MASTER OF BUSINESS ADMINISTRATION

Welcome

Welcome to the Master of Business Administration course at Alliance School of Business, Alliance
University.

Alliance School of Business, Alliance University is a premier institute of higher learning committed to
creating, conveying and applying knowledge to continuously provide opportunities for professional and
personal growth. Alliance School of Business, Alliance University is dedicated to building a strong
future for its students. It aims to provide an opportunity for an education and professional experience of
a student's life that is the most exciting and rewarding.

In its efforts to provide world-class management education in India, Alliance School of Business,
Alliance University has structured the MBA course with a global perspective. In addition to the
experienced resident faculty, the teaching team is complemented by a panel of distinguished
international visiting faculty from a consortium of world-class universities and practicing senior
managers from leading companies. A hallmark of the course is a contemporary curriculum that integrates
management concepts with current needs to ensure that students stay ahead of the pack.

This Course Catalogue will provide you with an overview of the subjects and relevant academic details.

The MBA curriculum consists of Core Subjects followed by Elective Subjects and Advanced Subjects
(optional) that reflect the student's chosen area of specialization streams offered —– Marketing; Finance;
Organizational Behaviour and Human Resources; Operations Management; Entrepreneurship and
Family Business; International Business; Banking and Financial Services; Retail Management;
Hospitality Management; and Communication Management —– and other program-value-enhancing
activities offered at Alliance School of Business. Alliance School of Business’ differentiating factor lies
in the range and depth of electives, which are industry specific and will be of great support to you to be
successful in your placement.

We encourage you to choose an area of specialization that suitably matches with your interests and skill
sets. We are confident that you will find your stay at Alliance School of Business, Alliance University
intellectually satisfying and professionally fulfilling.
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What We Expect from Our Students

Alliance School of Business, Alliance University offers a lot of freedom, especially intellectual freedom
to students to develop into good managers and leaders. There is a need for leaders who know how to make
a difference in the world, which is indeed of the greatest value today. This need extends beyond business
to the social, government and non-profit sectors as well.

Alliance School of Business, Alliance

University prepares students to become leaders by cultivating qualities we believe are fundamental to
good leadership:
•
•
•
•
•

Judgment that leads to sound decision-making
An entrepreneurial point of view
The ability to listen and communicate effectively
A deep sense of one's values and ethics, and
The courage to act based on those values and ethics

Global managers must understand that to engage with the forces of globalization, they must first engage
with other human beings around the world. Globalization is a mindset. Managers must seek to
understand the mindsets of others across the globe, demonstrate an understanding of where others are
coming from, and to be respectful. The benefits of doing so are great.

Taking these points into account, we expect students to start their professional careers imbibed with
important qualities: genuine respect for others and their points of view that will make people seek you out
for guidance; and the ability to face setbacks without fear and overcome them. When you graduate from
Alliance School of Business, Alliance University understanding the importance of these qualities, we are
confident that you will be on the right track throughout your professional life.
JK Rowling said in her Commencement Address at Harvard in 2008: “If you choose to use your status
and influence to raise your voice on behalf of those who have no voice; if you choose to identify not only
with the powerful, but with the powerless; if you retain the ability to imagine yourself into the lives of
those who do not have your advantages, then it will not only be your proud families who celebrate your
existence, but thousands and millions of people whose reality you have helped change. We do not need
magic to change the world; we carry all the power we need inside ourselves already: we have the power to
imagine better.”
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This Catalogue provides you with an overview of the Master of Business Administration (MBA) course
for which you are enrolled. Along with this booklet, you will receive the International Program
Handbook.

Taken together, these will provide you with all the basic information you will need to get the maximum
benefit from the MBA Course.

About Alliance School of Business, Alliance University
The essential difference at Alliance School of Business, Alliance University is the attempt to craft
holistic personalities instead of mere business leaders. The core approach to education and to life itself
is: means are as important as the ends. Thus, success has to be achieved through integrity, grit,
perseverance and a caring attitude towards others.

The core values of the Alliance School of Business are:
•
•
•
•

Respect for the Individual
Empathy
An Uncompromising Commitment to Quality, and
Stakeholder Satisfaction

The ambience and serenity of a world-class infrastructure housed in a “green” campus; faculty who have
proven themselves in their respective fields; staff who are ever ready to reach out; robust industry
interaction; research aimed at solving problems of the real world; a plethora of international cooperative
arrangements; outreach activities that touch the lives of a wide cross-section of society; and an
exemplary track record in career counseling and placement facilitation combine together to provide a
rare synergy that transcends artificial barriers and enables students to follow their hearts with passion and
confidence.

Thus, education at Alliance School of Business, Alliance University is not just about obtaining another
degree or landing a good job. It is a process of transforming oneself into a better human being, ever
sensitive to the needs of the world, and willing to go that extra mile to meet those needs. It is a journey that
will continue long after one has crossed the portals of the Alliance School of Business.

Welcome to the future of education. Welcome to Alliance School of Business, Alliance University.
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About Bangalore

Bangalore is one of Asia's fastest growing cities and India's fifth largest city. It has a population of over
ten million persons and is situated at an altitude of about 1,000 meters above sea level. Bangalore is the
principal administrative, cultural, commercial and industrial center of the South Indian State of
Karnataka. Thanks to its altitude, Bangalore enjoys a pleasant and equable climate throughout the year.
Tree-lined streets and abundant greenery make it the “Garden City” of India.

In the early 1980s, Bangalore witnessed a major technology boom and is now home to more than 250
high-tech companies, including home-grown giants such as Wipro and Infosys. The erstwhile Garden
City is now also referred to as the “Silicon Valley” of India.

The city has several institutions of learning and research such as the Indian Institute of Science, Raman
Research Institute, National Institute of Mental Health and Neurosciences and the National Aerospace
Laboratories. In art and culture, the city boasts a rich heritage and tradition and has several schools of
classical music and dance. The city is widely known for its rich cultural diversity and welcomes people
from all over India and abroad.

Bangalore abounds in picturesque parks, gardens and other scenic spots. The National Park, which is
well within the city, is an attractive forest area with an abundant variety of animals, birds and butterflies.
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Master of Business Administration

Key Features
•

The flagship program of Alliance School of Business, Alliance University

•

Global perspective and focus

•

Alliance School of Business, Alliance University is accredited by the International Assembly
for Collegiate Business Education (IACBE), a premier international accreditation body for
business management courses

•

Certified by the International Organization for Standardization with an ISO 9001:2008
Certification

•

Rigorous, contemporary and progressive curriculum

•

Taught by accomplished resident faculty

•

Embellished by international and Indian adjunct faculty

•

Project-based training throughout the course, which includes an Industry Internship Program
and a Dissertation Program

•

Two-year, full-time course comprising four semesters

•

Electives begin in the first year of the course

•

Regular updating of elective subjects to reflect the needs of the industry

•

Continuous evaluation method using an honor point system in the calculation of Grade Point
Averages (GPA)

•

Articulation agreements with leading universities and institutions abroad provide for student
exchanges, internships, dual-degree opportunities and short-term certification programs

•

Comprised of the Learner’s Value Proposition, Core Subjects, Elective Subjects, Industry
Internship Program, Dissertation Program and Advanced Subjects

Objectives

The MBA course objectives are:
•

To disseminate contemporary management theories and practices

•

To integrate the latest management concepts with current industry needs

•

To prepare students for managerial and leadership positions by inculcating in them
comprehensive global state-of-the-art management practices
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Learning Outcomes
The MBA course learning outcomes are:
•

Students, while undergoing coursework, will continuously and comprehensively illustrate and
record their understanding of function- related business constructs and practices

•

Students will exhibit a comprehensive understanding of the local, regional, national and
transnational dynamics and dimensions of business

•

Students will be able to utilize and apply strategic tools to recommend and communicate
ethical business decisions

•

Students will demonstrate proficiency in using professional quantitative tools to analyze and
decipher business contexts

Duration
Two years, full time.

Subject Credits
Depending on the relevance, intensity and contents covered, different subjects have the following
duration:

Credits

Sessions

Classroom Contact Hours

4

36

45

3

27

33

2

18

22

1

9

11

A session duration is for one hour and fifteen minutes.
It is expected that students will put in a minimum of two effort hours on their own for every single,
classroom contact hour to secure a satisfactory grade.
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CURRICULUM
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Note: A specialization is offered subject to a minimum enrollment of 20 students

Marketing Specialization
Marketing as a discipline views the entire business process as consisting of a tightly integrated effort to
discover, create, arouse and satisfy customer needs. That the discipline of marketing evolves over time is a
critical consideration while designing the marketing curriculum at Alliance School of Business, Alliance
University. The nature of consumers and solutions crafted in response by business firms, change both
incrementally and radically over time. A comprehensive analysis of this ever-evolving marketing world and its
incorporation into marketing learning is what ensures our up-to-date curriculum.

A curriculum in effect is limited until delivery. What truly enhances marketing learning at Alliance
School of Business, Alliance University, is a faculty that consists of top-notch academics and
practitioners. A fine blend of experts drawn from every area of the marketing value chain ensures that
the marketing subjects across semesters lead from one to another seamlessly. The tools they use
ensure conceptual and application-oriented learning. The result is a collaborative environment that
fosters building of marketing expertise. This in turn facilitates market readiness among students.

17

Year 1

First Semester (27 Credits)
Communication and
MGT 3810
Interpersonal Skills
Economic Analysis for
MGT 3002
Business Decisions
Statistics for Business
MGT 3027
Decisions
Business Ethics and
MGT 3007
Corporate Social
Responsibility
Advanced Cost and
MGT 3125
Management Accounting
Marketing, Theory and
MGT 3091
Practice
Human Resource
MGT 3151
Management

Year 2

2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Third Semester (29+6 Credits)
Industry Internship
MGT 3000
Program

Emerging Technology and
Innovation
Services Marketing and
MGT 3096
Customer Experience
Management
Marketing Research and
MGT 3090
Analysis
Fourth Semester (20+6 Credits)

3
3
3

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and
New Venture Creation

3

MGT 3076

B2B Marketing

3

MGT 3009

International Business

3

MGT 3083

3

MGT 3082

3

MGT 3088

3

MGT 3085

3

MGT 3999

MGT 3079
MGT 3075
MGT 3092
MGT 3080
MGT 3094
MGT 3086
MGT 3089
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Second Semester (27 Credits)

Consumer Behaviour and
Neuro Marketing
Advertising and
Integrated Brand
Promotion
Nurturing and Managing
Brand Equity
Contemporary Retail
Management
Sales and Channel
Management
Inbound Marketing
Marketing Analytics and
Models

3
3
3

Digital Marketing and
Digital Ecosystem
Customer Value Creation
and Innovation
Luxury Marketing:
Across-the-Pyramid
Approach
Entrepreneurial Marketing
and Growth Hacking
Dissertation Program

3
3
3
3
6

Finance Specialization
The Finance Area of Alliance School of Business, Alliance University is unique in its own way. It
keeps pace with the evolving world of finance and brings into its curriculum the current
developments and innovations, keeping the subjects contemporary and up-to-date. The faculty is a
good mix of core academicians and industry experts who have come together to design and deliver
knowledge that will give finance students the distinct advantage of being market-ready when it
comes to placements. This is accomplished through a periodical curriculum review based on the input
of all the stakeholders, including industry experts, recruiters and students. After completing the
specialization, students can look at several options such as equity research, credit analysis, wealth
management, investment banking and treasury management as career paths. The whole academic
exercise revolves around the commitment of the specialization to stimulate intellectual curiosity and
provide assurance of learning. We are sure that during the duration of this specialization students will
not only enjoy the experience but will also appreciate the rigor that will chisel their skill-sets and
prepare them to be global business leaders.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)
2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Third Semester (29+6 Credits)

Year 2

3
3
3

MGT 3000

Industry Internship
Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and
New Venture Creation

3

MGT 3128

MGT 3009

International Business

3

MGT 3138

3

MGT 3132

3

MGT 3135

3

MGT 3140

3

MGT 3999

MGT 3136
MGT 3106
MGT 3130
MGT 3129
MGT 3137
MGT 3133
MGT 3127
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Emerging Technology and
Innovation
Financial Performance
MGT 3131
Analysis and Valuation
Security Analysis and
MGT 3104
Portfolio Management
Fourth Semester (20+6 Credits)

Multinationals and
Global Financial
Management
Financial Derivatives and
Risk Management
Financial Markets and
Institutions
Financial Analysis and
Modelling
Project appraisal
decisions and
Infrastructure Financing
Forex, Treasury and Risk
Management
Commercial Banking and
Credit Appraisal

3
3
3

Corporate Taxation and
Financial Planning
Research in Finance and
Econometrics
Fixed Income Securities
and Financial Innovations
Mergers, Acquisitions and
Corporate restructuring
Strategic Corporate
Finance
Dissertation Program

3
3
3
3
3
6

Human Resource Management Specialization
The Organizational Behaviour and Human Resources specialization is one of the most sought-after
specializations at Alliance School of Business, Alliance University and is offered by the
Organizational Behaviour/Human Resources (OB/HR) faculty group. The specialization offers a wide
range of subjects designed by a team of faculty experts to emphasize applied behavioral sciences and to
develop leadership competencies in organizational strategy, human resource management and
organizational development. Students become highly competent and ethical specialists, confident in
their abilities to assume leadership positions effectively and successfully in the fields of
organizational development, training and development, and human resource management.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)
2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Year 2

Third Semester (29+6 Credits)

3
3
3

MGT 3000

Industry Internship
Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and
New Venture Creation

3

MGT 3180

MGT 3009

International Business

3

MGT 3182

3

MGT 3193

Talent Management

3

3

MGT 3192

Sustainability and HRM

3

3

MGT 3186

Power, Politics and
Influence

3

4

MGT 3999

Dissertation Program

6

MGT 3178
MGT 3185
MGT 3194
MGT 3177
MGT 3187
MGT 3188
MGT 3176
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Emerging Technology and
Innovation
Human Resource
MGT 3153
Analytics
Strategic Workforce
MGT 3191
Management
Fourth Semester (20+6 Credits)

Human Performance
Enhancement
Performance
Management
Total Rewards
Management
Employee Relations
Management
Psychometrics
Research Methods in
HRM
Contemporary Trends in
HRM

3
3
2

International Human
Resource Management
Organization Cognition
and Development

3
3

Operations Management Specialization
Today's business world demands cost-competitive products and services along with high-quality
performance. While demand is induced by a marketing function, capital managed by finance, human
capital nurtured by the human resources department—–the production and delivery of goods and services
are engineered by the operations function. Business students need to understand the interrelated processes
of a firm, which connect operations with all other functional areas of an organization. The Operations
Management Area at Alliance School of Business, Alliance University emphasizes issues related to
strategic decision making, design, planning and operational control of operations to achieve
competitiveness in areas such as Process Re-engineering, Business Intelligence, Business Analytics, and
so on. There is a special emphasis on Project Management, with two subjects being offered to cover
general projects and IT-related projects, the curriculum for which is mostly in line with the proposed
curriculum of the Project Management Institute (PMI) USA.

The specialization helps graduates to create a competitive advantage in the marketplace by developing a
set of IT skills and tools. Further, the department strengthens its students by offering subjects in Lean
Operations and Supply Chain Management, which gain special emphasis from today's industries.

First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)
2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Research Methods in
MGT 3241
Operations
Logistics and Supply
MGT 3203
Chain Management
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship
Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and
New Venture Creation

3

MGT 3228

Design Thinking

3

MGT 3009

International Business

3

MGT 3235

MGT 3208

Project Management

3

MGT 3231

MGT 3207

Operations Strategy

3

MGT 3232

3

MGT 3225

Analytics in Operations

3

3

MGT 3999

Dissertation Program

6

MGT 3226
MGT 3238
MGT 3230
MGT 3204
MGT 3234

Business Analytics using
R
Managing Service for
Competitiveness
Digital Transformation
and Blockchains
Total Quality
Management
Green Buildings and
Advanced Sustainability

3
3
3

Lean Method of
Operations
Digital Transformation
Lab
Disruptive Technology
Management

3
3
3

Entrepreneurship and Family Business Specialization
We live in an environment of globalization and liberalization. With the integration of world markets, the
Indian economy is exposed to global markets. The fast pace of changes in the economy necessitate the
need to innovate in newer ways for managing businesses. The fast-paced competitive world also demands
professionals to excel and reinvent ways and means to compete in the competitive world. With a view to
enable managers, successors of family business and entrepreneurs redefine their parameters and thus
success, a specialization on entrepreneurship education is offered by Alliance School of Business,
Alliance University.

The Entrepreneurship and Family Business specialization helps students in developing entrepreneurial
skills which can be used as tools in the marketplace, since the emphasis is both on sound theory and the
practical aspects of entrepreneurship.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)

2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3301

MGT 3812

Public Speaking

1

MGT 3324

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Entrepreneurship Theory
and Practice

Marketing Research for
Entrepreneurship
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and New
Venture Creation

3

MGT 3320

Business Marketing

3

MGT 3009

International Business

3

MGT 3327

Social Entrepreneurship

3

MGT 3304

Entrepreneurial Marketing

3

MGT 3309

MGT 3305

Entrepreneurial Finance

3

MGT 3321

Family Business
Management
Entrepreneurial
Competencies

MGT 3306

Business Model Generation

3

MGT 3325

Negotiation

3

MGT 3328

Technological Innovation

3

MGT 3999

Dissertation Program

6

MGT 3326

New Product Development

3

MGT 3322

Entrepreneurial Funding

3

MGT 3323

Marketing of Services

3

3
3

International Business Specialization
The International Business specialization area at Alliance School of Business, Alliance University
prepares graduates for rewarding careers in global business, export-import management, international
trade operations and logistics as well as related roles and responsibilities in global corporations. In this
subject the students will be exposed to the general practices and theoretical concepts about the
management practices required in the international trading environment. The subject outlines the different
practical, economical, cultural and institutional mechanism of doing business internationally.

It

encompasses a broad spectrum of aspects in international business, including government intervention and
policy towards it. From an economic point of view and in the specific context of international business,
'globalization' is defined as the economic integration and interdependence of national economies across
the globe through an accelerated rise in the cross-border movements of goods, services and technology.
The International Business specialization offered by the Area is comprehensive and draws from diverse
disciplines: international economics, international trade, international law and political economy,
international marketing, international finance, international operations, global supply chain management,
and international human resource management.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)

2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3351

MGT 3812

Public Speaking

1

MGT 3352

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Import, Export procedures
and Documentation

Fundamentals of
International Business
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and New
Venture Creation

3

MGT 3370

MGT 3009

International Business

3

MGT 3371

MGT 3366

International Buyer
Behaviour
International Marketing
Research
Global Financial Markets
and Instruments
Financing of International
Trade
Global HRD and
Organizational Development
and Change
Performance Management
Systems

3

MGT 3367

3

MGT 3368

3

MGT 3365

International Sales Promotion
and Brand Management
Online Business and eCommerce
International Contract
Management
International Investment and
Portfolio Management
Global Leadership and Skills
Development

3

MGT 3999

MGT 3369
MGT 3363
MGT 3362
MGT 3364
MGT 3372
MGT 3361

Cyber Crimes and IT Laws

3
3
3

Dissertation Program

3
3
3
3
3
6

Banking and Financial Services Specialization
Banking activities are at the heart of all modern financial systems. Banks are typically the most important
groups among financial institutions and are involved in channeling funds between lenders and borrowers,
acting as the key providers of payments services as well as providers of a wide range of other financial
services. However, just as banks have diversified into the provision of non-banking financial services, so
too have financial and non-financial institutions become increasingly involved in the offering of banking
services other than payments services. The specialization in Banking and Financial Services at Alliance
School of Business, Alliance University prepares graduates to grow in the fast-paced and dynamic financial
sector by combining a solid foundation in general management practices with expertise in corporate
finance, global markets and the financial services industry. The specialization provides the necessary
contextual framework and background knowledge for the mandatory modules in Financial Regulation and
Supervision, International Finance and Corporate Finance. It also provides insights into financial
instruments such as derivatives, options and futures. The specialization provides a wide range of skills and
knowledge to equip graduates to meet the constantly changing challenges facing the modern financial
sector. Requisite skills to effectively manage finance and information and to apply these special skills not
only in banking but also in other related areas such as fund management, financial advising as well as
regulating financial firms, are the unique offerings of this specialization.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)
2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Accounting and Financial
MGT 3411
Statement Analysis
Principles and Practices of
MGT 3416
Banking
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship
Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and
New Venture Creation

3

MGT 3419

MGT 3009

International Business

3

MGT 3413

MGT 3403

Financial Markets,
Institutions and Services

3

MGT 3417

MGT 3404

Forex, Treasury and Risk
Management

3

MGT 3414

International Banking

3

3

MGT 3412

Bank Technology and
Information Security
Management

3

3

MGT 3999

Dissertation Program

6

MGT 3405
MGT 3418
MGT 3409
MGT 3415
MGT 3407

Legal Aspects of Banking
Retail and Corporate
Banking
Rural Banking and Micro
Financing
Investment Banking
Project Appraisal and
Financing

Risk Management in
Banking and Insurance
Credit Lending and
Appraisal Decisions
Research Methods in
Banking and Financial
Services

3
3
3

3
3
3
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Retail Management Specialization
Retail Management as a discipline covers all the functions in retail trade and integrates it with other core
functions of a business. Given the dynamic changes in the field of retailing in India and the fact that a
significant percentage of GDP will be from the retailing sector, this specialization area at Alliance School of
Business, Alliance University, thus assumes enormous importance. The curriculum is designed
keeping in mind the needs of emerging retail managers and covers all aspects comprehensively—
conceptual grounding as well as the practical know-how requirements of the retail industry. Industry
experts along with academicians continuously review and embellish the specialization curriculum so as to
provide students an opportunity to learn the real-life applications of retail from classroom delivery and
thereby contribute as value-creators in the ongoing retail revolution.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)

2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

Emerging Technology and
Innovation

3

Store Operations in Retail

3

MGT 3240

Operations Management

4

MGT 3478

MGT 3812

Public Speaking

1

MGT 3474

Year 2

Third Semester (29+6 Credits)

Marketing Research &
Analysis
Fourth Semester (20+6 Credits)

3

MGT 3000

Industry Internship Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and New
Venture Creation

3

MGT 3470

International Retail

3

MGT 3009

International Business

3

MGT 3472

Luxury Retail

3

MGT 3473

Mall Management

3

MGT 3468

HRM and CRM in Retail

3

MGT 3466

Consumer Behavior in
Retail

3

MGT 3469

Information Technology for
Retail

3

MGT 3475

Mechandise Management

3

MGT 3471

International Retailing

3

MGT 3477

Retail Promotion Strategies

3

MGT 3999

Dissertation Program

6

MGT 3467

Financial Planning &
Management in Retail
Retail Marketing
Management
Supply Chain Management
in Retailing

MGT 3476
MGT 3479

3
3
3
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Hospitality Management Specialization
The Hospitality Management specialization at Alliance School of Business, Alliance University,
enhances the student's learning to effectively manage the various businesses of the hospitality industry by
embellishing their conceptual and analytical skills, even while preparing them as hospitality professionals at
advanced levels. The specialization focuses on all aspects of hospitality: hotels, resorts, food centers,
events, casinos, and others; and offers subjects on food and beverage management, operations, lodging,
global tourism, sustainable tourism, food science, food selection and other related areas. An MBA in
Hospitality Management at the Alliance School of Business is the path for graduates aspiring to assume
responsible positions in the food and hospitality sector.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)

2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3522

MGT 3812

Public Speaking

1

MGT 3526

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Hotel Management &
Operations

Marketing Research &
Analysis
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and New
Venture Creation

3

MGT 3521

Food & Nutrition Science

3

MGT 3009

International Business

3

MGT 3517

Destination Marketing

3

3

MGT 3518

Event Management

3

3

MGT 3523

Luxury Services Management

3

3

MGT 3528

Revenue & Pricing
Management in Hospitality

3

3

MGT 3999

Dissertation Program

6

MGT 3525
MGT 3520
MGT 3519
MGT 3516
MGT 3524
MGT 3527
MGT 3529

Marketing for Hospitality
Industry
Food & Beverage
Management
Financial Accounting &
Budgeting in Hospitality
Accommodation Operations
Management
Managing Human Capital in
Hospitality
Projects & Real Estate in
Hospitality
Strategic Hospitality
Management

3
3
3
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Communications Management Specialization
The Communications Management specialization at Alliance School of Business, Alliance University
is valued for the versatile academic expertise that it imparts to a graduate in the areas of marketing
communication including advertising, sales promotion, public relations, media and digital marketing.
The course also covers some new and emerging areas in the world of marketing promotions, such as
advertising with social dimension. Communications Management is comprehensive and adopts a
multidisciplinary approach to learning that draws from diverse academic areas. The subjects offered in
this specialization prepare graduates for many exciting and fulfilling careers in branding, advertising,
media, PR and even academia. As such a specialization is best suited for a candidate who aspires to
make a career in brand management or promotions management, the same is taught considering the
perspective of a brand manager.
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First Semester (27 Credits)
MGT 3810
MGT 3002

Year 1

MGT 3027
MGT 3007
MGT 3125
MGT 3091
MGT 3151

Communication and
Interpersonal Skills
Economic Analysis for
Business Decisions
Statistics for Business
Decisions
Business Ethics and
Corporate Social
Responsibility
Advanced Cost and
Management Accounting
Marketing, Theory and
Practice
Human Resource
Management

Second Semester (27 Credits)
2

MGT 3811

Professional Development

2

3

MGT 3024

Management Science

3

4

MGT 3004

Macroeconomic
Environment and Policy

3

2

MGT 3102

Corporate Finance

3

4

MGT 3097

Strategic Marketing for
Sustainable Growth

3

4

MGT 3184

Organizational Behavior

4

3

MGT 3233

MGT 3240

Operations Management

4

MGT 3812

Public Speaking

1

Year 2

Third Semester (29+6 Credits)

Emerging Technology and
Innovation
Integrated Marketing
MGT 3570
Communication
Marketing Research &
MGT 3571
Analysis
Fourth Semester (20+6 Credits)

3
3
3

MGT 3000

Industry Internship Program

6

MGT 3022

Legal Aspects of Business

2

MGT 3813

Soft skills for Managers

2

MGT 3011

Strategic Management

3

MGT 3002

Entrepreneurship and New
Venture Creation

3

MGT 3083

MGT 3009

International Business

3

MGT 3578

MGT 3577

Strategic Communication:
Theories & Culture
Strategic Brand
Management
Advertising & Creative
Process Management

3

MGT 3567

3

MGT 3572

3

MGT 3579

Digital Marketing and Digital
Ecosystem
Strategic PR & Reputation
Management
Campaign Planning &
Inbound Marketing
Measurement, Metrics &
Audience Research
TV Production Business &
Film Studies

MGT 3999

MGT 3576
MGT 3566
MGT 3573

Media & Entertainment

3

MGT 3575

Media Planning & Buying

3

MGT 3568

Consumer Behaviour

3

MGT 3574

Media and Law

3

Dissertation Program

3
3
3
3
3
6
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MGT 3000

INDUSTRY INTERNSHIP PROGRAM

Students enrolled in the MBA course, intern at various reputable businesses to gain direct experience
through a field-project based assignment. The Industry Internship Program provides an educational
opportunity for graduate students in management to apply theoretical classroom learning to a specific
task in a workplace environment. This encourages a student intern to investigate and compare the
relationship between theoretical concepts and organizational practice, and document it in a project
report—–a task to be completed in a stipulated time duration—–commonly eight to ten weeks in the
business setting. The purpose of the internship is to further the intellectual and professional growth and
personal development of the student and prepare the intern to develop and use skills of observation,
questioning, critical thinking and reflection. The Industry Internship Program also provides the intern
with an opportunity to self-assess the potential for a career in the discipline of the internship. The summer
internship holds out the prospect of an offer of employment at the end of the internship or returning to the
company as a management trainee.

Key benefits: The Industry Internship Program offers academic and professional value addition to a
student intern's learning experience. These include: (i) the application of classroom learning to a
company-based study: observational, field-based or as per the requirements of the business
organization; (ii) the development and enhancement of professional skills and personal traits; (iii) an
increased self- awareness of career options and an identification of the areas of professional
specialization in industry; (iv) a structured experience of the complexities of the marketplace and an
appreciation of professionalism and work-related responsibilities—–particularly for interns with no
prior work experience in a related field; and (v) an early exposure to job roles and functional divisions
within a business.

MGT 3999

DISSERTATION PROGRAM

Dissertation Program is an advanced, research-based capstone subject. It is intended to further stimulate
intellectual curiosity and hone the analytical skills of students and inculcate in them the rigor and
discipline required to tackle and solve complex problems in industry. It is deliberately timed towards the
end of the MBA course as the student is meant to draw on all input given in all disciplines while writing
the dissertation. To this extent, the dissertation will test:

a)

How much the student has assimilated the contents of the program.

b)

How much the student is able to apply the concepts or theories learned to real life situations
encountered in an organization.

c)
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The level of innovative thinking that the student brings into focus while addressing the

particular problems being tackled.
d)

The level to which the student has understood the problem being addressed and how practical
are the solutions offered.

Dissertation is an important value addition to the MBA course, the report writing of which will
simultaneously check the ability of students to write a comprehensive and in-depth document. At the
same time, based on the nature of the topic, it will be a reality check for students to assess the type of job in
which they will be comfortable when they start their careers.
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Advanced Subjects

The Areas of Marketing, Finance, Human Resource Management and Operations Management offers
Advanced Subjects. Advanced Subjects are offered to those students who wish to gain an edge in terms of their
functional skills. A study of the Advanced Subjects will facilitate students to have a deeper understanding of
the nuances of the subject, which will add value in the work place. Advanced Subjects have to be paid for
separately. The fee for each Advanced Subject shall be decided by the Registrar (Examination & Evaluation)
and be communicated accordingly. The following table lists the Advanced Subjects offered by specialization
areas. Advanced Subjects will not commence before Semester III of the MBA course. The schedule for these
subjects will be advised at an appropriate time.

Advanced Subjects offered in the Finance Area
Subject
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Code

Credits

Auditing

MGT 3926

3

Behavioural Finance

MGT 3927

3

Corporate Tax Management

MGT 3928

3

Financial Engineering

MGT 3929

3

Hedge Funds

MGT 3930

3

Investment Banking

MGT 3931

3

Personal Financial Planning and Wealth
Management

MGT 3932

3

US GAAP

MGT 3933

3

US Taxation

MGT 3934

3

Advanced Subjects offered in the Marketing Area
Subject

Code

Credits

Agricultural Marketing

MGT 3901

3

Digital Branding

MGT 3902

3

Marketing of Financial Services

MGT 3903

3

Retail Buying and Logistics

MGT 3904

3

Retail Investor Relationships and Financial
Instruments

MGT 3905

3

Rural Marketing

MGT 3906

3

Social Media Marketing

MGT 3907

3

Visual Merchandising and Shop Floor
Management

MGT 3908

3

Advanced Subjects offered in the Human Resource Management Area
Subject

Code

Credits

Organizational Psychology

MGT 3951

3

Psychology, Human Development and Social
Behavior

MGT 3952

3

Strategic Leadership

MGT 3953

3

Talent Engagement

MGT 3954

3

Advanced Subjects offered in the Operations Management Area
Subject

Code

Credits

Advanced Operations Research

MGT 3976

3

Advanced Topics in Systems and Operations

MGT 3977

3

Data Mining

MGT 3978

3

Systems Analysis and Design

MGT 3979

3

COURSE OF INDEPENDENT STUDY

A Course of Independent Study (CIS) is a subject taken by a student under faculty supervision for
knowledge enhancement beyond the subjects offered in a particular area of interest. A student who has
completed the academic work up to Semester II may enroll to take a subject through Independent Study.
No more than two CIS subjects are offered in a given semester. CIS is not counted as a core requirement,
toward specialization requirements. CIS is not be letter-graded, however, upon successful completion,
the student receives a certificate of completion. Students taking a CIS option have to pay for subjects
separately. The fee for each subject shall be decided by the Registrar (Examination & Evaluation)
depending on credits of the subjects. Students should complete the stipulated contact hours with the
faculty assigned to take the examination. For 2, 3 and 4 credit subjects, the contact hours specified are 13,
15 and 18 hours respectively.

INTERNATIONAL PROGRAMS
Alliance School of Business, Alliance University has a host of articulation agreements with many
accredited universities and business schools across the world. Through the collaborative arrangements
with international universities, the Alliance School of Business develops study-abroad programs and
facilitates educational experiences in several countries such as USA, UK, Germany, France, Belgium
and Russia. Apart from providing an opportunity to understand different cultures in a globalized
economy, these programs provide students with the opportunity to gain first-hand international
experience and to develop as global citizens.

In order to augment students' intellectual, professional, and personal development there are several
international educational opportunities at the School for the MBA graduates. To meet the diverse needs
of the student population, the Office of International Affairs offers a variety of options such as the student
exchange program, joint program, dual-degree program and the summer program. MBA students are
encouraged to consider international programs to advance their academic goals.

The following are the universities and institutions with which Alliance School of Business, Alliance
University has collaborative arrangements:
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Centers for Excellence at Alliance School of Business, Alliance University
Centers for Excellence supplement and hone the skills of our graduates. These Centers are application
oriented and the input given to students is based on activities rather than on theoretical learning.
There are three Centers for Excellence at Alliance School of Business, Alliance University:

1. Center for Development of Entrepreneurship and Leadership (CDEL)
CDEL supports the mission of Alliance School of Business, Alliance University to provide students
with quality education that kindles creativity, encourages innovation and enables them to compete
successfully in the global business arena by developing leadership perspectives with an entrepreneurial
mindset.
CDEL inspires students to explore the possibility of becoming entrepreneurs soon after graduation,
and nurtures students to become successful entrepreneurs who will create jobs, invent or
commercialize new technologies and strengthen the economy. CDEL also provides consulting and
access to a network of mentors for student entrepreneurs.

The CDEL objectives are:
•

To support students in their project work

•

To provide incubation for outside start-ups

•

To provide an opportunity to faculty members to serve as consultants

•

To provide legal succession planning support for students who will be joining family
businesses after the completion of the MBA course

What do we do for aspiring student entrepreneurs?
•

Help finalize the business opportunity

•

Help prepare the business plan

•

Organize interaction with successful entrepreneurs

•

Organize workshops on important topics

•

Link to mentors

•

Provide access to suppliers, service providers, chartered accountants, advocates and financial
institutions

31

2. Center for Cognitive Sciences
This Center focuses on building and enhancing the interdisciplinary approach particularly between
management and technology. The Center focuses on introducing courses, workshops, seminars and
other short-term focused training programs in the areas of technology management such as expert
systems, neural networks, nanotechnology and innovation management.

3. Center for Foreign Languages
In the age of globalization, differences in languages should not become a barrier in communication.
Keeping this in mind while framing its curriculum, Alliance School of Business, Alliance University
aims to prepare its graduates for global leadership positions by introducing two widely-spoken
foreign languages (apart from English) —–French and Spanish. These two subjects (students will
choose one) are specifically designed for students who are learning the languages for the first time.
These subjects will give students the working knowledge, both in terms of the spoken and written
forms of the language, at the elementary level. It is expected that after completion of the subject,
students will be able to express themselves adequately in a general situation. Foreign language
training provides students with the skills to appreciate and gain useful insights of global business
practices and styles of management. Students will be given a certificate after passing the examination
at the end of the subject. This subject will not be included for calculating the Grade Point Average.
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GENERAL MANAGEMENT

At a functional level, an organization's overall performance depends on the way its individual elements
interact. Under the General Management Area at Alliance School of Business, Alliance University, the
subjects cut across all functional areas and enable students to develop communication, analytical, leadership
and technological skills. It inculcates confidence in students as future managers to make important business
decisions and apply leadership skills needed to drive value-oriented changes in specific organizations and
industry as a whole. Thus, the subjects encompass a broad spectrum of disciplines, which includes
communication skills, decision sciences, economics and strategic management, among others. In addition to
laying the building blocks of the required managerial skill, the curriculum provides a platform for students to
identify their interest, capability and skill to pursue a specialized career in the area of marketing, finance,
organizational leadership and strategy, operations management, retail management, banking and financial
services, hospitality management, entrepreneurship and family business, international business, and
communications management. Finally, it helps students integrate the ideas learned under various functional
areas in the form of capstone subjects such as Entrepreneurship and New Venture Creation and Strategic
Management. Along with basic subject knowledge, Alliance School of Business, Alliance University tries to
equip students with qualities that are very much required through numerous training sessions to give them
the global perspective and application of every theory that is learned here.

Learning Delivery Methodology
The learning methodology is experiential in nature with a focus on application of concepts, and includes:
•

Interactive lectures

•

Case study exercises

•

Class projects and exercises

•

Field projects and company visits

•

Video presentations

•

Expert and guest lectures

•

Activity labs

Issues related to ethics and international matters will be addressed in the individual subject. The subjects are
designed to encourage group participation and group activities. These form part of the learning assurance
feedback for each of the subjects.
Subject Mapping
Students are required to complete a total of 30 credits in the area of General Management. The capsule of core
subjects (30 credits spread over 11 subjects), covering foundation subjects, conceptual framework and
subjects leading to core business fundamentals, is delivered across all semesters.
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Subject Integration

The intensive core curriculum orients the students with the foundation of broad management skills to
succeed in any industry. The subjects under the General Management Area put students in the position to
gradually develop their aforementioned skills in three different phases. Phase I takes them through
foundation learning, in which they revisit their basic quantitative skills. Phase II develops the conceptual
framework of the learners, in which leadership essentials are inculcated through analytical foundations and
are laid through subjects such as Economic Analysis and Business Decisions, Business Statistics and Research
Methodology; and decision-making skills are nurtured through understanding Management Science. Phase
III is focused toward core business fundamentals, which broadly encompasses a wide variety of subjects
such as International Business, Macroeconomic Environment and Policy, Entrepreneurship and New
Venture Creation, Business Ethics and Corporate Social Responsibility, Business Law, and Strategic
Management. A flow chart is given below for quick reference.
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Subject Summary
Semester

I

Subject
Code

Subject Title

Credits

MGT 3002

Economic Analysis for Business Decisions

3

MGT 3027

Statistics for Business Decisions

4

Business Ethics and Corporate Social
MGT 3007

II

III

IV

Responsibility

2

MGT 3024

Management Science

3

MGT 3004

Macroeconomic Environment and Policy

3

MGT 3008

Entrepreneurship and New Venture Creation

3

MGT 3009

International Business

3

MGT 3022

Legal Aspects of Business

2

MGT 3011

Strategic Management

3

Total
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Subject Description
Core Subjects
MGT 3027

STATISTICS FOR BUSINESS DECISIONS

Business Statistics helps management students develop their analytical and interpretation skills. This subject
covers the concepts of business statistics and provides a comprehensive overview of its scope and limitations. It
also covers techniques concerning exploratory data analysis, frequency distributions, central tendency and
variation, probability, sampling inference, correlation, regression, time series, index numbers and process
control limits. Students will learn how each applies to and can be used in the business environment. Students
will master problem solving using both manual computations and statistical software.
By completing this subject, the students will be able to understand the application of:
•

Different statistical tools to summarize large amounts of data

•

Probability and probability distribution to measure uncertainty in business

•

Sampling to enhance the reliability of the decision-making process

•

Statistical tools with the help of Statistical Package for Social Sciences (SPSS)
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MGT 3002

ECONOMIC ANALYSIS FOR BUSINESS DECISIONS

In today's dynamic economic environment, effective business decision making requires timely and
efficient use of information. The primary objective of this subject is to develop the abilities of students to
apply fundamental principles of economics to a wide range of managerial decisions, as well as public
policy issues. The focus of this subject is on understanding the theory and principles of microeconomics
for applying them in real world issues and to take managerial decisions. The students are expected to
acquire in the subject a strong hold on how the tools in microeconomics can be applied to take
appropriate managerial decision making. After completing the subject, students will be able to:
•

Apply the economic way of thinking to business decisions

•

Understand the behavior of economic agents

•

Analyze production, cost and allocation of resources

•

Evaluate market structure and pricing strategies

MGT 3004

MACROECONOMIC ENVIRONMENT AND POLICY

The objective of this subject is to provide students with a basic understanding of the macroeconomic
theories and analytical tools that can be used in the decision-making process. After completing the
subject, students should be able to comprehend the macroeconomic environment that has direct business
implications. The topics of the subject include:
•

Basic macroeconomic concepts and models

•

Policy instruments for macroeconomic environment

•

Trends in the macroeconomic scenario and their relevance for business

MGT 3024

MANAGEMENT SCIENCE

The objective of this subject is to acquaint students with operations research methodology and models.
The emphasis of the subject is on developing quantitative modeling skills and on applying these skills in
business decision-making. The subject covers operations research methods and models such as linear
programming, transportation problems, assignment problems, integer programming, goal
programming, dynamic programming, game theory, queuing theory and simulation modeling.
By completing this subject, the students will be able to:
•

Understand optimizing goals under constraints and usage of software tools to achieve that goal

•

Recognize the need for models and use operations research (OR) models such as linear
programming problems and waiting line models

•

Analyze OR models and interpret the outputs of the software with respect to business
problems.
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MGT 3007

BUSINESS ETHICS AND CORPORATE SOCIAL RESPONSIBILITY

This subject is an introduction to ethical decision-making in business and is intended for students to
comprehend, appreciate and inculcate values of ethics in business. In fiercely fought corporate battles,
moral and ethical issues are often overlooked, ignored or even sacrificed in favor of business expediency
—– leading to serious public scrutiny and sanctions. Ethics needs to be integrated into business decision
making and in the formulation of strategies related to the functional areas of business. The subject will
enable the students to visit the theory and apply the principles through the study of dilemmas, real life
situations and cases, which provide them with an opportunity to use concepts and resolve ethical issues.
Corporate Social Responsibility (CSR) as part of the ethics course will cover areas related to social
responsibility of corporates towards their stakeholders that has now become a dominant part of business
reporting. The companies involved in CSR integrate social and environmental concerns in their business
operations and interact with the communities on a voluntary basis. CSR activities, for all stakeholders
including employees of the company, contribute significantly to becoming a good Corporate Citizen.
This is done by forming strategic partnerships with NGO’s, civil society and government agencies
involved in the areas of health, education, livelihood, natural resources management art and culture and
supporting such services through corporate funding or technology support human resources and
managerial inputs. Alliance School of Business, Alliance University will organize visits for students to
corporates and NGOs to get an understanding of grassroot issues that will sensitize them towards human
issues, and case studies will be used to demonstrate the involvement of the corporates towards the
welfare of the employees as well as how they benefit the community at large. Students can also take up
short-term assignments to understand CSR incorporates and NGOs.

After successfully completing the subject, students will have understood:
•

Concepts, processes and best practices associated with successful global businesses

•

Complex environment of ethical decision-making in the business organization

•

The need to enhance their awareness and knowledge to make business ethics decisions

•

How ethics is integrated into key strategic business decisions

•

Ethical dilemmas facing business organizations and strategies to resolve them

•

CSR principles, concepts and processes, stakeholder’s involvement, sustainability and CSR
strategy

•

Issues and problems of the development sector at the grassroots level
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MGT 3008

ENTREPRENEURSHIP AND NEW VENTURE CREATION

Entrepreneurship has more relevance today than ever before because it helps entrepreneurs fulfill their
ambitions and it fosters a robust entrepreneurial culture. This relevance maximizes an individual's
economic and social success in the process creating an entrepreneurial economy.
Wealth and jobs are created by the small businesses of entrepreneurial-minded individuals. From this
pool of achievers, many go on to create big businesses on a global scale. The present environment offers
greater opportunities and support for an entrepreneur to leverage skills. The study of entrepreneurship
can help create an enterprise and exercise creative freedom with a higher self-esteem and a greater control
over one's life.
The subject exposes students to the vagaries of starting a successful business, ways to access funds and
ways to navigate the business more successfully. Entrepreneurship education can positively impact a
learner at all levels in a wide number of contexts and situations.
Completing this subject will enable students to:
•

Prepare a business plan, covering all functional areas

•

Examine business opportunities and choose a successful one

•

Understand ways of mobilizing funds

•

Seek assistance from the public and government bodies

•

Identify the reason behind successful businesses through case studies and analysis

MGT 3009

INTERNATIONAL BUSINESS

Globalization refers to the process of integration and the emergence of economic, financial, cultural and
political systems across the world by adopting a holistic approach.
The rapid growth of integrated and interdependent economies is attributed to the interconnectedness of
the numerous dimensions of economic globalization such as the globalization of production, markets,
competition, technology and corporations. International business encompasses all those business
activities that involve cross-border transactions of goods, services and resources between two or more
nations.

MGT 3022

LEGAL ASPECTS OF BUSINESS

The knowledge of law helps to conduct business in an informed and efficient manner. Law has an
interface with the organizations, society, market, economy, polity and administration. The awareness of
minimizing legal risk by responsible managers is paramount in today's economy, which will benefit not
only the organization, but also the manager by reducing their exposure to penalties and fines under law.
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This subject will attempt to bring out the linkages between law and other business practices. It helps in
understanding a wide range of legal issues that impact the managers, and in identifying potential legal
problems early and assessing the right subject of action to minimize legal implications and risks.

MGT 3011

STRATEGIC MANAGEMENT

The Strategic Management subject brings together in a large part, the knowledge students acquire during
their MBA course. It helps them understand the different elements of the strategic management process,
perform environmental scanning, define competitive advantages, formulate strategies and define the
necessary changes for strategy implementation. Students will learn how to design and implement
strategies at the corporate, business and functional level, while establishing controls for monitoring and
assessing performance.
After completing this subject, students will be able to:
•

Understand the purpose, processes and tools of strategic management

•

Discern the internal and external environments of the firm to come up with the appropriate
strategy

•

Combine and build on the knowledge acquired in earlier functionally-oriented subjects

•

Appreciate the challenges in today's ever changing, diverse and global environment

•

Craft corporate, generic and functional strategies

•

Understand the importance and difficulties related to implementation of strategies

•

Learn the different approaches and models to formulate business strategies
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CENTER FOR EXCELLENCE IN COMMUNICATION AND LEADERSHIP
(CECL)

The Center for Excellence in Communication and Leadership (CECL) at Alliance School of Business,
Alliance University aims to enrich communication skills and soft skills which are increasingly becoming
the hard skills of today's work force.
Corporates prefer students who possess outstanding academic grades and a strong grounding in soft
skills. This is necessary, as the companies incur a substantial cost providing additional training on soft
skills after the students are hired. Employers are of the opinion that training in soft skills for management
graduates is primarily the responsibility of the business school and look to the Alliance School of
Business to take the initiative here.
CECL realizes that it is just not enough to be highly trained in technical skills, without developing the
softer, interpersonal and relationship-building skills that help people to communicate and collaborate
effectively. These people skills are more critical than ever as organizations struggle to find meaningful
ways to remain competitive and be productive. Teamwork, leadership, and communication are
underpinned by soft skills development. Since each is an essential element for organizational and
personal success, developing these skills is very important.
CECL works towards encouraging the students develop ideas in an organized and persuasive way, read
insightfully, and write clearly. It also aims at preparing students to enhance well-rounded awareness and
knowledge about relevant skills such as personal development, business etiquette, grooming,
presentation skills, and workplace conduct and business awareness.

Learning Statement
The Center for Excellence in Communication and Leadership (CECL) at Alliance School of Business,
Alliance University aims at preparing students for workplace situations where a clear and concise, yet
creative solution is required. Enhance their ability think independently, to process and comprehend
material and then summarize and extrapolate on the main points, an ability to articulate an argument in
both speech and writing, a thorough, thoughtful analysis of any reading or data that will set them apart
once they enter the professional world.

Delivery Mechanism
The designing of course contents at the CECL encourages making intentional, reflective
choices about how an activity or the course at large will lead to desired outcomes for student
learning. These intentional choices in turn shape a learning environment in which students
follow an instructional path and build disciplinary understanding and knowledge towards

becoming more employable in the short run and effective problem solvers, ethical decisionmakers and life-long learners, who will be successful in today's dynamic and diverse world
environment.
The pedagogy is experiential, and the methodology includes:
Interactive Lectures
•

Activity Labs

•

Expert Lecture

•

Video Presentations

•

Outbound Learning

•

Business Simulation

•

Syndicate discussions

•

Field-based projects

•

Case analysis and learning

Subject Mapping
Students are required to complete a total of 3 subject credits in CECL in the first semester, along with
value-added programs spread across three semesters. The subjects progress from the introductory or
the foundation and provide an orientation towards workplace attitude and etiquette to examining the
theories, skills and coping mechanisms necessary to understand and manage human behavior in the
organization. The subjects are intense and demanding and equip graduating students who are
professionally revitalized, refocused and ready to take their places as business leaders.

Subject Integration
A team of experienced educators at the CECL facilitate this broad-based course offering that promotes
discovery, engagement and diversity in an ever-expanding conception of learning.
At the onset of the program, the students are put through psychological testing which shall make them
aware of their inherent cognitive and affective styles of functioning. The tests shall acquaint the students
about their dominant modes of emotional and attitudinal make up and serve as a palimpsest for the further
honing of their self-awareness and competencies through ensuing semesters of soft skill training.

Subjects in Semester I focus on the essentials of effective communication, self-awareness and reflexivity
and citizenship as the learning outcomes.

Subjects in Semester II prepare students for management careers with companies that operate globally.
Advanced managerial communication, working in teams, business etiquette and cross-cultural
understanding are domains that are emphasized in this semester. Since the end of this semester coincides
with students embarking on their industry internships, these skills underpin successful performance in
their projects and provide an opportunity to practice and develop them under the guidance of project
supervisors.

Subjects in Semester III focus on the dynamics of high performance and marks the culmination of this
journey of preparing students for leadership roles in dynamic and rapidly evolving roles. The focus in this
semester is to provide students opportunities for self-exploration and clarification of personal and career
goals. Students examine occupational information, trends and undergo intense training in the domain of
clear, convincing communication and its effective application in group discussions and personal
interviews.

Subject Summary
Semester

Subject

Subject Title

Credits

Code
MGT 3810

Communication & Interpersonal Skills

2

MGT 3812

Public Speaking

1

II

MGT 3811

Professional Development

2

III

MGT 3813

Soft skills for Managers

2

I

Total

7

Subject Description
MGT 3810

COMMUNICATION AND INTERPERSONAL SKILLS

This subject provides a contemporary insight into communication skills and concentrates on ways in
which students can be more effective by becoming knowledgeable and skilled as communicators. Upon
completing this subject, students will have learned the best of current practices to build and enhance their
communication skills. They will learn to articulate ideas effectively and will:
•

Understand semantics of communication and formulate communication strategy

•

Be proficient in extempore speaking, interpersonal communication, managerial communication
and conduct of business meetings

•

Be able to demonstrate effective written communication skills: business correspondence,

proposals, reports and media communication
•

Possess a high degree of enhanced verbal communication skills: telephonic, teleconferencing
and business presentations

•

Have persuasive communication, listening and feedback skills and the ability to communicate
change and manage crises

Whether it is presenting results, recommendations and complex ideas to senior leaders or requesting
and receiving constructive feedback, this subject will equip students with the essential communication
skills MBA graduates must possess. Students will learn the precise methods, tactics and strategies
critical to communicating to key decision-makers in ways that maximize understanding and facilitate
action.

MGT 3812

PUBLIC SPEAKING

The course aims to provide students with the fundamental skills needed to articulate an informative
and persuasive speech without the mediation of presentation technologies like power-point. The
course therefore stresses on learning the structural elements that are needed to draft an effective
speech outline and delivery techniques that have been drawn from the time-proven rhetorical
methodologies. Business students gain from the course by learning the art of informing and
persuading the audience in a business context within a defined time limit and an on-camera
environment.

MGT 3811

PROFESSIONAL DEVELOPMENT

Professional Development spans the second semester in the first year of the MBA course. This
subject enables students to realize their verbal communication skill and helps the participants in
overcoming communication apprehensions in various formal and informal social situations and develop
fluency enhance voice modulation, postures, gestures and body movements and realize their leadership
potential.
Through self-assessment tools and experiential learning, students are encouraged to examine their
strengths and weaknesses while exploring the best practices of extraordinary leaders, classroom
instruction, experiential initiatives on current affairs and facilitated small group.
This subject provides exposure to a spectrum of skills students will find imperative to develop and
improve their effectiveness as leaders. Students learn to identify personal roadblocks of delegating,
execute effective delegation, distinguish between what should and should not be delegated, understand

the difference between influence and authority, the connection between self-esteem and success, develop
motivational strategies, examine the power of positive reinforcement and develop skills to deal with
change.
As part of the program, students will also learn to enhance their interpersonal and group effectiveness
through an understanding of the process of working together as team members as also leaders by
developing a good insight into the behavioral dynamics of self and others. Topical coverage includes
gaining an insight into the self and using that identification to recognize and manage stress,
understanding differences in communication styles to manage relationships better and visiting the
concept of time management and self-management for better productivity.

MGT 3813

SOFT SKILLS FOR MANAGERS

“Soft skills for Managers” will act as a sequel for the Professional Development course in semester II.
The course aims to build effective CV building skills along with peripherals like cover letters. It
would also provide further practice in group discussions, individual interview simulation (unlike
group interviews) and build on the general awareness about business environment that is necessary
for effective argumentation.

.

MARKETING

"Because the purpose of business is to create a customer, the business enterprise has two, and only
two, basic functions: marketing and innovation. Marketing and innovation produce results; all the
rest are costs. Marketing is the distinguishing, unique function of the business."

‐

Peter Drucker

The key to surviving and thriving in a hyper-competitive market is not to stare at the balance sheet but to
know where you must go to find success in a market. To do that well, graduates must put their minds in the
mud of the marketplace. That in essence means knowing and practicing the art and science of marketing.
The world of competitive enterprises openly facing each other in open markets is clearly a world of
constant change. The marketing concept alerts us to this fact with the prescriptive injunction that to keep
up requires studying and responding to what consumers want and value, and quickly adjusting to choices
provided by competitors. It alerts us especially to the fact that competition often comes from outside the
industry in which it finally occurs. Deeply implanted in these ideas is the notion that nothing is more
important than the customer.

Marketing as a specialization has traditionally been the top option at Alliance School of Business,
Alliance University, and is offered by an expert faculty group that creates and disseminates marketing
learning. The specialization offers a wide range of subjects designed by this team, emphasizing building
a comprehensive understanding of marketing as a business discipline, deciphering consumer behavior,
connecting and communicating with them and facilitating the delivery of value solutions. The Marketing
specialization prepares students to become highly competent and customer focused specialists and
equips them to handle leadership positions effectively and successfully in the fields of marketing
planning, operations, communication, logistics, front end retailing and services.

Learning Statement
The primary purpose of the study of marketing is to understand how this critical and pervasive function
engineers the acquisition and retention of customers. Without solvent customers in some reasonable
proportion, there is no business. These customers are constantly presented with varied options to help
them solve their problems. The surviving and thriving business is one that constantly seeks better ways to
help people solve their problems—–functionally better, valued better and available better. To create this
“betterness” requires knowing what customers think “betterness” to be. This precedes all else in
business. The study of marketing is an endeavor that discovers what this “betterness” is, what should be
done to get there, and how to do it with imagination and high spirits, which in turn can drive enterprises
forward. Students trained in marketing can provide critical input in such areas as markets, competitors
and portfolios of operating technologies. As such, the field of marketing is a valuable preparation for

many types of management careers, including consulting, line management and entrepreneurial
management for those who have future interests in starting their own business.

Learning Delivery Mechanism
The global business environment today is incredibly complex and dynamic. India too is experiencing
galloping rates of economic growth. Business leaders today, oversee concerns that evolve at a rapid
pace, encountering progress in unexpected ways. After two years of Alliance School of Business's
marketing major curriculum, students will be at the top of their game. The best and latest of
methodologies are used to impart comprehensive business learning, which includes the following:
•

Interactive lectures

•

Case study exercises

•

Class projects and exercises

•

Class simulations

•

Field exercises

•

Lectures from domain experts

•

Activity labs

Subject Mapping

Students are required to complete a total of 47 credits to graduate with a Marketing specialization. These
include seven credits of Core Subjects and 24 credits of Elective Subjects. The Industry Internship
Program carries six credits and the Dissertation program is of ten credits.
In addition, marketing offers advanced specialization in four streams (the advanced specialization
subjects are paid-for subjects). The four streams are Digital Marketing, Agro-Rural Marketing, Financial
Services Marketing and Retail Marketing. These advanced subjects are offered as an “add on” to other
Core and Elective Subjects available to students.
All subjects have been mapped to ensure comprehensive understanding of conceptual marketing
constructs and their applications. This in turn ensures total market readiness.
The curriculum design at Alliance School of Business, Alliance University, is optimized to ensure
comprehensive dissemination of business learning. Issues that form central themes within this design
include the relevance of business ethics and its impact on business conduct. Alliance School of Business,
Alliance University, by itself holds this as a central tenet in whatever it undertakes. The diversity of the
student body at Alliance School of Business, Alliance University, provides a perfect opportunity for a

globalized curriculum to be set in effect. As a part of the same, student and faculty exchanges, student
internships and subject participation in peer institutions around the world are undertaken. A collaborative
learning environment that actively seeks group participation and discussion is a regular feature at the
School.
Assurance of learning is a critical feature at the School that ensures that the curriculum design is an
evolving one. Carefully designed feedback mechanisms, both longitudinal and situational, are used to
map tangible learning outcomes, which are then used in a feedback loop to ensure contemporariness in
learning.

Subject Integration
Marketing is an inter-linked discipline that directs all its efforts towards anticipating the needs and wants
of target markets and delivering the desired products more effectively than competitors. This integration
is reflected in the selection of core and elective subjects that are being offered as part of marketing. The
Core Subjects, Marketing Management and Marketing Strategy for Competitive Advantage, provide a
foundation on the basic concepts in marketing and outline the processes involved in the construction of a
strategic marketing plan.

Marketers are deeply involved with their customers and this obsession has influenced the inclusion of two
subjects dedicated to understanding consumers and connecting with them. The subjects, Marketing
Research and Decision Models and Consumer Behavior and Social Media Usage, provide a framework for
understanding how consumers think and behave with respect to the consumption of goods and services.

Along with consumer behavior, marketers must understand the steps required to build a brand and to
efficiently integrate the communication tools to influence consumer purchases. This aspect is covered in the
Integrated Marketing Communication and Product and Brand Management subjects. Companies have to
deliver the products directly to consumers by using their sales teams and external channels. The science of
managing these two resources is captured in the Sales Management, Channel Management and Retail
Management subjects.

Three specialized Marketing subjects have been included. The subject Marketing of Services deals with
marketing with specific reference to the service sector. The special challenges for managing business
buyers and their buying behavior are covered in the Business Marketing subject. The Digital Marketing
subject takes students through a comprehensive understanding of the digital marketing function and
related strategies and tactics.

All marketing activities that companies undertake are ultimately aimed at creating value for customers and
building strong bonds for capturing value from customers in return. These subjects comprehensively cover
the crucial stages in the value chain.

Subject Summary
Semester

Subject

Subject Title

Credits

Code
Core
I

MGT 3091

Marketing, Theory and Practice

4

II

MGT 3097

Strategic Marketing for Sustainable Growth

3

Elective
MGT 3090

Marketing Research and Analysis

3

MGT 3096

Services Marketing and Customer Experience
Management

3

MGT 3000

Industry Internship Program

6

MGT 3079

Consumer Behaviour and Neuro Marketing

3

MGT 3075

Advertising and Integrated Brand Promotion

3

MGT 3092

Nurturing and Managing Brand Equity

3

MGT 3080

Contemporary Retail Management

3

MGT 3094

Sales and Channel Management

3

MGT 3086

Inbound Marketing

3

MGT 3089

Marketing Analytics and Models

3

MGT 3076

B2B Marketing

3

MGT 3083

Digital Marketing and Digital Ecosystem

3

MGT 3082

Customer Value Creation and Innovation

3

Luxury Marketing: Across-the-Pyramid
Approach
Entrepreneurial Marketing and Growth
Hacking
Dissertation Program

3

II

III

IV
MGT 3088
MGT 3085
MGT 3999

Total

3
6
49+12

Advanced Subjects

Subject

Code

Credits

Agricultural Marketing

MGT 3901

3

Digital Branding

MGT 3902

3

Marketing of Financial Services

MGT 3903

3

Retail Buying and Logistics

MGT 3904

3

Retail Investor Relationships and Financial Instruments

MGT 3905

3

Rural Marketing

MGT 3906

3

Social Media Marketing

MGT 3907

3

Visual Merchandising and Shop Floor Management

MGT 3908

3

Subject Description
Core Subjects
MGT 3091

MARKETING, THEORY AND PRACTICE

Marketing is very important aspect in business since it is the pivotal function contributing to the
success of an organization. This subject is an introduction to the science of marketing that enables
students to understand the concept of “4 Ps” – product, price, promotion and place and the theory of
segmenting and selecting the target market/s for a firm’s products or services. It also facilitates
developing the analytical, research, strategy formulation and decision-making skills of future
marketers.
Above all, the subject provide a basic foundation in marketing as well as insights into contemporary
marketing applications.

MGT 3097

STRATEGIC MARKETING FOR SUSTAINABLE GROWTH

Marketing is not a single function driven activity anymore. Its ultimate goal is to create long- term
value for consumers. The objective of any business entity is to serve customer needs by consistently
delivering high quality products and services as solutions, while being responsive to changing market
place needs.
The focus of this subject is on strategic marketing analysis and marketing planning. These advanced
functions are applied in the constructions of strategic marketing plan. This translates into effective
complex marketing decisions that are critical to attaining the competitive advantages.
In addition, this subject also comprehensively covers contemporary trends in marketing including the
integration of marketing communications, radicle changes in the selling function and sales force,
customer relationship management, the impact of digital commerce and the broadening role of
marketing in organization.

Elective Subjects
MGT 3076

B2B MARKETING

The course provides an understanding of customer value management as a strategy for delivering
superior value to targeted business segments while obtaining equitable returns through value-based
selling. This course will enable students to comprehend the processes involved in creating and
delivering value in the B2B markets, find solutions to the problems in such markets with the help of

case studies and projects, and understanding the importance of relationship building in business
markets, including for-profit and non-profit, domestic and overseas markets.

MGT 3090

MARKETING RESEARCH AND ANALYSIS

Toying with a new product idea? Want to boost your sales? Planning to launch a new product? The
importance of marketing research and analytics has seen unprecedented growth, especially in the times
of recession. Marketing research and analytics facilitates decision making to meet the current and future
needs of consumers. It helps in ascertaining and understanding customer and competitor information
such as their identity, marketing network, customer focus and scale of operations. Marketing research
and analytics allows firms to evolve methods to help them maximize profits. This is done with the
application of research techniques both quantitative and qualitative, and the establishment of models that
the firms can depend upon to succeed. With an understanding of the customer, competitors, products and
the overall industry needs, Marketing research and analytics can equip the marketers with the power to
make intelligent decisions.

MGT 3075

ADVERTISING AND INTEGRATED BRAND PROMOTION

The course covers the fundamentals of integrated marketing communication including advertising,
sales promotion, public relations, and media. The course is taught considering the perspective of a
brand manager and, therefore, it emphasizes upon the importance of different tools and techniques
used by the manager to promote a brand. While the course also helps students learn creating,
monitoring and evaluating promotional campaigns, they also develop an understanding about how
marketers carry out media planning and buying to effectively reach out to their audience for their
products and services. This course is highly recommended to those looking to make a career in the
fields of advertising or brand management.

MGT 3092

NURTURING AND MANAGING BRAND EQUITY

There are only two assets of an organization that cannot be copied by competitors—–its people and its
brands. Brand Management as a discipline recognizes the importance of brands as a strategic asset of an
organization and advocates the need for brand managers, who devise strategies to establish and nurture
brands in the market.
The science of branding involves a deep understanding of the values that the organization stands for,
conducts detailed analysis of its own and the competitive brands in the market and designs programs

necessary to position the organization and its products favorably in the minds of all stake holders.
The subject will enable students to have an overview of the brand management process, familiarize
themselves with the sources and outcomes of brand equity and understand how brands are positioned,
built and managed over time. The subject covers in detail the development, monitoring, evaluation and
control of the communication program required for building a brand.

MGT 3079

CONSUMER BEHAVIOUR AND NEURO MARKETING

Successful marketing decisions are a result of sound understanding of consumer behavior. Numerous
examples of actual business practices make it clear that successful firms can and do apply theories and
information about consumer behavior on a daily basis. Consumer behavior investigates the manner in
which people interact with products and their marketing environment. This can include the purchase of
products (a digital camera), the consumption of services (theme park) or the disposal of goods (online
auction).
Most purchase decisions are unconscious. Behaviour, learning, memory, sensation, attention,
cognition, perception, emotions and brain activity are concepts that have acquired a new dimension in
business and specifically in the context of marketing. This dimension is the main axis of Neuromarketing. The course will focus on conceptualizing Neuro-marketing, emphasizing the techniques of
neuroscience and psychology. At the end of this course, the students tend to explore various
techniques used in Neuro-marketing and gain insights on how the consumer's brain responds to
products, brands, advertisements and a varied number of marketing stimuli. Neuro-marketing
is a new frontier that will be covered in this subject for a better understanding of consumer behaviour.

MGT 3080

CONTEMPORARY RETAIL MANAGEMENT

Retail Management provides a good understanding of the concepts, strategies, and trends associated with
a retail operation globally and in India specifically. It provides an insight into the opportunities and
challenges facing the industry with comprehensive grounding in many facets of retailing including
logistics and distribution, merchandising, store layouts and design, pricing, location strategy and
managing retail services. It is a vibrant part of our changing society and a major source of employment.
The subject involves both individual and group work and incorporates real-life case studies.

MGT 3094

SALES AND CHANNEL MANAGEMENT

The course aims to provide a practical insight into the world of sales and channel management with
particular emphasis on current trends. Appreciating the nuances of sales as a career and identifying
the skills required to be successful in the field are the major outcomes of learning this subject. The
course

will

further

explore

the importance of supply chain management and its strategic

implication in the overall context of marketing. Students studying this course will learn sales force
management strategies, distribution strategies and supply chain management strategies.

MGT 3086

INBOUND MARKETING

This course enables learners to switch to an inbound methodology of attract-engage-delight to grow a
business that seals the trust of its target buyers through consistent value delivery. The inbound
methodology aided by technology platforms and tools ensures customers are attracted to a digital
point of purchase through the use of valuable content and engagement experiences. Inbound
marketing zeroes in on forming customer connections based on their requirements providing them
with sought after solutions.

MGT 3089

MARKETING ANALYTICS AND MODELS

In this big data age, organizations, large and small, are inundated with data about consumer choices.
Knowing how to interpret data is a challenge and marketers in particular are increasingly expected to
use analytics to inform and justify their decisions. Knowing how to organize, synthesize, and analyse
large quantities of marketing data is no longer a "good-to-have" skill. It is absolutely essential. The
CEOs and CMOs realize that numbers and analytics increasingly represent the language of business
that they must get attuned to. This course covers the tools to measure brand and customer assets,
understand segmentation through cluster analysis, and design experiments as a way to evaluate and
optimize marketing campaigns. This course is based on the hands-on, case-study method learning
through application of various data analytics software. This course also covers the significant
marketing models and constructs.

MGT 3096

SERVICES MARKETING AND CUSTOMER EXPERIENCE

MANAGEMENT
This course aims to help students understand the practical implications of the service provision and
also sensitizes them to the challenges of marketing and managing a service. The course seeks to equip
participants with the necessary tools to design, implement, and evaluate appropriate strategies for
consistently delivering superior customer value in service businesses.
This course enables the students to understand a holistic customer centric marketing approach
providing a seamless customer experience integrating all the touch-points of the customer-journey.
The course also covers aspects related to creating value in a hyper-connected global marketplace.

MGT 3083

DIGITAL MARKETING AND DIGITAL ECOSYSTEM

This course takes the students through a comprehensive understanding of the digital marketing
function and related strategies and tactics, in order to effectively manage this enormous and everevolving marketing facilitation platform. The course will help the students evaluate the relevance of
the digital media-based marketing to the customer-centric, multi-channel marketing concept. It aims
to assist the students' assessment of how the digital media can be tapped and utilized for distinct
marketing functions amid all the marketing mix elements and to formulate alternative, yet, befitting
strategic approaches for the digital marketing efforts of an organization, across the marketing mix.

MGT 3082

CUSTOMER VALUE CREATION AND INNOVATION

The identification of customer needs through relationship management and their transformation into
marketing innovation are two key processes in customer value creation. When combined, they can
improve a firm’s competitive position, not only in terms of profitability but also by reducing costs
and promoting the use of technology. The purpose of this course is to analyze the link between
managerial relational capability and marketing innovation in customer value creation, and to look at
how that value creation affects competitiveness.
For innovation to generate customer value, it is essential to be properly designed and launched in a
timely fashion. This course will enable students to analyze and describe how companies can
effectively drive the integration of marketing and sales functions departments more strategically in an
organization in the context of creating and commercializing innovations.
Students will also acquire insight into how companies can use and integrate different data-rich
environments to stimulate innovations.

MGT 3088

LUXURY MARKETING: ACROSS-THE-PYRAMID APPROACH

‘Luxury’ is a relative term and that’s precisely the basis of this course that helps a student understand
the various approaches to market products and services to consumers across the hierarchy of needs.
The course puts a spotlight on marketers in the emerging economies who often have to address
diverse customer segments owing to demographic differences. While enough emphasis has been
given to strategies practiced in such markets in this course, the same also includes topics related to
how certain premium brands have successfully positioned themselves in multiple overseas markets.
The course is best suited for students aspiring to make a career with organizations having presence in
such varied markets.

MGT 3085

ENTREPRENEURIAL MARKETING AND GROWTH HACKING

This course helps learners understand how to employ growth driving practices to enable startups to
launch and gain a quick foothold in the marketplace. Using unorthodox and not-traditional marketing
strategies and tactics, entrepreneurial firms of today can pilot their marketing activities on limited
budgets to achieve set goals. Growth hacking by startups ensures product-market fit while
accelerating rapid growth during launch stages of a product/service.

Advanced Subjects

MGT 3902

DIGITAL BRANDING

The Internet presents businesses with the most potent collection of tactics and new business
opportunities they have never experienced before. But the Web is certainly no magic bullet. Setting a
business apart requires that the company understands exactly how the Internet fits in with all the other
elements of its growth strategy.
Digital Branding comprehensively reveals the knowledge of how to profit from brands in the era of the
Internet. It traces the steps every successful business must take to develop a strategy that not only
surmounts the challenges of e-commerce but also, just as important, reinforces customer loyalty.

MGT 3907

SOCIAL MEDIA MARKETING

The greatest of modern-day challenges for marketers is consumers turning into communication content
creators, from just being passive recipients. And in doing so, they write about products and services on
blogs, re-cut commercials on YouTube, define business firm identities on Wikipedia, and gang up against
or for brands on social networking sites like Facebook.
This consumer driven activity represents a social phenomenon, which if leveraged well, presents a huge
opportunity for marketers to collaborate and learn from consumers. Social media marketing entails all that
can be done to tap into this phenomenon that has created a permanent shift in the way the social world works.

MGT 3901

AGRICULTURAL MARKETING

This subject offers a unique opportunity to develop a comprehensive understanding of agriculture: the
production of crops and livestock; the interactions between agriculture and the wider environment; and
the business and marketing skills needed to manage agricultural systems in a sustainable way.
Issues such as the improvement of marketing systems for both farm produce and input from a strong
private sector backed up by appropriate policy and legislative frameworks; and effective government

support services are covered. Also discussed are new marketing links between agribusinesses, large
retailers and farmers that must be developed, with those working in marketing and agribusiness joining
together in associations to promote common goals.

MGT 3906

RURAL MARKETING

A study of rural marketing helps marketers understand value-solutions offered in rural markets,
characteristics of rural consumers, competition and communication and distribution strategies that are
rural-specific. This in turn helps in formulating rural-specific strategic marketing plans as a response to
rural opportunities. The theory of selecting target market/s for a rural firm's products or services and the
development of the marketing mix (product, price, promotion, and distribution) for rural segments, is
covered comprehensively.
The subject also covers concept, scope, nature and attractiveness of rural markets; rural versus urban
marketing; buying decision process; rural marketing information system; and potential and size of the
rural markets.

MGT 3905

RETAIL INVESTOR RELATIONSHIPS AND FINANCIAL

INSTRUMENTS
Financial services products, in general, are far more complex than their packaged goods counterparts. It
is fair to say that consumers demonstrate low levels of knowledge and self-confidence when it comes to
comparing the range of the products available in the market. Financial services products involve a
reduction in current consumption pleasure because money is diverted from such consumption as a
contingency for some future event.
The understanding of financial products and financial institutions and their roles is the basic requirement
for marketing these financial products. The subject will enable students to understand the various aspects
of financial markets like the money market and the capital market. It also gives the student an
understanding about mutual funds, insurance, retail banking and derivatives.

MGT 3903

MARKETING OF FINANCIAL SERVICES

A formal approach to the marketing of financial services is a relatively recent phenomenon, even within the
developed nations across the globe. Until recently, the financial services industry in many countries has
operated within a comparatively benign market environment, and in some instances, has been substantially
state managed and controlled.
Financial services have witnessed significant growth in marketing activity during the past 20 years due to
industry deregulation, intensified competition, and the emergence of new technologies and products. These

changes have made it critical for financial services professionals to expand their skill sets and to explore
new approaches for the successful marketing of their institutions as well as their products and services.

MGT 3904

RETAIL BUYING AND LOGISTICS

Modern retail organizations source, stock and sell large volumes of merchandise and offer them at prices
that represent true value to customers in order to fulfill customer need for variety at affordable prices. In
order to ensure pricing is both competitive and profitable for long-term growth and survival, it is critical
to ensure that the retail organization adopts sophisticated processes that achieve efficiencies in sourcing
merchandise from its multiple vendors.
It is also crucial for a large retail organization to focus on efficient linking of the different stages of the
physical chain to make available products to customers at the right time, place and form. It is critical to
synchronize the interacting activities across the supply chain and apply the relevant information
technology tools to reduce costs. The focus in this subject is on providing students with the specialized
knowledge required to successfully manage these critical operational aspects of large retail
organizations so that they are able to deliver value as professionals in the retail industry.

MGT 3908

VISUAL MERCHANDISING AND SHOP FLOOR MANAGEMENT

It is important for a modern retailer to construct the right mix of merchandise at the right time and place to
meet the needs of the target customer. The manner in which the merchandise is arranged and displayed in
the store will create an impact on sales and influence customer perceptions of the quality of the retail
service experience. In addition, a major challenge faced by retailers handling a large volume of items is
effective space and shop floor management. This is the science of planning the layout of merchandise in
the most optimum manner to satisfy both customer convenience and profitability objectives.
The subject offers an opportunity for students to acquire a deep understanding of these critical functions
in the design and delivery of value-added retail services. Topics include methods to create effective and
appealing displays, use of colors, design of appropriate in-store fixtures, thematic displays, space
planning and space utilization measurement techniques. The subject is designed to reinforce, and
augment learning acquired in the retail management subject and is useful for taking up a professional
career in the burgeoning retail industry.

FINANCE

The Finance specialization is among the most preferred specializations at Alliance School of Business,
Alliance University and is offered by a highly accomplished faculty group. The specialization offers a wide
range of subjects designed by a team of experts emphasizing three major verticals—– Banking, Financial
Services and Insurance (BFSI), Advanced Corporate Finance, Investment Analysis and Management and
Merger, Acquisition and Corporate Restructuring with a focus on the developing Financial Technologies
(FinTech) area. This finance program prepares students to become highly competent and ethical specialists.
It equips them to handle leadership positions effectively and successfully in the fields of valuations,
corporate governance and financial innovation. The specialization ensures that the pedagogy and delivery is
contemporary and progressive through its inclusion fundamental quantitative tools from economic theory,
statistics & modelling all of which are becoming increasingly vital in the financial industry. According to
published reports, finance professionals globally are much preferred to lead global corporations. It is also
observed that graduates specializing in finance are placed faster and in bulk in the organizations that visit
campuses for recruitments.

Banking and Financial Services Institutions (BFSI) are in the lead, accounting for a significant number of
placements, which suggests that this career path has been carefully chosen by students keeping in mind the
growth trajectory of the finance sector, globally. Strong macroeconomic fundamentals coupled with good
corporate performance even in a period of economic slowdown, throw open great opportunities and
challenging career paths with the promise of great excitement for finance professionals in banking and
financial services.

The faculty composition in the Area of Finance at the Alliance School of Business, Alliance University is an
ideal blend of industry and academics. Students majoring in Finance can count on the full support of the
Finance Area in terms of counseling, guidance and micro-mentoring, which will enable them to take a decisive
step forward in choosing a career path. The Finance Area will travel with the students on a magnificent
journey through the exciting world of finance with its universal language of numbers.
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Learning Statement
Ever since the Indian economy underwent a series of reforms from 1991, there have been progressive
developments in banking, finance, industry, investment climate, income, employment and the legal
environment. Though there has been an impact of the financial slowdown on the economy and
businesses, it has not been significant as compared to the developed economies, which were reporting
negative growth. Future managers should not only learn to manage growth but should also be in a
position to handle a slowdown or de-growth. Capital markets have undergone changes, with SEBI as the
regulator, resulting in returns to all segments of investors. Investments from FIIs, increased FDI in
several sectors, surging foreign exchange reserves, a controlled inflation rate and deregulated interest
rates have been witnessed in recent years. Information technology too is playing a vital role in the
effective functioning of all the players.
Finance is an important input in any business. The world economies have been witnessing the advent of
new financial instruments replacing traditional approaches. Some have succeeded, and many have
failed, leading to speculation about the prospect of a shift of the financial capital from the West to the
East. Money, stock and forex markets were widened and broad based to cater to the changing
requirements of various investors all over the world. The complexity in financial information disclosure
that emerged as a result of economic growth and development is causing an element of doubt about the
reliability of such information for decision making.
The current situation of the corporate world demands that business managers ensure wealth
maximization and shareholders' value creation on a consistent basis without compromising on
maintaining high standards of corporate governance and transparency in disclosure norms. What matters
for the corporate manager is effective and efficient use of the vital resource called money. The success in
any business is attributed to the way finance is managed.
The Finance Area imparts assurance of learning and shapes the careers of students so that they become
value creators in the organizations that they wish to join.

Delivery Mechanism
The perfect blend of academic and industrial experience of the faculty has resulted in the design and
delivery of that is based on experiential learning and knowledge sharing. A variety of methods are used to
ensure proper delivery and assimilation, which is the very foundation for the assurance of quality
learning.
Among other methods, the faculty uses the following:
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•

Self-paced learning

•

Group presentations

•

Classroom debates

•

Critical peer review

•

Team teaching in selected subjects

•

Field assignments and industrial visits

•

Workshops by industry experts

•

Simulations and games

The aim is to make each subject rigorous and enjoyable for the student. Since the curriculum is
contemporary and dynamic, it also reflects in the pedagogy, which is periodically reviewed.

Subject Mapping
In the Finance Area specialization students are required to complete a total of 61 credits. These
include seven credits of Core Subjects, forty two credits of Elective Subjects, six credits for Industry
Internship Program and six credits for the Dissertation Program. In Semester III, seven elective
subjects have been offered while in Semester IV, six elective subjects are offered.

Subject Integration
Based on input from the recruiters and industry experts, a basket of unique and industry-oriented
subjects during Semester IV has been introduced.
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Subject Summary
Semester

Subject

Subject Title

Credits

Code
Core
I

MGT 3125

Advanced Cost and Management Accounting

4

II

MGT 3102

Corporate Finance

3

Elective
Financial Statement Analysis and Performance
MGT 3131

Measurement

3

II

III

MGT 3104

Security Analysis and Portfolio Management

3

MGT 3000

Industry Internship Program

6

MGT 3136

Multinationals and Global Financial
Management

3

MGT 3106

Financial Derivatives and Risk Management

3

MGT 3130

Financial Markets and Institutions

3

MGT 3129

Financial Analysis and Modelling

3

MGT 3137

Project appraisal decisions and Infrastructure
Financing

3

MGT 3133

Forex, Treasury and Risk Management

3

MGT 3127

Commercial Banking and Credit Appraisal

3

MGT 3128

Corporate Taxation and Financial Planning

3

MGT 3138

Research in Finance and Econometrics

3

MGT 3132

Fixed Income Securities and Financial
Innovations

3

MGT 3135

Mergers, Acquisitions and Corporate
restructuring

3

MGT 3140

Strategic Corporate Finance

3

MGT 3999

Dissertation Program

6

IV

Total

49+12
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Advanced Subjects
Subject
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Code

Credits

Auditing

MGT 3926

3

Behavioural Finance

MGT 3927

3

Corporate Tax Management

MGT 3928

3

Financial Engineering

MGT 3929

3

Hedge Funds

MGT 3930

3

Investment Banking

MGT 3931

3

Personal Financial Planning and Wealth Management

MGT 3932

3

US GAAP

MGT 3933

3

US Taxation

MGT 3934

3

Subject Description
Core Subjects
MGT 3125

ADVANCED COST AND MANAGEMENT ACCOUNTING

This subject aims to create a good understanding of the financial statements and the other components
of the Annual Report. It focuses mainly on various tools for analysis and interpretation like ratio
analysis, and cash flow analysis. In addition it also introduces to the students, the tools for decision
making such as cost-volume profit analysis and the applications of marginal costing. It provides an
overview of the control techniques such as budgetary control, standard costing and variance analysis.
Since, cost control and cost reduction have assumed greater significance in view of the recent
recession elsewhere in the world and the consequent slowdown in our own country, understanding
cost concepts, costing methods and techniques, dissemination of costing information have become
integral part of reporting. Hence, the subject also covers the various elements of cost, the methods of
costing, with reference to different industries and also the costing techniques such as activity based
costing.

MGT 3102

CORPORATE FINANCE

Finance is about money and markets. The secret of success in financial management is to increase value.
The subject raises awareness of the role, purpose, and centrality of finance in effective corporate
governance within the new global marketplace. This subject focuses on financial management from the
inside perspective of the operating entity. It builds upon the concepts from the core finance subjects,
where topics covered include objectives of finance, profit versus wealth maximization, time value of
money, financial markets and institutions, measuring risk and return, cost of capital, capital budgeting
decision optimal capital structure, long-term sources of funds and working capital management
decisions.

Elective Subjects
MGT 3131

FINANCIAL PERFORMANCE ANALYSIS AND VALUATION

The Financial Performance Analysis and Valuation subject is designed to prepare future managers to
effectively analyze, interpret, and evaluate an entity’s financial statements and related information
besides also covering the corporate valuation models. The focus of the subject is on using corporate
financial statements to make business and investment decisions and to understand the usefulness and
limitations of using accounting data in these tasks. Topics include analysis of balance sheet, income
statement and cash flow statement. The tools that would be used in the process analysis include ratio
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analysis, comparative and common size analysis, trend analysis etc. The focus would also be on
forecasting the firm’s projected financial statements.

MGT 3104

SECURITY ANALYSIS AND PORTFOLIO MANAGEMENT

Stock markets across the globe have been witnessing vicarious changes ever since the emerging
economies opened to FDI. The latest observations in the stock markets reveal that FIIs and FDIs play a
pivotal role in the movement of indices. Keeping these developments in view, this subject attempt to
provide students with conceptual and practical frameworks necessary to understand the process of
investing in the securities market. This subject acquaints students with the basic dynamics and
mechanisms of stock trading and optimal portfolio construction.

MGT 3136

MULTINATIONALS AND GLOBAL FINANCIAL MANAGEMENT

The subject examines how access and exposure to different currencies and country environments, as to
international capital markets, affects the financial and investment decisions of the firm with international
operations. It extends the traditional analysis of corporate finance to a global environment. Thus, the
subject provides students with a conceptual framework of how financial decisions are undertaken in a
multinational company.

MGT 3106

FINANCIAL DERIVATIVES AND RISK MANAGEMENT

Risk transfer is one of the methods used for reducing risks. Derivatives are one of the alternative tools
available to the risk manager. Derivatives, a risk management tool, have become an integral part of the
financial system and hence they have influenced almost every aspect of capital and money markets
globally, ranging from investing, raising funds and managing risk. The purpose of this subject is to
familiarize the students with derivative products and to examine a number of case studies involving their
application. The subject covers risk management and financial derivatives instruments such as futures,
options, swaps and other structured financial products that are essential and significant to be successful
in financial and trading activities.

MGT 3130

FINANCIAL MARKETS AND INSTITUTIONS

Financial Markets and Institutions introduce students to the realities of a career in banking, insurance and
capital markets. The subject equips students with an exposition on the potential and sweep of the
financial markets, the complex array of products and practices therein, the need for and the pace of
innovations and the myriad of regulatory practices.
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MGT 3129

FINANCIAL ANALYSIS AND MODELING

The primary objective of this course is to develop the abilities in students to acclimatize themselves to
model-building in the domain of finance. The focus of this course will be on reducing numerical in
finance and accounting into intrinsic variables of model-building which would enable managerial
decisions. The students are expected to leave the course with a strong hold on the use of MS-Excel
applied to appropriate managerial decision-making.

MGT 3137

PROJECT APPRAISAL DECISIONS AND INFRASTRUCTURE

FINANCING
Project Appraisal and Infrastructure Financing gives a general understanding of capital budgeting and
project management. All the aspects of project management starting from initiating an idea, appraisal
of various alternatives and selection of projects till the phase of project implementation are covered
under it. It also informs how to actually manage a project once it is completed. Issues such as
organizational aspects, information systems, project control and project termination are also
discussed. The key principles and techniques for evaluating capital expenditure proposals as well as
strategic, qualitative and organizational considerations impacting capital budgeting decisions are
discussed along with learning the ways of improving project appraisal and capital budgeting
practices. The objective of this course is thus, to familiarize the student with both capital budgeting
aspect and the contents of a bankable feasibility report.

MGT 3133

FOREX, TREASURY AND RISK MANAGEMENT

Forex management consists of routine forex operations and risk management mechanisms in forex
transactions. Practical utility of forward rate agreements, forward contracts and swaps are discussed as
the part of the subject.
Treasury management refers to all activities involving the management of resources (inflow and
outflow) of government, banks and corporations. It is a general concept applicable to all fund’s
management and in its wider form, it encompasses cash, currency and funds as part of general financial
management. The inflows of currency and funds and outflows are matched, and a delicate balancing
of the assets and liabilities is arrived at with a view to optimize the market value of a company's shares
and assets. Treasury management involves the identification and assessment of financial and forex
transaction risks, and it provides an appropriate framework for their management. The subject provides
an overview of treasury management, its role and important tools used while managing the treasury of an
organization.
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MGT 3127

COMMERCIAL BANKING AND CREDIT APPRAISAL

The subject covers the functions of commercial banks, analysis of assets and liabilities, credit to
various types of borrowers, risks in commercial banking, non-performing assets, micro financing,
technology in banking and foreign exchange services. It also enables the students to learn the
intricacies of appraisals for granting credit. The credibility of the borrower, status of his business,
nature of financial statements, conduct of the account are some of the important factors which are
given due emphasis before taking a decision to sanction credit. It also discusses capital adequacy ratio
and the risks faced by banks.

MGT 3128

CORPORATE TAXATION AND FINANCIAL PLANNING

Corporate Taxation and Financial Planning encompasses the strategic structuring of business
operations in order to minimize tax liabilities by making optimum use of major provisions of the
Indian tax laws & related judicial pronouncements pertaining to corporate entities.

MGT 3138

RESEARCH IN FINANCE AND ECONOMETRICS

The objective of this subject is to strengthen students’ capabilities in research planning in finance and
reporting to meet the organizational and scientific challenges associated with the implementation of
financial research projects. It examines in depth, the research process and introduces students to
aspects of doing scientific financial research. It also provides practical advice and insight about the
field. The subject addresses specific issues in research, which includes problem formulation, research
strategy, research design, data collection, data analysis and interpretation, and report writing. It also
introduces the concepts of econometrics and panel data analysis, which are increasingly used in
contemporary financial research.

MGT 3132

FIXED INCOME SECURITIES AND FINANCIAL INNOVATIONS

Investment in fixed income securities does not get much attention in the context of successful
investment strategies in stock market. When a person retires from service his entire attention is
focused from stock market related investments to fixed income securities market. The investor is
more worried about guaranteed return with stable cash flows. Financial innovations are dynamic
topics which keep on changing their colors and shades in tune with the changing times. Innovations
when implemented would change the structure and functioning of the entire financial system. Greater
the innovation, higher is the scope for efficient performance in the financial system.
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MGT 3135

MERGERS, ACQUISITIONS AND CORPORATE RESTRUCTURING

The significance of Merger, Acquisition and Corporate Restructuring cannot be overemphasized in a
rapidly changing economic environment and consequent pressure on companies to cope with the
emerging challenges. The field of mergers and acquisitions is undergoing a paradigm change with
new wave of acquisitions in the online world, where geographical boundaries have faded. The world
of finance is constantly evolving to find out how value can be created through M&A and why so
many mergers fail to deliver that value. The complex phenomenon that mergers and acquisitions
represent has attracted the attention of entire finance discipline. This subject uses an analytical
framework and real-world applications to introduce the key principles and techniques of mergers and
acquisitions besides dealing with the different strategies of corporate restructuring and its impact on
the shareholders’ value.

MGT 3140

STRATEGIC CORPORATE FINANCE

The past two decades have witnessed a dramatic transformation of the Indian business and financial
scenario due to deregulation, liberalization, partial privatization, globalization, automation and the
ascendance of the services sector. In the wake of these developments, investment and financing avenues
have expanded considerably, competition has intensified in all sectors, and institutional
investors—–both domestic and foreign—–have become a major force. Financial products have become
more volatile, corporations have grown in size and complexity and intangible assets have assumed
greater significance. Strategic Corporate Finance highlights capital structure and dividend decisionmaking to increase shareholder value, corporate governance, corporate valuation for value based
management and financial decisions in intangible assets and sick units.

Advanced Subjects

MGT 3931

INVESTMENT BANKING

Investment banking is an area of banking related to the creation of capital for companies, governments
and others. Investment banks underwrite new debt and equity securities for all types of corporations,
participate in the sale of securities, and facilitate M&A, restructuring and broker trades for both
institutions and private investors.

This subject provides an overview of investment banking and covers topics such as regulation of the
securities industry, trading, asset management, international banking and finally career opportunities in
investment banking.
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MGT 3930

HEDGE FUNDS

Hedge funds are alternative investments using pooled funds, similar to mutual funds, which use a
number of different strategies in order to earn active return, or alpha, for their investors. The main
difference vis-à-vis a mutual fund is the need to generate absolute returns and the high levels of risk and
leverage utilized to obtain such returns.
This course deals with an overview of hedge funds, investment strategies, risk, regulation,
organizational structure, hedge fund issues and performance.
MGT 3932

PERSONAL FINANCIAL PLANNING AND WEALTH MANAGEMENT

This subject gives participants an overview of the options available for planning their personal finances
with the objective of meeting financial goals at different stages in life.
The subject covers topics such as financial markets and market participants, risk and return, savings,
investments, tax planning, insurance and retirement planning, among others from an individual's
perspective.

MGT 3929

FINANCIAL ENGINEERING

Financial Engineering involves the use of mathematical techniques for solving financial problems and it
uses tools and techniques from various fields such as computer science, statistics, economics and
applied mathematics to address current financial issues as well as to devise new and innovative financial
products.
The subject takes an in-depth look at the creation of financial instruments for specific purposes using
building blocks such forwards, futures, swaps and options and their use in management of risk.

MGT 3927

BEHAVIOURAL FINANCE

Unlike traditional finance where markets are believed to be efficient and investors behave rationally,
Behavioural finance tries to take into consideration differences in investor behavior, irrational
behavior of investors and its impact on the functioning of the market.
The main objective of the course would be to acquaint learner with the capital markets landscape, the
concept of EMH, beliefs and biases about markets, the psychological issues involved, and the
importance of behavioral finance in decision making.

MGT 3926

AUDITING

The subject will emphasize the basic principles, concepts and methods of auditing. The practice of
auditing is a process of applying sophisticated professional judgment to the design of appropriate
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audit tests and the collection and evaluation of evidence.
The objectives of the course are to develop an understanding of the decisions made and methods used
by auditors when verifying management's assertions in corporate financial statements and to develop
an understanding of the forces that have shaped auditing practice in the past and are doing so at present.

MGT 3933

US GAAP

The program introduces the principles, concepts and applications of financial accounting with
specific reference to US GAAP. Participants get hands on understanding of how financial transactions
are recorded, processed and compiled into financial statements based on US GAAP along with its
interpretation. The major standards under US GAAP, and the differences between US GAAP, IFRS
and Ind AS will also be covered. The course is relevant for students aspiring to work in an accounting
major or other accounting firms.

MGT 3934

US TAXATION

This course examines the income tax effects of certain basic transactions involving corporations and
their shareholders in the US. Principal subjects covered include corporate formation and capital
structure, distributions to shareholders, redemptions and liquidations. Major emphasis is upon Internal
Revenue Code Sections 301-362 and related Treasury Regulations. It also looks at the income tax
aspects of the formation and liquidation of corporations and interim distributions to shareholders. It
also concerns the sale of a business operated in corporate form. While the focus is on the traditional
corporate form, it is contrasted with alternate forms of business operation-partnerships and subchapters. The course is relevant for students aspiring to work in an accounting major or other
accounting firms in the tax domain or vertical.
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HUMAN RESOURCE MANAGEMENT

“We are in the business of preserving and improving human life. All our actions must be measured by our
success in achieving this goal.”
-

Merck and Co.

The Human Resource Management specialization is one of the most sought-after specializations at
Alliance School of Business, Alliance University and is offered by the faculty from the
organizational behavior and human resource management group. The specialization offers a wide
range of subjects designed by a team of faculty experts emphasizing applied behavioral sciences and
develops competencies in the functional area of human resource management. This HRM
specialization prepares students to become highly competent and ethical specialists and equips them
to work successfully in the fields of organizational development, training and development, and
human resource management. The Area frequently updates the syllabus to meet the needs of a dynamic
business world.

The Area welcomes you in its pursuits that focuses its energies on maximizing human capital
effectiveness through excellence in exemplary human resource management.

Learning Statement
The attraction, preservation, and development of high caliber people, the most critical source of
competitive advantage for business worldwide, rests on the HRM function. It is the employee – the
people who form the workforce and the greatest asset – who ultimately define the success or failure of
a company. Without them, everyday business functions such as managing cash flows, making business
transactions, communicating through all forms of media and dealing with customers, cannot be
completed. The employees and the potential they possess drive global organizations of today. To add to
this complexity, organizations today are continuously adapting and changing within a highly dynamic
environment. This organizational change impacts not only businesses but also their employees. In
order to maximize organizational effectiveness and human potential, time and talent must be managed
in the most optimal manner possible. Organizational Leadership is required to be present in every
manager to ensure that employees are able to synergize the fulfillment of both organizational and
personal goals of employees. The subjects in this area teach students how to manage people
effectively. In the ultimate analysis, this is the core of management and it is essential that students
graduating from Alliance School of Business, Alliance University have this basic ability, later honed
through work experience.

The study of Human Resource Management at the Alliance School of Business, Alliance
University aims at understanding what makes for productive and sustainable relationships between
organizations and the people who work within them. Specific research and learning themes within the
curriculum focus on a number of critical issues in the area of human resource management. These
include the way employment relationships are formed, maintained and, where necessary, ended, and
how the capacities of people are developed. It also focuses on what the individual, group and structural
elements that influence behavior in organizations are and how they contribute to organizational
effectiveness.
•

As organizational leadership is about getting the best from the people, it involves selecting
the right people and managing them effectively. HR professionals are employed in all types of
organizations, and their responsibilities vary depending on the size, nature, and sector of the
organization. Careers in human resources involve identifying organizational needs, creating
strategic staffing plans, devising organizational policy and procedures, measuring
performance, identifying training needs, achieving results, coordinating resources, and
overseeing recruitment and employee development. The HRM specialization focuses on the
critical areas of building good relationships with employees and getting them to do work
willingly.

Delivery Mechanism
The pedagogy is experiential and application-based learning that includes the following teaching
methodology:
•

Case analysis

•

Review of contemporary articles from refereed journals

•

Assignments

•

Presentations

•

Simulations

•

Field-based projects

•

Lectures

•

Discussions

Subject Mapping
Students are required to complete a total of 42 credits to graduate with a specialization in Human
Resource Management. These include seven credits of core subjects and 42 credits of electives. The
Industry Internship Program (Semester III) carries six credits and the Dissertation Program in the last
semester (Semester IV) is also of six credits.
The instructor will facilitate a collaborative learning environment that actively seeks group participation

and discussion in the classroom. Assurance of learning is a critical feature at Alliance School of
Business, Alliance University, which ensures that the curriculum design is an evolving one. Carefully
designed feedback mechanisms, both longitudinal and situational, are used to map tangible learning
outcomes, which are then used in a feedback loop to ensure contemporariness in learning.

Subject Integration
The subjects in the HRM area are so structured that a student is progressively led through the
component subjects after going through a strong foundation of Core Subjects. Semester I provides an
overview of Human Resource Management. The electives commence from Semester II. The subjects
taught in Semester II and III will expose students to how they can capitalize and further develop on the
“overview” subjects. Input given in these semesters will look at specifics such as staffing,
psychometric applications, managing performance and developing competencies through training and
the importance of being able to structure tax efficient compensation and benefits packages for
employees.
It is important that students specializing in this area understand the significance of leading people and
dealing with people from different cultures and backgrounds. The subjects in Semester IV cover topics in
managing a global workforce and learn how to assess and develop leaders. Overall, students are
systematically led through more and more complex subjects so that in the end they emerge with the
skills needed to move into rewarding careers.

Subject Summary
Semester

Subject Code

Subject Title

Credits

Core
I

MGT 3151

Human Resource Management

3

II

MGT 3184

Organizational Behavior

4

Elective
II

MGT 3153

HR Analytics

3

MGT 3191

Strategic Workforce Management

3

MGT 3000

Industry Internship Program

6

MGT 3178

Human Performance Improvement

3

MGT 3185

Performance Management

3

MGT 3194

Total Rewards Management

3

MGT 3177

Employee Relations Management

4

MGT 3187

Psychometrics

3

MGT 3188

Research Methods in HRM

3

MGT 3176

Contemporary Trends in HRM

2

MGT 3180

International Human Resource Management

3

MGT 3182

Organization Cognition and Development

3

MGT 3193

Talent Management

3

MGT 3192

Sustainability and HRM

3

MGT 3186

Power, Politics and Influence

3

MGT 3999

Dissertation Program

6

III

IV

Total

49+12

Advanced Subjects
Subject

Code

Credits

Organizational Psychology

MGT 3951

3

Psychology, Human Development and Social Behavior

MGT 3952

3

Strategic Leadership

MGT 3953

3

Talent Engagement

MGT 3954

3

Subject Description
Core Subjects
The Core Subjects in this area (Human Resource Management) are meant to provide students with a
comprehensive view of the building blocks of human resource management. After completion of core
subjects, students will be able to tackle the more intricate elective and super specialization subjects.

MGT 3151

HUMAN RESOURCE MANAGEMENT

Contemporary management and organizations necessarily recognize that the fundamental source of
competitive advantage comes from having an effective system for obtaining, mobilizing and managing
the organization's human assets. A number of recent developments, including the emergence of a global
economy and business, experiments with new organizational arrangements, increased global
competition, workforce diversity, and cultural and ethical issues have made human capital
management increasingly important. The contemporary competitive environment necessitates sound
human resource policies and strategies linked to the organizational vision, mission, values, business
goals, and strategies. This subject provides students with a comprehensive understanding of the role
that the management of human capital plays in organizations, examining the theory, as well as
methodologies and best practices that contribute to organizational stability and sustainability. The
subject adopts the perspective of general management and addresses human resource issues with a view
to giving students an overall picture of the human resource function.

MGT 3184

ORGANIZATIONAL BEHAVIOR

The subject covers organizational behavior, which is a field of study that explores the complex
relationships among individuals, groups, organizations, and society while examining the structures and
processes that formally and informally shape individual and organizational perspectives and behaviors.
The subject content will include the foundations of individual behavior in the organizational context,
such as behavior, perception, values, motivation, cultures and group behavior. The subject enables
students to understand and imbibe the significant influences of leadership and group processes on
behavior and to design effective organizational structures and strategies that ensure organizations to
gain a competitive edge.

Elective Subjects
The elective subjects are meant to provide students with an in-depth knowledge of the areas in
organizational leadership and strategy. Concepts learned in the elective subjects will be effectively put to
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use when students work in organizations as HR professionals.

MGT 3153

HR ANALYTICS

The course on HR analytics deals with sophisticated quantitative and statistical analysis as well as
predictive modeling used towards building competitive strategies around data-driven insights that
generate impressive business results and helps in charting out future perspectives. Organizations
today have more information at hand about their business and their environment than ever before.
There is also dawning awareness about the usefulness of big data through HR analytics. This subject
prepares the students to use metrics, analysis, and interpretation that are central to HR analytics.
Organizations have realized that employment of data enhances decision making in core HR areas,
including staffing, training, and human capital management. Students will use quantitative and
statistical tools to analyze data and make meaningful recommendations for HR policies and practices.

MGT 3191

STRATEGIC WORKFORCE MANAGEMENT

Increasing important role of talent in meeting organizations’ strategic objectives has intensified the
focus of top management teams upon staffing and workforce management function. Unlike many
other management functions, staffing has relatively more direct implications for business objectives
costs, margins, profits, business growth, diversification, geographical expansion etc. Availability of
talent is one the key considerations in strategic planning of Large MNCs and TNCs. Differences in
talent markets in terms of their cost, quality, size of talent pools available in a country decides whether
an MNC will set-up its R&D, production, or marketing operations in that country. This course will
focus upon learning all the key operations of staffing and how these operations needs to be aligned
with corporate and business strategies and other business functions. The course prepares students for
taking up an entry-level role in HR functions engaged in workforce planning, sourcing, recruitment,
assessment, acquisition, and deployment. Workforce solutions is also an emerging and fast growing
services industry thus offering an entrepreneurial opportunity in human resource service domain. This
course will also provide a foundation for entrepreneurship in workforce solutions industry.

MGT 3171

HUMAN PERFORMANCE IMPROVEMENT

Organizations are expected to achieve results in record time - a challenge that requires managers to
avoid problems before they arise and to solve these issues quickly. Human Performance Improvement
(HPI) is a powerful tool that can be used to help build intellectual capital, establish and maintain a
'high-performance workplace, enhance profitability, and encourage productivity' - as well as increase
return on equity and improved safety. This course would introduce the students to the tools and
techniques that are fundamental to the practice of HPI. Specifically, it would discuss how to discover
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and analyze important human performance gaps; plan for the future improvements in human
performance; design and develop cost-effective and ethically-justifiable interventions to close
performance gaps; and analyze trends and their implications for HPI.

MGT 3185

PERFORMANCE MANAGEMENT

In the contemporary competitive environment, the primary concern of the management is to manage
the performance of employees, teams, and the organization as a whole. Managing performance is no
more an occasional (annual) ritual to be gone through as it used to be in the case of performance appraisal.
Developments in performance management systems have helped organizations to ensure increasingly
better performance of employees. This subject examines and emphasizes the importance of an effective
performance management system in helping organizations define and achieve long-term and short-term
goals vital to its overall success. It explains and reinforces the concept that performance management is
not a one-time supervisory event, but a continuous ongoing process of planning, facilitating, assessing
and improving individual and thereby organizational performance. A focus on practical learning will
give students the knowledge and skills needed to direct and support supervisors in this important
management function. After completing this subject, students should be able to have an understanding
of the performance management system and be able to design and implement them.

MGT 3194

TOTAL REWARDS MANAGEMENT

Increased complexity of human life has led to variability in desirability in terms of compensation
package. Few expect more cash in hand; some look for better health insurance and others look for
high variable pay. Organizations are striving hard to meet the customized needs of their employees
and in the process they create a niche for themselves too. Human resource managers are giving a try to
all possible policies to keep the employees enact. Compensation still remains the basic and most
critical aspect of motivation for employees; through the customized and objective compensation,
managers are trying to comply with the different theories on motivation.
Participants of this course will learn the different aspects of the course: 1) Impact of reward on
motivation, engagement, performance, team management, 2) Types of reward – financial and nonfinancial, 3) Objective performance management and Job analysis for appropriate compensation, 4)
Impact of basic and variable pay, 5) Analysis of market, 6) Equal pay , team pay, business
performance pay 7) Rewards to groups like- sales, customer service, knowledge workers, manual
workers, 8) Retirement benefits, 9)Managing reward system through evidence based rewards, 10)
Ethical issues in reward system and 11)Risk involved in rewards.
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MGT 3177

EMPLOYEE RELATIONS MANAGEMENT

The course focuses on the ongoing paradigm shift from traditional industrial relations, characterized
by conflict resolution, to employee relations management, defined by a collaborative partnership
between employers and employees and would include broad areas of discussion such as the shift from
industrial relations to employee relations; the implementation of employee relations management;
negotiation skills; and soft skills required for effective employee relations management. The course
would rely on using cases and vignettes to pose thought-provoking questions and illustrate the
application of concepts and laws to difficult workplace situations.

MGT 3187

PSYCHOMETRICS

Today’s economy is rapidly evolving into knowledge and services intensive sectors wherein the
human component has assumed primary significance in production, innovation, and delivery of
services and products. The key inputs required in the production of knowledge-intensive goods and
services include human abilities, knowledge, attitudes, and personality-related characteristics.
Consequently, we are witnessing the emergence of a strong market for talent. Personnel decisions in
large organizations are assuming strategic importance. Assessment of individual competence and
talent makes the primary source information for decision during hiring, training, promotion,
succession. This paper will focus on teaching various principles and techniques of assessment of
aptitude, personality, knowledge, and other work-related characteristics.

MGT 3188

RESEARCH METHODS IN HUMAN RESOURCE MANAGEMENT

HR department’s function can broadly be defined into two parts: Firstly – establishing the facts,
Secondly – finding the facts. Premising the necessity of HR manager it is wiser to conclude that
understanding and practicing research can help them to achieve organizational goals. This subject
attempts to follow both aspects of research – positivism, and phenomenology. Different methods of
research – quantitative, qualitative and mixed methodology – would be discussed. Students would get
to learn the art of conducting experiments, preparing a questionnaire for a survey, use case study as a
research method, and analyze observational data and information. The student will also learn different
research processes involved in HR, namely – deduction, induction, hypothesis testing, grounded
theory, and critical evaluation. Usage of different software to analyze the data is an obvious
byproduct of this course. Consequently, participants of this course will learn – methodology to collect
data, how to analyze data and then use it for HR predictions.
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MGT 3176

CONTEMPORARY TRENDS IN HRM

Under the increasing and continuous influence of various psycho-social, cultural, socio-economic and
technological forces, the world of work is rapidly transforming. Hence, organizations worldwide have
infused many state-of-the-art techniques to deal with it. As the Human Resource Management (HRM)
function is very critical in attracting and retaining the ‘right’ kind of talent that organizations need, it
is tautological to say that the HR professionals must be well-prepared to deal with effects of this
changing world of work and be well-versed with various state-of-the-art HR techniques, in order to
meaningfully contribute towards the growth and development of organizations. Is the HR profession
moving fast enough to cope with these changes and capture the opportunities present therein? With
this question in mind, this course is an attempt to make the learners familiarize with some of the
important state-of-the-art HR techniques that the leading organizations have already adopted into their
activity profile, which are increasingly being accepted by corporations worldwide.

MGT 3180

INTERNATIONAL HUMAN RESOURCE MANAGEMENT

The globalization of business and a digitized world are having a significant impact on human resource
management. Today's managers and business leaders confront decision-making problems in various
functional areas of HRM while working in different geopolitical environments. The objectives of this
subject are to explore the challenges posed by the rapid globalization of businesses, to understand
and analyze human resource issues that arise from global business practice, and to take cognizance of
the fact that human resource practices enter a new dimension when it is given an international flavor.
The subject will review the theories, models, and concepts developed in the areas of international
management, international organizational behavior, cross-cultural management, and other emerging
disciplines. It studies their implications on international HRM practices from a multinational
corporation's point of view. After completing the subject, students will understand the intricacies of
managing the human resources in multinational and transnational enterprises keeping in mind the HR
practices that help effective management of people from an international perspective.

MGT 3182

ORGANIZATION COGNITION AND DEVELOPMENT

In a continuously changing business environment, organizations should ensure that the rate of change
inside is equal to or greater than the rate of change outside. This is necessary if they are to remain in
business. The changes in business philosophy and strategy, changes in technology, changes in marketing
strategies, changes in the methods of managing people manning various operations, should be in line
with what is happening in the external world. From this, HR managers must possess a sound knowledge
of organization development (OD) and change management (CM) to manage the changes on their own
instead of calling outside experts. This subject helps students gain the knowledge of OD processes and
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intervention techniques as well as methods of managing change.
Leaders are the catalysts of change and the areas of leadership that are explored include (a) fundamental
questions of leadership (b) achieving results through others (c) building expertise to be a leader, and (d)
different styles of leadership. The subject looks at real life figures from the business world and outside
this environment, and realistically looks at what makes them great leaders.
After completing this subject, the students will understand the significance of leadership and OD and
CM, how to periodically review the need for planned change in the organization, take suitable and
effective decisions on OD interventions, and manage resistance to change. The overall thrust of the
subject will be from the manager's perspective as well as from the leaders.

MGT 3193

TALENT MANAGEMENT

Successful organizations systematically design, integrate, and proactively implement programs that
build and sustain a high-performance workforce. These programs typically focus on the acquisition,
cultivation, positioning, and rewarding of employees who can best achieve their goals while
remaining true to their stated values. The talent management framework required for creating a highperformance workforce requires working at different levels. For instance, the human resource policies
and programs must be able to articulate the organization’s strategic intent and must guide the tactical
talent management processes such as selection, performance management, compensation, and other
relevant HR processes. A talent strategy makes explicit the types of people in whom the organization
will invest in the present and the near future. This course would help students understand how the
different elements of human resources management, such as employee classification, and talent
management programs are integrated into a unified approach that creates and sustains the workforce
excellence.

MGT 3192

SUSTAINABILITY AND HUMAN RESOURCE MANAGEMENT

Sustainability is an issue that is gaining ground and therefore, this course would explore the potential
of sustainability as a new paradigm and sustainable HRM as a concept for managing people within an
organization. It would dwell on the debates about the role of HRM in developing sustainable work
and HRM systems and the role of HRM in supporting sustainable business organizations. The
objective of the course would be to bring together conceptual and empirical research as well as
practitioners’ view on the meaning and motifs of sustainability for HRM, on how to design and
evaluate sustainable HRM systems, and on enhancing the understanding of the complex relationships
between economic, ecological, social and human sustainability.

MGT 3186 POWER, POLITICS AND INFLUENCE
The popular notion that politics is 'dirty,' is wrong in principle because it is very essential for the smooth
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running of organizations. Politics is power in action, which depends on both tangible and intangible
resources that employees possess. From negotiations in recruitment and selection to impressing bosses
in performance appraisal sessions, employees use power and politics to influence others. Importantly, in
today's volatile workplaces, they are very essential to manage change. Additionally, with four
generations at work at present, effectively employing power and politics has become a necessity to
manage relationships. With this in focus, power and politics will impart critical knowledge to the
learners about maneuvering the world of business through optimal utilization of resources to do good
to both themselves and their organizations.

Advanced Subjects
Advanced Subjects are offered to those students who wish to gain an edge in terms of their organizational
leadership and strategic functional skills. With this in view, there are two streams of super specializations
being offered —–Leadership and Work Psychology.
A study of these two Advanced Subjects streams helps student obtain a deeper understanding of the
nuances of the subject, which will add value in the work place. They will know how great leaders bring
their skills to the workplace and how these skills assist them in achieving organizational excellence.
Work Psychology will give students an understanding of the why's and how's of employee interactions.

MGT 3953

STRATEGIC LEADERSHIP

Strategic leaders are typically leaders of large organizations but can also be found in small and medium
sized organizations. Students will see how employees are affected—–positively and negatively—–by
leaders and gain practical input in order to understand a leader's role. They can instinctively establish
organizational structures that capitalize on market opportunities and fluctuations in the external
environment brought about by government policies and international trade patterns. Strategic leaders
can get their employees to accomplish tasks, which have appeared impossible to achieve. As an
overarching theme, they have an ability to crystallize and communicate a far-reaching strategic vision of
the company that will excite everyone in the organization. Students have the ability to identify talent
when they spot it and to make full use of it in the organization.
Overall, this subject helps students understand the dynamics of business strategy and leadership, and
how these converge and lead to organizational excellence.
This subject examines fundamental questions of leadership achieving results through others building
expertise to be a leader different styles of leadership and HR as a business partner in developing
organizational strategies.

MGT 3954

TALENT ENGAGEMENT

Every role requires talent and a recurring pattern of thought, feeling or behavior that is productive in
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nature will be required for each role and a person who exhibits the same must be called a talent. In other
words, talent is not a “celebrated excellence” alone and will be required across the length and breadth
of the organization, right from the employees to the top management.
Two of the toughest leadership challenges, which confront most organization, are:
a) To find and obtain this talent
b) To retain this talent base through active engagement
Whereas the onus of these is on the entire organizational leadership, the HR function in the organization
has the lead. This subject attempt to develop a leadership competency of talent management by creating
engagement at all levels and functions.

MGT 3952

PSYCHOLOGY, HUMAN DEVELOPMENT AND SOCIAL BEHAVIOR

A human being is a distinct entity and as a social entity can pose behavioral challenges. An understanding
of the reasons people behaves the way they do helps in predicting and managing the subsequent acts.
Behavior in effect is driven by impulses that are both cognitive and affective. This in turn is fashioned by
the unconscious, the conscious and social circumstances. It is critical that human behavior is understood
to manage human resources better. Nothing contributes to this more than an understanding of human
psychology. A study of human behavior would be incomplete without understanding how the human
mind develops over time and how socio-cultural constructs influence the same.

MGT 3951

ORGANIZATIONAL PSYCHOLOGY

Organizational Psychology is the study of human behavior at workplaces. A grasp of this discipline is
imperative in managing varied psychological and sociological expressions arising out of workplace
behavior. Leveraging human resource capabilities requires an understanding of work psychology, which
in turn helps enhance people-oriented skill sets.
The study of Organizational Psychology also encompasses the use of tools and techniques that facilitate
deciphering intricacies of human behavioral dynamics. A proponent of such tools will be able to better
predict and manage workplace behavior, thus leading to enhanced organizational productivity.
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OPERATIONS MANAGEMENT
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In a complex business era where there is cut-throat competition among companies these organizations
require cost-competitive products and services along with high-quality performance. In this context,
operations have become a vital function in today's businesses. Operations designs, operates and
improves productive systems—–systems for getting work done. The excellent physical and academic
infrastructure of the Alliance School of Business equips students with the knowledge to optimize
operational activities, which are the key success factors to any business.
The curriculum, designed by our erudite panel of scholars, is highly contemporary with input taken both
from industry and academia. The articulation of the curriculum emphasizes issues related to managing
operations, which includes strategic decision making, designing, planning and operational control in the
domain of operations to achieve competitiveness. Moreover, the optimization of operational efficiency is
addressed by technology-based advanced subjects such as business intelligence and enterprise resource
planning.
The Operations Management Area at Alliance School of Business, Alliance University helps students
achieve a competitive advantage in the marketplace by developing a set of skills and tools they can apply.
Further, the rich industrial exposure offers students the much-sought knowledge and proficiency in the
field to make inroads into the business domain. Finally, it provides a razor's edge to young aspirants on
the threshold of building a career in the Operations Management domain.

Learning Statement
The importance of operations management has increased dramatically in recent years. Significant
foreign competition, shorter product and service lifecycles, better-educated and quality-conscious
consumers, and the capabilities of new technology have placed increasing pressures on the operations
function to improve productivity while providing a broader array of high-quality products and services.
With the globalization of markets, firms are recognizing that the operations function can be used to
strengthen their position in the market place. Managers in operations management play a strategic and
tactical role in satisfying customer needs and making their firms strong international competitors.
Operations management focuses on the design and management of efficient production and distribution
of products and services, which are key component of a business. Making sure operations run smoothly is
an extremely complex undertaking involving the coordination of employees, resources, equipment and
information across many different organizational levels. The discipline deals with planning,
coordinating and controlling production and operations management systems. The subject covers such
topics as production analysis and design, purchasing and materials management, capacity planning and
scheduling, forecasting, inventory management, facility location and layout, investment decisions,
information systems, and production strategy and quality control.
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The Operations Management specialization at Alliance School of Business, Alliance University enriches
students with the analytical and problem-solving skills required to succeed in this information and
technology-intensive field.

Learning Delivery Methodology
The pedagogy adopted by faculty is unique and contemporary in its nature. Laying emphasis on students'
preparedness to face the challenges in the real business world, the teaching methodology comprises of
the following:
•

Interactive lectures

•

Case studies

•

Quizzes

•

Simulations and games

•

Projects

•

Presentations

•

Field assignments and industrial visits

•

Expert interactions and facilitation

Subject Mapping
Students are required to complete a total of 47 credits to graduate with an Operations Management
specialization. These include seven credits of Core Subjects and 24 credits of Elective Subjects. The
Industry Internship Program carries six credits and the Dissertation program is ten credits. In addition,
the Operations Management Area offers a set of advanced specialization subjects (the advanced
specialization subjects are paid-for subjects). The Advanced Subjects are offered as an “add on” to other
core and elective subjects available to students and result in better learning and awareness.

Subject Integration
The sequencing of the subjects will enable students to understand the systematic direction and control of
the processes that transform inputs into finished goods and services.
The operations management discipline is structured so students first understand the essence of this key
functional area through Core Subjects, such as Operations Management and Managing Information and
Technology. Then they develop their expertise in designing the processes, including logistics and supply
chain management and business process reengineering. Further, a learning process is made through the
planning and execution of operations, which includes a dynamic dimension of business, called project

92

management. Finally, it is the phase to realize that no process is complete until and unless it is
continuously monitored, evaluated and improved. The continuous process of evaluation and
improvement of manufacturing and services is well captured in subjects such as Lean Operations
Management, Business Analytics, Total Quality Management, and Operations Strategy. Moreover, the
curriculum incorporates technology at each phase of learning to provide an integrated understanding on
interrelated processes of a firm, which connect operations with all other functional areas of an
organization.
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Subject Summary

Semester

Subject

Subject Title

Credits

Code
Core
I

MGT 3240

Operations Management

4

II

MGT 3233

Emerging Technology and Innovation

3

Elective
II

III

IV

MGT 3241

Research Methods in Operations

3

MGT 3203

Logistics and Supply Chain Management

3

MGT 3000

Industry Internship Program

6

MGT 3208

Project Management

3

MGT 3207

Operations Strategy

3

MGT 3226

Business Analytics using R

3

MGT 3238

Managing Service for Competitiveness

3

MGT 3230

Digital Transformation and Blockchains

3

MGT 3204

Total Quality Management

3

MGT 3234

Green Buildings and Advanced Sustainability

3

MGT 3228

Design Thinking

3

MGT 3235

Lean Method of Operations

3

MGT 3231

Digital Transformation Lab

3

MGT 3232

Disruptive Technology Management

3

MGT 3225

Analytics in Operations

3

MGT 3999

Dissertation Program

6

Total
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49+12

Advanced Subjects

Subject

Code

Credits

Advanced Operations Research

MGT 3976

3

Advanced Topics in Systems and Operations

MGT 3977

3

Data Mining

MGT 3978

3

Systems Analysis and Design

MGT 3979

3
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Subject Description
Core Subjects
MGT 3240

OPERATIONS MANAGEMENT

The subject provides an overview of the operational aspects of a business, which typically demonstrates
the need for design, planning, monitoring and control of operations in any manufacturing or service
system. The subject exposes students to different analytical tools for problem solving in such areas as
process analysis, reengineering, workforce management, material and inventory management,
aggregate planning, total quality management, production planning and control, location and capacity
planning and layout planning.
At the end of this subject students should be able to:
•

Define the role of operations and supply chain in an organization and its interactions with
business functions such as accounting, finance and marketing

•

Understand the basic business and operations strategies for increased productivity and
competitiveness for service and manufacturing

•

Identify and evaluate a range of tools appropriate for analysis of operating systems of the firm

•

Design quality management strategies, techniques and tools for improved customer satisfaction

•

Plan the basic scheduling for project and its management

MGT 3233

EMERGING TECHNOLOGY AND INNOVATION

These subject trains students to resolve managerial issues regarding the use of information technology
and new innovations in organizations. The focus is on building intuition about core concepts and
developing frameworks and ways of thinking about technology and innovations. The emphasis of the
subject is to develop insights into what, when and how information systems can be used within and
among organizations to improve efficiency of managers.
By undergoing the subject, the students will be able to:
•

Understand information flow in organizations;

•

Discuss the effects of e-business and business intelligence on modern business including
evolution of new business models
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•

Apply innovation with respect to it

•

Discuss next generation technologies

Elective Subjects
MGT 3241

RESEARCH METHODS IN OPERATIONS

Research is about developing, producing and also disseminating new knowledge. This course is
designed to familiarize the intended recipients with the different aspects of research in the areas of
operations management discipline and to provide an idea of good scientific writing and proper
presentation skills. The course will give an overview of quantitative model based research in
operations management, focusing on research methodology. Operations Management is defined
as the process of design, planning, controlling, and executing operations in manufacturing and
service industries. The emphasis of the course will be on model based quantitative research, i.e.
research where models of causal relationships between control variables and performance
variables are developed, analyzed or tested. Performance variable can be either physical variable
such as inventory position or utilization rate, or economic variable such as profit, cost, or revenue.

MGT 3203

LOGISTICS AND SUPPLY CHAIN MANAGEMENT

Supply chain encompasses all of those activities that are associated with the movement and
transformation of goods from the raw materials stage through to the end user. This includes supply
facilities, production facilities, forecasting, warehouses, distributors, retailers, and logistics facilities. It
embodies the information systems necessary to communicate among the supply chain partners. The
subject focuses on how to coordinate and integrate all of these activities into a seamless process. The
emphasis will be on managing material and information across different partners in the chain.
This subject explores a broad aspect of supply chain including drivers of supply chain, supply chain
strategies, modeling and designing supply chain networks and managing uncertainties in supply chain.

MGT 3208

PROJECT MANAGEMENT

The rapid growth and tough competition in today's business world have compelled the organizations to
improve their effectiveness. As an obvious consequence, companies have started increasingly using
projects to achieve their strategic objectives. These projects may be in the form of launching a new
product or a new technology, plant construction or extension, integration of a newly acquired company or
worldwide installation of a new information system. Therefore, project management knowledge is
essential to the successful planning, development and delivery of projects. It provides the required
knowledge and skill to deliver the projects on time and within cost and quality constraints.
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MGT 3207

OPERATIONS STRATEGY

Operations strategy is a long-range game plan for the production of a company's product and services and
provides a road map for what the production and operations function must do if business strategies are to be
achieved. The subject exposes students to the different aspects of operations strategy and their interlinkages with strategies of other functional areas. The subject covers positioning the production system,
product and service planning, outsourcing planning, process and technology planning, strategic allocation
of resources, and facility planning.

MGT 3226

BUSINESS ANALYTICS USING R

Business Analytics focuses on the situation analysis, conceiving and developing appropriate models, data
preparation, data analysis and synthesis, and presentation of the results in a cogent manner to support
business intelligence activity. It covers both technical and business domain. The subject broadly
encompasses a wide range of topics, including business metrics definition and delivery, business drivers,
performance management, data visualization, scorecards, OLAP and dashboards.

MGT 3238

MANAGING SERVICE FOR COMPETITIVENESS

Services generate almost 65% of India's GDP annually and account for almost 80% of the GDP of United
States. As manufacturing gets more efficient and automated, employees are forced to move to services.
Service supply chains are as important if not more, to the knowledge in the area of Operations
Management and the efficient delivery of services, as is the Manufacturing supply chains. Managing these
services to add value to the customer thus is of great importance.
The subject besides understanding the nature of services, delves in depth into the different service
strategies, what constitutes the service package, service blueprint, the service quality models and using the
OR tool of Data Envelopment Analysis (DEA) models to describe efficiency of service setups. The
application of Single period newsboy inventory models to understand the perishable nature and thus
increase the yield of airline and hotel reservation systems and related areas, otherwise called Yield
Management, will also be discussed. The subject will also delve into the role of technology in services,
managing demand and supply, service facility location, forecasting and managing waiting lines and the
impact of globalization. The ever-increasing role of e-commerce, the most promising aspect of influence of
technology, to reduce the transaction costs in the service supply chain will also be analyzed in this course.

MGT 3230

DIGITAL TRANSFORMATION AND BLOCKCHAINS

Our world is going through a huge digital transformation. Digital transformation and blockchains are

the key driver of economic growth, nationally, globally and for sustained business competitiveness.
This, however, provides major challenges to managers from all organizations, business, governments,
public sector institutions and research institutes.

This course will provide students with the opportunity to investigate trends and examine the potential
impact of emerging technologies like AI, Machine learning, Deep Learning, Blockchain, IOT,
Bigdata, Analytics etc enabling the managers to be at the forefront of understanding how innovation
and technology enables the growth, success and future development of Technology within India and
globally

MGT 3204

TOTAL QUALITY MANAGEMENT

Total Quality Management is a comprehensive organization-wide effort to improve the quality of products
and services to maximize customer satisfaction. This subject presents the basic principles and tools
associated with quality management, including quality assurance, process management-design, control, and
improvement of organizational processes-quality planning, design and improvement.

MGT 3234

GREEN BUILDINGS AND ADVANCED SUSTAINABILITY

This course aims to enhance the capacity of the students to make an informed decision on which
renewable energy technologies will meet their own needs and the needs of communities, neighbor
hoods, cities, and the country. The course’s key focus aligns with the SE4All objective; to provide
sustainable energy to over 1 billion people in developing countries. However, the course
recognizes that renewable energies are integral to the sustainable future of any country (regardless
of economic situation). This course therefore delivers comparisons and case studies for both
developing and industrialized countries. Through a broad and holistic syllabus scope, the course
develops the ground knowledge and skills to enable the students to place their energy projects
within the global energy climate.

MGT 3228

DESIGN THINKING

• Introduce students to a new approach—design thinking—that enhances innovation activities in
terms of market impact, value creation, and speed.
• Expand students’ thinking about design and innovation beyond the design and development of
new products to other fundamental sources of value creation.
• Strengthen students’ individual and collaborative capabilities to identify customer needs, create
sound concept hypotheses, collect appropriate data, and develop a prototype that allows for
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meaningful feedback in a real-world environment.
• Teach students to translate broadly defined opportunities into actionable innovation possibilities
and recommendations for client organization.
The course will help students to:
•

Participate in and lead innovation in a collaborative setting in multidisciplinary teams

•

Master creative thinking and problem-solving

•

Learn techniques to understand users’ motivations and to gather deep insights

•

Learn from failure: Innovation entails taking risks and trying new things

•

Communicate through engaging visual storytelling and video-prototyping

•

Incorporate Design Thinking into everyday professional activities

MGT 3235

LEAN METHOD OF OPERATIONS

Lean manufacturing is a philosophy of production that emphasizes the delivery of maximum value to the
customers by minimizing less of wastage and optimal utilization of resources, used in various activities of
the enterprise. It involves identifying and eliminating non-value-adding activities in design, production,
supply chain management, and dealing with the customers. Lean producers employ teams of multi-skilled
workers at all levels of the organization and use highly flexible, increasingly automated machines to
produce volumes of products in potentially enormous variety. Many companies have successfully
employed these methods in recent years to dramatically improve their operations and the flow of value to
the customer. This subject exposes students to the basic concepts, techniques, methods, and analysis used in
lean manufacturing systems such as the Toyota Production System (TPS).

MGT 3231

DIGITAL TRANSFORMATION LAB

The Digital Transformation Lab is directed towards creating a higher degree of exposure to the
real corporate environment. The idea is to enhance the industry-worthiness and deploymentreadiness of the students. This is achieved by the assimilation of a body-of-knowledge learned in
the Digital Transformation class and its application in live situations. Students are expected to
identify problems from business and elaborate on the same by problem solving or making the
future project, with the organization's support and approval.

MGT 3232

DISRUPTIVE TECHNOLOGY MANAGEMENT

Disruptive technology often forces companies to change the way they approach their business for
fear of losing market share or becoming irrelevant.
These technologies will alter the way the business operates and change the way the company
approaches their business.
Disruptive management is the state of management as a result of introducing disruptive
technology by supporting management infrastructure includes all the management pieces: people,
processes, and systems that support your ability to deliver services to the customer.
This course will focus on:
•

Disruptive Management

•

TLC (Technology Life Cycle)

•

Innovation Adoption Life Cycle

•

Degree of Disruption

•

People Process and Systems

•

Controlling the effects of Disruptive Management

MGT 3225

ANALYTICS IN OPERATIONS

This course is designed to impact the way you think about transforming data into better decisions.
Recent extraordinary improvements in data-collecting technologies have transformed the way
firms make informed and effective business decisions. The course on operations analytics focuses
on how the data can be used to profitably match supply with demand in various business settings.
In this course, you will learn how to model future demand uncertainties, how to predict the
outcomes of competing policy choices and how to choose the best course of action in the face of
risk. The course will introduce frameworks and ideas that provide insights into a spectrum of realworld business challenges, will teach you methods and software available for tackling these
challenges quantitatively as well as the issues involved in gathering the relevant data.
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Advanced Subjects

MGT 3978

DATA MINING

In this subject, students learn a variety of analysis techniques that may be applied to data from data
warehouses, data marts and other types of data repositories. The emphasis is on techniques that are data
driven and on learning how these techniques can be used to support managerial decision making.

MGT 3976

ADVANCED OPERATIONS RESEARCH

Real life decision problems are typically large, complex, sparse and difficult to solve due to their size and
complexity. Advanced Operations Research observes such problems and provides a natural framework for
problem specification by involving a logic programming methodology. It basically constructs a
computational model that captures the essence of the real problem. Then it derives a solution for the
model, using large scale sparse optimization technology, which provides an optimal solution under the
stated constraints. Finally, it verifies, validates and implements the result in the decision-making process.

The subject will enable the students to learn the following aspects of decision-making process:
•

Given an optimization problem formulate an appropriate linear model

•

Use a modeling language and/or commercial solver to solve the model

•

Understand the basic mathematical structure of the model

•

Understand the techniques used to solve the model

•

Analyze the model

•

Implementation of the model in business decision making process

The subject broadly will encompass certain decision-making tools including advanced linear
programming, the Sparse simplex method, primal and dual algorithms, integer programming, goal
programming, Dynamic Programming, Simulation optimization in networking, basics of modeling, model
generation and management, modeling languages, and modeling systems.

MGT 3979

SYSTEM ANALYSIS AND DESIGN

Systems analysis and design are core, interlocking, elements of systems development. Systems analysis is
the process of turning a set of user requirements into a logical system specification. The subject has been
designed to provide a solid foundation of systems principles and an understanding of how business functions
operates, while heightening students to the issue’s analysts face daily. It provides an understanding of the
role of systems analysis and design within various systems' development lifecycles. This subject also

develops an awareness of the different approaches that might be taken to systems analysis and design.

MGT 3977

ADVANCED TOPICS IN SYSTEMS AND OPERATIONS

This subject consists of topics based on student interests and faculty resources and is intended to
incorporate the latest in management thinking related to information systems and operations
management. Linear and non-Linear optimization models, Simulation, or tools in Data mining and Social
media analytics, Information security tools will be discussed.
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ENTREPRENEURSHIP AND FAMILY BUSINESS

The relevance and socio-political importance of entrepreneurship education have been well established
across the globe. Custom made educational programs that lead to the award of a degree, diploma,
certificate that has a social standing alongside developing an entrepreneurial orientation could go long
way in helping the students to realize their dream of starting a venture. The Entrepreneurship and Family
Business specialization at Alliance School of Business, Alliance University facilitates student
entrepreneurs to equip with knowledge, skills and attitude required to start businesses, and to take them
to greater heights. The specialization also helps those aspirants who intend to join their family businesses
with requisite knowledge and skills to handle the family business dynamics and how to grow the existing
business.
The specialization offers the following learning outcomes:
•

Orientation towards creativity and innovation

•

Ability to conceptualize business propositions

•

Ability to take advantage of family business dynamics for the creation, sustenance and growth
of a business venture

•

Ability to design a business model and business plan for their startup

•

Appreciation of the objectivity of socially responsible behavior

Learning Delivery Mechanism
The delivery mechanism is oriented towards experiential learning with a firm foundation on theory and
practice. Accomplished full-time faculty at the School design and deliver the subjects in the
specialization. The method of imparting knowledge is broadly based on the following methods:

◆

Self-paced learning

◆

Group presentations

◆

Debates in the class room

◆

Discussions on research articles

◆

Field assignments and industrial visits

◆

Lectures by the successful entrepreneurs

◆

Simulation exercises

◆

Management games

◆

Video cases on entrepreneurs
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The aim is to make the subject rigorous yet enjoyable. Since the curriculum reflects the current and latest
trends in entrepreneurship and family business, it finds an echo in the pedagogy.

Subject Mapping
The specialization includes all management subjects of a master’s level course with substantial
orientation towards entrepreneurial career and family business dynamics. This specialization is of
110 credits. Each credit of a classroom subject carries ten hours of classroom contact with 20 hours of
take-home work. Students will have practical exposure to the corporate environment through an
industry internship; to new venture conception through a Detailed Project Report; and to family
business systems through a Five-Year Perspective Growth Plan. The outcome of these exposures
would result in three dissertation reports.

Subject Integration
Entrepreneurship and Family Business is an interlinked discipline that requires the students to
understand all aspects of entrepreneurship, finance, marketing, HR and other related fields of
management. The subject imparts knowledge in all fields of managerial activity and equips the
students with the complexities of managerial nuance.

106

Subject Summary

Semester

Subject Code

Subject Title

Credits

Elective
II

III

IV

MGT 3301

Entrepreneurship Theory and Practice

3

MGT 3324

Marketing Research for Entrepreneurship

3

MGT 3000

Industry Internship Program

6

MGT 3304

Entrepreneurial Marketing

3

MGT 3305

Entrepreneurial Finance

3

MGT 3306

Business Model Generation

3

MGT 3328

Technological Innovation

3

MGT 3326

New Product Development

3

MGT 3322

Entrepreneurial Funding

3

MGT 3323

Marketing of Services

3

MGT 3320

Business Marketing

3

MGT 3327

Social Entrepreneurship

3

MGT 3309

Family Business Management

3

MGT 3321

Entrepreneurial Competencies

3

MGT 3325

Negotiation

3

MGT 3999

Dissertation Program

6

Total

42+12
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Subject Description
Elective Subjects
MGT 3301

ENTREPRENEURSHIP THEORY AND PRACTICE

The objective of this subject is to excite the students in the field of entrepreneurship. They would be
given an opportunity to explore how an entrepreneur is born, what motivates them to become an
entrepreneur and the process through which they create their enterprises and run them successfully. The
emphasis would be on studying conceptual perspectives and theories in the field of entrepreneurship
and their application through case discussions.
In this stage students are expected to identify business opportunities and explore which is the most
compatible business opportunity in relation to their competence.

MGT 3327

SOCIAL ENTREPRENEURSHIP

This subject aims at building on the emergence and evolution of the social sector and its experiments to
explore opportunities for creating social enterprises. Social enterprises directly confront social needs
through their products and services rather than indirectly through socially responsible business
practices such as corporate philanthropy, equitable wages and environmentally friendly operations—
or through the unrelated business activities mounted by nonprofits. The subject will help identify key
events in the surrounding system that have led to the emergence of a social industry replete with
investors, academics, consultants, media watchdogs and others.

MGT 3324

MARKETING RESEARCH FOR ENTREPRENEURSHIP

It's a field study for one week wherein students are required to visit any one of the Industry/Business
cluster in India and prepare a report highlighting how this industry cluster approach has created
competitive advantage for those organizations which are located in the industry /business cluster vis a
vis competitor in other locations/countries.

MGT 3304

ENTREPRENEURIAL MARKETING

The subject intends to familiarize students with the unique challenges faced by entrepreneurs in
marketing their startup and its product to different stakeholders. It exposes the students to unique,
nontraditional and unorthodox methods of marketing to reach out to the customers. This exercise
helps the entrepreneur to arrive at a conclusion whether the chosen business opportunity is feasible
from marketing dimension.

MGT 3305

ENTREPRENEURIAL FINANCE

The subject aims at developing the knowledge and skills required by an entrepreneur to estimate the
project cost, estimation of the expenses and revenue and the resulting profit & loss for the projected
years with the help of other financial statements. Students will also learn how to estimate the working
capital requirement of the startup. The entire exercise will help the entrepreneur to conclude whether
the chosen business opportunity is financially viable or not.

MGT 3322

ENTREPRENEURIAL FUNDING

It covers the different sources of funding for starting a new venture. The entrepreneur will be able to
differentiate between equity funding and loan funding. This subject will give an insight to the
entrepreneur what type of funding is suitable at different growth stage of the new venture. It covers
about Boot strap funding, angel investors, venture capital, crowd source funding and special
government schemes to fund new ventures and different types of loans available from the bank.

MGT 3328

TECHNOLOGICAL INNOVATION

Technological innovation is increasingly the source of sustainable competitive advantage for firms
around the world. Making an organization to successfully and repeatedly bring technological
innovations to market is a daunting managerial challenge. In this course we focus on the practices and
processes that managers use to manage innovation effectively and discuss how to use the emerging
technologies. It will focus on the strategic side of innovation and introduce the latest technologies and
tools and use them to develop new ideas and transform them into marketable projects. It will also provide
an overview of current trends in innovation management and tickle the student's ability to think “out of
the box”.

MGT 3306

BUSINESS MODEL GENERATION

This subject helps entrepreneur in constantly thinking about how to create value and build new business
and find innovative ways of doing business which ultimately results in a unique business model.

MGT 3320

BUSINESS MARKETING

Popularly known as B to B (business to business) marketing is a great challenge, because there are
entry barriers for new entrants. Most of the buying organizations are more knowledgeable than the
business marketer. Unless the new entrant proposes a differentiated value proposition from that of
existing competitors, the new venture may not be able to survive in the market. In general the buying

organization will have the buying committee comprising of key executives from finance, purchase,
production, actual user etc, which may not be conspicuously visible to the new entrant. It’s a tough
challenge to convince all these executives to buy the product as each one of them evaluate the sale
proposition from different parameters according to the differing roles they play.
This subject gives an in-depth knowledge to face all the challenges in B to B marketing for an
entrepreneur.

MGT 3309

FAMILY BUSINESS MANAGEMENT

Most entrepreneurs have or develop their own family system. The family being a primary social
institution the entrepreneur as well as other members of the family would wish to retain the management
control of business with the family. As a result, a number of interactions take place between the family
and business systems contributing to a unique strategic disposition of the family business. The long-term
success of the family business depends on how best these dynamics are handled. Mismanagement here
may destroy not only the business but also the family both economically and otherwise.

The subject aims at creating this awareness among potential entrepreneurs, entrepreneurs and potential
successors of entrepreneurial ventures, and equips them with skills necessary to manage a family
business. Sharing of acquired knowledge through classroom discussions and lectures, and exposure to
real-life situations form the major pedagogical methods.

MGT 3321

ENTREPRENEURIAL COMPETENCIES

This subject aims at strengthening those personality variables that play a crucial role in making an
individual an entrepreneur. It also helps the students to learn negotiation skill and selling skill which is an
integral part of entrepreneurial journey.

MGT 3323

MARKETING OF SERVICES

This subject clearly explains the complexity and intricacies of Marketing of services. Last two-three
decades have witnessed a fastest growth in service industry. Modern age is the age of service
marketing. Service marketing is an art. Capacity of a service provider is of prime importance because
it can attract the clients to obtain the services. It also requires impressive public relations. The
organization, which maintains good rapport with client, is always a winner. Marketing a product-base
business is different from marketing of a service– base business. The changing life style and
technology account for attracting a large share of consumer spending to get services. In fact, more
than half of consumer’s expenses are for services. In view of changing needs of customers, changing
world, changing lifestyle and technological change and innovations, the market has become customer

service oriented. Therefore, it is very important to learn about service marketing, service quality,
service delivery and service management.

MGT 3325

NEGOTIATION

Negotiation is a method by which people settle differences and arrive at various terms and conditions
in a business deal. It is a process by which compromise or agreement is reached while avoiding
argument and dispute. In any disagreement, individuals understandably aim to achieve the best
possible outcome for their position (or perhaps an organization they represent). However, the
principles of fairness, seeking mutual benefit and maintaining a relationship are the keys to successful
outcome.

Specific forms of negotiation are used in many situations: international affairs, the legal system,
government, industrial disputes or domestic relationships and more importantly in business
transactions. Being an entrepreneur he has to extensively negotiate with suppliers, customers,
regulatory bodies, and other stakeholders of the business. However, general negotiation skills can be
learned and applied in a wide range of activities. Negotiation skills can be of great benefit in resolving
any differences that arise between entrepreneurs and others.

MGT 3326

NEW PRODUCT DEVELOPMENT

New product development is the process of bringing a new product to the marketplace. Your business
may need to engage in this process due to changes in consumer preferences, increasing competition
and advances in technology or to capitalize on a new opportunity. Innovative businesses thrive by
understanding what their market wants, making smart product improvements, and developing new
products that meet and exceed their customers' expectations.
'New products' can be Product innovations created and brought to the market for the first time by new
entrepreneurs. They may be completely original products, or existing products that you have modified
and improved based on customer pain points. You don't need to be an inventor to master New Product
Development. This subject gives an insight to entrepreneurs about the process of developing a new
product.

INTERNATIONAL BUSINESS

ALLIANCE LEARNING EXPERIENCE - COURSE CATALOGUE

Globalization refers to the process of integration and the emergence of economic, financial, cultural and
political systems across the world in a holistic manner. From an economic point of view, and in the
specific context of international business, 'globalization' is defined as the economic integration and
interdependence of national economies across the globe through an accelerated rise in the cross-border
movements of goods, services and technology. International Business encompasses all those business
activities and business operations that involve the cross-border transactions of goods, services and
resources between two or more nations.
The International Business specialization is comprehensive and adopts a multidisciplinary approach that
draws learning significantly from diverse academic disciplines: international economics, international
trade, international law and political economy, international marketing, international finance,
international operations, global supply chain management and international human resource
management.
The subjects offered in the International Business specialization prepares graduates for rewarding careers
in the various domains of global business as well as related roles and responsibilities in global
corporations. The specialization has strong links with management in practice and management
practitioners in international business and is designed around the real needs of the ever growing and fast
changing business environment.

Learning Statement
The usefulness and purpose of international business as a specialization of study is to understand the
conduct of business activities and operations of global corporations across national boundaries.
Specifically, students in the specialization acquire strong subject-matter expertise in the key aspects of
international business, which include: international trade patterns and balance of payments; the
institutional framework of international trade; international economic integration; country evaluation and
selection; modes of international business expansion; international business operations; international
commercial law and treaties; international property rights; and international business and human rights.
Students will also gain deep insights and learning on the management practices of global corporations as
well as comprehensively study the dimensions of their large-scale business operations such as
international finance, international logistics and supply chain management, international trade
procedures and documentation; and international human resource management. Students trained in
international business can aspire to pursue professional careers as global managers, a role which requires
them to possess versatile, generalist expertise in the key sub-functions of international business:
international trade, international business operations and international law.
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As such, the field of international business is a valuable preparation for many types of management
careers, and typically, firms that hire global managers require student-graduates to have specialized in any
one of the related academic disciplines that include: economics, trade economics, global finance, sales
and marketing, operations research, human resource management, export-import management, trade and
customs documentation and procedure or global logistics and supply chain management.

International business being an extensive field of expertise also offers graduates professional
opportunities in global corporations in the domains of managing business ventures and international
subsidiaries and affiliates, franchising and global consulting.

Learning Delivery Mechanism
The rapid growth of interdependence among economies globally is attributed to the interconnectedness of
the numerous dimensions of economic globalization such as the globalization of production, markets,
competition, technology and corporations. The learning delivery mechanism is rigorous, and the
methodologies used to impart comprehensive business learning are an excellent balance between
intellectual stimulation and practical application, which are delivered through a program of lectures, case
analysis, seminars, field trips, group projects, independent research and business simulation sessions.
Subjects are taught through interactive learning techniques drawing on the diverse backgrounds of
students and the rich experience and expertise of accomplished full-time faculty as well as renowned
industry practitioners.
Graduates also gain the analytical, problem-solving and critical thinking skills necessary to make
decisions in a rapidly-evolving, cross-cultural world. Through a combination of activity lab, case study
discussions and lectures, students also acquire strong articulation and communication skills that are
necessary to work and excel in multinational settings and companies.

Subject Mapping
Students are required to complete a total of 43 credits to graduate with an International Business
specialization. These include 27 credits of Elective Subjects. The Industry Internship Program carries six
credits and the Dissertation program is of ten credits. The subjects offered in the International Business
specialization are mapped to deliver a comprehensive understanding of theoretical constructs and their
practical applications in global management in practice. The Alliance University also ensures that the
curriculum design of subjects in the specialization evolves progressively after due review. Learning
outcomes of the subjects are carefully analyzed through assessment measures that are based on feedback
mechanisms that reinforce and strengthen contemporariness in learning even while enhancing the total
market readiness of the key constituents.

ALLIANCE LEARNING EXPERIENCE - COURSE CATALOGUE

Subject Integration
International business is a discipline that helps a student to acquire subject-matter expertise in the global
dimensions of business, by integrating in its study diverse subjects such as international trade,
international economics, international business operations and international law. This interwoveness is
reflected in the offerings of core and elective subjects in the specialization.
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Subject Summary
Semester

Subject Code

Subject Title

Credits

Elective
II

III

IV

MGT 3351

Import, Export procedures and Documentation

3

MGT 3352

Fundamentals of International Business

3

MGT 3000

Industry Internship Program

6

MGT 3366

International Buyer Behaviour

3

MGT 3369

International Marketing Research

3

MGT 3363

Global Financial Markets and Instruments

3

MGT 3362

Financing of International Trade

3

MGT 3364

Global HRD and Organizational Development and Change

3

MGT 3372

Performance Management Systems

3

MGT 3361

Cyber Crimes and IT Laws

3

MGT 3370

International Sales Promotion and Brand Management

3

MGT 3371

Online Business and e-Commerce

3

MGT 3367

International Contract Management

3

MGT 3368

International Investment and Portfolio Management

3

MGT 3365

Global Leadership and Skills Development

3

MGT 3999

Dissertation Program

6

Total

42+12

ALLIANCE LEARNING EXPERIENCE - COURSE CATALOGUE

Subject Description

Elective Subjects

MGT 3351

IMPORT EXPORT PROCEDURES AND DOCUMENTATION

There is a growing significance of export import trade in international business operations. The subject
covers the basics of foreign trade and export import documentation, it delves deep into topics such as the
methods and instruments of payment, pricing, Incoterms (international commercial terms), export
import strategies, and practices. It also explores topics such as financing exporters, risk management and
its coverage, customs clearance, cargo, shipping, IT, and export incentive schemes. The student would
gain critical insights into the export import documentation and procedures related to customs, electronic
settlement mechanisms, e-business, international trade transactions and finance, as well as the
framework for compliance, regulation, and legal entities.

MGT 3352

FUNDAMENTALS OF INTERNATIONAL BUSINESS

Globalization has changed the contours of almost all the industries of business beyond recognition and is
still changing. This change is perpetual and phenomenal. Global Business Management is the essence of
modern management studies due to this phenomenon. Through this course students will be able to
understand the underlying concepts of globalization and also necessary strategies to stay afloat in the
ever-changing environment.

MGT 3363

GLOBAL FINANCIAL MARKETS AND INSTRUMENTS
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MGT 3367

MGT 3364

INTERNATIONAL CONTRACT MANAGEMENT

GLOBAL HRD AND ORGANIZATIONAL DEVELOPMENT AND

CHANGE

MGT 3371

MGT 3369

ONLINE BUSINESS AND E-COMMERCE

INTERNATIONAL MARKETING RESEARCH

This subject provides an overview of the concepts, processes, and strategic aspects of international
marketing and the global dimensions of business. The subject provides an in-depth coverage of the
marketing-mix decisions and strategies in global markets: product strategy; pricing decisions;
international channels distribution strategy; and marketing communication mix decisions.

MGT 3362

FINANCING OF INTERNATIONAL TRADE

MGT 3366

INTERNATIONAL BUYER BEHAVIOUR

MGT 3370

INTERNATIONAL SALES PROMOTION AND BRAND

MANAGEMENT

MGT 3365

GLOBAL LEADERSHIP AND SKILLS DEVELOPMENT

MGT 3368

INTERNATIONAL INVESTMENT AND PORTFOLIO

MANAGEMENT

MGT 3361

CYBER CRIMES AND IT LAWS

MGT 3372

PERFORMANCE MANAGEMENT SYSTEMS

BANKING AND FINANCIAL SERVICES

Ser vices

Banking and financial services in India has undergone a transformation with deregulation and advent of
technology. Today, because of technology, Indian banks are able to reach the poorest of the poor.
However, the fundamental aspects of banking such as rendering credit and winning the trust and
confidence of people remain unchanged. The Indian banks have implemented Basel II international
standards of risk management and successfully moving towards Basel III implementation. There is also
consolidation in the banking industry, with new players getting bank licenses to do business in India.
There have been many innovations in the delivery of financial services. Among the innovative products
which are being offered in the market are leasing, factoring, forfeiting and investment banking services.

Learning Statement
Banks in India have been making tremendous progress and they have successfully implemented Basel II
norms for risk management. All the banks are doing their best to minimize the incidence of NPA and curb
the menace of misusing bank's resources. Their contribution to the priority sector, SHGs and the
corporate sector is immense. They have played a major role in implementation of the concept “financial
inclusion” throughout the country. Despite the pressure on profitability, Indian banks have been fairly
free from the subprime type of crisis prevalent abroad. The credit for ensuring healthy banking system in
the country should go to RBI.

Indian banks have to address the following issues and take appropriate remedial measures.
1. Popularizing financial inclusion concept.
2. Minimizing the incidence of NPA
3. Improving the profitability of banking industry
4. Facilitating growth of International trade through imports and exports financing
5. Ensuring accessibility of banking channels to the public at a minimum cost.
The Area would ensure that the students of the banking and financial services specialization would
contribute their acumen for the successful management of the banking and financial services roles and
responsibilities in reputed organizations.

Delivery Mechanism
All efforts would be made to design the subject in such a way that there is an ideal blend of theory and
practical application. The approaches proposed to be adopted would ensure the effective delivery and
assimilation which would in the ultimate analysis result in assurance of quality learning. Attempts would
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also be made to include group presentations, debates, team teaching, practical assignments and
workshops by industry experts.

Subject Mapping
In the Banking and Financial Services specialization, students are required to complete a total of 61
credits. These include seven credits of Core Subjects, forty two credits of Elective Subjects, six
credits for Industry Internship Program and six credits for the Dissertation Program. In Semester III,
seven elective subjects have been offered while in Semester IV, six elective subjects are offered.

Subject Integration
Based on the inputs received from the recruiters and industry experts a basket of unique and industryoriented subjects has been included in Semesters II, III and IV.

Subject Summary

Semester

Subject

Subject Title

Credits

Code
Elective
II

MGT 3411
MGT 3416

3
6

MGT 3405
MGT 3418

Retail and Corporate Banking

3

MGT 3409

Rural Banking and Micro Financing

3

MGT 3415

Investment Banking

3

MGT 3407

Project Appraisal and Financing
Risk Management in Banking and
Insurance
Credit Lending and Appraisal
Decisions
Research Methods in Banking and
Financial Services

3

MGT 3419
MGT 3413
MGT 3417
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2

3

3

MGT 3404

IV

2

Financial Markets, Institutions and
Services
Forex, Treasury and Risk
Management
Legal Aspects of Banking

MGT 3403

III

Accounting and Financial Statement
Analysis
Principles and Practices of Banking
Industry Internship Program

3
3

3
3
3

MGT 3414
MGT 3412
MGT 3999

Total

International Banking
Bank Technology and Information
Security Management
Dissertation Program

3
3
6
42+12
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Subject Description
Elective Subjects

MGT 3411

ACCOUNTING AND FINANCIAL STATEMENT ANALYSIS

This subject is designed to prepare future bank managers to effectively analyze, interpret, and evaluate an
entity's accounting process and various financial statements and related interpretations. The focus of the
subject is on learning corporate financial statements preparation, understanding the key accounting terms
and drawing inferences from the key terms or ratios to know the financial health of companies.

MGT 3416

PRINCIPLES AND PRACTICES OF BANKING

The subject discusses the principles and practices of banking operations in India. It would revolve around few
topics such as understanding the role of commercial banks, the role of RBI as a regulatory body, reforms
in the financial sector, credit appraisal and norms, BASEL, banking ombudsman, non-performing
assets, micro financing, financial inclusion, technology in banking, and so on.

MGT 3403

FINANCIAL MARKETS, INSTITUTIONS AND SERVICES

In order to understand the dynamics of financial sector, a student is required to be familiar with various
segments of financial markets. This subject covers various segments in the financial markets and
available instruments in the finance sector and their interconnectedness with the development of
economies. The subject delivers a thorough understanding of the institutions, instruments, market
conventions and practices.

MGT 3404

FOREX, TREASURY AND RISK MANAGEMENT

Forex management consists of routine forex operations and risk management mechanisms. Practical
utility of forward rate agreements, forward contracts and swaps are discussed as the part of the subject.
Treasury management refers to all activities involving the management of resources (inflow and outflow)
of government, banks and corporations. It is a general concept applicable to all fund’s management and in
its wider form, it encompasses cash, currency and funds as part of general financial management. The
inflows of currency and funds and outflows are matched, and a delicate balancing of the assets and
liabilities is arrived at with a view to optimize the market value of a company's shares and assets. Treasury
operations include money and near money assets such as money market instruments, government
securities, new and existing securities of corporate entities. Treasury management involves the

identification and assessment of financial risks, and it provides an appropriate framework for their
management. The subject, among the other things provides an overview of treasury management, its role,
and important tools used while managing the treasury of an organization.

MGT 3405

LEGAL ASPECTS OF BANKING

Legal aspects of banking deals with related legal and regulatory aspects that has a bearing on banking
operations. Banking and business laws in so far as they relate to day to day banking operations will also be
covered in the subject.

MGT 3418

RETAIL AND CORPORATE BANKING

The objective of this course is to prepare the students to acquire required knowledge and skills for
practical banking operations. The course facilitates learning of banking practices with special focus on
retail and corporate banking operations. Retail banking also known as Consumer Banking is the provision
of services by a bank to individual consumers, rather than to companies, corporations or other
banks. Corporate banking, also known as business banking, refers to the aspect of banking that deals with
corporate customers.

MGT 3415

INVESTMENT BANKING

Investment banking deals primarily with the creation of capital for other companies, governments, and
other entities. Investment banking activities include underwriting new debt and equity securities for all
types of corporations, aiding in the sale of securities, and helping to facilitate mergers and
acquisitions, reorganizations, and broker trades for both institutions and private investors. Investment
bankers help corporations, governments, and other groups plan and manage financial aspects of large
projects. This course would be covering all these aspects with a focus on student learning the nitty gritty
of Investment Banking.

MGT 3407

PROJECT APPRAISAL AND FINANCING

Project Appraisal and Financing gives a general understanding of the project appraisal, financing and
management. All the aspects of project management starting from initiating an idea, appraisal of various
alternatives and selection of projects, financing are covered in the subject. Impact of time and cost over run
on projects are also discussed.

MGT 3419

RISK MANAGEMENT IN BANKING AND INSURANCE

The fundamental element that drives financial behavior is high risk and high return. Financial institutions,

therefore, should manage the risk efficiently to survive in this highly uncertain world. The future of
banking will undoubtedly rest on risk management dynamics. The subject would help students to get an
exposure to different risks pertaining to the banking systems as well the macroeconomic environment
which influences the banking and financial services industry and insights on managing liquidity risks,
interest rate risks and credit risk.

MGT 3413

CREDIT LENDING AND APPRAISAL DECISIONS

It is necessary for the students to learn the intricacies of appraisals for granting credit. There are various
stages in credit appraisal and these will have to be carefully assessed before a decision is taken. The
credibility for the borrower, status of his business, nature of financial statements, conduct of the account
are some of the important factors which are given due emphasis before taking a decision to sanction
credit. After disbursal of the credit, it is equally necessary to monitor the end use of funds. Hence credit
review and monitoring of the borrower account assumes lot of significance. There would be discussion on
capital adequacy ratio and the risks which are faced by banks.

MGT 3417

RESEARCH METHODS IN BANKING AND FINANCIAL SERVICES

The objective of this subject is to strengthen students’ capabilities in research planning in finance and
reporting to meet the organizational and scientific challenges associated with the implementation of
financial research projects. It examines in depth, the research process and introduces students to aspects
of doing scientific financial research. It also provides practical advice and insight about the field. The
subject addresses specific issues in research, which includes problem formulation, research strategy,
research design, data collection, data analysis and interpretation, and report writing. It also introduces
contemporary analytical methods for assessing banks and financial institutions.

MGT 3414

INTERNATIONAL BANKING

This course aims to develop the understanding about International banking and its various aspects. The
coverage includes the origin and evolution of International banking, International financial institutions,
risk management in international banking, operations, off-shore financial centers, International payment
and transfer systems and recent trends.

MGT 3412

BANK TECHNOLOGY AND INFORMATION SECURITY MANAGEMENT

This course is directed towards the student’s learning various aspects of bank technology besides the
security of its data as information security management. It includes topics such as Understanding of Core
Banking, Understanding of Banking Channels and Payments and Practices on Banking Technology
besides Introduction on Data Security, Understanding of Security Infrastructure and Understanding of
Security Operations.

MGT 3409

RURAL BANKING AND MICRO FINANCING

Rural banking has become integral to the Indian financial markets with a majority of Indian population
still living in rural or semi-urban areas. Government of India and the Reserve Bank of India have been
continuously working to achieve complete financial inclusion i.e. timely and sufficient access to financial
services and credit at an affordable cost. Jan Dhan Yojana, Regional Rural Banks, Self Help Groups and
Microfinance has been directed towards that effort. The course would cover regulation of rural financial
institutions, rural credit institutions, rural non-farm sector financing, SME Finance, problems and issues
in rural banking and emerging trends.

RETAIL MANAGEMENT
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Retail Management as a specialization in Master of Business Management Course at Alliance School of
Business, Alliance University, provides functional expertise along with basic foundation subjects in
management. The Retail Management specialization prepares students to become highly competent and
retail business focused specialists. It also equips them to handle leadership positions effectively and
successfully in the fields of Retail Marketing, Operations, Financial Planning and Management, HRM
and CRM in Retail, Information Technology Usage in Retail, Retail Promotion Strategies, Marketing of
Retail Solutions and Supply Chain Management in Retailing.

Learning Statement
The primary purpose of the study of retail management is to understand how this critical and pervasive
function ensures sustainable growth of profitable footfalls.

With the increased competition in organized retail sector by both domestic retailers and anticipated
global retailers, the strategic approach to increase efficiencies and value is the need of the hour. The
understanding of various retail formats and innovations in the same area is very important. Shoppers are
constantly presented with varied options to provide them better value proposition. The surviving,
thriving business is one that constantly learns from changes in environment. This requires knowing
customers' expectations, innovations in retail operations, retail formats, supply chain aspects and
merchandising management.

Students trained in the Retail Management specialization can provide critical insights in areas such as
retail operations, store and non-store retailing, global retail practices, and portfolios of technologies in
retailing. As such, the field of retail management is a valuable preparation for many types of management
careers, including consulting, CRM in retailing, supply chain management, cold chain, franchisee
management, and for those who have future interests in starting their own retail chains.

Learning Delivery Mechanism
The globalization-induced business environment has become highly competitive and dynamic. India
being one of the emerging economies is undergoing a lot of changes in most of the prominent sectors.
Global players are looking towards emerging economies in view of market saturation in their home
countries and most of advanced countries. Alliance School of Business’s Retail Management
specialization equips students to take up challenging assignments in organized retail industry. The best
and latest of methodologies are used to impart comprehensive business learning, which include the
following:
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•

Interactive lectures

•

Case study exercises

•

Class projects and exercises

•

Class simulations

•

Field exercises

•

Expert lectures

•

Activity labs

Subject Mapping
Students are required to complete a total of 47 credits to graduate with a Retail Management
specialization. These include 7 credits of Core Subjects and 24 credits of Elective Subjects. The Industry
Internship Program carries 6 credits and Dissertation program is of 10 credits.
All subjects have been mapped to ensure a comprehensive understanding of conceptual retail
management paradigms and their applications. This in turn ensures total market readiness.
The curriculum design at Alliance School of Business, Alliance University, is optimized to ensure
comprehensive dissemination of business learning. Issues that form central themes within this design
include the relevance of business ethics and its impact on business conduct. As a part of the same, student
and faculty exchanges, student internships and subject participation in peer institutions around the world
are undertaken. A collaborative learning environment that actively seeks group participation and
discussion is a regular feature at the School.
Assurance of learning is a critical feature at Alliance School of Business, Alliance University, which
ensures that the curriculum design is an evolving one. Carefully designed feedback mechanisms, both
longitudinal and situational, are used to map tangible learning outcomes, which are then used in a
feedback loop to ensure contemporariness in learning.

Subject Integration
Retail management is an inter-linked discipline that directs all its efforts towards understanding the
opportunities and threats, sensing the targeted shoppers’ needs and wants and delivering the designed
solutions more effectively than competitors. This integration is reflected in the selection of core and
elective subjects that are being offered as part of the Retail Management specialization.
The Core Subjects such as Marketing Management and Marketing Strategy for Competitive Advantage,
provide a foundation on the basic concepts in marketing and outline the processes involved in the
construction of strategic retailing.

128

Retailers are directly in touch with customers/consumers and this gives them an opportunity to know their
needs and wants of customers. This also helps in collecting feedback from customers, soliciting their
views, gathering insights in designing new products and sometimes for product or market mix modification.
This can be termed as co-creation. The subjects that cover understanding consumers and connecting with
them include Consumer Behavior in Retail and HRM and CRM in Retail. This also provide a framework
for understanding shoppers and the innovative ways of building relationships with them.
In addition to understanding shoppers, retailers must also know the necessity of technology application in
retail operations, merchandising management, business analytics, customer relationship management,
and supply chain management. Designing and executing appropriate and effective promotion strategies are
equally important in this highly competitive scenario. This is covered in-depth through the Merchandise
Management, Supply Chain Management, Retail Promotion Strategies and Retail Marketing Management
courses.
Four specialized retailing subjects have been included. Store Operations in Retail deals with retail store
management. International Retailing identifies the various business models being used by various
successful global retailers across the globe, and Information Technology for Retail covers information
availability, access and its usage for planning merchandising and its inventory. The same is extensively used
for designing CRM techniques. Marketing of Retail Solutions provides on comprehensive solution- based
frame work on retail management.
All subjects offered in the Retail Management specialization are intended to create value for shoppers and
to build strong relationships with both vendors and customers. These subjects systematically cover the
important aspects required to create sustainable and profitable retail organizations.
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Semester

Subject Code

Subject Title

Credits

MGT 3478

Store Operations in Retail

3

MGT 3474

Marketing Research & Analysis

3

MGT 3000

Industry Internship Program

6

MGT 3473

Mall Management

3

MGT 3466

Consumer Behavior in Retail

3

MGT 3475

Mechandise Management

3

MGT 3477

Retail Promotion Strategies

3

MGT 3467

Financial Planning & Management in Retail

3

MGT 3476

Retail Marketing Management

3

MGT 3479

Supply Chain Management in Retailing

3

MGT 3470

International Retail

3

MGT 3472

Luxury Retail

3

MGT 3468

HRM and CRM in Retail

3

MGT 3469

Information Technology for Retail

3

MGT 3471

International Retailing

3

MGT 3999

Dissertation Program

6

Elective
II

III

IV

Total

130

42+12

Subject Description
Elective Subjects
MGT 3466

CONSUMER BEHAVIOR IN RETAIL

An effective retail strategy emanates from understanding the consumer behavior in the retail
markets. Understanding customer needs and buying behavior is critical to formulating and
implementing an effective retail strategy.
This course focuses on how customers process information and make decisions about what product
to buy, what stores to patronize, what channels to use. The course deals with Retail Segmentation,
targeting and positioning strategies to identify and market their retail stores and their products
successfully. It also takes through the social, psychological and behavioral dimensions of
customers in their shopping behavior. The course also reviews a range of simple but powerful
levers that deliver consumer experience in unexpected ways.

MGT 3467

FINANCIAL PLANNING AND MANAGEMENT IN RETAIL

Financial planning, objectives and goals are an integral part of a retailer’s market strategy. This
course makes a better understanding of the students on developing profits. This course looks on
how financial analysis is used to assess the retailer’s market strategy, to monitor the sales
performance and provide insights into appropriate actions that can be taken if performance falls
short of expectations. After completing this course, students will have a deep understanding of
strategic profit model, factors affecting the financial performance of a retail store and approaches
for improving the performance.

MGT 3468

HRM AND CRM IN RETAIL

People resources form to be the most important resources in the success of retail business. This
course aims at preparing students the HRM with specific knowledge, skills and abilities for a truly
global workforce. The course is designed to ensure effectiveness in handling daily job tasks, and
capacity to adjust to emergent conditions in the retail industry.

Customer Relationship Management (CRM) is one of the most important components for
sustenance and growth of a Retail organization. The course provides an understanding of customer
relationship management as a strategic business priority in order to maintain mutually sustainable
and profitable relationships. This course is designed to provide students with an understanding of
Customer Relationship Management (CRM) including strategy, organization, marketing,
information technology and implementation.

MGT 3469

INFORMATION TECHNOLOGY FOR RETAIL

Today technology has percolated into almost all the operations in retail management. This course
enables the students to equip with requisite skills on planning, inventory management, supply chain
solutions, sales, POS terminals and data management.
This course is designed to provide students with an understanding of various technologies used for
the success of Retail business – RFID technology, e-CRM, EDI, Account information system, Bar
code scanning and UPC codes, POS system, Store traffic counters, Warehouse management
system, Retail analytics and Retail ERP.

MGT 3471

INTERNATIONAL RETAILING

International retailing aims to provide insights into key issues in retailing in international markets.
The subject gives an overview of the environment in which international retailers operate. It
considers the operationalization of international retailing enterprises, and it helps the student to gain
insights into the reasons behind international activity, market selection, market entry decision
making process, management of the supply chain and the branding and marketing of international
retailers.

MGT 3470

INTERNATIONAL RETAIL

Modern retail is playing a vital role as a catalyst in driving consumption led growth in the
developing economies. With the advent of modern retail, the consumers will not only have more
choice and convenience but it will also have a broader social impact of generating millions of jobs
both at the back-end and the front-end. This course develops an understanding of the students to
analyse opportunities and challenges when a retailer goes international and apply adaptations to the
retail marketing mix to meet the needs of international retail. The course introduces the student to
the various aspects of international retailing and trends with the principle objective of developing
skills in the identification, analysis and solution of the problems encountered in the theories and
practice of international retailing abroad and its subsequent effects in India.

MGT 3472

LUXURY RETAIL

Globally and in India, luxury marketing is on all time rise and this course enables the students to
explore various segments of luxury retail. It details an understanding about luxury retail markets
and its various branding strategies.

The luxury sector in India can be broadly split into the following verticals, and this course covers
all of them: Products: Apparel and Accessories, Pens, Home Décor, Watches, Jewellery, Wines,
and Spirits; Services: Spas, Concierge Service, Travel & Tourism, Fine Dining, and Hotels and
Assets: Yachts, Fine Art, Automobiles, and Real Estate. This course equips the students with
requisite skill sets and making them employment ready in Luxury Industry.

MGT 3473

MALL MANAGEMENT

Mall Management is a growing phenomenon in the Indian industry. The Indian retail market is
expected to continue its growth trajectory in coming years also. Mall management has been
identified as a critical factor for the success of malls and the retail industry across the world.
The course aims at strengthening participants’ skills and competencies of students on applicable
tools in shopping mall management, accounting management and management of individual
shopping malls. The course covers multidimensional areas and skills requisite for Mall
management.
This course broadly equips the students on how to position a mall, location and site characteristics
of Mall, layout and design, visual merchandising, Zoning-formulating with the right tenant mix
and its placement in a mall promotions and marketing, finances management and facilities
management.

MGT 3475

MERCHANDISE MANAGEMENT

Merchandising is the activity of promoting the sale of goods, especially by their presentation in
retail outlets. This course shall enable the participant to learn the various methods of promoting
sales at the retail outlet, be it retailing of FMCG products, consumer durables, foods, garments,
pharma (OTC) and multi-brand retail stores.
The course develops familiarity with equations and application of analytical concepts used for
merchandise planning and control applications. This course enables the students to understand
pricing and repricing of merchandise and managing profitability, inventory productivity, and
merchandise budgeting. This course acquaint the students, the role of merchandise performance and
budget planning in the execution of retail merchandising policies and procedures and their
relationship to firm profitability and inventory asset management goals.

MGT 3474

MARKETING RESEARCH & ANALYSIS

Toying with a new product idea? Want to boost your sales? Planning to launch a new product? The
importance of marketing research and analysis has seen unprecedented growth, especially in the
times of recession. Marketing research and analysis facilitates decision making to meet the current
and future needs of consumers. It helps in ascertaining and understanding customer and competitor
information such as their identity, marketing network, customer focus and scale of operations.
Marketing research and analysis allows firms to evolve methods to help them maximize profits.
This is done with the application of research techniques both quantitative and qualitative, and the
establishment of models that the firms can depend upon to succeed. With an understanding of the
customer, competitors, products and the overall industry needs, marketing research and analysis
can equip the marketers with the power to make intelligent decisions.

MGT 3476

RETAIL MARKETING MANAGEMENT

The objective is to stimulate student interest in retailing by capturing the exciting and challenging
opportunities facing the retailing industry, an industry that plays a vital economic role in society.
Retailing is a global industry. With a greater emphasis being placed on private label
merchandise retailers are working with manufacturers located throughout the world to acquire
merchandise. The subject will focus on the broad spectrum of retailers, both large and small,
selling merchandise and services. Besides it will deal with the strategic issues with an emphasis on
financial considerations and store management issues. Other unique aspects of retailing covered in
the subject include customer relationship management, multichannel retailing, brand development
issues and atmospherics.

MGT 3477

RETAIL PROMOTION STRATEGIES

Retail Promotion is essential in the success of Retail stores. The course briefs the students on using
various promotional-mix strategies to develop brand image and build customer loyalty. This course
will provide opportunities to explore various sales promotional strategies used at retail stores at
different occasions. After completing this course, students will have a deep understanding of
promotional planning, developing promotional objectives, determining the budget, implementing
and evaluating the promotion tools.

MGT 3478

STORE OPERATIONS IN RETAIL

The subject will help give the student an overview of the role of a store manager. It will give insights
into issues related to staff management and store maintenance and will help develop an
understanding of customer service and shopping experience, marketing systems and reporting
procedures involved in store operations.

MGT 3479

SUPPLY CHAIN MANAGEMENT IN RETAIL

The biggest differentiation in today’s business operations is the supply chain management. In this
world of ever demanding consumer expectations and convenience in terms of access to the
products / services is increasing. The Retail Supply Chain Management course prepares students
for a variety of careers within the retail consumer supply chain: retailing, marketing, supply chain
management, franchising, brand management, marketing research/data analysis, and/or family
businesses in retailing or selling to retailers.
This course also prepares on how Supply Chain Management needs to leverage the technology to
optimize those processes to maximize speed, scale and efficiency in retail operations, further the
students will develop a deep understanding on lowering the supply chain costs and gain
competitive advantage.

HOSPITALITY MANAGEMENT

The Hospitality Management specialization enhances the student's learning to effectively manage the
various businesses of the hospitality industry by embellishing their conceptual and analytical skills even
while preparing them as hospitality professionals at advanced levels. The specialization focuses on all
aspects of hospitality: hotels, resorts, food centers, events, luxury service segments and others; offers
subjects on food and beverage management, operations, lodging, sustainable tourism, food science,
revenue management, marketing, human resource, strategy and other related areas. An MBA in
hospitality management is the path for graduates aspiring to Revenue Management, Marketing, Human
Resource assume roles and positions in the food and hospitality sector.

Learning Statement
The aim of the Hospitality Management specialization at Alliance School of Business, Alliance
University, is to prepare students for leadership within the hospitality industry with a specific focus on
hospitality management. In this specialization students will develop professional, managerial and strategic
competencies through a range of teaching processes that include craft-based learning, didactic and studentcentered approaches. The specialization will include generic thinking skills through exposure to
contemporary management theory within the context of hospitality specific operations. The Hospitality
Management specialization allows students to focus on the operational context of the hospitality industry,
opening other career opportunities.
Graduates will be able to reflect on the knowledge and skills acquired, differentiating between the many
roles and responsibilities of a manager within a range of hospitality environments. They will also
demonstrate an understanding and awareness of the cross-cultural, moral and ethical issues in the
management of hospitality organizations. Graduates will also examine and critically analyze the principles
and practices of theory to respond to contemporary issues and evaluate trends affecting the global
hospitality industry.

Learning Delivery Mechanism
The objective of the Hospitality Management specialization is to prepare students to a level of all-round
competence, in the varied operations of the hospitality Industry. Having developed competence in a range
of technical, organizational and administrative skills, the graduates of the specialization will be able to
progress through the ranks of the management hierarchy.
Learning methodology include the following tools:
▪

Interactive lectures

▪

Case analysis

▪

Class projects and exercises
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▪

Class simulations

▪

Field exercises

▪

Expert lectures

▪

Activity labs

▪

Internship

Subject Mapping
Students are required to complete a total of 103 credits to graduate with a Hospitality Management
Specialization. These include 64 credits of Core Subjects and 24 credits of Elective Subjects. The
Industry Internship Program carries 6 credits and Dissertation program is of 10 credits.
All subjects have been mapped to ensure comprehensive understanding of conceptual hospitality
constructs and their applications. This in turn ensures total hospitality market readiness.
The curriculum design of the Hospitality Management specialization at Alliance School of Business,
Alliance University, is optimized to ensure comprehensive dissemination of hospitality business learning.
Issues that form central themes within this design include the relevance of business ethics and its impact on
business conduct. As a part of the same, student and faculty exchanges, student internships and subject
participation in peer institutions around the world are undertaken. A collaborative learning environment that
actively seeks group participation and discussion is a regular feature at the School.
Assurance of learning is a critical feature at the School that ensures that the curriculum design is an
evolving one. Carefully designed feedback mechanisms, both longitudinal and situational, are used to map
tangible learning outcomes, which are then used in a feedback loop to ensure contemporariness in learning.

Subject Integration
Hospitality Management at Alliance School of Business, Alliance University, includes not only specific
general education courses, but also a set of common skills embedded in courses throughout the
curriculum and in internships and experiences gained in the implicit curriculum in campus events and
activities. Providing knowledge, skills and experiences, the specialization offers an educational
foundation that assists graduates to reach senior positions in the hospitality sector.

The Core Subjects, Marketing Management and Marketing Strategy for Competitive Advantage,
provide a foundation on the basic concepts in marketing and outline the processes involved in the
construction of a strategic plan for Hospitality Management.
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Developing the basic key skills for marketing in the hospitality business, Marketing for Hospitality,
Hotel Management Operations, Food and Beverage Management and Accommodation Operations
Management subjects will explain the operational part of a lodging business, particularly a hotel or
resort.
Further, four major functions such as Managing Human Capital in Hospitality, Financial Accounting and
Budgeting in Hospitality, Revenue and Pricing Management in Hospitality and The Science of Food and
Nutrition are important aspects that support main hospitality operations. Three specialized subjects have
been included in the curriculum.

Tourism Destination and Event Planning deals with the tourism

industry and the event planning in the tourism business. Strategic Hospitality Management is a special
entry for Hospitality Learners which equips them with the Development of Business Strategy and its
impact. Luxury Services Management and Projects and Real Estate in Hospitality subjects imparts
comprehensive learning on various projects and real estate opportunities in the hospitality industry.

Subject Summary

Semester

Subject Code

Subject Title

Credits

Elective
II

III

IV

MGT 3522

Hotel Management & Operations

3

MGT 3526

3

MGT 3000

Marketing Research & Analysis
Industry Internship Program

MGT 3525

Marketing for Hospitality Industry

3

MGT 3520

Food & Beverage Management

3

MGT 3519

Financial Accounting & Budgeting in Hospitality

3

MGT 3516

Accommodation Operations Management

3

MGT 3524

Managing Human Capital in Hospitality

3

MGT 3527

Projects & Real Estate in Hospitality

3

MGT 3529

Strategic Hospitality Management

3

MGT 3521

Food & Nutrition Science

3

MGT 3517

Destination Marketing

3

MGT 3518

Event Management

3

MGT 3523

Luxury Services Management

3

MGT 3528

Revenue & Pricing Management in Hospitality

3

MGT 3999

Dissertation Program

6

Total

6

42+12
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Subject Description
Elective Subjects

MGT 3516

ACCOMMODATION OPERATIONS MANAGEMENT

Accommodation operations management is a comprehensive subject, designed to build subject matter
intricacies of

a hospitality accommodation. The subject explores core concepts of Hospitality and

explains them with right examples, cases, figures, illustrations, etc. Key role topics such as Hotel
reception, housekeeping functions, public and guest areas, checklist of housekeeping department,
integration between front office and housekeeping, housekeeping inventories, daily routine and systems,
housekeeping control desk, budgeting for housekeeping expenses, etc. This will also include changing
trends in housekeeping.

MGT 3519

FINANCIAL ACCOUNTING AND BUDGETING IN HOSPITALITY

Financial accounting and budgeting in hospitality is a comprehensive subject, designed to understand
and explore theoretical financial concepts related to hospitality organizations, such as financial analysis
and planning, management of working capital, capital budgeting and long-term financing for
hospitality organizations. The subject imparts to the student a good understanding of the financial
principles of hospitality and discusses issues related to the changes in the financial environment
affecting the hospitality business.

MGT 3520

FOOD AND BEVERAGE MANAGEMENT

Food and Beverage Management helps a student to understand a wide range of food and beverage
concepts vital to all hospitality managers. Importance will be given to the planning and operations of a
restaurant or food service operation. Areas such as menu planning and forecasting, food production
systems equipment, food service and delivery systems, cost control (food and labor), and profit and loss
statements are covered in the subject.

MGT 3522

HOTEL MANAGEMENT AND OPERATIONS

Hotel Management and Operations covers the Lodging industry performance measure, structure of the
Lodging industry and managing Lodging operations. It also discusses hotel operations such as the guest
cycle and front office operation: guest cycle includes stages such as reservation, registration, stay and
check-out, front office operations, front office organization, internal and external communication and
room tariff. The guest cycle, which includes the stages of pre-arrival (reservation), arrival (registration),
stay (guest services) and departure (check out and settlements), is covered comprehensively. The subject
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also includes discussion on front office accounting, night auditing, safety and security of guests, and
computer applications in the front office.

MGT 3523

LUXURY SERVICES MANAGEMENT

Luxury Services Management is an all-inclusive subject which provides detailed insights about luxury
services in the hospitality. Luxury services for premium segments require care, professionalism and
courteousness. The subject inspires participants to perceive luxury services management not as
managing and selling of goods but instead as managing and selling services and personal experiences.
The niche market and its complex nature of business demands firms to adopt modern technology and
high involvement.
Students will learn the components and constructs of a strategic marketing plan and will gain
considerable experience in the analysis of complex marketing decisions. In addition, this subject
examines the major trends in marketing luxury services, including the integration of marketing
communications, radical changes in the selling function and sales force, customer relationship
management, and the broadening role of marketing throughout organizations.

MGT 3524

MANAGING HUMAN CAPITAL IN HOSPITALITY

Human capital being the most important and critical resource in the hospitality industry requires focus to
achieve excellence in human relations.
The subject introduces human resource management specific to hospitality. The subject then takes a
practical look at organizational behavior essentials, communicating, the power of team spirit, group
problem solving and decision making, managing stress, encouraging innovations/ creativity, setting
individual and organizational goal setting, managing conflicts, motivating employees and managing
power and politics in hospitality industry.

MGT 3525

MARKETING FOR HOSPITALITY INDUSTRY

Marketing for Hospitality Industry is a comprehensive subject that introduces the basic concepts of
hospitality marketing and its related concepts: the environment of hospitality marketing, market
segmentation, targeting and positioning. Important topics discussed are the process of hospitality
marketing, the competitive marketing strategies, and the dynamics of hospitality marketing. Other topics
such as hospitality product, distribution, pricing, promotion, physical evidence and people in hospitality
are also covered.
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MGT 3527

PROJECTS AND REAL ESTATE IN HOSPITALITY

Projects and Real Estate in Hospitality is a comprehensive subject discussing the various projects and real
estate opportunities in hospitality. The aim of the subject is for the students to understand the growing
opportunities to set up new projects and real estate properties to exploit the growing demand and
expectations of customers: hotel-spas, medical hospital, international home for the elderly, convention
centers, restaurants, and entertainment area. The subject explores a wide range of organizations from
urban hotels to country inns, from gourmet restaurants to fast food chains and from casinos to theme
parks. The complexities of the hospitality industry's structure, including chains, franchising, ownership,
and management relationships, are discussed comprehensively.

MGT 3528

REVENUE AND PRICING MANAGEMENT IN HOSPITALITY

Revenue Management in Hospitality is a systematic process of designing the right product to the
appropriate segment and at the same time offering the product at strategically worked pricing using
appropriate channels. The optimum utilization of resources such as the available talent and expertise,
space, facilities, brand name and so on leads to better return on investment. Understanding the changed
customer preferences, technological innovations like social media, information systems and other
factors in the external environment provide inputs/insights in order to take better and informed
decisions. A more holistic approach of finding out customer acquisition value, retention value and
customer life time value in hospitality sector helps marketers and the management in taking decisions
about resource allocation. The various pricing theories and strategies in the hospitality sector provide an
opportunity to firms in generating revenue, brand positioning and attracting right segment of customers.

MGT 3529

STRATEGIC HOSPITALITY MANAGEMENT

Strategic Hospitality Management is a comprehensive subject designed to meet the requirements of the
hospitality management specialization. The subject brings relevant and contemporary concepts of
strategic management in hospitality. The subject also demonstrates how strategic theories can be
applied, how strategic decisions are taken, and how it influences the performance of organizations in the
hospitality industry.

MGT 3521

FOOD AND NUTRITION SCIENCE

Food and Nutrition Science is a subject designed to focus on the practical application of scientific
concepts: the production, processing, evaluation and utilization of food as applied to nutrition. The
subject charts the involvement and impact of nutrition across different age groups and from the genetic to
the community level. It draws together the wide spectrum of disciplines, from biochemistry to
counseling that are necessary to promote health and nutrition in hospitality.
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MGT 3517

DESTINATION MARKETING

Tourism Destination and Event Planning is a subject which gives complete insights about various
opportunities in tourism development and event planning.
Sustainable tourism destination management focuses on the comparative advantage and competitive
positioning of tourist destinations, enhanced by their commitment to sustainable development principles
and practices. Emphasis is placed on minimizing the negative impacts of tourism and in preserving the
cultural and natural resources, while optimizing tourism's overall contribution to economic development
in host communities.
Basic concepts and trends in event and meeting management are discussed with a special emphasis on
the Meetings, Expositions, Events, and Conventions (MEEC) sector.

MGT 3518

EVENT MANAGEMENT

This course is about learning how events are organized by hotels and other such properties in the
hospitality industry for the purpose of promotion. The course covers all aspects of event management
including planning, operations, public relations, promotion and revenue generation.

MGT 3526

MARKETING RESEARCH & ANALYSIS

Toying with a new product idea? Want to boost your sales? Planning to launch a new product? The
importance of marketing research and analysis has seen unprecedented growth, especially in the times
of recession. Marketing research and analysis facilitates decision making to meet the current and
future needs of consumers. It helps in ascertaining and understanding customer and competitor
information such as their identity, marketing network, customer focus and scale of operations.
Marketing research and analysis allows firms to evolve methods to help them maximize profits. This
is done with the application of research techniques both quantitative and qualitative, and the
establishment of models that the firms can depend upon to succeed. With an understanding of the
customer, competitors, products and the overall industry needs, marketing research and analysis can
equip the marketers with the power to make intelligent decisions.
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COMMUNICATIONS MANAGEMENT

Communications Management, as a discipline, is valued for the versatile academic expertise that it
imparts to a graduate in the areas of media and communication, mass communication, marketing
communication and entertainment and media. The Communications Management specialization at
Alliance

School

of

Business,

Alliance

University

is

comprehensive

and

adopts

a

multidisciplinary approach to learning that draws from the diverse academic areas in the media and
communication domain: media studies, journalism, mass communication and public relations,
marketing communication, corporate communication, the press and propaganda as well as
publishing, entertainment and cinema.

Learning Statement
The usefulness and purpose of Communications Management as a specialization of study helps a
graduate to understand the role of media and communication in meeting the varied media-based and
communication needs of global media agencies and corporations, even while strongly promoting a
culture of creativity, freedom of media thought and liberalism as well as social advocacy and media
literacy across more user communities, in society at large.
Graduates in Communications Management acquire strong subject-matter expertise in the key aspects
of communication and management, which include: mass communication tools; media audiences;
cultural and communication; media and communication research; context of media; creative writing
in media; new media, cultural and social change; film studies; and account planning.
Communications Management as a professional specialization of study aims to build articulate,
passionate and media-literate graduates who are acknowledged for their scholarship, professional
expertise and a deep commitment to social responsibility, even as they seek to advance creative
endeavor and public engagement in a rapidly-evolving competitive environment.

Learning Delivery Mechanism
The learning and delivery mechanism in the Communications Management specialization is rigorous,
and the methodologies used to impart comprehensive media learning are an excellent balance
between intellectual stimulation and practical application. They are delivered through a program of
lectures, case studies, seminars, field trips, group projects, independent research and business
simulation sessions and studio-based work. Subjects are taught through interactive learning
techniques drawing on the diverse backgrounds of students and the rich experience and expertise of
accomplished full-time faculty members as well as renowned industry practitioners.
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Graduates also gain the analytical, problem-solving and critical thinking skills necessary to make
decisions in a rapidly-evolving, cross-cultural world, and are deeply engaged in understanding the
social, psychological and marketing effects and outcomes of media and communication on audiences.
Graduates particularly acquire the skills and techniques needed to reach out to media audiences
through the use of new media—internet-based media channels and technologies, mobile and digital
storage devices and web casting. Through a combination of activity lab and studio-based practical’s,
case study discussions and lectures, graduates also acquire strong articulation and communication
skills that are necessary to work and excel in today’s highly competitive and challenging media
environments.

Subject Mapping
Students are required to complete a total of 40 credits to graduate with a Communications
Management specialization. These include 24 credits of Elective Subjects. The Industry Internship
Program carries six credits and the Dissertation program is of ten credits. The subjects offered in
the Communications Management specialization are mapped to deliver a comprehensive
understanding of theoretical constructs and their practical applications in media management, crisis
management and communication in practice. Alliance University also ensures that the curriculum
design of subjects in the specialization evolves progressively after due review. The learning outcomes
of the subjects are carefully analyzed through assessment measures that are based on feedback
mechanisms that reinforce and strengthen contemporariness in learning even while enhancing the total
market readiness of the key constituents.

Subject Integration
Communications Management is a discipline that helps a student to acquire subject-matter expertise
in media and communication, by integrating in its study diverse subjects such as media communication
and theory, marketing communication, film studies, culture and social change, and entertainment
media channels. This integration is reflected in the offerings of core and elective subjects in the
specialization.
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Subject Summary

Semester

Subject Code

Subject Title

Credits

MGT 3570

Integrated Marketing Communication

3

MGT 3571

3

MGT 3000

Marketing Research & Analysis
Industry Internship Program

MGT 3577

Strategic Communication: Theories & Culture

3

MGT 3576

Strategic Brand Management

3

MGT 3566

Advertising & Creative Process Management

3

MGT 3573

Media & Entertainment

3

MGT 3575

Media Planning & Buying

3

MGT 3568

Consumer Behaviour

3

MGT 3574

Media and Law

3

MGT 3083

Digital Marketing and Digital Ecosystem

3

MGT 3578

Strategic PR & Reputation Management

3

MGT 3567

Campaign Planning & Inbound Marketing

3

MGT 3572

Measurement, Metrics & Audience Research

3

MGT 3579

TV Production Business & Film Studies

3

MGT 3999

Dissertation Program

6

Elective
II

III

IV

Total

6

42+12

145

Subject Description
Elective Subjects
MGT 3566

ADVERTISING & CREATIVE PROCESS MANAGEMENT

The course covers the fundamentals of integrated marketing communication including advertising, sales
promotion, public relations, and media. The course is taught considering the perspective of a brand
manager and, therefore, it emphasizes upon the importance of different tools and techniques used by the
manager to promote a brand. While the course also helps students learn creating, monitoring and
evaluating promotional campaigns, they also develop an understanding about how marketers carry out
media planning and buying to effectively reach out to their audience for their products and services. This
course is highly recommended to those looking to make a career in the fields of advertising or brand
management.

MGT 3567

CAMPAIGN PLANNING & INBOUND MARKETING

In this course, knowledge of integrated marketing communication is applied to carry out the campaignplanning process, which includes research, media planning, and creative execution. The course also
covers chapters related to measurement of audiences, budgeting, inbound marketing – activities vital to
campaign management and its success. Inbound marketing zeroes in on forming customer connections
based on their requirements and providing them with sought after solutions.

MGT 3568

CONSUMER BEHAVIOUR

Successful marketing decisions are a result of sound understanding of consumer behavior. Numerous
examples of actual business practices make it clear that successful firms can and do apply theories and
information about consumer behavior on a daily basis. Consumer behavior investigates the manner in
which people interact with products and their marketing environment. This can include the purchase of
products (a digital camera), the consumption of services (theme park) or the disposal of goods (online
auction).

MGT 3083

DIGITAL MARKETING AND DIGITAL ECOSYSTEM

This course takes the students through a comprehensive understanding of the digital marketing function
and related strategies and tactics, in order to effectively manage this enormous and ever-evolving
marketing facilitation platform. The course will help the students evaluate the relevance of the digital
media-based marketing to the customer-centric, multi-channel marketing concept. It aims to assist the
students' assessment of how the digital media can be tapped and utilized for distinct marketing functions
amid all the marketing mix elements and to formulate alternative, yet, befitting strategic approaches for
the digital marketing efforts of an organization, across the marketing mix.

MGT 3570

INTEGRATED MARKETING COMMUNICATION

Integrated Marketing Communication (IMC) is more than the coordination of a company's outgoing
message between different media and the consistency of the message throughout. It is an aggressive
marketing communication plan that captures and uses an extensive amount of customer information in
setting and tracking marketing strategy.
At its most basic level, IMC means integrating all the promotional tools, so that they work together in
harmony. All of these communications tools work better if they work together in harmony rather than in
isolation. Their sum is greater than their parts —– provided they speak consistently with one voice all
the time, every time. This is enhanced when integration goes beyond just the basic communications
tools. There are other levels of integration such as horizontal, vertical, internal, external and data
integration. Internal integration requires internal marketing - keeping all staff informed and motivated
about any new developments from new advertisements, to new corporate identities, new service
standards, new strategic partners and so on. External integration, on the other hand, requires external
partners such as advertising and PR agencies to work closely together to deliver a single seamless
solution - a cohesive and integrated message. The IMC subject uses comprehensive tools, both
qualitative and quantitative, to impart skillsets that will allow for the creation and execution of this
integrated message.

MGT 3571

MARKETING RESEARCH & ANALYSIS

Toying with a new product idea? Want to boost your sales? Planning to launch a new product? The
importance of marketing research and analysis has seen unprecedented growth, especially in the times of
recession. Marketing research and analysis facilitates decision making to meet the current and future
needs of consumers. It helps in ascertaining and understanding customer and competitor information
such as their identity, marketing network, customer focus and scale of operations. Marketing research
and analysis allows firms to evolve methods to help them maximize profits. This is done with the

application of research techniques both quantitative and qualitative, and the establishment of models that
the firms can depend upon to succeed. With an understanding of the customer, competitors, products and
the overall industry needs, marketing research and analysis can equip the marketers with the power to
make intelligent decisions.

MGT 3572

MEASUREMENT, METRICS & AUDIENCE RESEARCH

After the completion of this course, a student should be able to understand different metrics and how an
organization’s media and audience are measured. A major outcome of this course is that the student is
able to leverage the acquired knowledge to understand the target audience better and, therefore, deploy
campaigns more judiciously across the media vehicles.

MGT 3573

MEDIA & ENTERTAINMENT

This course is about how various organizations in print, television, radio, digital, outdoor, cinema and
others in the media industry have grown as large contributors to the nation’s GDP. As the media and
entertainment industry continues to grow, it is imperative that students of communication management
comprehend its powerful role in building businesses. Through this course, they will learn about the
recent trends in the industry, managing creative and technical teams, and addressing digitization
challenges.

MGT 3574

MEDIA AND LAW

The course examines why and how law has to intervene when a media vehicle communicates to an
audience – on behalf of an organization or independently. The course addresses areas of concern to a
marketing professional, who in the process of promoting a brand may seek legal guidance to avoid
certain pitfalls. The course enables a student to comprehend the importance of media policies and
guidelines of the government and, therefore, prepares him/her to become a much more informed
manager.

MGT 3575

MEDIA PLANNING & BUYING

The course covers concepts related to the principles of media planning and buying. A student of this
course will be able to have a sound understanding about how a marketer or brand manager address the
budgetary, selection and reach issues to best promote a brand. The course enlightens a student about
how a media planner and a buyer interact and negotiate to get a fair deal. While the learning is about
such aspects related to all media classes, the course maintains the perspectives of both the sides of the
table – marketer’s and media agencies.

MGT 3576

STRATEGIC BRAND MANAGEMENT

Studying this course, a student learns how the image of a brand plays a vital role in the development of
consumer attitude resulting in behaviour. The student also learns about various brand associations that
contribute to customer-based brand equity. The course provides details about various frameworks and
models adopted by brands worldwide that have not only enabled them to acquire major shares in the
market but also resulted in positive customer experiences. One significant outcome of this course is that
a student is able to comprehend vividly the various interfaces a brand manager has to manage within
his/her organization.

MGT 3577

STRATEGIC COMMUNICATION: THEORIES & CULTURE

The subject introduces students to the breadth of contemporary media studies by focusing on the
conceptual foundations of the discipline and discusses how media and communication technologies have
transformed the rhythms of everyday life, the organization of meaning, the boundaries between private
and public engagement, national and public collectivity, the texture of public space, immediacy and
liveliness as well as the experience of time and distance.
This subject offers a firm grounding in the traditions, perspectives and concepts central to media studies,
and introduces current developments in the field.

MGT 3578

STRATEGIC PR & REPUTATION MANAGEMENT

The course objective is to provide an understanding to the students about how organizations manage
their communication programs and reputation in the business environment. The course lays out tactical
approaches to developing a synchronized brand-organization-communication strategy that helps
maintain the desired levels of customer attitudes. There are areas in the course which impart learning to
a student about how public relations can be used to bring about damage control at the time when a brand
faces crisis.

MGT 3579

TV PRODUCTION BUSINESS & FILM STUDIES

The subject introduces students to the study of cinema in an intercultural and cross-cultural context, and
discusses the introduction to ethnographic films, film and the development and use of cinema in Western
and non-Western contexts, narrative and aesthetic conventions outside 'classic' Western styles and
genres, as well as the significance of cinema as an art form, cultural medium and creative element in
local, national and transnational histories.

The subject examines national cinema, cinema history and Western cinema form.

INFRASTRUCTURE, ACADEMIC AND SUPPORT SERVICES

INFRASTRUCTURE
Alliance School of Business, Alliance University has a state-of-the-art infrastructure comparable to
the best in the world. Some of the outstanding features include:
▪

"Green" campus

▪

Spacious seminar halls with excellent acoustics for interactions with practitioners
and other professionals

▪

Amphitheater classrooms

▪

State-of-the-art ambience

▪

An information technology backbone that undoubtedly is the best for an
educational institution

▪

A futuristic library of unmatched brilliance and aesthetics

▪

Halls of residence for students

▪

Residential accommodation for faculty and staff

▪

A food court built to the highest standards of hygiene

▪

Administrative block

▪

Departmental store

▪

State-of-the-art fitness centre

▪

Recreational facilities

▪

Healthcare center

▪

And, many more features that provide unique learning and living experiences to
all residents

ACADEMIC SERVICES
IT Infrastructure
Alliance School of Business, Alliance University has implemented an IT network infrastructure and a
state-of-the-art Unified Communication solution in the University campus with the latest technology
that suite the present and future needs of the University. The Alliance University in association with
CISCO and Wipro, has built a strong network and communication infrastructure for both wired and
wireless connectivity, which includes about several thousands of wired nodes.

Library
The University Library has one of the best collections of information sources in management related
disciplines. The library has a large collection of text and reference books and multimedia, which is
continuously updated. It subscribes to international periodicals, databases and online journals. Project
reports undertaken by students are also available in the library for reference. The library operations are
fully automated, and it maintains an Intranet Website through which students can access all

online databases, journals, and catalogue anywhere in the campus using Wi-Fi connectivity. The
library has a digital library providing full-text collection of documents. The collection includes faculty
publications and multimedia. It has ample reading room facilities spread on all four floors and has
seating capacity of 1,000 students. It is expected that students use this library regularly in order to
supplement their classroom knowledge.

SUPPORT SERVICES
Health
At Alliance School of Business, Alliance University we believe in healthy living. We provide the facility
of a visiting doctor as well as a 24X7 ambulance service to cater to the health and well-being of the
students.

Counseling
Personal non-academic counseling is provided by a trained counselor to help and motivate the students to
attend to their overall developmental needs and to maintain and enhance their psychological, emotional
and relational well-being. These consultations are treated with the same standard of confidentiality that is
applied to counseling consultations.

Sports and Recreation
Studying at Alliance School of Business, Alliance University has always been about enjoying learning.
With the playground, gymnasium and the availability of expert gym and yoga instructors, Alliance
encourages students to participate in various sports and recreational activities apart from their regular
academic schedules.

Transport
The University has bus shuttle services between the City and Central Campus.

CAREER ADVANCEMENT AND NETWORKING
The Career Advancement and Networking (CAN) center provides an interface between students and
industry by providing assistance for industry internships and final placements. The center helps students
with career counseling, training, resume building and industry interaction platforms.

LIFE BEYOND REGULAR CLASSES
Student Governing Council (SGC)
The SGC is comprised of student representatives:

▪

To ensure that issues of relevance are communicated to all

▪

To represent the batch

▪

To operate as a bridge connecting the students and the administrators

The main functions of the SGC include planning, coordinating and facilitating various student related
activities.

STUDENT CLUBS
The University encourages students to join and participate in different clubs. These clubs enhance the
knowledge of students through various activities and events. The clubs organize activities and ensure
high participation level thereby grooming students to meet industry standards.
Following are the clubs functioning at Alliance School of Business, Alliance University:

PROMETHEUS (Finance Club)
Prometheus is an intellectual club in Alliance School of Business, Alliance University. It aims to
impart market knowledge, financial knowledge, and knowledge of current affairs to the students.

MARKETRIX (Marketing Club)
The word “marketing” puts a lot of pictures in our heads. The usual ones are advertisements,
marketing strategies —–loud and colorful. This is exactly what the Marketrix brings to the Alliance
School of Business. Marketrix tries to bring education through fun. It sponsors colorful and outdoor
activities. The most successful activity is the Retail Mela. Activities such as Best Ad and Poster
designing, seminars, and quizzes are also conducted by the club.

GENESIS (Organizational Behaviour and Human Resources Club)
This club periodically conducts activities that assist students in understanding some of the concepts
taught in the class from a practical perspective. These will be supplemented with quizzes, seminars
and other activities related to the Organizational Behaviour and Human Resources functions.

PRAXEIS CLUB (Operations Management Club)
Operations Management, a key function in the business, is the design, planning, scheduling and

control of the transformation processes that create value for society. The Praxeis Club aims to assist
MBA students of the Alliance School of Business to gain a broader understanding of the
opportunities, career paths, trends, and challenging issues in business. The club intends to achieve its
mission through industry interaction, plant tours, workshops, guest lectures and other activities. It is a
student-driven organization that provides education and tools required to succeed in operations
management careers. The club will pave the way for its members to be innovative and competitive to
excel in today's business world.

CULTURAL AND SPORTS CLUB
The Cultural and Sports Club organizes events on the campus that enhance the extracurricular skills of
the students. Sports, indoor games, and dances are just a few activities of the club.

STUDENT HANDBOOK

1. The Learning Process
1.1 Pedagogy
The MBA course uses a semester-based approach for subject coverage. The pedagogy generally includes
a variety of teaching methods such as lectures, case studies, simulations, role-plays, and so on.
Students are required to complete a series of assignments in addition to classroom contact hours.

1.2 Working Groups
Each student is assigned to a working group at the beginning of the first year. These groups work
together on all group assignments for the duration of Semester I. New groups are formed at the
beginning of Semester II and these groups generally continue to work together till the end of the course.

1.3 Textbooks
Students receive textbooks/study material at the beginning of the semester for all the subjects and are
required additionally to refer to the other assigned reading materials and reference books.

2. Evaluation
The evaluation system consists of continuous assessment during the semester followed by Semester
End Examination. The final grade for a subject is a combination of During Semester Assessment
(DSA) and Semester End Examination (SEE).
Please refer to Annexure-I for specific examination rules.
2.1 Scheme of Evaluation
The following evaluation scheme is used in assessing student's performance:
During Semester Assessment (DSA) - Evaluation Scheme

Subject
Credits

Attendance
(Maximum
marks)

1

5

MidSemester
Examination
(Maximum
marks)
-

2

5

3
4

Case Study/Presentations/
Projects/Assignments/Quizes
(Maximum marks)*

Total
Marks

45

50

20

25

50

5

20

25

50

5

20

25

50

*Varies from subject to subject depending upon the faculty and the nature of the subject.

•

The DSA marks are declared prior to the semester end examinations

•

Students are required to score a minimum of 50% in the DSA to be eligible to appear for Semester
End Examination of the subject concerned

2.2 Grading System
The following grading system is used for each subject:

Scale
90 - 100%

Letter Grade
A

Honor Points
4.3

Grading
Outstanding

80 - 89.9%

B

3.8

Excellent

70 - 79.9%

C

3.3

Very Good

60 - 69.9%

D

2.8

Good

50 - 59.9%

D-

2.3

Fair

<50%

E

0.0

Fail

2.3 Calculation of Grade Point Average
There are two types of Grade Point Averages: Semester Grade Point Average (SGPA) and
Cumulative Grade Point Average (CGPA).
SGPA is calculated in the following manner. The total marks for a given subject, i.e. the
combined DSA and SEE performance, are given as a percentage. For instance, suppose that a student
receives 73% in a subject, this percentage is converted into a letter grade using the scale shown under
section 2.2; continuing the example above, 73% would be assigned the letter grade C. This letter grade
is then converted into honor points, e.g. letter grade C is equivalent to 3.3 honor points.
SGPA is then calculated as follows:
∑ (Subject honor points earned X subject credits)
Total semester credits

CGPA is calculated as:
∑ (Subject honor points X subject credits)
Total credits completed

For example, if a student has gained 115 weighted honor points and completed 30 subject credits in
Semester I, and has gained 109.4 weighted honor points and completed 28 subject credits in Semester
II, then the CGPA will be 224.4 (total honor points = 115+109.4) divided by 58 (total subject credits =
30+28) = 3.9 (rounded up to the nearest decimal).

2.4 Recognition of Superior Scholarship
Graduating students with a weighed percentage of marks of 80% and above graduate from the course
with “Distinction”.

2.5 Attendance
Classroom attendance is a compulsory component of the course, and students are expected to attend
all scheduled classes. Attendance accounts for 5% of the total assessment for a subject and forms part of
the DSA. Students failing to obtain a minimum of 80% attendance will not be permitted to appear for
the Semester End Examination. In such circumstances, they will be declared as "Incomplete" and will
receive a letter grade I.
Attendance will be considered by the Dean's office for the sessions missed by the students
representing the University/School or participating in various institutional activities with prior
approval.
The tables below explain the way in which marks are awarded for classroom attendance.

1 Credit Subject

2 Credits Subject

3 Credits Subject

4 Credits Subject

Sessions

Marks

Sessions

Marks

Sessions

Marks

Sessions

Marks

9

5

18

5

27

5

36

5

8

3

17

4

26

5

35

5

7
and below

*0

16

3

25

4

34

4

15

2

24

3

33

4

14 and

*0

23

3

32

3

22

2

31

3

21 and

*0

30

2

29

2

28 and

0*

below

below

below

Note: *Not eligible for Semester-end Examination.

2.6 Additional Activities
In addition to classes, students must be present at all programs and functions hosted by Alliance
School of Business, Alliance University where students' attendance is mandatory. These include, but
are not limited to, guest lectures, informational meetings with faculty, administrators and
management, and social functions including organized trips/tours deemed essential. Failure to attend
such events may lead to suspension of the student which will result in loss of attendance in regular
classroom sessions leading to severe consequences resulting from such loss of attendance.

2.7 Maximum Duration allowed for Course Completion
The duration for the MBA course is two years.

A student who for whatever reasons is not able to complete the programme within the normal period
or the minimum duration prescribed for the programme, may be allowed two years period beyond the
normal period to clear the backlog to be qualified for the degree.

In exceptional circumstances a further extension of one more year may be granted subject to reregistration. Such students will have to re-register for the program by paying re-registration fee as
stipulated by the University.

2.8 Academic Policy

▪ A student must have secured the minimum attendance in every single subject of a particular
semester. A student must also have secured the minimum During Semester Assessment (DSA)
marks (which is 50%) in a subject to qualify to take the Semester End Examination (SEE). In the
event a student falls short of the minimum attendance requirement and/or minimum DSA marks
requirement in any subject(s) of the semester, the student is disqualified to take the SEE of that
subject(s). The student, however, can take the SEE of the particular subject(s) for a total of 100% of
marks after six months ie., next cycle of re-exams.

▪ A student will be promoted to the third semester only if the student does not carry a backlog of
more than six subjects. Excess backlogs must be cleared in re-examinations to qualify for
promotion and be able to attend third semester classes with subsequent batch(s).

▪ Academic Standards: Students are expected to maintain a CGPA well above 2.0. Students will be
placed on Academic Probation in the event they fall short of the minimum CGPA of 2.0, which
would have serious bearing on their job opportunities.

3. Additional Information
3.1 Issue of Transcripts and Degree

▪

Transcripts will be issued to the students at the end of each semester

▪

It is the responsibility of the student to collect the transcript of each and every semester within the

stipulated time

▪

Total credits, honor points, maximum marks, obtained marks, SGPA and CGPA will be shown on
the transcript

▪

Students will get additional transcript(s) for the subject(s) in which they failed when they appear.

▪

These transcripts will indicate revised marks, Honor Points, SGPA and CGPA

▪

Students will be issued a Consolidated Transcript on completion of the course

▪

In case of any loss of original document issued by the University, duplicate documents will be
issued to the student on payment of the requisite fee and fulfilling prescribed formalities

▪

Result will be mentioned on the transcripts with the following indicators:

TRANSCRIPT KEY
ABBREVIATION

KEY

P

PASS

AB

ABSENT

F

FAIL

I

INCOMPLETE

3.2 Disenrollment from the University
If a student disenrolls from the University, then the student must submit an official request to the
Registrar.

3.3 Wi-Fi Facility
The campus is equipped with Wi-Fi facility.

3.4 Responsible Use of the University Resources
Students are expected to use responsibly the resources of the University.

3.5 Mobile Phones
Use of mobiles phones are strictly prohibited in the Learning Center, Computer Lab, Administrative
Block, Examination Halls and the Library. If any student is found to be using a mobile phone, it will
be confiscated by any member of the faculty or staff followed by appropriate disciplinary action.

3.6 Important Committees and Centers at Alliance School of Business, Alliance University

▪ Academic Standards Committee: The ASC oversees all academic related matters, including the
ratification of grades, the approval of any changes in the curriculum, and students' academic
standings.

▪ Curriculum Review Committee: The CRC works closely with business and industry and

periodically reviews the curriculum and keeps it up-to-date and relevant for industry.

▪ Internship and Dissertation Committee: The IDC oversees all academic matters related to the
▪ IIP and the Dissertation, including the approval of student project proposals.
▪ Placement Committee:

The Placement Committee works closely with the Career

Advancement and Networking (CAN) department and makes recommendations on various
matters related to placements.

▪ Library Committee: The Library Committee is responsible for ensuring that the library is well run
and has all the relevant books, magazines and journals.

▪ Student Affairs and Grievances Committee: The Student Affairs and Grievances Committee is
comprised of student representatives and faculty and is an opportunity for exchange of views on
student related matters. The committee considers any grievance brought to it by a student for
redressal.

▪ Research and Publications Committee: The Research and Publications Committee explores and
aids research initiatives in various functional areas and reviews research contributions made by the
faculty, staff and students.

▪ Accreditation Committee: The Accreditation Committee takes care of the national and
international accreditations by working closely with various stakeholders of the University.

▪ Doctoral Program Committee: The Doctoral Program Committee oversees all matters related to
the Doctoral program including the curriculum, administration and award of doctoral degrees.

▪ Center for Industry Interaction: The Center for Industry Interaction caters to the ever
increasing need to bridge the gap between industry and academic practices. The expertise that
leading and experienced professionals bring to the table in the form of guest lecturers has proven to
be a valuable source of inspiration to students who aspire to be business practitioners.

▪ Disciplinary Action Committee: The DAC is responsible for ensuring that all student related
policies are implemented swiftly.

3.7 Some Key Officials at Alliance School of Business, Alliance University
In addition to the Chancellor, Vice Chancellor, Deans, Registrars and other officials, the
following is a list of some key officials along with their primary responsibilities:

▪

Director (International Affairs) – Responsible for all international activities of Alliance
School of Business, Alliance University including MOUs, faculty and student exchange
programs.

▪

Dean – Manages all academic aspects of the course, including the day-to-day running of the
course as well as the deployment of faculty.

▪

Program Director – Manages all academic aspects of the respective programs such as Ph. D.,

▪

Executive MBA, Ascent MBA, Executive PGDM and BBA.

▪

Area Chairs – Coordinate academic and administrative matters related to their academic areas
of focus namely General Management, Finance, Marketing, Organizational Behaviour &

Human Resources and Operations Management.

▪

Director, HR – Attends to all HR functions, which include hiring, training and development,
statutory compliances and welfare measures relating to employees.

▪

Mentors - Assists students during their tenure at Alliance School of Business, Alliance
University both from the academic and non-academic perspectives. The Chief Mentor oversees
the work of the mentors.

ANNEXURE - I
EXAMINATION RULES

I. DETAILS OF MID SEMESTER AND SEMESTER END EXAMINATIONS

1

Mid-Semester Exam
Duration (Hours)
-

Mid-Semester
Exam Marks
-

2

2

50

Converted to 20 marks

3

2

50

Converted to 20 marks

4

3

100

Converted to 20 marks

Subject Credit(s)

Remarks
-

Notes:
There is no mid-semester examination for a one credit subjects
There is no mid-semester re-examination for absentees
Students must fulfill the minimum requirements of classroom attendance and the DSA to be eligible to
take the Semester-end Examination. The minimum requirements are:
Classroom Attendance

:

80%

DSA (including attendance)

:

50% (25/50)

Failing to secure the above, the student will be declared as ‘I’ (Incomplete). Such students will have to
take the SEE of the subject(s) for a total of 100% of marks after six months ie., next cycle of re-exams.

SEMESTER END EXAMINATION (SEE)

1

Mid-Semester Exam
Duration (Hours)
2

Mid-Semester
Exam Marks
50

2

3

100

Converted to 50 marks

3

3

100

Converted to 50 marks

4

3

100

Converted to 50 marks

Subject Credit(s)

Remarks
-

Students must secure a minimum of 50% in the Semester End Examination and 50% in Total (DSA+
SEE) in order to secure a Pass grade.

RE-TOTALING AND RE-EVALUATION RULES
Re-totaling: The outcome of re-totaling will supersede the marks obtained earlier. The marks obtained
in the re-totaling will be final.
Re-evaluation: If there is a difference of more than 15% marks (of the Maximum Marks) between the
Re-evaluation and the marks awarded earlier, the answer script will be jointly evaluated by both the
evaluators and the marks awarded will be considered as re-evaluation marks. The positive changes in the
marks should be incorporated irrespective of change in results. Otherwise, the earlier marks shall be final.

SEMESTER-END

EXAMINATION

FOR

STUDENTS

DECLARED

AS

FAILED/ABSENT OR FOUND GUILTY IN A MALPRACTICE CASE
Such students will be required to write Semester-end Examination at the time of re-examinations, which
will be conducted once in six months or at the end of every semester for all the earlier semesters and after
the lapse of the debar period in “Malpractice” cases).

II. EXAMINATIONS GUIDELINES
All students are required to read and internalize the guidelines detailed below:
The School places great importance on academic rigor and academic integrity. The standards of conduct
and discipline which students are expected to show while writing examinations are equally high.
Students should note that any breach of these guidelines will result in disciplinary procedures.

PRIOR TO EXAMINATIONS
1) Seat numbers and venue will be put on the Official Notice Board at least 30 minutes before the
commencement of the Examination.
2) Students must know their seat numbers and venue before entering the Examination Hall.
3) Any student who has not been allotted a seat number and venue or who has any queries about these
should inform the Registrar (Examination & Evaluation) and complete the required formalities prior to
the commencement of the examination.
4) Students must carry the Institute's identification card of the Alliance School of Business for MSE and
for SEE to the Examination Hall.
5) Students must possess all materials such as calculators, pens, pencils, rulers and erasers, which are
necessary for the examination. Exchange of any material among the students is strictly prohibited
during the examination.

6)

Students must ensure that the calculator for use in the examination is math-only, non-

programmable, silent and battery-operated. The invigilator for the examination will have the final say on
a calculator's admissibility.
7) Students must ensure that mobile phones and laptops or any other electronic devices are switched off
and placed with personal belongings in the area designated by the invigilator.
8) Students must ensure that under no circumstance they carry any unauthorized material into the
Examination Hall.

DURING EXAMINATIONS
1) Students are advised to arrive in the Examination Hall at least five minutes before the
commencement of the examination. Students should check their seat numbers and take assigned seats.
2) Entry into the Examination Hall is not permitted after the commencement of the examination.
3) Students must enter the required information on the answer booklets/additional sheets before
attempting the answers to the questions.
4) Rough work and calculations can be done on the last pages of the answer booklet/additional sheets.
This page(s), however, should be crossed out before submitting the answer booklet/additional
sheets.
5) Students must write answers in pen (not pencil) and only in the answer booklet/additional sheets
provided. DO NOT use red ink.
6) Students must not fold or crease the answer booklet/additional sheets.
7) Students must refrain from identifying themselves anywhere in their answer booklet/additional
sheets except as required on the front or cover page of the booklet.
8) Students are required to only write in the answer booklet/additional sheets provided by the
invigilator. Graph sheets wherever required will be issued.
9) Students who have completed writing the answers before one hour has elapsed, will have to wait
until the hour has passed before being permitted to leave the Examination Hall.
10) Students should maintain silence, discipline and avoid creating distractions.
11) Students should be cooperative with the invigilators and follow instructions. An invigilator is
authorized to exclude a student from an examination if the circumstances warrant. If this happens, the
invigilator will submit a written report on the circumstances to the Registrar (Examination &

Evaluation) immediately after the examination.
12) Students shall not use or have in their possession any books, writing papers, notes, manuscripts,
electronic items (including electronic dictionaries), laptops, i-Pods, or any form of stored or recorded
information.
13) Food or beverages are not permitted in the Examination Hall.

CONCLUDING FORMALITIES FOR EXAMINATIONS
1) The invigilator will give a time check to students 15 minutes before the allotted time expires.
Students shall cease writing immediately when the time for writing the examination is over and hand in
their answer booklet. No time extension is permitted.
2) Students are responsible for returning the answer booklet-/additional sheets, formula tables etc.,
within the approved time regardless of whether or not they have finished.
3) Examination answer booklets/additional sheets must be submitted intact. No part of the answer
booklet/additional sheets/Graph sheets must be defaced, removed, destroyed or taken out of the
Examination Hall.
4) Approval for extension of time for completing an examination is solely at the discretion of the
Registrar (Examination and Evaluation).
5) Students should collect all belongings before leaving the Examination Hall.

DRESS CODE AND ID - CARD POLICY
1. Dress Code
Students are required to be dressed appropriately while on the University Campus (Administrative
Building, Learning Center, Technical Block, Laboratories, etc.) at all times; Monday through Friday.

The dress code shall be as follows:

Male

Formal dress (trouser and shirt), Leather Shoes; Coat is preferred on formal
occasions

Female

Western formals / Salwar Kameez; Shoes / Semi-shoes

On Saturdays and Sundays, students may wear smart casuals. One can be casually, but appropriately
and decently dressed, at other locations on the campus.

2. ID Card
All students shall wear the ID card issued by the University at all times during office hours while on all
Alliance University premises.

Date:

The Registrar
Alliance University
Bengaluru

Dear Sir,
UNDERTAKING

I
Master of Business Administration course of

have been admitted to the
batch.

I have carefully read all the Guidelines and Regulations as prescribed in the Alliance Learning
Experience (Course Catalogue Document No. MBA/CAT) regarding various aspects of the program.

I hereby sign this undertaking and agree to follow and abide by all the University Guidelines and
Regulations prescribed in this booklet as well as those prescribed elsewhere.

I will submit the Anti-Ragging Form as per UGC Act and also submit pending documents to the Office of the
Registrar as per the schedule date.

I further undertake that in the event of a failure on my part to follow any of the rules, regulations or
guidelines including the submission of pending documents, the University may initiate any action against
me, including termination from the program.

Signature of the student
Name:
Permanent Address:

E-mail:
Mobile No. :

Date:

