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OVERVIEW

RNB Global University follows Semester System along with Choice Based Credit System as
per latest guidelines of University Grants Commission (UGC). Accordingly, each academic
year is divided into two semesters, Odd (July-December) and Even (January-June). Also,
the university follows a system of continuous evaluation along with regular updating in
course curricula and teaching pedagogy.

The curriculum for B.Com (H) program for Odd (July-December) Semester, 2016 along with
Examination pattern is as follows:

Semester -V

.No Course Course Name Credits
Code

11009300 | PRINCIPLES OF MARKETING

11004600 | Income Tax Law and Practice
11009600 | MANAGEMENT ACCOUNTING

11010100 | FINANCIAL MARKETS, INSTITUTIONS AND FINANCIAL
SERVICES

11003900 | Apility & Skill Enhancement Module- V
11009500 | Mini Project - I

Total Credits

Evaluation Scheme:

The evaluation of the B.Com program would be based on Internal and External
Assessments. Internal Assessment would consist of 50% of the marks (50 marks) and
external assessment (in form of End Term Exam) would consist of remaining 50% marks
(50 marks). Detailed scheme of Internal and External Assessments as follows:

Internal Assessment

Type Details

Mid Term Two Mid-term Examinations

Marks obtained in various Tests,

. . Average of marks obtained
Assignments, Presentations, etc. 3

Discipline To be decided by concerned faculty
80% - 5 marks and 0.25 percent for
every one percent above 80 %

TOTAL 50

Attendance

External Assessment

Type
Theory
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SYLLABUS

Course Name: PRINCIPLES OF MARKETING
Course Code: 11009300

Objective: The objective of this course is to provide basic knowledge of concepts, principles, tools
and techniques of marketing.

Contents:

Unit 1: Introduction:

Nature, scope and importance of marketing; Evolution of marketing; Selling vs Marketing;
Marketing mix, Marketing environment: concept, importance, and components (Economic,
Demographic, Technological, Natural, Socio-Cultural and Legal).

Unit 2:

a. Consumer Behaviour: Nature and Importance, Consumer buying decision process; Factors
influencing consumer buying behaviour.

b. Market segmentation: concept, importance and bases; Target market selection; Positioning
concept, importance and bases; Product differentiation vs. market segmentation.

Unit 3: Product:

Concept and importance, Product classifications; Concept of product mix; Branding, packaging and
labeling; Product-Support Services; Product life-cycle; New Product Development Process;
Consumer adoption process.

Unit 4:

a. Pricing: Significance. Factors affecting price of a product. Pricing policies and strategies.

b. Distribution Channels and Physical Distribution: Channels of distribution - meaning and
importance; Types of distribution channels; Functions of middle man; Factors affecting choice of
distribution channel; Wholesaling and retailing; Types of Retailers; e-tailing, Physical
Distribution.

Unit 5:

a. Promotion: Nature and importance of promotion; Communication process; Types of promotion:
advertising, personal selling, public relations & sales promotion, and their distinctive
characteristics; Promotion mix and factors affecting promotion mix decisions;

b. Recent developments in marketing: Social Marketing, online marketing, direct marketing,
services marketing, green marketing, Rural marketing; Consumerism

Suggested Readings:
1. Kotler, Philip, Gary Armstrong, Prafulla Agnihotri and Ehsanul Haque. Principles of Marketing.
13 edition. Pearson Education.
. Michael, J. Etzel, Bruce J. Walker, William J Stanton and Ajay Pandit. Marketing: Concepts and
Cases. (Special Indian Edition)., McGraw Hill Education
. William D. Perreault, and McCarthy, E. Jerome., Basic Marketing. Pearson Education.
. Majaro, Simon. The Essence of Marketing. Pearson Education, New Delhi.
. The Consumer Protection Act 1986.
. lacobucci and Kapoor, Marketing Management: A South Asian Perspective. Cengage Learning.
. Dhruv Grewal and Michael Levy, Marketing, McGraw Hill Education.
. Chhabra, T.N., and S. K. Grover. Marketing Management. Fourth Edition. Dhanpat Rai &
Company.
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9. Neeru Kapoor, Principles of Marketing, PHI Learning
10. Rajendra Maheshwari, Principles of Marketing, International Book House

Course Name: INCOME TAX LAW AND PRACTICE
Course Code: 11004600

Objective: To provide basic knowledge and equip students with application of principles and
provisions of Income-tax Act, 1961 and the relevant Rules.

Unit 1: Introduction

Basic concepts: Income, agricultural income, person, assessee, assessment year, previous year, gross
total income, total income, maximum marginal rate of tax; Permanent Account Number (PAN)
Residential status; Scope of total income on the basis of residential status

Exempted income under section 10

Unit 2: Computation of Income under different heads-1
Income from Salaries; Income from house property

Unit 3: Computation of Income under different heads-2
Profits and gains of business or profession; Capital gains; Income from other sources

Unit 4: Computation of Total Income and Tax Liability

Income of other persons included in assessee’s total income; Aggregation of income and set-off and
carry forward of losses; Deductions from gross total income; Rebates and reliefs Computation of
total income of individuals and firms; Tax liability of an individual and a firm; Five leading cases
decided by the Supreme Court

Unit 5: Preparation of Return of Income
Filing of returns: Manually, On-line filing of Returns of Income & TDS; Provision & Procedures of
Compulsory On-Line filing of returns for specified assesses.

Suggested readings:
1. Singhania, Vinod K. and Monica Singhania. Students’ Guide to Income Tax, University
Edition. Taxmann Publications Pvt. Ltd., New Delhi.
2. Ahuja, Girish and Ravi Gupta. Systematic Approach to Income Tax. Bharat Law House,
Delhi.
Journals
1. Income Tax Reports. Company Law Institute of India Pvt. Ltd., Chennai.
2. Taxman. Taxman Allied Services Pvt. Ltd., New Delhi.
3. Current Tax Reporter. Current Tax Reporter, Jodhpur.
Software
1. Vinod Kumar Singhania, e-filing of Income Tax Returns and Computation of Tax,
Taxmann Publication Pvt. Ltd, New Delhi. Latest version
2. ‘Excel Utility’ available at incometaxindiaefiling.gov.in
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Course Name: MANAGEMENT ACCOUNTING
Course Code: 11009600

Objective: To impart the students, knowledge about the use of financial, cost and other data for
the purpose of managerial planning, control and decision making.

COURSE CONTENTS:

Unit 1: Introduction
Meaning, Objectives, Nature and Scope of management accounting, Difference between
cost accounting and management accounting, Cost control and Cost reduction, Cost
management

Unit 2: Budgetary Control
Budgeting and Budgetary Control: Concept of budget, budgeting and budgetary
control, objectives, merits, and limitations. Budget administration. Functional budgets.
Fixed and flexible budgets. Zero base budgeting. Programme and performance
budgeting.
Unit 3: Standard Costing
Standard Costing and Variance Analysis: Meaning of standard cost and standard
costing, advantages, limitations and applications. Variance Analysis — material, labour,
overheads and sales variances. Disposition of Variances, Control Ratios.
Unit 4: Marginal Costing
Absorption versus Variable Costing: Distinctive features and income determination.
Cost- Volume-Profit Analysis, Profit / Volume ratio. Break-even analysis-algebraic
and graphic methods. Angle of incidence, margin of safety, Key factor, determination
of cost indifference point.
Unit 5: Decision Making
Steps in Decision Making Process, Concept of Relevant Costs and Benefits, Various short term
decision making situations — profitable product mix, Acceptance or Rejection of special/ export
offers, Make or buy, Addition or Elimination of a product line, sell or process further, operate
or shut down. Pricing Decisions: Major factors influencing pricing decisions, various methods
of pricing
Unit 6: Contemporary Issues
Responsibility Accounting: Concept, Significance, Different Responsibility Centres,
Divisional Performance Measurement: Financial and Non-Financial measures.
Transfer Pricing
Suggested Reading:
1. Charles T. Horngren, Gary L. Sundem, Dave Burgstahler, Jeff O. Schatzberg.
Introduction to Management Accounting , Pearson Education.
2. Anthony A. Atkinson, Robert S. Kaplan, Ella Mae Matsumura, S. Mark Young.
Management Accounting. Dorling Kindersley(India) Pvt. Ltd.
3. Ronald W. Hilton and David E. Platt. Managerial Accounting: Creating Value in a Global
Business Environment, Mc Graw Hill Education.
4. Singh, Surender. Management Accounting, Scholar Tech Press, New Delhi.
5. Goel, Rajiv, Management Accounting. International Book House,
6. Arora, M.N. Management Accounting . Vikas Publishing House, New Delhi.
7. Maheshwari, S.N. and S.N. Mittal. Management AccountingM anagement
Accounting. Shree Mahavir Book Depot, New Delhi.
8. Singh, S. K. and Gupta Lovleen. Management Accounting — Theory and Practice. Pinnacle
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Publishing House.
9. Khan, M.Y. and Jain, P.K. Management Accounting. McGraw Hill Education
10. H.V. Jhamb, Fundamentals of Management Accounting, Ane Books Pvt. Ltd.

Course Name: Financial Markets, Institutions and Financial Services
Course Code: 11010100

Objective: To provide the student a basic knowledge of financial markets and institutions and to
familiarise them with major financial services in India.

Contents

Unit 1: Introduction
Financial System and its Components — financial markets and institutions; Financial
intermediation; Flow of funds matrix; Financial system and economic development; An

overview of Indian financial system

Unit 2: Financial Markets
Money market — functions, organisation and instruments. Role of central bank in money market;
Indian money market — An overview

Capital Markets — functions, organisation and instruments. Indian debt market; Indian equity market
— primary and secondary markets; Role of stock exchanges in India

Unit 3: Financial Institutions

Commercial banking — introduction, its role in project finance and working capital finance;

Development Financial institutions (DFIs) — An overview and role in Indian economy; Life and non-
life insurance companies in India; Mutual Funds — Introduction and their role in capital market
development. Non-banking financial companies (NBFCs).

Unit 4: Financial Services

Overview of financial services industry: Merchant banking — pre and post issue management,
underwriting. Regulatory framework relating to merchant banking in India

Unit 5: Leasing and hire—purchase

Consumer and housing finance; Venture capital finance; Factoring services, bank guarantees and
letter of credit; Credit rating; Financial counseling.

Suggested Readings:
1. L M Bhole, and Jitendra Mahakud. Financial Institution and Markets, McGraw-Hill
Education
. Khan, M.Y. Indian Financial System, McGraw-Hill Education.
. Dhanekar. Pricing of Securities. New Delhi: Bharat Publishing House.
. Prasanna, Chandra. Financial Management: Theory and Practice. McGraw-Hill Education.
. Clifford Gomez, Financial Markets, Institutions and Financial Services, PHI Learning
. MY Khan and PK Jain. Financial Services. McGraw Hill Education.
. Singh, J.K. Venture Capital Financing in India. Dhanpat Rai and Company, New Delhi.
. Annual Reports of Major Financial Institutions in India.
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