Courses Offered in the First Year
 

TERM 1
	Courses Taught
	Module Team
	Credit

	Basics of Accounting
	Dr. Malarvizhi, Ms. Prachi Chawla, Ms. Mamta Mishra
	4

	Business Communication
	Ms. Priyanka Anand, Ms. Suchi Parashar, Ms. Seema Kadian
	2

	Basics of Economics
	Ms. Deepa Bhaskaran, Ms. Shegorika, Ms. Seema Shekhawat
	3

	Managing Team and Groups (Human Behaviour in Organisations)
	Dr. Pragya Sonawane, Ms. Shivani Khurana, Ms. Vinusha Kannan
	3

	Probability Modeling & Statistics
	Ms. Bhumika Kapur, Mr. Jasdeep Chadha, Ms. Sandhya Makkar
	3

	Understanding Organizations, Understanding Job Market, Getting Ready for Job
	Mr. Sujit Sengupta (Prof. Mathur), Mr. Anil Vashisht, Ms. Sneha Gambhir
	3


 

TERM 2
	Courses Taught
	Module Team
	Credit

	Customer
	Dr. Surabhi Goyal, Ms. Smitha Girija, Ms. Sonia Takkar
	3

	Employee
	Dr. Sanyukta Jolly, Ms. Swati Sinha, Ms. Teena Tanwar
	3

	Global Macro Economy
	Ms. Rakhi Singh, Ms. Rachna Madan, Ms. Nidhi Piplani
	3

	Going to Market
	Ms. Ruchi Shah, Ms. Radhika Madaan, Ms. Poonam Nair
	3

	Indian Culture Ethics & Value Based Management
	Prof. Sudhir Naib, Ms. Sangeeta Chopra
	2

	Negotiations
	Dr. Sujata Shahi, Ms. Aparna Kaushik, Ms. Anisha Rani
	3

	Sourcing and Managing Funds
	Ms. Ranjani Matta, Ms. Sandhya Prakash, Ms. Aarti Sharma
	3

	Spreadsheet Modelling
	Mr. Nalin Jha, Ms. Rajkumari Mittal, Ms. Daminni Grover
	3


 

TERM 3
	Courses Taught
	Module Team
	Credit

	Operations Engine
	Prof. Rakesh Chaudhry, Ms. Habiba Abbasi
	3

	Innovator
	Dr. Shuchi Agrawal, Ms. Gunika Awasthy
	3

	Competitor
	Mr. Rahul Mishra, Mr. Dinesh Kumar
	4

	State and Society
	Mr. Abhijit Mukhopadhyay, Ms. Jyoteshwar Dua, Ms. Molshree
	3

	Investor
	Mr. Girish Ahuja, Ms. Preeti Goyal, Ms. Amarpreet
	3

	Careers
	Ms. Ruchika Jain, Ms. Jaskiran Mehta, Ms. Tulika Kiran
	3

	Integrated Leadership Perspective
	Ms. Sapna Popli, Ms. Vinni Kirtani, Mr. Sharad Gupta
	3

	Market Research
	Dr. Anjali Malik, Ms. Deepti Wadera, Ms. Anju Gulla
	3

	Problem Framing
	Ms. Vandana Srivastava, Ms. Shipra Jain
	2


*SUBJECT TO CHANGES
 

UNDERSTANDING ORGANIZATIONS
Introduction to the Course
A very commonly used explanation for the term “organization” is that its a social arrangement which pursues collective goals, controls its own performance, and has a boundary separating it from the environment. What is “collective goals”? How does an organization control its performance? What do we mean by environment? A lot of these phrases and many others, sound complex, but that’s what an organization is all about; putting in a lot of complex aspects and throwing out simple applications. This course will take you through the world of corporate, their structures, and various aspects that are critical for success of an organization, the roles & functions of people who work in them and will attempt to simplify the process of coming together of all the above-mentioned factors.

In this module you will be introduced to 11organisations that have been working very closely with our Institute in various capacities. These organizations have been picked up from various sectors about which you would be learning in the session “Understanding Job Market”.

Module outcome:
1. A look inside organizations that have business relations with IILM Institute

2. The various departments within an organization

3. The products or services the companies are dealing in

4. The kind of jobs that students are doing in these organizations, and

5. How one gets to be a part of these organizations

What is it like working in these organizations?
Most of these companies have been operating in India for many years now. They have been into various products & services and have diversified into many more. Over time as they have grown, so have the job opportunities. There are certain profiles that have been visiting our campus very frequently and are picked up by students who are on the lookout for jobs. Some organizations work at normal 9am –5pm schedules, while some work on shift timings. Those who are working in shift timings accordingly adjust their everyday activities to their working hours. Corporate life is competitive, calls for a lot of “feet on street” functions which could be demanding. Yet people do work since that’s where their salaries come from. This module will introduce to you to 12 such companies that have taken our students, your alumni and made them slog for their bread & butter and in the process groomed them to become better managers.

 

------------------------------------------------

UNDERSTANDING JOB MARKET
Introduction to the Course
The course revolves around the most important aspect for a MBA graduate and that is to get a job. The prime objective is to understand the current job market in India, various sectors in which jobs are available, how to apply for a job, some realities of the job market, skills required to get a job.

Course Learning Outcome
To equip the student with the broad overview of the job market & to put them in a thought process of deciding which sector they ultimately want to choose.

The thrust of this highly interactive module is to enable students learn the following things:

1. Understanding the Indian Job Market

2. Various Sectors in which Job is available

3. Job Profiles offered to MBA Graduates

4. Skills required for getting the job

5. Students will be able to make up their mind as to which sector suits them so that they start preparing from day 1 for the knowledge required to prosper in it.

 

------------------------------------------------

GETTING READY FOR JOBS
Introduction to the Course
The most important task for a student is to select the right job in his lifetime. A secured job is a dream which is in the hands of the candidate itself but at the same time he/she has to plan for the job and also take measures to select the right job as well as prepare himself/herself in a way which will help in serving with any organisation for a long period of time. Though technical skills is the key which opens every door to success, but now-a-days, smart work is emerging as another leading factor, which a student should adopt to have a flourishing and a prosperous career. The requirement of any company is to have time bound results and outclass their competitors in their own fields at any given point of time.

In the present scenario, the employers desire that students need to have both functional and adaptive skills for entry-level employment for any kind of job. In the area of functional skills, the employers stress upon communication and persuasion, organizational management, interpersonal skills and information management. An adaptive skill in the areas of aptitude, attitude, self-management, and disciplined work habits is the need. Good communication skills, both verbal and written, are often cited by employers as an important quality that is seen lacking in most of the fresh job applicants. This program is designed to sensitize them about the expectation of the employers.

The purpose of this module is to provide the potential workforce with information on how to help entry-level job seekers, develop the skills and knowledge necessary to meet the desired standards of work readiness .This standard is based on consensus across industry clusters of the knowledge, skills, and abilities that are critical to successful performance of entry-level employees in the 21st century workplace. Special emphasis is placed to help each and every student to sensitize their strength and weakness so as to achieve their personal, academic, and career goals. The focus is placed on the steps required to achieve success in professional life. 

 

------------------------------------------------

BASICS OF ACCOUNTING
Introduction to the Course
Most of the world's work is done through organizations, which comprise groups of people working together to accomplish organization’s objectives. To achieve these objectives they use various resources. These resources need to be financed or paid for. Managers to work effectively need to know the amounts of these resources, means of financing them & the results achieved through using them. This information is required both by internal & external users & decision makers.

Accounting is a system that provides information for decision-making. Accounting is often referred as language of business. The function of language is to facilitate communication among individuals in a society. It is a principal means of communicating information to owners, lenders, managers, and any others who have an interest in an organization. Accounting is not an end in itself.

This course helps you to acquire basic accounting knowledge that is extremely useful in the day to day practice of any career path that you may choose. This knowledge will help you in all types organizations across globe. This course builds the foundation & help you perform better in other courses as well. 

Real education must ultimately be limited to men who insist on knowing, the rest is mere sheep-herding. ~Ezra Pound

Following are the key elements of this module:
1. Basic concepts of accounting

2. Basic Financial Statements - Balance Sheet, Income Statement and Cash Flow Statement

3. Accounting Process

4. Analysis & Interpretation of Financial Statements

5. Time Value Of Money

 

On successful completion of this module you will be able to:

• Understand the applications of financial accounting in various managerial decisions

• Understand the Accounting Cycle and Financial statements

• Refine your numerical, analytical, presentational, group work and time management skills

 

------------------------------------------------

BASICS OF ECONOMICS
Introduction to the Course
Executives, consultants, investment bankers and many other practitioners make daily economic decisions that explicitly or implicitly follow economic laws. ‘Basics of Economics’ gives an introduction to the economics of business decision-making. It is an introductory course in the application of microeconomics to business decision making.

Managers would be confronted with situations where they have to decide upon important business questions like - How much to produce? How to allocate the resources in an optimal manner? What price to charge in order to maximize profits? etc. This course provides the analytical skills and economic insights to analyze such managerial problems. It covers the broad principles of marginal analysis - from cost analysis to pricing. These principles shape managerial decisions in all other functional areas of business: accounting, finance, marketing, and strategy.

By the end of this course, students will have learned how to do at least four things:

1. Identify the categories of costs that are relevant for critical business decisions such as pricing, market entry or exit, and growth or downsizing of business lines or projects.

2. Construct fact-based, logically-grounded analyses of competition in highly fragmentedmarkets that will allow them to make educated conjectures about prices and futureprofitability, and guide capacity expansion or disinvestments in these markets.

3. Use demand and cost fundamentals to determine profit-maximizing pricing decisions,evaluate the profitability of current pricing policies, and use pricing strategy to enhancevalue creation.

4. Identify problems arising due to external factors and market solutions for externalities.

 

------------------------------------------------

SPREADSHEET MODELLING
Introduction to the Course
In today’s age of information overload, analysis of information for appropriate decision making is extremely important. One of the simplest tools for effective decision making is spreadsheets. Infact, companies from all domains expect managers to develop and use spreadsheet based models for decision making. The aim of this course is to provide an introduction to the use of spreadsheets based models in decision making. 

The emphasis is on models that are widely used in diverse industries and functional areas, including finance, accounting, operations, and marketing. Applications will include advertising planning, blending, revenue management, asset-liability management, environmental policy modeling, and corporate risk management, among others.

The aim of the course is to help students become intelligent users of these methods. To this end, the course will cover the basic elements of modeling – how to formulate a model and how to use and interpret the information generated by a model. The course will attempt to instill a critical viewpoint towards decision models, recognizing that they are powerful but limited tools.

The course is designed as a hands-on course which will take the students through various aspects of using spreadsheets for storing, managing and analyzing data, generating models and simulations solve problems in different functional areas. 

 

------------------------------------------------

MANAGING GROUPS & TEAMS
Introduction to the Course
Since time immemorial teams/ groups have been a central part of the organizations, however they are gaining increasing attention as potentially important organizational asset in recent times. Importance of Groups and Team has become a major focus in the business world. Organizations have realized that the transition from individual to team management approach is a priority. Today’s businesses would rather train a team to do the decision making, instead of just one individual. Many organizations are implementing teams as a means of increasing effectiveness and efficiency. Group processes and conflicts directly impact the choice of team member selection and required results. The psychology of the teamwork and management and how they can be applied in the business environment are subjects that need to be explored before a team can function. 

Professionals rarely work alone; they work with their colleagues and their work managers. Accordingly, managers are concerned with creating effective teams that make real contributions to quality products and services and thus containing success of the total organization. The evidence suggests that teams typically outperform individuals when the tasks being done require multiple skills, judgment, and experience. As organizations have restructured themselves to compete more effectively and efficiently, they have turned to teams as a way to better utilize employee talents. Management has found that teams are more flexible and responsive to changing events than are traditional departments or other forms of permanent groupings. 

Through this course on Managing Groups & Teams, students will get an exposure on how and why managers should invest in groups/teams; adopt a team leadership style rather than a one-on-one style and actively engage group members to help leaders in decision making. The course also guides students into conflict management which is fundamental to their success in all aspects of life.

The primary goal of this module is to provide to students the basic learning required for effectively working in groups. This learning will be imparted through a mix of conceptual understanding and behavioral training. The theoretical concepts will be learnt through lectures and cases, while the behavioral training can be acquired by students through the games and movies that are a part of the course. 

The complete module will be conducted in 22 sessions with 13 lectures, 9 seminars; every session will be of 75 minutes each. It is expected of the students to do advance preparation for the class, participate in class-discussions and also attend all classes. Since the sessions are inter-linked, missing classes in between will distract the flow/rhythm of learning. All the required readings are provided to students in the course pack, while the reference books are available in IILM library.

 

------------------------------------------------

PROBLEM FRAMING
Introduction to the Course
Individual Problem Framing course is designed to transcend any single function or discipline of management, to help students imaginatively frame questions and consider multiple perspectives — called as “multiframing.” It’s important that students, as future managers need to learn how to think critically and creatively every bit as much as they needed to learn finance or accounting. Student managers need to learn how to approach problems from many perspectives and to combine various approaches in order to develop innovative solutions.

This course aims at sensitizing the students on the need for structuring an unstructured business problem. Students are trained in this course to examine the assumptions, recognize and evaluate the multiple ways of framing a business problem. This course is expected to provide a simulated business situation for students to analyze and understand the problem framing situations in an organization. The likely success of efforts aimed at solving a problem, depends on how well a problem is framed. Thus, the name of the course, Problem Framing. If managers are thinking of deciding on a course of action e.g. managing a team to solve a problem, the likelihood of a good outcome depends on the way in which the problem is formulated in student - manager’s mind and how clearly it is communicated. 

In today’s business growing importance of innovation, technology and new competitors have created the need for new managerial skills. Foresight, agility, and an improved ability to see connections among different trends and issues by managers, are becoming much more important key factors for success of an organization than ever before. This isn’t to say that well established skills are obsolete. Rather, it’s that conceptual thinking and problem framing abilities need to catch up with these already emphasized skills.

When facing a new challenge it is necessary to decide what the real problems are so that one can concentrate on them. But there’s a real danger that if this is done carelessly, or thoughtlessly, that an overly narrow viewpoint will be adopted. One will then work the wrong or an irrelevant problem. It is all too common for a company or agency to approach a problem in a certain way simply because it knows how to do certain things, rather than first asking what the problem or opportunity really is. 

This course teaches students, how to use general management tools for framing and structuring a wide range of problems. The course begins with general heuristics that are useful for new problems of unorganized complexity. These include simplifying a problem, searching for related but simple problems that one knows how to solve, anticipating the form of a solution, changing the problem to an equivalent problem, problem decomposition, and recognizing common structure in different settings. The course continues with more advanced topics for managing in turbulent environments, including scenario methods, prediction markets, and systematic biases and blind spots. Exercises and cases are drawn from private equity, political risk, hi-tech industries, and business intelligence. 

 

------------------------------------------------

PROBABILITY MODELING & STATISTICS
Introduction to the Course
This course is designed to prepare students to evaluate problems and make decisions using Statistical analysis of data. Students can use these processes in any course where data is analysed and interpreted. Statistics is vital to all aspects of industry. The quantitative evaluation of a problem will often yield a different, more informed decision than a subjective one. This knowledge also makes students to comprehend and analyse enormous amount of statistics they encounter everyday outside of work.

The focus is on concepts development and its application for problem solving and decision making by effectively using both Descriptive and Inferential Statistics. Applications of these methods will prove useful for decision making applications in financial analysis, marketing, operations management, policy modeling, strategy and other areas.

Through this course, students will also get an insight into the scope and extent of application of research in different areas for the purpose of management decision-making. It is designed to equip the students with the basic understanding of research methodology and modern analytical tools.

 

------------------------------------------------

CAREERS
Introduction to the Course
Careers course aims to provide students with an understanding of skills required to do well in a job, an opportunity to develop relevant career management skills, key issues of career decision making and to equip students with the skills to manage their career effectively. The module would deepen the understanding of the forces and dynamics that shape careers. The course entails towards empowerment of students for better plan and growth in their career paths. 

The course will help in enhancing a student's interaction with his/her peers though class- room interactions and with industry people and hence will maximize their learning from each other's experience and knowledge.

The course draws on a variety of resources to meet this goal, including newspaper articles, autobiographical and biographical accounts of others’ careers, interviews conducted by students during the course, and an individual assignment designed to develop and guide students’ thinking about their careers and the tools that will be necessary to realize them.

 

------------------------------------------------

GLOBAL MACRO ECONOMY
Introduction to the course
This course develops a framework for understanding the causes and consequences of macroeconomic events in real time, a useful input to the management of any enterprise, local or global, profit or nonprofit. 

As the course progresses the students will be able to differentiate between different viewpoints expressed about latest economic events. Subsequently by the end of the course students should be able to read and understand the business section of a newspaper.

The course begins by defining basic national accounting identities and using these identities to compare countries’ economic structure and performance over time. This is a necessary background for understanding the historic power shifts that are underway with the relative decline of the US economy and the rise of Asian powerhouses like China and India that are fast becoming the engines of global economic growth. 

The rest of the course considers constructs in which the choices of private and public agents interact to produce aggregate outcomes in response to policy or economic shocks. There is a critical need to understand the nature and causes of the global economic crisis of 2008-09, the recovery from which is still fragile and tentative in vast parts of the advanced world. In developing and using these constructs, the course draws on numerous historical and contemporary examples, paying particular attention to current events and the countries students chose to focus on for their projects. The biggest take away for the students from this course is to appreciate the complexities of doing business in the era of globalization, especially in the areas of investment, foreign exchange and trade flows in the world economy. In addition the course also intends to enable the student to analyze the impact of domestic macroeconomic policy variables (fiscal and monetary) on the business environment.

Prerequisite of the Course
An idea of basic fundamentals of microeconomics through a course on Basics of Economics or Economics for Managers is the prerequisite for this course.

Comprehension of simple diagrams and basic ability to interpret two-dimensional diagrams through the bridge course on Basic Mathematics are also necessary for this course. 

 

------------------------------------------------

SOURCING & MANAGING FUNDS
Introduction to the Course
The past two decades have witnessed a dramatic transformation of the Indian businesses and financial scene, thanks to liberalization, privatization, globalization, automation and ascendance of the services sector. In the wake of these developments, investment and financing avenues have expanded considerably, competition has intensified in all sectors, institutional investors have become a major force and corporates have grown in size and complexity.

Sourcing & Managing Funds (SMF) is the core course that describes the perspective of groups within the firm asked to create firm value by a) deciding how much capital to raise and the best mix of different sources of capital, and b) managing those funds and generating relevant financial information, which includes describing future plans (budgets), evaluating new projects (capital budgeting), and evaluating performance of divisions, managers and products. Some of these functions are housed within the office of the Chief Financial Officer (CFO), split between the Treasurer and the Controller. But many other functions are spread across the organisation, principally in the hands of strategy groups and product managers.

Through this course on SMF, students will get an insight into the issues involved in investment decision and financing of such decision. Therefore, the main focus will be on understanding the techniques of capital budgeting and capital structure decision.

 

------------------------------------------------

NEGOTIATIONS 
Introduction to the Course
Negotiation is a field of knowledge that focuses on gaining the favour of people from whom we want things. – Herb Cohen

Most of us spend a good deal of our professional lives engaged in negotiations of one form or another.

The goal of this course is to improve your negotiations skills. There is a distinction between your skill as a negotiator (practice) and your skill at negotiations (strategy). One can excel at devising a negotiation strategy even if one is not always the best person to implement that strategy. The primary purpose of this course is to help you better understand and develop a strategic approach toward negotiations. 

More formally defined, we negotiate:

• when two or more parties must make a decision about their interdependent goals.

• to resolve a dispute by peaceful means.

• when there is no clear or established method for making a decision among multiple parties.

Course Objectives:
The objective of this course is to improve your ability to:

1. Negotiate effectively

2. Analyze negotiation situations

3. Develop a strategic plan for effective negotiation

4. Gain an intellectual understanding of negotiator behavior

5. Develop interpersonal strategies for increasing your social capital

6. Gain confidence as a negotiator

Negotiation can be broken down into two basic activities: creating value and capturing value. Creating value is about making the pie bigger, while capturing value is about getting the largest possible slice for yourself. The course will present strategies for achieving both of these objectives at the same time. 

You will have several opportunities to negotiate with classmates in a simulated environment. When playing a role in a simulation, you will be free to try out tactics that you might be uncomfortable trying in an actual negotiation. You will get feedback from your partner about how you come across and be able to gauge how well you have done compared to the performance of your classmates. 

 

------------------------------------------------

COMPETITOR
Introduction to the Course
The business environment is increasingly getting very competitive. The disruptive force of competition is originating globally and with changes in technology and better way of doing business. The very survival of business organizations depends on understanding competition and creating a roadmap to fight competition effectively. The changes in market structure, technological innovation and cross border trade are leading new ways of competition which both small and big companies have to contend with. Availability and accessibility of information at a much lower cost is changing the rules of the game. 

The course explicitly recognizes that relevant players in the environment include government and nonprofit organizations as well as corporations, and that these players act both cooperatively and competitively toward one another. Thus, an important premise of this course is that the environment within which organizations compete is complex, encompassing not only the market but political, cultural and legal dimensions. Finally, the course explicitly draws attention to the fact that objectives and constraints arise not only from the external faces of the environment but from internal features of the organization. Over the thirteen sessions, the course will draw from the disciplines of economics, accounting, marketing, organizational behavior, and politics.

 

------------------------------------------------

CUSTOMER
Introduction to the Course
Marketing concept evolved in the mid 1950's when business organizations were focusing on their products with a make and sell philosophy. But in 1990's, the businesses shifted their emphasis to customer adopting a sense and respond philosophy. The marketers also changed their approach to market and looked for right product for customers rather than right customer for their product. This customer driven approach led to realigning organization with the customer needs to deliver and communicate superior value. 

This module is geared towards providing an understanding of the rationale for marketing strategies from a customer perspective and to create a customer centric organization that delivers superior value proposition to its target customers. To meet these goals, this module will require concepts that span marketing, operations, accounting, finance, and human resource management. Faculty from the relevant areas will co-teach the classes along with marketing faculty to reflect and reinforce the integration required to develop an organization whose functions are aligned with the creation and extraction of customer value.

By the end of the course, you will understand how customer environment influences marketing decisions of a company . In the module, you will be learning and practicing concepts on customer driven market analysis, creation of a superior value proposition,customer relationships management and customer aligned organizations . Through lecture based teaching and case seminars ,this module will also help you to relate marketing concepts to real life business situations.. At the end of the module you will be putting together all concepts through a project work. This is to study and present the customer environment of a particular company and how it aligned itself to customer needs. 

 

------------------------------------------------

EMPLOYEE
Introduction to the Course
Irrespective of any type of business, a manager's effectiveness is measured by his/her ability to influence the people s/he works with, to take actions that are consistent with the organizational goals and objectives. On a daily basis, employees are confronted with innumerable decision making situations, many of them may not be easy to make and/or be consistent with the organizational goals. How the employees act when confronted with these situations will depend on the following: 

1. Who they are as individuals - their values, beliefs, and capabilities.

2. The Organizational context - such as the culture within the organization, the rewards and incentives & the degree of explicit connection between the employees’ actions and outcomes (due to organizational practices).

3. The relationship between the manager and his subordinates — whether they accept his/her authority as legitimate, find him/her credible, and through him internalize the organizational objectives as their own. 

The purpose of this course is to enhance your capability as a manager and leader to take actions that align your employees’ actions with the organizational goals and objectives. Choices you make in hiring, evaluating, developing and rewarding your employees by exercising interpersonal leadership will determine how credible employees consider you as their leader and identify with and advance the organizational goals and objectives. The work processes, practices and the behaviors you display will also shape how empowered your employees feel to uphold the right values and ethics on the job, even when confronted with pressures to do otherwise. The module develops in three stages, Introduction to employment relationships, acquisition of the right employees through right processes, developing them appropriately to balance their own and organizational goals and maintaining them.

 

------------------------------------------------

OPERATIONS ENGINE
Introduction to the Course
As the title of the course suggests, operations management is the engine of an organization. It is through operations that a company converts its inputs in the form of material, manpower and equipments into the final finished goods or services. It is for this transformation that the customer is willing to pay.

Managing operations has never been so difficult. India is now host to numerous multinationals who have set up their operations here, targeting not only the Indian consumers but also making India the hub for exports. At the same time Indian organizations have set up operations in numerous other countries also. Advancements in process technology and information technologies have helped organizations manage better, however the intense competition amongst the firms for a larger share of the market has continuously put pressure on operations to perform better. Companies like Bharti Airtel, Suzuki motors India, Toyota motors, Walmart, Motorola are cases in point to show how good operations management techniques have enabled companies to become world leaders. Cost efficiency, speed, flexibility and quality free have been recognized as the must haves for any company's operations to be competitive in the current environment.

Good operations of a company has to be supported by a good supply chain. Producing a good product/service is a work half done until the product/ service is available to the customer when he needs it, where he needs it and in the quantity that he needs it. Supply chain management has hence gained a lot of importance in the last few years. Companies are striving to improve their supply chains, making them lean, quick and cost efficient, at the same time trying to meet the increased service levels expected by customers.

This course has been designed by considering the decision making environment of the operations and supply chain manager and equipping the student with the tools to make the right decisions in the areas covered. The student will be introduced to various angles of operations and supply chain management, a deep understanding of which is extremely important to become a good manager.

 

------------------------------------------------

INVESTOR
Introduction to the Course
The purpose of the Investor course offered to the first-year students is to orient them about the role that investors play in an organization. How do investors decide where to allocate capital? What do different kinds of investors look for in a company? 

The course will also help students in understanding the Indian Financial system from the perspective of an investor in a company. Lectures will be delivered on various financial markets like capital market, money market, derivatives market etc. and on various financial instruments like equity, bonds, treasury, mutual funds etc. The aim of introducing Indian Financial System is to enable students to understand what are the various instruments available to investors to make investments in companies. 

Stock markets have always fascinated investors and researchers over years. In recent times there have been debates and studies about whether the market is ‘over-valued’ or ‘under-valued’. The course will equip students with various techniques used in valuing various companies in order to chose the right company at right price for investment. This course is a specialized course within the broad literature of Investments or Security Analysis. The objective of the course is to provide the students with practical, hands-on training on the subject with a lesser theoretical background than provided in conventional courses.

 

------------------------------------------------

GOING TO MARKET
Introduction to the Course
This course covers the most important part of the marketing mix. In any business “nothing happens until someone sells something”. Clearly, without sales people, some businesses would cease to exist. It is the face-face contact that eventually wins an order. This course introduces the students to the sales and distribution discipline as the final delivery vehicle of marketing. Sales managers usually face many challenges in performing the sales function role effectively and need to be well equipped to get the best out of their sales force and distribution channels to lead them successfully.

The objective of this course is to enable students to understand the concepts of sales management, development of a sound sales and distribution strategy, the management of marketing channels, sales force organization et al not only for an urban consumer but the rural markets too.

 

------------------------------------------------

STATE & SOCIETY
Introduction to the Course
If the business firm has any rival, that rival is the nation state. State and it's institutions ultimately control the business management in it's dealings with Investor's, Customer's, Competitior's and Employee's through the laws that they create. Understanding States, it's Legal and Political constraints is critical for managerial success these days. In our Democratic structure, Society gives rights and powers to business, which it can be revoked if the firms do not act responsibly. Compliance with law has become need of the hour.

LAW – the three letters of English alphabet – takes in a lot of content from the social / moral values lying fragmented all around us, pieces it together, and the end product is a system that reflects the values of all, yet binds differing opinions and values, supports the population and their activities, disciplines them through systemic rules, adapts to the changes brought in by new ideas and technology, often leads the change, and yet it holds the ties that binds it all. Such is this massive institution in a Democratic system, that the magnitude of its functioning and the number of times its called to stand test, is beyond any count.

Law provides a lot of space for Business and Industry to grow themselves into massive temples of sustenance. This course helps us understand this space and thus, enables us to better position our economic activities for the maximum advantage of its people. It also regulates the firm's relationships with its workers. Inability to integrate Law and Public Policy can put a firm in a disadvantageous position and even imperil its economic viability.

Knowledge of such a Regulatory system and its Statutory compliance procedures is mandatory in any Legal System.The competitive management should view these regulations and compliances as an investment rather than an obligation. Sustainable business development requires a well disciplined State. Rules and Regulations governing Limited Liability of Investors,Securities laws requiring transperacy and limiting Insider Trading makes it easier for firms to raise financial capital. Intellectual Property protections help firms differentiate their products and create a culture of innovation and command premium prices. 

As such, imparting this knowledge becomes a priority matter in any course curriculam. The State and Society module, attempts to be as comprehensive as possible, in putting together a course content that integrates the core management knowledge which a student has gained in this program with its compliance procedural knowledge that this course provides. Such an integrated effort will help the student stand in a good position and will give him the necessary inputs to take a rational decision at workplace or in his/her preferred trade and business. It provides a determinant foundation for any career path, equipping graduates with the ability to analyze, reason, negotiate and communicate with people from all walks of life. It also enables the student to analyze both sides of complex problems and to devise an effective and equitable solution.

 

------------------------------------------------

BUSINESS COMMUNICATION
Introduction to the Course
A prerequisite to all jobs is communication skills. Be it marketing, human resource management or finance, all companies want their staff to be articulate speakers and writers.  In every organisation, communication is the way people get their point across, get work done and get their contributions recognised. The business communication course has been designed keeping the need of recruiters and students in mind.

The course deals with oral and written communication. Starting with the basics of the communication model, barriers and how to overcome them, it takes up other topics of communication. Listening and feedback are an integral part of communication which has been taken up in this course as well. Working and teams and understanding the audience is fundamental to the success of any piece of communication and this has been taken into accounts while designing the course.

 

------------------------------------------------

MARKET RESEARCH
Introduction to the Course
The course on Marketing Research gives students an insight into how research can be applied in marketing for the purpose of management decision-making.

Benefits of Marketing Research to a practicing manager:
The business environment is dynamic and rapid changes in the business world are creating new decision situations that demand better skills for the acquisition and use of information. Marketing research is an effective tool that helps organizations excel in the marketplace. It provides information about consumers and their reactions to various products, prices, distribution, and promotion strategies. Marketers who collect accurate and relevant information thus, designing and implementing their strategies quicker than their competitors are more likely to be successful.

Relevance of the course to management students:
A majority of professionals in the sales and marketing area come in contact with marketing research – whether in commissioning it from an external agency or interpreting and applying its findings for the organization. Students studying in Year I of the Post Graduate Program face their Summer Internships at the end of the academic year, where marketing research forms the crux of most projects assigned to them. Thus, the course prepares them better for the internship, by helping them develop logical thinking ability, and a step-wise approach to solving a business problem. Business writing skills (reports and proposals), presentation skills are all improved as students go through a complete marketing research project.

The main focus will be on defining the problems in the field of marketing and to conduct research to provide a solution to them. 

Module Objectives:
The specific aims of this module are that students should:

• Understand the concepts & practices that make up the field of research

• Identify and formulate a Marketing Research problem from the current business environment and develop certain hypotheses for research

• Independently design and implement a marketing research program

• Conduct a basic analysis of data using appropriate techniques

• Use the analyzed data to report research findings relevant to business decision making, thereby becoming equipped to face the Summer Internship Projects

 

------------------------------------------------

Integrated Leadership Perspective
Introduction to the Course
The Integrated Leadership perspective course at IILM is a capstone course that synthesis and brings together the leanings of the earlier courses. It merges the organizational perspectives in a series of interdisciplinary cases structured to describe challenges faced by leaders of organizations of differing size, scope, and sector. The course has been adapted from the Yale School of Management Course by the same name. The course will be taught by means of six detailed cases that help students understand the multi-dimensional environment that an organisation operates in and how a leader decides and faces the challenges to take the organisation further. The six cases will be across, new, growing and mature businesses and how the situations present a different leadership challenge each time.

Learning Outcomes:
• Students will be able to understand how ideas are generated from existing gaps in the market and how leaders work with their organisations to fill in each gap by an appropriate strategy.

• Students will learn how organisations handle the challenges of finding new partners, expanding geographically and growing.

• The course also provides an opportunity to students to step back from the cases in one of the sessions and appreciate how leadership styles and organisational challenges connect.

• Students will learn to appreciate challenges organisations face in different stages of growth.

• Students will also spend time in understanding What great leaders have in common? What separates those who become great leaders from those who are merely good? And is there a lesson to be learned for management professionals by studying those who rose to the most dizzying heights?

