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Course Title: Principles and Practices of Banking Operations
Course Code:



Credit Units: 6
Level: UG
	#
	Course Title
	

	1
	Course Objectives: 
The basic objective of the course is to impart understandings to the students to basic principles and practices in Banking operations. This will include familiarizing the students about the Indian Financial System, Central Bank and its role, types of customers in banks, types of deposits, payment systems, different types of remittances.  It will also develop an understanding among the students regarding recent development in the area of banking.

.
	

	2
	Prerequisites: Basic Banking Awareness

	

	3
	Course Learning Outcomes:

· To able to demonstrate the role of market players in Indian Financial System relating to deposits, lending and investments.
· To analyze the various banker customer relationship in the banks with the help of examples, case studies and role plays.
· To attain knowledge on various types of negotiable instruments like promissory notes, cheques and bills of exchange as per the definition of Banking.
· To able to evaluate the importance of electronic funds transfer system vis-à-vis paper-based funds transfer system.
· To apply the various marketing skills to ensure the achieve of business budgets and Key Responsibility Area (KRA) by understanding the 7 p`s of marketing services and on line banking products and services.

	

	Course Contents / Syllabus:

	4


	Module I – Overview of Indian Financial System

Role and functions of RBI, Commercial Banks- Public Sector Banks, Private Sector Banks, NBFC, Cooperative Banks, RRBS, Financial Institutions, NABARD, SIDBI, IRDA, SEBI. Monetary and Fiscal Policy. 

Regulatory Provisions and Enactment Governing Banks - Banking Regulation Act 1949, RBI Act 1935.


	10% Weightage

	
	· 
	

	5


	Module 2 – Function of Banks – Deposit and Lending

Liabilities – Deposits -  CASA Products, Fixed Deposits and Recurring Deposits – Account Opening, Issue of Cheque Books and Debit Cards, Modifications in address, mobile number, nominations and operating instructions.

Assets – Lending – Retail Loans and Business Loans – Loan Documents Check List, Appraisal of Loan Proposal.

Other Services –Teller Functions- Cash Deposits and Cash Withdrawal, Internal Transfer, Clearing of Cheques – Collection and Payment through Cheque Truncation System, Safe Deposit Lockers. 


	15% Weightage

	
	· 
	

	6
	Module 3 – Banker Customer Relationships 

Types of Customers – Various Banker Customer Relationship – Debtor- Creditor, Creditor – Debtor, Pledger and Pledgee, Licensor and Licensee, Bailor and Bailee, Hypothecator and Hypothecate, Trustee and Beneficiary, Agent and Principal and Advisor and Client.
	15% Weightage

	
	· 
	

	7
	Module IV – Case Studies – Application of Negotiable Instrument Acts, 1881 for Cheques Processing 

Features and Type of Cheques (Sec 6), Crossing (Sec 123 -131), Endorsement (Sec 15), Paying and Collecting Bank`s Role and Responsibility, Payment in Due Course (Sec 10), Sec 138 Cheque Dishonored and penalties and Section 118 as presumptions to Negotiable Instruments.


	20% Weightage

	
	· 
	

	8
	Module V – Funds Transfer and Remittances 

Remittances, Demand Draft, Bankers Cheque, NEFT, NECS, RTGS, Prepaid Cards, BHIM, UPI, Aadhar Enable Payment System and Prepaid Cards.
	15% Weightage

	
	· 
	

	9
	Module VI –Marketing of Bank Services and Products

Marketing Management, 7 P`s of Service Marketing, New Product Development, Branding, On line banking, Customer Touch Points, Sales Lead Generations, Door Step Banking, Virtual Marketing. 

On line Account Opening, E – KYC, Video KYC, On line Customer Service Requests.
	15% Weightage

	
	
	

	10
	· Module VII – Recent Developments in Indian Banking System

Banking Regulation Amendment Bill, 2020. Positive Pay System for high value cheques, Digitalization, Enhanced Mobile Banking, Blockchain, Artificial Intelligence Robots, Fintech Companies, NEO Banks, Cloud Banking, Biometrics and Wearable.


	10% Weightage

	
	Pedagogy for Course Delivery:

Lecture

Role Plays

Case Study

Self Work
Assignments

Blending learning using Four Quadrant Approach ( E Tutorial , E Content , Discussion Forum and Assessment )
.
	

	
	
	


List of Professional Skill Development Activities (PSDA):

i. Comparative Study of CASA products offered by various banks
ii. Case Study analysis on the Banker Customer Relationship.
iii. Submit an assignment on applications of Crossings and Endorsements.
iv. Collect important data and present your findings related to online and digital banking products offered by various banks.
Lab/ Practical details, if applicable:

Nil

Assessment/ Examination Scheme:



	Theory L/T (%)
	Lab/Practical/Studio (%)

	100%
	NA


Theory Assessment (L&T):

	Continuous Assessment/Internal Assessment 
	


	Continuous Assessment/Internal Assessment

(50%)
	End Term Examination

(50 %)

	Components  (Drop down)


	Class Performance
	Assignment
	Class Test
	Case Study Analysis
	Presentation
	Class Attendance
	End Term Examination

	Linkage of PSDA with Internal Assessment Component, if any
	Nil
	PSDA 1

PSDA 4
	Nil
	PSDA 2 
	PSDA 3
	Nil
	Nil

	Weightage (%)
	5
	10
	15
	10
	5
	5
	50


Mapping of Continuous Evaluation components/PSDA with CLOs

	Bloom’s Level >
	Demonstrate 
	Analyze 
	Knowledge
	Evaluation
	Application

	                      Course Learning Outcomes 

Assessment type/PSDA
	CLO1
	CLO2
	CLO3
	CLO4
	CLO5

	Assessment Component 1: Class Performance
	✓
	✓
	✓
	✓
	✓

	Assessment Component 2: Assignment
	✓
	
	
	
	✓

	Assessment Component 3: Class Test
	
	✓
	✓
	✓
	

	Assessment Component 4: Case Study Analysis
	✓
	
	
	✓
	

	Assessment Component 5: Assignment
	
	
	
	
	✓


Text:

· Book for CAIIB Examination, IIBF and Macmillan Publishers India Limited
· Principle and Practice of Banking Operations

· Bank Quest Journal of Indian Institute of Banking and Finance 

· Indian Banker Journal of Indian Bank Association
· RBI Circulars on Banking Regulations.
	


