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501. CC - 11: QUANTITATIVE TECHNIQUES FOR MANAGEMENT
Objective: To acquaint students with the construction of mathematical models for
managerial decision situations and to use computer software packages to obtain a solution
wherever applicable. The emphasis is on understanding the concepts, formulation and
interpretation.

Course contents:

Unit I: Linear Programming: Formulation of L.P. Problems, Graphical Solutions (Special
cases: Multiple optimal solution, infeasibility, unbounded solution); Simplex Methods

Unit I1: Elementary Transportation: Formulation of Transport Problem, Solution by
N.W. Corner Rule, Least Cost method, Vogel’s Approximation Method (VAM),
Modified Distribution Method. (Special cases: Multiple Solutions, Maximization case,
Unbalanced case, prohibited routes)

Unit 111: Network Analysis: Construction of the Network diagram, Critical Path- float
and slack analysis (Total float, free float, independent float), PERT, Project Time
Crashing

Unit IV: Decision Theory: Pay off Table, Opportunity Loss Table, Expected Monetary
Value, Expected Opportunity Loss, Expected Value of Perfect Information and Sample
Information

Introduction to Game Theory: Pay off Matrix- Two person Zero-Sum game, Pure strategy,
Saddle point; Dominance Rule, Mixed strategy, Reduction of m x n game and solution of
2x2, 2 x s, and r x 2 cases by Graphical and Algebraic methods;

eadings:

. N. D. Vohra: Quantitative Management, Tata McGraw Hill .

. P. K. Gupta, Man Mohan, KantiSwarup: Operations Research, Sultan Chand.
. V. K. Kapoor: Operations Research, Sultan Chand & Sons.

4. J. K. Sharma: Operations Research Theory & Applications, Macmillan India
Limited.



502. CC - 12: LEGAL ASPECTS OF BUSINESS

Objective: To gain knowledge of the branches of law which relate to business
transactions, certain corporate bodies and related matters. Also, to understand the
applications of these laws to practical commercial situations.

Course contents:

Unit I:

The Indian Contract Act 1872: Meaning and Essentials of contract; Kinds of contract-
Based on: validity, formation & performance, law relating to offer and acceptance,
consideration, competency to contract, free consent, VVoid agreements, performance of
contracts, discharge of contracts, breach of contracts .

Unit I1I:

Sale of Goods Act 1930: Sale and agreement to sell, implied conditions and warranties,
sale by non-owners, rights of unpaid seller.

Negotiable Instruments Act 1881:

Meaning of negotiable instruments, type of negotiable instruments, promissory

note, bill of exchange, cheque.

Unit I11:

The Companies Act 2013:

Meaning and types, Incorporation, Memorandum & Articles of association,
Prospectus, Issue of shares and bonus shares, rights issue, sweat equity, role of
directors, share qualification, company meetings.

The Limited Liability Partnership Act 2008:
Meaning and nature of limited partnership; extent and limitation of liability.

Unit 1V:

Consumer Protection Act 1986:

Obijectives and machinery for consumer protection, defects and deficiency removal, rights
of consumers.

The Right to Information Act 2005:

Salient features and coverage of the act, definition of terms information, right, record,

public authority;

Readings:

1. M.C.Kucchal: Business Law/Mercantile Law, Vikas Publishing.House (P) Ltd.

2. M.C.Kucchal,& Vivek Kucchal: Business Legislation for Management, Vikas
Publishing House (P) Ltd.

3. Dr. G. K. Kapoor & Sanjay Dhamija: Company Law and Practice-A comprehensive
textbook on Companies Act 2013, latest edition, Taxmann.



DSE - | (Finance)
503. INVESTMENT BANKING AND FINANCIAL SERVICES

Objective: The objective of this paper is to know the different aspects of Investment
banking, mergers and acquisition and the detailed SEBI guidelines on issue management.

UNIT-1

Introduction: An Overview of Indian Financial System, Investment Banking in India,
Recent Developments and Challenges ahead, Institutional structure and Functions of

Investment / Merchant Banking; SEBI guidelines for Merchant Bankers, Registration,
obligations and responsibilities of Lead Managers.

UNIT 11

Issue Management: Public Issue: classification of companies, eligibility, issue pricing,
promoter’s contribution, minimum public offer, prospectus, allotment, preferential
allotment, private placement, Book Building process, designing and pricing.

UNIT 11

Leasing and Hire Purchase :Concepts of leasing, types of leasing — financial & operating
lease, direct lease and sales & lease back, advantages and limitations of leasing, Lease
rental determination; Finance lease evaluation problems (only Lessee’s angle), Hire
Purchase interest &Installment, difference between Hire Purchase & Leasing, Choice
criteria between Leasing and Hire Purchase mathematics of HP.

UNIT IV

Venture Capital: Concept, history and evolution of VC, the venture investment process,
various steps in venture financing, incubation financing.

Credit Ratings: Introduction, types of credit rating, advantages and disadvantages of
credit ratings, Credit rating agencies and their methodology.

REFERENCES

1. M.Y.Khan: Financial Services, Tata McGraw —Hill.

2. Machiraju: Indian Financial System, Vikas Publishing House.

3. J.C.Verma: A Manual of Merchant Banking, Bharath Publishing House.

4. K.Sriram: Hand Book of Leasing, Hire Purchase & Factoring, ICFAI, Hyderabad.

5. Ennew.C.Trevor Watkins & Mike Wright: Marketing of Financial Services, Heinemann
Professional



DSE - | (Finance)

504. INVESTMENT ANALYSIS AND PORTFOLIO MANAGEMENT
Objective: The aim of this course is to provide a conceptual framework for analysis from
an investor’s perspective of maximizing return on investment — a sound theoretical base
with examples and references related to the Indian financial system.

Course Contents:

Unit |

Basics of risk and return: concept of returns, application of standard deviation, coefficient
of variation, beta, alpha. Bonds : present value of a bond, yield to maturity, yield to call,
yield to put, systematic risk, price risk, interest rate risk, default risk.

Fundamental analysis: EIC framework; Economic analysis: industry analysis.

Unit 1l

Share valuation: Dividend discount models- no growth, constant growth.

Technical analysis: meaning, assumptions, difference between technical

and fundamental analysis; Price indicators- Dow theory, advances and declines, new
highs and lows- circuit filters. Volume indicators- Dow Theory, small investor volumes.
Efficient market hypothesis; Concept of efficiency:

Random walk, Three forms of EMH and implications for investment decisions. (No
numericals in EMH and technical analysis)

Unit 11

Portfolio analysis: portfolio risk and return, Markowitz portfolio model: risk and return
for 2 and 3 asset portfolios, concept of efficient frontier & optimum portfolio. Market
Model: concept of beta systematic and unsystematic risk. Investor risk and return
Preferences.

Unit IV

Capital asset pricing model (CAPM): Efficient frontier with a combination of risky and
risk free assets. Assumptions of single period classical CAPM model. Characteristic line,
Capital Market Line, Security market Line. Expected return, required return, overvalued.
Performance Evaluation using Sharpe’s Treynor’s and Jensen’s measures.

References:

1. Fischer, D.E. & Jordan, R.J.: Security Analysis & Portfolio Management, Pearson
Education.

2. Sharpe, W.F., Alexander, G.J. & Bailey, J.: Investments, Prentice Hall of India.

3. Singh,R: Security Analysis & Portfolio Management . Excel Books.



DSE 11 (Marketing)

503.CONSUMER BEHAVIOR

Objective:The course of Consumer behaviour equips students with the basic knowledge
about the issues and dimensions of consumer behaviour and with the skill and ability to
analyse consumer information and develop consumer behaviour oriented marketing
strategies.

Course contents:

Unit |

Consumer Behaviour: Nature, scope & application: Importance of consumer behaviour in
marketing decisions, characteristics of consumer behaviour, role of consumer research,
consumer behaviour- interdisciplinary approach.

Unit 11

Consumer Needs & Motivation: Characteristics of motivation, arousal of motives,
theories of needs & motivation: Maslow’s hierarchy of needs, McLelland’s APA theory.
Personality & Consumer Behaviour: Importance of personality, theories of personality-
Freudian theory, Trait theory.

Consumer Perception: Concept of absolute threshold limit, differential threshold limit &
subliminal perception: Perceptual Process: selection, organisation& interpretation.
Learning & Consumer Involvement: Importance of learning on consumer behaviour,
learning theories: classical conditioning,& involvement theory.

Consumer Attitudes: Formation of attitudes, functions performed by attitudes, models of
attitudes: Tri-component model.

Unit 11

Group Dynamics & consumer reference groups: Different types of reference groups,
factors affecting reference group influence, reference group influence on products &
brands.

Family & Consumer Behaviour: Consumer socialisation process, consumer roles within a
family, purchase influences and role played by children, family life cycle.

Culture & Consumer Behaviour: Characteristics of culture, core values held by society &
their influence on consumer behaviour, introduction to sub-cultural & cross-cultural
influences.

Opinion Leadership Process: Characteristics & needs of opinion leaders & opinion
receivers, interpersonal flow of communication.

Unit IV

Consumer Decision making process: Process- problem recognition, pre-purchase search
influences, information evaluation, purchase decision , postpurchase

evaluation; Situational Influences

Readings



1. Leon G.Schiffman & Leslie L.Kanuk: Consumer Behaviour, Prentice Hall
Publication, latest Edition

2. Solomon, M.R.: Consumer Behaviour — Buying, Having, and Being,
Pearson Prentice hall.

5. Kotler, P. & Keller, K. L.: Marketing Management (Global Edition) Pearson.

DSE 11 (Marketing)

504.PERSONAL SELLING & SALES FORCE MANAGEMENT

Objectives: To familiarize the students with the concepts of sales management and
to equip them with the various tools required to be a success in the various
techniques essential for sales staff management. To help them differentiate the
nuances of personal, organizational and personal selling.

Course Contents

Unit | Introduction to Personal Selling; functions of a sales person, qualities of an
effective Sales Person; Personal Selling situations,

Unit 11 Theories of Selling: AIDAS, Right Set of circumstances, Buying formula theory.

Unit 111 The Selling Process: Preapproach — acquiring product knowledge, acquiring
competition and market knowledge, Identifying and qualifying prospects — sources of
prospecting, conditions for qualification, Opening a sale — methods of approaching,
Sales presentation — presentation strategies and methods, Sales demonstration —
planning effective demonstration, use of sales tools, Handling objection — types of
object, Post sales follow up.

Unit IV Introduction to sales force management: Objectives of Sales management,
Role of a sales manager; Managing Sales force — Recruitment, Selection,

Training, Compensation and evaluation of sales force; Sales Territory Coverages:
Sales Territory Concept, Reasons for establishing sales territories, procedures .
Readings:

1. Still, Cundiff & Govani: Sales Management, Prentice Hall of India

2. Charles Futrell: Fundamentals of Selling, McGraw Hill



DSE-111 (HUMAN RESOURCE)

503. HRD: SYSTEMS AND STRATEGIES

ObjectiveThe course gives an overview of the need for HRD and HRD practices which
can develop and improve an Organization’s systems and strategies leading to an optimal
HRD climate.

Course Contents

UNIT - I:Human Resource Development (HRD) : Concept, Origin and Need,
Relationship between human resource management and human resource development.

UNIT - II:HRD Process: Assessing need for HRD; Designing and developing effective
HRD programs; Implementing HRD programs; Evaluating HRD programs.

UNIT- I11: HRD Interventions: Integrated Human Resource Development Systems,
Staffing for HRD; Physical and Financial Resources for HRD. HRD and diversity
management; HRD Climate; HRD Audit.

UNIT - IVV: HRD Applications: Coaching and mentoring, Career management and
development; Employee counseling.

UNIT - V: Evaluating the HRD Effort; Data Gathering; Analysis and Feedback;
Industrial relations and HRD. HRD Experience in Indian Organizations, International
HRD experience, Future of HRD.

Readings:

1. Nadler, Leonard: Corporate human Resource Development, Van Nostrand Reinhold /
ASTD, New York.

2. Rao T.V. and Pareek, Udai: Designing and Managing Human Resource Systems,
Oxford and IBH Publication Ltd.

3. Rao T.V.: Reading in human Resource Development, Oxford IBH Publication .Ltd.
4. Viramani B.R. and Seth, Pramila: Evaluating Management Training and Development,
Vision Books.



DSE 111 (Human Resource)

504. TRAINING & MANAGEMENT DEVELOPMENT

Objective: To familiarize the students with the concept and practice of training and
development in the modern organizational setting.

Course Contents

Unit | Organization vision & plans, assessment of training needs, setting training
objectives, designing training programmes, Spiral model of training.

Unit Il Tasks of the training function: Building support, overall training capacity,
developing materials, strategic planning, networking, designing training programmes.

Unit 111 Training methods: On the job training, job instruction training, apprenticeship,
coaching, job rotation.

Unit IV Management Development Programme Methods:-Understudy, Coaching, Action
Learning, Role Play, Management Games, Seminars, University related programmes.

Unit V Organisational Development (OD): Definition Foundations of OD, Managing the
OD Process, Action Research and OD. OD Interventions: Overview of OD Interventions,
Team Interventions Inter-group and Third-Party Peacemaking Interventions.

Readings:

1. Blanchard P.Nick & Thacker James: Effective Training, Systems, Strategies and
Practices, Pearson.

2. French Wendell, Bell Cecil and Vohra Veena: Organisation Development, Behavioral
Science Interventions for Organisation Improvement, Prentice Hall.

3. Lynton Rolf & Pareek Udai: Training & Development, Prentice Hall.

4. Bhatia S.K.: Training & Development, Deep & Deep Publishers.






