St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ faw=: Commerce / &
Programme/emisa: Certificate / aféfrre
Class/war: B. Com 2" semester / . w 2" direr
Course Code/ urgasmreris: C1-COMA2T
Course Type/ urgassa w1 TR: CORE Major

Course Title/argasrenTaiiden:

Business Regulatory Framework

Pre — requisite/ gataar:

(Open For all)

Course Learning Outcome/

After completion of this course, it is expected that the student

TGATHA eI hY UReAfsera: will be able
CO 1- To recognize the essential elements of a valid contract
and describe the capacities of parties to contract.
CO 2- To evaluate the rights and duties of the parties at the
time of breach, bailment, pledge, and contracts of indemnity
& guarantee.
CO 3-. To distinguish among different kinds of Negotiable
instruments.
CO 4- To analyze the Consumer Protection Act, 1986 and
2018, and apply the process and procedure of filing a
complaint under the act.
CO 5- To interrelate the provisions of the Partnership Act
1932 and Limited Liability Partnership Act 2008.

Credit Value/ sfsenm: 6 credits

Total Marks/ wesie:

Max. Marks: (Internal 40) + (External 60) 100

Part B — Course Content

Unit 1

Historical Background of Mercantile Law in India — Scope and Characteristics, Indian
Contracts Act 1872- General Laws Definition and Nature of contract, Agreement: Offer
and Acceptance, Consideration, Capacities of parties to contract, Free consent, expressly
declared void agreements.
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Unit 2

Performance and Breach of contract, Contract Relating to Indemnity and Guarantee,
Bailment and Pledge, Agency
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Unit 3

Negotiable Instrument Act 1881-General Introduction, Negotiable Instrument
(Amendment) Act 2002, Definition and features (Promissory Note, Bill of Exchange and
Cheques), Crossing and Dishonor of Cheques, Dishonor of Negotiable Instruments
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Unit 4

General Introduction to Consumer Protection Act, 1986 and 2018, Introduction and
features, Redressal agencies, Process, and procedure of filing a complaint under

consumer protection act, Penalties, Difference between Consumer Protection Act, 1986
and 2018, FEMA, 2000, Introduction and salient features — Regulation and Management
of foreign exchange; Authorized Person, Contravention and Penalties, Difference
between FERA & FEMA
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Unit5

Indian Partnership Act 1932 — General Introduction, Elements and Features, Partnership
Deed, Limited Liability Partnership Act, 2008.- Introduction, Registration process,
Winding up
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Part D: Assessment & Evaluation




Suggested Continuous Evaluation and Attainment Methods

Internal Unit- 1: Reference text readings on elements of
Assessment: valid contract and Role play for capacities of parties

Attainment Methods to contract. (CO 1)

Unit- 2: Court trial on different situations based on
breach, pledge, and contract on indemnity and
guarantee. (CO 2)

Unit- 3: Diagrammatic presentation of negotiable
instruments. (CO 3)

Unit-4: Preparation of Report on cases related to the
Consumer Protection Act. (CO 4)

Unit- 5: Assignment on the registration process of

partnership. (CO5).

Total — 40 Marks

External Section A: Five Objective-type Questions

Assessment: . . .
Section B: Five Short Questions

University/
Autonomous College
Exam Section:
marks

Section C: Five Long Questions

Time: 3:00 hours

Total - 60 marks




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ farw: Commerce / wm
Programme/ swisem: Certificate / uféfthore
Class/ e B. Com Il Semester
Course Code/ urgasn wie: C1-COMA2T
Course Type/ utgasra =1 THR: MINOR
Course Title/utgassm =t videh: BUSINESS COMMUNICATION FOR MANAGERS
Pre — requisite/ gataer: ot & fore suersy (Open For all)

Course Learning Outcome/ urgasewr | After completion of this course, the students will,

a1 1 ufefsuat: 1. Understand the  basics of  business
communication.
2. Know the minute details about CV preparation
3. Learn the basic etiquette of facing an interview
4. Practice the written communication in different
formats.
5. Acquire the knowledge of usual meetings in an
office.
6. Be able to teach professional behavior.
Credit Value/ skfee nra: 6 credits
Total Marks/ s aie: Max. Marks: 40 (internal) + 60 (external) =100
Part B — Course Content
Unit 1 COMMUNICATION: Definition, Nature, Importance, Objectives

of Communication. Communication theories and process-
Information theory, Interaction theory, Transaction theory, Elements
of communication process. Barriers to Communication: Linguistic
Barriers, Psychological Barriers, Interpersonal Barriers, Cultural
Barriers, Physical Barriers, and Organizational Barrier.
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Unit 2

Written Communication: Writing Techniques and Guidelines. Letter
writing - Basic Principles, Purpose, and Types of business letters.
Report writing, types of reports, Drafting of reports. Oral
Communication: Speeches for different occasions, Guidelines for
Effective Listening, Job Interviews, and Type of Information.
Modern forms of communication E-mail, Video Conferencing.
International Communication for Global Business. Information




Technology: Form of technology, uses in modern communication
system. Role of social media in modem business.
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Unit 3

Recruitment and Employment Correspondence- Drafting the
Employment Notice, Job Application Letter; Curriculum Vitae/
Resumes;

Joining Interview; An offer of employment; Job Description;
Letter of Acceptance, Letter of Resignation and Promotion,
Testimonials and References.
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Unit 4

Meetings- Ways and means of conducting meetings effectively,
planning a meeting, meeting process, how to lead effective
meeting, evaluation meeting, writing agenda and minutes of
meeting, web conferencing

Case Study- A special meeting of the executive committee
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Unit 5

Business and Social Etiquette - Professional conduct in a business
setting: workplace hierarchy; the proper way to make
introductions;

Use of courteous phrases and language in the workplace.
Professional Image: appropriate business attire; Telephone
Etiquette; Table etiquette.

Language lab class for practicals in business communication.
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Part C — Suggested Readings
S. Author Name of the Book Publication
No.
1 T N. Chaabra, Business communication Himalaya publishing
house
2 K K. Sinha Essentials of business communication VK Global publications
3 Dr. Ramesh Business communication Universal publication
Mangal Agra
4. | Dr.S.C. Saxena | Business Organisation and Communication Sahitya Bhawan
Publications
5. Sanjay Gupta | Business Organisation and Communication SBPD Publication

Part D: Assessment & Evaluation

Suggested Continuous Evaluation Method
Maximum Marks: 100
Continuous Comprehensive Evaluation (CCE):40 Marks
External Exam: 60 marks

Internal Assessment: Class Test, 40 Marks
Continuous Comprehensive | Assignment/ Presentations/ Case Studies/
Evaluation (CCE):40 Marks SWOT Analysis of Companies/

Presentations on Corporate Social
Responsibility.

External Assessment: Section A: Five Objective type questions 60 Marks
University/ Autonomous | Section B: Five Short Questions
College Exam Section C: Five Long Questions (500 words

Time: 3:00 hours each)




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ faw=: Commerce / anfrs
Programme/ersea: Certificate / aféfrsre
Class/=ar: B. Com 2" Semester/ =, sm2 it
Course Code/ urgasrsie: M1-ASPM2T
Course Type/ urgasrashTIwR: ELECTIVE

Course Title/argasrenTaiide:

Advertising & sales Promotion/ fasm wa fasrar weigr

Pre — requisite/ gataar:

Not required (Open For all)/ Not Required(open for all) / &+t =
T Sqetsy

Course Learning Outcome/

After completion of this course, it is expected that the student

RICEELE P PECAL IR will be able
CO 1- Explain the basic concept, meaning, and importance of
sales promotion.
CO 2- Preparation of Sales promotion program.
CO 3 To Familiarize the Students with the structure of sales
department.
CO4- To understand how Sales promotion results to increase
sales of the organization.

Credit Value/ srfsenm: 4 credits

Total Marks/ setsie:

Max. Marks: (Internal 40) + (External 60) 100

Part B — Course Content

Unit1 | Historical Background of Sales Promotion in India. Nature and importance of sales

Role in marketing.

promotion - Definition, Functions and limitations, Objectives, Sales Promotion Budget,

Salesmanship: Skills and qualities required to enhance the personality of a salesman,
Ethics, and Integrity in salesmanship.

Forms of sales promotion - Consumer Oriented, Trade Oriented, Sales Force Oriented.
Major tools of sales promotion - Samples, Displays and Demonstrations, Fashion Shows,
Digital Marketing, Sales contests, lotteries, gift offers, rebates, and rewards.
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Unit 2

Sales promotion. Requirement identification, designing of sales promotion campaign,
Involvement of salesmen and dealers, Outsourcing sales promotion, National and
International promotion strategies, and Coordination within the various promotion
techniques.

Developing sales promotional programs, pre-testing implementing, evaluating results,
and making necessary modifications.
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Unit 3

Sales Force Management: Estimating manpower requirements for the sales

department; Planning for manpower recruitment and selection, training and

development, placementand induction, Motivating and leading the sales force,
Compensation and promotion policies, Sales meetings and contests.

Control Process: Analysis of Sales Volume, costs, and profitability, managing expensesof
Sales personnel, Evaluating sales force performance.

3Ts 3

forshr o7 yaiereT: foshr faermer & foT AleTa Afed MaRASATIT HT AT ST,
STefRrferd i 3R =get, 9iIeTor 3R faehrd, corgde 3R WROT & faT Iie,
foshr sor @l ORA & 3 Aded A, 7GR dQeATa hfaar, s
doh 3R gidAfadr|

fzor gfthar: fSshr i A, anta 3R asvear & ey, fSshr sEdr &
Gt & e, fSsh I & JaRlel &1 Hediche |

Unit 4

Sales Organization: Setting up a sales organization, Principles of determining sales
organization.
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Part C — Suggested Readings

S. Author Name of the Book Publication
No.
L S H HKazmi ,Satish K Batra Advertising And Sales McGraw Hill
Promotion
2. Belch & Belch - Advertising & Promotion - Tata Mc Graw Hill
3. 3T, TR IR, [EERLEICEIEES RECIRERIEGENMEIRE U
4. Sanjay Advertising And Sales SBPD Agra
Promotion-
Suggestive digital platforms and web links:
https://raventools.com/blog/8-link-marketing-techniques-for-smbs/
Part D: Assessment & Evaluation
Suggested Continuous Evaluation and Attainment Methods
Maximum Marks: 100 Marks
Continuous Comprehensive Evaluation (CCE): 40 Marks
External Exam: 60 Marks
Internal Assessment: Unit- 1: Summary writing on the basic
Attainment Methods conc_ept of sales and .promotlon, meaning Total — 40
and importance (CO1);
marks
Unit- 2: Diagrammatically presentation of
the sales promotion program of any one
company (CO-2);
Unit- 3: Assignment on Sales Department
(CO3);
Unit-4: Group Discussion on sales
organization and its impact on sales. (CO -
4).
External Assessment: Section A: Four Objective-type Questions
University/ Autonomous College | Section B: Four Short Questions Total — 60
Exam ion: mark . . mark
xam Sectio arks Section C: Four Long Questions arKs
Time: 3:00 hours




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ faw=: Commerce / &
Programme/emissa: Certificate / wféfthorc
Class/=er: B. Com 2" Semester / . #m2nd @t
Course Code/ urgassie: C1-COMBI1T

Course Type/ argasrashTIHR:

CORE 1 (PAPER 2)

Course Title/urgasrmenrtsfive:

Business Mathematics /sraefermiim

Pre — requisite/ gatta:

open for all/avferfeesactsy

Course Learning Outcome/
ATGATHH AT TN TSErT .

After completion of this course, it is expected that the student
shall be able

CO 1- To apply the concept of Ratio and Proportion in business
through word Problems, To calculate Average, Percentage, and
Discount in business deals.

CO 2- To apply the concept of Vedic mathematics to enhance
the speed of calculation, To describe effects of various types
and methods of interest account

CO 3-.To provide knowledge of matrices

CO 4 To make aware of basic concept of Differentiation

Credit Value/ srfeeam:

4 Credits

Total Marks/ seste:

Max. Marks: (internal 40) + (external 60) 100

Part B — Course Content

Unitl | Ratio, Partnership
Percentage, Discount

- gaining and sacrificing ratios, Proportion. Average,

el | e, - AR Ud SIS 3O, EAEed sted |, wfaerd,

38N, (§1<T)

Unit2 | Brief history of Vedic mathematics in Indian knowledge tradition, methods and

practice of quick calculation of addition, multiplication, division, square and square
root of numbers through Vedic mathematics, method of quick verification of answers
from Digit Sum. Simple interest, Compound interest
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RO AT WA # afeew aAfora &1 gféica sfagw, dfded a1foa &
HAETAA,GCIBT & S, JOTAEnad AR e & aRd aver $H
AfSar vd #wer 379w, AN T I F cakd A9 S JAfEr| gramor

TSl Tshde s TSl

Unit3 | Elementary Matrices — Definition and Calculations, Types of Matrices.
w3 | grafie gy - IR HR AUET, ITegg F TER
Unit4 | Preparation of Invoice, Introduction of calculus, Method of Differentiation. Partial
Derivative
A | st T [AAETOT | dhelel dT IR 3dheled 7 AT | 3R raedeT
Part C — Suggested Readings
S.No. Author Name of the Book Publication
1. Shukla Dr. S.M. Business Mathematics | Sahitya Bhawan Publications
2. Magar Dr. Abhilasha Business Mathematics | Himalaya Publication, Mumbai
3. Sancheti& Kapoor Business Mathematics | Sultan Chand and Sons, New Delhi
4. Sharma J.K. Business Mathematics IK International Pvt. Ltd.,
New Delhi
5. Kumar Mrityunjay Business Mathematics | S.Chand Publishing,
New Delhi
6. Agrawal Dr Mahesh Business Mathematics | Ramprasad and sons, Bhopal
7. Gourav Tekriwal Maths Sutra Penguin Books, Gudgao
8. THTS Tl ATTETRIHTOTT T oo, ST
9. FTCTE HET STFETRIHTIOTT GERNEIENENEEC
10. EPEIRSIEER TR TYEEtEEd, T
Web Links
1. https://www.geeksforgeeks.org/ratio-and-proportion-ga/
2. https://www.geeksforgeeks.org/program-to-find-the-discount-percentage/
3. https://www.faceprep.in/quantitative-aptitude/simple-interest-and-compound-interest/
4. https://www.saralstudy.com/blog/vedic-maths/

Part D: Assessment & Evaluation



https://www.geeksforgeeks.org/ratio-and-proportion-gq/
https://www.geeksforgeeks.org/program-to-find-the-discount-percentage/
https://www.faceprep.in/quantitative-aptitude/simple-interest-and-compound-interest/

Suggested Continuous Evaluatio+n Method
Maximum Marks: 100
Continuous Comprehensive Evaluation (CCE): 40 Marks

External Exam: 60 marks

Internal Assessment: Unit 1 Chart Making — formulas of

Average and Percentage (CO - 1) Total — 40 marks

Continuous Comprehensive
Evaluation (CCE): Marks | Unit 2. Quiz for testing speed of
calculation using tricks of Vedic

Mathematics (CO - 2)

Unit 3. Class test in types of
Matrices. (CO-3)

Unit 4 Preparation of various types
of Invoices used in Business(CO-4)

External Assessment: Section A: Four Objective-type Total — 60 marks
N uestions

University/ Autonomous Q

College Exam Section: Section B: Four Short Questions

marks : :
Section C: Four Long Questions

Time: 3:00 hours




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ faw=: Commerce /=«
Programme/esea: Certificate / aféfrre
Class/war: B. Com 2" Semester/ s, #m2" i
Course Code/ urgasrrahis: Cl-COMC1T
Course Type/ urgassa w1 T&R: Elective

Course Title/argasrenTaiiden:

Business Economics — 11

Pre — requisite/ gataar:

OPEN FOR ALL

Course Learning Outcome/
TGATHA eI hY UReAfser:

After completion of this course, it is expected that the student
shall be able

CO 1- To identify the factors of production and production
possibilities and To Understand the basics of the production
function.

CO 2- To Identify and differentiate various market structures
and To Analyze the operation of markets under varying
competitive conditions.

CO 3- To Comprehend theories of rent, profit, and wages.

CO 4 — To understand and explain the different phases of the
business cycle.

Credit Value/ sfeeam:

4 credits

Total Marks/ e sie:

Max. Marks: (Internal 40) + (External 60)

Part B — Course Content

Unit 1 Factors of Production — Land, Labor, Division of Labor, Efficiency of Labor,

Capital, Organization, and Enterprises, The scale of production, Theories of
population.
Production Function - Short Run and Long Run - Single variable- average and
marginal product - Law of Variable Proportions — Two variables, Return to scale.
ISO-Quant Curve.
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Unit 2

Price determination under perfect competition and Equilibrium of the firm,
Monopoly- price and output determination and monopoly control, Price
determination under monopoly. Imperfect and monopolistic competition — price
determination.

Pricing practices: methods of price determination in practice, pricing of multiple
products, price discrimination, and international price discrimination and dumping,
transfer pricing.
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Unit 3

Rent-concept, Ricardian and modern theories of Rent, Quasi Rent, Wage- concept,
nominal and real wages, theories of wages determination, Profit — nature, concept
and Theories of profit.
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Unit 4

Business cycles: nature and phases of a business cycle, theories of business cycles
psychological, profit, monetary, innovation, Cobweb, Samuelson and Hicks
theories.

Inflation: definition, characteristics and types, inflation in terms of demand-pull and
costpush factors, effects of inflation.
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Part C — Suggested Readings

S. No. Author Name of the Book Publication
1. Sinha Dr. V.C.& Business Economics SBPD Publication Agra
Dr. Pushpa
2. forr =7 X, TR TS Hifecd 9o UfeeTch T TR

Part D: Assessment & Evaluation

Suggested Continuous Evaluation Method

Maximum Marks:

Continuous Comprehensive Evaluation (CCE): 40 Marks

External Exam: 60Marks

Internal Assessment:

Attainment Methods

Unit 1- Chart/Poster Making on Factors
of Production. (CO1) Assignment on
Malthusian and Optimum theory of
Population. (CO2)

Unit 2- Diagrammatic presentation on
price determination under different
market conditions. (CO3)

Unit3- Assignment on theories of rent,
profit, and wages (CO 4)

Unit 4-. Activity on four stages of the
business cycle

Total — 40 Marks

External Assessment:

University/ Autonomous
College Exam Section:
marks

Time: 3:00 hours

Section A: Four Obijective-type
Questions

Section B: Four Short Questions

Section C: Four Long Questions

Total - 60Marks




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2023-24
Subject/ frwa: Commerce / AT
Programme/swizm: Certificate / afefhare
Class/war: B. Com 2" Semester /ft. sH2nd THET
Course Code/ urgasrwents: C1-COMALT
Course Type/ urgashmerTIT: CORE
Course Title/argass s yitie: Banking and Insurance
Pre — requisite/ gatae: (Open for all)
Course Learning Outcome/ CO01: To sketch an understanding of the Insurance system.
UTGATHASEATARITNATOErt: CO2: To analyze different functions of IRDAL.

CO3: To develop an understanding of Life Insurance, its
policies, and procedures

CO4: To organize the knowledge of General Insurance,
various policies, and claims filing.

CO05: To distinguish between LIC and GICI.

CO06: To comprehend the procedure of becoming an agent.

Credit Value/ srfee vm: 4 credits

Total Marks/ wesis: Max. Marks: (Internal 40) + (External 60) 100

Part B — Course Content

Unit 1 Insurance: Historical background of Insurance. Meaning, elements, basic principles
and importance of insurance. Kinds of insurance. Regulation of insurance in India.
IRDA: Functions and role to regulate insurance in India.

-] T e Fr fderf@es gessfA, AT @ 3Y, doa, muRsa Reuid
JUT FAged, AAT & YR AR H §1AT & e, 3B IRIAT: S
AT RA # 1A AT F A |

Unit 2 Life Insurance: Historical background, meaning, objectives, importance, essential
elements. Life insurance policy and its types. 'Insurance proposal to policy'
Procedure. Conditions of Life insurance policies. Claim filing procedure and
settlement of claims.




General Insurance: Meaning, objectives & importance. Kinds of general insurance
and its features. Basic principles of general insurance. Procedure to apply general
insurance policies. Claim filing procedure and settlement of claims.

THIE-2
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Unit 3

Life Insurance Corporation of India: Functions, progress and Evaluation. General
Insurance Corporation of India: Functions, progress and structure. Performance of
private sector companies in the general insurance sector. Grievance Redressal
Mechanism.

HRAT Sael AT o SR Yarld AT FHedTehed |HRAT AT SaAT
e & yerfa ud @aer, e a7 § e & f srafaat e
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Unit 4

Insurance agent — procedure for becoming agent — prerequisites for obtaining a
license — duration of license —suspension, revocation, and termination of agent —
functions of agent — remuneration to agent — code of conduct and unfair practices.

§IHT Tolc - Toic a0 HT Ufehar - dsdEd ytd we & fav 9@
MEISATT - A8 T 3@ - Toic &l Hodd, AEdeor 31k
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Part C — Suggested Readings

S. No. Author Name of the Book Publication
1. M. Eswari Fundamental principles of Insurance Himalaya
Karthikeyan Publication. Nagpur
2. Hargovind Dayal The fundamentals of Insurance Sahitya Bhawan
Publication Agra
3. Dr. A. Murthy Principles and practice of Insurance Modern Publisher
New Delhi
4. S. Chand Insurance — Principle and practice SBPD
PublicationAgra




Part D: Assessment & Evaluation

Suggested Continuous Evaluation Method
Maximum Marks: 100
Continuous Comprehensive Evaluation (CCE): 40 Marks

External Exam: 60 marks

Internal Assessment: Unit 1. Prepare mind maps and Total — 40 Marks
timelines to understand the Insurance

Attainment system. (CO1)

Prepare a report consisting of
different case studies based on the
functions of IRDAI.(CO2)

Unit 2: Write an article on LIC and a
presentation on its policies and
procedure (CO3)

Prepare a project on how to file for
claims under general insurance
through online and offline modes.
(CO4)

Unit 3: Prepare a diagram of LIC &
GIC highlighting their key features
and differences. (C05)

Unit 4: Study the procedure of
becoming an Agent. (C06)

External Assessment: Section A: Four Obijective-type Total — 60 Marks
University/ Autonomous | Questions
College Exam Section: . .
g Section B: Four Short Questions
marks

Time: 3:00 hours Section C: Four Long Questions




