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SYLLABI FOR MASTER OF BUSINESS ADMINISTRATION (MBA) FOR 

THE EXAMINATION OF 2012-13 
 

Note: 

1. Examination in each subject will be of 3 hours duration. 

2. Maximum Marks for external/written examination is 50 marks and internal assessment is 

50 marks except for seminar and workshop courses. 

Instructions to the paper setters:  

IF THERE ARE TWO UNITS: Set 10 questions in all. Five questions from each unit. The students are 

required to answer five questions in all selecting at least 2 questions from each unit.  

IF THERE ARE FOUR UNITS: Set 10 questions in all. Two or three questions from each unit. The 

students are required to answer five questions in all selecting at least one question from each unit. 

N.B: Use of non-programmable calculators by the students in the Examination Hall is allowed. The 

calculators will not be provided by the University. 

 

 

 

 
FIRST SEMESTER  

 

SUBJECT 

CODE 
PAPER TITLE CREDITS MARKS 

MBABI-1001 



Note: -The student has to opt for two functional subjects in the 3
rd

 Semester out of the papers 

offered.  

 

 

THIRD SEMESTER  

 
 

SUBJECT 

CODE 
PAPER TITLE CREDITS MARKS 

MBABI-3001 PROJECT PLANNING AND ANALYSIS 4 100 

MBABI-3002 



Note:- The student has to continue with the functional group opted by him/her in the 3
rd

 Semester 

and opt for two papers out of the papers offered.  

 

FOURTH SEMESTER  

SUBJECT 

CODE 
PAPER TITLE CREDITS MARKS 

MBABI-4001 STRATEGIC MANAGEMENT 4 100 

MBABI-4002 SEMINAR ON CORPORATE GOVERNANCE 2 50 

MBABI-4003 
WORKSHOP ON DEVELOPING 
ENTREPRENEURIAL SKILLS 

2 50 

MBABI-4004 RESEARCH PROJECT* 4 100 

MBABI-4005 COMPREHENSIVE VIVA-VOCE** 4 100 

SECTORAL SUBJECT – 6   



Paper Code: MBABI-1001 PRINCIPLES AND PRACTICES OF 

MANAGEMENT 

Credit = 4 

Marks = 100 

 
Objectives: The objective of the paper is to acquaint the students with the importance of management in our 
day to day life, help student to trace the evolution of Management thought and appreciate the various functions 

of management. 

 

SECTION - A 

Management: Definition, nature, purpose and scope, Functions of a manager, Ethics and social responsibility 

of management, Organizational Environment. 

 

SECTION - B 

Evolution of management thought, Contribution made by Taylor, Gantt, Gilbreth, Fayol, We



Paper Code:



Paper Code: MBABI-1003 ACCOUNTING FOR MANAGEMENT Credit = 4 

Marks = 100 

 
Objectives: The objective of this course is to develop acquaintance with basic techniques of accountancy. The 
course attempts to build potential to use appropriate accounting tools and techniques of financial accounting 

and management accounting for preparing and analyzing financial statements. 

 

SECTION – A  

Accounting: Accounting and its functions, Accounting as an information system, Basic Accounting Concepts 

and Accounting Conventions, Accounting Principles, Generally Accepted Accounting Policies (GAAP), 
Accounting Standards.  

Branches of Accounting: Financial Accounting, Cost Accounting, Management Accounting, Accounting 

Equation, Accounting Structure, Types of Accounts. 

Rules regarding Journal Entries, Recording of Journal Entries, Ledger Posting, Cash book, Trial Balance, 
Preparation of Final Accounts, Trading Account, Profit & Loss Account, Balance Sheet, Treatment of 

Adjustments into trial balance. 

 
 

SECTION – B  

Meaning of Management Accounting: Nature, Scope, Objectives, Functions of Management Accounting, 

Relationship between Financial and Management Accounting, Meaning of Financial Statement, Importance 
and Limitations of Financial Statement, Meaning and Objectives of Financial Statement Analysis, Limitation 

of Financial Analysis. 

Tools of financial analysis: Ratio analysis, Common size statements, Trend analysis, Fund flow and cash flow 
statement. 

 

SECTION – C  

Cost Accounting: Meaning, scope and classification of costs, Absorption costing, Marginal costing and break 

even analysis, Use of cost data in managerial decision making. 

Cost Control Techniques: Preparation of budgets and their control, Zero base budgeting, Standard costing 

and variance analysis, Responsibility Accounting, Target costing, Kaizen costing, Activity based costing. 
Responsibility Accounting: Meaning, Steps involved in Responsibility Accounting, Responsibility Centre, 

Advantages of Responsibility Accounting. 

 

SECTION – D  

Price Level Accounting: Meaning, Methods or Techniques of Price Level Accounting, Advantages, 

Disadvantages,  
Social Accounting: Concept of Social Cost Benefit Analysis, Meaning of Social Accounting, Need, Social 

Accounting Approaches.  

Human Resource Accounting: Meaning, Need, Methods of Human Resource Accounting, Objections 
Against Human Resource Accounting, HRA in India. 

 

Suggested Readings: 

1. Charles T. Horngren, Gary L. Sundem, John A. Elliott and Donna Philbrick: Introduction to Financial 

Accounting, Prentice Hall India. 

2. Hanif Mukherjee: Financial Accounting, Tata McGraw Hill 

3. Charles T. Horngren, Jeff Schatzberg, Gary L. Sundem and William O. Ostratton: Introduction to 
Management Accounting, Pearson Education. 

4. Hilton Ronald: Managerial Accounting, McGraw Hill Professional 

5. Charles T. Horngren, Srikant M. Datar and George Foster: Cost Accounting- A Managerial Emphasis, 
Prentice Hall India. 

6. N.R.Swamy: Financial Accounting-A managerial Perspective, Prentice Hall India. 

7. J.R. Williams, S.F. Haka, M.S. Bettner and R.F. Meigs: Financial and Managerial Accounting – The Basis 
for Business Decisions, Tata McGraw Hill. 

  



Paper Code: MBABI-1004 BUSINESS STATISTICS Credit = 4 

Marks = 100 

 

Objectives: Decision Making is a simple function of Management. Data need to be analyzed, classified and 

interpreted to facilitate decision making. Statistical Analysis is a fundamental method of quantitative reasoning 





Paper Code: MBABI-1006 



Paper Code: MBABI-1007
 

WORKSHOP ON INFORMATION 

TECHNOLOGY AND SYSTEMS 

Credits = 2 

Marks = 50 

 

Objectives: 







Paper Code:MBABI-2002 FINANCIAL MANAGEMENT Credit = 4 

Marks = 100 
 

Objectives: The course has been designed to develop understanding of different concepts and theories 

underlying financial management and implications of various financial techniques. 
 

SECTION - A 

Introduction to Financial Management: Meaning, Scope, Finance Function, Financial Goals, Agency 
Problem, Relationship of Finance with Accounts and Economics. 

Sources of Finance: Features, Advantages and Limitations of Equity Shares, Preference Shares, Debentures, 

Term-Loans, Right Issue, Venture Capital, Private Equity GDR, ADR. 

Cost of Capital: Meaning, Calculation of Cost of Debt Capital, Equity Capital, Preference Capital, Retained 



Paper Code:MBABI-2003 PRINCIPLES OF MARKETING  Credit = 4 

Marks = 100 

 

Objectives: The main aim of the paper is to understand the nature, tasks and the environment under which 

marketing operates, to study the theory, principles and practical aspects of various marketing functions, and to 
learn to take marketing decisions.  

SECTION – A  

Introduction to Marketing: Definition, Scope and Importance of Marketing, Key Customer Markets, 
Concepts/Philosophies of Marketing, Holistic Marketing Concept, Marketing Tasks, Marketing Mix 

Marketing Environment: Marketing Environment, New Marketing Realities, New Consumer Capabilities, 

Demographic Environment, Social-Cultural Environment, Natural Environment, Technological Environment 

and Political-Legal Environment, SWOT analysis. 

 

SECTION – B  

Analyzing Markets: Marketing Research Process, Sources of data collection, factors influencing Consumer 

behavior, Buying Decision Process, Post-Purchase Behavior, Organizational Buying, Stages in the Buying 
Process. 

Market Segmentation: Levels of Market Segmentation, segmenting consumer markets, Niche Marketing, 

segmenting business markets, Michael Porter’s Five Forces Model, Analyzing competitors, strategies for 
market leaders, Targeting and Positioning. 

 

SECTION – C  

Product Decisions: Product characteristics, classifications, differentiation, packaging and labeling, Product 

Life Cycle. 
Pricing Strategies: Understanding Pricing, Setting the Price, Initiating and Responding to Price Changes, 



Paper Code: MBABI-2004 HUMAN RESOURCE MANAGEMENT 

 

Credit = 4 

Marks = 100 

 

Objectives: The objective of the paper is to make students aware of the 



Paper Code: MBABI-2005
 

WORKSHOP ON MANAGEMENT 

INFORMATION SYSTEMS 

Credit = 2 

Marks = 50 

 
Objectives: This course offers a good understanding of basics of Information Systems. It has been designed 
to acquaint the students about the evolution of computer-based information systems, basic computer software, 

types of information systems that are needed to support the various levels of a business enterprise and how IT 

is helpful in Business.  

 

SECTION – A 

Introduction: Definition & Significance, Foundation of IS in Business, MIS Support for Programmed and 
Non-Programmed Decision Making, and Model of Decision Making. 

Structure of MIS: Based on Management Activity & Organisational Function, Conceptual & Physical 

Structure of MIS, Systems Concept: Definition of a System, Types of Systems. 

 

SECTION – B 
Microsoft Access: Creating and opening database, Importing data, Tables, keys, Field names, Data types, 

Relationships, Normalization, Basic Queries Using QBE, ampersand (&) operator, Forms and Subforms, 
adding bound text boxes, Linking the main form and subform. 

Combo Box Controls, aggregate function, hiding the text box, Parameter Queries: Dynamic queries, 

parameter queries, using parameters to generate prompts, Values on forms as parameters, Action Queries. 

 

SECTION – C 
Electronic Commerce Systems: Introduction, Scope of e-Commerce, Categories of e-Commerce, M-

Commerce, E-Commerce Payment Systems.  
Decision Support Systems: Introduction to DSS, DSS components, Using DSS in What-if-Analysis, 

Sensitivity Analysis, Goal-Seeking Analysis, Optimization Analysis. 

 

 

SECTION – D 
Introduction to SPSS: SPSS Basics, Creating and Manipulating Data in SPSS, Printing a Data Set, 

Generating Descriptive Statistics in SPSS, Generating Graphical Statistics in SPSS, Statistical Models in 
SPSS, Parametric and Non Parametric Tests, Linear Regression, Correlation, Analysis of Variance. 

 

Suggested Readings: 
1. James A O’Brien: Management Information Systems, Tata McGraw Hill. 

2. Microsoft: MS Access User’s Manual. 

3. SPSS Inc.: SPSS Base 16.0 User’s Guide. 
4. K.C. Laudon and J.P. Laudon: Management Information Systems – Organization and Technology in the 

Network Enterprise, Prentice Hall India. 

5. M.M. Goyal: Management Information Systems: Managerial Perspectives, McMillan.  

6. R.D. Murdick & J.E. Claggett: Information Systems for Modern Management, Prentice Hall India. 
7.



Paper Code:MBABI-2006 SEMINAR ON RESEARCH METHODOLOGY Credit = 2 

Marks = 50 
 

Objectives: The main objective of this subject is to help the students to understand the nature, scope, 

complexities and process of defining a business, research question. The learning focus is on developing 
business research skills to underpin the approach taken to a work integrated project. 

 

SECTION – A  
Introduction: Meaning, Features, Objectives/Motives & types of Research, Defining the Research problem, 

Research Process, Significance of Research in Managerial decision making. 

Research Design: Meaning, Characteristics and various concepts relating to Research Design and 

classification of Research Design, General phases and principles of Research Procedure. 
 

SECTION – B 

Data Collection: Sources of Data-Primary/Secondary Methods of collecting d









Paper Code: MBABI-3002 OPERATIONS RESEARCH AND  

TOTAL QUALITY MANAGEMENT 

Credit = 4 

Marks = 100 
 

Objective: To understand the basic concepts of operations research and its usage for business managers. The 

paper also deals with understanding Total Quality Management concept and principles and the various tools 
available to achieve Total Quality Management and to create awareness about the ISO and QS certification 

process and its need for the industries. 

 

SECTION – A  

Operations Research:



Paper Code: MBABI-3003 INTERNATIONAL BANKING AND  



Paper Code: MBABI-3004 MANAGEMENT OF BANKING SERVICES 

OPERATIONS 

 

Credit = 4 







Paper Code: MBABI-F-3007 INVESTMENT ANALYSIS AND PORTFOLIO 

MANAGEMENT 
 

Credit = 4 

Marks = 100 
 

Objectives: The course has been designed to develop understanding of different concepts relating to analysis 

of investment and portfolio management and to provide exposure to derivatives market, its working and inputs 
on strategies used in derivatives market. 

 

SECTION-A 
Introduction to Investment Management: Concept and objectives of investment, Difference between 

Investment and Speculation, Investment and Gambling, Meaning of Investment Management, Investment 

Management Process, Investment Alternatives, Features of Investment Avenues, Types of Management 

Strategies, Approaches to Investment. 
Risk and Return: Concept of Risk, Components of Investment Risk, Measurement of Risk through Standard 

Deviation, Regression Equation, Covariance, Concept of Return, Expected Yield, Actual Yield, Holding 

Period Yield, Relationship between Risk and Return 
Valuation of Security: Valuation of Equity Shares: Balance Sheet Techniques, Relative Valuation 





Paper Code: MBABI-O-3009 SUPPLY CHAIN MANAGEMENT 

 

Credit = 4 

Marks = 100 
 

Objectives: This Module offers better and more practical understanding of Supply Chain Management. 
 

SECTION – A  
Introduction to Supply Chain Management:Definition, Scope & Importance of Supply Chain Management, 

Key drivers Of the SCM, Features of Supply Chain Management, Supply Chain Network – 1st Tier , 2nd Tier, 

Network decisions in SCM, Suppliers and Customers, Customer Service Dimension (Seven “R” Principles, 
Service after sale, Customer delight) 
 

SECTION – B  

Role of Logistics in Supply Chains: Definition of Logistics Management, Scope and role of Transportation, 
Traffic & transportation, Relationship between transportation and other business functions, Transport 

Economics: Distance – volume-density, Freight Cost, Handling,



Paper Code: MBABI-M-3010 ADVERTISING AND SALES MANAGEMENT Credit = 4 

Marks = 100 

 

 
Objectives:  The course is designed with an aim to develop an understanding of the decision processes in 

advertising from a marketer’s point of view and to understand the concept, methods and strategies of sales 

management. 

 

SECTION – A  

Introduction to Advertising: Advertising- an element in Marketing Mix, Role and Importance, Difference 

between advertisement and publicity, Advertising as a means of communication, Setting Advertising 
Objectives, DAGMAR approach to setting objectives, Media, selection, measurement of effectiveness of 

Media, Preparing advertising plan, Developing message, writing copy, advertising appeals and per-testing and 

post teaching copy Media decisions, media strategy and scheduling decisions, Planning and managing 

advertising campaigns. 

 

SECTION – B  

Integrated marketing Communications: Different types of advertising, public relations, advertising budget 
and relevant decisions, Advertising  agencies, their role and importance, management problems of agencies, 

client-agency relations, advertising in India, Problems and Prospects. Role of Integrated Marketing 

Communications (IMC), Designing, Objectives Setting and Budgeting for IMC programs, Developing 
effective communications, Managing Mass Communications: Events, Experiences and public relations, 

Measuring media. 

 

SECTION – C  
Sales Management: Sales organization, Sales Functions and its relationship with other marketing functions, 

External relationship of the Sales Department e.g. with distributors, Government and Public, Functions and 

qualities of a Sales Executive, Environment Routing and Scheduling, International Sales Management. 

 

SECTION – D  

Salesmanship: Theoretical aspects of Salesmanship, the process of selling, Sales forecasting methods, Sales 
budget, Sales force management, Recruitment, Selection, Training, Motivation and Compensation of the fields 

sales force and sales executive, Evaluation and control of sales force, Sales Territories, Sales Quotas. 

 

Suggested Readings: 
1. Rajeev Batra, John G.Myers, David A. Aaker: Advertising Management, Pearson Education. 

2. Raghuvir Singh: Advertising-Planning and Implementation, Prentice Hall India. 

3. Richard R Still, Cundiff W Edward and Govoni A P Norman: Sales Management, Decisions, policies and 

Cases, Pearson Education. 

4. K. K.  Havaldar : Sales and Distribution Management, Tata Mc-Graw Hill. 

5. G.E. Belch and M.A. Belch: Introduction to Advertising and Promotion, Irwin Publishers. 

6. 



Paper Code: MBABI-F-3011 STRATEGIC COST MANAGEMENT 

 

Credit = 4 

Marks = 100 
 

Objective: To enable the students to understand cost management system and develop an insight into 

application of cost analysis from strategic perspective.   

 

SECTION – A  

Strategic Cost Management: Meaning, Nature and Significance of Strategic Cost Management, Limitations 

of Traditional Costing, Difference between Conventional Cost Analysis and Strategic Cost Analysis, Financial, 

Operational and Strategic Views of Cost, Contemporary Cost Management Tools, Activity Based Costing and 

Activity Based Management: Treatment of Cost, Steps, Advantages, Disadvantages. 
 

SECTION – B  

Value Analysis: Meaning of Value Analysis and value addition, Strategic Application of Value Chain 
Analysis. 

Strategic Positioning Analysis: Critical Success Factors and SWOT Analysis. 

Cost Volume Profit Analysis: Cost Behaviour Pattern, Cost Estimation Methods, Assumptions of CVP 
Analysis, Applications of CVP, Break Even Analysis, CVP Analysis in the choice of Cost Structure, Multiple 

Product Analysis. 

 

SECTION – C  

Variance Analysis



Paper Code: MBABI-H-3012 ORGANISATIONAL DEVELOPMENT 

 

Credit = 4 

Marks = 100 

Objective: The aim of this course is to provide valuable insight in managing change in such a way that 

knowledge and skills are transferred to build the organization’s capability to achieve goals and solve problems. 





Paper Code: MBABI-4001 STRATEGIC MANAGEMENT Credit = 4 

Marks = 100 
 

 

Objective: The objective of this course is to create indepth understanding of various corporate strategies, their 



Paper Code: MBABI-4002 SEMINAR ON CORPORATE GOVERNANCE Credit = 2 

Marks = 50 
 

 





Paper Code: MBABI-4006 REGULATORY FRAMEWORK OF BANKING 

AND INSURANCE 

 

Credit = 4 

Marks = 100 

 
Objectives: The course has been designed to develop understanding of basic requirements of various legal & 

regulatory aspects of Banking & Insurance. 

 

SECTION – A 
RBI Act 1934: Chapters of RBI Act 1934, Schedules of RBI Act 1934, Functions of RBI, Tools for Monetary 

Control-CRR, SLR, Bank Rate, REPO rate, Reverse REPO Rate. 

Banking Regulation Act 1949: Provisions of the Act. 

 

SECTION – B 

Basel Norms: Basel I, Principles of Capital Adequacy, Drawbacks of Basel I, Basel II, Objective of Basel II, 
Three pillars of Basel II, Issues and Challenges of Implementation of Basel II norms in India. 

SEBI Act 1992: Introduction to the Act, Functions of the Board. 

 

SECTION – C 

Insurance as a Contract: Offer & Acceptance, Competency of parties, Consideration, Lawful Object, Free 

Consent, Introduction to Doctrine of Insurance and their legal implications. 
Insurance Act 1938: Provisions of Insurance Act 1938, Tariff Advisory Committee & its role. 

IRDA Act 1999: Powers, Functions and Duties of IRDA, Licensing of Insurance Agents, Marketing 

Techniques of Insurance Product. 

 

SECTION – D 

Remedies for the Policy Holders: Introduction – Protection of Policy holder Right, Ombudsman Scheme and 

Applicability of principles of management and organization structure to insurance company, Consumer 
Protection Act 1986. 

Micro-Insurance: Micro-insurance scenario in India, Trends and Challenges. 

 

Suggested Readings: 

1. National Insurance Academy: Legal and Regulatory Aspects of Insurance, Cengage Learning. 

2. J.N. Jain and R.K. Jain: Modern Banking and Insurance, Deep and Deep Publications. 
3. R.K. Mittal, A.K. Sahni and Sanjay Dhingra: Emerging Trends in the Banking Sector, Macmillan. 

4. M.N. Mishra and S.B. Mishra: Insurance - Principles and Practice, Sultan Chand and Sons. 

5. James L Athearn: Risk and Insurance, West Publications.  
6. Arundeep Singh and N.S. Toor: Legal and Regulatory Aspects of Banking, Skylark Publications. 

7. John C. Hull: Risk Management and Financial Institutions, Pearson Education. 

8. T.M.C. Asser: Legal Aspects of Regulatory Treatment of Banks in Distress, International Monetary Fund. 

  



Paper Code: MBABI-4007 MARKETING OF FINANCIAL SERVICES 

 

Credit = 4 

Marks = 100 

 
 

Objective: The objective of the course is to acquaint the students with the various aspects of Marketing of 

Financial Services. 

 

SECTION – A  

Concept of marketing in financial services sector: Critical aspects of Marketing of Financial Services, 
Marketing Mix, Market Segmentation.  

Concept of Relationship Marketing: Relationship marketing of Financial Services, Types of relationships.  

Consumer Behaviour in Financial Services: Understanding Consumer Needs, Defining goals and objectives, 
Purchase process of Services, Components of customer expectations. 

 

SECTION – B  
Designing the Communication Mix for Financial Services: Various communication challenges, Educational 

and Promotional objectives, Advertising and communication – advertising as a communication process, 

medias of advertisements-Drafting of statutory advertisements for public issue of shares etc. 

Pricing and Revenue Management: Objectives of Pricing Strategies, The Pricing Tripod, Total cost of 
service. 

 

SECTION – C  
Service Environment: Planning a Service Environment, Selection of Environmental design elements, Impact 

of Service Environment on Customers. 

Customer Feedback: Aspects of Customer Feedback, Importance, Impact on Retention, Building a customer 

feedback system.  
Role of Technology in Marketing of Financial Services: Role of Internet, E-Banking, Using websites for 



Paper Code: MBABI-4008 RISK MANAGEMENT 

 

Credit = 4 

Marks = 100 

 
Objectives: This course provides an introduction to risk management and the issues involved in identifying, 
measuring, computing and managing various risks.  

 

SECTION – A  
Introduction of Risk: Over view of Risk, Risk identification, Key risks – interest rate risk, market risk, 
currency risk, credit risk, liquidity risk, legal and operational risk. 

Introduction to risk and insurance, Risk measurement. 

 

SECTION – B  

Risk Management and Control: Introduction, Objectives of risk management and Risk Control. 

Risk Management using futures and forwards - Valuation of futures, Valuation of long and short forward 
contract. Mechanics of buying & selling futures, Margins, Hedging using futures - specification of futures - 

Commodity futures, Futures-arbitrage Opportunities. 

 

SECTION – C  
Risk Management using Options: Types of options, Option pricing, Factors affecting option pricing – call 

and put options, Put-Call Parity - Mechanics of options, Stock options, Options on stock index, Options on 

futures, Interest rate options.  
Hedging & Trading strategies involving options, Valuation of option: basic model, Black and Scholes analysis. 

Arbitrage profits in options. 

Risk Management using Swaps: Mechanics of interest rate swaps, Volatility of interest rate swaps, Currency 

swaps, Valuation of currency swaps. 
 

SECTION – D  

Interest rate markets: Type of rates, Zero rates, Bond pricing, Determining Zero rates, Forward rules, 
Forward Rate Agreements (FRA), Treasury bond & Treasury note futures, Interest rate derivatives (Black 

model). 

Credit risk: Bond prices and the probability of default, Historical default experience, Reducing exposure to 



Paper Code: MBABI-M-4009 INTERNATIONAL BUSINESS 

MANAGEMENT 

 

Credit = 4 

Marks = 100 

 

Objective: To enlighten the students on International Business Environment, which includes international 
Marketing and to study the impact of globalization on Indian Industry. 

 



Paper Code: MBABI-F-4010 INTERNATIONAL FINANCIAL 





Paper Code: MBABI-O-4012 ENTERPRISE RESOURCE PLANNING Credit = 4 

Marks = 100 
 

 

Objectives: The subject aims at providing a comprehensive overview of applications of Enterprise Resource 

Planning for business managers. It would also acquaint the students with the knowledge of computerized 
production, material distribution system of a manufacturing organization and analyse the future prospects 

regarding ERP markets. 

 

 

SECTION – A 

Introduction: Overview to ERP, Typical Business Process Workflow, Fundamentals, Functionalities, 

Benefits, Modern Business Concepts, E-Commerce, Advance Planning and Scheduling, Business Analytics, 
Service oriented architecture. 

 

SECTION – B 

Issues, Concerns and Purchasing: Disadvantages of ERP Solutions, Users, Developers, Customers of ERP, 
Purchasing or Outsourcing, Planning, Purchasing and Selection of ERP, Managing implementation partners, 

ERP strategy options and risk mitigation.  

 

SECTION – C 

Implementation of ERP: Implementation plan of ERP, Methods and tools, Business process mapping, Gap 

analysis, risks and dependencies, Project timeline plan, Project organization plan, Structure and coding, Data 
migration and historical record, Prototype testing, User training program, Knowledge management, Disaster 

recovery plan, RDBMS, Data communication system, Hardware requirements, Sample system architecture. 



Paper Code: MBABI-M-4013 INDUSTRIAL AND RURAL MARKETING Credit = 4 

Marks = 100 

 

Objectives: The objectives of the course are to acquaint the students with the entire range of concept 
fundamentals and practicalities of Industrial Marketing and rural marketing. The course aims at imparting the 

knowledge about industrial marketing and also to orient students to the realities of rural marketing in India, its 

strengths, weaknesses, opportunities and threats in the changing global context. It would enable the learners to 
understand as to how the marketing strategies are different in industrial markets as compared to consumer 

markets. 

 

SECTION – A 
Introduction to Industrial Marketing: Definition of Industrial & Consumer Product, Basis of Classification, 

Difference between Industrial & Consumer Marketing, Concept of Derived Demand, Classification of 

Industrial Consumers, Industrial goods, Key Characteristics of Organizational Buying Process.  
Purchasing Organization: Structure / Functions, Commercial Enterprises - Government / Institutional 

Markets Industrial Buying Process. 

 

SECTION – B 

Marketing Strategies: 



Paper Code: MBABI-F-4014 MANAGEMENT OF FINANCIAL SERVICES 

 

Credit = 4 

Marks = 100 

 
Objective: The objective of the course is to acquaint the students with the various Financial Services and 
Techniques to manage them. 

 

SECTION – A 

Financial Services: Introduction of Financial Intermediaries and Financial Services, Organisation of the 
Financial Service Industry, Various Financial Intermediaries, Recent Development in Financial Services, 

Financial Services in India. 

Financial Regulation: Need for Regulation of Financial Market, Theoretical and Economic Perspective of 



Paper Code: 




