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About Program 

The Career Guidance and Placement Cell at Sir CR Reddy College for Women organized PG entrance coaching 

classes for NANNAYACET 2022 in , Commerce. These classes were conducted by senior faculty members who 

specialize in the respective subjects at the college. 

Program: PG Entrance Coaching for  Subject 

Subjects Covered: 

 Commerce 

Target Audience: 

 III  B.Com students aspiring for postgraduate studies (M.Com.) 

Duration: 

 June 27th , 2022, to July 21st, 2022 ( 25 days) 

Time: 

 8:30 AM to 9:30 A M (Morning sessions) & 4:30 to 5:30 PM 

Resource Persons: 

B. Nirmala , Lecturer , Department of Commerce 

Organized By: 

 Career Guidance and Placement Cell at Sir CR Reddy College for Women 

Program Overview:  

 Specifically designed coaching program focusing on NANNAYACET 2022 for  M.Com. aspirants. 

 Conducted by seasoned faculty members from Sir CR Reddy College, each specializing in Commerce. 

 Comprehensive curriculum comprising subject-specific lectures, problem-solving sessions, practice tests, 

and exam strategy workshops. 

 Tailored content to acquaint students with the NANNAYACET exam pattern, syllabi, and effective 

preparation methodologies. 

Benefits for III B.Com. Students: 

 Early guidance and preparation assistance for M.Com. entrance exams. 

 Exposure to exam patterns, aiding in better preparedness. 

 Access to experienced faculty for subject-specific guidance and doubt resolution. 

 Enhanced readiness for M Com. studies by initiating preparation in advance. 

This coaching program aims to support B.Com. students in their aspirations for pursuing postgraduate studies by 

providing structured coaching specifically aligned with the requirements of the NANNAYACET 2022 

examination. 
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Learning Objectives and Learning Outcomes 

 
Learning Objectives: 

1. Subject Mastery: To facilitate a comprehensive understanding of the core concepts and subject-specific 

knowledge required for M. Com/M.Sc. entrance exams. 

2. Exam Familiarity: To familiarize students with the exam pattern, question types, and syllabi specific to 

NANNAYACET 2022 

3. Problem-Solving Skills: To enhance problem-solving abilities and critical thinking necessary to tackle 

complex questions in the entrance exams. 

4. Time Management: To equip students with effective time management strategies for the exam and 

optimize their performance within the stipulated time frame. 

5. Exam Strategy: To provide guidance on effective exam strategies, including question selection, 

prioritization, and efficient answering techniques. 

Expected Outcomes: 

1. Strong Foundation: Students are expected to build a strong foundational understanding of their respective 

subjects, providing a basis for advanced studies. 

2. Improved Performance: Enhanced problem-solving skills and a better grasp of exam patterns can result in 

improved performance in mock tests and the actual entrance exam. 

3. Confidence: Through regular practice and guidance, students are likely to gain confidence in handling 

diverse questions and scenarios during the examination. 

4. Effective Preparation: Students should be better prepared to face the challenges of the entrance exams by 

utilizing learned strategies and subject-specific knowledge. 

5. Readiness for Postgraduate Studies: The coaching program aims to prepare students adequately for the 

rigors of postgraduate studies in their chosen fields. 
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Course Structure:COMMERCE 

Fundamentals of Accounting  

Concept – Definition – Objectives - Need for Accounting- Accounting Cycle- Book Keeping 

and Accounting–Accounting Concepts and Conventions – Classification of Accounts and its 

rules – Advantages – Limitations – Journal entry principles – Ledger preparation. Types of 

Subsidiary Books – Cash Book, Three-column Cash Book, Petty cash Book. Preparation of 

Trial balance – Types of Accounting Errors. Need for Bank Reconciliation – Reasons for 

difference between Cash Book and Pass Book Balances- Preparation of Bank Reconciliation 

Statement. Preparation of Final Accounts: Trading account – Profit and Loss account – Balance 

Sheet – Final Accounts with adjustments. 

 Cost Accounting 

Cost Concepts – Definitions - Classification of Costs - Distinguish between Financial 

Accounting, Cost Accounting and Management Accounting – Preparation of Cost Sheet – 

Advantages - Limitations. Elements of Cost: Materials: Components of Material Cost - 

Material Control – Calculation of Material Cost per Unit – Materials Management Techniques : 

ABC technique – FIFO, LIFO, Weighted Average, Base stock methods. 

 

 Management Accounting 

 Concepts – Definitions – Need and Significance of Management Accounting– Management 

Reports – Techniques of Management Accounting – Methods of Management Accounting - 

Concept of fund: Preparation of Funds flow statement -. Uses and limitations of funds flow 

analysis. Concept of cash flow – Preparation of Cash Flow statement  

 

Business Economics 

 Meaning and Definitions of Business Economics – Nature and Scope of Business Economics 

Micro and Macro Economics and their differences. Meaning and Definition of Demand – 

Determinants of Demand – Demand function – Law of demand- Demand Curve – Exceptions 

to Law of Demand. Meaning and Definition of Elasticity of Demand – Types of Elasticity of 

Demand – Measurements of Price elasticity of demand – Total outlay Method – Point Method 

– Arc Method.  

Business Organization 

 Concepts of Business, Trade, Industry and Commerce – Features of Business –Types of 

Business Organizations –Trade Classification – Aids to Trade – Industry – Classification – 

Relationship of Trade, Industry and Commerce. Functions of Business and their relationship – 

Factors influencing the choice of suitable form of organization – Meaning of Entrepreneurship 

– Characteristics of a good Entrepreneur – Types – Functions of Entrepreneurship. 
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Business Law 

Meaning and Definition of Contract-Essential elements of valid Contract –Valid, Void and 

Voidable Contracts – Indian Contract Act, 1872. Definition of Valid Offer, Acceptance and 

Consideration –Essential elements of a Valid Offer, Acceptance and Consideration. Rules 

regarding to Minors contracts – Rules relating to contingent contracts – Different modes of 

discharge of contracts-Rules relating to remedies to breach of contract. Contract of Sale – Sale 

and agreement to sell – Implied conditions and warranties – Rights of unpaid vendor. Cyber 

Law and Contract Procedures – Digital Signature – Safety Mechanisms 

 

 Banking Theory & Practice  

Meaning – Definitions of Bank – Functions of Banks -Kinds of Banks – Central Banking Vs. 

Commercial Banking. Unit Banking, Branch Banking, Investment Banking- Innovations in 

banking – E-Banking – Online and Offshore Banking, Internet Banking – Anywhere Banking – 

ATMs – RTGS. Indigenous Banking – Cooperative Banks, Regional Rural banks, SIDBI, 

NABARD – EXIM Bank. 

 

Auditing and Corporate Taxation 

 Meaning – Objectives – Importance of Auditing – Auditing as a Vigil Mechanism – Role of 

Auditor in checking corporate frauds. Based on Ownership and time – Independent, Financial, 

Internal, Cost, Tax, Government, Secretarial audits. Steps to be taken at the commencement of 

a new audit – Audit program – Audit note book – Internal check, internal audit and internal 

control. Vouching of cash and trading transactions – Investigation, Auditing vs. Investigation. 

Auditor’s Qualifications – Appointment and Reappointment – Rights, duties, liabilities and 

disqualifications – Audit report 

Business Environment  

Business Environment – Meaning – Macro and Micro Dimensions of Business Environment – 

Economic – Political – Social – Technological – Legal – Ecological – Cultural – Demographic 

– Changing Scenario and implications – Indian Perspective – Global perspective – Impact of 

Liberalisation, Privatisation and Globalisation on Business Growth and expansion. 
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REPORT   

PROGRAMME:PG Entrance COACHING FOR III B.Com.  aspirants in Commercesubject  

                In association with IQAC &In accordance with the resolution made during the 

meeting and documented in the minutes, it was unanimously agreed to arrange PG entrance  

coaching classes for interested students pursuing III B.Com (Computer Application & 

General).This significant decision forms an integral part of the report on the PG entrance 

coaching classes in Commerce subject conducted from 27 June 2022  To   21 July-2022 from 

8:30 to 9:30AM and 4.30-5.30 Pm .These classes were conducted  senior and expert faculty 

from the concerned department.   Department of Commerce is resource person for this 

program. 

Approximately 35 motivated students actively participated in the coaching sessions These 

meticulously organized classes aimed to prepare the students comprehensively for the 

upcoming PG entrance examinations scheduled in the month of September 2020. The coaching 

sessions were diligently conducted from 8:30 to 9:30Am and 4:30to 5:30 PM, adhering to a 

structured curriculum meticulously designed to equip students with the essential skills and 

knowledge required for success in the examination. 

The outcomes of these coaching classes have been highly encouraging. Close to 34 students 

showcased exceptional performance, securing remarkable pg. ranks demonstrating both their 

commitment and the effectiveness of the coaching program. Furthermore, all participating 

students successfully qualified for the examination, marking a significant achievement 

resulting from our collaborative endeavor. Out of 35 students ,06 students got ranks in the PG 

entrance cet. 

The successful arrangement of these coaching classes aligns directly with the decision made 

during the meeting These sessions facilitated a conducive learning environment, significantly 

contributing to the preparedness and success of the students preparing for the PG 

entranceexamination. 

Their dedication has been instrumental in empowering our students for academic success. 
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B. Nirmala, Lecturer , Department of Commerce, giving lecture to the students 

 


