Lan ==

MAHARSHI DAYANAND SARASWATI UNIVERSITY,
AJMER

RIGEE A

'SYLLABUS |

SCHEME OF EXAMINATION AND
COURSES OF STUDY

[ FACULTY OF MANAGEMENT STUDIES \

L

Master of Business Administration

(MBA)

MBA I 2019-20
MBA II 2020-21

ALKA PUBLICATIONS

-Purani Mandi, Ajmer




S NOTICE 2 ~
1. Change in Statutes/Ordinances/Rules/
Regulations Syllabus and Books may, from
time to time, be made by amendment or
remaking, and a candidate shall, except in so
far as the University determines otherwise
comply with any change that applies to years
he has not conipleted at the time of change.

The decision taken by the Academic
Council sl'_lall be final.

1. HHE-GHY R WA 9t gH: oo s aikimi

SearRl/fadl / fafEdi / SRR 9 IR |
R o T et &, wen ot oft aReRA
| ST A &0 99 o favafaened o emen
TR Y 37! G2 T4l &l 3 B 36 IR &
| Tl 9 YISYshH ol T 7 fhan 91 | faemm ulRee g
o T ot aifaw g

© MAHARSHI DAYANAND SARASWATI UNIVERSITY, AJMER

Pubhshed and Pnnted by ALKA PUBLICATIONS, AJMER

® 0145-2426301
fDI' Maharshi Dayanand Saraswati University, Ajmer

M.D.S.U. Syllabus / Master ol Business Administration (MBA)/3
Master of Business Administration {MBA)

ORDINANCE FOR MBA PROGRAMME

Programme of Study: 2019-21
Objective

MBA program of Maharshi Dayanand Saraswati University, A_]mer shall
be a two year program designed to create middle level managers for the
corporate. MBA graduates shall also be available for placement with small
and mid - sized firms as functional experts. The MBA level education
should also prepare learer to take up self- employment in a chosen area
of expertise.

Programme

MBA program is designed as a four semester program spread aver a two
year period.

Eligibility

a. Candidate seeking admission to MBA program shall have passed
sraduation in any faculty from the any University Grants Commission
(UGC)recognized University in India or abroad recognized equivalent
thereto in any discipline (Science, Arts or Commerce) with at least
50% marks (45%6 for SC/ST/OBC) marks in aggregate

b. Candidates who have appeared or are going to appear in graduation
final year examination may apply for admission to MBA program for
the coming academic session. Admission of such candidates shall
remain provisional until the specified date of that year, and.if s/he
fails to submit her/his marks sheet showing that s/he has passed
graduation examination with at least 50% marks, in aggregate, her/his
admission shall stand cancelled.

Admisston

Admission procedurc to MBA program shall be determined by relevant
authorities/ university.

Course struciure

Each semester shall have seven courses. Each course would be of 35-40
hours in instructionand equal hours of self- study.
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Course structure for MBA Programme

Year]
Semester [ Papers Marks
External Internal
10i Management Concepts 70 30 __
02 Accounting for Management 0 30
103 Managerial Economics 0 30
|04 Statistics for Management 70 50
105 Organisation Behaviour & Managerial Skills 70 30
106 Quantitative Techniques 70 30
107 Computers applications for Management 7 30
Total 700
Semester 1 Papers Marks
. External Internal
201 Markeling Management 70 30
22 Financial Management 70 30
203 Human Resource Management 70 30
204 Production and Operations Management 70 30
205 Business Environment 70 30
206 Research Methodology for Business 70 30
207 Viva-Voce 100 —
Total 700
Year2
Semester 111 Papers Marks
External Internal
301 Elective ] 70 30
302 Elective 2 70 30
303 Elective 3 il 30
304 Elective 4 70 30
305 Elective 5 Fil, 30
306 Elective 6 - L.\, 30
307 Training Project Report & Viva-Yoce 50 50
Total 700
Semcster IV Papers Marks
External Internal
401 Business Policy and Strategic Management 70 30
402 Management Information System 0 30
403 Intemational Business Management fiY 30
404 Project Management 0 X
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405 Enirepreneurship and Small Business 0 30
Management

406 Project Study 50 50

407 Viva-Yoce 100 —
Total THO
Grand Total 2800

Master of Business AdministrationExamination (M B A Examination)

(Scmester Examination Scheme)

Regulation 22

. Eligibility:

d.

Candidates secking admission to MBA programme shall have

passed graduation in any faculty from any University Granis

Commission (UGC) recognized University in India or abroad
recognized Lthereto in any discipline {Science, Arts or Commerce)
wilh atleast 50% marks {(45% marks for SC/ST/OBC) in aggregate.
Candidates who have appeared or are going to appear in
graduation final year examination may also apply for admission
to MBA programme for the coming academic session, Admission
of such candidates shall remain provisional until the specified
date of that vear, and if she/he fatls to submit her/his marksheet
showing that she/he has passed graduation examination with
alleast 50% marks, in aggregate, her/his admission shall stand
cancelled. _

The final decision regarding the eligibility and/or the admission
process would be as per the Rajasthan State designated body/
University.

. There shall be 28 Papers {07 papers in Semester | and 07 papers in Semester
il of Part [, 07 papers in Semester 111 and 07 papers in Semester IV of Part
[1).Every prescribed paper shall carry a 1otal of 100 marks. There shall be 70
marks for term end examination and 30 marks for internal examination until
and unless indicated otherwise. Courses 207, 307, 406 and 407 shall be
evaluated as per scheme given in syllabus,

il. There shall be an examination at the end of each semester as determined
by the University.

iv. There shall be a semester-end external examination of 70 marks.This
examination shall comprise of seven questions covering cntire syllabus of
the course, Students will have a choice of answering any 5 questions.
Paper setter may choose to give a case study equivalent to two questions.
In (hat case the student in addition to solving case sirdy will have to
answer any three from a total of five questions asked. |
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VY.
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The medium of instruction will exclusively be in English and student has
to answer all the question papers in the prescribed course in English only
in both internal and external examinatjons. :

Al the end of second semester, all the students wil] have to undergo
compulsory Summer Training for a conlinnous pertod of 45 working days
excluding holidays/ Sundays with an Industrial, business or service
organization by taking up a project. The student will undergo on the job
training under the close supervision of a supervisor in the business
organization, This training should help her/him develop a perspective of
wholesome management of business activities. This would enable her/
him to appreciate the importance of different business activities and see
how different business activities are interrelated. She/He will have to submit
a report on the organization she/he has undergone training and make a
presentation before a panel of regular faculty members during Semester I11
of Part I, Training Report Evaluation shall be done as follows: 50 marks for
Training Project Report to be evaluated by External Examiner and head of
the Department based upon Viva-Voce, 50 marks for intemnal evaluation, 25

.of which would be based on student presentation before the faculty

members of the Department and the other 25 marks on the Summer Training
Project Report submitted by the student.

Project Study would be based upon a topic of relevance under the
supervision of one of the designated faculty members in Writing on issues
related to business management. This is a full term effort and Head of the
Department will allocate the students to the regular faculty available in the
department. 50 marks are to be evaluated by supervisor and rest 50 marks
by the external examiner and H.O.D during term end Viva- Voce.

The Viva-Voce examination will be held at end of Second Semester of Part
[ and also at the end of Fourth Semester of Part II. This shall be evaluated
for 100 marks by a panel of one external €xpert, one internal expert
(nominated by HOD) and the Head of the Department.

In order to pass a semester, a student shall have to score a minimum of
40% marks in each course both in internal as well as external. Astudent has
to appear in both external and internal examination and shall have to
secure 40% marks in external and internal examination separately to
pass and also a minimum of 50% marks in aggregate in remaining
papers except Allovved To Keep Terms (ATKT) papers..

Intemal examination shall consist of continuous evaluation. Each paper
shail be evaluated on the basis of internal assessment by the concemed
teacher administering feedback tests normally after 10-11 hours of teaching.
Feedback tests may be a written exam, quiz, assignment, presentation and
class participation, exercise, essay, personal interview, simulation etc.

Ni.

XiL

X 0.

Xiv.
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To pass each seimester a student will be Allowed To Keep Te:rlms (ATKT)
to next semester if she/he oblains a minimum of 50% marks in aggregate
excluding ATKT papers and fails in not more than lwo courses. lrf a-
semester examination a student can hold at most four ATK_T alt any pmf'lt
of time. Whenever a student appears at an ATKT e:-:aminallmn she/he will
do so according to syllabus at that time and fulfills the requirements of the
course cnforced at Lhat time. A student has to clear all the papers of
Semester 1 to be eligible for appearing in 1V semester of Part 1.
Candidates reappearing at an examination in a subsequent year shlall be
examined in accordance with the scheme and syllabi in force (at the thme I‘Jf
his admission) and shall be entitled to Lhe award of degree of the year in
which they clear the last failing/ unclear paper. o
A swudent shall be required to successfully complete the program "nl'ufllh'ﬂ'l @
continuous span of four years from the date of admission. During this
period if there is any ATKT in any course/s, the same has to be passed
with a maximum of three chances within a span of four year from the date
of admission. _
A student shall be eligible for the award of Master of Busnm:.:ss
Administration (MBA) degree only if she/he fulfills the following
Ons: _
cf’q"idal;l ““Passes all the four semesters as laid down in the syllabus as well
as all the Viva-
Voce examination and also secures minimum prescribed pass marks
in the Project Study and Seminar on Training Project Report.
b) Fulfills all other requirements prescribed by the .Eﬂmpﬂlﬂl'll
authority from time to time for satisfactory completion of cach
course of study in each of the two years.

Division of marks shall be awarded on the basis Dfaggregale. marks ubtamf:tlj in
all the papers prescribed for all the four semestersexaminations as follows:

Passed with [ Division

Passed with I Division

Agerepate marks taken together of the Part 1 and
Part 1l of MBA examinations should be 60% and
above.

Appregate marks taken together of the Part and
Part 11 of MBA examinations should be more than

50% and less than 60%.

‘Programme Structure

101 Management Concepls

Objective

This course will introduce the leamer to the fundamentals of
business management.
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8/M.D.S.L. Syllahus!Maslerul‘Businessﬁdministmtiu“ (MBA) M.D.S.U. Sy

. 3% 3 : : . et Sﬂ”ﬁ, New D‘Elhi ]
Unit | Nature, meaning and significance of management; Managerial Ecmjumms, S”“”".“fﬁ inumit‘ﬁ- Excel Books, New Delhi
processes, funclions, skills, and roles in organtsation, Principles Adhikary, M-uﬂ“.s"f“ —
of Management ‘ i04 Sla_hstu:s for Mﬂ{‘ag uaint the students with the concepts and
Unit2 Functions of Planning, Organising, StﬂFﬁng,Direcring Objective TIHIS F:E;Zeus:;: ii{:gtatislicﬂ and enable them to apply this
Coordination and Controlling e . : ision-making.
business decision o .
unies. - SncialRespunsibilily L g <ihles, New Dimenslons i ]L‘?:,]tlﬂl‘lr'];]tf;‘t::isg'E (Ilnharactaristics, functions, limitations aﬂ‘f‘ Scnped,
tn Management Unu l ———— - ement; [ata collection an
' business manag ’ ]
Suggested ReadingsStuner, Freeman and Gilbert Jr. . Managemcat. Prentice stausuﬂS_ . distribution and analysis, measure of
Ha"}f of India New Delhi presentation, frequency dis ‘o Gostalation and regression.
; ' ncy and dispersion, e S
Certo, Samugl (2003). Modern Management. Pearson Education New Delhi. Eem'm] :zzgzpl:’ of probability and probability distribution
102 Accounting for Management Unit2 asic

binomial, poison and normal; Probability and non probability

. Objective  To familiarise learner with the principles and techniques of sampling, sampling distribution of means and proportions,

accounting and using financial and accounting information for

| HnBgetial CECisiph making, | Esllmﬂtlﬂl'f- testing of means and proportions for large and small
Unit 1 Concepts, scope of financial and management accouniing, Unit 3 I'Iypulth:sjﬂfquﬁg test, ANOVA. fo
Concepts and conventions of Accounting, Review of Double SEITTIP E : d Rubin. Statistics for Management. Prentice
: Entry System, Journal, Ledger and trial balance. Suggested 'Readm%}s :;]?vm o - .
Unit2 Trading, Profit and Lass Account, Balance Sheet, Adjustments Hall of India, New el l{‘ Management. Vikas Publishing House, New Dethi.
on final accounts, Finanejal Statement Analysis: Ratio analysis, Chand:.n,J.S.‘%la_nsncs Ok Chand, New Delhi
Cash flow and Fund flow analysis. S P Gupla, Slansncs: S]:il;a: Behavi‘nur and Managerial Skills :
Unit 3 Marginal costing, Standargl costing and variance analysis; ]Di:': _ ?;%a:;ﬁse will introduce the leamer to the mnd?TE;_m_ls '3]
Budgetary control, Objecuive ) d nature and importance of individua
: nagement and n
-Suggested Readings Maheshwari, S.N. .Management Accounting and buzmiimzehivinur.
Financial Control. Suitan Chand and Sons, New. Delhi. and grotp _ 1
Bhauachar}ra,s.l(.and Deardun,J.,Accnunting lor Management: Texts and _ Introduction to individual behaviour, learning, personality,
: . Vikas Publishing, N . Unit 1 DR rocesses
103 If'lﬂ:::gu:i:}czm:nﬁg’ e pEhECption; |nt.3rpcrsnn_ﬂl al}?ni?:fﬂisn and leadership; culture,
R - : haviour; theories o
Objective  The objective of this course is to acquaint the participants with Unit2 Grnllp_'::if;al change and development o
concepts and techniques used in Economics and enable them to PrEaL nication skills, process of communication,
Apply this knowledge in business decision-making, VRIS eoriers el gattveys in commnication, Individual and grour
[ d
Unit 1 Nature of business decision-making, Introduction to Managerial barriers and g

munication. Oral communication- presentation .ﬂf TﬂPE‘_"*":
Economics, Theory of Demand and supply, demand forecasting; 'mn;inn skills, creativity, group discussion skills, public speaking
5135“““}’ of Demand, Income, Suppiy& advertising, influencing ;Td n:gntiﬂti;n- \iilien comniinication:

actors,

Unit2 Production and Cost - Retumns to scale, Cost Curves, Market | Suggested REEdmg? ion Behaviour. Prentice Hall of f"d*'ﬂNE“"’DEI_hi'
o e~ Em] Fompetition, “mperfect SOmpCHtion | Luthiﬁns,g;:lorgarilsl:?igﬂlBehaviuur. Pearson Education New Delhi.
Monopoly, Oligopoly Robbins, S.UJrgan

i lenn ete. Business Communications: Principles and Applications,
Unit3 Macro Economicg - Introduction to GNP and GDP, Inflation, r Pearse, C Glenn eic.

: : iz, New Delhi. .
Unemployment, Balance of Payments, Economic growth, Prentice Hall q,!‘:fndfﬂ, L esh Chaturvedi, Business Communication, Pearson
Business Cycle and Recent Development in Economics P D Chaturvedi and Mukes

Suggested Readings Varshney, R.L. and Maheshwari K.L., Managerial Education, New Delhi
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markeling concepts, functions; market environment and d¢

Objective  This course will introduce the learner to the fundamentals of variables. ketine: meanine, definition, and
quantitative analysis - Unit | Importance and concept ,ﬂfmar Eunmfmarkeﬁt;g mix, meaning
Unir ] Need and Importance of (uantitative tools for decision making i nfmarkﬂtlﬁir ?ﬂtfss:fjhub’i““ decision process.
for management; Linear programming problem- graphical and and concept of consumer Elj‘ and PﬂSiT"“"i"g; marketing
simplex method, sensitivi lysis, i ' ' it2 Market segmentation, laTgcling : Honine:
[ : o rnysazinmoductionie nteger and Uni h: competitive advantage and strategic positioning;
0a Ing: i - ch; R 1cath
| O programming e ransporation problems. - Tﬂf‘-ﬁjrct management; pricing and distribution; nnmmumcﬂt}t}n
: , Unit 3 EDEN : ine of services. recent trends in marketing;
Unit2 Decision theory; Replacement Models- Individual and Group and promeotion; marketing o " ’
Replacement problems; Elementary Quening Theory: Game green, slobal and a-rr:{a:l_cetlrﬁ :r:gcment. Prentice Hallof India,
. Theory; Sequencing. Supgested Readings Kotler, P.Markeling
nii 3 Markov Analysis; Mont imulati i :
; ¢ Carlo simulation; Network lechniques New Delhi. . - t, Plannimg
: ; " .Marketing Management,
PERT and CPM, Crashing Ramaswamy, V.S. and Nams?kuni}ﬂ :‘ in;elhi b
Suggested Readings Render, B. and Stair, R.M., Quantitatjve Analysis for and Control. Macmillan India Ld., Ne .

Management, Prentjce Hall of [ndja, New Delhi.

Financial Management

202 . : - ith the broad
. , - ap {o acquaint student wi
Kapoor, VK., Operations Research. Sultan Chand, New Delhi. Objective  The objective of lhl? R k?n in a business organisation.
107 Cumﬂ“temﬁppliﬂaﬁﬂns for Management framework of financial deﬁlun-ma SCEDPE and objectives, Profil
Objective  This course will ; - Financial Management: Meanng, 5o : :
Cnmpu[zm_e will introduce the tearner to the fundamenials of Unit 1 o vis Wealth Maximisation, Functions of Fnance
Unit i Introduction to Computers: Hardware and Software, Application Manager in an nrganismimn, Levﬂfﬂ?;i;mmre Theory of Capital
of Computers in Business, ? Unit 2 Capital Sh'\.ll:l“un?- and Dp.umum Cﬂflla ) Mean;ng W
Unit2 Elementary understanding Java and C4+ Basic Operatin Strucnure, Working Capital Manabﬁﬂin(ia ital |
Systems, LAN, WAN. Internet basics, [ntranet Mul!imediﬂg Gwmﬂ: ndf C?m; ugz:::se;tt-v’?ihlnizuesps‘““}ces oflongjienT
Database fundamentals: L ; ’ ' Capital Buageting: 1 ’
el mentals: DBMS and RDBMS; Introduction to Unit3 finl;nce. Cost of Capital: Debt, Preferred Stock and
Unie3 MS-Word, Introduction to Spreadsheet sofiware; Creation of Eqmmmﬂdend F»I‘fI !I;EF ncial Management. Tata McGraw Hill,
;PrEHdShEEtapp]icati”"S; Range, Formulas, Functions, Data Base Suggested Readings Chandra, I.Fina
unctions in spreadsheet: Graphics on Spreadsheet, Presentat; New Delhi. ; tice Hall of
: _ ; : ntation . : . sincss Managers. Preniice
Graphics - Creating a Presentation onapPC, Elementary Knowledge Bhattacharya,Financial Accounting for Busi
of Accounting Software India, New Delhi. : Funds
- ' S ide for Managing Company
Suggesteq Readings Burch, J. and Grudnitski G. Information Systems: Theory Pandey, 1.M, Finance: AManﬂgﬁ:mEﬂt GE thi
and Practice, New York, John Wiley. and Profits. Prentice Hall of Indin, New Delhi.

David, V. Foundations of B
Lliason, A. L. On-line Bu
Res‘earch Associates,
Estrada, S, Connecting to the Internet.
PK Sinha, Computer Fundamentals,

usiness Systems. Fort Worth, Dryden, 203
siness Computer Applications, Chicago, Science Objective

Sebastopol, CA, O'Reilly.
Unit 1

Semester II | ' Unit 2
201 Marketing Management |

Objective  This course shall introduce the leamer tq the basic

t
Human Resource Managemen N -
The objective of this course is 10 sensitize students to the vario

ing of

facets of managing people and o create an understani::im

' manag

' jci tices of human resource

various policies and prac

i TeSOuUrces

' ortance of human

Concept, meaning and.lmi_:u -
management; Corporate objectives and huma:_l resaun:T ]:-Ei o Dgh
Process of human resource planmn_g- job an; :Eleéujnn-
description, and specifications; recruitment ﬂ!’l s |.;,};Eé
induction: training and development; career planning; emp
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~ records and audits.
Unit3 Principles of wage determination, salary structure; job evaluation:
and performance appraisal; wage policies, monetary and non-

monetary incentives and recent trends in Human Resource
Management

Suggested Readings Dressler, Human Resource Management, Prentice Hall

of India, New Delhi.

Aswathappa, K,Human resources and Personnel Management. Tata McGrany

Hifl, New Delhi. :

204 Production and Operations Management

Objective  To familiarise learner with the concept of operations management.
Learner must be able to assimilate the techniques of managing
operattons that include production planning and control.

Unitl ~ Role of operations management in business: Operations strategy;
types 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 control and selective
control;

Unit 3 Quality control; housekeeping and maintenance; work study-
method study and work measurement; Contemporary issue- JIT.
lean manufacturing, Concurrent, engineering, optimised
production technology, etc., Recent trends and development in
production and operations management.

Suggested Readings Adan EE and Ebert RJ. Production apd Operations
Management. PH/, New Delhi.

Amarine Harold T manufacturinf Organisations and Ma nagement. PH7, New
Jersey

Dilworth, James B. Operations Management: Design, Planning and Control
for Manufacturing & Services. Singapore, McGraw Hill

Meoore, FG and Hendrick, T E. Production / Operations Management,
Homewood, Iliinois, Richard D. Irwin

205 Business Environment

Objective  To develop the ability to analyse the competitive business

environment, to understand government policies and current
155Ues,

Unit 1 Nature and significance of business environment, macro

environment, political- legal, economic, social, technological,

Economic role of government, scanning techniques of the

M.D.S.U. Syllabus / Masler of Business Administration (M BA)/13

environment.

Unil 2 Business and government policies: Fiscal policy, Monetary policy,
industrial policy, policy for small scale sector, NRI investment,
industrial sickness

Unil 3 Business and Law, main provisions for Companies Act, MRTP,
FEMA, Consumer Protection Act (CPA), Role and functions of
SEBI, Patents & Trademarks

Sugpested Readings Cherunilam F. Business and Government. Himalava

Publishing House,New Delhi.

Ashwatthappa K. , Himalaya Publishing House, New Delhi

Mishra and Purs. Business Environment. Himalaya Publishing flouse, New

Delhi.

206 Rescarch Methodology for Business

Objective  The course focuses on the analysis of business problems and
(he use of scientific research as a problem-solving tool. This
encompasses the understanding and application of appropriate
research designs, research statistics, data analysis, and report
wriling and presentation.

Unit1 Business Research An overview, Research process and Types of

Research, problem formulation and Statement of Research
Objectives, management problem v/s. research problem,
Importance of literature review. Business Research Design: Steps
involved in a research design. Exploratory research: Meaning,
suitability, collection. Descriptive research: Meaning, types of
descriptive studies, data collection methods. Causal research:
Meaning, various types of experimental designs, internal anq
external validity; types of errors affecting research design.

Unit 2 Sampling and Data Collection: Sampling and sampling
distribution: Meaning, Steps in Sampling process, Types of
Sampling - Probability and non probability Sampling Techniques,
sample size determination. Data collection: Primary and Secondary
data — Sources — advantages/disadvantages. Data collection
Methods: Observations, Survey, Interview and Questionnaire
design, Qualitative Techniques of data collection. Measurement
& Scaling Techniques: Nominal, Qrdinal, Interval and Ratio Scale,
Criteria for good measurement, attitude measurement — Likert’s
Scale, Semantic Differential Scale, Construction of instrument —
Validity and Reliability of instrument.

Unit 3 Data analysis; Data Preparation —editing — Coding —Data enfry —
Validity of data — Qualitative vs Quantitative data analyses,
Hypothesis testing: ANOVA, Nonparametric lesis- chi square
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les1, sign test, run test, Mann-Whilney U Test, Kruskal-Walhs H
test. Report Design : Research report — Different types — Contents

~of report—need of execulive summary — chapierization — contents
of chapter — report writing — the role of audience — readability -
comprehension — tone — final proof — report formal - title ofthe
report — ethics in research.

Suggested Readings Schindler and Cngper. Business Research methods, TMH,
New Delhi :

CR Kothari, Research Methodology,
Remenyi, Williams, Money and Swartz, Doing Research in Business and
Managemnt, , Sage Publications , New Delhi

K R Sharma, Business Research methods, National Publishing House, New
Delhi

207 Viva-Yoce

For the term end viva-voce candidate shall be evaluated for 100
marks by a panel of external expert, an internal expert and the
head of the concerned depariment/ institute.

Semester 111
Marketing Electives

1M Brand Management -

Objective  The objective of this course is to impart in-depth knowledge to
the students regarding 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 1 Undersianding Brands - Brand Hierarchy, Brand Personality,
Brand Image, Brand [dentity, Brand Positioning; Brand Equity;
Unit 2 Value addition from Branding - Brand-customer Relationships,

Brand Lovalty and Customer Loyalty; Manaping Brands; Brand
Creation, Brand Extensions, Brand-product Relalionships, Brand
‘Portfolio;

Unit3 ' Brand Assessment through Research - Brand Identity, Position,
Image, Personality Assessment and Change; Brand
Revitalization; Financial Aspects of Brands; Branding in Different
Sectors: Customer, Industrial, Retail and Service

Suggested Readings Aaker, David, A. Managing Brand Equity. New York, Free

Press.

Kapferer, J N. Strategic Brand Management. New York, Free Press.

Murphy, John A. Brand Strategy. Cambridge, The Director Books.

Steward, P. Building Brands Directly. London,MacMifian.

Upshaw, LybhB.Building Board Identity: A Strategy for success in a hostile

M.D.S.U. Syllabus / Master of Business Administration {(MBA)/15

market place, New York, Jolin Wiley.

Subroto SenguptaBrand Pasitioning, Tata McGraw Hifl New Delhi

302M Sales and Distribution Management

Objective  The purpese of this paper is to acquaint the student with the
concepts which are helpiul in developing a sound sales and
distribution policy and in organising and managing sales force
and marketing channels

Unit1 Nature and Scope of Sales Management; Sctting and Formulating
Personal Selling Objectives; Recruiting and Selecting Sales
Personnel; Developing and Conducting Sales Training
Programmes; Designing and Administering Compensation Plans;

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

Unit 3 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
[ssues; Information System and Channel Management; Assessing
Performance of Marketing Channels; International Marketing
Channels.

Sugpesfed Readings Anderson, R. Professional  Sales

Management.,Englewood Cliffs, New

Jersey, Prentice Hall Inc.

Anderson, R. Professional Personal Selling. Englewood Cliffs, New

Jersey, Prentice Hall Inc.

Buskirk, R H and Stanton, W J. Management of Salcs Force. Homewood

Ninois, Richard D. [rwin.

Dalrymple, D J. Sales Management: Concepts and Cases. New York,

John Wiley.

Johnson, E M ctc. Sales Management: Concepts, Practices and Cascs.

New York, McGraw Hill.

Stanton, William J etc. Management of a Sales Force. Chicago, Inwin.

Cundiff, Stiil, R R and Govoni. Sales Management, Englewood Clifts,

New Jersey, Prentice Hall Inc.

303M Global Marketing Management

Objective . The basic objective of this course is Lo acquaint the students
with environmental, procedural, institutional and decisional
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aspects of international marketing.

The globalization imperative, global marketing environment
economic, financial, cultural, polilical and legal environment
Development of competitive marketing strategy — global
marketing research, gtobal segmentation & positioning, global
marketing strategies, identification of markets, slobal market entry
strategies, global sourcing stratepies

Glub;] Product Policy, Intemational Product Life Cycle, global
promotion strategy, global Pricing Strategy and Distribution
Strategy, various Forms of International Business

suggested Readings . -
International Marketing Srinivasan

Unit 1

Unit2

Unit 3

PH{, New Delhi
International Marketing, Fayerweather PHI New Delhi
International Marketing: Analysis & PHI New Delhi
Strategy, Onkvisit & Shaw
Bhattacharya, B. Export Marketing: Global Business Press, New
Strategies for Suecess., Dethi
304M Marketing of Services

The purpose of this paper is to acquaint the student with the
concepts which are helpful in organizing and managing service
firms.

Nature of service economy; characteristics of services:
classification of services; service quality; consumer behaviour:
segmentation and targeting in services marketing,

Services marketing triangle; implications for marketing mix;
marketing mix for services- product, place, price, promotion,
neople, process and physical evidence.

Strategic options for services- marketing strategies; globalization
of services, small services; Introduction to CRM and e-CRM.
Suggested Readings Balaji, B.: Services Marketing and- Management.
S.Chand and Company Lid , New Delhi

Zeithaml, Valarie A. and Bitner Mary Jo: Services Marketin g-irwin/McGraw-
Hill, NY |

Lovelock, Christopher: Services Ma rketing,Prentice Hall Inc., N.J

Kurtz, David L. and Clow, Kenneth E.: Services Marketing. Jokn Wiley &
Sons, NY

Payne, Adrian: Essential of Service Markeiing, Preniice Half, NJ

J05M CONSUMER BEHAVIOR

Unit 1 Studying consumer behavior, Environmental influence on
consumer behaviour i.e. Culture, subculture, social class, social
group, family, Personal influence

Unit 1

Unit 2

Unit3

LA LEmam L EE - — ——— =
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Unit2 Individual determinants of consumer behaviour - Personality
and self concept, motivation and involvement, attitudes,
Consumer motives

Unit 3 Consumer satisfaction concept, consumer delight, Consumer

objections, Consumer decision-making process, Consumer

behaviour and marketing strategy, Consurnerism
Suggested Readings David Louden & Della Bitta, Consumer Behaviour
36M RETAILMARKETING
Unit 1 Retailing - Definition - Significance and Importance Indian Vs,
Giobal scenario - Types of Retailing Store Retailing - Non-store
Retailing - Types of retailers, Retail location - Factors affecting
retail location decision - Site selection - Factors affecting site
selection - Steps in selecting site - Location based retail strategies;
store design - Store |ayout - Types of layouts - Factors atfecting
store layout - Retailing image mix - Store Facade
Store administration - Floor space management Space mix -
Managing store invenlories and displays - Customer service -
CEM in retailing - Cashiering process - Managing in-store
promotions and events; Merchandising - Introduction and
definition - Steps in merchandise planning - Merchandise
hierarchy - Buying process - Category management
manufacturer’s brands Vs. private label brands
Retail supply chain management - Definition Integrated supply
chain planning - Vendor Development - Quick Response
Inventory Planning - Floor Ready Merchandise - Electronic data
exchanges and bar coding - Managing reverse logistics, Retail
communication - Merchandise based - Store based - Service based
- Sleps in planning - Retail communication mix - Sales promotion
- Advertising Public relations - Personal selling; New trends in
retailing - Franchising in retailing Rele of IT in retailing
Suggested Readings Retail Management - Gibson Vedamani
Retailling Management - Levy & Weitz
Retail Marketing Management - David Gilbert
Relaifing Management - Swapna Pradhan
Retail Management - Ron Hasty & James Reardon
The Art of Retailing - A.J.Lamba

Unit 2

Unit 3

‘Retail Marketing Management - Swapna Pradhan

Retailing Management - W.Steward have

Retailing Management - Analysis, Planning & Control - David Walters

307 M MARKETING RESEARCH -

Unit1 Introduction to Market Research Types of Research - Basic &







