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 IM, JKLU was held on May 19, 2018 at
MDC Room No.2 at 11:00 AM.

Members Present:

Dr. Manoj Kumar Bhatia

Dr. Vinod Dumblekar (External) "

Mr. Amarjeet Singh Atthwal (Extemal)
Mr. Sovan Biswas (External)

Dr. Kapil Arora

Dr. Yugal Nauhria

Dr. Upasana Singh

Dr. Sheetal Mundra

Dr. Punam Mishra

10 Dr. Kirti Jainani
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Dr. Manoj Kumar Bhatia, AD-IM, welcomed the members and shared his vision and goal of
taking Institute of Management, JKLU forward. He also introduced Dr. Yugal Naubhria,
Associate Professar-IM, as a new member to the board

Leave of absence was granted to the following members:

Dr. Santosh Ragnekar
Dr. Yogeshwari Phatak
Dr. Amit Mukherjee
Dr. Mala Srivastava
Dr. Subir K. Ghosh
Mr. Dharmendra Singh
Dr. Harsh Dwivedi

Mr. Viresh Mathur
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9.
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)

Dr. Kuldeep Kumar

Minutes of previous meeting were approved by the meémbers. 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.

Pinnacle MBA Programme

1.

Wl

The board members were informed about the redesigning of MBA programme to
Pinnacle MBA and were 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.

AD-IM shared the guiding principles followed while designing the curriculum for
Pinnacle MBA Programme. The 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.

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.

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

. 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.

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

Mr. Atthwal 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. :

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

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




BBA and B.Com (Hons.) Programme

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 3™ & 4™ Sem. respectively. The
details are enclosed as Annexure-2.




Annexure 1

Guiding Principles for Pinnacle MBA:

Tightly linked to what is needed

Trimester System having 6 terms- 30 hour courses, each course of 3 credits

In a term max of 20 credit of taught courses(Welcome to add on)
Project/Studio/Star-up is the part of course currigulum

Moocs courses will be offered beylz)nd course curriculum if required(Optional)
Management Practices

Independent Study

Perspective Courses
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The above guiding principles are kept in mind while designing the Pinnacle MBA curriculum in
Vi consultation with faculty from 1IMs (IIM-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
Complex Problem Solying
Critical Thinking

Creativity

People Management

Coordinating with Others

Emotional Intelligence

Judgement and Decision Making

Service Orientation

Negotiation

[y
o

Cognitive Flexibility
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|EC Activities

Awareness Campaigns

+ Number of awareness drives conducted
» Number of people sensitized
* Number of hours spent

Annexure 2

Nukkad Nataks/ Street Plays, Swachhata related folk song anc

* Number of Performances.conducted
+ Number of people sensitized
* Number of hours spent

Swachhata Melas
* Number of Melas organiéed

+ 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
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Solid Waste Management

Waste Collection Drives
» Number of 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 along with community participation
* Number of community people participated

+ Number of hours spent

Transportation of hou%ehotd waste (to appropriate disposal «

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

Hetping Panchayat draw up biogas plant plans




Support in Toilet Construction

Helping in construction of toilets

* Number of toilet pits dug'
+ Number of beneficiaries
* Number of hours spent




Operations
Management

Accounting

Fundamentals of Corporate
Finance

Accounting for

|Sales & Channel

1|Marketing Research 2|HRM 4
Decision Making-| € i Management !
| i Digital Marketing & 1Accounting for Organization Culture
|Strate, 3 |Data Analysis for Decisions | | 1 !
. o i : Communication Decision Making-II & Change 3
Elective-1l (Managing
Management (Electives) ! Social & Human 3 3
Capital/Financial Elective-lll
Markets, Institutions, (SAPM/Business
Instruments & Analytics/Strategy-
Elective-1 (SCM/SAPM) 3[Services (MIIS) 1I/HR)
‘_' i A Legal Aspects of
Media & Public Relations 1|Transactional Analysis Taxation 1|Business i)
Psychometric International
Sales Promotion 1 Assessments 1|Finance |
Branding
Agency Mgmt. 1 Collateral Creation 1
Design Thinking 1.5|Tech for Business TBD 3|{TBD 3|TBD 3
Public Policy/CSR/Econumics/Ethics/Sports Mgt./Celebrity
Mgt./Event/Media/Crisis/Sociology/Arts/History/Cross-Culture/Readings/Know Your
Country/Entrepreneurship/Architecture/Mythology & Indian Scriptures/Design &
Craft/Environment/Sustainability/Geo-Politics/Happiness/Positive Psychology/Poetry)
3 Problem Idea & )
Market Study 3 Concept Testing Prototype & Pilot 3|Business Plan 3|Funding & Launch 3
TBD TBD TBD ljB_D__ TBD
Written Executive Comms 6|TBD 6 TBD 6/TBD 6[TBD 6
20 205 23 2 20| 7




Annexure 3

BASIC COURSE IN ENTREPRENEURSHIP (From Idea to Business Model)

DURATION - CORE Contact hours: 36; FLEX Contact hours: 12 hours; ASSIGNMENTS: 25 hours

WADHWANI

FOUNDATION

Lesson

Sessions

Session Details / Objectives

Tools/Framework/Expert

Description

Sfassor MRl Co

specifi .
splay. If la:ullv:gﬁoose_s c
tool from the WF SM Entrepreneurial Style Qui:




3 customer (decision maker); Market
Types, Segmentation and Targeting,

¢ The difference between a consumer and

Deﬂnln( the personas; 'Understandlng Early
Panems

Geoffrey A. Moore -

-|"THE OBJECTIVE OF BUSINESS s TO CREATE A PAYING

JiTeD dlswvery 'nmawork the’studcn!

CUSTOMER"™
Previously, using methods like Deslgn Thﬂnldng ;lon;-with the

Junmet needs and problems. -
Now, In'class, the studan

v . lidate their prob lem h
) v Apotential e
Cnh-\_’ou y?lue' “fvarious types of market.

; Be-Done (uslngVaIue'P
S orVPC)

____.P__—_
» Deep dive into Gains, P; ins and “Jobs-To-"
position Canvas; | oo <

Value Proposition Canvas

1e Idgntlfy the [J\iP of your solution using
* |the Value Proposition section of the VPC

|They understand that a userof a
; ne:essanly be the paying custo
“|For thei
: adoptlon chasm, which must be crossed forse

‘,hnvestlgate the Gams/Pams tha( the chosen customer prublem

osen se;ment,they ;r :

businesses.
using the VPC (Value Proposmon Canvas) me!hod they

b2 DQu:bme,-Drive’ﬁ Innovation

Outcome Dnven Innovmon HBR Tony
Ulwick

|+ Class Presentation: Ct nicating the
Value Proposition- 1 min Customer Pitch

Forbes: Cam-une Gallow

business model across a variety of stakeholders

. Bfasiés of Lean Approach and Canvas;
Types of Business Models (b2b; b2c)

Get Started with Lean -
Canvas

Lean Canvas - Steve Blank

~|THE LEAN BUSINESS MODEL CANVAS (BMC) :
“|*The Lean Startup is a temporary organization, se:
= repeatable scalable busmess model- St L3

arching for a
ford &

Sketch the canvas- "Document your Plan

-|Ash Maurya - Running Lean

-|Ash Maurya - Running Lean .

= i‘rof. Garr Reynolds -

in thelr next !(ep. =

« Build solution (n_wckups.) demo

THE Ul REASON OF STMT-UP FAILURE

BUILDING
PRODUCTS / SERVICES WHICH NO ONE WANTS TO BUY*

* How to run solution interviews

Ash Maurya's interview scripts

After deli g their Plan A BMC presentation and receiving
critical feedback, only now the team will try and build the
Solution Demo, using the principles of JTBD, ODI, preparing

GOOTB: Run Solution interviews

Steve Blank

experiments and r;nldn; them in term. fy
opportunity/fit/difficulty, which will be taken to their target.

. Dues your- salutlon solve the problem for |Ash Maurya's Interview scripts
your 5: The probl lution test

customers in the days ahead, so that they can validate their
PROBLEM-SOLUTION fit.
in Class the teams will create Mock—Ups and Dcrm:s along with

« Differences between a Startup venture
and a small business; Industry Analysis:

it's role, Analyze competition

« Understanding what is Competition and

‘ISteve Blank

their Interview sheets.

Armed with these hypotheses, thxy—GDOTB. Outside class, they
will run their MVP - Customer validation interviews and in

conti 1s/small i changing the MVP as required using

* Case study: Blue' Ocean Strategy

* |Blue Ocean Strategy

the BUILD-MEASURE-LEARN feedback loop.
Having understood whether there is a market for their product,

and validate your assumptions

« Identify an MVP and build it - I; Document|Ash Maurya - Running Lean

the MVP/Javelin Board

* Build-Measure-Learn feedback loop and

MVP Board/Javelir Board

* How to do MVP Interviews

Ash Maurya - Running Lean

* GOOTB: Run MVP interviews

Ash Maurya's interview scripts

» |s there a market for your product --The
product-market fit test

Ash Maurya - Running Lean

* Class Presentation: Present your MVP

Prof. Garr Reynolds

they present their MVP in a classroom session. This prepares
them for the next session about commercialization aspects of
their chosen startup venture. They will also learn when to pivot
and when to und d which configuration of the solution
works better.
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i |Revenue Streams

“|strear ms -

* Basics of how companies make money
'Undcrs(and income costs, gross ‘and net
m:rglns

. ldentlfy primary and secondary revenue

Cornell University

-“Jhow to make a. real business: out of the MVP.

rMONEY and PEOPLE MAKE THE WORLD GO AROUND" .

With the MVP. presen(aﬂan over, the team starts thinking about

OValue, prlce, and :osts, leferent pdclug
stmtelles

Ashwath

Damodaran NYC, Stern

The esuntla! dlfferenu bctw Pm Value, types of costs

‘|costs; Basics of unit costing -

. Underst:nd product costs and operanons

and revenue streams and related procuses. G
What are the types of funding available atevery stuc and how

e Various sources of funds available toan
{eWhat lnvesxors expect from you

X CDrporates

* How to finance business ideas ¥
en!repreneur ‘and pros and cons of each

= Practice Pltchlng to lnves(ors and

door The

Lets Venture: Series on Fupding +
Personal Habits of the Millionaire next

Thomas J.

Millionaire Next Door by
Stanley and William D. _Danko

do we patch the business to our co-founders and first hires and
later to various types of investors.

However, its people who make or break a venture, which is the
next crucial topic to explore ahead.

Shared Leadership Model: Task/People

- Vlnod Khosla”
th money matters understood, its time to member that the

A ompany becomes the people

~_|essence of LEAN STARTUP Is to :onscbusry le across 3
- [PHASES = Problem-sdudon Fit, Product-M:

Fitand Scale.
Iven that one of the top 5 re ons for hllure Li team

do you ensure there isa ;ood fit? Deﬁnlng
clear roles and responsibilities

|Gene Pool Engineering . Khosla Ventures

manuemen( it all begins with _an Idea, but even the greatest
ded only b of the bined efforts of

their TEAM
“Great things in business are done not byone person, but by a

«How: ta pitch to candidates to join your

great team - Steve Jobs”™
In class, the students leamn that apart from the team formation,
they will learn how to attract, develop and retain your co-

v lt?m r

TERe

| = Explore collaboration tools and.

Kanban Board, Trello, Slack

& Assignmen( includes wmlnl up tht RohIJDE

5 cloudservms,wmch-nabh_ -
_ |different locations.

your venture. They

The next lesson provides.
di y and

)

Charmels and what (hey drive.-

'THE MEDIUM Is THE MESSAG

sethGodin

Bulls Eye

Framework

“[Fubspot Academy-

Seth Godin

Accounting Tools

d Graduate School of Business

. Fallow—up and doslng a sale, Asldng for
the sale = s

2ig Ziglar




Startup Ecosystem, Linke8iin tools
Steve Blank

: , they will showcase
onclude this stage of their
h the advanced

entreprqnéuria! journey,
course. :




WFNEN 202 - ADVANCED COURSE IN ENTREPRENEURSHIP (From Business Model to Product Market Fit)

W WADHWANI
FOUNDATION
[DURATION - CORE Contact hours: 45; FLEX Contact hours: 15 ; ASSIGNMENTS: 30 hours

ENTREPRPEURS 87 NETWORK

Lesson Session

Sesslon Details / Objectives Tools/Framework Description of session/concept/activity

* Timelines and milestones
* Breakeven & profit goals




G(owihg Revenues « Stabilizing key revenue streams -
; . D:velnplng dditional
: ‘franch]sint) 2 ; : Rev
o ¢ Explovlng new chann!ls'and partnershlps 5 charac u‘e‘d by volatil 3 rabill fii.k,_"ahd return. .
5 3 The objective of the htfe;ifzvie stabilize the key
revenue streams, while develop ional ones by
2 explonng new channels and p:nnershnps.
Revenue streams need to be defined as clearly as possible.
Itis not just enoughto I:st thes sources of vanous uvvenue
streams but
“strategy and t e t 'Th'e’teasnn for
’lnsnng c a it is. proﬁnble for the
¢ startup to opt for a revenue stream or.not. The impact of
each revenue stream on the other elements of the lean
canvas has to be assessed.

2 : 2 - Revenue stream is an i’mpoﬁarit bqifdiijl block of the
; : . business model. It sses the methods through .

r S"EImS

L s buy and how
e made; Listening skills:

nique Sales Proposition (USP); Art of the sales Sales Planner 3 C beh is 2 con issue and the eniyipreneur
pllnh (focus on. custnm;rs needs, noton produ:z must. Iy d 2 hy for the cu

and understand the inner workings of the customer’s mind.

Sales funnel / AIDA

Testing price elasticity
“* . Optimizing costs and op
» Advanced concepts of unll cosnng g

'l modehng of your venture s growth
smpetitor and peer's fi il models

Role of business ad\«sors and experts for speaﬁc
argets'in your grow'(h plan

people at the nght time
% joumev.




Academic Year 2018-19 (Annexure-1V)

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 Batch Code Subject Name Credit Year | Semester | Core/Elective

Name

MBA 2018-20 MA2101 Introduction to 3 1 1 Core
Marketing

MBA 2018-20 ST2101 Introduction to 3 1 1 Core
Strategy

MBA 2018-20 ED2101 Startup studio: 3 1 1 Core
Identifying Business
Opportunities

MBA 2018-20 Ccc2101 The Power of Story 3 1 1 Core
Telling

MBA 2018-20 LD2101 Understanding & 3 1 1 Core
Leading Self

MBA 2018-20 CC2103 Critical Thought in 3 1 2 Core
Communications

MBA 2018-20 CC2102 Design Thinking for | 3 1 2 Core
Business

MBA 2018-20 ID2111 Foundation of Data | 2 1 2 Core
Analysis

MBA 2018-20 FA2102 Introduction to 3 1 2 Core
Corporate Finance

MBA 2018-20 MA2111 Marketing Research 1 Core

MBA 2018-20 ED2102 Startup studio: 1 Core
Entrepreneurial
Mindset &
Leadership

MBA 2018-20 1D2101 Business and 3 1 3 Core
Intelligent Machines

MBA 2018-20 PW2101 Capstone-| Core

MBA 2018-20 ID2112 Data Analysis for Core
Decisions

MBA 2018-20 CC2104 Design & 2 1 3 Core
Presentation

MBA 2018-20 MA2102 Digital Marketing 1 Core

MBA 2018-20 BS2101 Fundamentals of Core
Human Resource
Management

MBA 2018-20 MA2103 Introduction to 1 1 3 Core
Media & Public

Relations




MBA 2018-20 MA2104 Introduction to Sales | 1 Core
Promotion

MBA 2018-20 OP2101 Management of 3 Core
Operations & Supply
Chains

MBA 2018-20 ED2103 Startup studio: Idea | 3 Core
Generation &
Business Modeling

MBA 2018-20 LD2102 Values & Leadership | 2 Core

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

MBA 2018-20 LS2102 Business and 1 Open Elective
Sustainability

MBA 2018-20 EP2101 Essentials of Public 1 Open Elective
Policy & Governance

MBA 2017-19 EP13 Basic 3 Core
Entrepreneurship

MBA 2017-19 MK25 Digital Marketing Core

MBA 2017-19 ID303 Intelligent Machines Core
(Al, Robotics, 10T)

MBA 2017-19 CCT301 Personal 3 Core
Communication

MBA 2017-19 GN40 Sprints 2 Core

MBA 2017-19 CCT402 Workplace 2 Core
Communication

MBA 2017-19 OoM19 Materials & 3 Elective
Inventory
Management

MBA 2017-19 HRO8 Organization 3 Elective
Development

MBA 2017-19 OM15 Supply Chain 3 Elective
Concepts and
Planning

MBA 2017-19 CCT202 Articulation and Audit Audit
Elocution

BBA MBA | 2016-19 CCT507 Professional 3 Core
Communication

BBA MBA | 2016-19 CCTe01 Personal Branding & | 2 Core
Workplace
Communication

BBA MBA | 2016-19 GN40 Sprints Core

BBA 2017-20 CCT306 Effective Core

Communication
Design




BBA 2017-20 MK16 Principles of 3 Core
Marketing
BBA 2017-20 FN27 Banking & Capital 3 Elective
Marketing
Fundamentals
BBA 2017-20 EP13 Basic 3 Open Elective
Entrepreneurship
BBA 2017-20 MK25 Digital Marketing 3 Open Elective
BBA 2017-20 CCT401 Advanced 2 Core
Communication &
Interpersonal
Dynamics
BBA 2017-20 ID304 Intelligent 2 Core
Automation
BBA 2017-20 FN18 Financial Planning 3 Elective
and Wealth
Management
BBA 2017-20 FN19 Investment Planning | 3 Elective
BBA 2017-20 oM19 Materials & 3 Elective
Inventory
Management
BBA 2017-20 | OM15 Supply Chain 3 Elective
Concepts and
Planning
BBA 2017-20 CCT202 Articulation and Audit Audit
Elocution
BBA 2018-21 ECO9 Business Economics | 3 Core
BBA 2018-21 ACO04 Financial Accounting | 3 Core
BBA 2018-21 HR24 Personal Leadership | 3 Core
BBA 2018-21 CCT101 The Power of Story | 3 Core
Telling
BBA 2018-21 GN41 Capstone-| 2 Core
BBA 2018-21 CCT201 Fundamentals of 2 Core
Critical Thinking
BBA 2018-21 CCT202 Articulation and Audit Audit
Elocution
B ComH 2016-19 CCT507 Professional 3 Core
MBA Communication
B ComH 2016-19 AC21 GST: Principlesand | 3 Core
MBA Practices
B ComH 2016-19 CCT601 Personal Branding & | 2 Core
MBA Workplace

Communication




B ComH 2016-19 GN40 Sprints 2 3 6 Core
MBA
B ComH 2017-20 CCT306 Effective 3 2 3 Core
Communication
Design
B ComH 2017-20 MK16 Principles of 3 2 3 Core
Marketing
B ComH 2017-20 FN27 Banking & Capital 3 2 3 Elective
Marketing
Fundamentals
B ComH 2017-20 EP13 Basic 3 2 3 Open Elective
Entrepreneurship
B ComH 2017-20 MK25 Digital Marketing 3 2 3 Open Elective
B ComH 2017-20 CCT401 Advanced 2 2 4 Core
Communication &
Interpersonal
Dynamics
B ComH 2017-20 ID304 Intelligent 2 2 4 Core
Automation
B ComH 2017-20 FN18 Financial Planning 3 2 4 Elective
and Wealth
Management
B ComH 2017-20 FN19 Investment Planning | 3 2 4 Elective
B ComH 2017-20 CCT202 Articulation and Audit 2 4 Audit
Elocution
Courses Dropped
Program Batch Code Subject Name Credit | Year | Semester | Core/Elective
Name
MBA 2017-19 Entrepreneurship | Core
GNO4 Development 2 3
Business
MBA 2017-19 | 6Nt Simulation ! 2 3 Core
Major Research
MBA 2017-19 GN25 Project 2 ) 3 Core
Written
MBA 2017-19 Communication 1 Core
LS07 Skills 2 3
Security Analysis
MBA 2017-19 & Portfolio 3 Elective
FNO2 Management 2 3
Management Of
MBA 2017-19 Financial 3 Elective
FNO3 Institutions & 2 3




Services

Business Round

MBA 2017-19 GN38 Table Core
MBA 2017-19 GN39 Capstone Project Core
Campus to
MBA 2017-19 1511 Corporate Core
International
MBA 2017-19 Financial Elective
FNO4 Management
Banking and
MBA 2017-19 Insurance Elective
FNO5 Management
Organizational .
MBA 2017-19 HROS Development Elective
Financial
MBA 2018-20 Accounting & Core
ACO1 Analysis
Managerial
MBA 2018-20 ECO1 Economics Core
Organizational
MBA 201820 1 jp1g Behaviour - | Core
Organizational
MBA 201820 1 jr1g Behaviour - I Core
Information
MBA 2018-20 Technology for Core
ITO1 Managers
Managerial
MBA 2018-20 LSO1 Communication Core
Marketing
MBA 201820 1 114 Management-| Core
Statistics for
MBA 2018-2
018-20 QT01 Managers Core
Operations
MBA 2018-2
018-20 QT02 Research Core
Managerial
MBA 2018-20 AC20 Accounting Core
MBA 2018-20 ECO08 Macro Economics Core
Financial
MBA 2018-20 ENOL Management Core
Human Resource
MBA 2018-20 HRO2 Management Core
MBA 2018-20 HR22 Managing Self Core
MBA 2018-20 ITOS Business Analytics Core
Marketing
MBA 2018-20 MK15 Management-II Core
BBA MBA | 2016-19 BBA507 Comprehensive Core




Viva

Managing Social

BBA MBA | 2016-19 BBAGOG Project Core
Comprehensive
BBA MBA | 2016-19 BBAGO7 Viva Core
Comprehensive
BBA 2017-20 GN31 Viva Core
Written
BBA 2017-20 Communication Core
LSO7 Skills
Marketing
BBA 2017-20 Process and Core
MKO08 Elements
Comprehensive
BBA 2017-20 GN32 Viva Core
Business
BBA 2017-20 LS08 Etiquettes Core
BBA 2018-21 ECO3 Micro Economics Core
Comprehensive
BBA 2018-21 GN29 Viva Core
Introduction to
BBA 2018-21
018 HR10 Social Psychology Core
English Language
BBA 2018-21 1502 Skills Core
BBA 2018-21 EC04 Macro Economics Core
Comprehensive
BBA 2018-21 GN30 Viva Core
B ComH Computerized
MBA 2016-15 1 geg02 Accounting Core
B ComH Indirect Tax Laws
MBA 2016-19 1 608 and Practice Core
Advanced Cost
B ComH 2017-20 ACO9 Accounting Core
Written
B ComH 2017-20 Communication Core
LSO7 Skills
Marketing
B ComH 2017-20 Process and Core
MKO8 Elements
Strategic
B ComH 2017-20 AC1L1 Accounting Core
Business
B ComH 2017-20 LS08 Etiquettes Core
B ComH 2018-21 ECO3 Micro Economics Core
BComH | 2018-21 English Language Core

LS02

Skills




Business
18-21 C
B ComH 2018 QT05 Mathematics 3 1 1 ore
B ComH 2018-21 ECO4 Macro Economics | 3 1 2 Core

(Dr. Manoj Bhatia)
Associate Dean-IM




