St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2022-23
Subject/ faw=: Commerce / &
Programme/«mdsa: Certificate / affere
Class/=z: B. Com 2™ semester / . #m 2" dier
Course Code/ urgasrraris: C1-COMA2T
Course Type/ urgas %1 T&R: CORE
Course Title/argasrerTeiide: Business Regulatory Framework

Pre — requisite/ gataar:

(Open For all)

Course Learning Outcome/
TGAHA AT ht UL

The main outcome of this course are-

CO 1- To provide the students with the practical legal
knowledge of general business law issues.

CO 2- To understand the essentials of a valid contract, the
Laws of the Act, Consideration and the Various remedies for
breach of a Contract.

CO 3- To explain the various Laws with regard to the
indemnity, guarantee bailment and modes of agency creation.
CO 4- To acquaint students with law relating to Negotiable
instruments act and to provide knowledge of various
provisions of FEMA 2000.

CO 5- To Familiarize the Students with the Various laws with
regard to the Consumer Protection in India and the Functions
of the various Consumer Forums and to Understand the
Meaning and the Various Legislations with Regards to the
partnership act and limited liability partnership act

Credit Value/ srfeeam:

6 credits

Total Marks/ setsie:

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 Dishonour of Cheques, Dishonour of Negotiable Instruments
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Unit 4

General Introduction to Consumer Protection Act, 1986 and 2018, Introduction and
features, Redressal agencies, 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

Assessment: Unit- 2: Assignment on different types of contracts
Attainment Methods | and breach of contract. (CO 2)

Unit- 1: Quiz on Indian Contract Act 1872. (CO 1) | Total — 40 Marks

Unit- 3: Presentations on Indemnity, Guarantee and
bailment. (CO 3)

Unit-4: Sample filling of Negotiable Instruments.
(CO 4

Unit- 5. Relevant/ specific Case Studies on
Consumer Protection Act. (CO5)

External Section A: Very Short Questions Total - 60 marks
Assessment: Section B: Short Questions
University/ Section C: Long Questions

Autonomous College
Exam Section:

marks

Time: 3:00 hours




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2022-23
Subject/ farwa: Commerce / =
Programme/ resa: Certificate / @féfthere
Class/ = B. Com 2™ semester /s, % 2" e
Course Code/ urgasn wie: C1-COMA2T
Course Type/ urgassa w1 T&R: MINOR
Course Title/utgass =t videh: BUSINESS COMMUNICATION
Pre — requisite/ gataer: OPEN FOR ALL
Course Learning Outcome/ After completion of this course, it is expected that the
TGATHA LA hl URCAToLri. student shall be able

CO 1- To elucidate how communication plays an
important role in modern business scenario.

CO 2- To understand various theories of communication
CO 3- To make them interview ready.

CO 4- To enhance their public speaking skills.

CO 5- To elevate their skills related with writing of
business letter.

CO 6- To know the art of demonstrating non-verbal
communication.

CO 7- To comprehend the role of social media in E-
commerce.

Credit Value/ skfee v 6 credits

Total Marks/ e si: Max. Marks: (Internal 40) + (External 60)

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.
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Unit 2 Verbal communication- meaning and types. Oral Communication: Speeches for different
occasions, Guidelines for effective listening, Job Interviews, Type of information.
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Unit 3 Written Communication: Writing techniques and Guidelines. Letter writing - Basic
Principles, Purpose, Types of business letters. Report writing, types of reports, Drafting of

report.
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Unit 4 Non-verbal communication- body language, sign language, para language.
Delphi method of communication, Barriers to Communication: Linguistic Barriers,
Psychological Barriers, Interpersonal Barriers, Cultural Barriers, Physical Barriers,
Organizational Barrier.
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Unit 5 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 modern business.
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Part C — Suggested Readings

S. No. Author Name of the Book Publication
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 Agra

Mangal
4. Dr S C Saxena | Business Organization and Communication Sahitya Bhawan
Publications

5. Sanjay Gupta Business Organization and Communication SBPD Publication

Part D: Assessment & Evaluation

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

Internal Assessment: Unit 1- Models on process/theory of Total — 40 Marks

Continuous Comprehensive | communication. (CO1 & CO2)

Evaluation (CCE): Marks | Unit 2- Speeches on various topics/
mock interview. (CO3 & CO4)
Unit 3- Case study related letter writing.
(CO5)
Unit 4- Assignment/ Presentations on
non-verbal communication. (CO6)
Unit 5- Presentation on role of social
media in E-commerce. (CO7)

External Assessment: Section A: Very Short Questions Total - 60 marks
University/ Autonomous | Section B: Short Questions
College Exam Section: Section C: Long Questions
marks

Time: 3:00 hours




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2022-23
Subject/ faw=: Commerce / =«
Programme/ wwss: Certificate / wféfthere
Class/ =ar: B. Com 2"9 Semester; sft. #tw 2" airee
Course Code/ urgasn wie: Cl1-COMC1T
Course Type/ urgashn T T&HKR: Elective

Course Title/argase =t vitdeh:

Business Economics — 11

Pre — requisite/ gataar:

OPEN FOR ALL

Course Learning Outcome/
TGATHA eI <hY UReATser:

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.

CO 2- To learn the population theory and equilibrium and
to know the applications of the theory of population.

CO 3- To Understand the basics of the production function.
CO 4- To Identify and differentiate various market
structures.

CO 5- To Analyze operation of markets under varying
competitive conditions.

CO 6- To Understand the concept of Pricing.

CO 7 - To Evaluate theories of rent, profit and wages.

Credit Value/ skfee um:

4 credits

Total Marks/ et sie:

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

Part B — Course Content

Unit 1

Factors of Production — Land, Labour, Division of Labour, Efficiency of Labour,
Capital, Organization and Enterprises, The scale of production, Theories of
population.
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Unit 2

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 3

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.
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Unit 4

Rent-concept, Recardian and modern theories of Rent, Quasi Rent, Wage- concept,
nominal and real wages, theories of wages determination, Profit — nature, concept

and Theories of profit. Theories of Interest.
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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. fer = . TR ST e 9o ufeciohy™  3TPRT

Part D: Assessment & Evaluation

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

Internal Assessment: Unit 1- Chart/Poster Making on Factors Total — 40 Marks
Attainment Methods of Production. (CO1) Assignment on
Malthusian and Optimum theory of
Population. (CO2)

Unit 2- Diagrammatic presentation of
Law of Variable Proportions. (CO3)
Unit3-Presentations on Price
determination of different market
conditions (CO4, CO5 and CO6)

Unit 4- Assignment on theories of rent,
profit and wages. (CO7)

External Assessment: Section A: Very Short Questions Total - 60 Marks
University/ Autonomous | Section B: Short Questions
College Exam Section: Section C: Long Questions
marks

Time: 3:00 hours




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2022-23
Subject/ e Commerce / e
Programme/ssea: Certificate / aféfthehe
Class/=ar: B. Com 2" Semester / sft. W 2nd T
Course Code/ urgassie: C1-COMBI1T
Course Type/ argasraesTIwR: CORE 1 (PAPER 2)
Course Title/argasrrentsfide: Business Mathematics /=i Tfora

Pre — requisite/ garaa:

open for all/aft & fote Iucrsy

Course Learning Outcome/

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

TG aShA AT U N foeT i - shall be able
CO 1- To know the Practical Application of Ratio and
Proportion in business through word Problems.
CO 2- To understand the utility of Average, Percentage,
Discount in business deals.
CO 3-To discuss effects of various types and methods of
interest account.
CO 4-To make calculation faster through Vedic mathematics.
Credit Value/ sfsenm: 4 Credits

Total Marks/ serste:

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

Part B — Course Content

Unitl | Ratio, Partnership - gaining and sacrificing ratios, Proportion.

TRl | ST, ATSEH- T U ATHTEATS ST, SHTATd

Unit2 | Average, Percentage, Discount

E2 | iga, vl | ser, (3E)

Unit 3 | Simple interest, Compound interest

FE3 | QIR S, Tk g TS

Unit4 | 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.
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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. THT ST TR T T afseThe, SR
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Disciplined Digital Platforms Web Link
1. https://www.geeksforgeeks.org/ratio-and-proportion-gg/
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

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

Internal Assessment: Unit 1 Assignments on practical
Continuous Comprehensive | problems of Ratio, Proportion (CO - Total — 40 marks
Evaluation (CCE): Marks | 1)

Unit 2 Chart Making — formulas of
Average and Percentage. (CO - 2)
Unit 3 Activity based on practical
knowledge of Simple interest and
Compound Interest. (CO-3)

Unit 4 Quiz for testing speed of
calculation using tricks of Vedic
Mathematics

External Assessment: Section A: Very Short Questions Total — 60 marks
University/ Autonomous Section B: Short Questions
College Exam Section: Section C: Long Questions
marks

Time: 3:00 hours
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St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction

Session: 2022-23
Subject/ faw=: Commerce / =wd
Programme/ swdssa: Certificate / wféftee
Class/ e B. Com 2" Semester /sft. %™ 2nd THERT
Course Code/ urgasn wie: C1-COMALT
Course Type/ urgassa T T&R: CORE
Course Title/urgasrm st virde: Banking and Insurance
Pre — requisite/ gataer: (Open for all)
Course Learning Outcome/ utgasew | CO1: To impart an understanding of the Insurance system
AT Y Uit and functions of IRDAI.

CO2: To Impart an Understanding of Life Insurance, its
policies and procedures

CO3: To impart knowledge of General Insurance, various
policies and filing of claims.

CO04: To impart knowledge of LIC and GICI.

Credit Value/ sfse wr: 4 credits
Total Marks/ %e st 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
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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.
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Unit 3 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.
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Unit 4 Life Insurance Corporation of India: Functions, progress and Evaluation. General
Insurance Corporation of India: Functions, progress and structure. Performance of
private sector companies in general insurance sector.




-4 WA Sfteq o e e wid qor qeared| wnd ame s e e wld ud Eee,

i & § s & f et s geni

Part C — Suggested Readings

S. No. Author

Name of the Book

Publication

1. | M. Eswari
Karthikeyan

Fundamental principles of Insurance

Himalaya
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 Publication
Agra

Part D: Assessment & Evaluation

Suggested Continuous Evaluation Method

Maximum Marks: 100

Continuous Comprehensive Evaluation (CCE): 40 Marks

External Exam: 60 marks

Internal Assessment:
Attainment

Unit 1: Review and Group Discussion
(CO1)

Unit 2: Field survey on LIC and
presentation on its policies and
procedure (CO2)

Unit 3: Practically filing for claims
under general insurance through

online and offline mode. (CO3)

Unit4: Case study Presentation on
LIC & GIC. (C04)

Total — 40 Marks

External Assessment:
University/ Autonomous
College Exam Section:
marks
Time: 3:00 hours

Section A: Very Short Questions
Section B: Short Questions
Section C: Long Questions

Total — 60 Marks




St. Aloysius’ College (Autonomous), Jabalpur

Part A — Introduction
Session: 2022-23
Subject/ faw=: Commerce / atfirsx
Programme/«mdsa: Certificate / wféftere
Class/=er: B. Com 2" Semester/ =t # 2" diwex
Course Code/ urgasrraris: M1-ASPM2T
Course Type/ urgas %1 T&R: ELECTIVE
Course Title/urgasraerTside: Advertising & sales Promotion/ fam w fis ww

Pre — requisite/ gataar:

Not required (Open For all)/ Not Required (open for all) / =
* fow Suemsy

Course Learning Outcome/

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

TGATHA AT cht UNEATErTT: shall be able
CO 1- To understand the basic concepts of sales promotion.
CO 2- To Familiarize the Students with the meaning and
importance of sales promotion.
CO 3- To explain the role of sales promotion in marketing.
CO 4- To provide the students with the practical knowledge of
tools and programme of sales promotion.
CO 5 - To understand how Sales promotion result to increase
sales of organization

Credit Value/ sfsenm: 4 credits

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

Part B — Course Content

Unit 1 . . . .
Historical Background of Sales Promotion in India. Nature and importance of sales

promotion - Definition, Functions and limitations, Objectives, Sales Promotion
Budget, Role in marketing.
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Unit 2 Forms of sales promotion - Consumer Oriented, Trade Oriented, Sales Force
Oriented. Major tools of sales promotion - Samples, Display and Demonstration,

Fashion Shows, Sales contest, lotteries, gift offers, rebates, rewards
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Unit 3 Sales promotion. Requirement identification, designing of sales promotion
campaign, Involvement of salesmen and dealers, Outsourcing sales promotion,
National and International promotion strategies, Coordination within the various

promotion techniques.
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Unit 4 Developing sales promotional programme, pre- testing implementing, evaluation

of results and making necessary modifications.

wid | [y YR SRIhH fad Rid BT, UR1ef0 & Yd Hrat-ag-, TRumH! & Jedid-

3R STIIH HRNYA BT
Part C — Suggested Readings
S. No. Author Name of the Book Publication
0 - -
SHH Kig;?:a’sat'Sh K Advertising And Sales Promotion McGraw Hill
2.
Belch & Belch - Advertising & Promotion - Tata l\HAﬁIGraW
3 IR
S1. T ¥ oF 7 -k R, faera ud fagmo BIESCRERY
SHITRT
4. Sanjay Advertising And Sales Promotion- SBPD Agra

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:
Attainment Methods

Unit- 1: Quiz on basic concept of sales and
promotion, meaning and importance. (CO
1 and CO2)

Unit- 2: Assignment on role of sales
promotion in marketing. (CO-3)

Unit- 3: Case Studies on company’s
strategies adopted for sales promotion.
(CO 4)

Unit-4: Role Play using new tools of sales
promotion for increasing sales. (CO - 5)

Total — 40 marks

External
Assessment:
University/
Autonomous College
Exam Section: marks
Time: 3:00 hours

Section A: Very Short Questions
Section B: Short Questions
Section C: Long Questions

Total — 60 marks




