt 

 https://www.slideshare.net/dwivedi2512/introduction-to-c-programming 

 https://www.slideshare.net/amraldo/introduction-to-c-programming7898353 

 https://www.youtube.com/watch?v=-CpG3oATGIs 
 

ListOfPracticals: 

1. SimpleprogramsinC 

2. Programmingusingoperators 

3. Decisionmakingprograms (if-else,switch) 

4. ProgramsusingLoopingstructure(for, while,do-while) 

5. Stringmanipulation 

6. Programmingusingfunction 

7. AscendingOrderusingArray 

8. Findfactorial 

9. FindFibonacci 

 

 

 

 

 

 
RelationshipMatrixfor COs,POsandPSOs 

 

Semester Code TitleoftheCourse Hours Credits 

IV 22UCA4AC5 FUNDAMENTALS 

OFPROGRAMMINGI

NC 

4 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

https://www.slideshare.net/gauravjuneja11/c-language-ppt
https://www.slideshare.net/dwivedi2512/introduction-to-c-programming
https://www.slideshare.net/amraldo/introduction-to-c-programming7898353
https://www.youtube.com/watch?v=-CpG3oATGIs
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CO4          

CO5           

NumberofMatches(�)=40 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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47 0 0 0 47 0 

 

0 0 100 Global 
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SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UMS4AC6 Exam Hours: 3 

Instruction Hours:4 Internal Marks:25 

Credits:3 External Marks: 75 
 

ALLIED COURSE-VI     MANAGEMENT CONCEPTS 
 

Objectives: 
 

 To familiarize the students with the basics of principles of management. 

 To enable the students become socially conscious managers. 

CourseOutcomes: 

1. Understanding the basic concepts of management concepts and practices 

2. Understanding the proper planning and elementsof planning recognize 

andapply the skills necessary for carrying out effective management 

decision-making andstrategicmanagementplanning 

3. Understanding organizational structure impacts strategy, performance, 

andoperations. 

4. Understanding basic concepts of staff process in the HRM. 

5. Knowing controlling techniques for attaining goals of business organisation. 

UNIT I  

Definition of management - Model of managerial competencies - functions of management –  

contributions of Taylor -Henry Fayol- Elton Mayo- Gilbreth- Maslow –Peter Drucker- Trends and 

challengs of management in global scenario 
 

UNIT II 
 

Planning: – Nature - Purpose – Objectives – Strategic management planning -Types – Steps in planning–

Limitations- Group or Sectional Planning. 

UNIT III 
 

Meaning of Organizing –departmentation – delegation of authority- Types of deegation authority. 

. 

UNIT IV 
 

Meaning of Communication– Characteristics – Process – Types – Barriers to communication – Effective 

communication. 

Unit – V 

Leadership: Meaning – characteristics – types – theories of leadership.  

Motivation: Meaning– theories of motivation: - Maslow- McGregor: X & Y theories. 

TextBook(s): 
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1. L.M.Prasad― Principles and Practice of Management―,Sultan Chand &Sons, 
NewDelhi. 

2. ShashiK.Gupta,Principles of Management,Kalyani Publishers. 

 

ReferenceBooks(s): 

1. Jayasankar,―PriciplesofManagement‖Margham Publications,Chennai. 

2. E.Dharmaraj,―PrinciplesofManagement‖SIMRES Publications,Chennai. 

3. James H.Donnelly, Fundamentals of Management, Pearson Education. 

 

E-Content: 
 

 https://www.slideshare.net/israrraja/office-management-39808071 

 https://www.slideshare.net/rssa21/office-management-14163964 

 https://www.slideshare.net/aimeepusing/records-management-ppt 

 https://slideplayer.com/slide/5812235/ 

 https://slideplayer.com/slide/6653953/ 
 

 

 

RelationshipMatrixfor COs,POsandPSOs 
 

Semester Code TitleoftheCourse Hours Credits 

IV 22UMS4AC6 MANAGEMENT

CONCEPTS 

4 3 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

CO4          

CO5          

NumberofMatches(�)=39 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

 
 
 
Total 

Number 

of 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based 

https://www.slideshare.net/israrraja/office-management-39808071
https://www.slideshare.net/rssa21/office-management-14163964
https://www.slideshare.net/aimeepusing/records-management-ppt
https://slideplayer.com/slide/5812235/
https://slideplayer.com/slide/6653953/


47 
 

Topics on % 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

 

35 0 2 7 26 0 5.71 20 74.3 Global 
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SEMESTER-IV 

 

Course Code:22UCC4NME2:1 Exam Hours:3 

Instructio nHours:2 Internal Marks:25 

Credits:2 Externa lMarks: 75 
 

NME–II PRINCIPLES OF BANKING 

Objectives: 
 

 To understand the concepts of commercial banks, RBI its organization, functions, 

credit creation and control. 

 To gain the knowledge about the recent trends in e – banking and Indian Financial network. 

CourseOutcomes: 
 

1. Identify the functions of the Commercial & Reserve Bank of India.. 

2. Examine the various kinds of banker and customer relationship Understanding 

3. Explain the features of Negotiable instruments and the role 

of paying banker and collecting banker as per bank rules. 

4. Classify the different Modes of securing advances. 

5. State the recent trends in e-banking. 

Unit-I 
 

Introduction to Banking: Commercial Banks - Functions - Credit creation - Reserve Bank of 

India - Organization and functions –Methods of credit control-Business of Banking 

Companies-Control over Management-Prohibition of certain activities in relation to 

banking companies 

Unit-II 
 

Banker and Customer relationship - Special features - Different types of accounts – Opening 

and closing of accounts - Forms used in the operation of bank account - Cheque book, 

Passbook, Mistakes in the Passbook-Special types of account holders. 

Unit– III 
 

Negotiable Instruments-Definition-Cheques-Features-Holder and holder in due course 

-Payment in due course- Crossing –Different types- Endorsements-Different kinds -

payingbanker-Material alteration- Refusal of payment by banks - Statutory protection to 

the payingbanker- Collecting banker- Statutory protection. 

Unit– IV 

Loans and advances - Principles of good lending - Credit worthiness of borrowers - Modes of 

securing advances Lien, Pledge, Mortgage and Hypothecation -Advances against different types of 

Securities-Goods, Documents of title to goods, LifeInsurance Policies, FDR, Government 

Securities. 

 

 
Unit– V 
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E-Banking–InternetBanking–TelephoneBanking–MobileBanking–ATMs–CashMachine– 

ElectronicMoney-ElectronicFund - F-Transfer System(EFT) RTGS , NEFT,MICR,KYCnorms, 

clearing house-IndianFinancialNetw ork–Customer Grievances Redressal and Ombudsman 

TextBook(s): 
 

1. Banking Theory Law and Practice; Sundaram & VarshneyP.N. Sultan 

Chand Sons ; New Delhi 

2. Banking, Shashi K  .Gupta, KalyaniPublishers. 

ReferenceBook(s): 
 

1. Banking-Law and Practice in India ; Tanen M.LLI Indian 
Law House, New Delhi. 

 

2. Banking Theory Law andPractice;Gorden&NatajanHimalayasPublishingHouse,NewDelhi. 

 

E-Content: 

 http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/650 

 https://www.youtube.com/watch?v=oxzmP7sjCRQ&list=PLBbCyJkOLB m-

m99E5vhk4owllgJK6aiT2 

 http://www.gdcboysang.ac.in/About/droid/uploads/BI5thSemBcom.pdf 

RelationshipMatrix forCOs, POs andPSOs 
 

Semester Code Titleofthe Course Hours Credits 

IV 22UCC4NME2:1 PRINCIPLES 

OFBANKING 

2 2 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 � �  � � �  �  � 

CO2 � � �    �  � � 

CO3 � � � �  �  � � � 

CO4 �   � � � �  �  

CO5 � � �   �   � � 

http://ugcmoocs.inflibnet.ac.in/ugcmoocs/view_module_pg.php/650
http://www.youtube.com/watch?v=oxzmP7sjCRQ&list=PLBbCyJkOLB
http://www.gdcboysang.ac.in/About/droid/uploads/BI5thSemBcom.pdf
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NumberofMatches(�)=33Relationship:Moderate 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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49 0 0 27 22 0 0 55.1 44.9 National 



 

SEMESTER-IV 

 

Cours eCode:22UCC4NME2:2 Exam Hours:3 

Instruction Hours:2 Internal Marks:25 

Credits:2 External Marks: 75 
 
 

NMECOURSE-II. MUTUAL FUNDS 
 

Objectives: 

 To understand the basic concepts of mutual funds. 

 To understand the regulations of SEBI and RBI. 

Course Outcomes: 

 

1. Enable the students to gain knowledge about Evaluation of mutual funds. 

2. Gain a rights and obligation of the investors.   

3. Understand the accounting of mutual fund. 

4. Gain the knowledge on mutual funds schemes in India. 

5. Learn the distribution channel on mutual funds. 

Unit-I 

 Concepts of Mutual funds –Evaluation of mutual funds – Role of mutual funds – Importance of 

mutual Funds-Types of mutual funds. 

Unit – II 

Legal structure of mutual funds – Rights and Responsibilities of market constituents – Funds 

mergers -scheme takeovers. 

Unit – III 

Role of regulation in India – RBI-SEBI – IRDAI-Rights of the investors - obligation of the 

investors.  

Unit – IV 

Accounting of mutual fund – NAV Computation – pricing of units – valuation of mutual funds. 

Unit – V 

Distribution channel – Direct marketing – Indirect Marketing channels- Broker – Broker 

commission- Underwriters -Mutual funds schemes in India- Invest in Mutual Fund online in 

India - Recent trend in mutual fund. 

Text Book(s): 

 

1. Financial instrument and services – Nalinipravatripathy, prentice hall of India. 

2. Management of Mutual funds – G.V.SatyaSekhar. 

. Reference Book(s): 



 

1. Mutual Funds – Mark Mobius – John Wiley & Sons 

2. Financial Services – M.Y. Khan, Tata McGraw Publications Co Ltd. 

3. Mutual Funds – Sundar Sankaran 

 

E Content: 

 https://youtu.be/PbldLCsspgE 

 https://youtu.be/8A3s9WP_7l4 

 https://youtu.be/1DRq8N7SpYc 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5SBE3:1 MUTUAL FUNDS 2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

   
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

  
 

 
 

  
 

 
 

 

CO3  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO4  
 

 
 

 
 

 
 

 
 

 
 

  
 

 
 

 
 

CO5  
 

  
 

 
 

  
 

 
 

 
 

 
 

 
 

Number of Matches() =  40   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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of 
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Number of Topics Focus on  % of Topics Focus on  Course 

Category 
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28 0 10 13 5 0 35.7 46.4 17.9 National 

 

https://youtu.be/PbldLCsspgE
https://youtu.be/8A3s9WP_7l4
https://youtu.be/1DRq8N7SpYc


 

SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023on wards) 

 

Course Code:22UCC4SBE1:1 Exam Hours:3 

Instruction Hours:2 Internal Marks:25 

Credits:2 External Marks: 75 

 

SBECOURSE-I CUSTOMER RELATIONSHIP MANAGEMENT 
 

Objectives: 
 

 To understand the information technology with business practices. 

 To provide means for successful delivery of CRM program. 

CourseOutcomes: 

1. Understand the basic concepts of Customer relationship management. 

2. Understand marketing aspects of Customer relationship management. 

3. Learn basics of analytical Customer relationship management. 

4. Understand basics of operational Customer relationship management. 

5. Understand and describe a customer relationship management application, 

UNIT I 
 

Introduction to CRM-Features of CRM- Elements of CRM Cost of Acquiring 

Customers- Customer Acquisition to Customer loyalty -CRM and Business 

Intelligence 

UNITII 
 

CRM Approaches - Types of CRM approaches -Drawbacks -Types of 

CRM approaches-- Emerging challenges in the marketing front-

Relationship marketing-Definition-Concepts-Relevance of relationship 

marketing approach 

UNITIII 
 

CRM and Customer Service- Types- Call center and customer Care-Role of 

Customer care Manager- Attributes of customer care-Importance- CRM  cycles-

Automation of Contact Center - Call Routing - Web Based Self Service- Cyber 

Agents - Work force Management-Merits  of work force management-Customer 

service-Automation-Partner relationship management. 

 

UNIT IV 
 



 

Analytical CRM- Applications of CRM – CRM and the Data Ware House - 

Enterprise  CRM-Personalization-Delivering  CRM-Defining CRM Success-

Preparing Business Plan- Understanding Business Process – Chooing your CRM 

Tool. 

UNITV  
 

CRM and sales force Automation –Objectives - Features - Benefits - 

Implementation Issues – Sales process activity Management-Field Force 

Automation- Sales and territory management – Contact management- CRM links in 

E – Business - E-Commerce –customer relationships on the Internet –Supplier. 

 

Text Book (s): 
 

1. DycheJ, The CRM Handbook, Pearson Education,New Delhi. 

2. ShethJN.,ParvatiarA, ShaineshG Customer Relationship Management-Emerging 

Concepts,Tools and Applications, Tata McGrawHill, NewDelhi. 

 

Reference Books(s): 

1. GosneyJW& Boehm TP Customer Relationship Management Essentials, 

Prentice Hall of India, New Delhi. 

2. Sheth JN., Parvatiar A, Shainesh G Customer Relationship Management-

Emerging Concepts, Tools and Applications, Tata McGraw Hill, New Delhi. 

3. Gosney J W & Boehm TP Customer Relationship Management Essentials, 

Prentice Hall of India, New Delhi. 

 

E-Content: 

 
 https://youtu.be/zkRWE-mOxG8 

 https://youtu.be/4EdQD5jqU3A 
 

 

Relationship Matrix for COs, POs and PSOs 

 

Semester Code Title of  the Course Hours Credits 

IV 22UCC4SBE1:

1 
CUSTOMER RELATIONSHIP 

MANAGEMENT 

2 2 

Course 

Outcomes

(COs) 

Programme Outcomes (POs) Programme Specific Outcomes (PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

https://youtu.be/zkRWE-mOxG8
https://youtu.be/4EdQD5jqU3A


 

CO2          

CO3           

CO4          

CO5          

Number of Matches (�) = 44 Relationship : High 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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51 15 16 9 11 29.4 31.4 17.6 21.6 Regional 

 
 
 
                                               



 

SEMESTER-IV 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:22UCC4SBE1:2 Exam Hours:3 

Instruction Hours:2 InternalMarks:25 

Credits:2 External Marks:75 

 

SBEI-CONSUMER BEHAVIOUR 
 

Objectives: 
 

 To know the basic concepts of  behaviour. 

 To understand the learning process and decisionmaking process. 

Course Outcomes: 

1. Explain the need for study of consumer behavior by big data analysis and its 

applicationin marketing. 

2. Identify the external factors that influence consumer behavior. 

3. Justify study of the theories of consumer behavior in predicting the behavior 

ofconsumer. 

4. Describe the components and process of consumer learning and its implication 

attitude formation and change of consumerbehavior. 

5. Illustrate the stages in consumer decision making process and post purchase 

behavior ofconsumer. 

UNIT–I 
 

Introduction :Definition and scope – Consumer and customer – Disciplines involved in 

thestudyofconsumerbehaviour–ScopeofConsumerBehaviour-Necessityofstudyingconsumer 

behavior – Consumer behaviour application in marketing – Trends in consumerbehaviour–

Marketsegmentationandconsumerbehaviour–VALS psychographic segmentation – (Case 

Study approach) Meaning and Use of Big Data in Consumer behavior Studies - Changing 

paradigm of Market Segmentation - Gaining Consumer Insights 

throughBehavioralInsightsonBigData–DataSecurityandPrivacy(Basicsonly). 

UNIT–II 
 

The External Environment: Factors influencing consumer behaviour – Consumer & 

cultural influences – Sub-cultural and cross cultural influences – Social class influences 

andconsumer behaviour – Group dynamics and consumer reference groups – Household 

decisionmakingand family influences – Opinion Leadership. 

UNIT–III 
 

Theories of Consumer Behaviour: Needs – Goals and motives of consumers – 

OtherTheories of Motivation i.e., Marshallian‘s – Freud‘s – Herzberg‘s – Maslow‘s hierarchy 

ofneeds – Personality and self- concept – Self- concept theory – Psycho analytic theory – 

NeoFreudiantheory– Trait theory of personality. 



 

UNIT-IV 
 

Individual Determinants of Consumer Behaviour: Perception: Factors and process –

Components of consumer learning–Mechanisms of learning–Consumer memory–Consumer 

information processing – Nature of consumer attitudes - Components of attitudes –Hierarchy 

of effects – Attitude formation and change. 

UNIT–V 
 

Consumer Satisfaction and Consumerism: Concept of consumer satisfaction: 

Workingtowards enhancing consumer satisfaction – Sources of consumer dissatisfaction – 

Dealingwith consumer complaint – Concept of Consumerism-Consumerism in India – 

Reasons for growth of consumerism in India – Consumer Protection Act 1986–Cases from 

Indian Consumer Court. 

TextBook(s): 
 

1. Assael Henry: Consumer Behaviour and Marketing Action- 6th 

EditionCengageLearningIndiaPvt Ltd, 2011 

2. RogerDBlackwell,PaulWMiniard:ConsumerBehaviour, 

10thEditionCengageLearningIndiaPvt Ltd, 2017 

ReferenceBook(s): 

1. David L. Loudon & Albert J.Bitta: Consumer Behaviour- 4th Edition, McGraw 

HillInc.,USA2017 

2. Jay D Lindquist, Joseph Sirgy M- Shopper, Buyer and Consumer Behaviour, 

2ndEdition,WileyIndiaPvt.Ltd,New Delhi 2009 

3. Leon. G. Schiffman: Consumer Behaviour; 12th Edition; Pearson Education Limited 

,USA2001 

4. Satish K Batra& SHH Kazmi: Consumer Behaviour, Text and CasesExcel 

Books,New Delhi 2004 

5. C.NSontakki:ConsumerBehaviour, HimalayaPublishingHouse, Mumbai2012 

 
 

E-Content: 

 https://youtu.be/dWAuLMKF_Io 

 https://youtu.be/pWehLohtusI 

 https://youtu.be/_4i6q7LsZgc 
 

RelationshipMatrixfor COs,POsandPSOs 
 

Semester Code TitleoftheCourse Hours Credits 

IV 22UCC4SBE1:2 CONSUMER

BEHAVIOUR 

2 2 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

https://youtu.be/dWAuLMKF_Io
https://youtu.be/pWehLohtusI
https://youtu.be/_4i6q7LsZgc


 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=44 Relationship:High 
 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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45 0 0 21 24 0 0 46.7 53.3 Global 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER-V 

(For the candidate sadmitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5CC7 Exam Hours:3 

Instruction Hours:5 Internal Marks:25 

Credits:5 External Marks:75 

 

CORECOURSE-VII INCOME TAX THEORY, LAW & PRACTICE 
 

Objectives: 

Objectives: 

 To make the students to gain knowledge of income tax and legal provisions in its application. 

 To make the students to understand the method of computation of total income. 

Course Outcomes: 

 

1. To enable the students to know the basic concepts of income tax. 

2. To make the Students to understand the calculation procedure of income from salary 

and its deductions. 

3. To enable the students to know the determination of house property income. 

4. To enable the students to calculate income tax for individual and companies. 

5. To make the students to understand the method of computation of gain on business or 

profession and capital gains. 

Unit-I 

Meaning of income –Canon of taxation- Elements of Tax-Important Definitions under the income tax act 

– Scope of total income – Residential status – Residential status and Incidence of tax incomes exempt u/s 

10- Important points relating to residential status- Basic Conditions-Additional conditions- Income 

exempted from Tax-Classification of exempted income- Assessment of Agricultural Income. 

Unit – II 

 

Heads of income – salaries –Due date of salary-– allowances – perquisites -valuation – Different forms of 

salary – other related provisions – Gratuity – Pension – Computation of pension – Provident Fund- 

Provision for filling returns of Income – Total Income and Casual Income. 

 

Unit – III 

Income from house property –Annual value – Deduction from annual value – Computation under 

different circumstances -Treatment of unrealized rent. 

 

Unit – IV 

Income from business– Admissible Expenses-Inadmissible expenses – General deductions – Principles –

Features of new scheme of Depreciation-Assets eligible for depreciation-provisions relating to 

Depreciation-Deemed business profit chargeable to tax – Computation of income from business - 

Computation of income from profession. 

 

Unit – V 

Income from capital gains – short term capital gains–capital assets- Kinds of capital assets -long term 

capital gains -Transfer of capital assets-– Exempted assets-- Certain transition not included as transfer 

(Exemption under Section 54) – Income from other sources – Computations – Grossing up – Clubbing of 

income – Set off and carry forward – VAT- Provisions concerning advance tax & Tax deducted at source. 

 

 (Problem 75%, theory 25%) 



 

Text Book(s): 

1. Income tax law and Practice – T.S. Reddy Prasad and HariPrasad Reddy, Margham 

Publications. 

2. Dr. A. Murthy, Income Tax Law and Practice - Vijay Nichole Publications, 

Chennai. 

  

Reference Book(s): 

1. Income tax Law and accounts – H.C. Mehrotra, Sultan chand& Sons. 

2. Income taxlaw and Practice- V. P. Gaur & D. P. Narang, Kalyani Publishers. 

3. Income taxlaw and Practice – Dr. N. Hariharan , Tata M. C. GrawHill. 

E-Content: 

 https://www.slideshare.net/123456789ASHU/introductionto-income-tax 

 https://www.youtube.com/watch?v=Qgt8I3PqgQ&ab_channel=CAdilipbadlani   

 https://www.slideshare.net/ananndkankni/income-underhead-salaries 

 https://www.youtube.com/watch?v=_2Tujn58IqA&ab_chan nel=CAdilipbadlani  

https://www.slideserve.com/ 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCC5CC7 INCOME TAX THEORY,  

LAW& PRACTICE 

 

5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

  

CO2  
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

CO3    
 

    
 

  
 

 

CO4  
 

 
 

  
 

 
 

 
 

 
 

 
 

  
 

CO5  
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

 

Number of Matches() =  36    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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58 0 8 50 0 0 13.8 86.2 0 National 

https://www.slideshare.net/ananndkankni/income-underhead-salaries


 

 



 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5CC8 Exam Hours:3 

Instruction Hours:5 Internal Marks:25 

Credits:5 External Marks: 75 

CORE COURSE-VIII MANAGEMENT ACCOUNTING 
 

Objectives: 

• To provide an insight into accounting procedure and their applications in complex Business 

Management. 

• To help the students to plan for funds generation and evaluate the risks in financing. 

Course Outcomes: 

 

1. To Acquire knowledge about the Basics of Management Accounting. 

2. To Acquire knowledge on ratio analysis and interpret the financial statements. 

3. To Gain knowledge on fund flow and cash flow. 

4. To Gain the knowledge in Budget and Budgetary control. 

5. To Familiarize the students with the concepts of Marginal costing and its 

applications. 

Unit-I 

 

Management Accounting – Definition- Principles – Purpose-Functions – Role- Scope – Advantages – 

Limitations – Differences between Management Accounting & Financial Accounting – Differences 

between Management Accounting and Cost Accounting 

Unit – II 

 

Analysis and interpretation of Financial Statements– Nature –Limitations of F/S – Types of financial 

analysis – FSA Tools – Comparative financial Statements – Common size financial statements – Trend 

percentages – Ratio analysis – Steps in ratio analysis-Types: Liquitity, Solvency Turn over & 

Profitability ratio   –Uses -limitations. 

Unit – III 

 

Fund flow analysis- Sources and Application of Funds- Funds from Operations- Steps involved in fund 

flow statement- Difference between fund flow and balance Sheet-Cash Flow analysis- Cash from 

Operations- Inflow and Outflow of Cash- Preparation of cash flow statement as per AS-3. 

Unit – IV 

 

Budget-Budgetary control– Essentials of Budgetary control – Components of Budgetary control- 

Preparation of Production Budget- Appraisal Methods - Sales Budget- Cash Budget-flexible budget–

ZBB-- Zero Based Budgeting Vs Traditional Budgeting- Challenges of ZBB- Best Practice for ZBB. 

 

Unit – V 

Marginal Costing -Break Even analysis – Practical application of Marginal Techniques – Advantage- 

Limitation of Marginal costing -CVP analysis - Profit Planning -Standard costing –Managerial 

Appications––Methods: Job Costing, Contract Costing, Batch Costing- Variance analysis – Material & 

Labour only. 

 (Theory 25%,Problem75%)  

Text Book(s):  



 

1. Management Accounting by S.N. Maheswari, Sultan Chand Company  

2. Management Accounting by Reddy.T.S&HariPrasath.Y, 

MarghamPublications,Chennai. 

 

Reference Book(s): 

1. Management Accounting –Hingorani&Ramanathan, S.Chand& Sons 

2. Management Accounting –Dr.R.Ramachandran&Dr.Srinivasan 

3. Management Accounting- S.P.Gupta. 

E-Content: 

 https://youtu.be/VhW8I4aS-Yk 

 https://youtu.be/5iILpvhY5dc   

 https://www.icsi.edu/media/webmodules/publications/FULL_BOOK_PPCMA-2017-JULY_4.pdf  

 http://ebooks.lpude.in/commerce/mcom/term_1/DCOM302_DCOM403_MA 

NAGEMENT_ACCOUNTING.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 
22UCC5CC8    

MANAGEMENT 

ACCOUNTING 
5 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

 
 

  
 

CO2  
 

 
 

  
 

 
 

 
 

 
 

 

 

 
 

 

CO3  
 

 
 

  
 

 
 

   
 

  
 

CO4  
 

  
 

  
 

 
 

 
 

   
 

CO5  
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

Number of Matches() =   37  Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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60 4 11 34 11 
6.7 18.3 56.6 18.3 National 

 



 

 

 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

CourseCode:22UCC5CC9 Exam Hours:3 

Instruction Hours:5 Internal Marks:25 

Credits:5 External Marks: 75 
 

CORE COURSE IX-E- COMMERCE 
 

Objectives: 
 

 To enable the students to get exposed to fundamental aspects of E-commerce. 

 To enable the students to gain basic knowledge of Electronic-Commerce in 

the area of Business and Financing decisions 

Course Outcomes: 

 
1. Understand the basic concepts andt echnologies used in the field of management 

information systems 

2. Have the knowledge of the different types of management informationsystems 

3. Understand the processes ofdevelopingandimplementinginformationsystems 

4. Beawareoftheethical, social,andsecurity issuesofinformationsystems 

5. Understandthetechnicalfoundationforunderstandinginformationsystems 
 

Unit-I 

 

E-Commerce-Definitions-History of E-commerce-Needs-Importance-E-commerce Vs Traditional 

Commerce–Advantages-Careers in E-Commerce-Impact of Internet on Business-Evolution-Growth in 

India-Opportunities-Classifications -Building an E-commerce Web Site 

Unit– II 
 

Electronic market place technologies –Aspects of Electronic market - Electronic data 

interchange – Http- TCP/IP - HTML -XML-Electronic commerce with WWW.Internet – 

Online Marketing– Essentails online marketing - E-Adversiting - Modes of E-Mail. 

Unit– III 

 

Overview-Approaches to Safe Electronic Commerce-Safe transport protocols -Advantages 

http://www.internet/


 

- Drawbacks-secure transactions - Secured electronic payment protocol - SET certificates 

forauthentication - Security on web servers -Importance of web server- Enterprise networks -

conclusion. 

 

 
Unit– IV 

 

Internet monetary payment - Importance-Security requirements - Payment - Purchase order 

Process-Online electronic cash – Attributes of online electronic cash - Securitieson Web 

server. 

 

 
Unit-V 

 

Need for computer Security-Specific Intruder Approaches-Security strategies-Tools-Encryption 

-Enterprise networking –Access to internet -Social networks and online communities 

TextBook(s): 

1. Web commerce technologyhandbooks- DanielMinoli,EmmaMinoli. 

2. FrontiersofelectronicommerecebyGalgotia. 
ReferenceBook(s): 

1. E-Commerce-Kamlesh KBajajandDebjani Nag. 

2. E-Business&E-Commerce–P.RizwanAhmed,MarghamPublications,Chennai. 
3. E-Commerce fundamentals and applications Hendry Chan, Raymond Lee, 

TharamDillon,EllizabethChang,John Wiley. 

4. S.V.SrinivasaVallaban :E-Commerce–LearnTech Press,Trichy. 

E-content: 
 

 https://www2.slideshare.net/itsmenaguda4others/final-ppt-ecommerce-

1?qid=adc3f1b9-90ed-4c27-9366-7fcd77fe9446&v=&b=&from,search=5 

 https://www2.slideshare.net/munishsingla71/e-commerce-ppt10713485 

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

 https://www.youtube.com/watch?v=lgjS6fqawI0 
 

RelationshipMatrixfor COs,POsandPSOs 
 

 
Semester Code TitleoftheCourse Hours Credits 

V 22UCC5CC9 E-COMMERCE 5 5 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2           

https://www2.slideshare.net/itsmenaguda4others/final-ppt-ecommerce-1?qid=adc3f1b9-90ed-4c27-9366-
https://www2.slideshare.net/itsmenaguda4others/final-ppt-ecommerce-1?qid=adc3f1b9-90ed-4c27-9366-
https://www2.slideshare.net/munishsingla71/e-commerce-ppt10713485
https://www.youtube.com/watch?v=nxSDHBdsWqA
https://www.youtube.com/watch?v=lgjS6fqawI0


 

CO3          

CO4          

CO5          

NumberofMatches(�)=43 Relationship:High 
 

 
 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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44 8 0 0 36 18.2 0.00 0.00 81.8 Global 



 

SEMESTER-V 

(For the candidates admitted from the academicyear 2022-2023 onwards) 

 

Course Code:22UCC5CC10 Exam Hours:3 

Instruction Hours:5 Internal Marks:25 

Credits:5 External Marks: 75 
 

CORECOURSE-X WEB DESIGNING 
 

Objectives: 
 

 To learn the basic concepts of web designing. 

 To know the students how to create webpage. 

 

CourseOutcomes: 

 

1. Become familiar with graphic design 

2. Principles that relateto web design and learn 

3. How to implement theories into practice. 

4. Develop skills in analyzing the usability of a website. 

5. Understand how to plan and conduct  user research related to web usability. 
 

Unit-I 
 

Introduction to Internet – Internet Access / Dial-Up Connection – Internet Services - Features 

–TCP/IP Vs Shell Accounts ––World Wide Web (WWW) – Web Page – Hyper Text – 

HTML tags –Net Surfing – Internet/Web Browsing – Browser – Internet Addressing – IP 

Address – Domain Name – Electronic  Mail – Uniform Resource Locator (URL) – Internet 

Protocols – TCP/IP – FTP –HTTP– Telnet – Gopher– WAIS-Domains and Hosting- 

Responsive Web Designing -Types of Websites (Static and Dynamic Websites)- Web 

Standards and W3C recommendations. 

 

Unit– II 
 

Searching the Web –Web Index –Web Browser - Web Search Engine –Search Functions – 

SearchEngines – Meta Search Sites – Directories - Indexes – Specialized Directories – 

Electronic Mail (E-Mail)– Customizing E-Mail programs – Managing Mails – Address Book 

– Signature Feature –File Attachment Facility–Junk Mail-Settingpriority–Advantages-

Disadvantages of E-Mail. 

 

Unit– III 
Introduction to HTML – Concepts -HTML Code for Web Page – Web Page Basics– Start a 

NewParagraph – Start a New Line –Display a Web page in a Web Browser -Insert Blank 

spaces –Heading – Pre-format Text– Special Characters – Format Text– Superscript -

Subscript – FontStyle -Size – Color – Margins – Block Quote – Lists – Images– Border – 

Aligning the Image –Horizontal Rule– UseImages in List-Website Development Process. 

 



 

 Unit– IV 
 

Links – Link to another web page – Link within a web page – Link to an image – Link to a 

file –E mail link-Create a table–Add a border–Caption–Column groups–Row groups–Color–

Add one column-Add one row-Background images – Aligning data – Size of table – Size of 

cell –Span cell –Cell spacing-Cell padding –Borders –Text wrapping– Nested tables. 

 

Unit-V 
 

Sounds and videos– Advantages -Video considerations – Internal video – Introduction to 

forms –Text box – Large text area – Check boxes – Radio buttons – Menu– Submit - Reset 

button – hidden field–Organize form elements–Label from elements–Introduction to frames–

Frame considerations – Provide alternative information – Link to a frame – Scroll bars –

Frames – Frame borders. 

 

 

Text Book(s): 

1. Alexis Leon & Mathews Leon, ―Internet for Everyone ‖,Leon Tech World,Chennai. 

2. Mohan Kumar, Internet. 

 

Reference Books(s): 

1. Eric Kramer, ―HTML‖. 

2. KamaleshN.Agarwala, AmitLal&DeekshaAgarwala, ―Business of the net‖. 

3. John Zabour, Jeff Foust & David Kerven, ―HTML 4 HOW-TO‖. 

 
 

E-content: 
 

 https://www.slideshare.net/sreejagiri/presentation-of-web-designing 

 https://www.slideshare.net/lincolnschoolgdl/building-a-web-pageusing-frames 

https://www.youtube.com/watch?v=4NfFFsQC77M Relationship Matrix for COs, POs and PSOs 

 

Semester Code Titleofthe Course Hours Credits 

V 22UCC5CC10 WEBDESIGNING 5 5 

Course 

Outcomes

(COs) 

Programme Outcome s(POs) Programme Specific 

Outcomes (PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

https://www.slideshare.net/sreejagiri/presentation-of-web-designing
https://www.slideshare.net/lincolnschoolgdl/building-a-web-pageusing-frames
https://www.youtube.com/watch?v=4NfFFsQC77M


 

CO4          

CO5          

Number of Matches (�)  =40 Relationship:High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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114 0 0 0 114 0 0 0 100 Global 



 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5MBE1:1 ExamHours:3 

Instruction Hours:4 Internal Marks:25 

Credits:4 External Marks: 75 

MBE-I ENTREPRENEURIAL DEVOLOPMENT 
 

Objectives: 

 To provide the knowledge to the students regarding entrepreneurship – projects and related issues. 

 To provide the knowledge  to the students regarding the social responsibility of entrepreneur. 

Course Outcomes: 

1. Understand the basic development of entrepreneurship as a profession. 

2. Identify and implement systems for collecting and analyzing information to monitor 

the performance of a new firm. 

3. Understand the differences between an entrepreneurial venture and an ongoing 

business operation. 

4. Describe examples of entrepreneurial business and actual practice, both successful and 

unsuccessful, and explain the role and significance of entrepreneurship as a career in 

the firm and in society. 

5. Understand the importance and role of ethical, sustainability, innovation and global 

issues for strategic decision making. 

 

Unit-I 

Entrepreneurship – Meaning –New definition of entrepreneurship- Qualities of entrepreneurship – 

Problems of Entrepreneurs-Types of entrepreneurships -Functions of entrepreneurship – Role of 

entrepreneurship in economic Development-Women entrepreneur- Rural Entrepreneurship-   

Entrepreneurial Motivations- Problems of women entrepreneur- Social responsibilities in 

Entrepreneurship- Entrepreneurial Mobility. 

Unit – II 

Entrepreneurial environment –- Factors affecting Entrepreneurial growth – competences – 

Entrepreneurial motivation –Phases of EDP- - Performance of EDP - barriers to entrepreneurial 

development- Accounting for Enterprises- Elements of financial statements. 

Unit – III 

Institutional finance to Entrepreneurs –Lease financing and hire Purchase- Taxation benefits to small 

scale Industries- commercial Banks- SFC – SIDC – SIPCOT – TIC – SIDBI-DIC-SIDCO-NSIC-ITCOT-

IIC-KVIC.  

Unit – IV 

Project management – sources of business idea- Opportunity Analysis- Ideation Techniques- Ideation 

Catalysts & Inhibitors-Business Model- Functions of business model- Business Model to Business Plans 

-project classification – Project identification – project formulation stages – project report – Project 

Appraisal. 

Unit – V 

Incentives and subsides - Incentives to small scale Industries- incentives to industrial units located in 

backward areas – transport subsides – seed capital assistance – Govt Policy for Small Scale Entrepreneur- 

taxation benefits to SSI. 

Text Book(s): 

1. Entrepreneurial development – C. B. Gupta and Srinivasan. 

2. Gupta.C.B.&KhankaS.S.,EntrepreneurshipandSmallBusinessManagement, 

Sultan Chand & Sons, 7thRevised Edition- 2017. 



 

Reference Book(s): 

1. Dynamics of entrepreneurial development – Vasanthdesai – Himalaya Publishing house  

-New Delhi. 

2. Entrepreneurial Development-Dr.P.Saravanavel. 

   3.Entrepreneurial Development-Dr.V.Balu. 

 

E Content: 

 https://youtu.be/hBDQGEwAvJ4 

 https://youtu.be/YP2TAPbY4fw 

 https://youtu.be/gCRN8wS8PBM 

 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 
22UCC5MBE1:1    

ENTREPRENEURIAL  
DEVELOPMENT 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

 
 

  
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

 
 

   
 

 
 

 
 

 

CO3   
 

   
 

 
 

  
 

  
 

CO4  
 

  
 

 
 

  
 

 
 

  
 

 
 

CO5  
 

 
 

 
 

 
 

  
 

  
 

 
 

 
 

Number of Matches() =  35   Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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60 4 37 18 1 6.67 61.7 30 1.67 Regional 

 

 

 

 

 

 

https://youtu.be/hBDQGEwAvJ4
https://youtu.be/YP2TAPbY4fw


 

 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5MBE1:2 Exam hours:3 

Instruction Hours:4 Internal Marks:25 

Credits:4 External Marks:75 

  

MBE I–INSURANCE MANAGEMENT 

 
Objectives: 

 
 To learn and understand the basic concepts and various typesof insurance. 

 To learn and under stand the practical aspect of various types of insurance. 

Course Outcomes: 

 

1. Understand the purpose and need for insurance management. 

2. Gainan insight on the risk and insurance. 

3. Understand the practical aspect of life insurance. 

4. Gain the knowledge procedure for becoming anagent. 

5. Learn the functions and organization of Insurers. 

 
UNIT-I 

 

Insurance Management: Definition – Meaning – Scope – Objectives – Purpose and Need 

forInsuranceManagement–Principlesof Insurance–GlobalizationofInsurance Business. 

UNIT–II 
 

Risk and Insurance: Risk Management by Individuals and Corporations – Insurance 

Industryin India – Regulation of Indian Insurance Industry – Role of IRDA – Public and 

Privateparticipationin theinsurancesector. 

UNIT–III 
 

Life Insurance: Practical Aspect of Life Insurance – Introduction to General Insurance – Fire, 

Marine, Health, Rural, Social and Miscellaneous Insurances–Motar vechicle,Employess   

State Insuracne 

UNIT–IV 
 

Procedure for becoming an agent: Pre requisites for obtaining a license –Fair practice code –

Unfair practice –Appointment– Termination–Revocation–Suspensionof anagent. 

   UNIT–V 
 



 

Functions and Organization of Insurers – Product design and development – Underwriting –

Claims management–Insurance Pricing–Actuarial Science –Insurance marketing. 

TextBook(s): 

1. Insurance and Risk management–Dr.P.K.Gupta., Himalaya. Insurance 

2. Principles and practices –M.N.Mishra, S.Chand Publications. 

 
ReferenceBook(s): 

1. Insurance and Riskmanagement–Dr.P.K.Gupta., Himalaya Publications. 

2. Periasamy. P - Principles and Practice of Life Insurance, Himalaya 
Publishing House,2017. 

3. Insurance principles and practice–M.N. Mishra, NewDelhi. 

EContent: 

 https://youtu.be/9GFbG6E7XTc 

 https://youtu.be/zBxMmZ5qbDsRel

ationshipMatrixforCOs,POsandPSOs 

 

Semester Code Titleofthe Course Hours Credits 

V 22UCC5MBE1:2 INSURANCE

MANAGEMENT 

4 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 � � �   �  � � � 

CO2 �   � �  �  � � 

CO3 � � �  � � � �   

https://youtu.be/9GFbG6E7XTc
https://youtu.be/zBxMmZ5qbDs


 

CO4  � � �  �  � � � 

CO5 � � � � � � �  � � 

NumberofMatches(�)=36Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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30 0 7 24 6 0.00 23.3 80 200.00 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code: 22UCC5MBE1:3 Exam hours:3 

Instruction Hours:4 Internal Marks:25 

Credits:4 External Marks:75 

 

MBEI–COMPUTERISED STOCK EXCHANGE MANAGEMENT 

 

 
Objectives: 

 

 To acquire the knowledge and understanding on stockexchange 

 Tounderstand the role and function of SEBI, BSE, NSE, MCXetc., 

CourseOutcomes: 

1. Describe the role of financial manager and time value of money in maximization 

of shareholders‘wealth. 

2. Develop an optimum capital structure by using EBIT – EPS analysis and 

implications of theories of capital structure 

3. Select an investment option by  usingcapital  budgeting techniques. 

4. Select an investment option under risk and uncertainty by using right from 

probability approach to Decision tree approach 

5. Examine the range of dividend theories and models and their implications 

ondividenddecisions ofafirm. 

UNIT–I 
 

Stock Exchange–Computerizedmethodoftransaction–Types/classificationofstockmarket in 

India - Equity Shares, IPO/ FPO, Bonds - Indian Securities Market: the marketparticipants, 

trading of securities - security market indices - Sources of financial information -Stock 

exchanges in India: BSE, NSE, NIFTY, FIFTY, MCX - Buying and selling of stocks: using 

brokerage and analysts‘-Use of limit order and market order 

UNIT–II 



 

Securities and Exchange Board of India (SEBI) – Role and functions of SEBI - Duties and 

responsibilities of SEBI- Security Analysis – Evaluation of Securities (Stock) – 

Objectivesand Principles evaluation of securities – Evaluation of Fixed Income Securities. – 

Evaluation of OrdinaryShares. 

UNIT–III 
 

Fundamental Analysis – Risk and Return - its valuation and mitigation - sources of risk –

Dividend and its valuation – Leverage, types and valuation of leverage- Technical Analysis –

Security price movements – Market Hypotheses – speculation of stock prices - Pitfalls to 

avoid while investing: high P/Estocks, low price stocks, stoploss, excess averaging. 

UNIT–IV 
 

Futures - Options - trading in futures and options - Understanding stock market quotes 

onfutures and options - Types of options - Commodities – trading mechanism of commodities 

inIndia - Derivatives – list of financial derivatives - trading of commodity derivatives on 

MCX,Currency derivatives andits trading 

UNIT–V 
 

Mutual Funds – Types/ classification – Advantages of MF - Portfolio Analysis – 

Selectionand Management process – Investment Decisions under uncertainty – Investment 

preferenceunder policies – portfolio constrains - Individual Investors – Utility Analysis – 

Assessment of Portfolio performance and portfolio revision 

TextBook(s): 
 

1. Punithavathy Pandian, (2012), Security Analysis and Portfolio Management, Vikas 

Publishing HousePvt Ltd., Chennai 

2. Dr.L. Natarajan (2015) Investment management, MarghamPublications,Chennai-17 

ReferenceBook(s): 

 
1. Dhanesh Kumar Khatri, (2010), Security Analysis and Portfolio 

Management,MacmillanPublishers India, NewDelhi 

2. Prasanna Chandra, (2012), Investment Analysis and Portfolio 

Management,MacmillanPublishers India, NewDelhi 

3. Fisher D E and R J Jordan, (1995), Security Analysis and Portfolio 

Management,PrenticeHall,NewDelhi 

 
EContent: 

 https://youtu.be/hH9PZ620ZzM 

 https://youtu.be/dZqB1C5j0Eo 

 https://youtu.be/JHF6b55sDCQ 

Relationship Matrixfor COs,POsandPSOs 

https://youtu.be/hH9PZ620ZzM
https://youtu.be/dZqB1C5j0Eo
https://youtu.be/JHF6b55sDCQ


 

Semester Code Titleofthe Course Hours Credits 

V 22UCC5MBE1:3 COMPUTERISEDST
OCKEXCHANGE 
MANAGEMENT 

4 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 � � �   �  � � � 

CO2 �   � �  �  � � 

CO3 � � �  � � � �   

CO4  � � �  �  � � � 

CO5 � � � � � � �  � � 

NumberofMatches(�)=36Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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48 0 0 48 0 0 

 

0 100 0 National 



 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5SBE2:1  Exam Hours:3 

Instruction Hours:2  Internal Marks:25 

Credits:2  External Marks: 75 

SBE COURSE II-. AUDITING 
 

Objectives: 

 

 To Provide knowledge about 

basic ideas of auditing and the procedure for conducting company audit. 

 To provide knowledge to the 

students regarding the auditing practices. 

Course Outcomes: 

1. Understand the nature of present day auditing in India. 

2. Gain an insight on the nature of auditing practices and to know the procedure for 

auditing. 

3. Understand the dynamics of auditing transactions of various institutions. 

4. Learn the meaning and importance of developments in the practices of auditing in 

India. 

5. Learn the Audit reports and audit reserve. 

Unit-I 

Introduction – Meaning – Definition – Evolution – Objectives – Advantages -Limitation of Auditing – 

Materiality in auditing- General Audit-Specific audit –Continuous audit- Periodical audit-Management 

Audit- Social Audit-  Environmental Audit- Forensic Audit- Auditing Vs Book Keeping-Auditing Vs 

Accountancy. 

Unit – II 

Audit Planning –Considerations- organization of audit – Audit program –Audit Files- Audit note book – 

Working papers – Routine checking – Evidence Criteria for selection of audit - Evidence – Process of 

gathering evidence -  Testing. 

Unit – III 

Vouching –vouching of cash transaction -vouching of trading transaction –Vouching Vs Routine 

Checking- Verification of assets -Valuation of assets - Verification of liabilities - Valuation of liabilities -

Distinguish between verification and vouching. 

Unit – IV 

Audit of limited companies –Auditor qualification -disqualification –Appointment –Reappointment of 

auditor- Rotation of an auditor-Removal –remuneration – Rights – Duties - Auditor Procedures for 

limited companies – powers of an auditor – audit of balance sheet of a company- auditor‘s liabilities- 

Role of Auditor in computerized environment. 

Unit – V 

Audit report – Types – Content of audit report –Title of audit report-Difference between auditor report 

and auditor certificate- reserve –difference between general reserve and provision – sinking fund –

Methods of sinking fund- reserve fund – capital reserve – secret reserve – auditor‘s duty in connection 

with reserves. 

 

Text Book(s): 

1. Auditing – B. N. Tandon S. Sudarsanam and S. Sundhabhu. 

2. Sundar K. and Paari, 2016 Auditing Vijay Nicole, Imprints Private Ltd,  

    Chennai,2015. 



 

Reference Book(s): 

 1. Auditing – Jagdish Prasad 

 2. Auditing - Spicer & S. Peglar 

 3. Auditing - Natarajan, L. 2013. Chennai: MarghamPublications.Chennai. 

E-Content: 

 https://www.youtube.com/watch?v=zuaVL3PMqj4ab_channel=DrSHI VAJIRSHELKE  

 https://www.slideshare.net/gopikrishz/auditing-46200775   

 https://www.slideshare.net/AjayNazarene/unit-4-vouching 

 https://www.slideshare.net/ali03444/audit-evidence-presentation 

 Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCC5SBE2:1 AUDITING 2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 
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Number of Matches() =  35    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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67 0 6 61 0 0.00 8.96 91 0.00 National 

 

 

 

 

 

 

https://www.youtube.com/watch?v=zuaVL3PMqj4
https://www.slideshare.net/AjayNazarene/unit-4-vouching


 

 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC5SBE2:2  ExamHours:3 

Instruction Hours:2  InternalMarks:25 

Credits:2  ExternalMarks: 75 

SBE COURSE II-BUSINESS STRATEGY 
 

Objectives: 
 

 To evaluate the current strategic position of an entity in the context of external 

environment. 

 To understand the strategic alternatives. 

 
Course Outcomes: 

1. Developing the knowledge in tools & techniques of assessing strategic position. 

2. Identifying the capabilities and competencies of Organisation in the light of strategic 

position. 

3. Having knowledge about 7Pmodel and its impact on competitive position. 

4. Having knowledge about implementation of strategic plan. 

5. Having knowledge about use of technology in developing strategic alternatives. 

 

UNIT-I 
 

Concepts of Strategy: Understand & explain the fundamental nature of strategy & strategic 

decisions in different types of organisation – use of the Johnson, Scholes and 

Whittington(JSW) model – strategic position, strategic choices and strategy action – use of 

models suchas PESTEL, Porter‘s Diamond in assessing environmental impact – Assessing 

competitive position using models like Porter‘s five forces and Porter‘s value chain 

UNITII 
 

Internal Competencies, Capabilities and Resources: Identify organisation‘s capabilities 

and competencies in light of the strategic position – assessment of these for sustaining 

competitive position – use of SWOT model to assess organisation‘s abilities to assess its 

capabilities 

UNITIII 
 

Strategic Choices:Evaluate the suitability, feasibility & acceptability of different strategic 

choices – pros & cons of strategic choices for product/market diversification in a globalized 

environment – pricing strategies including the 7-P model and its impact on competitive 

position – managing the organisation‘s portfolio & strategies related thereto using the Boston 

Consulting Group (BCG) matrix – use of Ansoff‘s matrix for developing generic strategies –

evaluate different choices such as mergers, acquisitions, alliances, joint ventures and 

franchises71 B.Com (Honours) 2018-2019 

UNIT IV  



 

 

    Strategic Action: Implementing strategic plan–aspects of the change management process 

– challenges of change management – organizing & enabling success – business change life-

cycle –Harmon‘s process-strategy matrix– improving processes in organization. 

 

 
UNIT–V 

 

Use of Technology in Developing Strategic Alternatives: Use of mobile & cloud 

technology with their benefits & risks – cloud v/s owned hardware & software – use of 

bigdata & data analytics for strategy development – use of data analytics for decisions 

regarding product development, marketing & pricing – explain the value chain of E-business 

– IT systems security & control 

TextBook(s): 

Text and Reference Book: Kaplan-Kaplan Publishing–UK 
 

Reference Books(s): 

 

E-content: 

 https://youtu.be/6AdLbMzrRM0 

 https://youtu.be/81o65vbtGKo 

 https://youtu.be/haRCpUOCG_M 
 

Relationship Matrixfor COs,POs and PSOs 
 

Semester Code Title of the Course Hours Credits 

V 22UCC5SBE2:2 BUSINESSS STRATEGY 2 2 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=45 Relationship:VeryHigh 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

 

https://youtu.be/6AdLbMzrRM0
https://youtu.be/81o65vbtGKo
https://youtu.be/haRCpUOCG_M
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28 0 0 23 5 0 0 82.1 17.9 National 

 
 
 
 



 

SEMESTER-V 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

 

Course Code:22UCC5SBE3:1  ExamHours:3 

Instruction Hours:2  InternalMarks:25 

Credits:2  ExternalMarks: 75 

SBECOURSEIII-.STOCK MARKET OPERATIONS 

Unit-I 
 

Capital Market – Need -Importance– Structure – Capital market in India-Classification of Capital 

Market-Primary market - Secondary market- Distinguish between primary and secondary market. 

Unit – II 

New issue market – Investment decision by the investor- Investment decision by the investor in New 

Issue Market- Industrial finance in India through New Issue Market-  Functions – Methods of issue. 

Unit – III 

Stock market- Growth of stock exchange in India-Organizational structure of stock exchanges in India-

Functions of stock exchanges- Money Market in India. -Recent trend in stock exchange. 

Unit – IV 

OTCEI- Paid up capital of OTCEI- Promotions of OTCEI- Special features of OTCEI-NSE- NSE Stock 

Price & Interest Rate – Listing of securities – Procedures-Advantages of listing – screenbased trading – 

Demat accounts –Mechanics of trading in stock exchanges. 

Unit – V 

                 Registration of stock brokers - Qualities of a stock Broker- Underwriters- Role of merchant bankers –     

Kinds of broker Speculation. 

Text Book(s):   

1. V.A. Avadhani : Indian Capital Market, HPH. 

2. BholeL.M2016Financial Institutions and Markets,TataMcGraw Hill Publishing 

Company Limited, NewDelhi. 

Reference book(s):  

1. P.N.Varshney: Indian financial system. 

2. Punidhavadhipandiyan: security analysis and portfolio management. 

3. V.K.Bhalla,Security Analysis &Portfolio Management. 

E-Content: 

 https://www.youtube.com/watch?v=wcJ1UAozBbY 

 https://www.youtube.com/watch?v=ZXYgGtiPKR4 

 https://www.youtube.com/watch?v=OJOQvaxK_74 

 https://investor.sebi.gov.in/pdf/reference-material/beginners.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

IV 22UCM4NME2:2   STOCK MARKET 

OPERATIONS 

2 2 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
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CO3           

https://www.youtube.com/watch?v=wcJ1UAozBbY
https://www.youtube.com/watch?v=ZXYgGtiPKR4
https://www.youtube.com/watch?v=OJOQvaxK_74
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Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 

 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based 

on % 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

L
o

ca
l 

R
eg

io
n

al
 

N
at

io
n
al

 

G
lo

b
al

 

 

39 0 0 39 0 0 

 

0 100 0 National 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

                                                       SEMESTER-V 

(Forthecandidatesadmittedfromtheacademicyear2022-2023onwards) 

 

CourseCode:22UCC5SBE3:2 ExamHours:3 

InstructionHours:2 InternalMarks:25 

Credits:2 ExternalMarks: 75 

SBECOURSEIII-ADVERTISEMENT MANAGEMENT 
 

Objectives: 
 

 ToknowthebasicMarketingCommunicationandtheProcesses. 

 To understand the process involved in Personal Selling and its Implications 

forrelationshipdevelopment. 

CourseOutcomes: 

1. Tocomprehendtheethicalissuesand socialaspectsofAdvertising. 

2. Recalltheconceptualframework ofAdvertising 

3. Explain the formulation of advertising through effective Marketing Strategy 

topromotetheproductand servicefor EconomicDevelopment 

4. Identifytherecentera inadvertisinganditspowerfultools 

5. Analyzetheethicalissuesand socialaspectsofAdvertising 

 
Unit– I 

Introduction to Advertising – Definition – Objectives, Scope andTypes – Role 

&Significances – Advertising an element of Marketing Mix – CommunicationProcessin 

Advertising 

Unit– II 

Technological Aspect Advertisement Message, Themes, Appeal, Structure, Copywriting and 

Layout–DAGMAR Approach, DeterminationofTargetAudience–Building of Advertising 

Programme – Message, Headlines, Copy, Logo, Illustration, AppealandLayout. 

Unit– III 

Advertising Media- Media Planning- Electronic Media, Buying Advertising Aids, 

Trademarks- Slogans-Packaging-Pop–UpDisplays- Premiums-Free Samplesetc. 

Unit– IV 

Advertising Agencies- AdvertisingAgencies-Selection-CompensationandAppraisal of an 

Agency – Methods of Measuring Advertising Effectiveness – DevelopingCorporate Image– 

Techniques-Concepts-Practices. 

Unit– V 

Advertising in India Role of Advertising in Modern Business – Economic- Social -

EthicalaspectsofAdvertising-AdvertisingGoals–RecentDevelopments-IssuesinAdvertising. 

 
TextBook: 

 

1. S.L. Gupta & V.V. Ratna Advertising and Sales Promotion Management, An 

IndianperspectiveTextandCasesSultan Chand&Sons, NewDelhi 2004 



 

ReferenceBook 
 

1. RuchiG.AdvertisingPrinciples&Practice S.Chand &CompanyLtd,Delhi2012 

2. Dr. Ansuya. Angadi Advertising & Sales Management Sri 

SiddalingeshwaraPrakashana, Gulbarga 2010 3. Aaker, David A., Rajeev Batra 

and John G. MayersAdvertisingManagementPrentice HallofIndiaPvt. Ltd.,New 

Delhi2001 

 

 

E-Content: 

 https://youtu.be/OTR3l_64v0I 

 https://youtu.be/qRftxdk01Ng 

 https://youtu.be/-NgM2m7Rlh4 
 

 

 

RelationshipMatrixfor COs,POsandPSOs 
 

 
Semester Code TitleoftheCourse Hours Credits 

V 20UCC5SBE3:2 ADVERTISEMENT

MANAGEMENT 

2 2 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3          

CO4          

CO5          

NumberofMatches(�)=44 Relationship:High 
 

 

 
 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

https://youtu.be/OTR3l_64v0I
https://youtu.be/qRftxdk01Ng
https://youtu.be/-NgM2m7Rlh4
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35 0 17 14 4 0 48.6 40 11.4 Regional 

 

 

 

 

 

 

 

 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC6CC11  ExamHours:3 

Instruction Hours:6  InternalMarks:25 

Credits:5  ExternalMarks: 75 
 

CORE COURSE-XI CORPORATE ACCOUNTING 
 

Objectives: 

 To acquire basic concepts of corporate accounting. 

 To enable the students to acquire knowledge and skills in accounting for changes in corporate 

structure. 

Course Outcomes: 

 

1. Enable the students to understand about amalgamation, absorption and external 

reconstruction. 

2. Make them to aware about accounts of banking companies. 

3. Keep them to aware about accounts of insurance companies. 

4. Enable the students to gain an idea of liquidation of companies. 

5. To develop knowledge of holding companies accounts. 

Unit-I 

Shares- Estimation of investment in Shares - Issue of Shares-Forfeiture-Reissue of shares-Under 

Subscription-Calls in arrear-Calls in advance- Oversubscription-Issue of preference shares - Redemption 

of preference shares-  Issue of debentures- Redemption of Debentures-Consideration for issue of 

debentures-Difference between stock and shares. 

Unit – II 

Preparation of Company Final Accounts - Company balance sheet preparation - Computation of 

managerial Remuneration-Valuation of goodwill- Factors affecting valuation of goodwill- Valuation of 

Shares -Factors affecting valuation of shares. 



 

Unit – III 

Amalgamation as Merger - Purchase - Methods of purchase considerations -Closing entries in the books 

of vendor company - Opening entries in the books of buying company as per AS 21 (Inter-company 

investments excluded). 

Unit – IV 

Holding company- Treatment of dividend- Steps involved in preparation of consolidated balance sheet- 

Consolidated Balance sheet as per AS 21- Accounts of Holding companies (excluding inter-company 

holdings). 

 

Unit – V 

Liquidation - Statement of affairs -Deficiency accounts - liquidator‘s final statement of receipt –

Payments- Accounts of Banking Companies- Legal Provisions- Rebate on bills discounted- CRR-SLR- 

Insurance Company Accounts 

. 

 (Theory 25%,Problem 75%) 

Text Book(s):   

1. Reddy, T.S. and Murthy, A. 2015. Corporate Accounting. Revised Edition. 

MarghamPublications,Chennai. 

2. Pillai.R.S.N, Bagavathi and Uma.S, Fundamentals of Advanced Accounting, Third 

Revised Edition 2014,S.Chand& Company Private Limited, NewDelhi. 

 

Reference Book(s): 

1. Arulanandam, M.A. and Raman, K.S.2009. Advanced Accounting. 6thEdn. Himalaya 

Publishing House,Mumbai. 

2. Jain, S.P. and Narang, K.L. 2014. Advanced Accountancy. 20thEdn.  Kalyani 

Publishers,Ludhiana. 

3. Joseph. T, (2009), Corporate Accounting, the Tata McGraw - Hill Education Private Limited, 

New Delhi.  

E-Content: 

• https://www.youtube.com/watch?v=qXgxHiabEQM 

• https://www.youtube.com/watch?v=A-9hEMcSvno 

• https://www.slideshare.net/janehayden12/a-simple-introduction- about-aholding-company 

• https://www.slideshare.net/mcsharma1/accounting-for-share-capital-56771352 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

VI 22UCM6CC11 CORPORATE 

ACCOUNTING 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

  
 

  
 

 
 

 

 

 
 

 

CO2  
 

 
 

 
 

  
 

 
 

 
 

 
 

  
 

CO3  
 

 
 

  
 

  
 

 
 

  
 

 

CO4           

https://www.youtube.com/watch?v=qXgxHiabEQM
https://www.youtube.com/watch?v=A-9hEMcSvno
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Number of Matches() =   36  Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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42 0 0 20 22 0.00 0.00 47.6 52.4 Global 

 



 

 

                                                              SEMESTER-VI 

         (For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC6CC12  Exam Hours:2 

Instruction Hours:6  Theory: 60Marks 

Credits:5  Practical: 40Marks 

 

CORE COURSE-XII   FINANCIAL ACCOUNTING PACKAGE – TALLY                       

(WITHPRACTICALS) 

Objectives: 
 

 To impart the students with the basic principles and concepts of accounting. 

 To provide knowledge on the use and application of computer in accounting. 

Course Outcomes: 

1. The student can able to prepare the accounts with accounting software. 

2. Thes tudent can easily prepare the vouchers and insert in to the system. 

3. The student can file GST returns and prepare GST reports 

4. The student can easily prepare the financial reports 

5. The student can easily understands to check records 

Unit-I 

Introduction - Features of Tally - Starting Tally - Company creation - Maintaining Data -Alteration 

and deletion - Hierarchy of account groups and ledgers – Account groups of balance sheet - Assets and 

liabilities -P & L a/c - Accounts group creation - Accounts ledger creation - Financial problems - 

Alteration and deletion- short cut keys – Advantagesof Short keys. 

 

Unit– II 
 

Voucher entry -Types of Various Vouchers -Voucher alterations, deletion and cancellation -

single mode Voucher entry - Account Voucher Lists-Day book-Trialbalance. 

Unit– III 

 

Cost centre - Cost category - Features of Cost Centre – profit centre - Voucher entries using 

cost centre –Pay roll preparation- Budget creation and alteration-TDS-TCS- VAT. 

Unit– IV 
 

Inventory information - Inventory masters - Units of measure - Stock group - Stock item - Stock 

category - Go downs - Inventory vouchers - Receipt note voucher - Rejections in & Out voucher 

-Delivery note vouchers - Stock journal voucher - Physical stock voucher - Creating purchase 

order and sales order –  Invoicing - Advantages. 



 

Unit-V 
 

Accounting and inventory books and reports – Characteristics- Data Collaboration -Tally 

vault - Tally audit - Export of data - Data formats - Internet connectivity - E mailing tally 

report as attachments - Import of tally data - Migrating tally data - ODBC connectivity - 

Connecting tally data into MS word document and excel worksheet - Backup – Restore  - 

Merits. 

Text Book(s): 

1. Tally, NamrataAgarwal (2012). 
2. Computer application in business – SrinivasaVallaban 

 

Reference Books(s): 

 

1. Implementing Tally - AK Nadhani and KKNadhani.(UnitIandII,UnitIVandV), 2013. 

2. Tally - Accounting Software (For U.G & P.G Courses) - S.Palanivel ,Margham Publications, 

Chennai. 

3. Computer application in business - Mohan Kumar 

 

E-content: 

 https://www.slideshare.net/ParminderAnandpuria/computerizedaccounting-68252735 

 https://www.slideshare.net/itisha89/introduction-to-computerisedaccounting 

 https://www.youtube.com/watch?v=C5Y6QE042fM 

 http://oms.bdu.ac.in/ec/admin/contents/86_16CCCCA15_2020052911250565.pdf 

ListOfPracticals: 

1. Creation,alteration and deletion of company 

2. Creation,alteration and deletion of primary and secondary accounting groups. 

3. FinalA/Cswith adjustments (Creation and deletion of ledgers) 

4. Voucher entry problems in double entry mode 

5. Voucher entry problem in single entry mode. 

6. Voucher entries using cost centres 

7. Budget preparation and reporting variance 

8. Payroll preparation 

9. Accounting vouchers using stock items 

10. Order processing and inventory vouchers 

11. Generation of accounting books and reports 

12. Generation of inventory books and reports. 

 

Relationship Matrix for  COs, POs and PSOs 

 
Semester Code Title of the Course Hours Credits 

VI 22UCC6CC12 FINANCIAL ACCOUNTING 

PACKAGE – TALLY WITH 

PRACTICAL 

4 4 

Course Programme Outcomes (POs) Programme Specific Outcomes (PSOs) 

https://www.slideshare.net/ParminderAnandpuria/computerizedaccounting-68252735
https://www.slideshare.net/itisha89/introduction-to-computerisedaccounting
https://www.youtube.com/watch?v=C5Y6QE042fM
http://oms.bdu.ac.in/ec/admin/contents/86_16CCCCA15_2020052911250565.pdf


 

Outcomes

(COs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

CO4          

CO5          

Number of Matches (�) = 45 Relationship:Very High 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 
 
 
 
 
 
Total 

Number 

of 

Topics 

Number of Topics Focus on  % of Topics Focus on  Course 

Category 

Based 

on % 

L
o
ca

l 

R
eg

io
n
al

 

N
at

io
n
al

 

G
lo

b
al

 

L
o
ca

l 

R
eg

io
n
al

 

N
at

io
n
al

 

G
lo

b
al

 

 

74 12 0 0 62 16.2 0.00 0.00 83.8 Global 



 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC6MBE2:1  ExamHours:3 

Instruction Hours:6  InternalMarks:25 

Credits:4  ExternalMarks: 75 

 

MBECOURSEII- MANAGEMENT INFORMATION SYSTEM 

 
 

Objectives: 
 

 To enable the students to get exposed to fundamental aspects of management 

information system and Database Management System. 

 To help the executives of an organization to make decisions and to implement the 

organizational structure. 

 
CourseOutcomes: 

1. Analyze the relationship between information systems and organizations. 

2. Distinguish the classical and contemporary models of  managerial activities and roles. 

3. Describe how managers make decisions in organizations. 

4. Evaluate the role of information systems in supporting various levels of business 

strategy. 

5. Know about Human resource –Business process out sourcing. 

 

Unit-I 
 

Management Information system- Meaning –Scope of MIS- Features – MIS Model – 

Components – Subsystems of an MIS – Role and Importance – Corporate planning for MIS – 

Growth of MIS in an organization – Challenges in the Development of MIS-Centralization Vs 

decentralization of MIS- Support – Limitations of MIS. 

 

Unit – II 

System Concepts – Elements – Characteristics – Types – Categories of information system – 

System development life cycle – System enhancement. 

 

Unit – III 

 

Information systems in business and Management-Transaction processing system- Executive 

information system-Enterprise Resource Planning (ERP)-Threats to Informational Systems. 

 

Unit– IV 

Database Management System – Conceptual presentation – Components of DBMS-Client server 

architecture Networks-General networking terminology 
 

Unit-V 



 

Functional management information system – Marketing – production – Human resource – 

Business process outsourcing-IT Projects 

 

TextBook(s): 

1. Dr.S.P.Rajagopalan, Management information system – Margham 

Publishing.2.GordenB.Davis& Margrethe H.Olson, ―Management information 

system‖. McGrawHillPublishing 

 
ReferenceBook(s): 

1. A.K.Gupta–management information system –S.Chand&Co. 

2. C.S.V.Murthy–Management information system 

3. Sadagopan.S–Management information system. 
 

E-content: 

 https://www.slideshare.net/rajeshrvth60/management-informationsystem ppt-

60013428 

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

 https://www.youtube.com/watch?v=uhVQCjKL4OY 

 https://www.youtube.com/watch?v=BFrv4ru9XDk 

 Relationship Matrix for COs, POs and PSOs 

  

Semester Code Title of the Course Hours Credits 

VI 20UCC6MBE
2 

MANAGEMENT 

INFORMATION SYSTEMS 

6 4 

Course 

Outcomes

(COs) 

Programme Outcomes (POs) Programme Specific Outcomes (PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1          

CO2          

CO3           

CO4          

CO5          

Number of Matches (�) = 45 Relationship:Very High 

 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 
 
 
 
 
 

https://www.slideshare.net/rajeshrvth60/management-informationsystem%20ppt-60013428
https://www.slideshare.net/rajeshrvth60/management-informationsystem%20ppt-60013428
https://www.youtube.com/watch?v=pQVxYKQYHWI
https://www.youtube.com/watch?v=uhVQCjKL4OY
https://www.youtube.com/watch?v=BFrv4ru9XDk
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35 0 4 5 26 0 11.4 14.3 74.3 Global 



 

 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

Course Code:22UCC6MBE2:2 Exam hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:4 External Marks:75 
 

MBEII-  LABOUR LAW 
 

Objective: 
 

 To understand the aspects of trade union,Wages,Insurance and disputes related to 

Industries. 

 To understand the acts of labour law 

Course Outcomes: 

1. Understand the nature of Trade Union Act and Payment of Bonus Act. 

2. Create awareness about MinimumWages. 

3. Provide knowledge about Industrial Disputes. 

4. Make them to understand about Employees State Insurance. 

5. DevelopknowledgeabouttheWorkmancompensationAct. 

Unit-I 

Labour Laws and Constitutions- Constitiutional Limitations-Trade Union Act 1926–Need –Objectives- 

Payment of Bonus Act- Penalities. 

 

Unit– II 

The Minimum Wages Act-Important Definitions-Object –Scope of Legislation-Revision of minimum 

Wages-Advisory Board. 

 

Unit– III 

The Industrial DisputesAct–1947.Important Definitions –Object –Significance of the Act-wages for 

Strike Period-Reference of Disputes. 

 

Unit– IV 

Employees State Insurance Act–1948.Important Definitions –Object-Functions-Standing Committees –

Powers 

. 

Unit– V 

Workmen compensation Act 1923, Employees Standing Order(ESO)-Object –Powers of the Act-

Elements of the act-applicability of the Act. 

 

 
TextBook(s): 

1. Mercantile Law with Industrial Law by S.P.Iyengar& BKGoyal –R.chand&co. 

2. Mercantile Law with Industrial Law by N.D.Kapoor. 



 

 
ReferenceBook(s): 

1. Labour Industrial Laws–Dr.v.G. Goswami. 

2. Industrial Law–Taxmann‘sPublication. 

3. Corporate Laws–N.D.Kapoor. 

EContent: 

 https://youtu.be/cf6r7b-mBqE 

 https://youtu.be/lTjYFxwprf4 

 

 

Relationship Matrix for COs,POs and PSOs 
 

Semester Code TitleoftheCourse Hours Credits 

VI 22UCC6MBE2:2 LABOUR LAW 6 4 

CourseO

utcomes(

COs) 

Programme Outcomes (POs) Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  � � � � �  � � � 

CO2 � � �  � � �  � � 

CO3 �   � �   �   

CO4 � � �   �   � � 

CO5 � � �  � � � � � � 

NumberofMatches(�)=36 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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30 0 0 30 0 0 

 

0 100 0 National 

https://youtu.be/cf6r7b-mBqE
https://youtu.be/lTjYFxwprf4


 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards ) 

    Course Code:22UCC6MBE2:3  Examhours:3 

Instruction Hours:6 InternalMarks:25 

Credits:4 ExternalMarks:75 
 

MBEII-CONSUMER AFFAIRS & CUSTOMER CARE 
 

Objective: 
 

 This paper seeks to familiarise the students with of their rights as  a consumer, the 

 Social framework of consumer rights and legal framework of protecting consumer 

rights. 

Course Outcomes: 

1. Understand the nature of Trade Union Act and Payment of Bonus Act. 

2. Create awareness about Minimum Wages. 

3. Provide knowledge about Industrial Disputes. 

4. Make them to understand about Employees State Insurance. 

5. Develop knowledge about theWorkman Compensation Act. 

Unit 1: Conceptual Framework 

Consumer and Markets: Concept of Consumer -  Nature of markets - Concept of Price in 

Retail and Wholesale - Maximum Retail Price (MRP) and Local Taxes, Fair Price, labeling and 

packaging -   Consumer Satisfaction / Dissatisfaction-Grievances complaint, Consumer Complaining 

Behaviour -  Alternatives available to Dissatisfied Consumers -  Internal and External Complaint 

handling -  Corporate Redress Systems and Public Redress Systems 

Unit 2: The Consumer Protection Act, 1986(CPA) 

Objectives and Basic Concepts: Consumer, goods, service, defect in goods, deficiency 

inservice, spurious goods and services, unfair trade practice, restrictive trade practice - 

Organizational set-up under the Consumer Protection Act -  Advisory Bodies : 

Consumer Protection Councils at the Central, State and District Levels -  Basic 

Consumer Rights -  Adjudicatory Bodies: District Forums, State Commissions, National 

Commission - Role of Supreme Court under the CPA. 

 

Unit 3: Grievance Redress Mechanism under the Consumer Protection Act, 1986



 

Who can file a complaint? Grounds of filing a complaint - Limitation period - Procedure 

for filing and hearing of a complaint - Disposal of cases - Relief/Remedy to be provided - 

Offences and penalties - Seven Leading Cases decided under Consumer Protection Act: 

Medical Negligence, Banking, Insurance, Housing & Real Estate, Electricity, Water and 

Telecom Services, Education - UnfairTrade Practice. 

 

Unit 4: Industry Regulators andConsumerComplaintRedress Mechanism 

 

    Banking: RBI and Banking Ombudsmanii - Insurance: IRDA and Insurance Ombudsman -  

    Tele communication: TRAI - Food Products: FSSAI (an overview) -    Advertising: ASCI 
 

Unit 5: Consumer Protection in India 
 

Consumer Movement in India - Evolution of Consumer Movement in India - Formation 

ofconsumer organizations and their role in consumer protection -  Recent developments in 

Consumer Protection in India -  National Consumer Helpline -  Citizens Charter – Product 

testing. 

 

TextBook(s): 

1. Khanna, Sri Ram, Savita Hanspal, Sheetal Kapoor, and H.K. Awasthi. Consumer 

Affairs‖(2007)DelhiUniversity Publication.334 pp. 

2. Aggarwal, V. K. (2003). Consumer Protection: Law and Practice. 5th ed. Bharat 

LawHouse,Delhi, orlatest edition. 

ReferenceBook(s): 

1. Girimaji,Pushpa(2002). Consumer Right for Everyone Penguin Books. 

2. Nader,Ralph(1973).The Consumer and Corporate A ccountability.USA,Harcourt 

Brace 

Jovanovich,Inc. 

3. Sharma,Deepa(2011).ConsumerProtection and Grievance-Redressin India -  A Study 

4. InsuranceIndustry (LAPLAMBERTAcademicPublishingGmbH&Co.KG, 

5. Saarbrucken, Germany. 263 pp.Empowering Consumers e-

book,www.consumeraffairs.nic.inebook,www.bis.org 

6. The Consumer Protection Act, 1986 

 

EContent: 

 www.ncdrc.nic.in 

 www.fcamin.nic.in 

 www.consumeraffairs.nic.in 

http://www.consumeraffairs.nic.in/
http://www.bis.org/
http://www.ncdrc.nic.in/
http://www.fcamin.nic.in/
http://www.consumeraffairs.nic.in/


 

 www.iso.org.in 

 www.bis.org 

 www.ascionline.org.in 

 www.trai.gov.in 

 www.irda.gov.in 
 

RelationshipMatrixfor COs, POs and PSOs 
 

Semester Code Title of the Course Hours Credits 

VI 22UCC6MBE2:3 CONSUMER  

AFFAIRS  & 

CUSTOMER CARE 

6 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 � � � � � �  � � � 

CO2 � � �  � � �  � � 

CO3 �   � �   �   

CO4 � � �   �   � � 

CO5 � � �  � � � � � � 

NumberofMatches(�)=36 Relationship:High 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 
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33 0 0 30 3 0 0 90.9 9.09 National 

http://www.iso.org.in/
http://www.bis.org/
http://www.ascionline.org.in/
http://www.trai.gov.in/
http://www.irda.gov.in/


 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023 onwards) 

 

Course Code:22UCC6MBE3:1 Exam Hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:4 External Marks: 75 

MBECOURSE-III BUSINESS LAW 
 

Objectives: 

 To make the students aware of the legal environment  

 To know the various Provisions and Important Acts relevant to the Indian business. 

Course Outcomes: 

1.  Acquire knowledge about mercantile law and kinds of contracts.  

2.  Know about quasi contracts and Performance of contract. 

3.  Gain knowledge about different agency. 

4. Acquire knowledge in goods and warranties. 

5.  Gain knowledge about Insurance. 

Unit-I 

Definition of Mercantile law-scope of Mercantile Law –Growth and Sources of Mercantile Law –Nature 

- Kinds of Contracts: Valid contract-Voidable contract-Difference between valid and voidable contract- 

Rules relating to valid offer-Consideration – Legal rules regarding consideration–Capacity of Parties –

Free Consent – Legality of object –Void Agreements –Contingent Contracts. 

Unit – II 

Performance of Contracts –-Discharge of Contracts –Remedies for Breach Including Specific 

Performance – Recession- Damages-Quasi Contracts. 

Unit – III 

Law of Agency –Classification of agents –Creation of agency –Rectification –rights and duties of agents 

–Personal liability of agent. 

Unit – IV 

Sale and Agreement to sell –Caveat Emptor –Conditions -Warranties-Distinguish between Condition and 

Warranty-Transfer of Ownership –Sale by non-owners –Rights an unpaid vendor. 

Unit – V 

Law of Insurance-General Principles applicable to Insurance –Types of Insurance – features. 

 

Text Book(s): 

1. Mercantile Law –M.Chukla, S.Chand& Co  

 

2. Business Law, Shukla,M.C,S.Chand&Co. 

Reference Book(s): 

1. Mercantile Law Batra and Kaltra –Tata McGraw Hill Company  

2. Mercantile Law –M.C.Kuchal, Vikas Publishing House  

3. Mercantile Law with Industrial Law –S.P.Iyengar and B.K.Goyal, R.Chand& Co.,  

E-Content: 

 https://www.slideshare.net/ChandanMishra82/commercial-law-78913706  

 https://www.slideshare.net/nash32/commercial-law-68389890 

 https://www.slideserve.com/yepa/commercial-law 

 https://www.lawnow.org/introduction-to-contracts/ 

https://www.slideshare.net/nash32/commercial-law-68389890
https://www.slideserve.com/yepa/commercial-law
https://www.lawnow.org/introduction-to-contracts/


 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

V 22UCM5MBE1:1  

  

BUSINESS LAW 

 

4 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

CO2  
 

 
 

 
 

   
 

  
 

  
 

CO3  
 

 
 

 
 

 
 

 
 

  
 

  
 

 

CO4  
 

  
 

 
 

  
 

  
 

 
 

 
 

CO5  
 

 
 

 
 

  
 

 
 

 
 

  
 

 
 

Number of Matches() =  36    Relationship: High 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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40 0 0 36 4 0.00 0.00 90.00 10.00 National 

 



 

SEMESTER-VI 

(For the candidates admitted from  the academic year 2022-2023onwards) 

 

Course Code:22UCC6MBE3:2 Exam hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:4 External Marks:75 

 

MBEIII-EXPORT MARKETING 

 

Objective: 

 

 To make the students in aware of export marketing practices. 

 To understand the export process skill sets required, key marketing concepts and the differences 

between internal trade and international trade. 

Learning Outcome 

1. Know the basic concepts of export marketing and problems faced by exporters, 

2. Create awareness about sources of market information. 

3. Provide knowledge about export documentation. 

4. Make them to understand about role of MNCs in developing countries. 

5. Develop knowledge about the International financial markets and exchange rate mechanism. 

Unit-I 

Introduction to export marketing– objectives – Scope – Importance of export trade – Distinguish between 

internal trade and international trade – Problems faced by exporters. 

Unit – II 

Features -Functions of Export marketing – Sources of market information – Product planning – Quality 

control – Export pricing – Export marketing channels – Strategy formulation. 

Unit – III 

Steps involved in Export – Confirmation of order – Production of goods – Shipment – Negotiation – 

Documents used for export – Commercial documents – Regulatory documents – ISO certificates. 

Unit – IV 

Multinational corporations – features – classifications – role of MNCs in developing countries – threats 

faced by exporters. 

Unit – V 

International financial markets – EXIM bank – Exchange rate mechanism – Export Credit Guarantee 

Corporation (ECGC).  

Text Book(s): 

 

       1. Export marketing – Balagopal, T.A.S., Himalaya Publications. 

       2. International marketing – Michael R 

Reference Book(s): 

 

       1. Export marketing – Rathor, B.S., &Rathor, J.S., Himalaya Publications. 

       2. International Trade and Export Management – Francis Cherunilam. 

       3. International marketing – P.K.Vasudeva. 

E Content: 

 https://youtu.be/SgMY2d2_QEk 

 https://youtu.be/Ty0WRhFmv70 

Relationship Matrix for COs, POs and PSOs 

https://youtu.be/SgMY2d2_QEk
https://youtu.be/Ty0WRhFmv70


 

Semester Code Title of the Course Hours Credits 

VI 
22UCM6MBE3:2

  

EXPORT MARKETING 
6 4 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1  
 

   
 

 
 

 
 

   
 

 
 

CO2  
 

 
 

 
 

  
 

  
 

 
 

 
 

 

CO3  
 

 
 

    
 

   
 

 
 

CO4  
 

  
 

 
 

  
 

 
 

 
 

 
 

 

CO5  
 

 
 

  
 

 
 

 
 

   
 

 
 

Number of Matches() =  32 Relationship: Moderate 

 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 

 
 
 
Total 
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32 0 0 6 27 0.00 0.00 18.8 84.4 Global 

 



 

SEMESTER-VI 

(For the candidates admitted from the academic year 2022-2023onwards) 

 

Course Code:22UCC6MBE3:3 Exam hours:3 

Instruction Hours:6 Internal Marks:25 

Credits:4 External Marks:75 

 

MBEIII–GOVERNANCE ETHICS & PROFESSIONAL SKILLS 

 

Objectives: 

 

 To evaluate the effectiveness of governance & agency system 

 To apply arange of professional skills in a corporate environment workplace 

 

Course Outcomes: 

 

1. Understanding organization as a corporate citizen. 

2. Understanding the role of institutional investors in governance systems. 

3. Having knowledge about the principles of governance in private sector. 

4. Inculcating the knowledge about work place professional skills. 

5. Having knowledge about ethical threats and safe guards. 

 

UNIT I-CORPORATE GOVERNANCE 
 

Principle-agent relationship in the context ofgovernance –issues connected with separation of 

ownership and control over organisation activity – stakeholder analysis (power & interest) 

using Mendelow matrix and appling it to strategy & governance – CSR and organization as a 

corporate citizen in the context of governance. 

UNIT II-GOVERNANCE APPROACHES & SCOPE 
 

Role of institutional investors in governance systems– rulesv/s principles approach to 

governance –duties of directors, functions of the Board, composition balance of the Board –

responsibility of the Board for risk management systems internal control – purposes, roles & 

responsibilities of non-executive directors. 

UNIT III-PUBLIC SECTOR GOVERNANCE 
 

Compare & contract the principles of governance in private sector- public sector- charitable 

trusts and NGOs linking strategic objectives of a Public sector organization with governance 

systems. 

UNIT IV-PROFESSIONAL SKILLS IN WORK PLACE 
 

Effective communication (verbal & written, formal & informal, hierarchical):– commercial 

acumen (using judgement, exhibit awareness) – analytical mind (creating information 

andusing it for the purpose of analysis in diagnosing business problems, strategic 

performance and evaluate strategic alternatives) – scepticism (challenging the status-quo and 

innovate) –evaluation(assess & appraise the business scenario). 



 

UNIT–V LEADERSHIP, ETHICS & GOVERNANCE 
 

Qualities of leadership – leadership & organisational culture – ethical codes & leadership in 

the context of governance – management behaviour & ethics – ethical threats & safeguards 

against the threats– handling fraud, bribery & corruption. 

TextBook(s): 

1. The Essential book of Corporate Governance–G.N.Bajpai,2016 

2. Corporate Governance in India–Jayatisarkar&Subrata Sarkar, 2012 

 
 

ReferenceBook(s): 

1. CorporateGovernanceIn India –AnEvaluation –SubashChandraDas,2012 

2. CorporateGovernance inIndia–Challenges –RamkNaranayan, 2020 

 
 

EContent: 

 https://youtu.be/r9ylcVczEVA 

 https://youtu.be/PiHPVDSZMVU 

 https://youtu.be/goZ6-_O-opU 
 

 

Relationship Matrixfor Cos ,POs and PSOs 
 

Semester Code Titleof theCourse Hours Credits 

VI 
22UCC6MBE3:3 

GOVERNANCE

ETHICS &  

PROFESSIONAL

SKILLS 

6 4 

CourseO

utcomes(

COs) 

ProgrammeOutcomes(POs) Programme 

SpecificOutcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1 �   � � �   � � 

CO2 � � �  �  � � �  

CO3 � �    �   � � 

CO4 �  � �  � � � �  

CO5 � �  � � �   � � 

NumberofMatches(�)=32Relationship:Moderate 
 

 
Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship VeryPoor Poor Moderate High VeryHigh 

 
 

https://youtu.be/r9ylcVczEVA
https://youtu.be/PiHPVDSZMVU
https://youtu.be/goZ6-_O-opU
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22 1 5 5 11 4.55 22.7 22.7 50 Global 

 
 
 
 
 
 
 



 

 

 



 

Thanthai Hans Roever College (Autonomous), 

Elambalur, Perambalur – 621 220 

 

M.Com 

 

CHOICE BASED CREDIT SYSTEM  

LEARNING OUTCOMES BASED CURRICULUM FRAME WORK (CBCS-LOCF) 

 

(Applicable to the students Admitted from the academic Year 2022-2023 onwards) 

 

Sem. 

Name of 

the 

Courses 

Course Code 

Title of the Paper 
Ins. 

Hrs. 
Credits 

Exam 

Hrs 

Max. Marks 

CIA ESE Total 

I 

CC-I 22PCM1CC1 Managerial Economics 6 5 3 25 75 100 

CC-II 22 PCM 1CC2 Advanced  Financial 

Management 
6 5 

3 
25 75 100 

CC-III 22 PCM 1CC3 Human Resource 

Management 
6 5 

3 
25 75 100 

CCC-I 

 

22 PCM 

1CCC1:1 

22 PCM 

1CCC1:2 

1.  Industrial & 

Corporate Law          

  (Or) 

2.Credit Management 

6 4 3 25 75 100 

EC-I 

 

22PCM1EC1:1 

22 PCM 

1EC1:2 

1.  Information 

Technology         

 (Or) 

2. Environmental 

Management 

Accounting 

6 3 3 25 75 100 

VAC-I* 22PVACM1:1 

22PVACM1:2 

1.   International 

Business      

   (Or) 

2. Business Analytics 

- 2* 3 25 75 100* 

Total 30 22 - - - 500 

II 

CC-IV 22 PCM 2CC4 Quantitative 

Techniques 
6 5 

3 
25 75 100 

CC-V 22 PCM 2CC5 Applied Costing 6 5 3 25 75 100 

CC-VI 22PCM2CC6 Security Analysis & 

Portfolio Management 
5 5 

3 
25 75 100 

CCC-II 22 PCM 

2CCC2:1 

22 PCM 

2CCC2:2 

1. Organizational 

Behavior         

  (Or) 

2.  Change 

Management 

5 4 3 25 75 100 

EC-II 

 

22 PCM 

2EC2:1 

22 PCM 

2EC2:2 

1. International Trade & 

Practice 

(Or) 

2. Computerized 

Accounting 

5 3 3 25 75 100 

NME-I 22 PCM 

2NME1:1 

22 PCM 

1. Retail Marketing          

(Or) 

2. Customer 

3 2 3 25 75 100 



2NME1:2 Relationship 

Management 

Extra 

Credit 

Course 

** 

22 PCM 2OC SWAYAM/NPTEL 

Online Course 
 2** 

 

   

Total 30 24    600 

III 

CC-VII 22 PCM 3CC7 Advanced Corporate 

Accounting 
6 5 

3 
25 75 100 

CC-

VIII 

22 PCM 3CC8  Research 

Methodology 
6 5 

3 
25 75 100 

CC-IX 22 PCM 3CC9 Operations  Research           6 5 3 25 75 100 

CCC-

III 

22 PCM 

3CCC2:1 

22 PCM 

3CCC2:2 

1.  Goods & Services 

Tax 

 (Or) 

2. Financial Derivatives 

6 4 3 25 75 100 

EC-III 

 

22 PCM 

3EC3:1 

22 PCM 

3EC3:2 

1.  Consumer Rights & 

Education         

  (Or) 

2. Capital Markets 

6 3 3 25 75 100 

VAC-

II* 

22PVACM2:1 

22PVACM2:2 

1. Corporate Social 

Responsibility  

(Or) 

2. Behavioural Finance 

- 2* 

3 

25 75 100* 

  Internship -Etc. credit* -  - - - - 

Total 30 22 - - - 500 

IV 

CC-X 22 PCM 4CC10 Accounting for 

Management 
6 5 

3 
25 75 100 

CC-XI 22 PCM 4CC11 Applied E - Commerce 6 5 3 25 75 100 

E/IBC* 22 PCM 4E/ 

22 PCM 4IBC 

Entrepreneurial 

Development 

 

6 

 

5 

 

3 
25 75 100 

NME-

II 

22 PCM 

4NME2:1 

22 PCM 

4NME2:2 

1. Campus to Corporate 

 (Or) 

2. Business Practices & 

Environment 

 

3 

 

2 

 

3 
25 75 100 

Project 22 PCM 4PW  9 5 3 
Evaluation-80 

Viva-Voce-20 100 

Total 30 22    500 

Grand Total 120 90    2100 

 

Note: 

Project  : 100 Marks 

Dissertation : 80 Marks 

Viva Voce : 20 Marks 

  

Core Papers   -  14    

Elective Papers  -  5    

Project   -  1    

1.  Theory      Internal      25 marks    External     75 marks  

2. Separate passing minimum is prescribed for Internal and External 



a) The passing minimum for CIA shall be 40% out of 25 marks (i.e. 10 marks) 

b) The passing minimum for University Examinations shall be 40% out of 75 

     marks (i.e. 30 marks) 

c) The passing minimum not less than 50% in the aggregate. 
3.* Internship – 2 credits  

 

SUMMARY OF CURRICULUM STRUCTURE OF PG PROGRAMMES - ARTS 

S.No. Types of Courses No. of 
Courses 

No. of 
Credits 

Marks 

1 Core Courses (CC) 11 55 1100 

2 Core Choice Courses (CCC) 3 12 300 

3 Elective Courses (EC) 3 9 300 

4 Entrepreneurship/Industry Based Course 1 5 100 

5 Project 1 5 100 

6 Non Major Elective Courses 2 4 200 

7 Total 21 90 2100 

8 Value Added Courses* 2* 4* 200* 

 

 The value added course credit will not be included in the total CGPA. 

These courses are extra- credit courses  

Instruction hours for these courses is 30 hours 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SEMESTER  -I 

Course Code: 22PCM1CC1                                                                           Exam Hours: 3 

Instruction Hours: 6                                                                                       Internal Marks: 25 

Credits: 5                                                                                                       External Marks: 75 

 

CORE COURSE – I  MANAGERIAL ECONOMICS 

Objective: 

• To make the students to realize the usefulness of Economic tools, Principles and laws in 

business decisions 

Course Outcomes: 
1. Understand the nature and applications of managerial economics in the business 

decision-making. 

2. Understand production laws and these are delivering inputs and facilitating to the 

managers in short and long run 

3. Knowhow the organization attain equilibrium under different market 

4. Understand different phases of business cycle and what decision shall be made by 

the organization to stand in the competitive business world. 

5. Understand macroeconomics environment to compete the global business competition 

Unit -I 
Managerial Economics – Definition – Scope and applications– Role of managerial economist – 

Circular Flow of Activity – Objectives of Firms - Demand Analysis and Estimation– Individual, 

Market and Firm demand-Demand Analysis and Forecasting methods –Elasticity of Demand  

and Law of Supply. 

Unit -II 

Production Function – Return to scale – Economics of size and Capacity utilization – Break-even 

analysis – Cost Functions – Determinants of Costs – Cost Forecasting - Cost behavior in short 

run and Long run –Cost-Output relationship - Analysis of Risk and Uncertainty 

Unit -III 
 Profit maximization in the short run- Profit maximization in the long run- Managerial 

decisions for firms with market power- Determinants of the market power- Profit 

maximization under monopoly - Oligopoly- Monopolistic competition - Price 

Determination Under Different Market Conditions  

Unit -IV 
Introduction to National Income – National Income  Concepts - Determination- Economic 

Indicators - Technology  and Employment- Issues and Challenges –Management of Cyclical 

Fluctuations – Fiscaland  Monetary Policies. 

 

Unit- V 

Macro -economic and Business – Economic forecasting for business – Economic Transition in 

India -  Liberalization – Privatization and Globalization -Business and  Government - Public-

Private Participation (PPP)– Industrial Finance -  Foreign Direct Investment(FDIs) – Foreign 

Institutional Investors(FIIs). 

 



Text Book(s): 

1. Sankaran .S ,Managerial Economics Margham Publications, Chennai,2018 

2. Pindyck, R.S., D. L. Rubinfeld and P. L. Mehta; Microeconomics, Pearson 

Education.2015 

3. N. Gregory mankiw, Principles of Micro Economics, Cengage Learning 2016 

4. Maddala G.S. and E. Miller; Microeconomics: Theory and Applications, McGraw-
Hill 2015   

Reference Book(s): 

1. Petersen, H.Carig and W. Cris Lewis: Managerial Economics, Prentice Hall, 

Delhi,2017 
2. Salvatore, D. Schaum‟s Outline: Microeconomic Theory, McGraw-Hill, 2016 

E-Content: 

https://www.slideshare.net/123ps/managerial-economics-ppt 

https://www.slideserve.com/opa/managerial-economics 

http://sucommerce.org/download/sem1/Managerial%20Economics%20.pdf 

http://www.ddegjust.ac.in/studymaterial/bba/bba-103.pdf 

Relationship Matrix for COs, POs and PSOs 

Semester Code Title of the Course Hours Credits 

I 22PCM1CC1   MANAGERIAL 

ECONOMICS 

6 5 

Course 

Outcomes 

(COs) 

Programme Outcomes(POs)                     Programme Specific 

Outcomes(PSOs) 

PO1 PO2 PO3 PO4 PO5 PSO1 PSO2 PSO3 PSO4 PSO5 

CO1                  

CO2                  

CO3                    

CO4                     

CO5                 

Number of Matches() =  39    Relationship: High 

Mapping 1-29% 30-59% 60-69% 70-89% 90-100% 

Matches 1-14 15-29 30-34 35-44 45-50 

Relationship Very Poor Poor Moderate High Very High 
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