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VISION

Sunbeam College envisions to develop culturally rooted, globally oriented, self-reliant women committed to achieve excellence through duty, devotion and discipline.
MISSION

 To reinforce duty, devotion towards the society and the Nation, thereafter keeping with the essence of discipline in one's life.
 To make students sensitive about social concerns, human rights and thus help them being an eco-conscious individual.
 To educate the women of tomorrow, through teaching- learning exchange programmes, researches and extension activities.
 To pursue student centric learning for self- development & skill development.
 To equip and empower students with relevant knowledge, competence, value and creativity to face global challenges.
 To facilitate young women to come up with leadership, self-pride and identity in order to become the change makers of the society.
 To inculcate skills and practices that help students become culturally rooted, globally oriented and self-reliant.


DEPARTMENT OF COMMERCE

VISION

To create visionary professionals in Commerce, and entrepreneurs enriched with innovation and leadership.
MISSION

· To enable holistic and value-based development of students’ personality with a humane and global outlook which ultimately enhances their employability.
· To nurture and motivate students to exploit their full potential of required skills for self-employment.
· Empowering students with all the knowledge and guidance in the specialized field of commerce.
· To provide contextually relevant commerce education in order to prepare students for higher education in business, commerce and industry.
· To impart state-of -the-art knowledge in all branches of commerce.
· To develop a global perspective amongst the students through value-based education for social transformation.




BACHELOR OF COMMERCE (B.COM.)
PROGRAMME OUTCOMES
The career options for students pursuing B.Com. Programme is vast and candidates will always have interesting profiles to work at if they play to their strengths. While many B.Com. Graduates may choose the much tried and tested path of CA, CS, CMA and other related fields of study, one has ample opportunity to choose an out-of-the-box career option, as one in travel and hospitality, media and telecommunications depending on the path and degree one chooses.
PROGRAMME SPECIFIC OUTCOMES
· Earning a graduate degree of commerce (B.Com.) is evidence of persistence, determination, intellectual prowess, and the ability to handle challenging environments all of which are sought-after qualities for individuals filling manager and director positions. 
· An employee who has demonstrated success in a long- term situation that requires stamina, discipline, leadership, and the ability to work well with others is going to be in line for growth opportunities within his or her organization. 
· B.Com. graduate after completion of course can choose to work in job profile option available to them depending on their caliber and interest area such as Accountant, Auditor, Consultant, Company Secretary, Business Analyst, Finance Officer, Sales Analyst, Junior Analyst, Tax Accountant, Stock Broker, Economist, and Business Development Trainee and so on to explore.



COURSE STRUCTURE FOR
BACHELOR OF COMMERCE (B.COM.)
The students of the B.COM. shall be examined in the following subjects in accordance with the syllabi prescribed hereunder: 
SEMESTER-III

	Papers
	Course Paper
	Credits
	Semester Examination (Marks)
	Internal Examination (Marks)

	Major 1
	Company Law
	6
	75
	25

	Major 2
	Cost Accounting
	6
	75
	25

	Vocational
	Psychological Testing/ 
Marketing & Salesmanship 
	3
	75
	25

	Co-curricular
	Analytical Ability & Digital Awareness
	2
	75
	25



SEMESTER – IV

	Papers
	Course Paper
	Credits
	Semester Examination (Marks)
	Internal Examination (Marks)

	Major 1
	Fundamentals of Marketing
	4
	75
	25

	
	Digital Marketing (Practical)
	2
	75
	25

	Major 2
	Income Tax Law & Accounts
	6
	75
	25

	Minor
	Fundamentals of Entrepreneurship
	6
	75
	25

	Co-curricular
	General Hindi
	2
	75
	25

	
	Research Project 
	3
	
	





Academic Calendar for the Session 2025-26
Date sheet for Internal Assessment 
SEMESTER-III
	Name of Subjects
	Mid Term

	Psychological Testing/ Marketing & Salesmanship 
	17/11/2025

	Analytical Ability & Digital Awareness
	17/11/2025

	Company Law
	18/11/2025

	Cost Accounting
	18/11/2025




SEMESTER – IV
	Name of Subjects
	Mid Term

	General Hindi (Co-Curricular)
	20/04/2026

	Fundamentals of Entrepreneurship (Minor)
	20/04/2026

	Income Tax Law & Accounts
	21/04/2026

	Fundamentals of Marketing
	21/04/2026

	  Digital Marketing (Practical)
	22/04/2026



Important Dates

Semester III
· [bookmark: _Hlk167629760]17/11/2025: Mid Term begins.  
· 29/11/2025: Parents – Professor Meet (PPM) & Report Card Distribution. 

Semester IV
· 20/04/2026: Mid Term begins.   
· 02/05/2026: Parents – Professor Meet (PPM) & Report Card Distribution. 

“All the Best”











B.COM. - III Semester












Course Name I: COMPANY LAW
Credits: 6                                                                                                       Max. Marks:25+75
Passing Marks: 10+25
Course Outcomes: 
· Understand the terms and laws related to Indian Companies Act, 2013.
· Learn about the concepts related to share capital, issue, allotment and transfer of shares and analyse the concepts of capital management.
· Evaluate the appointment, duties and working of management of a company and holding of company meetings.
· Recognise and analyse the majority powers and minority rights and mismanagement and comprehend the procedure of winding up of a company.

	Month
	W. Days
	Topics to be covered

	August’ 25
	24
	Unit I
Indian Companies Act 2013: Nature and Types Of Companies, Conversion Of Public Companies Into Private Company's And Vice Versa. Formation, Promotion And Incorporation Of Companies, Memorandum Of Association; Article Of Association; Prospectus.

	
	
	Activity: Presentation by the students on “Hypothetical Prospectus”
Objective: To create the interest among the students about the law regulating the formation and promotion of the company.
Methodology: PPT Presentation

	September’ 25
	22
	Unit II
Shares: Types, Share Capital-Kinds; Allotment Of Shares; Members – Categories, Modes Of Acquiring Membership, Rights And Liabilities; Transfer And Transmission- Difference, Methods Of Borrowing, Debentures, Mortgages And Charges - Fixed And Floating.

	October’ 25
	18
	Unit III
Management: Directors, Types And Number Of Directors, Managing Director, Whole Time Director – Appointment, Qualifications And Disqualification, Duties, Vacation, Resignation And Removal, Company Meetings- Kinds, Quorum, Voting, Resolution, Minutes

	
	
	Activity: Moot Court Activity 
Objective: To learn the application of Articles in the court procedures
Methodology: Experiential learning

	November’ 25




	24
	Unit IV
Majority Powers and Minority Rights: Protection of Minority Rights; Prevention of Oppression And Management. Mismanagement, Winding Up-Kinds and Conduct-Petition for Winding Up, Appointment of Official Liquidator and Duties. 
Revision & Internal Examination



Suggested Readings:
1. Kapoor GK A Dhamija Sanjay Company Law Comprehensive Textbook On Companies Act 2013 Taxmann Publication. 
2. Singh Avtar Company Law Delhi India Eastern Book Company Bharat Law House. 
3. Gupta Company Adhiniyam Sahitya Bhawan Publication (Hindi and English).
4. Maheshwari SN And SK Maheshwari A Manual Of Business Law 2nd Edition Himalaya Publishing House.
Note- Latest edition of the text books should be used.
------------




Course Name II: COST ACCOUNTING
Credits: 6                                                                                                    Max. Marks:25+75
Passing Marks: 10+25
Course Outcomes: 
· Understand the concepts, elements and scope of Cost Accounting.
· Learn the application and creation of Accounting of Labour and overheads in business decision.
· Recognise and apply different forms of cost ascertainment in business decision.
· Understand the creation and application of operating costing, process costing, cost records and reconciliation of cost and financial accounting.
	Month
	W. Days
	Topics to be covered

	August’ 25
	24
	Unit I
Introduction: Nature, Scope and Advantages of Cost Accounting, Installation of Costing System, Difference between Cost and Financial Accounting, Classification of Costs. Material: Purchase, Storage and Control of Material, Stock Levels, Inventory, Control Techniques. Methods of Pricing Material Issues.

	
	
	Activity: Flip Class on Installation of Costing System in different manufacturing units.
Objective: To understand concept Installation of Costing System
Methodology: Flip Class

	September’ 25
	22
	Unit II
Labour: Meaning and Components of Labour Cost. Concept, Accounting and Control of Idle time and Overtime. Methods of Wage Payment and Incentive Plans, Labour Turnover. Overheads: Collection, Classification, Allocation, Apportionment and Absorption of Overheads (Primary and Secondary Distribution), Machine Hour Rate

	October’ 25
	18
	Unit III
Unit Output Costing: Concept of and Need for Unit Output Costing; Preparation of Cost Sheet and Tender Price; Preparation of Reconciliation Statement.

	
	
	Activity: Industrial Visit to Parle-G & preparation of the report.
Objective: To help the students understand the process of product costing.
Methodology: Educational Visit

	November’ 25
	24
	Unit IV
Process Costing: Preparation of Process Accounts; Treatment of Normal and Abnormal Wastage; Treatment of Joint Product and By-product; Contract Costing: Preparation of Contract Account, Determination of Profit on Completed and Uncompleted Contracts; Operating Costing. 
Revision & Internal Examination


Suggested Readings:
1. Jain S.P. and Narang K.L: Cost Accounting; Kalyani New Delhi.;
1. Maheshwari S.N: Advanced Problems and Solutions in Cost Accounting; Sultan Chand, New Delhi. (Hindi and English).
1. Tulsan P.C; Practical Costing: Vikas, New Delhi
1. Garg A. K.; Cost Accounting: An Analytical Study, Swati Publication, Meerut


Course Name-III: VOCATIONAL/ SKILL DEVELOPMENT
Any one subject:
1. Marketing & Salesmanship
2. Psychological Testing

MARKETING & SALESMANSHIP
Credits: 3                                                                                                   Max. Marks:25+75
 Passing Marks: 10+30
Course Outcomes: 
After the completion of the course, the students will 

CO 1: Understand about the concept of Marketing and Market segmentation.
CO 2: Understand concept of Marketing Mix.
CO 3: Apply art of Salesmanship.
CO 4: Understand Personal Selling concepts.

	Month
	W. Days
	Topics to be covered

	August’ 25
	24
	Unit I
Introduction to Market & Marketing: Meaning & Definition of Market, Classification of Markets.
Marketing Concepts: Traditional & Modern, Importance & Functions of Marketing  

	
	
	Activity: Presentation on various forms of market
Objective: To create an understanding about various existing classifications of markets in the economy.
Methodology: Group of 4 student’s PPT Presentation  

	September’ 25
	22

	Unit II
Market Segmentation: Meaning & Definition of Market Segmentation, Importance, Limitation & bases for Segmentation
Marketing Mix: Meaning & Definition of Marketing Mix, Importance & Elements of Marketing Mix- Product, price, Promotion and Place.

	October’ 25
	18
	Unit III
Salesmanship: Meaning & Definition of Salesmanship, Features, Scope, Utility & Elements of Salesmanship.
Selling Process: Stages of Selling Process & approaches.

	November’ 25
	24
	Unit IV
Personal Selling: Meaning & Definition, Selling as a Career, Classification of Successful Salesperson, Functions & Qualities of Salesperson

	
	
	Activity: Assignment on Steps of Selling Process 
Objective: To create an understanding about selling process.
Methodology:  Written Assignment

	
	
	Revision & Internal Examination







Suggested Readings:
1. Cundiff, Still & Govani: Basic Marketing, Decisions and Strategies
1. Philip Kotler: Marketing Management
1. Philip Kotler: Principles of Marketing
1. Ramaswami & Nama Kumari: Viparan Prabandh
1. Ajit Kumar Shukla: Marketing Management
1. Ajit Kumar Shukla: Services Marketing
1. Tapan K. Panda: Sales & Distribution Management
1. PK Sahu & KC Raut: Salesmanship & Sales Management

Latest edition of the text books should be used.




PSYCHOLOGICAL TESTING
Credits: 3                                                                                                   Max. Marks :25+75
 Passing Marks: 10+30
Course Outcomes:
After completion of the course the students will be able to-
CO1: Understand test construction, standardization, reliability, and validity.
CO2: Administer, score, and interpret various psychological tests.
CO3: Recognize and address ethical and cultural issues in testing.
CO4: Analyze and critique the strengths and limitations of psychological tests.

	Month
	W. Days
	Topics to be covered

	August’ 25
	24
	UNIT-I
Introduction to Psychological testing
Definition, meaning and nature of testing,
Differences between testing and measurement,
Difference between testing and experiment,
Objective of psychological testing, Utility of psychological testing.

	
	
	Activity: Flip class on the topic “Types of Psychological Testing”.  
Objective: To develop the capabilities of learning and understanding over the topic.
Methodology: Flip class

	September’ 25
	22
	UNIT-II
Intelligence test: Introduction and utility of intelligence test.
Personality test, Interest test, Attitude test, Achievement test

	
	
	Activity: Workshop on Intelligence test, Interest test, Personality Test, Attitude test & Achievement test
Objective: To develop the skill of demonstrating & analyzing the psychological tests.
Methodology: Practical learning

	October’ 25
	18
	UNIT-III
Objective test: Definition, nature, characteristics and utility. 
M.M.P.I.-2, E.P.Q.,

	November’ 25
	24
	UNIT-IV
Projective test: Nature, characteristics and utility. T.A.T., 
Type – A Behaviour, Alienation, Adjustment.  

	
	
	Revision & Internal Examination





Suggested Readings:
1. Cundiff, Still & Govani: Basic Marketing, Decisions and Strategies.
1. Philip Kotler: Marketing Management.
1. Philip Kotler: Principles of Marketing.
1. Ramaswami & Nama Kumari: Viparan Prabandh.
1. Ajit Kumar Shukla: Viparan Prabandh.
1. Ajit Kumar Shukla: Marketing Management.
1. Ajit Kumar Shukla: Services Marketing.
1. Tapan K. Panda: Sales & Distribution Management.
Latest edition of the text books should be used.


Course Name IV: Co- Curricular
Course Title: Human Values and Environmental studies
Credits: 2                                                                                                 	 Max. Marks: 100
Min. Marks: 40

Course outcomes: 
The mission of the course on Human Values and Environmental Studies is to create morally articulate solutions to be truthful and just and to become responsible towards humanity. The course seeks to establish a continuous interest in the learners to improve their thought process with intent to develop a new generation of responsible citizens capable of addressing complex challenges faced by the society due to disruptions in human interactions effecting human values. This course works towards :
· Building fundamental knowledge of the interplay of markets, ethics, and law.
· Look at various challenges faced by individual to counter unethical issues.
· Look at core concepts for business ethics.
· Look at core concepts of anti-corruption. 
· Look at core concepts for a morally articulate solution evolver to management issues in general.
· Issues of sustainable development for a better environment. 
· To know how environmental degradation has taken place.
· Be aware of negotiations and international efforts to save environment.
· How to develop sustainably? 
· Efforts taken up by UN in Sustainable Development. Department of Higher Education U.P. Government, Lucknow. 
· Efforts taken by India in Sustainable Development.
· The course intends to create a sense of how to be more responsible towards the environment. Upon finishing of the course students will be able to come up with using ethical reasoning for decision making and frame ethical issues as well as operationalize ethical choices. The course integrates various facets of human values and environment.

	Month
	W. Days
	Topics to be covered

	August’ 25
	24
	Unit I
Human Values- Introduction- Values, Characteristics, Types , Developing Value system in Indian Organisation , Values in Business Management , value based Organisation , Trans –cultural Human values in Management. Swami Vivekananda's philosophy of Character Building, Gandhi's concept of Seven Sins, APJ Abdul Kalam view on role of parents and Teachers. 
Human Values and Present Practices – Issues: Corruption and Bribe , Privacy Policy in Web and Social Media, Cyber threats ,Online Shopping etc. Remedies UK Bribery Act, Introduction to sustainable policies and practices in Indian Economy. Principles of Ethics Secular and Spiritual Values in Management- Introduction- Secular and Spiritual values, features, Levels of value Implementation. Features of spiritual Values, Corporate Social Responsibility- Nature, Levels, Phases and Models of CSR, Corporate Governance. CSR and Modern Business Tycoons Ratan Tata, Azim Premji and Bill Gates.

	September’ 25
	22
	Unit II
Holistic Approach in Decision making- Decision making, the decision-making process, The Bhagavad Gita: Techniques in Management, Dharma and Holistic Management. 
Discussion through Dilemmas – Dilemmas in Marketing and Pharma Organisations, moving from Public to Private – monopoly context, Dilemma of privatisation, Dilemma on liberalization, Dilemma on social media and cyber security, Dilemma on Organic food , Dilemma on standardization ,Dilemma on Quality standards. 
Case Studies

	October’ 25
	18
	Unit III
Ecosystem: Concept, structure & functions of ecosystem : producer, consumer, decomposer, foodweb, food chain, energy flow, Ecological pyramids Conservation of Biodiversity- In-situ & Ex- situ conservation of biodiversity, Role of individual in Pollution control Human Population & Environment Sustainable Development India and UN Sustainable Development Goals Concept of circular economy and entrepreneurship

	November’ 25
	24
	Unit IV
Environmental Laws? International Advancements in Environmental Conservation Role of National Green Tribunal Air Quality Index 8 Importance of Indian Traditional knowledge on environment Bio assessment of Environmental Quality Environmental Management System Environmental Impact Assessment and Environmental          
Revision & Internal Examination

	
	
	Activity: Power point presentation on Biodiversity conservation
Objective: To understand about the biodiversity and different type of conservation
Methodology: PPT Presentation



Suggested readings:
1. A foundation course in Human Values and Professional Ethics by RR. Gaur, R. Sangal.  
2. JUSTICE: What's the Right Thing to Do? Michael J. Sandel. 
3. Human Values by A. N. Tripathi New Age International.
4. Environmental Management by N.K. Uberoi. 
5. https://www.un.org/sustainabledevelopment/sustainable-development-goals.
6. https://www.india.gov.in/my-government/schemes. 
7. https://www.legislation.gov.uk/ukpga/2010/23/contents.
8. Daniel Kahneman, Thinking, Fast and Slow; Allen Lane Nov 2011 ISBN: 9780141918921.

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
















 B.COM. –IV Semester

		


Course Name I: FUNDAMENTALS OF MARKETING
Credits: 4                                                                               			Max. Marks: 25+75
  								              Passing Marks: 10+25                                                              

Course Outcomes: 
· To understand the concepts and components of marketing and identify the scope of marketing.
· To evaluate the steps and parts of product planning and pricing mechanism.
· To appraise the role of middlemen in marketing and understand the process of inventory management and logistics.
· To understand promotion-mix and develop salesmanship skills among students.
	Month
	W. Days
	Topics to be covered

	February’ 26
	23
	Unit I
Introduction: Nature, scope and importance of marketing; Evolution of marketing concepts; Marketing mix; Marketing environment. Micro and Macro environmental factors. 
Consumer Behaviour – An Overview: Consumer buying process; Factors influencing consumer buying decisions

	
	
	Activity: Make an assignment on factors influencing consumer buying behavior 
Objective: To develop an understanding about consumer buying behavior
Methodology: Written Assignment

	March’ 26
	20
	Unit II
Market Selection: Market segmentation – concept, importance and bases; Target market selection; Positioning concept, importance and bases; Product differentiation vs. market segmentation. 
Product: Meaning and importance. Product classifications; Concept of product mix; Branding, 
packaging and labelling; After-sales services; Product life-cycle; New Product Development.

	
	
	Activity: Visit to Industry & preparation of the report on their marketing style
Objective: To attain practical understanding about market segmentation
Methodology: Educational Visit

	April’ 26
	24
	Unit III
Pricing: Significance; Factors affecting price of a product; Major pricing methods; Pricing policies and strategies. 
Promotion: Nature and importance of promotion; Promotion Tools: advertising, personal selling, public relations; sales promotion and publicity – concept and their distinctive characteristics; Promotion mix; Factors affecting promotion mix decisions; and Integrated Marketing Communication Approach.

	May’ 26
	25
	Unit IV
Distribution: Channels of distribution - meaning and importance; Types of distribution channels; Wholesaling and retailing; Factors affecting choice of distribution channel; Distribution Logistics; Meaning, importance and decisions. 
Retailing: Types of retailing – store based and non-store based retailing, chain stores, specialty stores, supermarkets, retail vending machines, mail order houses, retail cooperatives; Management of retailing operations: an overview; Retailing in India: changing scenario. 
Recent developments in marketing: Social Marketing, Online Marketing, Direct Marketing, Services Marketing, Green Marketing, Relationship Marketing, Rural marketing.
Revision & Internal Examination


Suggested Readings:
1. Kotler, Philip; Keller, Kevin Lane; Koshy, Abraham, and Mithileshwar Jha, Marketing Management: A South Asian Perspective, Pearson Education. 
2. Palmer, Adrian, Introduction to Marketing, Oxford University Press, UK 
3. Lamb, Charles W.; Hair, Joseph F., and Carl McDaniel, Principles of Marketing, South Western Publishing, Ohio 
4. Chhabra, T.N., Principles of Marketing, Sun India Publication. 
5. Kumar, Arun & N. Meenakshi, Marketing Management, Vikas Publications. (Hindi and English)
6. McCarthy, E. Jerome., and William D. Perreault, Basic Marketing, Richard D. Irwin. 
7. Pride, William M., and D.C. Ferell, Marketing: Planning, Implementation & Control, Cengage Learning.
8. Majaro, Simon, The Essence of Marketing, Prentice Hall, New Delhi. 
9. Zikmund, William G. and Michael D’Amico, Marketing: Creating and Keeping Customers in an E-Commerce World, Thomson Learning. 
10. Etzel, Michael J., Walker, Bruce J., Staton, William J., and Ajay Pandit, Marketing Concepts and Cases, Tata McGraw Hill (Special Indian Edition). 
11. McCarthy, E. Jerome; Cannon, Joseph P., and William D. Perrault, Jr., Basic Marketing: A Managerial Approach, McGraw Hills.

Latest edition of the text books should be used.






Course Name II: DIGITAL MARKETING (PRACTICAL)
Credits: 2                                                                              		 	 
		
Course Outcomes: 
· Ability to understand the concept of Digital Marketing along with the basic forms and norms of Digital Marketing.
· Ability to understand the terminologies associated with the field of Digital Marketing and control along with their relevance.
· Ability to identify the appropriate method and techniques of Digital Marketing for solving different problems.
· Ability to apply basic Digital Marketing principles to solve business and industry related issues and problems.
· Ability to understand the concept of Budgetary Control, Cash Flow Statement, Fund Flow Statement, Break Even Analysis etc.
	Month
	W. Days
	Topics to be covered

	February’ 26
	23
	Unit I
Introduction of the digital marketing, Digital vs. Real Marketing, Digital Marketing Channels, Creating initial digital marketing plan, Content management, SWOT analysis, Target group analysis.

	March’ 26
	20
	Unit II
Web design, Optimization of Web sites, MS Expression Web, Creating web sites, SEO Optimization, Writing the SEO content, Writing the SEO content, Google Ad Words- creating accounts, Google Ad Words- types.

	April’ 26
	24
	Unit III
Introduction to CRM, CRM platform, CRM models, CRM strategy, Introduction to Web analytics, Web analytics – levels, Introduction of Social Media Marketing, Social Media Marketing plan, Facebook Ads, Creating Facebook Ads, Ads Visibility, Business opportunities and Instagram options, Optimization of Instagram profiles, Integrating Instagram with a Web Site and other social networks, Keeping up with posts

	May’ 26
	25
	Unit IV
Creating business accounts on YouTube, YouTube Advertising, YouTube Analytics, E-mail marketing, E-mail marketing plan, E-mail marketing campaign analysis, Keeping up with conversions, Digital Marketing Budgeting - resource planning, cost estimating, cost budgeting, cost control.
Revision & Internal Examination

	
	
	Activity: Create website (static) on Wix and implement SEO
Objective: Practical learning approaches achieved
Methodology: Practical learning






Suggested Readings:

1. Chaffey, D, F.E. Chadwick, R. Mayer, and K. Johnston. Internet Marketing: Strategy, Implementation, and Practice. Pearson India 
2. Frost, Raymond D., Alexa Fox, and Judy Strauss. E- Marketing. Routledge 
3. Gupta, Seema. Digital Marketing. McGraw Hill Education (India) Private Ltd. 
4. Kapoor, Neeru. E-Marketing, Pinnacle learning 
5. Kotler, Philip, Hermawan Kartajaya, and Iwan Setiawan. Digital Marketing: 4.0 Moving from Traditional to Digital. Pearson India 
6. Ryan, Damian and Jones Calvin. Understanding Digital Marketing: Marketing Strategies for engaging the Digital Generation

Latest edition of the text books should be used
--------------



Course Name III: INCOME TAX LAW & ACCOUNTS
Credits: 6                                                                                                         Max. Marks:25+75
 Passing Marks: 10+25
Course Outcomes: 
· Understand the concepts and terms under the Income Tax Act, 1961, finding the residential status of assessee and exempted incomes.
· To understand and comprehend the computation of taxable Income of Salary, taxable income from house property, profits and gain from business or profession. 
· To compute taxable income under capital gains, computation of income from other sources and understand the procedure to compute tax liability of Individuals along with various deductions given by Income Tax Act, 1961.
· To understand the procedure of Set off and carry forward of losses and Clubbing of Income and develop the understanding of procedure of filing return and working of tax administration and authorities in India.
	Month
	W. Days
	Topics to be covered

	February’ 26
	23
	Unit I
Taxation Policy of Raja Todarmal. Introduction, Important Definitions: Assessee, Person, Income, Total Income, Assessment Year & Previous Year. Agricultural Income & its assessment. Residence & Tax Liability (Basis of Charge). Capital & Revenue. Exempted Incomes.

	
	
	Activity: Project on “Various Aspects of Income Tax”.
Objective: To acquaint the students about the various facets of Income Tax.
Methodology: Written Assignment

	March’ 26
	20
	Unit II
Income from Salaries, Income from House Property. Profits and Gains of Business and Profession, Depreciation.

	April’ 26
	24
	Unit III
Capital gains, Income from Other Sources, Deductions from Gross Total Income, Computation of Tax Liability of an Individual.

	
	
	Activity: Group Presentation on “Computation of Taxable Income under different Heads.
Objective: To acquaint the students about the taxable income of different Heads of Income.
Methodology: Group Presentation

	May’ 26
	25
	Unit IV
Set off and carry forward of losses and Clubbing of Income, Procedure of Assessment and Income Tax Authorities, Advance Payment of Tax and Deduction of Tax at Source.
Revision & Internal Examination






Suggested Readings:
1. Singhanai V.K: Students' Guide to Income Tax; Taxmann, Delhi. 
2. Mehrotra H.C: Income Tax Law & Accounts; Sahitya Bhawan, Agra. (Hindi and English) 
3. Girish Ahuja and Ravi Gupta: Systematic approach to income tax; Sahitya Bhawan Publications, New Delhi. (Hindi and English) 
4. Dinker Pagare: Income Tax Law and Practice; Sultan Chand & Sons, New Delhi. 
5. Prasad, Bhagwati: Income Tax Law &Practice; Wiley Publication, New Delhi.

Latest edition of the text books should be used.

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


































Course Name IV: MINOR ELECTIVE COURSE 

Course Title: FUNDAMENTALS OF ENTREPRENEURSHIP
Credits: 6                                                                                                       Max. Marks:25+75
Passing Marks: 10+25
Course Outcomes: 
· Ability to understand the concept of Entrepreneurship along with the basic laws and practices of Entrepreneurship. 
· Ability to understand the terminologies associated with the field of Entrepreneurship along with their relevance. 
· Ability to identify the appropriate functions and qualities of Entrepreneur for solving different problems. 
· Ability to apply basic Entrepreneurship principles to solve business and industry related problems. 
· Ability to understand the concept of Life Small Business, Raising of Funds and EDP.
	Month
	W. Days
	Topics to be covered

	February’ 26
	23
	Unit I	
Entrepreneurship: Meaning, Concept, Characteristics, Need, Functions. Entrepreneur: Meaning, Characteristics, Qualities, Functions, Types, Difference between Entrepreneurship & Entrepreneur. Difference between Entrepreneur, Intrapreneur & Manager. Theories of Entrepreneurship, Entrepreneurship & Environment.

	
	
	Activity: Flip class on theories of entrepreneurship
Objective: To understand the importance entrepreneurship
Methodology: Flip Class

	March’ 26
	20
	Unit II
EDP: Meaning, Need, Objective, Steps, Outline, Achievements, Government Assistance and Incentives. Women Entrepreneurship: Meaning, Characteristics, Qualities, Problems, Steps taken to help Women Entrepreneur.

	
	
	Activity: Make a project on the venture of any woman entrepreneur
Objective: To understand the role of women entrepreneurs and their contribution to the economy
Methodology: Writing skills

	April’ 26
	24
	Unit III
Promotion of a Venture: Concept of Projects, Project Identification, Formulation and Report, Project Appraisal. Product Selection and Techniques, Raising of Funds: Concept, Need, Types and Sources.

	May’ 26
	25
	Unit IV
Small Business: Process of Establishing Small Business, Nature, Objectives and Importance of Small Business. Role of Financial Institutions in Financing of Small Business, Infrastructural Facilities. Legal Requirements for Establishment of New Unit. Entrepreneurial Consultancy Process and Methods
Revision & Internal Examination




Suggested Readings:
1. Desai, Vasant, “Dynamics of Entrepreneurial Development and Management”, Himalaya Publishing House 
2. Desai, Vasant, “Management of Small Scale Industry”, Generic 
3. Drucker, Perer, “Innovation and Entrepreneurship”, Harper Business; Reprint edition 
4. Gupta, C.B. & Srinivasan, N.P., “Entrepreneurship Development”, S. Chand 
5. Kenneth, P.Van, “Entrepreneurship and Small Business Management” 
6. Pareek, Udai& Ven, “Developing Entrepreneurship book on Learning System” 
7. Agrawal, R.C., ‘Udyamita Vikas”(Hindi) 
8. Khanka, S.S. “Entrepreneurship Development”, S. Chand & Company

Latest edition of the text books should be used.
--------------




Course Name V:  Co- Curricular
Course Title: GENERAL HINDI
Credits: 2                    					          		Max. Marks: 100
Min. Passing Marks:40



EDUCATIONAL FIELDWORKS
	CLASS
	PLACE
	OBJECTIVE
	SUBJECT
	MONTH
	TEACHER INCHARGE

	B.COM. III SEM
	Family Bread
	Understand the system of Product costing
	Cost Accounting
	October’ 25
	Mr. Majid

	B.COM IV SEM
	MP Biscuits/ Parag dairy
	Understand the prospects of entrepreneurship and marketing
	Entrepreneurship & Marketing
	March’ 26 
	Dr. Himanshi





ACADEMIC ACTIVITIES

ODD SEMESTER
	EVENT
	OBJECTIVE
	SUBJECT
	METHODOLOGY
	MONTH
	TEACHER INCHARGE

	Guest Lecture on Developing Effective Communication Skills
	Improving communication skills and social presentation of the students
	Business Communication & Personality Development
	Discussion and presentation by Ms. Khyati Pathak
	September’ 25
	Dr. Himanshi

	Financial Awareness among illiterates
	Financial awareness and inclusion among illiterates
	General Awareness
	Extension Activity in collaboration with NSS 
	November’ 25
	Dr. Rinki

	Awareness about green marketing
	Awareness about using recycleable bags for shopping
	General awareness
	Nukkad natak in collaboration with Eco-Science club
	November’ 25
	Mr. Majid





EVEN SEMESTER
	EVENT
	OBJECTIVE
	SUBJECT
	METHODOLOGY
	MONTH
	TEACHER INCHARGE

	Budget Dissemination
	To make students familiar with the changes introduced in the budget
	General Awareness
	PPT Presentation
	February’26
	Dr. Sunil & Mr. Sameer

	Expert Talk on Women Entrepreneurship
	To understand the role of women Entrepreneur in modern era
	Entrepreneurship
	Presentation by an expert
	March’ 26
	Dr. Himanshi

	Panel Discussion on green Practices in Commerce
	Discuss about various eco-friendly practices in the field of commerce and accounting
	General Awareness
	Panel Discussion
	April’ 26
	Dr. Rinki & Mr. Majid

	Hands-on Training in E-filing of ITR
	How to e file the ITR
	Income Tax and E – Taxation
	Workshop by Lilha Education Centre
	May’ 26
	Mr. Majid





		

