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Name of Add
on /Certificate

programs
offered

Course
Code (if

any)
Year of
offering

No. of
times

offered
during the
same year

Duration
of course

Number of
students

enrolled in the
year

Number of
Students

completing the
course in the

year
Life Skills & 
Personality 
Development

NA 2024 1 40 hours
104 
(BCOM(H))

50 (BCOM(H))

NCFM Financial
Markets: A 
Beginner’s 
Module

NA 2024 1 30 hours

237 (116 
(BCOM(H)) 
+121 (BBA))

175 (93 
(BCOM(H)) +82
(BBA))

Social Media 
Marketing NA 2024 1 30 hours

179 (81 
(BCOM(H)) + 
98 (BBA))

83 (50 
(BCOM(H)) +33
(BBA)

NCFM Mutual 
Funds: A 
Beginner’s 
Module

NA 2025 1 30 hours

237 (116 
(BCOM(H)) 
+121 (BBA))

13 (7 (BBA) +6 
(BCOM(H))

Advance Excel NA 2025 1 30 hours
179 (81 
(BCOM(H)) + 
98 (BBA))

166(86 (BBA) 
+80 (BCOM(H))

Total No of Value Added Course: 5
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This Agreement is mad" or, 24 { duy ot

,4.GREEMENT

tivc r n

.102 i ("Llifcctire Datc )

Jagrnnath International N'lan:lgcmcnt School (hereinafier ret'erlcd to as

''C;llaboratorrJIN4S''). a private r-o11cgc alliliatcd wilh Guru Gobilld Singh Indutrasthlr

tlniverstl (GCSIPU) an.1 h.tvirg its campus at NlOR Pockel 105. Kalkrji. Nc\\ I)elhl-

110019 representcd tluoLtgh 1)r. Ashok Sharma. I)ireclor, $ho is dLrly authori/'cl to

sign and e\ecutc this ,\giecnrcnt oD bchall'of rc part)- ofthc First Part;

at N4Lunbai b-Y an.l

BETWIIEN

AND

NSli ,A.clrdemy Limited (ltcrcinalier rcfcrrecl to as "NSE r\cadcmyiNAt,")' a conrprnl

incolporalcd under the Companies Act.201i ancl htlirg its rcgistcrcd ollicc il1

Exch.ngc Plaza. Bandra-Kur-la Contplcx. Bandta (Uas1). Nlurhai 400051 ; representcd

tl ough Mr. Abhilash Nlisra, Cllicf ExeclLlivc Oi cer uho is duly authorized lu sigrr

and cxecule this Agrcement on hchail ol NA1,. the palty of the Sccond P rt.

The expression pafiy ofthe First Paft and the party oftbe Second Part shall unless the

context otherwise requires bl: deemed to me,m and include their representatives'

successors and assigns.

Collaboraior and NAL shall heleinalier bejointly referrcd to as the "Parties". €
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2. NAL is a rvholly orvncd subsidiary olNational Stock l'ixcharge oflndia
('NSIr'). NAL canies out a lurnbcr of educatio[al initiati\es li

al
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school level courscs. de!elopmenl ofcduoalional rlalerials on lilancial
motes iinancial lilerac-v and sklll oriented financial markels

certificadon progmnls, investor seminars, secondary and scnior s

ctc. It pro
ilnd has also ir]troduced an online cxaminations system 1'or testi

certitication called NSE Academy's Cefiification in Financial

NSE Acadcmy's Ceftified Capital Nlarkct I'r'o1'essional ("NC

E

d

("NCFM"). NAL has also launched various otller coulses and programs E

adE
N4anagemcnt Development Program ("N'll)1") with the ir1lent to em
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clevclop the skill sets thal ma) enhancc the abilit) (]1 thc )oungel
the intcrnalional financial sccto

(-
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lurther and also lo bc

I ol25
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\A HEREAS. g

1. The Collaborator JrgaDnath lntcrnational Management Schoof (JIMS r wfi
established in 1997 by Jagannath Gupta Memorial Education Society. . JIMS E
a private college affilialed with Gruu Gobind Singh IndraprcstE

U,riu"..ity lGGSifu), it is established with the intention to provide $
educarioq which shali prepare Specialist Managers in this new ag" , *n-tE

\i^^,t$M



3. The Padics have appreciated each other's objectiles in prolroting excellence.
inter alia. in oducatioll as comrlon areas ol inlelest and are dcsirous ofcntcring
into an Agrcemcnt for NCINI examination.

NOW TI.IIS AGREEMENT W]TNESSNTH AS }-OI,1,OWS

Based on the terms and co[ditions as maJ' bc mutua]l] agl eed upon between the
Paftics Jlom tjme to time. both the Pdties agree as follou,s:
l. Definitinns:

CandidAgs)/ccndidate(s),/Student(s),/studcrt(s)" shirll meai an) person who
has registcrcd himsellTherse lf as d participant lor thc Program(s) and must be a
studenl of the Collaborator.

lhc follou,ing cxpressions shall have tlle li)llo\\ing meanings

" P r o gr a m,tor o,!r dm fs ) lCours e (s)icourse(s) " sball mean the Progr.un(s) as

' ( onlitlen t i a I I nlbr nt a/ld?' includcs-

"1.-oxult.t:h'dinet \' shall include but is nol liDited lo Uni!ersi1\"s present

given in clause 3.1 below including NCFM (as specified urder Aniexute 1 and
Annexure 4 ofthis Agreement) or other program(s) as may be jointly olfered
by Parties.

a) anl ofa parl,v's proprieul] technology zurd rror soft\\,cre in all versions and
lbrms ofexpression. u'hcthcr ol not thc same has bcetl patented or the cop) ghl
thereto registered, is lhe subject ofa pencling patent or registration application.
or forms the basis for a palentable iilention;

b) ant manuals. noles. documentatiorl techtlical inl'ormation. dra$,ings. diagrams.
spccifications, or formr as \\hich ine not inlended lbr disuibutidl to or Lrse b)
end-users or knorv-how rclatcd to any ofthe foregoing:

c) any ir bnnation regarding current or proposed Program, Program outline,
studl matcrial, Candidates details, thculties detalls. business melhods. Iinancial
data or nurketing data \r'hich are not intended for distribution;

d) any othcr \rritten irfonnalion that is clearly marked or designaled as

conlidential or proprictary by such party.

"Discrepuncy" includes bu1 is not Iimited to false inforrration, contaadictory
inlblmation- partial disclosure.

teachers. pasl teachcr
and faculty liom

g fhcuIty, prot'essionals from out ofthe Univer-sity
itv.

l),{^^i"$^

n
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''Prtryrttnt Iaes shall meairhe lees paid bycach Candidatc fbrthe Progran(s)
jolntl--r ol1'ered by Panics and as specilied in lhe SO\\: ofeach Prograln.

''traclln" shall nean the laculty nrcDtbet. either 1111tilne, part time, visiting or
guest faculty engaged either b), Collabor-ator oI NAL as may be agreed by the
Partics and specified in the SOW ofcach Prcgram.

[4umbai



2. SCOPE

3.

2.l.Subject to the tenns and conditions ofthis Agreement, the Parties agree to

wori together to iointly implement and conduct the Programs from time to

time. foithe students oI th; Collaborator upon Payment ofsuch fees by the

Candidates, as may be spccihed by NSE Academy lor the Progrinn'

2.2.The Pafties shall finalise the structore, telms, contents' conditiolrs and any

othor relevant pafticLrlars of any Plogram tl ougil a $ritten SOW in.the

format prescribecl in Annexure L herein ("SOw'') AII SOW'S entered inlo

betteen the Parties 1bl any Program shall rot be binding altd valid unless

it is in u'riting and signcd by both tbe Parties Parties shall no1 be cntitled

to carry out a'ny I'rogram irl the abseico of any such $T itten and signed

SOW.:lhe pariies shatt not refuse lo enter any SOW $ithout any valid

reason. There shall be no cap oD the number oI SOW'S that can be issued

b. tl'e Prnics. lhc SO\\ 'h:rllcont.rilr p:lll:culi1ls 'u(h ac Lotu-rc 5lrucllrre'

pcdrgogl. eligihilitl. (L,u-'c lee. and er\ orl'er parlicular r5 ''1d) be

i"quii"J'fut 
"o.ryi,,g 

out thll Program. All Sows shall be dmfted so as to

be consistent u'iih this Agreement. ln the evenl of a contlict between the

terms oflhe Agreement and aty SOW, the tel-ms ofthe SOW shall prevail'

2.3.The Code ofconduct olthe Invigilator are provided in Annexure 2 oflhis

Agroement.

.IOINT OBLIGATIONS OF PARTIES:

3.I Parties , in joint co-operation, shall launch the l'ollowing Prograrns:

i.1.1 NCFM. an online cerlilication examination open to all the

slLdents ol lhe ('rllal'orJlor
3.1.2 Any other ploglam as the Padies ma'Y agree to jointly ol'Gr.in

the lurure tkough a written addendum signed by botlr lhe

Pafiies.

3.2 Unless otherrvise stated in an SOW, Collabolator shall be respoltsible for

eruollment. aclmission, collection of Program Fecs from the Catldidates and

maintaining records ofthe Candidates urder the Progmm'

3.3 Unless othcr$'ise staled in an SOW, Collaborator shall submit complete

details to NAL about the Candidates enrolling fol the Progranr' iicluding

hu1 not liniled to rame, addlcss, phone

qualifications. work cxpe ence, class schedulc

hom fte date ofclosure oladmissions All Ap

and all Admissiolts rnllst be closed befole

Prcgram. NAL resenes thc right to mise any o

in casc of any discrepanc)/unce ainl)idotlbts
sLrbmitted bv Collaborator for ri'hlch thc Collab

leasons with delails. In c

plicatior1s must be disPensed

numbcrs. cmail addrcss.

and so ol rvithin a lbrtnight

thc coomenccment ol lhc
bjectiot] or seek clarjfioation
Nith rcspect 10 thc details

orator musl cooPeratc anci

ase discrepancl- is Provcdappropr'1ate

3 of 25
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aftcr discussion bet\teeo parties' the respeclive Candidate's admissions

shall be liablc to be dismissed.

J.4 lorlltclheorel;.al prflol LheProPram'\Al sl'allprovidctne'tud1 mr''rirl- 
i,, .r',.f, tbrr.r rs agrecd mutucll) b(t'!een \Al $d ( orldborllor' The 'lud)

-u,.,iui t"oy be upgladeti b-Y NAL from time to time and Collaborator

t"""ril-pi"1""", trr"-upgradel study material f1 om the time agreed upon by

the Parties.

3.5 The details ofcollcborative terms which are either not specifically given in
- 

the SOW or as a part ofthis Agreement' shaLl be mutually settled betwecn

iir" p*i". in."riti,rg Similarly, Panies may lar'nch oth€r collabomtive

nrolr!P]s ic per lh'5 agrecmenl or moJifcJ tcrms in uriling to lnakc lhe

i'..,or...u.cer"tul and e. onomicalll riable

;.o parle. .nott .on6u.1 .136ination and cveluation of'esleclire nxpcr''
- ' 

*t1",o'", ."qul..a. Collaborator wjll consolidate alld plcpare the rcsult alier

translening the crcdit ol malts / grades arvaded b'Y NAL 
^Bhereler

req.Lired. aid *ore specifically in the nlanner specilied in each SOW'

3.7Dr. Ashok Sharma fiom the Collaborator :rnd Mr' Abhishek Dave'- ' 
,i"r"ar*."o.;n from NAL will be thc Program Co-ordinator and singie

p.i.iii ""*r" 
and co-orclination betteen Collaborator and NAL' until

notified otherwise bY each Palty'

3.8 In order to successlirlly launch and execute the Prograns' Parties will
- ' 

,".otr" u,ry irr,r"t arising on daily basis by negotialions 
-and 

reducing it to

writing and signed by G Parties for issues not specifically listed as a paft

ol te \grecm(nl.

1.9 (bllaborator hercby acknoulcdg

o1' I

continue il1 thc liLture. to put in v

cap ilal markcts i]l lDdia tnd in s

estiog in capital markel. 1bl whi

a pe od;ftime. In arl elJolt to further

capilal markets in India ancl in an attemft

es that NAL has in the Past and will
.u'iou, ct hn :r lh. Je\clrl"ncn. nl ll c
prcadiDg cwarencss and knowlcdge o1'

ch it has incurrcd signilicant costs ovel

enhancc the visibilit! ol investing in

ndians aware of the advanlagcs and m
to makc the younger geneEtlon

crits in invesling in the lndian

idiary NAL to ca[Y out this
capilal markets, NSE has fomled its subs

initiatile anLl NAL has clccidccl to enlcr inlo

under this Agreem ent. ln view oI this and thc

parties will clerlve b-_v being

Collabolator, voluntaril,v agrc

NAI- is on an exclusivc basis

Col laborator \\ill ncilhcr associatc

un1 uor'k of anr rlsltLlc ihrt i\ in
dctrimcntal to lhc Progran or intere

the transaclion contemplaled
mlrtual bcnetits u'hich the

emeit. $ithout NAL's pior udtten conscnt

irssociated wilh cach olhcl in this endeavour'

cs to acknowlcdge that this cnllagcment with

liom thc datc ofthis Agreement and thut the

irselfnor undcrtakc, dil ccll,\' or indirectly

dirccl or indirect compctitiorl with or is

sts ofNSEAJAL during the validity of
I Iowcver. nolhing in

this Agre
this A
third P

e]1t NAl,liom Lmcle rlaking similar iritiativcs *'ith

thc Aglcemcnl but il] dealings t'uflhcr

agc 4 of 25l\4Lrmbaiz
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4 CONSIDERATION AND PROGR{M FEES:

4.1.All Candidates onrolletl for any Progiam tdich is offeled pursuant to this

Agreenrenl, shall be responsible and liable for paying lhe prescribed

Prograrn Fees for the Pr'ogram.

4 2.Iln1ess otherwise stated in an SOW, Collaborator shall collect the Progr'un

Fees (as applicable from time to time) inclusive of taxes from each

Candidate enrolled for the Program and shall disburse/pa)' the entire

Program F(ro to NSE Academy wilhir I5 lvorking days upon receipt oflho

invJice raisecl by NSE Academy in accordance with d'le tenns of this

Agreement. as may be applicable Iiom all Candidates liom time to timc'

4.3.The payment of the Program Fees to NSE Acadeny collected by the

Collaborator liom the Candidatos shall be in accordarce with the tcrrns

as provided in Annexure I ofthis Agreement.

5. CONFIDEh*TIALITY

Both the Parties agree to maintain conlidentiality of this Ageement and all

Conliclential lnformation (w tten or oral) shared rvilb each other or' lvhich comes

to their knorvledge urtdel or as a resull ofthis Agreement and shatl not divulge

such infomation to any thjrd pi y under any circumstances whatsoevel' (except

to their o\\n employees who cre associated to the progmm), without p or w tten

consent of the other party. The conllderrtiality obligation under this clause shall

nol apply to infornation that:
. is available in public tlomain; or becomes so at a future date (otherwise than

as a result ofa breach ofthis clause); or

o which is trivial or obvious. or

. which the leceiving party alleady had in its possession befole the Effectivc

Datei or
. u,hich the receiving party acquires from a llird party and is enlitled lo

disclose i1; or
. which was independently developed by or or behalf of the rcceiving parly

u,ithout use of.;eferencc to or reliance on ally confidential in{onnation of
the othcr party; or

. is disclosed pursuant to any requirement of law'

6. INTELLECTUAL PROPERTY RIGIITS

6.r Ncjther party during the course of perfornrance c]I l1is Agrccnent

ncither dcsire nor intcnd to transllr aly intellcctual properq dglts

u,hatsoever \\,ith respcct lo any infol mation exchanged during the leiure

of this Agrccment.

(-'
z

W'rqt^
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62 Thc Partles ackno\\,ledge that they will not acquirc any right, title, ol'

interest ir cither pafi,v's traden'lalks, ll-ade names. service matks.

copyrights. patents. ideas, co1'lccpts. designs, specifi cations, models.

proccsses, software systems, tech[o]ogics, inventions, LLlility models.

course content, domain names, rights in goodrvill. righls ir designs ancl

other pre-exisling intelleclual prope y owned or dcveloped by either

Pafty.
NSE Academy is thc sole and exclusive orvner of any,'all iitellcctual
plopcrty right ernanaling forrn or in rclation lo NCFN4.

I his clause 6 shall survil,c the tel1ninalion ()1 cxpiry ofthc Agreemcrlt.

6.1

6.3

7 NO LIABILITY OR AUTHORITY

7.1 Nolhing i,r this Agreemerlt shall give either Party, any rights to use any

tade nanes or tmdemarks or any service narks (or the good$'ill

associated thercwith) lvhich are used bY the othcr. save as may be

authorized by the latter in tiriting.

8. INDEMNITY

7.2 Neithel Pafiy shall be liable to the other lbr special' indirect ol
coisequential losses or danages incurred or suffcred by the other pafly

aising as aresult ofor a sing out ofthis Agreement whether in co[t]act,
to or othcrwise. eveo if the other l'tas beerl advised of the possibility of
such loss or damages.

8.1 Each part-v uil] indemnifl fie other parq' and hold hannless t'ronr and

against any direcl and actual losses, leasonable costs includjng without

limilation to the rcasonable lbcs. costs of investigation, expcnses. clalms.

danages, penalties drrd liabililies arising out of any claims, actions ot

proceedillgs (collectilely. "Losses') which may be incurred. made against or

iulGred by olher paft], its directors. offioers. agents ot emplo,vees arising

directly oul ol or in conncction with or as a consequcnce of (i) the non-

perfolmance ofthe obligations ofthc olher parly as dctailed helcin, (ii) any

materjal brcach ofany reprcsentatiolls, war'rantics, covenants, NSB Academy's

intcllcclLLal properly rights. or undortakings. cxpress or implied, ol the other

pan-v in this Agreement.

8.2 Fixcept in cases ofgross negligence. rvillful misconduct, default and/or fiaud

the total liability ofNSE,\cadeny LLndcr lhis Agleement. in all cascs shall bc

linitcd 10 lhe amounl ol Program Fees received by NSE Acadcrny undcr this

Agreement on an annual basis.

\llfi
e 6 of 25
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9.
9.1

9.1 .1

IIEPRESEN'IIATIONS AND Wr\RRAN'l'Il!S
Flach I'afi] represcnls and warrants to the othel that:

Ii;r;;iil iii';"*", rnd absolute authorit-v to eitcr ioto cxecule and

i"ri.L 
"i-rri, 

,ig.*"1e11t and to pcriorm its obligations and the

""..""i."l.""i".pfalecl 
hereb-v and' it is duly incorpolatcd and lalidl'r'

r"e;i"r"J r"a". the lar-s of tire itrisdiction of jts incomontion or

orsanisatioll.
, I 2 lf;;;;.;;.;" cnd dcli\cr) o''Ihis Asreemenr cnd rhe perlonnance b1, ir

ol rlc lran'aclion' cotrtempl'rtcd hcrebl h"re been dLll) aulnolLseo Dy

uil n""".r".y 
"orpo,ote 

or olher internal action of such Pcrty'

s.f.: ih" ""J.tti'"", 
ieiivery and performance ofthis Agreement does not

constitute a breach of any agrcernent, a angement or understandhg' otal

or rwirren- enlcred into b1 it r irh ar'1 third prrtl:

9.1.4 fhce\ecu(iun. deli\cr) and per lorma.lce by ir o'rhisA:rccmcnl. doe'

,,", t i;;;;;;it ,",r,.. lu* regulation- nrle- nrJer" decree iniuncti,on-or

oih.r r".t i.rion olun) go\erru-ncnla' cnt:r) cnrut or tribunal lo uhl(h 'l l5

subiect;
q.: f_o'ai_punl \ aITanls lo lhc olher lhal th" repretcntarion'.and rvr'ranLic' in

Clause t her.of are tlue and accurate in all respects and do not contalnany

i.*" ,t"i"-""t "f ""y 
fact or o it to state any necessary or matedal lhct'

9.3 
'Noiwithstalding 

anlthing to the contlaly contained in this Agreement'
- - 

"u"f,loraf 
fr"r"U! ack,ton'1ttlg"" and confirms that the perlblmance by the

"irr* 
p*y .f i t 

"frfigations 
ulder and il accordance *ith this Agrcement

i"-i.i*fi"l"a *i,lr ,rrJ due performance of its own duties' obligations and

responsibilities under and in accordance with this Agreement'

10. ASSIGNMENT

lhe Colldboralor .hall nol J.!ig) or olher\i5c trcnslcr rhc rights.and

.,t tigr,iona .on,"*ptuled undcr '\is Agrecmelll \^ ilhout lhc prior $ nlter

consefi ofNSE AcademY

11. TERM AND TERMINATION

11.1 This Agreement shall rernain in force for an inilial period ofthree ]'eals
" ' fi;;t#;"i; "I 

signing unless its validit]' is renewed in writing ibr a

fuilher period mutually agreed by the Paflies

t, 2 Thi. Ag.eemenr rnal be rennincred rirb) murLol :":"il "tl5]'i'-t:'
or (ii) irirmediately by a witten noh'ie b) the non-dctault lgpcflyrnrnc

"r.n, 't " 
o,t,"l- prnt 

'comnits 
a tnaterial brea' h of lhc {greemen' and ts

,."'ii" t" t*if} it *ithin 15 (llfteei) days after receiving a written notice;

(iii) inurediateiy ilit ceases to be a university.

ll.i l'his Agrccmcnt nlaY

moDth \._rittcn llohcc
be tcrminated irt ai)' time b,v either pdrq/ Nlth one

to the olhe( *ithout assigning an) reason

the tcrn]inatlon ol this Agrcenent thc
er-. Notwithstal'ldi1l g.\\.hatso

Col I complete the rurning academic session according to

h,il*
I

l\4umbai
Page 7 of 25



12.

13.

14.

GOVERNING LAW
This Agreement shall be governed by and constued and interpreted in
accotdance $'ith the laws o1'India and shall be subject to the exclusive
ju sdictioD ofthe Coufis ofMumbai.

NO PARTNIIRSIIII' OR AGENCY
l'his Agreement is on a Principal to P ncipal hasis and neithcr Partl shall

describc itsclf as an agent. partncr, joinl-venturc parlner, employee. or
represenlatire of the othcr Paily. or pledge thc credit of the olher Pafi-v in an]

\!ay or n]akc an)' lcprcsenlalions or givc an,Y warlanties to anl third party which

rnay r-cquirc the other Palty to undcrtake or be liablc for, whether directl) or

indircctl-v. an! obligalion andl'or respolNibility to anr- third prrtv or cntcr into

contmcts on behallolthe othcr Iarly.

DISPT]I'E RESOI,UTION
All disputes. dillerences or queslions arjsing out of this Agrccmenl including
thc interpretation ofthc terms hereil or in regard to thc obligations, lailure or

breach of any tcrms thereof b) cjther ol the part)' under this Aglcemenl or of
an,v rnatter Nhatsoever ar'ising under this Agrccment whjch have not been

nrutuall.v scttlcd shall be refetcd to arbitntion under the provisions of thc

-i\rbitration and Conciliation Act. 1996. Thc place of arbitration shall bc

NIumbai.

CONSTRUCl'ION
'l-he entire undcrstanding betwecn pa(ies with respect to thc subject matter

herein is contained ir this Agreenlent and an-v othel reprcsentation made prior
eration oflhis Agrccment is exprcssly excluded.lo or during the op

adeo

2 Il,4umtai
\f-

15.

Ild**

this Agreen1el'rt and the certificate of completion shall bc awarded to the

studenls accordingly-

1 1.4 Notwithstanding any tennjnation or expiration olthis Agreement, the ghls

and obligatiolls under clauses'Confidentiality'.'lntcllectual Propsrty

Rights','lndemnity' and'Rcpresenlalior$ arld Wa[aities' shall survive

and continue iuid shall bind the parties and their logal representativcs

successors and assigns.

11.5 Any tennination under the above clauses shall not affect the dghts and

obligatioDs of the Pafiies and the Paties shall be entitled to exercise their
rights and be obliged to fulfill their obligatiolu under this Agreement rvhich

had arisen prior to such termination.

The coufls of Mumbai, India shall have the soJe and exclusive jurisdiclion on

any/all disputes arising from or in relation to this Agreement.

The provisions ofthis clause shall survive dte terminatioD ofthis Agleement

1)8 of 25



16.

17.

18.

19.

20.

HEADINGS
The headings in this Agleement ale inserted for ease ofreference only and shall

not affect the illterpretatioD ofihe Agreement.

A.I,TERATION
Any alleration, modificalion or addition to this Agreemeit or wailet of any of
the teflns hereofshall be valid if rnade by rnutual conselt ofboth the Parties in

writiug and duly signcd.

COTlNTERPARTS
This Agreement may be exec[tcd by both Patics hereto in t\\'o couiteryarts,

each oilhich rvhen exccuted shall be deerned to be an original' but both ol
which taften together shall constitute one and the same ,A.grcenlent-

WA.IVER
[ithcr Pafi,v may (i) cxteDrl thc time for perfoanance of aD)- of the dut]cs,

obligations or responsibilitics oI thc othel Parly (ii) \\'aivc any dutics'

obligations or responsibilitics ol thc other Party co1'ltained hercin' An-Y stroh

extelsion or rlaiver shall bc valid only if set forth in an inshuncnt ii \\'riting

duly signed by the Paiq 1(r be bound thclcb,v. Any \vaiver of an,v tcrm or

contlition shall not bc conslrued as a *aiver of any subsequent breach or a

subscquent (aivcr ofthe same lerm or coidition, or a uaiver of an-\' othcl terrn

ol condiliorl, ofthis Agreement. Ihe lailure ofa Pafty to assert any ofits rights

hereunder shall not conslitute a \!aivel ofany such rigbts.

21.
21.1

SEVERABII,ITY
lfan)'provision ofthis Agrccment shall be fotrnd by aDl' coun ol governncnt

or administrativc bocly ol competcnr j rrlisdictioi to be in\'alid or uncr brccahle-

lhe lnvalidit,v or un-cnforceabilit) of such proYision shall not aflect thc olher

provisions oi this Agreemcnt and all provisions rot alltctcd b-v' such invalidity

or un-cnlbrceabilitl shall rernain in l'ull force and eilect'

NOTICE
All noticcs, approvals, instructions, demand dnd othel communjcation given or

made un<lel tiiis Agreernent shall be in writing and may be given by electronic

mail, l'acsimile, by persolal delivery or b! sending thc sume by prc-paid

regiitered nail addrissecl to the lelevant Part-v at its postai addre'ss, email

ad"dress or far number set out below G)r such other address or lax number as the

addressce has by 5 (li!e) Busincss Days prior written notice speciied to the

other Pafties).

z ,
lr4umbai

\4^hh$r
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21.2 Ackhesses lir| servicc of noticc or communicatiorli

Ifto NSE Academy Limited:
To the attention of
Designalion:
Eraail:
Address:

Mr, Abhilash Misra
ChiefExecutive Officer
abhilashm@nse.co.in
Exchange Plaza. Bandra-Kurla Complex, Bandra
(East), Mumbai 400051

lf to Jagannath Intornational Nlxnagement School:
1-o the atte11lioD ol: Dr. ,A.shok Sharma
l)csignationt Director
E-mail
Address

dircctor.kii,I4ganml:r, -o.-{g
N{OR Pocket I05. Kalkaji. Ncu, I)clhi-ll00l!)

21.3 Any notice. approval. instruction, dclnand or other conmunication so addressed
to the rele!ait Party shall be deemed to havc bccn dcliveled (1) ifgive[ or ]nade
by regislered mail. 10 (tcn) Busincss Da),s after postiig: (2) il'gir'en br' personal
dclivcry at the time ol delivery; (3) ifgivcu or nrade by licsimile. upon rcucipt
ofa transmission report confirming dispatchl and (:l) ifgiver by electronic mail,
upon reccipt of a confimlation ofdelivery.

21.:1 Any noticc rcquired to be made or given hereundel may bc sig]]ed b,r,an olllcer.
manager or authorized reprcsentative of the Part,v giviDg or flaking thc samc.
No rccipient shall be required or obligcd to inquirc as to the autho ly 01-the
o1licer. manager or authorized representalive so signing.

PI]BI,IC ANNOIINCF,MII\]'
The Parties hereto shall consult with each other before isstLing ald shall prolide
the olher wilh a reasonable oppoftunit) to rcvicu, and commcnt Lrpon, any p(css
release or othcr public statenrents \!ith respecl lo lhe lransirclioD cortemplated
by llis Agreement or anv pan thereof. and shall not issuc any such prcss rclcasc
or nlakc any such public stdtements prior 1(] sLrch consultetion except as ma_\'' be

requircd b,v applicable la\ or judicial process or 1br correspondeice with
Regulatory autho lies.

l-lach Paft) hcrcbv \\,arrarts. r'eprcscnts and undcr-takcs that \\,hilc th.
ACREENIENT rcmairls in fbrce; it nill compl) r,ith all applicable lau,s and

othcr govcrnmenlal or legulatory requirelients xl1d guidance. !!hich ma). lio
timc to timc, includc but not limitcd to those pcrtaining to tax rcporting and
rnoney larLrndcring statutcs and thc rulcs and rcgulations thcreunder and any
relaled or similiu rules, regLrlations or gutlelines issued administered or
cnforccd hy anv poYcmnrcntal agcnc,v having .iru-isdiction ovcr thc Parly
(collectivel,v the Mone] laundering Laws) und no sLrit or prooeeding is pending

vemmental agency or authodty etc. involving the
l-aundcring Larvs.

by or belb
Parly with

z Mumba,

i)t*r+.'"tlt

LE go
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24 ANTI-B C RRUPTION

Each Paft,v hcrcbl- conflrms lhat it is a\earc of and uide6tands its obligations

under anti-blibcr) and corrupliorl larvs and conlints that ir will at all tilncs
ensurc that ils directors. officcrs. agents emplo,vccs or olher pe6ons acting on

its behalfin leiatiorl to thc activilies uidefiakcn ofthe purposc ofthc Agreemenl

rre aNare of and compl) with both the lelter and spj t of the applicable anti

bribcrl and corruplion laws and al e not allare of or have not lak en anv actio n

that \\,ould result in a \,iolation b-l such pcrson o1-an) such law or that the) will
nol take anJ actions or make !n! onissions u'irich wottld cause tlle PaLr'ty to bc

in violation ofapplicable arti-bribcr-v and corLlption laws.

IN Wtl\ESS WHEREOF both the Parties through theh duly authorized

replesentatives signed this Agreemenl oD the day, month and year first heleinabove

mentioned.

For Jagannath Intcrnational Malagcment School: [or NSE Academy Ltd.

J-}"i s}*,v'
Name: Dr. Ashok Shanna Name: Mr. Abhilash Misra

lwtz-
z

Witness:

I

Dcsiljnalion: ('hicf Execulivc

Witness:

hN.c"l< Dattt<-D, d,+,r'funha furtnt @N+
I<ilL^utrn

22 f.01,.,*
Pagc I I of25
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lf the perlbrmance of any obligations b-v any Party as specificd in this

Agreerncnt is prer,ented. restrictcd, dclayed or irlterfercd by reason oI lbr'ce

najcure then not\\ilhstanding an)'thing heteinbcfore contained. the Par!'
affected shali be excused from its perlbmance 10 thc cxtent such perlbnnancc
relates to such prc\,cntion, reshiction, delay or intcrferenoe and provided thc

Party so afttctod uscs its best ellb s to rer]lovc such cause of non-perfot mancc

and uhcn renroYed the Party shall cootimrc performance with utmost urgenc).
F-or the pupose of this Arlicle -Force M.jeue" ncans ancl includes 111e,

erplosion, pandcmic. epidemic- cyclone, floods, r'r'ar, revolution, blockagc or
cmbargo, any law, order. demands or requiremenls of any (iovernmenl or
statLrtory authority. strjkes. which are not instigated for thc purpose ofavoiding
obligations herein or anv othcr circumstances beyond thc contlol of the Part!
affccted.

25 Force Maieure

Designation: Directol
Ofiicer

/,
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Annexure 1

1. SOW for NCFM Examination

Namc ofthe program (l'rogl.tm 1) : NCFN1 llxarrrination

Academic cycle I-lverv acaalemic caleDdar' vcar

Sussested NCFNI modules ,r€ mentioned in Anncxure 4. J nnath International
ol calr select N ules Priced Rs. 1 100t-

Pcdagogy Sclf-learning Modc

Eligibility for NCFM extuninations iar students of
BB-,\iB.t-lom,1PGI )MIMBA

Fccs

The value peI candidate per NCFNI module is Rs. 1700/- plus applicable GST (Crrnenl

applicable GST @ 18%).

The validity of fees shall be as per the policy ofNCFM examirations

The fees may be subiect to rcvision ifNAL inoeases the NCFM examination fees i1l

geneml during the tenwe ofthe agreement.

Registration & Examinations:

Collaborator shall be responsiblc tbr registrirtion, collcction offccs liom ci'rndidatc and

cnr-ollment ofthc candidate for thc NCFN{ examioations.

Colhboralor rvill transtcr the entirc I'rogram Fecs abng l'ti1h applicablc tlr\es'
collccted from candidates to NAL.

An o ine examination will be conducted by NAL al the examination center provided
by

the Collaborator which must be ruutually convenient for bofi NAL and Collaborator'.

Arvard

\CIN,l ('crtillcale bc a\\.arded to thc successlul Candidale b) NAl,

./:' ;
'r M! \lh \

l1!'u1ir /:/
itf)o\A),,/^?/

1.1*,"!/

2 [,lumbai

ade

il'i*A
4t$
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Programrne Co-ordinator

! rom Collaborator Dr'. .,\shok Sharmr, direcror.kiir)lagannath.orp

From NAL Abhishck I)avc. aclavcllzlnse.co.in

2. RIISPONSIBI LIl'IIiS, OBLIGATIONS AND T]NT)I]RTAKI N(;S o!'NSII
ACADEIIIY:

1. NSE Academy shall take or cause to be takcn all nccessary steps aid aclions
within its conllol in a tinely manner to enable the collaborator to peribr1n all
the sen,ices in accordance w;th this agreement.

2. NSE Academy shall create a corporate login in NCINI online porlal for the
collabomlor lo enroll caididates for examination, check account balance and

examination result of the candidate.
3. NSll Academy shall provide its onljne testing platform lbr conducting the

ccrtifi cation cxaminations.
4. NSE Academy shall do sanity checks ofthe testing inliaslNcture 2 lvorking

days prior the date 01' exarnination. The collaborator shall provide its co-
operation for the saD]e.

5. NSE Academ,v shall issue NCFN,I ceflifica1e(s) or any other cedificate with
respect to tl'le Prograrns underthis AgreemeDt in thc fonn and format as decided
by NSE Academy to the Candidates upon successful completion ofthe Progran
by respeclive Candidate.

3. ITIGH't'S AND OBLIGATIONS OF COLLABORATOR:

2

Collirborator sha11 consult NSl.) Academl and take NSE Academy's approval
beforc undcfiaking anl kind ol mlrkeling wilh regald to thc course. Speciiicall)
in instances *here NSE Academy's name, logo ctc. are being used.

Collaborator shall be lesponsible Ibr 1he legistratiorl, collectiorl ofl'ees lio the

candidatcs and enrolment of the candidates for thc examination dtough the
online poftal provided by NSE Academy.
TIle collaborirtor shall be rcsponsiblc for colleclion olfees along \\'ith applicable
taxcs from candidates and lirnvard lhe sirmc to NSE Academ]. The lees along
$ith applicable taxes may be tbr-wardccl either tlxough Demand Draft or Online
rtrodc minimum 10 rorldng days prior to thc schcduled NCFM examination
date.

Collaboralor shall share all dctails of the candidirles enrolled for NCFI\4
examinalions along with name, NCFM Registration Nurrbcr. cmail ID and

contact details at the time offorrvarding the lees to NSI'i Acaclenry.
'fhc collaborator should fiur]ize the date, timc and venue of fte respective
NCFM examinations and infonn NSE Academy 10 working days prior to the

4

)

schcdulc aminatron
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Ann€xure 2

CODE ND CONDUC T OF INVIGILAToII

Contact Details
NCFM Websites:

Candidate Registration and Enrolmentsl

https J/www.ncfm-india.com,/oRli/OREloginPage jsp

I
I

Websitc: ht rndia.conr,

2. General Duties of an lnvigilator
The Invigilator deployed for conducting NCFM Certification Examinations

should perform the follouing duties o1l a regula-basis:

A. Record attenda[ce of candidate thrcugh signature on the Exa ination

Attendance sheet/ test schedule.

B. Verification ofCzrndidates based on original ldel'ltit,v Proofls'

C. Read out Instructions to Candidates before commencemellt of examination as

per Annexurc 1

D. irovide rough sheet/s to candidates (on request) before the start ofexaminalion'

11. Supervise examination by ensuring that thele js no talking ol disitlption io the

"on,lidot". 
nn"" the exan'ination has stated aid to ensure candidates obey

Instructions and NCFM PoLicies as per Annexure 1 & Amexure 2'

F. Collect Admit Cards & rough sheet/s back from Candidales at the end of
examination.
G. Ensure 10 prevent leakage of NCIM Question Bank in any manner by

catldidates.
H. Provide attested scolecards lo Candidates afler end ofexamination

I. Require calldidates to provide feedback (optional) on completion of
examination.

z ( tr/umbai

ade

lhm'rM
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6. Tho validiq' of the fees is 90 days liom the date ofreceipt of payment. as per

tho NCFM examination policy.
7. The collaboralor shall co-oldinate rith tlle candidates a11d provide necessatl'

assistance and guidalrce to so]ve the candidate's queries befor-e ard aller ihe

exarnination.
8. Thc collaborator rvill be solely responsiblc oI tbc test invigilation and

supervision, as per the Code of Conduct of NCfl\4 examinations provided as

Anncrure 2 and Annexure 3

W )i)
'.'., \--,'- ){c.-.'"Y



3. Role aod Rcsponsibilities ofan lnvigilator
The role of an invigilalor is to" 

""st"e 
that exsminatiolls are condLLcled in

accordalce rvith NCFM's Code of Concluct for Invigilators Respol]sibilililrs of

the lnvigilator are sunmarized as l'ollou's:

Ll Irc Examination Pr,]Palations

A. System Checks: The lnvigilator/Test Administlator shall enstlle the follou ing:

Tlnvisi]a1ol/s]rallallotcan(lidatestologin/appearforcxan'rinalionorrlvfronr
i"tii"","a login utcnt'r'' oldctigr'rtcJ rrrrrksratiors onl''

,, ii'"il;;il"io,'rr,".ii "t..* trt^i 
""cess 

to thc r(st uf the scarch cngrnes such

" i.'1"".-[, t",oo, ii"' art r'r*it'r ol the \\orkstalions used b] candidates for

NCFM Certifi cation Examinations'

tll ;;t;;;, ;;ii;"ke sure that onl) \ indo\\ s X P/visla' 7 oper Jtins svstem

and Intcrnet Explorel v""ioo 9 o' 
"bo'" "" 

installcd on thc \\ orkslations u'hich

*" to U" ,."0 io, NCFM Ccrlil'Lcation Examination'

tV. ifr" lJg,i^a,f"tt administratois should cnsure that access 10 external disk

i'i".. *""1] * USS. CD, DVD, etc' is disabled and not provided to candidatos

betbre or during the examination

V. a"ti-tirr, ."ti"." "n 
all the Testing Centre workstations shall be updated

B. Browser Chccks: The Invigilator/s' shall ensure that lojlowing browser scttings

are uDdateal lo Test Ccntl(r $'orkstations'

I l;;:;;;;ti,hc lnrenrcr l'\plorer \ersion r'l rr lbo\e I' 'er Io' 
n,,nr, *-**."nil.(o.ir llrtm2 l"grrPage i'p

" 
i;H:ii;ffi;:l'';;;il;;;"'";h;ri-cnsure that xuto'cumprction or web

address, lorms at'td u'""''ut" "oi fu""urds is disabied 'fhis can be achieved

by clicking: 'fools-> tntemet Opiiolls-> Content->ALrto Complete Settings-

>uncheck all optior1s-

iii. ic,rr, a"ir*gfit ft aisablcd 'llhis can be achieved by clicking Tools->Internet

Opi.*- t.Jt""tta 'Di'ahle )cripl DcbLreginJ I Inlerncl l\plorerl"

iv. Notification about sc pt 
"tto'" 

lt'alt"L'tJ ftlis can he achiercd b1 clicking

:i""iJ**."t Op,ions ->Adval c"tl->Uncheck Display a notificalion about

everY script elror'

' i,nri,li"co' r-empordr\ lntcrnell-ilesinerclo:ingbrouseri'crrahl:d' Ihicran
' 

L. *hi"I"a b1 ciic\ing lool'- lnrernet Oprion- Ad\rnced Check I tnptr

ilrt"-"f t"-pnt"ty nfe iolcler when browser is closed'

vi Compatibilitv l4oa" i" r'1t"tnti n*florcr 8 and ahovc 
it- 

t"It1 ti-!] n"t'"''
"' ili;;; lJ"r"ouv "rl"u's 

ii]"rnet Explorer . Iools - conrpatibilirv

i i.* Serring- - Di.llJy All Websitc' irrt onlprtihrlrl) vrc$'

lii. Progranmatic Clipbou'a 'rctess io' Iltemet Explorer 8-and.above is allo\'ved

;;:";;la This can be achieued by clicking lnternet Explorer. -> Tools ->

8rtll"tits""rr,il' c"ttt'n r-"'"1"-' s""oriiy Settings -> Scripting -> Allow

prnn.6rn6x1i; r liphuo"J Acccq' fnahle'

viii. '-:Ht'*';il;;--' c"nn".tio'' is disabled . ' 
('srARP

Uuior]t"ornprr"r'p,"pertie*Remote SettingPRemote>Llncheck "Allow

f".r"i" ,qttl'"""" t"tnection to this compulet undel "Remote

n..ista,tce>Remote Desktop>don't allow connection to this

oolTl pl,v>OK)

z
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All intemet websites except https'/www enit co in'/ncfm2/loginPagejsp in

.t uil U" ai*Ut.a on ,he lesring Centre WorLstations'

ii",".*1.,"t tn"', mandato'il1 assign \ orkslaiions to t1'tt t6n61d31qs \ hile

xllowinq lhem 1o enter in to the test area

i;:-tii;1';i;.'ilil open NCrM cenification homepage with candidate

loph credentials on allocated *orkstation/s'

E",li;itl:'';;;',; \cFM cramination' shall be compulsoril) required to

carry followinf documents at the Test time

PriDtout of Admil Card

l^ one of the l'ollouing:- rOnly in Originai)

Coileee lD (onll ofcurrent academic lear)

Lmpllyee lD card tbearing r photograph)

Driver's Licence
Passpofl
PAN Cad
Voter ID Card
Aadhar Card/ e-aadhar card

During the Conduct of Exa'nination

Thc IiYisilator/s shall ensue that the exa ination stats pulctually and that

"^.,rii"a',i*t" 
t""n inlormecl ofthe end tjme as appropriate'

i:il" iirrl.*i"i"rl,' ,i,;ri ",',u'" 
tl,ut the candidatc/s is not catvi.g/using a'v

,"i.,"rf',r"1""*i"+ ;njlrrdirrg hul nol limil(d to mobilc pt''rnc '' booUs'

i*.*""i. i""i.. ,i.".(ra s ;rlahle s elc' irsidc rhc Iesr irrca 'h< lnr igilator s

:;:lj .;;;;l.;',i""'rrninationbl orrrurlingrhc le'tAre'rand':n'utrcrltnanJ

orritc errr iLcnmcn, in Lhc I e5r Cenlre Vcr.'ii"" i"-'ir'ir,"r' .1,.r, ri,kc ,he ;o11o'111 ' xcrion in ca'e ol

;i:..;;;., ;.1;,..iic" s' co"ait,tc ' clurinv condrrct of c*"rriratior:

L"r.i',-* 
',fr" 

.-"rrrindl:on ol cu'h canJidatc ' :nrnrediarell 
""{l' i:':.1

',"ir;ili,ir. '-1,"i"* 
ro sLch c-ndrdaic a" rpnlicdblc rc'l 'pecil;cd irr \'l:\4

"t.,,., -'..l" o*.ri,", on Unlc:r Vclrn' ( lrecring lnrgcr) & lrnpcrsoniir' 'l

rn, condida,.. during lhe cLrndll(l ol c\dlnlnJtiolr'

Conduct as Invigilators

l'hc .rnctil\ olth< eraminatrcn dcoends grearll on lhc conJLlcl ol an in' i''ilalor

"", f.'i'r-"', rhc oart oIatl i1\igilrlorilliluJicg hul rut'lmlle{r ro (uL uorrr]

"ir'n "a,'J"r," ' 
i', rdoprin3 unldir mer'ns cl(" pour irrdpmcnt rn n'i]rnrJrnrnli

;l ;;; ;;: ;;; i,',a' 'i' r*' \r(r ctc' is likcl)' 1' 1s'nrt in u'de"ir'rbl<

"""t""r*""t 
,iit",.g thc repLrtation onLl or loss c'f husiness for NC|M and

shall be considcred a scri,,,u' ollence' ., .,-- -- ^ -,,: I

il;;ffi;;.;;;t tn.,ii'a"a i" tt'i' coa" of Conduct for Invjgilation as a quicL

'Chccklist guide to illvigilatioi' (Annexure 3)

*;,'
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I)Os

DONTs

. Reach the location ofTe Centre at least 15 rninutcs belorc the designated

slot start time oflhe examination

. s" "i"; ona *aitle rvhile makiltg alnouncements to the candidale'/s

. MaLe.ure rhlr. all 51.rem Bro\ 5cr chec(' crc in plc'e and lll c"'( olJn)
' ;i;;;r;", .:"1;", ir,. if''",n Adlrinicu-'ror'rrrd or NCI Nl immcdilel)'

. Ensure thai candidate/s sit in their allocated seat only'

. ;;;;;; ih", candidates arc under constant scNtiny alrd be alerl lbr

candidates waDtillg any assistance'

. L""rr. ,h"r no-one orh(. lha.l .andidaLc ' and organi/arion si""li,llll]:-
stalt intotted in ll e admini'lldlion ol lhe (\amiral'on ellle15 examlnrllorr

a1ea.

. B" u*or" t-l,ua r]y item (pen-drive, pencil case' hmdkerchiel etc ) may be

used for dishonest PtuPoses
. n" o*ar" ,lru, 

""niidates 
find it disturbilg if you stard close enolrgb to be- 

itf" t"l"Jiir"it t"o!k and/or stand behjnd them for long pe ods

. KecD con\crcalion wilh candidctc5 and 1ou' l'cllou inrililator to a

',',inintr. 
o,,d onlr rel"led lo lhe e\drination irr que'tion

. A.l.rive at the Test Centre at the last mitlute and/or conduct a sLrperficial check

or r,erihcation
. ;t;;';;1;;,; give. directlv or indirectlv' assistance to anv candiciate/s i'r an

Examilation.
. o" *i*frit g\vfri"h may distulb can<lidale/s or in any way disrupt the smooth

conduct of an

Examination
. Leavc the examination hall Lulattended at any point of time during thc colldLtct

ofExamination
. etto*,o ,ut" .rnuuthorized matelials inside examination ha]l

. l.lk to tlre candidale ( in unlirrliamcnlirily rudc lallguage or lolre

. Admit the candidato,is into the examination hall later thel 30 milutes ailer the

designated slot stafi time ofexamin'1ion

. u"."r""a 
" 

fr".Unewspaper; or do any unlelated rvorki use a nrobile phone

lrnless it is absolutely necessary and exa[r related

. Ofler any advice on the interpretation ofthe questiolls

. i", on,nfrtn* ,o ^"i 
candidare thet might be regardecl as directly assisting them

1o -.*"r 11 examination queslion

. ,tfiorv o.y candidate to disrupt smooth running of the examination or to
- 

""r"r"r.iJ"" 
in uny *oy with each other' if reqr-iired you may inst1rct the

candiaate to leave ttre examination room immediately'

Page 17 oi25
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6. Invigilating Cnndidatcs for NCFM Certification Examination

6.1. ConiLrming Identjty of Candidates

;i. iil" tnuigiiororl, .lrot1 veri$' follorling credentials ofcandidatcs ol.altendance

sheet agalnst photo identity proofald admit card submitted by candidales'

. Namo ofthe candidate

. it ot.g.iipf, o i candidate on the attondance shect agaj nsl (i) person eppearing at

Tcst C"enire for attending Examination and (ii) Photograph orr the identity proof

submitted by candidale
. NCFM Registration Number
. g";rnilrutiio letails like Examination Module' Date of Examination' 

'u1d 

'l'ime

Slot.
B. The invigilator sllall not pelfolm verilication ofcandidates based on pi]otocopy

ofidentity proofs produced by candidates'

C. Pl.ase r.rpect the dignity of l-he candidale whose pholograph you are ohecking

and be mindful ofthe need to be discreet'

D. It a candjdate cannot verify his/her proofofidentily you shall summaril'v rejcct

the candidate/s from appearing iD the examination'

E. If ,vou suspect that thi impersonation ()1 a candidate has taken place lhen the

exarninatjon of such candidate shali be imn-redlately terminated The incident

shoutrl be feported to NSE Academy at the email ID provided lor

cornmunication belbre leaving the Test Centre for the da)''

6.2- Admit candidates inside Test Area.

A. Once a candiclate's proof of identity is verified you may proceed to admit the

candidate/s to the examination room

B. The invigilator should ellsure that cartdirlate/s tlo n('t carr] an) rnxt( al other

than thos-e necessary cluring examination such as Admit card' Photo ldentity

Prool calculators and pens/ pencils inside Test centrc/Area

C. Can<.lidates are not allou'ed to carry following items iiside tle l'est Cente/Area

. Coats/jackets, caps

. Prohiiited electronic devices such as mobile phones, Laptops' Storage devices

(USB drives/portable Ilard disks) e1c

. Wallets and or Purses elc

Invigilator shall ask candidates to leave them iD a designaled safe area'/T'ocker

outside the exanination room before entering the Test AIea'

D. ai ilr" point of admission (at the entrance to the examination rcom) lemind

candidates. that when they enter the exarnination room they are under

examination conditions and CCTV Sur-veillance

E. Remember that you are responsible lbl ensuring that' as close aslossible the

examination begins at the designated slot starl time NEVER start an

examination earlier t1'tan the scheduled start time

6.3. Distributionofroughshect,is

bc distrjbuted to candidates on requcst b,v the invigilalorsI{ougt
belbre

I'agc l8 of25
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B

C

D

E

6.4

llequest all candidates to \lritc their names and enrolmcnt numben on the rough

sheets provides 10 thcm.
Candidate/s shall not be allowed to exchange hisl'her rough shect with any other

candidate/s and that such case,/s shall bc deemed as cheatlng.

Make sure that thc candidale/s do not copy do$r the question'/s of the

exaunination into the rough sheet,/s plovided to them
Ail rough sheets provided to candidates should bc collected by invigilator before

candidate leavcs examination hall.

B

Anrounccmcnls to be madc at thc stan ol eirch examination

6.5. Starl thc cxamination

lnstructions related to thc cxamination are displa,ved to all Candjclarcs belore
the stafi of cxamination on lhe wortstation screel Candidates arc expected 10

rcad them belore start of thc examination l'amiliarisc themselves lvith
inlbrmation and instructions.
A concisc version of lhe eramilration announcenenls still bc read oLll by lhe

cxanination invigilator at the start ofeach examinatjon (AnncxLlre 1)

Al1er all the candidates have setlled down arld arlnouncements have been madc
you rnay fornrally sta the examination at desiglated slot stafi time by
instructing candidates to click on start exaninatior. At tllis slage the

examinatioi shall tbln'lally start.
Collect all examir'lation materials (if you lind any) 1'rom empty desks

immedialely aller the cxamination has started.
Never stafi an examination earlier than the starl time than the designaled

examilation tirne sl()1.

In thc unlikel)'evenl of a major IT syslems thilure at the Tesl centrc on the dav

of the exaninalion, eraminalion may hal'o to be postponed. 'fhe Invigilalor
aiier getting confirmation lio NCIM may irform candidates about
postponemcnt of examination.
In such casc/s NCFM llill arange to reschedulc examinalion at the earliest

opponunity nnd inform a1l candidales and concerned invigiiators ofthe revised

date and time.
CaDdidatcs are required 1() sit only on the designatcd seat allocaled to him *ithin
the'lest A.rea. They u,ill need to display their Admit Card on the desk at al1

times read-y for checking during the examillaliol].
The lnvigilator alolg rvith Il Support Co-oldinator andlor systenr administlator
should be on hand at the sta ol the on-line examination to assist $ith any

emergiig technical problems and/or candidates who md-l- have problems

logging-ir.
Iftechoical problems persist it ua-v be necessaI,v to move a candidate 10 another

PC desk. There will be a fe\\ spale urallocated computem located i1l the l-cst

Area to miligatc
the exanlna to n'lovc the candidatc(s) lacing technical problerns

B

C

D

E

F

G

to one of

otential risk that not all PCs *ill bc \rcrkiug on thc da1 o1'

s instead
z

IJ

l6t"t^w
l
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7.2 Candidate queries

II a candidate/s recluests for a.n extra rough sheel for doing rough work, make

sure to keep the previous rough sheet in your custody before handing out a new

rough sheet
Do NOT assist cantlidates with any queries related 10 examination question

In an unlikely evcnt thal a candiclate/s n1entions part;cular question or t\'"o \\'hich

helshc thinks contain erors. Ilc/she shoulclleavc the questioi un-atlemptcd aDd

nlcnlio11 the correct ansuer according to him. in the back_lLp sheel'l hc back-

up sheet shouki be forrv:rded fbr verificatioD to NSL Acadeny at the cnrail lD
prcvided for communicdtion.

7.3. Usage of calculators

A. Candidates are pe nitted to use calculators during NCFM examinatiol

B. Calculators should be silent {'hile opented, and may be simple, scienliltc or

hnancial (depending upon NCFM module)

C. Calculatois ivhich do not fall withil these specificalions should be coltfiscaled

until the end of lhe examiDation. The use of non-approved calculators is a

suspecled breach of regulations.
D. tf calculators are being used by the candidates ploase ensure tllat all detachable

Iids are removed ftonithe calculatol itself and placed on the examination loom

floor visible to the invigilator.
E. Candidales may be pennitted to use the calculator available in his/her computer'

F. Altemativeiy candidate may also use Opel1 Ofhce lbr computation purpose

only.

7. During the eramination
'1.1. Filling in the Examination Attendance Sheet

A. Invigilator shall ensurc that all Caldidate/s appealing for the examinatiorl

possiss valid ID proof verified againsl the candidate details

B

C

A. Immodialelytermirate
exarlinirtion and
nrark sheetl

the c\amination of such candidate by clicking on Lnd

himlher tiom cxamination hall $ithout providing any

(
z t'r

U^ilg,t
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'l .4 Malpractice

7.4.1. Ifyou suspect that malpractice has occurred, first:

A. obsewe carefltlly and discreetly the candidate(s) concemed

B. wam the candjdate involved in the malpractice that his'41er examination shail

be terminated and he/she shall be expelled from examination hall

7.4.2. Ifyou are convinced &at malpractice has occrmed, dren:

''.lhr I :
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B

C

confiscate any unautllorized material and the existing prohibiled instruments

rhrt rh< crnJiurlc 't c,uglrt ca|rr irrg

inform NSE Acaderny at tfic email ID provided 1br commrLrucatron'

7 5. Fire Alarm
A. Note down tlle exact time ofincident'
B. A""o,rpooy 

"andidates 
out ofthe bujlding, using the emergency exits.

i. ri 
"ir".*.a-"es 

pelmit, take the Exarnination Aflendance sheet and check that

all candiclates who were prcsent during examination have left the premises'

D. Maintain silence as far as possible. and iNtruct candidates nol to discuss the

content of the exa lination
E. Ifitis declared safe to do so, instruct the candidates to relum lo Test Alea Re-

check the candjdales with Attendance sheet, and allow appropdate extn time

for the examinalion

7.6. Mobile phones

A. Candidates shotlld be inJormed lhxt lhe) mu<r enslrre lndr lheir mobi'e phone is

kept in switched off mode in the designated safe area outside dle Test

Centre/Area.
B. Ifwhilst the examination is in progrcss candidate/s are caught in pr'ssession of

a mobile phone they will Le surnmaril] rejected Iiom re-entering the

examination .oo- uod th"i, examination including the outcome shall be

telminated.

8. At the end oferamination

A. When a candidate has answlrred all the questions and s/hc js.satislled.that they

have completed the cxaminalion thev mr\ end the e\anllnlhon bl cllclung on

iubmit Papcr. Candidate may cli;k o; 'submit answer paper' to confinn

sLLbmission of examination.

B. ODce the examjnation is ovel scorecald displaying rcsult ofthe examination rvill

appear on the scree11.

C. in'tle unlikely event that a canditlate expe ences teclxical-ploblems whilst
' 

."t.ri,i"g n;.iher exiunination invigilatoimay arrange to call suppott team oI

NAL as per the escalirtion Matrix given belor'
D. The canilldates may be requested io submit onlinc feedback fonn befole they

logged out oftheir caudidaie portal after completing NCIM examination'

g. ptEis. ensure that all canclidate,/s lTave been logged oLtt oftheir calldidate portal

beforc they leave the examination room

F. Nhen you are satisfied that you have collectod all the appropriate cxaminaiion
' 

,""i".ili i""fraing hall tickct and rc'ogh shects etc ' frorn fi( cand idate. s \vho has

.rii.ii,tlio. y truirittecl l'tis/her ex'rmination, \ou ma) allou the candidale/ s to

1ear,e examination room.

z
(-'
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9. Annexures

^nnexurc 
l- lnstructions to Candidatcs

(Rcad aloud bclirre crnlrnenccnalrt of cxaurination)

Caldidates arc adviscd to keep irll PeNonal belongings such as Mobilc Phoncs.
gadgets etc. in a sB,ilched offmodc in the locker loom.
Al'ter logging i11, the instructioDs shall be displayed on the screen. Candidatc
shall rcad thc instuctions carelully atd click on staft examination to appear fur
exarrination.
Candidate shall sLrbmil irl1 paper-s including rough shects and admit card u'ith
rhe invigilator belbre leaving thc Test Cenlre.
Resulls willbe declarcd by the syslem itselforce the student clicks the 'Sub it'
button after the Examinalion is complctcd. ln case the examination duration is
elapsed d1e system u,ill trcat the answer sheel as submitted and auto-display the

l esult on the screen.

l-or any cluery, yorL should raisc your hand & lhe itlvigilator shall come to your

allotted seat.

You are Dot allol\'cd to talk kr aDy candidate/s or movc out ofyour allotled seat

unless g(anted pcrmission by the invigilator'.
Please keep your admit car'd on desk anclin clcar vie* at all times.
Opetl Office Spreadsheet ,/ Flxcel will be prorided as per Read-v Rcckoner of
NCIrM lllodul,rs.

Anneaur€ 2 -

'rPolicy on Unfair Means, Cheating, Forgery, Impersonation' etc.rr

lne lollouing act . (hirll be deemed a. usc ol Unf.rir Mean.:

Gaining access to test questions before the examination or aiding someone else

do so.

Commuiicating with and / or disturbing other candidales or consulting other
persons insidc/outside the examination room du ig the examination.
flsing an unauthorized calculator or olher mechanical/electtonic aid, \\hich is

not pennitted.
Having access to or being in possession ofbooks, cor'lsulting notes. l,vped shccts

or any other male al connccted or not comtccted $'ith the examination.
Carrying and/or using the electronic/photogr.phic/comrnunication devices/

equipment's that are prolibited during the examinations iicluding but no1

linlited to mobile phones, laptops. tablel PCs, camcras. headphones, pcn- drives-
Blreloolh de!ices etc.

moving ou1 of "vour 
allotted seat at the tcst oenter. 1br any roason whatsoever,

without the conscnt ofthe in!igilator.

4

L
to

2.

4

5

6

7. Ihreatcrling
nisbcha
thc co

cally or vclbally abusing or indulging in any kind of
lator ,/ fellow candidatcs or any persor conoccted lrith
on eithcr irsidc or outsicle the examination hall

Pagc 22 ()1 25

[^i,ul..'m

1

5.

6.

'7.

8.

,,\

.,.i

t) .)

l\4umbai

l9ryr



8

9

Using abusive ()1 obscenc language/signs/synbols through anl mcans witiin
the pr-emises ol1he Test Cenlre-
Cop)ing, disclosjng, publishirg. reproducing, transmitting. sto ng, or

t'acilitating transmissioi. thcft and storagc (]1 1he contcnts oI tlic Question
bank'con csponding atNrvcrs of NCFN4 Ce ification Eramination or any

infonnation thereirr h u,hole or pan thereofin any lbrm or by an.v means. verbal

or written (c.g.: smuggling rough sheet out ofexan]ination ha11). clecuonicalll
or rrcchanically tbr an-v purpose. Such actjvitics shall be deemed as qucstion

hank the1i.

Unproitssional,/rntuly behavior towards dle inligilator'itcst administrator

and/or pcstering the invigilator for issues illcluding bu1 not limited to extra time

allotmenl, alloqing to sil for exam in absencc ofnecessar-y id pl ooti,i documenls

etc. ever ifthc invigilalor has withheld thc requesl at 1'lrst inslancc

Car: ying/consuming food. tobiicco producls andlor alcoholictnon-alooholic
bcverages etc. cxcluding drinking uater or cntering thc'lest Cenffe in an

irleb ated/intoxicated slate inside lhe e\arninalion hall.
Using or being in posscssion oI any kjnd of weapors/scissor/knifc ctc. inside

d1e cxaorination hrll.

t0

1t

12

2

5

6

1

8

The lbllo\ring actis shall bc clcerned as Chcating. Impersonation and lorgcl

10

arrilablc ui cademv T.td

Receiving or giving assistancc to lhe lello\\'candidatels dircctly or indirectl-v or
lnvolved in cop,ving in ally lbm including but not limited to looking into irly
other $olkstation diilerert from the allotted one dudng the course ofthe exam

etc.
Attcmpting to receive or receiving ant- assislance l'l-om oulside jn any manneL

Indulging in group copying,/nraking sounds/unsolicited gcstures to lint at

ansrrers etc. durine the couse olthe exalninatjon.
Arranging to have another person takc an examination lbr the candidale or

appearing for examination lor anothcr candidale.
Allo$ing/Making sonebody clse to \\'ritclsubmit Allslvers oi behalf of the

candidatc during exanination.
Helping or receiving hclfr liom othcr candidatc/s for imporsonalion.

Pintially or conpletel,v signing Attcndance shcct on sonlcbody else's bclull or

having somebod"r elsc sign lhe attendance shcct on his/lrcr behalf
Mol,ing ou1 onto another candidate's workstation without thc consent/

pcrrrission of the invigilator/Test administralor during thc course of
cxamination-
Al1y document/information or Part lhereof related to NCFN'I Cerlification

llxamimrtions jncluding but not limited to iclentity proof of candidate,'s, ,Adlnlt

Card/Hall l-icket- scolc card etc.

is altcred usi11g an-v of the methods of tbrgery including bul not Iimited to

handu,ritiig. printing, cngrrring, typewriting etc. and/or such

document,/jnformation is produced wjth the iilent to deiiaud.

-\11) document/infonnation or part thereof pcltaining to NCFM Celtlfication
Lxaminatiois including bul not limiled to idenlity proof of oandidatc,/s, Admit

Carcl/Hall Tlcket. score card e1c. NCFMS male ally dilGrent from the records

ll
/ tvumoai )
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t2

Any document/information or parl thercofprovided bythe Candidirte in relatioo

lo NCFM Certilicalion Examjnations is lbund to bc false or misreprescnted bv

the Candidale/s.
Any otler act which is similar-in natue and may be deemcd as an ac1 of forgcry
by NSE Academy Ltd.

I1'fie samc candidate/s is caught guilt,v ol any ofabovc acts, the invigilator shall

erpcl such Candidate/s f'rom thc exarnination hall imrnediately and examinadon

ol such candidiltc/s. I he oandidate,ls shall be debirrred t'rom appearing liom an,Y.

some oI all of NCFNI Certitication Examinatiot'is for a period of 6 months or

rnorc. In these circumstances. the claitns for relund of fccs shall not bc

crltcrtained by NS[ Acadcm]. Ltd.

Anlexurc- 3: Chccklist GLride lo Invigilation

'lhe follor'ving activities are included i1] this Guide to illvigilatjon as a check]ist to
support stafl acting as examinalion invigilatoN to enable them to fullil the role

consistently and offectively. :

1. Bc present at Tesl Ceitre on the day ofexdmination at least 30 minLLtes p orto
the designated slo1 start time ofthe examination.

2. Check lhat all the PCs as rcquired for examination are switched on.

3. Tholoughly verify eaoh caididate/s proof of identity. ln case/s oI any

disorepancy summa ly r,ri cct the candidate tiom entering the exaDlination room

lo appear for examinatioD.
4. Admit candidates and remind them thirl they are undcr examination conditions

until they leave at dre end ofthe exam

5. Read oul candidates irlstluctions (Annexule-1)
6. Start the examination promptly at the designated slot start time i.e. whe[ you

tell candidates to click on start examination (never start an exam early)

7. DO NOT allow any caididatc iltto the examination room dller 30 minutes from
the designated slot stafi time.

8. Do a headcount ofall candidates in venue (should be same tolal as those present

on test schedule/attendance sheet)
9. lnvigilate the examination by walkng quietty and inconspicuously arourd the

room, pausing to obsene the candidates from difl'erent aspects ofthe roorn (e.9.

front, back,) do oot stay in anv ono spol 1br loo long or stand too close 1o

candidates to be able to read their' \\'ork.
10. DO NOT talk or rvhisper to other invigiiatorslcandidates in the room unless

exan, related queries
l. I ook u.rl lo" carrdidale5 needlng a..i.t.rnce

12. DO NO'l- help candidates with the question paper (i.e do not clarify/erplain
text) or provide exanlination matelials to candidates

13. Any etors on the questioll papei should be reported to NCFM HO with the

backup shcct.
I 4. Collect al L appropriate exam materials (admit cards, rough s heets etc. ) at the end

ofexaminalion before allou'i11g a carldidate to leave examination area.
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Annexure-rl:

Annexure-5:

Lscalirtioll Matrix lor N(lF\1 tcsl ccnter''/ e)ialniiations relatcd qucries

NCFM Hetp Desk

Levcl -1 011-'19393015

Basccl on the lcquircment olJagamath International \4anagement School students shal1

ffi;; f. ,lrJ;"i"." menticired modules aoross thc duation of drcir coure Thc

"."-ii*i", "f the saicl modules \\'ill be conducted at Jagnnnath lnte ational

Management School . Kalku Jj, Neu'Delhi'

Level -2

I-erel l

Kunal Tyagi 01 1-49393032/991 1037288

Abhishek Dave 01 1 -49393023/95658 1 3387

NAM]' OF THE MODU LESSN
eModulbncialN1a MarketsFI

flommercial Ilankin ln India -A ers Nlodtlle
2

ital Nlarket Dcalers \lodule(l
dutN,lSaDeetl ati MarkctI)

SotlsI
cluloMAdvanccdundl,utLralNl6

,\-NSE- I)ebt \'furkct1- l lvll\4 t)'7

Fundamental r\nal8

Technical Antrl9

lntcrest late dcrivatives - A Be llnels'Modulc10

Wcalth11

Valuation ond NlodclFinancial12

In\,estment Anal o Manaandt3
ons \'lodulcNSDL sit14
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TIME TABLE
(VAC)

 



Time Table Committee 1 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00

M
on

da
y

Mentoring

Mentoring

Mentoring

Jagannath International Management School
MOR, Pocket-105, Kalkaji, New Delhi-110019

(Affiliated to Guru Gobind Singh Indraprastha University and Approved under Section 2(f) of UGC Act 1956)
Accredited by National Assessment and Accreditation Council (NAAC)

Timings
Days

B.Com.(H)
I-M (S1)

FA
Mr. Aastha

MP & OB
Dr. Surbhi

B

R

E

A

K

QT
Mr. Umesh

IT Lab G-1
Dr. Prashant

EM 
Ms. Kanika

B

R

E

A

K

B

R

E

A

K

BBA
I-(M) (S2)

BM 
Ms. Pooja

EM 
Ms. Arti V

LS & PD
Dr. Vandana

FA & A
Ms. Sangeeta

BM 
Ms. Pooja

IT
Ms. Dolly

B.Com.(H)
I-E (S1)

EL&BC
Ms. Surbhi

IT Lab G-1
Dr. Prashant

FA
Mr. Aastha

MP & OB
Dr. Surbhi

QT 
Mr. Umesh

EM 
Dr. RuchiS

BBA
I-(E) (S2)

MP & OB
Dr. Vandana

FA & A
Ms. Sangeeta

BM 
Dr. Prabal

IT Lab G-1
Ms. Dolly

BE 
Ms. Payal

B.Com.(H)
III-M (S3)

CA
Mr. Kartik

FMI
Dr. Ekta

NCFM(VAC)
Ms. Kanika

EM 
Ms. Chanika

BR
Dr. Jasleen

RM Lab G-1
Dr. Shweta

BBA
III-(M) (S4)

MM
Dr. Jasleen

HRM
Dr. Preeti

BL
Dr. Shweta

BRM Lab G-1
Dr. Shivani

MA
Ms. Aastha

NCFM
Ms. Kanika

BRM Lab G-2
Dr. Shivani

B.Com.(H)
III-E (S3)

Acct Lab G-1
Ms. Chanika

CA
Mr. Kartik

FMI
Dr. Ekta

EM
Ms. Arti V

CL
Dr. Surbhi

BR
Dr. Jasleen

BBA
III-(E) (S4)

MM
Ms. Jasleen

BRM Lab G-1
Dr. Shivani

BRM Lab G-2
Dr. Shivani

BRM
Ms. Sangeeta

HRM
Dr. Preeti

BL
Dr. Shweta

MM
Ms. Jasleen

B.Com(H)
V-(M) (F1)

CT
Dr. Priyanka

SMM (VAC)
Dr. Gurmeet

BE
Ms. Pooja

IB
Dr. Pallavi

BBA
V-(M) (F2)

GST
Mr. Kartik

ISM 
Dr. Prabal

ISM Lab G-1
Ms. Dolly

MA
Ms. ArtiV

&
FM 

Ms. Chanika

B.Com(H)
V-(E) (F1)

IB
Ms. Chanika

BO
Dr. Niti

CT
Dr. Priyanka

BBA
V-(E) (F2)

MA
Ms. ArtiV

&
FM 

Ms. Chanika

SMM (VAC)
Dr. Gurmeet

ISM 
Dr. Prabal

BPS
Ms. Surbhi



Time Table Committee 2 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00Timings

Days

Tu
es

da
y

B.Com.(H)
I-M (S1)

EM 
Ms. Kanika

QT
Mr. Umesh

B

R

E

A

K

FA
Mr. Aastha

IT Lab G-2
Dr. Prashant

ME
Dr. NikhitaD

B

R

E

A

K

B

R

E

A

K

BBA
I-(M) (S2)

MP & OB
Dr. ruchiS

IT Lab G-1
Ms. Dolly

IT Lab G-2
Ms. Dolly

FA & A
Ms. Sangeeta

BE 
Ms. Payal

B.Com.(H)
I-E (S1)

QT 
Mr. Umesh

IT Lab G-2
Dr. Prashant

ME
Dr. NikhitaD

LS & PD(VAC)
Ms. Sakshi

FA
Mr. Aastha

BBA
I-(E) (S2)

BE 
Ms. Payal

BM 
Dr. Prabal

MP & OB
Dr. Vandana

IT
Ms. Dolly

FA & A
Ms. Sangeeta

B.Com.(H)
III-M (S3)

GD & IS
Dr. Preeti

CL
Dr. Surbhi

Acct Lab G-1
Ms. Chanika

FMI
Dr. Ekta

BR
Dr. Jasleen

CA
Mr. Kartik

BBA
III-(M) (S4)

POM
Dr. Ekta

MM
Dr. Jasleen

ES
Ms. Payal

MA
Ms. Aastha

BRM Lab G-1
Dr. Shivani

HRM
Dr. Preeti

BRM
Dr. Shivani

B.Com.(H)
III-E (S3)

Acct Lab G-2
Ms. Chanika

RM Lab G-1
Dr. Shivani

Q/P
Dr. Shweta

GD & IS
Dr. Vandana

EM
Ms. Arti V

FMI
Dr. Ekta

BBA
III-(E) (S4)

BRM Lab G-2
Dr. Shivani

NCFM
Ms. Kanika

MA
Ms. Sakshi

NCFM
Ms. Kanika

POM
Dr. Ekta

ES
Ms. Sakshi

MM
Ms. Jasleen

B.Com(H)
V-(M) (F1)

BO
Dr. Niti

IB
Dr. Pallavi

CT
Dr. Priyanka

BE
Ms. Pooja

BBA
V-(M) (F2)

ISM 
Dr. Prabal

ISM Lab G-2
Ms. Dolly

BPS
Ms. Surbhi

MA
Ms. ArtiV

&
FM 

Ms. Chanika

B.Com(H)
V-(E) (F1)

BO
Dr. Niti

SMM (VAC)
Dr. Gurmeet

BE
Ms. Pooja

CT
Dr. Priyanka

BBA
V-(E) (F2)

MA
Ms. ArtiV

&
FM 

Ms. Chanika

BPS
Ms. Surbhi

ISM Lab G-1
Ms. Dolly

ISM 
Dr. Prabal



Time Table Committee 3 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00Timings

Days

W
ed

ne
sd

ay

Mentoring

Yoga & Wellness

Yoga & Wellness

Mentoring

Mentoring

B.Com.(H)
I-M (S1)

ME
Dr. NikhitaD

Q/P
Ms. Dolly

B

R

E

A

K

FA
Ms. Aastha

IT Lab G-1
Dr. Prashant

Yoga 
& 

Wellness

B

R

E

A

K

LS & PD(VAC)
Ms. Sakshi

B

R

E

A

K

BBA
I-(M) (S2)

MP & OB
Dr. ruchiS

LS & PD
Dr. Vandana

Q/P
Ms. Sakshi

BE 
Ms. Payal

Yoga 
& 

Wellness
BM 

Ms. Pooja

B.Com.(H)
I-E (S1)

FA
Ms. Aastha

IT Lab G-1
Dr. Prashant

ME
Dr. NikhitaD

Q/P
Ms. Arti

Yoga 
& 

Wellness
QT 

Mr. Umesh

BBA
I-(E) (S2)

LS & PD
Dr. Vandana

Q/P
Ms. Dolly

MP & OB
Dr. Vandana

BE 
Ms. Payal

Yoga 
& 

Wellness
IT Lab G-1
Ms. Dolly

B.Com.(H)
III-M (S3)

CA
Mr. Kartik

CL
Dr. Surbhi

Acct Lab G-2
Ms. Chanika

FMI
Dr. Ekta

CA
Mr. Kartik

BBA
III-(M) (S4)

HRM
Dr. Preeti

ES
Ms. Payal

BRM Lab G-2
Dr. Shivani

POM
Dr. Ekta

NCFM
Ms. Kanika

BL
Dr. Shweta

B.Com.(H)
III-E (S3)

Acct Lab G-1
Ms. Chanika

CA
Mr. Kartik

RM Lab G-2
Dr. Shivani

FMI
Dr. Ekta

CL
Dr. Surbhi

Yoga 
& 

Wellness
NCFM(VAC)
Ms. Kanika

BBA
III-(E) (S4)

ES
Ms. Sakshi

POM
Dr. Ekta

BL
Dr. Shweta

Q/P
Ms. Aastha

HRM
Dr. Preeti

Yoga 
& 

Wellness
MA

Ms. Sakshi

B.Com(H)
V-(M) (F1)

BO
Dr. Niti

CT
Dr. Priyanka

BE
Ms. Pooja

Yoga 
& 

Wellness

BBA
V-(M) (F2)

BPS
Ms. SurbhiA

GST
Mr. Kartik

Q/P
Dr. Jasleen

MA
Ms. ArtiV

&
FM 

Ms. Chanika

B.Com(H)
V-(E) (F1)

BO
Dr. Niti

IB
Dr. Pallavi

CT
Dr. Priyanka

BE
Ms. Pooja

Yoga 
& 

Wellness

BBA
V-(E) (F2)

MA
Ms. ArtiV

&
FM 

Ms. Chanika

ISM Lab G-2
Ms. Dolly

Q/P
Mr. Kartik

GST
Mr. Kartik

SMM (VAC)
Dr. Gurmeet

Yoga 
& 

Wellness



Time Table Committee 4 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00Timings

Days

Th
ur

sd
ay

Mentoring

 

Mentoring

B.Com.(H)
I-M (S1)

ME
Dr. NikhitaD

MP & OB
Dr. Surbhi

B

R

E

A

K

QT
Mr. Umesh

FA
Mr. Aastha

IT Lab G-2
Dr. Prashant

B

R

E

A

K

EL&BC
Ms. Surbhi

B

R

E

A

K

BBA
I-(M) (S2)

MP & OB
Dr. ruchiS

IT
Ms. Dolly

BE 
Ms. Payal

FA & A
Ms. Sangeeta

EM 
Ms. Arti V

B.Com.(H)
I-E (S1)

ME
Dr. NikhitaD

EL&BC
Ms. Surbhi

MP & OB
Dr. Surbhi

IT Lab G-2
Dr. Prashant

FA
Mr. Aastha

BBA
I-(E) (S2)

BM 
Dr. Prabal

LS & PD
Dr. Vandana

EM 
Ms. Arti V

FA & A
Ms. Sangeeta

IT
Ms. Dolly

B.Com.(H)
III-M (S3)

CL
Dr. Surbhi

BR
Dr. Jasleen

RM Lab G-2
Dr. Shweta

Acct Lab G-1
Ms. Chanika

NCFM(VAC)
Ms. Kanika

EM 
Ms. Chanika

BBA
III-(M) (S4)

BL
Dr. Shweta

MM
Dr. Jasleen

MA
Ms. Aastha

ES
Ms. Payal

POM
Dr. Ekta

Q/P
Dr. Ekta

BRM
Dr. Shivani

B.Com.(H)
III-E (S3)

BR
Dr. Jasleen

RM Lab G-2
Dr. Shivani

CA
Mr. Kartik

CL
Dr. Surbhi

GD & IS
Dr. Vandana

NCFM(VAC)
Ms. Kanika

BBA
III-(E) (S4)

BL
Dr. Shweta

HRM
Dr. Preeti

BRM Lab G-1
Dr. Shivani

POM
Dr. Ekta

BRM
Ms. Sangeeta

MA
Ms. Sakshi

ES
Ms. Sakshi

B.Com(H)
V-(M) (F1)

BO
Dr. Niti

BE
Ms. Pooja

IB
Dr. Pallavi

SMM (VAC)
Dr. Gurmeet

BBA
V-(M) (F2)

SMM (VAC)
Dr. Gurmeet

ISM
Dr. Prabal

SMM (VAC)
Dr. Gurmeet

ISM Lab G-1
Dr. Prabal

B.Com(H)
V-(E) (F1)

BE
Ms. Pooja

IB
Dr. Pallavi

BO
Dr. Niti

Q/P
Ms. Pooja

BBA
V-(E) (F2)

BPS
Ms. Surbhi

ISM Lab G-1
Ms. Dolly

GST
Mr. Kartik



Time Table Committee 5 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00Timings

Days

Fr
id

ay

Mentoring

Mentoring

Mentoring

Mentoring

B.Com.(H)
I-M (S1)

EL&BC
Ms. Surbhi

QT 
Mr. Umesh

B

R

E

A

K

ME
Dr. NikhitaD

IT Lab G-1
Dr. Prashant

IT Lab G-2
Dr. Prashant

B

R

E

A

K

LS & PD(VAC)
Ms. Sakshi

B

R

E

A

K

BBA
I-(M) (S2)

MP & OB
Dr. ruchiS

BM 
Ms. Pooja

FA & A
Ms. Sangeeta

BE 
Ms. Payal

IT
Ms. Dolly

B.Com.(H)
I-E (S1)

LS & PD(VAC)
Ms. Sakshi

QT 
Mr. Umesh

IT Lab G-1
Dr. Prashant

IT Lab G-2
Dr. Prashant

ME
Dr. NikhitaD

EM 
Dr. RuchiS

BBA
I-(E) (S2)

BM 
Ms. Pooja

FA & A
Ms. Sangeeta

IT
Ms. Dolly

EM 
Ms. Arti V

MP & OB
Dr. Vandana

BE 
Ms. Payal

B.Com.(H)
III-M (S3)

FMI
Dr. Ekta

GD & IS
Dr. Preeti

RM Lab G-1
Dr. Shweta

Acct Lab G-2
Ms. Chanika

Q/P
Dr. Surbhi

RM Lab G-2
Dr. Shweta

CL
Dr. Surbhi

BBA
III-(M) (S4)

MA
Ms. Aastha

MM
Dr. Jasleen

BRM
Dr. Shivani

HRM
Dr. Preeti

ES
Ms. Payal

BL
Dr. Shweta

B.Com.(H)
III-E (S3)

CA
Mr. Kartik

RM Lab G-1
Dr. Shivani

Acct Lab G-2
Ms. Chanika

BR
Dr. Jasleen

FMI
Dr. Ekta

CL
Dr. Surbhi

BBA
III-(E) (S4)

ES
Ms. Sakshi

MM
Ms. Jasleen

MA
Ms. Sakshi

HRM
Dr. Preeti

BL
Dr. Shweta

BRM
Ms. Sangeeta

B.Com(H)
V-(M) (F1)

IB
Dr. Pallavi

CT
Dr. Priyanka

BO
Dr. Niti

Q/P
Dr. Pallavi

BBA
V-(M) (F2)

GST
Mr. Kartik

ISM Lab G-2
Dr. Prabal

BPS
Ms. Surbhi

MA
Ms. Arti V

&
FM 

Ms. Chanika

B.Com(H)
V-(E) (F1)

IB
Dr. Pallavi

BE
Ms. Pooja

SMM (VAC)
Dr. Gurmeet

CT
Dr. Priyanka

BBA
V-(E) (F2)

MA
Ms. Arti V

&
FM 

Ms. Chanika

GST
Mr. Kartik

ISM Lab G-2
Ms. Dolly

ISM
Dr. Prabal



Time Table Committee 6 Dr. Prashant Kumar
HOD

BBA & B.Com.(H) Master Time Table ODD 2024
Shift 08:10-09:05 09:05 - 10:00 10:00 - 10:15 10:15-11:10 11:10 - 12:05 12:05 - 13:00 13:00-13:10 13:10 - 14:05 14:05 - 15:00 15:00 - 15:55 15:55-16:10 16:10 - 17:05 17:05-18:00Timings

Days

Faculty Name Monday Tuesday Wednesday Thursday Friday Actual Work TT

Dr. Prashant Kumar 2 2 2 2 4 12

Dr. Ruchi Srivastava 1 1 1 1 2 6

Dr. Niti Saxena 1 2 2 2 1 8

Ms. Chanika Goel 5 4 4 2 4 19

Dr. Pallavi Ahuja 1 1 1 2 3 8

Dr. Ekta Kasana 2 4 4 3 2 15

Ms. Aastha Behl 3 3 3 3 1 13

Mr. Kartik Dayal 3 1 6 2 3 15

Ms. Dolly 3 5 4 3 3 18

Dr. Preeti Singh 2 2 2 1 3 10

Ms. Arti Vaish 1 0 -1 2 2 4

Dr. Shivani Sharma 4 4 2 3 2 15

Ms. Surbhi Ahuja 2 2 1 3 2 10

Dr. Surbhi Gosain 3 1 2 4 3 13

Dr. Jasleen Rana 5 3 1 3 3 15

Ms. Kanika Parashar 3 3 2 2 0 10

Ms. Pooja Bisht 3 2 3 3 3 14

Ms. Shweta Khandelwal 3 1 2 3 4 13

Ms. Sakshi Singh 0 3 4 2 4 13

Dr. Vandana Gupta 2 2 3 2 1 10

Ms. Sangeeta Sharma 3 2 0 3 3 11

Dr. Prabal Chakraborty 3 3 0 3 2 11

Ms. Payal Sharma 1 3 3 2 3 12

Dr. Priyanka Ahluwalia 2 2 2 0 2 8

Ms. Nikhita Dhawan 0 2 2 2 2 8

Mr. Umesh Kumar Gupta 2 2 1 1 2 8

Ms. Gurmeet Sodhi 2 1 1 3 1 8

Total 307



RESOURCE PERSON



LIST OF RESOURCE PERSON FOR VALUE ADDED COURSES

S.No. Name of the course Name of resource
person

1 Life Skills & Personality Development Dr. Jyoti Kukreja

2 NCFM Financial Markets: A Beginner’s Module Dr. Deeksha Arora

3 Social Media Marketing Dr. Ruchi Singhal



DR. JYOTI KUKREJA
9911673783

Jyoti.kukreja9@gmail.com

Career Summary

A communication  coach par  excellence,  associated  as  an  Assistant  Professor  with  Jagannath  International

Management School (JIMS), Kalkaji (PGDM), New Delhi is sought after as a reviewer and an author with

journals of international and national repute SCOPUS INDEXED including Emerald, Sage and IGI Global

publishers. Am an invited Speaker for sessions on research insights and technical tools for development of their

research acumen.

A professionally committed person with meticulous eye  is  a  UGC- JRF & NET (2009) qualified.  A Post
Graduate in Business Management with specialization in Human Resources and a Graduate in English
Literature from Daulat Ram College, Delhi University with  Thirteen years of rich expertise in higher

education industry published a Book and more than 50 research papers and chapters in Scopus Indexed Journals

and Books. Trained more than 15000+ candidates and appreciated for excellent Research Paper Presentations at

various IIMs (Kashipur, Indore, Raipur, etc.) I have worked as a Sales Manager serving clientele namely Coca-

Cola, Nestle, Procter and Gamble and a lead Trainer of English & Personality Development at British School of

Language (BSL). Brand Ambassador of JIMS Kalkaji for its flagship programme of PGDM and PGDM (IB) is

most valued for her innovative teaching and inspirational skills and as a motivational speaker and a natural

global accent. 

Professional Qualification–

 Doctorate in Management   from USMS, GGSIPU 

 UGC- JRF & NET   Qualified [December, 2009]

 M.B.A.   (Full Time) [2007-09] with specialization in Human Resources and Finance from University School 

of Management Studies (USMS), (Main Campus), Guru Gobind Singh Indraprastha University, Secured 72.04%

 Graduation  : English (Hons.) (Regular) [2002-05] from Daulatram College, Delhi University

 Senior secondary  : Third Rank in Batch- Commerce Stream from Mata Jai Kaur Public School, Ashok 

Vihar, New Delhi {Secured 85.6 %}

      Professional Assignments:



 Conducting sessions on Personality Development

 Brochure designing

 Author and Reviewer with Emerald, Sage and IGI Global 

 Training Needs Analysis of the learners

 Conducting Corporate Placement Training Sessions

 Psychological testing 

 Content development skills

 Guidance on overcoming communication challenges

 Imparting effective verbal and non-verbal communication skills

 Behavioral skills training

 Communication Coach / Audit

 Enthusing customer-centric approach via listening skills

 Eliminating grammatical errors

 Analyzing and equipping leadership traits to mentees

Work   Experience -

COLLEGE/
COMPANY  NAME

LOCATION DESIGNATION DURATION JOB PROFILE

Jagannath
International

Management School

(PGDM)

Kalkaji, 
Delhi

Assistant 
Professor

July 2014-Till 
Date

Imparting  lectures  on:
Business Communication;
Personality  Development,
Inter  Personal  Dynamics
(IPD),  Leadership  and
Team  building  in
Organizations  (LTO)  for
PGDM students. 

Jagan Institute
Of

Management
Studies

Rohini, Delhi Assistant 
Professor

October 2010-
January 2014

Imparting  lectures  on:
Business Communication;
Personality  Development;
Organization  Behavior;
Sales Management

Gitarattan
International

Business
Rohini, Delhi Assistant 

Professor
August 2010-
Septmber 

Delivering  lectures  on
management subjects



School 2010
Softdot hi-tech
Education &

Training
Institute

Pitampura, 
Delhi

Lecturer-  
Management

August 2009-
June 2010

Imparting  lectures  on
various  management
subjects 

British school
Of

Language
Rajendra 
Place, Delhi

Trainer
(English faculty)

May 2008-
July 2008

Imparting  lectures  and
conducting  GDs  and
Mock Interviews

 
* Competencies: Communication, Anchoring, Analytical, Leadership and Presentation skills
 Authored answer key for subjects: Organizational Behavior, Technical Communication, and, Personality
Development and Communication Skills-I (streamlined to GGSIPU)

 Published and Presented several research papers in the array of functional disciplines of Management

Organizational Skills

 Emcee for various annual events at JIMS: Orientation; Panel Discussion, Seminar, Conferences

 Event-in-charge for the Quarterly conducted Intra-college event ‘Around the World’ 2012-2013

 Compered and Co-ordinated for various inter-college activities and Campus Pool Drives

Scholastic Achievements
 Won Second Prize in Paper Presentation Contest for the paper titled ‘Pivotal CRM: The Ultimate 

Icebreaker’, at ITS Ghaziabad, April 2011

 Won ‘Paper Presentation Contest’ in NIMS, (Netaji Institute of Management Sciences),  in 2011

 Awarded prize for III position in Class XII 

 Awarded for securing distinction in all the five subjects in Class X and XII   

Research Inclination: 
 ‘Change Management’ Project at Big Bazaar, Wazirpur
 ‘Training & Development in Travel Agencies’- A study of travel agencies in Delhi & NCR
 Secondary research on ‘What motivates talent in knowledge-driven economy’
 Exploratory research on ‘Learning Practices of Youth’
 Conclusive research on ‘Career-Shifts of the Working Women in Services Industry’
 Applied research on ‘The dimensions of diversity and its significance for business world’
 Analytical research on ‘The Effectiveness of Employer Branding’
 Causal research on ‘Employee Empowerment and Employee Engagement’
 Qualitative Research on ‘Turnover Intentions and Retention Strategies’



 Quasi-experimental research on ‘The pedagogy and learning and cognitive impact of trainees’

Technical Cognizance
 Well Acquainted with Computer Basics.
 Software’s known are MS Applications, Navision and SPSS 

 Strengths -   Research oriented, meticulous, high achievement-orientation, articulation, constructive feedback, 
perseverance, focus

 Hobbies -   Reading, listening to music, and surfing business related articles on internet.

Personal Details – 

 Date of Birth            : July 13, 1984
 Permanent Address : DU-50, First Floor, Pitampura, Delhi-110034
 Hand-phone No.      : 99116-737-83

Author Citation Index – 39 (Google Scholar)

PAPERS PUBLISHED
[TOTAL=53]

Popular Publications by Google Scholar Citations-39

1.   ‘Internal  Marketing:  a  prelude  or  an  outcome  of  Employee  Motivation?’,  BVIMSR Journal  of
Management Research, Vol. 9, No-1, Jan-April, 2017, pp. 54-59 (Google Scholar Citations-28)

2.  ‘Holacracy: The Next Generation Leadership in a VUCA World’ (2019) in International Journal of
Trend in Scientific Research and Development, 3, 6, pp. 37-47 (Google Scholar Citations-9)

3.  ‘Soft-computing Approach in Clinical Decision Support Systems’, (2022),  Deep Learning, Machine
Learning and IoT in Biomedical and Health Informatics, Taylor and Francis (Google Scholar Citations-
1)

4. Chapter  Publication:  ‘Cartoons  Cast  an  Eternal  Impact  on  Personalities:  Effects  of  Cartoons  on
Children’ submitted to ‘Handbook of Research on Children's Consumption of Digital Media’, 2018
(Google Scholar Citations-3)

5.  ‘Millennipreneurs’: The Emerging Paradigm to Sustainable Economic Development in India’ (2018) in
Amity Journal of Entrepreneurship, 3, 6, pp. 35-65  (Google Scholar Citations-2)

6.    ‘Emotional Labor for Customer Satisfaction’ (2013), Fortune Business Review, Journal of FIIB, 2, 2,
pp. 3-8 (Google Scholar Citations-2)

7.   ‘A Study of Employee Motivation as a Tool for Implementation of Internal Marketing.’ (2017), Amity
Business Review, Vol. 18, No. 1, January - June, 2017, pp. 92-103 (Google Scholar Citations-1)

https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:UebtZRa9Y70C
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:M3ejUd6NZC8C
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:qjMakFHDy7sC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:zYLM7Y9cAGgC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:zYLM7Y9cAGgC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:4TOpqqG69KYC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:Se3iqnhoufwC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:u5HHmVD_uO8C


8. Kukreja, J. (2020). Job satisfaction: An outcome of internal marketing and employee motivation. Test
Engineering and Management, 83, 9850–9855. https://www.scopus.com/inward/record.uri?eid=2- s2.0-
(Google Scholar Citations-3)

Recent Publications

9.  Online Book Chapter- Sage, London, ‘Digipreneurs: A Part of or Apart From Online Education?  ’  

(2024) Reshaping Entrepreneurial Education Within an Industry 4.0 Context IGI Global publishers

10. Online Book Chapter- Sage, London, ‘The Single Simplified Guide to Multiple Regression’ (2023),

Sage Research Methods: Business, London Ref:  Kukreja, J., (2023). The Single Simplified Guide to

Multiple  Regression  [How-to  Guide].  Sage  Research  Methods:  Business.

https://doi.org/10.4135/9781529670363 (Google Scholar Citations-1)
11.  Chapter-9, ‘Internal Marketing and Employee Motivation Builds Psychological Ownership in Fintech

Emotional  Intelligence  in  Industry  4.0’  (2023)  in  Revolutionary  Challenges  and  Opportunities  of

Fintech, Taylor and Francis

12. Chapter-14, ‘COVID-19 Influence  of  Employee  Motivation  on  Internal  Marketing  in  the  Banking

Sector’ (2023) in HR 4.0 Practices in the Post-COVID-19 Scenario, Taylor and Francis

13. Case Study, ‘Vicks picks on the social nerve!’, (2022), JIMS 8M, The Journal of Indian Management &

Strategy 27 (3), pp. 61-62

14. Authored a book: ‘The Glamour Quotient: Do you have it in You? An Effective guide to help you
navigate the world with grace and poise’, 2021, Sarup Publishers

15.  ‘Employee Empowerment through Internal Marketing leads to Employee Motivation’, (2020),
GIS Business, (Scopus Indexed), Vol. 15, Iss. 3, pp. 1-18

16. ‘Internal Marketing: A Growth fuel for Leading Organizations’ published at HRM Review, IUP
Publications, December, 2019

17. An  Analytical  Study  on  Wealth  Management  Predispositions  -  With  Special  Reference  to
Millennial’ published at NLDIMSR Innovision, Journal of Management Research, (2018) ISSN:
2457-0893 

18. ‘Business  Process  Re-engineering  in  Green  HRM with  special  reference  to  Indian Banks’,  at
Amity Business Review, Vol. 19, No. 1, (Jan-June, 2018), pp.82-90

19. Abstract  published:  ‘The  Dawn  of  the  Era  of  Schoolpreneurs  for  Building  Age-Friendly
Economies’ presented at ‘International Conference on Sustainable Management’, IIM Kashipur,
May 25-27, 2018

20. ‘Focus:  Productive  Leadership  in  Action’,  Book  Review,  JIMS8M:  The  Journal  of  Indian
Management & Strategy, Jan-March 2018, Volume 23, Issue 1, ISSN No. 0973-9335, pp. 64

https://scholar.google.co.in/citations?view_op=view_citation&hl=en&user=28hKtzcAAAAJ&citation_for_view=28hKtzcAAAAJ:IjCSPb-OGe4C
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:Wp0gIr-vW9MC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:QIV2ME_5wuYC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:QIV2ME_5wuYC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:dhFuZR0502QC
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:dhFuZR0502QC
https://doi.org/10.4135/9781529670363
https://scholar.google.com/citations?view_op=view_citation&hl=en&user=Yma3zIMAAAAJ&citation_for_view=Yma3zIMAAAAJ:7PzlFSSx8tAC
https://www.igi-global.com/chapter/digipreneurs/337237


21. Chapter Publication: ‘Digital Buying Behavior Among Women: From Go and Get to Scroll and
Click’ submitted to ‘Transforming India through Digitization: Issues and Challenges’, December,
2017

22. ‘Impactful Presentations: Best Practice Skills’, Book Review, JIMS 8M, Volume 20, Issue 4 (Oct-
Dec, 2015)

23. ‘Evolving Trends in Marketing: Moving from Street Shopping to Screen Shopping’,  Anvesha,
Journal of Acropolis Management Studies, (May, 2015)

24. ‘A Study of  intergenerational  buying behavior  with  special  reference  to  millennial’,  Synergy-
Journal of ITS, Ghaziabad, (Jan-June, 2015)

25. ‘The  decree  of  Confidence=  the  Degree  of  Optimism@  Workplace’,  (2015),  V3  Journal  of
Management, (ISSN 2348 – 554X), Vol 3, Issue 1, pp. 1-6

26. ‘Customer Endorsement In Vogue’, Vindhya Journal of International Management and Research,
Jan-June 2014

27. ‘Panic-Stricken Protean Careers’,  BVIMR Management  Edge,  BVIMR, Paschim Vihar,  Delhi
Issue: Jan-June, 2013

28. ‘Cultivating Dividends of Diversity’, (2013), V3 Journal of Management, (ISSN 2348 – 554X), Vol
1, Issue 1, pp. 74-85

29.  ‘An  Empirical  Study  of  Career  Assessment  Test’,  published  in  OJAS,  Journal  of  Jaipuria
Institute of Management Studies

30.  ‘Weed the Greed for Work-Life Balance’ Gyanpratha, Accman Institute of Management, Greater
Noida, ISSN 0975–0584 (Print), 0976 – 9471 (online).

31. ‘Informal Learning @ Workplace’ (Jan-June, 2014), Synergy- Journal of ITS, Ghaziabad 

32. ‘Managing Talent Motivation’ (2013) Journal of IME, Ghaziabad.

33. ‘Managing  Sales  Workforce  Diversity’,  (2012),  in  International  Journal  of  Multi-disciplinary
Research Academy

34. ‘Administer  Happiness  Quotient  For  Organizational  Excellence’  in  Internationally  Indexed
Indian Journal of Management Science, Volume – II, Issue – 1, May, 2012 ISSN: 2231279X.

35. ‘Winning Work Diversity’ in MERI Journal of Management & IT, December, 2011 ISSN: 0974-
2093 (Listed in Cabell directory, USA)

36. ‘Excellence in Research & Education: Accentuating Knowledge: From Galore to Explore=Search
to Research’,  Gyanpratha, Accman Institute of  Management,  Greater Noida,  ISSN 0975–0584
(Print), 0976 – 9471 (online).

37.  ‘Progress in Knowledge Prowess-Looking through the Human Lens’, IITM Journal of Institute of
Information Technology and Management Volume 1 Issue 5, December, 2011. ISSN-0976-8629 



38. ‘A  Conceptual  Study  on  How  Psychometric  Instruments  are  Helpful  to  HRM  in  Talent
Acquisition’ in (TJMITM) in Trinity Institute of Professional Studies, affiliated to GGSIPU

39. ‘Green HR: Towards Greener Business Belt’ at NIMS (Netaji Institute of Management Sciences),
Delhi

40. ‘Employer Branding: A Route to Acquire & Retain Manpower’ in an International Journal of
Business & Technology Research, Vol.4, No.1, July 2011, ISSN: 1941-9406

CONFERENCES & SEMINARS

41. Abstract published: ‘Bricks versus Clicks: Changing Landscapes of Digital Entrepreneurship’,
JMC International Conference, January 18-19, 2022 

42. Abstract  published:  ‘Tween  Digipreneurs:  Next  Generation  Drivers  of  Digital  Economies’
presented at ‘International Conference on Digital Economy’, IIM Raipur, February 8-9, 2019

43. Abstract  published:  ‘Internal  Marketing  and  Employee  Empowerment  leads  to  Employee
Motivation’, presented at IMS Ghaziabad – International Conference on Business Transformation
through Sustainability, Entrepreneurship and Digitalization-2019 ISBN : 978-93-88996-19-8

44. Abstract  Published:  ‘Schoolpreneurs:  An  accelerator  to  fast-paced  economy’,  Conference:
“International  Conference  On  Indian  Economic  Transformation  Through  Revival  of
Manufacturing Sector And Start-Up Ecosystem” Ramanujan, September, 2017

45.  Abstract published in Emerald: ‘Emerging trends in Children’s Consumption of Digital Media:
An Analytical View’ presented at 2019 IIM Indore-NASMEI Summer Marketing- IS Conference,
July 26-28, 2019

46.  ‘Towards Inclusiveness at the Workplace for the Differently Abled: Issues and Challenges’, HR
Conference on “Creating An Inclusive and Accessible Workplace - HR Initiatives”, February 21,
2014

47. ‘A Case  Study  on Knowledge  Management  System in  the  execution of  Projects’- Conference
Proceedings:  HR Challenges  in  Changing  Global  Scenario,  Seminar,  ISBN:  978-81-90699-9-8,
Apeejay School of Management, Dwarka, 2013

48.  ‘A part of or Apart from the Organization: Employee Engagement—A Route to Organizational
Transformation’  National  Conference  October  19,  2012  on  Innovative  Strategies  for
Transforming Organization’ at USMS, GGSIPU, Dwarka, Delhi

49. ‘Global Investments in Sunrise Sector Dividends’, (2012), National Seminar, Bharati Vidyapeeth
Deemed University Yashwantrao Mohite College, Pune

50. ‘Employee  Empowerment  precedes  Robust  Retail  Chain’  in  National  Conference,  Retail
Excellence-2011, JIMS, Rohini, Delhi



51. ‘Innovative  Practices  in  Management’,  Innovate-Lead-Succeed:  Percepts  &  Practices,  (2011),
Desh Bhagat Institute of Management & Computer Sciences. ISBN: 978-81-910125-4-5

52. ‘Shades and Shapes of Independence of Ideas: Evolving from Emulate to Innovate’, (2011), at
Amity University, Gurgaon, Haryana ISBN: 93-81361-02-9

53. ‘Pivotal CRM: The Ultimate Icebreaker’ (2011), at I.T.S, Ghaziabad ISBN: 023032275-1

54. ‘Common Health=Common Wealth’, (2011), at Shivaji College, Delhi University, ISBN 93-80697-
67-8

55. Abstract Published: ‘Green HR: Transition from Greed to Green’ at B.V.I.M.R., Delhi (2010)

PAPERS PRESENTED
[TOTAL=23]

1.  JIMS Rohini,  International Conference,  December 18, 2021, ‘Bricks versus Clicks: Changing
Landscapes of Digital Entrepreneurship’ 

2. IIM Rohtak 7th PAN-IIM-World Management Conference on ‘Public Policy and Management:
Emerging Issues’, December 12-14, 2019

3.  ‘National  HR  Conference  on  Business  Excellence  through  Enhanced  Human  Capital:  The
Changing Face of People Practices’, Lal Bahadur Shastri Institute of Management, New Delhi,
30th November 2019

4. ‘International Conference on Business Transformation through Sustainability, Entrepreneurship
and Digitalization-2019’ at IMS Ghaziabad, November 9, 2019. 

5. ‘Emerging trends in Children’s Consumption of Digital Media: An Analytical View’ presented at
2019 IIM Indore-NASMEI Summer Marketing- IS Conference, July 26-28, 2019.

6. ‘Tween Digipreneurs: Next Generation Drivers of Digital Economies’ presented at ‘International
Conference on Digital Economy’, IIM Raipur, February 8-9, 2019 

7. ‘The Dawn of  the  Era of  Schoolpreneurs  for  Building Age-Friendly  Economies’  presented at
‘International Conference on Sustainable Management’, IIM Kashipur, May 25-27, 2018

8. ‘Digital Buying Behavior Among Women: From Go and Get to Scroll and Click’ at the National
Marketing Conference at FIIB (Fortune Institute of International Business), September 9, 2017

9. ‘Evolving Trends in Marketing: Moving from Street Shopping to Screen Shopping’, Marketing
Conference, USMS, GGSIPU, Dwarka, March-2015

10. ‘Towards Inclusiveness at the Workplace for the Differently Abled: Issues and Challenges’, HR
Conference on "Creating An Inclusive and Accessible Workplace - HR Initiatives", February 21,
2014

11. ‘A Case  Study  on Knowledge  Management  System in  the  execution of  Projects’- Conference
Proceedings:  HR  Challenges  in  Changing  Global  Scenario,  Seminar,  Apeejay  School  of
Management, Dwarka



12. ‘A part of or Apart from the Organization: Employee Engagement—A Route to Organizational
Transformation’  National  Conference  October  19,  2012  on  Innovative  Strategies  for
Transforming Organization’ at USMS, GGSIPU, Dwarka, Delhi.

13. ‘Global Investments in Sunrise Sector Dividends’, National Seminar, Bharati Vidyapeeth Deemed
University Yashwantrao Mohite College, Pune. 

14. ‘Employee  Empowerment  precedes  Robust  Retail  Chain’  in  National  Conference,  Retail
Excellence, JIMS, Rohini.

15. ‘Employer Branding: A Route to Acquire & Retain Manpower’ at CHIMC, Indore 

16. ‘Innovative  Practices  in  Management’  at  Desh Bhagat  Institute  of  Management  & Computer
Sciences

17. ‘Shades and Shapes of  Independence of  Ideas:  Evolving from Emulate to Innovate’  at  Amity
University, Gurgaon, Haryana 

18. Won Second Prize at I.T.S,  Ghaziabad on 15th April  2011 for Paper Presentation of ‘Pivotal
CRM: The Ultimate Icebreaker’ 

19. ‘Green HR: Towards Greener Business Belt’ at International conference in NIMS on 30th March
2011

20. ‘Common Health=Common Wealth’, at Shivaji College, Delhi University on 25th February 2011
21. ‘Green HR: Transition from Greed to Green’ at B.V.I.M.R., Delhi on 19th February 2011
22. ‘Winning Work Diversity’ at International Conference (MSIT) affiliated to GGSIPU 
23. ‘Psychometric Instruments are helpful to HRM’ (I.T.S. Ghaziabad) on 1st November 2011

Faculty Development Programmes
[TOTAL=8]

1. Attended  FDP  on  Research  Methodology  at  Jagannath  International  Management  School,
Kalkaji, May 14-26, 2018

2. Attended  FDP  on  Team  Building  Skills  by  Ms.  Kavita  Singh  at  Jagannath  International
Management School, Kalkaji, September-2014

3. Attended Workshop on Research Methodology by Professor Dhangi on June 27, 2013
4. Won Second Prize at ‘Business Simulation Exercise’ organized by AIMA on 2nd & 3rd May 2011

at Sector-5, JIMS, Rohini
5. FDP on ‘Interactive Teaching Practices in Present Scenario’ held on 21st April 2011 at Sector-5,

JIMS
6. Attended ‘BEC’ Training at BVIMR, Delhi on 29th & 30th November 2010
7. ‘Recent Advances in Research Methods & Data Analytical Tools held on 18th & 19th October

2010 at Mangalmay Institute of Management Studies.
8. ‘Effective Communication’ at Gitarattan International Business School held on 2nd September

2010

Signature: Jyoti Kukreja 
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Female, married Mobile Number: 91-9999979731 

Email Id: deeksha.arora18@gmail.com 

Address: Sarita Vihar, New Delhi 
 
 

 

 

COURSE YEAR COLLEGE / UNIVERSITY PERCENTAGE 

 
 

Ph.D. 

 
 

Awarded 

(2022) 

University School of 

Management Studies (USMS), 

Guru Gobind Singh Indraprastha 
University (GGSIPU) 

 

79.2 % 

(Course work) 

 

M.Com 
 

2012-2014 

Department of Commerce, 

Delhi School of Economics 

University of Delhi 

 

81.56 % 

B.Com 

(Honours) 

2009-2012 Shri Ram College of Commerce (SRCC) 
University of Delhi 

80.17 % 

ISC ( XII ) 2009 Holy Child School, Ghaziabad 95.25% 

ICSE ( X ) 2007 Holy Child School, Ghaziabad 92.4% 

 

 

 

 University Topper (First Rank) in PhD Course work Examination. 

 Qualified UGC- NET (JRF) held on 30th June, 2013. Result declared on 21st October 2013. 

 Pursuing ‘O Level’ course from National Institute of Electronics and Information Technology ( NIELIT ), 

formerly known as DOEACC. Successfully cleared three theory exams and one practical exam. 

 Secured 8th Rank in M.Com, DU Entrance Exam. 

 Awarded Prize for securing 95.25% in ISCE (XII) Board Exams, 2008-09 

 Awarded for securing 100% marks in Mathematics ISCE (XII) Board Exams, 2008-09. 

 Awarded Prize for securing 92.4% in ICSE(X) Board Exams, 2006-07. 

4xs 

 

 

NAME OF EMPLOYER 

 

POSITION & JOB DESCRIPTION 

YEARS WORKED 

From To 

Jagannath International 

Management School (JIMS), 

Kalkaji, New Delhi affiliated to 

GGSIPU 

Assistant Professor – Full Time September, 

2023 

Present 

Online Teaching Experience 

during Covid-19 

 

A) Vedantu Innovations Pvt Ltd 

 

B) Talentedge-Upgrad 

 

Faculty of Economics and Financial 

Management 

 

August, 2021 

 

April, 2023 

 

Present 
 

    Present 

EDUCATION 

ACADEMIC ACHIEVEMENTS AND AWARDS 

EMPLOYMENT HISTORY 

mailto:deeksha.arora18@gmail.com


 

University School of 

Management Studies (USMS), 

Guru Gobind Singh Indraprastha 

University (GGSIPU) 

 

PhD Research Scholar- Full Time 

(UGC JRF/SRF) 

Title- EFFECTIVENESS OF ASSET 
PRICING MODELS WITH TIME 
VARYING BETA: AN INDIAN EVIDENCE 

 

September, 

2015 

 

March, 

2022 

 
Institute of Management 

Technology (IMT), Ghaziabad 

 

Research Associate 

(Visiting) 

Service Excellence Index Project with 

Prof. A Parsuraman 

 

September, 

2017 

 

May, 2018 

 
Institute of Management 

Technology (IMT), Ghaziabad 

Academic / Research Associate 

Assistance to faculty in research and 

academic activities. In addition to this, a 

member of the AACSB accreditation task 

force and assistance to the college in the 

accreditation process. 

 
 

December, 

2014 

 
 

September, 

2015 

AKG Engineering College, 

Ghaziabad 

affiliated to AKTU 

Assistant Professor (Managerial 

Economics) Teaching, Training, 

Evaluation, Participated in NBA 

Accreditation Process to represent the 

college. 

 

July, 2014 

 

November, 

2014 

CA Coaching Institute Faculty of Economics and Statistics 

for CA CPT and CS foundation courses 
July, 2012 June, 2015 

 
 

Book 
 

 Title: Empirical Evidence on Asset Pricing and Time-Varying Beta 

 Serials Publications (P) Ltd. (Available on amazon) 

 January, 2022 

 Authors: Dr Deeksha and Dr Divya 

 

Research Papers 
 

S.No. 
TITLE OF 

PUBLICATION 

 

NAME OF THE 

JOURNAL 

 

PAGE 

NUMBER 

MONTH AND 

YEAR OF 

PUBLICATION 

FIRST 

/CO- 

AUTHORS 

1 FIIs and Volatility: An 

Indian Evidence 

Global Journal of Finance 

and Management 

ISSN 0975-6477 

Peer reviewed journal 

15-22 Volume 15, 
Number 1, June 

(2023), 

Co-author 

2 Citation based Review of 

Related Literature on Asset 

Pricing Models and Time- 

Varying Beta 

Journal of Advanced 

Research in Dynamical 

and Control Systems 

ISSN 1943023X 

Scopus Indexed 

 

1640-1650 

April, 2019 
Volume 11, 05- 

Special Issue 

Co-author 

RESEARCH PUBLICATIONS 



3 Asset Pricing Models : A 

Study of CNX Nifty 500 

Index Companies 

Indian Journal of Finance, 

New Delhi 

ISSN 0973-8711 
Scopus Indexed 

ABDC ‘C’ Category 

UGC approved 

Journal No- 20774 

 
 

21-35 

April, 2019 
Volume 13 

Issue 4 

First 

4 CAPM: An Empirical 

Approach 

Review of Research, 

Karnataka 

ISSN 2249-894X 

UGC approved 

Journal No- 48514 

Impact factor: 1.59 

 
 

1-8 

Volume VI 

Issue IX 

June 2017 

First and 

single 

author 

5 Fama French Three Factor 

Model: Theoretical 

Approach 

International Journal of 

Multidisciplinary Research 

Review 

ISSN –2395-1885 

Peer reviewed monthly 

 
 

85-90 

Vol.1, Issue - 27, 

May-2017 

First and 

single 

author 

6 Testing Of Fama And French 

Three Factor Model In 

Indian Stock Market 

International Journal of 

Management and Social 

Science Research Review, 

ISSN - 2349-6746 

Peer reviewed monthly 

journal 

 
 

113-123 

Vol-1, Issue – 35, 

May -2017 

First and 

single 

author 

7 Time Varying Beta: Review 
of Related Literature 

Global Academic Research 
Journal 

ISSN 2347-3592 

Refereed 

Impact Factor : 0.526 

121-131 
Volume IV 
Issue VIII 

October-December 

2016 

First and 
single 

author 

8 Long term relationship 

between sectoral growth in 

Indian economy: A study 

with stock market 

perspective 

Global Academic Research 

Journal 

ISSN 2347-3592 

Refereed 

Impact Factor : 0.526 

 
 

68-79 

Volume IV 

Issue VII 

August-September 

2016 

First 

9 Impact of Corporate 

Governance Factors on 

Financial Performance of 

the Companies: 

Organizational 

Development Perspective 

National Conference on 

Changing Organizations 

through Strategic, 

Technological, Structural 

and Behavioural 

Interventions (Under UGC 

SAP DRS I ) 

Organized by University 

School of Management 

Studies (USMS),Guru 

Gobind Singh Indraprastha 

University (GGSIPU) 

ISBN 978-93-85936-15-9 

 

 

213-223 

 

March 11, 2016 
 

Co Author 

10 Self Esteem: A Study of 

Boys versus Girls 

The International Journal Of 

Business & Management 

ISSN 2321- 8916 

 

208-213 
Volume III 

May, 2015 

First Author 



11  

Shareholder Value Analysis: 

A Review 

 

International Journal of 

Science and Research 

ISSN 2319-7064 

RG Impact Factor : 0.28 

SJ Impact Factor: 7.42 

 

2129-2132 
 

Volume IV, 

Issue 5, 

May 2015 

 

Co Author 

12  

Transformation of Indian 

Capital Market- Role of 

National Stock Exchange 

 

The International Journal of 

Business and Management 

ISSN 2321- 8916 

Impact Factor: 1.223 (IIFS) 

 
 

146-149 

 

Volume III, 

Issue II, 

February, 2015 

 
 

First Author 

 

 

 
S.No.  

PAPER TITLE 

 

PROGRAM TITLE 
ORGANIZATION/ 

INSTITUTION 

 

DATE/S 

1 Applicability of Capital Asset Pricing 

Model (CAPM) in India 

10th National Conference on 

Contemporary Management 

Research, Current Trends & 

Future Perspectives 

(NACCMAR-2019) 

Apeejay School of 

Management 

Dwarka, New Delhi 

March 1, 

2019 

2 Applicability of Fama French Three 

Factor Model in India : Pre and Post 

Crisis Analysis 

First PAN IIT International 

Management Conclave-2018 

Department of 

Management Studie 

IIT Roorkee 

Nov 30- 
Dec, 2, 

2018 

3 Asset Pricing Models: A Study of CNX 

Nifty 500 Index Companies 

Third International 

Conference on Facets of 

Business Excellence 

Institute of 

Management 

Technology (IMT), 

Ghaziabad 

November 

22-26, 

2018 

4 Fama French Three Factor Model: A 

Study of Nifty Fifty Companies 

International Conference on 

Strategies in Volatile and 

Uncertain Environment for 

Emerging Markets 

Department of 

Management Studie 

IIT Delhi 

July 14-15, 
2017 

5 Testing of Fama and French Three 

Factor Model in Indian Stock Market: 

A Study of Bombay Stock Exchange 

International Conference on 

Financial Markets and 

Corporate Finance, 2017, 

VGSoM, IIT Kharagpur 

 

VGSoM, 

IIT Kharagpur 

 

July 7-8, 

2017 

6 Impact of Corporate Governance 

Factors on Financial Performance of 

the Companies: Organizational 

Development Perspective 

National Conference on 

Changing Organizations 

through Strategic, 

Technological, Structural 

and Behavioural 

Interventions 

(Under UGC SAP DRS I ) 

University School 

of Management 

Studies 

(USMS),Guru 

Gobind Singh 

Indraprastha 

University 

(GGSIPU) 

 
 

March 

11,2016 

CONFERENCES ATTENDED 



 
 
 

S.No.  

PROGRAM TITLE 

 

TYPE 
ORGANIZATION/ 

INSTITUTION 

 

DATE/S 

1.  Innovative Teaching & Research 

Pedagogies 

FDP JIMS, Kalkaji January 15-

19, 2024 

2.  Case Writing Workshop FDP IMS Noida February 25, 
2023 

3.  Applied Financial Econometrics using 

E- VIEWS 
MDP 

Online 

Delhi Institute of 

Advanced 

Studies (DIAS) affiliated 

May 20-22, 
2020 

4.  Managing Online Classes and Co-creating       

MOOCs 
FDP 

Online 

Teaching Learning Centre 

Ramanujan College, DU 

Sponsored by 

Ministry of Human 

Resource Development 

Pandit Madan Mohan 

Malaviya 

National Mission on 

Teachers and Teaching 

April 20-May 

06, 2020 

5.  Financial Modelling Using Advance 

Excel 

FDP Delhi Institute of 

Advanced Studies 

(DIAS), 
affiliated to GGSIPU 

November 12- 
17, 2018 

6.  Panel Data Analysis FDP Rukmini Devi Institute 

of Advanced Studies 

(RDIAS), affiliated to 

GGSIP University 

July 16-18, 
2018 

7.  Workshop on Research Methodology and 

Data Analytics 

FDP University School of 

Management Studies 

(USMS), 
Guru Gobind Singh 

December 16- 
29, 2016 

8.  Programming on Excel FDP Department of Financial 

Studies, South Campus, 

University of Delhi 

June 20, 2016 

9.  Workshop on Data Analytics FDP University School of 

Management Studies 

(USMS), 

Guru Gobind Singh 

Indraprastha 

University (GGSIPU) 

May 23-28, 
2016 

10.   
Time Series Analysis 

 

FDP 
Aryabhatta College, 

South Campus, 

University of Delhi 

April 28-30, 
2016 

11.   

Tally ERP 
 

FDP 
University School of 

Management Studies 

(USMS), 

Guru Gobind Singh 

April 22, 2016 

FDPs / CONVENTIONS/ WORKSHOPS ATTENDED 



12.   

Lean Six Sigma Yellow Belt 
 

Workshop 
Ministry of Micro, 

Small and Medium 

Enterprises (MSME), 

Technology 

Development Centre, 

Agra 

Government of India 

Organisation 

 

March 21, 

2015 

13.  Conducting Qualitative Research & 

Navigating the Publishing Process 

 

FDP 
Institute of Management 

Technology (IMT), 

Ghaziabad 

 

March 02-04, 

2015 

14.  Leveraging Business : Discovering New 

Horizon 

(Chief Guest - Dr A P J Abdul Kalam) 

 

Convention 

Department of 

Commerce, 

Delhi School of 

Economics. 

 

April 12, 2014 

15.  Emerging Issues in Corporate Governance  

Convention 

Department of 

Commerce, 

Delhi School of 

Economics. 

 

April 3, 2013 

16.  Paradigm Shift from Accounting Standards to 

International Financial Reporting Standards 

 

Seminar 
SRCC with Northern 

India Regional Council, 

ICAI 

 

Nov 28, 2010 

17.   

Media and Management 

 

Knowledge 

Event 

Symbiosis Institute of 

Media and 

Communication 

 

Nov 22, 2008 

 
 

 Summer Intern, 

 

Reliance Capital Asset Management Ltd, New Delhi. June 2010 – July 2010 

 Marketing of Mutual Fund on behalf of Distributor. 

 Achieved 100% target assigned by the Trainer. 

 Learned norms for KYC (Know your Customer). 

 

 Summer Intern, 

 

Canara Robeco Asset Management Co. Ltd, New Delhi. May 2010 – June 2010 

 Successfully completed the Project Report based on Mutual Fund Industry. 

Won laurels for hard work, diligence and sincerity during the Internships 
 

 Participated in TSI (Total Solutions Incorporated) and TRAIN Foundation, EEE II Certification 

Program from Nov 2009 to Jan 2010. And successfully completed the project based on Itz Cash Card 

(The Power of money).Also conducted a survey and research work related to the marketing of the Itz 

Cash Card and won laurels for the same. 
 
 

 Placement Coordinator of EYES-“The Eye before I”, SRCC 2010- 2011. 

INTERNSHIP/S 

ACADEMIC PROJECTS 

POSITIONS OF RESPONSIBILTY AND EXTRA-CURRICULAR ACTIVITIES 



EYES is a society which works with the NGOs like Nazz Foundation and SFCD (Society for Children 

Development) for the development of the society. 

 President of EYES -“The Eye before I”, SRCC, 2011-2012. 

 Active Member of Pragati ,The Sustainable Development Society of SRCC for the Academic Year 

2009-10 

 Active Member of NSS , Discussion Group (2009-10) and Environment Group (2010-11) 
 
 

 Father’s Name- Mr. Ashok Kumar Arora 

 Date of Birth- 19 October 1991 

 Nationality- Indian 

 Marital Status- Married 

 Languages Known- English and Hindi 

 Phone Number- 91-9999979731 

 Email Id- deeksha.arora18@gmail.com 

 

1. Dr Divya Verma, Assistant Professor, USMS, GGSIP University, divya.ipu@gmail.com 

 

2. Dr Aruna Jha, Associate Professor, SRCC, Delhi University, aruna.jha@srcc.du.ac.in 

PERSONAL INFORMATION 

REFERENCES 

mailto:deeksha.arora18@gmail.com
mailto:divya.ipu@gmail.com
mailto:divya.ipu@gmail.com
mailto:aruna.jha@srcc.du.ac.in


Dr. Ruchi Aggarwal 
H. No. 929, Sector – 19, Faridabad.  

Contact no- 9810236048 

Mail-id: ruchi.singhal75@gmail.com 

 
CARRER OBJECTIVE 

Aiming to achieve a challenging position where I can make a significant contribution to 

the organization using skills I have developed through my qualification & experience to 

give my best to the organization in the form of my dedication. 

 

PROFILE SNAPSHOT 

With 20+ years of teaching experience and 3.5 years in Software industry, currently I‟m 

working in JIMS under IPU, New Delhi since January 2011. I have 1.5 years of 

experience in VIPS FBD and  8 years of experience in Aggarwal P.G. College Ballabgarh 

where worked as Vice Head in Computer Department. I had worked for 3.5 yrs in IIS 

Pvt. Ltd Worked as a S/W Engg. 

 
Educational Qualification: 

 
  Awarded Ph.D. from Singhania University, Rajasthan in the topic  

“THE ARCHITECTURE FOR INTELILLIGENT SYSTEM THAT MIMIC 

THE THINKING AND BEHAVIOUR OF RATIONAL HUMANS IN 

ARTIFICIAL INTELLIGENCES” Under Guidance of Dr. ILA Kumar 

(Associate professor in Gautama Buddha University, Noida). 

 
 Recognized as Ph.D. Supervisor in Pacific University, PAHER, Rajasthan. 

 

 Passed M.C.A. (Master of Computer science & application) in July 1998 From 

M.D.U. Rohtak with Distn. Securing 78%. 

 

 Passed B.Sc. (Gen.) in July 1995, from G.G.D.S.D. College Palwal under M.D.U. 

Rohtak securing 67%. 

 
Academic Responsibilities: 

 
 Coordinated with IQAC Coordinator for NAAC‟22. Did full work on 

parameter „4‟ for NAAC in details and supported for all other parameters to 

other faculties for arranging all supporting documents. Supporting documents 

were cross checked for all NAAC parameters with the Management and 



recovered all discrepancies. Working as a leader role for NAAC documents 

compilation. 

 

 Assigned the duties to have involvement of students in activities related with 

Environmental Development, Women Rights, Child Labor, NSS & Rotoract 

Club activities. 

 

 Professional Membership in IAENG Society, Hongkong; IRED; Institute for 

Engg, Research and Publication. 

 

 Joined a number of Mooc courses and had the expertise in clearing those 

mooc courses with availability of certificates for Advanced Excel. 

 

 Coordinated the Major Research Project, Minor Research Projects and 

Summer Internship Projects as leading coordinator. 

 

 Conducted the management fest Rayonner‟22 as Leading Coordinator for 

Inter Jims Competition for a number of activities of all societies and clubs. 

 

 Coordinated Cultural, Timetable and Admissions Committee 

 

Teaching Experience: 

 
 Working as Associate Professor in I.T. in JIMS under IPU, New Delhi 

 Worked as a Senior Lecturer in V.I.P.S., sector – 16 Faridabad as I.T. coordinator 

 Taking the classes of B.C.A. , B.B.A. under I.P. University New Delhi,  

 Have taken classes of M.Sc. (comp.), B.C.A., B.B.A., B.Sc. (Comp.), B.Com. 

(Comp), M.B.A. under M.D. University Rohtak. 

 

Computer Proficiency: 

 
Basics of Computer: Ms-Dos, Ms-Office, Windows and Internet 

                                     

Languages Known:  SQL, HTML, PL/SQL, HTML, C, C++, COBOL, Pascal, Fortran. 

 

RDBMS :                    Oracle (D2k), MS-Access. 

 

 



Research Publication: 
  

 

  

 Published in ABDC B Category Journal as the First Author for a research paper with 

the title " BANKING DIGITALISATION: AN ANALYSIS OF LITERATURE USING BIBLIOMETRIC 

ANALYSIS”  in Academy of Marketing Studies Journal with the details  Volume 28, Issue 

2, 2024 in October 2023.  The web link for the same is:   

https://www.abacademies.org/articles/banking-digitalisation-an-analysis-of-literature-

using-bibliometric-analysis.pdf 

 

 Published for copyright for the title “Firm performance using Corporate Governance 

(CG)” which has validation for 60 years with website: https://copyright.gov.in//.  

 

 Published a Scopus research paper for the title "An empirical study of marketing and 

strategy problems in social media and digital marketing”  in Journal of Positive 

School Psychology (journalppw.com) with the details  Vol. 6, No. 6, 7175-7189 in 

July 2022.  The web link for the same is:   

https://journalppw.com/index.php/jpsp/article/view/8771  

 Achievement for Patent on 'AN IOT BASED COMPUTER SYSTEM FOR 

EFFICIENT HEALTHCARE DATA MANAGEMENT' has been published in 

December 2021. 

 

 Published a Scopus research paper for the title “Development Neural Network 

Models on Prediction of Human Purpose” in International Journal of Design 

Engineering Toronto Vol. 2021, Issue 07, in July 2021. The web link for the same is :  

http://www.thedesignengineering.com/index.php/DE/article/view/2857 

 Published a scopus research paper for the title “Deny All – A Matter of Trust in 

Network Security”  in International Journal of Design Engineering Toronto Vol. 

2021, Issue 07, in July 2021. The web link for the same is : 

http://www.thedesignengineering.com/index.php/DE/article/view/2962 

https://www.abacademies.org/articles/banking-digitalisation-an-analysis-of-literature-using-bibliometric-analysis.pdf
https://www.abacademies.org/articles/banking-digitalisation-an-analysis-of-literature-using-bibliometric-analysis.pdf
https://copyright.gov.in/
https://journalppw.com/index.php/jpsp
https://journalppw.com/index.php/jpsp
https://journalppw.com/index.php/jpsp
http://www.thedesignengineering.com/index.php/DE/article/view/2857
http://www.thedesignengineering.com/index.php/DE/article/view/2962


 Published a scopus research paper for the title “SPAM: Electronic Advertisement 

Tool in Information Sector” in International Journal of Turkish Online Journal of 

Qualitative Inquiry  Vol. 12 No. 6 (2021) in July 2021. The web link for the same is: 

https://www.tojqi.net/index.php/journal/article/view/3435 

 Published and presented a scopus research paper for the title “Relationship of 

Information Technology with Management In Unified Communication – Importance 

Towards E-commerce & Digital Marketing” in International Journal of Advanced 

Science and Technology Vol. 29, No. 5s, (2020), pp. 254-259 in February 2020. 

 Presented a research paper in an International Conference - ICGTMGE 2017 

  for the title "E-Governance An impact on Technology" on 15/04/2017. 

 Presented a research paper in an National Conference on Information 

Technology and Innovation Ecosystems (NCITIE-2020) for the title “Digital 

Marketing - Alternative Way to come up with Information Technology in Today‟s 

Society” held on 23 May 2020.  

 Presented a research paper in International Conference On Innovative Research in 

Management of Accounting, Banking, Economics, Marketing, Tourism, Business, 

Human Resource, Law and Governance (IC-2018)s to be held at Jawaharlal Nehru 

University, New Delhi, on 26th May, 2017 for the title " Relevance of Ethics with 

Corporate Social Responsibility in Global Business Environment" on 26/05/2018 

 Attended an FDP in SGTBIM & IT on “Recent Trends in Skill Development: 

Entrepreneurship & Digital Marketing” from May 08, 2017 to May 15, 2017. 

 Online publication in International Journal titled “THE REVIEW – IMPACT OF 

INFORMATION TECHNOLOGY IN IMPARTING TRAINING PROGRAMS” 

in International Journal of Management and Social Sciences Research with Peer 

Reviewed with (ISSN: 2319-4421) with IF- 5.462 in July 2017. 

 Presented a research paper in World Congress On Interdisciplinary Innovative 

Research In Education, Law, Governance, Gender Studies, Humanities and 

Various Management Practices to be held at Jawaharlal Nehru University, New 

Delhi, on 10th June, 2017 for the title " Status of Women Entrepreneurs in India--

------------A Study of Challenges Faced & Future Prospects" on 10/06/2017 

 Presented a research paper in an International Conference - ICGTMGE 2017  for 

the title "E-Governance An impact on Technology" on 15/04/2017 

https://www.tojqi.net/index.php/journal/issue/view/48
https://www.tojqi.net/index.php/journal/article/view/3435


 Online publication in International Journal titled “10 Smart ways to increase 

Business by doing Digital Marketing” in GE-IJMR with Peer Reviewed 

 (ISSN: 2321-1709) with IF- 4.88 in May 2016 

 Online publication in International Journal titled “Unified Communications- 

Importance towards Growing Modern Business” in IJMSSR with Peer Reviewed  

Volume5, Issue 6, June 2016  (ISSN : 2319-4421) with IF – 4.267 in June 2016. 

 Online publication in International Journal titled “Enterprise Resource Planning 

(ERP): Role in an Educational Institute” in International Journal of Management 

& Social Science Research Volume 4 Issue 6, June 2015(IJMSSR- ISSN-2319-

4421) in July 2015. 

 Online publication in International Journal titled “Need of Accounting 

Information System in Present Market Scenario”  in International Journal of 

Management  & Social Science Research (IJMSSR- ISSN-2319-4421) in June 

2014 

  Published two papers titled “ Development of E- commerce in developing 

countries” and “Management Issues in MNCs” in International Journal of 

Management  & Behavioral Science (IJMBS- ISSN-2278-5671) in June 2013  

 Published a paper titled “Application Domain and Security Schemes for 

Cluster based Wireless Sensor Networks”  in International Journal of  IT, 

Engineering and applied Sciences Research (IJIEASR) ISSN: 2319-4413 Volume 2, 

No. 6, June 2013                                       

 Published a paper titled “ Freight operations information system (FOIS)- an 

advanced architecture & it’s Future’ in International Journal of Latest 

Research in Science and Technology ISSN (Online):2278-5299 Volume 2,Issue 2, 

March - April (2013) 

 Published Book On the subject of „MIS‟ for  B.C.A. students under MDU in the 

session January-2009. 

 

Achievements:  
 



 Honored as co-chair in FICTML, A National Conference on Future Innovations in 

Computing Technologies & Machine Learning, in MDU Rohtak on November 21, 

2017. 

 

 Received Best Employee Award in JIMS for the month of November 2015. 

 

 An article got published on the following link  mentioned below: 
       http://blog.jimsdelhi.in/ 

 

 An article got published on articlebase the link for which is mentioned below: 

 

http://www.articlesbase.com/college-and-university-articles/use-of-mobiles-in-

management-colleges-7264039.html 

 

 Received Technical Excellence Award for the Year 1998-99 in IIS Pvt. Ltd. 

 Students of B.C.A., M.sc. (comp. Sc.) Have got university positions at 1
st
, 2

nd
 and 

3
rd

 rank for so many times. 

 
Extra Curricular activities: 

 
 Head Coordinator of Admission Committee in JIMS. 

 Head Coordinator of Cultural Committee in JIMS. 

 Convenor of Timetable in VIPS, Fbd. 

 An active member of IIS Entertainment club 

 An Active member of Women cell Committee in Aggarwal College. 

 An active member of timetable committee in Aggarwal College. 

 Attended seminars, FDP and conferences related to Management and Information 

Technology 

 
Other Information:  
 

Strengths:          Optimistic & Hard working. 

 

Marital Status: Married 

 

DOB:   27-12-1975. 

 

Place: Faridabad 

    

http://www.articlesbase.com/college-and-university-articles/use-of-mobiles-in-management-colleges-7264039.html
http://www.articlesbase.com/college-and-university-articles/use-of-mobiles-in-management-colleges-7264039.html


SYLLABUS



LIFE SKILLS &
PERSONALITY

DEVELOPMENT

 



 
 

 
LIFE SKILLS AND PERSONALITY DEVELOPMENT 

VALUE ADDED COURSE 
ODD 2024-2025 

 
DURATION: 40 Hours  

 
SYLLABUS 

 
 
MODULE 1 UNDERSTANDING PERSONALITY AND LIFE SKILLS                  (10 HOURS) 
1 – Personality: Definitions, Importance, Characteristics  
2 – Personality: Determinants, Traits  
3 – Life Skills: Concept, Definition, Problem specific and area specific skills 
4– OCEAN Personality Traits 
 
MODULE 2 SOCIAL AND NEGOTIATION SKILLS                                              (10 HOURS) 
UNIT – 4 – Self-Awareness and Empathy 
 UNIT – 5 – Effective Communication 
 UNIT – 6 – Interpersonal Relationships 
 
 MODULE 3 THINKING SKILLS AND PROBLEM SOLVING SKILLS                 (10 HOURS) 
UNIT – 7 – Critical Thinking and Creative Thinking  
UNIT – 8 – Problem Solving and Decision Making 
 UNIT – 9 – Application and Practice of Problem Solving and Decision Making Strategies in 
Daily Life  
 
MODULE 4 LIFE SKILLS AND EMPLOYABILITY SKILLS UNIT                         (10 HOURS) 
UNIT – 7 – CV Building and Self Introduction 
UNIT – 8 – Understanding the art of Group Discussion 
 UNIT – 9 – Impactful organisational behaviour. 
 
ACTIVITIES PLANNED: 

1.​ SELF INTRODUCTION IN 100-150 WORDS 
2.​ CLASS PRESENTATION TO ENHANCE PUBLIC SPEAKING SKILLS 
3.​ SWOT ANALYSIS 



NCFM FINANCIAL
MARKET: A BEGINNERS’

MODULE



 
 

 
 

Financial Markets: A Beginner's Module 
 

 
Markets and Financial Instruments  
 

Types of Markets: Equity Debt, Derivatives Commodities; Meaning and features of private, 

Public companies; Types of investment avenues. 

  

Primary Market:  
 
Initial Public Offer (IPO); Book Building through Online IPO; Eligibility to issue securities; 

Pricing of Issues; Fixed versus Book Building issues; allotment of Shares; Basis of Allotment; 

Private Placement.  

 

Secondary Market:  
 
Role and functions of Securities and Exchange Board of India (SEBI); Depositories; Stock 

exchanges Intermediaries in the Indian stock market Listing; Membership; Trading Clearing 

and settlement and risk management; Investor protection fund (IPF); and Do's and Don'ts for 

investors, Equity and debt investment.  

 

Derivatives:  
 
Types of derivatives; Commodity and commodity exchanges; Commodity versus financial 

derivatives.  

 

Financial Statement Analysis  
 

Balance sheet; Profit & loss account; Stock market related ratios; Simple analysis before 

investing in the shares; understanding annual report; Director's report etc. 

 

 



SOCIAL MEDIA
MARKETING 

 



Scanned with ACE Scanner



LIST OF PASSED
STUDENTS

 



NUMBER OF PASSED STUDENTS FOR VALUE ADDED COURSES

S.No. Name of the course Number of Students Passed

1 Life Skills and Personality Development 50 (BCOM(H))

2 NCFM Financial Markets: A beginners Module 93 (BCOM(H)) +82 (BBA)

3 Social Media Marketing 50 (BCOM(H)) +33 (BBA)



LIFE SKILLS &
PERSONALITY

DEVELOPMENT



Himanshu Dua 114188824 DONE DONE DONE 

Ashita Sachdev... 214188824 DONE DONE DONE 

Manan Arora 1614188824 DONE DONE DONE DONE 

Kapil gupta 50114188824 DONE DONE DONE DONE 

Manpreet Kaur 50214188824 DONE DONE DONE DONE 

Disha Goel 50414188824 DONE DONE DONE DONE 

Kannan Chugh 50514188824 DONE DONE DONE 

Debartha Sanya... 50614188824 DONE DONE DONE DONE 

Pratiksha Mish... 50714188824 DONE DONE DONE 

Pragati Arora 51214188824 DONE DONE DONE 

Tanisha juneja... 51314188824 DONE DONE DONE DONE 

Madhav Menon 51414188824 DONE DONE DONE DONE 

Dishaverma 51514188824 DONE DONE DONE DONE 

Alisha Goyal 51714188824 DONE DONE DONE 

Vanshika Goyal... 52114188824 DONE DONE DONE 

Nandini Gusain... 52214188824 DONE DONE DONE 

Aditya Rana 52414188824 DONE DONE DONE

Ishita Gupta 52514188824 DONE DONE DONE DONE 

Sahiba kaur 52714188824 DONE DONE DONE DONE 

ALINA ALI 52814188824 DONE DONE DONE 

RISHA RAJ 52914188824 DONE DONE DONE 

Shubham Bhatna... BCOME043 DONE DONE DONE DONE 

Achal Shandily... BCOMM002 DONE DONE DONE 

Khushi Singhal... BCOMM028 DONE DONE DONE DONE 

Pallavi Katari... BCOMM039 DONE DONE DONE 

PPT SELF INTRO SWOT ANALYSIS ASSESSMENT TEST

25



PPT SELF INTRO SWOT ANALYSIS ASSESSMENT TEST

Aaditri Goel 70624588824 DONE DONE DONE

Aarush Gupta 70524588824 DONE DONE DONE

Abhishek Thaku... BCOME004 DONE DONE DONE

Aditya Sharma 51524588824 DONE DONE DONE

ADITYA SINGH RA... 70324588824 DONE DONE DONE DONE

Ananya Gera 1124588824 DONE DONE DONE

Ansh Gupta 1224588824 DONE DONE DONE

Anya khatri 2124588824 DONE DONE DONE DONE

Bhavesh garg 1324588824 DONE DONE DONE

CHINMAY ARORA GNBCOME007 DONE DONE DONE DONE

Dikshita Khand... 2024588824 DONE DONE DONE DONE advay

GATHA GUPTA 2424588824 DONE DONE DONE

Himanshu 724588824 DONE DONE DONE DONE

Hrithik Arora 50324588824 DONE DONE DONE

Ishaan Agarwal... 1924588824 DONE DONE DONE DONE

Kanishq Kapoor... 51024588824 DONE DONE DONE

Khushi Sachdev... 50724588824 DONE DONE DONE

Kirti mahajan 2724588824 DONE DONE DONE

Piyush Virmani... 50124588824 DONE DONE

Prabhgun Singh ... GNBCOME005 DONE DONE

Prem Makhija 51624588824 DONE DONE DONE

Priyamvada Sin... 2324588824 DONE DONE DONE DONE

Saloni Kapoor 70224588824 DONE DONE DONE

Shubham bhatia... 2824588824 DONE DONE DONE

Sia gupta 1624588824 DONE DONE DONE DONE

Siya Singh 51424588824 DONE DONE DONE DONE

UMANG RASTOGI 524588824 DONE DONE DONE



NCFM FINANCIAL
MARKET: A BEGINNERS’

MODULE



Sr No Student First Name Student Last Name Mobile No Gender Course Name Semester
1 Srishti Gursey 7678344110 F BBA 3rd M
2 Ritika 8826912445 F BBA 3rd M
3 pranav garg 8527175357 M BBA 3rd M
4 Anmol Choudhary 9541376624 M BBA 3rd M
5 Piyush 9650331508 M BBA 3rd M
6 Sahil Khanna 9811449642 M BBA 3rd M
7 Rhythm Mehta 8929309010 F Bba 3rd M
8 Mainak Das 8595579128 M BBA 3rd M
9 Pardeep Singh 8700341302 M BBA 3rd M

10 Khushi Swarup Aggarwal 7840000945 F BBA 3rd M
11 Akdas Ali 9654693230 M BBA 3rd M
12 Srishti Sharma 9910189256 F BBA 3rd M
13 Rupesh Banwala 9306823943 F BBA 3rd M
14 shubham choudhary 9821912264 M BBA 3rd M
15 Bhavika Jain 8800929080 F BBA 3rd M
16 Harshita Batra 9958827184 f BBA 3rd M
17 Aayush Batra 8383821196 M BBA 3rd M
18 Anshpreet Chhabra 8595017456 M BBA 3rd M
19 Kartik Gupta 8475010822 M BBA 3rd M
20 vipul bhatt 7011593399 M BBA 3rd M
21 Puneet Dhingra 9643711350 M BBA 3rd M
22 Umang Arora 8595303550 M BBA 3rd M
23 Mohd Abaan 8791883482 M BBA 3rd M
24 Shubham Sharma 8882868146 M BBA 3rd M
25 Aanya Arora 9810017611 F BBA 3rd M
26 Siddharth Kunwar 9810798201 M BBA 3rd M
27 Aditi Bhardwaj 9810396057 F BBA 3rd M
28 Raghav Patwari 9711690660 M BBA 3rd M
29 Geetika Negi 88517 17136 F BBA 3rd M
30 Jai Kapoor 8800671726 M BBA 3rd M



31 Sarthak Bisht 9289720726 M BBA 3rd M
32 Om Gusain 8287181346 M Bba 3rd M
33 Lakshay Kohli 7042016619 M BBA 3rd M
34 Yogesh  Singh Chauhan 8882031673 M BBA 3rd M
35 Divyam sharma 8368337840 M Bba 3rd M
36 Dhruv Goyal 8860420309 M BBA 3rd M
37 Manav Pundhir 9289144427 M BBA 3rd M
38 Pranshul Arya 9654987290 M BBA 3rd M
39 Suyash Garg 9717925975 M BBA 3rd M
40 Nomish Kumar 8076822755 M BBA 3rd M
41 Disha Tuteja 7042292118 BBA 3rd M
42 Manmohan Sharma 9873472071 M BBA 3rd M
43 Naman Seth 9319441647 M BBA 3rd M
44 Rahul Gulati 9654593588 M BBA 3rd M
45 Chetna Singh 9205654402 F BBA 3rd M
46 Ishan Shukla 7011407569 M BBA 3rd M
47 Simran kaur 7505233996 F BBA 3rd M
48 Vanshika Tyagi 9810237409 F BBA 3rd M
49 Aryan Suri M bbA 3rd M



Sr No Student First Name Student Last Name Mobile No Gender Course Name Semester College Address City
1 vinayak parashar 9625011885 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
2 Kshitij chawla 7060587006 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
3 Sankalp Chhabra 9560467968 Male Bba 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
4 Devansh Mittal 9971201034 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
5 Daksh Sehgal 8447009923 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
6 Tanisha Datta 9599443246 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
7 Saba Rahmani 9315394940 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
8 Mudit Malhotra 9971336355 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
9 Manasvi Sood 8700241995 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi

10 Kush Bijlani 9654177484 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
11 Arsh Ahuja 9971300250 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
12 Sidhant Kaul 7703949793 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
13 kanan aweja 9958516966 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
14 Hiya Luthra 9958932480 Female bba 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
15 Neev Arora 9818338645 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
16 Krishna Sharma 8851890369 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
17 Kanika Rawat 9354582091 Female Bba 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
18 Aarush Parashar 7042912576 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
19 Vansh Kumar Sharma 9643958862 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
20 Palak Gugnani 9953161339 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
21 Juhi Mishra 8750918571 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
22 Mansi 9899033140 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
23 Yuvraj Chaudhary 8929455643 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
24 Miran Ahmed 9315862601 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
25 maham khan 8595234310 female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
26 Vanshika gera 8178779775 female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
27 Deepak Gupta 9910446189 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
28 Gopit Maheshwari 9582341870 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi



29 pawan singh 7011231184 male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
30 Suhani Jain 9717543415 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
31 Kritineya Gaur 8076033357 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
32 devansh sharma 8527024955 Male BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi
33 hinaisha Bhojwani 99990 46846 Female BBA 3rd E MOR Pocket 105, Kalkaji, New Delhi New Delhi



1 Pranav Pharlia 9910183421 MALE

Bachelor of 
Commerce 
(Honours) 3rd M 00914188823@jimskalkaji.com

2 Archana Bhalla 9654430551 FEMALE

Bachelor of 
Commerce 
(Honours) 3rd M barchana753@gmail.com

3 Naina Gupta 8750113122 Female

Bachelor of 
Commerce 
(Honours) 3rd M guptanaina289@gmail.com

4 Prity Jana 9871972747 female

Bachelor of 
Commerce 
(Honours) 3rd M preetijana986@gmail.com

5 Nikita Rana 9958432848 female

Bachelor of 
Commerce 
(Honours) 3rd M nikitarana926@gmail.com

6 Kartik Sharma 9654544440 MALE

Bachelor of 
Commerce 
(Honours) 3rd M kartik_sharma01@outlook.com

7 Ridhima Thakur 9871529949 female

Bachelor of 
Commerce 
(Honours) 3rd M thakurridhima31@gmail.com

8 Dimple Sejwal 8447758934 FEMALE

Bachelor of 
Commerce 
(Honours) 3rd M dimplesejwal005@gmail.com

9 Lakshya Jain 8468926599 Male

Bachelor of 
Commerce 
(Honours) 3rd M Lakshya0705@gmail.com

10 Vanyya Mehta 9821556607 Female

Bachelor of 
Commerce 
(Honours) 3rd M vanyyamehta@gmail.com



11 Vedanth Agarwal 9599201905 Male

Bachelor of 
Commerce 
(Honours) 3rd M vedant.aggarwal001@gmail.com

12 Aron Kalia 9910509239 Male

Bachelor of 
Commerce 
(Honours) 3rd M aronkalia.16@gmail.com

13 Asmanjot Singh 9625447023 Male

Bachelor of 
Commerce 
(Honours) 3rd M asmanjotsingh5@gmail.com

14 Jahnavi Mondreti 7042222541 Female

Bachelor of 
Commerce 
(Honours) 3rd M mondretijahnavi@gmail.com

15 Fareha Tariq 8882636237 Female

Bachelor of 
Commerce 
(Honours) 3rd M farehatariq.2004@gmail.com

16 Vidit Bakshi 9621975528 Male

Bachelor of 
Commerce 
(Honours) 3rd M viditbakshi@gmail.com

17 Shivam Gupta 9873881067 Male

Bachelor of 
Commerce 
(Honours) 3rd M amshiv4852@gmail.com

18 Ashish Pradhan 8800303846 male

Bachelor of 
Commerce 
(Honours) 3rd M ashish4pradhan07@gmail.com

19 Jatin Sabharwal 9315061988 Male

Bachelor of 
Commerce 
(Honours) 3rd M Sabharwaljatins260@gmail.com

20 Sameer Tiwari 9311347788 Male

Bachelor of 
Commerce 
(Honours) 3rd M tiwarisameer2005@gmail.com



21 Gunal Agarwal 8287018991 Female

Bachelor of 
Commerce 
(Honours) 3rd M agarwalgunal13@gmail.com

22 Kavyanshi Malhotra 9717304770 Female

Bachelor of 
Commerce 
(Honours) 3rd M kavyanshimalhotra257@gmail.com

23 Harshit Bhatt 9910512999 Male

Bachelor of 
Commerce 
(Honours) 3rd M harshitbhatt027@gmail.com

24 Riya singh 9315632624 Female

Bachelor of 
Commerce 
(Honours) 3rd M singhriya150705@gmail.com

25 kanishka jain 7217695159 female

Bachelor of 
Commerce 
(Honours) 3rd M kanishkajain421@gmail.com

26 Anushi Oli 8979535773 Female

Bachelor of 
Commerce 
(Honours) 3rd M olianushi01@gmail.com

27 Ashish Pawar 7303066560 Male

Bachelor of 
Commerce 
(Honours) 3rd M panwarashish.2006@gmail.com

28 Mridul Garg 9871942076 Male

Bachelor of 
Commerce 
(Honours) 3rd M mridulgarg2019@gmail.com

29 Sanya Mann 8700653039 female

Bachelor of 
Commerce 
(Honours) 3rd M sanya2005mann@gmail.com

30 Indrani Baidya 9718632561 female

Bachelor of 
Commerce 
(Honours) 3rd M indranibaidya02@gmail.com



31 Devang Garg 9667064806 Male

Bachelor of 
Commerce 
(Honours) 3rd M devanggarg966@gmail.com

32 Ayushi
Chaudhar

y 9311368061 Female

Bachelor of 
Commerce 
(Honours) 3rd M ayushi1007chaudhary@gmail.com

33 Vidhi Nagpal 9599306950 Female

Bachelor of 
Commerce 
(Honours) 3rd M Vidhinagpal317@gmail.com

34 Aryan Gaur 7217608592 Male

Bachelor of 
Commerce 
(Honours) 3rd M aryangaur167@gmail.com

35 sana arya 9205386671 female

Bachelor of 
Commerce 
(Honours) 3rd M sanaarya58y@gmail.com

36 Akanksha Srivastava 9319887244 Female

Bachelor of 
Commerce 
(Honours) 3rd M akanksha090804@gmail.com

37 Himani Gusain 8448788048 Female

Bachelor of 
Commerce 
(Honours) 3rd M Himanispg@gmail.com

38 Neha Aggarwal 9625471365 female

Bachelor of 
Commerce 
(Honours) 3rd M nehaaggarwal0919@gmail.com

39 Arnesh Mathur 9810466478 Male

Bachelor of 
Commerce 
(Honours) 3rd M Arneshmathur252@gmail.com

40 Aishwarya Goel 8595431166 Female

Bachelor of 
Commerce 
(Honours) 3rd M aishwaryagoel.delhi@gmail.com



41 yash gautam 9873026970 Male

Bachelor of 
Commerce 
(Honours) 3rd M yashsherola112@gmail.com

42 Sachin Rawat 8826368998 Male

Bachelor of 
Commerce 
(Honours) 3rd M sachinrawat45500@gmail.com

43 Satyam Jha 7303990968 Male

Bachelor of 
Commerce 
(Honours) 3rd M jhasatyam662@gmail.com

44 Nandini Jain 9958994075 Female

Bachelor of 
Commerce 
(Honours) 3rd M nandinijain119@gmail.com

45 Prakhar

Kumar 
Choudhar

y 9971575601 Male

Bachelor of 
Commerce 
(Honours) 3rd M prakharkc24@gmail.com

46 Viknesh 9643245337 Male

Bachelor of 
Commerce 
(Honours) 3rd M vikneshvicky596@gmail.com

47 Samarth Sharma 7217623320 Male

Bachelor of 
Commerce 
(Honours) 3rd M samarthsharmadav62@gmail.com

48 Priyanshu Ahuja 9211427427 Male

Bachelor of 
Commerce 
(Honours) 3rd M priyanshuahuja01@gmail.com

49 Yashvardhan Bisht 9368727939 Male

Bachelor of 
Commerce 
(Honours) 3rd M 0101418823@jimskalkaji.com

50 Ishaan Khatreja 9667263336 Male

Bachelor of 
Commerce 
(Honours) 3rd M Ishaankhatreja@gmail.com



51 Manvi Arora 9999997980 Female

Bachelor of 
Commerce 
(Honours) 3rd M Manviiarora14@gmail.com



1 Nikhil Sharma 8287996548 Male
B.Com(Ho

ns.) 3rd E ns7148684@gmail.com

2 Vanshika Sachdeva 8700285683 Female
B.Com(Ho

ns.) 3rd E vanshikasachdeva1512@gmail.com

3 Mandeep Kaur Soorma 8448465930 Female
B.Com(Ho

ns.) 3rd E mandeepkaur04.mk@gmail.com

4 yash bhatnagar 7428891984 male
B.Com(Ho

ns.) 3rd E yashbhatnagarr7@gmail.com

5 Shoaib saifi 9971608160 Male
B.Com(Ho

ns.) 3rd E saifiboy2804@gmail.com

6 Ravinder Singh 8745863071 Male
B.Com(Ho

ns.) 3rd E ravindersingh10092005@gmail.com

7 Purusharth Verma 7042150311 Male
B.Com(Ho

ns.) 3rd E Purusharthverma 225@gmail.com

8 Tanisha Dudeja 8851771855 Female
B.Com(Ho

ns.) 3rd E tanishadudeja0@gmail.com

9 Mahak Vats 7982262095 female
B.Com(Ho

ns.) 3rd E mahakvats3@gmail.com

10 Aryan Purwar 8090944250 Male
B.Com(Ho

ns.) 3rd E aryan30purwar@gmail.com

11 Vanshika 8570041399 Female
B.Com(Ho

ns.) 3rd E vanshikakalra23007@gmail.com

12 Riddhima Agarwal 8178223128 female
B.Com(Ho

ns.) 3rd E riddhimaagarwal16@gmail.com

13 Aanya
Khandelw

al 9571304740 female
B.Com(Ho

ns.) 3rd E aanyakhandelwal812@gmail.com

14 Krish Tandon 8448064998 Male
B.Com(Ho

ns.) 3rd E krishtandon385@gmail.com



15 Jyoti Rana 9821036742 female
B.Com(Ho

ns.) 3rd E jyotirana.1127@gmail.com

16 Deepak pandit 8851868307 Male
B.Com(Ho

ns.) 3rd E 18deepak1818@gmail.com

17 Sanskar Goel 8851728528 Male
B.Com(Ho

ns.) 3rd E goelsanskar2005@gmail.com

18 Ritika Bhardwaj 9999797040 Female
B.Com(Ho

ns.) 3rd E ritikabhardwaj0090@gmail.com

19 Ghuncha Sharma 9891739512 Female
B.Com(Ho

ns.) 3rd E sharmaghuncha@gmail.com

20 Mishti Taneja 9871652555 Female
B.Com(Ho

ns.) 3rd E mishtitaneja29@gmail.com

21 Bhoomika Bisht 9625025549 Female
B.Com(Ho

ns.) 3rd E bhoomikabisht0611@gmail.com

22 Sameer Kumar 9289845023 Male
B.Com(Ho

ns.) 3rd E sameerkumar4773@gmail.com

23 Jayate Suji 7011660421 Male
B.Com(Ho

ns.) 3rd E sujijayate@gmail.com

24 Prateek Sharma 7011446866 Male
B.Com(Ho

ns.) 3rd E itsprateek19@gmail.com

25 Kavya Sharma 7428047030 Male
B.Com(Ho

ns.) 3rd E kavya7428047030@gmail.com

26 Aayush Panchal 7042112216 Male
B.Com(Ho

ns.) 3rd E aayush6687@gmail.com

27 Palak
Choudhar

y 7428942411 Female
B.Com(Ho

ns.) 3rd E Palakchoudary1310@gmail.com

28 Ananya Jain 8368547616 Female
B.Com(Ho

ns.) 3rd E jainananya381@gmail.com

29 Sarthak Sachdeva 7011508402 Male
B.Com(Ho

ns.) 3rd E Sarthak.sachdeva00758@gmail.com



30 Jignesh Rajput 9871981096 male
B.Com(Ho

ns.) 3rd E rajputjignesh934@gmail.com

31 Vinayak Sharma 9613556786 Male
B.Com(Ho

ns.) 3rd E vinayaksharma5786@gmail.com

32 Aayush Sharma 9773729917 male
B.Com(Ho

ns.) 3rd E aayush20881@gmail.com

33 Vineet
Bishwakar

ma 8595730876 Male
B.Com(Ho

ns.) 3rd E vineet4262@gmail.com

34 Kanishka
Chaudhar

y 9149036089 Female
B.Com(Ho

ns.) 3rd E Kanishkachaudhary106@gmail.com

35 Disha Sehrawat 7011063257 Female
B.Com(Ho

ns.) 3rd E Dishasehrawat75@gmail.com

36 Krrish Gupta 9910792005 Male
B.Com(Ho

ns.) 3rd E Guptakrrish0001@gmail.com

37 Janvi Adlakha 9899158003 Female
B.Com(Ho

ns.) 3rd E janviadlakha72@gmail.com

38 sushant chandel 7042393668 male
B.Com(Ho

ns.) 3rd E sushantrajput0008@gmail.com

39 Arnav Verma 9871177865 Male
B.Com(Ho

ns.) 3rd E arnavverma8925@gmail.com

40 Raghav singh 8368762266 male
B.Com(Ho

ns.) 3rd E raghavsingh200545@gmail.com

41 Piyush Kumar 9142121462 male
B.Com(Ho

ns.) 3rd E sauce50144@gmail.com

42 Hriday
Khanchan

dani 9311790119 male
B.Com(Ho

ns.) 3rd E hridaykhanchandani2005@gmail.com



SOCIAL MEDIA
MARKETING 

 



 
 
 

       
S.no Enrollment Number Name Phone No. Course Batch Email Id 

1 00314101722 Priyanshi Aggarwal 8700425081 
Bachelor of Business 

Administration V M aggarwalpriyanshi17@gmail.com 

2 00414101722 Himanshi 9654080159 
Bachelor of Business 

Administration V M himanshinagdewani482@gmail.com 

3 00514101722 Yash Ahlawat 9773751540 
Bachelor of Business 

Administration V M yashahlawat2004@gmail.com 

4 00614101722 Prasidh Malhotra 8700521898 
Bachelor of Business 

Administration V M prasidhmalhotra5@gmail.com 

5 00714101722 Mehak Arora 9873900889 
Bachelor of Business 

Administration V M mehakguni04@gmail.com 

6 00814101722 Prishabh Gupta 9310774047 
Bachelor of Business 

Administration V M prishabhgupta1604@gmail.com 

7 00914101722 Kanish sharma 9871500486 
Bachelor of Business 

Administration V M kanish17.sharma@gmail.com 

8 01114101722 Tanvi Bhasker 7065855564 
Bachelor of Business 

Administration V M tanvi.bhasker14@gmail.com  

9 01614101722 Ananya Saxena 9289396988 
Bachelor of Business 

Administration V M ana04saxena@gmail.com 

10 01714101722 YASH VARDHAN 7042292413 
Bachelor of Business 

Administration V M yashkumar4505@gmail.com 

11 01814101722 Nidhish Mehrotra 7303860063 
Bachelor of Business 

Administration V M mehrotra.nidhish18@gmail.com 

12 02214101722 Vanshika Jain 9910533581 
Bachelor of Business 

Administration V M vanshikajain0609@gmail.com 

13 02514101722 Banisha Kundi 8368087641 
Bachelor of Business 

Administration V M chetankundi.binny@gmail.com 

14 02614101722 Dhavi Sharma 8595715305 
Bachelor of Business 

Administration V M dhavi.sharma@gmail.com 

15 02914101722 Lipika Chug 8595647882 
Bachelor of Business 

Administration V M lipikaachug@gmail.com 



 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

16 03214101722 Kuhu Saxena 8595898993 
Bachelor of Business 

Administration V M kuhusaxena2@gmail.com 

17 03414101722 Vidhi Bhatia 9897235728 
Bachelor of Business 

Administration V M vidhibhatia1304@gmail.com 

18 35114101722 Gauri Singh Bhati 9717779637 
Bachelor of Business 

Administration V M gaurisinghbhati@gmail.com 

19 04514101722 Ananya Chauhan 9999900827 
Bachelor of Business 

Administration V M ananya150205@gmail.com 

20 04814101722 Shaswat Bhatt 9560408566 
Bachelor of Business 

Administration V M shaswatbhatt003@gmail.com 



 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

S.no Enrollment Number Name Phone No. Course Batch Email Id 

1 00124501722 Dev Tyagi 9953999304 Bachelor of Business Administration V E   

2 00924501722 Vinay Kundlia 7982256444 Bachelor of Business Administration V E vinaykundlia987371@gmail.com 

3 01124501722 Raghav sapra 9650801591 Bachelor of Business Administration V E Sapraraghav609@gmail.com 

4 02124501722 sanya khanna 8130813099 Bachelor of Business Administration V E khanna04sanya@gmail.com 

5 02424501722 Draun Arora 8860948050 Bachelor of Business Administration V E draunarora@gmail.com 

6 02524501722 Hemang khullar 8383982259 Bachelor of Business Administration V E hemangkhullar@gmail.com 

7 02624501722 Prapti Arora 9953230704 Bachelor of Business Administration V E praptiarora2374@gmail.com 

8 02924501722 Ayush Rihal 9971417626 Bachelor of Business Administration V E ayushrihal@gmail.com 

9 03224501722 Harsh Kumar 9582321306 Bachelor of Business Administration V E harshkumar29062004@gmail.com 

10 03524501722 Aditya Sharma 9315583663 Bachelor of Business Administration V E addyshrm709@gmail.com 

11 03724501722 Kartik Saxena 8851266496 Bachelor of Business Administration V E ikartiksaxena@gmail.com 

12 03824501722 Ayush sehgal 9818501777 Bachelor of Business Administration V E Ayushrajeshsehgal@gmail.com 

13 70124501722 Arpit Goel 9971762999 Bachelor of Business Administration V E arpitgoel412@gmail.com 



 
 
 

S.no 
Enrollment 

No. 
Name of the 

student Phone No. Course Batch Email Id 

1 00314188822 SIYA CHANDNA 9811176131 
Bachelor of Commerce 

(Honours) V M chandnasiya@gmail.com 

2 00424588822 KESHAV LALA 7428999109 
Bachelor of Commerce 

(Honours) V M keshavk.lala@gmail.com 

3 00414188822 KHUSHI GUPTA 8595430433 
Bachelor of Commerce 

(Honours) V M guptakhushi5580@gmail.com 

4 00514188822 TANISHA JAIN 9315864442 
Bachelor of Commerce 

(Honours) V M tanishajain3122002@gmail.com  

5 00814188822 KANAK SEJWAL 7982321559 
Bachelor of Commerce 

(Honours) V M kanaksejwal440@gmail.com  

6 00914188822 
RISHITA 

AGARWAL 8826119795 
Bachelor of Commerce 

(Honours) V M rishitavd@gmail.com  

7 01014188822 DEV JUNEJA 9560929529 
Bachelor of Commerce 

(Honours) V M Devjuneja303@gmail.com  

8 01114188822 LAKSHYA SIROHI 8130357147 
Bachelor of Commerce 

(Honours) V M sirohilakshya11@gmail.com 

9 01214188822 MANSI SHARMA 8447551269 
Bachelor of Commerce 

(Honours) V M ms.mansi05@gmail.com 

10 01314188822 
MOHD NASIM 

AKHTAR 8882313956 
Bachelor of Commerce 

(Honours) V M Na852730@gmail.com 

11 01514188822 KARAN RAWAT 7011100252 
Bachelor of Commerce 

(Honours) V M Karanrawat51004@gmail.com  

12 01614188822 KRITIKA LUTHRA 9891557319 
Bachelor of Commerce 

(Honours) V M kritikaluthra76@gmail.com 

13 01714188822 
ANUSHKA 
MISHRA 7011599025 

Bachelor of Commerce 
(Honours) V M anushka.krm@gmail.com 

14 01814188822 
NIPUN KUMAR 

TALWAR 8130457022 
Bachelor of Commerce 

(Honours) V M Nipuntalwar330@gmail.com  

15 02114188822 
PRIYANSHI 
KAUSHIK 9999312404 

Bachelor of Commerce 
(Honours) V M Priyanshikaushik03@gmail.com  

16 02214188822 JOWEL JOGI 9311257242 
Bachelor of Commerce 

(Honours) V M joweljogi77@gmail.com 

17 02514188822 
YASHVARDHAN 

SHARMA 9868919219 
Bachelor of Commerce 

(Honours) V M yashvardhansharma908@gmail.com 



 
 
 

18 02614188822 DHRUV KOHLI 7840007599 
Bachelor of Commerce 

(Honours) V M dhruv40663@gmail.com 

19 02814188822 SHIVAM DUTTA 9354400609 
Bachelor of Commerce 

(Honours) V M Shivamdutta27@gmail.com 

20 02914188822 SANYA GUPTA 9870407883 
Bachelor of Commerce 

(Honours) V M sanyaguptaa04@gmail.com 

21 03114188822 MANIK GROVER 8826426277 
Bachelor of Commerce 

(Honours) V M manikgrover2004@gmail.com 

22 03314188822 RIDHAV TULI 7042181201 
Bachelor of Commerce 

(Honours) V M ridhav.tuli@gmail.com 

23 03414188822 MAYANK PATHAK 9910046564 
Bachelor of Commerce 

(Honours) V M Mayankpathak769@gmail.com 

24 03514188822 ANMOL TANEJA 9871604006 
Bachelor of Commerce 

(Honours) V M Anmoltaneja2004@gmail.com 

25 35114188822 VINAYAK KALRA 8178358799 
Bachelor of Commerce 

(Honours) V M Vkalra260@gmail.com 

26 35214188822 KHUSHI NAGPAL 8826771577 
Bachelor of Commerce 

(Honours) V M khushinagpal2394@gmail.com  

27 35314188822 
SARTHAK 
KHANNA 9910320983 

Bachelor of Commerce 
(Honours) V M Sarthakkhanna80@gmail.com  

28 35514188822 
SAMBHAV 

BHATNAGAR 9667018038 
Bachelor of Commerce 

(Honours) V M sambhavb31@gmail.com 

29 35614188822 
SHUBHANKAR 

GUPTA 7007247853 
Bachelor of Commerce 

(Honours) V M shubhatdmk@gmail.com 

30 70114188822 SHIVAM PAREEK 9311264800 
Bachelor of Commerce 

(Honours) V M shivam10pareek@gmail.com 

31 70214188822 KRITIKA SAINI 9873436033 
Bachelor of Commerce 

(Honours) V M sainikritika112@gmail.com 

32 80414188822 MISHITA KANDA 9315532270 
Bachelor of Commerce 

(Honours) V M Mishitakanda@hotmail.com 

33 35124588822 YAKSHIT JAIN  8766244124 
Bachelor of Commerce 

(Honours) V M jainyakshit233@gmail.com 

34 
  35324588822 TANUJ SHARMA 8512879124 

Bachelor of Commerce 
(Honours) V M tanujsharma84471@gmail.com 

 
 



 
 
 
 
 
 

S.no Enrollment No. Name of the student Phone No. Course Batch Email Id 

1 00124588822 RAMAN SHARMA 9560859569 
Bachelor of Commerce 

(Honours) V E raman14072004@gmail.com 

2 00724588822 NITIN R 7011770959 
Bachelor of Commerce 

(Honours) V E nitinrocks2004@gmail.com 

3 00824588822 GUNANSH KOCHHAR 9910734224 
Bachelor of Commerce 

(Honours) V E 
GunanshKochhar.gk@gmail.co

m 

4 01424588822 ADITI GUPTA 9625930269 
Bachelor of Commerce 

(Honours) V E aditiguptaa05@gmail.com 

5 01824588822 VINITA JAIN 8527870711 
Bachelor of Commerce 

(Honours) V E vinitajain2304@gmail.com  

6 02024588822 GUNIKA SONI 9958898120 
Bachelor of Commerce 

(Honours) V E gunikasoni0610@gmail.com 

7 02424588822 SOMIL LUTHRA 8287511099 
Bachelor of Commerce 

(Honours) V E somilluthra10@gmail.com 

8 02524588822 AURNAB SAHA 9810249879 
Bachelor of Commerce 

(Honours) V E aurnabsahablg@gmail.com 

9 02624588822 TWINKLE BATRA 9953131841 
Bachelor of Commerce 

(Honours) V E Muktabatra50@gmail.com  

10 02924588822 KESAR BHALLA 9650858164 
Bachelor of Commerce 

(Honours) V E kesarbhalla@gmail.com 

11 03124588822 NAMAN SHARMA 9311699681 
Bachelor of Commerce 

(Honours) V E ns082495@gmail.com 

12 03324588822 TUSHAR PANDEY 9650144631 
Bachelor of Commerce 

(Honours) V E pandeytushar100@gmail.com 

13 03524588822 AKSHAY LODHI 9752933499 
Bachelor of Commerce 

(Honours) V E akshaylodhi9375@gmail.com 

14 03624588822 DAKSH WADHERA 7291805310 
Bachelor of Commerce 

(Honours) V E dakshwadhera00@gmail.com 



 
 
 

15 70524588822 
DEVYANSHI 
WADHWANI 9560494366 

Bachelor of Commerce 
(Honours) V E 

Devyanshiwadhwani@gmail.co
m 

16 80124588822 
ARIHANT 

CHATURVEDI 
9873658413/98736584

13 
Bachelor of Commerce 

(Honours) V E 
arihantchaturvedi1003@gmail.c

om 
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6 00624501723| KRITINEYA GAUR 

|Name of Student 

00124501723/DHARMESH BIDHURI 
00224501723/MOHD. MIRAN AHMED 
00324501723|ADITYA GAUBA 

00424501723/KSHITIZ YADAV 
00524501723| SIDHANT KAUL 

9 00924501723| SUYASH DHINGRA 

00724501723/ VANSHIKA SINGH 
00824501723| SABA RAHMANI 

13 01324501723] VINAYAK PARASHAR 
14 01424501723| SUHANI JAIN 
15 01524501723| RACHIT JAMES 

01024501723 DAKSH SEHGAL 

23 02324501723|KANIKA RAWAT 

01124501723/YUVRAJ CHAUDHARY 

24 02424501723KSHITIJ BHARDWAJ 

01224501723| SARTHAK CHATURVEDI 

25 02524501723|RAGHAV SAWHNEY 

C1624501723/DEVANSH SHARMA 
01724501723 MANASVI SOOD 

01824501723|ARJUN SEH4! 
01924501723 RISHI RATHI 

02024501723|AARUSH PARASHAR 
02124501723|KUSH BIJLANI 
02224501723|KSHITIJ CHAWLA 

31 03124501723| GOPIT MAHESHWARI 

02624501723BHAVAR NIJHAWAN 
02724501723|ASHMITA GROVER 
02824501723 MUDIT MALHOTRA 

02924501723/VARUN PAPNAI 

03024501723 MANAS MADAN 

03224501723|JUHI MISHRA 
03324501723| KANAN AWEJA 
03424501723| PRIYANSHU POKHRIYAL 

03524501723NEEV ARORA 
03624501723\ DEEPAK GUPTA 
03724501723|LAKSHIT TYGAI 

/1/|2 

dnd Approved thder Section 2) of UGC Act 1956) 
Attendance Sheet BBA-IIIE (Batch :2023-26) 
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04224501723| KRITIKA MAHAJAN 
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40 
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04824501723|PALAK GUGNANI 
04924501723 RONIT GUPTA 

05024501723| MAHAM KHAN 

05124501723|VANSH KUMAR SHARMA 
05224501723| SHIVAY PRATAP SINGH 
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35224501723|ARSH AHUJA 
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5 00514101723 MOHD ABAAN 

Date 

Name of Student 

|00114101723 SRISHTI GURSEY 
Jo0214101723 PIYUSH 

|00314101723OM GUSAIN 

11 01114101723 GEETIKA NEGI 

00414101723 VIPUL BHATT 

9 00914101723 PRANAV GARG. 

00614101723 PARDEEP SINGH 
00714101723 ADITI BHARDWAJ 

15 J01514101723 |SARTHAK BISHT 

00814101723 CHETNA SINGH 

01014101723 AASHIMA GILL 

01214101723 RUPESH 
01314101723 RAHÜL GULATI 
01414101723 SAHIL KHANNA 

01614101723 AAYUSH BATRA 
01714101723 HARSHITA BATRA 

01814101723 RITIKA 

01914101723 DISHA TUTEJA 
02014101723 SRISHTI SHARMA 

02114101723 SALONI ANAND 

27 02714101723 SHUBHAM CHOUDHARY 

02214101723 |LAKSHAY KOHLI 
02314101723 ANMOL CHOUDHARY 
92414101723 VANSHIKA TYAGI 
02514101723 ISHITA GOEL 

02614101723 YASHIKA SANWAR!A 

J02814101723 BHAVIKA JAIN 
02914101723 NOMISH KUMAR 

|03014101723 ANSHPREET CHHABRA 
|03114101723 NAMAN SETH 
03214101723JAI KAPOOR 

35 101324501724 IROhir unna 

J03314101723 DIVYAM SHARMA 

Jagannath International Management School 
MOR, Pocket-105, Kalkaji, New Delhi-110019 (Afiliated to Guru Gobind Singh Indraprastha University and Approved under Section 2(f) of UGC Act 1g56) 
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J03414101723 BHUPISHA JAIN 
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37 O3714101723 |ARYAN SURI 
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46 |04614101723 RAGHAV PATWARI 

04714101723 BIBOSWAN SHOME 
48 04814101723 PUNEET DHINGRA 

49 |04914101723 PRANSHUL ARYA 

50 05014101723 SARTHAK RAJ SINGH 

51 |05114101723 DHRUV GOYAL 

52 |05214101723 SIDDHARTH KUNWAR 

53 J05314101723 sIMRAN KAUR 

55 35114101723| KARTIK GUPTA 
05414101723 MANAV PUNDHIR 

35214101723|AKDAS ALI 
35314101723/SUYASH GARG 

35414101723| BHAVISHYA CHUGH 
35514101723|AADITYA JAIN 
35614101723|AANYA ARORA 
70114101723| ROZALI NAYAK 

35424501723|ARCHIT GARG 
Total 

1 2 3 4 5 7 

AfmA 

A AA AA AA AA AA AA 

2 

12 13 

A6 A 

14 15 16 17 18 19 20 21 22 

AL 

23 24 



S. No. Enroll 

1 

Subject 

2 

28 

12 

29 

VAC 
Date 

Name of Student 

32 

o01141o1723SRISHTI GURSEY 
00214101723 PIYUSH 

00314101723OM GUSAIN 

00414101723 |VIPUL BHATT 
00514101723 MOHD ABAAN 

6 O0614101723 |PARDEEP SINGH 

7 00714101723 ADITI BHARDWAJ 

8 00814101723 CHETNA SINGH 

00914101723 PRANAV GARG 

10 01014101723 AASHIMA GILL 

01114101723GEETIKA NEGI 

12 01214101723 RUPESH 

13 01314101723 RAHUL GULATI 

14 01414101723 SAHIL KHANNA 

1 01514101723 SARTHAK BISHT 

16 01614101723 AAYUSH BATRA 

17 01714101723 HARSHITA BATRA 

18 01814101723 RITIKA 

19 01914101723 DISHA TUTEJA 

22 02214101723 LAKSHAY KOHLI 

20 02014101723 SRISHTI SHARMA 

21 02114101723 SALONI ANAND 

23 j02314101723 ANMOL CHOUDHARY 

24 02414101723 VANSHIKA TYAGI 

25 02514101723 ISHITA GOEL 

26 02614101723 YASHIKA SANWARIA 

27 |02714101723 SHUBHAM CHOUDHARY 

02814101723 BHAVIKA JAIN 

02914101723 NOMISH KUMAR 
30 03014101723 ANSHPREET CHHABRA 
31 03114101723 NAMAN SETH 

03214101723 JAI KAPOOR 
33 03314101723 DIVYAM SHARMA 

Jagannath International Management SchooI 
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Jagannath International Management School 
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(Affiliated to Guru Gobind Singh Indraprastha University and Approved under Section 2() of UGC Act 1956) 
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Jagannath International Management School 
MOR, Pocket-105, Kalkaji, New Delhi-110019 

(Affiliated to Guru Gobind Singh Indraprastha University and Approved under Section 2(f) of UGC Act 1956) 

Accredited by National Assessment and Accreditation Council (NAAC) 

 
LIFE SKILLS AND PERSONALITY DEVELOPMENT 

 
Course Faculty Coordinator – Dr. Jyoti Kukreja 

Course Instructor/ Resource Person- Dr. Jyoti Kukreja 

 

Course Structure- 

 

 
Course objective- 

1. To understand and recognize various life skills for self enhancement and well-

being 

2. To acquire knowledge of basic concepts of personality and life  

3. To enumerate and acquire core life skills and its application 

4. To strategize enhancing personality through life skill activities 

 

 

 

 

 

 

 

 

 

 

Course Class No. of students Duration Date 

Life Skills and 
Personality 

Development 

BCOM I M 54 Registered 

25 Enrolled 

30 hours  21st August, 2024- 29nd November 2024 

 

Life Skills and 

Personality 

Development 

BCOM I E 49 Registered 

25 Enrolled 

30 hours   21st August, 2024- 29nd November 2024 

55 Enrolled
25 Passed 

Enrolled



 
 

Jagannath International Management School 
MOR, Pocket-105, Kalkaji, New Delhi-110019 

(Affiliated to Guru Gobind Singh Indraprastha University and Approved under Section 2(f) of UGC Act 1956) 

Accredited by National Assessment and Accreditation Council (NAAC) 

 

 Course outcome- 

After doing this course, the student will be able to know: 

1. concentrate on continuous practice of life skills to enhance student personality  

2. To apply life skills in various spheres of life to become successful.  

 

3. To participate in personality development activities to improve communication skills, learn 

self-introduction, enhance public speaking confidence etc. 

 

4. To learn skills imperative for overall growth in life while also developing skills to master 

interviews, presentations, group discussions etc. 

 

 

Feedback (Assessment) of Value-Added Course: 

The Impact of the value-added course was assessed by feedback given by students. 

Feedback of same is as under: 

 

Life skills and personality development vac- Feedback Form 

 

Assessment was done basis: 

1. Presentation: Give a presentation on any startup of your choice with focus on effective 

communication and confident interaction with the peers. 

2. SWOT Analysis: Get your SWOT Analysis at two tier level: 

SWOT by a Candid Friend 

SWOT by yourself 

 

3. Self-Introduction: Write a creative and enthusiastic self-introduction of yours which 

sketches a skilled, confident and disciplined image of yours to the recruiter. Ensure that 

you do not exceed more than 2 minutes while introducing yourself. Remember to include 

all your key skills and academic aspects and achievements. 

4. Assessment Test: Assessment Test of 20 case study based questions was prepared t 

assess students on the concepts of personality development, effective 

communication, swot analysis etc.  

 

First Three Assignments were asked to be uploaded on:                                                

Bcom I Morning- https://classroom.google.com/c/NzE1MjY2NDAyODQy 

Bcom I Evening -https://classroom.google.com/c/NzI2MzcxNjYwNTEy 

https://docs.google.com/forms/d/e/1FAIpQLSeSQrKOclftzHb267tGu-uSMtfgpHqPJ2sw7VCJaICZOgyQwQ/viewform?usp=sf_link
https://classroom.google.com/c/NzE1MjY2NDAyODQy
https://classroom.google.com/c/NzI2MzcxNjYwNTEy
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• Geotagged photos of Presentation Activity (to enhance communication and public 

speaking skills): 
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1. Email *

2.

3.

4.

Mark only one oval.

BCOM I Morning

BCOM I Evening

5.

Life Skills and Personality Development
Test
Test for LS&PD VAC Evaluation 
Points to be kept in mind:
1) There are 20 Questions and each question carries 2 marks. Total Marks= 40
2) All questions are required to be filled
3) ONLY the forms submitted within the duration of class will be considered valid
4) Submitted form will be cross verified with the attendance sheet

* Indicates required question

Name: *

Enrollment Number *

Section: *

Email ID: *

1/9/25, 2:08 PM Life Skills and Personality Development Test

https://docs.google.com/forms/d/1wCkrIt-QV5y-8D8KOsrss-Kc9YzsIlDr587YkZDnZGs/edit 1/9



6.

Mark only one oval.

Values and Morals

Thoughts and Opinions

Emotional Traits

All of the Above

7.

Mark only one oval.

Behavioural Trait

Character Traits

None of these

Both of these

8.

Mark only one oval.

physical characteristics that distinguish us from other people

unconscious tendencies to act in different ways according to the situation

relatively enduring characteristics that influence our behaviour across many
situations

the way one looks or dresses up

1.Personality Includes: *

2.Interpersonal Communication and Leadership Skills is a *

3. Traits are defined as: *

1/9/25, 2:08 PM Life Skills and Personality Development Test

https://docs.google.com/forms/d/1wCkrIt-QV5y-8D8KOsrss-Kc9YzsIlDr587YkZDnZGs/edit 2/9



9.

Mark only one oval.

Agreeableness

Extravertedness

neuroticism

conscientiousness

10.

Mark only one oval.

Decision-Making

Critical Thinking

Personality Development

Effective Communication

11.

Mark only one oval.

Arithmophobia

Claustrophobia

Anginophobia

Glossophobia

4. Dev is self-disciplined, focused on achievement and keen to do his duty.
He would be expected to score highly on:

*

5.Evaluating information and looking at problems from different perspectives is
called:

*

6.Sunaina has to give a Presentation today but is feeling very nervous as she
has a deep fear of public speaking. Sunaina has:

*

1/9/25, 2:08 PM Life Skills and Personality Development Test

https://docs.google.com/forms/d/1wCkrIt-QV5y-8D8KOsrss-Kc9YzsIlDr587YkZDnZGs/edit 3/9



12.

13.

Check all that apply.

Improves Self-confidence
Makes us look better
Strenghthens Interpersonal Relationship
Helps in career growth
Harms our mental health

14.

Mark only one oval.

High on Openness

Low on Agreeableness

High on neuroticism

High on Conscientiousness:

7.Mention ANY 3 ways you can use to capture and Maintain the attention of an
audience you are addressing

*

8.Importance of Personality Development *

9.Recently you received your exam results. While you scored very well, your
closest friend scored even better than you. Even though initially happy with
your scores, you became sad and sullen once your friend revealed his scores.
You are:

*

1/9/25, 2:08 PM Life Skills and Personality Development Test

https://docs.google.com/forms/d/1wCkrIt-QV5y-8D8KOsrss-Kc9YzsIlDr587YkZDnZGs/edit 4/9



15.

Mark only one oval.

Adolescence

Adulthood

Childhood

Both a and b

16.

Mark only one oval.

Weaknesses

Threats

Opportunities

None of these

17.

Mark only one oval.

Weakness

Threats

Opportunities

Both b & c

10.In this stage our personality is majorly impacted by our friends: *

11.In Swot analysis, External aspects lead to *

12. Amit is a content writer. He writes for magazines , newspapers etc.
However with the recent growth of AI tool, he is about to lose his job. Where
would you place this in his SWOT and why?

*

1/9/25, 2:08 PM Life Skills and Personality Development Test
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18.

Mark only one oval.

Active listening

Incomplete information

Vague messages

Courteous Language

19.

Mark only one oval.

Feedback

Encoding

Decoding

None of these

20.

Mark only one oval.

Priya is high on Openness

Manas is Low on Extraversion

Manas is low on Agreeableness and Priya is low on Extraversion

Priya is high on Neuroticism and Manas is High on Agreeableness

13. Effective Communication involves: *

14. Any Obstruction to an effective communication process is: *

15. Manas and Priya has two colleagues. While Priya Assists others who are in
need of help but prefers solitude, Manas has a big friend circle but lacks
empathy.
 Which of the following statements are correct :

*

1/9/25, 2:08 PM Life Skills and Personality Development Test
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21.

Mark only one oval.

Encoding

Decoding

Feedback

ALL OF THESE

22.

23.

Check all that apply.

Ignore the question
Answer with whatever knowledge you have
Politely refuse to answer the question
Politely say that you will read and get back with a concrete answer

24.

Mark only one oval.

non-existent

weakest in early childhood

strongest in early childhood

consistent across the lifespan

16. At what step is the communication process complete *

17.List 5 Factors that impact our personality : *

18. While presenting, a person from the audience asks you a question, but you
are not confident on your knowledge to answer it. In a such a situation you will,

*

19. The influence of parents on the personality of their children is: *

1/9/25, 2:08 PM Life Skills and Personality Development Test
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25.

Mark only one oval.

Network Problems

jargon,/technical language,

Preconceived Notions

Language differences

All of these

Only A & B

Only C & B

This content is neither created nor endorsed by Google.

20. Which of the following will act as a Noise in Communication process *

 Forms

1/9/25, 2:08 PM Life Skills and Personality Development Test

https://docs.google.com/forms/d/1wCkrIt-QV5y-8D8KOsrss-Kc9YzsIlDr587YkZDnZGs/edit 8/9
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FINANCIAL MARKET : A BEGINNERS’ MODULE -
COURSE ASSESSMENT 

 
 
 
Course Faculty Coordinator – Dr. Deeksha Arora 

 
Course Instructor/ Resource Person- Dr. Deeksha Arora 
 

Course Structure- 
 

       Course              Class               No. of students               Duration Date 

NCFM 
Financial 
Market: A 
Beginner’s 

Module 

BBA III 
M 

62 Registered 

50 Enrolled 

30 hours 1st August, 2024 

NCFM 
Financial 
Market: A 
Beginner’s 

Module 

BBA III 
E 

59 Registered 

45 Enrolled 

30 hours 1st August, 2024 

 

Course objective- 

 Learn about different types of financial markets (equity, debt, money markets, foreign exchange, 
derivatives) and their structure.  

 Study various financial instruments such as stocks, bonds, options, futures, and other 
derivatives.  

 Identify key market participants such as retail and institutional investors, brokers, dealers, and 
regulators.  

Examine the concept of market efficiency and how information impacts asset prices. 

 

Course outcome- 

After doing  this course, the student will be able to know- 
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1. Students will understand the organization and function of various financial markets (equity, debt, 
forex, derivatives).  

2. Students will be able to evaluate and compare different financial instruments such as stocks, 
bonds, and derivatives.  

3. Students will apply risk assessment techniques and tools to analyze and mitigate financial risks. 

 4. Students will demonstrate knowledge of financial market regulations and ethical principles 
guiding market behavior.  

5. Students will develop and apply strategies for trading, investing, and portfolio management.  

Feedback (Assessment) of Value Added Course: 
 

The Impact of the value added course was assessed by feedback given by students. 
Feedback of same is as under : 

NCFM Financial Market Feedback form - Google Forms 
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FINANCIAL MARKET : A BEGINNERS’ MODULE -
COURSE ASSESSMENT 

 
 
 
Course Faculty Coordinator – Dr. Deeksha Arora 

 
Course Instructor/ Resource Person- Dr. Deeksha Arora 
 

Course Structure- 
 

       Course              Class               No. of students               Duration Date 

NCFM 
Financial 
Market: A 
Beginner’
s Module 

  Bcom (H) III M 62 Registered 

51 Enrolled 

30 hours 1st August, 2024 

NCFM 
Financial 
Market: A 
Beginner’
s Module 

Bcom (H) III E 53 Registered 

42 Enrolled 

30 hours 1st August, 2024 

 

Course objective- 

 Learn about different types of financial markets (equity, debt, money markets, foreign exchange, 
derivatives) and their structure.  

 Study various financial instruments such as stocks, bonds, options, futures, and other 
derivatives.  

 Identify key market participants such as retail and institutional investors, brokers, dealers, and 
regulators.  

Examine the concept of market efficiency and how information impacts asset prices. 

 

Course outcome- 

After doing  this course, the student will be able to know- 
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1. Students will understand the organization and function of various financial markets (equity, debt, 
forex, derivatives).  

2. Students will be able to evaluate and compare different financial instruments such as stocks, 
bonds, and derivatives.  

3. Students will apply risk assessment techniques and tools to analyze and mitigate financial risks. 

 4. Students will demonstrate knowledge of financial market regulations and ethical principles 
guiding market behavior.  

5. Students will develop and apply strategies for trading, investing, and portfolio management.  

Feedback (Assessment) of Value Added Course: 
 

The Impact of the value added course was assessed by feedback given by students. 
Feedback of same is as under : 

NCFM Financial Market Feedback form - Google Forms 
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SOCIAL MEDIA MARKETING 

 

 
Course Faculty Coordinator – Dr. Ruchi Singhal  

Course Instructor/ Resource Person- Dr. Ruchi Singhal 

 

Course Structure- 

 

 
Course objective- 

1. To familiarize students with the concept of Social media Marketing  

2. To Study various Trends in Social Media being used to run Successful 

campaigns 

3. To Foster Deeper Understanding of Social Media Tools and create impactful 

ad-campaigns  

4. To analyse the current dynamics and future trends of Social media marketing  

5. To equip students to create and run impactful social media marketing 

campaign  

 Course outcome- 

After doing this course, the student will be able to know- 
 

Course Class No. of students Duration Date 

Social 
Media 

Marketing  

BBA V M 54 Registered 

20 Enrolled 

30 hours  1st August, 2024- 22nd November 2024 

 

Social 

Media 

Marketing  

BBA V E 44 Registered 

13 Enrolled 

30 hours   1st August, 2024- 22nd November 2024 
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1. Students will understand the various aspects of social media being used for marketing 

(Influencer marketing, Facebook marketing, Twitter Marketing , Instagram 

Marketing). 

2. Students will be able to evaluate and compare different social media marketing 

campaigns run by various firms. 

3. Students will evaluate theoretical concepts to real-world marketing via social media. 

4. Students will identify and utilize various tools such as social media etc. 

5. Students will develop the awareness of current and emerging social media Tool and 

Techniques 

 

 

Feedback (Assessment) of Value-Added Course: 

The Impact of the value-added course was assessed by feedback given by students. 

Feedback of same is as under: 

 

            Socia Media Marketing VAC- Feedback Form 

 

Assessment was done basis: 

1. Presentation on Social media marketing strategies: Students select brands of their choice 

and Present deep insights into the SOCIAL MEDIA MARKETING STRATEGIES used by 

them across various products/services. Presentations Highlighted the theoretical concepts 

being used in the Real-world. 

2. Case Study (Class Participation): Case study on “Stanley Tumblers” was shown to 

students. Further each student shared their understanding, insight and future path to be 

taken by Stanley. 

 

3. Assessment Test: As part of the Assessment, students were asked to answer 35 questions 

on social media Marketing via Google Forms. Concepts from theory as well as practical 

were covered to assess the overall understanding of the student. The students were given 

45-50 minutes to answer the questions and scores were recorded 

 

  

https://docs.google.com/forms/d/e/1FAIpQLSd_Utwo1eqm0fs-uFRl2RlZibCDfztY4pbGyQxD1gUEapHWHg/viewform?usp=sf_link
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1. Email *

2.

3.

4.

5.

Mark only one oval.

BBA V Morning

BBA V E

BCOM VM

BCOM V E

SOCIAL MEDIA MARKETING- VAC
TEST PAPER
Test for SMM VAC Evaluation 
Points to be kept in mind:
1) There are 35 Questions and each question carries 2 marks. Total Marks= 70
2) All questions are required to be filled
3) ONLY the forms submitted within the duration of class will be considered valid
4) Submitted form will be cross verified with the attendance sheet

* Indicates required question

NAME *

Enrollment Number *

Email *

Class of the student *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 1/13



6.

Mark only one oval.

Advertising

engagement

influencer marketing

visibility

Untitled section

7.

Mark only one oval.

Unique Graphic Content

Unlimited Growth Conversion

User-generated Content

Unified Global Campaigns

8.

Mark only one oval.

Selling

Engagement

Visibility

Positioning

1.What is the term for the practice of paying social media influencers to promote
products or services to their followers?

*

2.What does the acronym “UGC” stand for in social media marketing? *

4. SMM does not focus on  *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 2/13



9.

Mark only one oval.

LinkedIn

Facebook

Instagram

Twitter

10.

Mark only one oval.

Improve Website Traffic

Build Stronger Customer reationship

Powerful Brand Image

Maximizing email subscriptions

11.

Mark only one oval.

Enhance Product visibility

Brand awareness

Both (a & b)

None of the above

12.

Mark only one oval.

The total interactions on a post

The number of unique users who see content without paid promotion

The followers gained through ads

The number of paid advertisements seen

4.Which social media platform is often used for professional networking, industry
discussions, and thought leadership?

*

5. Which of the following is NOT a common social media marketing objective? *

6. Strategic Social media marketing helps in: *

7. What does “organic reach” refer to in social media marketing? *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 3/13



13.

Mark only one oval.

Other:

Only A

Only A & C

ONLY A, B and C

Only B & A

14.

Mark only one oval.

Consumer Protection Act, 2019

Guidelines for Prevention of Misleading Advertisements

Consumer Protection (e-commerce) rules, 2020

Digital Personal Data Protection Act, 2023

15.

Mark only one oval.

Basket Sneaking

Bait and Switch

False urgency

None of the above

8. A) Visibility
B) Targeting
C) Positioning 
The pillar(s) of social media marketing:

*

9. The Act launched to enhance Data Privacy : *

10. The "dark pattern" of Promising one thing but delivering something else is
called:

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 4/13



16.

Mark only one oval.

Search engine optimization

Social media marketing

Social media optimization

Search engine marketing

17.

Mark only one oval.

Authority

Action

Acceleration

Agility

18.

Mark only one oval.

Increased brand awareness

Website Traffic

The number of likes, shares and comments on a post

The frequency of posting

19.

Mark only one oval.

Consistency

Tranparency

Sales

Authenticity

11. What is the term for the practice of optimizing social media posts and
profiles to appear in search engine results?

*

12. The ability to revaluate existing content to improve and re-use it is called  *

13. On social media “engagement” refers to : *

14. With User-generated content, Brand aim to show *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 5/13



20.

Mark only one oval.

SMM creates a community

SMM paves way for personalized marketing

SMM has wider outreach at a lesser cost

All of the above

21.

Mark only one oval.

Twitter

Instagram

Linkedin

Facebook

22.

Mark only one oval.

The results are not measurable

Social media is not business specific

There is no such thing as “Negative” on social media.

Social media is completely free marketing.

15. Trends have shifted from Traditional Advertising to Social media marketing
because

*

16. Which of the following platforms is often used to target Gen-Z  *

17. Which of the following is NOT a myth about social media marketing *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 6/13



23.

Mark only one oval.

Social CRM

Social Engagement

Branding

Community building

24.

Mark only one oval.

Selling products through social media

Giving discounts to customers

Advertising products/services on social media platforms

Asking product ideas from social media users

25.

Mark only one oval.

Influencer Marketing

Viral Marketing

Content Marketing

Social media marketing

18. What is the term for the strategy of using social media to build customer
relationships and loyalty over time?

*

19.Majorly, Social media marketing includes *

20. ____ is the name given to promotional methods that naturally explode
through word of mouth and digital buzz.

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 7/13



26.

Mark only one oval.

Data Mining

Data Breach

Spamming

Forced action

27.

Mark only one oval.

Snapchat

Quora

Instagram

Twitter

28.

Mark only one oval.

Green Marketing

Viral Marketing

Social Marketing

Social media marketing

21. ______  is a way for companies to gather information using automated
computer systems that sort through information to identify trends and patterns

*

22. Which platform is known for its character limit and real-time updates *

23. To persuade consumers to adopt behaviors that are good for society as a
whole is called

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 8/13



29.

Mark only one oval.

less than 10,000

more than 1 Million

about 1,000

100,000 - 1 Million

30.

Mark only one oval.

ONLY 2

ONLY 2 & 3

ALL 1, 2, 3

None of these are significant considerations

31.

Mark only one oval.

Customer reviews

Customer Video Testimonials

Customer stories on Social Media

Influencer Marketing

24. Macro-Influencers have a following of *

25. 1) The relevant Followers
2) Engagement Rate
3)Relevant Content
Which of these must be considered to make a successful influencer
marketing?

*

26. User-generated content does not include *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 9/13



32.

Mark only one oval.

Long Texts

High quality images/reels

Generic Articles

Sales Pitch

33.

Mark only one oval.

Word-of-mouth

Viral Marketing

Celebrity Marketing

User-generated content

34.

Mark only one oval.

Personalized Marketing

Behavioural Marketing

None of these

Both A & B

35.

Mark only one oval.

Traditional Marketing

Influencer Marketing

User-generated content

none of these

27. Which type of content garners most attention on Social media *

28. The strongest Marketing force is *

29. Spotify Wrapped is a classic example of *

30. Apple’s #ShotoniPhone Campaign is *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 10/13



36.

Mark only one oval.

Reddit

Instagram

Facebook

Youtube

37.

Mark only one oval.

Micro- Influencers

Nano-influencers

Celebrities

Mega-Influencers

Option 5

38.

Mark only one oval.

Digital Marketing

Social media marketing

Digital tools

Digital Landscape

31. Community forum used by brands to engage in Q & A with customers *

32. Small businesses, Local artisans, home-based businesses collaborate with *

33. ______refers to the current state and dynamics of digital technologies,
online environments, and their associated cultural, social, and regulatory
frameworks.

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 11/13



39.

Mark only one oval.

STP

Authenticity

Consistency

Ongoing Optimization

40.

Mark only one oval.

Increasing Sales significantly

Enhancing Customer service

Charging less prices

Meeting Needs Profitably

This content is neither created nor endorsed by Google.

34. Continuously monitor the performance of your digital tools and adjust
strategies based on analytical insights and user feedback is called

*

35. Marketing in 3 words would be defined as *

 Forms

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 12/13
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SOCIAL MEDIA MARKETING 

 

 
Course Faculty Coordinator – Dr. Ruchi Singhal  

Course Instructor/ Resource Person- Dr. Ruchi Singhal 

 

Course Structure- 

 

 
Course objective- 

1. To familiarize students with the concept of Social media Marketing  

2. To Study various Trends in Social Media being used to run Successful 

campaigns 

3. To Foster Deeper Understanding of Social Media Tools and create 

impactful ad-campaigns  

4. To analyse the current dynamics and future trends of Social media 

marketing  

5. To equip students to create and run impactful social media marketing 

campaign  

 Course outcome- 

After doing this course, the student will be able to know- 
 

Course Class No. of students Duration Date 

Social 
Media 

Marketing  

Bcom (H) V M 41 Registered 

34 Enrolled 

30 hours  1st August, 2024- 22nd November 2024 

 

Social 

Media 

Marketing  

Bcom (H) V E 40 Registered 

16 Enrolled 

30 hours   1st August, 2024- 22nd November 2024 
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1. Students will understand the various aspects of social media being used for marketing 

(Influencer marketing, Facebook marketing, Twitter Marketing , Instagram 

Marketing). 

2. Students will be able to evaluate and compare different social media marketing 

campaigns run by various firms. 

3. Students will evaluate theoretical concepts to real-world marketing via social media. 

4. Students will identify and utilize various tools such as social media etc. 

5. Students will develop the awareness of current and emerging social media Tool and 

Techniques 

 

 

Feedback (Assessment) of Value-Added Course: 

The Impact of the value-added course was assessed by feedback given by students. 

Feedback of same is as under: 

 

            Socia Media Marketing VAC- Feedback Form 

 

Assessment was done basis: 

1. Presentation on Social media marketing strategies: Students select brands of their choice 

and Present deep insights into the SOCIAL MEDIA MARKETING STRATEGIES used by 

them across various products/services. Presentations Highlighted the theoretical concepts 

being used in the Real-world. 

2. Case Study (Class Participation): Case study on “Stanley Tumblers” was shown to 

students. Further each student shared their understanding, insight and future path to be 

taken by Stanley. 

 

3. Assessment Test: As part of the Assessment, students were asked to answer 35 questions 

on social media Marketing via Google Forms. Concepts from theory as well as practical 

were covered to assess the overall understanding of the student. The students were given 

45-50 minutes to answer the questions and scores were recorded 

 

  

https://docs.google.com/forms/d/e/1FAIpQLSd_Utwo1eqm0fs-uFRl2RlZibCDfztY4pbGyQxD1gUEapHWHg/viewform?usp=sf_link
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1. Email *

2.

3.

4.

5.

Mark only one oval.

BBA V Morning

BBA V E

BCOM VM

BCOM V E

SOCIAL MEDIA MARKETING- VAC
TEST PAPER
Test for SMM VAC Evaluation 
Points to be kept in mind:
1) There are 35 Questions and each question carries 2 marks. Total Marks= 70
2) All questions are required to be filled
3) ONLY the forms submitted within the duration of class will be considered valid
4) Submitted form will be cross verified with the attendance sheet

* Indicates required question

NAME *

Enrollment Number *

Email *

Class of the student *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 1/13



6.

Mark only one oval.

Advertising

engagement

influencer marketing

visibility

Untitled section

7.

Mark only one oval.

Unique Graphic Content

Unlimited Growth Conversion

User-generated Content

Unified Global Campaigns

8.

Mark only one oval.

Selling

Engagement

Visibility

Positioning

1.What is the term for the practice of paying social media influencers to promote
products or services to their followers?

*

2.What does the acronym “UGC” stand for in social media marketing? *

4. SMM does not focus on  *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 2/13



9.

Mark only one oval.

LinkedIn

Facebook

Instagram

Twitter

10.

Mark only one oval.

Improve Website Traffic

Build Stronger Customer reationship

Powerful Brand Image

Maximizing email subscriptions

11.

Mark only one oval.

Enhance Product visibility

Brand awareness

Both (a & b)

None of the above

12.

Mark only one oval.

The total interactions on a post

The number of unique users who see content without paid promotion

The followers gained through ads

The number of paid advertisements seen

4.Which social media platform is often used for professional networking, industry
discussions, and thought leadership?

*

5. Which of the following is NOT a common social media marketing objective? *

6. Strategic Social media marketing helps in: *

7. What does “organic reach” refer to in social media marketing? *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 3/13



13.

Mark only one oval.

Other:

Only A

Only A & C

ONLY A, B and C

Only B & A

14.

Mark only one oval.

Consumer Protection Act, 2019

Guidelines for Prevention of Misleading Advertisements

Consumer Protection (e-commerce) rules, 2020

Digital Personal Data Protection Act, 2023

15.

Mark only one oval.

Basket Sneaking

Bait and Switch

False urgency

None of the above

8. A) Visibility
B) Targeting
C) Positioning 
The pillar(s) of social media marketing:

*

9. The Act launched to enhance Data Privacy : *

10. The "dark pattern" of Promising one thing but delivering something else is
called:

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 4/13



16.

Mark only one oval.

Search engine optimization

Social media marketing

Social media optimization

Search engine marketing

17.

Mark only one oval.

Authority

Action

Acceleration

Agility

18.

Mark only one oval.

Increased brand awareness

Website Traffic

The number of likes, shares and comments on a post

The frequency of posting

19.

Mark only one oval.

Consistency

Tranparency

Sales

Authenticity

11. What is the term for the practice of optimizing social media posts and
profiles to appear in search engine results?

*

12. The ability to revaluate existing content to improve and re-use it is called  *

13. On social media “engagement” refers to : *

14. With User-generated content, Brand aim to show *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 5/13



20.

Mark only one oval.

SMM creates a community

SMM paves way for personalized marketing

SMM has wider outreach at a lesser cost

All of the above

21.

Mark only one oval.

Twitter

Instagram

Linkedin

Facebook

22.

Mark only one oval.

The results are not measurable

Social media is not business specific

There is no such thing as “Negative” on social media.

Social media is completely free marketing.

15. Trends have shifted from Traditional Advertising to Social media marketing
because

*

16. Which of the following platforms is often used to target Gen-Z  *

17. Which of the following is NOT a myth about social media marketing *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 6/13



23.

Mark only one oval.

Social CRM

Social Engagement

Branding

Community building

24.

Mark only one oval.

Selling products through social media

Giving discounts to customers

Advertising products/services on social media platforms

Asking product ideas from social media users

25.

Mark only one oval.

Influencer Marketing

Viral Marketing

Content Marketing

Social media marketing

18. What is the term for the strategy of using social media to build customer
relationships and loyalty over time?

*

19.Majorly, Social media marketing includes *

20. ____ is the name given to promotional methods that naturally explode
through word of mouth and digital buzz.

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER
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26.

Mark only one oval.

Data Mining

Data Breach

Spamming

Forced action

27.

Mark only one oval.

Snapchat

Quora

Instagram

Twitter

28.

Mark only one oval.

Green Marketing

Viral Marketing

Social Marketing

Social media marketing

21. ______  is a way for companies to gather information using automated
computer systems that sort through information to identify trends and patterns

*

22. Which platform is known for its character limit and real-time updates *

23. To persuade consumers to adopt behaviors that are good for society as a
whole is called

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER

https://docs.google.com/forms/d/1MXo0kjzRnNLtcrIFSfS4S1FJjrKFt92uDXGShE32kWs/edit 8/13



29.

Mark only one oval.

less than 10,000

more than 1 Million

about 1,000

100,000 - 1 Million

30.

Mark only one oval.

ONLY 2

ONLY 2 & 3

ALL 1, 2, 3

None of these are significant considerations

31.

Mark only one oval.

Customer reviews

Customer Video Testimonials

Customer stories on Social Media

Influencer Marketing

24. Macro-Influencers have a following of *

25. 1) The relevant Followers
2) Engagement Rate
3)Relevant Content
Which of these must be considered to make a successful influencer
marketing?

*

26. User-generated content does not include *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER
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32.

Mark only one oval.

Long Texts

High quality images/reels

Generic Articles

Sales Pitch

33.

Mark only one oval.

Word-of-mouth

Viral Marketing

Celebrity Marketing

User-generated content

34.

Mark only one oval.

Personalized Marketing

Behavioural Marketing

None of these

Both A & B

35.

Mark only one oval.

Traditional Marketing

Influencer Marketing

User-generated content

none of these

27. Which type of content garners most attention on Social media *

28. The strongest Marketing force is *

29. Spotify Wrapped is a classic example of *

30. Apple’s #ShotoniPhone Campaign is *

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER
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36.

Mark only one oval.

Reddit

Instagram

Facebook

Youtube

37.

Mark only one oval.

Micro- Influencers

Nano-influencers

Celebrities

Mega-Influencers

Option 5

38.

Mark only one oval.

Digital Marketing

Social media marketing

Digital tools

Digital Landscape

31. Community forum used by brands to engage in Q & A with customers *

32. Small businesses, Local artisans, home-based businesses collaborate with *

33. ______refers to the current state and dynamics of digital technologies,
online environments, and their associated cultural, social, and regulatory
frameworks.

*

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER
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39.

Mark only one oval.

STP

Authenticity

Consistency

Ongoing Optimization

40.

Mark only one oval.

Increasing Sales significantly

Enhancing Customer service

Charging less prices

Meeting Needs Profitably

This content is neither created nor endorsed by Google.

34. Continuously monitor the performance of your digital tools and adjust
strategies based on analytical insights and user feedback is called

*

35. Marketing in 3 words would be defined as *

 Forms

12/24/24, 10:57 AM SOCIAL MEDIA MARKETING- VAC TEST PAPER
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onwards. This course was intended to enhance the student's overall. The duration of the course was 
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allotted a unique NCFM registration number along with an online login ID and can avail of facilities 
like SMS alerts, online payment, checking of test schedules, online enrolment, profile update etc. 
through their login ID. 

 
The trainer Dr. Deeksha Arora gave a thorough insight about the concept of Financial Market. She 
addressed the various aspects of the market along with the significance of each one of them. Through 
the various activities have helped meet not only the course objectives but outcomes as well. 
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course for the students of BBA and BCom. (H) second semester, from the month of August 2024 
onwards. This course was intended to enhance the student's overall. The duration of the course was 
30 hours which started from 1st August 2024. 

NCFM is an online certification program aimed at upgrading skills and building competency. The 
program has a widespread reach with testing centers present at more than 150+ locations across the 
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One can register for the NCFM through website www.nseindia.com Once registered, a candidate is 
allotted a unique NCFM registration number along with an online login ID and can avail of facilities 
like SMS alerts, online payment, checking of test schedules, online enrolment, profile update etc. 
through their login ID. 

 
The trainer Dr. Deeksha Arora gave a thorough insight about the concept of Financial Market. She 
addressed the various aspects of the market along with the significance of each one of them. Through 
the various activities have helped meet not only the course objectives but outcomes as well. 
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