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MEWA VANGUARD BUSINESS SCHOOL 

DEPARTMENT OF BCA 

Hea bfthe Dept. 

NOTIFICATION 

This is to inform all the students that the department of Management is organizing a 

Value added programme for BCA (Batch 2022-23) II semester students on Data 

warehouse & data mining. 35 hours programme on the basics and advanced features of 

the topic. We expect students to register themselves for the same and make the best use 

of the program. The sessions are included in the regular time table and the detailed 

session time table would be notified shortly. The classes would commence from 

06.03.2023 and closes on 31.05.2023. 



Data warehouse is specially designcd for data analytics, which involves reading 

large amounts of data to understand relationships and trends across the data. A 

database is used to capture and store data, such as recording details of a 

transaction. 

INTRODUCTION TO COURSE 

Data mining is uscd to explore increasingly large databases and to improve 

market segmentation. By analyzing the relationships between parameters such as 

CUstomer age, gender, tastes, etc., it is possible to guess their behavior in order to 

direct personalized loyalty campaigns. 
OBJECTIVE 

Some data is deformalized for simplification and to improve performance 

> Large amounts of historical data are used 

Queries often retrieve large amounts of data 
Both planned and ad hoc queries are common 

> The data load is controlled 

Data mining is used to explore increasingly large databases and to improve 
market segmentation. By analyzing the relationships between parameters such as 
customer age, gender, tastes, etc., it is possible to guess their behavior in order to 

direct personalized loyalty campaigns. 

OUTCOME EXPECTED 

Data Warehousing: 
Introduction to data warehousing- Data warehousing components, Building a data 
warehouse, Difference between database system and data warehouse, Data 

warehouse architecture-3 Tier architecture, Warehouse schema design, Data 
extraction, Clean-up & transformation tools, Multi-dimensional data model, Data 
cubes- Stars, Snowflakes, Fact constellations, Concept hierarchy, Online 
analytical processing- Typical OLAP operations, 
Data Mining: 
Introduction of data mining - Definition and functionalities, Classification of DM 
systems, DM task primitives, Integration of a data mining system with a database 
and data warehouse - Issues in DM, KDD process. 
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VALUE ADDED PROGRAMME ON ACCOUNTING & INCORPORATION OF 

Prof. Seema 

Prof. Kavitha 

CHIEF: PROF. MANJUNATH G 

Prof. Mamatha 

MODULE-1: 

MEWA VANGUARD BUSINESS SCHOOL 

DEPARTMENT OF BCA 

MODULE-2: 

MODULE-3: 

COMPANIES 

CO � ORDINATORS FOR THE PROGRAMME 

Introduction To Data Warehousing- Characteristics of Data - Warehouse, Types 

of Data; Differences between OLTP Systems and OLAP systems- Differences 

between OLTP Systems and OLAP systems- Team organization, Roles, and 

Responsibilities Data Warehouse Architecture: MOLAP, ROLAP, HOLAP. 

MODULES/ SYLLABUS 

Basic Querying and Reporting on an OLAP database- Data Warehouse Schemas: 

Star Schema, Snowflake Schema.- Extract, Transform And Load- Creation of Fact 

tables and Dimension Tables in Data warehousing: 

Data Extraction Methods, Handling Missing Data, Outlier detection- Outlier 

detection, Automated Data Preparation- Combining data files- Aggregate Data 

Duplicate Removal; Data Transformation- Basic Tasks in Transformation, Error 

detection and correction 

Princpa 
MEnquard Business School 

s. East End Main Road. 
Jayanagai sn E.JCK, Banga ore -560 069. 
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ATTENIDANCE: 

A minimum of 75°% of attendance is mandatory for students to appear in the examination. 

EVALUATION: 

20 Marks Theory 20Marks practical has been allotted. 

BOARD OF STUDIES: 
1. Director of the institute is the chairperson of BOS:Ms Kavitha 

2. Internal member: Mr. Sarnthosh 

EVALUATION PROCEDURE 

3. External Member : Mr. Jithendra Kumar 

BOARD OF EXAMINERS: 

4. Director of the institute is the chairperson of BOS: Dr Aparna Rao 

5. Intermal member: Ms. Rukhsar 

6. External Member : Mr. Raju 
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Answer: 4 

A. Volatile 3. Xme variant 2. Subject oriented 1. 

Collection 

from 

heterogeneous 

sources 

6.Choose 

the 

incorrect 

property 

of 
the 

data 

warehouse. 

Answer: 3 4. Data miners 8. Data storage 2. Data marts 1. Access layers 

5. 
Small 

logical 

units 

where 

data 

warehouses 

hold 

large 

amounts 

of 
data 

is 
known 

as 

Answer: 3 
4. 

Data 

cleaning 

and 
data 

storage 

Reporting 

and 
data 

analysis 

2. 
Data 

integralion 

and 

dala 

storage 

1. 
Data 

mining 

and 

data 

storage 

4. 
Identify 

among 

the 

following 

for 
which 

system 

of 
data 

warehousing 

is 
mostly 

used. 

Answer: 4 All 

of 
the 

above 

3. Rlat files 2. Online data 1. Database table 

3. 
Identify 

the 
options 

below 

that 

a 
data 

warehouse 

can 

include. 

Answ er: 1 
4. None 

Not 
related 

to 
data 

warchouse 

2. 

Another 

(ype 

of 
data 

1., 
A subgroup 

of 
data 

warchouse 

2. Answer: 2 

False 

L 

DURATION: 30 MNTS 

MARKS: 20 

DEPARTMENT OF BCA 

VANGUARD BUSINESS SCHOOL. 

warehouse 

Identify 

the 
correct 

option 

which 

defines 

Datamart. 

State whether 

true or 

false: 

Data 

warehouNe 

is 
generally 

updated 

in 
real-time. 



7.Identify the operation which can be performed in the data warehouse. 

1. Alter 

Modify 
Scan 

4. Read/write 
Answer: 3 

a. 5 

8. On what is data warchouse based? 

b. 4 

1. ID model 

c. 3 

2. 2D model 
3D moel 
Multidinensional model 
Answer: 4 

9. DSS in data warehouse stands for 

1. Decision single system 
2 Decision support system 

10 What is the time horizon in the data warehouse? 

3. Data support system 
4. Data storable system 
Answer: 2 

1. 3-4 years 
2. 6-6 years 
8. 5-10 vears 

11. Which of these is correct about data mining? 

4. 1-2 years 

a. It is a procedure in which knowledge is mined from data. 

Answer: 3 

b. It involves processes like Data Transformation, Data Integration, Data Cleaning. 
c. It is a procedure using which one can extract information out of huge sets of data. 

Answer: (d) All of the above 

2. The total categories of functions that are involved in Data Mining are: 

All of the above 

Ae clas Data Sub St 

b. Data 



classification or mapping of a class using a predefined class or group is called: 

Data Sub Sttructure 

b. Data Set 

er: (d) 

cData Discrimination 

Data Characterization 

Answer: (c) Data Discrimination 

4. What is the analysis conducted for uncovering some interesting statistical correlations between various 

associated-attribute-value pairs called? 

a. Mining of Clusters 

b. Arning of Correlations 

c. Mining of Association 

d. None of the above 

5. 

Answer: (b) Mining of Correlations 

a. Evolution Analysis 

boutlier Analysis 

are the data objects that don't comply with the general model or behavior of the available data: 

c. Classification 

d. Prediction 

Answer: (b) Outlier Analysis 

6. The issues of "Scalability and efficiency of the data mining algorithms" come under: 

a. User Interaction and Mining Methodology Issues 

b. Diverse Data Types Issues 

sAertormance Issues 

d. None of the above 

Answer: (c) Performance Issues 

a. 5 

7. In Data Warehousing. how many approaches are there for the integration of heterogeneous databases? 

b, 4 E 
Pinet 

Vanguard Business School 
# 128.3otn Cross, East End Main Road, 

Jayanagar 9th Block, Bangalore . onsn 



c. 3 

Answer: (d) 2 

8. ln Data Warehousing, which of these is the correct advantage of the Update-Driven Approach? 

a. lt provides high performance. 

h. It can be processed, copicd, annotated, integrated, restructured and summarised in advance in the sema 

data storc. 

Both otf the above 

d. None of the albove 

Answer: (c) Both of the above 

9. The primary use of data cleaning is: 

a. Removing the noisy data 

b. Correction of the data inconsistencies 

c. Transformations for correcting the wrong data 

tAll of the above 

Answer: (d) All of the above 

10. The classification of the Data Mining System consists of: 

a. Machine Learning 

b. Information Science 

c. Database Technology 

4. Al of the above 

Answer: (d) All of the above 
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MASTER OF BUSINESS ADMINISTRATION 

VALUE ADDED PROGRAM- Sales Foree Management 

TITLE: SALES FORCE MANAGEMENT 
DURATION: 30 HOURS 

BENEFICIARIES: MBA STUDENTS 
FACULTIES: 

Course Aim: 

This course cover a fiull range of issues facing sales leaders today: recruiting, training, 
compensating and retaining talent: managing the sales force structure in a changing 
environment; creating new and innovative go-t0-market approaches; engaging customers 
across multiple channels; utilizing analytics in making sales decisions and leading change. 

Course Objectives: 
The students will try to learn 
Customization aspects for system administration of sales data 

- Techniques for preparation ofhigh-value reports for business entities 
Tools for configuring workflow automation procedures of the organization 

- The working on the security of the Sales force environment 

Course Outcome: 

After successful completion of the Value Added Course, students will be able to: 

" Understand the computation and analysis of sales data. 
Evaluate the reports of business entities. 

. Examine the need and possibility of automation processes. 
Ensure the security of the salesforce environment. 

TEACHING PEDAGOGY 

This course will be delivered by giving 

Lecture sessions through PPT, 

Guest Lectures, 

Case Studies, 

Group Discussions 

Practical Sessions 

Study material. 

Princpa 
MEWA Vanguard Business School # 128.38h Cross, East End Main Road, 
Jayanagar 9th Block, Bangalore -560 069. 



COURSE DURATION & ASSESSMENT PATTERN 

This Added Program is consisting of 30 hours, 

30 hours of course will be given by delivering to covering the syllabus designed for 

the purpose. 

Assignments will be given and it should be completed within in the scheduled time. 

It will carry Weightage for the final scoring 

Each session follows MCOs, its marks will be considered for final test. Final test 

will be given to the students at the end of the course. 

90% attendance is compulsory. E- Certificate will be issued to the students who are 

regular to the program and one who completes Assignments, attempts MCQs and 

final test. 

Their performance will be assessed with the Assignments, MCQ exam and Practical 

exam. 

Feedback on the program followed to improve the quality to help students. 

Course Content: 

Module 1 - Introduction to sales Management, Role and duties of Sales Manager. 

Sales Force Selection and Recruitment, Sales force Motivation and Evaluation. 

Module 2 - People Management-Sales Outlook. Sales Organization and Importance 

sales force. 
Training of sales force, the motivation of sales force, Recruitment and selection, 

Compensation, 
Monitoring and control, Sales Promotion. 

The concept of 
Module 3- Sales Forecasting and Budgeting Sales promotion, Management of Sales 

territory and sales quota, Introduction to distribution management -

channel flows, Managing a channel design, Basics of warehouse/inventory/ transportation 

planning. 

of 

Module 4- Intermediaries -Channel Formats, Channel information systems, Channel 

information systemn. International Trends in Sales and Distribution Management. 

Princpa 
MEVWA Vanguard Business Schol #128 36'n Cross, East End Main Road 
Jayanagar 9th Block, Bangalore - 560 069. 
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10 
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Topics 

Introduction to sales Management, Role and duties of Sales Manager. The Selling Process and different theories of selling. 
People Management-Sales Outlook 

Sales Organization and Importance of sales force. 

Training of sales force The motivation of sales force 
Recruitment and selection, 
Compensation, 
Monitoring and control 

Sales Promotion 
Sales Forecasting and Budgeting Sales promotion 

Management of Sales territory and sales 
quota 
Introduction to distribution management 

The concept of channel flows 
Managing a channel design 
Basics of warehouse/inventory/ 
transportation planning 

Intermediaries :Channel Formats 
Managing channel partner ( includes 
channel conflict) 
Channel information systems 
International Trends in Sales and 

Distribution Management 
Total Hours 

No.of. hours 
2 

4 

6 

4 

2 

5 

1 

2 

1 

Princp�l 

30 

MEWJA :nquard Business School # 12c 3th Cross, East End Main Road 
Jayanagar 9th Block, Bangalore- 560 069 

VANGURAD BUSINESSSCHO0L 



..is the fundamental guiding principle of sales management. 
B.Customer orientation ACustomer delight 

�. Client satisfaction D.None 

9. In an organization 
products are in the process to sell. 

A. Individual selling approach B. Group selling approach 
Team based selling approach D. None of the above 

10. One of the element of sales planning is to ....... for selling activities. 
AZet objectives B.Schedule objectives 
C.Track Objectives D.None 

...is also very useful when technically complex 

11. Avon, Amway, and Tupperware use which of the following forms of channel 

distribution? 

C.forward channel 
A.direct marketing channel B.indirect marketing channel 

D. fashion channel 

12. Fromn the economic system's point of view, the role of marketing intermediaries is 

to transform: 
A.raw products into finished products. 
B.consumer needs into producer needs 

C.consumer needs and wants into product desires. 
Dassortments of products made by producers into the assortments wanted by consumers. 

13. When the manufacturer establishes two or more channels catering to the same 

market, then 
A.Vertical channel conflict B.Horizontal channel conflict 

OCcurs. 

multi channel conflict D.None of the above 

from those who would use them. 

14. A distribution channel moves goods and services from producers to consumers. It 

overcomes the major time, place, and seooeooeooegaps that separate goods and services 

Axpossession B.profit C.image D.psychological 

15. Through their contacts, experience, specialization, and scale of operation, Usually 
offer the firm more than it can achieve on its owh,g Princi�al 

nd Main Road, 
069. 

)nguard Business School 



A.manufacturers B.producers C,direct marketers Ddntermediaries 

6. Makers of televisions, cameras, tires, furniture, and major appliances normally which of the following distribution channel forms? 
A.direct marketing channel Bindirect marketing channel 

C.horizontal channel D.synthetic channel 

7. Using manufacturer's representatives or sales branches is usually a characteristic 
f which of the following channel forms? 
A.business marketing channels 
B.customer marketing channels 
C._ervice marketing channels 
B.direct marketing channels 
8. Transporting and storing goods is part of which of the following marketing 
ehannel functions? 
A.negotiation 
C.contact 

C.Retailer 

Rhysical distribution 

9. Who sells to the customers? 
A.Semi wholesalers PWholesaler 

D.matching 

A. Cost saving 

D.Distributor 

0. The benefits of marketing channels are........ 

C. Financial support given 
B. Time saving 

D All of above 

Prineiyat 

MEWA 
Vanguard 

Business School 

# 128 36in Cross, East End Main Road. 

Jayanagar 9th 
Block, 

Bangalore -560 069. 



Sales management is discipline of .. 
receive from the efforts of its sales force. 

A. Minimizing B.Maximizing C. Controlling D. None of the above 
Answer: B 

2. According to ..sales management includes recruitment, selection. 
training, motivation, supervision on the work, and evaluation of performance of saies 
force. 

A. Rachman & Romane 
C. Hampton & Zubin 

Answer: A 

force. 

3. The amin objective of sales management are 
A. Decrease in profits and continuous growth 
B. Increase in profits and stagnant growth 
C. Increase in profits and continuous growth 
D.Decrease in profits and stagnant growth 

Answer: C 
4. Sales management achieves personal sellinl. Sales management is discipline of 

.......benefits a company and its customers receive from the efforts of its sales 

Answer: B 
5. Sales management is the 

A.Minimizing B. Maximizing C.Controlling D. None 

of the company's sales. 

Answer: B 

6. Sales management is the 

B. B.R.Canfield 

A.Strategy 
C.Management D.None of the above 

Answer: D 

D. American marketing Association 

B. Training and management 

reporting of the company's sales. 
A.Management 
C.Demonstration 

..benefits a company and its customers 

A. Good welfare 
C. Organization welfare 

Answer:B 

A. Customer delight 
C. Client satisfaction 

Answer: A 

..of a sales staff, and the tracking and reporting 

7. The scope of sales management is confined not only to self-centered corporate goal 

profit and sales maximization but also to 

D.Development of human resources 
B.Selling strategy 

...of sales staff, and the tracking and 

8..........is the fundamental guiding principle of sales management. 

B. Consumer welfare 

D. Individual welfare 

D.None 

9. In an organization 

products are in the process to sell. 

B.Customer orientation 

...is also very useful when technically complex 
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A. Individual selling approach B. Group selling approach 
C. Team based selling approach D. None of the above 

Answer: C 

10. One of the element of sales planning is to .......o.r seling activities. 
A.Set objectives B.Schedule objectives 
C.Track Objectives D.None 

Answer:A 
11. Avon, Amway, and Tupperware use which of the following forms of channel 
distribution? 

A.direct marketing channel B.indirect marketing channel 
C.forward channel 

Answer:A 
12. From the economic system's point of view, the role of marketing intermediaries is 
to transform: 

A.raw products into finished products. 
B.consumer needs into producer needs 
C.consumer needs and wants into product desires 
D.assortments of products made by producers into the assortments wanted by consumers. 

Answer:D 
13. When the manufacturer establishes two or more channels catering to the same 

market, then 

D.fashion channel 

A.Vertical channel conflict 

Answer: C 
C.Multi channel conflict D.None of the above 

Occurs. 

14. A distribution channel moves goods and services from producers to consumers. It 

overcomes the major time, place, and ...gaps that separate goods and services 
from those who would use them. 

A.possession B .profit C.image D.psychological 
Answer: A 

D.intermediaries 

B.Horizontal channel conflict 

15. Through their contacts, experience, specialization, and scale of operation, usually 
offer the firm more than it can achieve on its own. 

Answer:D 

A.manufacturers B.producers 

C.horizontal channel 
Answer: B 

16. Makers of televisions, cameras, tires, furniture, and major appliances normally 
use which of the following distribution channel forms? 

C.direct marketers 

A.direct marketing channel B.indirect marketing channel 
D.synthetic chann�l 
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Using manufacturer's representatives or sales branches is usually a characteristic 
which of the following channel forms? 
A.business marketing channels 
3.customer marketing channels 
C.service marketing channels 
D.direct marketing channels 
Answer: D 

8. Transporting and storing goods is part of which of the following marketing 

channel functions? 
A.negotiation 
C.contact 

Answer: B 
19. Who sells to the customers? 

A.Semi wholesalers B.Wholesalers 

C.Retailer 

B.physical distribution 
D.matching 

Answer:C 

A. Cost saving 

D.Distributor 

20. The benefits of marketing channels are.....ooeo. 

C. Financial support given 
Answer:D 

B. Time saving 
D. All of above 
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