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Pune, Maharashtra, India

85, Shinde Sarkar Wada, Ward No. 8, Aundh Gaon, Aundh, Pune,
Maharashtra 411007, India
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31/12/21 10:51 AM




Nigeria

A
D

e
oy 2
\‘ et

—— Py
Sy — i

Pune, Maharashtra, India

85, Sarkar Wada, Ward No. 8, Aundh Gaon, Aundh,
Pune, Maharashtra 411067, India

Lat 18.565939°

Long 73.810334°

29/12/21 11:43 AM

F & / i



31;"3:
YUTZ ATSATHR W4,

TS WeTaaTed ™ ' razEl’ Tl

sa, f2. e (wfafash)
- famet=n rfar=qm
FUAEA TN AdTE TR
foram Here, 2. AR
BIpEET EEAIC ARG
FAMIE 2 R Wi
AMATAR F0ATH ATA 7. A
fAameai A FrEaad
FO W FEA TEFE
anﬂm

mamm‘mﬁaﬁm
qEEam  qfaden e

'FAAYE Z T’ mwmhmmzimm

T IR dma ;e
AT famea = e
A, A OPATE TME 9
N A1 qrEETEl 54
YA A W HE OTE aE
eecbol




® -~

el 1> 72
24 0CT 2019

wie,

waH,

v wefaws,
wq Tivegor deur

. wa wifediard
7 gy weaRE @), @ Rrgvrde, TR

) waH, g A& e, eftadh o, ThRadt

i)

o ar T AEAR
H: ?ﬂ'ﬂ',
3t 9.
A L LS FEIE 20 ‘
fam: 9 | 79 [RYE




VAT A

/2R

e e faurmdieT  BA, B.COM, BBA, BVOC T
Tider freneat Fefavara 37 S SHEiSThRdTl SEE ST ST
T e SO el @ fomntr spEwEE g
FOAT RPN ATIEST o Wooll STy BT AT I LIS Hel
& A el R, a8 w1 Tt srafyeiarae Anee
YD R e T JEIT TEAThHS K. ot-tR-R08R A
ERICIGH | |

2, VU, &1.TTE0T - AT Tt

3. VTSI UrEet - S0rsY forHrT
3. WL.HYY Hies! - T.aT, T

¥. MEEe 32 - &t @i fomt

YT - €



VAT VA

T %/RR/30%R

Tetfreraren fatew fawrmier  BA, B.COM, BBA, BVOC @
TideT Tt Ffavaid 3 T STTHaE] aS SHUI=AT AT
FITE e TRUATE TeST STGUIA Rreredll sHewrE gEar
FUATR SREHIOTT ANIGEH o Tooll SUeY ST a1 Fe¥M €eeT ¥e
& TG Ao TR, T w1 foenmeatan sEwiashoyds AEe
STEAYIF SR A A YeiT TATHHS f§. 0u-33-30%R T
LRICiG]

2 U1 UL I=0T - el fermT

2. USRI qTEet - aforss fawmr

3. ULFYY Al - et T, fonamr

¥. MEEA T - S@ih fopmr

T)‘C‘Q‘dm—@ Ui or

e &?W

e
N - Ca-ortlinoduy . .
Le- Coromunam® ™, < TR ST el

e, qoT - &



g-{-gur*]"rl /) EQ!P :

[
e o
— 9 Vebassum Rlalel, 737840076
WELDQmGLAnA GGJL(\.QCM 7307262895
VB, Tadbhae . %7%B2552774 B
D b ‘(Je 9075329609
53 Gapeak oihn-\w: 7517563020
..____‘éﬁ K 1-\ Baea ﬁ! - J1€2099 14277 &
| arfle, e 99216]9583
g\ Aol |Jf.“] 0 Alﬁun“@ Qo0€782¢€¢9 |
qI_\aPoravi _ Thesed- al75416789 B
o] Worsalhada — mrcske QAL 2Laas5725
T ieli Wengale 151960625
—12) Soapnil. S$hixole 4929960 4 &
18| Raha) a\2gon AL798¢0

{4 /%(Q/}ia/?él Gan adley
,__ALS%Mkm Gan)mor(




O dadid Modlar, Kol Fy BMCCA) '/
@it Sakheram (Wl ek F)’ R6A (an “““
@)::bmeﬂ\ kundio  karmble g pgg(cﬁj
(3 oot Mumkeap Anle LY L7 COy
® Koy @wfcﬂ' JHE Ay prp (op)
© Pore AR NawreHs (g
@Glfadﬁh)) Croide YBBHC(@
alkw 038 e Ua m Cp{BBﬁCCﬁ-J

O H‘kanﬁ%ﬂ K. Mane 5N BBB Cch
o ®Q Muny Guikwad C5Y Bep (Ch

0 Gulkwad peny (5N B8R CH)
() Kadarm oliksh CsY BBH (cR)
@) Vishs andhg éllu‘nfie csY Bep Cch)
8 Ochodekar Bhivans  C5Y B M)

) komble priek CsY BBH (P)

@ Radhabodhu” Riya C5Yy BBN (R
Hm‘g}w/ Bmﬁaoje_ C3SY Bew (ch)
Hw/)wo/ Grade C8Y BBH (W)

@ AdTa) _syTiouse (5N BBH CcH)

g Rupdi Pawdy  1yB8p)

Mamid Qnwane (Y Bap

O Wa ;VM’Y{ blélwanﬂ)}) (T)‘\jg;}gg)

3 au'mmd 90‘6: e (T)68rn)
DU han Q—wrkq/ CTY Bhw)

) yeybhav Kimb)a  C7Y1880)



Stavdk -wp Ceul [

Ly s 241y /ey TYEm ﬁ!?‘Sw‘é’“'
¢) "airie\ VTR Bongl]16] S8 3083994918
51 U Vg sturares 5N B-Com 9928853936
W ST Gaw ac sy. 8- Com 7ulolzlayg
] TE\ iy £3.8.com 95188954
é] <°}°‘°\ OSERH 0) .{,h;}

_ _ Py B.a  asisRYy2ey
ﬂdW Rread cheas 1y goom :

£9992 €228
oo 3] ueeTd) oSBT e TY B 8999 Soy0g
| 3) Q. S Aistack 5-Y Beom 704058555
e e A FY.B6oM Q665755585
W G 4HTRT dana F-Y.® cop) 4004796 4]
"D gar a7 o

FY.8-Cov) QAd7557 1822
V3] ST267T peIs -ma%x

<4V.B.A 1.0 .

S5:Y.BP 4810c0
15y 21 ey Y 615
a0 S SY.8RH 935 .

\3) AU‘%T?T—%TT’%—-S—‘ Sy GVoc
l‘D ﬁﬁ%m 2y BVOC
08)  THRAT TSN @4 BVoC
o) T AT @mwmar Py evoc
1) $fe)” AT PV g 7 6hags oy

29 QTE\“(’UDI\ G P“jﬂ-ﬂ

24) d\uH?\T ST Iy SXBqzs3ig

253 omTgaT “ \ﬁ P\(BH C\C\QUC\SC\'LC\G
P D 'a‘j\ FY.B.A J15€6944%9 ‘

260) FaNG  JA] FY.8.8




“waraera fnem &w avm& fie -widk :
AMATFS ugﬂ%rmm 020 3u¢c0ccs
m ’ 020-3I4L£300
¢4, 3R} WER arer, 3y, gor.gq90%0 :

{)D No.PU/PN/ASC/052/(1983)}
Reaccredited at ‘B++' Grade(CGPA:2.76) by NAAC

E-mait : bdbacollege@gmail.com Web : bdbacollegeaundh.eduin: ..

i ¥ p SRy uRner st weR uet, die.

ITE 1. ¥R wR/0 e od/22) 285

-

e St Ry SR T Wer st Premeata antast

TEIRY,

rereamere Rmrer v SREHIIRE Wi o I Y& TR, A Felerhdl T Hi
Sl s st Taffiden e et a1 iRl ‘R ¥ g%
HG R, T PR T SEaEE G uarA giedmvre fafay s

@ oo o 4 o A s St A, Rk o
T, '




|| o aarenda saews aEaETera, | e
f g el ribifle e aiiye, sttt s g b * AN 030-34¢¢0

¢Y4,1¥1¢ wRHR areT, 3ity, gor.¥9908
{AD No.PU/PN/ASC/052/(1983)}

Reaccredited at ‘B++' Grade(CGPA:2.76) by NAAC
E-mail : bdbacollege@gmail.com  Web : bdbacollegeaundh.edu.in _

l W.v.,ﬁqa.::ﬁ.q T - USIE 8. WU WeAE v, @i
Sad .. T 0%8/30
ufd,
: - RN [U

e -SeiormeT fam T ST RTEeTT Wet SerTe feemeaiaT At

e HetaEreEnTe faanet S et sieka SAEEETE i
FIYARIT & vard e viic of S G& STed. a1 Jetetshdl ([ohrd Hid
Sata srEisTeRaT ST FarTHden | el a1 gfewne ‘R ¥ g®
HAT EE, T [HEE T e g ATl SRR fafay I
@ T A Il de T e SR heraral €, fordl o |

FHAT,




Rayat Shikshan Sanstha’s \".?.T;,‘.J,l., s

Dr. Babasaheb Ambedkar College
Aundh, Pune - 67

Department of Economics
Entrepreneurship Development Course

List of Students Attendance
Name of the Bifpest | cuure 3 jwh<rvnlhci . Date \3-12-22(9
Yopte — Pvyuvide Anshohan/ o Shudeada

Sr, No Name of the Students ' Sign
SontoSh adhau)a»(.
Qital o Fan
\‘ﬁ\;e)@ = oq'ap

Sund)l  NmbclKanr

r/.—.‘l:"MMfJ.l/\ /?- GVP-MQL(UGCLJ @:klﬁ

Ashuini oudodr  Ggorle %
QooJm etk gl @nwmdmﬂ %

/

KDOONG)U’I-hUJNI—l

Course Coordinator



Rayat Shikshan Sanstha’s RN P;L\,/
. Dr. Babasaheb Ambedkar College,
; Aundh, Pune - 67

Department of Economics
Entrepreneurship Development Course

List of Students Attendance
Aapedtihexpert S0} M%Cw W\NI’\V"\ Date |3-(2-2019

Stueluln
Sr, No Name of the Students , Sign
1 Aty Sharmvae 12al e, ThsaeZ |
2 DGY‘SL:‘D no Gﬂ‘m L(rw o WaY w
b 5 3 i?"rclﬁOr-—l Paﬁo!;"" Pfoﬁﬁﬂ/g
4 Vaibhav!  Hhoaa b Thorat
> Hovshada taske Hasshada
6 Mameata Lagman Gomjedly il .
7 G0U°
8 Dokl GCehes ;
9 amdk G ke Blalisad
10 '121 n':_g_ (i7
11 an :h ':raalham-r A
12 Viverx Jaghue gl -
13 Gerp€ o nlxéue : “%mf
Y A Gn] Nipbad<ar o
15
16
o® 36 i
18
19
20
21
22
23
24
25

Course Coordinator <



o0

:ﬂiﬂarm%a aﬂ?}mwl"amm
I, 0 - o
¥/3R/R02
Start up Cell

Helfoerermder fa-aY fonqmmeier foremeatn safvam
4 &I, 1 fmreET Start up Cell H&& A9 Figaell 3R,
Tl it Qe Redler 02R Tt TUWt 2,84 AT ARER
mqmm&a@ﬁaﬁaﬂ% T e fermmeai=h
ﬁqzﬁrmﬁr:wﬁmﬁmﬁ

o

| . P IDINB

3Ty, g0 - G



A ODETKY . N
BTN\

Ravat ¢ hicohon Seind Haon \ S /’/ o L
Pr- Baboacahtlb Awmblkor O ”{bfﬁ%&vj\;

Enptprn eurd W p D elo)

: ,A—fomdame =
9D qﬂ#moé %Aé/é/ ,:.é ’% J

L/ ’ =
b Name @
- 2) |Vaibhavi Vijay Thovad Fhorat
® e 4 {Howshada Novling Moske Hoeshada .
% [P Shormao Rale. ’ <
'JJ Momata Lentimom C:—cmju) e | L
¢ |Shivan’ Gisi y? ”
g) s NZHALTE CM\_-‘
4 (‘icmos('\ 8«%«30(%0 éuﬁkwu«/j’ ] U_jl,(uf‘w/

(o Pr\‘tk—-df \{e)nrkdﬂu
\ 1) j% W
12,) M DheelgP

13) | Shvevtsad )
MJ PTO-Y\CM/ 5}-;})-),)\@

155 | Motgash keskay
| Binhan fi o
) ﬂdo.hu Ll
‘9) j\}o‘(l\ l/_%c.'&wﬂ"
D pSani) pedmibotican
=) vivelg Jeqiep -
- V)| Ashwedp foanesiay
.3 2€>W' frooA R




Rayat Shikshan Sanstha’s
Dr. Babasaheb Ambedkar Mahavidyalaya,
Aundh, Pune — 67

Date: 24/12/2019

Student Notice

All the student of B.A., B.Com., B.B.A.(C.A.), B.Voc., M.A. &
M.Com. Classes here by informed that, Start up Cell Meeting has
been organized on 27/12/2019 at 10.00am, in the seminar hall no-108.

So, kindly attend the session.

Dr. Babasaheb Ambedkar College,
Aundh, Pune — 67
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Department of Economics

Diploma Course in Entrepreneurship Development,

S Y BA - Students list 2021-22

Sr.No | Studehts Name Mo.No
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3 | PATHANIA NISHANT THAKUR DASS 7876135366
0834149441
9 4 | OVHAL KAMLESH YASHWANT |
5 MORE RUSHIKESH PRABHAKAR 7559456852
6 | RANAWADE RUSHIKESH AVINASH 7378738753
7 | KENGALE HARSHALI SHANTANU 7887870626
8 BHOSALE PRATHMESH SITARAM | 9881085903
9 | GHODE MAHESH ARUN 9075750253
9146210529
10 RATHOD GOVIND NAVNATH
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Rayat Shikshan sanstha’s

Dr. Babasaheb Ambedkar College Aundh,Pune.

Department of Economics

Certificate Course in Entrepreneurship Development,

F ¥ BA - Student fist 2021-22

sr.No | Studehts Name Mo.No
1 | DARSHAN SANJAY ADMANE 9011342088
2 | GAYTRI GAJANAN BUTE 8888173221
3 | Pratik Ankush Hagawane 7620783406
4 | Vinayak rajshekhar vanjari 9146474476 |
'5 | atul nathuram shinde 7218717214
6 | pravin hiraman kolhe 8767125017 |
7 | Rushikesh Rajendra lagtap 7028949309
8 | Tushar bharat sonawane 8379808167 |
9 | Pratmesh Yogesh Sonawane - 8921593558
10 | Rushikesh Tanaji Tulse 9325059140
11 | Bharat dashrat sonawane Sonawane 8379808167
12 | JADHAV SAMADHAN MAHADEV 9699969304
13 | DAVANE ANUJA MARUTI 9762646357
14 | GORE VIJAYA PARMESHWAR 9623870388
15 | MORE KANCHAN SANTOSH 8308539841
16 | SHELAKE LAXMI GENU | 9370554396
17 | NAGRALE ARYAN RAJU 8806735334 |
18 | JAGDHANE SHAM BALASAHEB 7666996324 |
15 | DALVI RADHIKA RAMESH 7058630803 |
20 | DUKARE RENUKA RAM 8446284218
21 | UJAGARE KISHOR BABAN 8329229315
22 | JADHAV SHUBHAM ASHOK 7083759700 |
23 | JUNAWANE KUNAL VIKAS 7447318009
24 | MANWAR GAURI VASANTA 8669598753
25 | GHOLAP ANIL BHAGWAN 9763711355
26 | DAMBALE SHANTANU DILIP 8856067158
27 | SARSAR KARUNA NANDLAL 9689949226 |
28 | SHINDE KUNAL DNYANOBA 9850193666
29 | KHAIRNAR MAHESH SURESH 9529445526
30 JANGALBAG ADITYA MILIND 7499875903
31 | KAMBLE PRERNA VIJAY 8446310616
32 | JAMDADE ROHAN SANJAY 9096301360 |
33 | JADHAV TANVI SATYAVAN 7397867242
34 | SARYAM TRUPTI SHRAWAN 8263849190 |
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35 | JAGDHANE DIPALI ROHIDAS 9028373201 | -
36 | SABLE POOJA BHAU | 373267826 ] *
37 | NAIKNAVARE SHUBHAM DILIP 7517477619 | . ..
38 | KAMBLE POOJA DATTATRAY 9763429160 |
39 | MARATHE MUKTESH SHIVDAS 9762451800 |
40 | GAIKWAD SHWETA RAJU 9860479338
41 | AHIRE CHAITANYA RAJU ‘ 9881357448
42 | GHODAKE ABHIJEET BANTY | 7028542266 |
43 | BANSODE TUSHAR VASANT 9850982901
44 | ADMANE RUTUJA DiLIP 8530620424
a5 | GONJARE DEEPAK GOVIND 9763069008
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Rayat Shikshan Sanstha's
Dr. Babasaheb Ambedkar College, Aundh, Pune -67

Department of Economics

Report of Diploma Course in Entrepreneurship Development-
S.Y.BA

Name of Coordinator — Prof. Maruti Kamble
Period of the course — 11" January 2022 to 6 may 2022
Useful to Criteria — Criterion — V: Student support and progression

Beneficiaries — 10

Briefing of Programme
Ms. Maruti Kamble worked as Coordinator of this course, Mr.

Dhanjay Bhise was worked as guest lecturer as well as Dr. Ramesh Randive

worked as Chief course coordinator. Moreover, we have also conducted an

in internal exam (Theory 70 Market & Practical 30 Marks) of this course.
This course was conducted under the guidance of Hon. Principal Dr.

Arun Andhale who motivated and supported us.
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Rayat Shiksha;n Sanstha’s
Dr. Babasaheb Ambedkar College, Aundh, Pune -67

Department of Economics

daps ke
Report @oume in Entrepreneurship Development-

F.Y.B.A

Name of Coordinator — Prof. Maruti Kamble
Period of the course — 11" January 2022 to 6% may 2022
Useful to Criteria — Criterion — V: Student support and progression

Beneficiaries — 45

Briefing of Programme
Ms. Maruti Kamble worked as Coordinator of this course, Mr.
Dhanjay Bhise was worked as guest lecturer as well as Dr. Ramesh Randive
worked as Chief course coordinator. Moreover, we have also conducted an
in internal exam (Theory 70 Market & Practical 30 Marks) of this course.
This course was conducted under the guidance of Hon. Principal

Dr. Arun Andhale who metivated and supported us.
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Course (({rdinator Head of Department  Dr. Bab:ppmempedkar Colk
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Rayat shikshan Sanstha’s

Dr. Babasaheb Ambedkar College,
Aundh, Pune - 67
Department of Commerce

Short Term Course — Entrepreneurship g
Development Program Cravy

»f-t“’\/
Course Completion Report
Date: 26/06/2021

ﬁ;;y glad to inform you that the preneurship Development Program course

for the students has been completed successfully for this year. The course took place for 22
theory Lectures and 19 Practical’s (online) from 12% Oct. 2020 to 30 Nov, 2021, at 11:30 am

“to 01:30 pm, on online mode. Altogether 41 students enrolled their names for this course. The
syllabus has been completed with theory and practice. Moreover, we have also conducted an
in internal exam (Theory & Practical) of this course.

We are extremely grateful to Rayat Shikshan Sanstha, Satara, for its all way support to this
‘course. We are eternally grateful to our Principal, Dr. Arun Andhale for her kind motivation
and support for this course. We are equally thankful to Dr. Suhas Nimbalkar Pune, for initiating
this course. A special thank goes to Mr. Sharad Darekar for his leadership and guidance
throughout the course. Also thankyou to our Chief Course Coordinator of our college Dr. Savita
Patil, and Prof Mahesh Dighe for her constant attention and help to ensure that all runs
smoothly. Finally, we would also like to express our sincere appreciation to all the enrolled
students for attending this course. We would like to congratulate all the students who attended
the course, for showing interest towards exceptional co-curricular learning. Invested time and

participation will surely enhance their personality. Thank you so much to all for thei efp and
support.

urse Coordinator Chief Coordinator PrRONRIPAL

Dr. Babasaheb Ambedkar Collegs,
Aundh, Pune-67.
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020-25883773

Prin. Dr. Arun Andhale
M .Sc, M.Fhil. Ph.D.

Date :

Ref. No.:

To,

Hon. Dr. Apoorva Palckar,

Director,

Centre for Innovation, Incubation & Enterprises,
Savitribai Phule Pune University, Pune — 07

Subject — Creation of “Startup & Innovation Cell” it our College
Ref. Your Letter No: 11E/282 Dated 14 July 2021

Respected Madam,
We have composed the “Startup & Innovation Cell” in our college.
Which is as follows;
Sr. | Name Design Mobile No & Mail.ID
No
1 Dr. Arun Andhale Principal 9881235224
drarunandhale@dbacap.edu.in
2 | Dr. Sanjay Nagarkar Head 9096875737
snagarkar(@dbacap.edu.in
3 | Prof. Kushal Pakhale Co-Ordinator 9921842151
kushal@dbacap.edu.in
4 | Prof. Nalini Pacharne Member 9422082082
nvpacharne@dbacap.edu.in
5 | Prof. Dr. Rajendra Raskar | Member 8484882263
rajendraraskar@dbacap.edu.in
6 | Ms. Sunita Pataskar IQAC Industry | 9552817777
Representative
7 Ms.Priti Kale Industry 9860662999
Representative
\ | PRINCIPAL
3\ " &3 Jr. Babasah mbedier College,
20 * / Aundh, Pune-67.
N
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C Savitribai Phule Pune University
! (Formerly University of Pune )
- CENTRE FOR INNOVATION INCUBATION & LINKAGE
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This is to certify that
Rayat Sﬁt&sﬁan .S'anstﬁas Dr. Babasahe 6 Ambedkar College, Aundk, Pune
has established Innovatzan & Start-up Cell as per the norms of
Centre for Innovation, Incubation & Linkages at
+ Savitribai Phule Pune University, Pune.

s

m Dr. Apoorvya Palkar

. . 5
Vice Chancellor i:\
Savitribai Phule Pune Univertsity ¢ l l{

Pro-Vice-Chs cel-lar'

i} Director, LT ot
A é}‘( %, Innovation, Incubation and Lmkages Savitribai Phule Pune Univertsity J\)\
t-& 'R e e 10 SALE e ':')
ﬁ"“ 3 T i va—‘("iﬁ"'«a DTN -"-':_-;:,2_ . y o - o i i zﬁ#‘:ﬁﬁz;‘:‘- :;:.L‘é 1:./)*‘:




Rayat Shikshan Sanstha’s

Dr. Babasaheb Ambedkar College,
Aundh, Pune -67 e

| ( \""sf'ut"\ r’i {}'

Report of Innovation 2 Enterprise Coiii'pétitiox, . \ q :
Wa Li AN Rt s o
Date - 11" December 2021 )5 Q oo
Beneficiaries — 68 \b
. Q SO
Briefing of Programme \a™ \{
.t:)«‘"‘m'h)/ (P

@e very glad to mf;m@he Innovation 2 Enterprise for the students has /

been completed successfully. Altogether 68 students present 36 project in this Competition.

Miss Sakshi Lavangare inaugurated this competition and Dr D M Mupade work as judge.

Dr. Bébasaheb A edkar College,
Aundh, Pune-67.




Rayat Shikshan Sanstha’s,

! Dr. Babasaheb Ambedkar College,
Aundh, Pune - 67

“Innovation 2 Enterprise
Competition (I:E)”

Date : 11th December 2021

* Table Programme

® Introduction +Prof Kushal Pakhale

& Welcome
® Chief Guest :Hon. Ms. Sakshi Lavangare
® Judge :Hon. Dr. D. M. Mupade
® Chairperson :Hon. Prin. Dr. Arun Andhale

® Vote of Thanks : Prof Sayali Gosavi
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Rayat Shikshan Sanstha's & o A
Dr. Babasaheb Ambedkar College, Aundh Pune -67 | 2
Start-up & Innovation Cell \e\ Fan /7
Innovation 2 Enterprise Competition ) \ AT 4
! Participant List ~dngh putS
Sr No. |Title of Project Department [Mentor Name Participant Name 1) Participant Name 2) Participant Name 3) Participant Name 4)
L~ Shruti Rangappa 5
AT 1|Car Wiper __|BBACA _|Prof. Mayur Mali_|Pooja Gopal Mistari ___|Batiad™ 3
Vasudev Budhappa Nikhil Baliram £ y
Nt 2|Vacant Class Jﬁﬁ BBACA  [Prof. Mayur Mali |Rathod Bhadarge | %65
» 3|Save Animal BBA CA Prof. Mayur Mali | Suraj Mahamud Mulani__|Seurabh Shakti Hajare ,
}  [Two wheeler mirror ok
4ladjustment BBACA _|ProfMayur Mali _jAnikta Sunil Shinde [Mohini Ranu Ujgare : | =
|~ 5|Bus Tracker ___I[BBACA _|Prof. Mayur Mali _|Mariappa Hira Tamboli Tanveer Avipesh sk rse 7~ %}
T- C QT\" : ol
U~ 6|Bus Ticket BBACA __|Prof. Mayur Mali _|Pragati Adsule Diksha Mote ‘ v E
-~ 7|vigital BBACA  |Prof. Gauri Pawar |H | o TR, i Jo¢d
A i Photo Frame ‘ A | Pawar |Harshvardhan Sorate Piyush Kadam LA 1 o\ 1 \roe ¢ 7
s A Iy i
\A___ 8|Virual Cloth trial System BBA CA___|Prof. Gauri Pawar [Aboli More Kajal Gaikwad 7 -
e Vond Mo e ooy 05
V| " 9|Historical place App ;{cﬁ BBACA___|Prof. Gauri Pawar |Shamal Gawande Ashwini Kamble
< ! : <
A 10|Classroom Attendance IBBA CA  |Prof. Gauri Pawar |Poonam Paul Karishma Kamble
~L~ 11|Notice Board App K BBACA |Prof. Gauri Pawar [Sandesh Kale Parjval Chavan ‘-’g‘gj'
12|Portable Chair {BvOC Prof. Mayur Mali_|Rohan Mane Prem Reddy
\A__13|Text Reader Pen BBACA _|Prof. Mayur Mali _[Shubham Mane Nikhil Bhalerao F-
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 Rayat Shikshan Sanstha's &
Or- Babasaheb Ambedkar College, Aundh Pune -67 (8 )2
Start-up & Innovation Cell \B\ YL 3/

No\

Innovation 2 Enterprise Competition

LY

i

Ay Participant List
14|Paying guest M BBACA _ IProf. Mayur Mali |Ankita Kamble Nivedita Nikalje
i
15|Virtual Trip BBA CA Prof. Mayur Mali Yashodip Sonawane Aniket Mavas
W‘M Prof. Vishal Sarm’r Plod v, —plawial R re) -
> 16|Save Tres CA __ [Shishupal Prajakta Jagtap Sendhys- 4 ==
- Prof. Pratiksha
17|Digital Water Bottle BBA CA Kamble Prajval Barve Sushil Mahale
18|Scare Crow BBA CA Prof. Mayur Mali  |Shail Atar Parasad Khegre
- / 19| Traffic Signal Automation BBA CA Prof. Mayur Mali lhﬂg)@shree Sonawane |Sakashi
-
; / 20|Plant Water Automatioa i BBA CA__[Prof Mayur Mali Gautam Chanda Revti Vargiya <y 'anpj
* 21|Vacant Parking BVOC Prof.Mayur Mali  |Karkud Radhika Yamkar Sejal
< 22]Aquaponics Fish Farmi Economics _|Maruti kamble sir {Omkar Bhoir 0
Agquapon L
Tejas Ramdas
23(mwsr —~1. Marathi  |Rajiwade Prmeshwar Rite Aruna Sable Renuka mithe Gauri Rajiwade
24|Fashion boutigue Economics [Pacharane mam __ |Pratiksha Joshi Divya Joshi
Developing Oiling cum

o 25@ b@h Dr. Savita Patil | Ashwini Borude Priyanka Karde
o Developirg Language __?i y
—28|Translator Application English Ms. Sayali Gosavi [Jasmine Tamboli Renuka Chalwadi

6L
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Dr. Babasaheb Ambedkar College, Aundh Pune -67

Rayat Shikshan Sanstha's

Start-up & Innovation Cell
Innovation 2 Enterprise Competition

Participant List
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Regarding i-2-e Competition (innovation -2-e_nterpris_e) Extama) Inbdx

Centre for Innovation Incubation & Ente
fa bee: me

Dear Sir/Madam,

rprise SPPU <infoiil92@gmiall.... Nov 16, 2021, 5:1“2'914:(2 days.

Please find enciosed herewith guidelines regarding i-2-e Competition (innovation -2-enterprise) to be conducted by Cd!uiﬂnﬂltute Themes §
competition, eligibility and setection criteria is mentioned in the attached guidelines.

important dates are as foliows :
S.No. | Particuiars Date
1 College Level Competition 16" November to
13" December, 2021

2. Submission of names of qualifying teams 14th December, 2021
3 Awareness program 16'" December, 2021

% Selection of Top 100 teams by Jury 22™ December, 2021 )
5. Cluster Level Competition & Selection of 1op25 | 7th yq 2gth December, 2021 |

teams .

6. Boot Camp for Top 25 teams 4%-5% janvary, 2022
7. Grand Finale 15%h _ ygth January, 2022
8. Annual Summit 25t . 26th January, 2022
9, Power -2022 - Pre-Incubation Mentoring June -~ August 20232

- Program

moxelmuﬁﬁge srug‘rg; detalls of selected teams at College Level Competition in following Google Form :

Piease submit separate form for each entry,

W, Incubation & Enterprise has started the Telegram group. You are requested join on ol ; .) ek bt
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- Start Up and lnnuvnﬁon Cell :. ORI
: lnnqvaﬁon 2 Enterprise (I-z-e) Campeﬁtion e
Dc and Time: 4" December 2021, tzsoAMonm_~-

_ Prggmn Attonduce "
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30 | Goresh Gavawdt . Borl 328 3oMAFES
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Rayat Shikzhan Sanstha's :
Dr. Babasaheb Ambedkar Coliege, Aundh Pum £7
Start-up & Innovation Cell - '
innovation 2 Enterprise Competmon
| Participant List - ¥
Sr No. |Title of Projact Department |Mentor Name Participant Name 1) Participant Narwe 2}
Smﬂarwna
A" 1{Car Wiper BBACA  lProf. Mayur Mali Pooja Gopal Mistari  |Baftag™ —
. Vasudev Budhappa Nikhil Baticam
v/{ 2|Vacant Class ﬁl BBA CA Prof. Mayur Mali  |Rathod ‘ ' .
+ 3|Save Animal BBACA  |Prof. Mayur Mali  |Suraj Mahemud Mulani Saurabh smm qu L
\//" Two whealer mirror ' s
4ladiustment BBA CA Prof.Mayur Mali _ |Anikta Sunil Shinde Mohini Ram}_lﬁgg
~L~"_5|Bus Tracker BBACA __|Prof. Mayur MaliMariappa Hira
T Covd. -
W~ 6[Bus Ticket BBACA _ |Prof. Mayur Mali|Pragati Adsule
«A~_7|Digital Photo Frame BBACA _IProf Gauri Pawar [Harshvarghan Sorate
vA7___8Virtual Cloth trial Systern BBACA - |Prof. Gauri Pawar |Aboli More
|- lawed Masc ooy . - )
VA" 9|Historical place App Y& BBACA __|Prof Gauri Pywar |Shama) Gawande
L~ ,
\~ 10{Ciassroom Attendance BBACA _ |Prof. Gauri Pawar |Poonam Payl
N 11Notice Board App K |BBACA  |Prof. Gauri Pawar Sandesh Kala
12]|Portable Chair BVOC Prof. Mayur Mali _|Rohan Mane
" 13} Text Reader Pen |BBACA _|Prof Mayur Mali |Shubham Mane




: SR Rnyal smmm Sanatha's _
b Babauheb Ambedkar Coliege, Aundh Pun
R Start~up & Innovation Caill

\ Innovation 2 Enterptise Compelftion
— 5\ i‘t/ : Palticipant List '
. A
14/Paying guest: ¥ ¥ [BBACA  [Prot Mayur Mali_|Ankita Kamble
15|Virtuat Trip BBACA  IProf. Mayur May Yashodip Sonawahe
Prof. Vishai i o
f\‘y‘ 16|Save Tres LM@'BBACA Shishupal Prajakta Joagtap
- Prot Pratikshe C :
17[Digital Water Bottie BBA CA Kamble Prajvai Barve
18{Scare Crow BBACA__ |Prof. Mayur Maii [Shail Ater
N Signal Automation ___1BBA CA__|Prof. Mayur Mall Bhegyeshree Smtmn.
V/ 201Plant Water Momatioﬂ i BBA CA Prof Mayur Maii Gautam Chandn _
*_21}Vacant Parking BVOC Prol Mayur Mali  {Karkud Radhika
\,./ 22 Aguaponics Fish Farming Economics {Maruti kamble sir Omkar Bhoir
Tejiis Ramdas
23|y ~ 1 Marathi  |Rajiwade |Prmeshwar Rite
24{F ashion boutiqus Economics [Pacharane mam {Ptatiksha Joshi
. Developing Oliing cum
! \./ 25LM335£92L : E_Qg!tah Dr. Savita Pati Ashwinl Borude
Developing Language _
{A_28[Trenwiator Appiication ~ ! _lencian e Sayel Gosavi | Jasmine Tambol
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T Talk Session with lndnstrilhﬂ

726 November 3021

Talk Session with Industrialist

11 December 2021

Talk Session with Industrialist

| Even Semester

Hl January 2022

Talk Session with Industrialist

Even Semester

111 February 2022 _

Talk Session with Industrialist

Even Semester

03 March 2022

TTalk Session with Industrialist

Even Semester

15 March 2022 .

Startup-Idea Competition

St
i
2
{47 ] Odd Semester
b .
3
7
8
9

Even Semester

24 March 2021

Talk Session with Industrinlist

Co-Ordinator
Prof. Kushal Pakhale

PH L
Aundh, Pune-87.

_r. Babassheb Ambedimr College.




030-34CC I3

To,

Hon. Dr. Apoorva Palekar,

Director,

Centre for Innovation, Incubation & Enterprises,
Savitribai Phule Pune University, Pune — 07

Subject ~ Creation of “Startup & Innovation Cell” in our College
Ref. Your Letter No: 11E/282 Dated 14 July 2021

Respected Madam,

We have composed the “Startup & Innovation Cell” in our college.

Which is as follows:

l Sr. | Name Design Mobile No & Mail ID
| No
1 | Dr. Arun Andhale Principal 9881235224
i i drarunandhale(@dbacap.edu.in
2 | Dr. Sanjay Nagarkar Head 9096875737
I snagarkar(@dbacap.edu.in
3 Prof. Kushal Pakhale Co-Ordinator 09921842151
i _ !'kushal@dbacap edu in
4 Prof. Nalini Pacharne Member 9422082082
ST e e e e nvpachame@dbacap edu.in
5 Prof. Dr. Rajendra Raskar | Member 8484882263
S e T R | rajendraraskar@dbacap.edu.in
|6 | Ms. Sunita Pataskar Cdrt i ’ 9552817777 e
s = | Representative i A
7 | Ms Priti Kale A= ndustry 9860662999 |
{Ropresentative. | .= - o |

N

FRuvCHAL
~r. Babasaheb Ambedikar Co
Aundh, Pune-67. e

e



Cmmfgrlmo%héﬁbéﬁm&&mmsehasbeen
ﬁtabhshedatSavnn'bm Phule Pune University as per Maharashera
Public University Act.2016. To promote the culture of Startups &
Innovation a "Startup & Immovation celi™ may be set up in your
Colleges/Institute. 1t is not @ compulsory activity however those
Coﬂegeﬂnsﬁnues.whomintmedmaysetnﬁthisoeﬂ. _

Com posiﬁon of the cell is as follows:

[ Principal |
| Head Senior Faculty
| Coordinator Faculty Member

Activities expected to be undertaken by the coliege cell are as follows:
a Talkscssionby4stanups/industriaﬁstinasemester(mpamomh). _

b. Startup — Idea Competition%;Oncc :: year within the college. =T ‘3‘:]“ . 2]
i f\u ¢ 201 \9ja4,
NN 9
QO =" & @10
-/ ¢ N N
BT 27 2N
KT DR

'.‘__,.._._&
‘-’-\'_If?f

D _9«' PO
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RayatShikshanSanstha’s

Dr.BabasahebAmbedkar College,
Aundh, Pune -67

Department of Commerce

Report of Certificate Course in Entrepreneurship Development-
FYBCOM

Name of Coordinator - Prof Asawari Shewale

Period of the Course - 11" January 2022 to 06'* May 2022

Useful to Criteria - Criterion — V: Student Support and Progression
Beneficiaries —19

Briefing of Progrzimme

Ms. Asawari Shewale worked as Coordinator of this course, Mr Dhanjay Bhise was worked
as guest lecturer as well as Dr. Ramesh Randive worked as Chief course coordinator.

Moreover, we have also conducted an in internal exam (Theory 70 Marks & Practical 30

Marks) of this course.

This course was conducted under the guidance of Hon. Principal Dr. Arun Andhale who

motivated and supported us.

;. Shb w :
ﬂ ; 8 e~ Head of rtment }t /i/%d

"Course Coordinator P RﬂqgﬂpA L -
Department of COMMEI'.BG_ Dr. dabasaheb Ambedkar Coliege
Dr. Babasaheb Ambedkar College, Aundh, Pune-67 '

Auadh, Pune-87.
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EVENTS OF 16th TO 19th CENTURY EQUATE TO TODAY'S MANAGEMENT E

PRINCIPLES AND PRACTICES (SN

SUMMARY
SUBMITTED TO THE
SHRI JAGDISH PRASAD JHABARMAL TIBREWALA UNIVERSITY,
VIDYANAGARI, JHUNJHUNU, RAJASTHAN,
FOR THE DEGREE
OF
DOCTOR OF PHILOSOPHY

IN

HISTORY

KIMAYA KISHOR DESHPANDE
U REG. NO: 28620010

UNDER THE GUIDANCE OF
DR. NAZIA HUSAIN
UNDER THE CO-GUIDANCE OF

DR. RASKAR RAJENDRA NAMDEV
DEPARTMENT OF HISTORY

IRI JAGDISH PRASAD JHABARMAL TIBREWALA UNIVERSITY, VIDYANAGARI,
VIDYANAGARI, JHUNJHUNU, RAJASTHAN - 333001

Year 2020- 2022



EVENTS OF 16TH TO 19TH CENTURY EQUATE TO TODAY

Topic MANAGEMENT PRINCIPLES AND PRACTICES
Name of Scholar Mrs Kimaya Kishor Deshpande

Registration Number 28620010

Subject HISTORY

Guide's Name

Dr. Nazia Husain

Co-Guide's Name Dr. Raskar Rajendra Namdev
Guide Designation Head Of History Department
Guide’s Working Place Shri Jagdish Prasad Jhabarmal Tibrewala University,

Vidyanagari. Jhunjhunu, Rajasthan - 333001

Co-Guide Designation

Head Of History Department

Co-Guide's Working Place

Rayat Shikshan Sanstha’s Dr Babasahcb Ambedkar
Mahavidyalaya, Aundh. Punc 411067

Guide's Reg. Number

JJT/2K9/SSH/1844

Co-Guide's Reg. Number

JIT/2K9/SSH/750




1/25/23, 3:03 PM (2,851 unread) - srkothawale@yahoo.com - Yﬁo Mail

‘ HOME MAIL NEWS FINANCE SPORTS ENTERTAINMENT LIFE SEARCH SHOPPING YAF 3 17k + Upgrade Now

@ Sandip Mane  Add keywords Advanced w B savita

Cenilpose € Back 4 <\ ®=p @ Arcchive [ESMove T Delete € Spam se¢ ES

bk e Your Selection for Ph. D. Admission 2 Yahoo/inbox ¥¢
Sandip Mane Q

Unread
Shilpagauri Ganpule To Mr. Sandi} Tue, Mar 15, 2022 at 10:16 AM Y¥ smane9691 @gmail.com
G SO . .. . S e e e S o R S + Add to contacts
Drafts 116 sandip mane <smane%691@g = Tue, Mar 15, 2022 at 2:29 PM ¢
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Rayat Shikshan Sanstha's
Dr. Babasaheb Ambedkar College Aundh, Pune.
Department of Commerce
Report of “Guest Lecture You can be an Entrepreneur”

Name of Teacher - Prof. Kushal Pakhale
Period of the Activity —8" Feb. 2021
Useful to Criteria — Criterion: III
Beneficiaries —58 (Online Respon'ses) students
Briefing of l"rogramme
We are very glad to inform you that the “Guest Lecture You can be an
Entrepreneur”for the students has been completed successfully. The Activity

took place for 2 Hours of a day on 8" Feb. 2021 at 11:00 am. Altogether 58

students enrolled their names for this Program.




Kayat Shikshan danstha’ S

Dr. Babasaheb Ambedkar College Aundh, Pune.
Department of Commerce

Notice

Date- 5/2/2021

All the Students are hereby informed that, the Guest Lecture on

“You can be an Entrepreneur” will be held on 8" Feb. 2021 at 11.00

¢ a.m. in Online Mode.

Siprel - | e
Ay :f ‘,,' '; Hmu@&hl-
= Dr. Babhasahebh Ambedkar College,
Aundh,Pune-67.

Dﬁnw;?ﬁ‘mhm z U
DN Bui a8 l}\.‘j R"M!.GG
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Dr.Babasaheb Ambedkar Mahavidyalaya,
Aundh, Pune - 67

One Day Workshop on
You too can be an Entrepreneur

Table Program
Date: 08/02/2021
Time: 10:00 a.m.
¢ Introductory Note : Dr.Rajendra Raskar
e Chief Guest’s Speech : Hon. Kimaya Deshpande .
e Presidential Address : Hon. Prin.Dr.Arun Andhale

Vote of Thanks : Smt.Snehal Rede
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SAVITRIBAI PHULE PUNE UNIVERSITY +0

CURRICULUM
FOR

B. Voc.

(Bachelor in Vocation)
in

Retail Management

Credit Based Semester and Grading
System with effect from the
Academic Year 2020-2021
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Syllabus

Choice Based Credit System (CBCS) 2020-2021
B.Voc (Bachelor in Vocation) in Retail Management

Year/Semester NSQF Vocational Title
Certification | Qualification | Programme
Certificati Certification
First Year € C;:ﬁze")" Course in
(Semester |) y Retail t
P anagemen
(6 Subjects+0JT) Duration = 6
months
v 5
First Year . .
Diploma in
(Semester (1) Diploma %etail
(12 Subjects+2 Duration = 1 Management
OJT/Desk Year
Research)
Second Year Advanced Advanced
(Semester Ill & 1V) : Diploma in
. 6 Diploma Retail
(24 SUbJECtS+4 Duration - 2 Management
OJT/Desk Vear
Research)
Third Year 3
B.Voc Degree in
(Semester il & IV) B.Voc Degree Retagill
(36 Subjects+6 7 Duration — 3 Management
0OJT/Desk Year
Research)

Note: As described in the above table, the Certification course, Diploma, Advanced
Diploma & B.Voc Degree would have the same number of subjects & syllabus.
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1. Title;

The degree shall be titled as B. Voc. (Retail Management) under the Faculty of
Management under SavitribaiPhule Pune University w.e.f. the academic year 2020-
2021 . Part lt w.e.f. 2021-2022 and . Part Il w.e.f. 2022-2023.

2. Objectives:

i. To provide adequate basic understanding about Retail Management and
specific skill sets among the candidates.
ii. To train the candidates in communication skills effectively.
lii. To prepare candidates with special labs in specific courses and with suitable
training from Industry
iv. To give candidates hands on training with projects to make them Industry ready.
v. To develop appropriate Vocational employability skills in the candidates so as to
make them competent and get or provide themselves self-employment.

3. Duration:

The Course shall be a full time course and the duration of the course shall be of
three years (Six Semesters).

4. Eligibility:

(i) A candidate for being eligible for admission to the Degree course in Retail
Management shall have passed 12th Std. Examination (H.S.C. 10+2) from any
stream with English as passing subject and has secured 45% marks at 12th Std.

(i) MCVC

(ili) Any Entrance test specified by the statutory body.

5. Medium of Instruction:
Medium of instruction shall be in English only.
6. - Scheme of Examination:

The Retail Management Examination will be 180 credit course divided into 3 parts as
per details given below:

(i) Part1(Sem |, 1l) Aggregate 60 credits

(ii) Part Il (Sem il IV) Aggregate 60 credits

(iii) Part Il (Sem V, VI) Aggregate 60 credits

There will be written Examination of 60 marks of 2 hrs and 30 Minutes duration for
every Generic course at the end of each Semester. The concurrent evaluation will
carry 40 marks during each course.

For the Course in Industrial Exposure (Semester V), the project work should be
undertaken where, there will be viva voce examination and Written Report which will
constitute 200 marks in Total that will be bifurcated as 100 marks internal and 100
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marks of external evaluation.

7. Backlog:

The candidate will be allowed to carry any number of backlog of courses prescribed
for Part |, Il. However a candidate shall not be admitted to Part (il Examination
(Semester V) unless he has passed in all courses at Part |.

8. Standard of Passing and Award of Class:

In order to pass examination a candidate has to obtain 40% marks out of 100 for
each course Where the course consists of concurrent evaluation & Semester End
Examination, The candidate shall obtain minimum of 40% marks (i.e. 16 out of 40 or
40 out of 100 for Project & Training Programs) in the concurrent evaluation and 40%
marks in Semester End Examination (i.e. 24 Out of 60) separately, to pass the course
and minimum of Grade € in each project wherever applicable to pass a particular
semester.

For Vocational Courses conducted by outside agencies passing standards decided
by the exam conducting authorities shall be applicable.

A candidate will be said to have passed the course if the candidate passes the
concurrent evaluation& Semester End Examination together.

9. Performance Grading

The performance grading shall be based on the aggregate performance of
concurrent evaluation and Semester End Examination.

10. Standard of Passing:

Every candidate must secure atleast Grade E in Concurrent Evaluation and University
Examination (as applicable) as separate heads of passing for each course.

11. Degree Requirements:
a) Earned Credits:
A candidate who has successfully completed afl the Generic courses and
accumulated, through skill courses, not less than minimum number of
Credits prescribed shall be eligible to receive the Degree. The degree
requirements for the program is completion of 100 earned credits.

b) Final Grade Point Requirement:

A candidate must obtain the Final Grade Point of a minimum of 50% to be
eligible for award of the degree.
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Marking scheme on 10 Point Scale System
Conversion Table for subject wise Marks obtained out of Hundred and
Grades

Table1: Marks to Grade and Grade Point Conversion for each paper
(Under 10 Point Scale System)

Marks Range Grade and Grade Grade
Out of 10 Description Point
80-100 0: Outstanding 10
70-79 A+ : Excellent 9
60-69 A: Very Good 8
55-59 B+ Good 7
50-54 B: Above Average 6
45-49 C. Average 5
40-44 P:Pass 4

0-39/Absent F: Fail 0

Table 2 :For Final Cumulative Grade Point Average (CGPA) and Final Grade for

Course

CGPA Range Final Grade
09.50 - 10.00 0
08.50 - 09.49 A+
07.50-08.49 A
06.50-07.49 B+
05.50-06.49 B
04.25-05.49 C
04.00-04.24 P
00.00 - 03.99 . F

Formula for Weighted %, SGPA & CGPA

" Ci*Pi
1. Weighted % (WP) = z'“L .
i=1CI
< Ci*GPi
2. SGPA= —"——
i=1CI

S5/Page Bachelorin Vocation(B.Voc)

74 £dit with WPS Office




ks
T e

>. Ci*GP,

3. CGPA = —
" Ci
i=1
Where,
Gi : Number of credits of the i"paper n : Total number of papers

Pi : Marks obtained (out of 100) in the i""paper  GPi : Grade point
earned in the i paper

k : Number of papers inthe semester. GPx ;: Grade points
earned in the for all
semester

The description of the final grades shall be as follows:

O: Qutstanding (Excellent Analysis of the topic - 75% and above)

Accurate knowledge of the primary material, wide range of reading, logical
development of ideas originality in approaching the subject. Neat and systematic
organization of content, elegant and lucid style.

A: Very Good (Excellent Analysis of the topic - 6510 74 %)

Accurate knowledge of the primary material, acquaintance with seminal
publications, logical development of ideas. Neat and systematic organization of
content, effective and clear expression.

B: Good (Good Analysis and treatment of the topic - 55 to 64 %)
Basic knowledge of the primary material, logical development of ideas. Neat and
systematic organization of content, effective and clear expression.

C: Average (Some important points covered — 50 to 54%)
Basic knowledge of the primary material, logical development of ideas. Neat and
systematic organization of content, good language or clear expression.

D: Satisfactory (Some points discussed — 45 to 49%)
Basic knowledge of the primary material, some organization of content,
acceptable language or expression.

P: Pass (Any two of the above — 40 to 44%)

F: Fail (None of the above — 0 to 39%)

The performance of a candidate will be evaluated in terms of two indices, viz.

a) Semester Grade Point Average (SGPA) which is the Grade Point Average for a

semester
b) Cumulative Grade Point Average (CGPA) which is the Grade Point Average for all

the completed semesters at any point in time.

6|Page BachelorinVocation (B.Voc)

BV7E Cdit with WPS Office




Semester Grade Point Average (SGPA): At the end of each semester, SGPA is
calculated as the weighted average of GPI of all courses in the current semester in
which the candidate has passed, the weights being the credit values of respective
courses.

SGPA = Grade Points divided by the summation of Credits of all Courses.
2 {Ci * GPI}
SGPA = for a semester.
2Ci

Where GPl is the Grade and C is credit for the respective Course.

Cumulative Grade Point Average (CGPA): Cumulative Grade Point Average (CGPA)
is the grade point average for all completed semesters. CGPA is calculated as the
weighted average of all GPI of all courses in which the candidate has passed up to
the current semester.

Cumulative Grade Point Average (CGPA) for the Entire Course
2 {Ci * GPI}
CGPA = ~——oooee for all semesters taken together.
2Ci
Where GPI is the Grade and C is credit for the respective Course.

Note: If a candidate secures F grade in either or both of Concurrent Evaluation or
University Evaluation for a particular course his /her credits earned for that course
shall be ZERO.

Attendance: The candidate must meet the requirement of 75% attendance per
semester per course for grant of the term. The Director shall have the right to
withhold the candidate from appearing for examination of a specific course if the
above requirement is not fulfilled.

Since the emphasis is on continuous learning and concurrent evaluation, it is
expected that the candidates study all-round the semester. Therefore, there shall
not be any preparatory leave before the University examinations.

ATKT Rules: A candidate shall earn the credits for a given course in MAXIMUM
FOUR ATTEMPTS. If a candidate drops a course (generic / skill) and opts for
another course in lieu of the dropped course the attempts utilized for the ropped
course shall be included in the maximum 4 attempts available to earn the credits
for a course. The facility of dropping a course and opting for a new course in lieu of
the dropped course shall be availed by the candidate only once during these four
attempts available to him.

Maximum Duration for completion of the Program: The candidates shall complete #"< . >
the BFSI Program WITHIN 4 YEARS from the date of admission, by earning/the”, . . "
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requisite credits. The candidate will be finally declared as failed if she\he does not
pass in all credits within a total period of four years. After that, such candidates will
have to seek fresh admission as per the admission rules prevailing at that time.

Award of Grade Cards: The Savitribai Phule Pune University under its seal shall
issue to the candidate a grade card on completion of each semester. The final
Grade Card issued at the end of the final semester shall contain the details of all
courses taken during the entire program for obtaining the degree.

Final Grades: After calculating the SGPA for an individual semester and the CGPA
for entire program, the value shall be matched with the grade in the Final Grade
Points Table (as per Table 1l) and expressed as a single designated GRADE such as
0,A,B,C,D,E F.

Table II: Final Grade Points

Sr. No. CGPA Ranqae Final Grade
1 09.50-10.00 0
3 BT I
3 .50 - 08. A
4 06.50 - 07.49 B+
) 05.50 - 06 49 B
6 04 25 -05.49 C
/ 04.00 - 04 .24 =)
8 0.00 -03.99 E

A candidate who secures grade P or above in a course is said to have completed
/earned the credits assigned to the course. A candidate who completed the
minimum credits required for the B.Voc program shall be declared to have
completed the program.

NOTE:

The Grade Card for the final semester shalil indicate the following, amongst other

details:

a) Grades for concurrent evaluation (out of 40 and University evaluation (out of
60), separately, for all courses offered by the candidate during the entire
program along with the grade for the total score.

b) SGPA for each semester.

c) CGPA for final semester,

d) Total Marks Scored out of Maximum Marks for the entire program, with
break-up of Marks Scored in Concurrent Evaluation and University Evaluation

(Semester Wise).

e) Marks scored shall not be recorded on the Grade Card for intermediate
semesters.

f) The grade card shall also show the 10 point scale and the formula to

convert GPI, SGPA, and/or CGPA to percent marks.

g) The final GPA shall not be printed unless the candidate earns the minimum
180 credits required for earning the B.Voc Degree.
h) B Grade is equivalent to atleast 55% marks.

8|Page BachelorinVecation (B.Voc)
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i) If the GPA is higher than the indicated upper limit in the three decimal digit;
then the candidate may be awarded higher final grade e.g. a candidate
getting a GPA of 7.492 may be awarded grade A. The grade card shall also
provide, on the reverse, the 10-point scale and the formula to convert GPI,
SGPA, and/or CGPA to percent marks.

Grade Improvement:

A Candidate who has secured ané grade other than F (i.e. passed the BVoc
%rogram) and desires to avail the Grade Improvement facility, may apply under

rade Improvement Scheme within five years from passing that Examination.
He/she can avail not more than three attempts, accordma to the syllabus in
existence, for grade improvement. He /she shall appear for University Evaluation
of at least 1/3rd Generic Courses (except Internships) for the purpose of Grade
Improvement.

External Candidates: BVoc being a full time programme, there is no provision of
external candidates.

Verification / Revaluation: Candidates can avail the verification / revaluation
facility as per the prevailing policy, guidelines and norms of the Savitribai Phuie
Pune University. There shall be Revaluation of the answer scripts of Semester-
End examination but not of Industrial Exposure as per Ordinance of the
University
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Title of the Programme -B. Voc. in

Retail Management
Structure of the Course and the Scheme of Examination with Credit System

Year | Semester Course Code Title of the Course Component | Concurrent | External ;g:ﬂ:} Credits
101 | Business Communication Generic 40 60 100 3
Theory 102 | Basics of Marketing Generic 40 60 100 3
103 | Fundamental of Customer Services Generic 40 60 100 3
104 | Basics of Retailing Generic 40 60 100 3
105 | Project Work Skill 50 - 50 1.5
Lab/Practical | .. | Computer Practical | -(MS Word and Skill 50 i 50 15
1 | Excel )
OJT/ Business Correspondent /Business
Facilit
Certiflcations acilitator (BSC/Q8401)
/ 107 | o Skill (Any One) 200 200 15
Qualification '
Packs
MOOC (NPTEL/Swayam)
1 I Sem Total | 700 30
Course Code Title of the Course Component | Concurrent | External n:g:zL Credits
Theory Business Organisation and .
201 Management Generic 40 60 100 3
202 | Business Maths & Statistics Generic 40 60 100 3

BachelorinVocation (B.Voc)
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(Including Warehouse )

203 | Retail Management Generic 40 60 100 3
204 | Environmental Studies Generic 40 60 100 3
Computer Practical |l
_ 205 | (MS PowerPoint and Internet) Skill 50 - 50 1.5
Lab/Practical
206 | Lab in Retail Store Operations- | Skill 50 50 1.5
0JT/
Certifications
/ 207 | On Job Training — Retail Sector Skill 100 100 200 15
Qualification
Packs
Sem Total | 700 30
. . Course Code Title of the Course Component | Concurrent | External ;:::L Credits
301 | Business Economics Generic 40 60 100 3
Theo 302 | Human Resources Management Generic 40 60 100 3
4 303 | Supply Chain Management Generic 40 60 100 3
304 | Consumer Behaviour Generic 40 60 100 3
Research Paper Writing and '
908 Presentation on Retailing Sector S e ) =0 i
Lab/Practical Practical Training - retail store
306 | Operations- Il Skill 50 - 50 1.5

BachelorinVocation (B.Voc)
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oJT/
Certifications A
/ 307 | Desk Research in Retailing Sector Skill (Any One) 200 200 1&,‘2;- ) Qi
Qualification NP
Packs
Sem Total | 700 30
Course Code Title of the Course Component | Concurrent | External ;:::IS Credits
Personality and soft skill :
401 Development Generic 40 60 100 3
Theory 402 | Store Layout and Design Generic 40 60 100 3
403 | Organisational behaviour Generic 40 60 100 3
404 | Elements of Salesmanship
2 Research Paper Writing and
v 405 | Presentation (ll) onRetail Store Skill 50 - 50 1.5
Lab/Practical Operations
Project work on Retail Consumer ; )
406 Buying Behavior and Satisfaction Skill S0 30 1.5
oJT/
Certifications
/ 407 | MOOC (NPTEL/Swayam) Skill 100 100 200 15
Qualification
Packs
l I l [ [ Sem Total | 700 | 30
3 Vv : Total :
— Course Code Title of the Course Component | Concurrent | External sk Credits
Theory 501 | Merchandise buying and Generic 40 60 100 3

14i’15qagf_e} BachelorinVocation (B.Voc)
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Planning
502 | Retail Operations Generic | 40 60 100 3
503 | Entrepreneurship Development Generic 40 60 100 3
Advertising and Brand .
504 Management Generic 40 60 100 3
Fundamentals of Visual .
Lab/Practical 505 Merchandising (VM) Skill 50 - 50 1.5
506 | Summer Project Skill 50 - 50 1.5
0JT/
Certifications
/ 507 mgrcli(gt_/:w;yam/ NPTF}" course on Skill 100 100 200 | 15
Qualification Ing Managemen
Packs
SemTotal | 700 | 30
3 v Course Code Title of the Course Component | Concurrent | External r:::ﬁ; Credits
601 | Strategic Management Generic 40 60 100 3
602 | Business Ethics Generic 40 60 100 3
Theory 603 | Research Methodology Generic 40 60 100 3
Customer Relationship Management
604 | . .
in Retail
Lab/Practical | 604 | Lab in Retail Selling Skills | skt | 40 60 | 100 | 15
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N
| 605 | Desk Research [ skl | 40 60 | 100 | 15 "-.l
{ 7‘-7:. . It }I
0JT/ avid
Certifications
/ 607 | MOOC (NPTEL/Swayam) Skill 50 150 200 | 15 [—~
Qualification
Packs
SemTotal | 700 | 30
Grand Total | 4200 [ 180
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Semester | \NINE /&)
Syllabus " '
Business Communication

Semester |

Business Communication

Course Outcomes

1 his course is useful to make the students conversant and fluent in English

2 [This course will create a positive image of self and organization in the

wotarmare'mine

3 [This course will resolve customer concerns and improve customer relationship

Syllabus:
Unit Contents Number
Number of Sessions
Tenses, Auxiliaries, Subject-Verb Concord, , Conjunction
1 Preposition, Articles. 14
5 Synonyms/ Antonyms, Homophones, Prefix, Suffix, One Word
Substitution. 12
= Translation (Hindi to English), Retranslation (English to Hindi) 10
Curriculum Vitae, Paragraph Writing on current and business
Comprehension, , Dialogues Writing, Voices, Narration
% Role Play, GD, Personal Interview 12
48

Learning Resources:

1. Communication Skills in English by D.G. Saxena & Kuntal Tamang
1| Text Books 2. Word Power Made Easy by NormanLewis
Reference 01.Remedial English Grammar by Frederick T. Wood
2 Books 02.Intermediate Grammar Usage & Composition by Tickoo M.L.
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Semesier

Basics of Marketing
I

CourseCode 1102 |cComponent | Generic |

Basics Of Marketing

Coveeouieones |

his course will improve theunderstand and concept of marketing
1 This course will expose the students to the latest trends inmarketing.
Tis course will monitor and solve serviceproblems
2 This course will promote continuous improvement inservice

Syllabus:

Unit Contents

Number

Introduction to Marketing: Meaning, Definition, Nature, Scope,
lmportance, difference between sales and marketing, The - 10
Holistic marketing, Target marketing.

Number
of

Marketing Environment: Components of modern marketing
2 fnformation system, analysing the marketing environment- Micro 10
and Macro, Demand forecasting —need and techniques

Consumer markets, Factors influencing consumer behaviour, buyin 10
3 decision process, analysing business markets- the procuremeni
arket Segmentation: Bases for Market Segmentation, Market
4 argeting Strategies, designing and managing marketing channels| 18
arketinn mix

Text Books

Learning Resources:

1. Rajan Saxena - Marketing Management

Reference
Books

1. Philip Kotler - Marketing Management
2. J.C. Gandhi - Marketing Management
3. William M. Pride and O.C. Ferrell — Marketing.
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Fundamental of Customer Services

Semesler

L i
(CourseCode 1703 [component _ JGeneric |

Fundamental of Customer Services

: !his course will help students to understand the critical need for service

orientation in the current business scenario.

2 [This course will help customers choose rightproducts

3 [This course will create a positive image of self and organization in the

4 [This course will resolve customerconcerns and improve customerrelationship

Syllabus:

E Uit
Ntimber

Contents

f-ocus on Customers: Understanding the Customers, Understanding
Customer Service, Service Triangle, Benefits of Exceptional
Customer Service, Customer Delight, First Impressions, and

Numher

of

14

arcention vs. Reality
Scanning Environmental and Cultural Influences: Environmental and

Cultural Influences on Customer Behaviour, creating, delivering and
sustaining value

12

Building Customer Relationship: Why do People do Business with
you, Ways to Address Human Needs, Building Relationships through
Valuing the Customer, Building Rapport, Emotional Bank Account,
the Value Equation.

14

Empathy, Empathy vs. Sympathy, Problem Solving, Customer

interaction Cycle. Communication Styles: Three Main Styles.

(Aggressive, Passive and Assertive), Disagreement Process,
Selective Agreement, Benefits of Assertive Communication

08

Peeru Mohammed: Customer Relationship Management

1| TextBooks o saxena: Marketing Management

48

Reference
Books

Grover S K: Marketing: A Strategic Orientation
P. Kotler: Marketing Management
Stanton: Marketing Management
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Basic of Retailing

Semester f

104  Component | Generic |

Basic of Retailing

Course OQutcomes
] This course enables to known about prevailing, past and future scenario of

retailing in India.

[ 2 | This course will improve customerrelationship

3 his course will helpful to organize the display at the store and To plan visual
merchandising

Syllabus:

Uit Contents Number

Number of

Introduction - Meaning, nature, scope, importance, growth anc
1 present size. Career options in retailing, Technology induction i 10
retailing, future of retailing in India

Types of retailing: stores classified by owners, stores classified b
merchandising categories. Retailing formats, cash and car
2 business; Retailing models- franchiser franchisee, directly owned 10
wheel of retailing and retailing life cycle; cooperation and conflic

etail planning- importance and process; developing retailing
trategies: objectives, action plans, pricing strategies and location 10
strategies, visual merchandising and displays

. Retail Selling Skills: Pre-Check, Opening the Sale, Probing|

4 Demonstration, Trial, Handling Objections, Closing, Confirmations &
Invitations. Retail Audits, Online Retalling, changing role of retailing in
lobalised world

18

{ earning Resources:
01.Swapna Pradhan, Retailing Management, Tata Mc Graw Hill
1| Text Books Publishing Company, New Delhi

01.Barry Berman, Joel R. Evans, Retail Management, Pearson
Reference Education

Books 02.A. J. Lamba, The Art of Retailing, Tata McGraw Hill Publishing
Co. Ltd. New Delhi
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105 Project Work

Semester |

105 | Component ___Iskil |

Project Work

Course Outcomes
1 [This course will helpful to learn the practical tactics of retail business

2 [This course will provides on the job experience to students

Syllabus:
Projects Based on Classification and Overview of Various Departments in Any Retail

Set up,. Fundamentals of Retailing Operations, Foot falls, Conversion Rate, Basket
size, Calculation of sales, Margins, Break-even point of a Retail business, Pre
opening set up of a retail business, Divisions of organised Retail, Negotiations.

Foot falls: Location, Advertising, Brand, past experience

Conversion Rate: Right category, Right Brand, Right Price, Right quantity

Basket size: Fill Rate, Store arrangement, Discount, Up selling, Tagging, Customer
Care, Plano gram

Pre-opening Depts.: Purchase, Inspection, Masters Preparation, Schemes,
Transportation, Rejections, Accounts and Finance.

Categories/Divisions in a Retail business: Food Items, Non- Food Items, Garments
Negotiations: Margin-Mark down , Delivery Time, Payment Terms, Freight &
Insurance, Rejections, Damages, Expiries, Cash Discount, Display, Advisors, Testers,
Quantity Based Inventories & Schemes, preparing purchase order,

Store security, Maintaining health and safety: measures of stores safety to be
adopted, techniques and methods to keep employees healthy and safety measures
in store.

Note: BVRM -105 Paper will be evaluated on the basis of Project report and Viva-
voce by Internal and External examiner.Student will be assesses for NSQF Level 4
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106 Computer Practical-MS Office-I

Semester

[
kil

Computer Practical-MS Office-|

Course Outcomes

This course is useful to enhance the knowledge about the usage of the Computer and

IT in retail business

2 [This course will improve the computer skills of students

Syllabus:
| MS WORD

1. Type Chairman’s speech/ Auditor’s report / Minutes/ Agenda and perform the
following operations: Bold, Underline, Font Size, style, Background color, Text color,
Line spacing, Spell Check, Alignment, Header & Footer, Inserting pages and page
numbers, Find and Replace.
2. Prepare an invitation for the college function using Text Boxes and Clip Arts.
3. Design an Invoice and Account Sales by using Drawing Tool Bar, Clip Art, Word Art,
Symbols, Borders and Shading.
4. Prepare a Class Time Table and perform the following operations: Inserting the
Table, Data Entry, Alignment of Rows and Columns, Inserting and Deleting the Rows
and Columns and Change of Table Format.
S. Prepare a Shareholders meeting letter for 10 members using mail merge
operation.
6. Prepare Bio-Data by using Wizard/ Templates.
II- MS-EXCEL
1.Applications of a Spreadsheet; Advantages of an Spreadsheet; Features of Excel;
Rows, Columns, Cell, Menus, Creating worksheet, Formatting, Printing, establishing
worksheet links, Table creating and printing graphs, Macros, Using Built-in-functions.
Note:
Paper BVRM -106 Computer Practicals-l, 50 Marks will be for Computer Practical
File and 50 marks will be for Practical (Ms-Word and MS- Excel) to be conducted by
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Internal and External Examiner appointed by University. Student will be assesses
for NSQF Level 4
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Semester |l Syllabus
Business Organisation and Management

Semester Il
Course Code

Business Organization and Management

Course Qutcomes:
1 This course will provide conceptual knowledge of different forms of Business

Organizations to students.
2 | This course willenable students’ understanding various concepts in Management.

Students will be enabled to work effectively in organization with proper
understanding of various aspects of Business Organization and Management.

3

Syllabus:

Unit Contents Number

Number of

Basic Concepts:

1. Business Organization and its Scope - Business,
Profession, employment, Industry, Trade,

2. Types of Trade and Aids to Trade,

1 3.Types of Industries 14
Forms of Business Organizations:

1. Sole Trader — Characteristics,

2. Merits and Demerits of Sole Trader,

3. Joint Hindu Family: Karta, Merits and Demerits.

Partnership:

1. Characteristics, Merits and Demerits,

2. Partnership Deed, Types of Partners,

2 3. Rights and Duties of Partners. 12

Joint Stock Company:

1. Characteristics, Merits and Demerits,

2. Kinds of Companies, Promoters

Incorporation of Joint Stock Company:

1. Procedure and Incorporation of Joint Stock Company,

2.Memorandum of Association, Articles of Association, 10
Prospectus.

Co-Operative Societies:

1. Characteristics and Types of Co-Operative Societies,
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Management and Its Functions :
Management:

1. Introduction, concept, nature, process and significance
4 2. Planning: concept, types and process,

3. Organizing: concept, nature, process and significance
4. Staffing: concept, nature and scope.

5. Controlling: concept, nature, process and significance

12

48

Learnina Resources:

Pearson Education Asia, New Delhi
1| TextBooks | 1, Management, Koontz and Wechrich, TMGH

a. Fundamentals of Management by Robbins, S.P. and Decenzo, D.A ]

Reference 1. Management, Stoner, et. al, Prentice Hall of India, New Delhi
Books 2. Management-Text & Cases, Satya Raju, PHI, New Delhi
3. Management, Richard L.Draft, Thomson South Western

27|Page BachelorinVocation (B.Voc)

Edit with WPS Office



Business Mathematics and Statistics Bungn e

Semester Il

Business Mathematics and Statistics

Course Qutcomes:

This course willenable students to develop understanding of various mathematical
T | and statistical tools and techniques and its application in practical problems.

This course willenable students’ to perform mathematical, logical calculations
required for decision making in day today retail operations.
3 | Students will be enabled to monitor and manage store performance

2

Syllabus:
Unit Contents Number
Number of

Interest

1. Simple Interest

2. Compound interest (nominal and effective rate of interest )

3. Equated Monthly Instalments (EMI) (Reducing and flat rate off

| interest) 10

4. Examples

Profit and Loss

1. Concept of Cost Price, Marked Price and Selling Price

2. Trade Discount and Cash Discount

3. Commission and Brokerage

Statistics:

1.Meaning, Evolution & ‘Scope Statistics in Economics,
Management Science and Industry

2. Limitations and Applications,

3. Diagrammatic and graphical presentation of data,

4. Measures of Central Tendency and Dispersion.
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2. Frequency distribution, cumulative frequency distribution,

3. Histogram (finding mode graphically) Ogive curves and its uses.

4. Measures of central tendency: Mean, Median for ungrouped and10

Grouped data.

Measures of dispersion

1. Concept of Dispersion

2. Measures of Dispersion - Range, Variance and Standard
Deviation (S.D.) for Grouped and ungrouped data

3. Measures of relative dispersion- Coefficient of range and

Correlation:

1. Meaning & Types

2. Karl Pearson coefficient of correlation

3. Rank Correlation, Con current deviation method
4 Linear Programming Problems: 09
1.Graph of linear Equation

2.Graph of linear Inequality

3.Formulation of LPP, Solution by Graphical Method

G 0 A -

Index Number:

Index Number and Their uses in Business
Construction of Simple and Weighed Price,
Quantity and Value Index Numbers,

Test for an Ideal Index Number.

Time series: components and secular trends.

1 | Text Books

_earnina Resources:

Business Mathematics by V.K. Kapoor (Sultan Chand And Sons)

Reference
Books

No o

8.
6.
House)

Gupta, S.P. & M.P. Gupta, Business Statistical Methods by S.P|

Gupta (Sultan Chand And Sons)

Gupta, C.B., An Introduction to Statistical Methods

Gupta, B.N., An Introduction to ModernStatistics

Gupta, S.P., StatisticalMethods

Sharma, J.K., Business Statistics, Pearson Education, NewDelhi
Fundamentals of Statistics by S.C. Gupta (Himalaya Publishing
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Retail Management

Semester 1

Retail Management

Course Outcomes:
This paper will be useful in providing students with a comprehensive understanding

of the theoretical and applied aspects of retail management.
This course will help students to identify various retail management functions and

2 lactivities and enable them to understand their importance in satisfying customer,

3 |Students will be enabled to effectively monitor and manage retail storg

Syllabus:
Unit Contents Number

Number of
Management of Retailing Operations, Retailing Management:
1. Functions, strategic retail management process

2.Retail Communication Mix

1 3.Retail Sales Management and Sales Promotion 14
4. Retail Human Resources Management

5.Customer Service

6. The GAPs Model and Customer Relationship Management

Information gathering in retailing:

1. Retail strategic planning and operation management
2 2. Retail financial strategy 12
3. Target market selection and retail location

4. Store design and layout, visualmerchandising and Displays

Logistics Framework:
1.Concept, objectives, scope
2.Transportation

3 3.Warehousing

4. Inventory Management

5. Packaging and unitization
6. communication and control

14

Role of Information technology in Logistics:
1. Role of ecommerce in retailing

4 2. Managing Retail operations in Rural Markets, Global Retailing 08
3. Legal and ethical issues in retailing

4. Mall introduction and Mall management

48
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€S.

1| Text Books 1. Levy IM: And Weitz B.A (2004), Retailing Management, 5th ed., Tata
McGraw Hill.
1.Berman B. Evans J. R. (2004), Retail Management, 9th EditionT
Pearson Education.
Reference  [2.Bajaj C; Tuli R., Srivanstava N.V. (2005), Retail Management, Oxford
2 Books University Press, Delhi.
3.Dunne P.M, Lusch R.F. and David A. (2002), Retailing, 4th ed., South-
Western, Thomson Learning Inc.
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Semester

Course Code

Environmental Studies

Environmental Studies

Course Qutcomes:

1

This coursewill provide a comprehensive knowledge of mechanism of
Ecological System

Il

2 |Students will be enabled to understand the various environmental issues and

3

syste

m and its impact.

This course will help students to understand the various elements of ecological

Syllabus:

Unit

Contents

Number

Environmental Studies:

1. Nature, Scope and Importance of Environmental Studies,

2. Need for Public Awareness,

3. Natural Resources, Renewable and Non-Renewable

Resources,

4. Use and Over-Exploitation/Over- Utilization of Various
Resources and Consequences,

5. Role of an Individual in Conservation of Natural Resources,

o Louutahla sica of Doacruiraco for CLiotainahla l ifactulas

Number

of

10

Ecosystems:

1. Concept, Structure and Function of an Ecosystem

2. Energy Flow in the Ecosystem

3. Ecological Succession, Food Chains, Food Webs and
Ecological Pyramids

4. Types of Ecosystem: Forest Ecosystem, Grassland
Ecosystem Desert Ecosystem, Aquatic Ecosystems

10

Problems or Issues Related to Environment:

Environmental Pollution:

1. Definition, Causes, Effects and Control Measures of
Different 2.Types of Pollutions, Air Pollution, Water Pollution,
Soil Pollution, Marine Pollution, Noise Pollution, Thermal
Pollution, Nuclear Hazards,

3. Role of an Individual in Prevention of Pollution

Solid Waste Management:
1.Causes, Effects and Control Measures of Urban and

Industrial Wastes

10
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Social Issues and the Environment:

1. Sustainable Development

2. Urban Problems Related to Energy, Water Conservation,
Rain Water Harvesting, Watershed Management

3. Resettlement and Rehabilitation of People, Its Problems
and Concerns

4. Climate Change, Global Warming, Acid Rain, Ozone Layer
Depletion, Nuclear Accidents and Holocaust, Wasteland
Reclamation, Consumerism and WasteProducts

10

Environmental legislation:

1. Environment Protection Act.

5 2. Air (Prevention and Control of Pollution) Act.

3. Water (Prevention and Control of Pollution) Act,
4. Wildlife Protection Act, Forest Conservation Act.

08

48

| earnina Resources:

1| Text Books 1. Rajagppalan R, Environmental Studies, Oxford University Press,
NewDelhi
1.Kaushik Anubha, C.P. Kaushik, Perspectivein Environmental
Studies, New Age International (P) Ltd.Publishers
2. Joseph Benny, Environmental Studies, Tata McGraw Hill
2 Reference Publishing Company Ltd., New Delhi
Books 3.Ubaroi, N.K., Environment Management, Excel Books, NewDelhi
Note: Latest and additional good books may be suggested and
added from time to time.
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205 COMPUTER PRACTICALS-II (MS- Power point & Internet)

Semester
Skill

Computer Practicals It (MS-Powerpoint & Internet)

his course will enhance the knowledge of students regarding basic elements and

T luse of Power Point and Internet in performing various business activities.

2 This course will help students to acquire proficiency in application such as power
point.

Students will be enabled to understand the various elements of Internet, functioning

3
of the same and latest concepts and will help them to work upon them.

Syllabus:
Unit Contents

Number

- MS POWERPOINT
1. Design presentation slides for a product of your choice. The slides must
include name,brand name, type of product, characteristics, special features,
price, special offer etc. Add voice if possible to explain the features of the
product. The presentation should work in manual mode.

2. Design presentation slides for organization details for 5 levels of hierarchy of
a company by using organization chart.

1 3. Design slides for the headlines News of a popular TV Channel. The
Presentation Should contain the following transactions: Top down, Bottom up,
Zoom in and Zoom out — The presentation should work in custom mode.

4. Design presentation slides about an organization and perform frame
movement by

interesting clip arts to illustrate running of an image automatically.

5 Design presentation slides for the Seminar/Lecture Presentation using
animatlon Effects and perform the foIIowmg operatlons Creatton of different

i - INTERNET

1. Create an e-mail id and check the mail inbox.
2. Learn how to use search engines and visit yahoo com, bing.com,
hotmail.com and

google.com

3. Working with E-Commerce websites, shopping cart, online shopping.

4. Visit your University and college websites and collect the relevant data

5. Web Designing: , HTML ,Basic structure of HTML document, creating HTML
document,Heading Tags, formatting tags, HTML tags, working with lists, tables,
hyperlinks, images.
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BVRM -205 Computer Practical-ll, 50 Marks will be for Computer Practic'a“r'll'-‘f'l'é""’ ’
and 50 marks will be for Practical (MS-Power Point and Internet) to be
conducted by External Examiner appointed by University.

206 Lab in Retail Store Operations-|

Semester ]

skill

Lab in Retail Store Operations-|

1 [This course will help students to learn tactics of retail store operations practically.

This will help students in gaining insights into retail store planning, organizing and
E Imanaging.

llabus:

For Lab in Retail Store Operations-l, the students will visit a retail store and
shall proceed for their store operations training of two weeks duration during
the semester.
Following areas of study to be included:
* Managing Retail Operations
* What are Store Operations
» Productivity & Operating Efficiency
* Most Common Mistakes of Retailers
. » Controls Essential for successful operations
* Measuring Performance
» Stock Turn
> Store Appearance & House Keeping

* Functions of a Store Manager

> Pr i i i i rations

Report and Viva — Voce

2  [The students are required to prepare a Training Report which shall be
evaluated by External Examiner at the time of viva-voce.
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Semester |l
Business Economics Lungh petss

Semester

]

Business Economics

Course Outcomes

This course is to make the student understand how the business organizations work
by applying economic principles in their Business Management.

2 | This course will provide practical knowledge about business economics to students

llabus: ‘
Unit Contents Number of

Sessions

Number

Business Economics: Meaning, Nature and Scope, Law of
Demand, Exceptions to Law of Demand, Change in

L demand, Elasticity of Demand: Types , measurement and 10
determinants Law of Supply, elasticity of Supply.
Theory of Consumer Behaviour: Utility Analysis and

2 Indifference Curve Analysis, Derivation of demand curves, W
Theory of Cost, Type of Costs, Short and Long Run Costs,

3 |[Revenue, Break- even point, Theory of Production- Returns to 14
Factor and Returns to Scale
Markets: Perfect competitions, Monopoly, Monopolistic

4 ICompetitions and Oligopoly: Features and Comparison 14

48

Learning Resources:

1 | Text Books| 1. Advance Economic Theory H.L. Ahuja

1. Joel Dean: Managerial Economics
2. Sankaran : Business Economics
2 Rerg[)ekgce 3. Varsheney and Maheswari: Managerial Economics
4. Seth M L Text Book of Economic Theory

5. Petersen & Lewis: Managerial Economics
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Human Resources Management N duman gt

Semester 11

Human Resources Management

Course Outcomes:

This course is aimed at providing comprehensive knowledge of Human Resources
Management

2 [This course will provides knowledge of all the functions of HRM

Syllabus:
Unit Contents Number

Number of
An Introduction to Human Resource Management

Definition, Importance Objectives, Scope & functions of Human
1 Resource Management, Qualification and Qualities of Human
Resource Manager in our Organization

10

Recruitment Selection and Training

Recruitment: Meaning, Steps in Recruitment Policy, Sources and
2 Modes of Recruitment, Factors Affecting Recruitment; Selection: 12
Meaning, Essentials of Selection Procedure, Training: Need,
Importance, Methods of Training:

Wage and Wage Incentives

Wages: Methods of Wage Programme: Time Wages and Piece

12
3 Wages Methods, Concept of Wages: Fair, Minimum and Living
Wage, Factors Determining Wage Structure of an Organization.
Industrial Relation : concept, Importance, objective of Industrial
4 relations, contents and participants of Industrial relations 14

Essentials of good Industrial Relations Programme, Participative
Management.

Learning Resources:
01.Human Resource Management: Concepts and Issues, by T.N|

Text Books Chhabra, Dhanpat Rai & Co. New Delhi.

-

1. Human Resource Management by R. Wayne Mondy, Pearson
Reference

2 Book Publications,
%% IDelhi.
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Supply Chain Management

Semester

Course Code — Component Generic

Course Title: Supply Chain Management

Course Outcomes:

This course will create awareness about the supply chain activities taken in order
to deliver thegoods

This will helpful to understand tools and techniques of supply chain management
in the retail sector

Syllabus:
Unit Contents Number

Number of
Session

Supply Chain Management: Global Optimization, Importance, Key
1 Issues, Inventory Management, Economic Lot Size Model, Supply 10
Contracts, Centralized vs. Decentralized System.

Supply Chain Integrates: Push, Pull Strategies, Demand Driven
2 Strategies, Impact on Grocery Industry, Retail Industry, and Distribution 10

Strateagies FRG)
Supply Chain Benchmarking- Introduction, Understanding the 08

Benchmarking Concept, Benchmarking Process, Benchmarking

Recent Trends in Supply Chain Management-Introduction, New
Developments in Supply Chain Management, Outsourcing Supply Chain
4 Operations, Co-Maker ship, The Role of E- Commerce in Supply Chainl 20
Management, Green Supply Chain Management, Distribution Resource
Planning, World Class Supply Chain Management

48

o1. Supply chain management, Kulkarni Sarika & Sharma Ashok
1| Text Books [02. Supply chain management concepts and cases, Ragul V.Altekar
03 Text book of logistics and supply chain management, Prof D.K|
T, Rushton A., Oxley, J & Croucher, P (2nd Edition, 2000). Handbook
Setanrd of Logistics and Distribution Management. Kogan Page. .
2 Books 2. Simchi-Levi, David, Kamisnsky, Philip, and Simchi-Levi, Edith. (2nd
Edition, 2004). Designing and Managing the Supply Chain: Concepts
Strategies and Case Studies. Irwin/McGraw Hill 32
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Semester

1

Consumer Behaviour

This course will impart conceptual knowledge about consumer behaviour and other
related issues

Consumer Behaviour
1

I _1:;’.4

This course will useful to understand the retail customer and it is origin of

2 Various retail strategy
llabus:
Unit Contents Number
Number of
Nature and Scope of Analysing Consumer Behaviour, Factors
1 influencing consumer behaviour, Building Customer Satisfaction, 10
consumer trends for the future
Connecting with consumers : building and delivering Customer
2  alues, Satisfaction and loyalty. Cultivating customer relationship, 14
Customer Equity
Organising buyer behaviour: Key psychological process, 14
3 Motivation, Consumer Attitude and Attitude Change
Consumer Buying Decision Process - Problem Recognition, Situation
4 Influence, Post Purchase Action. L
48

Learnina Resources:

1| Text Books |1. Consumer Behavior: Satish K Batra & S H H Kajmi

1. Consumer Behavior: Solomon, Michael R

2 Reference [2. Consumer Behavior: Evans, Martin, Jamal, Ahmad
Books I3 Marketing Management : Philip Kotler
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Semester ]

|
skill

Research Paper Writing and Presentation (1)

Course outcomes
This course will providestudents conceptual understanding of different operating
1 |processes and their significance in running retail operations by undergoing

research into the same
It also helps develop understanding about necessary skills for undertaking research

paper writing task and presentation.

Syllabus:
Unit Contents

Number

For Research paper writing and presentation students are required to
undertake research (Primary , secondary research ) related to
arious areas of retail store operations. Students will prepare a
esearch paper on some of the following areas and are required to
present the same :

1 Organize Retail Sector

arious Formats

ost Prefer Organize Retail Format

Unorganized Retail Sector

Problem of Unorganized Retail Sector

Survival Strategies for Unorganized Retail Sector

Presentation of Research Paper: They The students are required to
2 Present the research paper.

Learning Resources:

Reference 1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill Publishing

Books Company, New Delhi
2. Barry Berman, Joel R. Evans, Retail Management, Pearson Education
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306Practical Training - retail store Operations- || 5 Piape

Semester

Il
____CourseCode | 306 | Component | skill

Practical Training - retail store Operations- 1

Course Outcomes

1 | This course providepractical experience and exposure to students.

This course will make students understand various aspects of retail store

2. operation

llabus:

Student should work in organize retail store/ any format of retail store for learning
1 [retail store operations.

It is expected student should prepare the report of this practical training

Report and Viva — Voce

2. |BVRM - 306 Paper will be evaluated on the basis of Project report and Viva-Voce by
Internal Examiner and external examiner.
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307 Desk Research in Retailing Sector N J/

Student should select one company/organization of retail sector and prepare the
report of following points

01.Company Profile

02. Product Profile

03. Industry Profile

04.SWOC

05. Competitor Analysis

06. Porter five forces modes

07.Strategies of organization

08.Learning and Outcome
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Semester IV
Personality and soft skill Development \ngh,pune>

Semester 1V

Personality and Soft Skill Development

Course Qutcomes:
) his course will enable students to understand different aspects of personality

development and soft Skills.

This course will help students to understand need and importance of personality

2 fand soft skill development in workplace and will enable them to work on

ersonality and soft skill development of themselves.

This course will enable students to shape themselves appropriately while behaving
in social and professional circles.

llabus:
Unit Contents Number of

Number Sessions

Introduction:
1. Concept of Personality
1 2. Personality Consciousness 10
3. Personality Patterns

4. Personality Pattern, Persistence and Change

Key Elements Related to Personality:
1.Personality Traits and Types

2. Personality Determinants

. e 3.Personality Development 10
4. Healthy Personalities

5. Developing Self Awareness

6. Examples

Managing for Good Personality:

1.Managing Personal Stress

2.Solving Problems Analytically and Creatively
3 PB.Grooming, Appearance, Dress Sense, Personal Hygiene)
Etiquettes and Body Language
4. Time Management

5. Public Speaking

14
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Interpersonal and Group Skills:

1. Building Positive Relationship

2. Strategies for Gaining Power and Influence
3. Fostering Motivational Environment 14
4. Interviewing Skills

5. Conducting Meetings

48

Learning Resources:

1 | Text Books| ©® Hurlock, Elizabeth B, Personality Development, Tata McGraw Hill,
NewDelhi
e McGrath, E.H., Basic Managerial Skills for All, Prentice Hall of
India Pvt. Ltd., NewDelhi
o | Reference o Wehtten, David A and Kim S Cameron, Developing
| Books Managerial Skills, Pearson Education, NewDelhi
* Note: Latest and additional good books may be suggested and
added from time to time.
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Store Layout and Design

Semester IV

Store Layout and Design

This course will help students in gaining comprehensive knowledge of Store Location,

1 layout and operations.

This course willhelp students to understand crucial elements of store layout and
design to maximise sales of goods &services promote continuous improvement
This course willhelp students to develop the sense of understanding about the
3 |importance of effective store layout and design in facilitation consumer
purchases and maximizing sales of the store

llabus:
Unit Contents Number
Number of
Store Location:
1. Nature and significance of Retail Location
1 2. Types and factors affecting store location 10
3 Location and Sight Evaluation, Trading Area Analysis
4, Recent Trends in Location of Store
Nature and Objective of Store Layout:
1. Allocation of floor space
. 2. Classification of store offering v

3 Traffic flow pattern of store

4. Retail Store Space Management

Store Design :

Objective and Types of Store Format

Retail Store Design Elements: Interior and Exterior Store
Impact on Consumer Behaviour 12
Impulsive Buying,

Out - store and In-Store Tactics
Store Security

O N
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Planning and Controlling of Inventory: Bundh P
1. Planning and Controlling of Inventory
2. Retail Logistics
4 [3.  Retail Supply Chain Management 14
4. The Supply Channel
9. Store Maintenance
48

Learning Resources:

1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill
Text Books | Publishing Company, New Delhi

2. Barry Berman, Joel R. Evans, Retail Management, Pearson Education

-

1. The Retail Revival- Reimaging Business: Dougs Stephens
2 Reg‘erince 2. Retail Analytics : The Secret Weapon by Enmets Cox
ey Emerging Trends in Retail Management : N Panchanatham & R
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Organizational Behaviour N

Semester IV

Course Title: Organizational Behavior

Course Outcomes:

This course will provide a foundation for understanding individual, group and
T lorganizational behavior, which is essential for better management of an

aroaomizmadion

the operations of an organization.

Syllabus:

Unit Contents Number

Number of
Session

Overview of the concept and relevance of organizational behavior :
1.Meaning, features, approaches, models

2. Challenges and opportunities

1 Foundation of individual behavior 10
1.Biography, ability, personality (determinants and models)
2.Perception (definition, components, factors affecting, perception in
decision making).

Individual behavior
1. Attitude: types - Job satisfaction, involvement, commitment, effects

of employee attitude, changing attitudes

# 2. Learning: Nature, theories classical conditioning, operant 10
conditioning, cognitive learning, social learning
3. Motivation: Concept and theories (Maslow, Mc-Gregor, Herzberg,
Communication, Group Dynamics and Team Work
1.Communication: Definition, interpersonal communication, process
of communication, formal & informal communication, barriers to -

3 effective communication, building effective communication, recent
trends in communication

2. Group dynamics: Nature, theories, types of group

3. Team work: Nature, effectiveness, potential problems

51|Page BachelorinVaocation (B.Voc)

Edit with WPS Office




orking with others T
1. Leadership: Meaning, skills needed, basic leadership styles,
theories of leadership - Trait theory, behavioral, Contingency
4 2. Power and Politics: Concepts, bases of power, power and 10
leadership, causes and consequences of politics
3. Conflict: Meaning, process, types
4. Negotiation: Concept, process, approaches - traditional, modern

Organizational Culture & Life in organizations

1. Organizational culture: Definition, types, maintaining and
changing cultures

5 2. Organizational climate - features, dimensions, significance 10

Life in organizations

1. Change: Forces stimulating change, resistance to change)]
managing change

2 Strace Mananament: Natire natential enurres rancannesncee

48

1] Text Books

" Robbins S.P. (1999) Organizational Behaviour, concepts|
controversies and applications, Prentice-Hall, New Delhi.
2. Rao, V.S.P. (2009) Organizational Behaviour, Excel Books, India.

Reference
Books

1. Luthans, Fred (2002) Organization Behaviour (9thed), McGraw Hill}

india.

2. Mishra M.N. (2001) Organizational Behaviour, Vikas Publishing
House Pvt. Ltd., New Delhi.

3 Newstrom W. John, Davis Keith (1996)
OrganizationBehaviour,McGraw Hill, India.

4. Sharma RA. (1982) Organization Theory and Behaviour, Tata
McGraw-Hill, India.

o

5. Andre, R. (2009) Organizational Behaviour, Pearson, India.

e LN N :

52|Page BachelorinVocation (B.Voc)

Edit with WPS Office




Elements of Salesmanship

Semester v

Elements of Salesmanship

Course OQutcomes:

This course will impart conceptual knowledge of salesmanship and understanding
consumer behaviour.

This course will enable students in understanding the importance of creation of
positive image of self and organisation in the customers mind.

llabus:
Unit Contents Number

Number of

Introduction:
1.Concept of Salesmanship & Types of Selling
1 2.Changing Roles and Functions of a Salesman 10
3.Importance of Personal Selling in the Context of Competitive
Environment

Salesman Career:

A G
9 ) areer Counselling & Guidance i 14
ypes of Salesman, Duties, Responsibilities
3, (0

Buyer Behaviour:
1.Introduction, Classification of Buyer
2. Buying Motives- Rational and Emotional 14

3 3. Factors Influencing Purchase of a Product , Shopping Behaviour
4. Methods of Identifying Customer Perceptions
5. Finding out Customer’s Needs, Problems and Potentialities
Sales Presentation:
4 1.Introduction and Planning Sales Presentation, 10

2. Objectives of Sales Planning, Sales Talk, Supporting Evidence etc.
3. Steps involved in product presentation and demonstration

48

Learnina Resources:
1. Salesmanship and Sales Management, 3

Chand Raut and Pramod K Sahu.
2.Sales Management: Theory & Practice, 2" Edition ,Bill Donaldson

rad

Revised Edition, Kishore

Text Books
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1.How to Sell Anything to Anybody, Joe Girard
2.How to Master the Art of Selling, Tom Hopkins
3.Coaching Salespeople into Sales Champions, Keith Rosen's

2 Reference
Books

54|Page BachelorinVocation (B.Voc)

m Edit with WPS Office



1 9 !
\‘ ¢ \

NP~
&
\\

405 Research Paper Writing and Presentation (11) on Retail Store ~2>*"
Operations

Semester Vv

skill

Research Paper Writing and Presentation (I1)

Course Qutcomes:
This course willprovidestudents conceptual understanding of different operating
]

processes and their significance in running retail operations by undergoing
research inta the same
This course will help students to develop necessary skills for undertaking research

paper writing task and presentation.

Syllabus:

For Research paper writing and presentation students are required to
undertake research (Primary , secondary research ) related to
various areas of retail store operations. Students will prepare a
research paper on some of the following areas and are required to
present the same:

*Managing Retail Operations

1 *What are Store Operations

~Productivity & Operating Efficiency

rMost Common Mistakes of Retailers

~Controls Essential for successful operations

*Measuring Performance

*Managing and controlling stock of retail merchandise

*Store Appearance & House Keeping
rFunctions of a Store Manager

=il S =

2 Presentation of Research Paper: They The students are required to
Present the research paper.

Learning Resources:

Reference 1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill Publishing

Books Company, New Delhi
2. Barry Berman, Joel R. Evans, Retail Management, Pearson Education
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406- Project Work on Retail Consumer Buying Behavior and Satisfaction

Semester IV

|___CourseCode | 406 | Component | skill

Project work on Retail Consumer Buying Behavior and Satisfaction

Course Outcomes:
1 | This course willprovide practical experience and exposure to students.

This course will help students to understand various aspects of consumer buying
2. behaviour and customer satisfaction and factors affecting the same.

This course will help students develop necessary skills for planning and managing
for better customer services in a retail store.

llabus:

Students will have to do Project work based on the following areas related to Retail
Consumer Buying Behaviour and Customer Satisfaction:

-Consumer Buying Process with reference to specific product category sold by
retail store

-Factors Influencing Consumer Buying behaviour for particular product from retail
store

-Customer satisfaction for particular retail store

-Factors affecting customer satisfaction for customer services provided by store
-Retail store strategies for managing customer satisfaction

- Role of sales force in consumer buying behaviour

Dala of Colaa Cavas inm Dandomance Catinfontion

Report and Viva - Voce

2. |BVRM - 406 Paper will be evaluated on the basis of Project report and Viva-Voce b
external examiner. }]
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Semester V
Merchandise buying and Planning

Semester Y
Course Code _ Component Generic

Merchandise buying and

Course Qutcomes:

1 [This course will make student understand about Merchandise buying and Planning
2 [This course enables students develop strategies about Merchandise buying and

llabus:
Unit Contents Number of

Number Sessions

Merchandise Management: Objective, Presentation and
1 Demonstrating Merchandise; Strategies for Creating Good 10
tooking Retail Stores Displays, Retail Plano Gram:.

Visual Merchandise: Objective and Principle of successful

2 | visual Merchandise. Signage: Types and Character, Visual 10
Display
anagement of Service and Quality in Merchandise Planning,

3 [Pevising Merchandise Plan: Innovativeness, Assortment, 14
ategory Management.

lectronic Fund Transfer at POS; Data Ware House and Data 14

ining, General Merchandise Planning Software.

Eole of Information Technology in Point-of-Sale System;
4

48

Learning Resources:

1 | Text Books Retail Management; Pateric M Dulle & Robert FLusch

Retail Management: GauravGhosal
Data Driven Marketing: Mark Jeffrey
Reflection in Retailing: StanleyMarcus
Retail Merchandising: Risch E.H.
Merchandise Buying : M SmithBohlinger

2 Reference
: Books

AWk =
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Retail Operations

Semester V

Retail Operations

Course Outcomes:

This course get the student acquainted with the knowledge of retail operations
erformed in a retail organisation

2 [This course will make students understand retail operation

llabus:
Unit Contents Number

Number of

Retails Operation: Elements and Components, Store Administration|
and Management of Store Floor. Management of the Premises,

1 Opening and Closing Activity of Store, Skills and Responsibility off 10
Retails Store Manager.
Method and Approaches to Retail Operations: Retail Location]

2 Strategies and Decisions, Retail Branding. 12

Retail Marketing Mix: Role of Personal Selling in Retail processes. 12

3 Retail Promotion: Role and Objective, Store Security
Supply Chain Management: Objectives, Integration of Supply Chain
4 Strategies; Bottlenecks and Remedies, Supply Chain Performance. 14

48

1] Tedt Baks 1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill

Publishing Company, New Delhi

. Supply Chain Management for Retail : RajeshRay

. Logistic and Retail Management : JohnFervieleighs

o| Reference |3 Retal management- A Strategies approach : Barry Berman and
Books Joen REvan

4. Marketing at Retail : Robert Lilejenwale and Barba
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Entrepreneurship Development

Semester V

Course Title: Entrepreneurship Development

Course Outcomes:

1 |This course will provide a foundation for Entrepreneurship Development

2 [This course will make the students to prepare business plans

Syllabus:
Unit Contents Number

Number of
Session

Entrepreneurship: Introduction to Entrepreneur, Entrepreneurship and
Enterprise, Importance and Relevance of the Entrepreneur, Factors

1 Influencing Entrepreneurship, Pros and Cons of being an Entrepreneur 10
Women Entrepreneurs, Problems and Promotion, Types of
Entrepreneurs, Competency Requirement for Entrepreneurs.

Entrepreneurship theories: Theories of entrepreneurship,
= entrepreneurial Development Programmes, EDP objectives

10

Preparing the Business Plan (BP): Introduction, meaning, objectives
and significance of a business plan, components of BP, contents of 08
BP, Feasibility study and Common Pitfalls to be avoided in Preparation
of a BP, legal formalities and documentation.
mall Scale Industries: Meaning, definition, nature, scope, Importance,
of Small Scale Industries/ Tiny Industries/Ancillary Industries/ Cottage
4 Industries, Product Range, Capital Investment, Ownership Patterns,
Problems Faced by SSlI's and the Steps Taken to Solve the Problems,
. Policies Governing SSl's; Sources of finance, nature , scope, role in

Robbins S.P. (1999) Organizational Behaviour, concepts
1| Text Books | controversies and applications, Prentice-Hall, New Delhi.
2. Rao, V.S.P. (2009) Organizational Behaviour, Excel Books, India.
1Mark. J. Dollinger, Entrepreneurship - Strategies and Resources)
Pearson Edition.
2 2. Udai Pareek and T.V. Rao, Developing Entrepreneurship

Reference

Biooks 3. S.V.S. Sharma, Developing Entrepreneurship, Issues and Problems

4. Srivastava, A Practical Guide to Industrial Entrepreneurs
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Advertising and Brand Management

Semester Vv

Advertising and BrandManagement

Course Outcomes

his course will make the students understand the importance of advertising and
edias’ role in advertising and Brand management.

is course enables to develop the various strategies of Advertising and Brand

2 h
anagement

Syllabus:
Unit Contents Number

Number of

Introduction to Advertisement: Concept and Definition off
Advertisement, Social, Economic and Legal Implications oﬂ 10
IAdvertisements, Setting Advertisement Objectives, Advertisement
Agencies, Selection and Remuneration, Advertisement Campaign.

Advertisement Media: Media Plan, Type and Choice Criteria, Reach
2 and Frequency of Advertisements, Cost of Advertisements Related 14
to Sales, Media Strategy and Scheduling.
Design and Execution of Advertisements: Message Development,
Different Types of Advertisements, Layout, Design Appeal, Copy
3 Structure, Advertisement Production, Print, Radio. T.V. and Web
Advertisements, Media Research, Testing Validity and Reliability of]
Ads, Measuring Impact of Advertisements
Brand Management: Meaning, definition, scope, building, measuring,
4 managing Brand Equity, Brand positioning: developing and 10
communicating a positioning strategy

14

48

Learning Resources:

1. Salesmanship and Sales Management, 3" Revised Edition, Kishore
1| Text Books | Chand Raut and Pramod K Sahu.
2.Sales Management: Theory & Practice, 2" Edition ,Bill Donaldson

1. Kenneth Clow. Donald Back, “Integrated Advertisements, Promotion
and Marketing Communication”, Prentice Hall of India, New Delhi, 2003.
2. S.H.H.Kazmi, Satish K Batra, “Advertising & Sale s Promotion”, Excel
2| Reference | gooks, New Delhi, 2001.

3. George E Belch, Michel A Belch, "Advertising & Promotion®, McGraw
Hill, Singapore, 1998.
4. Julian Cummings, “Sales Promotion”, Kogan Page, London 1998.
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505 Fundamentals of Visual Merchandising (VM) Nngn e

Semester

V
skill

Fundamentals of Visual Merchandising (VM)

This course aims at learning basic visual merchandising concepts and theories
essential in the store image, its merchandise, and displays.

2 | This course will helpful to formulate Strategies of Visual Merchandising (VM)

Syllabus:

Introduction to VM

Pre- opening Operations: Preparation of check chart, Point of sale mechanism,
Customer service, Value addition and Loyalty Programmes, Personality
development and grooming of employees, Pre Opening Operations and check
chart, Personal grooming of staff members , POS, Management information
System , Free Iltems / Schemes , Customer care and Loyalty programs

Visual Merchandising: Devising a merchandising plan, Factors in VM, Visual
merchandising in online retail formats, Preparation of a Retail business plan,
Global practices in Retail formats,

Devising merchandise plan: Innovation, Assortment, Category management,
Out store-In store tactics, Security, Renovation planning, Store planning and
layout

Visual merchandising details: Props and Signage, Visual display and design,
Mannequins, Tools and materials of trade, Fixtures and lighting,

Preparation of a retail business plan: Business plan formats, financial
assistance, Steps involved in starting a business venture, Licensing and
registration process

# Projects will be given to students related to Extensive practical sessions,
Visit to various stores and projects, putting up displays etc.

Learning Resources:

Reference 1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill Publishing
Books Company, New Delhi
2. Barry Berman, Joel R. Evans, Retail Management, Pearson Education
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506- Summer Project \/ ;

Semester V
kil

Summer Project

Course Qutcomes:
1 | This course will provide practical experience and exposure to students.

This course will make students understand various aspects of retail sector

2,

It also helps develop necessary skills for planning and managing for better
customer services in a retail store.

Sillabus:
Students will have to do Project work based on the following areas related to

¢ Changes in organized retail sector and unorganized retail sector

e Comparison between Retailing in Metro City, Urban area and Rural Areas
e Organized Retailing Vs Unorganized Retailing

¢ Changes in shopping

¢ Research on retailers, supply chain in retailing

e Project on various retailing formats and consumer preference

« Development of new retail format as per local need of consumer

Report and Viva - Voce

2. |BVRM - 506 Paper will be evaluated on the basis of Project report and Viva-Voce by
Internal and external examiner.
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Semester VI
601 Strategic Management pune”
Semester

VI

Strategic Management

Course Qutcomes:

This course will enable students to understand various perspectives and concepts in
Strategic Management

This course will enable students to develop skills for applying these concepts to
different Business situations.

3. [This course will help students to understand the analytical tools of strategid

Syllabus:
Unit Contents Number

Number of

Strategic Management: An Introduction

1. Concepts: Vision, Mission, Goals, Objectives, Strategy

2.Meaning of strategic management and concept of
strategy, policy and strategy, strategy and tactic, Strategy

1 and strategic plan 10

3. Nature of strategic plan and nature of strategic decisions

4. approaches to strategic decision making

5. levels of strategies

6.The strategic management process

External Environment:

. 1.Analysis and appraisal Concept of environment

2.Environmental scanning and analysis

3.Components of environment, 10

4.SWOT:A tool of environment analysis, techniques of
environmental search and analysis,

5.ETOP: A technique of diagnosis, decision making on
environmental information.

Organizational change and innovation:-

1.Planned and unplanned change

2.Causes or forces of organizational change

3 |3.Managing planned change, choosing a change strategy 08

4.Creativity and innovation in organizations

5.0rganizational creativity and innovation process, learning
organization
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Strategic Framework in Retail: e
1.Retailing organizations, Formulation and evaluation of strategic =
options within retailing organizations, Mergers, Acquisition and
strategic alliances involving retailers
4 2.Analysis of organization structure and design among retail 10
organizations
3. Retail Mix
4. Retail Product and Pricing Strategies
5. Retail Store Location strategies and decisions
6. Retail Promotion Mix
Generic competitive strategy:
1.Generic vs. Competitive strategy,
2.Generic competitive strategy, competitive marketing strategy
option, offensive vs. defensive strategy, Corporate strategy:-
5 Concept of corporate strategy , offensive strategy, defensive 10
strategy, scope and significance of corporate strategy
Strategic evaluation and control:-
1. Evaluation of strategy and strategic control , Need of Evaluation
2. Criteria for evaluation and the evaluation process,
3. Strategic control process, types of external controls.
48

Learning Resources:

1. Strategic Management and Business Policy by Azhar Kazmi, Tatz
1 | Text Books| McGraw-Hill, Third Edition.

1. Strategic Management by Ireland, Hoskisson & Hitt, Indian Edition,
Cengage Learning, 2008 Edition

o |Reference |5 concepts in Strategic Management & Business Policy by Thomas L|

Books Wheelen & J. David Hunger, Pearson, 12th ed.

3. Strategic Management by Dr. Yogeshwari L. Giri
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602 Business Ethics

Semester

VI

Business Ethics

Course Qutcomes:

1 his course will provide conceptual and comprehensive knowledge of Business

Ethics
This course will impart knowledge to students of dilemmas of ethical decision
2 Imaki
aking
3 his course will provide basic understanding of ethics management and overview of

ethics in different functional areas

This course willdevelop understanding of the relationship between corporate social
responsibility and business ethics among students.

llabus:
Unit Contents Number

Number of
ntroduction to Business Ethics:
1. Definition of ethics and business ethics, Law vs. Ethics
2. Ethical Principles in Business

1 3.Approaches to Business Ethics: Teleology, Deontology and 10

Utilitarianism
4. Importance of Business Ethics
5. Debate for and against Business Ethics

Ethical Decision Making in Business:

1. Ethical dilemmas in business

2. Ethical universalism and relativism in business
3. Factors affecting the business ethics 12
4. Process of ethical decision making in business

5. Individual differences in managers and ethical judgment
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Ethics Management: ST e 4

1. Role of organizational culture in Ethics ==

2. Structure of ethics management: Ethics programs, code of
conduct, ethics committee, ethics officers and the CEQ

3 3. Communicating ethics: communication principles, channels| 14
training programs and evaluation

4. Ethics audit, corporate governance and ethical responsibility,
transparency

5. International and other ethical bodies, recent trends, issues

Ethics in Functional Areas:

1. Marketing, HR, Production, IT/Systems and Finance
4 2. Environmental Ethics 06
3. Gender ethics

4. Ethics in International Business

Corporate Social Responsibility:

1. Concept, benefits, challenges of Corporate Social Responsibility
S |2. Laws relating to CSR,

3. Experience in India, CSR & ethics

06

48

Learning Resources:

1. Ghosh P. K. (2010) Business Ethics, Vrinda Publications.

Text Books | 2. John R. Boattright (2008) Ethics and the Conduct of Business, Pearson
Education.

1. Manuel G. Velasquez (2008) Business Ethics, Pearson Prentice-Hall.

2. Trevino K. Linda and Katherine A. Nelson (1995) Managing Business

Reference Ethics, John Wiley & Sons.
< Books 3. Albuguerque Daniel (2010) Business Ethics, Oxford University Press.

4. Chakraborthy S. K. (2003) Management and Ethics Omnibus, Oxford
University Press.

—_
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603 Research Methodology

Semester

Research Methodology

Course Outcomes:
This course will provide a foundation for conceptual understanding of essential

elements in Research.
This course will develop understanding of need & importance of research, conduct

of research and application of various essential elements.

1

This course will enable students to understand the basic framework of Research
Methodology.

Syllabus:

Unit Contents Number
Number of
Session

Introduction of Research Methodology :
1. Meaning and Scope

Need for business research

Steps in Research Process 10
Identification of research problem

Introduction and importance of Review of Literature
. Components of Literature Review

Varlable & Classification of Research:

1. Variables

2 2. Types of variables 08
3. Developing hypothesis based on variables.

4. Types of Hypotheses
Scale & Research Design

1. Importance of Measurement
Types of Scale

Purpose of Research Designs 10
Classification of Research Designs
Types of Data Sources

Methods of Data Collection

|tk

oo s wN
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1. Purpose
2. Framing

raming of objectives , Rationale & Sampling

of Research Objectives.
of Research objectives

3. Connecting research objectives with data requirement and
4 appropriate research design

4. Need for Sampling

5. Sampling Plan

6. Types of sampling techniques and their application

10

2.Designing

Designing Data Collection Tools
1.Questionnaire & its design process

Focus Groups

5 3.0bservations Study
4. Interview schedule
5. Data Collection, Field Work & its challenges.

10

48

Learning Resources:

—1

Text Books

. Research Methodology: Methods and Techniques, by C.R.Kothari,
2" Edition

9 Reference |2
Books 3.

. Practical Research Methods, by Catherine Dawson

Business Research Methods, by Alan Bryman

Business Research Methods, by Donald Cooper and P Schindler, 12"

Edition
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604 Customer Relationship Management in Retail

Semester

Vi

Customer Relationship Management in Retail

This course willenable students to learn the basics of Customer Relationship

1 Managment.

This course will enable students to understand the role and changing face of CRM as
IT enabled functions, and application of CRM activities in retail business

3 |Students will be enabled to manage Customer Relationships.

llabus:
Unit Contents Number

Number of

Introduction :

1. Customer Relationship Management: Meaning, Definition
and Scope

2. Acquiring customers, - Customer loyalty and optimizing
customer relationships

3. Building Loyalty

4. Types of Relationship Marketing

5. Customer Lifecycle

Customer Relationship Management (CRM):

. CRM: Overview and Evolution of the Concept

. CRM and Relationship Marketing

. CRM Strategy

. Importance of Customer Divisibility in CRM 10

. Customer Retention, Behaviour Prediction - Customer
Profitability & Value Modeling

. CRM and Customer Service - The Call Centre, Call Scripting
- Customer Satisfaction Measurement

Building Customer Value:

1. Satisfaction and Loyalty

2. Total Customer Satisfaction

a 3. Cultivating Customer Relationship

4, Sales Force Automation

5. Contact Management

6. CRM in India

10

A WN =

o

08
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Value Chain: o
1.Value Chain: Concept, Integration Business Management,
2. Benchmarks and Metrics,

3. Culture Change,

4. Alignment with Customer Eco System,

4 3. Vendor Selection 10

CRM links in e-Business:
1.E-Commerce and Customer Relationships on the Internet

Enterprise Resource Planning (ERP)
2.Supply Chain Management (SCM), - Supplier Relationship
Management (SRM), - Partner relationship Management

LA 4N

CRM Implementation
1.Defining success factors —
2. Preparing a business plan requirements, justification and
. processes
5  |3. Choosing CRM tools - 10
4. Managing customer relationships - conflict, complacency,

5. Resetting the CRM strategy

6. Selling CRM internally - CRM development Team - Scoping and
prioritizing - Development and delivery - Measurement

48

Learning Resources:
1.Relationship Marketing: S. Shajahan - Tata Mc Graw Hill,
2. Customer Relationship Management concepts and cases by Rai A K

1| Text Books

1.Customer Relationship Management by G. Shainesh and Jagdish N
Reference Sheth

Books 2.Customer Relationship Management by Dr. K. Govind Bhat
3.“Customer Relationship Management: A strategic Approach t
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605 Lab in Retail Selling Skills

Semester

Vi
Skill

Lab in Retail Selling Skills

This course will provide conceptual understanding of various essential elements for

1 |maximising retail sales and their significance in successful retail business
operations with effective sales performance.
2 This course will help to develop understanding about necessary skills for
~_|undertaking various selling activities and better customer service to the retail store

Syllabus:

For Lab in Retail Selling Skills, sessions will be taken for the students on the

following areas of study:

1.Understanding of Selling Process:

» Personal Selling Skills: objectives of Personal Selling, Identifying the
potential Customers, Receiving & Greeting, Ascertaining the needs and
Arousing Interest.

» Process of Personal Selling, Handling Objections, Closing the Sale,
Customer Follow up

» Negotiation Strategies.

2.Managing self :
e Basic Grooming : Knowing Self, SWOT Analysis, Code of Conduct
1 * Manners &Etiquettes: Body Language, Face Expressions & Gestures &

Postures, Self Presentation, Voice Modulations

3.Required Skills :

 Basic Communication Skills: Use of Words, Use of Signs, Communicating
with Customers

» Conversational Skills Development on Phone: How to Make calls,
Answering the Calls, Representing the Company, Following the Company’s
Procedure

» Refreshing Knowledge: Building General Awareness, New Development in
Retail, Enhancing Reasoning Abilities

4. Managing Key Performance Areas:

e Customer Dealing: How to Build Patience, Developing Listening Skills,

Report and Viva - Voce

2  [The students are required to prepare a Report which shall be evaluated on the

basis of viva-voce.
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l.earning Resources:

Reference 1. Swapna Pradhan, Retailing Management, Tata Mc Graw Hill Publishing
Books Company, New Delhi

2. Hurlock, Elizabeth B, Personality Development, Tata McGraw Hill,
NewDelhi

3. How to Seli Anything to Anybody, Joe Girard
4. How to Master the Art of Selling, Tom Hopkins
9. Coaching Salespeople into Sales Champions, Keith Rosen's
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606- Desk Research

Semester

Vi
Cousecode | 606 | Component | sal |

Desk Research

1 | This course will provide the foundation for understanding retail strategies and CRM

activities of retail store
This course will enable students to understand various aspects of retail store

| strategies and its implementation.

2.

This course will help them to understand various CRM activities run by retail stores
and customer response to CRM Programs of the retail store.

llabus:

Students will have to do desk research based on the following areas related to
Retail strategies and CRM activities of retail store:

- Retail Strategies adopted by retail store-Product, Price, Place and Promotion

- Factors Influencing Retail Strategies of the retail store

-Customer Relationship Management Activities adopted by retail store

-Retail store strategies for managing customer satisfaction and Loyalty

- Customer Loyalty Programs and customer response to the programs

-Any other relevant topics related to retail strategies and CRM

Report and Viva — Voce

2. |BVRM - 606 Paper will be evaluated on the basis of desk research report and Vivad
Voce by external examiner.
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P THE MEMORANDUM OF UNDERSTANDING
a 3 Between

Rayat Shikshan Sanstha’s
q ¥ ~ Dr. Babasaheb Ambedkar College, Aundh, Pune-07
And

; Hridhayam Social Welfare Society (HSWS), Pune-06
This Memorandum of Understanding (MoU) sets forth the terms and understanding -
gbetween Dr. Babasaheb Ambedkar College, Aunndh, Pune-7 and Hridhayam Social




Dr Babasaheb Ambedkar College, Aundh, Pune; hereafter will be referred as Party [ is 3’
branch of Rayat Shikshan Sanstha, Satara; one of the leading institutions in Asia continent,
This college is affiliated to Savitribaj Phule Pune University. It has been established in 1983
and included under sections 2(f) and 12(B) of the UGC Act and has been ‘receiving grants
regularly. College is re-accredited with B++ Grade with CGPA of 2.76 by NAAC in 2017. To
cater the needs of diverse community, the college offers courses like B.A., B.Com, BBA.(

COp up with the new atmosphere, the institute organizes Induction Courses, Remedia]
Coaching, Special Guidance Scheme, Bridge Courses, Counselling and Computer Courses for

periphery of Pune, to conduct placement drive and conduct start up related; agfyitigs to

support National Education Policy, to conduct healthpare related activities, to. arrange
counselling sessions and lectures for mental wellbeing of teachers and students, to provide
assistive technology and artificia] limhg to Divyanjan students and-peopleusavall: .

The society is abide to work in the benefit of a]] living beings and ensuressbetteglife for all,

Hereafter, Hridhayam Social Welfare Society, Pune will be called as Party IL

coﬂtinuing Communication. When ap'pr"dpriate, the two institutions will seek Jo invite
reépresentatives of each other’s staff, faculty, and personnel to participatg i_n'.academic
exchanges, conferences, Skill based education, Women oriented actiégi.t'esvand other ,
academic pursuits, '

Objectives: . .
A. To provide knowledge regarding value based, skill based learning, IPR and other

academic pursuits
B. To provide Skil]

Common Terms:




e Party I will conduct various activities for development of students. There will be
minimum three activities to be conducted by Party IL.
Party I will arrange Industry Visit of students of Party I for realistic approach.
The lecture on emerging knowledge in various field will be organized by Party 1.
However, Party Il will provide resource-persons for such academic feast.
¢ Party II will provide training to students of Partee I for employability skills. In this
regard, the Partee II will provide all sorts of information and assistance.
* Remuneration of trainers for each lecture will be subject to the topic and decision of
Party I. However, Party I will offer remuneration as per its capacity.
* Both party will encourage each other to go for MoUs with industries working in the
field of Internship, Extension activities as per academic thrust. '
* The formal schedule for operating the MoU is enclosed herewith
-e Opportunities in establishing teaching, research, and other educational exchanges
! activities for, staff of Partee I.
- ¢ _Party II will provide topnotch teachers for counselling, activities or workshops on
A social issues. ¢
_’ ’ e The interaction of counselors and faculty of Party Il with Partee I students visiting in
: premises. This will entail counseling Party I students, helping them to adjust to their
' studies, internship, training etc. ; .
* Party Il will provide and help in organizing programs “Women Development Cell of
Partee L."
¢ Party I will prepare curriculum on “Gender Science” as such for Party I
Regarding Artificial Limbs ,will be provided by Party II as per the recommendation
of partee I.

Termination of Understanding:
* This MoU may be terminated by Party I and Party II by giving an advance notice of

three months in writing.
* This MoU will be effective from the date of signing by authorized representatives of

both the institutions.
* ' This MoU will be of 3 years from the date of sign.

' =N
, PrifcipaniL President

Dr. Balggsgheh Ambedkar Collegeoiensih Hridhayam Social Welfaré Society (HSWS)
| e Aurica, Pune-67.
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DECLERATION FROM STUDNET ENTREPRENURE

I, (Mr. Ws)M anish . Flmand.... %"7’7 ‘?‘”“Je .................. -

have completed my Graduation/Post Graduation from Department of
/ Tj vevverese from Dr. Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune, in
academic year 20.%2 5 To 20.2 ) After perusing the degree, I started my own business of

& Lagals, i M@M‘/ej.?”ffdﬁdw‘”/[ﬂl—{fm‘ﬁ I hereby declare that, the

above said information is authentic.

Name Of Business Z.ccfnd, Ueq Now Mej// geor([d %f@f{jj’f

----------------------

Date: 4 / 5/ 2070 3
Place: P?A—V\J/‘\ o

Signatui‘e of Student




DECLERATION FROM STUDNET ENTREPRENURE

I, (Mr. /1\}:%)/‘744% dA“f & &CN’Q. £ o

----------------------------

have completed my Graduation/Post Graduation from Department of

Arts

PP SFLE ST Sy wveeseee from Dr. Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune, in

academic year 2023 To 202 After perusing the degree, I started my own business of

/VISJ'{ ... 'S .. QLWS“‘((“W/WW ...... I hereby declare that, the
Y (3]

above said information is authentic. Sujf_;_,wj'
Name Of Business O vy Wﬂﬂw’u
Mobile No: . fd’/%éf:}ﬁ Email Address: Wg 5.De re ‘**‘@1*\«’ P i

Dﬂte:ﬂﬁlogl '):oL3

Place: Aun ol An )\%
S of Student‘




Declaration from the Students Entrepreneurship

Fertilizer Business

Date- 2/ / 2025
I Mrs. Padmini Sonawane (Fertilizer Business) completed my graduation/ Post
graduation from the Dr. Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune -67
academic Year 2o lﬁ . After perusing the degree I started My Business of a
Fertilizer. Particularly for this business I have got very nice guidance and
motivation from the college Principal and staff. I hereby declared above said

information is authentic.

Yours faithfully,

g

Broker

Fertilizer Business, Pune City.




Declaration from the Students Entrepreneurship

Real Estate Broker

1| 02f 2025

I Mr. Shridhar Mane (Real Estate Broker) completed my graduation/ Post
graduation from the Dr. Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune -67

Date-

academic Year Z¢& )7. After perusing the degree I started working as Real Estate
broker in Pune City. Particularly for this I have got very nice guidance and

motivation from the college Principal and staff. I hereby declared above said

information is authentic.

Yours faithfully,

" Broker

Real Estate, Pune City.



Declaration from the Students Entrepreneurship

Artificial Floweriest

Date- Z-| {9'7//202)

I Miss. Pallavi Kulkarni (Artificial Floweriest) completed my graduation/
Postgraduation from the Dr.Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune
-67 academic Year o ¢\¢. After perusing the degree I started my Small business
of artificial floweriest in Aundhgaon. Particularly for this business I have got very
nice guidance and motivation from the college Principal and staff. I hereby

declared above said information is authentic.

Yours faithfully,

et —
roprietor,

Artificial Floweriest, Aundhgon.




I~

Declaration from the Students Entrepreneurship

Hotel Business

Date- 2202 |2 027G
I Mr. Pravin Tapkir (Hotel Business) completed my graduation/ Post graduation

from the Dr. Babasaheb Ambedkar Mahavidyalaya, Aundh, Pune -67 academic
Year 249. After perusing the degree I started My Business of a Hotel. Particularly
for this business I have got very nice guidance and motivation from the college

Principal and staff. I hereby declared above said information is authentic.

Yours faithfully,

Hotel Business, Pune City.




