
 

M.Com. –IV Elective Subjects 



 



 



 



 



 



 



 



 



 



 



 



 



 



 



 



 



 



 
  





 



 



 



 



 



 



 



 
 

  



 



 



 



 



 



 



 



 



 





 





 



 

 



B.Com. III Elective subjects 

 

OPTIONAL GROUP  A 

Combination-I (Finance Area) 

PAPER-I 

FINANCIAL MANAGEMENT 

(PaperCode-1157) 

UNIT-I 

Financial Management: Financial goals; Profit vs. wealth maximization; 

Financial functions investment, financing, and dividend decisions; 

Financial planning. 

UNIT-II 

Capital Budgeting: Nature of investment decisions, Investment evaluation 

criteria, payback period, accounting rate of return, net present value, 

internal rate of return profitability index; NPV and IRR comparison. 

UNIT-III  

Cost of Capital: Significance of cost of capital; Calculating cost of 

debt; Preference shares, equity capital, and retained earnings; Combined 

(weighted) cost of capital. 

Operating and financial Leverage: Their measure; Effects on profit, 

analyzing alternate financial plans, combined financial and operating 

leverage. 

UNIT-IV  

Capital Structure: Theories and determinates. 

Dividend Policies: Issues in dividend policies; Walter's model; Gordon's 

model; M.M. Hypothesis, forms of dividends and stability individends, 

determinats. 

UNIT-V 

Management of Working Capital: Nature of working capital, significance 

of working capital, operating cycle and factors determining of working 

capital requirements, Management of working capital-cash, recevables, 

and inventories. 

  

 

 

 

 

 

 

 

 

 



 

OPTIONAL GROUP  A 

     (Finance Area) 

PAPER-II  

                  FINANCIAL MARKET OPERATIONS 

(PaperCode-1158) 

M.M.75 

UNIT-I 

Money Market: Indian money market's composition and 

structure;(a)Acceptance houses,(b)Discount houses and(c)Call money 

market; Recent trends in Indian money market. 

UNIT-II  

Capital Market: Security market-(a)New issue market,(b)Secondary 

market; Functions and role of stock exchange; listing procedure and 

legal requirements; Public issue-pricing and marketing; Stock 

exchanges-National Stock Exchange and over the counter exchanges. 

UNIT-III  

Securities contract and Regulations Act: Main provgisions. 

Investors Protection: Grievances concerning stock exchange dealings and 

their removal; Grievance cells in stock exchanges; SEBI; Company Law 

Board; Press; Remedy through courts. 

UNIT-IV  

Functionaries on Stock Exchanges: Brokers, sub-brokers, market makers, 

jobbers, portfolio consultants, institutional investors, and NRIs. 

UNIT-V  

Financial Services: Marchant banking-Functions and roles; SEBI guide-

lines; Credit rating-concept, functions, and types. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

OPTIONAL GROUP  B 

(Marketing Area) 

      PAPER-I 

PRINCIPLES OF MARKETING 

(PaperCode-1159) 

 

 

M.M.75 

UNIT-I 

 Introduction: Nature and scope of marketing; Importnace of marketing 

as a business function, and in the economy; Marketing concepts-

traditional and modern; Selling vs. marketing; Marketing mix; Marketing 

environment. 

UNIT-II 

 Consumer Behavior and Market Segmentation: Nature, scope, and 

significance of consumer behavior; Market segmentation-concept and 

importance; Bases for market segmentation. 

UNIT-III 

Product: Concept of product, consumer, and industrial goods; Product 

planning and development; Packaging role and functions; Brand name and 

trademark; after sales service; Product life cycle concept. 

Price: Importance of price in the marketing mix; Factors affecting price 

of a product/ service; Discounts and rebates. 

UNIT-IV 

Distributions Channels and Physical Distribution; Distribution channels-

Concept and role; Types of distribution channels. Factors affecting choice 

of a distribution channel; Retailer and wholesaler; Physical distribution 

of goods; Transportation, Warehousing, Inverntory control; Order 

processing. 

UNIT-V 

 Promotion: Methods of promotion; Optimum promotion mix; Advertising 

media-their relative merits and limitations; Characteristics of an 

effective advertisement; Personal selling; Selling as a career; 

Classification of successful sales person; Functions of salesman. 

 

 

 

 

 

 

 

 

    

     



OPTIONALGROUP-B 

       (Marketing Area) 

         PAPER-II 

                  INTERNATIONAL MARKETING 

   (Paper Code-1160)      M.M.75 

 

UNIT-I 

 International Marketing: Nature, definition, and scope of 

international marketing; Domestic marketing vs. International 

marketing; International environment external and internal. 

UNIT-II 

 Identifying and Selecting Foreign Market: Foreign market 

entry mode decisions. Product Planning for international 

Market: Product designing; Standardization vs. adaptation; 

Branding and packaging; Labeling and quality issues; after 

sales service. International Pricing: Factors Influencing 

International price; Pricing process-process and methods; 

International price quotation and payment terms. 

UNIT-III 

 Promotion of Product/ Services Abroad: Methods of 

international promotion; Direct mail and sales literature; 

Advertising; Personal selling; Trade fairs and exhibitions. 

UNIT-IV 

International Distribution: Distribution channels and 

logistics decisions; Selection and appointment of foreign 

sales agents. 

UNIT-V 

 Export Policy and Practices in India: Exim policy-an 

overview; Trends in India's foreign trade; Steps in starting 

an export business; Product selection; Market  selection; 

Export pricing; Export finance; Documentation; Export 

procedures; Export assistance and incentives. 

 

 



 

 



 

 

 



 
 

 

 


