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Master of Business Administration in Entrepreneurship
.~ {Excculive Programme)
Ordinance for MBA (DS) Programme
Masier of Business Administration in Entreprencufship (Execulive
Program) is a professional program 1o be offered at Center for
Entrepreneurship and Small Business Management at Maharshi Dayanand
Qaraswati University Campus Ajmer. It is a 3-ycar part time MBA programme
comprising of three independent add-on diplomas targeted at gntreprenciirs,
small business owners and executives and post-graduate students.
Modular Programme: The program is to be organized as three module-
programme where as student can complete each one year module separately
and each module leading to award of a diploma, if she/he do not intend to

pursue further:

i Module 1: Diploma in Business Management (DBM)

i Module 2: Advanced Diploma in Business Managemenl
(ADBM)

i Module 3: Master of Business Administration (MBA)

Add-on Programme: As suggested by UGC these diplomas would be offered

as add on programmes. That 1s the learners can pursue jobs, business or

other education as per their choice and can still complete the first two
diplomas. For admission to third year she/he must not take admission in any
other regular programme of study.

1.  Eligibility:

a. Any graduate with 50% marks or equivalent thereto (45% for SC/ST/
OBC).

b. Admission Process: Admission to the programme shall be through an
admission process of 100 points. A weight of 75 points shall be for
the marks obtained in the qualifying exam. Another 25 points are for
Personal Interview. Ment for admission to the programme shall be de-
termined by the Center.

2. Programme
Master of Business Administration in Entrepreneurship (Executive
Program} 15 a professional program to be offered at Center for
Entrepreneurship and Small Business Management and is a 3-year part time
MBA programme. Eachyear consists of two semesters. There shall be S1X
semesters of taught programimes. Total credits for the programmes are
equivalent Lo 24 papers. Each paper will be of 30-40 hours instruction and
equal hours of self study. There shall be an examination at the end of each
semester as determined by the university. ' '
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Scheme of examination, evaluation and progression:

Every prescribed paper shall carry a tolal of 100 marks. There shall be
50 marks for term end examination and 50 marks for internal examinations
until and unless indicated otherwise.

A sludent has to appear in both external and internal examination and
shall have to secure 40% marks in external and internal examination
separately to.pass.

Internal examinetion shall consist of continuous evaluation. Each paper
shall be evaluated on the basis of internal assessment by the concemned
teacher administering 3, feedback tests normatly after 10-11 hours of
teaching. Feedback test-may be 2 written exam, quiz, presentation and
class participation, exercise, essay, personal interview, simulation etc.
Each feedback test shall be of 25 marks, Two best scores shall be added
to obtain the total of internal scores. '

There shall be a semester-end external examination of 50 marks. A
student shall generally be required to answer any five questions out
of the seven questions asked. An examiner may choose o give a case
study worth 20 marks analysed. In that case the student shall answer
any three questions out of five questions asked in addition to the case
study. |
Examination: | .

Examination Result: To pass a semester a student has to score 40%
marks in each course and also 50% marks in aggregate.

Division: Division of marks shall be awarded on the basis of aggregatc
marks obtained in all the papers prescribed for all the Six {06) semester
examinations as follows: '

First Division 60% and above

Second Division  50% and above & below 60%

Due Papers: A student will be Allowed To Keep Term (ATKT) in two
(02) papers in one (01) semester and maximum four (04) papers during
one year {two semesters). Student should obtain 50% marks in
aggregate of the remaining papers (other than ATKT). A student has
to clear all the papers of Semester ] and 11 to be eligible for appearing
in V semester / 11T year. Wherever a student appears at an ATKT
examination s/he will do so according to the syllabus art that rime and
fulfill the requirements of the course in force at that time.
Attendance: :

As per prevalent university rules.

There shall be upto 10 super ordinate seats for business families’
candidates. There shall be a 5% point refaxation in minimum admission
eligibility for business families’ candidates{45% for General candidates
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7.  Seals
Admission may be offered to 40 seats of which 20 seats may be reserved
for candidates with work experience and remaining 20 seats for other
postgraduates, Seats remaining vacant in any of these categories may
be filled by the candidates from other category- 1 super-numeral seat
may be allowed for Mahiarshi Dayanand Saraswali University
employees so that we can gradually have a bunch of trained exécutives
in times to come.
8 There will be reservation for SC/ST/OBC candidates as per rules of
Maharshi Dayanand Saraswati University, Ajmer.
9.  There will be one super numeral seat for ward of Maharshi Dayanand
. Garaswati University employees/ teachers.
10. Course Structure
Year 1
— | Semester 1 Introduction Internal Externsl Total |
1 Management Concepts ‘ ) 50 100
102 Financial Statement Analysis 50 50 100
103 Managerial Economics and 50 50 100
- Quantjtative techniques
11104 Statistics for management X 50 100
Total 400
4| Semester 2 Functional Areas Points
201 Marketing Management 50 50 100
202 Financial Management 50 50 100
203 Human Resource Management 20 50 100
204 Production and Operations Management 50 50 100
Total . - - 400
Year 2 1
Semester 3 ~ Points
301 Orpanisation Behaviour * 50 50 | 100
302 Busincss Environment 50 0.
303 Project Management S0 50
304 Entrepreneurship and Small Business | 50 . 50
Management w,
Total _ |
Semester 4 Integration
401 Business Research and Communication | X l
402 International Business Managerrent - SO
403 Family Business Management
a04 A | Business Plan Development
Or
404 B | New Venture creation 50 0 100
Tolal 400
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Year 3
Semester 5 Points
501 Elective 1 50 50 100
502 Elective 2 ) 50 100
503 Elective 3 50 50 100
504 Elective 4 0 0 100
| Total ' 400
Semester 6 Points
601 Business Policy and Stratepy X 50 100
602 Management Information System .l 50 100
603 Total Quality Management 50 50 100
604 Dissertation ) 100 50 100
400
Grand Total 2400

Master of Business Administration in Entrepreneurship -

Executive Programme
(MBA - EP) Examination
(Semester Examination Scheme)

Regulation 22A

Master of Business Administration in Entrepreneurship (Executive Program)
is a professional program to be offered at Center for Entrepreneurship and
Small Business Management and is a 3-year part time MBA programme. Each
year consists of two semesters. There shall be six semesters of taupht

Programmes,

L. There shall be 24 Pepere (04 papers in Semester l and 04 papers in
Semester 1} of Part [, 04 papers in Semester 111 and 04 papers in Se-
mester [V of Part 11, 04 papers in Semester V and 04 papers in Semester
VI of Part Ii1). Every prescribed course shall carry a total of 100 marks.
There shall be 50 marks for term end examination and 50 marks for
intétnal examinations until and wnless indicated otherwise.

i A student has to appearin both external and.internal examination and
shall have to secure 40% marks jn external and internal examina-
tion separately to pass. |

iii, Intemal examination shall consist of continuous evaluation, Each
paper shall be evaluated on the basis of internal assessment by the
concemned teacher administering 3 feedback tests normally after 10-
Il hours of teaching. Feedback test may be a written exam, quiz,
presentation and class participation, exercise, essay, personal interview,
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simulation elc. Eacl feedback test shall be of 23 marks. Two besl scores
shall be added to obtain the total of internal scores.

iv. Term end examination shall comprise of seven questions covering
entire syllabus of the course, student will have a choice of answering
any five questions. Paper setter may choose to give a case study
equivalent to two questions. In that casc the student in addition to
solving case sludy will have to answer any three [rom a total of five
questions asked.

v. The medium of instruction will exelusively be in English and student
has to answer all the question papers in the prescribed course in En-
glish only in both internal and external examinations.

vi. In fourth semester, student is expected to opt from Business Plan
Development (404A) or New Venture Creation (404B). Whosoever opts
for New Venture Creation will have 1o appear for the internal and ex-
terpal exam. Those who opt for Business Plan Development will have
to submit a Business Plan based on survey and research. The student
has to make a presentation, which will be cvaluated by experts includ-
ing invitee from financial institution and an intemal examiner. There
are 100 marks for the Business Plan (50 marks for report and 50 marks
for the evaluation of the presentation).

vil. ‘The number of courses and the maximuin marks for each course {in-
ternal and external separately) shall be shown in the syllabus for the
subject concerned. In order 1o pass a semester a student shall have
to score 40 % marks in each course and also 50% marks in aggregate
In remaining papers exeept ATKT (Allowed To Keep Terms) papers.

viii. A student will be Allowed To Keep Term (ATKT) in two (02) papers
in one (01) semester and maximum four (04) papers during one year
{two semesters). Student should obtain 50% marks in aggrepate of the
remaining papers (other than ATKT). A student has to clear all the
papers of Semester [ and I to be eligible for appearing in V semester
/ 11 year. Wherever a student appears at an ATKT examination s/he
will do so according to the syllabus at that time and ﬁ.tiﬁll the require-
ments of the course in force at that time.

b A student shall be required to successfully complete the programme
within a continuous span of six year from the date of admission. During
this period if there is any ATKT in any course/s, the same has to pass”
with a maximum of next three chances within a span of six year from
the dale of admission. '

x A student shall be eligible for the award of Master of Business Ad- |
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ministration in Entrepreneurship (Executive Programme} degree only
if he/ she fulfills the following conditions:
(a) Passes all the six semesters/ three year as laid down in the syllabus
as well as all the viva-vace examination and also secures minimum
prescribed pass marks in the Dissertation.
(b) Fulfills all other requirements prescribed vy the competent au-
thority from time to time for satisfactory completion of each course
of study in each of the three year.
(c) Division of marks shal] be awarded on the basis of aggregate
marks obtained in all the papers prescribed for all the six semesters/
three year examinations as follows: '

Passed with I Division Aggregate marks taken together of the Part I, Parl

Il'and Part 11l of MBA (EP) examinations should

be 60% and above.

Agpregate marks taken together of the Part I, Part

Il and Part I11 of MBA (EP) examinations should

be more than 50% and less than 60%.
Program Structure

Passed with II Division

Semester |

101 (Ylanagement Concepts

This course will introduce the leamer to the fundamentals of business

management.

Nature, meaning and significance of management; Managerial

processes, functigns, skills, and roles in organisation,

Overview of functions of Planning, Organising, Staffing, Directing

and Controlling,

Concept of Managerial Ethics, Social responsibility, and Value based

Management.

Suggested Readings
Koontz “O"” Donnell. Management, Latest Edition

L M Prasad, Principles and Practices of Management, Sultan Chand & Sons,
New Delhi : '

J'S Chandan, Management Theory and Practice, Vikas Publishing House Pvt
Ltd, New Delhi

102 Financial Statement Analysis

Unit1  Introduction to accounting, concepts & conventions of accoyhting,

Recording of Business Transactions: Brief gutline of Journalizing,
Posting & Trial Balance.

Unit I

Unit 2

Unit 3

Unit 3
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Unit 2 Trading, Profit & Loss Accounting, Balance Sheet, Adjustment
Entrics, Ratio Analysis.

Unit3 Standard Costing & Variance Analysis.

Suggested Readings
Maheshwari, S.N., Management Accounting and Financial Control.
Sultan Chand and Sons, New Deihi.

Bhattacharyn, S.K. and Dearden, J. {1996). Accounting for Management: Texts
and Cases. Vikas Publishing, New Delhi.

103 Managerial Economics and Quantitative Tech niques
The objective of this course is to acquaint the participants with
concepts and techniques used in Economics and enable them to
apply this knowledge in business decision-making.

Unit 1 Microeconomics- Concepts of demand and supply, elasticity of
demand, demand forecasting: cost concepls and analysis

Unit2 Production analysis: Nature of competition in markets and price and
outpul determination: Perfect Competition, Imperfect Competition.
Oligopoly, & Monopaly.

Unit3 Linear Programming - Basic Concepts, Model Formulation, Solution

Methods, Duality, Assignment and Transportation problems
Suggested Readings

Ahuya H. L. Micro Econemics, Himalaya Publishing House, New Delhi

Mehta P. L., Managerial Economics: Analysis, Problems and Cases, Sultan
Chand & Sons, New Delhi.

Siddiqui S A and Siddiqui A S, Managerial Economics and Financial Man-
agement, New Age International Publishers, New Delhi

Statistics for Management

This course shall acquaint the students with the concepts and
techniques used in Stalistics and enable them to apply this
knowledge in business decision-making.

Statistics; Characteristics, functions, limitations and scope; statistics
In business management; Data collection and presentation,
frequency distribution and analysis, measure of central tendency and
dispersion, correlation and regression. L i

Basic concepts of probability and probabitity distribution- binomial,
poison and normal: Probability and non probability sampling,
sampling distribution of means and proportions, estimation.

Hypothesis testing of means and propertions for lérge and smal]
samples.

Unit 1

Unit 2
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Suggested Readings Pillai R S N and Ba
and Co., New Delhi
Sharma J K, Business Statistics, Pearson Education

Gupta S§ P, Statist
o Istics, 5 Chand & Company, New Delhi

gavathi, Statistics, S Chand

oo lf:.”l;, Statistics for Business and Economic Macmillan, New Delhi
in i Isti ‘ ’
and Rubin, Statistics for Management; Prentice-Hall of India. New Delhi

Semester [I
201 Marketing Management

This ¢ L
s tt:rursﬁf.j: sh_all introduce the learner to the basic marketine
pis, unclions; market environment and decision variable:

Unit 1 ' '
EI;'{'::ndleban.cl impertance of marketing in business; meaning, definition
o asic concepts of marketing; meaning and concept of cunsume;
Unit 2 ehaviour; buying decision process.
ni

Market-s_egmentatmn. targeting and positioning: market research:
_ competitive advantage and strategic positioning: |
Unit3 Product, Place, Price and Promotion y

Suggested Readings o

Kotler, P. (2002). M :
i ). Marketing Management. Prentice Hall of India,
R

amaswamy, V.S. and Namakumari, S. (2002). Marketing Management

Planning and Control. Macmi
. . Macmillan fndi '
202 Financial Management e e New belhi

Unit ! Meani ' j
ﬁneaﬂmng, scope, aims and objectives of financial management;
nce_ function; Fund Flow Statement & Cash Flow Stat ‘
Analysis, cost of capital, e

Unit2 Capital budeeti
geting- concepts, Capil . : ,
Dividend policy. p pllal Structure: Planning & Theories,

Unit3 Management of worki )
orking Ca :
Suggested Readings & Capital, Budgeting & Budgetary Control, -

Bhattacharya (2003). Financi g
- ial Account .
Hall of Indiz, New Delti. - tng for Business Managers. Prentice

L.M. (2003). Finance: AM

: s AManagement Guide for Managi
Funds apd Profits. Prentice Hall of India, New DE?I:';ECUNPHH?
Human Resource Management | |

Pandey,

203

The objecti i '
objective of this course is to sensitize students to the varicus

viBA-Entreprencurship (EP)/11

facets of managing people and to create an understanding of various
policies and practices of human resource management

Unit 1 Concept, meaning and importance of human resources management;
Corporate objectives and human resource planning.

Unit2 Process of human resource planning- job analysis, job description,
and specifications; recruitment and selection; induction; training and
development; career planning; employee records and audits.

Unit3 Principles of wage determination, salary structure; job evaluation;
and performance appraisal; wage policies, monetary and non-
monetary incentives.

Suggested Readings
Aswathappa, K. (1997). Human resources and Personnel
Management, Tata McGraw Hill, New Delhi.

Dressler (2000). Human Resource Management. Prentice Hall of India, New
Delhi.

204 Production and Operations Management
To familiarise leamer with the concept of operations management.
Learner must be able 1o assimilate the techniques of managing,
operations that include production planning and control.

Unit1 Role of operations management in business; Operations strategy,
rypes of production systems;, plant location and layout; new product
development; managing processes;

Unit2 Production planning and control- forecasting, routing, scheduling,
expediting; aggregate planning; master scheduling, MRP; PPC in job
shop, batch production, mass production and projects; Inventory
control- quantity contro! and selective control;

Unit3 Quality control; housekeeping and maintenance; work study-
method study and work measurement; Contemporary issue- JIT, lean
manufacturing, Concurrent, engineering, optimised production
technology, etc. '

Suggested Readings
Bedi Kanishka, production and Operations Management, Oxford
Universily Press, New Delhi '

Adam, E. Everett, Ebert J. Ronald, Production and Operations Management
concepl, models, and behaviour, Fifth Ed. Prentice Hall of India, New
Delhs.

Russell S. Roberta, Taylor W. Bernard, Operations Management, Fourth
Edition, Pearson Education. ’ '
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301 Organisation Behaviour

This course will introduce the leamer to the fundamentals of business
management and nature and importance of individual and group
benaviour.

Unit1 Individual behaviour: Value, Attitude, Personality and Perception;
Molivation.

Unit2 Group behaviour; Stages of group development, group structure and
Group, decision making; Communication; leadership, Conflict
management.

Unit3 Organisational Behaviour; Organization structure and design,
Organizational culture and organization change.

Suggested Readings

Khanka S S, Organizat ional Behaviour, S Chand and Company, New
Delhi

Luthans, F (2002). Organisational Behaviour. Prentice Hall of India, New
Delhi.

Robbins, 8. (2003). Organisational Behaviour. Pearson Education, New Delhi.
302 Business Environment

To develop the ability to analyse the competitive business
environment, to understand government policies and current issues.

Unit1 Nature and significance of business environment, macro
environment, political- legal, technological, economic. Economic role
of govermment.

Unit 2 Business and government policies like monetary, fiscal, trade, EXIM
policy, Industrial policy and Main features of Indian Economy, NRI
investment, industrial sickness, policy for small scale sector.

Unit3 Business and Law, main provisions for Companies Act, MRTP and
Competition Act, FEMA, Consumer protection act. ‘Role and
functions of SEBI. Introduction and relevance of concepl of Child
Rights.

Suggested Readings
Francis Cherunilam, Business Environment: Text and Cases,
Himalaya Publishing House

Mishra S K and Puri V K, Economic Environment of Business, Himalaya
Publishing House, New Delhi '

F Cherunilam, International Business Environment, Himalaya Publishing
House, New Delhi

VBA-Entreprencurship (EP)/ 13

F Cherunilam, International Tracde and Export Management, Himalaya
Publishing House, New Delhi

303 Project Management
The objective of the course ic to familiarise the learner with
management and techniques of Project Management.

Unit1 Definition and concept of project; organisation and st_ructure for
projects; management and leadership in managing prnjects.l

Unit2 Planning, scheduling and controlling projects; Network techmgues-
PERT and CPM, crashing, levelling and smoothening of projecls.

Unit3 Cost and quality planning; supply chain issues, project completion
and review: and improving project performance.

Suggested Readings |
Chandra Prasanna, Project Management, Tata McGraw Hill, New

Delhi
Mavylor, Harvey, Project Management, Pearson Education, New Delhl.
304 Entrepreneurship and Small Business Management

This course aims at providing student an insight into the nature of
small scale industry. He will be exposed to various aspects of
establishment and management of a small business unit.

Unit 1 Concept of entrepreneurship- nature and historical evolution;
entrepreneurship and economic development, effect of culture on
entrepreneurship. |

Unit2 Role and importance of small business; defining small busmf:-.ss;
Forms of organisation for small business; Setting up a SSI; formalities
of launching a new venture; product selection; problems of 58I

Unit3 Challenges of marketing for small businesses; sources of f_unds for
small businesses; Human resource management issues in small
businesses; managing small business operations.

Suggesied Readings |
Arora, R. and Soed, S.K. (2003). Fundamentals of Entrepreneu I:Shlp
and Small Business Management. Kalyani Publishers, Ludhiana.

Desai, Vasant (1997}, Small-Scale Industries and Entrepreneurship. 3/re,
Himalayan Publishing House, Mumbal.

Ramachandaran, K. (1993). Managinga New Business Successfully. Global
Business Press, New Delhi, |

Ministry of small, micro and Medium Enterprise —www. msme.gov.in
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Semester 1V
401 Business Rescarch and Communication
" Ty familiarise leamer with the principles and techniques of accounting
and using financial and accounting information for managerial
decision making.

Unit 1 Definition, imporiance and types of business research; nature and
scope of research methodology: Problem Formulation and Statement
of Research Objectives; research process; research designs -
Exploratory, Descriptive and Experimental Research Designs:
Methods of Data Collection - Observational and Survey Methods:
Questionnaire Design, Attitude Measurement Techniques;
Administration of Surveys; Sample Design.

Unit2 Data analysis: measures of central tendency and dispersion,
correlation and regression; probability distribution (Binomial,
Poisson, Normal); sampling distribution; hypothesis testing; non
parametric tests.

Unit3 Nature, role, scope and importance of business communication:
effective communication skills, process of communication; barriers

‘and gateways in communication; Individual and group
communication : Oral communication- presentation of reports, public
~ speaking and negotiation. Written communicalion.

Suggested Readings
Donald R. Cooper, Pamela S, Schindler. Business Research Methods,
Tata McGraw Hill Publication, New Delhi.

Kothari C.R. (2006). Rescarch Methadology Methods and Techniques, New
Age International Publication, New Delhi

402 International Business Mana'gement
"To help the learner in developing the ability to analyse the
competitive international business environment

Unit1 International Business: An overview - Types of International
Business; The External Environment; The Economic and Political
Environment, The Human Cultural Environment

Unit2 Balance of Payments; World Financial Environment, Cross-national
Cooperation and Agreements; Tariff and Non-Tariff Barriers

Unit3 WTO; Regional Blocks; International production; Foreign Exchange
Market Mechanism.

Suggested Readings
F Cherunilam, International Business Environment, Himalaya

g UL P L e LY
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Publishing House, New Dclhi

F Cherunilam, International Trade and Export Management, Himalaya
Publishing House, New Delhi

403 Family Business Management

Unit 1 Defining family business; Why family businesses are special, Family
business dynamics: people, systems & growing complexity, The
family's relationship witl the business: developing a strategic vision
& building teamwork

Unit2 The next generation: Human resource management and leadership
perspective, Getting help: making the most of oulside resources

Professionalizing the boardroom, the role of balanced board of directors;

Cousin companies: family governance in multigenerational family firms.

Unit} Succession Planning; Managing succession: the leadership
challenge, Building financial security and relinguishing control;
Wealth management: family offices and philanthropy.

Sug,zested Readings
Peter Leach, Family Business

Jain, Rajesh, Chains that Liberate: Governance of Family Firms, Macmillan
India Ltd.

404 A Business Plan Development
This component of program would resuit in development of a
business plan based on research and survey. |

Work outline  Based on academic inputs and training, the candidate would
{inally develop a business plan that can be submitted for fundmg.
The candidate will undertake the necessary research, survey and
field work to develop a viable business plan in a format acceptable
to financial institutions. This will be evaluated by experts including
invitee from financial institution and an intemal examiner.

There are 100 marks for the business plan. There are 50 marks by the panel
evaluating the presentations and another 50 for report.

404 B New Venture Creation '

Unit 1 Entrepreneurial revolution and entrepreneurial process; Analyzing
and Evaluating Business Opportunities; Structural analysis of
industries, Criteria for New Venture Screening. '

Unit2 Resources one needs to start a new business; Forms of Business
Ventures: Retail, Franchising, Manufacturing, Services Enterprise.
Financial issues in New Venture Creation; New Venture Team: the
role of teams in entrepreneurial process.
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Unit3 Financial issues & resources in New Venture Development; New
Venture Team: The role of teams in entrepreneurial process.
Sugpested Readings
Timmons A Jeflry and Spinelli Stephen, New Venture Crealion-
Entreprenecurship for the 21 century, Tata Mc Graw Hill.
Kuratko F Donald & Hornshy S Jeffry, New venture Management- The
Entrepreneur’s Roadmap,pearson Education.
Sahay A, Sharma V, Entrepreneurship and New Venture Creation, Excel Books.
Semester V

Marketling Electives

501 M Brand Management
The objective of this course is to impart in-depth knowledge to the
students regarting the theory and practice of Brand Management.
The objective of this course is to impart in-depth knowledge to the
students regarding the theory and practice of Brand Management,

Unit I Understanding Brands - Brand Hierarchy, Brand Personality, Brand
Image, Brand Identity, Brand Positioning; Brand Equity:

Unit2 Value addifion from Branding - Brand-customer Relationships; Brand
Loyalty and Customer Loyalty; Managing Brands; Brand Creation;
Brand Extensions; Brand-product Relationships; Brand Portfolio:

Unit3 Brand Assessment through Research - Brand Assessment and
Change; Brand Revitalization; Branding in Different Sectors:
Customer, Industrizl, Retail and Service.

Sugpested Readings
Keller Kevin Lane, Strategic Brand Management, Pearson Education,

New Delhi

Kumar Ramesh 8, Managing Indian brands: Marketing Concepts and Strat-

! egies, Vikas Publishing House Pvt Lid, New Delhi

| Moorthi Y L, Brand Management: The Indian Context, Vikas Publishing House

' Pvt Ltd, New Delhi

' Aaker A David, Managing Brand Equity

_' Subroto Sengupta Brand Positioning, TMH, New Delhi

,S02M  Sales and Distribution Management
The purpose of this paper is to acquaint the student with the
concepts which are helpful in developing a sound sales and

distribution policy and in organising and managing sales force and.

marketing channels
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Personal Selling Qbjectives; Recruiting and Selecting Sales
Personnel; Developing and Conducting Sales Trairing Programmes;
Designing and Administering Compensation Plans:

Unit2  Supervision of Salesmen: Motivating Sales Personnel; Sales
Meelings and Sales Contests; Designing Territories and Allocating
Sales Efforts; Objectives and Quotas for Sales Personnel;
Developing and Managing Sales Evaluation Programme; Sales Cost
and Cost Analysis.

Unit3 An Overview of Marketing Channels, their Structure, Functions and
Relationships; Channel Intermediaries - Wholesaling and Retailing;

Logistics of Distribution; Channel Planning, Organisational Patterns -

in Marketing Channels, Managing Marketing Channels; Marketing

Channel Policies and Legal Issues: Information System and Channel

Management; Assessing Performance of Marketing Channels;

Recent developments in sales and distribution scenario in India.
Suggested Reading

Panda T K and Sahadev Sunil, Sales and Distribution Management,
Oxford University Press, New Delhi
Stanton, William J ctc. Management of a Sales Force. Chicago, Irwin, 1995,

Still, R R., Cundiff, Govoni, Sales Management: Decisions, Strategies and
Cases, Prentice Hall India Pvt Ltd.

S03M  International Marketing

Unit1 The globalization imperative; global marketing environment
¢conomic, financial, cultural, political and legal environment.

Unit2 Development of competitive marketing strategy — global marketing
research, global segmentation & positioning, global marketing
strategies; identification of markets, global market entry strategies:
global sourcing strategies.

Unit3 Global Product Policy; International Product Life Cycle; global
promotion strategy; global Pricing Strategy and Distribution
Strategy, various Fo:r- : of International Business.

Suggesied Readings
International Miar wiug, Srinivasan PHI New Delhi

International Marketing Fayerweather 2¢  PHI New Delhi

International Marketing: Analysis & Strategy 3e  Onkvisit & Shaw PHJ.
New Delhi

Bhattacharya, B. Export Marketing: Strategies for Success., Global Busi-

HoCD pl‘.ﬂ'l‘l‘ Alanr Thall.:






