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Name of Institute: Indus Institute of Management Studies (IIMS)

Name of Faculty: Dr Richa Verma
Course code: BB0304 

Course name: Business Law

Pre-requisites:  Basic concepts of business

Credit points: 3 Credits

Offered Semester: III (Sec A& B)

Course Lecturer(1 to 15 weeks)

Full name: Dr Richa Verma

Department with siting location: 4th Floor, Bhanwar Building. 


Email: richaverma.iims@indusuni.ac.in


Consultation time: 9:00 AM to 4:30 PM


Students will be contacted throughout the Session via Mail with important information relating to this Course. 

Vision
To emerge as a prominent management institute in the country, attracting high-profile talent- students, researchers and faculty- and creating an eco-system conducive for intellectual excellence

Nurturing the talent into socially relevant and dedicated managers, entrepreneurs, business leaders and thought leaders

Contributing positively to  the society in terms of innovative business models, practices and a body of knowledge in sync with Indian  values and ethos. 

Mission

Be a magnet and attract high-profile talent from all over the country and abroad.

Foster and sustain an intellectual ambience that would facilitate pursuit of excellence.

Be a hub of intellectual excellence, a hub of solution providers for the industry and society.

Forge meaningful partnerships with academia, industry, government and the social sector to promote sustainability, inclusiveness and ethical participation with global perspective.

Be a hub to facilitate fusion of research and knowledge with industrial practices to nurture industry-ready  talent.

Programme Educational Objectives (PEOs)
PEO1: To nurture high profile leadership and/or entrepreneurial capabilities combined with professional and lifelong learning skills.

PEO2: To nurture multi-disciplinary skills to have a gestalt perspective of the business situations, and be able to address them with innovative, creative and sustainable solutions.

PEO3: To nurture the skills and capabilities to unlearn and re-learn continuously with the changing environment.

PEO4: Become socially responsible and value driven citizens committed to sustainable development.
BBA POs
PO1: Enhance Conceptual clarity & domain knowledge.

PO2: Create Awareness of Business Environment.

PO3: Develop Effective communication skills.

PO4: Build Analytical skills in Business. 
PO5: Comprehend Ethical and Social Responsibility.

PO6:Build professional competence as per industry requirements.
Course Objectives
To understand basic legal terms and concepts used in law pertaining to business. To comprehend applicability of legal principles to situations in Business world by referring to few decided leading cases.

Course Outcomes (CO)
At the completion of the course, the student will be able to:

CO1- Gain a solid understanding of business law concepts.
CO2- Identify and demonstrate the dynamic nature of business law. 
CO3- Develop the students’ skills in applying the analytic perspectives; decision making practices through the study of business legislation.
CO4- Develop an understanding of the issues related to business legislation. 

CO5- Develop strong legal compliance in business.

CO6- Gain a solid understanding of business law skills.

Course Outline
Unit-I    










 

The Indian Contract Act, 1872: Meaning and essentials, Contracts, Offer & Acceptance, Capacities of Parties, Consideration, Free Consent, Void Agreements and Contingent Contracts, Performance and discharge of Contracts, Consequence of breach of Contract and Remedies to breach of Contract. Prevailing procedure to get the written agreement done in business
Unit-II










 

Implied and Quasi contract, Indemnity Contract, Guarantee contract, Bailment, Lien, Pledge contract, Agency contract.

Introduction of Negotiable Instruments- Definition, Features, Types of Negotiable Instruments.
Remedies in the hands of an aggrieved party in case of bouncing of Cheque.
Unit-III                                                            





Sales of Goods Act: Sale contract-Definition, Features, Formation of Contract Contents of sale contract-Goods, Price, Condition and Warranty, Ownership of goods and transfer, Performance of sale contract, Delivery, Rights of unpaid sellers, Auction Sale.

Unit-IV                                                                                             

Indian Partnership Act: Definition and Nature of Partnership, Partnership deed Mutual and Third parties relation of Partners, Registration of Partnership Dissolution of Partnership. Types of partners
Method of delivery

Lectures, role plays, case studies, experiential exercises, simulation and flipped classrooms.  

Study time

Three hours per week.
CO- PO Mapping :  

	
	PO1
	PO2
	PO3
	PO4
	PO5
	PO6

	CO 1
	3
	3
	1
	1
	1
	2

	CO 2
	1
	1
	1
	2
	1
	1

	CO 3
	1
	1
	1
	3
	2
	2

	CO 4
	2
	2
	1
	1
	3
	1

	CO 5
	1
	1
	3
	2
	3
	1

	CO 6
	3
	3
	2
	3
	1
	1


Blooms Taxonomy and Knowledge retention (For reference)

(Blooms taxonomy has been given for reference) 
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Figure 1: Blooms Taxonomy
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Figure 2: Knowledge retention
Graduate Qualities and Capabilities covered 

(Qualities graduates harness crediting this Course)

	General Graduate Qualities
	Specific Department of ManagementGraduate Capabilities

	Informed

Gain an understanding of the complexity of legal compliance in business.
	1 Professional knowledge, grounding & awareness

	Independent learners

Locate, evaluate and synthesize complex information. Opportunities to acquire these abilities are developed through lectures, case discussion and various experiential exercises.
	2 Information literacy, gathering & processing



	Problem solvers

Having an understanding of legal compliance.
	4 Problem solving skills

	Effective communicators

Develop the ability to reflect on issues on hand.  Through active participation enhance the skills to communicate verbally and in writing and develop practices expected of today’s professionals.
	5 Written communication

	
	6 Oral communication

	
	7 Teamwork

	Responsible

Following legal practices and transactions
	10 Sustainability, societal & environmental impact


Attendance Requirements
The University norms states that it is the responsibility of students to attend all lectures, tutorials, seminars and practical work as stipulated in the Course outline. Minimum attendance requirement as per university norms is compulsory for being eligible for mid and end semester examinations.

Details of referencing system to be used in written work
Text books


Business Law by P.C. Tulsian TMH Publication

Business Kaw by TejpalSheth Pearson Publication

Business Law by M C Kuchhal&VivekKuchhalVikas Publication

Additional Materials (Reference Books)
Reference Book
Business Law for Management by K.R. Bulchandani Himalaya Publication

Elements of Mercantile law by N.D Kapoor Sultan Chand & Sons

Legal Aspects of Business by Ravinder Kumar Cengage Publication.
ASSESSMENT GUIDELINES
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Your final course mark will be calculated from the following:

SUPPLEMENTARY ASSESSMENT

Students who receive an overall mark less than 40% in mid semester or end semester will be considered for supplementary assessment in the respective components (i.e mid semester or end semester) of semester concerned. Students must make themselves available during the supplementary examination period to take up the respective components (mid semester or end semester) and need to obtain the required minimum 40% marks to clear the concerned components.

Format

All assignments must be presented in a neat, legible format with all information sources correctly referenced.  Assignment material handed in throughout the session that is not neat and legible will not be marked and will be returned to the student.
Retention of Written Work

Written assessment work will be retained by the Course coordinator/lecturer for two weeks after marking to be collected by the students. 

University and Faculty Policies

Students should make themselves aware of the University and/or Faculty Policies regarding plagiarism, special consideration, supplementary examinations and other educational issues and student matters. 
Plagiarism - Plagiarism is not acceptable and may result in the imposition of severe penalties.   Plagiarism is the use of another person’s work, or idea, as if it is his or her own - if you have any doubts at all on what constitutes plagiarism, please consult your Course coordinator or lecturer. Plagiarism will be penalized severely. 
Course schedule (subject to change)
	
	Week # 
	Topic & contents 
	CO Addressed
	Teaching Learning Activity (TLA)

	
	Week 1
	INTRODUCTION 
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture 

	
	Week 2
	The Indian Contract Act, 1872: Meaning and essentials
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture

	
	Week 3
	Contracts, Offer & Acceptance, Capacities of Parties, Consideration
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture/Case/Role play

	
	Week 4
	Free Consent, Void Agreements and Contingent Contracts
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture & Case 

	
	Week 5
	Performance and discharge of Contracts, Consequence of breach of Contract and Remedies to breach of Contract. , Prevailing procedure to get the written agreement done in business.
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture & Case 

	
	Week 6
	Implied and Quasi contract, Indemnity Contract, Guarantee contract
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture 

	
	Week 7
	Bailment, Lien, Pledge contract, Agency contract.
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture/Case/Role play

	
	Week 8
	Introduction of Negotiable Instruments- Definition, Features, 
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture 

	
	Week 9
	Types of Negotiable Instruments. Remedies in the hands of an aggrieved party in case of bouncing of Cheque.
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture 

	
	Week 10
	Sales of Goods Act: Sale contract-Definition, Features, Formation of Contract Contents of sale contract-Goods, Price, Condition and Warranty
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture

	
	Week 11
	Mid sem exam
	CO1, CO2, CO3, CO4, CO5, CO6
	

	
	Week 12
	Ownership of goods and transfer, Performance of sale contract
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture

	
	Week 13
	Delivery, Rights of unpaid sellers, Auction Sale.


	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture

	
	Week 14
	Indian Partnership Act: Definition and Nature of Partnership, Mutual and Third parties relation of Partners, Registration of Partnership, Dissolution of Partnership
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture 

	
	Week 15
	Partnership deed, Types of partners
	CO1, CO2, CO3, CO4, CO5, CO6
	Lecture


	              


Assignment	10 Marks 


Class Test	5 Marks     


Attendance   	5 Marks     


Mid semester	40 Marks 


Final exam (closed book) 	40 Marks 	 











 SHAPE  \* MERGEFORMAT 
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