


 
 

Copy forwarded for information and necessary action to :- 
 

1 The Deputy Registrar, (Admissions, Enrolment, Eligibility and Migration Dept)(AEM), 

dr@eligi.mu.ac.in 
 

2 The Deputy Registrar, Result unit, Vidyanagari 

drresults@exam.mu.ac.in 
 

3 The Deputy Registrar, Marks and Certificate Unit,. Vidyanagari 

dr.verification@mu.ac.in 
 

4 The Deputy Registrar, Appointment Unit, Vidyanagari 

dr.appointment@exam.mu.ac.in 
 

5 The Deputy Registrar, CAP Unit, Vidyanagari 

cap.exam@mu.ac.in 
 

6 The Deputy Registrar, College Affiliations & Development Department (CAD), 

deputyregistrar.uni@gmail.com 
 

7 The Deputy Registrar, PRO, Fort, (Publication Section), 

Pro@mu.ac.in 
 

8 The Deputy Registrar, Executive Authorities Section (EA)  

eau120@fort.mu.ac.in  
 

He is requested to treat this as action taken report on the concerned resolution adopted by the 

Academic Council referred to the above circular. 
 

9 The Deputy Registrar, Research Administration & Promotion Cell (RAPC), 

rapc@mu.ac.in 
 

10 The Deputy Registrar, Academic Appointments & Quality Assurance (AAQA) 

dy.registrar.tau.fort.mu.ac.in   

ar.tau@fort.mu.ac.in  
 

11 The Deputy Registrar, College Teachers Approval Unit (CTA), 

concolsection@gmail.com 
 

12 The Deputy Registrars, Finance & Accounts Section, fort 

draccounts@fort.mu.ac.in 
 

13 The Deputy Registrar, Election Section, Fort 

drelection@election.mu.ac.in 
 

14 The Assistant Registrar, Administrative Sub-Campus Thane, 

thanesubcampus@mu.ac.in  
 

15 The Assistant Registrar, School of Engg. &  Applied Sciences,  Kalyan, 

ar.seask@mu.ac.in 
 

16 The Assistant Registrar, Ratnagiri Sub-centre, Ratnagiri, 

ratnagirisubcentar@gmail.com  
 

17 The Director, Centre for Distance and Online Education  (CDOE),  

Vidyanagari, 

director@idol.mu.ac.in 

18 Director, Innovation, Incubation and Linkages, 

Dr. Sachin Laddha 

pinkumanno@gmail.com  

19 Director, Department of Lifelong Learning and Extension (DLLE), 

dlleuniversityofmumbai@gmail.com 
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To, 

1 The Chairman, Board of Deans    

      pvc@fort.mu.ac.in 
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Faculty of Humanities, 
 

Offg. Dean 
1. Prof.Anil Singh 

    Dranilsingh129@gmail.com  
 

 

Offg. Associate Dean 
 

2. Prof.Manisha Karne 

    mkarne@economics.mu.ac.in 
 

 

3. Dr.Suchitra Naik 

    Naiksuchitra27@gmail.com 
 
 

Faculty of  Commerce & Management, 
 

Offg. Dean, 

1 Prin.Ravindra Bambardekar 

    principal@model-college.edu.in 

      Offg. Associate Dean 
2. Dr.Kavita Laghate 

    kavitalaghate@jbims.mu.ac.in 
 

3. Dr.Ravikant Balkrishna Sangurde 

     Ravikant.s.@somaiya.edu  
 

4.  Prin.Kishori Bhagat   

     kishoribhagat@rediffmail.com 

 

         

Copy for information :- 

 

1 P.A to Hon’ble Vice-Chancellor, 

vice-chancellor@mu.ac.in 

 

2 P.A to Pro-Vice-Chancellor 

pvc@fort.mu.ac.in 

 

3 P.A to Registrar, 

registrar@fort.mu.ac.in 

 

4 P.A to all Deans of all  Faculties 

 

5 P.A to Finance & Account Officers, (F & A.O),  

camu@accounts.mu.ac.in 

 

mailto:pvc@fort.mu.ac.in
mailto:Dranilsingh129@gmail.com
mailto:mkarne@economics.mu.ac.in
mailto:Naiksuchitra27@gmail.com
mailto:principal@model-college.edu.in
mailto:kavitalaghate@jbims.mu.ac.in
mailto:Ravikant.s.@somaiya.edu
mailto:kishoribhagat@rediffmail.com
mailto:vice-chancellor@mu.ac.in
mailto:pvc@fort.mu.ac.in
mailto:registrar@fort.mu.ac.in
mailto:camu@accounts.mu.ac.in


 

 

 

 

 

 

 

Faculty of  Science & Technology 
 

Offg. Dean 
1. Prof. Shivram Garje 

    ssgarje@chem.mu.ac.in 
 

Offg. Associate Dean 
 

2. Dr. Madhav R. Rajwade 

    Madhavr64@gmail.com 
 

3. Prin. Deven Shah 

    sir.deven@gmail.com 

 

Faculty of  Inter-Disciplinary Studies, 

Offg. Dean 
1.Dr. Anil K. Singh 

   aksingh@trcl.org.in 
 

Offg. Associate Dean 
 

 

2.Prin.Chadrashekhar Ashok Chakradeo 

   cachakradeo@gmail.com 

3. Dr. Kunal Ingle 

drkunalingle@gmail.com  
 

3 Chairman, Board of Studies, 

 

4 The Director, Board of  Examinations and Evaluation, 

dboee@exam.mu.ac.in 

 

5 The Director, Board of Students Development,   

dsd@mu.ac.in                  DSW  direcotr@dsw.mu.ac.in 
 

6 The Director, Department of Information & Communication Technology, 

director.dict@mu.ac.in 
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AC – 20/05/2025 

Item No. – 7.8 (R) 

 

 

As Per NEP 2020 
 

  

                                  
 

University of Mumbai 
 

 

 

 

                            

                         

                         

Syllabus for Major 

Vertical – 1 & 4  
 

Name of the Programme – Bachelor of Management Studies (BMS) 

Faculty of Commerce & Management 

Board of Studies in Bachelor of Management Studies 

U.G. Second Year Programme Exit 

Degree 

U.G. Diploma in Bachelor of 

Management Studies (BMS) 

Semester  

 

 III & IV 

From the Academic Year 

 

2025-26 

 
 

 
 

 

 

 

 

  



 

University of Mumbai 
                                

                                                          

  

 

 

 

(As per NEP 2020) 

 

Sr.

No. 

 

Heading Particulars 

1 
Title of program 
 

O: ____________________  
Bachelor of Management Studies (BMS) 

2 Exit Degree 
U.G. Diploma in Bachelor of Management 

Studies (BMS) 

3 

Scheme of Examination 

 

R:  ____________ 

NEP  

40% Internal  

60% External, Semester End Examination   

Individual Passing in Internal and External 

Examination  

4 
Standards of Passing 

R: ______________ 

 

40% 

5 

Credit Structure 

R: CU-560C 

R: CU-560D 

 

Attached herewith 

6 Semesters 
 

Sem. III & IV 

7 Program Academic Level 5.00 

8 Pattern Semester 

9 Status Revise 

10 To be implemented from Academic Year  2025-26 

 

 

 

          Sd/-                            Sd/-                                            Sd/-                                  Sd/- 

Sign of the BOS  

Chairman  

Prof. Kanchan 

Fulmali 

Board of Studies in  

BMS 

Sign of the                             

Offg. Associate Dean 

Prin. Kishori Bhagat 

Faculty of Commerce & 

Management 

Sign of the                         

Offg. Associate Dean 

Prof. Kavita Laghate 

Faculty of Commerce & 

Management 

Sign of the                         

Offg. Dean 

Prin. Ravindra 

Bambardekar 

Faculty of 

Commerce & 

Management 
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Under Graduate Diploma in Bachelor of Management Studies (BMS) 

Credit Structure (Sem. III & IV) 
 

 
          R:_________________C 

 

Level Semest
er 

Major Minor OE VSC, SEC 

(VSEC) 

AEC, VEC, 

IKS 

OJT, FP, 

CEP, CC, 

RP 

Cum. 
Cr. / 

 

Sem. 

Degre
e/ 

Cum. 
Cr. 

Mandatory Elec
tives 

       

 

 

 

 

 

 

 

 

 

 

 

 

 

 

5.0 

III 8 (1*4 + 2*2) 

 

Business Economics (4) 

AND 

(HR) 

Introduction to HR (2) 

Recruitment and Selection 

(2) 

OR 

(Marketing) 

Introduction to Marketing 

(2) 

Sales and Distribution 

Management (2) 

OR 

(Finance)  

Introduction to Finance (2) 

Basics of Financial 

Services (2) 

 4 

 

 

2 

 

 

VSC:2 

 

(HR) 

OB and HRM (2) 

 

OR 

 

(Marketing) 

Consumer 

Behavior (2) 

 

OR 

 

(Finance)  

Equity and Debt 

Markets (2) 

  20-22  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

UG 

Diplom

a 88 

           R:_________________D  

IV 8 (2*4) 

 

Production & Total 

Quality Management (4) 

Introduction to RM (2) 

AND 

(HR) 

Human Resource 

Planning (2) 

OR 

(Marketing) 

Rural Marketing (2) 

OR 

(Finance) 

Strategic Financial 

Management (2) 

 

 

 4 

 

 

2 

 

  

SEC:2 

 

(HR) 

Performance 

Management and 

Career Planning (2) 

 

OR 

 

(Marketing) 

Tourism Marketing 

(2) 

 

OR 

 

(Finance) 

Risk Management 

(2) 

AEC:2 
 

 

FP: 2, CC:2 

 

 

 

20-22  

Cum 
Cr. 

28  10 12 6+6 8+4+2 8+4 88 

Exit option; Award of UG Diploma in Major and Minor with 80-88 credits and an additional 4 credits core NSQF course/ 

Internship OR Continue with Major and Minor 

 

[Abbreviation - OE – Open Electives, VSC   – Vocation Skill Course, SEC  –  Skill Enhancement Course, (VSEC), AEC  –  

Ability Enhancement Course, VEC  –  Value Education Course, IKS   –  Indian Knowledge System, OJT  –  on Job Training, 

FP – Field Project, CEP – Continuing Education Program, CC –  Co-Curricular, RP  –  Research Project ]  



 

Semester III & IV Courses as per Approved Structure 

 
No. of 

courses 
Semester III Credits 

No. of 

courses 
Semester IV Credits 

1 Major (Mandatory) 

1(A) Business Economics 04 

1(A) 
Production and Total 

Quality Management 
04 

1(B) 
Introduction to Research 

Methodology 
02 

1(B) (Any one group from a, b or c) 1(C) (Any one group from a, b or c) 

1(B) a 

Human Resources 

1(C) a 

Human Resources 

Introduction to HR 02 
Human Resource Planning 02 

Recruitment & Selection 02 

1(B) b 

Marketing 

1(C) b 

Marketing 

Introduction to Marketing 02 

Rural Marketing 02 Sales and Distribution 

Management 
02 

1(B) c 

Finance 

1(C) c 

Finance 

Introduction to Finance 02 Strategic Financial 

Management 
02 

Basics of Financial Services 02 

2 
* List of Minor Courses for Semester II as per Vertical 2 ‘Minor’ Provided by 

University 

2(A) Minor 04 2(A) Minor 04 

3 
Vocational Skill Course and Skill Enhancement Course  (VSC & SEC) (Any One 

group from A, B or C) 

3(A) 

Human Resources  

3(A) 

Human Resources  

OB and HRM 02 
Performance Management 

and Career Planning 
02 

3(B) 
Marketing  

3(B) 
Marketing  

Consumer Behaviour 02 Tourism Marketing 02 

3(C) 
Finance  

3(C) 
Finance  

Equity and Debt Markets 02 Risk Management 02 

4 Ability Enhancement Course (AEC) (From University Assigned Basket) 

4(A) 
Ability Enhancement Course 

(AEC) 
02 4(A) 

Ability Enhancement 

Course (AEC) 
02 

5 FP/CC (CC as per vertical 6 available on University of Mumbai website) 

5(A) i Field Project 02 5(A) i 
Community Engagement 

Project 
02 

5(A) ii 
CC/NSS/NCC/Sports/Extens

ion work 
02 5(A) ii 

CC/NSS/NCC/Sports/Exte

nsion work 
02 

6 Open Elective (From University Assigned Basket) (4 Credit 2+2) 

6(A) Open Elective 02 6(A) Open Elective 02 
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Title of Paper  Credits   

Sales and Distribution Management 
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From the Academic Year 2025-26 
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Syllabus 

Bachelor of Management Studies 

(Sem.- III)  
Title of Paper: Sales and Distribution Management 

 

Sr. 

No. 
Heading Particulars 

1  

  

Description of the course: 

Including but Not limited to 

The Sales & Distribution Management course delves into the 

essential principles and practices that govern the sales and 

distribution functions within organizations. By combining 

theoretical insights with practical applications, students will 

learn to navigate the complexities of sales strategies, market 

analysis, and customer relationship management, ultimately 

preparing them for successful careers in sales and distribution 

management. 

2  Vertical: Major 

3  Type:  Theory 

4  Credit:   2 credits 

5  Hours Allotted:  30 Hours 

6  Marks Allotted:  50 Marks 

7  Course Objectives: 

1. To provide students with a foundational understanding of the concepts, evolution, and 

structure of sales and distribution management, emphasizing the roles and functions of sales 

departments and intermediaries. 

2. To enable students to analyze the integration of sales, marketing, and distribution functions, 

fostering effective customer relationship management and enhancing internal marketing 

strategies. 

3. To equip students with the skills to apply various methods of market analysis, sales 

forecasting, and sales quota setting for effective planning and evaluation of sales 

performance. 

4. To prepare students to describe and demonstrate effective selling processes and strategies, 

while distinguishing between different types of selling in both national and international 

contexts. 

8  Course Outcomes: 

CO1: Student should be able to define and explain the concepts, evolution, and structure of sales 

and distribution management, including the roles and functions of sales departments and 

intermediaries. 

CO2: Student should be able to analyze the integration of sales, marketing, and distribution 

functions within an organization for effective customer relationship management and internal 

marketing. 

CO3: Student should be able to apply various methods of market analysis, sales forecasting, and 

sales quota setting to plan and evaluate sales performance. 

CO4: Student should be able to describe and demonstrate effective selling processes, strategies, 

and skills, and distinguish between different types of selling in national and international 

contexts. 
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Modules: 

Module 1: Introduction 

a) Sales Management: Meaning, Role of Sales Department, Evolution of Sales Management, 

Interface of Sales with Other Management Functions. 

 Qualities of a Sales Manager 

 Sales Management: Meaning, Developments in Sales Management, Effectiveness to 

Efficiency, Multidisciplinary Approach, Internal Marketing, Increased Use of Internet, 

CRM, Professionalism in Selling 

 Structure of Sales Organization – Functional, Product Based, Market Based, Territory 

Based, Combination or Hybrid Structure 

b) Distribution Management: Meaning, Importance, Role of Distribution, Role of 

Intermediaries, Evolution of Distribution Channels. 

c) Integration of Marketing, Sales and Distribution 

Module 2: Market Analysis and Selling 

a) Market Analysis: Market Analysis and Sales Forecasting, Methods of Sales Forecasting 

 Types of Sales Quotas – Value Quota, Volume Quota, Activity Quota, Combination 

Quota 

 Factors Determining Fixation of Sales Quota 

 Assigning Territories to Salespeople 

b) Selling: 

 Process of Selling, Methods of Closing a Sale, Reasons for Unsuccessful Closing 

 Theories of Selling – Stimulus Response Theory, Product Orientation Theory, Need 

Satisfaction Theory 

 Selling Skills – Communication Skill, Listening Skill, Trust Building Skill, Negotiation 

Skill, Problem Solving Skill, Conflict Management Skill 

 Selling Strategies – Softsell Vs. Hardsell Strategy, Client Centered Strategy, Product-

Price Strategy, Win-Win Strategy, Negotiation Strategy 

 Difference Between Consumer Selling and Organizational Selling 

 Difference Between National Selling and International Selling 

10  Text Books: 

1. Spencer H. Hornby - Sales Management: Concepts and Cases 

2. William J. Stanton, Michael J. Etzel, Bruce J. Walker - Fundamentals of Marketing 

3. K.K. Bajaj & Rajnish Tiwari - Sales and Distribution Management 

4. P.K. Agrawal - Sales Management 

5. M. S. Ramaswamy & S. Namakumari - Marketing Management  

11  Reference Books: 

1. Richard R. Still, Edward W. Cundiff, Norman A. P. Govoni - Sales Management: 

2. Decisions, Strategies, and Cases 

3. C. Donald J. Bowersox & David J. Closs - Logistics Management: The Integrated Supply 

Chain Process 

4. C.B. Memoria - Personnel Management Anderson, R.E., & Narus, J.A. - Business 

Marketing: Understanding and Creating Value 

5. Dr. Rajendra P. Maheshwari - Sales and Distribution Management: A Strategic Perspective 

12  Internal Continuous 

Assessment: 40% 

External, Semester End Examination 60% Individual 

Passing in Internal and External Examination  

13  Continuous Evaluation through: Quizzes, Class Tests, presentation, project, role play, creative 

writing, assignment etc. (at least 3) 
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Paper Pattern 2 Credits (Total 50 Marks) 
 

Internal =  20   Marks 

External  =  30   Marks 

 

Internal Paper Pattern (20 Marks) 

 

1.Project Presentation OR Case Study writing      05 Marks 

2. Quiz OR Group discussion                                                       05 Marks 

3. Class Test (Mandatory) with objectives                  10 Marks 

 

      Total                20Marks 

 

External Paper Pattern  (30 Marks) 

 

Write any TWO questions from the following        

 

Q1. Answer the following                           15 marks  

          A 

          B 

Q2. Answer the following                         15 Marks 

          A 

          B 

Q3. Answer the following                         15 Marks 

          A 

          B 

 

           

          

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

Paper Pattern 4 Credits (Total 100 Marks) 
 

Internal  = 40   Marks 

External  = 60   Marks 

 

Internal Paper Pattern (40 Marks) 

 

1. Case Study writing OR Assignment        any two (10 Marks each)            20 Marks 

2. Quiz OR Group discussion OR Role Playing  

3. Project Presentation OR Research Paper                   

 

4. Class Test - (Mandatory) with Objective questions              20 Marks 

 

      Total                                     40 Marks 

 

External Paper Pattern  (60 Marks) 

 

External Paper Pattern  (60 Marks) 

 

Write any FOUR questions from the following        

 

Q1. Answer the following                           15 marks  

          A 

          B 

Q2. Answer the following                         15 Marks 

          A 

          B 

Q3. Answer the following                         15 Marks 

          A 

          B 

Q4. Answer the following                           15 marks  

          A 

          B 

Q5. Answer the following                         15 Marks 

          A 

          B 

Q6. Answer the following                         15 Marks 

          A 

          B 
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Letter Grades and Grade Points: 

 

Semester GPA/Programme 

CGPA 
% of Marks Letter Grade Grading Point 

9.00 - 10.00 90.0 - 100 O (Outstanding) 10 

8.00 - < 9.00 80.0 - < 90.0 A+ (Excellent) 9 

7.00 - < 8.00 70.0 - < 80.0 A (Very Good) 8 

6.00 - < 7.00 60.0 - < 70.0 B+ (Good) 7 

5.50 - < 6.00 55.0 - < 60.0 B (Above Average) 6 

5.00 - < 5.50 50.0 - < 55.0 C (Average) 5 

4.00 < 5.00 40.00 - < 50.0 P (Pass) 4 

Below 4.00 Below 40.0 F (Fail) 0 

Ab (Absent) - Ab (Absent) 0 

 
 

           Sd/-                            Sd/-                                            Sd/-                                  Sd/- 

Sign of the BOS  

Chairman  

Prof. Kanchan 

Fulmali 

Board of Studies in  

BMS 

Sign of the                             

Offg. Associate Dean 

Prin. Kishori Bhagat 

Faculty of Commerce & 

Management 

Sign of the                         

Offg. Associate Dean 

Prof. Kavita Laghate 

Faculty of Commerce & 

Management 

Sign of the                         

Offg. Dean 

Prin. Ravindra 

Bambardekar 

Faculty of 

Commerce & 

Management 

 


