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III III 13 Core 5 Financial Accounting 3 1 1 4 25 75 100 

III 14 Core 6 Organizational Behaviour 3 1 0 4 25 75 100 

III 15 Core 7 Business Mathematics 3 0 2 4 25 75 100 

III 16 Core 8 International  Business 

Management 
3 1 0 4 25 75 100 

III 17 Allied 3 Business Law 3 1 0 3 25 75 100 

III 18 Skill Base 

Core-1 

Computer applications in 

Business (Practical Subject) 
1 0 3 3 50 50 100 

IV 19  Non Major  

Elective -I 
Essentials of Management 2 0 0 2 25 75 100 

IV 20  Common Yoga 1 0 1 2 50 50 100 

   Sub Total 19 3 8 26    

IV III 21 Core 9 Cost and Management Accounting 3 0 2 4 25 75 100 

III 22 Core 10 Marketing Management 3 1 0 4 25 75 100 

III 23 Core 11 Human Resource Management 3 1 0 4 25 75 100 

III 24 Core 12 Production and Operations 

Management 
4 1 0 4 25 75 100 

III 25 Allied 4 Research Methodology 3 1 0 3 25 75 100 

IV 26 Skill Based 

Core-2 

Effective Employability Skills 

(Practical Subject) 
1 1 2 3 50 50 100 

IV 27 Non Major 

Elective -II 
Entrepreneurship 2 0 0 2 25 75 100 

 28 Common Computer for  Digital Era 1  1 2 50 50 100 

V   Extension 

Activity 

NSS/NCC/PHYSICAL 

EDUCATION/ YRC 
       

   Sub Total 20 6 4 25    

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



V III 29 Core 13 Financial Management 3 1 1 4 25 75 100 

 III 30 Core 14 Entrepreneurship Development 4 1 0 4 25 75 100 

III 31 Core 15 Management Information System 3 1 0 4 25 75 100 

III 32 Core 16 Introduction to Business 

Analytics 
2 1 1 4 25 75 100 

III 33 Major 

Elective I 

(CHOOSE 

ANY ONE) 

Retail Management Or 

Financial Services Or 

Training and Development 
(CHOOSE ANY ONE) 

3 1 0 4 25 75 100 

III 34  Skill Based 

Subject 
Common 

Personality Development 2 0 0 2 25 75 100 

III 35  Mini Project 0 2 4 3 50 50 100 

    Sub Total 18 7 5 25    

VI III 36 Core 17 Strategic Management 4 1 0 4 25 75 100 

III 37 Core 18 Digital Business Management 4 1 0 4 25 75 100 

III 38 Core 19 Total Quality  Management 3 1 0 4 25 75 100 

III 39 Major 

Elective II 

(CHOOSE 

ANY ONE) 

Services Marketing Or 

Investment Management Or 

Performance Management 
(CHOOSE ANY ONE) 

3 1 0 4 25 75 100 

III 40  Major Project 0 3 9 6 50 50 100 

   
Sub Total 16 5 9 22    

L-Lecture T-Tutorial P- Practicals C-Credit 

 

Allocation of questions For problem oriented subjects : 40% theory and 60% 

problems 

 

Distribution of marks between External and Internal Assessment is For Theory 75 : 25 

& For     Practical 50 : 50 

 

Total Hours: 180 Total Credits: 140 (Excluding YOGA, COMPUTER FOR 

DIGITAL ERA AND EXTENSION ACTIVITY) Core Subjects: 19 Non-Major 

Elective: 02 Skill Based Core: 02 Skill  Based Subject (Common): 01 Major 

Elective: 02 Allied: 04 



MSU/2020-21/UG-Colleges/Part-III (B.B.A.)/ Semester-V / Ppr.no.33/Major Elective -1A 

RETAIL MANAGEMENT 

L T P C 

3 1 0 4 

Course Objectives: To give an overview of the conceptual aspects of retail marketing 

management. 

UNIT –I: Introduction 

Retailing: - Introduction - scope - Functions of retailing - Retail industry in India - types of 

Retailing format –Segments of organized retailing in India- Retail as a career   (12hrs) 

UNIT- II: Retail planning 

Retail planning and location: - Introduction – Strategic retail planning process- Location- 

Types of locations- Steps- Site selection Analysis  (12hrs) 

UNIT- III: Retail store Design and Pricing 

Store design, layout and Visual merchandising: Concepts and principles - elements – Visual 

merchandising and atmospherics – tools used for visual merchandising- pricing.  (12hrs) 

UNIT- IV: Retail Supply Chain Management 

Supply chain management and Retail logistics: - Evolution of supply chain management –Need 

– CPFR – Retail logistics - concepts - Importance of information in supply chain management.

            (12hrs) 

UNIT- V: Retail Promotion 

Retail promotion: - Retail store sales promotion - Retail promotion mix strategy – Emerging 

trends in retailing - Online retailing.   (12hrs) 

Reference Books: 

1. Retail management- Barmen, Barry and Joel Evans  

2. Retail management –SwapnaPradhan 

3. Retail management- Chetan Bajaj 

4. Integrated Retail Management - James.R.Ogden and Denis .T .Ogden 

5. Retail Management- Suja Nair 



MSU/2020-21/UG-Colleges/Part-III (B.B.A.)/ Semester-VI / Ppr.no.39/Major Elective -2A 

SERVICES MARKETING 

L T P C 

3 1 0 4 

Course Objective: To give insights about the foundations of services marketing, customer 

expectations of services and gap existing in the service delivery processes and service Quality.  

UNIT- I: INTRODUCTION 

Introduction– Definition – Evolution and growth of service sector –Nature and Scope of 

Services –Difference between services and tangible products–Unique characteristics of 

services– Challenges and issues in Services Marketing.  (12 hrs)  

UNIT –II: STP OF SERVICES MARKETING 

Classification of services – Expanded marketing mix –Service marketing – Environment and 

trends –Assessing Service Market potential -Service market segmentation, targeting and 

positioning.  (12 hrs) 

UNIT –III: SERVICE DESIGN AND DEVELOPMENT 

Service Life Cycle – New service development – Service Blue Printing – GAP model of service 

quality – Measuring service quality – SERVQUAL – Service Quality function development.

            (12 hrs) 

UNIT- IV: SERVICE DELIVERY AND PROMOTION 

Positioning of services – Designing service delivery System, Service Channel – Pricing of 

services, methods – Service marketing triangle – Managing demand, Managing supply, 

managing Demand and Supply of Service–Integrated Service marketing communication. 

            (12 hrs) 

UNIT- V: SERVICE STRATEGIES 

Service Marketing Strategies for Health – Hospitality – Tourism – Financial – Logistics– 

Educational – Marketing of Online Services– Entertainment & public utility Information 

technique Services.  (12 hrs) 

Reference Books: 

1. Services Marketing: People, Technology, strategy. - Christropher H. Lovelock and 

JochenWirtz 

2. Services Marketing- .John.E.G.Bateson, K.Douglas Hoffman 

3. Services Marketing Operation Management and Strategy - Kenneth E Clow 

4. Services Marketing - Valarie Zeithaml 

5. Services Management and Marketing a CRM in Service Competition - Christian 

Gronroos 



 


