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PART A 


I] Introduction: 

Business Communication is integral to an individual's ability to hold conversation and covey set of 

information to a recipient An individual's becomes an essential skill that defines corporate world as also in 

personal life. To refine these skills of Communication course like Business Communication brings out the 

ability to communicate in the corporate and casual. 

II] Program Outcomes 

P01 : Apply knowledge of management theories and practices to solve business problems 

P02: Foster Analytical and critical thinking abilities for data-based decision making 

POJ Ability to develop Value based Leadership 

P04 Ability to understand, analyze and communicate global, economic, societal, cultural , legal and ethical aspects 

of business 

P05: Ability to lead themselves and others in the achievement of organizational goals, contributing effectively to a 

team environment 

P06 Ability to identify business opportunities, frame innovative solutions and launch new business ventures or be 

an intrapreneur 

PO?: Ability to deal with contemporary issues using multi-disciplinary approach with the help of advanced 

Management and IT tools and techniques 

P08: Ability to apply domain specific knowledge and skills to build competencies in their respective functional area 

III] Course Outcomes: 

On successful completion of the course, the student will be able to 

Learn to communicate, Express one's idea , message or a concept with comprehension 
------t 

C02 Demonstrate and use all the learnt tools of communication, to make meaningful business 
presentations , hold meetings and network by using conversation skills. 

C03 Demonstrate eloquent speaking and writing skills 

C04 Apply skills that is learnt to showcase excellent corporate communication skills 

IV] CO-PO Mapping: 
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• 	 Moore, Ninja-Jo, et al. Nonverbal Communication: Studies and Applications. New York: Oxford University 

Press, 2010. 

• 	 Prasad, H. M. How to Prepare for Group Discussion and Interview. New Delhi Tata McGraw-Hili Publishing 

Com pany Limited, 2001. 

• 	 Pease, Allan. Body Language. Delhi: Sudha Publications, 1998. 

Supplementary Resources 

• 	 http //www.bbc.co.uk/worldservice/learnmgengl ish/rad io/speci als/15 

• 	 http//www.colostate.edulDepts/Speech/rccs/theory44 .html 

• 	 BBC, Grammerly, Hello Talk, Slack, Base Camp,Wordmaya. 

• 	 https://onlinecourses.swayam2.ac.in/imb19_mg14/preview. 

• 	 https://npteiac.in/noc/courses/noc18/SEM1/noc18-hs18/ 

VII] COURSE EVALUATION PLAN 

SI. 
No. 

Evaluation Item 
Unit of 

Evaluation 
Marks 

Allotted 
Timeline 

1 Semester End Examination (SEE): Individual 50 At the end of the semester 

2 Mid - Term Test Individual 20 
At the mid-term of the 

semester 

3 Attendance and Class participation Individual 5 At the end of the semester 

4 Successful Negotiation Group 15 Full Semester 

5 Podcast Individual 5 At the end of Module 1 

6 Quiz Individual 5 At the end of each module 

ASSIGNMENT I: PODCAST 

Students have to pick a topic relevant to the Management studies and relating to the tOPIC they have to write brief 

message that has to explain the topic to the listener. This has to be recorded as a voice file ensuring the 

introduction is complete and interesting to the listener. The content has to be original and enhance the purpose of 

the podcast in an innovative way. The delivery of the message has to be in conversational style but yet be 

assertive in conveying the meaning. The podcast should ensure the technical quality with smooth transitions and 

maintaining the precise length of the recording. Overall presentation will be assessed considering the voice 

https://npteiac.in/noc/courses/noc18/SEM1/noc18-hs18
https://onlinecourses.swayam2.ac.in/imb19_mg14/preview


CO2 3 3 2 2 3 3 22 1 21 

3 2 3 332 2 1C03 3 33 

23 3 3C04 3 3 2 2 1 33 

V] 	 INSTRUCTIONAL I PEDAGOGICAL METHODS I TOOLS USED: 

1) Activity based classes. - (Use of activity and app-based activity) 


2) Video Lectures- (Sway am Learning , Princeton University , Colorado State University) 


3) Expert Lecture - Invited speakers and corporate trainers 


4) Workshops and Seminars. 


5) One- on -One Student practice session 


VI] Teaching Learning Resources: 

Essential Readings ­

• 	 Bovee, Courtland L, John V. Thill & Barbara E. Schatzman. Business Communication Today: Tenth Edition. 

New Jersey: Prentice Hall , 2010. 

• 	 Amos, Julie-Ann. Handling Tough Job Interviews. Mumbai: Jaico Publishing, 2004. 

• 	 Bonet, Diana . The Business of Listening: Third Edition . New Delhi: Viva Books, 2004. 

• 	 Wren & Martin 

References­

• 	 Business Communication ,Cases and Concepts- Chaturvedi and Chathurvedi Pearson Publishing 

• 	 C.R Reddy Business Communication, Adair, John. Effective Communication. London: Pan Macmillan Ltd , 

2003. 

• 	 Ajmani, J. C. Good English: Getting it Right. New Delhi Rupa Publ ications, 20 12. 

• 	 Guffey, Mary Ellen. Essentials of Business Writing. Ohio: South-western College Pubg. , 2000. 

• 	 Carnegie, Dale. The Quick and Easy Way to Effective Speaking. New York: Pocket Books, 1977 

• 	 Collins, Patrick. Speak with Power and Confidence. New York: Sterling , 2009. 

• 	 Fitikides, T. J. Common Mistakes in English . London: Orient Longman, 1984. 

• 	 Hughes, Shirley. Professional Presentations. A Practical Guide to the Preparation and Performance of 

Successful Business Presentations. Sydney: McGraw-Hili , 1990 

• 	 Lesikar, Raymond V and Marie E. Flatley. Basic Business Communication: Skills for Empowering the Internet 

Generation Ninth Edition . New Delhi : Ta ta McGraw-Hili, 2002 



Presentation is 
recorded in a quiet 
environment with 

minimal background 
noise and 

distractions. 

Presentation is 
recorded in a semi­
quiet environment 

with some 
background noise 
and distractions. 

Presentation is 
recorded in a noisy 
environment with 

constant background 
noise and distractions. 

Overall 
Presentation 

Presentation is recorded 
in a quiet environment 

without background noise 
and distractions. 

ASSIGNMENT 2 EXPERENTIAL LEARNING" EVENT SUCCESSFUL NEGOTIATION 


The event is conducted in three rounds where the students will be divided into teams of FOUR. The teams are 


formed using Rolling choice method . 


Topics will be informed one day in advance of the event being conducted . 


This is an experiential learning activity for the students that will be done in three levels 


1. Level 1 : For or Against (7 Marks) 

2. Level 2: Sales Calls( 8 marks) 

3. Level 3: Situation Role Play ( Not marked for internal assessment, only for competition) 

Round 1: FOR &AGAINST [7 Marks] 

In this round, each team will be allowed to choose the topic and speak for 5 minutes. The next teams will face-off 

with the opponent team for the next 5 minutes on the topic chosen. 

", . 

,; 
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________ 

recording in a quiet place, Submission of podcast is on Quiklrn after the podcast is uploaded in any of the 

AudiolVideo Music Apps such as Spotifyl Youtubel BuzzsprouLcom, 

Rubrics of th e Assignment 

Exemplary Proficient _!Pa~i ally Profic ient 
Category ~ - --- --- ----+-­

I4-5 3-4 1-21--, ---- -­

Catchy and clever 
Describes the topic Somewhat

introduction, Provides 
engaging (coversand engages the

relevant information and
Introdu ct ion audience as the well- known topic) .

establishes a clear 
and provides aintroduction 

purpose engaging the 
proceeds, vague purpose,

listener immediately 

Incomplete 

o 
Irrelevant or 
inappropriate topic 
that minimally 
engages listener, 
Does not include an 
introduction or the 
purpose is vague and 
unclear, 

Creativity and original 
content enhance the 
purpose of the podcast in Some information isAccurate information 

Information is
inaccurate or long­an innovative way, is providedContent 

inaccu rate,
winded , 


succinct concepts are 

presented, 


succinctly,Accurate information and 

f------~------ - --1­ -

Delivery 

Well-rehearsed, smooth 
delivery in a 
conversationat style, 
Highly effective 
enunciation and 
presenter's speech is 
clear and intelligible, 
Correct grammar is used 
throughout the podcast. 

f~ehearsed , smooth 
delivery, 
Enunciation, 
expression, pacing 
are effective 
throughout the 
podcast. Correct 
grammar is used 
during the podcast, 

1------+---------,----- ---,1----­

Transitions are smooth 
and spaced correctly 

Technical without noisy, dead 
Pro duction space, Podcast length 

keeps the audience 
interested and engaged, 

__':;--__L-________I 
-', 

Appears 
I unrehearsed with 

uneven delivery, 
Enunciation, 
expression, rhythm 
are sometimes 
distracting during 
the podcasl. 
Occasionally 
incorrect grammar 
is used during the 
podcast. 

Transitions are 
smooth with a 

minimal amount of 
ambient noise 
Podcast length 
keeps audience 

listening , 

Transitions are 
uneven with 
inconsistent 

spacing ; ambient 
noise is present. 
Podcast length is 

I somewhat long or 
somevvhat short to 

keep audience 
engaged,

.l.-______--L 

Delivery is hesitant 
and choppy and 
sounds like the 
presenter is reading, 
Enunciation of spoken

I word is distant and 
muddled and not 
clear, Poor grammar 
is used throughout the 
podcast. 

--------~ 

I 
Transitions are abrupt I 
and background noise I 
needs to be filtered 
Podcast is either too 
long or too short to I 
keep the audience 

engaged , 

-'--_ ------ ----­

OF 



---

- -- -- -

--

Vocal tone isGood, clear, strong Speaks clearly and
Good vocal tone difficult to hear atvocal tone and lou dly enough for theand/or quality of times. Does notquali ty of voice. caller to hear. DoesVocal Quality voice. Does not raise present in aRemains pleasant not appear to raiseand Tone voice or appear to pleasant andand professional voice or appear to

emotionally react to professionalthroughout entire emotionally react to
caller. manner at one pointcall. caller. 

-l- in the call. 
- --- i-- - - ­

The student The student
The student provided The student provided

provided 4 or more provided noSupporting 3 logically ordered 1or 2 logicallylogically ordered logically orderedFactslDetails reasons to support ordered reasons to 
reasons to support reasons to supportthe argument. suppoct the argument.

the argument. the argument.
1 

I, 
- ­

The student was The student was The student was
The student was

totall y convincing in somewhat convincing not convincing inPersuasiveness convincing in stating
stating the in stating the stating the

the argument.
argument. argument. argument. 

Does not complete
Completes the sale, Completes the sale 

the sale, but does
thanks the and thanks the Does NOT attempt

attempt to close the 

1 
to complete thecustomer, and customer, but does 

sale. Student does 
sale, and does NOTClose seeks permisSion to NOT seek 

seek the customer's 
thank the customercontact the permission to contact 

permission to forward 
for their lime.customer in the the customer in the additional information

future . future. 
to them. 

L-__________~___ _ ___~_____________~____________~ 

Round 3: Final 


Considering the performance in round-01 and round-02, two high scoring teams are selected for the Final Round­


Which is certification round. 


Total of Six teams will participate in the final round. 


Each team will prepare a presentation on the given business problem and discuss by understanding the problem 


and fUI-ther find a solution, the best option is chosen and will present to the panel of Judges and audience on the 


Final round. 


Grading in the final round is graded by the judges on the following parameters. 




- --

- -

--

- -

-----

MARKING Excellent 
RUBRICS 7·8 marks 

Proficient Average 
5·6 marks 3·4 marks 

- - . - - - . . 

Poor 

1·2 marks 
- - - '­

Round 2: CONVERTING LEAD CAL S [ 8 Ma rks] 

ExcellentMARKING Proficient -I~vera~e--Go~l 
RUBRICS 6·7 marks 4-5 marks 

-- -

The student The student 
presented an presented a wellOrganization 

exceptionally well organized 
organized argument. argument. 

The student
The student provided 

provided 3 logicallySupporting 4 or more logically 
ordered reasons toFacts/Details. ordered reasons to 

support the 
support the argument. 

argument 
._ - - - --- ­ __1----- _ 1 


3-2 marks 1 markI I 
The student The student 

presented an presented an 
adequately unorganized 

organized argument. argument. 

-

The student provided The student 
1or 2 log ically provided no 

ordered reasons to logically ordered 
support the reasons to support 
argument the argument.

I 

The student was
The student was 

convincing in
Persuasiveness totally convincing in 

stating the
stating the argument. 

argument 
--- r-- ­

The student came to Th e student came 
a conclusion that to a conclusion 

Conclusion exceptionally th at successfully 
supported the supported the 

argument. argument. 

The student wasThe student was
Presentation cl ear, fluent , andexceptionally clear,

Skills 
fluent, and confident confident. 

-

The student was 
somewhat 

convincing in stating 
the argument 

The student came to 
a conclusion that 

adequately 
supported the 

argument. 

The student was 
somewhat clear, 

fluent, and confident. 

The student was 
not convincing in 

stating the 
argument. 

The student did 
not come to a 

conclusion that 
supported the 

argument. 

The student was 
not clea r, fluent, 
and confident. 

All the members of the team have to participate in converting cold call into successful leads with each call being not 

more than two minutes. During the call students have to convince and sell the product / service whicll IS allotted to 

the team. 



---

02 

3hrs 

3hrs 

1hr 

Business Letters and Memos 
(Writing Persuasive Letlers 

Pleasant. Letters and 
Memo).­

Business Report Writing 
(What is Report, Purpose of 
Report. Objective of Report. 

Elements of Long and 
Forma l re porL) 

Oral Communication ­
Effectiveness and 

Applicalion. 

1hr 

Non -Verbal Communicalion 
- Classificalion of Non­
Verbal Communication 

03 

1Hr 

1hr 

Commun ication Application - . 
Negotiation Skill -Nature of 

Negotiation , 

Factors that affect 
Negotiation, Stages for 
Negotiation Strategies, 

Presentation Skill-What are 
1Hr Presentations , Elements of 

Presen (ation, 

Designing Presentation ,­
3hrs Gi ing the Presen talion . I 

Class lecturo and aC ti vity­

Letler writing Using templates 


(h ttps Jlwww,lhebalancecaree 

rs.comlsearch?q=lctter t-Icmpl 


atcs+ ) 


Case Study Reply Sent to an 

Erring Customer 


Class lecture and activity: 

Business Report writing 


(Report writing using available 

data) 


Class Lecture 

Video Explaining Org 

Communication 


httos:llyoutu be/k a H4~fodN3w 


Cl ass Lec,ure -l 

Video explaining - Non 

Verbal Comm nlcation 


(hltpsi/www.coursera.orgllect 

ure/powerpoinl­


presentations/non-verbal­
communications ­


liucn?utm.. _source=link&utm_ 

medium=page_share&utm_co 

ntent=vlp&ulm_campaign=top 


_button) 


In-class - reading 

(https Ilwwwthebalancecaree 


rs com/non ve rbal­

communication-sk il ls­

2059693) 

--- - _ .. _--j-------------- ­

Class Lecture 


Class Activity Role Play -

Compelitlon on 


Class Lecture 


In-class reading mateflal: 

httpsilwww.thebalancecareer 

s,comlnegotiation-skills-list­

2063760#toc-jobs-that­
reg u i re-negotia tion-sk ill s 


Class Activily Lab Session 
Practice of the Presentation 

preparation . 

Class Acllvily Lab Session 
Practice of designing the 

presenta t~o n using - MS Office 

Guffey, Mary Ellen. Essentials of Business 

Writing . Ohio South-western College Pubg., 2000 


Reference resource My English BBC online. And 

The balance career 


Business Communication, Cases and Concepts­

Chathurvedi and Chathurvedi Pearson Publishing 


CR. Reddy Business Communication. Adair , 
John, Effective Communication London Pan 

iVlacmllian Lid., 2003 

C. R. Reddy Business Communication , Adair, 

John. Effective Communication, London Pan 


Macmillan Ltd, 2003 


Pease.Allan .Body Language Delhi Sudha 

Publications, 1998. 


Reference resource 

The balance career 


Business Communication , Cases and Con cepts­
Chalurvedi and Chathurvedi Pearson Publi shing 
PPT for Concept explanation (to be prOVided by 

faculty) 

Business Communication, Cases and Concepts­

Chaturvedi and Chathurvedi Pearson Publishing 


Supplementary Reading 


Hughes , Shirley. Professional Presentations A 

Practical Guide to the Preparation and 

Performance of Successful Business 


Presentations . Sydney McGraw-Hill , 1990 




PART B 

SESS IO NPLAN 

FIRST SEMESTER- 211-Business Communication 

Name of Faculty: 

Or. Rashmi Shetty 

Or. Swathi Gupta 

Prof. Ankita Srivatsava 

Total Hrs. - 36 Section: A, Band C 

--­---­ - - ---­ -
Session 

Module (1hrper Topic Method Of Teaching Reference/Additional reading 

session) 
_.­ - -­ - - --- ­ --­ - I 

Introduction Grou p c! lvlly- Icebreaker-
Busliless Communication, Cases and Concep ts - ICila tu rved l and Chatllurvedl 

To Communication activity cllall1 IIltroduction . I Pearson Publishing2ilrs 
Role and Nature of Class lecture- Video PPT for Concept explanation (to be provided by 

Communication explainer- faculty) 

- --- -----­ -­
Business Communication, Cases and Concepts-

Theory of communication Ch aturvedi and Chathurvedi Pearson Publishing 
1hr Class Lecture PPT for Concept exptanatlon (to be provided by

Etements of communication faculty) 

Process of Communication Class Lecture G.R. Reddy Business Communication . Adair. 
1hr John , Effective Communication. London Pan 

Types of Communication Macmillan Ltd , 2003 
---­

01 Class Lecture CR Reddy Business Communica Ion . Adair. 

Barriers of Communication John. Effective Com municalion London . Pan 

1hr 
Macmillan Ltd ., 2003 

Characteristics of Additional reference material -
Communication 

Case Study 
~ t tg :/!l.NWW .bbc .co , u k/worldservice/learnlnqe nqlis 

Communication Faillire h/radlo/specials/1 5 

- - 1- - - - i - . . - -
Video explaine r-

Imporlance of Importance of Eflecti ve Business Communicalion, Cases and Concepts-
Communication in communication Chathurvedi and Chathurvedi Pearson Publishing 

Management. h itQslIl'outu. beik f­
1hr Need for Communication in qlhQhiy U 

management, Class Activity: Role play-
PPT for Concept explanalion {to be 

(Conducling pick n spea k 
provided by faculty) 

between two member student 
groups), 

-
... .... ." 



--

-- -

.------,-------,--------------------,--------------------,------------------------- ----­
Business Communication Cases and Concepts­

Use of Punctuations and Chaturvedi and Chathurvedi Pearson Publishing1hr Class Lecture
Capltalilation 

- ~ 

1hr 

1hr 

1hr 

Use of In fi nl tes and 
Preposi ti ons 
-­ -­

Use of Gerunds and 
Participles 

-­

--­ -­

Use of Idioms and Phrases 

1hr 

Co munication Skills For all 
Digital Communication 

Im po rtance of Digital Media 
in Todays Communica tion 

05 

1hr 

1hr 

Types Digital Media . 

Mode of Building 
Comm un icat ion on Digital 

Media-Personal and 
Corpora le. 

f--­

-1 
Business Communication Cases and Concep ts­

Class Lecture 
Chaturvedi and Chathurvedi Pearson Publishing 

~ 

Business Communication Cases and Concep ts ­
Class Lecture 

Chaturvedi and Chathurvedi Pearson Publishing 
- j---------- --------------- -------1 

Business Communication Cases and Concepts­
Class Lecture 

Cha turvedi and Chathurvedi Pearson Pu bl ishing 

Class Lecture 

Video Explainer­

httpsJlyoutu.be/UV4 6n44InoA 


Doc 
 Lesikar, Raymond V and Marie E Flatley. f3a slc 

httpsllyou tu .be/8HE43CFLiag 
 BusinessCommunication Skills for Empowering 

(12mins Documentary on the Internet Generation Ninth Edition New Delhi 
need for up skilling) Tata McGraw-Hi il, 2002 


In class-reading: 


htlps· /lwww.thebalancecSl re er 

s com/dIQl lal -media-skills ­

2062387 

-

Class of Lecture 

Lesikar, Raymond V and Marie E. Flatley. Basic 
In-class reading: BusinessCommunication Skills for Empo ~enng

till2s;Iwww.th ebal ancec.?re~ the Internet Generation Nin th Edition ew Delh i 
s.com/l is t-o f-the-best· skills­ Tata McGraw-HIli 2002 

for-resumes-20624 22 

Class Activity: Lab session Lesikar, Raymond V and Marie E. Flatley. Basic 
on use of social media for BusinessCommunicatlon Sk ills for Empowering

corporate - Linkedln. the In ternet Generation Ninth Edition lew DeihL
Personal - Facebook, Tala McGraw-Hili , 2002

Ins agram 

Lesikar, Raymond V and Marie E Flatley. Basic 

1hr 

- -

1hr 

Eflective writing style for the 
Digital Media 

_.­ -

Networking through Digilat 
media 

II 

I 

Class Le cture 

Class Activ ity : Lab session 
on use 01 social medi a fo r 

networking through - Linkedln. 
Personal- Facebook, 

Instagram 

Business Communication: Skills for Empowering 
the Intern et Generati on Ninth Ed ition. New Delhi: 

Tata McGraw-Hill . 2002 
--

Lesikar, Raymond V and Mane 1: . Flalley. Basic 
BUSiness Communica ti on Skills lor Empowering 
the In ternet Generation Nin th Edition. New DeihL 

Tata McGraw-Hili, 2002 

1hr 
Profile Building for Digital 

Media 

Class Activity: Lab session 
on building pro file for social 

media 

Lesikar, Raymond V and Marie E. Flatley, Basic 
Business Commun ication: Sk ills for Empowering 
the tn ternet Generation Ninth Edition. New Deilli 

- - -- ­ -
Tata McGraw-Hili , 2002 

- - ­ . 



-- ------

1Hr 

- -----r _____I =PPT. Google slides. Prezi 

Project Report Writing Skills Class Lecture 

Use of Sample reports 
i---+----!---------I- ­

2hr 
Business Project Report -
Method of Project Report 

writing. 

2hr 
Academic Project Report ­
Method of Projecl Report 

writing . 

Preparing CV's-Resume­
1hr Significance of Resume 

Types of Resume 

2hr. 
Preparing CV's-Resume­

Preparing a ResumelVideo 
Resume 

1hr 
GroLip Discussion And 

Personal Inlervlew-

Class Lecture 


Use of Sample reporls 


Class Leclure 


Use of Sample reports 


Class Lecture 


In -Class reference for 

lemplates 


httpsJ/www. thebalancecareer 

s. co m/resu me-form a ts-wi th­


examples-and-formattinq-·tips­
2063591 

Case Study Employment 

Interview of RF) Sinha . 


Class Aclivity •Preparing 

resume 


Tips for Effect ive Rosume 

Writing 


ht psJ/www thebalancecareer 

s.com/how-to-write-a­


targeted-resume-2063193 


Video Resume 

hUos Ilwww. heba l a f) cec,!~e3.r 


scomilips for-creaJing.. a­

video-res IIne-20642 9 


Mock Interview-Demo 


Mock Grollp Discussion ­
Demo 


How to prepare for 

Illtervie w blJQ~J@,ww thebql~ 

ncecareers com/how-to ­
prepare-fo r -a-jo b-jntervlew­

£061361 
Monsler.com resume review 

Communicative English and Class Leclure 
Grammar -. Appropriate 


Form of Sentences 

1hr 

I 

.J 
I 

I 


Class Lecture
04 

Use of Tense- Incorrect and 
1hr correcl form of tense in a Video for use of action words 

sentence QJQ2J!.l'Qut Ib~UZDN~W 
'!!. 

-,
Presenlatlons Sydney McGraw·HilL 1990 


Business Communicalion , Cases and Concepts ­

Chaturvedi and Chathurvedi Pearson Publish ing 


Business Communication , Cases and Conc PIS­


Chalurvedi and Chathurvedi Pearson Publishing 


Business Communication, Cases and Concepls­

Chalurvedi and Chalhurvedi Pearson PubliSh ing 


Business Communication. Cases and Concepts­

Chalurvedi and Chathurvedl Pearson Publisninq 


Business Comm unication, Cases and Concepts­

Chaturvedi and Chathurvedi Pearson Publishing 


Prasad H M How to Prepare for Group 
Discussion and Inlerview New Delhi. Tala 

McGraw-Hili Publishing Company Limited. 200 

Business Communicalion Cases and Concepts­
Chalurvedi and Chathurvedi Pearson Publ ishing 

Business Communication Cases and Concepts­
Chalurvcdi and Chathurvedi Pearson P bllshing 

http:Monsler.com
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R V Institute of Management Student's Council (2022-2023) 


S.No Semester Roles and Re sponsibilities( Iass- -1-= Class ­
and 
 Represent ative Represent ative 


Section 
 (1) (2) 

Chairman 
 Dr. Purushottam Bung, • 	 Respons ible for 

Director, RVIM appointing the Student 

Welfare Officers and 

entrusting the role of 

running the Council to 

them. 

• 	 Getting the updates 

from the Student 

Welfare Officers and the 

members of the Council. 

Responsible for Major 

decisions regarding the 

Student Council . 
'---------t --------- -- ---t----------- ­

Student Welfare Dr. Rashmi Shetty, • Responsible for electing 

Officer Assistant Professor, RVIM the Class repres entatives 

• 	 Monitoring and 
Mr. S K Manjunath, supervising the work of 

PRO, RVIM the Class representatives 

• 	 Conducting monthly 

meeting with the 

members of the Council. 

• 	 Redressal of the student 

Issue. 

• 	 Reporting to the 

Chairman il bout the 

www.rvim.cciu


1 III, A Mr. Indraneel I M s. Sparsha S 

Das 

2 III , B Mr. Tejas Ms. Sindhu 

DabeerBhandari 

Mr. Gautham M Ms. Darshini3 
--~--------------

Mr . i<shitij P L Ms. Chaitanya4 
i<amatagi B I---t-------l------ -­

5 Mr. Anirudh 1< Ms. 	Prajwa~_ 

Ms. AnanyaMr. VarunI, C 6 
Bh aradw(J j Hegde 

,---L--___L­ -

issues and redressal 

m easures . 

• 	 Act as a prime official· 

channel of 

communication between 

the Management, 

Director, Student 

Welfare Officers, ! 
Administration, Teachin g 

Faculties and rest of the 

class, for all monitoring 

formalities. 

• 	 Appraise students about 

all the rules and 

regul ations of the 

Institute. 

• 	 Attending the scheduled 

Council meeting and 

participating well in the 

deliberations. 

• 	 Expected to have good 

rapport with all students 

and have a cordial 

relation with them and 

with othe r members of 

the student council. 

• 	 Responsible for making 

and announcements or 

information to be pas sed 

to the class . 

Will be incharge of the• 
infrastructure of the 

classrooms. Discourage 

the class from misusing 

the class infrastructure . 

Will play a responsible• 
role In maintaining the 

discipline, decorum and 

integrity of the students 

at all times 


