
Course objectives
he oblectrves of thrs course are to

Course Code: U210E62OEH
Duration of SEE: 03 Ho urs

Course Outcomes
n completion of the course the student wrll be able to

Develop an A-team
1 Acquire additional

skills for developrn
knowledge and

g early customer
traction into a repeatable business.

2. They will learn the tools and methods
for achrevtng sustainable groMh, such
as refrntng the product or servtce and
business models, building brand
strategy, making a sales and financial
plan etc.

I_"I"j::r"* modets and expand customer segmenrs,

.o:TA"I"SV and create digrtal presence, cnannet itrategl
ror customer outreach
Develop strategies to grow revenues and markets.

:1"-:Tl11g Advance Concepts of busrness finance, donnancral ptannrng, find FUndrng fOr growth
Leverage technotogies and platfoims for growth stage
companies
Deveiop key metncs to track progress, understand Basrcs ofregtsreflng a company.
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Unit I: pivoting and New Business Model
Introduction to Advanced Course and Recapping the key concepts; Revisit of idea/ solution, businessmodel and team members, Need for u ,niirtoi pr"i,ig ;"i',tr needi Types of Business moders;Refining business moder; Anaryzing tt'e arriness 

' 
M*oo'et oi competitors; Adding new customersegments to existing business model.

Unit II: Business plannino
Product Management: Need 7or a. product management with examples; Making a sales plan; Buildingsales organizatron: Entrepreneur interview, H ririjruiii i"ur, ,"r,.g a peopre pran foi the venture;Introduction and understanding financiar pr"r.i,''g 

"ri-i"recast,ng te.prate; Discussing financrarplanning and revisiting business modet; cre;tin9 ; ;r;c;;,i""rip,"n, Negotiation.

Unjt III: Customer Life cycle and Building the A-team
LUSrOmer rrte cycre; identifying secondary revenue streams; Fundrng Landscape: Funding options foran entrepreneur; Investor hunt: Creating fundint piu" 

"rJ 
o"rlgr,"g the prtch deck; Attracting ,ghttatent - I: Intro to buitding the A-team; E*.pl"i's"[i"g th" ;;;. ror success.

Unit IV: Branding and Channel Strategy, Leveraging Technologiescreating brand strateqv: Drawing ventureb goroen cirie;-oefiiing the positioning statement: varues;creating a pubric Imaqe and prs5qn-sg of tfie venturej id""i;fy ,9 the.ght channer; pratforms torN4arketing and promoti-on; pratforms fo,, communicaiion'u"Jioilooru,,on; yaking the Tech pran.

Unit V: Measuring progress, Legal Matters and Role of Mentors & AdvisorstYetrics for Customer Acouisition ana eetentior'; nnJn.iJiJir,.rl t"oirg new revenue streams basedon key financiar metrics; Re-forecastingfinanclr pr", i" i".r""r" margin; professionar Herp and Legal
il:",.fl3[]::,::lTffi: ;:,""1"g 

ip r"; 
"'s"ill.,',", ia'""..,n ,"n mentors and adv,so..,; s.o,iins

L:T Hrs/week 3:0:0 SEE Marks:60
Credits:03 CIE Marks:40
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Learning Resources:
1. htto://www.learnwise.oro
2 C6cy, Ann L & B,r'ke't, Jacqueline, "Pivoting- A coachb guide to igniting substantial change" Palgrave

Macmillan US 2017
3. Porter, Michael, E., "competitive Advantage: creating and Sustaining Superior Performance", Free press, 1st

edi.
4. Schwetie, Gerald & Vaseghi Sam, "The Business Plan", Springer-Verlag Berlin Heidelberg'

5. LeMay, Matt, "Product Management rn Practrce", O'Rerlly l'ledia Inc.

6. smari. Geoff & Randy, Street., "Who: The A method of hrring", Ballantine books, 2008'

7. Blokdyk, Gerardus., 'tustomer Lifecycle Management - A complete guide", sstarcooks, 2018

The break-up of CIE: Internal Tests + Assignments + Quizzes
1 No. of Internal Tests: 02 l4ax. Marks for each lnternal Test

2 No. of Assignments: 03 Max. Marks for each Assignment:

3 No. of Quizzes: 03 Max Marks for each Qulz Test:

Duration of Internal Test: 90 l'linutes

30

05

05

h!lrritn
Board of llltdler

oarartnrecici M0chj:r'i;ei [:i':Jh€edng

G.a'i C.iJ,of iroi r-;tirg {irr:irrr'rn0tE)

HYderabcd - 5ir0031'


