FIRST YEAR B.COM.

COMMERCE

COMMERCE PAPER – III (Optional Paper/Foundation Paper-I)

ACCOUNTING – I

Unit  I  :  Hire Purchase and Installation system Accounting

Hire purchase: Accounting  treatment in the books of Hire purchaser (Buyer) and Hire vendor (Seller) – when the asset is recorded at full cash price to be dealt with-Journal entries and Ledger Accounts.

Installment System :  Journal entries and Ledger Accounts only under ‘Interest Suspense method’ in the books of buyer and seller/vendor to be covered.








(15-17 lectures : 40 marks)

Unit II :  Royalty Accounts

Accounting treatment in the books of Lessor (Landlord) and lessee, sub-lease, preparation of Royalty Payable Account, Royalty Receivable Account, Landlord’s Account and Short working Account.









(15-17 lectures:   25 marks)

Unit III:  Voyage Accounts

Meaning, Voyage expenses, Voyage revenue, complete voyage, Incomplete Voyage-theory and problems.








(8-10 lectures: 20 marks)

Unit IV : Fire Insurance Claim




lectures: 15 marks)

SEMESTER – II

ACCOUNTING –II/FOUNDATION PAPER-II

Unit I  :  Accounting for Professionals

Introduction, Meaning of three systems of Accounting: Accrual/Mercantile system, cash system and Mixed/Hybrid system – Books of accounts maintained by the Professionals – Cash book, Memorandum Book, stock register, Receipts and Expenditure Account / Profit and Loss Account and Balance sheet, Practical problems based on preparation of Receipts and Expenditure Account / Profit and Loss Account and Balance Sheet of Medical practitioners, Solicitors and Professional Accountants should be covered.






       (12-15 lectures: 40 marks)

Unit II :  Profit Prior to Incorporation

Meaning – Methods of ascertaining profit/loss – stock taking method     apportioning the results, Treatment of pre-incorporation profit/loss.







     (8-10 lectures : 20 marks)

Unit III : Accounting of Co-operative Societies

Meaning – Main features – Books of Accounts for Consumer Co-operative Societies and Housing Societies – Distribution of Profit – Audit.



(8-10 lectures : 20 marks)

Unit IV :  Accounting for Local Government: Municipalities and Panchayats
Meaning – Municipal Budgeting and Accounting, Panchayat Accounting, Problems of the present accounting system – Commercial Accounting  v/s  Government Accounting.






 (8-10 lectures: 20 marks)  

FIRST YEAR B.COM.

FOUNDATION COURSE

COST ACCOUNTING

ELEMENTS OF COST
Objective:  To acquaint the student with the basic concept and tools used in cost accounting, components of cost their accounting and management control.

SEMESTER – I

Course contents:





(55 lectures : 100 marks)

I.(a)  Cost –concept and terminology


Cost Accountancy and Management Accountancy – Distinction between    

        Cost Accountancy & Financial Accountancy, importance, advantages and 

        limitations of cost accountancy system, costing  is an aid to management.

 Cost classification and – Installation of costing systems

 Activity based costing





(10 lectures :  15 marks)

II.  Elements of cost 


Material cost – Accounting and Control


Material purchase control – Procedure, type of purchases, purchase  

       discount-calculation of material purchase, cost control.




                                    (08 lectures: 15 marks)

Stores control – function of stores, types of stores, classification and codification, Stores records Bin Cards and Stores Ledger Inventory Control System, Perpetual inventory, stock levels, Economic order quantity, ABC Analysis.                              (09 lectures: 15 marks)

Material Issue Pricing Control – Various Methods of pricing Material accounting, Treatment of scrap, spoils defective material also obsolete material, inventory shortage, overages.





                                     (08 lectures : 25 marks)

Practicals :  Problems based on purchase pricing, cost sheet, EOQ, Stock Levels and Method of Issue Pricing only.

III.   Elements of cost :   Labour Cost and Control

Accounting and control classification of labour, Organisation for accounting and control.  Time keeping and time booking.  Payroll for accounting, Monetary benefits.  Fringe benefits Overtime Premium.  Holiday and Vacation Pay, idle time.  Labour turnover, incentives schemes Individual and Groups Profit sharing of wages.

  Practicals problems based on calculation of gross wages and net wages,      

  individual incentives schemes and group bonus schemes, Labour cost   

  per unit.

  (Scope:  On labour turnover only theoretical study is required)







(20 lectures: 30 marks)

SEMESTER – II
                                                                                 (55 lectures: 100 marks)

I.     Elements of cost – Overhead Accounting and Control
Meaning, classification, appropriation, allocation, apportionment, absorption, Method of absorption, administration overhead – Accounting and control.

Miscellaneous items practicals problems base on primary distribution summery.  Secondary redistribution statement, overhead rate per unit and absorption of overhead.                                 







   (20 lectures: 40 marks)

II.    Preparation of cost sheet taking into consideration all elements of cost-     

       practicals  problem only.   (cost sheet, Estimated Cost sheet)             






              (20 lectures: 35 marks)

III.    Reconciliation of Cost and Financial Profits: 







    (15 lectures: 25 marks)


BOOKS  RECOMMENDED :

Bigg, W.W. Cost Accounting (USA  PTH)

Shukla and Grewal : Cost Accounts (Delhi – S  Chand)

Bhar B.K. Cost Accounting Method and Problem (Calcutta Academic Publisher)

Jain S.P. and Narang K.L. Cost Accounting (New Delhi – Kalayani)

Bloker and Weltmer:  Cost Accounting

Prasad N.K. Cost Accounting – Principles and Practice

Cost Accounting Principles and Practice – M.N. Arora

S.P. Jyemgar – Cost Accounting – principles and practice

Three years B. Com Degree Programme

Foundation Course

Semester I

Paper I: Marketing I

OBJECTIVES :

To develop an understanding of the basic concepts in marketing

To enable students to know and understand the influence of marketing forces on their behaviour as consumers and help them to develop the necessary marketing skills.

I – MARKETING – AN INTRODUCTION

(12-14 Lectures)
(25 Marks)

Meaning, definition of market, Classification of market, Definition of marketing, Selling v/s Marketing, Importance of marketing (society, firm, developed economy, Indian economy), Old v/s integrated concept, Characteristics of integrated concepts and its importance, Marketing function (1) Exchange function (buying, selling) (2)  Physical function (storage, transport) (3)  Facilitating function (financing, risk bearing, standardization, market information(MIS), promotion), Meaning, Definition of marketing mix, Four variables of marketing mix, Definition of marketing management, Functions of marketing manager, Modern concepts in marketing (CRM, Rural marketing, Global marketing in brief)

II – MARKETING ENVIRONMENT AND SEGMENTATION        (12-14 Lectures)    (20 Marks)

Marketing environment (socio-economic forces, competition, technology, government policies, suppliers), Market segmentation meaning, Bases for market segmentation (geographic, demographic, socio-economic, psychographic, market conditions), Importance of market segmentation, Limits of market segmentation, Procedure for market segmentation (survey stage, analysis stage, profiling stage), Requirements for effective segmentation (accessibility, measurability, viablility, intensity in competition) concept of niche marketing.

III – CONSUMER BEHAVIOUR



(14-16 Lectures)
(30 Marks)

Concept of Consumer behaviour, Buyer Behaviour and Consumption Behaviour, meaning and importance, Consumer behaviour and consumption behaviour, Consumer behaviour and buyer behaviour, Importance of the study of consumer behaviour, Stages of individual buying process (need recognition, product awareness, interest, evaluation and intention, purchase), post purchase – coguitive dissonance, participants in the buying process (initiator, influencer, decider, buyer, user), Economic factors determining consumer behaviour (personal income – disposable personal income, discretionary income, family income, income expectations of consumers, liquid assets, consumer credit, established living standards in brief), Sociological determinants (family, nuclear family, reference groups, opinion leaders, social class and caste, culture), Psychological determinants (learning – learning process – drive, cue, response, reinforcement – Maslow’s Motivation theory), Organizational buying behaviour, Process (problem recognition, determination of quantity and quality characteristics, outline specification, search for suppliers, analysis of proposals, selection of suppliers, selection of an order routine, post purchase evaluation), Factors influencing purchase (organizational factors, psychological factors).

IV – PRODUCT CLASSIFICATION & PLANNING

(14-16 Lectures)
(25 Marks)

Meaning and definition of product, Classification of goods (2. Consumer goods – convenience, shopping, speciality 3. Industrial goods – raw materials, fabricated materials, component parts, installation, accessories 1. Durable and non-durable products), Product planning definition, elements of product planning, Reasons for new product development, New product development process (idea generation, screening, business analysis, product development, test marketing, commercialization), Product Life Cycle (PLC), meaning, stages in PLC and its implication, Product simplification, Advantages, Product diversification, Various forms of diversification (diversification into related product line into unrelated product line, product replacement)

Three years B. Com Degree Programme

Foundation Course

Semester II

Paper II : Marketing II

I – BRANDING, BRAND POSITIONING, PACKAGING
(16-18 Lectures)
(30 Marks)

Meaning of brand and trade mark, Advantages and limitations of branding, Branding strategies (manufacturer’s brand, distributor’s brand, mixed brand), Selection of brand name, Brand strategies (multiple brand strategy, single brand product strategy, distributor’s or private brand strategy, mixed brand strategy), Essentials of a good brand name, Concept of brand equity (brand valuation, brand loyalty, brand name, awareness brand perceived quality, brand association, other proprietary brand assets), BRAND POSITIONING meaning, Ways to position the brand (use situations, emphasizing tangible benefits, linking to users, head on competitive positioning, life style positioning, benefits offered), PACKAGING – Meaning and function (utilitarian, communication, profit), Packaging concept and consideration (market consideration, economic consideration, product consideration), Why changes occur in packaging, packaging policies (family, reuse, multiple, ecological packaging), labeling, meaning and importance.

II – PRICING





(14-16 Lectures)
(25 Marks)

Meaning and role, Methods of price determination (cost based, demand based, cost-demand based, competition based, import price based – brief explanation), Pricing policies (Skimming pricing, Penetration pricing, pre-emptive pricing, extinction pricing, variable price policy, non-variable price policy, geographical price policies a) Point-of-origin policy b) freight absorption policy, Uniform delivered price, Zonal price, Base-point price policies – policies involving price differentials (discounts-trade, quantity and cash discount, rebate), Leader price policy, Psychological price policy, Concept of resale price maintenance.

III – ADVERTISING & SALES PROMOTION

(14-16 Lectures)
(20 Marks)

Advertising meaning, Definition, Features, Objectives, Advertising v/s sales promotion, Advertising v/s publicity, Role of advertising, Limitations of advertising, Sales promotion nature and importance of sales promotion, its role in marketing management, major tools of sales promotion and sales promotion programme, Personal selling meaning and steps, Public relations meaning and tools.

IV – CHANNELS OF DISTRIBUTION

(14-16 Lectures)
(25 Marks)

Meaning, Definition of distribution channels, Role of distribution channels, Types of distribution channels (Integrated and Non-Integrated channels), Types of intermediaries (merchant intermediaries and agent intermediaries), Factors affecting choice of channel (Product factors, Company factors, environmental factors, financial factors), Factors influencing Choice of intermediary, Distribution channel policies (Intensive distribution policy, Selective distribution policy, Exclusive distribution policy), Compensation of intermediaries (Commission, trade discount, quantity discount). 

Books for study and reference:

Banerjee Mrityunjoy, ‘Essentials of Modern Marketing’, Oxford & IBH publishing company Pvt. Ltd.

Diwan Parag, Agarwal L. N. ‘Marketing Management’, Vanity Books International, New Delhi.

Gandhi J. C., ‘Marketing a Managerial Introduction’, 1994, fifth reprint edition, Tata McGraw Hill Company Limited.

Kapur Kr. Sudarshan, ‘Marketing Management Theory Process & Practice’, S. K. Publishers, New Delhi.

Khotler Philip, Armstrong Gary, ‘Principles of Marketing’, 2005, Eleventh edition, Prentice-Hall of India Pvt. Ltd.

Kotabe Czinkota, ‘Marketing Management’, Second edition, Thomson South-Western – Vikas Publishing House.

Lancaster Geoff & Massingham Lester, ‘Essentials of Marketing’, The McGraw Hill.

Pillai R. S. N., Bagvathi, ‘Modern Marketing Principles & Practices, 1991, Second edition, S. Chand & Co. Ltd., New Delhi.

Ramaswamy V. S., NamaKumari S., ‘Marketing Management Planning, Implementation & Control’, 1990, Second edition, MacMillan India Pvt. Ltd.

Saxena Rajan, ‘Marketing Management’, 1997, Tata McGraw Hill Publishing Company Ltd.

Sherlekar S. A., ‘Marketing Management’, 1981, Third edition, Himalaya Publishing House, Bombay.

Sontaki C. N., ‘Marketing Mangement’, 1999, Second edition, Kalyani Publishers, New Delhi.

Santon William, Etzel Micheal, Walker Bruce, ‘Fundamentals of Marketing’, McGraw Hill International.

Dr. Varshney R. L., Gupta S. L., ‘Marketing Management an Indian Perspective’, Sultan Chand & Sons, New Delhi.

Sontaki C. N., ‘Marketing Mangement’, 1991, Second edition, Kalyani Publishers, New Delhi.

Diwan Parag, Agarwal L. N. ‘Marketing Management’, 2001, Vanity Books International, New Delhi.

Pillai R. S. N., Bagvathi, ‘Modern Marketing Principles & Practices, 1999, Second edition, S. Chand & Co. Ltd., New Delhi.

Three Years B. Com Degree Programme

Foundation Course

Semester I

Practical Banking - I

I - INTRODUCTION TO BANKING INDUSTRY 
[12 – 15 lectures]
(25 MARKS)

Origin and evolution of Banking in India, Meaning and definition of Banking, Types of Banks - public sector Banks (State Bank of India and Nationalized banks), Private Banks and Foreign Banks, Regional Rural Banks (RRBs), Co-operative Banks, Scheduled and Non-scheduled Banks.

II - FUNCTIONS OF BANKS

[15-20 lectures]

(30 MARKS)
Accepting Deposits - Meaning of deposits, Types of deposits - saving, current, fixed, recurring, pigmy, security and other deposits, deposits at call and short notice.

Deployment of Advances

Types of advances – cash, credit, Bank overdraft, bills discounting, personal advances, housing Advances, agricultural advances, industrial advances and gold advances.

Short, Medium and Long term advances.

III - BANK DOCUMENTS

[13-15 lectures]

(20 MARKS)

Cheque - Meaning of cheque - different types of cheques, crossing of cheque and its relevance, pass book -Meaning and purpose, Specimen signature and its importance. Demand draft, pay-in - slip and withdrawal slip.

IV - MODERN BANKING SERVICES AND THEIR MARKETING  [15-20 lectures] (25MARKS)

Modem services meaning and their significance, plastic money - Types of cards, ATM card - credit card, debit card and green card.

Factoring - Meaning, types and benefits

Mutual fund- Meaning, Types

 Internet Banking, Mobile Banking, Any where banking, Retail Banking

Foundation Course
Semester II

Practical  Banking - II

I - BANKER - CUSTOMER RELATIONSHIP

 [15-20 lectures]
( 30 MARKS)

Definition of Banker, Definition of customer, Relationship between banker and customer, Types of Bank customers and procedure involved in opening of accounts - individual, joint account, sole trading concern, partnership firm, private limited company, public limited company, local authorities, non-profit association, Termination of relationship between Banker and customer, Rights and obligation of Banker and customer.

II - ACCOUNTING BOOKS AND FINANCIAL STATEMENTS OF BANK  

[10-15 lectures](25 MARKS)

Cash Book, ledger book - Types, Branch Banking - Advantages and disadvantages, meaning and significance of financial statements, preparation of Profit and loss Account and Balance sheet (without bank schedules)

III - REFORMS IN BANKING SECTOR 
[15-20 lectures]
(25MARKS)

Recommendations of Narasimham Committee Report 1991, Deregulation of Interest and Prime lending rates, Entry of Private and foreign Banks, Cash reserve ratio and statutory Liquidity ratio, capital adequacy ratio (capital to risk Assets Ratio), Prudential norms (asset classification, Income recognition and provisioning for non-performing assets)

IV - BANK LEGISLATION



[12-15 lectures]
(20 MARKS)

Banking Regulation Act 1949 - purpose, objective and relevant sections Disclosure of customer's information incase of legal necessity, customer redressal mechanism, credit information Bureau - Need, importance and functions

Books for study and reference

1)   H.R. Machiraju, Indian Financial system, Vikas Publishing House, New Delhi

2)   K.C. Shekhar and Lekhmy Shekhar, Banking Theory and Practice, Vikas Publishing House, New Delhi.

3)   L.M. Bhole, Financial Institutions and Markets, Tata McGraw Hill Company, New Delhi

4)   R.M. Srivastava, Management of Financial Institution and Markets, Tata McGraw Hill Company, New Delhi.

5)   E .Gordon and K.Natarajan, Banking Theory, Law and Practice, Himalaya Publishing House, 1998

6)   Commercial Banking, The ICFAI University, Hyderabad, September, 2003

7)   Central Banking, The ICFAI University, Hyderabad, September, 2003 

8)   Ashok Sehgal and Deepak Sehgal, Advanced Accounting, Taxmanns, 2003

9)   E-Banking, Vivek Gupta, ICFAI Books, The ICFAI University Press 2004

GOA UNIVERSITY

FIRST YEAR B.COM

BUSINESS ECONOMICS

PAPER I

Objectives:-

1. To give a clear understanding that Business Economics is a science of business decision making.

2. To acquaint the learner with the tools and techniques of Economic and other allied disciplines which are aids to business decision making.

3. To understand the different areas of decision making and make an in-depth study of these areas.

4. To develop practical skills through tutorial sessions so that the learner develops analytical skill to understand business problems.

SEMESTER – I

Course contents (Inputs)




55 lectures : 100 marks)

I. INTRODUCTION TO BUSINESS ECONOMICS

Nature, Scope and Significance of Business Economics --- Relationship of Business Economics with other disciplines --- Business decision making --- Tools of decision making --- Business problem as an economic problem --- Fundamental concepts in Business Economics.









(13 lectures : 25 marks)

II. PRICE ANALYSIS

Concepts of Demand and Supply --- Laws of Demand and Supply --- Exceptions --- Elasticity of Demand --- Elasticity of Supply --- Using Elasticity in Managerial Decisions --- Concept of Consumer’s Surplus --- Determination of Equilibrium Price --- Demand Forecasting.









(14 lectures : 25 marks)

III. PRODUCTION AND COST ANALYSIS

Concepts of Production and Production Function --- Theories of Production Laws of Variable Proportions and Returns to Scale --- Economies and Diseconomies of Scale --- Cost concepts --- Short-run and Long-run cost curves.









(14 lectures : 25 marks)

IV. MARKET STRUCTURES

Types of Markets --- Price-Output Determination under Perfect Competition, Monopoly & Monopolistic Competition --- Concept of Oligopoly.









(14 lectures : 25 marks)

SEMESTER – II

(55 lectures: 100 marks)

I
PRICING POLICIES AND STRATEGIES

Pricing policy: Objectives and Factors----Pricing Methods---Specific Pricing Strategies---Price Discrimination---International Price Discrimination: Dumping---Pricing of Multiple Products---Concept of Transfer Pricing.

(13 lectures: 25 marks)

II
PROFIT ANALYSIS

Objectives of Business Enterprise---Nature of Profit---Break-Even Analysis---Profit Forecasting.

(14 lectures: 25 marks)

III
BUSINESS CYCLES

Nature and Phases of a Business Cycle---Theories of Business Cycles: Psychological, Profit, Monetary, Innovation, Cobweb, Samuelson and Hicks Theories.

(14 lectures: 25 marks) 

IV
INVESTMENT DECISIONS

Capital Budgeting---Social Cost-Benefit Analysis---Input-Output Analysis---Linear Programming.

(14 lectures: 25 marks)

SUGGESTED READINGS:

1. R.L. Varshney & K.L. Maheshwari, ‘Managerial Economics’ Sultan Chand & Sons, Educational Publishers, New Delhi.

2. Mehta, P.L. ‘Managerial Economics’, Sultan Chand & Sons, Educational Publishers, New Delhi.

3. Samuelson, Paul A. and Nordhaus, W.P., ‘Economics’, McGraw Hill, New York, 1995.

4. Stonier and Hague, ‘A Textbook of Economic Theory’, The English Language Book Society and Longman Group Limited, London.

5. Indira Gandhi National Open University: School of Management: Managerial Economics- MS/9 Block 1 to 6.

6. Joel, Dean: ‘Managerial Economics’, Prentice Hall, New Delhi.

7. Gopalkrishna, D. ‘A Study of Managerial Economics’, Himalaya Publishing House.

8. Dwivedi, D.N., ‘Managerial Economics’ Vikas Publishing House (P) Ltd, 1994.

9. Mukherjee Sampat, ‘Business and Managerial Economics’, New Central Book Agency (P) Ltd., Calcutta.

10. Salvatore Dominick, ‘Microeconomics: Theory and Applications’, Oxford University Press, New York, 2003.

F.Y.B.COM.

  ENGLISH

COURSE OBJECTIVES

The main objectives of this course are :
a) To equip students with the important life skill of effective communication in the workplace

b) To develop listening skills

c) To enable students to read and comprehend complex texts

d) To enable students to read and respond to questions with speed and accuracy thus training them for competitive exams

e) To enable the students to speak correctly and intelligibly 

f) To help them write logical, coherent and persuasive prose.
LEARNING OUTCOMES

1. LISTENING SKILLS 

By the end of the academic year, the student should become a more active listener through practice in the following listening ski1ls :

i)   listening with concentration

ii ) keeping an open mind while listening
iii) projective and emphatic listening

2. READING SKILLS ​

    By the end of the I Semester, the learner should be able, in a seen or

    unseen text of an expository/descriptive/narrative nature, to :

a)  Identify :

i)  the main points

ii) relationships through lexical markers or cohesion devices

b) 
Deduce the meaning of unfamiliar words

c) 
Recognize text organization (e.g. sequence of tenses, sequence of ideas)

d) 
Skim for gist and scan for specific information.

e) 
Analyze, compare/distinguish, give illustrations and opinions

By the end of the II Semester, the learner should be able to :

a) 
Provide or use alternatives/equivalent lexical terms in a given context

b) Infer or interpret details in seen texts

c)
Evaluate ideas in a text

d)
Interpret texts by relating them to other material on a similar theme or to one's own experience/knowledge

e)
Understand and evaluate the following :
i) Character as revealed through action, events, expression of feeling

ii) Plot - through progression of events

iii) Setting - as seen through cultural background, people, and beliefs.

3. WRITING SKILLS ​

    By the end of the I Semester, the learner should be able to :

a) Express ideas coherently and accurately

b) Acquire skill in expansion of ideas in a well-structured manner through practice exercises in paragraph writing.
By the end of the II Semester, the learner should be able to :

a) Express and argue a point of view
b) Condense ideas.

c) Write in Formal and Informal styles.
4. SPEAKING SKILLS / SPOKEN ENGLISH​

 By the end of the Semester/Year, the learner should be able to :

a)
Speak with correct pronunciation, pause and emphasis.

b)
Describe a visual or an object

c)
Explain and give cause and effect
d)
Narrate an experience real or imaginary with descriptive detail and in sequence

e)   Take an active part in group discussions, express disagreement in appropriate language, elicit and show respect for the view of others.

5. EXAMINATION SKILLS​

    The learner will practice the following Examination skills :

 a) Recognize key performance words in a question that determine the nature of an answer

b) Compose an answer keeping in view length and relationship between ideas as required by key question words

c) Reviewing skills - editing an answer before submission

 d)   Time Management in examinations

COURSE CONTENT

SEMISTER - I


  100 marks

Recommended Text for Listening, Reading arid Speaking Skills​ - 


A) 'Pygmalion' by George Bernard Shaw (Macmillan)
45 marks
25 lectures

B) Grammar and Vocabulary




25 marks
15 marks



Teaching of Grammar and Vocabulary should be incorporated while teaching the skills of Speaking and Writing. The following aspects of Grammar and Vocabulary will be tested in written the Examination:

Subject - Verb agreement; Pronouns; Sentence ​structure; Prepositions; Articles; Synonyms; Antonyms; Voice; Phrasal verbs;

C) Comprehension (Seen and Unseen Passages)

20 marks
10 lectures

D) Paragraph Writing





10 marks
10 lectures

SEMISTER – II


100 marks

A) Selection of the world's best speeches :


30 marks
20 lectures


1. Mark Antony Urges Mourners to Vengeance Over

                   the Body of Julius Ceasar


2. Jawarharlal Nehru delivers the Eulogy for Gandhi.


3. George Bernard Shaw salutes his friend Albert


    Einstein


4. Winston Churchill braces Britons to their task.


5. Lincoln, in his Second Inaugural, seeks to heal the


    Spiritual Wounds of War.


6. Chemist Louis Pasteur Praises the Rise of


    Scientific Education.


7. Language Maven William Safire Denounces the


    Telephone as the Subverter of Good English.

B) Grammar and Vocabulary



25 marks
15 lectures

Conventional and Idiomatic expressions in English; Reported Speech; Spotting errors; How to avoid errors; Punctuation; Spelling.

C) Students be given practice in Persuasive writing in both Formal and Informal styles (Letters to the Editor, display ads, drafting of invitations, acceptance and refusals of invitations)

    Precis Writing





25 marks
10 lectures

D) Comprehension (Seen and Unseen Passages)

20 marks
12 lectures

· Recommended Text for Writing Skills – 

​'Everyone's Guide to Effective Writing' (3rd edition), by I.Jayakaran, (2M Publishing International, Chennai, India)

The texts are to be used as a Learning/Teaching aid for the development of the various communication skills. The text may be used by the teacher to test Spoken English. However, the spoken English Test should not be based entirely on the texts but should include other unseen components as well.

1. LISTENING SKILLS

Active listening skills must be taught in association with speaking and reading skills during both semesters.

2. READING SKILL

a)  Regular reading practice through the recommended text.

b)  Regular study of unseen passages in both prose and poetry by reputed

           writers. Students should be encouraged to read short novels like 'Animal Farm' - George    Orwell, 'Lord of the Flies'-William Golding, ' The Diary of Anne Frank', A selection of poems written by poets from different countries and cultures etc.

3. WRITING SKILLS

a) Students to acquire accuracy of expression through consistent written exercises in paragraph formation ​different kinds of writing: descriptive, narrative, expository, argumentative, persuasive, reflective.
b) Students be trained in condensation of ideas through practice exercises in writing classified ads, slogans, prècis of passages related to the business world, newspaper headlines.
c)  Students be given practice in Persuasive writing in both Formal and Informal styles (Letters to       the Editor, display ads, drafting of invitations, acceptance and refusals of invitations)

4. EXAMINATION SKILLS

These are not for formal testing, but must be taught in relation to the text, comprehension passages and old question papers in any subject.

5. SPOKEN ENGLISH / SPEAKING SKILLS

· Pronunciation skills

· Conversation skills

· Presentation skills

· Discussion skills (Leading and Participating)

· Asking and Answering questions
· Request and explanations

· Persuasion and Negotiation

· Expressing of opinion

· Giving and Getting advice

· Group work
The test in Spoken English will require the student to communicate in English by responding orally under time conditions to a variety of printed and recorded information.

The teacher should make the students aware of the importance of acquiring proper speaking skills. Classroom situations should be created to encourage, facilitate and improve speaking skills among the students.

Requirements 

The following requirements are necessary for the spoken component part :

1) Radio-cum-Tape recorder

2) T.V.

3) DVD Player

4) LCD

5) OHP

6) Language CD’s

Books for reference :

1. English for Competitive Exams - Bhatnagar & Bhargava

2. Objective English - Hari Mohan Prasad

3. A Practical English Grammar - Thomson & Martinet
4. Written Communication in English - Sarah Freeman

5. A University Grammar of English - Randolph Quirk & Sidney Greenbaum

6. How to write and speak better - Reader's Digest

7. The Right Word at the Right Time - Reader's Digest

8. Grammar - Frank Palmer

9. The English Language - David Crystal

10. Common Errors by Indian Students - Edward J. D'Lima

11. English Pronouncing Dictionary - Daniel Jones.

12. A Guide to effective communication and Business skills - David Robinson

13. Lesikar's Basic Business Communication - Lesikar, Pettit, Flatley

References

1. PC Tripathi and PN Reddy - Principles of Management, TataMcGrawHil


Publishing Co ltd

2. Teny Franklin - Principles of Management, All India Traveller Book Seller,

Delhi

3. Brech EFL Frame work of Organisation (Longman Green)

4. Keentz and O' Dennel Essentials of Management - (Tata McGraw Hills, Calcutta)

5. LM Prasad - Principles and Practice of Management (Sultan chand and Sons Delhi)

6. CB Gupta - Management Theory and Practice, Sultan Chand and Sons, New Delhi

7. Sherlekar and Sherlekar - Principles of Business Management with case problems Himalaya Publishing House, Mumbai

8. R Srinivasan and SA Chunawala - Management Principles and Practices, Himalaya Publishing House, Mumbai

9. Harold koontz and Heinz Weihrich- Essentials of Management, Tata Mc Graw​ Hill Publishing Co Ltd, New Delhi

10. RN Singh - Management Thought and Thinkers (Sultan Chand)
11. George S Claude for History of Management Thought - Prentice Hall of India Ltd, New Delhi

12. William Newman and E Kinley Warren The Process of Management ​Concepts, behaviour and practice (Prentice Hall of India Pvt Ltd)

13. Massie J L Essentials of Management- Prentice Hall, Delhi

F.Y.B.COM.

FINANCIAL ACCOUNTING – PAPER   I

SEMESTER – I

Unit I :  Introduction, Capital and Revenue transaction :

Origin and development of Accounting, Definition of Accounting, features, Book-keeping and accounting, branches of accounting, Accounting as information system, Users of accounting, Inputs and Outputs of accounting system, cash , mercantile and mixed system, Accounting principles, concepts, conventions Postulates, Accounting equations, Capital and Revenue expenditure, Capital and Revenue receipts, Profit and losses.


(4-5 lectures - 8 marks)

Unit II :  Reading and Interpretation of Ledger Accounts :

Meaning, Classification of ledger Accounts, classification of Accounts, Importance of Reading of ledger Accounts, Points to be noted in reading of ledger  Accounts: Reading of 

· Personal Account

· Real Account

· Nominal Account

· Voucher Account
(8-10 lectures – 10 marks)

Unit-III : Depreciation  provisions and Reserves :

Meaning, Causes, Objects, Assessment and Allocation of depreciation, Methods of depreciation:

· Fixed installment method

· Written down value method

· Changes in method of depreciation

· Depreciation fund method

· Insurance policy method

· Annuity method

· Provision for depreciation method (Above seven methods are included for problems)


Only theory:

· Sum of the digit method

· Machine hour rate method

· Service hour method

· Depletion method

· Revaluation method

               Distinction between any two methods of :  


(a)     Depreciation


(b)     Provisions and Reserves
(15-17 lectures – 30 marks)

Unit IV :   Amalgamation of firms :

Meaning, Objectives, consequences of amalgamation, problems to be dealt with methods of accounting – Realisation method and Revaluation method, Accounting procedures in the books of old and new firm.     






(10-12 lectures – 20 mrks)

Unit  V :   Partnership Accounts :

(a)  Acquisition of sole proprietorship partnership firm

      Concept, calculation of purchase consideration, Capital Reserve or Goodwill, Accounting procedures only in the books of New Company and Balance Sheet.          

   
         






 (8-10 lectures –   20 marks)




                                             

 (b)  Conversion of partnership into a Limited company

Meaning, consequences of conversion, calculation of purchase consideration, Accounting procedures in the books of old Firm.(Only under Realization method). 
 

              







 (4-5 lectures – 12 marks)


                    F.Y.B.COM.


FINANCIAL ACCOUNTING –PAPER II


                 SEMESTER – II

Unit I :   Partnership Accounts : Piecemeal Distribution  :

Meaning of Dissolution, Modes of Dissolution.  Garner v/s Murry rule, piecemeal distribution-order of payment, Excess capital method, and Maximum loss method.


             (10-12 lectures - 30 marks)

Unit II :  Branch Accounts  :

Introduction-Branch v/s Department, Types of Branches systems of maintaining branch accounts Dependant branches Debtors & Stock and Debtor systems only ( & Foreign Branches)(excluding Independent Branches)   


                                    (12-14 lectures - 30 marks)

Unit III :   Departmental Accounts  :

Meaning of Departmental Accounts, preparation of departmental Trading and Profit & Loss account, Balance sheet and inter-departmental transfers (at cost & invoice Price), Calculation of unrealized profits is included.  

       




(10-12 lectures - 20 marks)

Unit IV :   Accounting for Shares    :

 SHARES

Meaning, kinds of shares, issue of shares, terms of issues, accounting entries, Issue of shares at premium, at discount, at par for consideration other than cash, pro-rata allotment, calls in arrears, calls in advance, interest on calls in advance, forfeiture, reissue-partly and fully, issue of bonus shares and Book building (for Theory only).

            







(15-17 lectures - 20 marks)

Three years B.Com Degree Programme

Semester I

Geography Paper I – Geography of  Resources

Objectives :

1. To provide an overview of resource geography and its interface with environment.

2. To provide an understanding of the existing reality of resources, utilization, depletion and

  sustainability.

3. To be aware of the spatial and structural dimensions of population.

4. To understand the primary, secondary and tertiary activities and their role in developmental

           aspects
5. To provide the knowledge of locational aspects of Tertiary activities.

6. To create an awareness of geo-political space with reference to trade.

7. To provide physical and cultural aspects of Goa.

8. To introduce GIS, its basic elements and areas of application of GIS (to the students of

           Commerce) in Business studies.

9. To provide Geographic knowledge and information to the students of Commerce to prepare

           for the competitive exams.

	UNIT
	TOPIC
	MARKS
	TOTAL

	I
	A) Introduction, Nature and scope of economic and commercial activities, Its inter-relationship with Geography and Environment, Basis of economic and commercial activities, principle of comparative territorial advantage (physical, economic and technological)

B) Resources : A conceptual background, classification, development and related problems - Resource conservation, its need and methods with special reference to natural vegetation, soil, water and mineral resources.
	12

8
	20

	II
	Study of World Resources

A) Human Resources : Meaning and importance, factor affecting the distribution, population growth and its implication on commercial activities, Migration, causes and effects, population and resource relationship.

B) Natural resources :

i) Forests – Direct and Indirect uses, classification, comparative study of Tropical and Temperate forests and their commercial viability, status of forestry in India.

ii) Marine Resources – Fisheries, Factors affecting fisheries and Fish processing units, major fishing grounds, status of fisheries in India.

iii) Minerals – Exhaustible and inexhaustible minerals, Distribution and trade in Iron ore, Manganese and Bauxite.

iv) Energy Resources – Merits & Demerits and geographical distribution of coal, petroleum, hydro-electricity, nuclear and non-conventional energy resources. (Solar, Biomass, Wind, Tidal, Geothermal)


	15

09

08

08

10


	50

	III
	Resource Utilization

Agriculture : Factors affecting, types-subsistence and commercial, Plantation, horticulture, sericulture, poultry and diary framing, status of agriculture in Indian economy.

Manufacturing : Location factors, distribution, problems and comparative study of 

i) Iron and steel Industry (India and Germany)

ii) Shipbuilding Industry (India and Japan)

iii) Electronic Industry (India and China)

iv) Cotton Textiles Industry (India and U.S.A)
	20

10
	30


Three years B.Com Degree Programme

Semester II

Geography Paper II : Geography of  Tertiary Activities and Regional Geography of Goa

	UNIT
	TOPIC
	MARKS
	TOTAL

	I


	The study of locational analysis with special reference to :

i) Theoretical frame work of Christaller’s Central Place Theory.

ii) Alfred Weber’s Theory of Industrial Location.

iii) A. Losch’s theory of special marginal profitability
	10

06

04
	20

	II
	Spatial study of commercial activities

i) Transport – Geographic importance and world ocean routes with special reference to North Atlantic, Suez Canal, Panama Canal, South Atlantic and Cape route.

ii) International Trade – Factors, Types, Patterns of Trade, Trade blocks – W.T.O., SAARC, ASEAN, EU, OPEC, External trade policies of India.

iii) Locational Study of : Wholesaling an Retailing.

a) Wholesaling – Types, location of wholesaling in city, Relationship 

                         between wholesaling and C.B.D. location of wholesaling districts                                                           in cities.

b) Retailing – Types, locational aspects of retailing-general & special         

                        accessibility. Consumer travel behaviour and retailing.

                        Trade policies : Evolution of daily market

iv) Tourism – Meaning and Definition, Types of tourism, factors favouring tourism, Touism as an Industry, prospectus and consequences of tourism, present trends in world tourism.
	06

15

09

10

10
	50

	III
	A) G.I.S. (Geographical Information System) in Business Studies.

Introduction to G.I.S. and is application in land use planning and service centers. Satellite imageries and its relevance in resource planning and development.
	10
	10

	IV
	Regional study of Goa.

A) Physical background – location, Physiography, Rivers, Climate, Forests and Soils.

B) Study of Goa’s economy, Agriculture, Mining, Fishing, Manufacturing Industries, Tourism, Transport and Trade.
	10

10
	20


Books for study and reference

	BOOK NAME
	AUTHOR

	Geography of Resource

Geography of Resource
	R. N. Tikka

B. S. Negi

	Economic Geography

Commercial Geography
	Roger & Hodder

P. G. Sindhe

	Economic Geography
	Roy Prathwish Mukharjee

	Resource Geography
	Majid Husain

	Economic Geography
	Jones & Darkenwald

	Economic Geography
	Hartshorn & Alexander

	Economic & Commercial Geography
	T. C. Sharma & O. Coutinho

	Commercial Geography
	Nimkar Suresh & Choudhari

	Economic Geography
	S. K. Sadhukhan

	Economic & Commercial Geography
	B. S. Negi

	Commercial Geography
	M. H. Ajawani

	Fish Curry and Rice
	Alvares Claude

	Goa
	Richard J. M.

	Goa : Images & Perceptions
	Pinto Celsa

	Goa : The Rome of the Orient
	Mowli V. C. & Rao V. J. N.

	Concepts & Mis-Concepts
	Angle Prabhakar

	The Rome of the Orient
	Mowli V. C. & Rao V. J. N.

	An Economic Update
	Angle Prabhakar S.

	Major Crops of Goa
	Fernandes Olavio & Kakode

	Nest & Wins Guide to Goa
	Agarwala A. P

	Legends of Goa
	Esa Mario Cabral

	Essay on Goan Culture
	Newman Robert S.

	In to the Main Steam
	Saksena R. N.

	Society in Goa
	Phal S. R.

	Techno Economic Survey of Goa
	National Council of Applied Economics

	Directory
	GCCI

	Regional Plan of Goa
	Govt. of Goa

	Census Reports (Goa)
	Govt. of Goa

	Statistical Pocket Book
	Govt. Press of Goa

	Gazetteer – Goa
	V. T. Gune

	Geographic Information Systems :

Principles and Application
	Maquire D. J. M. F. Goodchild, D. W. Rhind

	Introductory reading in Geographic 

Information Systems.
	Peuquet D. J.

D. F. Marble


Three years B. Com Degree Programme

Semester I

Mathematics Paper I : Mathematical Techniques I
I.     -
 Mathematical  Logic


                      7 lectures  
  ;        12 marks

1.1 Logical statement and Truth tables

1.2 Concept of Negation

1.3 Compound statement

1.4 Conditional and Bi-conditional statements

1.5 Tautology and Contradiction

1.6 Validity of argument (for three statements only and using truth tables)

II.    -
 Elements of Set Theory



                        8 lectures      ;        12 marks

2.1 Quadratic Equation, Solution of general quadratic equation 



 ax2  + bx + c=0  (Statement only)

2.2         Sets : Definition, representation of sets 

-  Roster Method and Rule Method

2.3         Types of Sets  :  finite and infinite  sets, null set, singleton set, examples

2.4         Subset, Union, Intersection, Complement and Difference of Sets, Power  

                Sets

2.5 Venn diagrams

2.6 De Morgan’s Laws, Verification by examples  and Venn   diagram

2.7 Number of elements in a set, results involving number of elements (upto 

               three sets) and problems based on these results.

               III.  -
 Permutations and Combinations



                         8 lectures       ;            18 marks

3.1 Permutations

3.1.1
Fundamental Principle    (Statement only)

3.1.2 Factorial notation

3.1.3 Definition of Permutation

3.1.4 Number of permutations of   n   different things taken   r   at a time

3.1.5 Permutations with repetition

3.2
Combinations

3.2.1 Definition of Combination

3.2.2 Number of combinations of   n  things taken   r  at a time (No proof for results)

               IV.  -
Binomial Theorem
  



                          5 lectures       ;              10 marks

4.1

Indices, Laws of Indices

4.2        Binomial expansion for positive integral index (statement only)

4.3 General Term in the Binomial Expansion

4.4 Problems using Binomial expansion and general term

V.   -
Progressions

                                      8 lectures         ;               16 marks

5.1
Arithmetic Progression   (A.P.)

5.1.1 Definition of an A.P.

5.1.2 Formula for the nth term of an A.P.

5.1.3 A.P. with finite number of terms

5.1.4 Sum to  n   terms of an A.P.

5.1.5 Application of the results to life problems

5.2
Geometric Progression   (G.P.)

5.2.1 Definition of a G.P.

5.2.2 Formula for the nth term of a G.P.

5.2.3 G.P. with finite number of terms

5.2.4 Sum to n  terms of a G.P.

5.2.5 Application of the results to life problems

VI.    -   Determinants

          11 lectures      ;           16 marks

6.1
Meaning

6.2
Order – Fundamental Concepts, Minor, Co-factor

6.3
Expansion

6.4
Value

6.5      
Application

6.5.1
Solution of Linear simultaneous equations (Cramer’s rule)

6.5.2
Consistency of Linear equations

6.6
Properties of Determinants

VII.
-
Matrices

                                     11 lectures    ;        16 marks

7.1
Definition

7.2
Notation

7.3
Types  of Matrices

7.4
Algebra  of Matrices – Negative, Transpose, Equality, Addition and   

               Subtraction, Scalar multiplication, Matrix Multiplication
         

7.5
Divisors of Zero

7.6
Adjoint and Inverse of a matrix

7.7
Solution of system of  linear equations by matrix inverse method  

               X = A-1  B   (2 variables only)

Three years B. Com Degree Programme

SEMESTER  II

Mathematics Paper II : Mathematical Techniques II

I.     -     The Straight  Line




                    8 lectures    ;       25 marks

1.1 Rectangular Cartesian Co-ordinate System

1.2 Section Formula, Distance Formula

1.3 Slope and straight lines parallel to the axes

1.4 Equations of Lines in slope point form, two points form, slope intercept form, two intercepts form



1.5 General Equation of a Line

1.6 Intersection of two lines

1.7 Concurrency of Lines

1.8 Graphs of Linear equations and inequalities

1.9 Graphical  solution to simple linear programming problems with two 

               variables


II.   -       Relations and Functions




                       4 lectures    ;       6 marks

2.1 Ordered  Pair

2.2 Cartesian Product

2.3 Relation :  Domain, Co-domain  and range

2.4 Functions – Types of functions

2.5 Algebra of functions


III.     -     Limits and Continuity


                          5 lectures  ;       8 marks

3.1 Definition

3.2 Operations of finding limits, Algebra of limits, examples

3.3 Concept of continuity  and examples

    IV.    -      Derivatives and their Applications
                                          12 lectures   ;       22 marks


4.1
Concept of derivatives


4.2
Standard Forms, Algebra of derivatives

4.3
Derivative of composite Function

4.4
Higher order derivatives

4.5
Applications

4.5.1
Total cost function, total revenue function

4.5.2
Elasticity of demand and supply

4.5.3
Increasing and decreasing function / Sign of derivatives (economic 

              applications)

4.5.4
Maxima and minima (economic applications)

V.     -     Integration  and Applications





                              10 lectures      ;     16 marks 

5.1 Definition

5.2 Standard  forms  xn,      e x ,      ax  ,      1

                                                                     x

5.3 Integral  of   f(x)  +  g(x)  and   kf (x)

5.4 Integral of (ax+b) n,  e ax+b    k ax+b,      1



               ax+b

5.5 Applications

5.5.1
Economic applications : Total cost function, Total Revenue function


5.5.2 Definite Integration

5.5.3 Area under a curve (formula only)

5.5.4 Consumer’s surplus and Producer’s surplus

               VI.    - 
 Partial  Derivatives

                                       5 lectures      ;    8 marks

6.1 Definition

6.2 Partial derivatives of first and second order

6.3 Economic applications : Demand function, Utility function, Production


function

               VII.  -    Mathematics  of Finance


                                        6 lectures    ;      15 marks

7.1
Laws of Logarithms and Common Logarithms (No questions to be asked)

7.2
Simple interest, Compound interest  compounded annually, six monthly,


quarterly, monthly and daily

7.3
Effective rate of interest, Present value of compounded amount after n 

               years

7.4
Ordinary annuity, Present value of ordinary annuity, Sinking fund

Books for study and reference :

1. A text book in Mathematical Techniques

 
by A.G. Jumde, M.E. Rebello e Abranches, S.G. Chitale, N.A. Joshi,

Publishers:  Sheth Publishers

2. Business Mathematics by M.L. Vaidya and A.V. Deshpande


Publishers :  Manisha Prakashan

3. Business Mathematics by A.N. Bapat, D.L. Rana


Publishers : Menan Prakashan

4. Business Mathematics by Faiyaz Gawal and S.V. Kelkar


Publishers : Reliable Publication

5. Basic Mathematics for Commerce by N.K. Shah


Publishers : Sheth Publishers

6. Business Mathematics by S. Saha (for ICWAI  Intermediate Course)


Publishers :  New Central Book Agency

7. Business Mathematics by Dr. Amarnath Dikshit and Dr. Jinendra Kumar Jain


Publishers : Himalaya Publishing House

8. Mathematics and Statistics by Ajay Goel and Alka Goel

Three years B. Com Degree Programme

Semester I

Commerce Paper I : Principles of Management I

I - Concept of Management





10-12 lectures (25 marks)

Meaning and definition of management,

Features of management

Importance of Management

Management and administration

Management as an Art, Management as Science, Management as a Profession, Status of Management in   

      India today

Levels of Management for Commercial Enterprises

Functions of a Manager

Japanese, European, American  style of Management an overview.

II - Management Process


16-18 lectures (25 marks)

Nature of management process --- continuity, circular, social and composite


Management Functions
Planning, Organizing, Staffing, Directing,

(Communication-Motivation-Leadership), Coordinating, Controlling 

Fayol’s Principles of Management - Meaning and Need, Revelance of Fayol’s Principles.

Features of Management principles - Universality, Dynamic, Relative, Human nature

Development of Management Thought – Classical approach, Behavioural approach, Quantitative approach, Systems approach and Contingency approach, conceptual understanding only.
III - Planning
    
5-6 lectures (15 marks)

Meaning and definition of planning, components in brief

Forms of Planning - Strategic planning and Tactical planning

Steps in planning

BenefIts and limitations of planning

Guidelines for making planning effective

IV – Organization






6-8 lectures (20 marks)

Concept of Organization 

        Principles of Organization

        Formal and Informal Organization

        Meaning and Importance of Departmentation

        Centralisation & Decentralisation, meaning, advantages, disadvantages

 V  - Decision Making





5-6 lectures (15 marks)
Meaning and features of decision-making


Types of managerial decisions

Steps in decision making process

Rationality

Creativity of Decision- making

Three years B. Com Degree Programme

SEMESTER II

Commerce Paper II: Principles of Management II

I  - Staffing and Training





8-10 lectures (20 marks)

Importance and need for proper staffing

Manpower planning, meaning, steps

Recruitment, meaning and sources

Selection procedure

Types of Training programmes

Meaning of Training, importance

Training methods - Training methods for operatives and training methods for managers

II –  Direction






14-16 lectures (20 marks)

Meaning and Nature of Direction

Principles of Direction

Meaning and Importance of Motivation

Theories of Motivation (Maslows need hierarchy theory, Herzberg's two factor theory, McGregor's theory X and theory Y)

Nature of Morale

Relationship between Morale and Productivity

III  - Leadership






10-12 lectures (20 marks)

Meaning of leader, leadership sources & power of leader

Leadership styles, Theories of Leadership (Trait, Behavioural, Situational) Grid

IV – Communication


6-8 lectures (20 marks)​

Meaning and Nature of Communication

Process of Communication

Formal Communication

Informal Communication

Forms of Communication - Oral, written and Non- Verbal Communication 

Barriers to Communication

Measures to overcome barriers

V  - Managerial Control





10-12 lectures (20 marks)

  Concept of Managerial control

  Importance of Control

  Need for control

  Steps in a control process --- Establishing standards, measuring and

  comparing actual results against standards, taking corrective action

  Problems in the control process

  Essentials of effective control systems
