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Copy for information and necessary action :-  
 

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

        2.  College Teachers Approval Unit (CTA),  
3.  The Deputy Registrar, (Admissions, Enrolment, Eligibility and 

     Migration Department (AEM), 
  4.  The Deputy Registrar, Academic Appointments & Quality Assurance           

     (AAQA) 

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

      6.  The Deputy Registrar, Executive Authorities Section (EA) 

             He is requested to treat this as action taken report on the concerned 
resolution adopted by the Academic Council referred to the above circular. 

        7.  The Deputy Registrar, PRO, Fort, (Publication Section), 
        8.  The Deputy Registrar, Special Cell,  
        9.  The Deputy Registrar, Fort Administration Department     

             (FAD) Record Section, 
      10.  The Deputy Registrar, Vidyanagari  Administration Department     

             (VAD),  
       

Copy for information :- 
 

 
1. The Director, Dept. of Information and Communication Technology (DICT), 

Vidyanagari,  

    He is requested to upload the Circular University Website 

     2.  The Director of Department of Student Development (DSD), 

       3.  The Director, Institute of Distance and Open Learning (IDOL Admin),   
            Vidyanagari, 

4.  All Deputy Registrar, Examination House, 

5.  The Deputy Registrars, Finance & Accounts Section,  

6.  The Assistant Registrar, Administrative sub-Campus Thane, 

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

8.  The Assistant Registrar, Ratnagiri sub-centre, Ratnagiri, 

     9.  P.A to Hon’ble Vice-Chancellor, 

  10.  P.A to Pro-Vice-Chancellor, 
  11.  P.A to Registrar, 

  12.  P.A to All Deans of all  Faculties, 
  13.  P.A to Finance & Account Officers, (F & A.O), 
  14.  P.A to Director, Board of Examinations and Evaluation, 

  15.  P.A to Director, Innovation, Incubation and Linkages, 
  16. P.A to Director, Department of Lifelong Learning and Extension (DLLE),  

  17.  The Receptionist, 
  18.  The Telephone Operator, 

 

  Copy with compliments for information to :- 
 

   19. The Secretary, MUASA 

   20. The Secretary, BUCTU. 
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Proposed Revision Syllabus for 

the course of 
BMS(SPORTSMANAGEMENT) 

 
 

 
(Credit Based Semester and Grading System with 

effect from the academic year 2021-22)  
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             I/c. DIRECTOR 

 

 
 

 
 

AC. 29/6/2021 

   ItemNo. 9.22 

 
UNIVERSITYOFMUMBAI 

 

 
Syllabus for Approval 

 
 

 
 

Sr.No. Heading Particulars 

1 TitleoftheCourse BMS(SportsManagement) 

 

2 
 

EligibilityforAdmission 

XII th pass under 10+2 scheme of anyrecognized 

state/Central/Internationalboardwith inIndia 

3 PassingMarks 50%passingmarks 

4 Ordinances/Regulations(ifany) 6324 

 

5 
 

No.ofYears /Semesters 
 

Threeyearsfulltime/6semester 

6 Level Bachelor 

7 Pattern Yearly/Semester 

8 Status Revision 

9 TobeimplementedfromAcadem

ic Year 

Fromacademicyear2021-22 

 

Date: Signature: 

 

Dr. Shivram S. Garje, I/C.Director,GarwareInstituteofCareer Education&Development 
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4. Objective oftheCourse: 

 

1. TheSportsIndustryinIndiaisgrowingbyleapsandbounds. 

FromasituationwhereIndiawasprimarilyacricketplayingnation(playingonlytest

sandoneday internationals), we now have the IPL and multiple sports leagues 

infootball, kabaddi, badminton, hockey etc plus sports events like the 

Mumbai /Delhimarathons. 

 

2. Thisexplosivegrowthinsportshasledtoahugejumpinneed 

forsportsmanagementprofessionalsinalliedindustrieslike: 

a. Sportsfranchiseese.g.MumbaiIndians. 

b. Sports goodscompanieslikeNike,Reeboketc. 
c. Sportsfederations. 

d. ConsumergoodscompanieslikeBajaj,Colgateetcwhowanttoincreasetheirb

randassociationwithsports. 

e. CelebrityManagerswhowillmanagethecareersoftheseupcomingsport

spersonalities. 

f. SportsEventandFacilitymanagerswhowillassistinthesmoothrunningofthev

ariousevents. 

 

3. Therefore,weatInternationalInstituteofSportsManagementdecidedtoenterthisfi

eldwithaGraduatecourseinSportsManagement. 

 

4. WenowwishtoofferourgraduatecourseinassociationwithMumbaiUnive

rsitytocoverthefollowingobjectives: 

a. Toequipthestudentswithanunderstandingofthebusiness ofsports. 

b. Tobuildmanagementskillsofmarketing,finance,operations,humanreso

urcesinthemanagementofsports. 

c. Toenablepassionateprofessionalstodevelopthesportsmanagementorie

ntationin Indiainasystematicway. 
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FYBMS 

BMS(SportsManagement)Program 
UnderChoiceBasedCredit,GradingandSemesterSystemCourseSt

ructure 
 

 

(Tobeimplementedfrom AcademicYear2016-2017) 
 
 

No. 
ofCours
es 

SemesterI Credits 
No. 

ofCours
es 

SemesterII Credits 

1 ElectiveCourses(EC) 1 ElectiveCourses(EC) 

1 FinancialAccounting 03 1 MarketingManagement 03 

2 BusinessLaw 03 2 IndustrialLaw 03 

3 
SportsFacility&Event

Management 
03 3 

SportsOrganization&
Administration 

03 

2 AbilityEnhancementCourses(AEC) 2 AbilityEnhancementCourses(AEC) 

2A 
AbilityEnhancementCompulsory

Course(AECC) 
2A 

AbilityEnhancementCompulsory
Course(AECC) 

4 BusinessCommunication-I 03 4 BusinessCommunication-II 03 

2B SkillEnhancementCourses(SEC) 2B SkillEnhancementCourses(SEC) 

5 
FoundationCoursein
PhysicalEducation1 

02 5 
FoundationCoursein
PhysicalEducation2 

02 

3 CoreCourses(CC) 3 CoreCourses(CC) 

6 FoundationofHumanSkills 03 6 BusinessEnvironment 03 

7 BusinessEconomics-I 03 7 PrinciplesofManagement 03 

TotalCredits 20 TotalCredits 20 
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(TobeimplementedfromAcademicYear2017-2018) 
 
 

No. 
ofCours
es 

SemesterIII Credits 
No. 

ofCours
es 

SemesterIV Credits 

1 ElectiveCourses(EC) 1 ElectiveCourses(EC) 

1 
2 

Sports 
HRMSports
Law 

03 
03 

1 
2 

SportsMarketing 
SportsFinancialManagement 

03 
03 

2 AbilityEnhancementCourses(AEC) 2 AbilityEnhancementCourses (AEC) 

3 InformationTechnologyin
BusinessManagement -I 

02 3 InformationTechnologyin
BusinessManagement-II 

02 

3 CoreCourses(CC) 3 CoreCourses(CC) 

4 EnvironmentalManagement 03 4 BusinessEconomics-II 03 

5 BusinessStatistics 03 5 BusinessResearchMethods 03 

6 AccountingforManagerial
Decisions 

03 6 Production&TotalQuality
Management 

03 

7 MarketingApplicationand
Practices 

03 7 Ethics&Governance 03 

TotalCredits 20 TotalCredits 20 

SYBMS 
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(TobeimplementedfromAcademicYear2018-2019) 
 

 

No.of 
Courses 

SemesterV Credits 
No. 

ofCours
es 

SemesterVI Credits 

1 ElectiveCourses(EC) 1 ElectiveCourses(EC) 

1 SportsManagement 03 1 DigitalMarketinginSports 03 

2 SportsAnalyticsManagement 03 2 MediamarketinginSports 03 
3 SportsSponsorships 03 3 PublicRelationsinSports 03 

2 CoreCourses(CC) 2 CoreCourses(CC) 

4 
 

5 
6 

Logistics&SupplyChain
Management 
Strategic 
ManagementInternati
onalBusiness 

03 
 

03 
03 

4 
5 

 
6 

OperationManagement
EntrepreneurshipMana
gement 
BusinessNegotiations 

03 
03 

 
03 

3  SummerInternship 3  ProjectWork 

7 SummerInternship 03 7 ProjectWork-Sports 03 

TotalCredits 21 TotalCredits 21 

 Note:Projectworkisconsideredasaspecialcourseinvolvingapplicationofknowledgeinsolving/analyzing/
exploring a real lifesituation/ difficult problem. Project work would be of 
03credits.Aprojectworkmaybeundertakeninanyareamentioned above 

TYBMS 
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BMS(SportsManagement)Program 
(TobeimplementedfromAcademicYear–2016-2017) 

SemesterI 
 
 

No.ofCourses SemesterI Credits 

1 ElectiveCourses(EC) 

1 FinancialAccounting 03 

2 BusinessLaw 03 

3 SportsFacility&EventManagement 03 

2 AbilityEnhancementCourses(AEC) 

2A AbilityEnhancementCompulsoryCourse(AECC) 

4 BusinessCommunication-I 03 

2B SkillEnhancementCourses(SEC) 

5 FoundationCourseinPhysicalEducation1 02 

3 CoreCourses(CC) 

6 FoundationofHumanSkills 03 

7 BusinessEconomics-I 03 

TotalCredits 20 
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1. FinancialAccounting 
 
 
 

 

ModuleNo 

 

CoverageofModule 

TimeAllotte
d -

NoofHours 
(Lectures) 

 

1 
· Introduction to Accounting · Concept and 

necessityofAccounting·AnOverviewofIncomeStateme
ntand 

BalanceSheet. 

 

4 

 

2 
·Introductionand 

MeaningofGAAP·ConceptsofAccounting·ImpactofAcco
unting·Concepts on 

IncomeStatementandBalanceSheet. 

 

4 

 
3 

· Accounting Mechanics · Process leading 
topreparationofTrialBalanceandFinancial Statements 
·PreparationofFinancialStatementswithAdjustment 

Entries. 

 
7 

 
4 

· Revenue Recognition and Measurement · 
Capitaland Revenue Items · Treatment of R & D 
Expenses 
·PreproductionCost·DeferredRevenueExpenditure 

etc. 

 
5 

5 
·FixedAssetsandDepreciation Accounting· 

EvaluationandAccountingofInventory. 
5 

 

6 
·PreparationandCompleteUnderstanding of 

CorporateFinancialStatements·‘T’Formand Vertical 
FormofFinancialStatements. 

 

7 

7 ·ImportantAccountingStandards. 8 
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8 

· Corporate Financial Reporting – Analysis 
ofInterpretationthereofwithreferencetoRatio

Analysis.FundFlow,CashFlow. 
· Corporate Accounting. Accounting of Joint 
StockCompanies: Overview of Share Capital 

andDebentures, Accounting for Issue and forfeiture 
ofShares, Issue of Bonus Share. Issue of 

Debentures,Financial Statements of Companies: 
IncomeStatement and Balance Sheet in Schedule 

VI.Provisions of the Companies Act: 
Affectingpreparation of Financial Statements, 

CreativeAccounting,AnnualReport,Presentationanda
nalysisof Audit reports and Directors report. 

(Studentsshouldbeexposed toreading ofAnnual 
Reportsof 

Companiesbothdetailedandsummarizedversion). 

 
 
 
 
 
 
 

10 

9 ·InflationAccounting& EthicalIssueinAccounting 4 

10 ·CaseStudiesandPresentations 7 

 
 
 
 

2. BusinessLaw 
 

Sr. 
No. 

Modules 
No. 

ofLectur
es 

1 ContractAct,1872&SaleofGoodsAct,1930 15 

2 
NegotiableInstrumentAct,1981&ConsumerProtectionAct,1986 

15 

3 CompanyLaw 15 

4 IntellectualPropertyRights(IPR) 15 

Total 60 

 

 

Sr.No. Modules/Units 

1 ContractAct,1872&SaleofGoodsAct,1930 
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  ContractAct,1872:EssentialelementsofContract;AgreementandContract– 

Capacity to Contract, free consent, consideration, lawful objects/ 
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 consideration,Breachofcontract.RemediesforbreachofContract. 

 SaleofGoodsAct,1930:ScopeofAct,SaleandAgreementtosell,essentialofa valid 

Sale Contract– Conditions and warranties– Implied Condition 

andwarranties,Rights ofanunpaidseller. 

2 NegotiableInstrumentAct, 1981&ConsumerProtectionAct, 1986 

  Negotiable Instrument Act, 1981: Introduction of Negotiable Instruments –

Characteristics of negotiable instruments, Promissory note, Bills of 

exchange,Cheque,DishonourofCheque. 

 Consumer Protection Act, 1986: Objects of Consumer Protection- 

Introductionof Consumers, who is consumer? Meaning of the words “Goods 

and services” –

Meaningofthewords“DefectsandDeficienciesofgoodsandservices” 

ConsumerdisputesandComplaints. 

3 CompanyLaw 

  CompanyLaw:Whatiscompany?–Incorporationofcompany–MOA,AOA, 

Prospectus,Meetings,Meaningoftransferandtransmissionofshares. 

4 IntellectualPropertyRights(IPR) 

  IntellectualPropertyRights(IPR) 

 IPRdefinition/objectives 

 Patentdefinition.Whatispatentable?Whatisnotpatentable?Inventionandits 

Attributes,Inventorsand Applications 

 Trademarks,definition,typesoftrademarks,infringementandpassingoff. 

 Copyrightdefinitionandsubjectinwhichcopyrightexists,Originality,Meaninga

ndContent,Authorsand Owners,RightsandRestrictions. 

 Geographicalindications(onlyshortnotes) 

 
 

3. SportsFacilityandEventManagement 
 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

 
 

1 

FacilityManagement:Meaning–
TheFacilityManager – Constituents – 

ManagerialFunctions – Computer Aided 
FacilityManagement–Strategies –Leadership– 

Outsourcing 

 
 

6 
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2 

Facility Planning: Fundamentals – Planning 
forExisting and Future Facilities – Facility Site 
andDesign:SiteLocation–siteCost–SiteSelection 

– Facility Design and Construction –
ConstructionPlanningandElements–Project 

cost–CompletionandAnalysis. 

 

 
9 

 
 

3 

Facility Systems: Heating, Ventilation and Air-
Conditioning – Energy Systems – Interior 

andExterior Systems – Space Management –
FacilityRepairManagement:Maintenanceand 

RepairProgram–BasicMaintenance. 

 
 

9 

 
 

4 

FacilityMarketing-Sales–FinancialConcepts 
– Revenue and Expenses – Budgeting – 

NewFacilityFinancing– SellingofaFacility– 
SportsFacilityJobs –

EmploymentManagement– 
Training–RiskManagementandInsurance. 

 
 

11 

 
 

5 

FacilityPreparation:AttractingEvents–
EventPreparation Implementing a Security 

Plan:Crowd Management – Crisis 
Management –EventManagementinthe 

Facility:Marketing 
EffortsandCosts –MarketingfortheFuture 

 
 

8 

6 CasesinSportsFacilityManagement 10 

7 ·CaseStudiesandPresentations 7 
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4. Businesscommunication 
 
 

 
 

 
ModuleNo 

 
 

 
CoverageofModule 

 
 

TimeAllotte
d-

NoofHours(
Lectures) 

 
1 

Understandingcommunicationsindomestic&in
ternational business situations. 
CulturalContextofCommunications.Customs
and 

Practices. 

 
8 

 
 

 
2 

Barriers to effective communication. Steps 
tostructuring communication well. 

Powerfultechniquestoinfluencepeople.Import
anceof 

1. Clear Objectives to Communication. 
2.Analysis of Receivers Thoughts & 
Feelings.Structuring Communication in a. 
Opening 
b.Bodyc.Closing.Importanceofverbal&non- 

verbalcommunication. 

 
 

 
8 

 
3 

Writing effective emails. Emails to 
juniors.Emailsto 

peers.EmailstoSeniors.EmailstoCustomersf
orDevelopingSales.Emails to 
CustomersforServiceIssues. 

 
8 

 
4 

Influencing&HandlingConflict&DifferencesofOpi
nion.UnderstandingSubmissiveness, 

aggressive&assertivecommunication. 

 
8 

 
 

5 

Writingeffectivereports&analysis.Structuringth
eReports.ExecutiveSummary.Flow. 

Methodology.ResearchDone.KeyFindings. 
YourAnalysis.Conclusions& 

Recommendations. 

 
 

8 



16 
 

 
 

6 

Makinganeffectiveoralpresentation. 
Preparing Objectives. Researching 

Audienceneeds & wants. Communicating Key 
Points 

ofthemessage.HandlingQuestions&Objections
fromtheReceiver. Closingwith Action 

planning. 

 
 

10 
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7 
Making an effective presentation 

withPowerPointslides/Interaction/Video
s/ 

audios. 

 

10 

 
 

5. FoundationCourseinPhysicalEducation-I 
 
 

Sr. 
No. 

Modules No.of 
Lectures 

1 
IntroductiontoBasicRelevantconceptsinPhysicalEducation 

10 

2 ComponentsofPhysicalFitness 15 

3 TestingPhysicalFitness 10 

4 EffectofExerciseonvariousBodySystem 10 

Total 45 

 

 

Sr.No. Modules/Units 

1 IntroductiontoBasicRelevantconceptsinPhysicalEducation 

  DimensionsanddeterminantsofHealth,Fitness&Wellness 

 ConceptofPhysicalEducationanditsimportance 

 ConceptofPhysicalFitnessanditstypes 

 ConceptofPhysicalActivity,exerciseanditstypes&benefits 

2 ComponentsofPhysicalFitness 

  ConceptofcomponentsofPhysicalFitness 

 ConceptandcomponentsofHRPF 

 ConceptandcomponentsofSRPF 

 ImportanceofPhysicalEducationindevelopingphysicalfitnesscomponents. 

3 TestingPhysicalFitness 

  TestsformeasuringCardiovascularEndurance 

 TestsformeasuringMuscularStrength&Endurance 

 TestsformeasuringFlexibility 

 TestsformeasuringBodyComposition 

4 EffectofExercise onvariousBodySystem 
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  EffectofexercisesonMusculoskeletalsystem 

 EffectofexercisesonCirculatorySystem 

 EffectofexercisesonRespiratorySystem 

 EffectofexercisesonGlandularSystem 
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6. FoundationofHumanSkills 
 
 

Sr. 
No. 

Modules No. 
ofLectur
es 

1 UnderstandingofHumanNature 15 

2 IntroductiontoGroupBehaviour 15 

3 
OrganizationalCultureandMotivationatw
orkplace 

15 

4 
OrganisationalChange,CreativityandD
evelopmentandWorkStress 

15 

Total 60 

 

 

Sr.No. Modules/Units 

1 UnderstandingofHumanNature 

  IndividualBehaviour:Conceptofaman,individualdifferences,factorsaffectingind

ividualdifferences,Influenceofenvironment 

 Personalityandattitude:Determinantsofpersonality,Personalitytraitstheory,Big

fivemodel,Personalitytraitsimportantfororganizationalbehaviourlikeauthoritar

ianism,locusofcontrol,Machiavellianism,introversion-extroversion 

achievement orientation , self– esteem, risk taking,self-monitoring and type A 

and B personalities, Concept of understanding selfthrough JOHARI WINDOWS, 

Nature and components of attitude, Functions 

ofattitude,Waysofchangingattitude, Readingemotions 

 Thinking,learningandperceptions:Thinkingskills,thinkingstylesandthinkinghat,

Managerialskillsanddevelopment,Learningcharacteristics,theories of learning 

(classical conditioning, operantconditioning and sociallearning approaches), 

Intelligence, type (IQ, EQ, SQ, at work place), Perceptionfeatures and factor 

influencing individual perception, Effects of perceptualerror 

inmanagerialdecisionmakingatworkplace.(ErrorssuchasHaloeffect, 

stereotyping,prejudiceattribution). 

2 IntroductiontoGroupBehaviour 
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  IntroductiontoGroupBehaviour 

 GroupDynamics:  

Nature,types,groupbehaviourmodel(roles,norms,status,process,structures

) 

 Teameffectiveness:nature,typesofteams,waysofforminganeffective 

team. 
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  Settinggoals. 

 Organizationalprocessesandsystem. 

 Powerandpolitics:nature,basesofpower,politicsnature,types,causesoforga

nizationalpolitics, politicalgames. 

 Organizationalconflictsandresolution:Conflictfeatures,types,causes 

leadingtoorganizationalconflicts,levelsofconflicts,waystoresolveconflictsthr

oughfiveconflictsresolutionstrategies withoutcomes. 

3 OrganizationalCultureandMotivationatworkplace 

  OrganizationalCulture: 

 Characteristicsoforganizationalculture. 

 Types,functionsandbarriersoforganizationalculture 

 Waysofcreatingandmaintainingeffectiveorganizationculture 

  Motivation at workplace: Concept of 

motivationTheoriesofmotivationinanorganisation

alsetup. 

 A.MaslowNeedHierarchy 

 F.HertzbergDualFactor 

 Mc.GregortheoryXandtheoryY. 

Waysofmotivatingthroughcarrot(positive reinforcement)andstick 

(negativereinforcement)atworkplace. 

4 OrganisationalChange,CreativityandDevelopmentandWorkStress 

  Organisationalchangeandcreativity:Conceptsoforganisationalchange,Factorsl

eading/influencingorganisationalchange,KurtLewinsmodeloforganisational 

change and development, Creativity and qualities of a creativeperson, Ways 

of enhancing creativity for effective decision making, Creativeproblemsolving. 

 OrganisationalDevelopmentandworkstress:Needfororganisationaldevelopme

nt,ODTechniques,Stress,typesofstress,Causesand 

consequencesofjobstress,Waysforcopingupwithjobstress 

 
 

7. BusinessEconomics–I 
 
 

Sr. 
No. 

Modules No.of 
Lectures 

1 Introduction 10 

2 DemandAnalysis 10 

3 
SupplyandProductionDecisionsandCostofPr
oduction 

15 



22 
 

 
4 

Marketstructure:PerfectcompetitionandMonopolyandPr
icingandOutputDecisionsunderImperfect 
Competition 

 
15 

5 PricingPractices 10 

Total 60 

 

 

Sr.No. Modules/Units 

1 Introduction 

 Scope and Importance of Business Economics - basic tools- Opportunity 
Costprinciple-IncrementalandMarginalConcepts.Basiceconomicrelations-
functionalrelations:equations-Total,AverageandMarginalrelations-
useofMarginalanalysis indecisionmaking, 
Thebasicsofmarketdemand,marketsupplyandequilibriumprice-shiftsinthe 

demandandsupplycurvesandequilibrium 

2 DemandAnalysis 

 DemandFunction-natureofdemandcurveunderdifferentmarkets 
Meaning, significance,types andmeasurementof elasticity of demand 
(Price,income cross and promotional)- relationship between elasticity of demand 
andrevenueconcepts 
Demandestimationandforecasting:Meaningandsignificance-

methodsofdemandestimation:surveyandstatisticalmethods 

(numericalillustrationsontrendanalysisandsimplelinearregression) 

3 SupplyandProductionDecisionsandCostofProduction 

 Productionfunction:shortrunanalysiswithLawofVariableProportions-Production 

function with two variable inputs- isoquants, ridge lines and least 

costcombinationofinputs-LongrunproductionfunctionandLawsofReturnstoScale 

-expansionpath-EconomiesanddiseconomiesofScale. 

Cost concepts: Accounting cost and economic cost, implicit and explicit cost, 

fixedand variable cost - total, average and marginal cost - Cost Output 

Relationship 

intheShortRunandLongRun(hypotheticalnumericalproblemstobediscussed), 

LACandLearningcurve-Breakevenanalysis(withbusinessapplications) 

4 
Marketstructure:PerfectcompetitionandMonopolyandPricingandOutput 

DecisionsunderImperfectCompetition 

 Shortrunandlongrunequilibriumofacompetitivefirmandofindustry-monopoly - short 

run and long- run equilibrium of a firm under 

MonopolyMonopolisticcompetition:Equilibriumofafirmundermonopolisticcompeti

tion,debateoverroleofadvertising 

(topicstobetaughtusingcasestudiesfromreallifeexamples) 
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 Oligopolisticmarkets:keyattributesof oligopoly- 

Collusiveandnoncollusiveoligopolymarket-Pricerigidity-

Cartelsandpriceleadershipmodels 

(withpracticalexamples) 

5 PricingPractices 

 Cost oriented pricing methods: cost – plus (full cost) pricing, marginal cost 

pricing,Markuppricing,discriminatingpricing,multiple–productpricing-

transferpricing 

(casestudiesonhowpricingmethodsareusedinbusinessworld) 
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BMS(SportsManagement)Program 

(TobeimplementedfromAcademicYear–2016-2017) 

SemesterII 
 
 

No.ofCourses SemesterII Credits 

1 ElectiveCourses(EC) 

1 MarketingManagement 03 

2 IndustrialLaw 03 

3 SportsOrganization&Administration 03 

2 AbilityEnhancementCourses(AEC) 

2A AbilityEnhancementCompulsoryCourse(AECC) 

4 BusinessCommunication-II 03 

2B SkillEnhancementCourses(SEC) 

5 FoundationCourseinPhysicalEducation2 02 

3 CoreCourses(CC) 

6 BusinessEnvironment 03 

7 PrinciplesofManagement 03 

TotalCredits 20 
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1. MarketingManagement 
 
 
 

 
 

ModuleNo 

 
 

CoverageofModule 

TimeAllo
tted-No 
ofHours 

(Lectures) 

 

1 
UnderstandingtheBasics:ConceptofNeed,Wanta

ndDemandConceptofProductand 
BrandBusinessEnvironmentinIndia 

 

4 

2 
·IntroductiontoMarketingconcept·Evolution 

ofmarketing&Customerorientation 
4 

3 
MarketingEnvironmentandEvaluationof 

Marketopportunities 
4 

 

4 
· Market research & Marketing 

InformationSystemsandDemandforecastinga
ndMarket 

potentialanalysis 

 

5 

5 
·Consumerbuyingprocess&Organizational 

buyingbehaviour 
5 

6 
·PillarsofMarketing-Marketsegmentation, 

TargetmarketingPositioning&Differentiation 
7 

7 
·MarketingMix andProductdecisions–Product 

Lifecycle 
4 

8 ·NewProductdevelopmentprocess 4 

9 
·Distribution decisions–Logistics&Channel 

decision 
4 

10 
·Promotiondecisions–IntegratedMarketing 

communicationsconcept,communicationtools 
4 

11 ·Personalselling&Salesmanagement 4 

12 ·Pricingdecisions 4 

13 ·CaseStudiesandPresentations 7 
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2. IndustrialLaw 
 

Sr. 
No. 

Modules No. 
ofLectur
es 

1 
LawsRelatedtoIndustrialRelationsandIndustrialDispute
s 

15 

2 LawsRelatedtoHealth,SafetyandWelfare 15 

3 SocialLegislation 15 

4 LawsRelatedtoCompensationManagement 15 

Total 60 

 
 

 

Sr.No. Modules/Units 

1 LawsRelatedtoIndustrialRelationsandIndustrialDisputes 

  IndustrialDisputesAct,1947:Definition,Authorities,Awards,Settlements,StrikesL

ockouts,LayOffs,RetrenchmentandClosure 

 TheTradeUnionAct,1926 

2 LawsRelatedtoHealth,SafetyandWelfare 

  TheFactoryAct1948:(ProvisionsrelatedtoHealth,SafetyandWelfare) 

 TheWorkmen’sCompensationAct,1923Provisions: 

 Introduction:Thedoctrineofassumedrisk,ThedoctrineofCommonEmployme

nt,ThedoctrineofContributoryNegligence 

 Definitions 

 Employersliabilityforcompensation(S-3to13) 

 RulesastoCompensation(Sec4toSec9)(14A&17) 

3 SocialLegislation 

  EmployeeStateInsuranceAct1948:DefinitionandEmployeesProvidentFund 

 Miscellaneous Provision Act 1948: Schemes, Administration

anddetermination ofdues 
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4 LawsRelatedtoCompensationManagement 

  ThepaymentofWagesAct1948:Objectives,Definition,AuthorizedDeductions 

 PaymentofBonusAct,1965 

 ThePaymentofGratuityAct,1972 
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3SportsOrganization&Administration 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

 
 
 
 

1 

Social Context for Modern Sports: Need 
forNewStructureinSportsToday.Internationa

lSports Environment: IOC and 
InternationalFederations – National Sports 
Environment:National Olympic Committees 
– NationalFederations – Governmental and 

Quasi –Governmental Organizations– 
SportsConflicts –ConflictsarisingfromAnti- 

DopingTests. 

 
 
 
 

12 

 
 
 

2 

OriginandOperationsofSports Organizations 
– Defining the Legal Status – Social Profile 
oftheSports Organization– Choosingatype 

ofOrganization: Environmental Indicators –
Power and Authority – Delegation 

ofResponsibilities – Organizational Charts –
SportsIdentityVsImage– 

EstablishingaSportsIdentity 

 
 
 

12 

 
 
 

3 

Sports Organizations and their 
Environment:ThenatureoftheOrganizationalEnv

ironment–Research on Organizational 
Environments –Controlling Environmental 

Uncertainty: OtherPerspectives on the 
OrganizationalEnvironment. Relationship 

between 
Organizations’sEnvironmentanditsStructure. 

 
 
 

9 

 

 
4 

Sports Organizations and 
Technology:Technology – Research on 

technology andOrganizations – Critiques of 
the TechnologyImperatives – Micro-Electronic 

Technologies –
RelationshipBetweentechnologyand 

OrganizationalStructure. 

 

 
8 
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5 

Cases of Strategic Approaches by 
someOlympicSports Organizations:FIVB–FIH-

IPC 
–WADA –ISC–ZOC–OCM–OS–Measuring 

thePerformanceofOlympicSports 
Organizations. 

 
 

12 
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6 Casestudies&presentations 7 
 
 

4. BusinessCommunication-II 
 
 

Sr. 
No. 

Modules No.of 
Lectures 

1 PresentationSkills 15 

2 GroupCommunication 15 

3 BusinessCorrespondence 15 

4 LanguageandWritingSkills 15 

Total 60 

 
 
 
 

Sr.No. Modules/Units 

1 PresentationSkills 

 Presentations:(tobetestedintutorialsonly)4PrinciplesofEffectivePresentation 

EffectiveuseofOHP 

EffectiveuseofTransparencies 

HowtomakeaPower-PointPresentation 

2 GroupCommunication 

 Interviews: Group Discussion Preparing for an Interview, Types of Interviews –

Selection,Appraisal,Grievance,Exit 

Meetings: Need and Importance of Meetings, Conduct of Meeting and 

GroupDynamics Role of the Chairperson, Role of the Participants, Drafting of 

Notice,AgendaandResolutions 

Conference:Meaning and Importance of Conference Organizing a 

ConferenceModernMethods:Videoand Tele–Conferencing 

PublicRelations:Meaning,FunctionsofPRDepartment,ExternalandInternal 

MeasuresofPR 

3 BusinessCorrespondence 

 TradeLetters:  Order,  Credit  and  Status  Enquiry,   Collection  (just  a  brief 
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 introductiontobegiven) 

Onlyfollowingtobe taughtindetail:- 

LettersofInquiry,LettersofComplaints,Claims,AdjustmentsSalesLetters,promotiona

l leaflets and fliers Consumer Grievance Letters, Letters under Right 

toInformation(RTI)Act 

[Teachersmustprovidethestudentswiththeoreticalconstructswherevernecessaryin

ordertocreateawareness.However,studentsshouldnotbetested 

onthetheory.] 

4 LanguageandWritingSkills 

 Reports:Parts,Types,FeasibilityReports,InvestigativeReports 

Summarization:Identificationofmainandsupporting/subpointsPresentingtheseinac

ohesivemanner 

 
 

5. FoundationCourseinPhysicalEducation-II 
 
 
 
 

Sr. 
No. 

Modules No.of 
Lectures 

1 DevelopmentofFitness 10 

2 Health,FitnessandDiseases 15 

3 YogaEducation 10 

4 DailyScheduleofAchievingQualityofLifeandWellness 10 

Total 45 

 

 

Sr.No. Modules/Units 

1 DevelopmentofFitness 

  Benefitsofphysicalfitnessandexerciseandprinciplesofphysicalfitness 

 Calculationoffitnessindexlevel1-4 

 Waist-hipratioTargetHeartRate,BMIandtypesandprinciplesofexercise(FITT) 

 Methodsoftraining–continues,Interval,circuit,FartlekandPlyometric 
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2 Health,FitnessandDiseases 

  Definitionofobesityanditsmanagement 

 Communicablediseases,theirpreventiveandtherapeuticaspects 

 Factorsresponsibleforcommunicablediseases 

 PreventiveandtherapeuticaspectofCommunicableandnon-

communicablediseases 

3 YogaEducation 

  Meaningandhistoryofyoga 

 Ashtangyogaandtypesofyoga 

 Types ofSuryanamaskarandTechniqueofPranayam 

 BenefitsofYoga 

4 DailyScheduleofAchievingQualityofLifeandWellness 

  Dailyschedule baseduponone’sattitude,gender,age&occupation. 

 Basic–module: -Timesplitforrest,sleep,diet,activity&recreation. 

 Principlestoachievequalityoflife:-

positiveattitude,dailyregularexercise,controloverfoodhabits&healthy 

hygienicpractices. 
 

 

6. BusinessEnvironment 
 
 

Sr.No. Modules No. 
ofLectur
es 

1 IntroductiontoBusinessEnvironment 15 

2 PoliticalandLegalenvironment 15 

3 
SocialandCulturalEnvironment,Technologicalenvir
onmentandCompetitiveEnvironment 

15 

4 InternationalEnvironment 15 

Total 60 

 

 

Sr.No. Modules/Units 

1 IntroductiontoBusinessEnvironment 
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  Business: Meaning, Definition, Nature & Scope, Types of

BusinessOrganizations 

 BusinessEnvironment:Meaning,Characteristics,ScopeandSignificance, 
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 ComponentsofBusinessEnvironment 

 Micro and Macro Environment: Definition, Differentiation, Analysis of 

BusinessEnvironment,SWOT Analysis. 

 IntroductiontoMicro-Environment: 

 InternalEnvironment:Valuesystem,Mission,Objectives,OrganizationalStruc

ture,OrganizationalResources,CompanyImage,BrandEquity 

 External Environment: Firm, customers, suppliers,

distributors,Competitors,Society 

 IntroductiontoMacroComponents:Demographic,Natural,Political,Social, 

Cultural,Economic,Technological,InternationalandLegal) 

2 PoliticalandLegalenvironment 

  PoliticalInstitutions:Legislature,Executive,Judiciary,RoleofgovernmentinBusine

ss,LegalframeworkinIndia. 

 Economicenvironment:economicsystemandeconomicpolicies.ConceptofCapita

lism,SocialismandMixedEconomy 

 ImpactofbusinessonPrivatesector,Publicsector andJointsector 

 Sun-risesectorsofIndiaEconomy.ChallengesofIndian economy. 

3 
SocialandCulturalEnvironment,TechnologicalenvironmentandCompetitive 

Environment 

  SocialandCulturalEnvironment:Nature,ImpactofforeigncultureonBusiness,Trad

itionalValuesanditsImpact,SocialAudit-

MeaningandImportanceofCorporateGovernanceandSocialResponsibilityofBusin

ess 

 Technologicalenvironment:Features,impactoftechnologyonBusiness 

 CompetitiveEnvironment:Meaning,MichaelPorter’sFiveForcesAnalysis,Compet

itiveStrategies 

4 InternationalEnvironment 

  InternationalEnvironment– 

 GATT/WTO:ObjectiveandEvolutionofGATT,Uruguayround,GATTv/sWTO,Fu

nctions ofWTO,Pros andConsofWTO. 

 Globalization:Meaning,NatureandstagesofGlobalization,featuresofGlobali

zation,ForeignMarket entrystrategies,LPG model. 

 MNCs:Definition,meaning,merits,demerits,MNCsinIndia 

 FDI:Meaning,FDIconceptsandfunctions,needforFDIindevelopingcountries,F

actorsinfluencingFDI,FDI operationsinIndia, 

 ChallengesfacedbyInternationalBusinessandInvestmentOpportunitiesfor 

IndianIndustry. 

 
 

7. PrinciplesofManagement 
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Sr. 
No. 

Modules No. 
ofLectur
es 

1 NatureofManagement 15 

2 PlanningandDecisionMaking 15 

3 Organizing 15 

4 
Directing,Leadership,Co-
ordinationandControlling 

15 

Total 60 

 

 

Sr.No. Modules/Units 

1 NatureofManagement 

  Management:Concept,Significance,Role&  

Skills,LevelsofManagement,ConceptsofPODSCORB,ManagerialGrid. 

 EvolutionofManagementthoughts,ContributionofF.WTaylor,HenriFayol 

andContingencyApproach. 

2 PlanningandDecisionMaking 

  Planning:Meaning,Importance,Elements,Process,LimitationsandMBO. 

 DecisionMaking:Meaning,Importance,Process,TechniquesofDecisionMaking. 

3 Organizing 

  Organizing:Concepts,Structure(Formal&Informal,Line&StaffandMatrix),Meani

ng,Advantages andLimitations 

 Departmentation:Meaning,BasisandSignificance 

 Span ofControl:Meaning,GraicunasTheory,Factorsaffectingspanof 

ControlCentralizationVsDecentralization 

 Delegation:Authority&Responsibilityrelationship 

4 Directing,Leadership,Co-ordinationandControlling 

  Directing:MeaningandProcess 

 Leadership:Meaning,StylesandQualitiesofGoodLeader 

 Co-ordinationasanEssenceofManagement 

 Controlling:Meaning,ProcessandTechniques 

 RecentTrends:GreenManagement&CSR 



36 
 

BMS(SportsManagement)Program 

 
(TobeimplementedfromAcademicYear–2017-2018) 

SemesterIII 
 

 

No.ofCourses SemesterIII Credits 

1 ElectiveCourses(EC) 

1 
2 

Sports 
HRMSports
Law 

03 
03 

2 AbilityEnhancementCourses(AEC) 

3 InformationTechnologyinBusinessManagement-I 02 

3 CoreCourses(CC) 

4 EnvironmentalManagement 03 

5 BusinessStatistics 03 

6 AccountingforManagerialDecisions 03 

7 MarketingApplicationandPractices 03 

TotalCredits 20 
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1. SportsHRM 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotted-
No of 

Hours(Lecture
s) 

 

 
1 

Meaning, Nature and Scope of HRM -
Personnel Management Verses HRM-

Importance of HRM-Functions of HRM-
Classification of HRM Functions-

OrganizationofHRMDepartment-Qualities 
andQualificationsofHRMManagers 

 

 
8 

 
 
 
 

 
2 

Organization of Personnel Functions – 
Personnel Department, Its 

Organization,Policies, Responsibilities and 
Place in theOrganization. Meaning and 

Objectives ofHRP – Benefits of HRP, 
Objectives ofRecruitment –Company 

strategies andrecruitment strategies – Job 
Analysis –Purpose & Techniques – Job 

Description –JobSpecification–
SearchingforprospectiveEmployees/Source

sofRecruitment 
–Traditionalsources–Modernsources – 

FactorsaffectingRecruitment. 

 
 
 
 

 
10 

 
 
 
 

3 

Selection - Meaning and definition –
Essentials of Selection Procedure – Steps 

inSelection Procedure –Application form –
Writtenexamination–PreliminaryInterview 

– Psychological Tests – Final Interview –
Medicalexamination– Referencechecks–Line 

Manager’s Decision – Job Offer –
Employment– Placement–Inductionand 

RetentionofEmployees. 

 
 
 
 

9 
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4 

Training & Development – Purpose – Need –
Importance – Techniques (on the job & 

offthe job) – Evaluation – Benefits –
Management Development Programme –
KnowledgeManagement-JobEnlargement 
–JobEnrichment–JobEvaluation–Meaning 

–Purpose-Techniques.Qualityof 
workinglife–Issues 
inQualityofWorkinglife– 

QualityCircles–ManagementbyObjectives. 

 
 
 
 

8 



39 
 

 
 
 
 
 

5 

Wage & Salary 
Administration:CompensationPlan– 

Individual–Group–Incentives– 
Bonus – Fringe Benefits. 

PerformanceAppraisal–Meaning-
NeedandImportance 

– 
Objectives – Methods and 

ModernTechniques of Performance 
Appraisal –RequisiteofGoodAppraisalPlan–

ProblemsinPerformanceAppraisal–
CorporateSocial 
Responsibility. 

 
 
 
 
 

10 

6 
AlltheaboveconceptsappliedtoSports 

Organizations 
8 

7 CaseStudies&Presentations 7 

 
 

2Sports Law 
 

 

ModuleNo 

 

CoverageofModule 
TimeAllotted-

No of 
Hours(Lecture

s) 

1 
IntroductiontoSportsLaw:•WhatisSports 

Law?•SourcesofSportsLaw 
5 

 

 
2 

UnderstandingthegovernanceofSports:•Role
s and functions of Sports GoverningBodies 
• A transformational approach to 

SportsGovernance-
anunderstandingoftheLodha 

CommitteeReport 

 

 
8 
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3 

HowtostructureanEndorsementA
greement? 

• WhatareEndorsementAgreements? 
• UnderstandingtheCommercialRationale 
• PlayerAttributesandPlayerAppearances 

• Consideration 
• PlayerMorality 

• PlayerPerformanceandLinkagetoR
enewal/Termination 

 
 
 

 
8 



41 
 

 • Non-CompeteProvisions 
• ConflictwithPlayersPlayingContracts 

 

 
 
 

4 

HowtostructureSponsorshipAgreements? 
• WhatisSponsorship? 
• KindsofSponsorship 

• Key termsinaSponsorshipAgreement 
• KeycontractualandlegalissuesinSp

onsorshipAgreements 

 
 
 

8 

 
 
 
 

 
5 

HowtostructureFranchiseAgreements? 
• WhatisaFranchiseAgreement? 

• AdventofProfessionalFranchisebaseds
portsleagues inIndia 

• Class of Assets owned by a Rights 
Holder(CentralRights) 

• ClassofAssetsownedbyaFranchisee(Fr
anchiseeRights) 

• OtherProvisions:ProtectionofIntellectualPr
operty Rights; Contractual 
CoordinationMechanisms;Termination&Co
nsequences 
ofTerminationandBoilerplateProvisions 

 
 
 
 

 
8 

 
 

6 

HowtostructurePlayerAgreements? 
• UnderstandingcontractualobligationsofP

layers 
• Understandingcontractualobligationsof 

SportsGoverningBodies 

 
 

8 
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7 

HowtostructurePlayerRepresentationA
greements? 

• WhoisanAgent? 
• PlayerRepresentationAgreement 

• EngaginganAgent/Agency 
• AuthorizationofAgenttomanageC

ommercialRights 
• CommercialRightsofaPlayer 

• TermofAgent/Agency 
• ObligationofthePlayers 

• Structuringpaymentandconsiderationp
rovisions 

• GroundsforTermination 

 
 
 
 
 
 

7 

8 CaseStudies&Presentations 7 
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5.BusinessStatistics 
 

 
 

ModuleNo 

 
 

CoverageofModule 

 

TimeAllotted-
No of 

Hours(Lecture
s) 

 
1 

·BasicStatisticalConcepts·SummarisationofData 
· Frequency Distribution · Measures 
ofCentralTendency·MeasuresofDispersion· 

RelativeDispersion,Skewness 

 
5 

 

 
2 

· Elementary Probability Theory · 
RelativeFrequency Approach · Axiomatic 

Approach 
·SubjectiveProbability·Marginal&ConditionalP

robability · Independence/Dependence 
ofEvents·Bayes'Theorem·Chebyseheff's 

Lemma 

 

 
7 

 
3 

·ElementaryStatisticalDistributions·Binomial,Poi
sson,Hypergeometric· Negative 
Exponential,Normal,Uniform 

 
5 

 
4 

· 
Samplingdistributions·ForMean,Proportion,Va
riance·FromRandomSamples·StandardNormal(

3);Student's;Chi-Square· 
AndVarianceratio(F)Distribution 

 
7 

 
5 

· Statistical Estimation · Point & 
Intervalestimation·ConfidenceIntervalfor

Mean, 
Proportion&Variance 

 
5 

 
6 

·TestofHypothesis·Testsforspecifiedvaluesof 
Mean, · Proportion & Standard Deviation 
·Testingequality oftwoMeans,·Proportion& 
StandardDeviation·Testofgoodness-offit 

 
7 

 
7 

· Simple Correlation & 
Regression/MultipleCorrelation&Regressio

n·Spearman'srank 
Correlation 

 
7 

8 
·AnalysisofVariance·One-way &Two-way 

Classification(forEqualClass 
5 



44 
 

9 ElementsofIntegration&Differentiation 4 

10 ElementsofDeterminants 4 
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11 ElementsofMatrixalgebra 4 

 
 

6AccountingforManagerialDecisions. 
 
 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotted-
No of 

Hours(Lecture
s) 

 
1 

Objective of Financial 
ManagementFinancialPerformanceApprais
alusingRatioAnalysis,FundsFlowAnalysis&C

ashFlow 
Analysis 

 
10 

 

 
2 

Sources of Finance - Short Term/Long 
Term,Domestic/Foreign,Equity/Borrowings/

Mixedetc. 
CostofCapital& Capital-

StructurePlanning,CapitalBudgeting&Investme
nt Decision 

Analysis(usingTimeValue 

 

 
9 

 
3 

Working Capital Management - Estimation 
&Financing,InventoryManagement,Receivabl
eManagement,CashManagement ØDivided 

Policy/Bonus -Theory&Practice 

 
9 

 
 

 
4 

Investment (Project) identification, 
feasibilityanalysiswithsensitivities,constraintsa

ndlongterm cash flow projection Financing 
Options -structuring & evaluation off-shore/ 
onshoreInstruments, multiple option bonds, 
riskanalysis, financial engineering, leasing, 

hirepurchase,foreigndirectinvestment,private 
placement,issueofconvertiblebondsetc. 

 
 

 
9 
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5 

Financial Benchmarking -- concept 
ofshareholdervaluemaximization,interestrate

structuring,bondvaluationsBanking-
consortium banking for working 

capitalmanagement, credit appraisal by 
banks,periodic reporting, enhancement of 

creditlimits, bank guarantees,trade 
finance,receivablefinancing,documentary 

credit, 
routingofdocumentsthroughbanks, 

 
 
 
 

10 
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 correspondentbanking,salesandrealisationwith 
foreign country clients, process ofinvoicing, 

retail products, high value 
capitalequipment,periodicinvoicingforlargevalu

einfrastructureprojects,Escrowaccounts 

 

 
 
 

6 

Ø Valuation of projects and 
investmentopportunities - due diligence 

procedures ØCredit Rating of Countries/ State 
/ Investment& Instruments Ø Joint Venture 

formulations -
FIPS/RBIØInfrastructurefinancingØIssues&con

siderations,financialfeasibility,pricing& 
earningmodel 

 

7 CaseStudiesandPresentations. 7 

 
 

7. MarketingApplicationandPractices 
 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotted-
No of 

Hours(Lecture
s) 

1 
Strategic marketingprinciples.Preparationof 

marketingandbusinessplans 
5 

 
2 

B2Bmarketing-
RoleofDecisionMakersinB2BMarketing.Users/

TechnicalBuying/ 
EconomicBuyers. 

 
8 

 
 

 
3 

Fastmovingconsumergoodsmarketing-
Consumer & Trade Marketing. 

Measuringproductivity of a FMCG system - 
Sales plans -beat planning, market coverage, 

outletcoverage, Bill cut / channel health Return 
onInvestment. Primary Secondary & Off take. 

RoleofaDistributor/Wholesaler 
/Retailer.Growth 
ofModernTrade. 

 
 

 
8 
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4 

Telecom-
UnderstandingoftheWorkingoftheIndustry. 

TRAI Regulations. Challenges 
facingtheIndustry.Industryworking-

prepaid/post- 
paid/Data market. 

 
8 



49 
 

 
5 

Services marketing - IT / ITES. Structure of 
theIndustry.RoleofNasscom.Growthfactors-

ITholidays/GlobalITMarket.RoleofIT&its 
ImpactonBusinessproductivity. 

 
8 

 

 
6 

AutoMarketing-StructureoftheAutoindustry 
- cars, two wheelers, SUVs, scooters, 

trucks.Role of the dealers. Sales Service and 
Spares.Roles of Dealer / sales consultants / 

workshop.PrinciplesofAuto 
marketing.ConceptofDealer 

ROI/workingcapital/tradeadvances. 

 

 
8 

 
7 

ConsumerDurablesmarketing-
GrowthofRetailers. Ecommerce Boom. 

ImportChallenges.RoleofDealerMarketing& 
promotionsatPointofSale. 

 
8 

8 ·CaseStudiesandPresentations 7 

 
 
 
 

BMS(SportsManagement)Program 

(TobeimplementedfromAcademicYear–2017-2018) 

SemesterIV 
 

 

No.ofCourses SemesterIV Credits 

1 ElectiveCourses(EC) 

1 
2 

SportsMarketing 
SportsFinancialManagement 

03 
03 

2 AbilityEnhancementCourses(AEC) 

3 InformationTechnologyinBusinessManagement-II 02 

3 CoreCourses(CC) 

4 BusinessEconomics-II 03 

5 BusinessResearchMethods 03 

6 Production&TotalQualityManagement 03 

7 Ethics&Governance 03 

TotalCredits 20 
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1. SportsMarketing 
 
 

 

ModuleNo 

 

CoverageofModule 
TimeAllotted-

No of 
Hours(Lecture

s) 

 
 

1 

Sports marketing: Definition – 
MarketingMyopia in Sport – Uniqueness of 

SportsMarketing–
ModeloftheSportsIndustry–

ImplementationofSportsMarketing 
Programme. 

 
 

7 

 

 
2 

Perspectives in Sports Consumer 
Behavior:Environmental Factors – Individual 

Factors –Decision Making for Sports 
Involvement –Role of Research in Sports 

Marketing: TypesofPrimaryMarketResearch 
–Common 

ProblemsinSportsMarketingResearch. 

 

 
11 

 

 
3 

TheSportsProduct:ItsCore andExtensions 
– Key Issues in Sports Product Strategy –

Managing Sports Brands: Benefits 
andDevelopment of Brand Equity – 

Sales:Definition–
TypicalSalesApproachesUsedin 

Sports–SellingSportstotheCommunity. 

 

 
11 

 
 
 

4 

Pricing Strategies: The Basics of Pricing –
Core Issues – Special Pricing Factors –

Advertising Media for Sports – 
PromotionalConcepts, Practices and 

Components –Sponsorship: Definition – 
Growth ofSponsorship – Evaluating and 

EnsuringSponsorshipEffectiveness–Selling 
the 

Sponsorship–EthicalIssues 

 
 
 

12 
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5 

Place/ProductDistribution:PlacingCoreProduc
ts and their Extensions – The Facility –

Marketing Channels – The Product-
PlaceMatrix–ElectronicMediaLandscape–

MediaImpactonSportPublicRelations–
IntegratingSales,Promotion,Sponsorship, 

MediaandCommunityRelations–Cross 

 
 
 

12 
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 ImpactsamongtheFiveP’s–
theLegalAspectsofSportsMarketi
ng 

 

6 ·CaseStudiesandPresentations 7 
 
 
 
 

2. SportsFinancialManagement 
 
 

 

ModuleNo 

 

CoverageofModule 
TimeAllotted-

No of 
Hours(Lecture

s) 

 
1 

The Basics of Sport Finance • Financial 
IssuesinSport•BasicFinancialConcepts•Financ
ialSystemsandHowThey Operate•Business 

Structure 

 
7 

 

2 
Principles of Financial Analysis • 

FinancialStatements,Forecasts,andPlanning
• Time 

ValueofMoney•Forecasting 

 

7 

3 
CapitalStructuring•ObtainingFinancing• 
CapitalStocks•Bonds•StadiumFinancing 

8 

 
4 

Revenue SourcesinSports•GateRevenue 
•LuxuryBoxes&OtherStadiumFinancing 

• BroadcastRevenue•Sponsorships 

 
8 

5 
FinancialManagement•CapitalBudgeting • 
FinancialPlanningforProfessionalAthletes 

5 

 
6 

RiskManagementandTaxationandLegalIssues 
• Insurance Issues Affecting SportFinance 

• TaxationandLegalIssues 

 
8 

 
7 

CostsinProfessionalSports• Labour 
Relations:EconomicAffectofUnions•Salary 

Caps,Player Values,andRevenueSharing 

 
5 
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8 

Economic Impact of Sport: Positive 
orNegativeEconomicGenerators?•Sporting 

Events 

 
5 
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 • ProfessionalSportsTeams  

9 ·CaseStudiesandPresentations 7 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

5. BusinessResearchMethods 
 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotted-
No of 

Hours(Lecture
s) 

 
1 

Relevance & Scope of Research 
inManagementandstepsinvolvedinthe 

ResearchProcess 

 
4 

2 
IdentificationofResearchProblemand 

DefiningMRproblems 
4 

3 ResearchDesign 4 

 
 
 

4 

Data–CollectionMethodologyPrimaryData 
– Collection Methods 

MeasurementTechniquesCharacteristicsof
Measurement 

Techniques–Reliability,Validityetc. 
Secondary Data Collection Methods 

LibraryResearchReferencesBibliography,Abst
racts, 
etc. 

 
 
 

10 

 
5 

Primary and Secondary data sources 
Datacollection instruments including in-
depthinterviews,projectivetechniquesandf
ocus 

groups 

 
8 
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6 
Datamanagementplan–Sampling& 

measurement 
4 

7 
Dataanalysis–Tabulation,SPSSapplications 

data base,testingforassociation 
4 
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8 

AnalysisTechniquesQualitative&Quantitativ
eAnalysisTechniques,Techniques of Testing 
Hypothesis – Chi-square, T-test Correlation 

& 
RegressionAnalysis.AnalysisofVariance,etc.

–Making 
ChoiceofanAppropriateAnalysisTechnique. 

 

 
10 

 
9 

Research Report Writing and 
computerAidedResearchMethodology– 

useofSPSS 
packages 

 
5 

10 CaseStudiesandPresentations. 7 
 
 
 
 
 
 
 
 
 
 

BMS(SportsManagement)Program 

(TobeimplementedfromAcademicYear–2018-2019) 
 

SemesterV 
 

 

No.ofCourses SemesterV Credits 

1 ElectiveCourses(EC) 

1 SportsManagement 03 

2 SportsAnalyticsManagement 03 
3 SportsSponsorships 03 

2 CoreCourses(CC) 

4 Logistics&SupplyChainManagement 03 

5 StrategicManagement 03 
6 InternationalBusiness 03 

3  SummerInternship 

7 SummerInternship 03 

TotalCredits 21 
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1. SportsManagement 
 
 

 
 

ModuleNo 

 
 

CoverageofModule 

TimeAllo
tted-No 
ofHours 

(Lectures) 

 
 
 

1 

Managing Sports in the 21st Century: 
DefiningSports and Sports Management – 
Nature andScope of the Sports Industry – 

Unique Aspects ofthe Sports Management – 
Sports ManagementCompetencies –

FutureChallenges 
andOpportunitiesforSportsManagers–Futureof 

SportsIndustry/Organizations. 

 
 
 

7 

 
 

2 

The Sports Manager: Basics of 
SportsManagement – Managing in the 
SportsEnvironment – Managing People 

andAdministrativeUnits –
ManagementFunctionsin 

sports–MotivatingAbilities:Fundamentals. 

 
 

7 



58 
 

 
 

3 

Planning in Sports Organizations: 
PlanningProcess–

preparingtheOrganizationforPlanning 
–ParticipatoryStrategicPlanning–

LongTermPlanning–
CreatingaMediumTermNational 

Plan. 

 
 

8 

 
 

 
4 

ControllinginSportsOrganizations:Fundamentalsof 
Budgeting – Preparing Budget – 

AllocatingResources – Control as Measurement 
and asAccountability – Financing and 

BudgetingOperations –Result–
OrientedBudgeting–Controlling Deviations – The 

Challenges in SportsToday–
RisingtoNewChallenges–Servingthe 

SportsOrganization’sClients. 

 
 

 
8 

 
 
 

5 

The Future of Sports Management: Why 
SportsManagersneedtounderstandResearch–

Commercial and Academic Researchers in 
SportsManagement – Sports Management 

Research:Key Concepts – Research Process – 
CurrentChallengesinSportsManagementResearch

–The 
FutureofSportsManagementResearch. 

 
 
 

8 

 

 
6 

IntroductiontoBusinessofSports.1. Overviewofthe 
sports business in India – sports properties –IPL / 

ITPL / pro kabaddi league, etc size ofbusiness, 
formats, history, growth plans, globalcomparison. 

2.CareerOpportunities. 

 

 
8 

 
7 

UnderstandingofSportsBusinessModels 
1.Understandingrevenue&assetmodelsof 

sportsproperties&franchisees. 

 
7 

8 CaseStudiesandPresentations 7 

 
 
 
 

2. SportsAnalyticsManagement. 
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ModuleNo 

 

CoverageofModule 

TimeAllotte
d-

NoofHours(
Lectures) 
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1 
Excel - Learning Data tables, 

conditionalformatting,pivottables,COUNTIF
S,SUMIFS, 

AVERAGEIFSfunctions. 

 

9 

2 
Measuringperformanceofplayers&teams. 

Developingasystemofteamrankingsina sport. 
9 

3 
Bigdatainsports-typesavailable, methodsof 

storageandcapture,leadingtoanalysis. 
9 

4 
Predictingoutcomesofgames,tournaments&se

asons-usingdata toforecastaccurately. 
9 

 
5 

Evaluating performance through profit and loss -
evaluatinggamebasedmetricsintofinancialassetpa
rameters.Evaluatingplayersasfinancialassets, 

assessingtransfer& tradevalues. 

 
9 

6 ·CaseStudiesandPresentations 5 
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3. SportsSponsorships 
 
 

 

 

ModuleNo 

 

CoverageofModule 

TimeAllotte
d-

NoofHours(
Lectures) 

1 
TargetSegmentalignmentforbrandandsportsprop

erty-segmenting,targeting,positioning 
10 

 
2 

Brand Image alignment - Measuring 
image,customer perception in different 

demographicsegments,marketresearchto 
understandbrand 

perceptions. 

 
10 

 
3 

Preparing a Sponsorship Strategy - objective 
oftheportfolio,targetdemographic,stagesofthec

ustomer'sdecisionjourney-awareness, 
consideration,purchase,loyalty. 

 
11 

 

4 
Maximizingsponsorshipimpact-

Usingsampling&activationstrategiestodrivetrials,
usage, and 

consumption& repeatpurchase. 

 

10 

 
 
 

5 

Measuring the ROI - return of investment of 
asponsorshipstrategy. 

Keybrandmetrics,suchasaffinity and 
consideration, Maximized 

exposureandcreditfromconsumers,Deepenedcu
stomeror client loyalty Fostered employee 

engagementand improvedmorale 
Drivensales,leads,andnewbusiness,etc 

 
 
 

12 

6 Casestudies&Presentations 7 
 
 

 

5. StrategicManagement 
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ModuleNo 

 

CoverageofModule 

TimeAllotte
d-

NoofHours(
Lectures) 

1 IntroductiontoStrategicManagement 4 
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2 
StrategicManagementProcess:Vision,Mission,G

oal,Philosophy,PoliciesofanOrganisation 
4 

 

3 
Strategy, Strategy as planned action, 

itsimportance,Processandadvantagesofplanning 
Strategicv/sOperationalPlanning 

 

4 

 
 
 

4 

Strategy Choices Hierarchy of Strategies Types 
ofStrategies Porter’s Generic Strategies 

CompetitiveStrategies and Strategies for different 
industriesandcompanysituationsStrategyDevelop

mentforNon-profit, Non-business oriented 
organizationsMckinsey’s7SModel:Strategy,Style,S

tructure, 
Systems,Staff,SkillsandSharedvalues. 

 
 
 

7 

 
 

5 

External and Industry Analysis 
GeneralEnvironment Industry / Competitive 
EnvironmentIdentifying industry’s dominant 

features 
Porter’sFiveForcesofCompetitiveAnalysisAnalyticT

ools: 
EFEMatrixandCPM 

 
 

4 

 
6 

Internal Analysis Assessment of 
CompanyPerformance Management & Business 
FunctionsFrameworkOtherFrameworksforOrgani

sational 
andInternalAnalysisAnalyticalTool:IFEMatrix 

 
4 

 
7 

Strategy Analysis and Formulation Tools 
SWOTMatrix SPACE Matrix BCG Matrix IE Matrix 
GE –
McKinseyMatrixGrandStrategyMatrixStrategy 

Mappingandthe BalancedScorecard 

 
5 

 
8 

GrowthAccelerators:BusinessWeb,MarketPower
, Learningbased. 

ManagementControl,Elements,Componentsof 
ManagementInformationSystems 

 
5 

9 
StrategyEvaluationandControlPerformance 

MeasurementandMonitoring 
4 

10 
FinancialProjectionsandFinancialImpactof 

Strategies 
5 
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11 

Miscellaneous Management Topics 
SocialResponsibilityEnvironmentalSustainabilityV

alueChain Analysis Economic Value Added 
(EVA)MarketValueAdded(MVA)StrategicIssuesin

a 
GlobalEnvironment 

 
 

7 

12 ·CaseStudiesandPresentations 7 
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6. InternationalBusiness 
 
 
 

 

 

ModuleNo 

 

CoverageofModule 

TimeAllotte
d-

NoofHours(
Lectures) 

 

 
1 

Introduction to International Business 
a)Objective,Scope,ImportanceandCurrentTrends 
b)DomesticBusinessv/sInternationalBusinessc)Rea

sonsforInternational Business–For 
Corporate andCountryd)ModesofEntryand 

Operation 

 

 
7 

 
2 

PESTFactorsandImpactonInternationalBusiness 
a)RiskAnalysisb)Decisionstoovercomeor 

managingrisks– alivecurrentcase 

 
5 

 

 
3 

InvestmentManagementinInternationalBusiness 
a)ForeignDirectInvestmentb)OffshoreBanking 

c)ForeignExchangeDealingsandnumericalinbusin
essd)ResourceMobilizationthrough 

portfolio/GDR/ADRe)Otheroptionsoffundingin 
venturesandcasediscussions 

 

 
5 

 
 
 

4 

Multinational Corporations a) Structure, 
systemandoperationb)AdvantagesandDisadvanta
ges–Case discussion c) Current Opportunities of 

IndianMNCs and Case discussion d) Issues in 
foreigninvestments, technology transfer, pricing 

andregulations;Internationalcollaborative 
arrangementsandstrategicalliances. 

 
 
 

5 

 
 

5 

Globalization a) Concept and Practice b) Role 
ofGlobal Organisation and Global Managers 

c)Stages of building Global companies 
andcompetitivenessd)Globalcompetitiveadvantag

es 
ofIndia-SectorsandIndustries–Casestudy 

 
 

7 
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6 
International Organisations and their role 

ininternationalbusinessa)WTOb)WorldBankc) 
ADBd)IMFandothersCasestudy 

 

4 

 
7 

Regional Trade Agreements and Free 
TradeAgreements(RTAandFTA)a)NAFTAb)EC 

c) 
ASEANd)COMESAe)LACf)Others–CaseStudy 

 
4 

 
 

8 

Trade Theories and relevance in 
InternationalBusiness a) Absolute advantage b) 

Comparativeadvantagec) 
Competitiveadvantagesd)Purchasingpowerpoints

e)PLCtheoryf)Others– 
Casestudy 

 
 

4 

 

9 
International Logistics and Supply Chain 

a)ConceptsandPracticeb)Componentsoflogistics 
andimpactontradec)Others –CaseStudy 

 

4 

 
10 

International HR Strategies a) 
UniqueCharacteristicsofGlobalHR b)HR–

Challengesc)EthicalIssuesd) 
Regulator,AspectsofHRe) 

Others-CaseStudy 

 
4 

 

11 
Emerging Developments and Other 

Issues:Growingconcernforecology;Counter 
trade;IT 

andinternationalbusiness. 

 

4 

12 CaseStudiesandPresentations. 7 
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BMS(SportsManagement)Program 
 

(TobeimplementedfromAcademicYear-2018-19) 
 

SemesterVI 
 
 

 

No.ofCourses SemesterVI Credits 

1 ElectiveCourses(EC) 

1 DigitalMarketinginSports 03 

2 MediamarketinginSports 03 
3 PublicRelationsinSports 03 

2 CoreCourses(CC) 

4 OperationManagement 03 

5 EntrepreneurshipManagement 03 
6 BusinessNegotiations 03 

3  ProjectWork 

7 ProjectWork-Sports 03 

TotalCredits 21 
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1. DigitalMarketinginSports 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

1 
OverviewofDigitalMarketing -growthofFB/ 

LinkedIn/twitter/Google. 
6 

 
2 

Keydigitalmarketingterms-
impressions,clicks,conversions,users,pageviews,do

wnloads, 
payments,conversiontracking. 

 
7 

3 
Webmarketing- 
pages,blogs,chats,multimediavideos,streamingvid
eos,audios,andpodcasts. 

7 

4 
Searchengineoptimisation.SEOonweb/mobile 

marketing.Emailmarketing. 
7 

 
5 

Google ad words - analytics, page loads, 
pageviews,returningusers,firsttimeusers,costp

er 
click,costperimpressions. 

 
6 

6 FBAdvertising/Linkedintargeting/Twitter 7 

7 
Linking it all up - Making a Digital 

marketingcampaign- 
targets,budgets,reach,impact,ROI. 

6 

8 DigitalMediaCaseStudiesinSports 7 

10 ·CaseStudiesandPresentations 7 

 

2. MediaMarketinginSports 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 
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1 

Overview of Types of Media - 
newspapers,magazines,outdoor,radio,telep

hone&the 
internet. 

 
7 
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2 
Basicmathematicalconceptsinaudienceratings,reac

h,frequency,mediashareandgrossrating 
points. 

 

8 

3 
Datasourcesinmedia -Nationalreadershipsurvey, 

TAM,TRPratings. 
9 

 

 
4 

MediaResearch– 
toolsforanalysis;targetaudiencedevelopment – 

demographics,psychographics,consumerhabits,attit
udes andtrends; 

reviewofbasic mediaterminology; in-class 
assignment 

 

 
10 

 
 

5 

CreatingaMediaPlan– Planoverview; 
establishobjectivebasedon 

marketinggoals;setstrategies;determinetacticsand 
rationale;flowchart 

visual.In-classAssignment. 

 
 

10 

6 CaseStudiesofSportsMediaSuccessStories. 10 

7 Cases&Presentations. 7 
 
 

 

3. SportsPublicRelations 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

1 ObjectivesofaPublicRelationsCampaign 6 

 
2 

TheImportanceofResearch,understandingtheaudien
ce,definingthemessageyou wantto 

communicatetoyourtargetaudience. 

 
10 

 
3 

Identifyingreach 
andcostofdifferentmediavehicles,print,TV,magazine

s,newspapers, 
Facebook,Twitter,etc. 

 
10 

 

4 
Running a news conference. Elements of 
planning.Reachingouttomediaorganizations.Makin
gpress 

releases.LaunchScheduleformaximumimpact. 

 

9 

5 
Keyelementsofmakingmediaspeeches.Handling 

controversialquestions. 
9 
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4. OperationManagement 
 

 

ModuleNo 

 

CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

1 
·Introduction·OperationsStrategy·CompetitiveAdva

ntage·TimeBasedCompetition 
4 

2 
·ProductDecisionandAnalysis· Product 

Development 
4 

3 
·ProcessSelection·ProcessDesign·Process 

Analysis 
4 

4 ·FacilityLocation·FacilityLayout 8 

5 
·CapacityPlanning·CapacityDecisions·Waiting 

Lines 
4 

6 ·AggregatePlanning ·BasicsofMRP 4 

 
 

 
7 

/ ERP v Inventory Models Ø Types of 
InventorySituations Ø Fixed Quantity/Fixed Review 
Period ØCosts Involved - Deterministic Probability 

Models -Economic-Order-Quantity (EOQ) and Ø 
EBQ forFiniteProductionRate-SensitivityAnalysis 

ofEOQ-EOQ Under Price Break - Ø Determination 
of SafetyStockandReorderLevels -

StaticInventoryModel- 
(InsuranceSpares). 

 
 

 
5 

8 
·BasicsofScheduling.·BasicsofProject 

Management 
4 
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9 

v Network Analysis Ø Minimal Spanning 
TreeProblem - Shortest Route Problem Ø Maximal 

Flowin Capacitated Network - Concepts and 
SolutionAlgorithmasAppliedtoProblemØProject 
Planning&ControlbyuseofCPM/PERTConcepts. 

Definitions of Project Ø Jobs, Events - 
ArrowDiagrams - Time Analysis and Derivation 

of theCriticalPath–
ØConceptsofFloats(total,free,interfering,indep

endent)-CrashingofaCPM 
Network-ProbabilityAssessmentinPERTNetwork. 

 
 
 

 
4 

10 
·BasicsofWorkStudy,JobDesignandWork 

Measurement 
4 

11 
·BasicsofQualityControl,StatisticalQualityControl

·AndTotalQualityManagement 
4 

 
12 

· Basics of Environmental Management · Basics 
ofISO14000/9000·BasicsofValueEngineering& 

Analysis 

 
4 

13 ·CaseStudiesandPresentations 7 
 
 
 

5. EntrepreneurshipManagement 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 

 
1 

Qualities of an Entrepreneur. Understanding 
thedifference between an Employee / self-

employed 
/Businessperson/Investor.RobertKiyosaki'sCash 

FlowQuadrant. 

 
7 

2 
DifferencebetweencreatinganAsset /earningan 

Income. 
7 

 
3 

Selecting a Business Idea - Doing a Market 
Analysis.ProcessofGeneratinga BusinessIdea-

Screening& 
Selection. 

 
7 

4 
DevelopingaBusinessPlan-Elementsof Marketing 

/Finance/HR/operations/IT/Taxation. 
8 
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5 

Government's role for 
entrepreneurshipdevelopment in India 

Institutes and non-
governmentorganisationsimpartingtrainingone

ntrepreneurship.Start-upIndiaModalities. 
PoliciesgoverningSMEsOrganizationalStructureStep

sinsettingupasmallunitSMEfunding. 
Requirements of capital (fixed and 

working),Factors determining capital 
requirements,Importance of fixed and working 

capital, 
Workingcapitalmanagement,SourcesoffinanceforS
ME’S.Taxation benefits SIDBI and SISI – Their role 

in thedevelopment of SMEs. Taxation benefits 
SIDBI andSISI – Their role in the development of 

SMEsMarketingmechanisminSMEsProblemsofSME
s 

andprospectsTurnaroundstrategiesforSMEs 

 
 
 
 
 
 
 

8 

 

 
6 

Optionsavailabletoentrepreneurs,ancillarisationfr
anchising and outsourcing. Cases on 

takeover,mergers and acquisitions in India and at 
globallevel. 

SocialEntrepreneurship-Definition,importanceand 
socialresponsibilitiesNGOs 

 

 
8 

7 
StartingSportsBusinessesinIndia.Types/ 

structures/businesspotential. 
8 

8 CaseStudiesandPresentations. 7 

 
 

 

6. BusinessNegotiations 
 

 
ModuleNo 

 
CoverageofModule 

TimeAllotte
d-

NoofHours 
(Lectures) 
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1 

Types of Negotiations in Business - business 
tobusiness,withdistributors,customers,vendors-

inmarketing, operations, HR, finance etc, bankers 
&equity funds, employees, future employees, 

etc.Understandingthe DynamicsofCooperativeand 
CompetitiveInteractioninNegotiation 

 

 
7 

2 
Defining negotiations - difference between lose -

lose,lose-win,win-lose,win-win.Settinga 
6 
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 contextforwin-winforbothparties  

 
 
 

3 

Preparing for a negotiation - Researching 
theoppositeparty,definingBATNA-

bestalternativetoanegotiatedagreement,ZOPA-
zoneofpossibleagreement, defining multiple 
variables in anegotiation, defining needs and 

wants, benefits &value,setting 
theopeningprice,idealpriceand 

walkawayprice. 

 
 
 

10 

4 
Communicatingvaluetotheotherparty. Waysto 

justifyprice. 
10 

 
 

5 

Handling tactics with counter-tactics - how 
tounderstand and respond to tactics like "good 

copbadcop",personalattacks,askingfor 
more,trade-

offs,taperingdiscounts,reluctantsellerreluctant 
buyeretc. 

 
 

10 

 

6 
NegotiationsCasesinthesportsbusiness-
Applyingtheaboveframeworktovarious 

negotiationssituationsinthefieldofsports. 

 

10 

7 ·CaseStudiesandPresentations 7 
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             I/c. DIRECTOR 

 

 
 
 
 

Ordinance 6324 relating to the  BMS (Sports Management) 
 

i) Necessity of starting these courses: -  The University of Mumbai’s  Garware Institute of Career 

Education & Development plans to introduce three years Full time BMS (Sports Management). This 

course will equip students with an understanding of the business of sports sector; accompanied by 

management skills of marketing, finance, operations, human resources in the management of sports.  

 

ii) Whether UGC has recommended to start the said courses: -  UGC encourages the incorporation of 

skill oriented and value added courses to develop skilled manpower.  

 

iii) Whether all the courses have commenced from the academic year 2021-22: -   Yes, it would be 

commencing from the Academic year 2021-22.  

 

iv) The Courses started by the University are self-financed, whether adequate number of eligible 

permanent Faculties are available? – Yes, this course is self-financed. The expert visiting faculty 

from industries come to teach this course.  

 
v) To give details regarding duration of the course and is it possible to compress the course? :-  The 

duration of the course in Three years (Six Semester). It cannot be further compressed.  

 

vi) The intake capacity of each course and no. of admissions given in the current academic year 

(2021-22): - The intake capacity of this course 300 students each batch and admitted 181 students.     

 
vii) Opportunities of Employability / Employment available after undertaking these courses: - The 

students completing this course have great opportunities in the Sports event. To build management 

skills of marketing, finance, operations, human resources in the management of sports.   

 
 
 
 


