














































































































































































































































Units Content

Introduction to International Banking  - Foreign Exchange - Meaning -Foreign Exchange Markets - Factors Determining Exchange Rates-
Exchange Rate Mechanism – FEMA Act 1999 - Provisions - FEDAI
Regulations - Foreign Currency Account in India.

Hrs

Unit I 15
Indigenous Money Transfer Systems and Their Modern Digital
Equivalents -Electronic Modes of Transmission – SWIFT, CHIPS and CHAPS

Unit II

Ancient Indian Trade Assurance Systems - Merchant Guild Guarantees in
Ancient India -Letter of Credit - Meaning - Bank Guarantee - Types of
Letters of Credit - Operations of Letter of Credit - Liabilities and Rights of
the parties - Advantages - Disadvantages - Documents used in Letter of
Credit - Bank Guarantee - Letter of Undertaking.

15

Foreign Exchange and Trade Control Guidelines for Exporters - Facilities

Unit III

for Exporters - Export Finance - Objectives - Eligibility of Parties - Rate
of Interest - Procedures - Payment Due Date - Basic documents Needed

for Pre-shipment and Post-shipment Finance - Exchange and Trade
Guidelines for Importers - Import Finance – Trade Credit.

A

15

International Financial Institutions - IMF -IFC - ADB-WTO- World Bank

Unit IV
- IBRD - IDA - MIGA - EXIM Bank - Organisation Structure and

Functions of these Organizations - ECGC of India - Role, Products and
15

Policies.

Unit V

Risk - Risk Management and Control - Meaning - Objectives - Basic Risk

Management Framework - Risk Identification - Risk in International

Trade - Types of Risk - Country Risk - Credit Risk - Currency Risk -

Hedging - Spot Contract - Forward Contract - Market Risk - Political

Risk - Settlement Risk - Liquidity Risk - Operational Risk - Legal Risk -
Maritime Risk Mitigation in Ancient Indian Ocean Trade - Modern rends

in International Banking.

15

Total Contact Hrs 75

*Italicized texts are for self study

Pedagogy:
Direct Instruction, Digital Presentation, Flipped
Class

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Discussion
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Text Book

S.NO

1.

AUTHOR

Indian Institute of

Banking and

Finance.

Reference Books

TITLE OF THE BOOK

Bank Financial

Management.

PUBLISHERS /
EDITION

Macmillan, 2nd

edition.

YEAR OF

PUBLICATION

2018

1.

S.NO AUTHOR

Indian Institute of

Banking and
Finance.

TITLE OF THE

BOOK

International

Banking.

PUBLISHERS /
EDITION

YEAR OF

PUBLICATION

Macmillan, 2nd

edition, (2018)
2018

2. Jeevanandam.
Foreign Exchange
Practise, Concepts

and Controls.

Sultan Chand and

Sons, New Delhi,
14th ed.

2015

3. Jhiangan M.L. Money Banking

4.
Francis Cherunilam

International Trade

International Trade

and Export

Vrinda Publications

(P) Ltd.
2013

Himalaya

Publishing House.
2017

Management

5.
O P Agarwal and B

K Chudhary

Foreign Trade and

Foreign Exchange

Himalaya

Publishing House.
2017

Course Designed by Ms.A.Gomathi d. Caesth
Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic
Council

Dr. R. Manicka Chezian
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Programme

Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

B.Com - BI

Title

Bachelor of Commerce - Banking
and Insurance

Programme Title
:

26UBI515
Batch: 2026-2029

Semester: V

5 Tutorial

Hrs./Sem.

Marketing
Management

Credits: 4

Course Objective
To endow students with the knowledge of marketing.

Course Outcomes
On the successful completion of the course, students will be able to

CO Statement

CO1 To understand the key concept

and elements of marketing mix
PO1(3), PO2(2), РОЗ(2), PO4(1), PO5(2), РО8(1),
PO9(1), PO10(1), PO11(1), PO13(1), PO15(1)

CO2 To develop a product mix for a

product
POI(3), PO2(2), РО3(2), РO4(2), РО5(2), РО6(1),
PO7(1), PO8(2), РО9(1), PO10(1), РO11(1),
PO13(1), РО14(1), РO15(1)

CO3

CO4

To determine the most

appropriate price mix

To analyze the promotion mix

and be able to select appropriate

channel of distribution

PO1(3), PO2(2), РО3(2), РO4(2), PO5(2), PO6(1),
PO8(2), PO9(1), PO10(1), РО11(1), PO13(1),
PO14(1), PO15(1)

PO1(3), POО2(2), РОЗ(3), РO4(3), РО5(3), РО6(1),
PO7(1), PO8(2), РО9(1), PO10(1), РО11(1),
PO12(1), PO13(1), PO14(2), РO15(1)

CO5 To gain awareness about the laws

protecting consumers and the

latest trends in marketing

PO1(2), POО2(2), РО3(2), РO4(2), РО5(2), РО6(1),
PO7(1), PО8(2), РО9(1), РO10(2), PО11(2),

PO12(1), PO13(3), PO14(1), PO15(2)

Mapping

POs
POI PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14 PO15

COS

CO1 3 2 2 1 2 1 1

CO2 3 2 2 2 2 1 2 1 1 1

CO3 3 2 2 2 2 1 2 1

CO4 3 2 3 3 3 1 1 2 1 1 1 1 2

CO5 2 2 2 2 2 1 1 2 1 2 2 1 3 1 2

3 Point Scale - 1, 2, 3
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Units

Unit I

Unit II

Content
Marketing Management: Meaning, Objectives and Scope -MarketMarketing - Selling - Meaning and Definition- Evolution of the Concept ofMarketing -Objectives and Importance of Marketing - Modern MarketingConcept - Marketing Functions - Market Segmentation - Basis -Benefits.Marketing Mix - Product Policy - Product Planning and Development -Product Life Cycle - Product Mix - Branding - Features - Types - Function
- Packaging - Features - Types - Advantages - Brand Name andTrademark.

Price - Importance - Objectives - Factors affecting Pricing Decisions -Procedure for Price Determination - Methods of Setting Price - Kinds of
Pricing.

Hrs

15

15

15

Unit

III
Distribution Channels - Types of Channels - Factors Affecting Choice of
Distribution.

Promotion - Meaning -Techniques - Advertising - Meaning - Objectives -
Unit IV Benefits - Sales Promotion - Objectives and Importance of Sales Promotion

- Techniques - Media - Publicity.
15

Consumerism - Meaning - Types of Exploitation - Consumer Rights -
Consumer Protection Act 1986 - Grievance and Redressal Cell.

Latest Trends in Marketing: Retail Marketing - Methods - Rural Marketing
Unit V

- Green Marketing - Online Marketing - Mobile Marketing - Social Media

Marketing - Personalized Marketing - Role of Al in Personalized Marketing

15

- Future of Marketing in the AI Era.

Total Contact Hrs

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)

Text Book

96

75



AUTHOR TITLE OF THE BООК PUBLISHERS / EDITION
YEAR OF

PUBLICATION

S.NO

1

Pillai. R.S.N and

Bagavathi

Reference Books

Modern Marketing
Principles and Practice

New Delhi, S. Chand & Co
Pvt. Ltd 2017

YEAR

S.NO
AUTHOR TITLE OF THE BOOK PUBLISHERS / EDITION

OF

PUBLIC

ATION

1 Philip Kotler Principles of Marketing Prentice Hall of India, New Delhi 2017

2 Pingali Venugopal Marketing Management
SAGE Publication, New Delhi,
Edition-1 2017

3
Ranjan Nair and Gupta
C.B

Sultan Chand & Sons, New Delhi.
Marketing Management 2018

4 Sonatakki C.N Principles of Marketing Kalyani publishers, New Delhi 2019

5 Natarajan.L Marketing Margham Publications, Chennai 2017

Course Designed by Ms.A.Gomathi

Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic
Council
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Programme
Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

CO1

CO2

B.Com- BI

26UB1516

Tutorial

Hrs./Sem.

Bachelor of Commerce -

Banking and Insurance

Programme
Title:

Title Batch: 2026-2029

Internship Semester: V

Credits: 2

Course Objective
1. To gain exposure in the practical aspects of the industry
2. To provide for a realistic hands on application training

Course Outcomes

CO Statement

To understand about business

organization and its structure

To adopt to the changes in working
environment

Knowledge

Level

PO1(3), PО2(2), РОЗ(2), РО4(1), РО5(2),

РО6(1), РО07(1), PО8(2), РО9(1), PO10(1),

PO11(1), PО12(1), РО13(1), РO14(1),

PO15(1)

PO1(2), POО2(2), РОЗ(2), РО4(2), PО5(2),

РО6(1), РО7(2), РО8(2), PО9(2), PO10(1),

PO11(2), PO12(2), PO13(2), PО14(1),

PO15(2)

CO3

C04

CO5

To gain hands on training experience in

the relevant field

To bridge the gap between theory and

practice

PO1(3), PО2(2), РОЗ(3), РО4(3), РО5(3),

PО6(2), PО7(2), РО8(3), PО9(2), PO10(2),

PO11(2), PO12(1), PO13(2), PО14(1),

PO15(3)

PO1(3), PО2(2), РОЗ(3), PO4(3), РО5(3),

PО6(2), PО7(2), PO8(3), PO9(2), PO10(2),

PO11(2), PO12(1), РО13(2), РО14(1),

PO15(3)

To know the challenges faced by the

company

PO1(3), PО2(3), РО3(3), PO4(3),
PO5(3), PО6(2), РО7(2), PO8(3),
PO9(2), PO10(2), РО11(2), РО12(1),

PO13(3), PO14(2), PО15(3)
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Mapping
POs

PO1 PO2 PO3 PO4 PO5 PO6 PO7 POS PO9 PO10 PO11 PO12 PO15PO13 PO14

CO1 3 2 2 1 2 1 2 1 1 1 1

CO2 2 2 2 2 2 2 2 2 1 2 2 2 1 2

CO3 3 2 3 3 3 2 2 3 2 2 2 1 2 1 3

CO4 3 2 3 3 3 2 2 3 2 2 2 1 2 1 3

CO5 3 3 3 3 3 2 2 3 2 2 2 1 3 2 3

3 Point Scale - 1, 2, 3
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INTERNSHIP

Internship/ Institutional Training is a part of B.Com. Banking and InsuranceCurriculum. Students undergo training for a period of 30 days at the end of the FourthSemester preferably in Banking and Insurance sector. The knowledge acquired throughtraining is put to test at the end of Fifth semester by conducting Viva-voce examination. AnExternal Examiner and the respective guides of the student evaluate the studentsPerformance. Weight age assigned for the subject is 100.

The distribution of which is as below:

S. No Internal Components Marks
1 Review -1

2 Review - II
10 05

100
3 Review - II1

1000
4 Rough Draft Submission 2005

Total 50 20

S. No External Components Marks

1 Originality of Idea 05

2 Relevance to Current Trend 05

3 Candidate Involvement 05
4

5

Thesis Style / Language
Presentation of Report

05

10 05
6 Viva-Voce 20 05

Total 50 30

Course Designed by Dr.M.Jeeva

Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic

Council

Dr. R. Manicka Chezian

100
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Programme

Code:

Course Code:

Lecture

Hrs./Week
ог

Practical

Hrs./Week

CO

Number

CO1

CO2

CO3

CO4

CO5

B.Com- B1
Programme Title :

26UB15S1

3 Tutorial

Hrs./Sem.

Title

Title:
SEC III: Entrepreneurial

Development

Course Objective

Bachelor of Commerce - Banking
and Insurance

Batch: 2026-2029

Semester: V

Credits: 2

To enlighten the students with new concepts of development of entrepreneurs.Course Outcomes
On the successful completion of the course, students will be able toCO Statement

To remember the legal and financial
conditions as well as the importance of
the entrepreneurial infrastructure

To understand the effectiveness of

different entrepreneurial strategies.

To execute the entrepreneurial project
and its essential elements

To analyze the elements of success of

entrepreneurial ventures.

To evaluate the performance of the other

organization in the development of

entrepreneurial skill

PO1(3), PО2(2), РО3(2), PO4(1), PO5(2),
PO8(1), POО9(1), РО10(1), PO11(1), PO13(1),
PO15(1)

PO1(3), PO2(2), РО3(2), PO4(2), PO5(2),
PO6(1), PO7(1), РO8(2), РО9(1), PO10(1),
PO11(1), PO12(1), PO13(1), PO14(1),
PO15(1)

PO1(3), PО2(2), РО3(3), РO4(3), PO5(3),
PO6(1), PО7(2), РО8(2), РО9(1), PO10(1),
PO11(2), PO12(1), PО13(1), РO14(2),
PO15(2)

PO1(3), PО2(2), РО3(3), PO4(2), PO5(3),
PO6(1), PО7(1), РО8(2), РО9(1), PO10(1),
PO11(1), PO12(1), PO13(1), PO14(2),
PO15(1)

PO1(2), PО2(2), РО3(3), РО4(2), PO5(3),

PO6(1), POО7(1), РО8(2), PO9(1), PO10(1),
PO11(2), PO12(2), PО13(1), PO14(2),
PO15(2)

Mapping

POs PO15
PO1 PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14

COS

CO1 3 2 2 1 2 - 1 1 1

CO2 3 2 2 2 2 1 1 2 1 1 1 1

CO3 3 2 3 3 3 1 2 2 1 2 2 2

CO4 3 2 3 2 3 1 1 2 1 1 2 1

CO5 2 2 3 2 3 2 1 2 2 2 2

3 Point Scale - 1, 2, 3
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Units

Unit I

Unit II

Content

Concept of Entrepreneurship: Entrepreneur - Entrepreneurship-Meaning - Types 
- Qualities - Differences between Entrepreneur and

Intrapreneur - Importance - Role of Entrepreneurship. Women
Entrepreneurs - Development of Women Entrepreneurs- Problems faced
by Women Entrepreneurs - Development of Women Entrepreneur -Social
Entrepreneur.

Traditional Indian Business Training and Apprenticeship Systems -

Entrepreneurship Development Programme (EDP): Barriers to
Entrepreneurship - Need for Entrepreneurship Training - Concepts of
Training Program - EDP in India - Entrepreneurship Skill Development
Programme in India - Phases of EDP - Start-ups - RSETI-EDII TN Schemes.

Hrs

9

9

Institutional Finance to Entrepreneurs: SFCs - SIDCs - SIPCOT - TIIC –

Unit III Commercial Banks - Small Industries Development Bank. 9

Institutional Setup - DICS, SIDO, NSIC and SISs.

Unit IV

Project Management: Basic Idea Generation Techniques - Identification of
Business Opportunities - Feasibility Study - Preparation of Project Report

- Project Appraisal.

9

Unit V

Entrepreneurship Development: Schemes available for Entrepreneurship -

Incentives, Subsidies and Grants of State and Central Government - Online

Courses for Entrepreneurs - Online Courses for Entrepreneurs - MSME -

Objectives - Schemes - Steps to start MSME.

9

45
Total Contact Hrs

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)

Text Book

S.NO AUTHOR
TITLE OF THЕ

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

102



E. Gordon and K.

Natarajan

Reference Books

Entrepreneurial
Development

Himalaya
Publishing House
(VIth Revised

Edition)
2017

S.NO AUTHOR
TITLE OF THЕ

BOOK
PUBLISHERS/

EDITION

YEAR OF

PUBLICATION

1

Robert D Hisrich,

Michael P Peters

and Dean A

Shepherd

Entrepreneurship

Boston, McGraw-

Hill/Irwin 2017

2
Gupta CB and Dr.
N.P. Srinivasan

Entrepreneurial
Development

New Delhi, Sultan

Chand & Sons 2017

D. Uma Devi
3

Entrepreneurial
Development

Sarup Book
2018

4 Dr. Vasant Desai

The Dynamics of

Entrepreneurial

Development and

Management,

Himalaya

Publishing House.
New Delhi 2014

5 Dr. S.S. Khanka
Entrepreneurial

Development

New Delhi, S.

Chand & Sons
2018

Course Designed by Ms.A.Gomathi

Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic

Council

Dr. R. Manicka Chezian
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Programmе

Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

C01

CO2

CO3

C04

CO5

B.Com - BI Programme Title: Bachelor of Commerce-

Banking and Insurance26UB15S2 Title
Batch: 2026-2029

Semester: V

3 Tutorial

Hrs./Sem.

SEC III: Investment
Management

Credits: 2

Course Objective
To impart skills on the fundamentals of investment and security analysis.

Course Outcomes
On the successful completion of the course, students will be able to

CO Statement

To familiarize the concepts of Investment,

Speculation, Gambling, Risk and Return.

To understand the various economic

indicators used of fundamental and

technical analysis.

To analyse the performance of

economical, company and technical

analysis while making investment.

To equip the students with the concept of

theories in investment and portfolio

management

To evaluate the theories based on the

financial performance of listed companies

in a security market.

PO1(3), PO2(2), РО3(2), PO4(1), PO5(2), PO8(2),
PO9(1), PO10(1), PO11(1), PO13(1), PO15(1)

PO1(3), PO2(2), РО3(3), PO4(2), PO5(3), PO6(1).
PO8(3), PO9(1), PO10(2), РО11(1), PO13(1),
PO15(1)

PO1(3), PO2(2), PО3(3), PO4(2), PO5(3), РО6(1),
PO8(3), PO9(1), РО10(2), PO11(1), PО13(1),
PO14(1), PO15(1)

PO1(3), PO2(2), PO3(3), PO4(2), PO5(3), PO6(1),
PO8(3), PO9(1), PO10(2), РO11(2), PO13(1),
PO14(1), PO15(2)

PO1(3), PО2(2), РО3(3), РО4(2), PO5(3), PO6(1),

PO8(3), PO9(1), РO10(2), PO11(2), PO12(1),
PO13(1), PO14(1), PO15(2)

Mapping

ROS
PO

1

PO

2

PO

3

PO

4

PO

5

PO

6

PO

7

PO

8

PO

9

PO1

0

PO1

1

PO1

2

PO1

3

PO1

4

PO1

5

CO

S

CO

1
3 2 2 1 2 2 1 1 1 1 1

CO

2
3 2 3 2 3 1 3 1 2 1 1

CO

3
3 2 3 2 3 1 3 1 2 1 1

CO

4
3 2 3 2 3 1 3 1 2 2 1 2

CO
3

5 2 3 2 3 1 3 1 2 2 1 2

3 Point Scale - 1, 2, 3

104



Units

Unit I

Content

Investment – Financial and Economic Meaning of Investment -Investment
and Gambling - Importance of Investments - Factors Favorable for

Investment - Investment Media

Hrs

9

4
Unit II

Risk - Systematic and Unsystematic Risk – Returns - Traditional Technique

- Holding Period - Yield Method - Probability Distribution.
9

Unit

III

2 Fundamental Analysis - Economic Analysis - Economic Indicators -

Industry Analysis -Industry Life Cycle - Reasons for Stagnation Stage -

Company Analysis-Limitations of Fundamental Analysis.

9

3 Technical Analysis - Difference between Fundamental and Technical

Unit IV Analysis - Basic Technical Assumption - Dow Theory - Elliot Wave

Principles -Charts as a Technical Tool - Trend and Trend Reversal Patterns.

9

Portfolio - Meaning - Principles of Portfolio Investment Process - Portfolio

Unit V
Management - Elements of Portfolio Management - Portfolio Selection -

Performance Evaluation and Portfolio Revision - Demat Account-

9

Procedure for Opening Demat Account.

45
Total Contact Hrs

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)
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1 Preeti Singh.

Text Boo
k

S.NO
AUTHOR TITLE OF THE

BOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION
Investment

Management.

Himalaya

Publishing House.
New Delhi

2019

Reference Books

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1 Bhalla, V.K.
Investment

Management.

Sultan Chand & Co

Ltd. New Delhi. 2018

2
Prasanna

Chandra

Investment Analysis
and Portfolio

Management

3rd Revised Edition.

Tata McGraw Hill.

New Delhi
2017

3 O.P. Agarwal
Security Analysis
and Investment

Management

Himalaya

Publishing House.
New Delhi

2019

4 Dr. V.A. Avadhani

Investment

Management

Himalaya

Publishing House.
New Delhi

2019

5

Prof. H.R.

Appanaiah
Mukund Sharma

Investment

Management,

Himalaya

Publishing House.

New Delhi
2019

Course Designed by Ms.A.Gomathi

Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic
Council

Dr. R. Manicka Chezian
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Programme

Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

B.Com - BІ
Programme Title:

Title26UB15AL

Tutorial

Hrs./Sem.

ALC -1:Digital
Marketing

Course Objective

Bachelor of Commerce - Banking
and Insurance

Batch: 2026-2029

Semester: V

Credits: 2

To create awareness among the students about how digital marketing can be utilised byorganisation.

CO

Number

Course Outcomes
On the successful completion of the course, students will be able to

CO Statement

To familiarize the goals and

stages of digital marketing.
To understand the online

advertising platforms

PO1(3), PО2(2), РО3(1), РО10(2), PО11(1),
PO15(2)

CO1

CO2
PO1(3), PО2(2), РОЗ(2), РО4(1), PO5(1), PO8(1),
PO10(3), PO11(1), PО15(2)

CO3 To equip the students with the

concept of web page and website

PO1(3), PО2(2), РОЗ(2), PO4(2), PO5(1), РО8(1),

PO10(3), PО11(2), PO15(2)
C04 To gain expertise in current

scenario followed in Social media

platforms

PO1(3), POО2(3), РОЗ(2), РO4(2), PO5(2), PО6(1),

PO7(2), PO8(2), PO9(1), PO10(3), PO11(2), PO12(2),

PO13(1), PО14(1), PO15(3)
CO5 To Evaluate the Mobile

marketing tools and platforms

PO1(3), PО2(2), РОЗ(3), PO4(3), PO5(3), PО6(2),

PO7(1), PО8(2), РО9(1), PO10(3), РO11(2),

PO12(1), PO13(1), PO14(1), PO15(3)

Mapping

ROS
PO1 PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14

PO15

COS

CO1 3 2 1 2 1 2

CO2 3 2 2 1 3 I 2

CO3 3 2 2 2 I 3 2 2

CO4 3 3 2 2 2 1 2 2 1 3 2 2 1 3

CO5 3 2 3 3 3 2 1 2 1 3 2 1 3

3 Point Scale - 1, 2, 3
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Units Content
Hours

Unit

I

Digital marketing – Introduction -Meaning - Techniques - Goal s- DigitalMarketing Advantages-Limitations - Legal and Regulatory Obligations-Digital Marketing Trends.
10

Unit

11

Social media-Social media platforms - Linkedin, Twitter, Instagram,
YouTube- Pinterest-Creating a Facebook account.

10

Unit

111

E-Mail Marketing-Blog Marketing - Viral Marketing -Podcasts and
Vodcasts-Mobile marketing tools and platforms-Static Timing Analysis &
Google Analytics- Facebook Analytics.

10

Total Contact Hrs 30

Pedagogy and Assessment Methods:

Seminar, Power Point Presentation, Chalk and talk, Quiz, Assignments, Group Task.

Text Book

S.NO AUTHOR

1.

Anita Agarwal,Rahul

Kotian,  Tushar

Agarwal,

Vijayalakshmi

Kannan

Reference Books

TITLE OF THE BООК
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

E-Commerce and

Digital Marketing

Himalaya

Publishing
House Edition

2016.

S.NO AUTHOR TITLE OF THE BOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1. Ian Dodson
The Art of Digital

Marketing

Wiley
Publication

2016

2. Siman Kingsnorth
Digital Marketing

Strategy

Kogan page 2019
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3.

4.

Nitin Kamat,

Chinmay Nitin

Kamat,

Seema Gupta

2018Digital Marketing Himalaya
Publishing
House

Digital Marketing Mcgraw Hill 2020
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Programme
 Code:

B.Com - BI
Programme

Title:
Bachelor of Commerce -

Banking and Insurancе

Course Code: 26UBI617 Title Batch: 2026-2029

Management
Accounting

Semester: VI

6 Tutorial

Hrs./Sem.
5 Credits:

5

Lecture

Hrs./Week
or

Practical

Hrs./Week

Course Objective
To enlighten the students on the different concepts of management accounting

CO

Number

CO1

CO2

Course Outcomes (CO)
CO Statement

To remember the concepts and importance of

management accounting in decision making.

To understand and analyze financial statement to

help managerial decision making.

PO1(3), PО2(1)

PO1(3), PO2(2), РО3(3), PO4(2),
PO5(3)

CO3 To prepare statements like cash flow, funds flow,

budgets so as to assist the management to take

meaningful and correct decision.

PO3(2), PO4(3), PO5(2), РО6(1),
PO10(2)

C04 To learn the various tools and techniques in cost

control like Marginal costing, Break-even analysis.
PO3(3), PO4(3), PO5(3), РО6(1)

C05 To prepare various budgets like Production budget,

sales budget, Cash budget and the like.

PO3(2), PO4(3), PO5(2), РO6(1),
PO10(2)

MAPPING

POs P
PO1

Ο PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9
PO1

1

PO1

2

PO1

3

PO1

4
CQS

PO1

5

CO1 3 1

CO2 3 2 3 2 3

CO3 2 3 2 1 2

CO4 3 3 3 1

CO5 2 3 2 1 2

3 Point Scale - 1, 2, 3
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Units

Unit I

Content
Emergence and trends in Management Accounting - Management AccountingMeaning - Definition – Objectives and Scope - Advantages and Limitations- Tools - Relationship between Management Accounting and FinancialAccounting - Management Accounting and Cost Accounting.

Hrs

18

Unit II

Financial Statement Analysis - Comparative Statement, Common SizeStatement and Trend Analysis.
Ratio Analysis - Meaning - Uses - Limitations - Classification of Ratios -Computation and Interpretation of Ratios from Financial Statements -

18

Unit
Funds Flow Analysis - Meaning - Uses - Significance - Importance -

III
Limitations - Cash Flow Analysis (New format) (AS-03) - Classification ofcash flow - Distinguish between Cash flow and Fund flow Statement.

18

Budgetary Control - Flexible Budget - Sales Budget - Cash Budget -Production Budget - Purchase Budget - Zero based Budget.
Unit IV Working Capital: Meaning - Need - Types - Importance of Working Capital

Factors determining Working Capital -Forecasting of working capital

18

requirements

Unit V

Marginal Costing - Break-Even Analysis - Applications of Marginal Costing
Techniques -Standard Costing - Determination of Sales Mix - Key Factor -
Make or Buy Decision (Simple Problems Only)

18

Total Contact Hrs 90

NOTE: Problems: 80% Theory: 20%

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)

Text Book

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION
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1
Sharma R.K and

SashiK.Gupta

Management
Accounting

Kalyani Publishers,
13th Edition, New

Delhi,

2017

Reference Books

S.NO AUTHOR

1 Jain.S.Pand Narang. KL

2 Dr. Maheswari.S.N.

Cost and

Management

Accounting

TITLE OF THE

BOOK

Cost and

Management

Accounting

PUBLISHERS /
EDITION

Kalyani

Publishers, New
Delhi

16th edition, New

Delhi, Sultan

Chand & Sons

YEAR OF

PUBLICATION

2017

2017

3

Sharma R.K

SashiK.Gupta, Neeti

Gupta

Management

Accounting

Kalyani

Publisher, 4th

edition.
2016

4
Reddy T.S and Reddy
H.P

Management

Accounting

Cost and

5 Jain and Narang Management

Accounting

Margham

Publications, VIII

Edition

Kalyani
Publishers, 21st

Edition

2013

2013
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Programme

Code:
B.Com-BI Programme Title:

Bachelor of Commerce -

Banking and Insurance
Course Code: 26UBI6E4 Title

Batch: 2026-2029

Semester: VI
Lecture

Hrs./Week

or

Practical

Hrs./Week

6 Tutorial

Hrs./Sem.

Business

Correspondence
Credits: 5

Course Objective

business letters.

To create an understanding about business correspondence and to develop the skill of drafting

Course Outcomes
On the successful completion of the course, students will be able to

CO StatementCO

Number

CO1 To acquire knowledge on the fundamentals of business
communication

PO1(2), PO2(3)

CO2 To gain experience in drafting business letters PO2(3), PО3(1), РО10(1)

CO3 To gain expertise on banking-and insurance
correspondence

PO2(3), PОЗ(1), РО10(1)

CO4 To equip the students with job seeking communication
skills

PO2(3), PО3(1), РО4(1), PO7(1),
PO10(1), PO11(1), PO14(1)

CO5 To develop the ability to prepare official/ formal reports

and proceedings
PO2(3), PО3(1), РO5(1), PO6(1),
PO10(1), PO11(1)

Mapping

POS

COs

PO1 PO2 PO3 PO4 POS PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14 PO15

3 1

CO1

3 1
CO2

3 1
CO3

3 1 1
CO4

3 1 1 1
CO5

3 Point Scale - 1, 2, 3

1

1

1

2

1 1 1 1 1
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Units
Content Hrs

Unit I

Unit II
Trade Enquires - Orders and Execution - Credit and Status Enquiries.

Business Communication - Meaning - Principles of Communication -Types of Communication - Barriers of Communication -Need and
Functions of Business Letter - Essentials of Effective Business Letter -Layout of a Business Letter - Types of Business Letter.

18

18

Unit III
Complaints and Adjustments - Collection letters - Sales Letters
Circular Letters.

-

18

Unit IV

Bank Correspondence - Correspondence with Customers
Correspondence with Head Office - Correspondence with other Banks -
Insurance Correspondence - letter relating to Fire Insurance - Marine
Insurance - Life Insurance - Agency Correspondence - Offer of Agency-
Application for Agency.

18

Unit V

Application letters - Preparation of Resume -Interview - Types of
interview - Preparing Agenda and Minutes - Drafting an e-mail - *Good

speech - Requisites of Good Speech

18

Total Contact Hrs 90

i)Italicized texts are for self study ii) *Blended mode of teaching

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Roll Play

Text Book

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1
Rajendra Pal and

Korlahalli. J.S.

Essential of Business

Communication

New Delhi, Sultan

Chand And Sons 2017
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Reference Books

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /
EDITION

YEAR OF

PUBLICATION

1
Ramesh, MS, and

C.C. Pattanshetti,

Business

Communication

New Delhi,

S.Chand& Co.
2017

2
Raghunathan N.S

and Santhanam

Business

Communication

Margham

Publication
2017

3
R.S.N.Pillai and

Bhagavathi

S. Chand
Commercial

Correspondence
Publications, New

Delhi.

2013

4 R.K.Madhukar
Business

Communication

Vikas Publishing
House, New Delhi

2018

5 C. B. Gupta
Essential Business

Communication

Cengage Learning
India Pvt. Ltd

2019
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Programme

Code:
B.Com - ВI Programme Title:

Bachelor of Commerce -

Banking and Insurance
Course Code: 26UBI6E5 Title Batch: 2026-2029

Semester: VI
Lecture

Hrs./Week
or

Practical

Hrs./Week

6

Tutorial

Hrs./Sem.

Customer

Relationship
Management

Credits: 5

Course Objective
To enlighten the students about the customer relationship management techniques and

practices used in banking and insurance.

Course Outcomes

On the successful completion of the course, students will be able to
CO StatementCO

Number

C01 To create insight in the area of customer

relationship management
PO1(3), PO2(2)

CO2 To understand the various strategies of CRM PO2(3), PО3(2), РО4(2)

CO3 To analyze the different components of E CRM РОЗ  (3), PO4(3), PO5(2), PO6(2)

C04 To identify the values created by customer

relationship management in present scenario

in banking sector

РОЗ(2), РO4(3), PO5(3), PО8(2)

CO5 To gain awareness about the CRM in insurance РОЗ(2), РО4(2), PO5(2), РО6(3),
PO10(2)

Mapping

POs
PO1 PO2 PO3 PO4 POS PO6 PO7 POS PO9

PO1

0

POL

1

POI

2

PO1

3

POI

4

PO1

5

COs

CO1 3 2

CO2 3 2 2

CO3
3 3 2 2

2 3 3

CO4

2 2 2 3

CO5

3 Point Scale - 1, 2, 3
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Units
Content Hrs

Unit I

Customer Relationship Management - Evolution of CRM - MeaningDefinition – Characteristics of CRM - Objectives of CRM - Features of CRM-Process of CRM – Types of CRM - Components of CRM - Steps of AchievingCRM Goals - CRM Selection and Implementation Process - Benefits of CRM-Advantages - Limitations of CRM-Customer Loyalty.

18

CRM Strategy: Introduction -Meaning-Features- Types of CRM Strategies -Building CRM Strategies - Implementing CRM Strategies - Essentials
of

CRM Strategy.
Unit II

CRM Process - Objectives - Benefits -Selection Process Procedure - Steps
18

in CRM Implementation - CRM Business Cycle - CRM for Client ServerModel.

Unit III

E-CRM - Meaning - Features - Needs - benefits - Challenges -difference
between CRM and E-CRM- Components- E-CRM Architecture -Channels for
customer Interaction - Basic Requirements - Dimension of E-CRM -
Advantages - Problems in E-CRM – E-CRM tools.

18

CRM in Banking Sector - Meaning - Objectives - Needs - Importance -

Unit IV

Challenges - Benefits - Features -Role of CRM in banking sector-

Implementation of CRM in Banking Sector. 18

Call Centre - Meaning - Objectives - Types - Features and Functionality -
Components of Call Centre - Call Centre Technology.

CRM in Life Insurance - CRM in General Insurance - Data Mining -Data
Mining in Banks and Insurance Companies.

Unit V Data Warehousing - Meaning - Types of Data Warehousing - Components
of Data Warehousing - Data Warehousing Architecture - Data Warehousing
and CRM.

18

Total Contact Hrs

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation, Flipped
Class

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play /APS)

Text Book

90

S.NO AUTHOR TITLE OF THE ВOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION
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1. S. Alok Kumar Rai.

Reference Books

Customer Relationship
Management.

Second edition.
New Delhi: PHI

Learning
Private Limited.

2014

S.NO
AUTHOR TITLE OF THE BOOK PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1.

Bhanu Prakash

Verma and Tripti

Singh

Customer Relationship
Management.

Chennai: Thakur
Publishers.

2012

2.
V.Kumar Werner

Reinartz

Customer Relationship
Management

Spinger
Publication.

2018

3.
H.Peeru Mohamed

and A.Sahadevan
Customer Relationship
Management

Vikas publishing 2015

4. Peelan. E
Customer Relationship
Management

Pearson

Education
2015

5.

G.Shainesh,

Jagdish, N.Sheth
Customer Relationship
Management strategic
perspective

Laxmi

Publication
2016
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Programme

Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

C01

CO2

CO3

C04

CO5

B.Com -BI
Programme

Title:
Bachelor of Commerce - Banking

and Insurance26UBI6E6 Title
Batch: 2026-2029

Semester: VI

6 Tutorial

Hrs./Sem.

Consumer
Behaviour

Credits: 5

Course Objective
To provide a thorough understanding about consumer behaviour

Course Outcomes
On the successful completion of the course, students will be able toCO Statement

To understand the role of consumer

behaviour in marketing

To analyse the concepts of consumer

motivation, involvement and

perception

To analyse the concepts of consumer

learning and attitude formation

To acquire the skill of probing

consumer decision making process

To evaluate the role of reference

groups in consumer behaviour

PO1(3), PО2(2), РОЗ(2), РО4(1), PO5(2),
PO8(1), PО9(1), РО10(1), PO11(1), PO12(1),
PO13(1), PO15(1)

PO1(3), PО2(2), РОЗ(3), РО4(2), PO5(3),
PO6(1), PО8(2), РО9(1), PO10(1), РО11(1),
PO12(1), PO13(1), PО14(1), РО15(1)
PO1(3), PО2(2), РО3(3), PO4(2), PO5(3),
PO6(1), PО8(2), РО9(1), PO10(1), PО11(1),
PO12(1), PO13(1), PO14(1), PО15(1)
PO1(3), PО2(2), РО3(3), PO4(3), PO5(3),
PO6(1), PО7(1), РO8(2), РО9(1), PО10(1),
PO11(2), PO12(1), PО13(1), РO14(2),
PO15(1)

PO1(2), PО2(2), РО3(3), PO4(2), PO5(3),
PO6(1), PO7(1), PO8(2), PO9(1), PO10(1),
PO11(1), PO12(2), PО13(2), РО14(1),
PO15(2)

Mapping

ROS PO15

POI PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14

COS

CO1 3 1
2 2 1 2

CO2 3 2 3 2 3 1 2 1 1 1

CO3 3 2 3 2 3 2 1 1 1 1 1 1 1

CO4 3 2 3 3 3 2 1 1 2 2 1

2 2 1 2

CO5 2 2 3 2 3 1 2

3 Point Scale - 1, 2, 3
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Units Content

Unit I

Consumer - Customer - Meaning -Consumer Behaviour - MeaningDefinition -- Nature - Traditional Indian Consumer Behavior -Need toStudy Consumer Behaviour- Factors Influencing Consumer Behaviour.Changing Trends in Consumer Behaviour - Consumer Behaviour andMarketing.

Hrs

18

Unit II

Unit

III

Consumer Motive -Meaning- Types of Motives. Consumer motivationDefinition -Needs, Wants, Goals and Motivation- Theories of Motivation.
Consumer Involvement- Definition - Types of Involvement, MeasuringInvolvement.

Consumer Perception - Meaning - Thresholds of perception-Three
Elements of Perception: Perceptual Selection, Organization and
Interpretation- Marketing Implications of Perception - Perceived Price,
Risk, and Quality - Perception of Value in Indian Buying Culture - The Concept of
'Maya' and Materialism.

Consumer Learning - Meaning - Elements of Consumer Learning:
Motivation, Cues - Response - Reinforcement-Behavioral Learning
Theories.

18

Consumer Attitude- Meaning - Definition- Elements - Formation of

Attitude- Factors Affecting Attitude -Functions of Attitude - Strategic
Models of Attitude-Consumer Attitude Formation and Change - Role of

Indian Epics (Ramayana, Mahabharata) in Shaping Consumer Attitudes.

18

Consumer Decision Making - Steps in Consumer Decision Making- Pre-

Unit IV

Purchase Behaviour - Purchase Behaviour - Post Purchase Behaviour.

Models-of_Consumer Behaviour: Economic Model, Learning Model,

Sociological Model, and Howard Sheth Model of Buying - Impact of Cultural

18

Festivals and Traditions on Consumer Spending Behavior.

Unit V

Consumer Reference Groups - Meaning - Characteristics - Types of

Reference Groups-Functions of Primary and Secondary Reference Group-

Influence of Reference Group on Consumer Behaviour- Application of

Reference Group in Marketing a Product.

18

Total Contact Hrs 90

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:
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Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)

Text Book

S.NO AUTHOR
TITLE OF THE

BOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1 Suja R Nair
Consumer

Behaviour

Himalaya

Publishing House
2017

Reference Books

S.NO AUTHOR TITLE OF THE BOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

Schiffman Leon

1 G., Wisenblit loe and

Kumar S. Ramesh

Consumer Behavior Pearson Education 2018

Atish Singh
2 Consumer Behaviour Himalaya Publishing

House
2016

3 Dr. Dharmendra Kumar
Basics of Consumer

Behaviour

Sahitya Bhawan

publications, New

Delhi.

2017

4

David loudon and Albert J
Della Bitta.

5 Gurpreet Kaur Chhabra

Consumer Behavior:

Concepts and

Applications

Consumer Behaviour

McGraw-Hill

International Editions
2018

Dreamtech Press

India Pvt. Ltd
2018
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Programme
Code:

Programme TitleB.Com - BI
:

Bachelor of Commerce - Banking
and Insurance

Course Code: 26UBI6E7 Title Batch: 2026-2029

Semester: VI

6 Tutorial
Hrs./Sem.

Financial

Management Credits: 4

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

CO1

CO2

C03

Course Objective
To enlighten the students with new concepts of Financial Management.

Course Outcomes
On the successful completion of the course, students will be able to

CO Statement

To familiarize the concepts cost of

capital, capital budgeting, capital
structure, dividend and retained

earnings.

To understand the importance of
financial decisions, investment decisions
and dividend decisions in business.

To gain expertise in preparing optimum
capital structure for profitable business.

PO1(3), PO2(2), РО3(2), РO4(1), РO5(2), PO8(2),
PO9(1), PO10(2), РО11(1), РO13(1), PO15(1)

PO1(3), PO2(2), РО3(2), PO4(2), PO5(2), РО6(1),
PO8(2), PO9(1), PO10(2), PO11(1), PO13(1), PO14(1),
PO15(1)

PO1(3), PO2(2), РО3(3), РO4(3), РO5(3), PО6(1);
PO7(1), PO8(2), РО9(1), РO10(2), PО11(2), РО13(1),
PO14(2), PО15(1)

CO4 To equip the students with the concept
wealth and profit maximization using
capital budgeting decisions,

PO1(3), PO2(2), РО3(3), PO4(3), PO5(3), РО6(1),
PO8(3), PO9(1), РO10(2), РО11(2), PO13(1), PO14(1),
PO15(2)

C05 To evaluate the financial and

operational performance of companies

based on changing business
environment.

PO1(3), PO2(2), РО3(3), РO4(2), PO5(3), PO6(1),

PO7(1), PO8(3), РО9(1), PO10(2), PO11(2), PO12(1),
PO13(1), PO14(1), PO15(2)

Mapping

POS
PO

1

PO

2

PO

3

PO

4

PO

5

PO

6

PO

7

PO

8

PO

9

PO1

0

PO1

1

PO1

2

PO1

3

PO1

4
CO

S

PO1

5

CO
3 2

1 2 1 2 2 1 2 1 1 1

CO

2
3 2 2 2 2 1 2 1 2 1 1 1

CO

3
3 2 3 3 3 1 2 1 2 2 2 1

CO
3 2 3 3 3 1 3 1 2 2 - 1 1 2

4

CO

5
3 2 3 2 3 1 1 3 1 2 2 1 1 2

3 Point Scale - 1, 2, 3
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Units Content Hrs

Unit I

Financial Management - Meaning - Scope and Functions- Goals of
Financial Management - Role of Financial Manager -Functions of
Controller and Treasurers in India - Relationship between
functional Areas of Financial Management.

18

Unit II

Unit III

DecisionsCapital Budgeting
- Need - Techniques - Methods of

Capital Budgeting - Process - Time Value of Money  - Cost of Capital
- Significance - Concepts of Cost of Capital - Cost of Debt Capital,
Preference Capital, Equity Capital and Retained Earnings -
Weighted Average Cost of Capital.
Capital Structure - Concept - Capital Structure Theories:
Traditional Method - Net Income Theory, Net Operating Income
Theory - Modigliani & Miller (MM) Theory - Determinants of
Optimal Capital Structure. Leverage: Meaning - objectives - types

18

18

- EBIT - EPS - Retained Earnings

Unit IV

Management of Working Capital - Determinants of Working Capital
- Management of Accounts Receivable, Inventory and Cash -
Financing of Working Capital.

18

Unit V

Dividend Theories - Types of Dividend- Relevance and Irrelevance

Concept of Dividend-Modigliani & Miller Model - Walter's Model -

Gordon's Model - Dividend Policy - Determinants of Dividend

Policy.

18

Total Contact Hrs 90

NOTE: Theory60% and Problems 40%

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)
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Text Book

S.NO AUTHOR
TITLE OF THE

BOOK
PUBLISHERS/

EDITION

YEAR OF

PUBLICATION

Shashi K Gupta.
and Sharma, R.K.

Financial

Management

Kalyani Publishers.
6th Revised Edition.

New Delhi:
2018

Reference Books

S.NO AUTHOR-
TITLE OF THE

BOOK
PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1

Financial

Management: Text,
Problems and Cases.

New Delhi: Tata

McGraw Hill

Publishing

Company Ltd, 8th

2018

Edition.

2

3

4

5

Khan, M.Y. and

Jain, P.K.

James Van Horne

and John M.

Wachowicz Jr

Prasanna

Chandra

I.M. Pandey

C. Paramasivam

and

T. Subramaniam

Fundamentals of

Financial

Management

Fundamentals of

Financial

Management

Financial

Management

Financial

Management

Pearson

Tata McGrawHill

Publishing
Company Ltd, New

Delhi

Vikas Publishing
House

New Age
International Pvt.

Ltd
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Programme
Code:

Programme Title
B.Com - BI :

Bachelor of Commerce - Banking
and Insurance

Course Code: 26UBI6Е8 Title Batch: 2026-2029

Semester: VI

6 Tutorial

Hrs./Sem.

Risk

Management in

Banking and
Insurance

Credits: 4

Course Objective

Lecture

Hrs./Week
or

Practical

Hrs./Week

To enlighten the students with new concepts of risk management in banking and insurance.
Course Outcomes

On the successful completion of the course, students will be able to

CO

Number

CO1

CO2

CO3

CO Statement

Understand the causes and nature of risks in

banking and insurance

Know the challenges of credit management
and measurement of interest rate risk for

asset liability management

Acquire knowledge about the Regulatory

and Supervisory framework for risk

management in banking

PO1(3), PO2(1), РО3(2), PO4(1), PО5(2),
PO8(2), PO10(1), PO11(1), PO13(1),
PO15(2)

РО1(3), РО3(3), РO4(2), PO5(3), PО6(2),
PO8(2), PO10(2), PO11(1), РO13(1),
PO15(2)

PO1(3), PO2(2), РО3(2), PO4(2), PO5(2),

PO6(2), PO8(2), РО9(1), PO10(2),
PO11(1), PO12(1), PO13(3), PO14(1),
PO15(2)

C04 Obtain knowledge on risk identification and

evaluation in insurance

PO1(3), PO3(3), РО4(3), PO5(3), PO6(2),

PO7(1), PО8(2), РО9(1), РО10(2),
PO11(1), PO12(1), PO13(2), PO14(1),
PO15(2)

CO5 Understand the identifying, analyzing the

risk control tools and techniques in

insurance

РО1(3), РО3(3), РO4(3), PO5(3), PО6(2),

PO7(1), PO8(2), РО9(1), PO10(2),
PO11(2), PO12(1), PO13(2), PO14(1),
PO15(3)

Mapping

PO15
PQS

PO1 PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14

COS

-

CO1 3 2 2 - 2 1 2

CO2 3 1 3 2 3 2 2 2 1 1 2-

CO3 3 2 2 2 2 2 2 1 2 I 3 1 2

CO4 3 3 3 3 2 1 2 1 2 1 2 1 2

CO5 3 3 3 3 2 1 2 1 2 2 1 2 1 3

3 Point Scale -1, 2, 3
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Units

Unit I

Unit II

Unit III

Unit IV

Unit V

Content

Risk Management Concept and application: Introduction - Meaning
and Definition of Risk - Risk and Uncertainty - Nature of Risk -

Sources of Risk - Handling Risks. Risk Management: Structure -
Need - Objectives - Benefits - Nature - Development of Risk
Management - Relation between risk and Capital - Risk

Management Function.

Measurement and Management of Risks in Banks: Credit Risk-

Challenges in credit risk management- Strategy-credit policy.
Instruments of credit risk management. Concept of Market risk:

Organizational set up for market risk management - Liquidity risk

management - Interest rate risk management - Foreign exchange

risk management.

Integrated Risk Management Policy (IRMP): Basic Framework -

Integrated risk - Credit risk - Implementation road map: Market

risk implementation road map and operational risk

implementation road map. Integrated Risk Management Policy -

Risk governance structure - Objectives and Principles of

Integrated Risk Management.

Risks Management in Insurance: Growing interest in risk

management Methods of classifying risk - Risk management

process - Methods of risk identification. Risk Assessment -

Statistical Methods and Probability Concept - Diversification of risk

using risk pooling.

Risk Handling Techniques: Loss or risk control - Risk transfer -

Loss financing - Choosing an appropriate risk handling technique -

Risk bearing financial institutions - Risk diversification - Additional

benefits from risk bearing of financial institutions - Hedging -

Speculative financial risk.

Hrs

18

18

18

18

18

Total Contact Hrs

NOTE: Theoretical Aspects only (All Units)

*Italicized texts are for self study
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Pedagogy:
Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)Text Book

S.NO AUTHOR TITLE OF THE
BOOK

PUBLISHERS/
EDITION

YEAR OF

PUBLICATION

1
Mark.S.Dorfman,

David A.Cather

2 S.Singh, Yokeshsingh

Reference Books

Introduction to Risk

Management and
Insurance

Risk Management in
Banks

PHI Learning Private
Limited Publication,
(Tenth Edition)

(First Edition) Excel
Books Publication,
New Delhi

2013

2008

S.NO AUTHOR

1

2

3

Dr.P.K.Gupta

N.R. Mohan

Prakash

E. Rejda George
and McNamara

Michael

TITLE OF THE

BOOK

Essentials of

Insurance and Risk

Management

Banking, Risk and

Insurance

Management

Principles of Risk

Management and
Insurance

PUBLISHERS/

EDITION

(First Edition),
Himalaya Publishing

House

Vikas Publishing,
Chennai

(13Edition) Pearson

YEAR OF

PUBLICATION

2016

2016

2017

Course Designed by

Verified by HoD

Dr.S.Mahalakshmi

Dr.M.Jeeva

Approved by
Chairman- Academic

Council

Dr. R. Manicka Chezian

S. Khy

ryyeen
Dr. R. MANICKA CHEZIAN M.Sc.,M.S.,Ph.D,

PRINCIPAL i/c

Nallamuthu Gounder Mahalingam Coltege

Poliachi - 642 001, Coimbatore District.
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Programme

Code:

B.Com - BI Programme Title : Bachelor of Commerce -

Banking and Insurance
Course Code: 26UBI6E9 Title Batch: 2026-2029

Semester: VI
Lecture

Hrs./Week
or

Practical

Hrs./Week

6

Tutorial

Hrs./Sem.

Financial Markets and

Institutions
Credits: 4

Course Objective
To create awareness about the contemporary theory and practice of Indian Financial Market and

Institutions.
Course Outcomes

CO

Number

CO1

CO2

СОЗ

On the successful completion of the course, students will be able to
CO Statement

To acquaint with the functioning
of financial markets and

institutions

To understand the operation and

position of primary and

secondary markets

To gain knowledge about the role

of SEBI

PO1(3), PО2(2), РОЗ(2), PO4(1), PO5(2),
PO8(2), PО9(1), PO10(2), PO11(1), PO13(1),
PO15(1)

PO1(3), PО2(2), РО3(2), РO4(2), PO5(2),

PO6(1), PО8(2), РO9(1), PO10(2), РО11(1),
PO13(1), PO15(1)

PO1(3), PО2(2), РО3(2), РO4(1), PO5(2),
PO8(2), PО9(1), РО10(2), PO11(1), PO13(2),
PO15(1)

CO4 To analyse the performance of

Credit Rating Agencies and

Mutual fund in India

PO1(3), PО2(2), РО3(3), PO4(2), PO5(3),

PO6(1), PО8(3), РО9(1), РO10(2), РО11(1),
PO13(1), PO14(1), PO15(1)

CO5 To evaluate the importance of

Non Banking Financial companies

PO1(3), PО2(2), РО3(3), PO4(2), PO5(3),
PO6(1), PО8(3), PО9(1), PO10(2), РО11(2),
PO12(1), PO13(1), PO14(1), PO15(2)

Mapping

ROS PO PO

1 2

PO

3

PO

4

PO

5

PO

6

PO

7

PO PO PO PO

8 9 10 11

PO

12

PO

13

PO

14

PO

15

PS

01

PS

02

COs

C01 3 2 2 1 2 2 1 2 1 1 3 2

CO2 3 2 2 2 2 1 2 1 2 1 3 3

CO3 3 2 2 1 2 2 1 2 1 2 3 2

CO4 3 2 3 2 3 1 3 1 2 1 1 1 3 3

CO5 3 2 3 2 3 3 1 2 2 1 1 2 3 3

3 Point Scale - 1, 2, 3
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Units Content Hrs

Unit I

Financial Services - Meaning - Features - Importance - Scope - Causes forFinancial Innovation - New Financial Products and Services - Innovative
Financial Instruments- Challenges Faced by the Financial Service Sector -
Present scenario- Merchant Banking - Merchant bankers - Mechanisms
followed in merchant banking – Lease financing - Types

18

Unit II

Capital Market - Primary Market - Functions -Methods of Floating New
Issues - Instruments of Issue - Players in the New Issue Market - Listing -

Procedure and Criteria for Listing - Advantages of Listing.

Secondary Market - Services of Stock Exchanges - Online Trading - Merits
of Online Trading.

18

Unit

IIΙ

SEBI - Functions - Powers - SEBI Guidelines. Investor Protection - Need

Factors Affecting Investors' Interest - Investor Protection Measures.

-

18

Credit Rating - Meaning - Functions - Credit Rating Agencies in India -
CRIF - HIGHMARK – CIBIL - CRISIL - ICRA - CARE - Benefits.

Unit IV

Mutual Funds* - Origin and Growth of Mutual Funds - Organization of the

Fund - Types - Importance of Mutual Funds - Selection of a Fund - Recent

Trends of Mutual Funds in India. 18

Venture Capital - Features of Venture Capital-Scope of Venture Capital-

Importance of Venture Capital

Unit V

Non-banking Financial Companies: IFCI- Objectives and Functions - SFC

Objectives and Functions.

-

18

SIDBI - Objectives and Functions - NABARD- Objectives and Functions.

Total Contact Hrs 90

i)Italicized texts are for self study ii) *Blended mode of teaching

Pedagogy:

Direct Instruction, Digital Presentation
Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD)
Text Book

S.NO AUTHOR
TITLE OF THЕ

BOOK

PUBLISHERS /
EDITION

YEAR OF

PUBLICATION
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1
Gordon, E. and

Natarajan, K.
Financial Services

Himalaya

Publishing House
2018

Reference Books

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

1 Dr. Gurusamy. S.

Essentials of

Financial Services

and Duties

Tata McGrew Hill

Company, India
2009

2 Khan M.Y. Financial Services

Tata McGrew Hill

Education, New

Delhi 9th Edition

2017

3 Santhanam, B. Financial Services
Margham

Publications
2016

Margham

4 Dr.L.Natarajan
Financial markets

and services
Publications,

Chennai

2019

5
Punithavathy

Pandian

Financial Services

And Markets

Vikas Publishing
House

2019

Course Designed by Ms.A.Gomathi

Verified by HoD Dr.M.Jeeva

Approved by
Chairman- Academic

Council

Dr. R. Manicka Chezian
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Dr. R. MANICKA CHEZIAN M.Sc.M.S.,Ph.D
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Programme

Code:

Course Code:

Lecture

Hrs./Week
or

Practical

Hrs./Week

CO

Number

CO1

CO2

CO3

C04

B.Com- BI Programme Title Bachelor of Commerce - Banking
and Insurance

26UBI618 Title Batch: 2026-2029

Semester: VI

6 Tutorial

Hrs./Sem.

Goods and

Services Tax
Credits: 5

Course Objective
To impart basic knowledge about the Indirect Tax system in India.

Course Outcomes

On the successful completion of the course, students will be able to
CO Statement

To understand indirect taxation

system of India.

To acquaint with the types of taxes

subsumed under GST.

To analyse about Goods and

Services Tax Act 2017 and its

working mechanisms.

To know about the levy and

Collection under SGST/CGST Acts

PO1(3), PO2(2), РОЗ(2), PO4(1), РО5(2), РО6(1),

PO8(2), PO10(2), PO11(1), PO13(3), PO15(1)

PO1(3), PО2(2), РОЗ(2), РО4(2), PO5(2), PО6(1),

PO8(2), PO9(1), PO10(2), PO11(1), PO13(3),

PO15(1)

PO1(3), PO2(2), РОЗ(3), PO4(3), PO5(3), PO6(2),

PO8(3), PO9(1), PO10(2), PO11(2), PO13(3),

PO15(2)

PO1(3), PO2(2), РОЗ(3), PO4(3), РО5(3), РО6(2),

PO8(3), PO9(1), PO10(2), PO11(2), PO13(3),

PO15(2)

PO1(3), PО2(2), РОЗ(3), PO4(3), PO5(3), PО6(2),

PO8(3), PO9(1), PO10(2), PO11(2), PO13(3),

C05 To know about the levy and

Collection under the Integrated
Goods and Services Tax Act 2017 PO15(2)

Mapping

POs PO15
PO1 PO2 PO3 PO4 PO5 PO6 PO7 PO8 PO9 PO10 PO11 PO12 PO13 PO14

COs

C01 3 2 2 2 2 2 1 3

CO2 3 2 2 2 2 2 1 2 1 3

CO3 3 2 3 3 3 2 3 1 2 2 3 2

CO4 3 2 3 3 3 2 3 1 2 2 3 2

CO5 3 2 3 3 3 2 3 1 2 2 3 2

3 Point Scale - 1, 2, 3
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Units Content
Hrs

Unit I

Unit II

Indirect Taxes- Meaning and Nature - Special Features of Indirect Taxes -

Types -Objectives- Direct Taxes Vs. Indirect Taxes Contribution to
Government Revenues - Taxation under the Constitution- Advantages and
Disadvantages of Indirect Taxes - GST Council and GST Reforms.
Goods and Services Tax - Introduction-Meaning - Need for GST- Features of
GST - Advantages and Disadvantages of GST - Structure of GST in India-
Dual Concepts - SGST - CGST - IGST-UTGST- Types of rates under GST-
Taxes subsumed under State Goods and Services Tax Act 2017- Taxes

subsumed under Central Goods and Services Tax Act 2017- Implications of
GST

18

18

Unit III

Levy and Collection under SGST/CGST Acts- Meaning of Important Term:
Goods, Services, Supplier, Business, Manufacture, Casual Taxable person,
Aggregate Turnover, Input Tax and Output Tax. Concept of Supply -
Composite and Mixed Supplies - Inter-State Supply and Intra-State Supply -

Zero-Rated Supply -Composition Levy.

18

Unit IV

Time of Supply of Goods and Services - Value of Taxable Supply. Input Tax

Credit- Eligibility and Conditions for taking Input Credit- Registration

procedure under GST- Filing of Returns.

Unit V

Levy and Collection under the Integrated Goods and Services Tax Act 2017-

Meaning of Important Terms: Integrated Tax, Intermediary, Location of the

Recipient and Supplier of Services, Output Tax. Levy and Collection of Tаx

Determination of Nature of Supply - Place of Supply of Goods or Services.

18

18

Total Contact Hrs

*Italicized texts are for self study

Pedagogy:

Direct Instruction, Digital Presentation

Assessment Methods:

Test, Seminar, Quiz, Assignments, Group Task.(GD/ Roll Play)

Text Book

90

S.NO AUTHOR
TITLE OF THE

BOOK

PUBLISHERS /

EDITION

YEAR OF

PUBLICATION

Datey, V.S.
1 Indirect Taxes

Taxmann

Publications

Private Limited,

Current edition
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