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SCHEME OF EXAMINATIONS - B. COM INTERNATIONAL BUSINESS

(With effect from 2020-2023 Batch)
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Semester - I

100'70J l0Tamil / Hindi / French PaPer - I2ouTLl0l/
20uHNl0l

'70 100J 30English for Effichment - I20uEN r0lII

100 J3 30 706CORE I: PrinciPles of Accounting

10030 70520ut B t 02

100 430 '106ALLIED I: Management Concept for Intemational

Business
20urBlAl

Il

250 502Hurnan Rights in lndia20uHRl0l

5025
Hurnan Excellence: Personal Values & Skf Yoga Practic€-l20HECl0l

IV

Extension Activities (NSS' NCC, Sports & Cames)

600 2012530 175Total

Semester - II
'70 100306Tamil / Hindi / French PaPer * Il20uTL207l

20ullN202
30 705English for Enrichment - ll20u8N202II

J10030 706 3CORE III: Cost and Management Accounting20ur 8203
100'705 3 30tonf ry: Export Marketing20ur8204

310030 705ALLIED II: Business Statistics2OUIB2A,

Iu

50 )502 2Environmental Studies20EVS20l

25 502 25
Human Excellence: Family Values & Sky Yoga Practice-ll20HEC202

IV

20600175 42530
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Extension Activities (NSS, NCC, Sports & Games)

Basics ofstock Market (For AdYanced Leamers) 2 I



Semester - III
r00 43 30 706

CORE V: Human Resource DeveloPment20ut8305

570 1006 3 i0
CORE Vl: Banking Law & Foreign Exchange20ur8306

100 4706
CORE VII: Global Business Environmenl20ur8307

.)60 100) 40CORE VIII: Practical Banking for International

Business
20ut8308

460 100) J 40ALLIED III: Computing Skills for lntemational

Business20UI83A3

III

502 25 25Hurnan Exc€llence: Professional Values & Sky Yoga

Praciice lll20HEC303

50 2502NME: lnfoduction to Interrntional Business /
Tourism Markeing

20ulB3Nl /
2OUI83N2

Extension Activities (NSS, NCC, Sports & Games)

23600195 ,105Total

Semester - IV

r0040 604CORE tX: Case AnalYsis20u18409

510030 '705COng X: International Trade Procedures &
Documentation20ur8,110

5r0030 '705CORE Xl: Indirect Taxation

r00 340 604 3CORE XII: Virtual Banking Practical's20utB4t2

100 430 705 JALLIED IV: Commercial Law2OUI8444

'10 100305Core Xlll: Logistics Management2OUI84 I3

III

50252 25Hurnan Excellence: Social Values: SS Yoga Practice-Iv

)50502
NME: Global Logistics

Tour Operation Management
20urB4N3/
20ulB4N4

IV

50Extension Activities (NSS, NCC, Sports & Games)
20r.rNC40l/
20LrNS402/
20usG403

2775022530
Total

2
Basics of Brand Management (For Advanced Learners)2OUI84AL

Dr, R.

t,
MA( ICKA CHEZIN u.sc.,tt.s.,Ptt'o'

PRINCIPAL i/C P0ttAcHt
*

uA

,t

I\llUI,,

GA

Nallamuthu Gounder trtahalingam-Co1!eo3

htlachi ' 642 001' Coimbatore ijisir';ci'

I

IV

20ulB41l

I20HEC404

I50

525

I

tr6T-

[-



Semester - V

370 1003 30CORE XIV: Organisation Behaviour20rJI85l4

60 100J 40CORE XV: InternshiP

470 1003 306CORE XVI: Information Security and ExecutiYe

Communication

100 4706 -) 30CORE XVll: Fundamentals of Supply Chain20ulB5l7

410040 60JCORE XVIII: EXIM Documcntation Practical's- I20ul85l 8

3r00705 3 30Major Elective-l Economic Analysis / Global

Sourcing Management
2OUI85E I /
2OUIB5E2

lll

25 50252Human Excellence: National Values: Sky Yoga

Practice-V
20H8C505

50 2502SBE (Major): Personality Building /
Garment costing

2OUIB5S I /
2OUIB5S2

50 2501+SS
20GKLs0l

IV

26525 75030
Total

Semester - VI

4100705 3CORE XIX: International Sales Promotion &

Branding (100%)20ut86l9

5r0030 706 3CORE XX: lntemational Finance20u18620

100 460406CORE XXI: EXIM Documentation Practical's- II

510070306Major ElectiveJl: EXIM Management

Retail Banking
20ulB6E3l
2OUI86E4

10030 7035Major Elective-lll: Skills on Sourcing

1off/.)/ Air Cargo Management (15%)
& Procurement20ulB6E5l

2OUIB6E6

III

50252Human Excellence: Global Values & Yoga Practice-VI20HEC606

250 502SBE (Major) : Intellectual Property

Carment Merchandising

Righs /2OUIB 653 /

2OUIB 654

lv

216004r518530
Total
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Programme Code B.Com - IB Programme Title 
Bachelor of Commerce – International 

Business 

 

Course Code 

 

20UIB6E5 
Title Batch 2020-2023 

Skills on Sourcing & 

Procurement 

Semester VI 

Hrs/Week: 5 Credits 3 

 

Course Objective 
 

Course Outcomes 

K1 CO1 
To recollect the basic concepts, ideas, methods and techniques underlying the sourcing 

practices. 

K2 CO2 
To get the idea for preparing and presenting purchase orders in accordance with generally 
accepted commercial market. 

K3 CO3 To apply skills in critical-thinking and problem-solving on selecting the supplier 

K4 CO4 
To evaluate conceptual knowledge of the sourcing and procurement with the skills for 

recording various kinds of business transactions. 

 

Unit Content Hours 

 

 

 
I 

Introduction – Sourcing and Procurement - Sourcing and Procurement Services – Strategic 

(Front Office) – Tactical (Middle Office) –Transactional (Back Office) – Technology (Digital 

Office) – Dependency on Capacity - Dependency on Knowledge – Buy side Predictability is 
important – Sell Side Quality, Genuinity and Cost are important - Sourcing – Buy Diamond @ 

Gold Price, Buy Gold @ Silver Price – Cost Efficient @ Right Quality Procurement – 

Transaction Part of It, Research on Cost Effectiveness, Mass requirement @ Cheaper Price 

Consumer sentiment in India has gone down – Make Vs Buy – Negotiate more, Sourcing 
Happens 

 

 

 
11 

 

 
 

II 

Procurement – Procure to Pay - Work flow in ERP System – SLA and Expediting takes place 

– Requisitioned – Purchase Requisition – Purchase Order – Electronically Transferred to 

Supplier – Procurement Process – Transmit Needs – Review Requisition – Select Supplier – 

Create PO – Release PO – Follow up with the supplier for acknowledgement and Acceptance – 

Expedite PO – Receive Goods and Services – Check for Quality – Create  GRN or Reject Goods 

– Receive Invoice – 3way or 2way Match – make payment for suppliers – account payable with 
procurement @ some cases. 

 

 
 

12 

 

 

III 

Selecting a supplier - Milk Run Model - Existing Contracts – Supplier List – Prior purchases  

of the product or services in the last one year – PO Transmission Methods – Post Mail, E Mail, 

Fax, Bank Networks, EDI, Web based orders, supplier networks – Logistics and warehousing – 
Supplier due diligence – supplier risk management - Point to point – market place mode – usage 

of e-commerce – drop shipment – central location hub – split to different locations – Geo 

political and societal events – importance of logistics partner to know all. 

 

 

12 

To impart knowledge to the students to act as procurement managers of industry 
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IV 

Source to Contract - Request for Proposal – Two ways Bid – Definition of Sourcing – 

Requirement definition – purchase and plan float enquiries –supplier selection and negotiation – 
contracting – performance measurement – Procurement – Transmit needs – approvals – review 

PR – Supplier selection – Create PO – Follow UP and Expedite – Goods Receipt – Invoice 

Receipt and Payment. Process of Procurement - Day in a life of a Buyer - Request Creation 
(Assisted buying, Catalog setup, contract setup) – Approve PR (Review PR and approve as per 

policy) - Creation of PO – Manual PO (Creation and Release) – Follow up (Supplier PO 

Acceptance) – Expedite (Call up with the supplier for delivery) – Receiving (Return 

Management) – Matching (Resolving blocked invoice, PO Amendments) – Pay (suppliers 
queries for payments) 
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V 

Market Approach Alternatives - Commodity Factors – Spend value and expected savings - 

Market Factors – Number of current and alternative suppliers – stage of industry circle – 
potential for changing suppliers and cost associated. Client Factors – how quickly the benefits 

are required – client resourcing levels – client budget – client willingness to change. Do nothing 

–Roll over existing strategies – Request for information – Request for Proposal – Request for 
Qualification – E Auctions – Direct Negotiations – Floating enquiries through RFP’s – 

Occupational Health and Safety devices – Negotiations – Phases of Negotiations – Contract 

Management (Drafting a contract, Reviewing the contract, executing and repository 

management) – Sourcing report – Governance – Performance Measurement – New Product 
Introduction Programme – Regency Buyers – Acquisition Costs – Lifecycle Costs –  Case 

Studies – Telecom – FTE’s (full time employees) BIC (Best in Class) and OCR (optic character 

reader) 
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*** Italic denotes self-study topic 

 

 
Books for Reference: 

1. Paul Myerson (2019), Lean Demand-Driven Procurement, Rutledge Publications 

2. Walter L Wallace (2018), Delivering Customer Value through Procurement and Strategic 
Sourcing. 
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