
B.Com III Year VI Semester

INCOME TAX II f_d
BLOCK I : AGGREGATION AND DEDUCTIONS

Unit- I : Clubbing of Income

Introduction - Transfer of Income - Revocable Transfer of Assets - Commission, Salary Etc

., of Spouse - Income to Spouse from the Assets Transferred - Assets Transferred to Son's

Wife - Income to a Person from the Assets Transferred - Assets Transferred to Association

of Persons - Income of Minor Child - Transfer of Individual's Property to Hindu Undivided

Family - Illustrations

Unit - 2: Set-off and Carry Forward of Losses

Introduction -Aggregation of Income - Set-off of Losses - Illustrations - Carry Forward and

Set-off Losses - Illustrations

BLOCK II: DEDUCTIONS FROM GROSS TOTAL INCOME

Unit - 3: Deductions from Gross Total Income - I

Introduction -Deductions in Respect of Certain Payments - Illustrations

Unit - 4 : Deductions from Gross Total Income - II

Introduction - Deductions in Respect of Certain Incomes - Other Deductions - Illustrations

BLOCK - III : COMPUTATION OF TOTAL INCOME AND TAX

Unit - 5 : Computation of Total Income of Individuals

Introduction - Income of an Individual in Various Capacities -Determination of Taxable

Income - Illustrations

Unit - 6: Computation of Tax

Introduction - Tax Rebates - Rounding Off of Income and Rounding Off of Income Tax -
Calculation of Tax Liability - Steps in Computation of Tax Payable - Illustrations

Unit - 7: Revisionary Problems

Introduction -Illustrations - Summary

BLOCK - IV ASSESSMENT

Unit -8: Income Tax Authorities



:-

Introduction - The Central Board of Direct Taxes (CBDT) - Director General of Income Tax

or Chief Commissioner of Income-Tax - Directors of Income-Tax or Commissioners of

Income-Tax or Commissioners of lncome-Tax (Appeals) - Deputy Directors of Income-Tax

Deputy Commissioners of Income-Tax or Deputy Commissioners of Income-Tax (Appeals -)

Assistant Directors of Income-Tax or Assistant Commissioners of Income Tax - Assessing

Officers (A.Os) or Income-Tax Officers - Tax Recovery Officers - Inspectors of Income-Tax

Unit -9: Assessment Procedure

Introduction - General Principles - Self - Assessment - Inquiry before Assessment -
Regular Assessment - Assessment on the Basis of Enquiry - Best Judgement Assessment (i)

Compulsory Best Judgement Assessment (ii) Discretionary Best Judgement Assessment -
Reassessment - Rectification of Mistakes

BLOCK - V APPEALS AND REVISION

Unit - 10: Appeals and Revision

Introduction -Appeal to the Deputy Commissioner (Appeals) - Appeal to the Commissioner

(Appeals) - Appeal to the Appellate Tribunal - Appeal to High Court (HC) - Appeal to the

Supreme Court (SC)- Revision by the Commissioner of Income-Tax

Unit-11 : Collection of Tax

Introduction - Deduction of Tax at Source - Advance Payment of Tax - Refund - Recovery

ofTax.

Unit-I2: Lapses and Consequences

Introduction Defaults and Penalties - Offences and Prosecution.
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12.12 SALES AND DISTRIBUTION Y

BLOCK-I: BASICS OF SALES MANAGEMENT
Unit- 1: Introduction to Sales Management
Meaning and definition of Sales Management - Origin and development of Salesmanship -

Characteristics of Sales Management -Importance of Sales Management -Origin of Sales

Management -Objectives of Sales Management - Functions of Sales force management-

Role of Sales Management in Marketing.

Unit -2: Personal Selling and Selling Methods
Concept of personal selling - Importance - Objectives - Process - Role of personal selling in
marketing - Types of selling -Selling of services- Selling Methods- Tender Selling- Auction
Selling -Counter Selling- Direct Selling -Door -to- Door Selling- System Selling - Team

Selling -Tele Selling -Relationship selling.

BLOCK.II: SALES PLANNING
Unit-3: Sales Promotion
Sales Promotion: Meaning and definition -Objectives of sales promotion -Methods of sales

Promotion: Consumer Promotion Methods, Trade Promotion Methods, Sales force Promotion
Methods.

Unit-4: Sales Forecasting
Sales Forecasting: Meaning and definition -lmportance -Types -Methods of Sales

Forecasting -Market and Sales Potential.

Unit-S: Sales Budgeting and Controlling
Sales Budgeting: Meaning- Nature of Budgeting -Budgetary control: Meaning and definition

-Classification of budgets -Types of sales budgets -Factors Influencing the preparation of
sales budget -Limiting Factors in Sales Budgeting - Preparation of sales budgets -Emerging
trends in sales budgeting.

BLOCK.III: SALES FORCE MANAGEMENT
Unit-6: Structuring the Sales Force
Concept of Sales force - Determinants of selling process -Sales policies -Sales force
turnover - Determining the size of sales force -Qualities of a good sales executives -
Structuring the sales force -Steps in sales organization structure - Types of sales

organization structure - Importance of sales organization -Developing Sales Organisation -
Types of sales organization - Centralization of sales organization: Advantages and

Disadvantages- Decentralization of sales organization: Advantages and Disadvantages -
Balancing between Centralization and decentralization- Territory wise sales force
Objectives of sales force -Product wise sales force.

Unit- 7: Recruitment and Selection of Sales Force
Recruitment: Meaning and Importance- Procedure of Recruitment - Methods of Recruitment.

Selection: Meaning and Importance - Selection Policy and Process - Recruitment Vs

Selection.



Unit-8: Training and Compensating Sales Force

Training: Definilion and Objectives - Contents of training programmes for new recruits -
Methods of Training - Recent developments in sales force training.

Compensating Salei Force: Meaning and Objectives -Need for Compensating Sales Force -
Compensation Methods.

BLOCK.IV: DISTRIBUTION
Unit-9: Role and Importance of Distribution
Distribution: Meaning and definition -Significance- Objectives-Elements of distribution-

Managerial Issues of distribution.

Unit-10: Classification of Distribution Channels
Types of distribution channels - Selection of channels -Distribution policies -Levels of
channels- Role and Importance of channels of distribution.

Unit-l1: Channel Intermediaries
Channel Decisions -Meaning of Market Intermediaries Emergence

Intermediaries - Participants in channel system -Functions of Wholesaler -

Retailer.

of Market
Functions of

BLOCK-V: DISTRIBUTION SYSTEM
Unit-12: Distribution System in India
Global Scenario -Wholesale trading -Retail trading - Sale by retailers -Exclusive Retailing -
Non-store retailing - Contemporary Distribution Scenario in India.

Unit-13: Physical Distribution
Physical Distribution: Meaning and definition -Objectives of Physical Distribution -
Components of Physical Distribution- Physical Distribution Costs.

Unit-l4: Logistics and Supply Chain Management
Logistics - Meaning and definition - Scope - Logistics and other functions - Extension to

Supply Chain Management - Need and Importance of Supply Chain Management.
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“We may forgo material benefits of civilization, but we cannot forgo our
right and opportunity to reap the benefits of the highest education to the

fullest extent as the education is the greatest material benefit.”
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