Part A introduction
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[ Programme i Certificate Class:B.COM, 1" Year T session’2021-22

“sybject: Commerce

CourseCode. C1-COMAILT

‘CourseTitle- - annc:alAccountmg

‘

‘Course Type ‘| Core

Pre-requisite . ‘Not requiredapen for all

uf| s fosl e

Course. | Successfiil completion of this course, the student w:ll bc nb]e to: -

Learning + Acquire conceptual knowledge of basics of accounung
Dutcomes. :

« Identify events that need to be recorded in the accounting records

~ accordance with GAAP
» Describe the role of accounting information and 1tshm1lat10ns

“accounts of sole trader

pass book balances

: frauds

» Dcvelopthcskxllofrccordmgﬁnanclalf:ransactmnsandpreparauonoﬁ-cports in

» Equip with the knowledge of accountmg proccss :md preparat:on offina
« Identify and analyze the reasons for thc difference between cash book and

~» Recognize circumstances prov:dmg for mcrcased exposure to errors and

o

Credit Value 6.

7| TotalMarks =~ = Max marks ; 25+75 Minimum'ﬁassingmarks'ss

Part B: content of the course -

Tatamo of Lectures (in hours per week}— 3 Total lectures 90

topic

Double Entry System Journal Entry ,Ledger, Subsidiary books Tnal Ba’lance
Introduction of Indum Accountmg_andard Final Acconnts :

Accounts ;- Indian History . Definition. Ob‘]ectx\}es Baslc Conccpt ‘and. Pnnclpals of =

No. of lectures

15

Accnhnﬁng for Depreciation (Accordmg to Aocounhng Standatd -6)
Branch Accounts : .

18-

Royalty Accounts’, Departmental Aocounts

15

Accounting of Non Profit Organisation, , mvcstment Account
Consignment Accounts :

15

Partnership Accounts :- Dissolution of Parmershxp (mlh Insolveucy), Amalgamauon
of Parlncrslup Firms,Conversion of Partncrsbxp firm in'to joint stock Company -

15

Computerized Accouints by using any popular accountmg software.creating a
company, configure and features setting, creating uccuunﬁng ledgers and. groups,
creating stock items and groups , vouchers entry(with maintenarice of vauchers ).
generating report - cash book, ledger accounts, trial balance , profit and loss accot;nt

and balance sheet

15

Keywords/Tags:fi 1A : _ _
i gs:financial A/c, Depreciation, Accounting Stand'u'd,h ranch a/e, roy-a'liy Alc

I:nershlp a/c,Computerized Accounts,




Indian Partnership Act 1932-General introduction

'| Limited Liability Partnership Act __2003'

]

Patthilntmduqtlm
[ Programme : Certificate  Class:B.COM.1" Year  session 3021-23
sUbject COMMERCE (Business regulatory Framework)
1 | CourseCode | C1LCOMA 2%
2__| CourseTitle Business regulatory Framework [PAPER T
3 | CourseType Core.
4 Pre-requlsitg Not required (open for all) :
S Cou rse The outcame of this course Is to provide the students with prachcal legal knowledge
_I.carnrng=- of general business law Issues. To Understand the Essentials of A Valid Contract, The .
- | Outcomes Laws Of The Act, Consideration And The Varlous Modes Of Discharge OF A Contract
D To Explain the Various Laws with Regard to The Sale of Goods and Performance of 3
Sale Contract and Remedial Measures,to Familiarize the Students with The Various
Law with Regard to Consumer Protection in India And the Functions of Various
Consumer Forumsand,to Understand the Meaning and The Various Legistations with -
Regard to The Cyber Laws
6 | CreditValue B 4
7 | Total Marks Max marks { 25+75  Minimum Passmg Marks 33
Part B: cantent of the course -
: Total No. of Lectures (in hours per week)- 3, Total Iectures 90 o
unit “tople - ‘| No.of lectures
1 i!-listorica! background of Busmess lawsin !ndla, ik s
Indian Contract Act 1872 -GENERAL LAWAS
2 | Contact relating to Indemnity and Guarantee
3 -| Negotiable instrument Act 1881 -General Introduction =
| Negotiable instrument{amendment} Act 2002~
4 | General introductlon of Co nsumer Protection Act 1986 and 2018 ; -
FEMA
5

-waordﬂags:Thc name bj"‘all act is the key word.
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Format for Syllabus of Theory Paper
B : PartAdntroduetion :Fo LAk LA an
[Program: Degree [ Class: B.COM | Year: I Year [ Session:2021-2022
Subject:Commerce ' - W :
1 | Course Code 1 C1-COMA 2T i R
2- 1 Gotiese Title | BUSINESS ORGANIZATION AND COMMUNICATIONZ" 7
3 | Course Type (Core 14 Minor+
Course/Elective/Generic '
Elective/Vocationall.....) i :
4 | Pre-requisite (if any) Not required) open for all : p ‘
S | Course Learning outcomes. | After completion of this course it is expected thatshe=student shall |
SRR I (o) L) REE : understand the basics of the business and will agleTo.imbibe how any
HE: : business can be organized successfully=“The.ghapters related
| communication shall be able to elucidate l:mz_.f-'c_gff[municat'ien plays an
important role in todern business scenario="x =
6. .| Credit Value . - 6 T
7 | Total Marks Max. Marks: 25+75 [?Min. PasSing Marks:33
i e ParBE Contentlofithe Cotirs BRI
Total No. of Lectures-Tutorials-Practical (in hours per week)iz,
L-T-P: 5 = =
Unit | Topies e No. of
= Lectures
1 | INTRODUCTION: ; LT A . 15
Indian traditional businesses and their organizatiorial structures. Concepts of Business,
Trade, Industry and Commerce -=Classification - Relationship between Trade.
Industry and Commerce - Business: Organization-  Concept, Characteristics,
Importance and Objectives . Functions of Business and ‘Social Responsibility of a
business - Steps to Start an Entérprise.™ 5
2 | FORMS OF BUSINESS ORGANIZATION: Business Organization ~ Classification - | 15
Factors Influencing the Ghoicéof Suitable Form of Organization - Sole Proprietorship
and Partnership — Medning,, Definition - Characteristics - Advantages. Co-Operative
Organization— Mezning:Finctions and Limitations of Co-operatives Societies.
3 [ ORGANIZAZION OF COMPANIES: Concepts, Meaning, Formation, Characteristics | 15
. |and Signiﬁc_a_ﬁ”ce,_;&g}"ﬁvatc Company and Public Company. Multinational Companies | -
- (MNC’S):and the Challenges of their organization in India. ' '
4 | COMMUNJCATION: Definition, Nature, Importance, Objectives of Communication. 15
| Comgitunication theories and process- Information theoty, Interaction theory,
_-Tydnsaction theory, Elements of communication process. Barriers to Communication:
| Linguistic Barriers, Psychological Barriers, Interpersonal Barriers, Cultural Bariers,
| Physical Barriers, Organizational Barriers. _ Lk
5 | 'Written Communication: Writing techniques and Guidelines. Letter writing - Basic 15
Principles, Purpose, Types of business lelters, Report writing, types of reports
Drafting of report. Oral Communication: Speeches for different occasions, Guidelines
Vor effective listening, Job Interviews, Type of information. _
6 | Modem forms of communication E-mail, Video Conferencing, Intcmatibnai' : 15
Communication for Global Business. Information Technology: Form of technolo
r Rk : b e gy,
| uses in modern communication system. Role of Social Media in modem business,
Keywords/Tags: i

o
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e S ) - Part A introduction
[Programme : Cettificate Class:B.COM.1" Year_- ‘session 202122
—;ﬁ%_ L Commerce

e Tl'\?iourseﬂode : C1-COMCIT_
I 7 | CourseTitle ! Business Econamics’

{3~ | Course Typs General Elective

4 | Pre-requisite : Nat requiredopen for all iy L :

5 |Course Upon successful corpletion of the tourse astudent will beableto. - s
Learning "1, Understand how households (demand) and businesses (supply) Interact
Outcomes. fn various market structures ta determine price ‘and quantity of @

- goodproduced. | T
2. Understand the links between household behavior and the economic
models ofdemand. ; '
3, Represent demand, in graphical form, including the downward slope of
' thedemand curve and what shiftsthe demandcurve.
4, Understand the links between production costs and the economic models
ofsupply-
5. Understand the concept of Pricing _
6. Analyze operations of markets under varying competitiveconditions
6 | Credit Value ‘16 ' ' :
7 = |'Total Marks 5 Max marks : 25475 Minimum Passing Marks 33
_Part B: content of the course :
Total No. of Lectures (in hours per week)- 3, Total lectures: 90 S
unit | e : topic RS 2 | No.of
: e 0 O : ~lectures
1 | Historical background of economics in India with special réference to : T3
g ‘Kautilya, Definition of Economics, Concept of Micro and Macro Ecoromics, | 4

Method of Economic study, Economics Law and their nature, Significance of

‘Economics, Basic problems of Economics S SHARL

2 | Elasticity of Demand, Concept and measucement of Elasticity of Demand, - 15
Price, Income and cross elasticity, Average Revenue, Marginal Revenue and

Elasticity of Demand, Determination of Elasticity of Demand, Importance of -

‘Elasticity of Demand, ; i :

3 | Factors of Production- Land, Labour, Division of labour, Efficiency of 15
Labour, Capital, Organisation and Enterprises, The scale of production, = i

“Theories of Population. e . - At

% | Production function and Law of retums, Return of scale, Equal product curve | 15
analysis, Market and theit classification, Theory of cost and concept of

| revenue. ; e g ) ;

5 | Price determination under pe fect competition and Equilibrium of the firm,

| Monopoly-price and output determination and monopoly control, Price

determination under monopoly, Imperfect and monopolistic competition-

price determination. _ # - _

& | Rent- concept, Recordian ’an’cl__;t_nodcm theories of Rent, Quasi Rent; Wages- | 75
concept, nominal andreal wages, lhm_ries"_pf_i\'@_g_g determination; Profit- ] -

‘Nature, conceptand Theoriesof profit. "= =~ " o

Keywords/Tags:micro economics, macro economics,Production, perfect tbm'pétitiﬁrf; Rent ~

L5
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Part A Intro_ductibn
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Program: Certificate

Year: First Year Session:2021-2022

|
|

|
coursc Code

V1-COM-REMT

e g

Retail Management

i
Course Type

Vocational

pram =l & .
pre-requisite (if any)

Open for all

Course Learning
outcomes (CLO)

After the successful completion of the course, the student
shall be able to-:
® Understand the Fundamental Concept of Retail Management.
Understand the shopper’s behaviour
Understand the consumer’s behaviour
Understand merchandise management.
Understand visual merchandising.
Understand E-Retailing system.
Understand E-Payment system.

| Expected Job Role /

Business Opportunities

tunities - ; : : ;
RATEERORPOT Retail Outlet Owner, Retail Management Consultant, Retail Service Provider
Job Opportunities
Window Dressing, Retail Outlet Designer, Retail Inventory Manger,
Merchandise Professional in Branded Companies, Visual Merchandiser, E-
Commerce Business Operator.
Credit Value 4




Part B Content of the Course

|
Total NoO.

of Lectures + Pracucal (in hours per week): L-1 Hr / P-1 Lab Hr

| —

Total No. of Lectures/ Practical: L-30hrs/P-30hrs

Module

Topics

No. of
Hours

Fundamentals of Retail Management

1. Basic concept of Retailing, Types of Retailer, Multi-Channel retaility
organised retaility Organised Retailing in India, Retail Market Strategy,
Retail Format and target market, Growth Strategies, Pricing Strategy.
Consurpcr behaviours, Determinants of consumer behaviour, Consumer
Marketing strategy, Consumer decision making Process, Organisational
consumcrs Behaviour, Post purchase behaviour.

2. Scrvice Retailing- Importance of service retailing and its Challenges.
Consumer Behaviour in Services zone of Tolerance, Service Perception and
Expectation, Service strategy, Service triangle, marketing mix, Marketing

segmentation.

10

Il

Mecrchandise Management

I, Merchandising Philosophy, Merchandising plans, Merchandise budget,

financial inventory control, Pricing Strategy.
Basics of visual Merchandising, Retail Store site and design, Store layout,
Image mix, Store Exterior and Interior, Color Blocking, Signage and

Understanding Material Planograms, Window Display.

10

1

‘E-Retailing

Introduction:
The concepts of E-Commerce, E Business and E-  Marketing, Evolution

of E-Commerce, E-Commerce Vs Traditional Commerce, Network
infrastructure  for E-Commerce, Internet, Extranet.  E-Commerce
applications: ~ Consumer ~ Applications, ~ Organisation  Applications,
Procurement - Online Marketing and Advertisement, Online Interactive
Retailing, E-Commerce - Business Models: B2B, B2C, C2C, B2

Government, Government to Government.

E-Marketing: Information based marketing, E-Marketing Mix - Cost,
Connectivity, Convenience, Customer, interface, Speed of delivery. Web
retailing, Process of website development. E-Retailing/reverse Marketing.
Electronic Payment Systems: Introduction to payment systems, On-line

payment systems-Prepaid E - payment systems, Post - paid E-payment

systems, E-Cash or Digital Cash, E-Cheques, Credit cards. Smart cards,

Debit cards.

10




o '
| . Practical
o e Product based Store Layout =
e Product Segmentation
e Product Mix
¢ Window Dressing (display)
e Analysis of Online Retailing (Product based)
e Indexing of product based online retailer
e Payment App Procedure
e Case studies
e Practical Sessions by Industry Experts, covering all aspects of
Retailing.

project/ Field trip: - Visit to Branded Retail Store

Text Books, Reference Books, Other resources
| Suggested Readings: . .
Pandit, Retail management, Tata Mc Graw Hill Education Pvt.

| Michael lacy, Barton A Weitz and Ajay

Ltd. New Delhi.
_KVC Madaan, Fundamental of retailing, Tata Mc Graw Hill Education Pvt. Ltd. New Delhi.

. Swapna Pradhan, Retail management, Tata Me Graw Hill Education Pvt. Ltd. New Delhi.
K Rama Mohana Rao: Services Marketing, Pcarson, 2 Ed. New Delhi. - _
Valeri Zeithmal, Mary Jo Binter,Dwayne D Gremler and Ajay Pandit: Services Marketing, Tata

McGraw Hill, New Delhi. .
Kalakota & Winston- Frontier of E-commeree, Pcarson Education.

2
3
4
L5

Suggested equivalent online courses: .
'1ttps:h’nptel.uc‘im‘conrcnrfsmraacﬂcoursesldownloads new/110104070/noc19 mg28 Assignment8.pdf
1tt@ﬁnnlinccuurses,swavzm2.ac.in!imh19 me02/preview
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