
JK LAKSHMIPAT UNIVERSITY
INSTITUTE OF MANAGEMENT

Minutes of Meeting of Board of Studies Held on May 19, 2018

Honorable Vice Chancellor, Dr. R. L. Raina welcomed the members of BoS of Management
and Engineering and shared the development that had taken place since the last BoS held in
March 18, 2017 and August 06, 2017 respectively. He briefed the members about setting up
of Academic Advisory Board with experts from Academia and Industry; establishment of
Department of 'Science and liberal Arts', Center for Communication and Critical Thinking,
Center for Entrepreneurship and Innovation, and new international linkages like Olin
College, USA; Coventry university, UK, University of Amsterdam, Holland, etc. He also
briefed the members about the changes that were being introduced in the curriculum, in the
content, delivery and assessment across various programs, with emphasis on interdisciplinary
inputs, personality and professional development, problem based and experiential learning.

_ / The sixth meeting of Board of Studies (BoS) of 1M, JKLU was held on May 19, 2018 at
MDC Room No.2 at 11:00 AM.

1. Dr. Manoj Kumar Bhatia
2. Dr. Vinod Dumblekar (External) .'
3. Mr. Amarjeet Singh Atthwal (External)
4. Mr. Sovan Biswas (External)
5. Dr. Kapil Arora
6. Dr. Yugal Nauhria
7. Dr. Upasana Singh
8. Dr. Sheetal Mundra
9. Dr. Punam Mishra
10. Dr. Kirti Jainani

Members Present:

Dr. Manoj Kumar Bhatia, AD-1M, welcomed the members and shared his vision and goal of
taking Institute of Management, JKLU forward. He also introduced Dr. Yugal Nauhria,
Associate Professor-Ilvl, as a new member to the board.

Leave of absence was granted to the following members:

1. Dr. Santosh Ragnekar
2. Dr. Yogeshwari Phatak
3. Dr. Amit Mukherjee
4. Dr. Mala Srivastava
5. Dr. Subir K. Ghosh
6. Mr. Dharmendra Singh
7. Dr. Harsh Dwivedi
8. Mr. Viresh Mathur



9. Dr. Kuldeep Kumar
10. Dr. Ashwini Sharma (on leave due to an emergency in family)
11. Dr. Lokanath Mishra (on duty leave)
12. Dr. Richa Mishra (on duty leave)
13. Dr. Ganesh Dash (on sick leave)
14. Dr. Vaibhav Kaushik (on leave to attend conference)
15. Dr. Rakhi Arora (on duty leave)

Minutes of previous meeting were approved by the members. The draft syllabi of newly
introduced programme Pinnacle MBA (Batch 2018-20); BBA (Batch 2018-21) and B.Com.
(Hons) (Batch 2018-21) prepared by 'the Faculty Council and Experts were tabled for
discussion.

1. The board members were informed about the redesigning of MBA programme to
Pinnacle MBA andwere updated' about the major changes that were brought out in the
Curriculum. the board members appreciated the work of Faculty Council in bringing
about this transformation.

2. AD-1M shared the guiding principles followed while designing the curriculum for
Pinnacle MBA Programme. Thel details are enclosed as Annesure-2. It was informed
to the members that the Pinnacle MBA Programme shall be a two-year, six trimester
programme in place of existing semester system.

3. The main highlights of the programme were further discussed and deliberated upon. It
was shared that the aim of this programme is to make students life ready by way of
project-based, experiential and blended learning with an exposure to multiple
perspectives.

4. The Board appreciated the idea of introducing courses that will be offered in blended
learning mode though MOOCs and at the same time insisted that moderation must be
done carefully by on-site faculty.

5. Mr. Dumblekar suggested that the contents of the course on Strategy should be
business-oriented rather than management-oriented and students should be able to
develop a firm understanding of the cash-perspective.

6. Board members expressed their concerns regarding titles of certain courses, such as
Introduction to HRlMarketingiOperations and suggested that the word Introduction
may be dropped.

7. Mr. Arthwal suggested adding "Employee Engagement" as a topic to be covered in
the course on Human Resources, He further added that topics, such as HR policies,
Reward Management and Retention should also be added.

8. In the course titled "Security Analysis and Portfolio Management", it was suggested
to add strategies of some of the Indian Master Investors.

9. Mr. Dumblekar pointed out that an element of Project Management was missing from
the curriculum. AD-1M assured that students will learn Project Management
techniques through practical problems.

Pinnacle MBA Programme
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1. Curriculum and detailed syllabi for BBA and B.Com (Hons.) (Batches 2018-21) were
tabled and recommended to be approved.

2. Two new specializations in BBA programme were proposed to be introduced from
Academic Year 2018-19. These were BBA (Entrepreneurship) and BBA (Accounting
& Finance). The curriculum for both the programmes were tabled and recommended
to be approved.

3. 2 Electives were proposed to offer during the academic year 2018-19 as follows:
a. Swachh Bharat Abhiyaan: Having weightage of 2 credits for as additional to

be offered to the students for their social activities. The details are enclosed as
Annexure-2.

b. Course on Entrepreneurship (Basic & Advance) with weightage of 3 credits
each to be offered to the students in their 3rd & 4th Sem. respectively. The
details are enclosed as Annexure-2.

BBA and B.Com (Hons.) Programme
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7 Annexure 1

Guiding Principles for Pinnacle MBA:

1. Tightly linked to what is needed
2. Trimester System having 6 terms- 30 hour courses, each course of 3 credits
3. In a term max of 20 credit of taught courses(Welcome to add on)
4. Project/Studio/Star-up is the part of course curriculum

-t

5. Moocs courses will be offered beyond course curriculum if required(Optional)
6. Management Practices
7. Independent Study
8. Perspective Courses

The above guiding principles are kept in mind while designing the Pinnacle MBA curriculum in
consultation with faculty from IIMs (11M-Udaipur) and industry held during last 4 months.

This is in accordance with the following ,critical skills which are need of the industry in 2020
designed and recommended by World Economic Forum in their latest report. "

Sr. No. Skills

1. Complex Problem Solving

2 Critical Thinking

3 Creativity

4 People Management

5 Coordinating with Others

6 Emotional Intelligence

7 Judgement and Decision Making

8 Service Orientation

9 Negotiation

10 Cognitive Flexibility ..

'1



I Annexure 2

lEe Activities

Awareness Campaigns

• Number-of awareness drives conducted
• Number of people .sensltlzed
• Number of hours spent

Nukkad Nalaks/ StreetPlays.Swachhata related folk song-anc

• Number of Performances conducted
• Number of people sensitized
• Number of hours spent

Swachhata Melas

• Number of Melas organized
• Number. of people attendees
• Number of hours spent

Door-to-door visits

• Number of households visited conducted
• Number of people sensitized
• Number of hours spent:

Conducting village/ school level rallies



I

Solid Waste Management

Waste Collection Drives

• Numberof households; public spaces waste collected from
• Number of people who participated
• Number of hours spent

Segregation of solid waste

• Number of segregation demonstrations undertaken
• Total Number of people who attended
• Number of hours spent.

Development of Compost Pits

• Number of pits dug alonq with community participation
• Number of community people participated
• Number of hours spent

Tr~nsportation of household waste {to appropriate disposal!

• Number of households covered
• Number of village people involved
• Number of hours spent

Helping Panchayat draw up biogas plant plans



f
/

/
I

Support in Toilet Construction

Hetping in construction of toilets

· Number of toilet pits dug:
• Number of beneficiaries '
• Number of hours spent



Term 2 i,

31Fundamentals of Corporate
Finance

3

Term 5 Term,6

,"':IAccounting for
Decision Making-I

k, ,<

,Ma n,age~~~t
(Core CO(Jr.se~)

!, .." .~ .; .'j.

11Marketing Research 21HRM

Strategy,
\'.

Management (Electives)

31Data Analysis for Decisions
31Digital Marketing &

Communication '

Elective-II (Managing

Social & Human 3

Capital/Financial Elective-III

Markets, Institutions, (SAPM/Business

tnstrunu-nts & Analytics/Strategy-

;,..:/-._-_.__ . ,-_ ...,_ ..... " I 31services (MilS) II/HR)

Media & Public Relations 11Transactional Analysis

4

IOrganlzation Culture
1 & c~~nlle 3

3

Legal Aspects of

,I .._-- 1 11 Busines;, t--_~t-- _I_---I
Psvchoructnc International

'1 1 IAssessnrents Finance •Sales Promotion 1

Design Thinking 1.51Tech for Business

23

~~

3

Branding

Collateral Creation

31TBD 331TBD

Problem Idea &
~'

Product Launch Market Study " " 3 Concept Testing

'J;!I
~':'I{'. ,IPrototype & Pilot I 31~~incs,_rlan I 31Funding & Launch

3

Public Policy/CSR/EcontJInics/Ethics/Sports Mgt'/Celebrlty

Mgt'/Event/Media/Crisis/Sociology/llrts/History/Cross-CuIture/Readlngs/Know Your

Country/Entrepreneurship/Architt'clure/Mythology & Indian Scriptures/Design &
Craft/Environmenl/Sustainability/Gl'(J-Politics/Happiness/Positive Psycllology/Poetry)

I I I I I

"Leading Self

Comms for Mgrs
6,TBD

Written Executive Comms

20 20.5

TBD

61TBD
TBD

6 TBD 6

TBI)

~a
22

TllD

61TIlD

20 17



/ Annexure 3
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2 t:;;~:;~~~:~-:~~;~~:;~.?t~~~:~:e;;.,as
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- q.Uil will r~eal the·:Specifi;-~(ltrep~eur,ialtrait,s th~anhes!!

students display. If faculty choose's;-d .•·ev-~a":':-select ~ different
tool from the WF SM Entr~p;eneur-i~IStyle.-Qail.·facho( thl!~

uniqU-~-dlscoveries or insicfi"iS into theirow~ capa6ilitl@s, traits.

a~4.:resour~s~ilrFelp the~ on-thei~entr€p,-i;eurii\ journeY:-
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DURATION· CORE Contact hours: 36; fLEX Contut hours; U hours; ASSIGNMENTS: 25 hours

.""""'", .•,,....•••••...WADHWANI
,~ IOUNOAllON

INI~~1\ifTl'IIDU:

BASIC COURSE IN ENTREPRENEURSHIP (From Idea to Business Model)



• The.difference between ••consumer ana' "'THE OBJECTIVEqF BUSINESS 15TO CREATE A.P~YING
••~usto~er (~~cislon ma·k~ri;·M~rket ," CUSTOMER" . .' ".c. .,' ••

Types, Sec.me"utlon an.dTaf&etlnl., Previously, usl"g methods "k.~ Oesl&n.Th~nkl"'.Jlo",.wlth the
· Oefl~'ni t~e·'~rs~nas;.O:n·~e:.~sta:nOrne·_Ea;ty. Geoffrey A. Moore ," jTBO'dl~~overy frai"!"I!!~ork.:th~ itud~nt u"coverid custome'",-s
~d~p..~~rs3,M?'C~s.t.ci~~/:~d.?p~I?~~::patt~.r.n:r··.:,:',.: . . ~::e.:;·it~:::.·~~~:·:[~:~~r~:j~.~.:~~~.:,.th\~.:~~.\~.··~~.:..i~~.:e'~kto .
• IdentitY tne'in.nov'a'tors:iiid early" . - - - "
a.d,·o.:~.·.t~rsf~ry'~~.;st~ftUp... validate thetr p~oblemh;./Po.th~~~s~lth~va'riciu/tYp'e~"ot.

7""=:-:7.-~-=--t7=--':':-'--""~--;-"'--""":~77""-+=---"--,---''-----''-'---,:.jpofenilal ~ustome(s, while feah;Tnc th~~dlff~r~F\ce:between the
· • COme ue with creetrce solunonsfcr th'l! : va"o.~s tV.pes·of market. . ,.-":' . ;...-.... .-'
· ident(fied 'r66Iems . The"yu~der~ta~d'that;i u~~~'of a p;.oluct/serVf~}nay n'ot .

• Deep dive Into Gains, P.•iins 'and. ~Jobs-To:" . .. . . ,
8~~b.Q~.e'":tU5hjc,Va.I~~:Propqsltlcin. Can.vas: necessarily be the: payinr customer:.. "'::-,:.,.

o;y~c),: ..... !~:~~~~::~::~.~~~~~:u:1,:}~:;~o(~;:~;:.~:.~~c~.:~i

usinc the'VPC (Val~~ Prci~sitio;;, Canvis) '~ethod~th~y
. . investieate the Gains/Pains .tbat the chosen custQ.mer problem

f--,:-,--~-'-' ="';~".~.~-";"',,--.,-,--4::-"-"--7.-:--·"7""-'-'--";''''' '~':t: "':-'-::·Co. ~: -'I' repres~rii:s to be·~olved:Tliey piesen.t tl)~ir VPCin:dass u~i~e-a: 1
C:>:~t~o~,e:?~.i~.~"lnncvatlcn- HBR- To~y. minu·te'i>itch~·.Ttie·~ext le·uon·...;iI.Itak~'·student~:·tb· u~der.sta:nd

t-:::"':-:~"-'-':=.':-"7=""".,;.::.::-.:.=.=tUc.'W7",C_k-::'. ,:-":-;-",..:.;;.':"-.--::'7----"'-;"~--.:,.•~~~~:,~t::!:~:~;:~:p~:.Jo~i:~~j:;;t:~::.;::?ihtthei~

THE M1 REASON OF START·UP FAILURE IS: "BUILDING
PRODUCTS' SERVICES WHICH NO ONE WANTS TO BUY"

I-.=-:----;-::---;-:-,.,------t:--;-:-;---;-:-:--:-_-:-:- ;After deliverinc their Plan A BMC prese!1btion and rKt!lvinC
• How to run solution interviews Ash MI~!ya's interview scripts critical feedback, onfy naw the team will try ;and build the

i-===-::---:--;-,.,---:-:--:-'- t:-:_-::;--;- ;SOlution Demo. USinll the principles of ITBO, 001, preparinc
GOOTB: Run Solution interviews Steve Blank experiments and ranklne them In terms of

opportunlty/flt/dlffjcultY. which' will be-t:k~n "to'their tarcet
i-.":o=-o-.-.-yo-u-,-.,-o:-,u"'tlo-n-,o"",y-.-:t""h-"-P-'O-:-b"".-m-':-o-,+A:-'-:-h""M""'-U-,ry-.""·,""'n-:t-.-rv-:-;.-W-'-C""riP-t-,---;cU5tomersIn the days. ahead, so that they can vaUdate their .

your customeri: The prcblem-scluttee test PROBLEM-SOLUTIONfit. 'of'

In Class the teams will create Mock-Ups and Demos alone with

. "',f::::,--:;--;:---,--:---l-.-=D"'iff7".-,.-n-c-.,-:be'--'-tw- ee-n-a-s=t-a"-u-p-y-."'n-tu-,-.-;-'r:s-t.-v-.':'S:-'a-:nk:----------ltheir Interview sheets.
and a small business; Industry Analysis: Armed with these hypotheses. they GOOTS, Outside class, they
• Unde'rstanding what is Competition and will run their MVP - Customer validatlcn interviews and in
it's role, Analyze competition continuous/smill iterations, chaniinc the MVP as required using

F~=:'::;::::'::7-":::::='7:::.,-----t:-:-::---:---------;th. BU'LD-MEASURE·LEARNf•• dback loop,
• Case study: 81u~ Ocean ·Strategy Blue Ocean Strategy H~yin&understood whether,there is a market for their product,

J:--::-::--==----t-:-:--::--.,.,=--:-:--::-:c:--:-::---f,-.,-,.,---:--,--------jthey present their MVP in Ii diJssrqom session. This prepares
• Identify an MVP and build it - I; Document Ash Maurya - Running lean them for the next session about commerclallutlon aspects of
and'validate your assumptions their chosen startup venture. They will also learn when to pivot

t-.-:B""u""i'""d--:-M-:-.-a-,u-'-.-:-'L-.a-,-n""f.-.-:d""b-.cC"kC"'oo-p-.-n""d-tM-,-v'-P"-So-aC"r-d,7'Ja-y-."'''n''-·-Bo-a-rd,------land when to understand which contigur.rtlon ot.the solution

t-t..,he.,.-M_V_P'-'J"'oy..,e"''':-:n::-B,-o_a'_d-,- --t.,-,-..,.,- __ -rr-__ .,.- -jworks better.
• How to do MVP Interviews Ash Maurya - Running lean

• GOQT8: Run MVP interviews Ash Maurya's interview scripts

• Is there a market for your product -The Ash Maurva - Running Lean
product-market fit test

• Ctass Presentation: Present your MVP Prof. Garr Reynolds "-.r -



•__Basics of hOW !:ompanies make money .. Cornell Unive~~ity . "MONEY Jnd peO~lE·MAKE THE WORLD GO AROUND" .
:'Unde~s;t~nd In~o~e';"c~sts;' gioss 'and ~et With the MVP present'~iion ever, the te~;m:~-tart-;-thi~k(nc about
~arlin·S. _ .' . how to make a real business out of the M\lP:"

. ~Identlfy.primary and .$!!conC!ar:v revenue . In Class: The sfuden'ti~nderstarid the basle$;~f ~oney and

. 'strea"ms' fi~ance ilS related pe~oniJlly and'wlth b~si."ess; bot.h';it
!S;~::-:-'--'-=--~'--+'.:::v'::'.:;,u':;.:".p-r"'~-e,-.-n"'d-t-os-t"S;-D':;i.ff:::.-'-~n-,-p-rl-d-n-c-+A-s"'h-w-.'"'"h-D-.~m-o"'d-ara-n-N"'YC"'.-S-t.-'-n-~-lcompany"level and tFieJ'" product/service" ul'!t(level,

strCI~;l:res'-' ~- The e1Sentlai.differen~e be~"een Pr1c~ Be Value: types of costsr.-7U;:'n'-;d:=.":rs':".-n-;d-p-rod-+u-ctc',"'-o-stc's-.-nd-:-op-.-,'"'.t"'";o-n-s+------,.---------;and revenue str~am.s and related precesses.' ,
costs{Ba~iCS of unit c~stinl What are the t);pes of fund In, available at e~ery stice and how

·~=--':'-.,,-----,.,----+ •..,-H""-o-W'-'o-f"'ln-.-n-'."""'bc-u-''''n-.'-'.:'d-:'.-.-''----,---4:-l-U'"'v"..----,S,----,'---,F:-"'d':----4do we pitch the business to our co-founders and «rst hires and.• e entur:e: er es on up ne +
: Varl~.us· sources of fu~ds available to-an' Personal Habits of the Millionaire next later to various types of investors ...
entrepreneur and pros and cons of each door The Millionaire Next Door by However, its people who make or' break a venture, which is the
• ~~t h}ves.t~rs expect: from you Thomas J. Stanlev and William O. Danko next crucial topic to explore ahead .

•,Pract:ke Pltch!n. to Inye~tors, and
, Corpor.ates.

Shared Leade~h~p Model:Jas~/pe~.:~~ ."A company become.s the people It hiles -.::VJnod Khosla"
With m~nev maft~rs,uj,~derstood.lts tlme'to r~,..,ember that the

- essence-of lEAN STARTUP Is to con'scfousty'sQle across 3
. PHASES," proo,.ni·Siifutlon Fit. Produt\·M.ik~ Fit ;nd seat e.

p--,''-:'-~-:---:'---.."..-:---+::--~-:-:,---::--:::-'''-:--:--~-IGiven that one of the-top.s reasons f~ fallur~Js team
manlaement, It altbea:ins with an lael, but eYen the .reatest
(nnovators succeeded only because of the combined efforts of
the:ir"TEAM. .

r.7"-'':':''~'7-:-.::='7;';=-'7--,-~--+------..:...----...,.,-'-; ..Great thinlS Inbusiness are done not bY_one person, but by ~
great team- Steve Joos~ -
In class, the studentSleam that~apa~-from tb;team formation.
they will learn how to-attract, develop ana rctam Your co-

F:"-:,.."..:::....::-:-..,.,...---,.---,.....=.'-:----+:--,---,::---,-:::--::--::--:---..:...'--;found;~ilm--;;:;embcrt:adViS'"'O;;-ana:.;eht~~;;;ture.
Kanban Board, Trello. Slack . Asiicnme;t indudei-_~itlnl up1h. Rol~/JOTna~rj ;tNc:t~re of

_ ~r V;~t~re.Th,iv ~plOre the _tvpe-io!~II;~~tio"- tools a!ld
..: - - - - cklud servic~s, whfch enlbl" remot~rldn •.1iV telmi In -
. - , :- dlfferentlocatlons.'. '""':E... -:-~ "",- ::2' ~ "f"'1;;

-7_ the ne;£Jeuon: Pr.PVid~$·stud.~ntS.l~~ih~~o~driv.iS ot-
. custome,..discoy_cry"-I!!..ct validation 'by-uMd;(i~ndi-""of Sa!.e.f'&

Channels and what:the.Y~arlve.~""" - -: .....•""" .-:;~.-. .- - . -
"lliE MEDiUM i~_~E ~ESSAG~,- ~ARSH~~~U~N' _
',:,.!he previ~uJ Icsso~ ~~~en~m~..:-mo~g'~ic.s i1nd the
all important aspect ot1nspirlnc.-motivJtin,.J!Irinl. oevelopinC

1--:::-::,-::--='""""'-:-..,....,:""'-~-:-:--_+:-:-::.,--:-:.....:.-=----,.-:::--=:--:-~--''--1arid relaininc p~ople i-nsJie an~(outsid;-the. o;';~nil;tion,

. ~ilt is a 8rilnoi~si~gu'jar idea or c~cep~inside the mind
ofa prospect-AI RiseM

_ ~~~

In_class; students williear" about WHY-iu_st;;ri1~rs b~"iI product
_ - or serviccj=oow to-o~ek,p a custome;'::-~~-a~~'a bromo is

~ __ ~~~-=..,--=_+~~~~~~~~..,-~-=-=,_.t~~~-=~-=~-=~=-~.:...:.~c~~ted~henwP_portedw~h~6P~~~~~

What are-thewiilVs_to~~a_ch the tarcet c:usto~er-VliiI channel-
r-:~=~---~-";;;;:"":-=~-+----.,-~---~-= __ ~-Id·evelopment, digital-iilnd-offiine mar1c:eti;; ~~medi~and their

-~ ~et'"p;ctjve b~ogetS iilnd~proi and' conS'

F.7'--=-::-''::'--=-:;;-7':''"'-'''"-j~'-:-''7"".,......t.:--;;--::-=--::-.,....=-:--;,-:'::,=;...,,::..··:'-::-~~.;:.~=-:..:'-I~~v.::~~~:~~i~;;~~~;~!~~-
1--:"-,-::-':'--'::'="',;-,.-:'--=,:.:::~.:...:'¥-=-t--:-=_5'_.".,,=~--:'-:'=-"'·~~--"':~=-,F~~a;;--a:~u~de,-i!~a~~sse~uc

~ ~~~'-~~:~ ~:~:fs:~dI~~~~:~~;t~·tq __ _ ..~~:'=="7:'~--,-__-+'=':;";-~~::-'''-.'''''':~''''''","T''''''-;--+~:-::';'''''-~---=--=-~''''-:''_,;;z'-j_Next they will"leam-iiloout project manaae.men!, .suPP:2rt

r.::-;-......:~-:-__-:::-;-:::::-__..::..__ .::....+.-_-:,_=-;--,...,.-----=-;i~~ctions·;nd statuto;';~mplia~ces __ :;..~-=--
Accountinc: Tools





WFNEN 202· ADVANQD COURSEIN ENTREPRENEURSHIP(From Business Model to P~OdUct Market fit)

DURATION· COREContact hours: 45; fLEXContact hours: 15; ASSIGNMENTS: 30 hours

___ '"'.,,~ WADHWANI~,..,..--~=:.::~

lesson Session Session Oet3i1s / Objectives ToolS/framework Description of session/concept/act;vity

-Growth fs never by mere enance. it is the r!'Sult of forces
w~rkJni toget'"her,- James cash Penney:'""Founder of JC-
Penney • ~ ..,...,.

GrawthJs a ridcy bUt necessary process for startups to
sUrvive,..-An entrepr-;neur who u~dersbnds the rl.des,••nd
kn~win,gly u:Ces them, will have_an opportunitYto grow;
whereas-one who is not willing to take risks will not let the
opportunity.·' -
The Irowth assessment tool pro\ltdes a reiicfv reckoner for
the entrepreneur to assess current .sftuOItionand future
possibilities for the startup,
The Ansoff matrix is a frameworlc. (or the entrepreneur to

broadly understand the possible growth iivenues.
The adjacency mOlppinc is a way for the entrepreneur to
map out the pOIthto growth. _
The Crowth assessment tool allows an enlrepre~ur to

.ass~ss t!!e curre~t p~;iti~n and.!..uture ~i~ntjal~nd
- opportunities for the startup. -.:
The Ansoff Matrix pro-;"des a quTcic:wayto bro~~ look at

J;'owth pos~sibiliJ:lesan.!f the AdJa~~cyni-;~1 is • to.;;. to
~~ out the path to arowth. '

-

.;..;: '"!. Why growth stage Is different compared t~stal1up • Gro~h a~seu~~ent
. phis.' _.. ,-' .' • Ar'lsoff'Matrhl ~

• W~'lProduct-Market fit Is not ei\ough • A~jacency mapping
• c.ase study _
• To au;ss read~lI!u for irowth
• To chart a gro~h path

t:

;, Re\ltsiZ~ourbus.l~ess model-and develop few'

:~~::~~~:~~ir.::,'~~~:t:!~:li~:;~~i~:ti,~tv~~·con.m

solution c.n address
• ,Eval~at~ business models for thl!!new customer

'~·ilmenti:'.:;.:" .,::. ::.. , ",:. , ::, .
• Relook ~'t the Pr~blem St~tem~nt (un you expand
tli~ si~, ~d..~Qlabilit~ of your.bu'sine~s 'bV .,
repos.ittonina 'four proble"m stateroent1)
• ·Expl~ie.~dditional ways to monetile

-- ~
·Companies that .row for ttt'~'sake of arowth o~ that

,e~p.nd ~~_o.Jfen o~tsli:te thelr~~~~~.~~ne~~,~tTite~.;.
often stumble, On the other h~nd, (omp~nies that build
sc~.le for Jhe ten~tit of their (uttomen .nd shareholders
more often succeed over time,- Jam'- Dimon, Preskfent.

.i' .:~~?:;'::t;~~i~~;~~d~~~;;~r:t::,.%:·
discussed. Thii session looks at the ways to implement ~
ai~wih strateev ~nd Its implka,tions on"the OVerallbusin;ss
model. ..; ,....;

• Emphasis 00 old vs new
• G~oalsettln, ~rcali;tk.·
• Timelines and milestones
• Breakeven & proHt 100Ils
• Risks

.•. Ccmpetitcr responses
• Pr~duci ·Iine .

..•. .::. '. ,_ c_...,. "~,..:.' _" -----=- .• i,.......:..: ( .(.~.,.;
.~Uhit e(.bnomic.s~·:-' . -Gfow'n,-your bu.sJness-wfd\outtraCkln, V04JfrurkerJnc
,;lcuIOlti.r . ~onna~ce it like driYina with both h-;nds oYer.--Y;ur~
• 'Iractfcn metrics-- eyes~ - Hiten Shah, C~found~ O(K1SS~trlCS-:..=- _

:. - -=,":': • Q'u~ness traction-Is evidence. thar:sOm'ebOdv realty want's-
:-! yoUr prO:dilct Of'service:..•.lt·1Sevicf~. OfDusw.e:sf~~· ---

momentum and shoWs that t~ busin~""i"li on-its~ayto=--
h2v8 2 ptOduct delivered, prove the bCls.:neu model; Of =
sl~naiitlypenet~tethe opPonunlty;~Th~im~-:a"t thl~g
Is'to'defln';'~he p·a~;·meters'~f tr~ctlon. -and how to m';a~ure
)t.J;·ac;tio'; is the result ~ta satisf~ctory product~~rke:t fi~

Business model

,:':"e" ..8".',""~"'r,,**:' ,-..1-::.~,~.

~Z~ :~~~~~i£~~-~ .~
Th~-8uUseye Fr~';;wor~ a' s{;ple~nd· ~ff~~N;troceston

h~-~ sf;irt~ a~ f~US-~ on ~ riChJ,.~n~~~t ~
distribution reslJlting In.asurge 0( customer acquisition. It Is
~n !pproac~_to gain market .Sh,!i~§Y'lCte~tfvlni th;-
channels that are goine t? mostefficientJy achieve your
goals. The. Bullseye framework Isthi approprbtc. way to
prioritize and then do budeetlnlilfor ch-;nne.ls. "":

• M~asuri~i the effectiveness' of seleded 'hann~ls.



~-Stabililing.k~v revenue streams
• De~.e:loping,_~ddi~ionalrevenue streams (licensing,

.,'~r~hchi~inll,;':::::,-,,:.....' ,~,'.
." E)!p~O~[.ng'~@w .cha.~nl€ls·an·dpa~ne'rshIPs

'.' Revenue>5tream Is iIIn;~mpor:bnttJuildi~g bloCk'of the
business.model~ It encompassu the-methods through '.

. ;....wh"~h money comes(r'-t'a\he'st~ri~~'~~R~~e"Ue' $ti~~m~are
c.harac.terlzed by volilltil~, predictability, ds(;i~J~~turn.,
The objective of the. ~iit~ep;eneul~'t'~'Stabilizethe key
revenue strea';;"s, whil~ developi~g"~d(titiOnoit cees by
e)lPioring nev.:·Channels and partn~~hjps.
Revenue streams·need to be defined 'ilS' deartv as possible.
It is not just enough to list the sources of varices.revenue
streams but-it is equally.impor:ta';ti~--sp~ity pilcing .: .

~::~~:~~::·::~~~i:i~;~:i~~t.I!::~~::·~:··~~~:::I~~~~~~e
startup to opt for a revenue stream .or not. The Impact of

each revenue stream on the other' elements or (he lean
canvas has to be assessed.

Sales Planner Consumer behavior. Is ~,comptex:iss~.e a~ the ·~nt.re,Pfeneur
must constantiv demonstrate. empathy for the' customer
and und~rstand the In~'er workl.n,! of t~e '.,:,stomer's mind.
Engaging-the customer gainfully' a~drriean~ngfully.IS:-a.

;:: Sa·l~s·pitCh,t~mplate ..:: \Nhl1e:s,~~in& outJh~~~nt~e·pren_ehrl$. the·one'-rnan"s.ale~. _::'

.::;;;~:~~6del:~7~t~t~~~~i~~.r~:f~;~~I:t~j~~:::I::':k
t~.~~and·(jr:Cum·stanc~~ win det~~~II!' the -~cht apptoact\,
Sales "re'"what drlves:the:starnip't.t'OWth. AUotherthlna:s"

. ~ina eq~a( mere ~~~peopie.:~itti~Wlt.in ~ore'-~ai~s "
". :.'~ina ce~erilted, So a~~,"~"~~~~~~~el~~;i~Pro~na

:you,..e)l~s\,inl·'Sales$taff.ar~ e~eoti~ •.p.aru·o'f gro~!nl your
·CompariY,.:.~· :;:'';:.:' ,:~-,:.- '..; :.'l.::;;;;.,;::~·

.::iL1f~ntt~:~>~~~t~:;~~;i:i~;t~;1rJ;~;oi::~;
. to incentives _issettinc ambitiou.5 ·y-;t;:ac'hte:.•••bIe.taqets.,.

."-...ieJi~~price·~i~~ticitv
.• OptlmJzlnlr cosis and op:erational expenses
• AdvancedcOncepts or unit costine '

~ ·F..i~·a·~ci~1modeling otvourventure's groWth

.~.~ A":~I~~lrj:~nipeil!Or and pe'er's-fl~'ancl~1m'odels



Academic Year 2018-19 (Annexure-IV) 

Based on the suggestions given by various stakeholders, Program-wise following courses have been 

introduced and removed/dropped. The details of these courses are given below.  

Courses Introduced 

 
Program 

Name 

Batch Code  Subject Name Credit Year Semester Core/Elective 

MBA 2018-20 MA2101 Introduction to 
Marketing 

3 1 1 Core 

MBA 2018-20 ST2101 Introduction to 
Strategy 

3 1 1 Core 

MBA 2018-20 ED2101 Startup studio: 
Identifying Business 
Opportunities 

3 1 1 Core 

MBA 2018-20 CC2101 The Power of Story 
Telling 

3 1 1 Core 

MBA 2018-20 LD2101 Understanding & 
Leading Self 

3 1 1 Core 

MBA 2018-20 CC2103 Critical Thought in 
Communications 

3 1 2 Core 

MBA 2018-20 CC2102 Design Thinking for 
Business 

3 1 2 Core 

MBA 2018-20 ID2111 Foundation of Data 
Analysis 

2 1 2 Core 

MBA 2018-20 FA2102 Introduction to 
Corporate Finance 

3 1 2 Core 

MBA 2018-20 MA2111 Marketing Research 3 1 2 Core 

MBA 2018-20 ED2102 Startup studio: 
Entrepreneurial 
Mindset & 
Leadership 

3 1 2 Core 

MBA 2018-20 ID2101 Business and 
Intelligent Machines 

3 1 3 Core 

MBA 2018-20 PW2101 Capstone-I 2 1 3 Core 

MBA 2018-20 ID2112 Data Analysis for 
Decisions 

2 1 3 Core 

MBA 2018-20 CC2104 Design & 
Presentation 

2 1 3 Core 

MBA 2018-20 MA2102 Digital Marketing 3 1 3 Core 

MBA 2018-20 BS2101 Fundamentals of 
Human Resource 
Management 

3 1 3 Core 

MBA 2018-20 MA2103 Introduction to 
Media & Public 
Relations 

1 1 3 Core 



MBA 2018-20 MA2104 Introduction to Sales 
Promotion 

1 1 3 Core 

MBA 2018-20 OP2101 Management of 
Operations & Supply 
Chains 

3 1 3 Core 

MBA 2018-20 ED2103 Startup studio: Idea 
Generation & 
Business Modeling 

3 1 3 Core 

MBA 2018-20 LD2102 Values & Leadership 2 1 3 Core 

MBA 2018-20 LS2101 A Critical 
Examination of 
Ethics & 
Development 

1 1 3 Open Elective 

MBA 2018-20 LS2102 Business and 
Sustainability 

1 1 3 Open Elective 

MBA 2018-20 EP2101 Essentials of Public 
Policy & Governance 

1 1 3 Open Elective 

MBA 2017-19 EP13 Basic 
Entrepreneurship 

3 2 3 Core 

MBA 2017-19 MK25 Digital Marketing 3 2 3 Core 

MBA 2017-19 ID303 Intelligent Machines 
(AI, Robotics, IoT) 

3 2 3 Core 

MBA 2017-19 CCT301 Personal 
Communication 

3 2 3 Core 

MBA 2017-19 GN40 Sprints 2 2 4 Core 

MBA 2017-19 CCT402 Workplace 
Communication 

2 2 4 Core 

MBA 2017-19 OM19 Materials & 
Inventory 
Management 

3 2 4 Elective  

MBA 2017-19 HR08 Organization 
Development 

3 2 4 Elective  

MBA 2017-19 OM15 Supply Chain 
Concepts and 
Planning 

3 2 4 Elective  

MBA 2017-19 CCT202 Articulation and 
Elocution 

Audit 2 4 Audit 

BBA MBA 2016-19 CCT507 Professional 
Communication 

3 3 5 Core 

BBA MBA 2016-19 CCT601 Personal Branding & 
Workplace 
Communication 

2 3 6 Core 

BBA MBA 2016-19 GN40 Sprints 2 3 6 Core 

BBA 2017-20 CCT306 Effective 
Communication 
Design 

3 2 3 Core 



BBA 2017-20 MK16 Principles of 
Marketing 

3 2 3 Core 

BBA 2017-20 FN27 Banking & Capital 
Marketing 
Fundamentals 

3 2 3 Elective 

BBA 2017-20 EP13 Basic 
Entrepreneurship 

3 2 3 Open Elective 

BBA 2017-20 MK25 Digital Marketing 3 2 3 Open Elective 

BBA 2017-20 CCT401 Advanced 
Communication & 
Interpersonal 
Dynamics 

2 2 4 Core 

BBA 2017-20 ID304 Intelligent 
Automation 

2 2 4 Core 

BBA 2017-20 FN18 Financial Planning 
and Wealth 
Management 

3 2 4 Elective 

BBA 2017-20 FN19 Investment Planning 3 2 4 Elective 

BBA 2017-20 OM19 Materials & 
Inventory 
Management 

3 2 4 Elective 

BBA 2017-20 OM15 Supply Chain 
Concepts and 
Planning 

3 2 4 Elective 

BBA 2017-20 CCT202 Articulation and 
Elocution 

Audit 2 4 Audit 

BBA 2018-21 EC09 Business Economics 3 1 1 Core 

BBA 2018-21 AC04 Financial Accounting 3 1 1 Core 

BBA 2018-21 HR24 Personal Leadership 3 1 1 Core 

BBA 2018-21 CCT101 The Power of Story 
Telling 

3 1 1 Core 

BBA 2018-21 GN41 Capstone-I 2 1 2 Core 

BBA 2018-21 CCT201 Fundamentals of 
Critical Thinking 

2 1 2 Core 

BBA 2018-21 CCT202 Articulation and 
Elocution 

Audit 1 2 Audit 

B Com H 
MBA 

2016-19 CCT507 Professional 
Communication 

3 3 5 Core 

B Com H 
MBA 

2016-19 AC21 GST: Principles and 
Practices 

3 3 6 Core 

B Com H 
MBA 

2016-19 CCT601 Personal Branding & 
Workplace 
Communication 

2 3 6 Core 



B Com H 
MBA 

2016-19 GN40 Sprints 2 3 6 Core 

B Com H 2017-20 CCT306 Effective 
Communication 
Design 

3 2 3 Core 

B Com H 2017-20 MK16 Principles of 
Marketing 

3 2 3 Core 

B Com H 2017-20 FN27 Banking & Capital 
Marketing 
Fundamentals 

3 2 3 Elective 

B Com H 2017-20 EP13 Basic 
Entrepreneurship 

3 2 3 Open Elective 

B Com H 2017-20 MK25 Digital Marketing 3 2 3 Open Elective 

B Com H 2017-20 CCT401 Advanced 
Communication & 
Interpersonal 
Dynamics 

2 2 4 Core 

B Com H 2017-20 ID304 Intelligent 
Automation 

2 2 4 Core 

B Com H 2017-20 FN18 Financial Planning 
and Wealth 
Management 

3 2 4 Elective 

B Com H 2017-20 FN19 Investment Planning 3 2 4 Elective 

B Com H 2017-20 CCT202 Articulation and 
Elocution 

Audit 2 4 Audit 

 

 

Courses Dropped 

 
Program 
Name 

Batch Code  Subject Name Credit Year Semester Core/Elective 

MBA  2017-19 
GN04 

Entrepreneurship 
Development 

3 
2 3 

Core 

MBA  2017-19 
GN21 

Business 
Simulation 

1 
2 3 

Core 

MBA  2017-19 
GN25 

Major Research 
Project 

2 
2 3 

Core 

MBA  2017-19 
LS07 

Written 
Communication 
Skills 

1 
2 3 

Core 

MBA  2017-19 
FN02 

Security Analysis 
& Portfolio 
Management 

3 
2 3 

Elective  

MBA  2017-19 
FN03 

Management Of 
Financial 
Institutions & 

3 
2 3 

Elective  



Services 

MBA  2017-19 
GN38 

Business Round 
Table 

1 
2 4 

Core 

MBA  2017-19 GN39 Capstone Project 4 2 4 Core 

MBA  2017-19 
LS11 

Campus to 
Corporate 

2 
2 4 

Core 

MBA  2017-19 
FN04 

International 
Financial 
Management 

3 
2 4 

Elective  

MBA  2017-19 
FN05 

Banking and 
Insurance 
Management 

3 
2 4 

Elective  

MBA  2017-19 
HR08 

Organizational 
Development 

3 
2 4 

Elective  

MBA  2018-20 
AC01 

Financial 
Accounting & 
Analysis 

3 
1 1 

Core 

MBA  2018-20 
EC01 

Managerial 
Economics 

3 
1 1 

Core 

MBA  2018-20 
HR18 

Organizational 
Behaviour - I 

3 
1 1 

Core 

MBA  2018-20 
HR19 

Organizational 
Behaviour - II 

3 
1 1 

Core 

MBA  2018-20 
IT01 

Information 
Technology for 
Managers 

3 
1 1 

Core 

MBA  2018-20 
LS01 

Managerial 
Communication 

3 
1 1 

Core 

MBA  2018-20 
MK14 

Marketing 
Management-I 

3 
1 1 

Core 

MBA  2018-20 
QT01 

Statistics for 
Managers 

3 
1 1 

Core 

MBA  2018-20 
QT02 

Operations 
Research 

3 
1 1 

Core 

MBA  2018-20 
AC20 

Managerial 
Accounting 

3 
1 2 

Core 

MBA  2018-20 EC08 Macro Economics 3 1 2 Core 

MBA  2018-20 
FN01 

Financial 
Management 

3 
1 2 

Core 

MBA  2018-20 
HR02 

Human Resource 
Management 

3 
1 2 

Core 

MBA  2018-20 HR22 Managing Self 3 1 2 Core 

MBA  2018-20 IT08 Business Analytics 3 1 2 Core 

MBA  2018-20 
MK15 

Marketing 
Management-II 

3 
1 2 

Core 

BBA MBA  2016-19 BBA507 Comprehensive 1 3 5 Core 



Viva 

BBA MBA  2016-19 
BBA606 

Managing Social 
Project 

4 
3 6 

Core 

BBA MBA  2016-19 
BBA607 

Comprehensive 
Viva 

1 
3 6 

Core 

BBA   2017-20 
GN31 

Comprehensive 
Viva 

1 
2 3 

Core 

BBA   2017-20 
LS07 

Written 
Communication 
Skills 

1 
2 3 

Core 

BBA   2017-20 
MK08 

Marketing 
Process and 
Elements 

3 
2 3 

Core 

BBA   2017-20 
GN32 

Comprehensive 
Viva 

1 
2 4 

Core 

BBA   2017-20 
LS08 

Business 
Etiquettes 

1 
2 4 

Core 

BBA  2018-21 EC03 Micro Economics 3 1 1 Core 

BBA  2018-21 
GN29 

Comprehensive 
Viva 

1 
1 1 

Core 

BBA  2018-21 
HR10 

Introduction to 
Social Psychology 

3 
1 1 

Core 

BBA  2018-21 
LS02 

English Language 
Skills 

3 
1 1 

Core 

BBA  2018-21 EC04 Macro Economics 3 1 2 Core 

BBA  2018-21 
GN30 

Comprehensive 
Viva 

1 
1 2 

Core 

B Com H 
MBA  

2016-19 
BCH602 

Computerized 
Accounting 

4 
3 6 

Core 

B Com H 
MBA  

2016-19 
BCH608 

Indirect Tax Laws 
and Practice 

4 
3 6 

Core 

B Com H  2017-20 
AC09 

Advanced Cost 
Accounting 

3 
2 3 

Core 

B Com H  2017-20 
LS07 

Written 
Communication 
Skills 

1 
2 3 

Core 

B Com H  2017-20 
MK08 

Marketing 
Process and 
Elements 

3 
2 3 

Core 

B Com H  2017-20 
AC11 

Strategic 
Accounting 

3 
2 4 

Core 

B Com H  2017-20 
LS08 

Business 
Etiquettes 

1 
2 4 

Core 

B Com H  2018-21 EC03 Micro Economics 3 1 1 Core 

B Com H  2018-21 
LS02 

English Language 
Skills 

3 
1 1 

Core 



B Com H  2018-21 
QT05 

Business 
Mathematics 

3 
1 1 

Core 

B Com H  2018-21 EC04 Macro Economics 3 1 2 Core 

 
 
 
 
 
 

 
(Dr. Manoj Bhatia)   

Associate Dean-IM  


