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Mahathma Gandhi Education Foundation
(An Autonomous Education Mission Regd. Under Govt. of Kerala)

Gandhi Bhavan, North of Devi Temple, Cherthala – 688524

Alleppey Dt., Kerala, India

Phone: 0478-2182314, 9995955393, 9745100393,9745600393
About MGEF

MGEF, is an autonomous education mission registered under Government of Kerala,  an ISO-9001:2000 organisation is devoted for the foundation of social and educational development. MGEF provide wide range of scholarships/fee concessions (10% to 100%) in its educational programmes to different segments of society as per fee scheme given in this brochure. MGEF is a registered member of ICOL and NSC.  MGEF Campus for its various programs including regular management courses is proposed on 15000 sq.ft.  acquired by Mahathma Gandhi Education Foundation, at Cherthala, Alleppey Dt.

MGEF conduct management programmes through Distance Learning Mode (correspondence courses). MGEF aims to provide quality education in basic/specialised/advance areas of commerce, trade & management including Human Resources, Financial Management, Logistics and Supply Chain Management, Marketing Management, Operations Management, Materials Managements, International Trade Management, Sales Management, Advertising Management, Customer Relationship Management, Retail Management etc. The courses are designed to develop business leaders by nurturing knowledge, skills, attitudes and behaviour. 


MGEF offers comprehensive autonomous educational programmes to train a new generation of managers and entrepreneurs to face with confidence the fluid global challenges of national/international market and get them intellectually enriched. Its holiest endeavour is to equip aspiring students have a promising calling and provide innovative courses of higher learning to the careerists. MGEF courses have earned high recognition of corporate sector/industry. It does not come under the purview of aicte/ugc.

MGEF Vision

*
Education for all.

*
Consultancy.

*
Business Leadership.

*
Professional Excellence.

*
Research and Development.

*
Strategic alliance with leading National/International MGEFs

*
World class centre for quality Education and Training.

Trade Information Cell


The MGEF has opened a Trade Information Cell (TIC) at its Head Office to provide assistance and guidance to entrepreneurs and new exporters. The TIC also helps entrepreneurs in establishing themselves as an exporter/businessman.
Centre For Research And Development (CRD) 


CRD of MGEF conducts training programmes and workshops in educational management, teaching methodology, institutional planning and curriculum development. It helps evaluate educational Institutions and voluntary agencies and offers consultancy services for specific purposes.

Centre For InternatioNal Management (CIM)


CIM of MGEF addresses itself to the challenges faced by organizations in an economy which is becoming increasingly globalized. The centre envisages collaboration with universities and organisations in other countries in educational, research, training and consulting project specifically relevant to an internationally oriented economy/Trade.

Research & Publication 


Through its research and publication programmes, MGEF contribute to the development of theory and practice in various fields of Commerce, Finance, Marketing, HRD, Trade, Tourism, Management & Information Technology, Insurance, Retail, Banking, Operations etc. MGEF undertakes research assignment for external agencies on management related topics. The MGEF provides support facilities to faculty members to pursue research studies.

Management Development Programmes (MDP)


MGEF offers management development programmes of varied durations in the field of Management designed to help executives at different levels. The objective of these programmes is to increase the executives growth potential, improve their productivity, broaden their outlook and change their attitude.
Library Facilities 

MGEF has library which is equipped with books on various subjects of management viz: Foreign Trade, Marketing, Finance, HRD, Economics, Computers, Sales, Production, Pharmaceuticals, Insurance, Banking etc. The library also subscribes well known national and international journals on management and other related concepts.

Networking


MGEF has associated/plans to associate itself with some of the professional bodies of national and international repute to update its curriculum and to enlarge the scope of teaching. MGEF is also working on association and linkages with other organisations in the field of Commerce, Industry and Management. These include Associations like :

*
International Computer Operating Licence (ICOL)

*
National Safety Council of India (NSC).

*
Aljubailsa, Jubail, KSA
*
Verity, Dubai, UAE.
*
Hussinaco, Damam, KSA
*
Muzain, Damam, KSA
*
MG Service Foundation
Creamy Layer


Ever since its inception, MGEF has been attracting young and bright students of all age groups from all over the country. Many of them hold responsible positions in industry and business. A number of them have started business enterprises on their own or joined their family business.

Methods  Of  Instructions &  Examination


The Method of Instructions and Examinations is based on Open Learning System

Term end examination is held as per scheme notified from time to time. Examination schedule is intimated in the admission letter so as to enable the students to plan accordingly for the examinations. Student can exercise the option to clear the papers in piece-meal whenever examination is held/requested. Being flexible examination system student is to re-appear for examination in such subjects only in which he/she has failed. 


Study Material based periodical Assignments and Assignment for Term End Examination are sent to students through post /courier. Students are not required to attend the MGEF at Cherthala. There are three modes of examinations. Students are required to opt for any one.
1)
Centre Examination : Examination of all the courses is normally held at Cherthala Centre. Examinations are also held at the authorised MGEF examination centres throughout India subject to the availability of sufficient number of examinees at the given place.

2)
On-Line Examination :  For the benefit of the MGEF students the examinations can be administered “online”. Students of distance learning mode can take “online” examination anywhere in the world using a computer with Internet access. Effective use of online examination method can help distance learning mode students in numerous ways since it is cost effective and easy to use.


Instructions for appearing in the online examination are communicated along with the admission letter.

3)
Assignment Based Examination: For such students who can't avail either centre examination or online examination, MGEF has provision for assignment based postal term end examination also. Under this scheme, term end assignments (For Term End Examination) are sent to the student (under confidential cover) as per term end examination schedule given in the admission letter. These are to be completed/answered and the response-sheets returned to the MGEF within the given time.


In the absence of any express option, it is believed that student has opted for assignment based postal term end examination system.


Assignments: All Students irrespective of mode of examination offered are required to respond to the questions (based on study material issued to the student) given in the assignments (A1 and A2) within the date of submission specified on the body of the assignments.


Examination Fee: Examination fee for term end examination @ Rs.100/- per subject is paid to the MGEF after the allotment of enrolment number and according to the examination schedule on prescribed option form for term-end examination enclosed with the admission letter.


Re-Examination: Any student, who fails to qualify a given paper, can rewrite the same on payment of re-examination fee @ Rs. 125/- for each such paper.


Weightage of Assignments and Examinations: Periodical assignments (A1 and A2) carry a weightage of 40% marks and term end examination/assignments carry a weightage of 60% marks. The marks obtained in A1 and A2 assignments and term end examination/assignments will be merged and the grading will be awarded on the composite score. It is compulsory to submit A1 (Essay Type) and A2 (Objective Type) assignments as per schedule.


Self assessment exercises: Self assessment exercises are given in the end of each chapter of the study material issued by the MGEF. Students are expected to exercise all statements for their self appraisal about the subject. These are not to be sent to the MGEF.


Re-schedule of Semesters: Semesters are likely to be re-scheduled if a student fails to adhere to the semester, examination and fee schedule initially intimated to him in the admission letter and pay reschedule fee @ Rs 100/- per semester.

CREDIT SYSTEM / SUBJECT WISE WAIVER

(A)
A candidate who has successfully completed one of the programme of MGEF and take admission for another programme of MGEF, will get exemption/waiver in the papers / credit transfer / courses already passed by him / her at MGEF.

(B)
Candidates with professional qualification like CA, ICWA, CS, MBA, LLB, MBBS etc. are eligible to request for waiver from appearing in certain subject as below.

Subject

Eligibility for waiver
Indirect Taxes

C.A / ICWA

Principles of Management
MBA

Business Laws

CA/ICWA/CS/MBA/LLB

Anatomy, Physiology 

B.Pharm/Medical 
and Pharmacology

Graduates
Placement Cell


MGEF has a placement cell for the guidance of its students in their training and placement efforts in business organisations of repute. In Association with Alubailsa in Saudi Arabia and Multinational Companies in India and Middle East MGEF places its students in better job vacancies.
Special About MGEF Programmes


The programmes of MGEF are special and unique for
i)
Its practical orientation and best study material.

ii)
Designed to match industry's requirement.

iii)
It offers excellent opportunity for self employment.

iv)
Highly renowned and experienced faculty.

v)
Special focus on stimulating entrepreneurship.

vi)
Development of expertise in the various fields of management studies.

Computer Facilities


The MGEF has a computer centre which caters to the practical training in computer application to the students.

Co-Curricular Activities


The MGEF organises a variety of co-curricular activities including a series of guest lectures, seminars, debates, brain-storm sessions, quizzes, etc. The MGEF endevour to involve students in almost all areas of professional and cultural activities through various committees viz. Cultural Committee, Academic Committee, Souvenir Committee and Placement Committee.

Fees

Fees as per Fee Schedule should be sent by way of A/C payee Bank draft drawn in favour of "Mahathma gandhi education foundation" PAYABLE AT Ernakulam accompanied with the application form. It should invariably be sent through registered post/Courier/Speed Post. Cash can be deposited personally at MGEF office during working hours. After the last date given on the admission form, it can be deposited with a late fee of Rs. 100/- for the next session.


Fee and other dues can also be paid in any computerised branch of State Bank of Travancore (SBT) or HDFC Bank by means of Electronic Fund Transfer System for direct credit to following MGEF Bank A/c Nos.  under intimation to the MGEF separately.
(1) State Bank of Travancore (SBT), Account No. 67009985990, Edappally Br., Ernakulam, Kerala, India
(2) HDFC, Kuthiathode Br., Cherthala, Kerala, India
STUDY MATERIAL


The study material is prepared by respective course preparation Committees, Comprising Eminent Educationists, Experts from the Industry, MGEF faculty and academic council members etc.


The course material is written in very simple language, is easy to understand and explains the subject both conceptually and in terms of actual practice. No extra fee is charged for the course study material issued to the students. However, if a student want to have extra copy of study material relevant to the course of study, it is supplied  on payment of Rs. 300/- per subject. 


In some cases relevant text books recommended by our faculty are also provided in addition to /in lieu of the Study Material.
MEDIUM OF INSTRUCTION


The medium of instruction for all the courses is English. All lessons are sent in English only 

DISPATCH OF STUDY MATERIAL /ASSIGNMENTS


Study material is supplied to bonafide students of the MGEF only. The MGEF will arrange to despatch the study material/Assignments to the students as per schedule.


NOTE : All students should pay postal registration/incidental charges at the time of admission @ Rs. 250/- per semester.(For NRI/Foreign Students USD 100 per semester)
Joining of The Course


There is no entrance test for admission. Admission to MGEF courses is direct. Fresh Batch of each course start on 1st of every month.


Admission in to the MGEF distance learning programs is open throughout the year and one can enroll at any time if he/she fulfills the basic eligibility criteria. Website of the MGEF also inform about the date of commencement of various courses.   Completed applications should be deposited by the date given on the admission form. However applications can also be deposited after the expiry of date given on the application form with a late fee @ Rs. 100/- only for the current / next session.

Registration Fee


A Registration fee as given in the fee schedule  is paid at the time of admission.
PROGRAMMES
MGEF offers job oriented, autonomous, specialised Diploma / PG Diploma / Masters Diploma /MBA Level through  distance learning mode (correspondence) as per chart given below :-


Proram
Program Title
Duration
Eligibility

Code

MBA
Masters Diploma in Business Administration 
2 Year
Graduation



Specialisation Offered (Select any one) Human Resources,

or Polytechnic Diploma *



Financial Management, Logistics and Supply Chain Management, 


Marketing Management, Operations Management, Materials 


Managements, International Trade Management, Sales Management, 


Advertising Management, Customer Relationship Management, Retail Management




MBA
Masters Diploma in Business Administration 
 2 Year

Graduation


(Dual)
Dual Specialisation Offered from the above areas


or Polytechnic Diploma *


EMBA
Executive Masters Diploma in Business Administration
1 Year

Any Degree+3 Year Working 



(Areas of specialisation as given above)


Experience or Polytech. Diploma






+ 5 Year Working Experience


FTA
Foreign Trade Analyst
2 Year

Graduation


MFT
Management of Foreign Trade
18 Month

Graduation


PGDF
PG Diploma in Finance
1 Year

Graduation or Polytec. Diploma


PGDM
PG Diploma in Management
1 Year

Graduation or Polytec. Diploma


PGDFT
PG Diploma in Foreign Trade
1 Year

Graduation or Polytec. Diploma


PGDEM
PG Diploma in Export Marketing
1 Year

Graduation or Polytec. Diploma


PGDMS
PG Diploma in Marketing & Sales
1 Year

Graduation or Polytec. Diploma


PGDSM
PG Diploma in Software Marketing
1 Year

Graduation or Polytec. Diploma


PGDHM
PG Diploma in Hospital Management
1 Year

Graduation or Polytec. Diploma


PGDTA
PG Diploma in Tourism Administration
1 Year

Graduation or Polytec. Diploma


PGDIM
PG Diploma in Insurance Management
1 Year

Graduation or Polytec. Diploma


PGDDS
PG Diploma in Drug Store Management
1 Year

Graduation or Polytec. Diploma


PGDPM
PG Diploma in Pharmaceutical Marketing
1 Year
 
Graduation or Polytec. Diploma


PGDHRD
PG Diploma in Human Resource Development
1 Year

Graduation or Polytec. Diploma


PGDB
PG Diploma in Banking
1 Year

Graduation or Polytec. Diploma


PGDOM
PG Diploma in Operations Management
1 Year

Graduation or Polytec. Diploma


PGDIT
PG Diploma in Information Technology
1 Year

Graduation or Polytec. Diploma


PGDRM
PG Diploma in Retail Management
1 Year

Graduation or Polytec. Diploma


PGDCRM
PG Diploma in CRM
1 Year
Graduation or Polytec. Diploma


ADF
Advance Diploma in  Finance
6 Month
10 + 2

ADEM
Advance Diploma in Export Marketing
6 Month
10 + 2


ADMS
Advance Diploma in Marketing & Sales
6 Month
10 + 2


ADSM
Advance Diploma in Software Marketing
6 Month
10 + 2


ADTA
Advance Diploma in Tourism Administration
6 Month
10 + 2


ADPM
Advance Diploma in Pharmaceutical Marketing
6 Month
10 + 2


ADDS
Advance Diploma in Drug Store Management
6 Month
10 + 2


ADIM
Advance Diploma in Management
6 Month
10 + 2


ADHM
Advance Diploma in Hospital Management
6 Month
Graduation


ADIRM
Advance Diploma in Insurance Management
6 Month
10 +2


ADHR
Advance Diploma in Human Resource Development
6 Month
10 + 2


DIF
Diploma in Finance
4 Month
10 + 2


DIM
Diploma in Management
4 Month
10 + 2


DMS
Diploma in Marketing & Sales
4 Month
10 + 2


DSM
Diploma in Software Marketing
4 Month
10 + 2


DEM
Diploma in Export Management
4 Month
10 + 2


DTA
Diploma in Tourism Administration
4 Month
10 + 2


DIRM
Diploma in Insurance Management
4 Month
10 + 2


DDS
Diploma in Drug Store Management
4 Month
10 + 2


DPM
Diploma in Pharmaceutical Marketing
4 Month
10 + 2


DHR
Diploma in Human Resource Development
4 Month
10 + 2

NOTE : - (1) Students appearing in final year examination of Graduation/10+2 as the case may be can also apply/enrol. 
(2) * Polytechnic Diploma after 10+2 in any discipline with 1 year working experience is accepted for admission to one year programme, with 3 years working experience is accepted for MBA Programmes and 5 years working experience is accepted for EMBA programmes (3) Non Graduate Students who have successfully completed Diploma/Advance Diploma of MGEF can be enrolled to next higher programme directly. (4) Only Working Executives with specified working experience as given above are eligible to join EMBA. (5) Medium of instructions for all courses is English.

Teaching Methodology & Study Package


MGEF adopts a unique teaching methodology. MGEF supplies study package containing high quality relevant text books/ MGEF publications and study notes on each subject in the beginning of each semester. MGEF mails a study plan mentioning the dates on which the additional communications and test set modules will be sent. MGEF sends test questions containing - true/false questions, multiple choice questions, short answer questions, long answer questions and case studies, which may be attempted by a candidate and sent back to the MGEF for evaluation. MGEF informs marks secured on evaluated test questions back to candidates. The cases are representative of actual managerial problems which occur at various business environments. The case analysis method demands students to make decisions, develop, implementation of plans and explain, and defend their actions via discussions or written presentation. These studies develop the talents and confidence to face the real world problems. Candidate’s progress is monitored and feedback is obtained from time to time during the semester.

Correspondence   Courses

(Distance Learning and Open Learning Mode)
1)
Masters Programmes
MBA : MASTERS DIPLOMA IN BUSINESS ADMINISTRATION in the areas of Foreign Trade, Marketing & Sales, HRD, Finance, Pharmaceutical Marketing, Software Marketing, Tourism Administration, Hospital Management, Insurance Management, Banking, Retail, Operations, Information Technology and CRM. These are well structured programmes, curricula at par with MBA of international standard, based on international experiences and the needs of Indian industry in the era of global economy. While semesters I, II and IV are common, the area of specialisation is covered in semester III. The course curriculum is given below :
SEMESTER  I
Compulsory Subjects
CT 26 Principles of Management

CT 73 Managing Men 

CT 74 Accounts & Finance for Managers

Optional Subjects (select one subject)
CT 31 Business Environment

CT 40 ERP & MIS

*Award: Diploma in Management   
SEMESTER  II
Compulsory Subjects
CT 19 Production & Operations Management

CT 33 Marketing Management

CT 71 Managerial Economics

Optional Subjects (select one subject)
CT 10 Strategic Management & Entrepreneurship

CT 20 Quantitative Techniques for Managers  

*Award : Executive Diploma in Management

SEMESTER  III

Student may offer any one specialisation from the areas given below:
i)
Foreign TRADE

Compulsory Subjects
CT 21 Export Management and Documentation 

CT 22 Export Finance Procedure

CT 23 International Marketing

CT 27 FOREX Management 

Optional Subjects (select one subjects)
CT 25 International Trade

CT 30 India's Foreign Trade 

CT 32 Marketing Research

*Award : PG Diploma in Export Management   
ii)
Marketing
Compulsory Subjects
CT 23 International Marketing

CT 34 Principles of Sales Management  

CT 35 Advertising Management 

CT 36 Consumer Behaviour

Optional Subjects (select one subject)
CT 32 Marketing Research

CT 37 Brand Management

CT 41 Industrial Marketing

*Award : PG Diploma in Marketing and Sales
iii)
Human Resource Development
CT 12 Human Resource Planning

CT 13 Industrial Relations

CT 14 Organisation Development

CT 15 Research Methodology

CT 72 Organisation Behaviour

Note: CT-15 may not be opted in semester IV.
*Award : PG Diploma in HRD
iv)
Finance
CT 27 Forex Management

CT 75 Multinational Financial Management

CT 76 Financial Markets & Services

CT 77 Working Capital Management

CT 78 Security Analysis & Portfolio Management

*Award : PG Diploma in Finance
v)
Pharma Marketing
CT 44 Pharma Selling and Sales Management

CT 45 Pharma Distribution Management  

CT 46 Anatomy, Physiology and Pharmacology  

CT 47 Pharma Product Management

Optional Subjects (select one subject)
CT 23 International Marketing

CT 32 Marketing Research

CT 48 Paradyme in Pharmaceutical Industry

*Award : PG Diploma in Pharmaceutical Marketing
vi)
Software Marketing
Compulsory Subjects
CT 61 Software Sales & Promotional Management

CT 62 Software Product & Project Management 

CT 63 Software Development Methodology  

CT 64 Strategic Issues in Software Marketing 

Optional Subjects (select one subject)
CT 65 Trends in Software Industry

CT 66 E-Commerce

*Award : PG Diploma in Software Marketing
vii)
Tourism Administration
CT 51 Principles of Tourism 

CT 52 Hospitality Management 

CT 53 Tourism Product 

CT 54 Ecology for Tourism 

CT 55 Travel Agency & Transport Management 

*Award : PG Diploma in Tourism Administration
viii)
Hospital  management
Compulsory Subjects
CT 03 Principles of Hospital Planning

CT 04 Essential Elements of Hospital Administration

CT 05 Community Health, Demography & Biostatistics

CT 06 Medical Records and Hospital Inventory Management

Optional Subjects (select one subjects)
CT 08 Functional Hospital Organisation 

CT 46 Anatomy, Physiology and Pharmacology 

*Award : PG Diploma in Hospital Management
ix)
Insurance  Management
CT 81 Insurance & Risk Management

CT 82 Insurance Business Environment

CT 83 Life & Non-life Insurance

CT 84 Management of Insurance Companies

Optional Subjects (select one subject)
CT 32 Marketing Research

CT 85 Insurance Marketing

*Award : PG Diploma in Insurance Management
x)
Banking
Compulsory Subjects

CT 91 Principles of Banking

CT 92 International Banking Management

CT 93 I.T. in Banking

CT 94 Bank Regulation & Compliance
Optional Subjects (select one subject)

CT 77 Working Capital Management

CT 78 Security Analysis & Portfolio Management

CT 95 Risk and Treasury Management
*Award : PG Diploma in Banking
xi)
Information Technology 
CT 66 E-commerce

CT 67 I.T. in Business Management

CT 68 I.T.: Its Core Concepts & Issues

CT 69 Development of Information Systems

CT 70 Important Application Areas of I.T.

*Award : PG Diploma in I.T.
xii)
Retail Management

CT 56 Retail Management

CT 57 Retail Selling

CT 58 Retail Marketing Management

CT 59 Logistic & Supply Chain Management

Optional Subjects (select one subject)
CT 34 Principles of Sales Management

CT 36 Consumer Behaviour

*Award : PG Diploma in Retail Management

xiii) Operations Management

Compulsory Subjects

CT 59 Logistic & Supply Chain Management

CT 87 Material Management

CT 88 Technology Management

CT 89 Total Quality Management

Optional Subjects (select one subject)

CT 90 Knowledge Management

CT 42 Principles of Industrial Management

*Award : PG Diploma in Operations Management

xiv)
Customer Relationship  management

CT 32 Marketing Research

CT 36 Consumer Behaviour

CT 97 Customer Relationship Management

CT 98 CRM in Service Industry

CT 99 Customer Response Management

*Award : PG Diploma in CRM

SEMESTER  IV

Compulsory Subjects

CT 17 Business Communication

CT 28 Project Management

CT 29 Business Laws

Optional Subjects (select one subject)

CT 15 Research Methodology

CT 38 Corporate Governance & Business Ethics

CT 50 Project Work

*Award : MBA
2) MBA : MASTERS DIPLOMA IN BUSINESS ADMINISTRATION (dual specialisation) from the areas of Foreign Trade, Marketing & Sales, HRD, Finance, Pharma Marketing, Software Marketing, Tourism Administration, Hospital Management, Insurance Management, Banking, Operations, Retail, Information Technology and CRM. These are well structured programmes, curricula at par with MBA of international standard, based on international experiences and the needs of Indian industry in the era of global economy. Area wise course curriculum is given below :

SEMESTER  I
Compulsory Subjects
CT 26 Principles of Management

CT 73 Managing Men 

CT 74 Accounts & Finance for Managers

Optional Subjects (select one subject)
CT 31 Business Environment

CT 40 ERP & MIS

*Award: Diploma in Management   
SEMESTER  II
Compulsory Subjects
CT 19 Production & Operations Management

CT 33 Marketing Management

CT 71 Managerial Economics

Optional Subjects (select one subject)
CT 10 Strategic Management & Entrepreneurship

CT 20 Quantitative Techniques for Managers

CT 32 Marketing Research

*Award : Executive Diploma in Management
SEMESTER  III

Student may offer any three subjects from one specialisation - as major and two subjects from other specialisation - as minor from the specilisation areas given below:
i)
Foreign TRADE

CT 21 Export Management and Documentation 

CT 22 Export Finance Procedure

CT 23 International Marketing

CT 25 International Trade

CT 27 FOREX Management 

CT 30 India's Foreign Trade 

*Award : PG Diploma in Export Management   
ii)
Marketing
CT 23 International Marketing

CT 34 Principles of Sales Management  

CT 35 Advertising Management 

CT 36 Consumer Behaviour

CT 37 Brand Management

CT 41 Industrial Marketing

*Award : PG Diploma in Marketing and Sales
iii)
HRD
CT 12 Human Resource Planning

CT 13 Industrial Relations

CT 14 Organisation Development

CT 15 Research Methodology

CT 72 Organisation Behaviour

Note: CT-15 may not be opted if opted as optional subject in semester IV.
*Award : PG Diploma in HRD
iv)
Finance
CT 27 Forex Management

CT 75 Multinational Financial Management

CT 76 Financial Markets & Services

CT 77 Working Capital Management

CT 78 Security Analysis & Portfolio Management

*Award : PG Diploma in Finance
v)
Pharma Marketing
CT 44 Pharma Selling and Sales Management

CT 45 Pharma Distribution Management  

CT 46 Anatomy, Physiology and Pharmacology  

CT 47 Pharma Product Management

CT 48 Paradyme in Pharmaceutical Industry

*Award : PG Diploma in Pharmaceutical Marketing
vi)
Software Marketing
CT 61 Software Sales & Promotional Management

CT 62 Software Product & Project Management 

CT 63 Software Development Methodology  

CT 64 Strategic Issues in Software Marketing 

CT 65 Trends in Software Industry

*Award : PG Diploma in Software Marketing
vii)
Tourism Administration
CT 51 Principles of Tourism 

CT 52 Hospitality Management 

CT 53 Tourism Product 

CT 54 Ecology for Tourism 

CT 55 Travel Agency & Transport Management 

*Award : PG Diploma in Tourism Administration
viii)
Hospital management
CT 03 Principles of Hospital Planning

CT 04 Essential Elements of Hospital Management

CT 05 Community Health, Demography & Biostatistics

CT 06 Medical Records and Hospital Inventory Management

CT 46 Anatomy, Physiology and Pharmacology 

*Award : PG Diploma in Hospital Management

ix)
Insurance management
CT 81 Insurance & Risk Management

CT 82 Insurance Business Environment

CT 83 Life & Non-life Insurance

CT 84 Management of Insurance Companies

CT 85 Insurance Marketing

*Award : PG Diploma in Insurance Management

x)
Banking
CT 78 Security Analysis & Portfolio Management

CT 91 Principles of Banking

CT 92 International Banking Management

CT 93 I.T. in Banking

CT 94 Bank Regulation & Compliance
CT 95 Risk and Treasury Management

*Award : PG Diploma in Banking

xi)
Information Technology
CT 66 E-commerce

CT 67 I.T. in Business Management

CT 68 I.T.: Its Core Concepts & Issues

CT 69 Development of Information Systems

CT 70 Important Application Areas of I.T.

*Award : PG Diploma in I.T.

xii)
Retail Management
CT 34 Principles of Sales Management

CT 36 Consumer Behaviour

CT 56 Retail Management

CT 57 Retail Selling

CT 58 Retail Marketing Management

CT 59 Logistic & Supply Chain Management

*Award : PG Diploma in Retail Management

xiii)
Operations Management
CT 42 Principles of Industrial Management

CT 59 Logistic & Supply Chain Management

CT 87 Material Management

CT 88 Technology Management

CT 89 Total Quality Management

CT 90 Knowledge Management

*Award : PG Diploma in Operations Management

xiv) 
Customer Relationship management

CT 32 Marketing Research

CT 36 Consumer Behaviour

CT 97 Customer Relationship Management

CT 98 CRM in Service Industry

CT 99 Customer Response Management

*Award : PG Diploma in CRM

Note: PG Diploma shall be awarded in the area of Major specialisation only.
SEMESTER  IV
Compulsory Subjects
CT 17 Business Communication

CT 28 Project Management

CT 29 Business Laws

Optional Subjects (select one subject)
CT 15 Research Methodology

CT 38 Corporate Governance & Business Ethics

CT 50 Project Work

*Award : MBA (with major and minor specialisations)
*Condition Apply. After each semester a certificate is awarded. P.G. Diploma is awarded i.r.o major specialisation only in semester - III.

3) EMBA : Executive Masters Diploma in Business Administration

Semester-I 
CT 26 Principles of Management

CT 73 Managing Men

CT 74 Accounts and finance for Managers

CT 31 Business Environment

CT 29 Business Laws

*Award : Diploma in Management 
Semester-II 
Compulsory Subjects
CT 10 Strategic Management & Entrepreneurship

CT 33 Marketing Management 

CT 71 Managerial Economics

Area of Specialisation:
Select three subjects of choice from the area of specialisation offered.
i) Foreign Trade

CT 21 Export Management & Documentation

CT 22 Export Finance

CT 23 International Marketing

CT 25 International Trade

CT 28 Project Management

CT 30 India's Foreign Trade

ii) Finance

CT 27 FOREX Management 

CT 28 Project Management
CT 75 Multinational Financial Management

CT 76 Finance Markets & Services

CT 77 Working Capital Management 

CT 78 Security Analysis & Portfolio Management

iii) Marketing

CT 23 International Marketing

CT 32 Marketing Research

CT 34 Principles of Sales Management

CT 35 Advertising Management

CT 36 Consumer Behaviour

CT 41 Industrial Marketing

iv) HRD
CT 12 Human Resource Planning

CT 13 Industrial Relations

CT 14 Organisation Development

CT 15 Research Methodology

CT 72 Organisation Behaviour

v) Tourism

CT 38 Corporate Governance & Business Ethics

CT 51 Principle of Tourism

CT 52 Hospitality Management

CT 53 Tourism Product

CT 54 Ecology for Tourism

CT 55 Travel Agency & Transport Management

vi) Software Marketing

CT 28 Project Management

CT 61 Software Sales & Promotional Management

CT 62 Software product & Project Management

CT 63 Software Development Methodology

CT 64 Strategic Issues in Software Marketing

CT 65 Trends in Software Industry

vii) Pharma marketing

CT 17 Business Communication

CT 44 Pharma Selling & Sales Management

CT 45 Pharma Distribution Management

CT 46 Anatomy, Physiology & Pharmacology

CT 47 Pharma Product Management 

CT 48 Paradyme in Pharmaceutical Industry

viii)
Hospital management
CT 03 Principles of Hospital Planning

CT 04 Essential Elements of Hospital Management

CT 05 Community Health, Demography & Biostatistics

CT 06 Medical Records and Hospital Inventory Management

CT 08 Functional Hospital Organisation

CT 46 Anatomy, Physiology and Pharmacology

ix)
Insurance management
CT 32 Marketing Research

CT 81 Insurance & Risk Management

CT 82 Insurance Business Environment

CT 83 Life & Non-life Insurance

CT 84 Management of Insurance Companies

CT 85 Insurance Marketing

x)
Banking
CT 78 Security Analysis & Portfolio Management

CT 91 Principles of Banking

CT 92 International Banking Management

CT 93 I.T. in Banking

CT 94 Bank Regulation & Compliance

CT 95 Risk and Treasury Management

xi)
Information Technology
CT 66 E-commerce

CT 67 I.T. in Business Management

CT 68 I.T.: Its Core Concepts & Issues

CT 69 Development of Information Systems

CT 70 Important Application Areas of I.T.

xii)
Retail Management
CT 36 Consumer Behaviour

CT 56 Retail Management

CT 57 Retail Selling

CT 58 Retail Marketing Management

CT 59 Logistic & Supply Chain Management

xiii)
Operations Management
CT 19 Production & Operations Management

CT 28 Project Management

CT 59 Logistic & Supply Chain Management

CT 87 Material Management

CT 88 Technology Management

CT 89 Total Quality Management

xiv)
Customer Relationship management

CT 32 Marketing Research

CT 36 Consumer Behaviour

CT 97 Customer Relationship Management

CT 98 CRM in Service Industry

CT 99 Customer Response Management

*Award : Executive MBA
4) FTA : Foreign Trade Analyst 
(Two Year Executive Management Programme in Foreign Trade)
SEMESTER  I

CT 21 Export Management and Documentation

CT 22 Export Finance Procedure

CT 23 International Marketing

SEMESTER II 
CT 24 Indirect Taxes 

CT 25 International Trade 

CT 26 Principles of Management  

SEMESTER III
CT 27 FOREX Management

CT 28 Project Management

CT 29 Business Laws

CT 50 Project Work   

SEMESTER IV
CT 30 India's Foreign Trade 

CT 31 Business Environment 

CT 32 Marketing Research 

5)MFT: Management of Foreign Trade

(18 Month Management Programme in Foreign Trade)
SEMESTER  I

CT 21 Export Management and Documentation

CT 22 Export Finance Procedure                        

CT 23 International Marketing

SEMESTER II

CT 24 Indirect Taxes 

CT 25 International Trade 

CT 26 Principles of Management  

SEMESTER III                

CT 27 FOREX Management            

CT 28 Project Management  

CT 29 Business Laws   

CT 50 Project Work   

6) PG Diploma Programmes

(1 Year PG Level Specialization Programme)
i) PGDFT : POST GRADUATE DIPLOMA  In  Foreign  Trade
SEMESTER  I

CT 21 Export Management and Documentation 

CT 22 Export Finance Procedure 

CT 23 International Marketing

SEMESTER II

CT 25 International Trade

CT 26 Principles of Management

CT 30 India's Foreign Trade

ii) PGDEM : POST GRADUATE DIPLOMA  In  EXPORT  MARKETING
SEMESTER  I

CT 21 Export Management and Documentation 

CT 22 Export Finance Procedure

CT 23 International Marketing

SEMESTER II 

CT 26 Principles of Management  

CT 29 Business Laws

CT 33 Marketing Management  

iii) PGDMS : POST GRADUATE DIPLOMA  In  MARKETING  &  SALES
SEMESTER  I

CT 23 International Marketing 

CT 26 Principles of Management

CT 33 Marketing Management 

SEMESTER II 

CT 29 Business Laws  

CT 34 Principles of Sales Management  

CT 35 Advertising Management 
iv) PGDSM: POST GRADUATE DIPLOMA  In  Software  MARKETING
SEMESTER  I

CT 33 Marketing Management 

CT 61 Software Sales & Promotional Management  

CT 62 Software Product & Project Management 

SEMESTER II 

CT 63 Software Development Methodology  

CT 64 Strategic Issues in Software Marketing 

CT 65 Trends in Software Industry 

v) PGDTA: POST GRADUATE DIPLOMA In  TOURISM  ADMINISTRATION
SEMESTER  I

CT 26 Principles of Management 

CT 51 Principles of Tourism 

CT 52 Hospitality Management 

SEMESTER II 

CT 53 Tourism Product 

CT 54 Ecology for Tourism 

CT 55 Travel Agency & Transport Management 

vi) PGDPM: POST GRADUATE DIPLOMA IN PHARMACEUTICAL  MARKETING
SEMESTER I

CT 26 Principles of Management

CT 33 Marketing Management                                 

CT 44 Pharma Selling and Sales Management           

SEMESTER II 

CT 45 Pharma Distribution Management  

CT 46 Anatomy, Physiology and Pharmacology  

CT 47 Pharma Product Management    

vii) PGDHRD : POST GRADUATE DIPLOMA IN HUMAN  RESOURCE  DEVEOPMENT
SEMESTER I

CT 12 Human Resource Planning

CT 26 Principles of Management                             

CT 73 Managing Men

SEMESTER II 

CT 13 Industrial Relations

CT 14 Organisation Development

CT 72 Organisation Behaviour

viii) PGDF : POST GRADUATE DIPLOMA  IN  Finance
SEMESTER I

CT 74 Finance for Manager

CT 75 Multinational Financial Management

CT 76 Financial Markets & Services

SEMESTER II 

CT 26 Principles of Management

CT 71 Managerial Economics

CT 77 Working Capital Management

ix) PGDM : POST GRADUATE DIPLOMA IN  Management
SEMESTER I

CT 26 Principles of Management

CT 73 Managing Men

CT 74 Accounts & Finance for Managers

SEMESTER II 

CT 29 Business Laws

CT 33 Marketing Management

CT 71 Managerial Economics

x) PGDHM : POST GRADUATE DIPLOMA IN HOSPITAL MANAGEMENT
SEMESTER I

CT 26 Principles of Management

CT 03 Principles of Hospital Planning      

CT 46 Anatomy, Physiology and Pharmacology                               

SEMESTER II 

CT 04 Essential Elements of Hospital Administration    

CT 05 Community Health, Demography & 


 Biostatistics

CT 06 Medical Records and Hospital Inventory 

 Management

xi) PGDDS : POST GRADUATE DIPLOMA IN Drug Store Management
SEMESTER I

CT 26 Principles of Management

CT 33 Marketing Management

CT 46 Anatomy, Physiology and Pharmacology                               

SEMESTER II 

CT 29 Business Laws

CT 34 Principles of Sales Management

CT 43 Drug Store Management

xii) PGDIM: POST GRADUATE DIPLOMA IN Insurance Management
SEMESTER I

CT 26 Principles of Management

CT 81 Insurance & Risk Management

CT 82 Insurance Business Environment

SEMESTER II 

CT 83 Life & Non-life Insurance

CT 84 Management of Insurance Companies

CT 85 Insurance Marketing                        

xiii) PGDB: POST GRADUATE DIPLOMA IN Banking
SEMESTER I

CT 26 Principles of Management

CT 73 Managing Men

CT 74 Accounts and Finance for Managers

SEMESTER II 

CT 91 Principles of Banking

CT 92 International Banking Management

CT 94 Bank Regulation & Compliance

xiv) PGDIT: POST GRADUATE DIPLOMA IN Information Technology
SEMESTER I

CT 26 Principles of Management

CT 66 E-Commerce

CT 67 I.T. in Business Management

SEMESTER II 

CT 33 Marketing Management

CT 68 I.T.: Its Core Concepts & Issues

CT 69 Development of Information Systems

xv) PGDRM: POST GRADUATE DIPLOMA IN Retail Management
SEMESTER I

CT 26 Principles of Management

CT 56 Retail Management

CT 57 Retail Selling

SEMESTER II 

CT 33 Marketing Management

CT 58 Retail Marketing Management

CT 59 Logistic & Supply Chain Management

xvi) PGDOM: POST GRADUATE DIPLOMA IN Operations Management
SEMESTER I

CT 26 Principles of Management

CT 59 Logistic & Supply Chain Management

CT 87 Material Management

SEMESTER II 

CT 33 Marketing Management

CT 88 Technology Management

CT 89 Total Quality Management

xvii) PGDCRM: POST GRADUATE DIPLOMA IN CRM
SEMESTER I

CT 17 Business Communication

CT 26 Principles of Management

CT 97 Customer Relationship Management

SEMESTER II 

CT 36 Consumer Behaviour

CT 98 CRM in Service Industry

CT 99 Customer Response Management

7) Advance Diploma Programmes

(6 Month Management Programme)

i) ADEM : ADVANCE DIPLOMA IN EXPORT  MARKETING 
CT 21 Export Management and Documentation

CT 22 Export Finance Procedure

CT 23 International Marketing

CT 33 Marketing Management 

ii) ADMS : ADVANCE DIPLOMA IN MARKETING  and  SALES
CT 23 International Marketing

CT 33 Marketing Management 

CT 34 Principles of Sales Management

CT 35 Advertising Management 

iii) ADTA : ADVANCE DIPLOMA IN TOURISM  ADMINISTRATION
CT 51 Principles of Tourism 

CT 52 Hospitality Management  

CT 53 Tourism Product

CT 55 Travel Agency & Transport Management 

iv) ADSM : ADVANCE DIPLOMA IN SOFTWARE   MARKETING
CT 33 Marketing Management

CT 61 Software Sales & Promotional Management

CT 62 Software Product & Project Management 

CT 63 Software Development Methodology  

v) ADPM : ADVANCE DIPLOMA IN PHARMACEUTICAL  MARKETING 
CT 33 Marketing Management           

CT 44 Pharma Selling and Sales Management 

CT 45 Pharma Distribution Management 

CT 46 Anatomy, Physiology and Pharmacology  

vi) ADDS : ADVANCE DIPLOMA IN DRUG STORE MANAGEMENT 
CT 29 Business Laws

CT 34 Principles of Sales Management

CT 43 Drug Store Management

CT 46 Anatomy, Physiology and Pharmacology  
vii) ADHR : ADVANCE DIPLOMA IN HUMAN  RESOURCE  DEVEOPMENT
CT 12 Human Resource Planning

CT 13 Industrial Relations

CT 26 Principles of Management                              

CT 73 Managing Men

viii) ADF : ADVANCE DIPLOMA IN Finance
CT 26 Principles of Management

CT 71 Managerial Economics

CT 74 Finance for Manager

CT 77 Working Capital Management

ix) ADIM : ADVANCE DIPLOMA IN Management
CT 17 Business Communication

CT 26 Principles of Management

CT 73 Managing Men

CT 74 Accounts & Finance for Managers

x) ADHM : ADVANCE DIPLOMA IN Hospital Management
CT 02 Principles of Hospital Management

CT 03 Principles of Hospital Planning

CT 04 Essential Elements of Hospital Administration

CT 06 Medical Records and Hospital Inventory Management

xi) ADIRM : ADVANCE DIPLOMA IN Insurance Management
CT 81 Insurance & Risk Management

CT 83 Life & Non-life Insurance

CT 84 Management of Insurance Companies

CT 85 Insurance Marketing

8) Diploma  Programmes

(4 Month Management Programme)

i) DPM :  DIPLOMA  IN 

PHARMACEUTICAL  MARKETING 
CT 33 Marketing Management 

CT 44 Pharma Selling and Sales Management  

CT 45 Pharma Distribution Management  

ii) DDS : DIPLOMA IN DRUG STORE MANAGEMENT 
CT 29 Business Laws

CT 34 Principles of Sales Management
CT 43 Drug Store Management

iii) DMs : DIPLOMA IN Marketing  And  SALES
CT 33 Marketing Management 

CT 34 Principles of Sales Management  

CT 35 Advertising Management 

iv) Dta : DIPLOMA IN TOURISM ADMINISTRATION
CT 51 Principles of Tourism 

CT 52 Hospitality Management 

CT 55 Travel Agency & Transport Management 

v) DSM : DIPLOMA IN SOFTWARE MARKETING
CT 33 Marketing Management 

CT 61 Software Sales & Promotional Management  

CT 62 Software Product & Project Management 

vi) Dem : DIPLOMA IN export management
CT 21 Export Management and Documentation 

CT 22 Export Finance Procedure                        

CT 23 International Marketing

vii) DHR : DIPLOMA IN HUMAN RESOURCE  DEVEOPMENT
CT 12 Human Resource Planning

CT 13 Industrial Relations

CT 73 Managing Men

viii) DIF : DIPLOMA  IN  Finance
CT 71 Managerial Economics

CT 74 Finance for Manager

CT 77 Working Capital Management

ix) DIM : DIPLOMA  IN  Management
CT 17 Business Communication

CT 26 Principles of Management

CT 73 Managing Men

x) DIRM : DIPLOMA  IN  Insurance Management
CT 81 Insurance & Risk Management

CT 83 Life & Non-life Insurance

CT 85 Insurance Marketing

Upgradation of MGEF Courses

Those who do not hold any degree but have successfully completed Diploma/Advance Diploma Programme of MGEF are eligible to join next higher programme conducted by this MGEF.
Statement of Marks 


On successful/unsuccessful completion of the course of study, statement of marks is issued at the end of every semester to the students giving details of marks obtained in the periodical assignments and term end examination. Request for re-valuation in any subject should be made to the Director within one month of the issue of the statement of marks with re-valuation fee @ Rs 100/- per subject. The statement of marks of a particular semester may be with held in the event of non-clearance of MGEF dues including examination fee.

ISSUE OF DIPLOMA

1)
Diploma/Advance Diploma/PG Diploma/Masters Diploma as the case may be, is issued on request at the end of the successful completion of the course/issue of the statement of marks. A Diploma fee (as given in the fee schedule) is to be deposited for the issue of the same.

2)
The students of 2 year and 1 year programmes, who have paid their programme fee in full (in lumpsum or through installments) and have also completed their eligibility criteria are also eligible for the award of Diploma at the end of each semesters in addition to the higher Diploma for which they have been registered with the MGEF as per mention in respective course programmes.
CERTIFICATE OF COMPLETION


A certificate of completion in one or more successfully completed courses/subjects may also be awarded on request to students who do not wish or are unable to complete all the required courses for the Diploma/PG Programme/Masters Diploma etc.
FAST TRACK SYSTEM


To facilitate early completion of the courses, MGEF offer lateral entry under fast track system for those students who are confident to complete the courses of their study in shorter period. To avail such facility, students are required to send an undertaking that they can complete the course under fast track system. Such student shall have to take utmost care and spare extra time for their programme of study including adhering to timely remittance of installments of the course fee, if opted for installment scheme. The duration of various courses under the fast track system is given as below:

1)
2 year course in 1 Year. (each semester of 3 months)
2)
1 year course in 8 month. (each semester of 4 months)
3)
6 month course in 4 month.

4)
4 month course in 3 month.


Those opting for Fast Track System are required to pay Fast Track Fee as per fee schedule applicable under fast track system.
ADDRESS/CHANGE OF ADDRESS


It may be noted that for the satisfactory conduct of correspondence course, correct and full postal address/e-mail address/telephone number in capital letter should be given. Any student who changes his address during the period of study, must ensure that it is intimated well in advance to the MGEF along with the date of change of address. This will help correct mailing of your study material. A format for the change of address is sent along with the admission letter.

PERSONAL CONTACT PROGRAMME (PCP)


Personal Contact Programme will be conducted for all correspondence courses. MGEF has a right to cancel/open any centre for PCP depending upon the number of  students from that centre. However it is not compulsory to attend personal contact programmes. If applicable, PCP schedule is communicated by the MGEF.
EVALUATION / GRADING  SYSTEM


The evaluation system is based on two components.

a)
1.
Continuous evaluation in the form of periodic assignment - this component carries a weightage of 40% [essay type 15%, objective type 25%]. 


2.
Term end examination (centre examination/online examination/assignment based postal examination) with a weightage of 60%.
b)
1.
45% Minimum marks for a pass in each paper/assignment.


2.
50% Minimum marks for aggregate.


3.
60% Minimum marks for Ist class.


4.
75% Minimum marks for distinction.
VALIDITY PERIOD OF ENROLMENT 
1.
All enrolment are deemed cancelled and complete on issue of the Mark sheet.

2.
The validity period of enrolment for :


Duration of the 
Validity Period (from 


Programme
the date of enrolment)

2 Year/18 Months
3 Years


1 Year
2 Years


4/6 Months
1 Years

3.
A candidate's enrolment will be terminated when he/she is unable to complete the programme within the validity period of enrolment.

4.
Students having pending term beyond validity period of enrolment and want to complete of programme have to seek readmission on payment of Readmission fee of Rs.500/-. Such students shall, however, get credit of fee paid and courses/subjects successfully completed by them.
Explanation of the terms used in the Prospectus.

1.
Programme Title: Programme Title is the full version of particular programme offered by this MGEF. For example: Diploma in Export Management.

2.
Programme Code: Programme Code denotes concise version of the programme title, for example: DEM is programme code of Diploma in Export Management.

3.
Examination Fee: Examination fee is charged @ Rs. 125/- per subject. The examination fee in respect of each semester is to be paid two months before the term-end examination of the respective semester.

4.
Eligibility : Eligibility means minimum educational qualification required for admission to a particular programme of study.

5.
Validity Period: It is the period for which the enrolment is deemed valid. A student is required to complete his course of study during this period only. To complete the pending period of programme after the validation period has expired, student is to get his validity period extended on getting re-admission on payment of necessary re-admission fee.

6.
Fee :-

a)
Fee in Lumpsum: - It is course fee paid in full along with the admission application form.

b)
Fee in Installment: When total course fee is paid through Installment, as per fee schedule, is called fee in Installment. In this case first Installment of fee is submitted along with the admission application form.

c)
Re-examination fee: When a student fails to qualify in a subject or fails to submit his response sheets of one or more subjects or absents himself in the term end examinations, re-examination of such subjects is arranged with a re-examination fee @ Rs. 125/- per subject/paper.

d)
Registration Fee: Registration fee is paid at the time of admission as given in the fee schedule.

e)
Re-admission Fee: This fee is necessitated when the validity period has expired and a student is yet to complete the course. Re-admission fee is paid to get the validity period extended for another one year. The details of re-admission fee are given in the fee schedule.

f)
Fast Track Fee: Those who opt for fast track mode to complete the course are to pay fast track fee as given in the fast track fee schedule.

g)
Postal Charges : All students are to pay postal charges @ Rs. 250/- per semester.

h)
Semester Re-schedule Fee: Whenever student fails to adhere to the schedule intimated in the admission letter, a re-schedule fee is charged @ Rs 200/-.

7.
Evaluation : Since it is distant learning mode of education, evaluation is done in the form of assignments/project reports submitted by students followed by their performance in the term end examination conducted by the MGEF.

8.
Fee Concession: MGEF offer fee concession to wide range of categories as given in the prospectus. One can claim fee concession in one category only. Admissible fee concession is availed at the time of admission, if fee is paid in Lumpsum. If fee is paid in Installments, fee concession is availed in the last fee Installment as per detail given in the admission letter.

Frequently Asked Questions  (FAQ)
Q. How is the MBA/EMBA Program of MGEF different from other MBA Programs?
A. The MBA Program focuses on knowledge and skills required by management professionals who plan to work for Indian and multinational corporations. It provides the students with a general management perspective and introduces them to the latest concepts and practices related to functional areas of management. The substantive exposure to Indian and international management practices with a strong case-study orientation is a unique feature of the MBA Program. In addition, the MBA Program is structured in a flexible manner so that working executives can pursue this program without disturbing their careers.
Q. Is there any Admission Test for enrolling into the MBA/EMBA or other Programme of MGEF?
A. No, there is no admission test for enrolling into the MBA or other Programs of MGEF. These programme are open to all those applicants who satisfy the eligibility criteria as indicated in the prospectus. Admission is direct.

Q. I am a working executive. Can I pursue the MBA/EMBA Program on a part-time basis?
A. Yes, the MBA Program can be pursued on a self-study basis. You can do self-study in your free time, and sit for the examinations and complete the program. It is designed completely in a flexible manner to suit the needs of the working executives.

Q. Does MGEF provide any kind of contact classes for the benefit of MBA/EMBA/FTA/MFT and other candidates?
A. MGEF offers contact Classes (optional) for its Programs at Cherthala. However separate Training Classes are held for the benefit of MBA/EMBA/FTA/MFT students at Cherthala . Candidates who wish to attend these Training Classes are required to pay the fee as prescribed.

Q. What is the format of the examinations? Are model question papers provided to the candidates?
A. The examinations consist of three parts and evaluation system is based on 2 components.

1.
Continuous evaluation in the form of periodic assignment-this component carries a weightage of 40% [essay type 15%, objective type 25%]

2.
Term end examination with a weightage of 60%.


No model question paper is provided separately. Necessary questions are however given in the end of each chapter of respective subject study material.

Q. Is there any installment facility available for payment of fee?
A. Yes, The fee can also be paid in convenient installments as indicated in the fee schedule attached with the prospectus.

Q. Are the MBA/EMBA/FTA/MFT and other Programs of MGEF recognized ?
A. In the changing economic environment what matters most is the recognition by the employers/industry. The MBA Program is highly appreciated and valued by blue-chip employers, as it is a uniquely designed program in Management, comprehensively covering all the functional areas of management in great depth. In today’s buyers’ market, these professionals will have good prospects in Indian companies and also in MNCs operating in India and abroad. MGEF is a non-university institution. All programmes of MGEF are autonomous and do not come under the preview of UGC/AICTE. MGEF do not award degree.
Q. What are the placement prospects for the MBA's ?
A. Acquiring the MBA qualification will give a sustainable competitive advantage for candidates who are interested in career opportunities with progressive employers. The MBA Program offers a broad spectrum of management courses with a strong practical orientation through its emphasis on case-based learning. The candidates who pursue the MBA Program will get exposed to a cutting-edge curriculum. Thus, successful candidates will be able to explore career opportunities with leading Indian and multinational companies.

Q. What placement assistance does the MGEF offer to me?
A. The MGEF has developed a strong base of employment opportunities for bright candidates through constant interaction with the industry. MGEF also give emphasis on the personality and career development for the benefit of the candidates. This will assist them in faring well in their job interviews and careers. MGEF believes that the entire placement exercise is a joint effort between MGEF and the candidates. MGEF provide guidance to its students in their placement efforts. We do not invite companies  for campus recruitment.

Q. Where can I submit the Application Form for Admission into the MBA and other Programs ?

A. You can submit the completed Application Form for Admission to the Director MGEF (address given in prospectus ) at Cherthala, personally or by regd. post / speed post/courier.

Q. What is the working hours/days of the MGEF.
A. MGEF remain open from 10 A.M. to 5 P.M. (Monday to Saturday). MGEF remains closed on Sunday and Gazetted holidays as notified by the Director, MGEF. Any personal, academic or telephonic queries may be made during working hours or through e-mail.

Q. If I have any further questions whom should I contact?
A. If you have any further questions you may contact : Co-ordinator/Director of MGEF.
PROCEDURE / INSTRUCTIONS FOR ADMISSION 

1.
Prospectus/Application Form can be obtained from the MGEF on Payment of required fee.  or admission form can also be down loaded free from the website of the MGEF.
2.
All the admission to students who fulfill the qualitative requirements will be based on applications only. There is no entrance test for admission. Admission is Direct.
3.
Application for admission should be made in the prescribed form along with relevant fee.

4.
The filled in application should be submitted to the MGEF on or before the last date specified for the given session. The MGEF is not responsible for any postal delay.

5.
Completed applications with a late fee of Rs. 100/- can also be deposited after the last date.

6.
Students need not send/submit their original certificates. The following self attested documents are to be enclosed along with the filled-in application form.

a.
SSLC/HSC to prove date of birth.

b.
Copy of the certificate of last academic qualification.

c.
2 additional PP size photograph with signature of the student on its back for the issue of marksheet.

7.
Admitted students will be alloted an enrolment number for future correspondence etc.

8.
All fee should be paid by A/C payee Bank Draft  drawn in favour of Mahathma Gandhi Education Foundation payable at Ernakulam or Cochin  or through Electronic Fund Transfer System. Cash can be deposited personally. Student may also remit in our bank account directly Account Details : Account Name : Mahathma Gandhi Education Foundation. A/c No.67009985990. Bank : State bank of Travancore. Branch : Edappally, Ernakulam, Kerala State, India.
9.
Study Material will be sent/issued periodically as per the mode of course fee payment opted by the Student.

10. Fee once paid by the admitted students shall neither be returned nor adjusted against any other programme of MGEF. However if a student is not admitted by the MGEF - his/her fee is refunded in toto.

11.Fee schedule should be strictly observed by student for payment of fee by instalment, failing which dispatch/issue of study material etc. shall be withheld.

12.Change of course shall not be considered after enrolment.

13.The Director of the MGEF reserves the right to accept or reject an application without assigning any reason what so ever.

14.The filled-in application along with the required documents and fee should be sent by Registered Post/Speed Post/Courier to :-

Mahathma Gandhi Education Foundation
Gandhi Bhavan, North of Devi Temple, Cherthala

Kerala, India 688524

Ph:0478-2182314, 9995955393. 9745100393, 9745600393

15.The MGEF shall not be held responsible in any way for any consequence whatsoever may arise if a student does not receive any correspondence, study materials, question papers, examination intimation, result etc.

16.On-line admission can also be availed while visiting our website.

FEE CONCESSION / SCHOLARSHIP FEE CONCESSION
AVAILABLE AS PER POLICY OF THE MGEF ON DATE.

Category Code
Category
Fee Concession

FC 1
SC, ST, OBC
10%

FC 2
Sponsored candidates of educational MGEF, Industry & NGO.
15%


FC 3
Students studying in a recognised school/College/University.
10%


FC 4
Those who have completed or persuing professional courses viz 
10%



CS, Medical, CA, LLB, Engineering, Pharmacy, Management etc.


FC 5
Serving Defence / Para Military Personnel/Ex-servicemen/






NCC "C" Certificate Holder
20%


FC 6
Working Executives.
10%


------


FC 8
Wards of teachers/teachers of recognised schools/colleges/MGEF etc.
10%


FC 9
Sport persons holding State/National level certificates.
15%


-----


FC H
Physically Handicap
20%


FC M
The children/widows of the officers and men of Armed Forces
25%


 including Para Military personnel killed or disabled during 




   action/hostilities.


FC O
Students sponsored by Orphanage/Protection Homes
60%


FC P
Those living below poverty line
30%


FC S
Those who have secured 85% marks and above in  
15%



10/10+2 or 80% marks and above in graduation.


FC W
Students sponsored by Welfare Societies/Educational Trusts/
50%



Mohyal Sabhas who have signed MOU with Sapt Rishi Society.


-------

NOTE :-
(1)
Fee concession can be availed in one category only. 

(2)
No fee concession admissible in case of  NRI/Foreign Students and EMBA students. 
(3)
Enclose copy of relevant certificate with admission form in support of your claim for Fee concession.

(4)
The Governing council of the MGEF has the right to disallow the Fee Scholarship/Fee concession and with-hold the award of Diploma/PG level Program certificate if the declaration made by the candidate is found to be false. 
(5)
At the time of admission, admissible Fee concession may be deducted in Lumpsum Fee/Last Instalment of Fee, as the case may be.

The MGEF reserves the right to amend, modify or alter the structure and content of the programme as well as other matters, policies and regulations pertaining to the programmes conducted by the MGEF without assigning any reason or prior notice.

CAREER OPPORTUNITIES 

The Management Programmes Offered by MGEF are of very High Utility Value for :-

*
Fresh graduates or students pursuing academic studies who wish to seek an entry into the industry but cannot afford full time management programs due to financial or any other constraints.

*
Those who are already employed in an industry without any management qualification, but wish to acquire a widely recognized management qualification to further their career. 

*
Those who are already working in the industry and want to have additional qualifications for the role rotation or for a better and upward rise in the industry. 

*
Those who are already working with the industry but aspire to move into a managerial cadre. 

*
Personnel from the Armed Forces who want to rehabilitate themselves after retirement in the managerial or supervisory positions. 

*
Those aspiring to join as Management Trainee, Manager,Sales Executive, Business Manager, Customer Brokers, Import-Export Agents, Wholesalers, Freight Forwarders,Product Manager, C&F agent of reputed Export House/Pharmaceutical Companies, Managers/Administrators in Finance, Tourist or Health Care Sectors etc. or start one's own business. 

THE MBA EDGE

A masters programme viz MBA is professional preparation for a management career. It provides a starting platform for understanding the structure of the business that you are entering. An MBA holder has better decision-making abilities, has structural thinking, is focused and can do better business. One gets a taste of how theory is applied in practice. It provides knowledge of many aspects of business - not enough for one to claim mastery over it, but enough to know the issue that need to be looked at, the possibilities and options available, the ramification etc. The same knowledge can certainly be acquired without MBA also but it would come through trial and error, through making most mistakes during one's working life. MBA programme helps in fast forwarding the learning process, vicariously based on other peoples' experiences. The kind of skill-sets that an employer look for are most commonly found in MBA's. The kind of skills that you learn while doing MBA, find better use at a later stage, when you are in the middle or senior management level. 


The MBA Program will give you the opportunity to develop a range of highly valued professional skills and a competitive edge in your career. 

Career Progression : In most professional organizations, the senior managers are usually trained in management areas. There are more opportunities for management trained personnel than for almost any other functional qualification. Our Programs will provide a quantum jump in career progression.


The MBA Program with its general management focus, and the blend of Indian and International perspective will be your key competitive advantage as you enter the fiercely competitive business environment. It will help you move ahead of the pack and allow you accelerated access to senior management positions.


Personal Growth : The MBA Program will impart you with a perspective which enables you to relate to the entire business environment within which you may operate. You will be able to understand the impact of various decisions and play a significant role in them. The MBA Program will also help you understand business sufficiently to plan your own career and entrepreneurial moves successfully. And, of course, a more rewarding life, a better set of peers and recognition by society are sources of additional satisfaction. 


Continuous Learning : The MBA Program is a tremendous learning opportunity. It will allow you to update your knowledge and skills significantly. The knowledge you acquire needs constant upgradation. And the learning methodology in the MBA Program provides you with a mechanism to seek, comprehend and internalize knowledge on a continuing basis.

EMBA Programme 

There is a need in the market for mid-level executives to sharpen their management skills. Working executives don't want to give two-years of time to study and then go for internships. Companies have felt and shown keen interest in this kind of programme. Higher education is divided into two segments- for freshers and the experienced lot. Mid-career demand for education has emerged in India and therefore one-year MBA programme becomes relevant and rich for people with experience in the field. One-year MBA programme is certainly attractive as it saves the opportunity cost. If you pursue a similar programme at an international B-school, the charges are humungous. It is certainly worth paying the amount at our MGEF as we get international quality and standard at a cheap fee.


The EMBA Program of MGEF focuses on knowledge and skills required by management professionals who are working for Indian and multinational corporations/companies.  The objective of the program is to expose the participants to the various theories and practices of business management prevalent in the current economic scenario. The most important aspect of the Executive MBA Program is that it allows the participants to earn a top notch EMBA from Mahathma Gandhi Education Foundation (MGEF) , without interrupting their career or having to leave their current location. EMBA is professional preparation for a management career. It provides a starting platform for understanding the structure of the business that you are engaged in, fast forwarding the learning process - the kind of skill-sets that an employer look for.

DETAILED COURSE CURRICULAM

CT-03 (Principles of Hospital Planning) : Hospital Planning and Design, Outpatient Services, The Nursing Unit, Nursing Services, Radiology Services, Laboratory Services, Operation Threatre Suite, Pharmacy, Central Sterile Supply Department, Hospital Infection, Hospital Utilisation Statistics, Evaluation of Hospital Services, Casualty & Emergency Services, Organization and Management of Dietary Services in a Hospital, Housekeeping and Maintenance Services CT-04 (Essential Elements of Hospital Administration) : Marketing Management, Human Resource Management and Industrial Relations, Purchase Management and Maintenance Management. CT-05 (Community Health, Demography & Biostatistics) : Community Health, Clinical Spectrum of Disease, Epidemiological Methods 0 Diagnosis & Treatment, Introduction to Bio-Statistics-Presentation of Data, Sampling Methods, Test of Significance, Demographing & Vital Statistics, Measures of Population & Vital Statistics and Population Studies & Family Welfare. CT-06 (Medical Records & Hospital inventory Management) : Basic Principles, Organisation Space & Equipment Requirement, Structure & Content, Diagnostic, Classification & Coding, Medical Audit, Preservation of Medical Records, Medical Statistics, Quality Assurance, Medical Certificates, Legal Aspects, Materials Management, Need for Adopting Materials Management Concept,  Inventory Management, Norms for Inventory, ABC Analysis, Economic Order Quantity, Material Handling, Store Keeping & Ware Housing Management. CT-08 (Functional Hospital Organisation) : Disposal of Hospital Waste, Public Relations in Hospitals, Ethical and Legal Aspects of Hospital Administration, Quality Assurance through Records Review and Medical Audit, Schedules of Accommodation, Classification of Various Services Areas and Departments in a Hospital. CT-10 (Strategic Management & Entrepreneurship) : The Strategic Planning Process, The Business Vision and Company Mission Statement, Hierarchical Levels of Strategy, PEST & SWOT Analysis, Competitive Advantage, Porter's Five Forces, Porter's Generic Strategies & The Value Chain, Vertical & Horizontal Integration, Ansoff Matrix, BCG Growth-Share Matrix & GE/McKinsey Matrix, Core Competencies & Global Strategic Management, Porter's Diamond of National Advantage, Foreign Market Entry Modes, Entrepreneur and Entrepreneurship, Entrepreneurship Development in India, Entrepreneurial Motivation, Promotion of a Venture, Raising of Funds & Venture Capital, Nature and Scope of Business. CT-11 (Human Resource management) : Introduction to HRM, HRM Trends in Dynamic Environment, Career Planning and Development, HR Information System, Current Trends in HR. CT-12 (Human Resource planning) : Macro Level Scenario of Human Resources Planning, Concepts and Process of human Resources Planning, Methods and Techniques: Demand Forecasting, Methods and Techniques: Supply Forecasting, Job Analysis, Description, and Job Evaluation, Selection and Recruitment, Induction and Placement, performance Appraisal and Overview, Transfer, Promotion and Reward Policies, Training and Retraining, Human Resource Information Systems, Human Resource Costs, Human Resource Accounting and Audit, Emerging Trends and Issues in HRP. CT-13 (Industrial Relations) : Introduction to Industrial Relations, Trade Unionism, Employers' Federations, Collective Bargaining, Workers' Participation in Management, Employee Grievances, Industrial Disputes: Prevention, Industry and Disciplinary Proceedings, Industrial Relations Settlement, Labour Welfare and Social Security, Wage Policy and Regulations, Bonus, Relevant Features of Some Acts. CT-14 (Organisation Development) : Introduction to Organisation Development, Ethics in OD, Action Research, Organisation Development Interventions, Power and Control Issues in Organisation, Knowledge Management. CT-15 (Research Methodology) : Nature And Significance of Social Research, Concepts of Social Science Research, Stages in Research Process, Hypothesis, Theory And Facts of Social Science, The Design of Research, Methods of Data Collection-I, Methods of Data Collection-II, Sampling, The Case Study Method, Survey Method, Technique of Interviewing, Questionnaire, Schedule, Data Processing, Model Building and Decision Making, Analysis And Interpretation of Data, Statistical Tests in Management Research, The Research Report, Value Judgements, The Comuputer: Its Role in Research. CT-16 (Preparation of Selection Procedure) : Understanding Your Attitude, So what is a positive Attitude?, Potential, How to search a Job, Rewards for Medical Representative in Selling as a Career, Procedure of Selection, Criteria For Selecting A Medical Representative - A Check List, Criteria For Selecting A Front Line Manager, What is an Interview?, Key to Make Good Impact During The Interview, Factors Considered In Selecting The Job, Salary Structure And Remuneration, Specimen Sample of The Interview, Importance of Bio-data,CT-17 (Business Communication): Business Communication : What it is all about, Forms of business communication, Design for effective communication, What should be communicated. And when, Putting ideas together for communication, How to communicate effectively, Key audiences in business communication, Verbal communication, Non-Verbal communication, Written communication, Using the right medium, Qualities of an effective communicator. CT-19 (Production & Operation Management) : Concepts, Methodology and Application of Production and Productivity Techniques, Operations Strategy, Forecasting and Operation Management, Inventory Control, Material Requirement Planning, Operations Scheduling. CT-20 (Quantitative Techniques for Managers) : Censues and Sample Investigation, Classification and Tabulation of Data, Diagrammatic Presentation, Moments, Skewness and Kurrosis, Correlation, Regression Analysis, Theory of Probability, Test of Hypotheses, Analysis of Variance.  CT-21 (Export Management & Documentation): Export : Need & Relevance, Sources of Export Information, How to Setup Export House, Formalities of Registration For Exporters, Export Documentation, Processing Of An Export Order, The EXIM Policy 1997-2002, E-Commerce in Export, Project Export, Product Specialisation. CT- 22 (Export Finance Procedures) : Export Sales Contract And Incoterms, Terms of Payment In Exports, Export Finance, Letter of Credit, Exim Bank & ECGC, Export Pricing, Export Cargo Insurance, Packaging & Labelling. CT-23 (International Marketing) : Introduction to International Marketing, Selection of Products, Identification of Export Markets, Product Planning for Exports, International Marketing Channels, Business Communication in Export, International Marketing Logistics. CT-24 (INDIRECT TAXES) : Background of Indirect Taxes Laws, Liability of Central Excise Duty, Other Excise Procedures, Procedure for Import and Export, Export Promotion Schemes, Other Provisions in Customs Law, Penalties and Offences Under Customs Act, Introduction to Central Sales Tax, Quantum of CST payable, Restrictions on Taxation Under CST Act. CT-25 (INTERNATIONAL TRADE) : International Trade-An Introduction, The Basis of International Trade, Gains From Trade & Terms of Trade, Balance of Payments, Trade Barriers, Countertrade & Trade in Services, Foreign Exchange, Economic Integration, Regional Groupings & Commodity Agreements, International Economic Organisations and Forums, International Monetary System & Eurodollar Market, Multinational Corporations, WTO and Trade Liberalisation, Foreign Trade and BOP of India. CT-26 (PRINCIPLES OF MANAGEMENT) : Introduction to Management, Schools of Management Thought, Social Responsibility of Management, Process & Function of Management, Planning, Decision Making, Management By Objective, Concept of Organisation, Delegation of Authority, Centralisation & Decentralisation, Staffing, Direction, Leadership, Motivation, Communication, Control, Information Technology and Management, Modern Management Concepts CT-27 (FOREX MANAGEMENT) : Forex Management - An Introduction, Derivative, Foreign Currency Futures, Foreign Currency Options, The Foreign Exchange Market, Theories of Foreign Exchange Rate , Movement & International Parity Conditions, Management of Foreign Exchange Risk, Management of Translation Exposure, Management of Transaction Exposure, Management of Economic Exposure. CT-28 (PROJECT MANAGEMENT) : What is a project?, Process of Project Identification, Identification of factors and actors, Scouting for project ideas and screening, Sources of net present value, Feasibility study, Collection of information about demand, Conduct of Market Survey, Demand forecasting methods, Technical Analysis-Materials, Input constraints, Procurement of machineries, Financial Analysis-cost of project, Means of Finance, Working capital requirement, Use of break-even chart, Projections of profitability, Principles of measuring Cash flows, Different views of cash flows, Time value of money, Appraisal criteria, BC Ratio and IRR, Investment Appraisal in International Field, Analysis of Project Risk Sensitivity Analysis, Risk-Adjusted Discount rate and certainty Equivalent method, Social Cost Benefit analysis, Network Technique, PERT & CPM, Post-audit and performance evaluation, Behavioural Issues. CT-29 (BUSINESS LAWS) : Company Law, Law of Contracts, Arbitration & Conciliation Act, Partnership Act, Carriage of Goods, Hire Purchase and Service Tax, Insolvency, Insurance and Right to Information, Patents, Designs, Trade Marks and Copy Rights, Monopolistic, Restrictive and Unfair Trade Practices and Competition Law, Special Business And Economic Laws. CT-30 (FOREIGN TRADE) : Meaning and Types of Trade, Foreign Trade & Economic Development, India's Foreign Trade During Planning Period, Recent Trends in India's Foreign Trade, Balance of Trade and Balance of Payments, Free Trade Vs Protection, Export Promotion in India, India's Trade with E.U. or E.C.M., India's trade with USA, GATT and UNCTAD, Short Notes. CT-31 (Business Environment) : Business Environment: Concept & Scope, Macroeconomic Environment: Major Issues, Planning in India, Growth Models in Indian Planning, India’s Economic Reforms, Structural Adjustment & Growth, Analysis of Business Cycles, Monetary Policy for Economic Stabilisation, Foreign Investment, India and the World Economy: Globalisation, India and World Trade Organisation (WTO), Fiscal Policy in India, Fiscal Deficit and Economic Growth, Financial Sector Reforms, Industrial Policy in India, Public Sector and Privatisation, Social Responsibility of Business. CT-32 (Marketing Research) : Marketing Research: An Introduction, Research Management, Value of Information, The Research Process, Research Design, Data Collection, Processing & Data Analysis, Testing Hypothesis, Sampling Designs, Interviewing, Identifying Market Segement, Product Research, Advertisement Research & Media Selection. CT-33 (MARKETING MANAGEMENT) : Introduction of Marketing Management, Marketing Planning, Marketing Research, Marketing Segmentation, Study of Consumer Behaviour, Product Development, Branding, Packaging and Labelling, Pricing Policies, Channels of Distribution, Management of Physical, Wholesale and Retail Distribution, Advertisement and Sales Management, Analysing Markets CT-34 (Principles of Sales Management) : Introduction of Sales Management, Sales Forecasting and Sales Budget, Sales Organisation, Salesmen Recruitment, Salesman Training, Remuneration of Salesmen, Sales Territory and Sales Quota, Salesmanship, Salesforce Evaluation, Sales Display, Ethics in Sales Management, Accountancy CT-35 (Advertising Management) : Advertising - its Purpose and Function, Advertising World, Advertising in Marketing Mix, Appeal in Advertising, Layout of Advertisement, Advertising Budget, Selection of Media for Advertising, Advertising Agency Functions, Selection & Co-ordination, Future of Advertising and Brand Management: A Practical Approach, Public Relations, Advertising and Macro-economics, Real Time Case Studies. CT-36 (consumer Behaviour) : Basics of Consumer Behavior & Buying Environment, Needs, Motivation, Personality & Perception, Learning & Attitudes, Groups/Reference Groups & Family, Social Class, Culture & Sub culture, Consumer Behaviour, Society and Customer Delight, E-Consumer Behaviour, Consumer Research CT-37 (Brand Management) : Competition and Brand, Concept of a Brand, Brands and Consumers, Brand Equity, Brand Inside and Outside, The Extensions Brand Over Time, Brand and Firms, Branding Strategies. CT-38 (Corporate Governance & Business Ethics) : Corporate Governance Issues and Challenges, Current Status, Role of Board, Executive Directors, Financial Institutions in Effective CG, Value in Ethics in Relation to CG, Ethics And Business : An Interface, Disclosure & Transparency for Good CG, New Look At CG, Arguments for and Against Ethics, Rights and Duties,
The Ethics of Care, Ethics and Perfectly Competitive Markets CT-40 (ERP & MIS) : Business Need and ERP, Implementation Methodologies, Appreciate Role of Top Management, MIS Concept Requirements, Types of Informations Systems, Management Informations Requirements, MIS Design. CT-41 (Industrial Marketing) : Industrial Marketing Landscape, Industrial Markets Goods and Customers, Industrial Buying Behaviour, Industrial Market Segmentation, Industrial Marketing Planning, Industrial Product Planning & Development, Industrial Prising Adversiting and Sales Promotion, Project Marketing, Logistics and Control.  CT-42 (Principles of Industrial Management: Principles of Industrial Management, Forms of Business Organisations Principles, Structure, Line and Staff Relationships, Chain Command, Delegation, and Decentralisation, Private and Public Sector, Motivation, Leadership, Supervision and its Effects on Working, Industrial Training, Job Evaluation, Merit Rating, Wage and Incentives, Costing and Cost Control, Break - Even Analysis, Depreciation, Valuation, Plant Location, Materials Handling, Travel Charts, Plant Maintenance  CT-43 (Drug Store Management) : Principles and Practice of Pharmaceutical Marketing Management, Pharmaceutical Marketing Research, Distribution in Pharmaceutical Marketing, Various forms of Business Organisation, Legal Aspects/Management of Drug Store, How to Start Drug Store / Whole Sale Drug Store, Risk Management and Insurance, Advance Techniques in Drug Store Management.CT-44 (pHARMA SELLING AND SALES MANAGEMENT) : Selling And Marketing Concepts, Selling Process, Job Skills of Pharma Field Force, Sales Organisation, Sales Force Management, Sales Targets And Training, Motivation For Career Growth, Performance Appraisal.Meetings And Seminars, New Avenues of Sales Promotion, Policies and Procedures, Getting Results, Personal Selling, Sales Display, Ethics in Sales Management. CT-45 (pHARMA DISTRIBUTION MANAGEMENT) : Introduction to Pharma Distribution Management, Distribution Management in the Past, Present and Future, Wholesaling in Pharma Distribution, Retailing in Pharma Distribution, Nature and Function of C&FA, Role of Medical Representative in Pharma Distribution Physical Distribution-Transportation Warehouse-Inventory Control, Merger and Acquisition, Market Dynamics & Strategic Distribution CT-46 (ANATOMY, PHYSIOLOGY AND PHARMACOLOGY) Cell Structure, Elementary Tissues of the body and Blood Composition, Digestive System & Vitamins, Function of heart, blood pressure and cardio vascular disorders, Nervous system and parts of brain, Structure and Function of Skeletal Muscle, Endocrine Glands, Hormones & Physiology of Respiration, Urinary & Reproductive System, Structure and Function of different Organs of Body. CT-47 (PHARMA PRODUCT MANAGEMENT) : Market Segmentation & Product Management, Role of Product Manager & Product Life Cycle, Product Portfolio Analysis & Development, Management of New Product Launch, Branding, Brand Creation & Market Testing, Factors Influencing The Brand In Product Life Cycle, Branding Strategies and Techniques, Drug Development and the Marketing- Research Interface, Diversification and Specialization, Marketing Generic Drugs, Nonprescription Drugs, Packaging Decisions. CT-48 (Paradigms in pharmaceutical industry) : Discovery, Stability Testing & Clinical Trials of Medicines, Marketing Studies & Drug Surveillance with in Pharma Industry, Pharmaceutical Environment, Ethics & Practice, International/Multinational Pharma Scenario, Pharmaceutical Scenario-Indian Perspective, Intellectual Property Rights & Implication on the Indian Pharma Industry, Small Manufacturers & Drug Productivity, Drug Related Options & Future Trends. CT-50 (Project Work) : With a view to channelise your thinking towards the application of the concept that you have learnt in the course of your study. CT-51 (Principles of TOURISM) : Tourism Principles, Evolution of Tourism, Socio-Economic Facets of Tourism, Tourism Planning and Development, Modern Tourism, Travel Industry, Tourism Marketing, Future Tourism Management Concept, Case Studies. CT-52 (Hospitality Management) : Introduction to Hospitality Management, Classification & Category of Hotels, Ownership and Laws in Hospitality Industry, Functional Department and its Activities, Managerial Issues, Financial Statement, Purchase and Storage, Marketing. CT-53 (TOURISM Product) : Ancient Religions of India, Indian Culture, Art and Architecture, Performing Arts (Music, Dance and Drama), Nature based tourism, Adventure tourism, Organisation and Management of and event, Other tourism products. CT-54 (ecology of TOURISM) : Basic Principles of Ecology and Environment, Human Ecology and Tourism, Tourism and Environment, Tourism and Ecological Impacts, Tourism and Common Property Resources, Tourism and Sustainable Development, Alternative Tourism, Tourism Policy and Environment. CT-55 (travel agency & transport management) : International Travel Organisations, functions and role, Difficulties. Travel terminology - IATA Gerography and Three letter Codes, Introduction to Travel Guide and Travel formalities, Operation of Travel Agency, Time differences and Types of Aircraft and Customer facilities and types of journeys, Tour Operations, Transport Management, Air fare.  CT-56 (Retail Management) Retail Management -An Introduction, Trends in Retailing, Retail Economics, Retail formats, Retail strategies, Supply chain Management in Retailing, Retail Management Information System, Retail Operations, Managing Retail Personnel,  Customer Services Management in Retail, Retail Reserach, Online Retailing or e-Tailing, CT-57(Retail Selling) Personal Skills, The Trading Environment, Dignosing the Customer needs, Involing the customer in the sale, Customer care, How would you like to pay, Contining the Development process, CT-58 (Retail Marketing Management) Store planning, design and layout, Retail Marchandising, Retail Marketing and Advertiring, Franchising in Retailing, Visual Marchandising and displays, Role of personal selling in Retailing, Retail Brands, Retail Pricing, Retail Services, International Retailing, Internet Retailing, CT-59 (Logistics & Supply Chain Management) Basic Concepts of Supply Chain Management, Flow in Supply Chains, Activity Mix, Inventory Management, Inventory Management Systems, Purchasing, Store Keeping, Storing of Materials and Japanese Management, Logistics Management, Total Logistics Cost, Management and Physical Distribution, Information Technology and The Supply Chain, Benchmarking and Outsourcing CT-61 (Software sales & promotional Management) : Personal Selling - Marketing Concepts & Market Segmentation, Interactive Selling, Sales Prospecting, Recognition Process, Sales Presentation, Objections Handling, New Technologies in Software Sales, Advertising of Software Sales, Advertising of Software Products. CT-62 (Software product & Project Management) : Role and organisation of project management, Project Definition and strategy, Software process and project metrics, Software project planning, Software project estimation, Software project scheduling and tracking, Software product management. CT-63 (Software Development Methodology) : Introduction to computer hardware and software, The software industry, Software development, Use of methodology, Implementing the methodology, Software development tools, Software engineering, Issues in software use. CT-64 (Strategic Issues in Software Marketing) : Basics of software marketing, Marketing environment and management, Market segmentation, Services, Information Management, New Products, Enterprise resource planning, Supply chain management, Indian software industry, Enterprise collaboration systems, Competing with products and standards, Providing the standards for industry as a competitive tool. CT-65 (Trends in Software Industry) : System software: Computer system management, Application software - An introduction, Basics of software development, Software development - languages - certain trends, Viruses - Anti Virus Packages - certain trends, Trends in Information Systems and business applications, Database management: Managing data resources, Telecommunications and the internet worked enterprises, Technology that is likely to change software environment, Unified modeling languages - scripting languages - application servers. CT-66 (E-Commerce) : Foundations of E-commerce, Business to Consumer (B2C) Electronic Commerce, Business to Business (B2B) Electronic Commerce, Network Infrastructure for E-Commerce, The Internet, Intranets and Extranets as E-commerce, Infrastructure, Web Security, Cryptography, Firewall, Electronic Payment Systems, Mobile Commerce, WAP (Wireless Application Protocol) CT-67 (I.T. In Business Management): Information Technology: Potentials & Impacts, Fundamentals of Computers, Computer Software, Introduction to Computer Programming, Data Transmission & Computer Network, Computer Based Business Application (Part-I), Computer Based Business Application (Part-II), The Internet: Concept and Potential, EDI and E-Commerce CT-68 (I.T. : Its Core Concepts & Issues): Introduction, Database Management Systems, Role of Telecommunication in Information Technology, Basics of the Internet, Overview of Present Day Networking Technologies, Principles of Visual Information Analysis, Information Technology for Multimedia Communication, CT-69 (Development of Information Systems): Graph-Theoretic Structure of the World Wide Web, Principles of Image Compression, Text Compression, Content-based Multimedia Analysis and Retrieval, Speech and Audio Compression, All-Optical Networking and Evolution of Network Infrastructure: From Electrical to optical, Computer Security Threats and Countermeasures, Image Databases, Principles and Applications of Soft Computing, An Introduction to Clustering Techniques,  CT-70 (Important Application Areas of IT): Bioinformatics: Issues and Challenges, Information Technology in Healthcare and Telemedicine, An Overview of Remote Sensing & GIS Techniques, E-commerce: A Source of Competitive Advantage in Global Market, An Investigation into the Emerging 'Cybermediary' Concept, Industrial Information Technology, Colour Image Processing and Analysis, Information Technology in Mining and Electrical Load Forecasting, Information Processing from Document Images, Information Technology for Rural Development, CT-71 (Managerial Economics) : Introduction to Managerial Economics, Fundamental Concepts, Basic Techniques, Demand Concepts, Demand Analysis, Demand Elasticities and Demand Estimates, Demand Forecasting, Production Concepts and Analysis, Cost Concepts and Analysis, Empirical Estimates of Production and Costs, Market environment of price-output decisions, Analysis of Market structure - Large Group Case, Analysis of Market Structure - Small Group Case, Pricing Strategies and Tactics, Economic Theory of the firm, The Behavioural Theory of the firm, Managerial Theories of the firm, Profit concepts and Analysis Revisited, Capital Budgeting, Public Investment Decision, The Economics of Risk and Uncertainty, Trade Cycles & Economic Forecasting of Business, Trade Cycles & Economic Forecasting of Business. CT-72 (Organisation Behaviour) - Introduction to Organizational Behavior, Foundations of Individual Behavior, Motivation, Leadership, Communication, Power and Politics, Teams and Team Work, Individual and Group Decision-Making, Conflict and Negotiation Skills, Empowerment And Participation, Dynamics of Stress, Organisational Structure, Organisational Change and Development, Organisational Culture. CT-73 (Managing Men) : Human Resource Development Systems, Personnel Management Environment in India, Functions and Operations of a Personnel Office, Manpower Planning, Recruitment, Selection and Induction, Staff Training and Development, Career Planning, Motivation and Productivity, Job Description, Analysis and Evaluation, Employee Motivation and job Enrichment, Performance Monitoring and Appraisal, Economic Background and Employee Compensation, Laws and Rules Governing Employee Benefits & Welfare, Compensation & Salary Administration, Regulatory Mechanisms Guiding Industrial Relations, Employee Discipline, Suspension, Retrenchment and Dismissal, Employee Grievance Handing, Trade Unionism, Employer's Associations, Collective Bargaining, Industrial Conflict Resolution, Industrial Democracy and Workers Participation in Management. CT-74 (Finance for Managers) : Accounting and its Principles, Recording of the Transactions, Trial Balance and Errors, 
Financial Statements, Bank Reconciliation Statement, Bills of Exchange, Treatment of Cheques, Depreciation, The Use of Management Accounting Information for Decision-making Purposes, Profit Planning, Budgeting & Budgetary Control, Investment Appraisal, Management Information, Control And Reporting Systems, Operating Parameters, Computer Based Accounting. CT-75 (Multinational Financial Management) : International Financial Management: An Overview, International Monetary System,  International Financial Institutions/Development Banks, Balance of Payments, Foreign Direct Investment, Cost of Capital and Capital Structure of the Multinational Firm, Multinational Capital Budgeting-Application & Interpretation, Multinational Cash Management, Country Risk Analysis, International Taxation. CT-76 (Financial Markets & Services) : Common Stock, Merchant Banker, Lising of Securities on a Stock Exchange, Mutual Funds, Money Markets, Stock Markets Indicators, Leasing, Hire Purchase, Factoring, Credit Rating, Insurance. CT-77 (Working Capital Management) : Theories and Approaches, Financing Working Capital Needs, Managing Components of Working Capital, Receivables/Cash/Inventory/Payables Management, Working Capital Planning Model. CT-78 (Security Analysis & portfolio management) : Nature and Scope of Investment Decisions, Security Markets, Analysis for Equity Investment, Portfolio Theory, Institutional And Managed Portfolios. 
CT-81 (Insurance & Risk Management) : Understanding Risk, Risk Management and Control, Introduction to Insurance, Globalization of Insurance and Enterprise Risk Management. CT-82 (Insurance Business Environment) : Growth & Development of Indian Insurance Industry, Regulations of Insurance Business and The Emerging Scenario. CT-83 (Life & Non-life Insurance) : Introduction to Life & General Insurance, Practical aspects of Life Insurance, Fire, Automobile, Marine, Health, Rural, Social and Miscellaneous Insurance. CT-84 (Management of Insurance Companies) : Function & Organisation of Insurers, Underwriting, Claims Management, Insurance Pricing & Marketing, Re-insurance and IT in Insurance Sector. CT-85 (Insurance Marketing) : Evolving Markets and Strategies, Agency Law, Becoming & Agent, The Insurance Market, Marketing Scenario & Organisational Objectives, Strategies,  Methods & Techniques of Marketing, Organisational Objectives, Communication & Compensation Packages, Insurance Selling and Case Studies. CT-87 (Material Management) Material Management, Integrated Material Management, Classification and Codification of Materials, Material Planning, Inventory Control, Principles of purchasing, Quality Control in Material Management, Make or Buy decisions, Store Management, Material Handling, Inverntory Managment a in India, CT-88 (Technology Management) Technology as the Driving Force of Global Industrial Competition, The Axes and Atlas of Technology, Strategic Management of Technology, Productivity and Incremental Innovation, Technology Absorption, Structure of World Class Manufacturing, Crucial Issues in Flexible Technology, Strategic Evaluation of Technological Investments, The Product Development Cycle Integration of Design and Manufacturing, Management of Technological Innovation, Technology Funsion and the New R&D, Core Competencies in Technology and its Commercialization, Structural Imperatives of Technology Management, Builing Organization Culture, The Organization as a Laboratory for Learning, Role, Rationale and Requisites of National Technology Policy, Coping with Continuous Change The Structure of the Japaness Innovation System, CT-89 (Total Quality Management) Under standing Quality, Quality philosphies, Introducing Total Quality Management, Organizational management System Reengineering, Human Resource Management System, Total Quality through Japanese 5-S, Total Quality through cost of Quality, Total Quality through Benchmarking, International Awards, CT-90 (Knowledge Management), Knowlege Management-An Introduction, The Knowledge Context, The Knowlege Organization, The knowledge Economy, The Knowledge Process, The social role of Knowledge, Knowledge Management Tools, Organisational Culture for Knowledge Management, Knowledge Management in Industry, From learning to e- konowlegement, Future of Knowledge Management, CT-91 (Principles of Banking) : Banker Customer Relationship, Bankers Special Relationship, Payment and Collection of Cheques and other Negotiable Instruments, Opening of Accounts of Various Types of Customers, New Age Banking and Special Services rendered by Banks to Customers, Development Banking and Priority Sector, Loans and Advances. CT-92 (International Banking Management) : Exchange Rates, Risk Management and Basics of Derivatives, Documentary Letters of Credit, Facilities for Exporters and Importers, Correspondent Banking and NRI Accounts, Reserve Bank of India and Exchange Control in India, EXIM Bank, ECGC etc. CT-93 (I.T. in Banking) : Essentials of Bank Computerization, Payment Systems and Electronic Banking, Data Communication Network and EFT System, Role of Technology Up-gradation and its impact on Banks, Security Considerations. CT-94 (Bank Regulation & Compliance) : Legal Framework of Regulation of Banks, Control Over Organisation of banks, Regulation of Banking Business, Relations, Inspection, Winding up, Public Sector banks and Co-operative Banks. CT-95 (Risk and Treasury Management) : Risk and Banking Business, Risk Regulation in Banking Industry, Market Risk, Credit Risk, Operational Risk, Introduction to Treasury Management, Treasury Products, Funding and Regulatory Aspects, Treasury Risk Management, Derivative Products, Treasury and Asset-Liability Management. CT-97 (Customer Relationship Management) Customer is King, Customer Managed Relationships - Mini Marketing, Types of CRM, Building Blocks of CRM and CRM Strategy, Customer Relationship Management by Indian Firms, Customer Retention Strategies, HRM in CRM, Complaint Management, CRM Process, Implementing CRM: A Step-by-Step Process, Call Centre, Implementing A Technology-Based CRM Solution, Future Trends in CRM, CRM-Sample Case Study in Core Sector, E-CRM-An Integrated CRM Approach CT-98 (CRM in Service Industry) Services - Present Scenario, The Distinguishing Characteristics of Services, Developing the Service Product, To know the Customer, Marketing of Services, Achieving high Quality, People Potential- A Realisation, Strategies for Growth, Managing Information, Focus on Customers CT-99 (Customer Response Management) Introduction, Customer Service & benchmarketing, CRM is true Organisation, Locating the Customer Response Centre, Basic Support  Processes, Technology and Telephony-how Much is Enough, Organisational Structure of a Customer Response Centre, Guidelines for Outsourcing, Writing and Testing Scripts, Special staff Challenge-Burnout

Career / Employment Opportunities 

Programme objective of MGEF courses is to develop Expertise in various fields of Management. After successfully completion of a management programme a candidate has a promising career in the corporate world. 

MGEF Students and the Corporate World: MGEF Students are successfully contributing in the development of social and econominc activities including development of modern industrial /corporate sectors. A partial list of corporate houses where our students are reportedly working in India, Middle East, USA,UK.
Career in Export Management / Foreign Trade - A Brief

Are you a student looking to make a break into the leading export houses in the country or are you already in the business but would like to stay abreast of the latest in international trade?


With the opening up of markets and the dream of the Internet age, global trade barriers have been knocked down. A truly global market place has become a reality in both the physical and virtual realm. This has created immense opportunities in international trade. Indian companies, too, have become outward looking and are adopting various strategies for survival and growth in the international marketing environment. Emboldened by favourable policies, Indian exporters are aiming at world markets with a vigor and interest that was not seen earlier. With Indian meeting WTO requirements ahead of schedule, imports of various goods have been thrown open, offering opportunities for savvy businessmen.


The rapid growth of exports and imports in the country has thrown open the doors to highly rewarding job opportunities for career seekers and entrepreneurs. An international trade practitioner needs to be knowledgeable about the global trade environment, factors affecting it, rules and regulations and a host of practical issues facing the international trade, community. Professionals and businessmen who are already in the field need to stay updated with the latest market dynamics, policies and practices. For career seekers, vacancies typically come up in the marketing, documentation, shipping and packaging departments of international trading houses as well as corporate organizations with international operations. New recruits are appointed as executives or trainees in functions like export management, pricing, sourcing, costing, export market research, distribution, freight marketing, export finance, documentation, and foreign exchange.

Course Overview

The MGEF's Foreign Trade Management course offers a global perspective and helps build a solid foundation and under-standing of the factors affecting the global marketplace. It is important today that those who are involved in international trade understand the entire process from a practical, customer driven viewpoint. The Export Management course on the Exporting-Importing Environment offers you this information in easy to grasp modules with the help of trained and experienced faculty. The course is an excellent skills building course for the new entrant as well as for experienced exporters who would like to revisit the discipline and update themselves on latest trends in the global marketplace. This course focuses on the concerns of practicing international trade professionals and has been designed to build a sound foundation and understanding of the factors affecting the global marketplace. All of the major concepts and terminology of international trade are addressed in the hands-on activities and topic papers that form the basis of this course.

What you will learn?

As a result of the group and individual activities included in this course, the student will acquire the following knowledge and skills that can be applied to the workplace:

*
Decide if you are ready to export.
*
Evaluate your company's export potential.

*
Choose foreign markets.

*
Select your distribution channels.

*
Write your export mini plan.

*
Know your financing alternatives and payment methods.
*
Obtain your export-license.

*
Prepare export documents correctly.

*
Pack and ship your products the right way.

Nature of work

Foreign Trade Management work can be divided in the following work profiles:

Export Managers

Export Managers work from offices to coordinate with the global traders. The job of Export managers require negotiating sales, distribution, trade contracts and expediting payments.

Customer Brokers

They are intermediaries between importers and customer services. They file appropriate documents to complete the necessary formalities. They often act as intermediaries with government departments.

Import-Export Agents

They are contractors working for several clients. They coordinate between import-export firms and foreign and domestic buyers and sellers. They also plan the delivery of goods, see export-import tax assessment, custom formalities and act as trade representatives while the freight handling is done.

Wholesalers

They are the buyers of domestic as well as imported goods. For sale. They procure material in which they are dealing from the producers and supply to traders. They specialise in buying or selling of specific goods.

Freight Forwarders

They are agents for exporters who are responsible for cargo movement. They are conversant with shipping facilities, freight cost, port charges, documentation charges, insurance costs etc. They are incharge of the timely and cost effective methods of movement.

Qualifications

Apart from a few courses requiring +2 pass out, most of the courses demand graduate in any discipline.

Personal Characteristics

Good communication skills, the ability to analyse quickly, make purchase decisions, well trained in marketing, trading, finance, documentation, packaging etc.

Employment avenues

The following are the areas where export management students get employment:


Export Houses, Export Department of Companies, Export promotion Councils, Export Processing Zones, Export Oriented Units, Training Houses, Star Trading Houses, Development Authorities & Commodity Boards, Cargo Clearing and Handing Agents.

Remuneration

In this field there are two areas of work one can choose from, one is merchandising and the other is production. The growth and salaries are more or less the same in both these areas. In merchandising, one begins as an Assistant Merchandiser, with a starting salary of around Rs. 7,500 to Rs. 9,000, depending upon the export houses he/she is associated with. One can begin as an assistant production manager, at the same pay.


After working for sometime, one moves up the ladder as merchandiser, and then as senior merchandiser or as production manager and senior product manager. The salary at this level range from Rs. 10,000 to Rs. 12,000. Growth is a countinous process in this industry, it takes around 2 to 3 years to reach the Rs. 15,000 + stage. Remuneration in the Middle East is starting from Rs.60,000/- to 2 lakhs. 
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