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\Teacher Evaluation SWOT Analysis

1. Aman Sharma (Economics)

Strengths:

- Strong subject command (B: 96.67%)

- Excellent time sense (A: 95.19%)

- Good use of teaching methods/aids (C: 94.44%)

Weaknesses:
- Slightly lower scores in helping attitude (D: 90.83%) compared to other areas

Opportunities: :
- Improve class control techniques (E: 92.38%)
- Enhance helping attitude towards students

Threats: : . Ll -
- Potential decrease in student engagement if helping attitude isn’'t 1mprov

Overall:

Aman Sharma has a strong overall performance (93.84%) with excellent subject

command and time management. There's room for improvement in helping attitude
and class control.

2. Surender Kumar (English)

Strengths:

- Outstanding subject command (B: 108%)
- Excellent time sense (A: 98.10%)

- Strong helping attitude (D: 98.21%)

Weaknesses:
- No significant weaknesses identified

Opportunities:

- Further enhance use of teaching methods/aids (C: 97.14%)
- Improve class control techniques (E: 96.73%)

Threats:
- Maintaining consistently high performance across all areas

Overall:

Surender Kumar demonstrates exce
overall), with perfect scores in
methods and class control could 1

ptional performance across all
subject command. Minor im
ead to near-perfect evaluation.

areas (98.12%

3. Surender Singh (History)

Strengths:

- Excellent subject command (B: 97.05%)
- Strong.helping attitude (D: 95.67%)
- Good time sense (A: 96.19%)

Weaknesses:

provements in teaching
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T Slightly lower scores in use of teaching methods/aids (C: 92.68%)

A\

opportunities: : ;
- Enhance use of teaching methods and teaching aids
- Improve class control techniques (E: 94.74%)
Threats: - ;
_ potential decrease in student engagement if teaching methods aren’t
diversified
Overall: . : 3
surender Singh shows strong overall performance (95.38%) with excellent subject :
Focusing on improving teaching methods could
A

command and helping attitude.
enhance overall effectiveness.

4. Richa (Hindi)

Strengths:
- Good subject command (B: 95.11%)

- Strong time sense (A: 94.64%)
- Solid class control (E: 92.67%)

Weaknesses:
- Lower scores in helping attitude (D: 91.09%) compared to other areas

Opportunities:
- Improve helping a
- Enhance use of teac

ttitude towards students
hing methods/aids (C: 91.16%)

Threats:
- potential dec

rease in student satisfaction if helping attitude isn't improved

Overall:

Richa demonstrates g
command and time managemen
methods could enhance overall effectiveness.

ood overall performance (92.94%) with strengths in subject
t. Focusing on improving helping attitude and teaching

5. Sushila Devi (Music)

Strengths:
- Good class control (E: 90.00%)
- Decent subject command (B: 82.50%)

Weaknesses: »
- Lower scores in time sense (A: 81.67%) and use of teaching methods/aids (C:

76.67%)

Opportunities:
- Significant room for improvement in all areas, especially teaching methods and

time management
- Enhance helping attitude (D: 80.00%)

Threats:
- Potenti i
tial decrease in student engagement and learning outcomes if improvements



aren't made
\

Overall:
Sushila Devi has the lowest overall score (82.29%) among the evaluated teachers

While class control is a strength, there's significant room for improvement
across all other areas.

6. Dr. Priyabhishek Sharma (Political Science)

Strengths:

- Exceptional subject command (B: 98.72%)

- Excellent use of teaching methods/aids (C: 97.44%)
- Strong time sense (A: 97.35%)

Weaknesses:
- No significant weaknesses identified

Opportunities:
- Minor improvements in helping attitude (D: 96.67%) and class control (E:
96.78%)

Threats:
- Maintaining consistently high performance across all areas

Overall:

Dr. Priyabhishek Sharma demonstrates outstanding performance across all areas
(97.41% overall), with near-perfect scores in subject command and teaching
methods. Minor improvements could lead to perfect evaluation.

7. Dr. Arpit Sidhu (Commerce)

Strengths:

- Excellent subject command (B: 97.75%)
- Strong time sense (A: 96.67%)

- Good helping attitude (D: 95.25%)

Weaknesses:
- Slightly lower scores in class control (E: 91.71%) compared to other areas

Opportunities:
- Improve class control techniques
- Enhance use of teaching methods/aids (C: 95.00%)

Threats:
- Potential decrease in teaching effectiveness if class control isn't improved

Overall:

Dr. Arpit Sidhu shows strong overall performance (95.31%) with excellent subject

command and time management. Focusing on improving class control could enhance
overall effectiveness.



Feedback Score Feedback Score (%) 3

\Mcc?a \._.nanra...n Znao\n_num Student A (30) | B (40)] € (30)| D (40) | £ 35) A B C D E Total Score (175) | Score (%)
[Economics [Aman Sharma | BA-I 1 28] 391 30| 371 32| 93.33[ 97.50] 100.00] 92.50] 91.43 166 94.86
[ ] | 2 29] 40[ 30 39] 34| 96.67| 100.00| 100.00| 97.50] 97.14 172 98.29
[= | | 3 28] 35| 25| 30| 28] 9333] 87.50] 83.33] 75.00] 80.00 146 83.43
I | | 4 29] 40| 30| 33] 32| 96.67] 100.00] 100.00] 82.50] 91.43 164 93.71
[ ] | 5 28] 37] 24) 30| 28] 9333] 9250] 80.00| 7500 80.00 147]  84.00
i | BA-I| 1 27) 40| 29| 40| 35 90.00] 100.00] 96.67| 100.00] 100.00 171 9771
| | 2 28] 37] 27] 38| 32| 9333 92.50] 90.00] 95.00] 91.43 162 92.57
| | BA-II| 1 30| 40| 30| 40  35] 100.00] 100.00] 100.00] 100.00] 100.00 175]  100.00
_ | | 2 30| 40| 30/ 40/ 35] 100.00] 100.00] 100.00| 100.00] 100.00 175|  100.00

Total Score] 257| 348 255] 327] 291] 95.19] 964y 94.44| 90.83] 92.38 1478 93.84




c e Feedback Score (%)

Subject | Teacher's Name | Class | Student /50y wzﬂa ,_Mu_%sm @0)[E@5)| A B c : D g | TetalSearillZS); | Seore'(26)
Enolish |Surender Kumar BA-I 1 28 40 27 39 32| 93.33 100.00] 90.00f 97.50] 91.43 166 94.86
T\\ﬂ 2 28] 40[ 27 39| 32| 93.33( 100.00] 90.00] 97.50] 91.43 166 94.86
| BA-II 1 30 40| 30 40| 35| 100.00[ 100.00| 100.00| 100.00] 100.00 1751 100.00
BN 2 30 40| 30 40| 35| 100.00] 100.00| 100.00| 100.00| 100.00 175  100.00
e BACE[ 1 30| 40|/ 30 39| 35| 100.00] 100.00[ 100.00] 97.50[ 100.00 174 99.43
| 2 30| 40[ 30 39| 34| 100.00| 100.00[ 100.00] 97.50[ 97.14 173 98.86
m 3 30| 40| 30 39| 34| 100.00| 100.00 100.00[ 97.50| 97.14 173 98.86
_ Total Score] 206) 280 204| 275/ 237 98.10| 100.00/ 97.14| 98.21| 96.73 1202 98.12




bject | Teacher's Name | Class Student Feedback Score Feedback $ )
i o A (30) | B (40) | € (30) | D (40) E@s)| A S 2eore () T
bl BA-| 1 25 32 26 32 B C D E ofal Score (175) | score (%)
= > > = : 31/ 83.33] 80.00| 86.67| 80.00| 883y 148
= a2 1] 31| 86.67] 90.00] 86.67] 7750 ssey > Mwww
y . = = 32] 27| 96.67| 92.50] 73.33] 80.00| 7714 1470 84.00
E = = = - 35| 32| 96.67| 9500 86.67] 87.50| 91.43 160] 9143
27| 32 96.67| 97.50| 96.67| 67.50] 91.43 :
6 26| 371 28 36| 33| 86.67] 92.50] 93.33] 90.00] 9429 e
7 30 . . . : 160]  91.43
40 27 40) 33| 100.00| 100.00| 90.00| 100.00] 94.29 170  97.14
8 30 40 28 40| 33| 100.00| 100.00| 93.33| 100.00] 94.29 7 o7
9 30 40 28 39] 33} 100.00| 100.00| 93.33| 97.50] 94.29 170  97.14
10 30 40 28 36| 32| 100.00| 100.00| 93.33[ 90.00] 91.43 166]  94.86
11 30 40 27 39] 33| 100.00| 100.00] 90.00[ 97.50] 94.29 169]  96.57
- 12 30 40 27 39|  33] 100.00| 100.00] 90.00| 97.50] 94.29 169] 9657
BA-II 1 26 39 27 40| 35| 86.67| 97.50| 90.00| 100.00| 100.00 167]  95.43
2 26 36 27 32| 31| 86.67] 90.00] 90.00| 80.00| 88.57 152]  86.86
3 26 34 24 34| 30| 86.67| 85.00/ 80.00] 85.00| 85.71 148]  84.57
4 26 35 24 35 31| 86.67| 87.50[ 80.00| 87.50 88.57 151 8629
5 25 32 25 31 26| 83.33| 80.00| 83.33] 77.50| 74.29 139]  79.43
g BA-III 1 30 40 30 40 35| 100.00{ 100.00{ 100.00| 100.00| 100.00 175] 10000
2 30 40 30 40 35| 100.00| 100.00| 100.00| 100.00{ 100.00 175] _100.00
3 30 40 30 40| 35| 100.00] 100.00| 100.00| 100.00| 100.00 175 _oo.om
4 30 40 30 40| 35| 100.00| 100.00| 100.00| 100.00| 100.00 175 “Mm.wo
= 5 30 40 30 40| 35| 100.00] 100.00| 100.00| 100.00| 100.00 “M o
6 30 40 30 40l 35| 100.00{ 100.00| 100.00] 100.00| 100.00 e
s Total Scora|  653| 875 629| 838 746] 94.64 95.11| 91.16| 91.09| 92.67
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Subject Teacher's Name Class Student Feedback Score Feedback Score (%)
Commerea |DF AT S YT A (30) | B (40) | ¢ (30) | D (40) | E (35) A B c b E Total Score (175) | Score (%)
x W MM ww MM ww 33| 96.67] 97.50| 93.33] 95.00f 94.29 167 95.43
: = = = z 29| 96.67| 100.00] 93.33] 92.50| 82.86 163 93.14
y = = 2 2 35| 96.67| 97.50| 96.67| 95.00] 100.00 170 97.14
33| 96.67| 100.00] 96.67| 95.00| 94.29 169 96.57
T m MM Mo 28l 371 29| 93.33] 100.00] 93.33] 9250 82.86 2| 9257
5 26 34 26| 93.33| 87.50| 86.67| 85.00{ 74.29 149 85.14
s w ww 2l 28| 40| 34| 93.33] 9500 93.33] 100.00| 97.14 168 96.00
40 30 40 35| 100.00| 100.00{ 100.00] 100.00{ 100.00 175]  100.00
2 30 40 30 40 33| 100.00] 100.00] 100.00| 100.00| 94.29 173 98.86
3 30 40 29 39 34| 100.00] 100.00] 96.67| 97.50| 97.14 172 98.29
Total Score 290| 391 285| 381 321| 96.67| 97.75| 95.00 95.25| 9.7 1668 95.31




GOVERNMENT DEGREE COLLEGE SIHUNTA

DISTRICT - CHAMBA (HP) - 176 207
INTERNAL QUALITY ASSURANCE CELL (IQAC)
\ FEEDBACK FORM FOR TEACHER EVALUATION BY STUDENTS

~desh University to scek feedback from the student
and to look for opportunities to improve teacher’s
bring excellence in teaching and learning. This
Attendance in the Class.

signed by Himachal Pr

Note: This questionnaire has been de
learning environment

to strengthen the quality of teaching-

performance in classroom engagement with students to
.l e 0

Tvaluation Form must be filled by the students having at least 75%

Class: B.A. / B.Com. Year: 1 19153 Session:

Name of the Department: Name of the Teacher:

Course Name: Course Code:
Total No. of Lectures Delivered: No. of Classes Attended: Artendance Percentage: %

RATING SCALE: [1] Below Average [2] Average [3] Good [4] Very Good [5] Excellent
(TICK [\/] THE APPROPRIATE CHOICE FOR EACH POINT)

RATING

EVALUATION CRITERIA
1[2]3]4]5

A. TIME SENSE

Punctuality in the Class

Regularity in taking Classes
Students’ Attendance/ Presence in the Class of Teacher who is being Evaluated

Completes Syllabus of the Course in Time _
Scheduled Organization of Assignments, Class Test, Quizzes and Seminars
Makes alternate Arrangement of Class in his/her Absence

[eXY AV RSN RUVE B O N

Sub-Total (A)

B. SUBJECT COMMAND

Focus on Syllabi

Self~-Confidence

Communication Skills

Conducting the Classroom Discussions

Teaching the Subject Martter

Delivery of Structured Lecture

Skill of Linking Subject to Life Experience & Creating Interest in the Subject

wl~lanjwm| |||~

Refers to Latest Developments in the Subject

Sub-Total (B)

C. USE OF TEACHING METHODS/TEACHING AIDS

Uses of Teaching Aids (OHP/Blackboard/PPTs)

Blackboard/Whiteboard Work in Terms of Legibility, Visibility and Structure

Uses of Innovative Teaching Methods

Shares the Answer of Class Tests or Sessional Test Questions after the Conducr the Test

Shows the Evaluated Answer Books of Class Tests to the Students

N[N oo —

Makes Sure that he/she is Being Understood

Sub-Total (C)
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List of e-resources for library

1. https://ndl.iitkgp.ac.in/

2. https://shodhgangotri.inflibnet.ac.in/

3. https://shodhganga.inflibnet.ac.in/

4. https://data.rbi.org.in/#/dbie/home

5. https://databank.worldbank.org/

6. https://censusindia.gov.in/census.website/

7. https://core.ac.uk/

8. https://library.biblioboard.com/advanced-search
9. http://www.free-management-ebooks.com/index.htm
10. https://freepdf-books.com/

11. https://archive.org/
12. https://opendissertations.org/

13. https://www.springeropen.com/iournals

14. https://www.cambridge.org/ us/universitypress/textbooks/introductory-

econometrics/pptslides/
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atr, Vijay Singh

4 4,govt College

Sihunta Main Bazaar Sihunta Sihunta Bazaar 176207
Sihunta Chamba Himachal Pradesh India

'."".I‘Q.O..'QQ.'O::::::.....'
.......no-.o-oau.-ooovo-o-::::::
Jio Number 1899796484
Account Number 411479286758
Statement Number : 355523094308
Activation Date 07-MAY-2025
Billing Cycle Date 11-MAR-2026
Due Date 17-MAR-2025

Current Plan AirFiber_539_3m

EHIM) LIF’/D

Total Payable : 706.82

Jio AirFiber Bill Summary

Registered Mobile Number: +817018499858

|| Email: principalgcsihunta@gmail.com

Particulars Amount )
(i) Connectivity Services (Includes Data Services)

Previous Balance Due 25252
Payment Received 252.52
Current Month Charges 252.52
Total (i) 252.52

(ii) Platform Services (Includes Device Charges &
Subscription to OTT Services)

For Your Information:

o You can now download your detailed tax invoices on MyJio / jio.com in the
invoice history section.

o Current month charges reflect the charges lavied in any bill period including
taxes as applicable.

o All the plan rentals are charged in advance for the no. of days till your next
bill cycle, except for first bill generated post activation, where it also includes
prorated charges frem activation date to your billing cycle date.

Reach Us : 1800-89-69999 ( from other networks) or Call 199 (from Jio Fixed
Line Number) Write to jiofibercare@jio.com Manage your world of
Jio with MydJio app Visit www jio.com

Previous Balance Due 454.30

Payment Received 454.30

Current Month Charges 454.30

Total (ii) 454.30

Total current charges (i + ii) 706.82
(i) Advanced Payment Received 0.00

Current Balance (i + ii + iii) 706.82
706.82

Total Payable

Payment Options

a ACH - (Direct Debit)

Set ACH mancate on your bank
account. Vist the nearest Jio Store
along with a cancediad cheque.

=

JioPay

L. Standing Instructions
@l (Credit Card)

Set JoAUtoPay through My Jio App.
Downicad the MyJio App from Play
Store or App Store

1t EBPP

Ragister Jio with your bank for an auto bilf
presentment and payment mandate on
your bank account or credit card.

e My Jio & Jio.com

Pay bills using credit/debit card
/retbanking/ e-waliets P} on My Jio App
or visit www.Jio.com and clich on Quick
Pay Dowrdoad the app trom Play Store or
App Store

Your Plan Details :

3)Subscription to premium 12 OTT Apps 4)Validity: Bill Cycle
Note :This plan is an advance rental plan

(AirFiber_599_3M: Benefits : 1)Unlimited Data(1000GB/Month @30 Mbps High Speed Data, thereafter unlimited at 64kbps) 2)Voice: Unlimited. W

Base Monthly Rental Voice Call (Local/STD) Data ISD (minutes)
7509 Unlimited 1000GB/Month 630 Mbps -
L _
[Total Current Charges (A+B) 706.82|
A. Plan Charges (excluding taxes) g ap . n PSR R S '
SrN No Description e 5 Service e Frqm‘l?_g!e To Date ~ Noof D_ays L s Aflount(?)
1 Monthly Plan Charges Connectivity  11-MAR-2026  10-APR-2026 31 214.00
2 Monthly Plan Charges Platform 11-MAR-2026  10-APR-2026 31 385.00
Total - 599.00
B. Taxes
SrNo. Description Charges ) CGSTR) SGST @) - A,‘,{oum @
1 S Tax e 599.00 53.91 53.91 o T 107.82
Your Payment History
Bm History P Lt . ‘_‘ 'Paym"";“m“H‘;i;ry‘ e
[10FEB___ |10JAN _ [10DEC _[1ONOV__ [10-0CT __ [10SEP__ | 10-FEB 10AN  10-DEC
'T70682  |t70682  |Y706.82  [Y70682  (X70682 139085 70682 T70682 270680
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SCOTSMAN'S DELIGHT

Da_ve Shaw and Elizabeth M.A. Grasby revised this case (originally titled “Maverick’s" written by llana Rubin under the supervision of
Elizabeth M.A. Grasby) solely to provide material for class discussion. The authors do not intend to illustrate either effective or
ineffective handling of a managerial situation. The authors may have disquised certain names and other identifying information to
protect confidentiality.

Version: 2013-06-28

In October 2012, Dougald MacDonald returned from a holiday trip to Scotland where he discovered, by
chance, a business opportunity wholesaling Scottish-themed soft toys and noveltics, many with musical
components, to retailers in North America. Since then, he had gathered information about the products
themselves, their possible markets, selling prices, the seasonal nature of the business and the competition in
North America. If MacDonald decided to go ahead with the business, he would run it as a proprictorship
from his home and garage in Saint John’s, New Brunswick, Canada, and call the business “Scotsman’s
Delight”. He now had less than a week to make up his mind whether to go ahead with the opportunity or to

walk away.

THE IDEA

MacDonald was 51 years old and had recently sold the latest of his entreprencurial ventures so he was
looking for something new and had always enjoyed the challenge of a new venture. His previous business
venture was technical in nature so a oy and novelty business was a significant change in direction and
expertise and he was hoping to utilize his excellent organizational skills to earn a healthy profit. He loved
the products when he saw them in Glasgow, Scotland, and believed this could be a profitable and
intriguing  business opportunity. So, while on holiday, MacDonald tracked down the manufacturer,
Consolidated Toys (UK) Ltd. (Consolidated Toys), in Aberdeen, and its chief executive officer, Gregor
Harding. As it turned out, Harding was in pursuit of a distributor for the products in North America and he
offered MacDonald the option to be that distributor. This meant that MacDonald would have exclusive
wholcsaling rights for these products in North America, buying them from Consolidated Toys in minimum
lots of $50,000" with terms of 2/10 net 90 days, [.0.B. destination.” The deadline for exercising this option

was now less than a week away.

THE PRODUCT

ir Scottish tartan and bagpipe music, would be

The battery-operated soft toys and novelties, some with the ' ;
ntimental reasons (r.c¢., a touch of their

purchased by consumers as either a novelty item or for se

" All currency in U.S. dollars unless spocified otherwiso.
? Transportation costs would be paid by Consolidated Toys
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few of the many p e Scottish music, © 1€ Dagpipes,
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homeland). For exampy ald’s m
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There was no question in
coming from these adorable toys,
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i ce of these pro !
-oht would sell 0 ilers. The retail selling prt ety s
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" The wholesale selling price : nd souveni
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Scotsman’s D
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was no direct competit
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first two or three years whi
virtually unlimited.

America for the
le he built a network of co

American retailers had made it very difﬁculf, llf not
ders to retailers who did not qut to buy in larger
ty to North American retailers would provide

THE MARKET

Consolidated Toys’ distance from the North
impossible, to provide smaller, more frequent or
quantities. Harding hoped that MacDonald’s proximi
Consolidated Toys with a competitive edge for two reasons:

e Delivery costs would be reduced which would be attractive to retailers.

e Smaller, more frequent orders could be provided to interested retailers.

The UK. wholesaler had specialized in selling the products successfully for years, had years of industry

experience, and had described the U.K. market to MacDonald in great detail. The wholesaler believed the
h the targeted retailers, showing

biggest challenges MacDonald would face would be making contact wit
them the products, taking orders and delivering the merchandise. There were a lot of potential retail store

customers and‘the first contacts would clearly take time and probably generate only small orders.
MacDonald believed repeat business would be carried out by telephone or through the company website.

Harding had tqld MacDonald that his orders would receive priority from the U.K. production facility
because of their friendship and Harding’s eagerness to develop the North American market for the
manufacturer’s products. The lead time to receive orders from the U.K. facility depended on how busy the

production facility was and could be anywhere from one week to one month.
Most of the retailers MacDonald planned to target sold novelty and gift and other tourist attractions and

were predominantly located on the North American castern scaboard, which included the Maritime
Provinces in Canada and the New England states (this was also where the greatest number of Scots lived in

North America). Additionally, there were smaller markets throughout North America.

The tourist business was highly scasonal, with June to October being the busy months, MacDonald knew
that retailers ordered new products cautiously so he was prepared to accept small orders and would agree to
pay the retailers’ freight charges on orders over $1,000 (U.S. or Cdn.). He estimated the shipping costs at 5

per cent of sales.

THE SALES FORCE

Sin‘cc the products were unique and sales volumes were comparatively small, MacDonald and Harding
believed they could not be sold successfully through regional or national retailers. * Consequently, Harding

3 In the future, MacDonald planned to print a catalogue for customers who requested it.



11€s agent would be assigned a territory and would receive a 20 per
itory.* MacDonald conjectured that the peak sales

PRt . ald estimated that he could personally generate $150,000 in sales in his own

ritory which would be » and the three sales agents could each generate
about $125,000 in sales in the upcoming 12-month period. The sales agents could cover their territories
from home for much of each month. MacD

_ ; onald would pay up to $2,000 per month per sales agent for
their travel costs and projected his own travel costs would be a similar monthly amount.

OTHER PLANS AND CONSIDERATIONS

MacDonald would mark the manufacturer’s selling price up by 100 per cent to set Scotsman’s Delight’s
wholesale price. Payment terms for the retailers would be net 60 days. U.S. customers would be billed in

U.S. dollars and Canadian customers would be billed in Canadian dollars,” Consolidated Toys would bill
Scotsman’s Delight in U.S. dollars.

MacDonald could minimize overhead costs, particularly storage, since he planned to run the business out
of his home. Investments in inventory, accounts receivable, and accounts payable would be negligible. He
planned to store the inventory of goods in his garage initially and to use a room in his home as an office.
His wife, Mollie, was an accountant and she was more than willing to help with the processing of orders
and keeping the books.

MacDonald intended to have a website designed that described and illustrated the products in detail. The
website would also allow retailers to purchase directly online and then credit the appropriate sales agent
with the commission. Designing a website would cost $6,000.

Surrounded by the information he had gathered, MacDonald sat down to evaluate the venture and to make
a decision. MacDonald, himself, was a reluctant traveler, not wanting to be away for long periods from his
family. While his two older sons were away ﬁpm }_mmc at umvemtyz Macl?ona!d still had two primary
school-aged children at home. In the back of his mind, he wondered if the time it would take to run the

business and the profit eamed were worth the time away from his family. MacDonald knew Harding
needed an answer within the next three to four days.

ts would be paid commissions gamed after Scotsman's Delight received aym i
: Sa},‘:/isggyinwere calculated on Scotsman's Delight's wholesale selling price. payment from the rotailer.
Com

5 For purposes of analysis, consider an exchange rate of Cdn$1=0S$1.
or
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Exhibit 1

SCOTSMAN’S DELIGHT’S PRODUCTS

: . Jointed 5" Teddy with
Bagpipe Air Freshener Tartan Waistc):)at

Tartan Scottie Fridge Magnet Bagpipe Pin Broach

Musical Bagpipe Mascot Lion and Tartan Playing Cards

Source: Maverick’s. Version 1998-02-04.
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Keynesian Economics: A
Foundation for
C:Qmﬂﬂo:am:m
Macroeconomics

John Maynard Keynes (1833-1346), a British ecanamist. developed a revolutonas
‘ 5 - rary
SLONOMIC 0 the 19305, now known as Keynesan econemcs, This Heor
challenged the .: : x‘ Jc.,-
e self-regulating
nature of markets and the automatic resicranon of equakbrium, Keynesin econonscs

Sital economic schoof of thought that befieved

fevolubonized Mmacroeconomic thought. emphasaing the role of governmsn inlerventinn
N ANAYING CONoMIC fluctuanons and promotryg full emptoyment. His deas 323&.3
influence econormc pobcy around the world and are pariculyty redevant durng imes of

ecenumic Ccnsis
Aman Sharma

Assistant Professor (Economics)
Course Code: ECONA201

Aggregate Demand and Supply

Keynesian econamics focuses on the relaionstup between agg
€conomy. AD represents the total demand for Goods and services at dit
supply of goods and services at differe
prce kevel and output level in the economy.

Componentsof AD

Aggregate demand consists of four main components
consumpton (C), nwestment (|) governmenlt
spending (G). and nel expors (NX). These
components interact to deternune the overall level of

demand in an econamy,

nt price kevels. The intersection o these two curves determines the egullnm

Factors Affecting AS

regate demand (AD) and agyregar SUDply AS) man
erent prce bvels, wihids A5 regresiris e ol

AGgregate supply is inluenced by tactors moch 55
lator force. capatal stock techrology . and rescurce
avadabdity. Changes n these lactars can shil te AS
Curve and a'fect the: equilibrium outul and prce kel

L —

Government Intervention and Fiscal Policy

A central tenet of Keynesian econamics is the active role of gevemment in stabibzing the economy. Keynesian theory
advocates for the use of iscal policy to influence aggregate demand and steer the economy towards full etnployment.

Fiscal policy involves the government's use of spending and taxanon (o Manage econcmic acvity

2 Contractionary Fiscal Policy

1 Expansionary Fiscal Policy
in times at inflaton, conractonary fiscal policy,

During recessions, expansionary fiscal pobcy, such
as mcreased goavernment spenamg or tax cuts,
aims to stimulate demand and boost economic
growth. By putting more money in the hands of
consumers and businesses, government spending
can increase aggregate demand, leading (o higher

output and employment.

such as gecreased government spending Of tax
Increases. ams to reduce demand and control
inflation. By reducing the amount of money n
circulation. contrachonary fiscal policy can help
dampen inflationary pressures and bring the
cconommy closer o s potental output.

@ Mase win § emma

The Multiplier Effect

Keyresan economcs recognizes the madtipher effect a concept thal describes bow initial chanyes in spending can have a larger

impact on overall econonic actvity. When the government ncreases spend:
lead o a chain reacton of increased spenda and production throughout different sectors.

which can

-1

Initial Spending
The government's mitial spending or
tax cuts represent the frst round of
the multipher effect. This spending
credtes demand for goods and
senices. leading o ncreased
production and employment.

2

Increasedincome

As businesses produce more and hire
mare workers, their emplayees eam
higher incomes, This increased
income keads 1o higher spending cn
consumer goods and services, fueling
lurther econamic activity,

4 of Culs laxes. it injects money 10to the econcmy,

Continuing Cycles

This cyde of increased sperdiog and
Income conlinues. witn each round
generating add tond demand and
oulput, The overal mpact on (e
economy is sigrificar®y ksger than
the mitial povernment spending or tax
curs.

B e it Gamny




The Role of Monetary Policy

While Keynesian economics emphasizes fiscal policy, il also recognizes the ole of manetary policy in managing the

economy. Monetary policy 1s the central bank's use of terest rates and other tools to contral the maney supply nnd

influence aggregate demand.

Expansionary Monetary Policy

Dunng recessions, central banks can pursue

expansionary monetary policy by bowernng interest rates

Contractionary Monetary Policy

In umes of intlation, central banks can use conlractionary

manelary policy by raisng interest rales or reducing the

G1 inCreasing the money supply. This makes it cheaner
tor businesses to horrow money and invest, and for

censumers to take out loans and spend, leading to

mcreased eConomiC activity.

pressures and

money supphy. This makes bonowing mare expensive

and discouranas spending, helping to canrol nflationary

the economy,

O s witn Gomeia |

Keynesianism in the 21st Century

Despite the ariticisirs, Keynesian economics remains influsntial in contempaorary macroecanomic palicy. The 2008 financial crisis
and subseguer? Gres Recession highlighted the Imitatans of classical economic thearies and led 10 a resurgence of interest in

Keynesian ideas.

@.ﬂ

Globallmpact

Keynesian principhes continue o gude
economuc polices in many countnes,
partcularly in deakng wath receszions andg
managing aggregate dernand. The glabal
interconnectedness of economies has
also increased the relevance of
Keyneslan concepls ke internalonal

coorminaton of Bezal polcies.

fod

Fiscal Policy

Governmaenls continue to use fiscal policy
w stimulate econonuc growth and
stabvlize economies, particulaty n times
of cnss, The 2020 COVID-19 pandenic
saw governmenls aound the warkd
impdementng espansionary tscal pohcies

16 Suppoil bas e sses and households

0l

Monetary Policy

Central banks continue to use maonetary
palicy. akingside liscal polcy, 1o manage
Inflation and econamic growth, Central
banks i many countries have
mplemented low interest rates and
quantilalive easing programs (o sumudate
economies lolioasng the linancal cnsis
and the pandenic,

O Made wan Jemes
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The Two Pillars of Data
Collection: Census and
Sample Methods

e LincaTentat me

e 100 previde the tow

T3 00 S pwine; Mearogful Cosehus

the d3'a ottained

Aman Sharma
Assistant Professor (Economics)
Course Code: ECONA203

Sample Method: A Representative Approach

The sample method, in contrast, focuses on co ting data from a carefull

sampie This approach a ms o rep terstics of the larger popu

smailer group

Advantages of the Sample Method Disadvantages of the Sample Method

time-consuming than the ce ethod. It can However, the sample method refies heavily on the
e valuable insights about the populatian while representativeness of the sample. If the sample is not

51005 drawr mi

3 smaliereffort and resources

acteristics et the entire

population,

® Mach win Cammere

Census Method: A
Comprehensive Approach

ST memier o
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Types of Sampling Techniques

3 bampi

o Techngue Description

Umile Random Samating

Stratified Samphing

subg oups,

Cluster Samphing
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Govt. College Sihunta

Time-Table for the Session 2024-25 (B.A./ B.Com.)

| [

(Commerce Room)

Clas 10:00-10:45 10:45-11:30 11:30-12:15 12:15-1:00 1:00-1:45 1:45-2:30 2:30-3:15 3:15-4:00
N
Business Law

m Pol. Science Economics (1-6) History (1-6) English Hindi Compulsory English AECC (4-6) NCC m:.._.me

= (1-6) (Smart Class (Smart Class (1-6) (4-6) (NCC Room) Activities

— (Smart Class Room) Room) Room) (Room No. 6) (Examination (1-3) Business

= Music Hindi (1-6) Hindi AECC (4-6) Hall) (Room No. 6) Organisation &

o (Instrumental) (Room No. 6) Ground Floor English EVS Management

Q 1-6 (Music Room) Financial Compulsory (4-6) (1-3)

B Business Mathematics | Accounting (1-6) (Examination (Examination (Commerce

< & Statistics (Commerce Hall) (1-3) Hall) Room)

foe] (1-6) Room)

(NCC Room)

English Hindi Compulsory Pol. Science Computer Hindi NCC and NSS
~ History (Minor) (1-3) (Major/Minor) (1-3) Pol. Science (Major) Applications in (Major/ Minor) Activities
v Major (4-6) (1-6) (Examination Hall) (Minor) 1-3 Business (Room No. 6)

W (Examination Hall) (Ground Floor) English Compulsory 4-6 (Smart Class (4-6) Cost Accounting

=i (4-6) (Examination Hall Room) Company Law (4-6)

> Corporate Accounting E-Commerce (Examination Hall) Income Tax Law (1-3) ( Ground Floor)

) (1-6) (1-3) and practices ( Ground Floor ) Economics (1-6)

O (Ground Floor) ( Ground Floor) (1-6) Music 2 year Major/Minor

m. ( Ground Floor)

=

=]

Economics History Pol Science/ NCC and NSS

= Hindi (Major/Minor) History (Major) Hindi (GEC.) History/ Music/ Activit ics
K3 (Major/Minor) Pol. Science (1-6) (Minor) (1-3) (4-6) (4-6) English (GEC)

e (Room No. 6) (Major/Minor) (Room No. 6) (Examination (Smart Class (Ground Floor) (1-3)

— English 1-6 Music Hall) Room) Economics Personal Selling

g ((Major/Minor) ( Examination (Instrumental) Auding and (1-3) & Salesmanship

~ (Library) Hall) (1-6) Management corporate (Smart Class (1-3)
m _EwEm:o:u_ (Music Room) Accounting Governance(1-3) Room) (NCC Room)
= Business(4-6)) T,Eauao:.:: of (1-6) (NCC Room) Entreprencurship

= (NCC Financial (Commerce (4-6)

< Room) Management Room) (NCC Room)
= (1-6)

g
|
|
x__
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EDUCATIONAL TOUR
H.P N
-P. VIDHAN SABHA AT DHARAMSHALA

Date: December 21, 2032+

:2::;2::::);0:; ::; ::Tschal Pradesh Le:gislative Assembly (Vidhan Sabh

egree College Sihunta on 21% December 2024, i
the aim of providing students firsthand exposure to the legislative processes ar
democratic institutions of the state. The delegation, comprising 76 studen:
accompanied by faculty members Dr. Dharmender Kumar, Prof. Surender Sing|
Prof. Aman Sharma, and Prof. Richa, visited the Vidhan Sabha complex at Tapoval
Dharamshala. The students received the distinguished opportunity to interact wit
the Hon'ble Speaker of the Legislative Assembly, Sh. Kuldeep Singh Pathania, an
Deputy Chief Whip, Sh. Kewal Singh Pathania, who provided valuable insights int

the functioning of the state legislature.
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During the visit; the students learned about parliamentary procedures, the role
ical significance of the institution. The tour

o understand the
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of various legislative offices, and the histor
n experiential learning opportunity, enabling students t

served as a e .
cratic governance and civic responsibilities. This ac

ademic
practical aspects of demo
excursion aligned with the colle
n that extends beyond classroom
f democratic institutions among the youth.

ge's commitment to providing comprehensive
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v Government Degree College Sihunta, District - Chamba (HP)
l Absentee Statement -cum- Continuous C°mg§_hfﬂjie Assessment (CCA) (30 Marks) ]
Session: 2023-24
r Class: BA-I
E Subject: M
e
1D = Lectures Delivered, LA = Lectures A&MMM Percentage
rAI: Closs Atlendance Marks (MM=05), AS = Assignments Marks (MM=10), MT = Mid-Term Excminoh'on/House Test & Class Test Marks (MM=15)
1 \ \ A R PP
Sr. Class Roll No. __________EEBE ame: EnglisT”
V \ CCA Statement Poper Code: ENG CE 101
[ ]atAd] AT% AT AS MT CCA
1 | 1o | 42 | a7 |88 ‘ 3 | 10 -4 17
T2 | 102 | 42 | 40 | 952 | 5 10 4 12
IS8 s 703 o2 [ 39 | 929 4 10 4 18
T4 | 104 | 42 | 40 | 952 5 10 4 19
5 | 105 | 42 | 38 [#905 4 8 3 15
6 | 106 | 42 | o7 |Hiesd 3 10 1 24
oz 107 | 42 | 34 | 810 2 10 5 17
T 108 | 42 | 37 | 881 3 10 5 18
gt 109 | 42 | 40 | 952 5 10 8 23
10 | 110 35 | 30 | 769 1 6 5 12
Lt 111 [ 42 | 36 | 87 3 7 5 15
R e 112 [ 25 | 19 | 760 | 7 4 12
Faa e 114 [32. ] 25 lizeaa] 1 =7 4 12
a4y 115 | 8dali .29 | 853 | 3 7 5 15
{15 ] 116 | 28 | 21 | 750 {2 10 4 15
:i 16 | 117 21 | 16 | 762 R 9 5 15
5 7 118 [ 18 | 16 geom| 3. | 7 6 16
= [ 18| 201 \:r42:] 32 76.2 1 10 9 20
& 19 | w202 | 42 |41 97.6 5 10 9 24
S [ 20 | 203 | 40 | 30 75.0
3 1 10 9
a 21 ] 2 29
K 04 [ 42 | 34 grios| 2 10 12 2
8 22 %] 205 | 42 | 39 92.9 4 10 7 1
9 [ 23 | 206 | 18 | 14 |78 1 10 5 =
T [ 24 | 301 V42 41 97.6 L
2 - 5 10 9 24
| 5 302 {42 | 89 929 | 4 8 5
< | 26 304 | 42 | 37 881 | 3 10 2z
5 (=27 305 | 42 | 41 e 25
| 976 | 5 10 5
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