
 

 

 

 

 

 

 

 

 

 

I YEAR II SEMESTER BSc MPCs SYLLABUS 

SRI RAMAKRISHNA DEGREE COLLEGE (AUTONOMOUS) 

NANDYAL 

 



English Syllabus-Semester-II 

English Praxis Course-II 

A Course in Reading & Writing Skills 

Learning Outcomes 

By the end of the course the learner will be able to : 

 Use reading skills effectively 

 Comprehend different texts 

 Interpret different types of texts 

 Analyse what is being read 

 Build up a repository of active vocabulary 

 Use good writing strategies 

 Write well for any purpose 

 Improve writing skills independently for future needs 

 

I. UNIT 

Prose : 1. How to Avoid Foolish Opinions Bertrand Russell 
Skills : 2. Vocabulary: Conversion of Words 

: 3. One Word Substitutes 

: 4. Collocations 

II. UNIT 
Prose : 1. The Doll's House Katherine Mansfield 

Poetry : 2. Ode to the West Wind P B Shelley 

Non-Detailed Text : 3. Florence Nightingale Abrar Mohsin 
Skills : 4. Skimming and Scanning  

 

III. UNIT 
Prose : 1. The Night Train at Deoli Ruskin Bond 

Poetry 

Skills 

: 2. Upagupta 
: 3. Reading Comprehension 
: 4. Note Making/Taking 

Rabindranath Tagore 

 

IV. UNIT 
Poetry 

 
 

: 1. Coromandel Fishers 

 
 

Sarojini Naidu 

Skills : 2. Expansion of Ideas 
: 3. Notices, Agendas and Minutes 

 

 

V.UNIT 

Non-Detailed Text : 1. An Astrologer's Day R K Narayan 
Skills : 2. Curriculum Vitae and Resume 

: 3. Letters 

: 4. E-Correspondence 
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
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




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
















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




 




I

  
    
  

II 

  

III 


 
IV

 


V



  
  






    





  
 
   
 




 







    
     

  
     

   




    



      
  
   
  
  

    

     


   


   


   


   

     
   


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प्रथमविभागः (Unit-I)  प्राचीनपद्यकाव्यम ्

1. इन्दमुती स्ियंिरम ् 

2.शिष्येभ्योदीश्राप्रदानम ्

द्वितीयविभाग: (Unit II) आधुननक पद्यकाव्यम ्

3. गंगाितरण ं

4.मोहापनोदः 
5.िन्देकाश्मीरभारतं 
ततृीया विभाग: (Unit III)  गद्यकाव्यम ्

6. अिन्न्तसुन्दरीकथा 
7. चारुदत्तचररतं 
चतुथथविभागः (Unit IV)  व्याकरणं  

8.अजन्तिब्दा:  

(नद, तन,  िधू,मात,ृिन,फल,िारर,मधु ) 

9.धातिः 
(यध,्इष,शलख,कृ,क्रीञ,्कथ,रमु,िदी) 
पञ्चमविभागः (Unit V)  व्याकरणं  

10.सन्धयःहल ्सन्न्धः,विसगथसन्न्धः)  

11.समासाः (अव्ययीभािः, बहुव्रीहह: ) 



SEMESTER II 

ACCOUNTING FOR MANAGERS 

UNIT—I Introduction to Accounting: 

Need for Accounting—Definition—Objectives-Advantages-Book .Keeping and 

Accounting—Accounting Concepts and Convention Accounting Cycle- 

Classification of Accounts and ltB Rulee-Double Entry Book Keeplng— 

Journalization—Posting to Ledgers—Balancing of Ledger Accounts-

(Problems). 

UNIT—II Subsidiary Books: 

Types of S,ubsidiary Book ash  Book,  Three  Column  Gash  Book,  Petty  Caah 

Book (Problems) 

UNIT—III Bank Reconciliation Statement 

Need fer Bank Reconciliation—Reasons for Difference between Cash Book 

and Pass Book Balance B—Preparation of Bank Reconciliation Statement—

Problems on both Favourable and Unfavourable Balances (Problems). 

UNIT—IV Trial Balance and inal accounts 

Preparation of Trial Balance—Preparation o£ Final Aemunts—Trading 

Account—Profit & Loss Account Balance Sheet—Final Accounts with 

Adjustments (Problems) 

UNIT—Y Isaue of shares, Debentures and Bonds 

Meaning—Typ,es of Share Capital—Issue of Shares—Debentorea,  Meaning— 

Type8 of Debentures — Issue of Bonds (Theory only) 

 

REFERENCEBOOKS: 

1. Accounting for Managers, I.Made .Gowda, Himalaya Publishng House 
2. Introduction to Accountancy, T.S.Grewal& S.O. Gupta, S.Ghand& Sona: 
3. Modern Accountancy, Hanif Mukherji, TATA Me Grow Hill 
4. Finaticial  Accounting .by  Dr.  Raustubh. Sontake,  Himalaya

 Publishing Houae 
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