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Anekant Education Society’s

MBA 1 (Semester-1) |Batch 0£2020-2022]
Teaching Plan [A.Y. 2020-2021]

ANEKANT INSTITUTE OF MANAGEMENT STUDIES (AIMS)

[ Course Title Basics of Marketing Course Code 105
Name of Faculty S.S.Khatri Type of Course Compulsory Generic
Core Course
Credits 3 Credits LTP LTP: 2:1:1
Methodology of Case Based, Real Life Examples Session 45
Teaching with Power Point Presentations Allotment
CCE 50 Marks ESE 50 Marks

Teaching Pedagogy

Evaluation Method: CCE

Individual and group assessment is planncd.
Class Presentations as a parl ol experiential learning is planned.
Student Evaluation shall be done as per SPPUL

To assess the learner level, a test shall be conducted.

Internal Iixaminations shall be evaluated as per the evaluation guidelines of University .

Each unit of the course is visualized as a combination of 3 components viz. Lecture (L) + Tutorials (T) + Practice
(Practical/ Project Work) i.e. LTP Pattern.

Sr. No. Particulars Weightage Purpose -
CCEO01 | Assignments 25 To review understanding level after each course unit.
Class = . N F
CCE 02 . . 25 To improve the ability of communication.
Presentations
Online S
CCE 03 . R 25 To know overall knowledge of subject
MCQs Exam & )

Comprehensive Concurrent Evaluation Plan (CCE Plan)

CCE1- CCE2- CCE3-Online Conversion

Assignments | Presentations | MCQs Exam Total to 50 Marks

Marks 25 25 75 50

CO's
Remembering |C0105.01 5 15 25 17
Understanding |C0105.02 5 10 20 13
Analysing C0105.03 5 10 7
Evaluating C0105.04 5 10 7
Creating €0105.05 5 5 3
Applying C0105.06 5 3
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POs

Program Outcomes

Issues

POL | principles and frameworks o fmanagement andallied domains to the solutions of real-world complexbusiness

ProblemSolving & Innovation - Ability to Identify, formulate and provide innovativesolution frameworks to real
PO2 | world complex business andsocial problems by systematically applying modern quantitative and qualitative
problem-solving tools and techniques.

PO3

Critical Thinking - Ability to conduct investigation o Fmultidimensional business problems using research-based
knowledge andresearchmethods to arrive at data driven decisions

PO4

Effective Communication - Ability to effectively communicatein cross-cullural settings, in technology mediated
environments, especially in the business context and with societyat large

[eadership and Teamwork - Abilily to collaborate in an organizational context and across organizational
POS5 | boundaries and lead themselves and others in the achievementoforganizational goals and opt imize outcomes for
all stakeholders.

GlobaTOrientation and Cross-Cultuwal A ppreciation: Ability to approach any relevant husiness issues froma

PO6 ) = " s .
alobal perspectiveand exhibit an appreciation of Cross-Culturalaspects of business and management.
PO7 Entreprencurship - Ability to identify entreprencurial opportunities and leverage managerial & leaders hipskills

for founding. leading & managing startups as wellas professionalizing and growing family bus inesses,

aspects.

Environment and Sustainability - Ability to demonstrate knowledge of'and need forsustainable development and
PO8 | assessthe impact of managerial decisions and business priorities on the societal, economic and environmental

Social Responsiveness and Ethics - Ability to exhibit a broad appreciationothe ethicaland value underpinnings
PO9 | of managerialchoices in a political, cross-cultural, globalized. digitized, socio-cconomic environment and
distinguish between ethical and unethical behaviors & act with integrity.

PO10

Lifelong Leaming — Ability to operate independently in new environment. acquire new knowledge and skills and
assimilate theminto the intemalized knowledgcandskills.

Specializations

PSO No.

PSO's

IFinance

1

Graduates of the MBA programwith Finance specialization will successfully
integrate linancialaspects o managementtheories. models and frameworks with the
real world practices. business and its policies.

Craduates ol the MBA programwith Finance specialization will lead to resolve
issucs in management decisions in a dynamic and complexworld,

Graduates ol the MBA programith FFinance specialization will be able to do
security analysis and portfolio management

[Tuman Resource
Management

Domain Knowledge: Analyze the role olhuman tesources in supporting
organizational strategy

Problem Solving & Innovation: Lvaluate human resource programs in key functional
arcas,

6

Leadership and TeamWork: Create systems for talent management in partnership
with organizational lcaders

Marketing

Understand the role ofrescarch in making marketing decisions

Design marketing mix to achieve organizational marketing goals.

~Operations and Supply
Chain Management

Analyze and strategize marketing activities in the context o rural markets i India

Perfonm various managerialaspects ol Operations and Supply Chain Management
and enhance the skillsets in acquiring operation and supply chain processes.

Apply the elfective operation formulation ol best services in business supply chain
management

Identify the various arcas ol'scope for improvementto effective and quality
manufacluring process implementation

Intemational Business
Management

Ability to analyze existing theories. methods and interpretations within the
Intermational Business and work independently on practical and pro fessional problem
solving

Ability to identify intemational business opportunitics and conduct procedures
mvolved in intemationalbusiness transactions

Ability to critically analyze the riskand opportunities presented for international and
develop financialmodels andstautegic proposals Lo communicate this information for
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e
decision-making,
| Pharma & Healthcare 16 “Perform research on various ma nagerialaspects ofPharma & Healthcare Industry
Management(PHM) and mplement the knowledge m formulating the best suitable strategies to provide
high quality healthcare services to thesocicly.
17 Formulate patient centric effective healtheare services to curh the service-qualily
issues by integrating existing pharmaceutical knowledge and innovative healthcare
| services forimproving theirhealth and well-being.,
18 Identify emerging avenues forIPRs, Entreprencurship and Job opportunities in
Pharma & Healthcare Industry.
RABM 19 Domain Knowledge: Ability to theexplain the key terms ol Agriculture
20 ProblemSolving & Innovation: Ability to examine the inter-relationships between
various facets o FA griculture
21 Critical Thinking: Ability to develop critical thinking on changing trends of
Agriculture
Tounsm& Hospitality 22 Studentshallable to do Scratchto Finish planning and monitoring
23 Students shall Etfectively attain jotted plan on time.
24 Studentshall Learn-it-on-prior-day exercise.
f y
CO# COGNITIVE ABILITIES COURSE OUTCOMES

CO105.1 REMEMBERING RECALL and REPRODUCE the various concepts, principles, frameworks
and terms related to the functionandrole of marketing.

CO105.2 UNDERSTANDING DEMONSTRATL the relevance ofmarketing management concepts and
frameworks (o a new or existing business across wide variety ofsectors
and ILLUSTRATE therole that marketing plays in the ‘toolkit” ofevery
organizational lcaderand manager,

CO105.3 APPLYING APPLY marketing principies and theories to the demands o[ marketing
function and practice in contemporary real world scenarios.

COM054 ANALYSING EXAMINLE and LIST marketing issues pertaining to segmentation,
targeting and positioning, marketing environmental forces, consumer
buying behavior. marketing mix and Product Life Cycle in the context
ofreal world

L marketing oflering (commoditics, goods, services, e-products/ e-services).

CO105.5 EVALUATING EXPLAIN the interrelationships between segmentation, targeting and
positioning, marketing environment, consumer buying behavior, marketig
mix and Product Life Cycle with real world examples,

COI105.6 CREATING DISCUSS altermativeapproaches to segmentation, targeting and
positioning, the marketing environment, consumer buying behavior,
marketing mix and Product Life Cycle in the context of real world
marketing oflering

- {commoditics. goods. services, e-products/ e-scrvices. ).

Teaching Plan

Months | Course i CO Topic Title No. of
in Unit No. P Sessions
Semester | (As Per Allotted
i - Syllabus)
Tanuary 1 Delinition & Iunctions of Marketing-Scope of |
Marketing, Iivolution of Marketing
Core conchts of marketing-Nced, Want, 1

Demand, Customer Value, Exchange,
Customer Satisfaction, Customer Delight,
Customer loyally

Concepts of Markets, Marketing V/S Market 1
Page3of 7
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Competition, Key customer  markets,
marketplaces, market spaces, Meta-markets,
Digital Markets, Brick & Click Model.

Impact of Globalization, Technology and
Social Responsibility on Marketing. New
Consumer Capabilities, New Company
Capabilities.

Functions of Marketing Manager.
Linkage of Marketing functions with all
functions in the organization.

Company orientation towards marketplace:
Product — Production - Sales — Marketing —
Socictal — Relational, Holistic Marketing
Orientation. Selling versus marketing.
Concept of Marketing Myopia.

Marketing Process, Understanding Marketing
as Creating, Communicating, and Delivering
Value

Test for Learner Level Assessment

January

o

Concept of Environmen(, Macro FEnvironment
& Microenvironment

Components and characteristics, Needs &
Trends

Major forces impacting the Macro
Invironment & Microenvironment,

Need for analyzing the Marketing
Environment.

Analyzing the Political, liconomic, Socio-
cultural, Technical and Legal Environment,
Demographics.

CASE STUDY DISCUSSION

Ichruary

MCQ Online Test

[}

Segmentation - Concept, Need & Benelits.
Geographic, Demographic, Psychographic,
Behavioural bascs of scgmentation for
consumer 2oods and scrvices.

Bases for segmentation for business markets &
Levels of scgmentation

bo

Criteria for effective segmentalion

Market Potential & Market Share.

N

Target Market - Concept of Target Markets
and crileria for selection. Segment Marketing,
Niche & Local Marketing, Mass marketing,
Long T'ail Marketing

Positioning - Concept of differentiation &
positioning

b

Value Proposition & Unique Sclling
Proposition.

February &
March

— ‘:‘:‘"-‘:

Meaning & importance ol consumer behavior,
Comparison between Organizational Buying
behavior and consumer buying behavior

Buying roles. I'ive steps consumer buyer

Paged of 7
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Competition, ~ Key  customer  markets,
markelplaces, market spaces, Meta-markets,
Digital Markets, Brick & Click Model.
L 2 Impact of Globalization, Technology and 1
Social Responsibility on Marketing. New
Consumer Capabilities, New Company
Capabilitics.
L | Functions of Marketing Manager. 1
Linkage of Marketing functions with all
functions i the organization.
L 2 Company orientation towards marketplace: I
Product — Production - Sales — Marketing --
Societal — Relational, Holistic Marketing
Orientation. Selling versus marketing.
Concept of Marketing Myopia.
L 2 Marketing Process, Understanding Marketing 1
as Creating, Communicating, and Delivering
Value
T 1 Test for Learner Level Assessment 1
January L 2 Concept ol Environmen(, Macro Environment 1
2 & Microenvironment
L ! Components and characleristics, Needs & 2
Trends
| 2 Major forces impacting the Macro o
Environment & Microenvironment,
[ 3| Need for analyzing the Markeling |
Environment.
I 3 | Analyzing he Political, Economic, Socio- |
cultural, Technical and Legal Iinvironment
Demouraphics.
P 3 CASE STUDY DISCUSSION 1
T 1 MCQ Online Test 1
e [ 2 Segmentation - Concepl, Need & Benelits. 1
February 3 Geographic, Demographic, Psychographic,
Behavioural bases of scgmentation for
consumer zoods and services,
il 5 Bases for segmenlation lor business markets & ]
Levels of seomentation
I 2 Criteria for efTective segmentation !
! 4 Market Polential & Markel Share. |
I 2 larget Market - Coneept ol Target Markets |
and criteria for selection. Segment Markeling,
Niche & Local Marketing, Mass marketing,
Long Tail Marketin e
| ) Positioning - Concepl of differentiation & 1
positioning
L. 2 Value Proposition & Unique Selling |
Proposttion.
Februarv & [ 2 Mcanmg & importance ol consumer behavior, 2|
March 4 Comparison betw een Organizational Buying
fﬁ-‘i“\ behavior and consumer buying behavior
adid SN I 2 Buymg roles. I'ive steps consumer buyer 2
\ 4 Page4 of 7




. T 1 Written Assignments 2

decision process — Problem Recognition,
Information Search, Evaluation of
Alternatives, Purchase Decision, Post
Purchase behavior.

L 3 Moment of Truth, Zero Moment of Truth, 2
ZMOT & Moderating effects on consumer
behavior

r 2 Different Product Examples- To Study 2
Process Of CB
L 2 Origin & Concept of Marketing Mix ]
March 5 L 2 7P’s - Product, Price, Place, Promotion, S
People, Process, Physical evidence.
L 2 Product Life Cycle: Concept & characteristics ]
of Product Life Cycle (PLC)
L 2 Relevance of PLC, Types of PLC & 1
Strategies across stages of the PLC.

P 6 Presentations 4

Total Number of Sessions 45

CO-PO ARTICULATION MATRIX

Coursc OQutcomes Lesson Distribution
Cognitive Level . .
Course (Remember/Understand Cla:ss Tutqual Prac‘tlce
POs/PSOs Sessions | Sessions | Sessions Total Percentage
Outcome Apply /Analyze ) ) (P)
/Evaluate / Create)
- co1 PO1 R 6 4 0 10 22
.I PO4, POS,
PO7 &
C02 PO10 U 22 0 2 24 53
P02, PO7,
PO9 &
PO10;
- €03 - PSO8 Ap 4 0 il 5 11
PO3 POS; ! :
o4 | Pso9 An 1 0 0 il 2
PO3, PO4 I
- CO5 & PO6 Ev 1 0 0 il 2
PO2 & o
o6 | PO7 Cr 0 0 4 4 9
TotalHours 34 4 7 45 100
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CO's

CcO 10101

CO 10102

Cco10103

CO 10104

CO 10105

CO 10106

2
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Targets for Course Outcomes:

Targets are st for each CO of a course individually (set the targets on the basis predicting present

student performance or previous experience by teacher/ committee or any method if possible).

CO Target (Class Average)
COl 70%
CcO2 80%
CO3 65%
CcO4 60%
CO5 60%
CO6 60%

Learning Resources:
Suggested Text Books:
1.Marketing Management, Philip Kotler, Kevin Lane Keller, Abraham Koshy, Mithileshwar Jha,

Pearson

2. Marketing Management, Rajan Saxena, TMGH

3. Marketing, Lamb Hair Sharma, Mc Daniel, Cengage Learning

Suggested Reference Books:
1. Principles of Marlketing, Philip Kotler, Gary Armstrong, Prafulla Agnihotri, Ehasan Haque, Pearson

2. Marketing Management- Text and Cases, Tapan K Panda, Excel Books
3. Marketing Management, Ramaswamy & Namakumari, Macmillan.
4. Marketing Whitebook

Contact Details:
Name:
Email Address:

S.S.Khatri
smita.khatri@aimsbaramati.org
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Comprehensive Concurrent Evaluation Sheet
Course Code : 105
Name of Course : Basics of Marketing
Name of Teacher S.S.Khatri — o> — = = —
Stude
e R et ot et lece lece |rotal ’:“t:: ::::I't" CCE |CCE |CCE [Total ’::‘t:n': :::‘t" CCE |CCE E’:;‘( Attain :\:ia'"m cce |cce |total |Attainm |Attainm |CCE [Total | Attain /:;ttai"m CCE L":;‘( ’::Z:: ':‘r:ttai“m :tgg
1 |2 |3 |marks 7 e 1 |2 |3 Marks v |Level 1= 2 A ment% Level 1 |2 Marks | ent% |entLlevelll |Marks [ment% [ 2 s % |Level Attai
nmen
673121000 s |5 |15| 25 5151104 20 52| 54| 510 55| 10 55| N5 5| 5
001 Adhav Amar Lalaso 2| 2|12 16 peilmac 2]z el 10 | se7 | na | 3P 36 61201 AL LB IlSH 6 61.7 | At | 3| 3 [607 | ALl | 2| 2 |517] NA 59
002 Ambole Pankaj Arun 2 | 0| A2 LG PO RA | o ol M A 657 | au1 |T3IE4SNESR 578 O IEALSIN| 526 S 7 73.0 A2 | 4| 4 | 775 | A2 | 2| 2 [595| NA 70
003 Atole Omkar Satish 1| jaof 2 oz a3 7l 13 [ 670 [ A | 30786 di6o6 [ ALL | 3ULI 3] 6 656 | A1 [ 3| 3 |esi| ALl | 3| 3 [651]| AL 65
004 Awaghade Shubham Vilas 3| 3|12 18 soal a3 | s alef 14 |soo|az|3fa] 7 [84] A3 |3} 4 7 81.9 A3 | 4 4 86.9 | A3 | 3| 3 [779 | AL 82
005 Babar Pritce Nandkumar 3| 4|14 21 Fon A on M| AR a3l 702 | a2 |ESMIPSEINNGHSINGETE NI AT S5 81D 6 68.4 ALl 3 3 689 | ALl | 4| 4 | 779 | AL 72
006 Babar Priyanka Sunil 24| IR2 0 1 15 el Uar |3t 7D as | sso | ALl |4 | AT iBE 739 ) ALZ TG ) E 8 73.9 AL2 4 4 739 | A2 | 2| 2 [ 559 | NA 69
007 Bhandare Niranjan Devanand 3| 415 22 ga1l| A3 | 4| a| 8| 16 |sos5|a3|3]3] 617101 A2 1343 6 71.5 AL2_ | 3 3 710 | A2 | 3| 3 [ 710 | AL2 75
008 Bhapkar Anita Balaso 4| 3|13 20 a0l a3 | 3] 3|6 | 12 | 720 A2 2] 2| 4 1635] Al |2 2 4 63.5 AL1 2 2 635 | ALl | 4 | 4 [ 815 | AL3 71
009 Bhisc Abhiject Vijay 5| 3|13 19 e1a | oAz | ol a8 | 16 | s2a| m3 |4 3|7 10774 ) A2 | 4473 7 78.4 AL2 3 3 729 | A2 | 3| 3 [729 | AL 77
010 Bhise Aditya Datlatray A5k 18 51.8| NA | 3| 3 [ 6] 12 59| NA | 3| 4] 7 | 504]| NA | 3|4 7 50.9 NA 4 4 55.4 NA 4| 4 | 554| NA 52
011 Bhisc Jyoti Janaba 4| 4|14 22 85.6 | LAL3 [ 20 2] 5 9 |57 | A1 a] 3] 7 | 760]| AR | 4|3 7 76.0 AL2 3 3 715 | A2 | 4| 4 | 805 | AL3 76
012 Bhise Sanyuk(a Nitin __3—__3- 11 17 730 | A2 | 2| 2| 5 9 |oi7 A 3[3| 6 |689] Al | 3]3 6 68.9 AL1 3 3 68.9 | ALl 3| 3 | 689]| ALl 68
013 Bhokare Ankita Kumar 4| 5|14 23 914 | A3 | 3| 3| 7| 13 |vsa|A2]|a]a] 8 |80) A3 | 4]4)f 8 860 | A3 | 4| 4 [80]| A3 | 4| 4 |8.0] A3 85
014 Bhong kirli tukaram T__g__li 16 css| a2 | 4| a| 8| 16 [770| M2 3] 3] 6 |670]) Al | 3 B 6 67.0 ALl 3 3 67.0 | ALl | 3 | 3 [67.0| ALl 69
015 Bhosale Amol Rajendra 4 4|14 22 919 | A3 | 3 [ 3| 7 13 [810| A3 ] 4| 4 8 868 | AL3 | 4 | 4 8 86.8 AL3 4 4 86.8 AL3 4 4 | 868 | AL3 87
010 Bhosale Ankita Ananta 4| 4|13 21 g19| a3 | 3| a| 7| 14 | /51| AM2] 3|3 6 | 69.6 | ALl | 3| 3 6 70.1 AL2 3 3 69.6 | ALl 3 3 | 69.6 | ALl 73
017 Bhosale Mayuri Revindra 3|18z f13 19 ga 7| Azl g |8l a6 ) #6001 A3 |2 |4 6 ) 76.0 0 AL 2| 4 6 76.0 AL2 4 4 85.0 | AL3 2 2 | 670 | ALl 79
018 Bhosale Nayan Sunil 4| 3|14 21 gs6| a3 | 3|3 |6 22 |Mm3|A2ja)a) 8 | 828 A3 | 4[4} 8 83.8 A3 | 4| 4 | 88| AB | 2| 2 |648] AL 79
019 Bhosale Rushikesh Mahadey 21 3|13 18 cs1 | a1 | a|a| 8| 16 | O/ M2l 2| 2] 4 | 532 NA 2| 2 4 53.2 NA 2 2 53.2 NA 3 3 | 622 | ALl 60
020 Bhosale Sanket Nanasaheb B 2| 2 (12| 16 680 | AL | 3| 3| 6] 12 65,7 | Al |l 6 66.2 | ALl 20|80 6 66.7 ALl 4 4 75.2 AL2 3 3 | 662 | ALl 68
021 Bhosle Chaitanya 3aburao 2| 2f12] 16 coo | Atz | a|a| 8| 1617 L | AL2 [ESH|TEH| RGN o7 0N A CTR S 6 67.6 AL1 3 3 67.6 | ALl 4| a4 | 766 | AL 71
022 Chandgude Aatish Vaibhav 11 1110 12 622 | A1 | 3[4 | 8| 151 = A2 |FSSIed 7 72.1 | AL2 31 4 7 72.6 AL2 4 4 76.6 AL2 2 2 58.6 NA 69
023 Chavan Aayushkar Dhanaji g il 3 || @ 18 24| a3 | 3| 3|6 | 12 4 ] M2 131 3| 6 | 760 | A2 | 3| 3 6 76.0 AL2 3 3 760 | AL2 | 3| 3 | 755 | AL 77
024 Chavan Aniket Subhash 3| af1a] 21 k| /e | e ([ s A _"" s ALT | TB RS | 7 IR 7 i3 | A L2 | M) 778 | A2 | 4] 4 |818]| A3 | 4] 4 |81.8]| A3 78
025 Chavan Bhairinath Mohan 20| 2] 1 15 el L s 2 Al T = -' /."” 3 3| S5 | G| (873 7| SR A 2 ] S S 6 74.2 AL2 3 3 73.7 | AL2 3| 3 [737] A2 73
026 Dagade Siddhanath Malhari | 31415 22 855 | AL3 | 3 L_]___Jl_é ” | } "\l‘)_ 4] 4 8 80.4 | AL3 | 4 | 4 8 80.4 AL3 4 4 80.4 | AL3 4 4 | 799 | AL2 80
027 Dagale Tejaswini Szmtoshkuma:_H 4| 3|13 20 882 | AL3 | 4 | 4 _i,_._]i—~ — . = [FEN 6 77.7 | AL2 SHI= 6 78.2 AL2 3 3 77.7 | AL2 4 a | 86.7 | AL3 83
028 Darade Atul Bhagwal - __3;_3_ 13 19 729 | A2 | 3 | 3 AL ER ' | '.” 2] 2] S N5 6708 ] SRINA SNl 2 382 4 56.2 NA 2 2 56.2 NA | 3| 3 [652] Al 62
029 Dargude Shubbangi Sanjay | | 2| 3|3l s 47| a2 | 3)a| 7| ¥4 | M2 a3l 7 |78 | a2 | 4| 3|7 723 | a2 | 3| 3 | 678 | A | 4| a [ 768
030 Deshmukhe Amruta Rajkumar ———_4;_2__ 14 22 g74 | a3 | a|a| 8| 2% ' |‘ Mel3lal 7 | 783 | A2 [3]4 7 79.3 AL2 | 4 4 828 | A3 | 3| 3 | 738
031 Dongare Prathamesh Ulhas HE | 3|1 17 726 | A2 | 3 _3__2,,415"" 205 | //H A1 3] 7 | 730 A2 | 413 7 73.0 AL2 | 3 3 | 685 | Al [ 4] 4 Er
032 Doshi Samiksha Vibhav fz 5 | 14 23 865 | A3 | 4 | 4 __§__.J5~ =50 | : 3 13| 6 | 706 | A2 | 3|3 6 70.6 AL2 | 3 3 706 | AL2 | 3| 3 | 706
033 Doshi Sonu Vijaykumar __.—__2____3__ 11 16 708 | A2 | 3 __3__#_9_.,_.#}:)"' ' I]J f Al 4] 8| 775 A2 | 4] 4 8 77.5 AL2 4 4 775 | AL2 2 2 | 595
034 Dugad Rutuja Rahul 48] 249514 22 89.1 | A3 | 4 _i_.ffffﬁlt i 1 F = | 3% 8 1] 7570 5| AR 128 565 5 5= ] 6 75.5 A | 3| 3 | 750] A2 | 2| 2 [ 660
035 Gadhave Sangram Anant o 44 13 21 820 | A3 | 3| 4 LA 1';?' | r,"l -—ll— 4 8 79.7 AL2 4 | 4 8 79.7 AL2 4 4 79.7 AL2 3 3 70.7
036 Gadiya Ankit Abhay ﬂ_i__z__ 13 19 770 | A2 | a |3 [ 7 --—L':‘ 654 | as 3 [ 3] 6 | 688 | a1 | 3|3 6 69.8 AlL1 3 3 688 | ALl | 3 [ 3 68.8,‘"r5
037 Gaikwad Ashwini Mohan _ﬂ.\i 14 21 78.0 | AL2 #3_\_3/ |l 2142 6 |e67| an [ 2]a] 6 667 | A |4 4 | 757 | A2 [4) 4 |75 ;fjr




Comprehensive Concurrent Evaluation Sheet

Academic Year: 2020-21
Course Code : 105
Name of Course : Basics of Marketing
Name of Teacher S.S.Khatri
co1 co2 €03 co4 COo5 . €06
alude
Roll No Name of the Student CCE |cCE |CCE [Total Attain (Attain | o (o ek [rotal Attai: Attait" CCE |cCE I:;:i Attain ::?i"m CCE |CCE [Total | AttainmAttainm |CCE (Total | Attain -:::a}"m CCE I;’::": /:;an': Z:a'"m 2“2’3
1 3 |Marks m;?t Zi:: 2 Marks m;n f::/r;l mentd% Lé\.;el 2 [Marks | ent% |ent Level Marks | ment% i.e've[ 2 L % |Level Attai
nmen
038 Garad Prathamesh Dhananjay 2 | 3|13 18 ZE20[DAIZE IR AT |4 it g 16 | 743 | AL2 | 4 | 4 g | 133 | Aw 4| 4 8 73.3 AL2 4 4 73.3 AL2 |2 2 55.3 NA 70
039 Gawade Adesh Shivaji Al | e 12 SZZ | NA [ 30 3 |7 | 13 | 638 | ALl | 2| 2 20 |8 525 NA 20 |12 4 52.6 NA 2 2 52.1 NA 3 3 [ 611 ] ALl 56
040 Ghadge Kiran Dattatray 34530 12 18 827 | A3 | 3 | 47| 14 | 813 | A3 ([ 2| 4] 6 | 768| A2 | 2/ a 6 76.3 AL2 4| 2 858 [ A3 | 4| 4 | 858 A3 81
041 Ghanwat Rutuja Bharat 3|4 |1a 21 887 | A3 | 4| 4| 8| 16 [ 84| A3 3| 3| 6 (768 a | 3] 3 6 76.4 AL2 | 3 3 764 | A2 [ 3| 3 | 764 AL 80
042 Gophane Lokesh Balaso 2. 2 |11 15 64.4 | All =53 6 12 639 | ALZ | 2 | 3 5 58.9 NA 2.1 3 5 59.9 NA 3 3 63.4 ALl 4 4 72.4 AL2 64
043 Gugale Sakshi Nilesh 3415 22 869 | A3 | 4| 4| 8| 16 [828| a3 | 3| 2] 5 |ess8| a1 [3] 2] 5 69.8 ALl |21 2 | 643 | Al | 4| 4 [ 823]| A3 76
044 Gulave Vaishnavi Vasant 4|33 20 869 | A3 | 3| 3|6 | 12 |774|A2| 4| 4| 8 | 854 A3 | 4| a 8 85.4 AL3 | 4 4 | 854 | A3 | 3| 3 | 764]| AL 83
045 Hadambar Akshay Dattatray 3|3 |13 19 77.0 | AL2 | 4 | 4 | 8 16 | 778 | AL2 | 3 | 2 5 638 | ALl | 3 | 2 5 64.3 All 2 2 59.3 NA 4 | 4 | 773 | AL2 70
046 Hagare Vishal Laxman 2] 3 |13 18 74.8 | AL2 3] 4| 8 15 75.6 | AL2 | 2 3 5 63.9 ALl 21 1 8 5 64.9 |+ All 3 3 68.4 ALl 3 3 68.4 ALl 69
047 Haspe Rutuja Namdev 4| al1a| 2 /88| A2 1 31316 12 (652 anf3]al 7 [692far [3(al 7 |67 | aa |a| a [737] a2z |al| 2 |57 sz 72
048 Honmane Dadaso Anna 303 |11 17 770 | AL2 | 2| 2| 5 9 | 662 | A1|[3|3| 6 |729]| A2 |3] 3 6 71.9 AL2 | 3 3 719 | A2 | 3| 3 | 719 | AL 72
049 Jadhav Ajay Sanjay 4|5 |14 23 86.1 | A3 | 2 [ 2| 5| 9 |e4s a1 |3|3| 6 |77 a2z | 3| 3| ¢ 717 | AR [ 3| 3 | 77| A2 | 2| 2 |67 au 71
050 Jadhav Akshay Ankush 2k 30 11 {E e 689 | ALl | 3 |3 | 7| 13 | 683 | A1 | 2| 2| 4 [566 | NAa | 2] 2 4 57.1 NA 2 2 56.6 NA | 2| 2 | 566 NA 61
051 Jadhav Chaitrali Vijay 4 [ 4|14 22 847 | A3 | 4 [ 4| 8 16 | 806 | AL3 | 3 | 4 7 75.6 | AL2 3| 4 7 76.6 AL2 4 4 80.1 AL3 3 3 | 711 | AL2 78
052 Jadhav Kiran Prakash 4| 4|13 21 818 [ A3 | 3 13| 7| 13 [ 728 | A2 | 4| 4| 8 | 795 | A2 | 4| 2 8 79.0 AL2 4 4 795 | A2 | 3| 3 | 705 | AL2 77
053 Jadhav Poonam Sanjay e e e S a4 | A2 | 31 47| 14 707 | A2 a4l 8 | 757 | A2 |a|al 8 | 757 | a2 | 4| a4 | 7| a2 |4 | 2 | 5571 A 75
054 Jadhav Vaishnavi Hemant a|3|1a| 2 856 | A3 | 41418 16 (833 a3 )33 ) 6 | 748 ) A2 [13)3) 6 | 753 | az [ 3| 3 [ 7ae | A F2| 2 | ess| s 77
055 Jagatap Gourav Vishwas 2| 3|13 18 775 A2 | 3| 3|6 | 12 |71a|A2| 2| 2] a4 |66 | a1 | 2|2 4 62.6 ALl | 2 2 | 626 | ALl | 3| 3 | 716 AL2 68
056 Jaglap Niket Satyawan 2427 12 16 703 AL2 | 4 | 4| 8| 16 | 770| A2 | 2| 3| 5 |6a0 | a1 | 2| 3 5 64.5 AL1 3 3 685 | ALl | 4| 4 | 775 | A2 70
057 Jain Rajat Ratnappa 21 2|12 16 766 | AL2 | 3 [ 3 [ 6| 12 | 738 | A2 | 3| 3 6 743 | ALz | 3| 3 6 74.3 AL2 3 3 743 | AL2 3 3 | 743 | A2 75
058 Jetwan Akshata Subhana 11 (10| 12 071 A2 | 448 16 |8a6|A3|3|3| 6 f[761) a2 |3)3] 6 | 766 | az |3] 3 [76n Az 2] o |s51] as 78
059 Togdand Pratik Dadasaheb SEISES (855 18 807 | A3 | 314 ) 81| 15 | 80| A3| 4] 4| 8 [88]| A3 | 4] a 8 83.8 AL3 4 4 83.8 | AL3 4 4 | 838 | AL3 83
060 Joshi Gaurav Vijay 3| 4|14 21 80.2 | AL3 | 4 | 3| 7| 14 | 734 A2 4] 3| 7 | 739 A2 | a]| 3 7 74.4 AL2 3 3 69.4 [ ALl | 3 3 | 69.4 | ALl 73
061 Kadam Akshata Hanumant 21 2111 15 766 ) A2 | 3 | 5| 8| 16 |81 | A3 | 4| a| 8 | 86| A3 | 4] a 8 85.6 AL3 4 4 846 | A3 | 4 | 4 | 846 | A3 83
062 Kamble Saloni Deepak 3] 4|15 22 SSMINALSE SO I3E |85 6 11 | 725 | AL2 | 3 | 4 7 79.7 AL2 2 |4l 7 79.7 AL2 4 4 84.2 AL3 3 3 75.2 AL2 80
063 Kasave Akshay Kalyan 4| 3|13 20 AN |EALE SR ISONS 5 9 581 | NA | 2| 2 4 56.3 NA 2|2 4 56.8 NA 2 2 56.3 NA 4 4 | 743 | AL2 63
064 Kate Anuradha Vijaysinh g |8 e 19 829 | A3 | 4| 4| 8 16 83} A3 | 4|4 8 842 | AL3 | 4 | 4 8 84.2 AL3 4 4 842 | AL3 3 3 | 752 | AL 82
065 __|Khalate Omkar Ramesh 20 BRI 18 7R OR [UEA 2 1SS 3 (8 13 [ 743 | A2 | 3] 4 7 755 | AL2 3| 4 7 75.5 AL2 4 4 80.0 | AL3 2 2 | 620 | ALl 74
066 - Kharade Sagar Ashok 4 | 4 | 14 22 748 | AL2 Rl ie 7 13 63.5 | AL 3 3 6 61.7 ALl 3| 3 6 61.7 ALl 3 3 61.7 ALl 2 2 52.7 NA 63
067 Khomane Pradnya Santosh 33|11 17 744 | A2 | 4| 3| 7| 14 | 753 | A2 | 3 ]3| 6 | 708( a2 |33 6 70.8 AL2 3 3 708 | A2 | 3| 3 | 708 | AL2 72
__(@___ Khomane Sonali Satish 4| 5 |14 23 829 | AL3 4| 2 6 12 68.0 __/\_Ll 4 | 3 7 71.5 AL2 4 | 3 7 71.5 AL2 3 3 67.0 ALl 3 3 67.0 ALl 71
[ 069 _|Kondake Priyvanka Mahendra 221831 P77 16 811 | A3 | 4 | 3| 7| 14 | 833 |Aa3 | 22| 4 |693]| a1 | 2] 2 4 70.3 AL2 2 2 693 | ALl | 4| 4 | 873 | A3 77
070 Kothmire Divyani Satish 4 | 4 |14 22 780 | A2 | 3| 3| 6 12 | 644 | ALL | 3| 2 5 60.4 ALl 3|2 5 60.4 ALl 2 2 55.9 NA 2 2 55.9 NA 62
071 Kuchekar Sakshi Ramesh a4 ]|13 21 865 | A3 | 4| a| 8| 16 __;3_42_—_A_§ 3UfL 30 [ 6 (75078 |SS AL RN (RS (NS RS 762 | A2 P30 31757 AR B3| 3 | 757 | A 79
| 072 Kumbhar Vaibhav Vijay 3|3 |13 19 775 | A2 | 3| 2] 5| 10 [es3| a1 | a|a) 8 | 778 a2 |alal s 778 | A2 | 4| 4 | 778 A2 | al| 4 | 778 A 76
073 Lavate Akanksha Dhananjay 4| 3|14 21 861 | A3 | 4| 3| 7 14 | 788 | AL2 | 3 | 3 6 748 | AL2 3| 3 6 74.8 AL2 3 3 74.8 AL2 3 3 7%"‘\_51.2"_ W S
074 Limaye Apurva Ajit > |3 ] 13 T 829 | A3 | 41 418 16 |s6ofas|4[3] 7 180 a3 |a|3[ 7 |es| as 3] 3 |77s] a2 [al 4 fos | Az | Cas)
075 Lipare Kshitija Avinash 21 21|12 16 815 A3 [ 4| 4] 8] 16 |82 | A3 | 4| 4| 8 | 872 | A3 [4( 4] 8 87.2 A3 | 4) 4 | 872 | A3 | a| 4 fféffz' AL3 86| |
£ oduy \ o x-/
& p




Comprehensive concurrent Evaluation Sheet
@ 2020-21
Course Code : A
Name of Course : Basics of Marketing
Name of Teacher S.S.Khatri
co1 T == WaliCO3 coa s =
——---—__*_.-——-'""'"r_- . GG
ST NGB bl b Attear:: Attaitn CCE |CCE |cC |Tota | Attain |Atain fccE |CCE I/(I):fli Attain :;:ta'nm cce lcce ITotal | Attainm | Attainm |cce |Total | Attain Attainm | |Total | Attain | Attainm ntwis
1 |2 |3 [marks m% ::a:l 1 2 |3 |marke|ment [ment | [2 | mentl g [P Marks | ent% ent Level EuiatCH HISHER fnt| g [Marke] ment et Rt
Bl eve s % |Level | Attal
. . s nmen
076 Londhe Prajakta Pramod Al o 2 16 sa|an |3 a7 laa ] s | A ,_j-———-g-' ol 7SR SRAL2 NS | SR IES 6 71.9 AL2 3 3 719 | AL2 | 3| 3 | 719 | AL 73
077 Londhe Shivaji Tanaji 11 12110 12 o e e el ‘—;;-4- N]' 3|3 6 67.1 | ALl S 6 67.1 ALl 3 3 67.1 | Al 4 4 | 761 | A2 67
078 Mandlik Aniket Dattatray |l 3 || i 18 Bl o el | Fh_il Al_’:?__—-il—F 7 | 724 | A2 [ 3] 4 7 73.4 AL2 4 4 769 | A2 | 3| 3 | 679 Al 74
079 Mane Abhijeet Sayaji 3| 4|14 21 77| na | 3] a] s ;_“? . N/\---r}__‘_.é—— 6 46.4 NA SIS 6 46.4 NA 3 3 46.4 NA 4 4 55.4 NA 51
080 Mane Tushar Anandrao L2 il 15 460 | NA | 4| 3| 7| 14 T ;J',\:_LJ_ 7 50.0 NA 3| 2 7 50.0 NA 4 4 54.5 NA 3 3 | 455 NA 49
081 Markad Megharaj Daltatraya 2T [ G o s | Az | 3 s | sl el 73 | iz 03| 3] 6 | 639 | a1 | 3| 3 6 64.9 ALl | 3 3 639 | ALl | 2| 2 | 549 | NA 66
082 Mergal Komal Yuvraj 4| 3|13 20 g70 | Az | 23| 6| 1 [sme| mafalal® 87.451INALS Sl nd 51 ] 758 874 | A3 | 4| 4 | 874 | A3 | 2| 2 |694] AL 82
083 Mohite Snchal Satish 3 3 | 13 19 79| a2 | 2] 2] s 9 615 | ALl 3 | 3 6 69.7 ALl E 3 6 70.7 AL2 3 3 69.7 ALl 3 3 69.7 ALl 70
084 More Sayali Dadaso 2| 3|13 18 838 | a3 | a | a| 8| 16 |ssa| 3| 2] 2 4 |68 | ALl }72 |72 4 68.9 ALl 2 2 689 | ALl | 3| 3 [ 779 | AL 76
085 Mulani Asif Sikandar 4| 4|14 22 919 | a3 | 33| 7] 13 e wslals3 ) ? 828 | A3 | 4| 3 U 83.8 AL3 3 3 783 | AL2 | 4| 4 | 873 A3 84
086 Mulla Zaid Ajij 28| B | 17 833 | a3 | 3| 3| 7| 13 | &8s | w234 7 827 | A3 | 3 | 4 7 82.7 AL3 4 4 87.2 | AL3 2 2 | 692 | Al 81
087 Nagawade Sagar Mahadev 4 | 5 |14 23 g6 | Az | a3 | 7| 1a |82 | a2} 4 3 7 74.2 AL2 4 | 3 7 74.2 AL2 3 3 69.7 AL1 3 3 69.7 | ALl 75
088 Nalage Aishwarya Popat 2| 3 |11 16 774 | a2 | a | 2| 6 | 127} 74 l me 3| 3) 6 [ 741 | A2 | 3| 3 6 74.6 AL2 | 3 3 741 | AL2 | 4| 4 | 831 A3 76
089 Nazirkar Omkar Chandrakant a4 | 4|14 22 788 | a2z | 4| 3| 7| 14 ] 02 1 ALz |4 | 4 8 73.7 AL2 4| 4 8 73.7 AL2 4 4 73.7 AL2 3 3 64.7 | ALl 72
090 Palange Sarthak Shrikant a| a3 21 774 Az | 3] 3| 6| 1234 632 i wa JBSE 37) 6 | 658Ul ALL 1e3 |F3 6 g ALl 3 3 658 | ALl | 4 | 4 | 748 | AlL2 69
091 Patil Abhishek Rajaram 3| 3|13 19 78|l a2 | 4| a | 8 |HGR TRT L A2 LA 4 8 792 | A2 | 4 ) 4 8 80.2 AL3 | 4| 4 | 792 | A2 [ 4] 4 | 792 ]| AL 79
(92 Pawar Devendra Ashok 4| 3|14 21 378 | A3 | 3| 2 __5_*__1_(1____?-"- A2 l3 ]3| 6 | 755 A2 |13 |3 6 75.5 AL2 3 3 755 | A2 | 3| 3 | 755 | AL2 77
093 Pawar Komal Tanaji Pl B ETR 18 80.7 | AL3 | 4 _}___L__l_f‘._-—-m’ { AL IS 4 6 | 748 | A2 [ 2] 4] 6 74.8 AL2 4 4 838 | A3 | 4| 4 | 838 AL3 79
094 Pawar Prakash Ambadas 1(1]10 12 61.3 [ ALl | 4 _#4_**_35_____19__,_, — Mila|la] 8 | 742 | A2 | 4] 4] 8 74.2 A2 | a| a4 | 742 | A2 | 3] 3 [652] Al 71
095 Pawar Sachin Ramchandra NESH N2 18 653 | ALl | 4 LL__}_E_.J"T e L AL 12T 2 4 49.9 NA 718|152 4 50.9 NA 2 2 499 NA 4 4 67.9 ALl 59
096 Pawar Suraj 3| 4|14 21 90.1 | A3 | 3 _4___2___.’.1-13[} L A [ R e | A (R 6 78.8 AL2 4 4 878 | AL3 | 3| 3 78.8 AL2 83
097 Pawar Sweeti Pandurang 5| 2 | 11 15 3. ALZ___&_,L_L-—-’}-";_ : ‘-‘:__}_ﬁ._'i__ 6L Sz o N IMAIZ R B2 ]S 6 71.9 AL2 3 3 vaios| SATPRSI RN 2 62'9 ALL 70
098 Pople Tejaswini Dnyanchandra 3| 415 27 896 | AL3 __4____1_._’&-*"}'?'-'—!'-. ! &3 104 | 7 80.0 | AL3 3[4 7 80.0 AL3 4 4 84.5 AL3 2 2 66'5 ALl 21
b 099 Rajage Apparna Dilip 4| 3|13 20 77.0 | AL2 __3___4#__“1,,..‘-5-'- . = ."i"‘i" 6 67.0 | ALl | 3|3 6 680 | ALl 3 3 67.0 | ALl 3 3 67:0 AL1 70
100 Rumgude Vighal Sanjay Sl S P _ﬂﬁ_LfL-‘l':"”u PR :_ A 7 SN AT RS A 712 | A2 [ 4| 4 | 757 | A2 [ 3] 3 |667]| Al 72
101 Raskar Abhishek Rajendra 2h || 3 )L 18 715 | At2 J"L“‘Lﬂ‘:-r | 1 3] 6 65.6 ALl 3|3 6 65.1 AL1 3 B 65.6 ALl 4 4 74.6 | AL2 69
102 Raskar Pratiksha Anil 4 | 4|14 22 91.0 | AL3 __2___1.__-5’-**';'-_.: | T -] 88| iesiofl) FALS M A 3| 57 8 85.9 AL3 4 4 859 | A3 | 2| 2 [ 679 Al 82
103 Sabale Sneha Sanjay 3] 3|11 17 72.6 | AL2 i_'z_,jffk;l ! }- 31 6 68.5 ALl SHIE 6 68.5 ALl 3 3 68.5 ALl 3 3 68.5 AL1 68
104 Sangale Ruruja Balaso 4 | s |14 23 90.5 | AL3 __f_,,i—--"‘L‘;;’,“ : I S 4 | 671 | Al | 2] 2 4 67.6 ALl 2 2 67.1 | ALl | 4 | 4 85.1 AL3 77
105 Saswade Priyanka Shivaji 2 | 3|11 16 78.4 A_L_Z__«_j_d_j—-—ﬂ';"j‘f Z : ':“" 7 1 79.6 [ Al2 |74} 3 4 PErS fl2 3 3 /54 | A2 ] 3| 3 75:] AL2 78
106 Sayyad Saida Salim 4 | 4 |14 22 76.5 | AL2 H},J_r—f;" 1 o] _"‘.""-_f__Z__ 669 | ALl | 3 | 4 7 67.4 AL1 4 4 714 | A2 | 4| 4 | 714 ]| A2 70
107 Shende Avinash Vilas 4 | 4|13 21 86.5 _P‘_L_3_H_ﬂ__~—}-*”‘_/ _ ‘ B 3| —- 0 [ 742 | A2 [ 3] 3 6 74.2 AL2 3 3 742 | AL2 4 a4 | 832 | AL3 79
108 Shinde Kailas Arjun 3| 3|13 19 70.0 | AL2 'ﬂ_ﬁfﬂ:" ¢ . ‘: :_:-==iﬁ 67.8 | ALl 3| 4 7 67.8 ALl 4 4 71.8 AL2 3 3 62.8 ALl 67
109 Shinde Rashmi Laxman a4 | 3|14 21 54.8 | NA ;_f,.d-—t-'/ . »‘._;: ";==J§___ 43.5 NA 313 6 43.0 NA 3 3 43.5 NA 4 a4 | 525 NA 48
110 Shinde Sumit Tanaji B RN EE e 847 | AL3 a_gf_}.../s" 2 _._L"";- 7 | 823 | A3 [ 3] 4| 7 | 823 | A3 [ 4] 4 | 88| A3 | 3| 3 | 778 AL 82
111 Shinde Swapnil Chandrakant 3| 4|14 21 79.2 | AL2 ___‘L_,-'%”": -~,,_"4\_h:“~-_':—“__ 66.9 AL1 F L3 6 67.4 ALl 3 3 66.9 ALl 4 4 75.9 /ﬁ;ﬁ—;ﬁ
112 Shinde Vishakha Ramesh 2.0 28| T 15 74.4 | AL2 J,f 1 - Q‘ H{"“h-f‘..__ 824 | AL3 | 4| 4 8 82.9 AL3 4 4 83.4 | AL3 3 3 | 74 f;\‘_\‘_‘;pa,?‘-“‘-\%
113 Shingade Suraj Balasaheb 3| 4|15 22 78.7 | ALZ_ ~—~‘1"'}" 11656 ol 21| LS 6 65.1 ALl 3 < 65.6 ALl 3 3 6 f’r;k ?;'II;KJ;&RAM.@S
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Comprehensive Concurrent Evaluation Sheet

Academic Year: 2020-21
Course Code : 105
Name of Course : Basics of Marketing -
Name of Teacher S.S.Khatri
ot Loz €o3 Cco4a cos Co6
= Stude
cc = el Attain [Attain Attain | Attai i
Roll No Name of the Student CCE |CCE [CCE |Total ol | CCE |CCE |CCE [Total am - [Total . |Attainm _ . o | ) . =
1|2 |30 [Marks: - [Nt [ment 2 |3 |iarks | ™ent [ment CCE|CCE | o Attain | TP CCE |CCE (Total | Attainm | Attainm |CCE [Total | Attain Attainm | . |Total | Attain |Attainm | 1TWIS
: |2 % |Level S| % |Level 2 3 ment% i 1 |2 [Marks | ent% [entLevelll |Marks |ment% ent Mark) ment jent £c0
! Level e Tk (vl 2 s % |Level | Attai
t oSl (] eve 3 :
114 Sonawane Priyanka Mahendra A R 20 o (BB W SRR 1005 753 | Az [t s | e e ey e s 2 i — - e nmen
115 Sonawane Shreya Santosh 3| 3|13 19 827 | A3 | a |l a|l s | 16 | 85| as|alz|l 7 |90l Az [lals = = L . ; 74'5 ALz 3] 3 | 698] ALl 68
o | - - : : T P L 1 .
116 Surve Shubham Uttam 2[S9 Eq3) 18 779 A2 | 3 a7 | 14 (765 | a2 3| al 7 | 70l a2 [ 3] 3 = =0 AL ; Z T 83.5 | AL3 81
- p—— = =i = = : - S| A3 |4 4 :
17 lakale Aditya Dilip 4ria1a b R 22 814 | A3 | 2| 3|6 | 11 |670 | A1 |43 7 | 733 | A2 [ 4]3| 72| 733 | a2 [3]| 3 | 628/ A YRS -
118 ['amboli Heena Bashir 35 [535 e 115 17 790 | Az | 33| 6] 12| 746 azl3ls3 o A s 5 _ = ; - = 2 | 59.8 NA 71
119 Tamhane Rajwardhan Ranjeet a4l |57 [faa 23 00| A3 [ a|a|8| 16 |737|az|alal s | 2| an |alal s | 57 | a2 | a 4 |7 L R 2
— » : . : 732 | A2 | a| 4 | 732
120 Thanke Viki Mahadev 28 |38 (R 16 66.5| ALl | 3 | 2| 5| 10 |e07 | A1 | 3|3 6 |637]| a2 | 3]3]| 6 652 | ALl [ 3| 3 | 642 | A1 2 2
121 Thokale Tushar Shrimant 4| 44| 22 724 | A2 | 4| 3| 7| 14 | 638 | Al a|a]| 8 |670| A1 [a|la| 8 | 683 | au [a]| 2 69' ALL 1727] 2 | 552 ] NA 63
= : : .3 A
122 Wagh Ajit Hanmant 4| 4|13 21 682 | ALl [ 4 | 4| 8| 16 | 679 | A1 | 3| 3| 6 [5s62]| Na | 3] 3 6 58.4 NA 3 3 | 584 k2 | 3| 3 [603| A1 67
: ; : : NA
123 Yadav Gaurav Satish 313/[13 19 841 | A3 | 4| 4| 8| 16 [ 869 | A3 | 2| 4| 6 | 742 | A2 [ 2] 4 6 — o e 4| 4 |674]| Al 63
— : : . A
124 Zanje Ramdas Bapu 4|3 |14 21 872 | A3 | 3 | 4| 7| 14 | 814 | A3 | a|a| 8 [83]| a3 |a|lal s 854 | A3 [ a| a4 | 849 13 | 3| 3 |76 AL 81
125 Zende Mayuri Namdev 283N |E13 18 755 A2 | 2 [ 3] 6| 11 | 676 AL | 2| 2] 4 [576| NA |[272]| a4 61.6 ALl | 2 ‘ T R =
Number of Student Attained CO 120 a 59 0 11— 2 60.1 ALl 4 4 78.1 AL2 67
Overall CO Attainment 96% 3 95% A3 90% (e 90; AL3 112 AL3 109 AL3 114
2 90% 87%
>=80% Attainment Level AL3 54 31 19 = : -
>=70% Attainment Level AL2 51 53 =5 = 28 21
>=60% Attainment Level AL1 15 35 i 47 50
<50% Not Attained NA 5 3 = 304 37 33
0 0

* Hobbey




e e

—

MBA Program Objectives

Course

CO's

PO1

PO2

PO3

PO4

POS

PO6

PO7

PO8

PO9

PO10

SEMESTER 2

C0O10506

2.4

106

CO10601

2.4

CO10602

2.1

C010603

24

C0O10604

2.4

C010605

2.3

2.4

CO10606

24

GEUL1

COGEULI101

20

COGEULI102

2.1

COGEUL103

2.3

2.2

24

COGEUL104

125

COGEUL105

1.8

GEUL2

COGEUL201

2.2

COGEUL202

2.5

COGEUL203

2.8

COGEUL204

COGEUL20S

GEUL3

COGEUL301

2.4

COGEUL302

2.4

24

COGEUL303

2.2

1.4

COGEUL304

1.4

COGEUL305

2.4

GEIL1

COGEIL101

2.3

2.2

2.5

COGEIL102

1.5

1.8

COGEIL103

1.8

COGEIL104

2.2

COGEIL105

21 55

2.7

COGEIL201

2.2

1.9




MBA Program Objectives

SEM

Course

CO's

PO1

PO2

PO3

PO4

PO5

PO6

PO7

POS8

PO9

PO10

101

CO10101

2.4

CO10102

2.2

2.5

C010103

1.5

1.8

CO10104

1.8

CO10105

2.2

102

CO10201

2.5

2.7

C010202

2.2

1.9

C010203

1.6

C0O10204

2.5

C0O10205

C0O10206

1.8

103

C0O10301

2.8

2.5

C0O10302

2.8

2.5

CO10303

2.2

C0O10304

2.4

C0O10305

1.8

C0O10306

1.6

104

C0O10401

2.2

2.1

CO10402

23

2.2

2.4

CO10403

1.5

2.1

CO10404

1.8

C0O10405

2.2

CO10406

2.5

105

C0O10501

2.8

C0O10502

1.8

CO10503

2.5

CO10504

2.8

2.5

CO10505

2.2
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MBA Program Objectives
SEM | Course co. | POl | PO2 | PO3 PO4 | POs | PO6 | PO7 | PO8 | PO9 | POI10
COGEIL202 2
GEIL2 | COGEIL203 | 2.5*3
COGEIL204 2
COGEIL205 1.8
COGEIL301 2.4%2
COGEIL302 2.1
GEIL3 | COGEIL303 2.4
COGEIL304 2.4 2
COGEIL305 2.3 2.4
Total 12 65 2.41 2.27 1.99 2.14 223 [1g4 01,65 0 0
Number of CO's Mapped to PO 17 15 12 15 19 10 5 4 0 0
Total Sessions Conducted 70 70 58 40 40 58 25 25 0 0




