BHAVNAGAR UNIVERSITY

BHAVNAGAR

THIRD YEAR B.COM.

BUSINESS COMMUNICATION – III
Syllabus [To be in force from June-2004]

Marks – 100

Objectives:
1. To introduce modern forms of written business communication to the students;

2. To cultivate their inner abilities for the business-field concerned. 

Unit wise syllabus







    Total Marks: 100
Unit-1:
[A]
Banking Correspondence 







10

[B]
Correspondence regarding life insurance





10

Unit-2:
[A]
Secretarial Correspondence







10

[B]
Agency Correspondence







10

Unit-3:
[A]
Personnel Correspondence 







10

[B]
Circulars









10

Unit-4:
[A]
Notice-Agenda








10

[B]
Minutes









10

Unit-5:
[A]
Trade References and Status Inquiry 






10

[B]
Share Market Reports (Only for comprehension purpose)



10

Examination Pattern:
Each of the given five unit with sub unit (A & B) should be given equal importance and weightage and carries equal marks. 
T. Y. B. Com. (International Business)

IB1  PRINCIPLES OF MARKETING                     


Marks 100

Oblective                                                

The objective of this course is to help students to understand the concept marketing and its applications.

COURSE CONTENTS

Unit : 1
Introduction: Nature and scope of marketing; Importance of marketing as a business function, and in the economy; Marketing concepts -traditional and modem; Selling vs. marketing: Marketing mix; Marketing environment. 

Consumer Behaviour and Market Segmentation: Nature, scope, and significance of consumer behaviour; Market segmentation -concept and importance; Bases of market segmentation.

Unit : 2
Product: Concept of product, consumer, and industrial goods; Product planning and development; Packaging -role .and functions; Brand name and trade mark; After sales service; Product life cycle concept.

Unit : 3
Price: Importance of price in the marketing mix; Factors affecting price of a product/service; Discounts and rebates.

Unit : 4 
Distributions Channels and Physical Distribution: Distribution channels - concept and role; Types of distribution channels;.  Factors affecting choice of a distribution channel; Retailer and wholesaler; Physical distribution of goods; Transportation: Warehousing; Inventory control; Order processing.

Unit : 5
Promotion: Methods of promotion; Optimum promotion mix; Advertising media – their relative merits and limitations; Characteristics of an effective advertisement; Personal selling; Selling as a career; Classification of a successful sates person; Functions of salesman

Suggested Readings
Philip Kotler: Marketing Management Englewood Cliffs; Prentice Hall, NJ.

William M. Pride and O.C. Perrell: Marketing: Houghton-Mifflin Boston.

Stanton W.J.,~Etzel Michael J„ and Walker Bruce J; Fundamentals of Marketing; McGraw-Hill, New York

Lamb ChariesW-.HaIr Joseph F., and McDaniel Carl: Principles of Marketing; South-Western-Publishing, Cincinnati, Ohio.                      •

Cravens David W, Hills Gerald E„ Woodruff Robert B: Marketing Management: Richard D. tiwin, Homewood, Illinois.

Kotler Philip and Armstrong Gary: Principles of Marketing; Prentice-Halt of India, New Delhi.

PutmerR.M: The New Marketing; McMillan, New York.

McCarthy J.E: Basic Marketing - A Managerial Approach; McGraw Hill, New York.

Cundiff, Edward W and Stiu R.R: Basic Marketing - Concepts, Decisions and Strategties; Prentice Hall, New Delhi.

Bushkirk, Richard H.: Principles of Marketing; Oryden Pren, Illinois.

T. Y. B. Com. (International Business)

IB2  INTERNATIONAL MARKETING                     

Marks 100

Objective
This course aims at acquainting student with the operations of marketing

international environment.

COURSE CONTENT
Unit : 1
International Marketing: Nature, definition, and scope of international marketing; Domestic marketing vs. international marketing; International marketing environment -external and internal.

Identifying and Selecting Foreign Market: Foreign market entry mode decisions.

Unit : 2
Product Planning for International Market: Product designing; Standardization vs adaptation; Branding, and packaging; Labeling and quality issues; After sales service.

Unit : 3
International Pricing : Factors influencing international price; Pricing process - process and methods; International price quotation and payment terms. Promotion of Product/Services Abroad: Methods of international promotion; Direct mail and sales literature; Advertising; Personal selling; Trade fairs and exhibitions. 

Unit : 4
International Distribution: Distribution channels and logistics decisions; Selection and appointment of foreign sales agents.

Unit : 5
Export Policy and Practices in India: Exim policy - an overview; Trends in India's foreign trade; Steps in starting an export business; Product selection: Market selection; Export pricing; Export finance; Documentation; Export procedures; Export assistance and incentives.

Suggested Readings
Bhattacharya R.L. and Varshney B: International Marketing Management; Sultan chand, New Delhi.

Bhattacharya B: Export Marketing Strategies for Success: Global Press, New Delhi.

Keegan W.J: Multinational Marketing Management; Prentice Hall, New Delhi.

Kriptani V: International Marketing; Prentice Hall New Delhi.

Taggart J.H and Moder Mott M.C: The Essence of International Business; Prentice Hall New Delhi.

Kotler Phillip: Principles of Marketing; Prentice Hall New Delhi.

Fayer Weather John: International Marketing; Prentice Hall, NJ.

Caterora P.M. and Keavenay S.M: Marketing an International Perspective; Erwin Homewood, Illinois.

Patiwala, Stanley J: The Essence of International Marketing: Prentice Hall, New Delhi.
T. Y. B. Com. (International Business)

IB 3 INTERNATIONAL BUSINESS ENVIRONMENT


Marks 100

Objective
The objective of this course is to acquaint students with international business environment and its impact on foreign market operations of a firm.

COURSE INPUTS

Unit : 1
International Business Environment - An Overview : Nature, importance, and scope; Environment analysis - economic, geographic, socio-cultural, commercial, legal, and political environments.

Unit : 2
Theoretical Foundations of International Business: Theories of international trade; Gains from international trade; Balance of payments analysis. 

Unit : 3
Instruments of Commercial Policy: Tariff and non-tariff measures; Arguments for and against protectionism.

Current Trends and Issues in International Trade: Pattern and structure of world trade; Trade in services.

Unit : 4
Foreign Investment: Types, motives, and effects: Present structure of foreign direct investments. 
Multinational Corporations (MNCs):  Nature, role, types, and operations;  Policy towards MNCs; Transfer of technology.

Unit : 5
Regional Economic Integration: Forms of integration, Regional economic groupings S    in practice -EU, NAFTA, ASEAN.SAARC, AND SAPTA.

International Economic Co-operation, Institutions and Agreements:

WTO; World Bank ; IMF; UNCTAD; GSP; Commodity Agreements

Suggested Readings
Daniels, John D„ and Radebaugh, Lee H: International Business Environments and Operations; Addison

Wesley Pub. Co.. Massechusets.

Cateora, Philip: international Marketing; Richard D. lrwin, Illinois.

Sodersten BO: International Economics; MacMillan, London.

Hodgson, John S. Nand Herander, Mark G.: International Economic Relation; Prentice Hall, NJ.

Bhalla V.K: International Business; Anmol Publications, New Delhi.

ParvezAsheghian, Bahaman Ebrahim: International Business; Harper Collins, London.

Peter H. Lindert: International Economics; Richard D. lrwin, Illinois.
T. Y. B. Com. (International Business)

IB 4
INDIAN FOREIGN TRADE AND POLICY


Marks 100

Objective

The objective of this course is to acquaint students with India's foreign trade and policy framework.

COURSE INPUTS

Unit : 1
India's Foreign Trade: Trends and developments; Commodity composition and direction; India's foreign trade in global context.

Unit : 2
Foreign Trade Policy and Control in India: Policy making body and institutions; Exchange control in India - objectives and definition.

Unit : 3
Import Substitution and Export Promotion Policies: Export Incentives- duty exemption schemes, EPCG, duty draw backs; Role of commercial banks in foreign trade; Deferred payment system: EXIM Bank; Export credit insurance and ECGC.

Unit : 4
Infrastructure Support for Export Promotion :Export promotion councils; Commodity boards/product export development authorities: Specific service institutions; State trading organizations; Export and Trading Houses; Export Processing Zones/Special Economic Zone (EPZ/SEZ); Export Oriented units (EOUs).

Unit : 5
Foreign Investment Policy : Indian joint ventures abroad; Multilateralism and Bilateralism in India's foreign trade.

Suggested Readings
Verma M.L: Foreign Trade Management in India; Vikas Publishing House, New Delhi.

Bhashyam S: Export Promotion in India - The institutional Infrastructure; Commonwealth Pub., New Delhi.

Chaudhuri B.K: Finance of Foreign Trade and Foreign Exchange; Himalaya Publication, New Delhi.

Mahajan V.S.: India's Foreign Trade and Balance of Payments; Deep & Deep Publications, New Delhi.

VarshneyR.L: India's Foreign Trade; KitabMahat, Allahabad

Export-Import Policy; 1997-2001; Ministry of Commerce, Government of India, New Delhi.
T. Y. B. Com. (International Business)

IB 5 Export – Import Procedures And Documentation

Marks - 100

Objective            .                                      •

The object of this course is to apprise student about export-import procedures and

different types of documents needed in foreign trade transactions.

COURSE INPUTS

Unit : 1
Documentary Framework for Exports and Imports: Registrations of an export firm and licensing regulations; Processing of an export order; Export documents –need and types; Overview of various export documents. International Business Contracts: Types and formation

Unit : 2
Payment Terms: Instruments and methods of financing, including documentary credits and collection; Uniform Customs of Practices (UCP) 500. Export Finance: Facilities, incentives and procedures for pre-and post-shipment finance.

Unit : 3
Business Risk Coverage: Cargo, credit, and foreign exchange risk coverage; Cargo insurance; Role and schemes of ECGC and commercial banks.

Unit : 4
Foreign Exchange Regulations and Formalities

Unit : 5
Quality Control and Pre-shipment Inspection: Concept, scheme, and procedures. Excise clearance of export cargo: Customs clearance of export-import cargo; Claiming duty drawbacks and other incentives.

Suggested Readings
Paras Ram, Export: What, Where and How; Anupam Publishers, Delhi.

Uniform Customs & Practice for Documentary Credits; International Chamber of Commerce, Paris.

Handbook of Import -Export Procedures; Ministry of Commerce, Government of India, New Delhi-

Mahajan M.I.; Exports: Do it yourself; Snowwhite Publications, Mumbal.

Export Documentation and Procedures; Nabhi Publications, New Delhi.
T. Y. B. Com. (International Business)

IB 6 INTERNATIONAL FINANCE




Marks 100

Objective
This course aims at familiarizing students with some important issues in international finance.

COURSE INPUTS

Unit : 1
International Monetary System: History: Bretton Woods system and the period after 1971: IMF and World Bank.

Unit : 2
Foreign Exchange Market: Exchange rate determination and its mechanism: Exchange rate fluctuations -impact on .foreign trade and investment; Currency exposure management.

Unit : 3
International Banking: World financial markets; Eurocurrency markets

Unit : 4
Foreign Investments: Types and motives; Foreign investments in India; India's investment in foreign countries; Regulation of foreign investments in India.

Unit : 5
International Money Market – Instruments & Institutions: GDRs, ADRs, IDRs, Euro Bonds, Euro Loans, REPOs, CPs, derivatives, floating rates instruments, loan syndication and Euro deposits; IMF, IBRD, Development Bank

Suggested Readings
Bhalla V.K: international Financial Managemen Text & Cases; Anmol Publications, New Delhi.

Jain P.K., Peyrard J„ andYadav Surendra S: Foreign Exchange Markets; Macmillan, New Delhi.

Buckley: Multinational Finance; Prentice Hall India, New Delhi.

Seth A.K: International Finance; Galgotia Publishing Company, Karol Bagh, New Delhi.
T .Y. B. Com. (Banking & Insurance)

BI 1 INDIAN BANKING SYSTEM





Marks 100

Objective
This course enables the students to know the working of the Indian banking system.

COURSE INPUTS

Unit : 1
Indian Banking System: Structure and organization of banks; Reserve Bank of India; Apex banking institutions; Commercial banks; Regional rural banks; Co-operative banks: Development banks.

Unit : 2
State Bank of India: Brief History: Objectives; Functions; Structure and organization; Working and progress. 

Unit : 3
Banking Regulation Act, 1949: History: Social control; Banking Regulation Act as applicable to banking companies and public sector banks; Banking Regulation Act as applicable to Co-operative banks.

Unit : 4
Regional Rural and Co-operative Banks in India: Functions: Role of regional rural and cooperative banks in rural India; Progress and performance. 

Unit : 5
Reserve Bank of India: Objectives: Organization: Functions and working: monetary policy; Credit control measures and their effectiveness.

Suggested Readings

Basu A.K: Fundamentals of Banking-Theory and Practice; A. Mukheqee and Co., Calcutta.

Sayers R.S: Modem Banking; Oxford University Press.

Panandikar S.G). and Mithani D.M: Banking in India; Orient Longman.

Reserve Bank of India: Functions and Working.

Dekock: Central Banking; Crosby Lockwood Staples, London.

Tennan M.L: Banking -Law and Practice in India; India Law House, New Delhi.

Khubchandani B.S.: Practice and Law of Banking; Macmillan, New Delhi..

Shekhar and Shekhar: Banking Theory 'and Practice; Vikas Publishing House, New Delhi.
T .Y. B. Com. (Banking & Insurance)

BI 2 MERCHANT BANKING AND FINANCIAL SERVICES

Marks 100

Objective
This course exposes the students to the essentials of merchant banking and financial

services.

COURSE INPUTS

Unit : 1
Merchant Banking: Functions: Scope; Merchant banking in India; SEBI guidelines for merchant bankers.

Role of Merchant Bankers in Fund Raising: Managing public issue; Public issue programme; Alternative to public issue; Private placement; Raising public deposits. 

Unit : 2
Credit Rating: Introduction; Instruments; Benefits; Rating methodology; Cautions; Types of rating. 

Project Appraisal: Project life cycle; Evaluation; Social cost benefit analysis; Capital cost and financial projections.

Unit : 3
Long Term Finance & Working Capital Finance: Term loans: Working capital loans; Maximum permissible bank finance: Factoring and forfeiting.

Lease Financing and Decisions: Concept; Types of leases; Leasing decisions; Evaluation of leases.

Unit : 4
Mutual Funds: Introduction; Classification; Mutual funds in India

Portfolio Management and Venture Capital: Portfolio management- introduction, principles,  steps,  qualifications,  and  obligations;  Responsibilities  of  portfolio manager; Venture capital -introduction, scope, steps to provide venture capital, mode of funding.

Unit : 5
Mergers and Acquisitions: Need, types of mergers; Financial, legal, and human considerations in mergers and acquisitions; Effectiveness of mergers and acquisitions.

Depository and Custodial Services: Depository-introduction, concept, constitution of depository system; Functioning of depository system; Depository system in India; Custodial .services -meaning;  Registration;  Obligations and responsibilities of custodians; Code of conduct.

Suggested Readings
Khan M.Y.& Jain P.K: Financial Management; Text and Problems, Tata McGraw Hill, New Delhi.

Pandey I.M: Financial Management; Vikas Publishing House, New Delhi.

VermaJ.C: A Manual of Merchant Banking; Bharat Law House, New Delhi.
Pahwa H.P.S', Project Financing: Bharat Law House, New Delhi.

Khan M.Y: Financial Services; TataMcGraw Hill, New Delhi.

Rustagi R.P: Financial Management- Theory Concepts and Problems - Incorporating the Emerging Trends in Indian Capital Market; Gatgotia, New Delhi.

Machiraju H.R: Merchant Banking Principles and Practice; New Age International, New Delhi.

Pezzullo Mary Ann: Marketing Financial Services; Macmillan, New Delhi.

Merrill Marv P.: Financial Plannina in the Bank: Macmillan. New Delhi.

T .Y. B. Com. (Banking & Insurance)

BI 3 COMMERCIAL BANK MANAGEMENT



Marks 100

Objective
This course aims at acquaint students with the basics of commercial bank management.

COURSE INPUTS

Unit : 1
Principles of Banking: Definition of bank; Creation of money; Present structure of commercial banking system in India; Brief history; Functions; Working during 1947-1990 and thereafter.

Unit : 2
Management Principles in Banks: Managerial functions in banks; Hierarchy, individual and group behaviour; Management of personnel -Functions of manager, inspector, local advisory committee; Recruitment; Selection; Training; Promotion: Control of staff. 

Unit : 3
Management of Deposits and Advances: Deposit mobilization; Classification and nature of deposit accounts; Advances; Lending practice; Types of advances: Principles of sound bank lending; Preparation of reports; Credit plans; Planning customers; Limits of credit; Security.

Unit : 4
Investment Management: Nature of bank investment; Liquidity and profitability; Preparation of cheques; Bills; Endorcement; Government securities; Documents of title to goods railway receipt; Bill of lading; Book debts; Securities - Government and commercial.

Unit : 5
Management of Finance: Bank accounts; Records; Reports; Statement of advances; Evaluation of loan applications; Profit and toss account; Balance sheet and statutory reports regarding cash revenue.

Suggested Readings
Tannan ML: Banking-Law and Practice in India; Indian Law House, New Delhi.

RadhaswarniM. and Basudevan A: Textbook of Banking; S.Chand& Co. New Delhi.

PanikarK.K: Banking -Theory & System: S.Chand& Co. New Delhi.

Vinayakan N: Banking by 2000 A:D;Kanishka Publishers, Delhi.

Jessup P.F: Innovations in Bank Management.

Reed E.W: Commerical Bank Management.

Desai Vasant: Principles of Bank Management.

Khubchandan B.S.: Practice and Law of Banking; Macmillan, New Delhi.
T .Y. B. Com. (Banking & Insurance)

BI 4 FUNDAMENTALS OF INSURANCE



Marks 100

Objective                                       •

This course enables the students to know the fundamentals of insurance.

COURSE INPUTS

Unit : 1
Introduction to Insurance: Purpose and need of insurance: Insurance as a social security tool; Insurance and economic development.

Unit : 2
Fundamentals of Agency Law: Definition of an agent; Agents regulations; Insurance intermediaries; Agents' compensation.


Functions of the Agent: Proposal form and other forms for grant of cover; Financial and medical underwriting; Material information; Nomination and assignment; Procedure regarding settlement of policy claims.          .

Unit : 3
Procedure for Becoming an Agent: Pre-requisite for obtaining a license; Duration of license; Cancellation of license; Revocation or suspension/termination of agent appointment; Code of conduct; Unfair practices.

Unit : 4
Company Profile: Organizational set-up of the company; Promotion strategy; Market IS    share; Important activities; Structure; Product; Actuarial profession; Product pricing - actuarial aspects; Distribution channels.                                       

Unit : 5
Fundamentals / Principles of Life insurance / Marine / Fire / Medical/ General Insurance: 3- Contracts of various kinds; Insurable Interest.

Suggested Readings
Mishra M.N: Insurance Principles and Practice; S. Chand and Co, New Delhi.

Insurance Regulatory Development Act 1999.

Life Insurance Corporation Act 1956.

Gupta OS: Life Insurance; Prank Brothers, New Delhi.

Vinayakarn N„ Radhaswamy and Vasudevan SV; Insurance - Principles and practice, S.Chand and Co., New Delhi.

Mishra MN: Life Insurance Corporation of India, Vols I, II & III; Raj Books, Jaipur.
T .Y. B. Com. (Banking & Insurance)

BI 5 INSURANCE MANAGEMENT




Marks 100

Objective
The Objective of this course is to acquaint the students with the basics of financial and tax planning in the area of insurance

COURSE INPUTS

Unit : 1
Introduction: Savings and investment schemes like shares, units, capital, markets, mutual funds, etc. vis-a-vis insurance; Tax benefits under insurance policies: Life cycle needs -including solutions, matching of the customers needs and requirements to available products; Comparison between different products offered vis-à-vis chargeable premium, and coverage.                         .

Unit : 2
Computation of Premiums/Bonuses: Premium calculation-including rebates, mode rebate,  large-sum  assured  polices ' rebate;  Extra  premium;  Under  premiums; Computation of benefits: Surrender value; Paid-up value.

Unit : 3
Insurance Documents: Insurance documents, including proposal forms and other relevant  forms; First .premium receipt/renewal premium receipt: Policy contract; Endorsements; Renewal notice/bonus notices; Other insurance documents related to receipt 

Unit : 4
Life Insurance Products: Traditional Unit Linked Policies; Individual and Group Policies; With -profit and without-profit polices; Different types of insurance products - Whole life products, interest sensitive products, term-assurance annuities; Endowment; Assurance.

Unit : 5
Options and Guarantees


Group Insurance and Pension Plans


Health Related Insurance

Suggested Readings
Mishra M.N: Insurance Principles and Practice; S. Chand & Co., New Delhi.

Insurance Regulatory Development Act 1999 and other relevant Acts.

Life Insurance Corporation Act 1956.

Gupta O.S.: Life Insurance; Frank Brothers, New Delhi.

Vinayakarn N„ Radhaswamy and Vasudevan SV: Insurance .-Principles and Practice, S.Chand & Co.; New Delhi.

Mishra M.N: Life Insurance Coorporation of India, Vols I, II & III; Raj Books, Jaipur.
T .Y. B. Com. (Banking & Insurance)

BI 6 LEGISLATIVE INSURANCE FRAMEWORK


Marks 100

Objective
This course acquaints the students with the Legislative Framework with regard to Insurance.

COURSE INPUTS

Unit : 1
Insurance Act 1938

Unit : 2
LIC Act 1956

Unit : 3
Insurance Regulatory & Development Authority Act 1999


Code of conduct in advertisement and publicity areas.

Unit : 4
Consumer Protection Act 1985

Unit : 5
Ombudsman Scheme


Income Tax Act, Married Wom.en's Property Act, and Contract Act as relevant to the conduct of insurance business.

Suggested Readings
Mishra M.N: Insurance Principles and Practice; S.Chand& Co., New Delhi

Insurance Regulatory Development Act 199s.

Life Insurance Corporation, Act 1956.

Consumer Protection Act 1985.

lndianContractAct1872.

Gupta OS: Life Insurance; Prank Brothers, New Delhi.

Vinayakarn N, Radhaswamy, and Vasudevan SV: Insurance-Principles and Practice, S.Chand & Co., New

Delhi.

Mishra MN: Life Insurance Corporation of India; Raj Books, Jaipur
T. Y. B. Com. (MARKETING)

BM1  PRINCIPLES OF MARKETING                     


Marks 100

Objective                                                

The objective of this course is to help students to understand the concept marketing and its applications.

COURSE CONTENTS

Unit : 1
Introduction: Nature and scope of marketing; Importance of marketing as a business function, and in the economy; Marketing concepts -traditional and modem; Selling vs. marketing: Marketing mix; Marketing environment. 

Consumer Behaviour and Market Segmentation: Nature, scope, and significance of consumer behaviour; Market segmentation -concept and importance; Bases of market segmentation.

Unit : 2
Product: Concept of product, consumer, and industrial goods; Product planning and development; Packaging -role .and functions; Brand name and trade mark; After sales service; Product life cycle concept.

Unit : 3
Price: Importance of price in the marketing mix; Factors affecting price of a product/service; Discounts and rebates.

Unit : 4 
Distributions Channels and Physical Distribution: Distribution channels - concept and role; Types of distribution channels;.  Factors affecting choice of a distribution channel; Retailer and wholesaler; Physical distribution of goods; Transportation: Warehousing; Inventory control; Order processing.

Unit : 5
Promotion: Methods of promotion; Optimum promotion mix; Advertising media – their relative merits and limitations; Characteristics of an effective advertisement; Personal selling; Selling as a career; Classification of a successful sates person; Functions of salesman

Suggested Readings
Philip Kotler: Marketing Management Englewood Cliffs; Prentice Hall, NJ.

William M. Pride and O.C. Perrell: Marketing: Houghton-Mifflin Boston.

Stanton W.J.,~Etzel Michael J„ and Walker Bruce J; Fundamentals of Marketing; McGraw-Hill, New York

Lamb ChariesW-.HaIr Joseph F., and McDaniel Carl: Principles of Marketing; South-Western-Publishing, Cincinnati, Ohio.                      •

Cravens David W, Hills Gerald E„ Woodruff Robert B: Marketing Management: Richard D. tiwin, Homewood, Illinois.

Kotler Philip and Armstrong Gary: Principles of Marketing; Prentice-Halt of India, New Delhi.

PutmerR.M: The New Marketing; McMillan, New York.

McCarthy J.E: Basic Marketing - A Managerial Approach; McGraw Hill, New York.

Cundiff, Edward W and Stiu R.R: Basic Marketing - Concepts, Decisions and Strategties; Prentice Hall, New Delhi.

Bushkirk, Richard H.: Principles of Marketing; Oryden Pren, Illinois.

T. Y. B. Com. (MARKETING)

BM2  INTERNATIONAL MARKETING                     

Marks 100

Objective
This course aims at acquainting student with the operations of marketing

international environment.

COURSE CONTENT
Unit : 1
International Marketing: Nature, definition, and scope of international marketing; Domestic marketing vs. international marketing; International marketing environment -external and internal.

Identifying and Selecting Foreign Market: Foreign market entry mode decisions.

Unit : 2
Product Planning for International Market: Product designing; Standardization vs adaptation; Branding, and packaging; Labeling and quality issues; After sales service.

Unit : 3
International Pricing : Factors influencing international price; Pricing process - process and methods; International price quotation and payment terms. Promotion of Product/Services Abroad: Methods of international promotion; Direct mail and sales literature; Advertising; Personal selling; Trade fairs and exhibitions. 

Unit : 4
International Distribution: Distribution channels and logistics decisions; Selection and appointment of foreign sales agents.

Unit : 5
Export Policy and Practices in India: Exim policy - an overview; Trends in India's foreign trade; Steps in starting an export business; Product selection: Market selection; Export pricing; Export finance; Documentation; Export procedures; Export assistance and incentives.

Suggested Readings
Bhattacharya R.L. and Varshney B: International Marketing Management; Sultan chand, New Delhi.

Bhattacharya B: Export Marketing Strategies for Success: Global Press, New Delhi.

Keegan W.J: Multinational Marketing Management; Prentice Hall, New Delhi.

Kriptani V: International Marketing; Prentice Hall New Delhi.

Taggart J.H and Moder Mott M.C: The Essence of International Business; Prentice Hall New Delhi.

Kotler Phillip: Principles of Marketing; Prentice Hall New Delhi.

Fayer Weather John: International Marketing; Prentice Hall, NJ.

Caterora P.M. and Keavenay S.M: Marketing an International Perspective; Erwin Homewood, Illinois.

Patiwala, Stanley J: The Essence of International Marketing: Prentice Hall, New Delhi.
T. Y. B. Com. (MARKETING)

BM 3 PERSONAL SELLING





Marks 100

Objective
The objective of this course is to enable students learn the fundamentals of personal selling and steps involved in the selling process.

COURSE INPUTS
Unit : 1
Personal Selling: Nature and importance; Functions of a salesman: Types of selling; Personal selling as a career.

Salesmanship and Qualities of Salesman: Buyer -seller dyads; Product knowledge; Customer knowledge - buying motives and selling points.

Unit : 2
Scientific Selling Process: Basic steps in personal selling - prospecting, pre-approach, and qualifying.

Unit : 3
Approach and Presentation: Methods of approaching a customer; Presentation process and styles; Presentation planning.

Unit : 4
Objection Handling: Types of objections; Handling customer objections.

Unit : 5
Closing Sales and follow up: Methods of closing sale; Executing sales order - Follow-up -importance, and process.

Suggested Readings
Condiff, Still and Govani et.al: Sales Management;: Prentice Hall India, New Delhi.

Smith R: Sales Management; Prentice Hall of India, New Delhi.

Vaccaro J.P: Sales Management - Text; Cases & Readings: Prentice Hall, New Delhi.

Harper H.W: Modern Advertising : Practice and Principles; McGraw Hill, New York.

Condiff E.W. and Still R.R: Basic Marketing -Concepts , Decisions and Strategy; Prentice Hall of India, New

Delhi.

Brink Edward L. and Kelly W.T: The Management of Promotion: Prentice Hall, New York.

Kotler Philip: Marketing Management: Prentice Hall, New Jersey.
T. Y. B. Com. (MARKETING)

BM 4 ADVERTISING AND SALES PROMOTION


Marks 100

Objective
The objective of the course is to acquaint students with the basics of advertising and sales promotion.

COURSE INPUTS

Unit : 1
Communication Process: Basic communication process, role of source; Encoding and decoding of message, media, audience, feedback, and noise.

Advertising and Communication mix: Different advertising functions; Types of advertising; Economic aspects of advertising; Advertising process -an overview; Setting advertising objectives and budget.

Unit : 2
Creative Aspects of Advertising: Advertising appeals, copy writing, headlines, illustration, message, copy types; Campaign planning. 

Advertising Media: Different types of media; Media planning and scheduling.

Unit : 3
Impact of Advertising: Advertising agency roles, relationship with clients, advertising department; Measuring advertising effectiveness; Legal and ethical aspects of advertising.

Unit : 4
Sales Promotion: Meaning, nature, and functions; Limitation of sales promotion; Types of sales promotion schemes; Consumer and trade, sales promotion.

Unit : 5
Sales Promotion Schemes: Sampling; Coupon; Price off; Premium plan; consumer U  contests and sweeps takes;  POP displays; Demonstration: Trade fairs and exhibitions; Sales promotion techniques and sales force.

Suggested Readings
Aaker, David and Myers John G„ et.al: Advertising Management; Prentice Hall of India, New Delhi.

Border W.H: Advertising: John Wiley, NY.

Ogivy D.: Ogivy on Advertising; Longman Publication.

Aaker Daind A, Batra Rajeev, Myers G: Advertising Management; Prentice Hall of India, New Delhi.

Sengupta Subroto: Brand Positioning Strategies for Competitive Advantage; Tata McGraw Hill, New Delhi.

Coundiff Still and Govani: Sales Management; Prentice Hall, New Delhi

Rorsiter John R, Percy Larry: Advertising and Promotion Management; McGraw Hill, New York.

Sundage, Fryburger, Rotzoll: Advertising Theory and Practice: AITBS, New Delhi.
T. Y. B. Com. (MARKETING)

BM 5 AGRICULTURE AND RURAL MARKETING


Marks 100

Objective
The objective of this course is to expose the students to the peculiarities of agricultural and rural marketing in the Indian context.

COURSE INPUTS
Unit : 1
Rural Marketing importance, nature, and scope: Rural vs urban marketing; Definition of rural area. Understanding Rural Marketing Environment: Geographical, economic, socio-cultural and infrastructural factors, and their influence on marketing operations.

Unit : 2
Rural Consumer: Characteristics: Attitudes and behaviour; Buying patterns and influences; Segmenting rural markets.

Unit : 3
Rural Marketing Strategies: Product planning for rural markets, quality, and size; Packaging and branding decisions; Pricing decisions.

Unit : 4
Promotion and Distribution in Rural Markets: Media and copy decisions; Distribution channels and logistics in rural markets.

Unit : 5
Marketing of Agricultural Inputs: Pricing and distribution of agricultural products; Role of government and organizations in marketing of agricultural products: Cooperative marketing; Problems in agricultural marketing.

Suggested Readings
Rajagopal: Management Rural Business; Wheeler Publications, New Delhi.

Neelameghan S: Marketing in India: Cases and Readings; Vikas Publishing House, New Delhi.

Gopalaswamy TP: Rural Marketing; Wheeler Publishers, New Delhi.

Nayyar H and Ramaswamy P: Globalization and Agricultural Marketing; Rawat Publications, Jaipur.

Memoria CB: Agriculture Marketing; Himalaya Publishing House, New Delhi.
T. Y. B. Com. (MARKETING)

BM 6 DISTRIBUTION AND RETAILING




Marks 100

Objective
The objective of this course is to acquaint students with distribution methods and retailing system.

COURSE INPUTS
Unit : 1
Importance of Distribution in Marketing: Emerging trends and challenges; Distribution channel decisions and logistics issues.

Unit : 2
Distribution Channel System: Functions and types of channels; Wholesaling –nature and importance; Type of wholesales and their functions; Channel management. 

Unit : 3
Retailing: Types and functions;  Departmental stores, convenience stores, supermarkets, types markets, chain stores, specialty stores; Door-to-door selling;

Direct marketing; Retail vending machines; Retail through electronics channels; Mail order houses; Retail cooperatives.

Unit : 4
Channels Selection and Motivation: Factors affecting channels decision; Motivating channel members; Conflict resolution; Distribution audit and control.

Unit : 5
Distribution Location Decisions: Inventory control; Warehousing and transportation planning.

Wholesaling and Retailing in India: Developments and issues.

Suggested Readings
Luiek, Ziegler, et.al: Sales Promotion and Modem Merchandising;

Stem, and Ansary, and Coughlan: Marketing Channels; Prentice Hall of India, New Delhi.

Wamer, David S.: Marketing and Distribution; McMillan, NY.

Pyle Joseph: Marketing Principles; McMillan, NY.

Doughlas L, et al: Fundamentals of Logistics and Distribution; Tata McGraw Hill, New Delhi..

T. Y. B. Com. (MIP)

MIP 1 Information Technology And Its Applications In Business
Objective

The objective of the course is to familiarize the students with the innovations in information technology and how it affects business. An understanding of the ground rules of these technologies will enable the students to appreciate the nitty-gritty of E-Commerce.

COURSE INPUTS
Unit : 1
Information Revolution and Information Technology (IT): 

Deployment of IT in Business; Basic features of IT; Impact of IT on business environment and social fabric;  Invention  of writing:  Written  books;  Printing  press and  movable type  - Gutenberg's invention; Radio, telephone, wireless and satellite communication:

Computing and dissemination of information and knowledge and convergence of technologies (internet with Wireless - WAP).

Unit : 2
Fundamentals of Computers: Data, information and EDP: 

Data, information, need / and concept of data and information; Levels of information from data: Data'' processing; Electronic data processing; Electronic machines:

a. Number  Systems  and  Codes:  Different  number systems  -  binary,  octal, decimal, hexagonal, and their conversion codes used in computers; BCD, EBCDIC, ASCII; Gray and conversions.

b. Computer Arithmetic and Gates: Binary arithmetic, complements, addition and subtraction; Conversion from one system to another;  Logic Gates, their truthtable and applications minimisation, and K-rnaps.

c. Computer  Processing  System:  Definition  of  computer;  Hardware/software concepts; Generation of computers; Types of computers; Elements 'of digital computer; CPU and its functions; Various computer systems.

d. I/O devices: Basic concepts of I/O devices; Various input devices - Keyboard, mouse; MICR, OCR, microphones.

e. Various output devices: VDU, printer, plotter, spooling, LS.

f. Storage   Devices:   Primary   and   secondary   memory:   Types   of  memories;; Memory capacity and its enhancement; Memory devices and their comparisons; Auxiliary storage, tapes, disks (magnetic and optical); Various devices and their comparison.

g. System Software - Role of Software, Different System Software: O.S., utilities, element of O.S. -its types and variations: DOS and windows.

h. Computer and Networks: Need of communication; Data transmission; Baud; Bandwidth; Communication channel; Multiplexing; Basic network concepts; O.S.I, model; Types of topologies; LAN, WAN; Client server concept.

UNIT III  
Computer-based Business Applications
Word Processing: Meaning and role of word processing in creating of documents, editing, formatting, and printing documents, using tools such as spelling check, thesaurus, etc. in word processors (MS-Word):

a. Electronic  Spreadsheet:  Structure  of  spreadsheet  and  its  applications  to accounting,  finance,  and  marketing  functions  of. business;  Creating  a dynamic/sensitive worksheet: Concept of absolute and relative cell reference; Using built-in functions; Goal seeking and solver tools; Using graphics and formatting  of worksheet;  Sharing  data with  other desktop  applications; Strategies of creating error-free worksheet (MS-Excel. Lotus 123). Practical knowledge on Wings Accounting (Software)
b. Programming  under  a  DBMS  environment:  The  concept  of  data  base  management system; Data field, records, and files, Sorting and indexing data; Searching records, designing queries, and reports; Linking of data files; Understanding programming environment in DBMS; Developing menu driven applications in query language (MS-Access).

UNIT IV
Electronic Data Interchange (EDI)

Introduction to EDI; Basics of EDI; EDI standards: Financial EDI (FEDI); FEDI for international trade transaction; Applications of EDI; Advantages of EDI; Future of EDI.

UNIT V 
The Internet and its Basic Concepts

Internet-concept, history, development in India; Technological foundation of internet; Distributed computing: Client-server computing; Internet protocol suite; Application of distributed computing; Client-server computing; Internet protocol suite in the internet environment; Domain Name System (DNS); Domain Name Service (DNS): Generic top-level domain (gTLD); Country code top-level domain (ccTLD); - India: Allocation of second-level domains: IP addresses; Internet protocol; Applications of internet in business, education, governance, etc.

UNIT VI
Information System Audit
Basic idea of information audit; Difference with the traditional concepts of audit; Conduct and applications of IS audit in internet environment.
Suggested Readings
1. Agarwala Kamlesh. N. andAgarwata Deeksha: Business on the Net - Introduction to E-Commerce; Maornillan India, New Delhi.

2. Agarwala Kamlesh. N. and Agarwala Deeksha: Bulls, Bears and The Mouse: An Introduction to Online Stock Market Trading; Macmillan India, New Delhi.

3. Agarwala Kamlesh. N. and Agarwala Prateek Amar: WAP the Net: An Introduction to Wireless Application Protocol: Macmlllan India , New Delhi.

4. Bajaj Kamlesh K. and Nag Debjani: E-Commerce: The Cutting Edge of Business; Tata McGraw Hill, New Delhi.

5. Edwards, Ward and Bytheway: The Essence of Information Systems; Prentice Hall New Delhi.

6. Garg & Srinivasan: Work Book on Systems Analysis & Design; Prentice Hall New Delhi.

7. Kanter: Managing with Information: Prentice Hall New Delhi.

8. Minoli Daniel, Minoli Emma: Web Commerce Technology Handbook; Tata McGraw Hilt, New Delhi.

9. Minoli Daniel: internet & Intranet Engineering; Tata McGraw Hill, New Delhi.

10. Yeats: Systems Analysis & Design; Macmillan India, New Delhi,

11. Goyal: Management Information System; Macmillan India , New Delhi,

12. Timothi J O'Leary: Microsoft Office 2000; Tata McGraw Hill, New Delhi
T. Y. B. Com. (MIP)

MIP 2 Internet And World Wide Web

Objective

This course aims at familiarizing the students with the basic concepts and ground rules of Internet and the various services it offers, including designing a website, security of data/information on the Internet, and how to access information from depositories in the World Wide Web.

COURSE INPUTS

Unit : 1
The mechanism of the Internet: Distributed computing; Client-server computing; Internet Protocol suite; Protocol Stack; Open System Interconnection Reference Model (OSIRM) based on the International Organization for Standardization (ISO) (Application layer, presentation layer, session. Layer; transport layer network layer, data link layer, and physical layer); TCP/IP protocol suite model; Mechanism of transmitting the message across the network and function of each layer: Processing of data at the destination; Mechanism to log onto the network; Mechanism of sending and receiving email.

Unit : 2
Internet Enabled Services: Electronic mail (E-mail); Usenet & newsgroup: File transfer protocol (FTP); Telnet; i-inger; Internet chat (IRC): Frequently asked questions (FAQ); The World Wide Web Consortium (W3C) - origin and evolution; Standardizing the Web; W3C members; W3C recommendations: Browsing and searching; Browsing and information retrieval; Exploring the World Wide Web; Architecture of World Wide Web; Hypertink; Hypertext Markup Language (HTML); Hypertext Transfer Protocol (HTTP); Address -URL.

Unit : 3
Designing Web Site/Web Page: WW operations, Web standards, HTML –concept and version; Naming scheme for HTML documents; HTML editor; Explanation of the structure of the homepage; Elements in HTML documents; XHTML, CSS, Extensible Stylesheet Language (SXL): Tips for designing web pages.

Unit : 4
Security of Data/Information: Security: Network security; PINA factor -privacy; integrity, non-repudiation, authentication; SSL; Encryption; Digital signature: Digital certificate; Server security; Firewall; Password: Biometrics; Payment security: Virus protection; Hacking.

Unit : 5
Web Browsing: Browsers; Basic functions of web browsers; Browsers with advanced facility; Internet explorer; Netscape navigator; Netscape Communicator. UNIT VI  Search Jingine/Directojes: Directory; General features of the search engines; Approaches to website selection; Major search engines; Specialized search engines; Popular search engines/directories: Guidelines for effective searching; A general approach to searching.

Suggested Readings
1. Agarwala Kamlesh. N. and Agarwala Deeksha: Bridge to the Online Storefront; Macmillan India New Delhi.

2. Agarwala Kamlesh. N. and Agarwala Deeksha: Fatal Click:What to do when viruses size your computer; Macmillan India New Delhi.

3. Phillips Lee Anne: Practical HTML 4: Prentice Hall New Delhi.

4. Douglas E. Comer: The Internet Book: Prentice Hall New Delhi.

5. Minoli Daniel, Minoli Emma: Web Commerce Technology Handbook; Tata McGraw Hill New Delhi.

6. Minoli Daniel: Internet & Intranet Engineering; Tata McQraw Hill New Delhi.

7. Deitel Harvey M. and Deitel Paul J. and Neito T.R: Complete Internet and World Wide Web Programming Training Course: Prentice Halt New Delhi.
T. Y. B. Com. (MIP)

MIP 3 Essentials of E-Commerce
Objective

The objective of this course is to familiarize the students with the basics of E-commerce and to comprehend its potential.

COURSE INPUTS

Unit : 1
Internet and Commerce: Business operations; E-commerce practices vs traditional business practices; Concepts b2b, b2c, c2c, b2g, g2h, g2c; Benefits of e-commerce to organization, consumers, and society: Limitation of e-commerce; Management issues relating toe-commerce.

Unit : 2
Operations of E-commerce: Credit card transaction; Secure Hypertext Transfer Protocol (SHTP); Electronic payment systems; Secure electronic transaction (SET); SET'S encryption; Process; Cybercash; Smart cards; Indian payment models. 

Unit : 3
Applications in B2C: Consumers' shopping procedure on the internet; Impact on dis-intermediation  and  re-intermediation;  Global  market:  Strategy 'of  traditional department stores: Products in b2c model; Success factors of e-brokers; Broker-lM¹»d services online: i-"ZPI- services; Benefits and impact of E-commerce on travel industry; Real estate market; Online stock trading and its benefits; Online banking and its benefits; Online financial services and their future; E-auctions -benefits, implementation, and impact.

Unit : 4
Applications in B2B: Applications of b2b; Key technologies for b2b: Architectural models of b2b; Characteristics of the supplier-oriented marketplace, buyer-oriented marketplace, and intermediary-oriented marketplace; Benefits of b2b on procurement reengineering; Just In Time delivery in b2b; Internet-based EDI from traditional EDI; Integrating EC with back-end information systems; Marketing issues in b2b.

Unit : 5
Applications in Governance: EDI in governance; E-government; E-governance -applications of the  internet;  Concept of government-to-business,  business-to- government and citizen-to-government; E-governance models; Private sector interface in e-governance.

Unit : 6
Emerging Business Models: Retail model; Media model; advisory model, Made-to-order manufacturing  model;  Do-it-yourself model;  Information service  model; Emerging hybrid models; Emerging models in India.
Suggested Readings
1. Agarwala Kamlesh. N. and Agarwala Deeksha: Bridge to Online Storefront: Macmillan India, New  Delhi.

2. Agarwala Kamlesh. N. and Agarwala Deeksha: Business on the Net- introduction to the E-Commerce; Macmillan India New Delhi.

3. Agarwala Kamlesh. N. and Agarwala Deeksha: Bulls, Bears and The Mouse: An Introduction to Online Stock Market Trading; Macmillan India New Delhi

4. Ttwari Dr. Murti D.: Education and E-Governance; Macmillan India New Delhi

5. Minoli Daniel, Minoli Emma: Web Commerce Technology Handbook; Tata McQraw Hill, New Delhi.

6. Minoli Daniel: Internet & Intranet Engineering; Tata McQraw Hill, 1999

7. Bhatnager Subhash and Schware Robert (Eds): Information and Communication Technology in Development: Sage Publications India, New Delhi.

8. Amor, Daniel: E-business (r) evaluation, The: Living and Working in an Interconnected World: Prentice Hall US.

9. Afuah, A„ and Tucci, C: Internet Business Models and Strategies; McGraw Hill, New York.

10. Agarwala Kamlesh. N.: Internet Banking;Macmillan India New Delhi.

11. Parag Diwan and Sunil Sharma: E-Commerce A Managers Guide to E-Business, Excel Books, New Delhi.
T. Y. B. Com. (MIP)

MIP 4 Principles of E-Marketing
Objective

The objective of this course is to help students to understand the conceptual framework of e-marketing.

COURSE INPUTS

Unit : 1
Introduction: Nature and scope of marketing; Importance of marketing -as a business function,  and  in  the  economy;  Traditional  marketing  concepts;  Concept  of E-marketing; E-marketing environment.

Unit : 2
Building Traffic: Promotion -Online promotion on the web site, listing on search engines,  banners,  link  exchange  programme,  affiliate  programme,  referral programme, directory listing; Building trust -branding, navigation, presentation, fulfilment, logos of security, up-to-date technology; Building loyalty.

Unit : 3
Consumer Behaviour and Market Segmentation: Consumer behaviour - nature, concept,  importance;  Major  factors  affecting  consumer  behaviour;  Market segmentation -concept and importance; Bases for market segmentation. 

Unit : 4
Product: Concept of product; Products owing existence to the Net -e-mail, electronic greetings, chat software; Consumer goods and industrial goods; Product life cycle; Product planning and development; Packaging -role and functions; E-branding.

Unit : 5
Customer Service - Order fulfilment: Concept of customer service in web environment; Order fulfilment, customer care programs; Pre-sale and post-sale customer service; Customer redressal policy; Privacy and confidentiality of customer information.

Unit : 6
e-CRM (e-Customer Relationship Management): e-CRM -concept and role; Organization structure for e-CRM: Key technology components of e-CRM, Change management and e-CRM.

Suggested Readings
1. Agarwala Kamlesh N„ Agarwala Prateek and Agarwata Deeksha: e-CRM; Macmillan India Ltd. New Delhi.

2. Kotler Philip: Marketing Management; Prentice Hall, New Delhi.

3. Pride William M. and Ferrell O.C: Marketing: Houghton-Mifflin Boston.

4. Stanton W.J., Etzel Michael J„ and Walker Bruce J.: Fundamentals of Marketing; McGraw-Hill, New York.

5. Lamb Charles W., Hair Joseph F., and McDaniel Carl: Principles of Marketing: South-Westem-Publishing, Cincinnati, Ohio.

6. Cundiff, Edward W.and Still R.R: Basic Marketing • Concepts, Decisions and Strategies; Prantice Hall, New Delhi.
7. Cravens David W., Hills Gerald E., Woodruff Robert B.: Marketing Management; Homewood, III, Richard D. lrwin.                                                                              .         .

8. Kotlerand Armstrong: Principles of Marketing; Prentice-Hall of India, New Delhi.

9. Greenberg Paul: CRM at the Speed of Light - Capturing and Keeping Customers in Internet Real Time; McGraw Hill.

10. Swift Ronald S.: Accelerating Customer Relationships- Using CRM and Relationship Technologies; Prentice Hall US.

11. Emerick Donald: Exploring Web Marketing and Project Management Interactive Workbook; Prentice Hall.

12. Coupey,Eloise: Marketing and the Internet; Prentice Hall 2000

13. Tiwana, Arnrit: Essential Guide to Knowledge Management, The E-Business and CRM Applications; Prentice Hall.

14. Deitel Harvey M, Deitel Paul J. and Neito T.R: Complete Internet & World Wide Web Programming Training Course; Student Edition, Prentice Hall, New Delhi.

15. Plant, Robert: E-Commerce Logistics and Fulfilment- Delivering the Goods; Prentice Hall, New Delhi.
T. Y. B. Com. (MIP)

MIP 5 System Analysis & Design

COURSE INPUTS

Unit : 1
Structure of Business Information Systems:

· Role of Technology in Business

· Business System Concepts

· Information System in an Organisation

Unit : 2
Information System Development Life Cycle:

· Structured Systems Analysis

· Structured System Development Tools

· Design Tactics and Design Stages

· Design System Outputs

Unit : 3
Input Design And Control

· Input Media

· Coding Considerations

· Input Validation

· Error Checking Method and Error Messages

· Inter Active Screem Desgom

· Structured Approach

Unit : 4
Data Storage Design

· Database Conditional Environment

· File Media Consideration

· File Access Methods

· Business Information Structure

· Role of System Analyst in Conventional Environment v/s Database Environment

Unit : 5
Concept Skills

· Interviewing

· Interacting with users’ groups at various stages of verbal presentation skills

· Users Traing Skills

· System Documentation

· Security And Control in EDO System and System Audit

· Introduction to Concepts wide client/server computing

· Object oriented technology

· Latest operating system

· Latest trends in DBMS ACSE tool

Unit : 6
Acquisition of Information Resources

· Hardware Selection Factors

· Software Selection Factors

· Portability and Software Across Future

· Computing Environment and Interfacing to other systems

