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Introduction

The Department of Management offers Masters of Business Administration (MBA) that
prepares students to become highly competent and talented management graduates in
different domains like marketing management, financial management, system management,
and human resource management.

MBA program enables students to learn specific knowledge and skills which make them
competitive in today’s business environment. Students are groomed to acquire

competencies to do their jobs efficiently and effectively in their respective areas of interest.

The department offers a comprehensive curriculum with a learner centric education that
gives our students a holistic development. The department has highly dedicated faculty
members who strive for excellence in education and provide excellent classroom teaching

with emphasis on practical learning.

The faculty members strive hard to make our students successful and our Class Advisors
provide all necessary support. The ‘At Risk Committee” will also be monitoring our
students to provide appropriate guidance to students who find it difficult to cope up with

the curriculum.

While every effort is made to enhance learning skills, it is also a student’s responsibility to

work hard, explore and make use of all the facilities provided by the College.
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Admission Criteria

Students requiring admission to Masters of Business Administration must have obtained

No. Award Duration Units
_ ‘ 2 Years
1 | Master of Business Administration 28
(full time)

Bachelor’s degree with good grades (minimum 50% marks in aggregate or a minimum
CGPA of 2.3 on 4 Point Scale). The candidate must pass the entrance test and personal
interview conducted by the College. The subjects of entrance test are English and

Numerical Aptitude.

Award and Duration:

Masters in Business Administration is a 2 year/ 4 semester full time Course

Academic Year

WCAS academic year is from September to May. Monsoon (MO) session is from
September to January. Spring (SP) is from February to May. Students who have backlogs
and have not passed one or more subjects may normally take summer semester exam
during the summer session.

Applications forms for entry to the first year program are normally accepted from the
month of May — August every year.

Application form can be collected from the Admission and Registration Department or

downloaded from the website www.waljatcollece.edu.om
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Summer Session - Backlogs

Students who have failed any subject can register for the summer session in order to pass
that subject. Students should register for the summer semester within seven (7) working
days from the date of declaration of the results,

A student who has gota C, D or F grade can register for a maximum of four 4)
subjects during summer. No subjects with F* grade can be registered during summer
session without classes.

Summer session academic schedule is notified on the College website and on

the College notice board. It is the responsibility of the students to make use of these

summer classes.

Students having more than eight units backlogs in an academic year are not be permitted to register
for the subsequent regular semester and will have to register for special semester to clear their

backlogs.

Students, who have completed their full Course duration, but still have backlogs, can take Non-
Collegiate (NC) exams or register for the regular /summer session as special semester students to

clear their backlogs.

Please contact the Head of Department or Class Advisor for more details.

Learning Outcomes
The Course provides opportunities for students to develop and demonstrate managerial
and entrepreneurial skills, qualities and other attributes in the following areas. By the end

of the course students will be able to:

Knowledge Orientation:
* Management Concepts: Apply expert knowledge of management principles and
chosen business administration specializations.
* Analytical Approach: Develop knowledge of different analytical techniques to
problem solving and decision making.
* Knowledge of business laws and practices: Apply in-depth knowledge of
companies’ commercial law, labor law and other laws pertaining to business

decision making.
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Skills Orientation:

Communication skills; Demonstrate efficient and effective communication skills,
Analytical thinking: Apply knowledge to solve the increasingly complexity in
management and business.

Quantitative Skills: Apply knowledge of accounting, statistics, economics and
finance related knowledge to problem diagnosis and solving.

Leadership skills: Demonstrate the ability to encourage and motivate the teams or
individual to accomplish the common goals of the organization.

Decision making: Ability to take right kind of decision in a more pragmatic manner

after the overall assessment of the environment,

Attitude Orientation:

[nitiative: Demonstrate initiative through self motivation

Conscientiousness: Demonstrate systematic and hard working approach towards
work

Cultural sensitivity: Exhibit knowledge of diverse socio-cultural attributes of people and

dealing with them effectively.

Teaching and Learning Methods

L ]

Theoretical knowledge and understanding of management will be achieved through
class room lectures, faculty seminars, guest lectures, and student presentations and
also by directed study of appropriate journal based articles.

Subject-specific and practical skills will be developed through formal teaching.

Key research skills such as research design, statistical analysis and research ethics
will be learnt through research projects.

Intellectual skills will be practiced and demonstrated through the project viva voce
and student presentations at seminars.

Transferable skills, such as oral and written communication skills, will be

developed through students’ participation in various conferences, symposiums for
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oral presentations, poster presentation of their research work and also report

writing.

Assessment Methods

The student's theoretical knowledge will be assessed in
* Three quizzes are conducted and the best two is considered for evaluation,
* One end semester examination of 3 hours duration
* Assignments relating to syllabus
* Projects & critical analysis of their research, The project will also assess the

student's ability to research, crit ically evaluate and summarise the topic.

Referencing

The Masters of Business Administration Course follows the APA style of
referencing,

Students are requested to cite all references using the APA style of referencing
when writing their assignments or project reports. Work which is not referenced
will be accused of plagiarism and will lead to disciplinary procedures according to

unfair means policy.
Plagiarism, Collusion, Cheating and other unfair means

Plagiarism is the act of claiming or representing someone else work and/or ideas as
one’s own. Plagiarism is a very serious offence and will be dealt with in a severe

manner. WCAS uses the Turnitin software to verify/identify plagiarism.

Collusion is the act of passing on another students work as your own, Collusion is

also a very serious offence and will be dealt by the College very strictly.

Cheating is the act of copying another student’s work and passing it as your own
especially during exams. There are various forms of cheating like writing in your

calculator, writing in your hand/palms, bringing small chits etc. WCAS condemns

b P i
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all forms of cheating. Kindly note that ‘attempting’ to cheat is also called ‘cheating’

and all forms of cheating will be dealt with severely,

Students can discuss their assignments with friends and take input from teachers but

the work submitted must be their OWN. Consult the class advisor if you are not

sure about plagiarism, collusion, cheating or use of any other unfair means, WCAS

will strictly follow the unfair means policy on plagiarism, collusion, cheating and

all other unfair means used to ‘pass’ an exam, assignment, project or test.

Attendance and F*

A minimum of 75% attendance is compulsory in all subjects. Students having less

than 75% will be awarded F* (F star) grade which means ‘failed due to shortage of

attendance’. Subjects in which students have failed due to F* has to be registered

again in the subsequent semester and successfully completed with the attendance

requirement in order to pass the subject.

Key Contacts

Name Designatiqn Phone No. Email
Dr. Mohan Varma Dean 24449193 | dean(@waljat.net
Dr. Alok Kumar Kushwaha | Assistant Dean 53314?;34 asstdean(@waljat.net
Mr. Jyoti Chandel HoD Eiil29213964 hodmgt(@waljat.net
Ms. Hannah Manogaran Quality Controller 2:?{14%24 qc@waljat.net
Ms. Husna Mughairy Students Affairs Manager ‘2::1“42;?4 husna(@waljat.net
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Faculty Name and Subject List

Extn

S.No. Faculty Name Subjects Taught No. Email

1 Mr. Jyoti Kumar Chandel | MBA-1003 236 Jyoti@waljat.net
; ; MBA1006, MBA2003, . .
2 | Mr. Mithun Shrivastava MBA400] 240 mithun@waljat.net
3 Mr. Syed Aulia MBA 3011 239 syed@waljat.net
B gy MBA 2007, MBA 3012, o
4 Dr. Niraj Mishra MBA 3013. MBA 3041 234 niraj@waljat.net
s MBA1007,MBA2004, ; :
5 Mr.Sushil Kumar MBA3014 235 sushil@waljat.net
MBA1004, MBA 3015, :
6 Dr.Seema Varshney MBA3040 243 seema(@waljat.net
7 Dr.Nupur Sen MBA 1005 219 nupur@waljat.net
8 Dr Srilekha Goveas MBA 1002,MBA4003 324 srilekha@waljat.net
9 Ms. Neelufer Aslam MBA 3001 325 neelufer@waljat.net
10| Ms. Kusum Lata Mishra 326 kusum@waljat.net
Mr. Prashant Kumar MBA3009,MBA 3038, ;
11 Sinigh MBA3039, 327 prashant@waljat.net
12 | Dr. A. Prakash MBA-3007, MBA-3008 328 arockiamprakash@waljat.net
I3 | Dr. G. P. Mishra 329 dr.gpmishra@waljat.net
14 | Dr. Arvind Hans MBA 4002 330 arvind@waljat.net
15 | Ms. Blossom Christina MBA 2002 331 christina@waljat.net
16 | Ms. Sameena 333 sameena(@waljat.net
17 | Mr.Sultan Khan MBA-1001 263 sultan@waljat.net
18 | Dr. Prashanth Rastogi 237 dr.prashantrastogi@waljat.net
19 | Ms. Indrani Basu MBA2001, MBA2008 228 indrani@waljat.net
20 | Ms. Sarika MBA 2005 137 sarika@waljat.net
21 Mr. Praveen Sanga MBA2006 112 praveen(@waljat.net
o
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Subject Specifications

Semester |

Subject Code Subject Name Units Page No.
MBA-1001 Mana.gement Principles & 10 13
Practices
MBA-1002 Financial Ma'nagemem 1.0 i
and Accounting
MBA- 1003 | Organizational Behavior 1.0 19
MBA- 1004 | Marketing Management 1.0 23
MBA- 1005 Quantitative Techniques 10 35
for Management
MBA- 1006 | E-Business 1.0 31
MBA- 1007 | ianagement of 1.0 36
Manufacturing Systems
Total 7 units

Page 12 of 141



Department of Management

Subject Specification

Subject Title: Management Principles & Practices

Subject Code: MBA 1001 ' Semester: 1

Session:Monsoon (MO) ‘ Units: 1.0

Subject Coordinator: Blossom Christina
Other Faculty Members: N/A
Core/Breadth//Elective: Core

Objectives:
The aim of the course is to impart knowledge on basics of Management Principles &

Practices to the students and to make them understand the different management
schools, their theories and give them a fair idea about the contemporary management

styles that are being practiced in the organizations.

Syllabus:

Module 1 - Evolution of Management Thoug'ht :History of Management theories,
Classical School, Behavioral school, Integration and Contingency school of
Management, Other Contemporary theories of Management.

Module Il - Nature and Scope of Management : Definition and importance of
management, management process, planning, organizing, staffing, leading and
motivating, controlling managerial levels, managerial skills

Module III - Planning : Concept, definition and importance, types of plans, essential
features of planning, principles of planning, steps in planning process, barriers in
planning.

Module IV - Organizing : Definition, principles of organization, Formal and informal
organization, Line structure, Line and staff structure, Functional structure, Matrix
structure, Committees, Authority, responsibility, accountability, delegation of
authority, departmentation, decentralization.

Module V - Directing & Staffing : Overview of Staffing functions, Leading,
Motivating and Communication.
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Module VI - Controlling; Definition, importance of controlling, characteristics of
control, control process, types of control system, essentials of good control systems,
and techniques of control, Budgetary and non-budgetary control.

Module VII - Corporate Social Responsibility : Importance of CSR, Models of CSR

Learning Outcomes:
After successful completion of this subject student will be able to

I Appraise the different management schools, theories and have a clear
understanding about them.

[T Explain the overall concepts of Management Principles & Practices

[II' Analyze the planning process and different steps involved and different types
of planning done at organization level.

IV Assess the importance of organizing and the different organizational structures.
V' Describe the importance of directing & leading and will also learn about the
staffing, different functions of staffing.

VI Explain the importance of controlling function of management and different
types of controls.

VII Determine the importance of corporate social responsibility and its various

models.

Teaching and Learning Methods:

Class room lectures, cases, business games, case-presentations and assignments.

Contact Hours:
Lecture — 36 hours

Practical - NA

C.RNa:A/g 78705\ Page 14 of 141



Assessment Methods:

Exam

Percentage | No of Learning Outcome

hours/periods | Assessed

Quiz 1 15% 1 period LII,

Quiz II 15% Iperiod I, Iv, v

Quiz I11 15% 1 period L R

(Best 2 quiz marks will be

taken)

Assignments 10% I-VII

End Semester Examination | 60% 3 hours [-VII

Subject Pass Requirements: —‘

A candidate has to secure grade B or above (total marks 50% or above) to pass in a
given subject. Grade C, D and F are treated as Fail and the candidate has to reappear in
the subject.

A student will be awarded “C” grade, even if the total marks are 50% or above in a
subject if he/she obtains less than 20% marks either in Internal evaluation (8 marks out
01 40) or in the End Semester Examinations (12 marks out of 60).

Student is required to have a mandatory attendance of 75% failing which he/she shall

be awarded F* grade (declared failed due to shortage of attendance)

Text Books:

I. Management-Stoner and Freeman

2. Essentials of management — Koontz O’Donell
Reference Books:

I. Management -Gilbert

2. Management Today — Principles and practice-Gene Burton & Manab Thakur
Recommended Reading:

Management - Robbins
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Department of Management

Subject Specification

Subject Title:Financial Management and Accounting —‘
Subject Code:MBA 1002 Semester: MBA 1
Session:Monsoon (MO) Units:1.0

Subject Coordinator:Dr Srilekha Goveas

Other Faculty Members;: NA

Compulsory/Elective: Compu Isory

Objective:
To appraise major areas of Financial Management, methods and techniques.

To compare between Financial and Management Accounting

LTo assess Cost and benefit analysis

Syllabus:

Module I :

Introduction to Financial Management and its relation to economics and accounting,
Time value of money, risk and return trade off,

Module II:

Introduction to Accountancy, difference between financial cost and Management
accounting, Preparation of Financial Statement — Income Statement and Balance
Sheet.

Module III :

Capital Budgeting — Cost and Benefit Analysis, Investment Appraisal, Cost of
Capital, Optimum capital structure.

Module 1V : .

Statement of Changes in financial position - Preparation of funds flow, cash flow

Analysis of Financial Statement -Profitability, turnover and financial ratios.
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Module V :

Leverages —Financial, Operating. EBIT — EPS Analysis.

Module VI :

Working Capital Management — Factors influencin g Working Capital requirements,
operating cycle and cash cycle. Current assets, Financing policy.

Module VII :

Dividend policy Theory of relevance and irrelevance, Walter and Gordon’s Model,

financial Re-engineering, corporate restructuring.

Learning Outcomes:

After successful completion of this subject student will be able to
L. Assess the importance of Financial Management

1. Analyse Financial statement

[II.  Rank the Investment Appraisal

[V.  Evaluate the Changes in Financial Position

V. Distinguish between financial and operating leverages

VI.  Appraise concept of Working Capital requirements

VIL.  Critically evaluate types of dividend policies

Teaching and Learning Methods:
Class room lectures, solving practical problems in Financial Management, tutorials,

assignments and group presentations

Contact Hours:

Lecture — 36 hours
Practical - NA

Private Study — 2 Hrs/week

A OF 4373 Page 17 of 141




Assessment Methods:

Exam Percentage | No of Learning Outcome

hours/periods | Assessed

Quiz I 15% | period Ll

Quiz I1 15% Iperiod I, 1v, v

Quiz 11 15% 1 period VI, VII

(Best 2 quiz marks will be

taken)

Assignments 10% [-VII
|_End Semester Examination | 60% 3 hours [-VII

Subject Pass Requirements:

A candidate has to secure grade B or above (total marks 50% or above) to pass in a
given subject. Grade C, D and F are treated as F ail and the candidate has to reappear in
the subject.

A student will be awarded “C” grade, even if the total marks are 50% or above in a
subject if he/she obtains less than 20% marks either in Internal evaluation (8 marks out
0f40) or in the End Semester Examinations (12 marks out of 60).

Student is required to have a mandatory attendance of 75% failing which he/she shall

be awarded F* grade (declared failed due to shortage of attendance)

Text Books:
a) Chandra, P. Financial Management-Theory & Practices (Tata-Mcgraw Hill: New
Delhi)
b) Modern Accountancy- Amitabh Mukherjee & Md Hanif ~TMH Publication
Reference Books:
I. Advance Accountancy- S.N. Maheshwari- Vikas Publication

2. Pandey,l.M. Financial Management (Vikas: New Delhi)
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Additional Reading:
Van Horne, Financial Management & Policy (Pearson Education Asia

Jain, Khandelwal, Goyal Financial Management (Shivam Book House Pvt. Ltd)

Department of Management

Subject Specification

Subjeet Title:Organizational Behavior

Subject Code:MBA 1003 Semester: |

Session:2013-2014 Credit: |

Subjecet Coordinator:Dr. Prashant Rastogi

Other Faculty Members:Nil

Core/Breadth/Elective:Core

Objectives:
This subject aims to develop the understating of human behaviour in the context of
organizations. Subject also intends to develop the ability to predict and control human

behaviour as managers.

Syllabus:

Module 1

Organizational Behaviour : definition, relevance and scope attitudes & values:
Theories of attitude formation and change

Module 2
Perception: Perceptual process selectivity, Managing perception Learning; Definition,
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theories of learning, tools for shaping behaviour

Module 3

Personality: Definition, Determinants of personality, Theories of Personality,
Motivation :

Definition, theories-Maslow, Herzberg, McClelland, Vroom’s Theory

Module 4
Equity Theory and Contemporary Theories

Module 5
Leadership: Concept, Theories, and Styles of Leadership. Communication: The
process, barriers of effective communication and their remedies.

Module 6

Group dynamics — Types of groups, Formation of groups, Group Behaviour Patterns,
participation, discussion, conformity, group consensus, group polarization, group
problem

solving Effective interpersonal relationship — T A, OK and not OK influencing styles

Module 7

Stress Management Definition of Stress, Sources of Stress, Coping Strategies power
and Conflict in Organization, Sources of Conflict, Intra-individual conflict and
conflict management. Organizational Culture and Organizational Climate
Organizational Change and Development, OD Techniques.

Learning Outcomes:

Afier successful completion of this subject student will be able to

I Explain the Organizational Behaviour, its importance and fundamental concepts of OB;
Explain attitude and value concept.

I Assess the nature & importance of perception and the perceptual process; Explain
learning and theories of learning.

111 Classify thepersonality, itstypesand development of personality; Explain motivation
and different theories related to motivation.

IV Explain equity and contemporary theory.

V Appraise the leadership, leadership styles, models and theories of leadership,

communication, communication process and barriers of communication.

- B
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VI Organize the Group Dynamics and Teams, Theories of Group Formation, Formal ]

Organization and Informal Groups and their interaction, Importance of teams, Formation

of teams and Team Work. Improving interpersonal relationship.

VII Understand the stress management, its sources, conflict management, organizational

culture, organizational climate, organizational change and development. R
'Teaching and Learning Methods:

Class room lectures, faculty seminars, invited lectures, class presentations and
Lassignmems.
rContact Hours:

Lecture — 36 hours

Practical - NA

Tutorial - NA

Assessment Methods:

Exam Percentage | No of Learning Outcome Assessed

hours/periods

Quiz 1 15% | period LI,

Quiz 11 15% I period BLIV, ¥

Quiz 111 15% | period VI, VII

(Best 2 quiz marks will be

taken)

Assignments 10% [-VII

End Semester Examination 60% 3 hours [-vIl

the subject.

'Eubjcct Pass Requirements:

A candidate has to secure grade B or above (total marks 50% or above) to pass in a

given subject. Grade C, D and F are treated as Fail and the candidate has to reappear in
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A student will be awarded “C™ grade, even if the total marks are 50% or above in a
subject if he/she obtains less than 20% marks either in Internal evaluation (8 marks out
of 40) or in the End Semester Examinations (12 marks out of 60).

Student is required to have a mandatory attendance of 75% failing which he/she shall

be awarded F* grade (declared failed due to shortage of attendance)

Text Books:

Organizational Behaviour - Stephen Robbins
Reference Books:

Human Behaviour at work - Davis and Newstorm
Organizational Behaviour - Fred Luthans
Organizational Behaviour - K.Aswathappa
Recommended Readings:

Human Behaviour at Work - Keith Davis
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Department of Management

Subject Specification

Subject Title:Marketing Management

Subject Code:MBA 1004 Semester: |

Session:Monsoon (MO) Units: |

Subject Coordinator: Secema Varshney

Other Faculty Members: NA

Compulsornylective:CompuIsory

Objective:
This subject intends to deliver the knowledge about marketing management
covering concepts like concept of marketing segmentation, targeting and positioning.
The subject also aims to give in-depth knowledge about concepts of customer value,
satisfaction &loyalty. Student’s studies in detail the important elements of marketing
mix. Students can be fundamentally adapted to skilfulness of marketing strategies in

overall.

Module 1

Basic Concepts of Marketing & its evolution: Elements of marketing mix, the
4p’s and their sub elements. Core concepts of marketing and corporate orientation
towards the market place.Marketing systems & its environment: Major components
of the co’s micro and macro environment.

Module 2:

Market segmentation, targeting and positioning: Concepts of market
segmentation, bases of segmentation. Benefits of segmentation. Importance of
positioning and need and bases for positioning. Market oriented strategic planning,
business portfolio evaluation. Dealing with competition: Identifying competitors and
analyzing competitors. strategies for the market leader, follower, challenger & nicher.

Delivering Customer value and satisfaction: value Chain, attracting and retaining
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customers,

Module 3:

Creating customer value, satisfaction & loyalty: Customer perceived value,
customer satisfaction, measuring satisfaction, measuring customer life time value,
CRM & building loyalty. Consumer buying behaviour: Consumer buying
behaviour, Factors affecting consumer buying behaviour & consumer decision
making process.

Module 4:

Product: Classification of products, Basic concept of product, product line, product
mix, Product life cycle, strategies for different stages of product life cycle. New
product development process, Scope of branding Role of brands, branding strategies,
brand equity models, brand extension decisions, packaging and labeling decisions.
Module 5:

Pricing Strategies; Procedure for price setting, pricing methods, initiating&
responding to price changes.Integrated Marketing Communication: Role of
marketing communication, designing effective communication programme, Meaning
and role of the elements of communication mix.

Module 6:

Channel strategies: Basic concepts of marketing channel. Role of marketing
channels. Different levels of channel and channel flows, Channel design decisions,
channel conflict. Tele shopping, shopping through the internet & self service stores.
Vertical marketing systems. Horizontal marketing systems.

Module 7:

Marketing of services: Importance of services, Reasons for growth of services,
characteristics of services & marketing strategies for services. Service as a product,
Service and product, Responsibility of service quality. Service product marketing
research. Global aspects of services marketing. Contemporary issues in marketing:

green marketing, social marketing, consumerism & consumer protection
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B Learning Outcomes:

behaviour.

Communication.

marketing

After successful completion of this subject student will be able to

I. Learn the basic concepts of marketing & its evolution
2. Understand the Concepts of segmentation, targeting and positioning and creating
customer value, satisfaction & Loyalty, consumer behaviour.

3. Determine the importance of consumer buying behaviour & consumer buying

4. Elucidate about product and its classification into different categories, product
lifecycle .It outlines the concept of branding.

5. Analyse different pricing strategies and the role of [ntegrated Marketing

6. Differentiate different Channel Strategies and channel design decisions

7. Interpreting marketing of services and discussing the contemporary issues in

Teaching and Learning Methods:

Class room lectures, faculty seminars, invited lectures, tutorials and assignments.

Contact Hours:
Lecture — 36 hours
Practical - NA

Private Study — 3 hours /week

Assessment Methods:

Exam

Percentage

No of Learning Outcome

hours/periods | Assessed
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Quiz | 15% 1 period LII,
Quiz I1 15% I period L 1V, V
Quiz 111 15% 1 period VI, VII
(Best 2 quiz marks will be

taken)

Assignments 10% [-VII
End Semester Examination | 60% 3 hours [-VII

Subject Pass Requirements:

A candidate has to secure grade B or above (total marks 50% or above) to pass in a
given subject. Grade C, D and F are treated as Fail and the candidate has to reappear in
the subject.

A student will be awarded “C» grade, even if the total marks are 50% or above in a
subject if he/she obtains less than 20% marks either in Internal evaluation (8 marks out
0f40) or in the End Semester Examinations (12 marks out of 60).

Student is required to have a mandatory attendance of 75% failing which he/she shall

be awarded F* grade (declared failed due to shortage of attendance)

Text Books:

Philip Kotler: Marketing Management, Prentice Hall/Pearson
Reference Books:

W.J.Stanton: Fundamentals of Marketing: TMH
Additional Reading:

Palmer: Principles of Marketing: OUP
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Department of Management

Subject Specification

rSu bject Title: Quantitative Techniques for Management
Subject Code:MBA 1005 Semester: I
Year: MO 2013 Units: [

Subject Coordinator: Dr. Nupur Sen

Other Faculty Members: NA

fompulsoryiElective: Compulsory

Objective:

The objective is to make students learn about the application of statistical tools and
techniques for decision making. This course prepares student about how to gather,
analyze and describe business data that help them in making effective business

decisions in various areas like operations, finance, marketing and management.

Syllabus:

Module — |

Statistics — Definition and Scope: Collection of data — Primary Data, Secondary Data:
Presentation of Data — Classification and Tabulation of Data, Tables, Diagrams,
Graphs and Graphs of Frequency Distribution.

Module -2

Measure of Central Tendency - Arithmetic Mean, Geometric Mean and Harmonic
Mean; Median and Mode: Quartiles, Percentiles and Decile. Measure of Variation —
Significance, Average Deviation, Standard Deviation, Coefficient of Variation.
Module - 3

Correlation — Coefficient of Correlation — Karl Pearson’s and Rank’s: Regression
analysis —Regression Lines and Regression Coefficient - Business Forecasting;
Methods of Forecasting; Time Series Analysis

| Module — 4
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Index Numbers — Concepts and Applications, Unweighted Index Numbers, Weighted
Index Numbers, Consumer Price Index Numbers.
Module - 5

Probability: Meaning, Addition Law, Multiplication Law, Conditional Probability and
Bayes theorem. Estimation of Parameters — Point Estimation and Interval Estimation,
Confidence Limits for Population Mean, Proportion, Difference of Means and
Proportions.

Module - 6

Normal Distribution — Importance and Properties: Sampling — Random Sampling and
Non Random Sampling: Sampling Distribution -Central Limit Theorem, Sampling
Distribution of the Mean, Proportions, Difference of Means and Proportions.

Module - 7

Test of Hypothesis — Type 1 and Type 11 Errors, One Tailed and Two Tailed Test.
Chi Square Test, Analysis of Variances - ANOVA tables, One-Way and Two-Way

Classification.

Learning Outcomes:
After completing this course students will be able to

I Apply the methods of descriptive statistics to organise, summarise, present and
analyse data manually.

[I  Develop critical thinking skills.

Il Develop numeric and quantitative skills.
IV Apply and assess the limitations of quantitative techniques to practical
business problems _

V' Understand the nature and rules of objective and subjective probability and
how to apply probability theory to the analysis and solution of simple business
processes and decision problems.

VI Demonstrate quantitative techniques skills in simplifying complex business
problems.

VIl Appraise different quantitative techniques for addressing functional problems
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of business,

Teaching and Learning Methods:

Class room lectures, and assignments.

Contact Hours:
Lecture — 36 hours

Practical — NA

Assessment Methods:

Exam Percentage | No of Learning Outcome

hours/periods | Assessed

Quiz 1 15% 1 period LIL
Quiz I1 15% I period L1V, V
Quiz 111 15% 1 period VI, VII
(Best 2 quiz marks will be

taken)

Assignments 10% [-VII
End Semester Examination | 60% 3 hours I-VII

Subject Pass Requirements:

A candidate has to secure grade B or above (total marks 50% or above) to pass in a
given subject. Grade C, D and F are treated as Fail and the candidate has to reappear in
the subject.

A student will be awarded “C” grade, even if the total marks are 50% or above in a
subject if he/she obtains less than 20% marks either in Internal evaluation (8 marks out
of 40) or in the End Semester Examinations (12 marks out of 60).

Student is required to have a mandatory attendance of 75% failing which he/she shall

be awarded F* grade (declared failed due to shortage of attendance)
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Text Books:

Business Statistics - S.P. Gupta & M.P. Gupta (Sultan Chand and Sons, New Delhi)
Comprehensive Statistical Methods — P.N. Arora, Sumeet Arora, S. Arora (S.Chand
and Company, New Delhi)

Reference Books: Business Statistics — J. K. Sharma (Pearsons Education, New
Delhi)

Additional Reading: Statistics for Management - Richard I Levin

Department of Management

Subject Specification

S
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Subject Title: E-Business
Subject Code: MBA1006 Semester: 1

Session:MO/SP Credit: 1.0

Subject Coordinator: Mithun Shrivastava

Other Faculty Members: NA

Core/Breadth/Elective: Core

’;bjectives:

The aim of this subject is to impart knowledge about basics of E-Commerce & E-

business to the students and to make them understand the different concepts besides
giving them a good idea about the real life applications concerning the subject that are
being practiced in different organizations. The focus of the subject is on origin, need,
dimensions, types, applications and strategies of E-business as well as on discussing

security & payment-related issues, e-governance, e-tailing and online publishing.

Syllabus:

Module I — Introduction to E-Business: E-Commerce: Origin and Need of E-
Commerce; Factors affecting E- Commerce; Business dimension and techno logical
dimension of E-Commerce; E-Commerce frame work, Electronic Commerce Models,

Types of Electronic Commerce, Value Chains in Electronic Commerce.

Module IT — Internet and E-Business: Internet, World Wide Web, Internet
Architectures, Internet Applications, Web Based Tools for Electronic Commerce,
Intranet, Composition of Intranet, Business Applications on Intranet, Extranets.
Electronic Data Interchange, Components of Electronic Data Interchange, Electronic

Data Interchange Communication Process.

Module [T — Security Threats to e-business: Security Overview, Electronic
Commerce Threats, Encryption, Cryptography, Public Key and Private Key

Cryptography, Digital Signatures, Digital Certificates, Security Protocols over Public
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Networks: HTTP, SSL, Firewall as Security Control, Public Key
Infrastructure (PKI) for Security, Prominent Cryptographic Applications.

Module IV — Electronic Payment System: Concept of Money, Electronic Payment
System, Types of Electronic Payment Systems, Smart Cards and Electronic Payment

Systems, Infrastructure Issues in EPS, Electronic Fund Transfer.

Module V — Indian Perspective: Benefits of E-Commerce; Drawbacks and limitations
of E-Commerce; Major requirements in E-Business; Emerging trends and technologies
in E-Business; From E-Commerce to E-Business. Web security: Introduction:

Firewalls and transaction security.

Module VI - E-Business Applications & Strategies: Business Models & Revenue
Models over Internet, Emerging Trends in e-Business, e-Governance, Digital
Commerce, Mobile Commerce, Strategies for Business over Web, Internet based

Business Models.

Module VII — E-Commerce and retailing: On-line retail industry dynamics; On-line
mercantile models from customer perspective; Management challenges in on-line
retailing. E-Commerce and on-line publishing: On-line publishing approach from
customer prospective; Supply chain management fundamentals; Intranets and Supply
Chain Management; Managing retail supply chains, Supply chain Application

Software.
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