CENTRAL UNIVERSITY OF HARYANA

Re-appear Result of | Semester B.Voc. Programme in Retail and Logistics Management Term End Examination Nov/Dec. 2019
(2017 Batch)

Students Detail General Education Component Skill Component as per RASCI
level 4 ( Sales Associate) Date: 2/3 3\ 2)’ 2’6

(RAS/N0114,N0120,N0122,
RLM 103 RLM 102 RLM 101 RLM 104 NO0125 to N0130,N0132 to

Sr. No. Roll No Name N0138) op SGPA GL SR
MO GP GL MO GP GL MO GP GL MO GP GL MO GP GL

1 11171 KULDEEP 18.00 2.40 F 30.50 4.07 P 36.00 4.80 ¢ 33.50 4.47 P 1270.83 7.94 A ) = - ReAppear
2 11172 LOKESH KUMAR 35.00 4.67 C 38.50 5.13 B 30.75 4.10 B 35.00 4.67 c 1254.17 7.84 A 73.34 6.55 B+ Pass

MO: Marks Obtained, GP: Grade Point; LG: Letter Grade,OP: Overall Percentage,SR: Semester Result
In order to pass a student need to secure minimum 40% aggregate marks in each course in General Education component and aggregate pass as per level -4 in Skill component specified by RASCI.

Sr.No. |Course Code Course Title Credits Max. Marks
1 RLM 103 Business Statistics 3 75
2 RLM 102 Retail Management - | 3 75
3 RLM 101 Principles and practices in Management 3 75
4 RLM 104 Speaking and Writing Skills in English 3 75

(RAS/N0114,N0120, Skill Component as per RASCI level 4
N0122, NO125 to ( SALES ASSOCIATE) 18 1600
NO130,N0132 to N0138)
RAS/N0114 To Process credit applications for purchases
RAS/N0120 To help keep the store secure
RAS/N0122 To help maintain healthy and safety
RAS/N0125 To demonstrate products to Customers
RAS/N0126 To help customers choose right products
5 RAS/N0127 To Provide specialist support to customers facilitating purchases
RAS/N0128 To maximise sales of goods & services
RAS/N0129 To Provide personalised sales & post-sales service support
RAS/N0130 To create a positive image of self & orgnisation in the customers mind
RAS/N0132 To resolve customer concerns
RAS/N0133 To organise the delivery of reliable service
RAS/N0134 To improve customer relationship
RAS/N0135 To monitor and solve service concerns
RAS/N0136 To Promote continuous improvement in service
RAS/N0137 To work effectively in your team
RAS/N0138 To work effectively in your orgnisation
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CENTRAL UNIVERSITY OF HARYANA

Re-Appear Result of 1l Semester B.Voc. Programme in Retail and Logistics M t Term End E ion Nov/Dec. 2019
(2017 Batch)
Students Detail General Education Component l ]
Date: 23 & ' ZQ ZD
RLM 301 RLM 302 RLM 303 RLM 304
Sr. No. Roll No Name = op SGPA GL SR
MO GP GL MO GP GL MO GP GL MO GP GL
1 11165 DEVENDER 54.00 7.20 A 41.00 5.47 B 35.00 4.67 G 45.00 6.00 B 58.33 5.83 B Pass
2 11171 KULDEEP 36.50 4.87 (s} 30.50 4.07 P 24.00 3.20 F 34.00 4.53 c == - = ReAppear
3 11185 RAVIKANT 38.50 S¢l3 B 32.50 4.33 P 33.00 4.40 P 22.00 2,93 F =5 e == ReAppear
4 11186 RAVINDER 36.50 4.87 € : 32.00 4.27 P 39.00 5.20 B 36.00 4.80 C 47.83 4.78 (e} Pass

MO: Marks Obtained, GP: Grade Point, LG: Letter Grade,OP: Overall Percentage,SR: Semester Result
In order to pass a student need to secure minimum 40% aggregate marks in each course in General Education component.

*The Assessment and Trainin|

g of 36 Credit Skill Education Component is spread over Ill & IV Semester and Evaluation will be reflected in IV Semester Result and Marks Card.

Sr.No. |Course Code Course Title Credits Max. Marks
al RLM 301 Retail Management-Ii 3 75
2 RLM 302 Principles of Marketing 3 75
3 RLM 303 Environmental Studies 3 /)
4 RLM 304 Business Communication-Il 3 75
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CENTRAL UNIVERSITY OF HARYANA

Re-Appear Result of V semester B.Voc. Programme in Retail & Logistics Management Term End Examination Nov/Dec. 2019

(July 2016 Batch)
Students Detail General Education Component Date 2;3 b \ 2’ 7/0
RLM-501 RLM-502 RLM-503 RLM-504
Sr. No. Roll No Name SP SGPA LG SR
MO GP LG Mo GP LG Mo GP LG MO GP LG
i 9332 Hariom yadav 30.00 4.00 P 32.00 4.27 P 33.00 4.40 P 36.50 4.87 G 43.83 4.38 P Pass

MO: Marks Obtained, GP: Grade Point, LG: Letter Grade, SP: Semester Percentage, SR: Semester Result, SGPA: Semester Grade Point Average
* The Assessment and Training of 36 Credit Skill Education Component is Spread Over V & VI Semester and Evaluation is reflected in VI Semester Result and also be reflected in Marks Card.

Sr.No. Course Code Course Title Credits Max. Marks
1 RLM-501 Advertisement and Sales Promotion 3 75
2 RLM-502 Values and Ethics in Business 3 75
3 RLM-503 Essentials of E-Commerce 3 75
4 RLM-504 Soft Skills & personality Development 3 75
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CENTRAL UNIVERSITY OF HARYANA
Re-Appear Result of | Semester B.Voc. Programme in Retail and Logistics Term End ination Nov/Dec. 2019
(2018 Batch 3
; 5 Skill Component as per RASCI level 4 I e
Student Detail General Education Component (sales Associate) Date: 23 © ] 2_9 L@
RAS/N0130,0137,0114,0120,0122,
RLM 101 RLM 102 RLM 103 RLM 104 0125,0126,0127,0128,0129,,0132, Overall Grade | Semester
Sr.No. Roll No Name SGPA
0133,0134,0135,0136,0138 Percentage Letter Result
MO GP LG MO GP LG MO GP LG MO GP LG Mo GP GL

1 180767 HARIKESH 35.50 4.73 {o) 36.50 4.87 & 45.50 6.07 B+ 43.50 5.80 B 1154.17 7.21 A 69.22 6.47 B+ Pass

2 180781 RAHUL 20.00 2.67 F 26.50 3.53- E 14.50 193 F 17.00 2.27 F 1179.17 7.37 A ReAppear

MO: Marks Obtained, GP: Grade Point, LG: Letter Grade, SGPA: Semester Grade Point Average
To obtain 'Pass' a student need to secure minimum 40% marks agregate in each course in General Education component and aggregate pass as per level -4 in Skill component.

Sr.No. Course Code Course Title Credits Max. Marks
1 RLM 101 Principles and Practices of Management 3 75
2 RLM 102 Retail Management - | 3 75
3 RLM 103 Business Statistics 3 75
4 RLM 104 Speaking and Writing Skills in English 3 75

To Create a positive image of self & organisation in the customers mind

RAS/N0130

= RAS/N0137 To work effectively in your team
RAS/N0114 To process credit applications for purchases
RAS/N0120 To help keep the store secure 7
RAS/N0122 To help maintain healthy and safety
RAS/N0125 To demonstrate products to customers

5 RAS/N0126 To help customers choose right products 18 1600

RAS/N0127 To provide specialist support to customers facilitating purchases
RAS/N0128 To maximise sales of goods & services
RAS/N0129 To provide personalised sales & post-sales service support
RAS/N0132 To resolve customer concerns
RAS/N0133 To orgnaise the delivery of reliable service
RAS/N0134 To improve customer relationship
RAS/N0135 To monitor and solve service concerns
RAS/N0136 To promote continuous improvement in service
RAS/N0138 To work effectively in your organisation
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