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COM-SEC-HC-3054 (A): Entreprencurship
Marks: 100 Credit: 4 Lectures: 50

Objective: The purpose of the paper is to orient the learner toward entrepreneurship as a career
option and creative thinking and behavior.

Contents

Unit 1: Introduction

Meaning, elements, determinants and importance of entreprencurship and creative behavior.
ltmrcprcncurshlp and creative response to the society’ problems and at work; Dimensions of
entreprencurship: intrapreneurship, technopreneurship, cultural entrepreneurship. international
entrepreneurship, netpreneurship, ecopreneurship, and social entrepreneurship (10 Lectures)

Unit 2: Entrepreneurship and Micro, Small and Medium Enterprises ‘
Concept of business groups and role of business houses and family business in India: The !
contemporary role models in Indian business: their values, business philosophy and behavioural

orientations; Conflict in family business and its resolution (10 Lectures)

Unit 3: Public and private system of stimulation, support and sustainability of entrepreneurship.
Requirement. availability and access to finance, marketing assistance, technology. and industrial
sccommodation. Role of industries/entrepreneur’s associations and self-help groups. The concept.
“ole and functions of business incubators, angel investors, venture capital and private equity tund.
(10 Lectures)
Unit 4: Sources of business ideas and tests of feasibility.
Significance of writing the business plan/ project proposal: Contents of business plan project
proposal: Designing business processes, location. layout, operation. planning & control:
preparation of project report (various aspects of the project report such as size of investment,
nature of product, market potential may be covered): Project submission’ presentation and
appraisal thereof by external agencics, such as financial/non-financial institutions (10 Lectures)

Unit 5: Mobilising Resources (10 Lectures)
Mobilising resources for start-up. Accommodation and utilitics; Preliminary contracts with the
vendors, suppliers. bankers, principal customers; Contract management: Basic start-up problems

Suggested Readings:

| Kuratko and Rao, Entrepreneurship: A South Asian Perspective, Cengage Lcarning.
Robert Hisrich, Michael Peters, Dean Shepherd, Enirepreneurship, McGraw-Hill Educaton
Desai. Vasant. Dynamics of Entrepreneurial Development and Management. Mumbai,
Himalaya Publishing House.
4 Dollinger, Marc 1. Entreprencurship: Strategies and Resouwrces. llhinos, Irwvin
5 Holt. David H. Entreprencurship: New Venture Creation. Prentice-Hall of India, New Delln

W 19

6 Plsek. Paul B Creativiry, Dinovation and Qualiry. (Eastern Economie Edition), New Delhe
Prentice-Hall of India. ISBN-81-203-16Y0-8.
Singh, Nagendra P. Emerging Trends in Entreprenewrship Development. New Delhu
ASEED.

8. SS Khanka, Entrepreneurial Development, S. Chand & Co, Delh

9. K Ramachandran, Entreprencurship Development, McGraw-Hill Fducation

10. SIDBI Reports on Small Scale Industries Sector.
Note: Latest edition of text books may be used.
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COM-SEC-RC-5024iA ) Entreprescurship
Marks: 100 Credii: 4 Lectures: 50

Objective: The purpose of the paper is to onent the leamer wward entreprencundsp 5 a
Conlents:
Umdt 1: It restosrtlon
Meaning. elements. determinamis and imporance of entreprencurship and creative behavior
Entreprencurship and creative response 1o the society” problems and &t work; Dimensions of
cotreprencurship: mtraprencunhip, wechnoprencurship, cultural entreprencurship, intcmatonal
entreprencurship, oetprencurship, ecoprencurship, and social entreprencurship (10 Lectares)
Unit 2: Entreprencarship and Micro, Small and Medium Enterprises
Concept of business groups and role of business houses and family business in Indiac The
comicmporary role madels in Indian business: their values, business philosophy and
behavioural onentations: Coaflict in family business and us resolution

(10 Lectures)
Unit 3: Public and pnvate syoem of stimulation, suppon amd sucamablity of
entrepreneurship.  Requirement. availability and access 10 finance. marketing assistance.
technology, and industrial scconunodation. Role of industrics/entreprencur’s assoaations. and
sclf-help groups, The concepl. role and functions of business incubators, angel investors,
venture capital and privste equity fund.

110 Lectures)

Unit 4: Sources of business idens and tests of feasibility.
Significance of writing the business plan/ project proposal: Contents of business plan’ project
proposal; Designing business processes, location, layoul. operation, planning & control;
preparation of project repon (various aspects of the project repoit such as size of invesiment,
oature of product, market potential may be covered), Project submission’ presentation and
appraisal thereaf by external agencies, such as Minancial 'non-financial instittions (10 Lectares)

Undt 5: Mobilising Resources 110 Lectures)
Mobilising resources for stan-up. Accommuxdation and wtilives; Preliminary contracts with the
vendors, suppliers, bankers, principal customers; Contract management: Basic stan-up
problems.

Suu:uud Readings:
Kurstho and R, Encreprenesirabip; A Sourh Aslan Peripecsive. Cengage Lesrmng.
Robert Husrich, Michae! Peters. Dean Shephernd. Envrepremesrabip, MoGraw-Hall BEdocstion
Devsl, Vasant Thynamic o of Entreprrencurisd Doelopunest gnsl Manesprmeas Momba) Himaloya
Publishing Houw
Dollinger, Mare | Eareprencuruhip: Steate pies and Resowrces. [loaogy, rean
Holi, David H. Entiepiciewrhip: New Vendaire Creation. Preatce- Hall of lndia New Dell
Plsek, Paul E Creativiry, Tnnsrission aned (haalies . (Eastemn Economec Blstem), New Dhells
Prentsce-Hall of India, ISBN-$1. 208 1#00.8
Singh Nageadia P. Emvrging Trendi in Entrepeencurship Development. New Dele ASEED
55 Khanla Enfrepirncaiial Developmend, 3. Chand & Co.Delbi
K Remachands s, Emreprensoribip Development, MoGoas - Bl Edec suon

Il:l SIDET Repeorts om Small Soale Industries Secw

Mote: Lates! extition of el bosks may be wsed.
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COM-SEC-RC-5024(B): Even! Management

Marks: 100 Credit: 4 Lectures: 50
ORIECTIVE: To provide stwdents with 8 conceptual framework of Event Management and wunderaand
the haucy of managing &ffevem fypes of events
Usit & Introduction \o Evet Magaprment; Lecture 10
Event - Memsing. Concept & Chascierintics, Event Management - Meaning Defisation & Concepes
Flmnod & Usplanned Event: Why Event Manapement; Evenst Studies and Evemst 2 Soupe
and Types of Evenis: Events and other profesdonal fickdy: Outcomes & Impacts of Evests & Evem
Management. Event Manager - fimotions,. quabibes and gqualifications. Event Associzsoss - nesd &
stas, EEMA, ICPB, Inben Exlubiin lndustry Associstion. lbicrmstons] Fosivals & Evenis
musncistion, Isternstional Live Events Asociation; Event Tourism and it sipsifcance
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COM-SEC-RC-6834( A ): Persomal Selling and Salesmanship
Marks: 100 Credit: 4 Lectares: 50

Objective: The purpose of this course s o (amilianze the sindents with the fundamentals of

personal sclling and the selling process. They will be able 1o understand selling as a career and
what it takes 1o be a seccescful salesman

Umit 1:

Introduction to Personal Selling: Natwre and importance of persomal selling. myths of selling,
Difference between Persomal Selling. Salesmanship and Sales Masagement. Charactenstics of a
good salesman types of seling situations. types of salespersons. Carcer opportunities in selling,
Measures for making selling an aftractive career. (12 Lectures)

Umii- IT
Buyinpg Motives: Concept of motivaion. Maslow s theory of need luerarchy: Dynamse aatuee of
motivation: Buying motives and thewr uses in personal selbng 13
lectnres)
Unit- 1N

demonstration: handhag of objections; Closing the sale; Post sales activites. (12 lectures)

Unit- IV

Sales Reports: reponts and documents: sales manual. Order Book, Cash Memo: Tour Diary.
Duly and Penodical Reports: Ethical aspects of Selling 13
lectures)

Sugpested Readings:

I. Spiro, Stanton, and Rich, Managemens of the Sales force, McGraw Hill

2. Rusell, F. A Beach and Richard H. Buskirk, Selling: Principles and Practices, McGraw Hill

3. Futrell, Charles, Sales Management: Behaviowr, Practices and Cases, The Dryden Press.

4. Sull. Richard R, Edward W_ Cundiff and Norman A P. Govoni. Sales Management:
Decision Strategies and Cases, Prentice Hall of India Lid . New Delha,

5. Johnson, Kunz and Schusing, Sales Management, McGraw Hill

6. Pedesson, Charles A. Wright Milburn d. And Wentz, Barwon A_, Selfing:
Principles and Methods. Richard_ lrvin

7. Kapoor Neeru, Advertising and personal Selling. Pinnacle New Delhi.
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KRISHANU PAUL

10 |AMIT KUMAR ACHARIEE
12 |RINGJANADI KHEMPRAI
13 |RIMPA SEAL
14 |SUBARNA PAUL
15 |JUTI MEDHI
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17 |GAURAV KATELA
18 |RAHUL MALAKAR
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LUMDING,HOJAI,ASSAM 782447

PROJECT REPORT

Subject:-Personal selling

TOPIC:- The impact of personal selling on

the sales volume of on organization

Submitted By:-

NAME:-SABITA RANI DAS
CLASS ROLL NO:-75

GU ROLL NO:-UC-211-304-0070
REG NO:-21037844

CLASS:- B.COM 6" SEM
STREAM:-COMMERCE

Guided by
MR. NAKUL PAUL

Signature of the Student
Date:-
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" LUMDING COLLEGE |
PROJECT REPORT

TOPIC : ENTREPRENEURSHIP AS
A VIABLE LONG TERM SOLUTION
TO UNEMPLOYMENT.

SUBMITTED BY :

NAME : MAMON DAS

CLASS : B.COM 5TH SEMESTER
ROLL NO : 76

GU ROLL NO : UC-221-304-0067
SUBJECT : ENTREPRENEURSHIP

N GUIDED BY
& PROF.NAKUL PAUL
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