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CRM Domestic Voice

CURRICULUM / SYLLABUS

This program is aimed at training candidates for the job of “CRM Domestic Voice” in the “IT-ITeS”
Sector/Industry and aims at building the following key competencies amongst the learner.

Program Name CRM Domestic Voice

Qualification Pack Name

& Reference ID. SSC/Q2210 Version 1.0

Version No. 1.0 Version Update Date 31/03/2018

Pre-requisites to Training 10"

Training Outcomes After completing this programme, participants will be able to:
o Make outbound calls to customers.
e Manage your work to meet requirements.
e Maintain a healthy, safe and secure working environment.

CRM Domestic Voice 1
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This course encompasses all 3 out of 3 National Occupational Standards (NOS) of “CRM Domestic
Voice” Qualification Pack issued by “IT-ITeS Sector Skills Council NASSCOM.”

Sr.  Module

No.
1 Make

outbound calls
to customers

Theory Duration

(hh:mm)
60:00

Practical
Duration
(hh:mm)
192:00

Corresponding

NOS Code
SSC/N3020

2 Manage your
work to meet
requirements

Theory Duration

(hh:mm)
30:00

Practical
Duration
(hh:mm)
70:00

Corresponding

NOS Code
SSC/N9001

Key Learning Outcomes

Establish contact with customers,
organization’s procedures.

Introduce yourself, the purpose of the call and ,
following standard scripts.

Obtain information from customers to identify
their needs.

Make convincing sales pitches to customers
following standard scripts.

Handle customer queries, objections
rebuttals following standard scripts.

Adapt your approach and style to customer
preferences, within the limits of your competence
and authority.

Refer issues outside your area of competence
and authority to appropriate people, following
your organization’s procedures.

Identify and act on opportunities to up-sell or
cross-sell other products/ services to customers.
Confirm customer wishes and needs in order to
close sales.

following

and

Obtain  required financial information from
customers, following your organization’'s
procedures.

Complete  your organization’s  post-sales
procedures in order to complete/ full fill sales.
Comply with relevant standards, policies,e
procedures and guidelines when making

outbound telesales calls.

Establish and agree your work requirements with
appropriate people.

Keep your immediate work area clean & tidy.

Use resources correctly & efficiently.

Treat confidential information correctly.

Work in line with your organization’s policies &
procedures.

Work within the limits of your job role.

¢ Obtain guidance from appropriate people, where

necessary.
Ensure  your
requirements.

work meets the agreed

Equ

ipment Required

Computer Lab with
1.1 PC : trainee
ratio and having
internet
connection,

CRM tools, MS
Office / Open
office, Browser,
Outlook / Any other
Email Client tools.
Assessment and
Test Tools for
online Tests and
Assessments
Projector with
screen

Flip chart with
markers

Faculty’s PC/
Laptop with latest
configuration and
internet connection
Supporting
software /
applications

CRM tools,
Whiteboard and
Markers

LCD Projector and
Laptop for
presentations
Training
organization’s
confidentiality
policy

CRM Domestic Voice



Total Duration

Theory
Duration
100:00

Practical
Duration
300:00

e Complete any health and safety records legibly

Q IT - ITeS SSC 2 /4 N:S-D-C
Y  Nasscom 2.
3 Managing e Comply/adhere with your organization’s current e Whiteboard and
Health and health, safety and security policies and Markers
Safety procedures. e Projector and
e Report any identified breaches in health, safety & Laptop for
Theory Duration security policies and procedures to the presentations
(hh:mm) designated person. e Organization’s
10:00 « Identify and correct any hazards that you can deal current health,
with safely, competently and within the limits of safety and security
Practi_cal your authority. policies and
Duration e Report any hazards that you are not competent to procedures
(hh:mm) deal with to the relevant person in line with e A sample health
38:00 organizational procedures and warn other people and safety policy
who may be affected. document
Corresponding o Follow your organization’s emergency procedures e Emergency
NOS Code promptly, calmly, and efficiently. broadcast system
SSC/N9003 e Identify and recommend opportunities for and mock
improving health, safety, and security to the emergency

signage in the
appropriate areas
of the training
institute.

designated person.

and accurately.

Unique Equipment Required:

Sample CRM tool for demonstration.Telephone, voice recorder, IVR and
software / document formats for recording call / interactions.

Comfortable seats with adequate lighting, controlled temperature and
acoustics for training and learning.

White Board, Markers and Eraser, Flip Chart.

Projector with screen.

Faculty’s PC/Laptop with latest configuration and internet connection.

Supporting software / applications for projecting audio, video, recording,

Presentation Tools to support learning activities:

o Intranet, Email, IMs, Learning management system e.g. Moodle,
Blackboard to enable blended learning

Microphone / voice system for lecture and class activities.

Handy Camera.

Stationery kit — Staples, Glue, Chart Paper, Sketch Pens, Paint Box, Scale,

A4 Sheets.

For IT Lab sessions: Computer Lab with 1:1 PC: trainee ratio and having

internet connection, MS Office / Open office, Browser.

Assessment and Test Tools for day to day online Tests and Assessments.

For team discussions: Adequate seating arrangement in full / half circle

format for one or more teams as per planned team composition.

Reading Resources: Access to relevant sample documents and learning

forums to enable self-study before and after each training session.

Grand Total Course Duration: 400 Hours 0 Minutes

(This syllabus/ curriculum has been approved IT-ITeS Sector Skills Council NASSCOM.)

CRM Domestic Voice
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Trainer Prerequisite for Job role: “CRM Domestic Voice” mapped to
Qualification Pack: “SSC/Q2210 v1.0”

Sr. .
No. Area Details
1 Description To deliver accredited training service, mapping to the curriculum detailed
above, in accordance with the Qualification Pack “SSC/Q2210 Version 1.0”
2 Personal Aptitude for conducting training, and pre/ post work to ensure competent,
Attributes employable candidates at the end of the training. Strong communication
skills, interpersonal skills, ability to work as part of a team; a passion for
guality and for developing others; well-organized and focused, eager to
learn and keep oneself updated with the latest in this field
3 Minimum 10t
Educational
Qualifications
4a Domain Certified for Job Role “CRM Domestic Voice* mapped to QP “SSC/Q2210
Certification Version 1.0”. Minimum accepted score is 80% as per SSC guidelines.
2 years of work/training experience with respect to QP/Occupation.
Additional certification in customer orientation, dealing with difficult
customers, written communication etc. will be an added advantage.
4b Platform Recommended that the Trainer is certified for the Job Role: “Trainer”,
Certification mapped to the Qualification Pack: “MEP/Q0102”. Minimum accepted score
for the trainer is 80% as per SSC guidelines
5 Experience Field experience: Minimum 2 years’ experience in the same domain
Training experience: 1 year preferred

CRM Domestic Voice

Transforming the skill landscape
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Assessment Criteria

Job Role CRM Domestic Voice
Qualification Pack SSC/Q2210v1.0
Sector Skill Council IT-ITeS Sector Skills Council

Sr. Guidelines for Assessment

No.

1 Criteria for assessment for each Qualification Pack (QP) will be created by the Sector Skill Council
(SSC). Each performance criteria (PC) will be assigned Theory and Skill/Practical marks
proportional to its importance in NOS.

2 The assessment will be conducted online through assessment providers authorized by SSC.

3 Format of questions will include a variety of styles suitable to the PC being tested such as multiple
choice questions, fill in the blanks, situational judgment test, simulation and programming test.

4 To pass a QP, a trainee should pass each individual NOS. Standard passing criteria for each NOS
is 70%.

5 For latest details on the assessment criteria, please visit www.sscnasscom.com.

Marks Allocated

Assessment Assessment Criteria for Outcomes Total |Outof |Theory |Skills
QOutcomes Marks Practical

PC1.establish contact with customers, 120 |10 0 10

following your organization’s procedures

PC2.introduce yourself and the purpose of 125 2.5 10

your call, following standard scripts

PC3.obtain information from customers to 5 0 5

identify their needs

PC4.make convincing sales pitches to 10 0 10

customers following standard scripts

PC5.handle customer queries, objections 10 0 10

and rebuttals following standard scripts

PC6.adapt your approach and style to 10 0 10

customer preferences, within the limits of

your competence and authority

PC7.refer issues outside your area of 5 0 5

1.SSC/N3020 competence and authority to appropriate

(Make outbound people, following your organization’s
calls to customers) |procedures

PC8.identify and act on opportunities to up- 5 0 5
sell or cross-sell other products/ services to
customers

PC9.confirm customer wishes and needs in 5 0 5
order to close sales

PC10.0btain required financial information 5 0 5
from customers, following your organization’s
procedures

PC11.complete your organization’s post- 35 15 20
sales procedures in order to complete/ full fill
sales

PC12. comply with relevant standards, 7.5 0 7.5
policies, procedures and guidelines when
making outbound telesales calls

Total |120 175 102.5

- |
CRM Domestic Voice 5
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PC1. establish and agree their work 40 10 5 5
requirements with appropriate people
PC2. keep your immediate work area clean 5 0 5
and tidy
PC3. utilize your time effectively 5 5 0
2.SSC/N9001 PC4. use resources correctly and efficiently 5 25 25
(Manage your work
to meet PC5. treat confidential information correctly 5 0 5
requirements)
PC6. work in line with organization’s 2.5 0 2.5
policies and procedures
PC7. work within the limits of job role 25 0 25
PC8. obtain guidance from appropriate 25 0 25
people, where necessary
PC9. ensure work meets the agreed 2.5 0 2.5
requirements
Total | 40 12.5 27.5
PC1. Comply with organization’s current 40 10 5 5
health, safety and security policies and
procedures
PC2. Report any identified breaches in 5 0 5
health, safety, and security policies and
procedures to the designated person
PC3. Identify and correct any hazards that 10 5 5
you can deal with safely, competently and
3.SSC/N9003 within the limits of your authority
(Maintain a healthy, PC4. Report any hazards that you are not 5 0 5
safe and secure :
working competgnt_ to de_al with tq thg relevant
. person in line with organizational procedures
environment)
and warn other people who may be affected
PCS5. Follow your organization’s emergency 5 0 5
procedures promptly, calmly, and efficiently
PC6. Identify and recommend opportunities 25 0 25
for improving health, safety, and security to
the designated person
PC7. Complete any health and safety 25 0 25
records legibly and accurately
Total | 40 10 30

CRM Domestic Voice
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Domestic Data Entry Operator

SECTOR: |T-ITeS
SUB-SECTOR: BUSINESS PROCESS MANAGEMENT
OCCUPATION: CUSTOMER RELATIONSHIP MANAGEMENT
REFERENCE ID: SSC/Q2212 Version 1.0
NSQF LEVEL: 4
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Certificate

CURRICULUM COMPLIANCETO
QUALIFICATION PACK -~ NATIONAL OCCUPATIONAL
STANDARDS

is hereby issued by the
IT-ITeS SECTOR SKILL COUNCIL NASSCOM
for
MODEL CURRICULUM
Complying to National Occupational Standards of
Job Role/ Qualification Pack: Domestic Data Entry Operator QP No.’SSC/Q2212
NSQF Level 4’

Dr Sandhya Chintala

Valid up to*: March 32, 2010 Authorised Signatory
*Valid up 10 the next review date of the Qualication Pack (IT- 1TeS SECTOR SKILLS COUNCIL NASSCOM)

Date of Issuance: March 31, 2018
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Domestic Data Entry Operator

CURRICULUM / SYLLABUS

This program is aimed at training candidates for the job of “Domestic Data Entry Operator” in the “IT-ITeS
Sector/Industry” and aims at building the following key competencies in the learner.

Program Name
Qualification Pack Name &
Reference ID.

Version No.

Pre-requisites to Training

Training Outcomes

Domestic Data Entry Operator
SSC/Q2212, Version 1.0

1.0 Version Update Date 01/04/2018

10t Standard

After completing this programme, participants will be able to:
e Undertake data entry services

¢ Manage their work to meet requirements

e Maintain a healthy, safe and secure working environment

|
Domestic Data Entry Operator
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The Course encompasses 3 of 3 National Occupational Standards (NOS) of “Domestic Data Entry Operator”

Qualification Pack issued by “IT-ITeS Sector Skills Council NASSCOM”.

Sr. Module

No.

1 Data Entry
Services

Theory Duration
(hh:mm)
60:00

Practical

Duration

(hh:mm)
192:00

Corresponding
NOS Code

SSC/N3002

2 Self and Work
Management

Theory Duration
(hh:mm)
30:00

Practical

Duration

(hh:mm)
70:00

Corresponding
NOS Code

SSC/N9001

3 Managing
Health and
Safety

Theory Duration

Key Learning Outcomes

e Obtain information from customer/client to be entered.

e Adhere to organizational processes and policies to record
and perform the service request.

e Revert to the customer on a reasonable estimate time of
delivering the desired outcome.

e Prioritize service requests according to organizational
guidelines.

e Transcribe, enter, and verify data from multiple sources.

e Verify accuracy of transcribed data with the source
document and correct any errors.

o Escalate, seek advice from specialists if the problem is
beyond competence or experience factor.

e Make appropriate corrections for any error messages that
arise, while entering data.

e Organize source documents and filing relative to data
entered.

e Ensure security storage and back up of data files.

e Share progress or any delays in the process with
customers.

e capture

e Comprehend your work requirements, output, target with
appropriate people as per organization policy.

¢ Use your time and resources judiciously.

e Keep the workplace clean and operate
environment.

e Treat confidential information correctly.

in a tidy

e Comply/adhere with your organization’s current health,
safety and security policies and procedures.

e Be aware about correct emergency procedures.

¢ Report to supervisor or authorised personnel, if any hazard
is identified.

Equipment Required

e Computer Lab
with 1:1 PC :
trainee ratio and
having internet
connection, MS
Office / Open
office, Browser,
Outlook / Any
other Email Client
and chat tools.

e Assessment and
Test Tools for day
to day online Tests
and Assessments

e Projector with
screen

e Flip chart with
markers

e Faculty’s PC/
Laptop with latest
configuration and
internet
connection

e Supporting
software /
applications for
projecting audio,
video, recording

e Whiteboard and

Markers

e LCD Projector and
Laptop for
presentations

e Training

organization’s
confidentiality
policy

e Whiteboard and
Markers

e LCD Projector and
Laptop for
presentations

|
Domestic Data Entry Operator
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(hh:mm) e The training

10:00 organization’s
current health,

Practical safety and security

Duration policies and

(hh:mm) procedures

38:00 e Asample health
and safety policy

Corresponding document

NOS Code o Emergency

SSC/N9003 broadcast system
and mock
emergency

signage in the
appropriate areas
of the training

institute
Total Unique Equipment Required:
Duration e White Board, Markers and Eraser
e Projector with screen
Theory e  Flip chart with markers
Duration e Faculty’'s PC/Laptop with latest configuration and internet connection
100:00 e Supporting software / applications for projecting audio, video, recording,
o Presentation Tools to support learning activities:
o Intranet
Practical o Emall
Duration o IMs
300:00 o Learning management system e.g. Moodle, Blackboard to enable blended
learning

e Microphone / voice system for lecture and class activities

e Handy Camera

e Stationery kit — Staples, Glue, Chart Paper, Sketch Pens, Paint Box, Scale, A4
Sheets

e For IT Lab sessions: Computer Lab with 1:1 PC : trainee ratio and having internet
connection, MS Office / Open office, Browser, chat tools

e Assessment and Test Tools for day to day online Tests and Assessments

e For team discussions: Adequate seating arrangement in full / half circle format for
one or more teams as per planned team composition.

e Reading Resources: Access to relevant sample documents and learning forums to
enable self-study before and after each training session.

Grand Total Course Duration: 400 Hours 0 Minutes

(This syllabus/ curriculum has been approved by SSC: IT-ITeS Sector Skills Council NASSCOM)

|
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Trainer Prerequisites for Job role: “Domestic Data Entry Operator” mapped to
Qualification Pack “SSC/Q2212 Version 1.0”

Sr.

No.

1

4a

4b

Area

Job Description

Personal Attributes

Minimum Educational
Qualifications

Domain Certification

Platform Certification

Experience

Details

To deliver accredited training service, mapping to the curriculum detailed
above, in accordance with the Qualification Pack “SSC/Q2212 Version
1.0".

The trainer should have thorough knowledge of various technology trends
and processes as well as have updated knowledge about database
management systems and IT initiatives.

In addition, trainer should have an aptitude for conducting training, and pre/
post work to ensure competent, employable candidates at the end of the
training. Strong communication skills, interpersonal skills, ability to work as
part of a team; a passion for quality and for developing others; well-
organised and focused, eager to learn and keep oneself updated with the
latest in this field.

Minimum  10%"  Standard; Preferred Diploma in  Computer

Science/Technology

Certified for job role “Domestic Data Entry Operator” mapped to
Qualification Pack “SSC/Q2212” Version 1.0. Minimum accepted score is
80%

Training in customer orientation, dealing with difficult customers, written
communication etc.

Recommended that the trainer is certified for the Job role “Trainer” mapped
to the Qualification Pack “MEP/Q2601”. Minimum accepted score is 80%
aggregate

Field experience: Minimum 2 years’ experience in the same domain
Training experience: 1 year preferred

Domestic Data Entry Operator
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Assessment Criteria

Assessment Criteria

Job Role Domestic Data Entry Operator
Qualification Pack SSC/Q2212 Version 1.0
Sector Skill Council IT-ITeS

Sr. Guidelines for Assessment

No.

1 Criteria for assessment for each Qualification Pack (QP) will be created by the Sector Skill Council (SSC).
Each performance criteria (PC) will be assigned Theory and Skill/Practical marks proportional to its importance
in NOS.

2 The assessment will be conducted online through assessment providers authorised by SSC.

3 Format of questions will include a variety of styles suitable to the PC being tested such as multiple choice
questions, fill in the blanks, situational judgment test, simulation and programming test.

4 To pass a QP, a trainee should achieve 70% aggregate.

5 For latest details on the assessment criteria, please visit www.sscnasscom.com.

|
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Assessment

Outcomes

1.  SSC/N3022
(Undertake data

entry services)

2.5SC/N9001

(Manage

your

Assessment Criteria for Outcomes

PC1. Obtain sufficient information from the
customer /client to understand the need and
perform initial task

PC2. Assist the customer in providing right
information to be entered

PC3. Provide the customer with a
reasonable estimate time of entering data
PCaA4. Prioritize service requests according to
organizational guidelines

PC5. Refer the problem to a competent
technical support team if it cannot be
resolved by the operator

PC6. Record and perform the service
request accurately as per organizational
processes and policies

PC7. Transcribes, enters, and verifies data
from a variety of source material including
financial, personnel, police and other records
or reports

PC8. Receives source documents from
various departments, public, agencies, etc.
and verifies accuracy of material, prior to
input

PC9. Transcribes selected data into a
computer and scans source documents in
accordance with specific program
instructions

PC10. Compares transcribed data, as
displayed on a visual screen, document and
corrects any errors with the source

PC11. Obtain help or advice from specialist
if the problem is outside his/her area of
competence or experience

PC12. Determines the cause of error
message while entering data and makes
appropriate corrections

PC13. Maintains files of source documents
or other information relative to data entered;
PC14. Performs various related functions to
insure that the computer is maintained in a
neat and orderly manner

PC15. Assists in (or performs) the filing and
storage of security and back up data files
PC16. May perform various back-up or relief
clerical duties as needed (i.e., switchboard,
receptionist, fingerprinting, etc. )

PC17. monitor the problem and keep the
customer informed about progress or any
delays in the process

PC1. Establish and agree your work

requirements with appropriate people

Total Out of Marks Allocated
Marks Theory Skills
(200) Practical
12.5 0 12.5
12.5 0 12.5
5 0 5
2.5 0 2.5
2.5 0 2.5
2.5 0 2.5
10 0 10
120
2.5 0 2.5
10 0 10
15 5 10
5 0 5
5 5 0
5 5 0
10 10 0
10 10 0
5 0 5
5 0 5
Total 120 35 85
40 10 5 5

|
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work to meet PC2.Keep your immediate work area clean 5 0 5

requirements) and tidy
PC3. Utilize your time effectively 5 5 0
PC4. Use resources correctly and efficiently 5 25 2.5
PC5. Treat confidential information correctly 5 0 5
PC6. Work in line with your organization’s 25 0 2.5
policies and procedures
PC7. Work within the limits of your job role 25 0 2.5
PC8. Obtain guidance from appropriate 25 0 2.5
people, where necessary
PC9. Ensure your work meets the agreed 25 0 25
requirements

Total 40 12.5 275

PC1. Comply with your organization’s 10 5 5

current health, safety and security policies

and procedures

PC2. Report any identified breaches in 5 0 5
health, safety, and security policies and

procedures to the designated person

PC3. Identify and correct any hazards 10 5 5
that you can deal with safely, competently

3.SSC/N9003 and within the limits of your authority

(Maintain a PC4. Report any hazards that you are not 5 0 5

healthy, safe competent to deal with to the relevant person 40

and secure in line with organizational procedures and

working warn other people who may be affected

environment) PCS5. Follow your organization’s 5 0 5

emergency procedures promptly, calmly,
and efficiently
PC6. Identify and recommend 2.5 0 2.5
opportunities for improving health, safety,
and security to the designated person
PC7. Complete any health and safety 2.5 0 2.5
records legibly and accurately
Total 40 10 30

|
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1 Basic Concepts
O Dual Model
O Important Definitions

0 Concept of Supply - Schedule [, 1l &l

0 Levy & Composition

0 Exemption from Tax

 Reverse Charge Mechanism




Basic Concepts

s GST is India’s biggest tax reform in 60years. It is an Act one if its kind and whereas many
countries across the world have adopted this Act. India, with its wide diversity, has adopted this
much talked about act in its unique way. India has excellently converged the “One Nation One
Tax” slogan with the diverse nature of transactions and inequalities that exist in our nation.

s GST Act is centrally governed by a GST Council which is represented by the Finance Minister
and representatives of all other States. GST Council shall be responsible for all major decisions
regarding the act.

s GST Act is the result of great effort of a tri-way partnership between Government, Professionals
and Business Sector.




VIEWS ON GST BY A FEW LEARNED PEOPLE

-

€6 GST will enable the move
from fragmented economy to
one market... it will boost

iInvestment, growth.”

Arvind Subramanian, Chief Economic
Adviser




ﬂ ICICI Bank

“This initiative is in line with ICICI Bank’s philosophy of ‘Ready For
You. Ready For Tomorrow’, wherein we are committed to
continuously innovate to serve the needs of our customers.
| believe that this new digital facility coupled with our extensive
branch network will offer more convenience to tax payers in
fulfilling the national mission of moving to the GST regime.”.. 2/2

Ms. Chanda Kochhar
MD & CEO, ICICI Bank




Salient Features

One Tax for Manufacturing, Trading & Service

Reduction in Cascading Effect

Inverted Duty Structure Resolved to a great extent

More Revenue to government + Lower Burden on Existing Tax payers : Both are possible
Multiple registrations

Different points of taxation

Online Matching of All Invoices

Uniformity among States




Salient Features

Goods Vs Service — Dilemma — NO MORE!!

Overall Reduction in Prices

Common National Market

Self regulatory System

Simplified Tax Regime

Consumption Based Tax

Abolition of CST

Boost for Make in India — IGST on Imports at full rate

HSN Code Based Classification




Present Reaime vs. GST Regime. GST vs VAT

Comparison

Broad scheme

Tax rates

Cascading
effect

Compliance

Transparent
Tax
Administration

Present
Regime

GST Regime

Separate laws
for Separate
levy

Only one law

Different for
different
states.

Uniform across
all States

Exists due to
credit of CST

Eliminated in
GST

Complex

Less
Transparent

More
Transparent




Important Definitions

The term GST is defined in Article 366 (12A) to mean

“‘any tax on supply of goods or services or both except taxes on supply of the alcoholic liquor
for human consumption’”.

Definition of Supply

‘supply’ includes all forms of supply of goods and/or services such as sale, transfer, barter, exchange,
licence, rental and lease made or agreed to be made for a consideration by a person in the course or
furtherance of business,

(b) importation of service, for a consideration whether or not in the course or furtherance of business.




Important Definitions

Definition of Goods

“‘goods” means every kind of movable property other than money and securities but including
actionable claim, growing crops, grass and things attached to or forming part of the land which are
agreed to be severed before supply or under the contract of supply;

Actionable Claim of only Lottery, Gambling or betting shall be treated as Supply
Intangible Assets like DEPB License to be treated as “Goods”

Definition of Services
In terms of Section 2(102) “Services” means anything other than goods, money and secuirities.




< Definition of AGGREGATE TURNOVER

“turnover” means the aggregate value of all taxable and non-taxable supplies, exempt
supplies and exports, of goods and/or services, to be computed on all India basis and
excludes taxes, if any, charged under this Act;

(Imp for: HSN, Composition, Liability to Register, etc)

% Definition of Job Work
“job work™ means any treatment or process undertaken by a person on goods belonging to
another registered person and the expression “job worker” shall be construed accordingly.

Thus Job work means undertaking any treatment or process by a person on goods
belonging to another registered taxable person. The person who is treating or processing
the goods belonging to other person is called ‘job worker’ and the person to whom the
goods belong is called ‘principal’.




+» Definition of Business

a) any trade, commerce, manufacture, profession, vocation or any other similar activity, whether or not
it is for a pecuniary benefit;

any transaction in connection with or incidental or ancillary to (a) above;

any transaction in the nature of (a) above, whether or not there is volume, frequency, continuity or
regularity of such transaction;

supply or acquisition of goods including capital assets and services in connection with
commencement or closure of business;

provision by a club, association, society, or any such body (for a subscription or any other
consideration) of the facilities or benefits to its members as the case may be;

admission, for a consideration, of persons to any premises; and

services supplied by a person as the holder of an office which has been accepted by him in the course
or furtherance of his trade, profession or vocation; but does not include agriculture;




+» Definition of Business

Excise / Service tax laws do not define the term ‘business’. However, it is defined under the CST Act /
State VAT laws. The definition in the GST law is a modified version of the definition under CST / VAT
laws, in as much as the scope is substantially expanded to include among others wager, profession
and vocation. This definition is very wide and covers all the transactions that are currently subjected to
various taxes that are being subsumed in the GST

Laws.

This definition assumes significance as the proposed levy is on supplies undertaken in the course or
furtherance of business.

Important:

Clause (g) may require understanding of employment as differentiated from profession.

For instance, if a CA in practice provides CFO or Independent Director services, the service Provided
by him may be treated as ‘business’ and not ‘employment’.




% Definition of Business Vertical

“business vertical” means a distinguishable component of an enterprise that is engaged in supplying
an individual product or service or a group of related products or services and that is subject to risks
and returns that are different from those of other business verticals;

Explanation: Factors that should be considered in determining whether products or services are
related include:

(a) the nature of the products or services;
(b) the nature of the production processes;
(c) the type or class of customers for the products or services;

(d) the methods used to distribute the products or provide the services; and

(e) if applicable, the nature of the regulatory environment, for example, banking, insurance, or public
utilities.




Meaning of Furtherance of Business under GST:

U Is the activity, a serious undertaking earnestly pursued?

U Is the activity is pursued with reasonable or recognizable
continuity?

4 Is the activity conducted in a regular manner based on sound and
recognized business principles?

dlIs the activity predominantly concerned with the making of taxable
supply for consideration/ profit motive?

The test may ensure that occasional supplies, even if made for
consideration, will not be subjected to GST.




For example:

An Individual buys car for personal use and sell the same after 1 year to car dealer this is not a
sale under GST No furtherance of business.

A Dealer of AC transfer 1 AC from his stock at his residence for personal use without
consideration shall be treated as supply.

Provision of Supply of goods or services by a society club trust etc to its member shall be treated
as supply.

Transfer of right to use goods shall be treated as supply of service because there is no transfer of

title in such supplies. Such transactions are specifically treated as supply of service in Schedule-
Il of MGL.

Works contract and catering services shall be treated as supply of service as specified in
Schedule-Il of MGL.

Supply of goods on hire purchase shall be treated as supply of goods as there is transfer of title,
albeit at a future date.




Who is Liable to get Registered under GST?

Must register GST
Are you liable to register for GST?

GST registration is mandatory for-

Any business whose turnover in a financial year exceeds Rs 20 lakhs (Rs 10 lakhs for North
Eastern and hill states).

[Note: If your turnover is supply of only exempted goods/services which are exempt under GST,
this clause does not apply.]




»Every person who is registered under an earlier law (i.e., Excise, VAT, Service Tax etc.) needs to
register under GST, too.

»When a business which is registered has been transferred to someone/demerged, the transferee
shall take registration with effect from date of transfer.

»Anyone who deales in inter-state supply of goods
»Casual taxable person

»Non-Resident taxable person

»Agents of a supplier




» Those paying tax under the reverse charge mechanism
» Input service distributor
» E-commerce operator or aggregator

» Person who supplies via e-commerce aggregator

» Person supplying online information and database access or retrieval services from a place
outside India to a person in India, other than a registered taxable person




A person who occasionally supplies goods and/or services in a territory where
GST is applicable but he does not have a fixed place of business. Such a
person will be treated as a casual taxable person as per GST.

Example: A person who has place of business in Bangalore supplies taxable
consulting services in Pune where he has no place of business would be
treated as casual taxable person in Pune.




Special registration for casual taxable person and
non-resident taxable person (section 24)

A casual taxable person or a non-resident taxable person shall apply for
registration at least five days prior to the commencement of business.
Section 24 provides for special provisions relating to casual taxable
person and non resident under GST.

Casual/non-resident taxable person may obtain a temporary registration
for a period of 90 days (extendable for additional 90 days).

A person who obtains registration u/s 24, will be required to make
advance deposit of GST (based on his estimated tax liability).




TYPES OF GST




THERE ARE FOUR TYPES OF GST:

» Central Goods and Service Tax (CGST)
» State Goods and Service Tax (SGST),

» Union Territory Goods and Service Tax (UTGST)

> Integrated Goods and Service Tax (IGST) GOOdS &

Services




O Central Goods and Service Tax (CGST)

CGST is a tax on all intra-State (within the same state) supplies of goods or services or both. The
amount of CGST will go to Central Government.

0 State Goods and Service Tax (SGST)

SGST is a tax on all intra-State (within the same state) supplies of goods or services or both. The
amount of CGST will go to State Government.

U Integrated Goods and Service Tax (IGST)

IGST is a Tax on inter-state (outside state) supply of goods and services, Integrated GST (IGST) will
be collected by Centre. IGST will also apply on imports




lHlustrations

Goods Karnataka Tamil Nadu Inter-State (IGST)
Services Pondicherry Kerala Inter-State (IGST)
Goods Chandigarh* Chandigarh* Inter-State (IGST)
Services Chandigarh* Punjab Inter-State (IGST)

Goods Punjab Chandigarh* Inter-State (IGST)
Goods Delhi Delhi Intra-State (CGST/SGST)
Services Rajasthan Rajasthan Intra-State (CGST/SGST)

Note: Chandigarh is a UT without Legislature;

Explanation to Section 2(2) provides that the term “State” includes a UT with Legislature (Of the 7
UTs, Delhi and Pondicherry are the only 2 UTs with Legislature). In case of a Union Territory if it adopts
the legislature of a particular State say Punjab, then it will be intra-State supply.




Intra-State

(within state)
Transactions

CGST  [9%]

SGST/UTGST  [9%]

Inter-State

(outside state)
Transactions

|GST [18%]




TAXES SUBSUMED/ TAXES THAT SHALL STAY:

Additional
Excise Duties
Service Tax Counter'vallmg
Duties

Central Excise
Cesses
Duty




Octroi and
Entry Tax

Entertainment

Duty Purchase Tax

Value Added
Tax / CST

Luxury Tax




Taxes Not
Subsumed

Due to GST, there is an abolishment of 17 taxes and 22 cesses. This is a relief to investors in
India and Abroad




Protocol to avail and utilise the credit

Credit Of

To be utilised first for payment
of

May be utilised further for the
payment of

CGST

CGST

IGST

SGST / UTGST

SGST/UTGST

IGST

IGST

IGST

CGST and then SGST/UTGST




The Concept Of Supply




(1) For the purposes of this Act, the expression “supply” includes—

(a) all forms of supply of goods or services or both such as
sale,
transfer,
barter,
exchange,
license,
rental,
lease or
disposal

made or agreed to be made for a consideration by a person in the course or furtherance of
business;




(b) import of services for a consideration whether or not in the course or furtherance of
business;

(c) the activities specified in Schedule |, even without a consideration; and

(d) the activities to be treated as supply of goods OR services as referred to in Schedule.

Further, activities or transactions specified in Schedule Il OR notified activities OR
activities undertaken by the Central Government, a State Government or any local
authority shall be treated neither as a supply of goods nor a supply of services.




Concept of Mixed / Composite Supply

This is a new concept introduced in GST which will cover supplies made together whether the
supplies are related or not. The concept of composite supply in GST regime is similar to the concept
of bundled services under Service Tax Laws. However, the concept of mixed supply is entirely new.

Composite supply

Composite supply means a supply is comprising two or more goods/services, which are naturally
bundled and supplied in with each other in the ordinary course of business, one of which is a
principal supply. The items cannot be supplied separately.

Principal
Supply

Supply

[ Composite




Conditions for composite supply-
Any supply of goods or services will be treated as composite supply if it fulfils

BOTH the following criteria:
Supply of 2 or more goods or services together, AND

It is a natural bundle, i.e., goods or services are usually provided together in normal
course of business. They cannot be separated.

lllustration in Revised GST law: Where goods are packed, and transported with
insurance, the supply of goods, packing materials, transport and insurance is a
composite supply. Insurance, transport cannot be done separately if there are no goods
to supply. Thus, the supply of goods is the principal supply.

Tax liability will be the tax on the principal supply i.e., GST rate on the goods.
If the second condition is not fulfilled it becomes a mixed supply.




Mixed supply

Mixed supply under GST means two or more individual supplies of goods or services, or any
combination, made together with each other by a taxable person for a single price.

Each of these items can be supplied separately and is not dependent on any other.
It shall not be a mixed supply if these items are supplied separately.

For tax under GST, a mixed supply comprising two or more supplies shall be treated as supply of that
item which has the highest rate of tax.

lllustration in Revised GST law:

A supply of a package consisting of canned foods, sweets, chocolates, cakes, dry fruits, aerated
drink and fruit juices when supplied for a single price is a mixed supply.

All can be sold separately.

Assuming aerated drinks have the highest GST rate, aerated drinks will be treated as principal

supply.




lllustrations of composite supply are as follows
(a) Supply of laptop and carry case;

(b) Supply of equipment and installation of the same;

(c) Supply of repair services on computer along with requisite parts;

(d) Supply of health care services along with medicaments.




SCHEDULE |
ACTIVITIES TO BE TREATED AS SUPPLY EVEN IF MADE WITHOUT CONSIDERATION

. Permanent transfer or disposal of business assets where input tax credit has been availed on such
assets.

. Supply of goods or services or both between related persons or between distinct persons as specified
in section 25, when made in the course or furtherance of business:

Provided that gifts not exceeding fifty thousand rupees in value in a financial year by an
employer to an employee shall not be treated as supply of goods or services or both.

3. Supply of goods—
a) by a principal to his agent where the agent undertakes to supply such goods on behalf of the
principal; or
b) by an agent to his principal where the agent undertakes to receive such goods on behalf of the
principal.

4. Import of services by a taxable person from a related person or from any of his other establishments
outside India, in the course or furtherance of business.




Schedule I
ACTIVITIES TO BE TREATED AS SUPPLY OF GOODS OR SERVICES

1. Transfer
(a) any transfer of the title in goods is a supply of goods;

(b) any transfer of right in goods or of undivided share in goods without the transfer of title thereof, is a
supply of services;

(c) any transfer of title in goods under an agreement which stipulates that property in goods shall pass
at a future date upon payment of full consideration as agreed, is a supply of goods.

2. Land and Building

(a) any lease, tenancy, easement, license to occupy land is a supply of services;

(b) any lease or letting out of the building including a commercial, industrial or residential complex for
business or commerce, either wholly or partly, is a supply of services.




Schedule I
ACTIVITIES TO BE TREATED AS SUPPLY OF GOODS OR SERVICES

3. Treatment or process / Job Work — Service

4. Transfer of business assets

(a) where goods forming part of the assets of a business are transferred or disposed
of by or under the directions of the person carrying on the business so as no

longer to form part of those assets, whether or not for a consideration, such

transfer or disposal is a supply of goods by the person;




Schedule I
ACTIVITIES TO BE TREATED AS SUPPLY OF GOODS OR SERVICES

(b) where, by or under the direction of a person carrying on a business, goods held or used for the
purposes of the business are put to any private use or are used, or made available to any person for
use, for any purpose other than a purpose of the business, whether or not for a consideration, the
usage or making available of such goods is a supply of services;

(c) where any person ceases to be a taxable person, any goods forming part of the assets of any
business carried on by him shall be deemed to be supplied by him in the course or furtherance of his
business immediately before he ceases to be a taxable person, unless—

(i) the business is transferred as a going concern to another person; or
(ii) the business is carried on by a personal representative who is deemed to be a taxable person.




Schedule I
ACTIVITIES TO BE TREATED AS SUPPLY OF GOODS OR SERVICES

. The following shall be treated as “supply of service”
renting of immovable property;
construction of a complex, building, civil structure or a part thereof, including a complex or building
intended for sale to a buyer, wholly or partly, except where the entire consideration has been
received after issuance of completion certificate, where required, by the competent authority or
before its first occupation, whichever is earlier.
temporary transfer or permitting the use or enjoyment of any intellectual property right;
development, design, programming, customisation, adaptation, upgradation, enhancement,
implementation of information technology software;
agreeing to the obligation to refrain from an act, or to tolerate an act or a situation, or to do an act;
and
transfer of the right to use any goods for any purpose (whether or not for a specified period) for
cash, deferred payment or other valuable consideration.




6. Composite supply

The following composite supplies shall be treated as a supply of services, namely:—
a) works contract as defined in clause (119) of section 2; and

b) supply, by way of or as part of any service or in any other manner whatsoever, of goods, being food or
any other article for human consumption or any drink (other than alcoholic liquor for human
consumption), where such supply or service is for cash, deferred payment or other valuable
consideration. (Restaurant)

7. The following shall be treated as supply of goods

a) supply of goods by any unincorporated association or body of persons to a member thereof for cash,
deferred payment or other valuable consideration.




Composition Scheme




Composition Levy - Sec. 9 of Model GST Law
% Optional Scheme

% Pay an amount in lieu of tax;
Minimum rate to be:
> 2% of the turnover in case of manufacturers; -
» 1% of the turnover in other cases Composition
» 5% In case of Restaurant Services Scheme

under GST
*» No tax to be collected; No Input Tax Credit available Regime




Conditions for Composition:

s Permission of Proper Officer required
* Registered persons
% Aggregate Turnover < Rs. 75 Lakhs

% Aggregate turnover = Value of all supplies (taxable + non-taxable + exempt + exports) — Value of
(RCM supplies* + inward supplies) — taxes under GST

No composition option in the following specific cases:

Services supplied:

Any/ all services (includes goods treated as supply of services)




Goods supplied:

* Non-taxable goods

*» Inter-State outward supplies

s Through e-commerce operators

** Notified goods manufactured by the supplier

» If aggregate turnover (all India basis) of preceding FY exceeds 75 Lakhs (If during the FY, the
aggregate turnover exceeds 75 Lakhs, no composition from the following day.)




Points To Be Noted:

Composition holder also liable to RCM transactions at normal rates.
No ITC available on tax paid under RCM.
Composition Scheme is PAN based,
Thus a dealer shall either opt for composition on all of his business verticals run under the same
« PAN all across the country
OR

« Pay tax at normal rates on all.




Exemption from Tax




Section 2(100) — “non-taxable supply” means a supply of goods or services which is not chargeable to tax
under this Act

= Section 16(1) of IGST Act — “zero-rated supply” means any of the following taxable supply of

goods and/or services, namely -
a) Export of goods and/or services
b) Supply of goods and/or services to a SEZ developer or an SEZ unit




» While the whole exemption list has been finalized as now, it is learned that about 80 items would form
part of exemption list (i.e. no GST would be applicable on it). These items include grains, non-mineral
water, poha etc.

»When A committee of officials headed by Revenue Secretary Hasmukh Adhia was preparing the item-
wise list for GST rates. Sources said that more than 16000 representations were received seeking
exemptions or lower rate of GST.

»Common items exempted by the Centre and states include bread, eggs, milk, vegetables, cereals,
books and salt. These will continue to be exempted.




The GST Council in its meeting on 19th May 2017 broadly approved the list of services exempted from
levy of Goods and Services Tax (GST). In principle, existing (under service tax law) list of exempt
services (by mega exemption notification or specific exemption) coupled with negative list of services as
per Section 66D of Finance Act, 1994 forms ingredient to exemption list of services under GST.

Key services on which exemption under GST continue are:

. Services by way of renting of residential dwelling for use as residence (non-commercial renting
services)

. Services provided to the United Nations or a specified international organization.

. Services by an entity registered under section 12AA of the Income tax Act, 1961 (43 of 1961) by way
of charitable activities

. Services provided by educational institutions




. Services by an artist by way of a performance in folk or classical art forms of (i) music, or (ii) dance,
or (iii) theatre

. Services by an organizer to any person in respect of a business exhibition held outside India

. Services provided by a tour operator to a foreign tourist in relation to a tour conducted wholly
outside India.

. Healthcare services

9. Services by way of admission to a museum, national park, wildlife sanctuary, tiger reserve or zoo;

10. Services by way of collecting or providing news by an independent journalist, Press Trust of India or
United News of India;




SCHEDULE Il
ACTIVITIES OR TRANSACTIONS WHICH SHALL BE TREATED NEITHER AS A SUPPLY
OF GOODS NOR A SUPPLY OF SERVICES

1. Services by an employee to the employer in the course of or in relation to his employment.
2. Services by any court or Tribunal established under any law for the time being in force.

3.
a) the functions performed by the Members of Parliament, Members of State Legislature, Members of
Panchayats, Members of Municipalities and Members of other local authorities;

b) the duties performed by any person who holds any post in pursuance of the provisions of the
Constitution in that capacity; or

c) the duties performed by any person as a Chairperson or a Member or a Director in a body
established by the Central Government or a State Government or local authority and who is not
deemed as an employee before the commencement of this clause.




4. Services of funeral, burial, crematorium or mortuary including transportation of the deceased.

5. Sale of land and, subject to clause (b) of paragraph 5 of Schedule |l, sale of building.

6. Actionable claims, other than lottery, betting and gambling.

Explanation.—For the purposes of paragraph 2, the term “court” includes District Court, High Court and
Supreme Court.




GST RATE — 0%

EXEMPTERITEM

EXEMPTED ITEM

-1 GUR, 1 VEGETABLE OIL,

1 MILK, r PRASAD,

1 EGGS, 1 COMMON SALT,

1 CURD, 1 CONTRACEPTIVE,

1 LASSI, 1 BREAD,

1 UNPACKED PANEER, 1 BINDI,

o1 NATURAL HONEY, 1 VERMILLION,

1 FRESHVEGETABLES, 1 STAMP,

1 FRUITS, 1 JUDICIAL DOCUMENTS,
i1 ATTA, 1 PRINTED BOOKS,

1 BESAN, 1 BANGLES AND HANDLOOM
1 MAIDA, PRODUCTS.
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Reverse Charge Mechanism

India is a country where there are organized, partly organized and
unorganized sectors, which require continuous monitoring for better
tax compliance and coverage. To carry out this function smoothly, the
government had introduced REVERSE CHARGE MECHANISM.




What is Reverse Charge in GST?

Reverse Charge means the liability to pay the tax by person receiving goods and/or services
instead of the person supplying the goods and/or services in respect of specified categories
of supplies. In India, the concept of reverse charge under GST is being introduced which is
already present in service tax. Reverse charge under GST may be applicable for both
services as well as goods. Currently, there is no reverse charge mechanism in supply of
goods.

Example

A manpower supplier of Company ABC has provided services to a Company XYZ.

Bill charged= Rs. 1,00,000 and Tax liability (assumption) = Rs. 15,000 (Rs. 1,00,000*15%)

Service provider Company ABC will send a bill of Rs. 1,00,000 mentioning that the service tax will be
bear by the receiver.

So, Company XYZ will pay Rs. 1,00,000 to Company ABC and will deposit Rs. 15,000 to the
Government.




Comparison

Direct Charge mechanism wunder | Reverse Charge mechanism
GST: under GST:

s

HRecipient

Tax authority Tax anustheowity

In this mechanism, recipient pays tax | In this mechanism, recipient pays tax
to supplier and supplier pays tax to the | for the supplier and deposits the tax
Authority. to Authority.




Situations under which reverse charge can be applied

1. Services through an e-commerce operator

2.Unregistered dealer selling to a registered dealer
In such cases, the registered dealer is required to pay GST on reverse charge basis for
such supply.

3. Reverse charge under GST on services
CBEC has notified a list of services on which tax shall be paid by the recipient on 100%
reverse charge basis:

Non-resident service provider

Goods Transport Agencies

Legal service by an Advocate/ Firm of Advocates

Arbitral Tribunal

Sponsorship Services

Specified Services provided by Government or Local Authority to Business entity




Services of a director to a company
Insurance agent

Recovery Agent of Bank/FI/ NBFC
Transportation Services on Import

Permitting use of Copyright

Radio Taxi services to E-commerce aggregator (eg: Ola, Uber, etc.)




Provisions for Reverse Charge under GST

* Invoicing rules

Every person who is paying tax on the basis of reverse charge has

to mention this fact in his tax invoice that is being issued. A registered
person who is liable to pay tax under reverse charge i.e., the buyer has to
mandatorily issue an invoice in respect of goods or services received by
him from the supplier who is not registered.

 Exemption from paying tax under GST

In general, a person supplying goods/services up to an aggregate turnover
of Rs. 20 lakhs in a financial year is exempted from paying tax. But,
taxpayers paying tax on the basis of reverse charge under GST are
not eligible for this threshold exemption.




« Composition Scheme under GST

In general, small taxpayers with the aggregate turnover of Rs. 75 lakhs in a financial year are
eligible to pay tax under composition scheme. But, taxpayers paying tax on the basis of reverse
charge under GST are not eligible for composition scheme.

Reverse

Chargse




Time of supply

<+ Goods

In the case of supplies of goods when tax is payable under Reverse Charge mechanism, the time of supply
should be earliest of the following dates:
. Date of the receipt of goods, or
. Date on which the payment is made, or
. Date immediately after 30 days from the date of issue of the invoice by the supplier (30 days for goods),
or
. Date of debit in the books of accounts.

++ Services

In the case of supplies of services when tax is payable under Reverse Charge mechanism, the time of
supply should be of earliest of the following dates:
. Date of the receipt of services, or
. Date on which the payment is made, or
. Date immediately after 60 days from the date of issue of the invoice by the supplier (60 days for services),
or
. Date of debit in the books of accounts.




Input Tax Credit under RCM

. The service recipient can avail Input Tax credit on the Tax amount that is paid under reverse charge on goods
and services.

. The only condition is that the goods and services are used or will be used for business or furtherance of
business.

. Unfortunately, ITC cannot be used to pay output tax, which means that payment mode is only through cash

under reverse charge.
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Chapter 1

Basics of Social Media

Marketing



Objectives

* After discussing this chapter, you will be able
to: — Define and explain the concept of Social
Media Marketing

— Discuss the benefits of Social Media Marketing
— Enlist and describe the categories of Social
Media Marketing

— Describe in detail the social influence factors
driving successful Social Media Marketing



Introduction

» Social networks are communities of people
who typically share a common behavior, idea,
interest or activity.

* A social network indicates a graph of
relationships (social familiarities) within a
group of individuals (people, organizations).

* The most popular social networks include
Facebook, MySpace and LinkedIn.



Introduction

» Social networks provide a medium for
people to interact with others who are
influential and make recommendations about
products and services.

* These sites can improve lots of business
activities, including:

— word-of-mouth

marketing,

— market research,
— general marketing, — idea generation & new

product development, — co-innovation,
— customer service, — public relations,



— employee
communications and - reputation management.



Introduction

» Social Media Marketing is marketing that
focuses on people, not products.

* With the explosion of Internet-based
messages transmitted through the Social
Media, they are now a main factor in
influencing many aspects of consumer
behavior, such as

— awareness,
— consideration,

— information gathering, — opinions,
— attitudes,
— purchasing decisions



Introduction

* International marketers need to recognize
the power and critical nature of the

conversations being hold by consumers using
Social Media.

» Consequently, the ability of influencing the
crowd effectively is the main quality needed
by the marketing team.

 Also, what is important

about Social Media

Marketing is that marketer can listen, track
and measure what is shared on the Social
Media Sites in order to improve the offered



message and adapt it more to the customers’
needs.

Introduction

« Companies traditionally used the media to
get their messages out to their audiences via
marketing, advertising, or public relations.

* Marketing and advertising push a message
out to the masses.

« Companies use public relations to supply
news to the media and expert sources to
provide stories about their industry.



Introduction

* One-to-many mass media model has given
way to the social web and a new way of
communicating with people has emerged.

* People no longer rely on the media.

* New tools enable them to network, read
blogs, post comments and reviews, actively
gather news and information, and share this
with others.



Introduction

* People are engaging in conversations.
* Conversation is the new marketing.

* Tapping into these conversations shows
where your audience is spending time online,
and what subjects and issues are of interest
to them.

.




Introduction

* The very onset the difference between social
marketing and social media marketing.

* While the former deals with marketing a
cause for the common good, social media
marketing is about using platforms like Twitter
or Facebook to promote products and
services.

* Because you are selling an idea here
through social marketing and not tangible
products and services, your approach has to
be a little different from the run-of-the mill
online campaigns.



Introduction

* Writing blog posts and articles about your
cause and publishing them online will only
take you to a certain extent.

* The real power of social marketing lies in
unleashing your ideas on the social media
platforms.

« Social media networks, especially Facebook,
have avenues that will lead you to the correct
group of people who will do more for your
cause than misdirected marketing messages
strewn across digital pathways.



“we school

Introduction

* To make your social marketing venture a
success, you need sizzling content.

* Your content must have the power to cut
through the layers of cynicism in people today
and make an impact. - It helps to address
people who you know are sympathetic about
the cause that you are looking to uphold.



Basics of Social Media Marketing

» Social media has been a buzz word from the
last few years now in the digital world.

* It has helped a number of online businesses
to constantly contact their users in a very
effective way. - It is possible for a business to
have an online presence all on own butitis
much sensible idea to hire social media
marketing consultants in India to help get
good visibllity.



Basics of Social Media Marketing

* The internet has now become the most
common tool that consumers use to find
information on products and services that
they are considering buying.

* Whether they like it or not, people are
holding conversations on the internet about
the products and services they have used,
sharing both good and bad experiences and
feedbacks.

 Actually, almost two out of every three
conversations online refers to a brand,
product or service.



Basics of Social Media Marketing
decisions,

 Indeed, word-of-mouth is  as a social feedback loop

considered to be the IS created through the
most trusted source of use of Social Media and

information. will highly influence the

+ Therefore, Social Media ~ consideration stage of
largely affects the purchase channel.

customers’ purchase * The consideration process

because consumers usually seek other
opinions and recommendations.

* The effects of Social Media are really
important
through which consumers evaluate purchase




options has been under-utilized by too many
marketers.

Basics of Social Media Marketing

« Social media marketing services in India
and the world over can be utilized to gain
maximum

visibility, improved sales and better brand
awareness.

« Companies offering different types of digital
services use a number of Social media
marketing platforms to help

businesses promote their business.



Basics of Social Media Marketing

 Facebook -

— The most popular Social media marketing
networking site on the Internet.

— By using this platform, it becomes very easy for
a business to measure the demographics and
interests of their prospective customers.

— The brand page of a business will have more
and more friends and fans and will get more
recognition in market.



Basics of Social Media Marketing

o Twitter —

— Allows businesses to broadcast short
messages to their followers, customers and

prospects.

— Mainly, this social networking site is used to
publicize promotions and launch new products
and events. — Professional digital agencies help
businesses to take help of this site in the best
possible way to promote their products and
services.



Basics of Social Media Marketing

e LinkedIln —

— Used by businesses to share business
information with others in the same target

industry.

— It allows them to join groups related to their
iIndustry and get relevant valuable suggestions
from other professionals in the same field.



Basics of Social Media Marketing

* Reaching out to so many people has never
been so easy for businesses before.

* These professionals are experts in their field
and have the appropriate knowledge to
iImplement the right marketing strategies.

» Social media marketing services in India are
no doubt, the most innovative way to make
one's business or presence visible in the
market.



The benefits of Social Media
Marketing

« Social Media Marketing can be using
unconventional means to achieve
conventional goals, through the use of
creativity, community, and relationships
instead of big budgets to achieve marketing
objectives.

« Every marketer is now armed with highly
effective online communications tools that
enable him to garner the same level of

influence that many large corporations have.

« Social media marketing is a new approach



which is widely used for the promotions and
information exchange in the business world.

The benefits of Social Media
Marketing

* For every business using Social Media
Marketing, the challenge is to find on which
Social Media channels its audience and
customers spend their time and hold
conversations.

* By reading, listening and analyzing their
target audience’s activities, marketers will be
able to determine where, when, who and how



the consumers are interacting in the Social
Media Universe.

The benefits of Social Media
Marketing

* Whether it is concerning large multinationals
or small and medium-sized enterprises,
Social Media Marketing presents many
significant benefits for the companies’
success.

» Social Media platforms foster communication
around brands and products, enhancing
positive as well as negative word-of-mouth
around a business and its products and



services.

* Any message or piece of information shared
on the Social Media channels can be seen by
thousands of people in an extremely short
period of time.

The benefits of Social Media
Marketing

« With the Social Media, once a customer has
purchased the brand, product or service, he
will use it, experience its advantages and
disadvantages and form its personal opinion.

* These people will be in the second stage of



consideration in the purchase channel.

* |t is safe to say that it has revolutionized
business completely.

* The alternatives offered are a budget friendly
way of communicating and disseminating
information.



The benefits of Social Media
Marketing

* Direct communication

« Brand exposure and awareness

* Ability to advertise more effectively
* Cost effective

e Save up on time

* Increasing Organizational visibility

 Leads generation

 Targeted traffic

« Effective monitoring of competitors



 Target specific Information

The benefits of Social Media
Marketing

 Direct communication

— Social Media Marketing facilitates one to one
communication between the company and its
customers. — At any point, organizations are free
to ask for feedback and suggestions for ways to
Improve their services and products. — This
factor brings about proper customer engagement.



The benetfits of Social Media Marketing

* Brand exposure and awareness

— The main benefit acquired by Dbusinesses
implementing Social Media strategies represents
the increase in brand exposure.

— Brand exposure occurs when the customer becomes
aware of a product, service or advertisement through
at least one of their five senses, whether or not they
paid attention to it.

— Companies can heavily use Social Media Marketing
to build their brand’s reputation and enhance their
popularity. This is also called online reputation
management.



The benefits of Social Media
Marketing

* Ability to advertise more effectively

— Setting up pages and profiles on Social Media
channels offers many opportunities for
advertising and for the brand to be seen and
reached by its audience.

— Exposure is the first step for new brands.

— The brand’s Social Media pages provide the
opportunity to present the products and services
In a more interactive way.



The benefits of Social Media
Marketing

* Cost effective

— One of the biggest advantages of Social Media
Marketing is that it is extremely cost effective.

— Social Media Marketing is a promotional tool
that does not need high advertising costs or an
extremely high amount of time.

— It is a strategy of doing good and costless
business marketing.



The benefits of Social Media
Marketing

* Cost effective

— If compared to other offline promotional
activities Social media is relatively inexpensive
because of its viral characteristics.

— Social Media Marketing guarantees relatively
low costs, effectiveness and measurability.

— Social Media optimization will also offer
long-term results such as building trusted
relationships with the customers.



The benefits of Social Media
Marketing

« Save up on time

— Social Media Marketing is that tool which is
available 24/7 for all 365 days.

— With various tools available most of the work
can happen on a weekend or on the go using
just a smart phone.



The benefits of Social Media
Marketing

* Increasing Organizational visibility

— Social Media Marketing increases brand
awareness by extending the online presence of
the products and brand. — When Social Media
platforms are widely used by a business, it
becomes extremely important to measure the
impacts of Social Media Marketing on brand
awareness. — Building an optimized social media
presence to increase the brands’ online
awareness has become an absolute must for
digital marketing.



The benefits of Social Media
Marketing

* Increasing Organizational visibility

— Social Media signals are beginning to play an
Important role with organic rankings.

— With Social Media Optimization (SMO),
businesses can get a hefty boost in Search
Engine Optimization (SEO) initiatives.



The benefits of Social Media
Marketing

* Increasing Organizational visibility

— All the traffic generated from Social Media
channels can improve the consumer’s perception
of the brand. — Businesses can get traffic straight
from the content they publish on their Social
Media pages and from the people who have read
the content, like it, share it and talked about it
online.



The benefits of Social Media
Marketing

* Leads generation

— Leads are defined as potential customers or
sales prospects.

— With the millions of users connecting everyday
on the different Social Media sites, every
business is bound to have some prospective
customers somewhere on these sites.



The benefits of Social Media
Marketing

* Leads generation

— Every person who likes the Facebook page of
the company, or follow the Twitter profile is a
potential customer.

— The challenge is to encourage people to visit
the companies’ Social Media sites and once they
are there, companies need to create enough
value for them to hang around.

— The personality of the brand needs to
expressively high lightened on the Social Media
sites.



The benefits of Social Media
Marketing

* Targeted traffic

— With millions of users, Social Media Sites
makes a convenient target base for people who
are trying to market products or services to
people online.

— Search Engine Optimization (SEO) still plays a
significant role in the website traffic, but Social
Media has opened many new doors, generated
an extremely high amount of online traffic.



The benefits of Social Media
Marketing

* Targeted traffic

— Social Media Sites will drive targeted visitors
back to the company’s website.

— In order to define targeted traffic, we should
provide a definition of traffic first.

— Traffic occurs whenever a person visits a
website. — There are lots of techniques for
getting traffic to websites and they can easily get
thousands of visitors every day.



The benefits of Social Media
Marketing

* Targeted traffic

— In contrast, targeted traffic is traffic that reached
a website thanks to an interest in the product or
service offered. — Targeted traffic is when the
audience reads an ad for a product or service
that a brand is promoting on its website and they
are actually interested in purchasing that

product, and so they click this link to go to the
company’'s website.



The benefits of Social Media
Marketing

* Targeted traffic

— One of the biggest advantages that advertising
through Social Media can offer marketers is the
ability to specifically target customers based on a
variety of different factors.

— Social Media sites are storing all kinds of data
on their users, such as age, gender,
geographical location, interests, and many other
pieces of information.



The benefits of Social Media
Marketing

 Effective monitoring of competitors

— Besides, Internet and Social Media has
completely transformed the way market research
and competitor monitoring is being
accomplished.

— Thanks to the amount of data left in the archive
of the Social Media channels, information about

the target audience and the competitors is easily
accessible.



The benefits of Social Media
Marketing

 Effective monitoring of competitors

— On the one hand, Social Media channels offer
the opportunity to spy on competition.

— Any brand can watch and read closely what is
taking place on its competitors’ website, blogs,
and Social Media sites.

— Competitive benchmarking is an important part
of any Social Media strategy.



The benefits of Social Media
Marketing

 Effective monitoring of competitors

— First, it is worth examining how active the
competitors are on their Social Media sites every

day
— Then, marketers can set up Google Alerts in

order to get a message every time a specific
word is being used on the Internet.

— This technique is a perfect way of discovering
where the audience is and which Social Media
strategies are working.



The benefits of Social Media
Marketing

 Effective monitoring of competitors

— It will help the brand to differentiate itself and
stay ahead from the competitors.

— Many other tools are available for marketers
such as Hyper alerts, Twitter Search or Social
Mention.

— The use of Social Media to research
competitors provides valuable information for any
business looking to implement a smart Social
Media Marketing strategy.



The benefits of Social Media
Marketing

 Effective monitoring of competitors

— Understanding the competitors’ activities offers
insight into which strategies are successful and
which strategies are not, and thus helps driving
decision making without the expense and risk of
trying them first.

— Additionally, finding out how consumers feel
about a brand, its product and services when
compared to its competitors that are offering
similar products and services help the business
to strengthen the features that customers like,
and make alterations where they feel that the



company is lacking, when compared to the
competition.

The benefits of Social Media
Marketing

* Target specific Information

— The data available on the Social Media
channels also directly concerns the target
audience.

— Although marketers may not have the ability to
control what goes on with Social Media, they can
definitely learn from it.

— Social Media can thus be compared to one big
ongoing focus group that provides constant
iInsight into consumer perceptions on brands.




The benefits of Social Media
Marketing

* Target specific Information

— Marketers will use the best marketing
techniques and design the most adequate
marketing message to reach directly their target
market.

— Finally, Social Media channels offer the
opportunity to test the marketing campaigns and
gather feedbacks before spending the money on
trying to reach the target market as a whole.



Categories of Social Media
Marketing

* The Social Media domain is a huge medium
that can be divided in many different types of
categories also called as channels.

* Every marketer has his own way of
distinguishing one Social Media from another.

* We will analyze the Social Media Starfish of
Robert Scoble, before taking a closer look
into the Social Media Landscape by Fred
Cavazza.



Categories of Social Media
Marketing

» Social Media
Starfish of
Robert

Scobl



Categories of Social Media
Marketing

* According to Robert Scoble, the Social
Media Starfish illustrates the different Social
Media channels that people are using to
iInteract on the Internet.

* It shows the evolving Social Media
landscape. < Although this model is very
famous in the Social Media Marketing
domain, it was developed in 2007 and is thus
far out of date.



Categories of Social Media
Marketing

 Indeed, Robert Scoble put Conversions into
the center of his starfish, which is nowadays
completely irrelevant, as it has been proven

again and again that Social Media

* Marketing is based on the People, and
nothing else. < Also, the examples chosen are
very limited and missing the latest Social
Media sites that have been launched and has
developed themselves lately, such as
Pinterest or Google+ for instance.



Categories of Social Media
Marketing

* The Social Media
Landscape

2008 by

Fred

Cavazza



Categories of Social Media
Marketing

* Fred Cavazza, a French web business
consultant, has become famous with his blog
posts presenting his vision of the Social
Media Landscapes every year.

* He started in 2008, dividing the Social Media
channels into ten main groups:

— publish, share, discuss, social networks, micro
blog, lifestream, livecast, virtual worlds, social
games and MMO.



Categories of Social Media
Marketing

* Through the years, he has been updating his
model with the changes in Social Media
Marketing.

* |n 2009, he started to put the social
platforms in the center of the Social Media
Landscape, with four main groups around:

— Expressing, Networking, Sharing and Gaming.
* Then, in 2011, Cavazza gave the central
position of his model to Facebook and
Google, which are both connected to the
seven main areas of Social Media: — Publish,



Share, Discuss, Commerce, Location, Network
and Games.

Categories of Social Media
Marketing

 The Social

Media Landscape
2012, by
Fred Cavazz



Categories of Social Media
Marketing

* In Fred Cavazza's latest version of the
Social Media Landscape 2012, the central
position of the figure is taken by Facebook,
Twitter and Google+, because he wants to
emphasize the fact that they are providing a
large variety of functionalities, and that they
are often used as relays for what internet
users are doing on other platforms.

* Also, he has added some new players, a
generalization of conversations and
interactions, and the addition of device types



such as laptops, smartphones, tablets and
connected devices.

Categories of Social Media
Marketing

 This graph illustrates greatly the very dense
ecosystem which symbolizes Social Media,
spreading the various services over families:

— Publishing:

* blog engines (WordPress, Blogger...), wiki platforms
(Wikipedia, Wikia...), lifeblog services (Tumbilr,
Posterous...) and social Q&A (Quora)

— Sharing:

 dedicated online services for videos (YouTube,
Dailymotion, Vimeo...), pictures (Flickr, Instagram...),



links (Delicious, Digg...), products (Pinterest), music
(Spotify...) and documents (Slideshare, Scribd...)

Categories of Social Media
Marketing

 This graph illustrates greatly the very dense
ecosystem which symbolizes Social Media,
spreading the various services over families:
— Playing:

* major editors (Zynga, Playdompcap...), dedicated
platforms (Hi5...) and smaller but innovative editors
(Digital Chocolate, Kobojo...)

— Networking:
» professional (LinkedIn, Viadeo...), personal



(MySpace, Badoo...) or for former acquaintances
(MyYearBook, Classmates...)

Categories of Social Media
Marketing

 This graph illustrates greatly the very dense
ecosystem which symbolizes Social Media,
spreading the various services over families:
— Buying:

 customer intelligence platforms (Bazaarvoice,
PowerReviews...), purchase sharing (Polyvore),

recommendation (Hunch) or social commerce
offerings (Boosket)

— Localization:
* mobile applications (Foursquare, Path...), socialized



city guides (Yelp, DisMoisOu...) or upcoming events
or venues (Plancast).

Categories of Social Media
Marketing

* The seven types of Social Media channels
affecting businesses will be the following:
— Social Networks:

 e.g. Facebook, MySpace, Linkedln, Google+...

— Blogs and Microblogs:

* e.g. WordPress Blogger, Twitter...

— Content Communities or Media Sharing Sites
(Video/Audio/Photo/Presentations):

* e.g. Flickr, YouTube, Dailymotion, Vimeo, Picasa,



Pinterest, Slideshare...
Categories of Social Media

Marketing

* The seven types of Social Media channels
affecting businesses will be the following:
— Wikis or User Generated Content (UGC):

* e.g. Wikipedia, WikiTravel, World66...

— Social Bookmarking & News Sites:

* e.g. Digg, Reddit, Diigo, Delicious, Google Reader...
— Discussion Forums and Message Boards:
 e.g. Phorum, Yahoo Groups, PHPDbbD...

— Social Events:

 e.g. Eventful, Meetup...



Social Media Marketing: Factors
influencing online marketing

 Real-time Interaction

— Social Media channels represent a wide
Interactive dialogue between brands and their
current and

prospective customers.

— Through the Social Media Sites, consumers are
able to leave feedbacks and share their opinions,
but they can also request help and support.

— The communication is interactive and often
fosters relationships between companies and
their customers.



Social Media Marketing: Factors
influencing online marketing

 Real-time Interaction

— On the companies’ blogs, pages and profiles,
customers can leave feedbacks, expressing their
true thoughts and feelings about a company and
Its products and services.

— Feedbacks may include general opinions of the
brand, experiences trying the products and
services, convenience with the buying process,
and even the way that consumers feel about the
look and usability of the company’s website.



Social Media Marketing: Factors
influencing online marketing

 Real-time Interaction

— Negative word-of-mouth can expand really
quickly with the Social Media channels.

— If a negative opinion goes viral through Social
Media’s worldwide interconnected platforms,
marketers have the opportunity and responsibility
to provide a quick and effective response.



Social Media Marketing: Factors
influencing online marketing

 Quality Customer Service

— By offering such a quick, efficient and
personalized customer service, consumers will
appreciate it and feel different. Strengthening the
customer service online is also a way of
presenting the brand, products and services in a
more human, interactive way.

— It offers a human face in the form of a social
spokesperson, with person-to-person
conversations which build trust in the company’s
authenticity and

professionalism.



Social Media Marketing: Factors
influencing online marketing

 Benefits in PR and Human Relations

— Another important benefit for businesses
implementing a Social Media strategy is
concerning the domains of Public Relations and
Human Resources.

— Public Relations specialists were some of the
first people to embrace the power of Social
Media.

— They use it every single day to get the word out
about clients, to communicate with customers
and to respond to questions or problems.



Social Media Marketing: Factors
influencing online marketing

 Benefits in PR and Human Relations

— Business-to-business

companies might easily

find prospective

customers, while any type of business can use
LinkedIn to look for

employees, posting job

alerts and connecting with future potential
employees.

— Public relations and social
media are both about creating and fostering
relationships.



— Professional networking has been made
exponentially easier with social media.
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Training Parameters

Sector

Sub-Sector

Occupation

Country

NSQF Level

Aligned to NCO/ISCO/ISIC Code

Minimum Educational Qualification and
Experience

Pre-Requisite License or Training
Minimum Job Entry Age

Last Reviewed On

Next Review Date

NSQC Approval Date

QP Version

Model Curriculum Creation Date
Model Curriculum Valid Up to Date
Model Curriculum Version
Minimum Duration of the Course

Maximum Duration of the Course
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Tourism and Hospitality

Restaurant

Roadside Eateries
India

4
NCO-2015/5212.9900

Basic Literacy and Numeracy

NA

18 years

24/06/2021
24/06/2024
24/06/2021

2.0

24/06/2021
24/06/2024

1.0

376 Hours, 0 Minutes

616 Hours, 0 Minutes
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Program Overview

This section summarizes the end objectives of the program along with its duration.

At the end of the program, the learner will be able to:

e Explain the ways to arrange for the vending requirements

o Perform the activities to load the vending cart and travel to the vending location

e Apply appropriate practices to set the cart for food vending operations

e Employ appropriate practices to cook and serve various food items to the customers

e Explain the procedure to close the day’s operations

£l

Skl India

e Employ appropriate practices to communicate effectively with guests, colleagues, and superiors

to achieve a smooth workflow

e Apply gender and age-sensitive service practices

e Describe the protocols related to confidentiality of the organizational information and guests’

privacy

e Apply health, hygiene, and safety practices at the workplace

Compulsory Modules

The table lists the modules, their duration and mode of delivery.

NOS and Module Details

Bridge Module
Module 1: Introduction
to Roadside Eateries &
Street Food Vendor

THC/N3009 - Prepare
for Food Vending
Operations

NOS Version No. 2.0
NSQF Level 4

Module 2: Arrange for
Vending Requirements
THC/N3010 - Sell Food
to Customers at
Vending Location

NOS Version No. 2.0
NSQF Level 4

Module 3: Load the Cart
and Travel to Vending
Location

Module 4: Set the Cart to
Cook and Serve the Food

Theory
Duration

04:00

04:00

32:00

32:00

72:00

20:00

32:00

Practical
Duration

00:00

00:00

40:00

40:00

72:00

24:00

36:00

3 | Street Food Vendor- Standalone

On-the-Job Training On-the-Job Training

Duration Duration
(Mandatory) (Recommended)
00:00 00:00
00:00 00:00
00:00 84:00
00:00 74:00
00:00 100:00
00:00 32:00
00:00 40:00

Total
Duration

04:00

04:00

72:00

72:00

144:00

44:00

68:00
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Module 5: Perform the

Activities to End the
Day’s Business

THC/N9901 —
Communicate
Effectively and Maintain
Service Standards

NOS Version No. 2.0

NSQF Level 3

Module 6: Maintain
Effective Communication
and Service Standard
THC/N9903- Maintain
Organizational
Confidentiality and
Respect Guests’ Privacy
NOS Version No. 2.0
NSQF Level 3

Module 7: Organizational
Confidentiality and
Customer Privacy
THC/N9906 — Follow
Health, Hygiene and
Safety practices

NOS Version No. 2.0
NSQF Level 3

Module 8: Basic Health
and Safety Standards
Total Duration

20:00

32:00

32:00

16:00

16:00

24:00

24:00
180:00

1,

A EEA
R BN Bk,
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12:00

40:00

40:00

04:00

04:00

40:00

40:00
196:00
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28:00
32:00
32:00
08:00

08:00

16:00

16:00
240:00

Skl India

32:00
72:00
72:00
20:00

20:00

64:00

64:00
376:00
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Module Details

Module 1: Introduction to Roadside Eateries & Street Food Vendor
Bridge Module

Terminal Outcomes:

e Qutline the overview of Skill India Mission

e Describe the Hospitality Industry

e Define the roles and responsibilities of a Street Food Vendor
e Explain the scope of work for a Street Food Vendor

Duration: 04:00 Duration: 00:00
Theory — Key Learning Outcomes Practical — Key Learning Outcomes
e Discuss the objectives and benefits of NA

the Skill India Mission

e Describe the Tourism and Hospitality
Industry and its sub-sectors

e Elaborate the hierarchy of small,
medium, and large Restaurants

e Discuss the roles and responsibilities of
a Street Food Vendor

e Describe the attributes required for a
Street Food Vendor

e Elaborate the scope for the Street Food
Vendor in the Tourism and Hospitality
Industry

e Explain different types of vending carts
or vehicle, like open wooden cart, glass-
walled cart, ice-cream cart, table cart,
etc.

Classroom Aids
Whiteboard, Marker, Duster, Projector, Laptop, PowerPoint Presentation

Tools, Equipment and Other Requirements
NA

5 | Street Food Vendor- Standalone
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Module 2: Arrange for Vending Requirements
Mapped to THC/N3009 v 2.0

Terminal Outcomes:

Apply appropriate practices to decide the vending location

Describe the procedure to arrange for the cart, equipment and other resources for the

vending operations

Perform the activities to create the menu and price the menu items

Duration: 32:00
Theory — Key Learning Outcomes

Discuss the factors to be considered for
deciding the vending location and its
importance for profitable business
Elaborate the procedure to conduct
market survey and competitor analysis
Explain FSSAI, HACCP and ISO 22000
standard protocols related to Food
production, Food safety and quality
standards

Discuss various state and local
regulatory requirements related to food
vending operations and their
significance

Elaborate the types of cooking and
serving equipment required for food
vending operations, like stove, oven,
utensil, crockery, cutlery, commercial
cylinders, etc.

Elaborate different strategies to
determine the price of the food items
Explain the features of the vending
locations for profitable business
Elaborate minimum wage policy and
compensation rules

Discuss the procedure of resource
planning for vending operations

Classroom Aids
Training kit (Trainer guide, Presentations), White board, Marker, Projector, Different types of
Carts pictures, Laptop, Presentation, Participant Handbook and Related Standard Operating
Procedures

Tools, Equipment and Other Requirements
Survey register, Stove, Ovens, Commercial Cylinder, Utensil, Crockery, Cutlery

6 | Street Food Vendor- Standalone

Duration: 40:00
Practical — Key Learning Outcomes

Employ proper inspection methods to
survey the location from different
aspects (like, customer accessibility,
security, cleanliness, sources of water,
customers’ profile, competitors, etc.)
for profitable business

Employ appropriate ways to customize
the vending cart as per the business
requirements

Demonstrate the procedure of vending
cart registration

Show how to arrange and operate
various equipment required for food
vending operations

Prepare a sample menu for the food
items to be sold

Employ proper techniques to
determine the price of various food
items

Apply appropriate practice to
determine the human resource
requirement for vending operations
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Module 3: Load the Cart and Travel to Vending Location
Mapped to THC/N3010v 2.0

Terminal Outcomes:

Explain the procedure to load the vending cart with food, equipment, and other essentials

Discuss the importance of carrying out the food vending cart safely

Duration: 20:00
Theory — Key Learning Outcomes

Discuss the importance of maintaining
cleanliness and hygiene of the cart and
vending equipment, utensils, crockery,
etc.

Explain the methods of packing and
storing various pre-cooked/semi-
cooked food items and condiments as
well as beverages to be sold on the cart
Explain the importance of loading
potable water, first-aid kit, and waste
disposal unit on the cart

Discuss the importance of planning the
route to travel with the cart

Describe local and state-specific traffic
rules and regulations

Explain the significance of parking the
cart properly

Classroom Aids
Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements
Water dispenser, Utensils Duster, Cooking furnace, Cart, Cleaning detergent and chemicals

7 | Street Food Vendor- Standalone

Duration: 24:00
Practical — Key Learning Outcomes

Employ appropriate practices to clean
and sanitize the cart, utensils and other
vending tools, equipment, etc.

Show how to pack and store various
food items and condiments to keep
them fresh and leakage proof

Apply appropriate practices to

ensure adherence to the traffic

rules while relocating the cart
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Module 4: Set the Cart to Cook and Serve Food
Mapped to THC/N3010v 2.0

Terminal Outcomes:

Perform the tasks of maintaining professional etiquette at the workplace
Describe the ways of setting up the sitting area near the vending cart

Explain the procedure to prepare and serve different food items

Apply appropriate practices to collect the payment from the customers

Duration: 32:00
Theory — Key Learning Outcomes

Outline the importance and procedure
of maintaining cleanliness of work area
Explain the importance of maintaining
the quality standards of different food
ingredients and other items

Describe various techniques to attract
the customers, such as proper placing
of banners, plating of prepared food,
displaying the menu, etc.

Discuss the importance of
communication etiquette and body
language while greeting the customers,
taking orders from them, and serving
the ordered food items to them
Elaborate different types of menus
served in vending cart

Elaborate various types of ingredients
required for various dishes, their
characteristics, and functions

Explain basic food preparation
techniques (marinating, chopping,
slicing, etc.) and cooking methods
(boiling, frying, grilling, etc.)

Explain recipes of different food items
and appropriate methods to serve the
food to the customers

Discuss the techniques of cash
management

Classroom Aids
Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements
Water dispenser, Stove, Ovens, Commercial Cylinder, Utensil, Crockery, Cutlery, Sample bill

8 | Street Food Vendor- Standalone

Duration: 36:00
Practical — Key Learning Outcomes

Demonstrate how to maintain the
cleanliness and hygiene of the vending
area as well as various utensils and
equipment

Apply appropriate inspection methods
to check the ingredients and other
items for quality standards, expiry date
etc.

Employ appropriate practices to set the
benches, tables and chairs for the
customers

Dramatize how to use various
techniques to attract the customers
Employ appropriate techniques to
greet the customers and handle the
orders

Demonstrate how to perform basic
tasks like slicing, chopping, marinating,
boiling, frying, grilling, etc.
Demonstrate how to prepare various
food items and serve them to the
customers

Prepare the bill to collect the payment
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Module 5: Perform the Activities to End the Day’s Business
Mapped to THC/N3010v 2.0

Terminal Outcomes:

e Describe the ways to close the day’s operation
e Explain the procedure to handle hazardous equipment

Duration: 20:00 Duration: 12:00
Theory — Key Learning Outcomes Practical — Key Learning Outcomes
e Discuss the importance of cleaning and e Employ proper ways to end day’s
disinfecting the cart, bench, utensils, activities
tools, and equipment, before closing for e Demonstrate how to handle various
the day’s activities hazardous objects and equipment

e Explain waste management techniques

e Discuss the importance and procedure
of cleaning the vending area to end the
day’s operation

e Explain the ways to avoid accidental
risks while handling hazardous
equipment and objects

Classroom Aids

Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements

Vending cart, Various equipment, utensil, etc. Waste bin, Cleaning liquid and solution

9 | Street Food Vendor- Standalone
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Module 6: Maintain Effective Communication and Service Standard
Mapped to THC/N9901 v 2.0

Terminal Outcomes:

Explain professional protocols and etiquette of effective communication with customers,

colleagues, and superiors

Describe the ways to show sensitization towards different age groups, gender and persons

with disabilities

Duration: 32:00
Theory — Key Learning Outcomes

Discuss the importance of
professionalism, etiquette and ethical
behaviour at the workplace

Discuss the importance of effective
communication

Explain the importance of customer
satisfaction and customer feedback
Outline the procedure of receiving
feedback and complaints constructively
Describe various ways to handle
customer complaints

Discuss different ways to improve the
customer experience

Explain the importance of gender and
age sensitivity

Discuss gender and age-specific
requirements of the customers
Discuss the specific needs of People
with Disabilities

Discuss the importance of reporting
Sexual harassment at workplace
Discuss ways of escalating problems,
reporting workplace issues, and
receiving feedback from the superiors

Classroom Aids
Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements
Sample of escalation matrix, Organisation structure

10 | Street Food Vendor- Standalone

Duration: 40:00
Practical — Key Learning Outcomes

Demonstrate the standard procedure
to welcome and greet the customers
Dramatize appropriate communication
skills and etiquette while interacting
with customers, colleagues, and
superiors

Role play a situation on how to handle
customer complaints effectively

Role play appropriate behavioural
etiquette towards all ages, genders
and differently abled people as per
specification
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Module 7: Organizational Confidentiality and Customer’s Privacy
Mapped to THC/N9903 v 2.0
Terminal Outcomes:
e Explain how to maintain the confidentiality of the organization
e Describe the protocols related to the privacy of customer information
Duration: 16:00 Duration: 04:00
Theory — Key Learning Outcomes Practical — Key Learning Outcomes
e Explain the significance of maintaining e Employ appropriate ways to use, store
organizational confidentiality and and dispose of the organizational and
customer privacy in the hospitality customer information
industry

e Discuss the Intellectual Property issues
and policies affecting the organization
and customer privacy

e Explain the procedures to report the
infringement of IPR to the concerned
person

e Discuss the usage, storage and disposal
procedures of confidential information
as per specification

Classroom Aids

Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements

Handouts of IPR guidelines and regulations

11 | Street Food Vendor- Standalone
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Employ appropriate health, hygiene, and safety practices at workplace

Apply precautionary health measures

Employ effective waste management practices

Duration: 24:00
Theory — Key Learning Outcomes

Discuss the concept and importance of
personal and workplace hygiene
Discuss best practices to maintain
personal hygiene

Explain the ways to clean and sanitize
the workplace and related equipment
Describe standard safety procedures to
be followed while handling tools,
material, and equipment

Outline the purpose and usage of
various Personal Protective Equipment
(PPE)required at the workplace

Explain the importance of preventive
health check-up organized by the
company

Describe the causes of risks and
potential hazards in the workplace and
ways to prevent them

List different safety warning signs and
labels at workplace

Discuss ways to identify hazards at the
workplace

List the components of the first-aid kit
Explain the procedure to report
accident and other health related
issues as per SOP

Classroom Aids
Training kit (Trainer guide, Presentations), White board, Marker, Projector, Laptop, Presentation,
Participant Handbook and Related Standard Operating Procedures

Tools, Equipment and Other Requirements
Personal Protection Equipment: Safety glasses, Head protection, Rubber gloves, Safety footwear,
Warning signs and tapes, Fire extinguisher, First aid kit, Relevant Standard Operating Procedures
and Sample reports

12 | Street Food Vendor- Standalone

Duration: 40:00
Practical — Key Learning Outcomes

Demonstrate the procedure of routine
cleaning and sanitization of tools,
equipment, and other articles

Employ different ways to keep work
area clean, hygienic and hazard free
Demonstrate how to use and dispose of
relevant protective equipment as per
tasks and work conditions

Perform basic first-aid procedures
Dramatize on mock safety drills for
emergency situations

Perform waste disposal procedures at
the workplace depending on the types
of waste

Role play a situation on reporting safety
and security breaches to the supervisor
Prepare a sample incident report
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Module 9: On-the-Job Training
Mapped to Street Food Vendor- Standalone

Mandatory Duration: 00:00 Recommended Duration: 240:00
Location: On Site
Terminal Outcomes

e Perform the activities to decide the vending location

e Perform the tasks of customization and registration of the vending cart

e Demonstrate appropriate operation and use of various equipment

e Prepare sample menu for food vending

o Apply professional skills to determine the price for various food items

e Perform the activities to hire for the human resources as per business requirements

e Demonstrate how to load the cart with required ingredients, food items, water,
equipment, and other essentials

e Perform the activities to pack and store the ingredients and food items for vending
operations

e Apply appropriate practices to travel with the loaded vending cart towards vending
location and set it properly

e Perform the activities to ensure cleanliness and hygiene of the vending area, equipment,
utensils as well as the vending cart

e Perform the activities to maintain quality standard of various ingredients and food items

e Demonstrate correct table set up procedure for the vending operations

e Apply professional skills to attract customers

e Employ appropriate practices to greet and welcome the customers

e Perform the activities to handle customer’s orders

e Demonstrate how to cook food and serve the customers as per their orders

e Perform the activities to prepare the bill and collect the payment

e Perform the activities to close the day’s operations

e Demonstrate positive body language when dealing with customers and colleagues

e Dramatize on how to segregate and dispose of the waste as per the standards

e Demonstrate strong Communication skills and workplace etiquette to achieve a smooth
workflow

e Demonstrate sensitization towards different age groups, gender, and persons with
disabilities

e Demonstrate the process of maintaining confidentiality of the organizational information
and customers’ privacy

e Apply appropriate practices to maintain personal hygiene and grooming at workplace

e Show how to identify hazards at workplace and report to the supervisor

e Demonstrate strong Communication skills and workplace etiquette to achieve a smooth
workflow

e Perform basic activities to apply gender and age-sensitive service practices

e Demonstrate the process of maintaining confidentiality of the organizational information
and customers’ privacy

e Perform all the activities to maintain health, hygiene, and safety at the workplace

13 | Street Food Vendor- Standalone
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Annexure

Trainer Requirements

Minimum
Educational
Qualification

Certificate in Street Food
Vendor-Standalone

Trainer Prerequisites

Specialization

Restaurant/
Hospitality
Management/
Street Food
Vendor-
Standalone

Relevant Industry
Experience

Years

5

Specialization

Restaurant/
Hospitality
Management/
Street Food
Vendor-
Standalone

Trainer Certification

Domain Certification

“Street Food Vendor- Standalone”, “THC/Q3008,

V2.0”, Minimum accepted score is 80%

14 | Street Food Vendor- Standalone
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Training Experience

Years

Specialization

Restaurant/
Hospitality
Management/
Street Food
Vendor-
Standalone

Platform Certification

“Trainer”, “MEP/Q2601, V1” with a scoring of
minimum 80%

Remarks
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Assessor Requirements

Minimum
Educational
Qualification

Certificate in
Street Food
Vendor-
Standalone

“THC/Q3008, V2.0”, Minimum accepted score is

80%

Specialization

Restaurant/
Hospitality
Management/
Street Food

Relevant Industry Experience

Years

Vendor-Standalone
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Skl Devedon
Corparation

Tranafeeming the will landscape

Assessor Prerequisites

Specialization

Restaurant/
Hospitality
Management/
Street Food
Vendor-
Standalone

Assessor Certification

Domain Certification
“Street Food Vendor- Standalone”,

15 | Street Food Vendor- Standalone
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Training/Assessment
Experience

Years

1

Specialization

Restaurant/
Hospitality
Management/
Street Food
Vendor-
Standalone

Platform Certification

Remarks

Certificate
in Street
Food
Vendor-
Standalone

“Assessor”, “MEP/Q2701, V1” with the scoring

of minimum 80%
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Assessment Strategy
This section includes the processes involved in identifying, gathering and interpreting information to

evaluate the learner on the required competencies of the program.

1. Assessment System Overview:

Batches assigned to the assessment agencies for conducting the assessment on
SDSM/SIP or email

Assessment agencies send the assessment confirmation to VTP/TC looping SSC
Assessment agency deploys the ToA certified Assessor for executing the assessment
SSC monitors the assessment process & records

If the batch size is more than 30, then there should be 2 Assessors.

2. Testing Environment: Assessor must:

Confirm that the centre is available at the same address as mentioned on SDMS or SIP
Check the duration of the training.

Check the Assessment Start and End time to be as 10 a.m. and 5 p.m.

Check that the allotted time to the candidates to complete Theory & Practical
Assessment is correct.

Check the mode of assessment—Online (TAB/Computer) or Offline (OMR/PP).
Confirm the number of TABs on the ground are correct to execute the Assessment
smoothly.

Check the availability of the Lab Equipment for the particular Job Role.

3. Assessment Quality Assurance levels / Framework:

Question papers created by the Subject Matter Experts (SME)

Question papers created by the SME should be verified by the other subject Matter
Experts along with the approval required from THSC

Questions are mapped with NOS and PC

Question papers are prepared considering that level 1 to 3 is for the unskilled & semi-
skilled individuals, and level 4 and above are for the skilled, supervisor & higher
management

Assessor must be ToA certified

Assessment agency must follow the assessment guidelines to conduct the assessment

4. Types of evidence or evidence-gathering protocol:

Time-stamped & geotagged reporting of the assessor from assessment location
Centre photographs with signboards and scheme specific branding

Biometric or manual attendance sheet (stamped by TP) of the trainees during the
training period

Time-stamped & geotagged assessment (Theory + Viva + Practical) photographs &
videos

5. Method of verification or validation:

Surprise visit to the assessment location
Random audit of the batch

16 | Street Food Vendor- Standalone
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e Random audit of any candidate

6. Method for assessment documentation, archiving, and access

e Hard copies of the documents are stored
e Soft copies of the documents & photographs of the assessment are uploaded /
accessed from Cloud Storage and are stored in the Hard Drives
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Glossary

Term

Declarative
Knowledge

Key Learning
Outcome

OJT (M)

OJT (R)

Procedural
Knowledge

Training Outcome

Terminal Outcome

P . Eu Development
skill Indlia arporation

o/¢ N-5-D-C
ks National

Transforming the skill landscape

Description

Declarative knowledge refers to facts, concepts and principles that need to
be known and/or understood in order to accomplish a task or to solve a
problem.

Key learning outcome is the statement of what a learner needs to know,
understand and be able to do in order to achieve the terminal outcomes. A
set of key learning outcomes will make up the training outcomes. Training
outcome is specified in terms of knowledge, understanding (theory) and
skills (practical application).

On-the-job training (Mandatory); trainees are mandated to complete
specified hours of training on site

On-the-job training (Recommended); trainees are recommended the
specified hours of training on site

Procedural knowledge addresses how to do something, or how to perform a
task. It is the ability to work, or produce a tangible work output by applying
cognitive, affective or psychomotor skills.

Training outcome is a statement of what a learner will know, understand
and be able to do upon the completion of the training.

Terminal outcome is a statement of what a learner will know, understand
and be able to do upon the completion of a module. A set of terminal
outcomes help to achieve the training outcome.
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Acronyms and Abbreviations

Term

QP
NSQF
NSQC
NOS
TVET
SoP
OH&S
PPE
HACCP
FSSAI
ISO
IPR
WHO

Description

Qualification Pack

National Skills Qualification Framework

National Skills Qualification Committee

National Occupational Standards

Technical and Vocational Education and Training
Technical and Vocational Education and Training
Occupational Health and Safety

Personal Protective Equipment

Hazard Analysis and Critical Control Points

Food Safety and Standards Authority of India
International Standards Organization

Intellectual Property Rights

World Health Organization
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COURSE STRUCTURE:
Course Title

Expected workload

Host Institute

Credits R

Language

Mode of Course delivery

\ Level

Annexure- ||

Course Syllabus

COURSE TITLE: BASICS OF GS1

BASICS OF (;STi

75 Hours: 13 weeks (approx) 6 Hours per week
7l;.M RUIA GIRLS™ COLLEGL:

4 CREDITS

ENGLISH

OFFLINE /PRACTICALS

.

UG/PG

| Target group profile

12" Passed Students

Pre-requisites

Students must have basic awareness of Book-keeping and
Accountancy

Course Intake

85

Fees Rs 200/~ for B.M Ruia Girls’ College and Colleges under
Marwadi Sammelan
Rs 1000/- for other SNDT Affiliated Colleges and Non-
SNDTWU Students

Certification Course Completion Certificate with a Credit




COURSE CONTENT

Course Modules and sub-modules

© Module | T | Hour’s
| | week
Module 1| MAINTAINING GST RECORDS AND FILING GST | Aohours
Learning On completion of this module. the learner will be able to...
Outcomes v’ Registration Process under GST
v Calculation of Tax Liability
v Maintenance of Books and Records and Filing of Returns
v Payment under GST
Sub- Registration under GST
Module 1 o The registration process for single or separate business
o The details to be furnished during the registration.
Sub- e Differentiate between taxable person versus registered
Module 2 person.
e Understand the benefits of registration.
o Register an assesse under GST independently
Module 2 | Calculation of Tax Liability 15hours
Learning On completion of this module, the learner will be able to...
Outcomes v Identify Instances for eligibility of Input Credit
v Identify setoffs under GST wherever applicable
v Identify in detail carry over credit, capital goods credit,
embedded credits etc.
v Differentiate between consideration and valuation.
Sub- GST rates applicable for the segment, sales and purchase,
Module 1 | calculating CGST, SGST, IGST, input tax credit etc.
Sub- Carry over credit, capital goods credit, embedded credits, proposed
Module 2 | @nd actual calulations.
Module 3 | Maintenance of Books & Records and Filing of Returns 15hours
Learning On completion of this module, the learner will be able to...
Outcomes v/ Maintain the different types of ledgers.
v’ Prepare different types of periodic returns to be filed.
v File returns online.
v the different type of payment, due date, modes of payment
with rules and collection of tax, penalties etc.
v' Differentiate on TDS versus TCS




v Caleulate unt of
Caleulate the amount of tax payable.

v Make the payment online.

\
|
L S } ‘
| Sub: Ledger Maintenance. record keeping. filing returns. TDS and 1CS. TAI’J'
\40dulc 1 tax payable efe. | |
Sub- Payment under GST. Online payment making. | ]
‘L Module 2
\ Module 4 | Organizational Context 30
\ hours
- Learning On completion of this module. the learner will beableto...
Outcomes v" Company’s reporting structure
v Company’s policies, standard oper ating procedures and
governance structure
v Action taken in case of breach of defined procedures/work
instructions.
v Company’s personnel management and incentive rules
“ v Clients and suppliers of the company
v’ The products/services the company deals in. l
v Different accounting system/procedure/processes that are |
followed by the company
v Organizational guidelines for dealing with different types of
receipts and payments. ‘
v Company’s policies regarding the mode of receipts. |
1
Sub- Knowledge pf the company and its procedures and code of
Module 1 conduct.
Sub- Process management of the organisation.
Module 2
Total 75
hours

ﬂmipft"

Name with Sign of Course coordinator

DA N oouzia Qaz.

Sign of Principal
PRINCIPAL

B. M. Ruia Girls' (ol!ege
Grant Rd, MUMBA]-7

fi’("erge
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Annexure- ||

Course Syllabus

COURSE TITLE:CUSTOMER SERVICE ADMINISTRATION

COURSE STRUCTURE:

Course Title CUSTOMER SERVICE ADMINISTRATION
Expected workload 75 Hours: 13 weeks (approx)—6 Hours per week
Host Institute B.M RUIA GIRLS’ COLLEGE

Credits 4 CREDITS

Language ENGLISH

Mode of Course delivery | OFFLINE /PRACTICALS

Level UG/PG

Target group profile 12" Passed Students

Pre-requisites

Students must have basic awareness of the use of Computers.

Course Intake

60

Fees Rs 200/- for B.M Ruia Girls’ College and Colleges under
Marwadi Sammelan
Rs 1000/- for other SNDT Affiliated Colleges and Non-
SNDTWU Students
Certification Course Completion Certificate with a Credit
COURSE CONTENT
COURSE MODULES AND SUB-MODULES
Module Title Hour’s
Week
Module 1 COMMUNICATION SKILLS 15
Hours

Learning On completion of this module, the learner will be able to...
Outcomes v Knowledge of Various methods of communication
v Identify specific communication system




v' Basic writing skills

v' Listening Skills

v’ Speaking skills
Content o - - N L
Sub- Listening skills and speaking Skills
Module 1
Sub- Reading and Comprehension Skills
Module 2
Sub- Writing Skills
Module 3

Wodule 2 | SELF MANAGEMENT SKILLS 15Hours

Learning On completion of this module, the learner will be able to...
Outcomes v Impressive appearance and grooming

v" Team work Skills

v Time management strategies and techniques
Content
Sub- Personal Grooming and appearance, Self-Control, emotional i
Module 1 intelligence, self awareness, self psychology
Sub- Leadership Skills, Goal Setting, Goal Alignment, Adaptability,
Module 2 conflict mannagement
Sub- Initiatives, prioritization, Know your Strenghts, Strategic
Module 3 management, planning
MODULE | BASICICT SKILLS / 15
3 ENTREPRENEURIAL SKILLS Hours
Learning On completion of this module, the learner will be able to...
Outcomes v" Role of ICT in day to day life

v Various components of computer system

v’ Various peripheral devices

v" Basic computer operations
Content ]
Sub- Role and Importance of ICT in day to day life, ICT too]s. mobile, ]
Module 1 tabs, radio, TV, email etc.

Leadership, Communication, Planning, Problem solving attitude

Sub- l’rcparfﬁg p()smm;vlﬁc role of 1CT at WW\
Module 2 Use of various peripheral devices.




Sub- | Procedures 1o use computer like start. shutdown. sleep. lock screen
Module 3 cle.
Identify OS system and use the various tools to understand it. Use
r of Internet. Web browsing. web applications. Social media uses

. like fb, twitter, LinkedIn ctc.
Module 4 | PRACTICALS/ PROJECTS 30

“‘ - Hours
Learning | On completion of this module. the lcarner will be able to... WL?
Outcomes v 1t aims at all around development of an individual to becoe |

mature. self sufficient, intellectually. culturally refined and
socially efficient.

v Give students a chance to practice skills they have learned
in the class, such as reading, maps, following directions and |
interacting with strangers

v’ Practical and projects help them to solidify what they have

| learned in class, making it easier to remember.

v’ Field trips are the great way to boost their confidence level

| and enable them to use their problem solving skills in real

‘ life situations

v They learn to think outside the box to complete their tasks

successfully.
v

| Content

!

! Sub- Practicals, Projects

| Module 1

{ Sub- Field Visits

| Module 2 }

| Total 75 ‘
Hours ‘

(\)\hy' f)v?t’/ - g\‘ \'S’\/
Name with Sign of <<.'ourse coordinator College seal Sign of Princi;;al
PR\NC\PAL

3. M. Ruia Girls' College
Grant Rd., MUMBAI-7.
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Course Syllabus

COURSE TITLE: DATA BASE MANAGEMENT

COURSE STRUCTURE:

( Course Title

DATA BASE MANAGEMENT

75 Hours: 13 weeks (approx)—6 Hours per week

@pected workload
Host Institute

B.M RUIA GIRLS’ COLLEGE

Credits

Language

Mode of Course delivery

Target group profile

Pre-requisites

Course Intake

OFFLINE /PRACTICALS
UG/PG

12" Passed Students

Students must have basic awareness of the use of Computers.

90
Rs 200/- for B.M Ruia Girls’ College and Colleges under

Marwadi Sammelan
Rs 1000/~ for other SNDT Affiliated Colleges and Non-

SNDTWU Students

Course Completion Certificate with a Credit

Certification
COURSE CONTENT
COURSE MODULES AND SUB-MODULES
[ Module Title Hour’s
week
Module 1 INTRODUCTION TO IT-ITES INDUSTRY 15
i R, i hours
Learning On completion of this module, the learner will be able to...
Outcomes v Know about information technology enabled services (
ITeS)

] v’ Explain growth of [T/ITeS industry in India.

‘not'm

W0 S0 JARIINEO | R ARy

WA




| Content
Sub-
Module 1

Module 2

¥ dentify governmer i
Identify government ipjtj

7. ali\/égm{dia.
1 [ 1
o no.nstl ate MS-office and data confidentiality.
Xamine your typing skills

v "
Learn about the fundamentals of computer systems.

Understand the [T/1TeS Industry, Understanding of Computers

M.S. Office & Data Confidentiality, Enhance Typing Skills

v' Establish and agree your work requirements with appropriate

people
v' Keep your immediate work area clean and tidy
v/ Utilize your time effectively

v Use resources correctly and efficiently

UNDERTAKE DATA ENTRY SERVICES 15
hours
Learning On completion of this module, the learner will be able to. ..
Outcomes
v Explain various types of data entry services and job
responsibilities of a data entry operator. Know about
escalation matrix to resolve customer issues.
v' Obtain sufficient information from customer and check
customer’s account details for accuracy.
v . Assist customer in providing right information and
provide the customer with a reasonable estimated time.
v’ Prioritize service requests according to organizational
guidelines.
v . Analyse queries/complaints of customers in CRM,
Register or MS Excel.
v Identify first level complaints at front end and customer
query resolution.
v" Know about escalation matrix to resolve customer issues.
v" Seek advice and guidance from line manager
Sub- Job Responsibilities of a Data Entry Operator
Module 1
Sub- Customer Orientation in Data Entry Roles
Module 2
Module3 | MANAGE YOUR WORK TO MEET REQUIREMENT 15
Hours
Learning
Outcomes | On completion of this module, the learner will be able to. ..




Lreat conlidential information correetly |

Work in line wi L
Work in line with your organization’s policics and |
procedures

\’; ml\. within the limits of your job role
ﬁ‘hmm guidance from appropriate people, where necessary
nsure your work meets the agreed requirements

v
v

Sub- ,
Time Management, Work Management and Prioritization

Module 1
Sub-
Module 2

P/lodule 4 \ PRACTICALS AND PROJECTS

Quality and Standard Adherence

earnmo

On completion of this module, the learner will be able to...

Qutcomes

v Establish and agree your work requirements with
appropriate people

v Keep your immediate work area clean and tidy
v Utilize your time effectively
v Use resources correctly and efficiently
v Treat confidential information correctly
v Work in line with your organization’s policies and
procedures
v Practical and projects help them to solidify what they
have learned in class, making it easier to remember.
Sub- PRACTICAL, PROJECTS
Module 1
Sub- Team activities
Module 2 \ J
Total 75
\ hours J

Name with Sign of Course coordinator College seal Sign of Principal

PRINCIPAL
B. M. Ruia Girls' College
Grant Rd., MUMBAI-7.
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Course Syllabus

COURSE TITLE: FOOD ENTREPRENEUR

COURSE STRUCTURE:

Course Title

Expected workload

Host Institute

FOOD ENTREPRENEUR

75 Hours: 13 weeks (approx)-6 Hours per week

B.M RUIA GIRLS’ COLLEGE l

Credits 4 CREDITS
Lanéuage ENGLISH |
Mode of Course delivery | OFFLINE /PRACTICALS

- Level UG/PG

1 Target group profile

12" Passed Students

| Pre-requisites

Students must have basic awareness of the use of Computers.

Course Intake

60

| Fees Rs 200/- for B.M Ruia Girls’ College and Colleges under
Marwadi Sammelan
Rs 1000/- for other SNDT Affiliated Colleges and Non-
SNDTWU Students
| Certification Course Completion Certificate with a Credit
COURSE CONTENT
COURSE MODULES AND SUB-MODULES
Module Title Hour’s
week
Module 1 CLEANING THE CART DAILY 15
hours
Learning On completion of this module, the learner will be able to. ..
Outcomes v Ensure that the cart is cleaned daily and thoroughly using
water, duster, buffer, detergents and materials declared safe
for vending food




v Insure that serving or cooking surfaces are eleancd and

maintained in food safety compliant ways

V. Treat the cart with anti-fungal or other specific measures if
there are any such deposits. keeping in mind the *safe for
food aspect

v" keep all the supplies and materials at the safe and clean place

before loading

' Content
Sub- Maintaining the cart daily.
Module 1
Sub- Cleaning the cart, use of antifungal chemicals, cleaning, and safety
Module 2 rules. )
Module 2 | DISPLAYING FOOD AND WARES ATTRACTIVELY 15
hours
Learning On completion of this module, the learner will be able to...
Outcomes v Use attractive banners or plated items to display foods on
offer
v’ List the prices of items on offer along with applicable taxes
and hang on the cart
v’ List the statutory food vending related rules and hang on the
cart
v" Useother decorative items to make the cart attractive to
tourists and customers
v’ Avoid displaying illegal, temporarily or permanently
prohibited or socially unacceptable messages or items
Content
Sub- Marketing Strategies to attract Customers.
Module 1
rsub- To display the licenses, prices. Understand other legalities and )
= - ]




' Module 2

Module 3

- Learning

Outcomes

~Complying with statutory standards
' Dos and Dont's of the business.

COOKING AND SERVING GOOD QUALITY FOOD

15

/l hours

Cook the food using’hygicnically cleaned utensils and
equipment

Take order from customer

v’ Serve food that is fully cooked as required by the consumer

Serve food that tastes good as per consumer’s standards and
is of high quality in terms of ingredients and condiments
used, e.g., fresh vegetables, meat, milk, spices

Serve food that does not lead to illness of consumer in the
short or long term

Use clean and hygienic plates, spoons, forks, tumblers, etc.
to serve food

Avoid using dirty hands/ fingers to serve foods

Use serving spoons or hygienic plus disposable gloves when
serving loose foods requiring by-hand service

Ensure that the food served is fresh, not stale or expired
Ensure that the consumer can see the standards of
cleanliness and food standards at the time of service

Ensure that consumer’s complaints regarding the quality of
food or service are given importance

Attract customers from all walks of life because of the
quality of food and service standards

Build a good reputation over time

Content

Sub-
Module 1

Cooking quality food and serving

Sub-
Module 2

Understanding the customer profile and maintaining standard of te

customer

[Modulc 4

PRACTICALS




‘ Content

Sub- Organizational Context and financial management r

Module 1

Sub- Core skills/ Generic skills, Communication skills, technical

Module 2 knowledge. Professional Skills etc.

Total 75
| hours
E
' Namée witfi éign of Course coordinator College seal Sign of Principal
PRINCIPAL
B. M. Ruia Girls' College

j
)
x

L carning

Qutcomes

Flours

Plan the work sequence with least disruption to the da;
business

Take stock of day’s weather pattern

Plan for facing contingencies or unexpected calamities
Work in coordination with co-vendors to serve good quality
of food in a customer friendly environment

Work with co-vendors to resolve any business specific
concerns

Take pride in providing service quality benchmarked to the

best in the locality

Grant Rd., MUMBAL-7.




B.M RUIA GIRLS’ COLLEGE
GAMDEVI
MUMBALI 400007

ACADEMIC YEAR
2023-2024

ASSESSMENT PROCEEDURE

SKILIL COURSES UNDER CHETNA SNDT WOMEN’S UNIVERSITY

e Database Management

e Basics of GST

e Food Entrepreneur

e Customer Service Administration

These courses are offered under Chetna (Centre for Holistic Education, Training and Novel
Advancements by SNDTWU.

Assessment Examination and Certification Assessment: The courses recognized by
SNDTWU-CHETNA adopt a continuous comprehensive assessment approach. Accordingly,
60/40 weightage for formative and summative assessment (60% Formative and 40%
summative) is given. To complete the course, students must achieve 50% marks in both types

of evaluations separately.

Examination: For students willing to earn a course completion certificate with credit, an
objective online examination of 10 marks per credit is conducted by SNDTWU-CHETNA at

the end of the course to award a credit certificate.



GOVERNMENT SKILL COURSES

e Domestic Data Entry Operator
e Customer Relationship Management
e Street Food Vendor

Assessment Examination and Certification Assessment:

Exams under Government Skill Courses (Maharashtra State Skill Development Society) and
Sector Skill Council) are conducted offline, with government officials personally supervising
the exams. It includes both written tests and practical demonstrations for some courses, and

viva is also included.

A State Trade Certificate is issued by the Government of Maharashtra, Skill Employment,
Entrepreneurship and Innovation Department, Maharashtra State Board of Skill, Vocational

Education and Training for students who complete the course and clear the exams.

ADD-ON COURSES

e Social Media Marketing
e Fundamentals of GST
e Micro Finance Executive

Assessment Examination and Certification Assessment:

Exams under Add-On skill courses are conducted online. For students who complete the
course and clear the exams, the course completion certificate is issued by the College in

Collaboration with Saraswati Seva Pratishthan, its training partner.



SKILL COURSE
Add on Course
College Name : B M RUIA GIRLS' COLLEGE
Course Name : Street Food Vendor

ACADEMIC YEAR 2023-2024

;;' PRN Number ABC-ID Name of Student

1 {'2023016100019004 792209432770 |SHARMA AKSHITA ANANDPRAKASH KANCHAN

2 |'2023016100019012 431665170219 |SINGH ANJALI SIKANDAR ANITA

3 |'2023016100019027 633233349732 |NISHAD RITU DHARMENDRA SANGEETA DEVI

4 |'2023016100016072 767434258931 |MISHRA NANDINI RAMMILAN SONU

5 |'2023016100015625 740534894373  |NIRMA KUMARI SURESH KUMAR PINKI DEVI

6 |'2023016100016087 688916511928 |PASWAN POOJA KUMARI DARESH SANGEETADEVI
~ 7 |'2023016100018105 321910928236 |RAI PRIYANKA RAMBHU POONAM

8 |'2023016100018086 140376518294  |JAISWAR RANJANA KUMARI RAMCHANDRA LALMANI

9 |'2023016100018987 64394124753  |RAUT ANJALI RAKESH RINA

10 |'2023016100015575 436746448111 CHAUDHARY BHAVANAKUMARI PARASMAL MANJU

11 |'2023016100015591 568456321403 |CHAURASIYA AARTI KAMALBIHARI SUMAN

12 |'2023016100015567 212697361980 |PUROHIT MANASI GAURISHANKAR KALPANA

13 |'2023016100016095 549107145167 [KANOJIYA SANDHYA SURESH SHEELA

14 ('2023016100018094 190109393368 |CHAUDHARI SANTA KUMARI MANOJ ANITA DEVI

15 |'2023016100018972 743561782725 |SHAIKH NOORJAHAN AHMAD AMINA

16 |'2023016100018995 655787251103 |NEHA MOHD SHAHJAHAN MUSARRAT JAHAN

17 |'2023016100018113 267743552453 |RATHOD RATNA DEVRAM SUNITA

18 |'2023016100019035 379610047171 |GUPTA KASHISH RAJ KISHOR REKHA
‘) 19 |'2023016100015602 379123458378 |GUPTA SADHANA RAMESH GEETADEVI

20 |'2023016100015617 304760067413 |GUPTA SHWETA CHANDRABHAN MAMTA

21 |'2023016100018225 843945073717 |SOLANKI BHAVNA RAJUSINGH JYOTSANA

22 |'2023016100186355 683945916590 |YADAV SNEHA ABHAYNARAYAN SUNITA

23 |'2023016100183794 284637360339 |KALABI KAVITA KUMARI DEVARAM SANGIDEVI

24 | 2023016100005283 | 384-637-603-205 |Bari Ayushi Vinay Purnima

25 | 2023016100007316 | 111-111-111-111 |Chavan Kanchan Sandeep Pratibha

26 | 2023016100004995 | 414-348-516-469 |Darji Dhvani Chetanbhai Nimisha

27 | 2023016100007297 | 654-328-828-363 |Dewasi Priyanka Nimbaram Mafidevi

28 | 2023016100009524 | 863-089-511-388 |Dewasi Sangeeta Ambalal Happidevi




Sr. _//’j
No. PRN Number ABC-ID Name of Student
L - I
29 | 2023016100009532 551-225—?40876 Jaiswar Roshni Rajmayan (,hnnda 7 ]
30 | 2023016100012124 | 791-586-447-912 |Jorigal Ishika Vajreshwar Pooja o ]
31| 2023016100012051 882—26;1—4877—1(7)71; JKia;bIgSiHrutija Nandan Lalita B
32 | 2023016100005291 | 620-987-198-637 |Kanojia Omisha Shree Prakash . e
33 | 2023016100007301 | 790-745-442-890 |Kumar Bhakti Kisan Radha ) ]
34 | 2023016100007324 | 275-519-854-829 MaliBadamWL/
35 | 2023016100007282 | 692-571-948-001 |Mali Kankarkumari Savaram M_vi’/
36 | 2023016100007332 | 769-058-054-738 Mali Rekha Asaram Ugamdevi /
37 | 2023016100004964 | 883-551-669-055 Manik Devangshi Dilip Tapasi //‘;
38 | 2023016100005027 609-275-752-180 |Nishad Bhoomi Anil Poonam
39 | 2023016100004972 704-395-767-473 |Pal Aanchal Manik Suman
40 | 2023016100009516 103-238-306-758 |Parmar Purvi Prakash Rita
41 | 2023016100004956 396-545-000-971 |Patel Siddhi Anil Harshna
42 | 2023016100012066 111-111-111-111 |Pawar Rasika Sunil Rekha
43 | 2023016100018233 192-733-597-775 |Pednekar Janvi Prakash Sangeeta
44 | 2023016100012116 529-160-270-427 |Qureshi Amal Ajaz Shaheen
45 | 2023016100018121 898-239-422-420 |RaiJahanvi Vinay Rane
46 | 2023016100009547 580-395-088-765 |Rajput Rakiya Narpatsing Kailash
47 | 2023016100012082 178-028-241-685 |Sawant Riya Sandesh Isha
48 | 2023016100012074 944-325-817-463 |Shah Maheak Anil Reena
49 | 2023016100012097 723-879-847-186 |Shaikh Samiya Ashfaque Rukaiya
50 | 2023016100012101 354-686-451-918 [Shaikh Saniya Gul Mohammad Raisulnisha
51 | 2023016100005004 806-016-869-134 |Temkar Utkarsha Balu Parinita
52 | 2023016100005012 225-035-734-229 |Thodu Bhoomi Mahesh Surekha
53 | 2023016100009501 769-909-009-378 |Thorat Arpita Manish Swati
54 | 2023016100004987 665-802-063-600 |Yadav Susmita Omprakash Pramila
55 | 2023016100105245 | 934940833843 HELIYA JANVI MEHUL
56 | 2023016100155523 | 275825781907 IDRISI ALHUMA MOHD MUMTAZ
57 | 2023016100155515 | 418827974726 SHINDE ANKITA SANJAY
Name Witﬁa'm:ﬁ;xli‘e Principal

B. M. Ruia Girls' College
Grant Rd., MUMBAI-7.



SKILL COURSE
Add on Course

College Name: B M RUIA GIRLS' COLLEGE
Course Name: Data Entry
ACADEMIC YEAR 2023-2024

—

Sr. No. PRN Number Name of the Students
1 2023016100183805 BOHRA KHUSHIKA JITENDRA ]
2 2023016100164681 CHOUBE NEHA PREETKUMAR ]
3 2023016100164723 CHOUDHARY LAXMI GANESHARAM
4 2023016100157472 |CHOUDHARY NEETUKUMARI HIMTARAM
5 2023016100151332 DEVENDRA RIDDHI RAJENDRA
6 2023016100186332 DEVRUKHKAR DAKSHATA VINOD
7 2023016100157487 DEWASI VIMLA RANARAM
8 2023016100141593 GANDHI JHANVI LAUI
9 2023016100141554 GAWNAK AKSHADA DATTA
10 2023016100186347 GUPTA AARTI LALBAHADUR
11 2023016100141531 GUPTA MANISHA SHIVRAM
12 2023016100186324 JAISWAR MANISHA SHYAMRATHI
13 2023016100157522 JAISWAR MUSKAN DURGARASAD
14 2023016100186301 KHAN MAHEK AHMED
15 2023016100155546 KHARWA NEHA RAVI
16 2023016100164665 KURNE SAYALI SURYAKANT
17 2023016100164673 MALIM MISBAH PARVEZ
18 2023016100153691 MENDONCA SAMANTHA JANE MEMINO
19 2023016100141844 MISHRA ASTHA SANTOSH
20 2023016100153296 NIKAM SWAPNALI VILAS
21 2023016100153717 NISHAD SHALINI SANTOSH
22 2023016100153273 OZA NIHARIKA KIRAN
23 2023016100151297 PANCHAL SHRAWANI PRASHANT
24 2023016100153652 PANDEY SNEHA RAKESH
25 2023016100141523 PATEL VARSHABEN KUMPABHAI
26 2023016100153876 PAWAR RESHMA SUBHASH
27 2023016100153281 PENKAR SHRAVANI HARESH
28 2023016100153861 PHADTARE MANASVI ANNA
29 2023016100151347 PINGLE DISHA ABISHEK
30 2023016100151355 PRAJAPAT!I POOJA KHUBLAL
31 2023016100153346 PRAJAPATI RINKU PARSARAM
32 2023016100141562 PUROHIT DIMPLE GOPAL
33 2023016100164731 PUROHIT PRITI VASHANARAM
34 2023016100105253 RAJPUROHIT PAWAN KRISHNAKUMAR
35 2023016100157456 RAJPUROHIT POOJA CHELSINGH
36 2023016100141585 RAJPUROHIT VARSHA MANSILAL
37 2023016100157464 RAJPUT SHIVANI RATANSINGH
38 2023016100164696 RAORANE SANIKA SUNIL
39 2023016100153675 RAVAL ANKITA JAGDISH
40 2023016100151282 SAH RANI RAMDEV




(D)

Sr. No.

PRN Number Name of the Students
41 2023016100151324 SANALI DISHA BASRAJ
42 2023016100153884 SARDHARA BHUMIKA SAGAR
43 2023016100153853 SARVAIYA NIRAL RAMESH
44 2023016100157506 SHAH KAJAL PAPPU
45 2023016100151301 SHAH NIDHI BHARATKUMAR
46 2023016100153683 SHAH SANIYA BHARATKUMAR
47 2023016100153845 SHAIKH ANAM NIYAZ
43 2023016100141852 SHAIKH SANA FIRDOS ABDUL KHALIQ,
49 2023016100141883 SHAIKH TASLIM IQBAL
50 2023016100153307 SHAIKH TEHSEEN MOHAMMED PHOOL
51 2023016100151316 SINGH DIKSHA AJAY
52 2023016100153331 SUNSARA NUSRAT FATEMA MUSTAQ ALI
53 2023016100141875 TAMBE RITUJA SANTOSH
54 2023016100186316 VERMA PRIYANKA PRADEEP
55 2023016100155562 WADKAR ADITI ASHOK
56 2023016100153315 YADAV SAPNA RAMCHANDRA
57 2023016100153323 WALODRA NIKITA DEEPAK
58 2023016100153814 MAHIDA PRITI RAMESH
59 2023016100183786 KADVEKAR MUSKAN SALIM
60 2023016100149205 SOLANKI KAJAL MULJI

Name of the S;ﬁn of the Principal
PRIN

PAL

B. M. Ruia Girls' College
Grant Rd.,, MUMBAI-7.

College Seal




SKILL COURSE
Add on Course

College Name: B M RUIA GIRLS' COLLEGE

Course Name: Customer Relationship Management

Academic Year 2023-24

E

B. M. Ruia Girls' College
Grant Rd., MUMBAI-7.

— |
T Sr. No. \ PRN Number Name of Student
T 1 \ 2023016100096066 Mali Shruti Avinash Avani
T 2 \ 5023016100186297 Matt‘a Chanpreetkaur Gurbachansingh
Harvinderkaur
r 3 \ 2020016100025075 Prajapat Kavita Kumari Champalal Manjudevi
IEE—
r 4 \ 2020016100025091 Purohit Vaidehi Gaurishankar Kalpana
r 5 \ 2020016100024412 Vishnoi Gayatri Dhimaram Soni
\ 6 \ 2019016100079481 Jha Jyoti Raghav Kiran
‘7 7 \ 2019016100086144 Mane Siddhi Santosh Nisha
r 8 \ 2023016100096074 More Prajakta Prakash Aruna
r 9 2023016100141546 SEKIH SAKEEYA ISTIYAR AHMED
10 2023016100153837 SHAIKH AQSA SAMEER
11 2023016100164707 SOLANKI JIGNA BHAGARAM
12 2023016100164715 ZALTE JANHAVI RAHUL
13 2023016100157495 PANDEY SNEHAL DINESH
14 2023016100155554 KAMBLE ARCHI SANDEEP
Name %m“the Principal College Seal



Add on Course
College Name: B.M RUIA GIRLS' COLLEGE
Course Name: Fundamentals of GST
ACADEMIC YEAR 2023-2024

e =
— T Name
1 e
,ir PRN Number ABC- 1D First name Middle Name | testfame |
; | 2022016100042404 | 710366730264 | SWATI | PRAIASH. ;Bf\TGGFRm\#
2| 2022016100043431 | 587969981206 | SHIFA LASF | B e
DISHITA | DEEPAK | BARIA
3| 2022016100043454; 146004985903 ST BHOYER
4| 2022016100043663| 155241089700 | GAURI CHAUDHARI
5| 2022016100042331| 484684422501 | POOJA MAGNARAM A
6| 2022016100043381/ 509230603671 | POOJA HARISCHANDRA | CHAURAS
7| 2022016100042772]  '991739284811 | VARSHA SHIVKUMAR | CHAURASIYA__
8| 2022016100053046] 617074470487 | URMAKUMARI__| HIRARAM CHOUDHARY
9| 2022016100043365] 258765459367 | NIKITA NATHA DALVI -
10| 2022016100043172] 432833924056 | PRIYANKA PRATAPARAM | DEVASI
11] 2022016100043187| 7938532232573 | RAMILA PRATAPARAM DEVASI
12| 2022016100103841] 329722245690 | DIMPLE NIMBARAM DEWASI
13| 2022016100043206] 644614841528 | ANUSHKA PRADIP DHOTRE
14| 2022016100042903| 730063196448 | ANUSHKA DEEPAK DUDHAWADE
15| 2022016100042362| 175461423483 | SAKSHI SANTOSH DURGAVALE
16| 2022016100042613| 395463952038 | AARTI KESHAV GANTELOR
17| 2022016100043694] 232125529043 | VARSHA LEHRARAM GEHLOT
18| 2022016100043083| 700349225331 | KHUSHBU LALII GUPTA
15| 2022015160042377| 296703112111 | VAIDEHI SUNIL JADHAV
20| 2022016100098586] 590485017371 | MANSHI MAHAVIR JAIN
21| 2022016100042435] 577470900308 | SHRUTI | DINESH JAIN
22| 2022016100046255| 496622536233 | NANDINI SAHADEO JAISWAR
23| 2022016100043477] 637345154898 | NEHA SAMARJIT JAISWAR
24| 2022016100043423] 196183015189 | ANSHUKUMARI  [JAYSHANKAR JHA
25| 2022016100043141] 100155462080 | SHRADDHA DEVI |MOHAN JOSHI
26/ 2022016100046247] 581256115925 | SONAM PARATH KAJANIA
27| 2022016100043512] 1049102700385 | AASHITA ANIL KANOJIA
28] 2022016100042636] 769452482701 | KHADUA ABDUL RAZZAK | KAPADIA
29| 2022016100052565] 942193157742 | RAMIYA RAJESHWAR KATTA
30| 2022016100043407] 127171012634 | MAHEK HUSSAIN KHAN
31| 2022016100043164] 980073812591 | SANIA ASLAM KHAN
32| 2022016100042451 208068868448 | MADIA MOHD AFZAL KHOJZADA
33| 2022016100042563| 435928785857 | KRISHITA DHIRAJ KoLl
34| 2022016100055254 '553682181527 | MITALI BALIRAM LOKHANDE
35| 2022016100043616) 983677131729 | KHUSHBOO DILIP MALLESHA
36| 2022016100042393 265029316280 | ROMY SANJAY T
37| 2022016100042683 985700270508 | KHUSHI HIRALAL ST
38| 2022016100043705 818748187141 | NIKITAKUMARI NANDESHWAR | MISHRA
39! 2022016100043671 342992113498 | SONALI RAKESHKUMAR | NIRMAL
40| 2022016100042346] 641716437306 | VAISHNAVI i DINESH PARAG = |
41| 2022016100043303 776461476034 | SWASTIKA ] GANESH
42| 2022016100052581] 619420979364 1 PARDESHI
43| 202201610004241 NANDINI ARANJEET PASI
506767051258 MAHENOOR Jismail PATEL




_—

,3;. PRN Number ABC- ID First name Middle Name Last Name
44 | 2022016100043462 943455357180 |SAYMA IMTIYAZ PATEL
45 | 2022016100052557 408418239485 |GAURI RAJENDRA POYREKAR
46 | 2022016100043334 | 203757521625 |NIRMA KUMARI | GAVRARAM PUROHIT
47 | 2022016100042474 | 102565417375 |POOJA SAREMALRAM _ |PUROHIT
| 48 | 2022016100043133 | 728086062148 | TANISHA MANSILAL RAJPUROHIT
49 | 2022016100042354 816505514444  |ASHWINI SANTOSH SALVI
50 | 2022016100042691 | 104253352752  |PRIYA RAKESH SAROJ
51 | 2022016100054115 128615463550 [SNEHA RAKESH SAROJ
52 | 2022016100043686 352536525790 |SONAM SANJAY SAROJ
53 | 2022016100043117 119105235118 |[BHUMIKA GIRISH SARVAIYA
54 | 2022016100043802 | 839367927799 |SONAL ARJUN SARWAYA
55 | 2016016100081607 | '407273436912  |TEJAL VILAS SAWANT
56 | 2022016100042764 | 250935807920  |KHUSHI PRABHUDAYAL  [SHAH
57 | 2022016100042652 197065295029 |GOUSIA AKBAR ALI SHAIKH
58 | 2022016100043446 | 936789071185 |NAAZ MOHAMMAD ASLASHAIKH
59 | 2022016100043582 137746534243  [SANIYA IMTIYAZ SHAIKH
60 | 2022016100042594 05347123052  |SHAHINDA MOHAMMED AUR{SHAIKH
61 | 2022016100043195 | 816336686762 |KHUSHBU ABDULALI sIDDIQUI
62 | 2022016100043342 | 573920169409  |ANJALI RAMANPRASAD  [SINGH
63 | 2022016100053062 | 734564146861 |KHUSHI DEVRATAN SINGH
64 | 2022016100042586 | 307095144217 |MUSKAN VIJAYPAL SINGH
65 | 2022016100042571 | 699018427658  |PAYAL VIJAYPAL SINGH
66 | 2022016100042934 | '753333026295 |KRITIKA SACHIN SOLANKI
67 | 2022016100043566 | 272470577560  |VRITTI MANO) SOLANKI
68 | 2022016100042911 | 474256001188  [DIPIKA RAMESH SUTHAR
69 | 2022016100042667 | 374177670665 |NARANGI AMBARAM SUTHAR
70 | 2022016100043311 | 496007536859 |AMBIKAKUMARI |[UDAYNARAYAN [THAKUR
71 | 2022016100043825 | 575241448365 |PRAGATI SANJAY UDESHI
72 | 2022016100043125 | 622419993368 |ANCHAL MITTUILAL VISHWAKARMA
73 | 2022016100043551 | 316382854676 |MITTAL NITIN WAGH
74 | 2022016100053054 | 646936907183  |NIKITA JAWAHARLAL X
75 | 2023016100076947 | 314852938020 |MOKSHA SANJAY JAIN
76 | 2021016100031193 | 149728619188 |SHWETA SANJAY PIWAL
77 | 202301610007690 890525974079  [DISHA MAHENDRA SAJGANE
78 | 2023016100076763 | 721310601358  |NIKSHI LALIT JAIN
79 | 2022016100043791 | 411665507617 |VRINSHALI DINESH CHAURASIYA
80 | 2019016100086434 | 355-369-549-439 |Priyanka Ramavatar Agarwal
81 | 2019016100086716 | 695-999-338-840 |Sejal Rajesh Giri
82 | 2019016100086867 | 999-385-241-583 |Vidhi Ganpat Mewara
83 | 2019016100086674 | 452-588-756-366 [Ganga Omprakash Upadhayay

B

Name of‘;ﬁmgﬂﬁf the Principal

B. M. Ruia Girls’ College
Grant Rd., MUMBAI-7.




B.M RUIA GIRLS’COLLEGE
GAMDIVI
MUMBAI

ADD-ON COURSE
COURSE NAME : MICRO FINANCE EXECUTIVE
ACADEMIC YEAR-2023-24

SRNO NAME OF THE STUDENT

ROSHANI SAHU

SHWETA BASANTLAL BANGADE

SNEHA BANGADE

VARSHA GEHLOT

ANSHU JHA

MANVI S WAGHELA

ANUSHKA PRADIP DHOTRE

SHABANA SHAIKH

SWATI BAGRETHA

NIKSHI JAIN

AARTI KESHAV GANTELOR

RUPALI NARMULA

ROMY MARJIT

BHAGYSHREE SARATE

KHUSHBOO MALLESHA

URMA CHOUDHARY

TANISHA RAJPUROHIT

VARSHA CHAURASIYA

SHRUTI JAIN

ASHWINI SANTOSH SALVI

— [ [ ) [ | [ [ | | —
NI¥IS o JaanlaR2|B|0|e|~N oo s winj=

VAIDEHI JADHAV

POOJA HARISHCHANDRA
22 CHAURASIA

23 BHUMIKA SARVAIYA

24 NEHA MAQSOOD KAZI

25 NANDITA SATKAR

26 NIRMA GAVRARAM PUROHIT

27 SHIFA ASIF BAIG

28 NAAZ SHAIKH




ALIFIYA KHAN
| RAJSHREE LAGISHETTY
NANDINI JAISWAR
SNEHA PRASAD
NIKITA KUMARI MISHRA
34  NEHAJAISWAR
3 SAFIA TABASSUM SHAIKH
36 BINGI RITISHA SATAYANARAYANA |
37 SUTHAR NARANGI
38 SANIYA IMTIYAZ SHAIKH
39 MADIA KHOJZADA
40 SONAM SANJAY SAROJ
41 ADITI UMESH GOHIL
42 VAISHNAVI DINESH PARAB
43 TEJAL VILAS SAWANT

o\ R

v 3 )
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e B. M. Ruia Girls' College

Gramt Rd.,, MUMBAI-7.




SKILL COURSE
Add on Course
B.M Ruia Girls' College
Course Name : Social Media Marketing
Academic Year : 2023-2024

Sr No PRN Number Name of Student
1 2023016100157514 LATA KUMARI DANARAM SUAA DEVI
2 2023016100155531 SEN ANITA KUMARI BHAVARLAL GEETADEVI
3 2023016100156101 SHELAR ISHA SUNIL VIDYA
4 2022016100046224 JAISWAR KHUSHBOO NARENDRAKUMAR BINDU
5 2023016100155496 SUTHAR KUSUM HARISH KUMAR MOSAMBI DEVI
6 2023016100183771 NAGARKAR SHRADDHA RAJAN MANISHA
7 2023016100141867 PATEL RAMILABEN TRIKAMIJI ATRIBEN
8 2022016100042385 JAIN SAKSHI GYANCHANDRA PAVANIDEVI
9 2022016100042621 SAHANI SANDHYA DHARMPAL REENA
10 2022016100077474 SHAIKH NARGIS PARVEEN ABDUL MANNAN SAIDA KHAN
11 2022016100043396 KANAUJIYA KHUSHBOO CHHOTELAL GUDDI DEVI
12 2023016100153702 RAJBHAR NEETAM RATILAL SHEELA
13 2023016100143897 PRAJAPATI POONAM RAMU SEETA
14 2022016100043535_ MISHRA AANCHAL ABHISHEK SARITA
15 2023016100155507 SINGH SAKSHI HARISH MEENA
16 2019016100086136 PRAJAPATI PRIYANKA RAMSAGAR URMILA DEVI
17 2020016100045884 SHAIKH AAMNA MD ISLAM NAZMA
18 2021016100005192 KHAN FAIMA SHABBIR SHAKRUNNISA
19 2022016100098547 MALI DIKSHA INDRAMAL MANJUDEVI
20 2022016100025104 |THAKUR NANDINI MUNNA REKHA
21 2022016100028555 MALI DIYA INDRAMAL MANJUDEVI
22 2022016100033885 NIRMAL ANJALI DILIP KUMAR RESHMA
23 2022016100029261 NIRMAL ARADHANA DHANESH SUNEETA DEVI
2022016100028524 PATEL PRIYANKA VELARAM MAWANIDEVI

24




|9

SrNo PRN Number Name of Student
—
25 2022016100028532 YADAV POOJA RAJENDRA REETA
2 2022016100021683 Anubhavane Anjali Ravindra Kiran
27 2;2(_)1_6100025031 Chiluka Manisha Shreedhar Laya
28 2022016100031267 Chintakindi Bhagyashree Babu Kalpana
29 2022016100029245 Das Yashoda Naresh Munni
30 2022016100031283 Hingora Juveria Mohammed Altaf Sherbanu
31 2022016100021675 Jain Diksha Rajmal Meena
32 2022016100021652 Jindam Uma Ambadas Sarla
33 2022016100031291 Joseph Arockia Shanjana Francis Salonsal
34 2022016100031317 Kahar Roshni Ramdhiraj Kismatadevi
35 2022016100021667 Kale Maithili Vilas Sushma
36 2022016100035474 Kanojia Kritika Ramesh Neena
37 2022016100025046 Khambe Tanvi Kalpesh Isha
38 2022016100035501 Khan Zoya Imran Needa
39 2022016100031302 Malim Isra Shamshuddin Rehana
40 2022016100028547 Parghi Hiral Dinesh Meena
a1 2022016100028571 Prajapati Simran Vinodkumar Rekha
42 2022016100028563 Shaikh Adina Zahuruddin Asma
43 2022016100029253 Shaikh Fabeha Naaz Sajeed Nasreen
a4 2022016100028586 Shaikh Maria Mohd Ayub Naziya Sadaf
45 2022016100035532 Singh Prinsu SatishKumar Rinku
46 2022016100031275 Tandalekar Tanisha Nagesh Sneha
47 2022016100033935 Tumma Prachi Sanjiv Sapna
48 2022016100021644 Varal Sejal Kiran Pratima
49 2022016100025062 KHAN FARAH FAIYAZ AHMED
50 2022016100033893  |LAKDAWALA ZAINAB DAWOOD
51 2022016100042072  |MANDAL NIKKI KUMARI SINOD
52 2022016100033951  (MANSURI HEENA FIROZ




Sr No PRN Number Name of Student
. — -
53 202_2016100033904 PANDIRKAR SANIYA SANTOSH ]
54 __2022016100041552 SAINI RASHMI RAJPAL
55 2022016100033912 | Shah Stuti Pritesh
56 2022016100033927 YADAV SNEHA RAMCHANDRA -
57 2022016100031252 RATHOD KASHISH KALPESH
53 2022016100025093 THUBE ADITI ANKUSH
5g 2022016100028516 SAYED BINTE FATIMA KARMAT ALI
60 2022016100033943 Yadav Anushka Rajendra
61 2022016100025077 MAHIDA NISHA NARESH
62 2022016100025054 KABADE CHAITALI VIJAY
63 2022016100031244 KHEDEKAR SAKSHI KRISHNA
64 2022016100035497 SOLANKI ANTRA HARISH
65 2022016100035516 Kalgaonkar Pratiksha Sanjay Surekha
66 2022016100035482 Lorekar Tanishka Shrikanth Shruti
67 2022016100021702 Suthar Aashvi Champat Kanchan

.
-

Name With Sign of the Principal
PRINCIPAL

B. M. Ruia Girls' College
Grant Rd., MUMBA]J-7,

College Seél




CHETNA CouURSF

Add on Course
College Name : B M RUIA GIRLS' COLLEGE

Course Name :

FOOD ENTREPRENEUR

ACADEMIC YEAR 2023-2024

/_’//

;; PRN Number ABC- ID w
1 |'2023016100019004 792209432770  |SHARMA AKSHITA ANANDPRAKASH KANCHAN

2 ('2023016100019012 431665170219  [SINGH ANJALI SIKANDAR ANITA

3 ['2023016100019027 633233349732 |NISHAD RITU DHARMENDRA SANGEETA DEVI

4 |'2023016100016072 767434258931 |MISHRA NANDINI RAMMILAN SONU

S |'2023016100015625 740534894373  |NIRMA KUMARI SURESH KUMAR PINKI DEVI

6 |'2023016100016087 688916511928 |PASWAN POOJA KUMARI DARESH SANGEETADEVI

7 ('2023016100018105 321910928236 |RAI PRIYANKA RAMBHU POONAM

8 ['2023016100018086 140376518294  [JAISWAR RANJANA KUMARI RAMCHANDRA LALMANI

9 ('2023016100018987 64394124753 RAUT ANJALI RAKESH RINA

10 |'2023016100015575 436746448111 |CHAUDHARY BHAVANAKUMARI PARASMAL MANJU
11 [|'2023016100015591 568456321403 |CHAURASIYA AARTI KAMALBIHARI SUMAN

12 ('2023016100015567 912697361980 |PUROHIT MANASI GAURISHANKAR KALPANA

13 {'2023016100016095 549107145167 |KANOJIYA SANDHYA SURESH SHEELA

14 ['2023016100018094 190109393368 |CHAUDHARI SANTA KUMARI MANOJ ANITA DEVI

15 |'2023016100018972 743561782725 |SHAIKH NOORJAHAN AHMAD AMINA

16 |'2023016100018995 655787251103 |NEHA MOHD SHAHJAHAN MUSARRAT JAHAN

17 |'2023016100018113 267743552453 |RATHOD RATNA DEVRAM SUNITA

18 ['2023016100019035 379610047171 |GUPTA KASHISH RAJ KISHOR REKHA

19 ['2023016100015602 379123458378 |GUPTA SADHANA RAMESH GEETADEVI

20 |'2023016100015617 304760067413 |GUPTA SHWETA CHANDRABHAN MAMTA

21 |'2023016100018225 843945073717 [SOLANKI BHAVNA RAJUSINGH JYOTSANA

22 ('2023016100186355 683945916590 |YADAV SNEHA ABHAYNARAYAN SUNITA

23 |'2023016100183794 284637360339 |KALABI KAVITA KUMARI DEVARAM SANGIDEVI

24 | 2023016100005283 | 384-637-603-205 |Bari Ayushi Vinay Purnima

25 | 2023016100007316 | 111-111-111-111 |Chavan Kanchan Sandeep Pratibha

26 | 2023016100004995 | 414-348-516-469 |Darji Dhvani Chetanbhai Nimisha

27 | 2023016100007297 | 654-328-828-363 |Dewasi Priyanka Nimbaram Mafidevi

28 | 2023016100009524 | 863-089-511-388 |Dewasi Sangeeta Ambalal Happidevi

29 | 2023016100009532 | 551-225-640-376 |Jaiswar Roshni Rajmayan Chanda




Sr.
No.

PRN Number

ABC-1D Name of Student

FO 2023016100012124

791-586-447-912 |Jorigal Ishika Vajreshwar Pooja

Y?)l \ 2023016100012051

882-264-487-108 |Kamble Shrutija Nandan Lalita

EZ \ 2023016100005291

620-987-198-637 |Kanojia Omisha Shree Prakash

EE& \ 2023016100007301

790-745-442-890 |Kumar Bhakti Kisan Radha

V?:ll \ 2023016100007324

275-519-854-829 |Mali Badami Nimbaram Ugamdevi

FS 2023016100007282

|
|
|
|

692-571-948-001 |Mali Kankarkumari Savaram Pinkydevi

2023016100007332

769-058-054-738 |Mali Rekha Asaram Ugamdevi

|
B
B

2023016100004964

[

—

883-551-669-055 |Manik Devangshi Dilip Tapasi

FS \ 2023016100005027 | 609-275-752-180 Nishad Bhoomi Anil Poonam
FQ 2023016100004972 | 704-395-767-473 |Pal Aanchal Manik Suman
‘710 2023016100009516 | 103-238-306-758 |Parmar Purvi Prakash Rita
41 | 2023016100004956 | 396-545-000-971 Patel Siddhi Anil Harshna
42 | 2023016100012066 | 111-111-111-111 |Pawar Rasika Sunil Rekha
43 | 2023016100018233 | 192-733-597-775 Pednekar Janvi Prakash Sangeeta
44 | 2023016100012116

529-160-270-427 |Qureshi Amal Ajaz Shaheen

(=]

2023016100018121

898-239-422-420 |Rai Jahanvi Vinay Rane

r46 2023016100009547 580-395-088-765 |Rajput Rakiya Narpatsing Kailash
47 | 2023016100012082 | 178-028-241-685 Sawant Riya Sandesh Isha
48 | 2023016100012074 | 944-325-817-463 Shah Maheak Anil Reena
49 | 2023016100012097 | 723-879-847-186 Shaikh Samiya Ashfaque Rukaiya
50 | 2023016100012101 354-686-451-918 [Shaikh Saniya Gul Mohammad Raisulnisha
51 | 2023016100005004 | 806-016-869-134 Temkar Utkarsha Balu Parinita
52 | 2023016100005012 | 225-035-734-229 Thodu Bhoomi Mahesh Surekha
53 | 2023016100009501 | 769-909-009-378 Thorat Arpita Manish Swati
54 | 2023016100004987 665-802-063-600 |Yadav Susmita Omprakash Pramila
; 2023016100105245 | 934940833843  |HELIYA JANVI MEHUL
—5'6-_ 2023016100155523 | 275825781907  |IDRISI ALHUMA MOHD MUMTAZ
[5_1: 2023016100155515 | 418827974726  |SHINDE ANKITA SANJAY

Name V\ét%\ﬁal}\) Xfl. the Principal

B. M. Ruia Girls' College
Grant Rd., MUMBAI-7,
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CHETNA COURSE

Add on Course
College Name: B M RUIA GIRLS' COLLEGE
Course Name: Data Base Management
ACADEMIC YEAR 2023-2024

Sr.
No. PRN Number ABC- ID Name of the Students
l\ ; \ ig;zgigiggii:’:gos 465750387624 BOHRA KHUSHIKA JITENDRA
4681 319475372268 CHOUBE NEHA PREETKUMAR
3 2023016100164723 415398073874 CHOUDHARY LAXMI GANESHARAM
4 2023016100157472 442125967472 CHOUDHARY NEETUKUMARI HIMTARAM
S 2023016100151332 641991250901 DEVENDRA RIDDHI RAJENDRA
6 2023016100186332 619668199602 DEVRUKHKAR DAKSHATA VINOD
7 2023016100157487 798173177370 DEWAS! VIMLA RANARAM
8 2023016100141593 466405310819 GANDHI JHANVI LAUI
9 2023016100141554 812809207205 GAWNAK AKSHADA DATTA
10 2023016100186347 640368208693 GUPTA AARTI LALBAHADUR
11 2023016100141531 440805617823 GUPTA MANISHA SHIVRAM
12 2023016100186324 625789783100 JAISWAR MANISHA SHYAM RATHI
13 2023016100157522 623907663536 JAISWAR MUSKAN DURGARASAD
14 2023016100186301 781161887278 KHAN MAHEK AHMED
15 2023016100155546 480695380736 KHARWA NEHA RAVI
16 2023016100164665 '830123513565 KURNE SAYALI SURYAKANT
17 2023016100164673 493172739970 MALIM MISBAH PARVEZ
18 2023016100153691 269627612048 MENDONCA SAMANTHA JANE MEMINO
19 2023016100141844 283662236512 MISHRA ASTHA SANTOSH
m 2023016100153296 468896415465 NIKAM SWAPNALI VILAS
‘Tl 2023016100153717 827479078159 NISHAD SHALINI SANTOSH
22 2023016100153273 248677023383 OZA NIHARIKA KIRAN
23 2023016100151297 876607100097 PANCHAL SHRAWANI PRASHANT
24 2023016100153652 414895160809 PANDEY SNEHA RAKESH
25 2023016100141523 213966351352 PATEL VARSHABEN KUMPABHAI
26 2023016100153876 309811965078 PAWAR RESHMA SUBHASH
27 2023016100153281 456398057818 PENKAR SHRAVANI HARESH
28 2023016100153861 '650993502838 PHADTARE MANASVI ANNA
29 2023016100151347 623432883803 PINGLE DISHA ABISHEK
30 2023016100151355 802567637999 PRAJAPATI POOJA KHUBLAL
31 2023016100153346 175278543397 PRAJAPATI RINKU PARSARAM
32 2023016100141562 700922747661 PUROHIT DIMPLE GOPAL
33 2023016100164731 687997887848 PUROHIT PRITI VASHANARAM
34 2023016100105253 734431675833 RAJPUROHIT PAWAN KRISHNAKUMAR
—35_ 2023016100157456 287061097533 RAJPUROHIT POOJA CHELSINGH
E 2023016100141585 674195610844 RAJPUROHIT VARSHA MANSILAL
37 2023016100157464 555056967525 RAJPUT SHIVANI RATANSINGH
:rg_ 2023016100164696 619624011853 RAORANE SANIKA SUNIL
39 2023016100153675 707940313950 RAVAL ANKITA JAGDISH
—E)__ 2023016100151282 763590215773 SAH RANI RAMDEV
T 2023016100151324 351138205305 SANALI DISHA BASRAJ
—4_2‘ 2023016100153884 326526249948 SARDHARA BHUMIKA SAGAR
—713_ 2023016100153853 495147078557 SARVAIYA NIRAL RAM ESH
‘4T 2023016100157506 793920579423 SHAH KAJAL PAPPU
—Z-S— 2023016100151301 213190533914 SHAH NIDHI BHARATKUMAR
46 2023016100153683 '9301222666273 SHAH SANIYA BHARATKUMAR




Y

PRN Number

ABC- 1D Name of the Students
2023016100153845 295970169348  |SHAIKH ANAM NIYAZ
2023016100141852 232555130602  [SHAIKH SANA FIRDOS ABDUL KHALIQ
2023016100141883 394115387358  [SHAIKH TASLIM IQBAL
2023016100153307 687004794737  |SHAIKH TEHSEEN MOHAMMED PHOOL
2023016100151316 779624011081  |SINGH DIKSHA AJAY
52 l 2023016100153331 117857799482 SUNSARA NUSRAT FATEMA MUSTAQ ALI
| 53| 2023016100141875 281640064200  |TAMBE RITUJA SANTOSH
| 54 | 2023016100186316 471437289249  |VERMA PRIYANKA PRADEEP
55 | 2023016100155562 848187627204  |WADKAR ADITI ASHOK
56 | 2023016100153315 106092118733  |YADAV SAPNA RAMCHANDRA
57 | 2023016100153323 '519829313529 | WALODRA NIKITA DEEPAK
58 | 2023016100153814 29775211806  |MAHIDA PRITI RAMESH
59 | 2023016100183786 905000746825  |KADVEKAR MUSKAN SALIM
60 | 2023016100149205 461377513223  |SOLANKI KAJAL MULII

Name of the Sign of the Principal

PRINCIPAL

B. M. Ruia Girls' College

Grant Rd., MUMBAI-7.
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CHETNA (OURSF

Add on Course
College Name: B M RUIA GIRLS' COLLEGE
Course Name: Customer Service Administration
Academic Year 2023-24

;3; PRN Number ABC- ID \ Name of Student \
1 12023016100096066 225-518-762-425 \Mali Shruti Avinash Avani w
T 2023016100186297 832-056-056-337 Matta Chanpreetkaur Gurbachansingh \
Harvinderkaur
3 |2020016100025075 666-740-429-198  |Prajapat Kavita Kumari Champalal Manjudevi \
4 |2020016100025091 965-843-667-277  |Purohit Vaidehi Gaurishankar Kalpana \
5 [2020016100024412 521-850-925-282 \Vishnoi Gayatri Dhimaram Soni N
6 |2019016100079481 422-956-352-520 \Jha Jyoti Raghav Kiran \
7 (2019016100086144 784-308-240-451 ‘Mane Siddhi Santosh Nisha T
8 [2023016100096074 939-158-330-442  |More Prajakta Prakash Aruna A
9 |2023016100141546 897528828348  |SEKIH SAKEEYA ISTIYAR AHMED
10 |2023016100153837 721164724340  |SHAIKH AQSA SAMEER
11 12023016100164707 132638737095  |SOLANKI JIGNA BHAGARAM
12 (2023016100164715 974535942328  |ZALTE JANHAVI RAHUL
13 12023016100157495 '370689229967  |PANDEY SNEHAL DINESH
14 12023016100155554 862586297537 KAMBLE ARCHI SANDEEP

%

Name V\ﬁmmighe Principal
B. M. Ruia Girls' College
Grant Rd,, MUMBAI-7.




CHgTwA (OURSE

Add-on Course

College Name: B M RUIA GIRLS' COLLEGE

Course Name: BASICS OF G.S.T.
ACADEMIC YEAR 2023-2024

—

Name
;;- PRN Number ABC- ID First name Middle Name Last Name
1 | 2022016100042404 710366730264 SWATI PRAKASH BAGRETHA
2 | 2022016100043431 587969981206 SHIFA ASIF BAIG
3 | 2022016100043454 146004985903 DISHITA DEEPAK BARIA
4 | 2022016100043663 155241089700 GAURI GAJANAN BHOYER
S | 2022016100042331 484684422501 POOJA MAGNARAM CHAUDHARI
6 | 2022016100043381 509230603671 POOJA HARISCHANDRA |CHAURASIA
7 | 2022016100042772 '991739284811 |VARSHA SHIVKUMAR CHAURASIYA
8 | 2022016100053046 617074470487 URMAKUMARI HIRARAM CHOUDHARY
9 | 2022016100043365 258765459367 NIKITA NATHA DALVI
10 | 2022016100043172 432833924056 PRIYANKA PRATAPARAM DEVASI
11 | 2022016100043187 7938532232573 |RAMILA PRATAPARAM DEVASI
12 | 2022016100103841 329722245690 DIMPLE NIMBARAM DEWASI
13 | 2022016100043206 644614841528 ANUSHKA PRADIP DHOTRE
14 | 2022016100042903 730063196448 ANUSHKA DEEPAK DUDHAWADE
15 | 2022016100042362 175461423483 SAKSHI SANTOSH DURGAVALE
16 | 2022016100042613 395463952038 AARTI KESHAV GANTELOR
17 | 2022016100043694 232125529043 VARSHA LEHRARAM GEHLOT
18 | 2022016100043083 700349225331 KHUSHBU LAUI GUPTA
19 | 2022016100042377 296703112111 VAIDEHI SUNIL JADHAV
20 | 2022016100098586 590485017371 MANSHI MAHAVIR JAIN
21 | 2022016100042435 577470900308 SHRUTI DINESH JAIN
22 | 2022016100046255 496622536233 NANDINI SAHADEO JAISWAR
23 | 2022016100043477 637345154898 NEHA SAMARIJIT JAISWAR
24 | 2022016100043423 196183015189 ANSHUKUMARI JAYSHANKAR JHA
25 | 2022016100043141 100155462080 SHRADDHA DEVI |MOHAN JOSHI
26 | 2022016100046247 581256115925 SONAM PARATH KAJANIA
27 | 2022016100043512 1049102700385 |AASHITA ANIL KANOJIA
28 | 2022016100042636 769452482701 KHADIJA ABDUL RAZZAK KAPADIA
29 | 2022016100052565 942193157742 RAMIYA RAJESHWAR KATTA
30 | 2022016100043407 127171012634 MAHEK HUSSAIN KHAN
31 | 2022016100043164 980073812591 SANIA ASLAM KHAN
32 | 2022016100042451 208068868448 MADIA MOHD AFZAL KHOJZADA
33 | 2022016100042563 435928785857 KRISHITA DHIRAJ KOLI
34 | 2022016100055254 '553682181527 |MITALI BALIRAM LOKHANDE
35 | 2022016100043616 983677131729 KHUSHBOO DILIP MALLESHA
36 | 2022016100042393 265029316280 ROMY SANJAY MARIJIT
37 | 2022016100042683 985700270508 |KHUSHI HIRALAL MEHTA
38 | 2022016100043705 818748187141 NIKITAKUMARI NANDESHWAR MISHRA
39 | 2022016100043671 342992113498 |SONALI RAKESHKUMAR  |NIRMAL
40 | 2022016100042346 641716437306 |VAISHNAVI DINESH PARAB
41 | 2022016100043303 776461476034  [SWASTIKA GANESH PARDESHI
42 | 2022016100052581 619420979364 NANDINI RANJEET PASI
43 | 2022016100042412 506767051258 MAHENOOR ISMAIL PATEL




I?ll;) PRN Number ABC-ID First name Middle Name Last Name
44 | 2022016100043462 | 943455357180 [SAYMA IMTIYAZ PATEL
45 | 2022016100052557 | 408418239485 |GAURI RAJENDRA POYREKAR
46 | 2022016100043334 | 203757521625 |NIRMA KUMARI | GAVRARAM PUROHIT
47 | 2022016100042474 | 102565417375 |POOJA SAREMALRAM PUROHIT
| 48 | 2022016100043133 | 728086062148 | TANISHA MANSILAL RAJPUROHIT
| 49 | 2022016100042354 | 816505514444 |ASHWINI SANTOSH SALVI
| 50 | 2022016100042691 | 104253352752 |PRIYA RAKESH SAROJ
| 51 | 2022016100054115 | 128615463550 |SNEHA RAKESH SAROJ
| 52 | 2022016100043686 | 352536525790 |SONAM SANJAY SAROJ
53 | 2022016100043117 | 119105235118 |[BHUMIKA GIRISH SARVAIYA
54 | 2022016100043802 | 839367927799 |SONAL ARJUN SARWAYA
55 | 2016016100081607 | '407273436912 |TEJAL VILAS SAWANT
56 | 2022016100042764 | 250935807920  |KHUSHI PRABHUDAYAL  |SHAH
57 | 2022016100042652 | 197065295029 |GOUSIA AKBAR ALI SHAIKH
58 | 2022016100043446 | 936789071185 |NAAZ MOHAMMAD ASLASHAIKH
59 | 2022016100043582 | 137746534243  [SANIYA IMTIYAZ SHAIKH
60 | 2022016100042594 05347123052  |SHAHINDA MOHAMMED AUR/{SHAIKH
61 | 2022016100043195 | 816336686762 |KHUSHBU ABDULALI sipDIQUI
62 | 2022016100043342 | 573920169409  [ANJALI RAMANPRASAD  |SINGH
63 | 2022016100053062 | 734564146861 |KHUSHI DEVRATAN SINGH
64 | 2022016100042586 | 307095144217 |MUSKAN VIJAYPAL SINGH
65 | 2022016100042571 | 699018427658 |PAYAL VIJAYPAL SINGH
66 | 2022016100042934 | '753333026295 |KRITIKA SACHIN SOLANKI
67 | 2022016100043566 | 272470577560  |VRITTI MANOJ SOLANKI
68 | 2022016100042911 | 474256001188 |DIPIKA RAMESH SUTHAR
69 | 2022016100042667 | 374177670665 |NARANGI AMBARAM SUTHAR
70 | 2022016100043311 | 496007536859 |AMBIKAKUMARI [UDAYNARAYAN [THAKUR
71 | 2022016100043825 | 575241448365 |PRAGATI SANJAY UDESHI
72 | 2022016100043125 | 622419993368 |ANCHAL MITTUILAL VISHWAKARMA
73 | 2022016100043551 | 316382854676 |MITTAL NITIN WAGH
74 | 2022016100053054 | 646936907183  [NIKITA JAWAHARLAL X
75 | 2023016100076947 | 314852938020 |MOKSHA SANJAY JAIN
76 | 2021016100031193 | 149728619188 [SHWETA SANJAY PIWAL
77 | 202301610007690 890525974079  [DISHA MAHENDRA SAJGANE
78 | 2023016100076763 | 721310601358  |NIKSHI LALIT JAIN
79 | 2022016100043791 | 411665507617  [VRINSHALI DINESH CHAURASIYA
80 | 2019016100086434 | 355-369-549-439 |Priyanka Ramavatar Agarwal
81 | 2019016100086716 | 695-999-338-840 |[Sejal Rajesh Giri
82 | 2019016100086867 | 999-385-241-583 |Vidhi Ganpat Mewara
83 | 2019016100086674 | 452-588-756-366 |Ganga Omprakash Upadhayay
Name of n of the'Principal

PRINCIPAL

B. M. Ruia Girls' College
Grant Rd,; MUMBAI-7.
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SARSWATI SEVA PRATISHTHAN

SARASWATI

Sertificate of Completipy
GNP

This certificate is proudly presented to

Anjali Singh

Successfully completed the traning course of Fundamentals of GST
from Jan. to April 2024

f\@@\')\{h :ki gﬁ@»%
SachirNagargoje Dr. Santosh'Kaul Kak

&

Sarasawati Seva Pratishthan

Director Principal

B.M. Ruia Girls’ College, Mumbai
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SARSWATI SEVA PRATISHTHAN

SARASWATI

Sertificate of Completipy

This certificate is proudly presented to

Nirma Purehit

Successfully completed the traning course of Microfinance Executive
from Jan. to April 2024

f\@@\')\{h :ki gﬁ@»%
SachirNagargoje Dr. Santosh'Kaul Kak

&

Sarasawati Seva Pratishthan

Director Principal

B.M. Ruia Girls’ College, Mumbai

)
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SARSWATI SEVA PRATISHTHAN

SARASWATI

Sertificate of Completipy
GNP

This certificate is proudly presented to

‘lleena ‘Nansoori

Successfully completed the traning course of Social Media Marketing
from Jan. to April 2024

f\@@\:’\(fh :ki gﬁ@»%
SachirNagargoje Dr. Santosh'Kaul Kak

&

Sarasawati Seva Pratishthan

Director Principal

B.M. Ruia Girls’ College, Mumbai

)
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TN a"-g SNDT Women’s University, Mumbai
é‘ Center for Holistic Education, Training & Novel Advancements
I (SNDTWU-CHETNA) e i e
OF COURSE COMPLETION
This is to certify that
Humera Patel

| Has successfully completed the _60  Hours__ 4 Credit Offline on |
2 Customer Service Administration 4
g Hosted by B. M. Ruia Girls College, Mumbai q

From___18 Dec 2023 tr 30 Mar 2024

With _0__ Grade

o

Dir. Anita Jacob
Course Coordinator

Dr. Malini Patil
=i Diirectar
August 3, 2024 WpG6vIZAH
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SNDT Women’s University, Mumbai

Center for Holistic Education, Training & Novel Advancements
(SNDTWU-CHETNA) e O e

CERTIFICATE

OF COURSE COMPLETION

This is to certify that

Neha Choube

Has successfully completed the _60  Hours__ 4 Credit Offline on

- |

Database Management ij

E

Hosted by B. M. Ruia Girls College, Mumbai ;

Frorm___18 Dec 2023 o 30 Mar 2024

With _0__ Grade

o

De. Anita Jnceh Dr. Nalini Patil
Course Coordinator Diirectar

. July 25, 2024
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=N . SNDT Women’s University, Mumbai v
15'»’ ._Jr ﬁ

Center for Holistic Education, Training & Novel Advancements
ey g g BT (SNDTWU-CHETNA)

CERTIFICATE

OF COURSE COMPLETION

r"'-'!'m T

S FU0 A

This is to certify that

Shweta Gupta

Has successfully completed the _60  Hours

4 Credit Offline
Food Entreprencur

an
Hosted by

B. M. Ruia Girls College, Mumbai
Fronn_ 18 Dec 2023

to 30 Mar 2024

With _A+ Grade
e

'}"xﬂ'“" ! o
Dir. Anita Jacoh
Course Coordinator
July 31, 2024

Dr. Nalini Patil
Directar
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_“%\f % SNDT Women’s University, Mumbai

%
&/ Q'@ ¥ i Center for Holistic Education, Training & Novel Advancements
N o aTERE] (SNDTWU-CHETNA) <t T s

* CERTIFICATE

OF COURSE COMPLETION

This is to certify that

Ramiya Katta

Has successfully completed the _60  Hours__ 4 Credit Offline on
Basics of GST
Hosted by B. M. Ruia Girls College, Mumbai

Fropn_ 185 Dec 2023 toy 30 Mar 2024

With _A+ Grade

ﬁ ?,‘lxlhﬁlflli___._-.

Dir. Anita Jacoh
Course Coordinator
July 25, 2024

Dr. Nalini Patil
Dhirectar
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B.M RUIA GIRLS COLLEGE

11, KRISHNA KUNJ VACCHA

GANDHI ROAD

GAMDEVI
MUMBAI 400007

ORIENTATION LECTURE ( SKILL COURSES)

Mumbal Maharashtra, India
11, Vachha Gandhi Rd, Babulnath, Gamdevi, Mumbai,
Maharashtra 400007, India
S %o, | Lat 18.959644°
W TN Long 72.81043°
Joogle \ 15/12/22 02:12 PM GMT +05:30
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STREET FOOD VENDOR EXAM
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IS YOU
TOOK THIS 4

=} GPS Map Camera

#4 Mumbai, Maharashtra, India
¥ 11, Vachha Gandhi Rd, Babulnath, Gamdevi, Mumbai, Maharashtra 400007, India
. Lat 18.95967°
Long 72.810361°
18/10/23 03:41 PM GMT +05:30




CHETNA COURSE




CHETNA COURSE
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SKILL COURSE CERTIFICATE DISTRIBUTION

\l

-

ﬁ GPS Map Camera

|
Mumbai, Maharashtra, India
11, Vachha Gandhi Rd, Babulnath, Gamdevi, Mumbai, Maharashtra 400007, India
Lat 18.959647°

welcome AN




«fe, .l'-‘.'}

9! ; - Vo Rl aw .0 ° 00. Ol ™ 00‘.0 <§‘ - .. 00 ..g'. " ®e o 9 l‘g'l ™ .. ~ 7
ﬂ\..§63~ > :d: L .,0,.. - vt EDeme oTE .N.t..sv.... ays ....... .W.u . x..&....\.. RO .)Jn :
= r
’
e | -
F > - - : 4 J N . ~ - S - -
4 P pu— L - — »
- - -
. ﬁ
. s =
- : 5
- -8 -
. - 2
- - y \.\ /
Ead L ~
- * b : )
\ . ‘
’ ) i -
. - r a - -
- p % L e
Y T -
. o ﬁ -
-J R -
'
- A X
- - v -
-4 o -~
X | - - Jd .
, ; 1 ) =5 |
- . p
| aul »
w 4 -
A T i F »
| W Z
- —_— ’ ’ - — L A
- - e -y p— - N pe - - 2 ¢ - 2 - X A 4 = —
4 f = ; - - - . = e - e 4
L A -
- - ’ 4' - A . . . - e " gy .- - _ - = — -
: “ ) i : ) - : ! -
- @ e - o - - 3 = e - -
» L]
. - - = -
» - o - — 2 -
= - - ol




\ S E——— e .,JWI.Y \ \h_i..
. re SN L= 1 “" N - ’s ~ o i . ..o .l\l ‘/‘\0&. . .o.Qo“oooo . uomou Jd\ .)H : . VS e .o s s
. -«‘%’ .' q.a.ﬁC RS = |- ARTTMAAS ..d.. Y . .fn.‘ 3] et atS ee 2l e, ,
- SUNERO Q' 2OAN PR ' RO R &R LM AL S e & a al ol al ol | e
N. 77)J ol ool a Ou_ | o alajale/afe (o |l |Cle|lgq| H o o s 1 e . ;anumH_itaTmy T
) . 3 ||1+. y — ' . ) — el |
5 S NP PR o PN I i B 2 s e i i i il e B Bl et
u. ) * N — ¢ ra § . * ) Rase.) S W e gy ] - "1 N . i C. OI | .
X — | : : | . | a C. O N Co a. (o Q. (&N C. P (A C. | |
Num m.l‘ - . 0’. ) - - --." __ P D’L PL — P Dlm 0’. ma DH - Semsm— m{l —— . DEmmSE [ | JTn
. A\ AR R R RS NS AN e R s R bl B i s B i el o e s
_ Q & _PAPPPFPPD,P.OID;PPP._PPPPO;D: .
, f by - — Llll.’;. - —— - L —. { "
. | Q! -4 b —
uo-. 4 lm\lrle fﬁﬁ’#hﬂ ,F Q. al el o Qo ol ol ol B S QL el L N - ol al o OJ
_ | P.PJQ.JJPPAPWTP#MP,P A R MRS PN EN LN PP
on ,_PIPJIOI S _0!0\%01 &l B | <0 o AO' Aﬁ.! <
. 4.7011 Pt 4 s e === M Y N IR | mvml. O’f o e fo| dla| o nnhlo.r o= 8 ad Sla fie
~ nmuljolpolpcf S Ml Al afal Yol | o o
T = B N D I i e i i M B (S S &l el a ol o ol o ol el al ol -
; Vg o oo | o] e o M B B e L5 -
| T e e S s e S e T oo ] daf o o o ol el e
¥ < | N WiwaMWiﬁHriWUW!vaAJFPo)P.PPﬂA.PP,AP?PoDolo.ouo:
| 0’. —y - e (- — — e ———— .
w.. ..'o...DJ.W ROU_»DOPQAJ hﬁp!pr.pﬁprhnp_p,Pvl PPPD:PDJ.D:O..PPPQP.PPO!P
. S — et e e I U TR . ’ S— ' ) v ) e S — —————— ——————— be—— et e —
7 soo'f.vfﬂrnfolfrwp ¢pp0t.DIDrPPOro: ool oS PO)P,ﬁOJ.PP,PPPP.POIP.D;nV
... _ P e : P—— ¥ - —_ - s e — C— - —f —- - —4
" urlbf-TLrPounnnhPPLorPfPPo/ M NHE Mo Halolo| o]l alalal o
T f\J | e —— N - p—— . — - B e . — CEN—— S e e
; ;Tiffliohfmmuwall.fwf.o%ovf b B B i N i s B T s e e - S PN PN (PSS PN PN | o] of of o]
{ -+ SR — — 1 == - N —to .
: | o'ocwcpﬂmrDrDrP,wrPPPDlPPPPFPPAVQVP?PPD\PPPPPP
|- = P'W;LWPPDstMr.i_pPPn_DO.!PP.PPIQOIOI P.PO:PO..-P.n,J:.VYOJmV._YP»P DJD\O\PD- =
“ +— s I [ | e =41 Y e . 250 Mosg il ) - —
. w - . . e ——————— : — = : o= L RS ¥
w _%oPJ_of,.fv: o P..P.‘DvPMP_DuOJDrAHDuPAnP T|Q| o o o] g Jal o] 4 e el of of of o
- _.af L b o S 4 __ b . ! - e | ! , 0
a ,._ ﬂr al al Lv 2 U Pf S| AM:\._, P!E PMPV’D“_P! Se < &U PUP Q_ &w_ 0l | o &l OJ PL &3 pﬂ DJ.. P < | - DJ 0\ h— )
| . \ .4..| . p_‘lll. - 3 ._ 4 ._ | , ,, ple _ TR 1 S (R =2 = . x P ) ol o
el e el o sl e oo def dl dasldd dd s e
Mf/ o\ | O’.. ﬁ,, An.!., | {/ PU_/ , 0‘, nWJ O.!, ,, j . j , ‘ Aﬂ ~ \ A‘ 4 | ' A1
e A . \ Qo S S
2 3] I sJ ] oo Jafa]s] _NPP\P\P\P\P P\PP\LPPPPFP TSN S
T e 17 / / ] ‘ | ﬁ e = E . ¥ o R | | prsER) IR e T
G [[slaf ofafs PP\P?LPPP Majajeelalafafqgl<afala]afolsfafa] e ] Jddda
(IS e By Tl 21 T | i e o BT D e QS 0 B
| o | | | 1 e - ¥ — —_—t— — ,
/ & S o:“mu.\o, Pﬂ_fpv\a..PNDJFPF@Pfff.ﬁvafforpquFouwaoupvolouP N
- . e e s e e foJocP oc_f.oroﬁoo@o!fpolfp?lfococ,aufﬁf OO0 S/~ alaal
(@) _ | e——  E— —t 4 -

, ahau&apﬁorpj@lp,p.ﬂﬂfvaﬂu_olalﬁoooo fPPPnhﬂoW.foroohrnv\PuPpoP.ouPoM
mw FMsraaysaa n?a.,P _,Pfﬁff.p. = ol ol ool UFP “oemoraal
ollil'. : ' . ' “ - — 4 - ’ — ~ | 2 — ‘ 4 - . : - A_ . —y — .

RERER DT B 0 ] B Bt 1 s e o e B it s e et e R B B B B jfffﬂ_,uof .
SN YN e, . o | Ll : . S . ; : . g — g ‘. A | | s
. ——t. ) — . . . e W0 Sl o o Al O~ G .
oo a PPﬁPﬂ.@PJFL_ﬁ(PHWJFPPP e S s s B e S e A B B B B O
= d 4 . | =1 T 1T 1 o ) | A /
| _ | . < o “ d
_ _ = Q | | @ :
f J == “ Hm € 3 ‘g N U N | un.mlm«.n_k\}@ — > 2 -G 3
: ,LwhHMnm,@mMmo m;*m\w@mvm JIEF|YS .m.n:m B
ﬁ - =D - o=l S | o — s v A
_ O u N ™\ L | o ra - -
rERRES ENE EELEER AR ENE pENNE LR FERRME.
’ | QL o 3 g |- < 9 = .l.um 5 " 3 .21 °S &
f €T 9 3 - S Q502 9 o W_v t 47 Q.1+ ¥ o |
g _ _ & A n Q e p\w ||n e m 2 \n mb e | _
S | g ;U = \.om. 0 Ky S9QJH 8 27 L 0 B G o Y=
25 mm T & | S > d 29332495 < % & » TN .
| * = | A T\ 2] ® ) | | | o et ~
3 | rn\v..N | m ~ M 2 | S NIL M Q\T lT._r.Im ._
o~ 9 h | b > - “
w&.... . g \n. ! L N ml e A \m : \m — bal llw ~— MI M'Io” 'r“.. ..m | _ )
: ! | = *4 < 3 d3 ds S g S N-F d'a 9
~ . _ - ) n n il b R : Z h , g C | QO | ”
) S D Q\M pm. Wo @ ~ mIrD:v e .m”\w.h M\w Y = ,N!MQWW«AW.D@ QAL O\ m.vhiyl M 35 ‘nw_ﬂ-J-nWJl. |
YREEEEFFERRRcErPEELE 1L EEE 5503
BC - C. mg B _ +—1 J ! B * — 1 I = T e ‘14,; z& L.w L b mmwm Ki
T d 33 dddd daddd{deuuade 9/ gy ldgddAdaAddd
% S M “ ~4 l = J lmm 1 ), N - 9. 7_ qf VO Z, Df , Z_ ) | i W
v - s Y &b 4L - - - - ot AN L - - “..\.V..Ma \_..'1 sq..u.”...wo S R .oVr)..
Y SO OEEIE O AMNIAL o 4TSS Greec) | iGN IS, g NETRYN o ANIWSLA e, R Qs & 7w o~




s o0« TIUW DAV

p— — .-

'::;6% &\)20;-_' = v'f o

b—

|

*ﬁb%‘ﬁdc_& Y SRR

(4 TS50 O D

AN TS N[22 R R W/ A7 I g
; "A%NAUJ,) Coedi car o..d — /&Y= s .ﬁ.Q....wﬂ. sy ae K V.C.uﬂhu TN o el
el <|afe[alalafelalo]|glala|>la| Fyglajald
. B — ' HES ——t | —- . - . P > el st —| N W~ - =k
Y VojojloolYelagleaelajoleala 90l o
NeajolcleldYaloltalajefajalela] sl oS
N S ol o o | dlo| & & ol & ol ol Al o] § ] &g
I<D.PImu|,o:.fP oGl ol | < ol ol o ol ol &| & Al o
A s Y al adalal et o = & 16
S o S e — i s et M e Y Bl i Bl N BT S B S
Fal . | - +— — — PSS W— —— >
ot el S e e el gl el ol o[ =] gals
al e G —t—t—t—1 T . ]
R oot oot delald ol eyl oldl ofclal o
- o \ —t——— b L 21 ] (B ot B
-~ ol ol = DA'O nm.fOH ;OHMY.fDU . Clalo|a ol ol of| o N
gl ol clale (e ool at ottt op S = & o
—t L = | T | ¢ | o | <
P P n\w) . —- . - i Q & Q.l
. N ~ | laol] ol o | o A = f - .
_ 4 ] .. Ve o~ &S el o o
p s (N < - : = S ol | &
1 < ol cle|le - |
+——] .| & | ] al O g —p—
] Q.| o ]ttt 1 Qi &S Q& oo c_ o A
~ PL,. C- - AH Gl G ol Q) o - lmlinl —— . i
- Nlp --ﬁ. === i) (M- e A P Orl D’ Q.r Q. . & QI P
=1 <L | Q_ <l Qo o n | - — .
.3_ ol Clolealals . B ;D 0..!!01 et e e B B =
M fl.n'«IPYPPPPO.P.p'POIA o & o =
a | A Pl § S N T ——t—+ ~all| I7.a =3 R
v , f = =0 — ———t- — o T —
.lal.iDJ.DJ,nH.InW PYPWHIQUWH e | - | S OJ Ql | & & o o] O] &
S a— — e E— = -
O gl iojale| el o] o o o O AW A Q.|| &| & | o < Q
glle|alsjalclalaalelofol gl alal Jfof o] o]
3Pnﬂﬂ.0.?~0:9h.0:0101”0[90Pn.ouoln,rojn.mq.vtpl
S o fSlejejdaFla|Selale]alSa]ela|a| ool al~
GA.P.PPPPP&PPAOIPPOI P.OIO!_ ?\.OIDIA
B B I el e P e ) s B ] i e e B - el B e i 5
4 + —— —_— - - - { — o L — - - P
_ - —f— ~— —— 9 — . - - - —_ e el EEi - A
l?.pa!nlro..wo\nw.n\ou.oup.onon?P.Po\o\owo\P.P -
Aol sl |=lalo|& [S[E[<]olalo] alalaHal oo o
===t | el el o <l bl & | o Ol
2 sl slelejeleleSojel SelaolqeiajeltjgHa
’ta‘lu. lln#/.l'/ - of \ \ \ .| ﬁ. A { \ | J : v . - " : ?ﬁ
S o s = e AT A B = S D ST R (- ML B P N B
Stk SN O
e I e B B B B B s
_ P__\ .A.J_\ e ol -« o S o o &- ol 6 < =~ 0.} & O &
3 & a & il elal ol SHolslelbSNe Sl M
el & alalalalale] clxile| e el &l &l *| ol o) &l 6
ol a < el |lalelo|lelo- ||| | o] %OIP.P
! — A —le——— —1—1—1
al ol ef o P.nll.o’ﬁ alclfle|slalaje] . |onfa| S o &
S — . - 1 a\ . - . r P — —— 1 N - 8 - . T za g G | G | e | G
ol | o= ot = 0;‘_10:@? q| e | T & ~ olole|S e e a me
Mol | o =l olelalo|sefolalelel] & Fal T &
n./...!.OI,0|H _PPPPPDDHVPPPPQP ol & &) &
——T — T3 11 [
_ , | a1 .
| ! . v
| Ll | A= 7 | ] = | Q| T ‘ g
1|4 1< & 8- 912 4T It
,lh, . | ju & 3 oM & ] Y X m
Ollw 0, L = ,.a.\w = - Q0 o 3
e ¢l | S| s 7 w 2
& V) T\ ) -
u o 1 .. _ : - Lo _
h,d ’R | 9 .m V&./ i = Qv
1 g < \J\m - =D
| s < = ¥ o = N
U~. = \ln_..& | | | i .l.ﬂ ¢ —
> ﬂ ‘ | S s ool O M )
om _ = Q9 m 7o %, .
:: o Njw% N ; - -t 5
a - D 2 _ ) Ly - Nﬁ @ -
ol | | T S d4g |
r X ak J
| i T = > dJ -
g =83 | < U o X o 8
SS9 282299532325 2¢ T 3 ~ =
BER IS ISRV ACEC BBV B R R B BURC B g R
. k ] Sy ,
o= _$ y _ J J <. B o B L By J JJ J
EEEEEEEEEEEECEREERRNEERE!
: | - N , — |
| ﬂ\J_ | , _ . UL _ : P J f F ﬁ . _ - S 5 4 p i.
(O AMILAL 26 L= A GO AN AL NG el eSS o NI 1S

7 ONA WA =

P

S M) A o’ IT




i RCA =LA ol ‘o IS o PR .
WP - i

)
'

:.

) o
) I e s =21 e N
24196123(%8(29]1 |2 |@4) 5| ¢ | g1 TS T AAAEAT LT
] +1 8| 5 ,g 181 1920 | 2) 122 ?erzé 21| 28.2¢ 30 | 12134 (51689191213 =~
. dro le’l_l"l'o%ﬂ..g-,p'p 1A p*gz.”\lz (% Ml alplalalal P PIP D p y :Tp P,,f Pépﬁ’,ﬁ_‘_\i_‘\_‘f\ R.Q_bﬁ_b
' khug\m\»(q Tlfeﬂ —— plplplp| p T4Bip pIP| [ M i e Z
1 obia- Humor ——— PIPLPLELTIPL P AP “iPLplp plelp|PIP|P) PIP HP » P lplplPleelelpite¢elpPlp| §
8o Choube Neba 30 V7T 0 Tp o (9 [o | alp [ plp [ 5T Eele] o101 e Lplolo Pl Plolplp [P Peelo P o Pl pltlef epiep .
2 g (houdhary laxmi_banishararm —— - Lo/ Plp | [plalp[pTtlll ol P L0 LLLE PP PIrLePleleiplp] oo elplpplo &
7 tagm L * VIV LEL P LT IR p)p ol SN o P lplple ] P | Pl pLPr (1 lelple|p| PiCiP e 010 PO | =
144 ’ﬂ l’Ukﬂman’H‘m o) o | P P Bf']_)_,_,r-a- — | | | -
{4 | (houdhary Nee PP IPIPIPIPIRIP [P P o] o old L pp P Popleipie rlfPiplrielee0lrlelelp ple | &
o RN Rajendra = \4% pLPIPIPIRIPIP ) L ] - '7 o 2
W, ——Devendra FRuachl- fﬂ oo PlplPTiplplelp o [efa] b ol pLopie PPl [PLielplpleip 9 lealfle Plaleltlelell|e[Cle |
w6 .oevrc&hkdio—ﬂﬂ“;“ T e el lele Liﬂ@hgﬁf\.'\'} p plp Privip PleiPiaiplpleelrple pltly ey Pelp. g
o ? Dewoasi  Vimla | ai:?mm ] Pleje|Plp/Pirlp PJRKF!Q%E ,;'p > P PPIP PR lPIPIP R APP AldLd elRlp PIE L] .‘a’p_‘,j
é 8 Gandhi_Thanui | J;a_& 1 1| eipelple MPIPIP [PIPLPlply o P nlp P PP p 9 P n P pp plp Ao plplet Po VO g lP =
?’/»’? e o Lk [T P[P .P-P-Pi}tﬁiﬂﬂi?/?r p R FIP PlpPPLPlp pt IPIPIRIPIpIPIPReLRlRle P B
| ,—9—@#’“ ﬁ"m‘i“m‘;hafm _(plPPiPPinte 2 [PIe el g ploit T Tr (p ap 7, n P PPl Al e plgleielel? el €lelp Aulardi
A 1 | u(zta_Mamsa LV | P (P[P PPPL\?PPPP‘PF;‘J;DP plplp P op PV_P? n PPAP?PAaf?ﬁWEA(‘;gvg%P-*ﬁ
| Folale e adpy I P Pepip i nPiplf l SV AP o R
¢ ppﬂPPfAPP’PPPJP,ﬂ?? PIP e lpiPi Rlpi| R PP P . :
é% 4 3 Taisumr_MLQRah D@ggﬁra)ad o P P P_P*PVFIP!F p P‘,\f}\:\'j P PP PP P e PIPIPIO T K PP A Palale @ G‘)Pp_p_’
% Mahe R phmed F ’ ~ \J&&J’ ’ | | ol PLelpip lele | G
.-;’:;'__H_khan_ f 3 PAPP‘*P--P?PPIJP ﬁ'l’lP!?‘pPJ? Plalplpifel P PPP?DPP;}PPPL’J PR — |
5 kharwa Neha Ravi Pip plelelPlple o1 p Pir pliplplip PIPlpip &ip |0le RICIR.PILICIM
s e Sadedd SurygRant P lalplPIp i F.p PTLL‘\ CLehen i AYf ' p.q % A ¢ \7(7? 0l Piple
l;.\:',_m-auan&ek B e P PP P P p8Pplply PIAPIP PlplpiPIPip PIA AP P IAl P Ap Plef (} gg!‘{’)ﬁ—e'
S 8 rincin Samantha Tart Memdno 1 1 0.0 07 o p " PLPLolP Py Panlp Plriniariy P SnPLOERaE ?%v‘p e
X '_-n-me:kow cafod P PlaPlp P PPIPIAIPPPY LT plp R PiPlp Ay f"’-f"*"’ﬁj QPiE?{)PPP'PPW
" -"30"%50;0—515?@,@" Uilas TP Piplep PIPIPIPIalp ALl plplplelpPlelp | ap PP M{;gg ’ T deltieleplelol
Q".———bb *~Poo ) PPVP PP PPPPFIPPPP PPP'QPP[QP ? -QPPP | ; g‘i , | - | .
2] N¥%shad Shalind Santoch 7P la > P“‘ Pﬂﬂppl alolel o pp PP P P'g,.n .p:Pfr)lPPPP‘@;()‘Q;() PIPIP 1P ¢ %
G 22020 Nhafka Kiran R ‘ : f SgAPE Pppaan pplppaalePlpe @fitpepe Ult le|
”"23;; thal S_lqrawan?Ptazhanf’ APPPQPPPPPPQPPWPYPD'PP PP'FPQQFPPYPfPIV‘:?P?(’P‘PoV
el pPQpPPPPBPPppﬁPPPY" Plod AP P - —r=r T . T
4 24 Pancley  Sncha  Rakesh, o ppp PP/ MR PP L PRI
2 : v VQPQPPQPPA.QPPPQJJ(’??PZPP‘\PP‘\- ’ , =t ol alP (5 |
2 Putel  Varshaber kaPﬂﬁbQU \ | | " P PIP|IPI® | plo]p pl PP 1P:P'? AP FL
N PP}\PPPPP‘PPLPPPH?V,DPPPLP'P . B I ) S W £ Y B I '
% -2 Pawar Reshma_Subhash f + A PP aPPip R iplpeplP b ellp RCClPlp &
"zi;&nkar%rmrnfﬂmex% PPPPPHPPAP[ ‘L\PPPQPP??Y? prPa e Plop Ap PfiCle Poele P
W o— oo -- * | 0 ) | LV ' T
3?:73%0@”8 Mangsﬁﬂnna ﬂAPPPPf”PRPAPPPa("?T?TP £ clelple el ®lelelplp Plpl0lee g elplP
';;“P _Disha,_ab P |PIPlpleiPi» Pl Plalpiplpip|®Rep APPIP P PR PPl PP eae P eplp
el et \ PP P pp pPipp plappp s pp e pP PaP|palp e AP SRR IR
zowpab&m%d ‘ FIRRF PP 6P P PP PP Plpia pP Plpaler a0 PO PeR &
7. 3 Prodapuli  Rinku Parsaroe flelPle/Pipp|P PMP,'A’ itk 00 e PP 10 [Qlple® PIPICICIP] ¢
"f'— I PP Pr\f’P°P.‘l"PP.P’P,_PFI°PPPP@pQ | | ‘ Nl ol elplolp
i _32 PUJDU’}' Drmp[ﬂ G'OPG‘ P s [ ey f fPP p|">.PP Plp P PIPIP|PIP|P P@ @PpQT()PP
..x BEPUYOHf PYiH  Vew hanaram !pYPPPPPPP )PP,‘PHJPW)P%'P JoPP?Af’? . pPpP'PP @Pl(’ff_*[’_._f’_,fﬂ_—
,39£cqpumlm-k Pawan ISrtshnakum Y 1 1P [ (] plelple plP olpipie plPlPp PP/ ¥ Pe PP elP
)? 3¢ Ra‘;puroﬁ?'_?ocﬁa _Chelsing PiP(pPIP|P|PP PPJ’:'P‘PiP'PLpg ()p'p gp '}:P FFTFIP; PIP|P PAP'VV.’#P PI‘L,Q Pleife we"‘
_36 g, Purom}JgrsbaManSlaL (Pl PP pIPIPIPIPIPIP|PIP ~ f’plp plplrlPTelrIo p Tvlplplelele TolPlelelel plplp ol §
5) J}R:Jqui’ Shivani RakanSin Pipplpipp Pippppip/P{PfleD ' :
R — T = SN T LT Y (™) ] -




e A T o Bt - Mg g8 TN A vu. NS RAN.TW IR A VLA HMIE R MG 2y NN ...-n: ..&.' gl:-."‘p .....-. .&' * 9.9
- o ® e **

: Jer ~ Apr) Log
é I e
g N _.,f?-_f’_..g,lé 3%51’{2 Z'BW“‘LISJQLX ‘;\q‘;;‘z,rﬂ:zz'nc 2461’1?@25124‘30‘ | [ 2 _3[‘4 fs'wé Q %q ;J()—T(p;;z 12 — ani
€ xlRanare Samkd Sudl — OMOP SP[o el CLeielaielol s elel el elelalelole P lelelelale e [a]p]e
3 39 eayal Ankita Tagdish 7‘:-"“;;: RN (;’7' ‘ElPlAnle o0 p P elelelelr Pfﬁ(’;f dladldddA
TR PR IPlple e Plelel g AElEl] ¢ ol e elatarielele e plrle lele [ dole]
\ 4 Sarali Do Basyd] SENAELENACE P};ﬁi e P PP plelPORriClr Clalele el fple!
5. \“2Suvdhgya Bhumika Sdgar ~ (l‘?‘ 0P P el *L{LQ\ A’LP‘PW F “-fﬁp PLOPILIE Pﬁ PlplepP -
43.8analya NPral Ramesh 0;3\{:,, P-EP‘ PALPleRlel o 0 Plp P eleleelP PPl pleelrlr AP
; 4y Shab ka\cd Pqppu - ’ 1P S‘iﬂg&”’bﬁ_‘ﬂfp pfvppﬂfﬂ'#ﬂ/’; (»7P'Pf P APFP
% Shoh K Broat kurar P PP PP P Npe elpPlaly, s pn P pleleea PP rleleplel A
., *bShah Saniya Bharaklaimor pelp PP PEICP 0P IPREGy ¢p P P ppp ol PP Plelee pleleler
f l':’ 4 Shakh Anom Niyaz P1e @ 1PN i ?'P*!P‘P PEEWQP i (Pf) P P_T? pplF P10 |P P‘P{FP:. A
§ _E&,gm;\_gana Fordos Abdul khelly (PP PP PP P RACE Pif (ﬁ?];'p PP P PAPPP FYPAP PjA%jPTPI efp[f; P?
3 19 ghiild Tasfim lgbal PIP PpIPIPIP | P!Ff, Plhep P pp P eppeel AFPO P vaep pP!
| S0 Shalkh_Tehseen Mohkammed Phool P P AP O 6 PTP!‘%;P Peleleepop prpPpPePP P ALY e pleler
’ S5 81'; Diksha: F\lw-l PPWP'PFPF,PHQQ?@(:EE&PPPPP()J?() ppp(br?Pp PI’PIPAP‘
* 2 Sunsmna_ syt Fakema Mustaq aiP C P PP A P PP aCRlr s P pp PPyl PLARPE Pop o P
N 3 Tamke Riuja Sanfosh rePpeere e eelelepperPpleeeerpAPPPP apeo pfl
%ﬁ SuVerma  Priyabka Pradecp ppPPPCeeP oA PPpp cepePeeieerpP CAPP Ceplple ¢ P
%/ffn)adkan_ﬁdﬁh"_ﬂsbgk peilipiciCleeielplF “PQ!R%VP P A Cep pp P A p P?PT :.Plf’l?? or
7 56 Yadau Sapno Ramchandra pPalp PP el PP FFPA!PF;V Plppe €reprf fAPP Plee eeAP
.. SHoalodra  Nikita Decpak PPP PP e P (’APFPMPEPrDPM’\G?F(’PPP‘P;P;AAKDPP
ke 8l pMgkda Prsl Ramesh PP PPAPPP £A P AP AP D PR PP LARMPPP P PLeP Pk ?Tli’r‘f'f’xp
6 59 Radve lkay  Muskan  Salim pplPerepP PrreieiriblPre eee e P eecePPPlPer peCP PP
: 60 Solank1 * kajdl My ppPAnpap PP ‘jn B P PPE;{»A pA AP 9| pPPPlp PP alAPIP PP P;P(
N b e o
1 ' ‘ N ||
41 b lafsl | ENNNENENEEER
. i I O |
4 | afe) | EEETa Bl
4 | DERAEENE . | L]
' ' X | | R AN T { || AREN
B | .‘j‘zgl: | I |
)) i | L || T 1
' ) ||
4 T




e W i ST ey v 2O S~ y: ..
G A e GOy e aWRaN
: SR c\ "...... g \.0.9,. .; C.\ . a RO L 7TEARANRYFEY . | f
" . ...‘ Qlplk o - o.... . o ¢ >. S ~Wi ﬂ.- ~ = | _ P__ __ p. ﬁ’ _
bt ) | | | Ql |
= ]2 2 Gl a0 ot s e b L bt bt o IR % e B B et i
Y| faln | Lo _P@PPP o ol Jelelole]dddddale
o s e I Ml i "3 I P o Clajofllal o = V
| | &=
| uP‘PDv_.Ovo\P_PnIﬁO\O\PPoIP o = Q| & adad bl gl Al
I R 7 ek S M- o QUS| ]Cla] o | | | |
1 | | s Q R o 5 k0 S Q_ |
-PPP_PT. Bk = i o0 e L S Sl T ol o
o I P R 2 Celde|CCliaNe oY alsolt S ~ *
DPO\O‘AP.? O\L Pppll._‘%\?t.l.‘ 1t i | P‘O-\ A.. D‘.O‘ QL D\D! P o OIF
N R S N e N ek el ) N W ORNIRS RN
1 ’-, »-‘.- 1 T e | _ nl. Q. PP Q pll P‘P F(PO‘O\ O\ | |
’ ~ ﬂl_p‘ Dl A.._PF ﬁp!.p\ﬂ.l P ‘f- 1l - ———— S—— = ‘ P. m!f Ol 0\.0‘ L |
‘V'I.I.T ey | | ., -y | ﬂ O | ﬂ OI\ 0‘ P 0] QA 0‘ Ql P P
2l Soo]ofaldclalale]o] dlafalale] Jd o Jal o] e .
> .,n\ol_ou, MG | L =] =1 =) o = P‘POIOJO\ﬂ\ﬁrO..nV\ = 1¥aN oWy S S
L Q) | QL Q_ Q, T <
Q S Qo G - | Al <=l | al s oiD.
AT o .2 =1 CaSSdela|o|a| dalal|odelalalt . S |
ClQio ||| Q-] I s B . — -
| 3% o] G| = Pl N R N2 N R S Qla ol U Mo o
Ol“_T N 4 s : ' _ P p‘p\ pplo Olp' Pp'
o ..o.JD.P-D\_D‘_O!nIOIP! | Clalalql
T |k || S S| e [0 —t ._ | Q_ O & <| S| = < N el
} zﬂﬂ_ ?_?.PP F | | L | EPERS S - P‘p pol. pr
ef 1 =Gl — NPy SN oo oo S IR ASERSASL
_.m__ wgotkﬁuo'gff O\OJPL, || = = PW?? O\uO\\InuMOQ OMmo...P & £ al o S| o ol Q| ol &4 O
:. : pwp._Do_prﬂplNPO‘PP P plv%b’ll.l ..... = == ._. p“., Q| o ol 3% I 058 I 218 PD\ .
R e D e e B i s ey i Bt LS alelo]o|ala | Q- ,
| 9 a@la| Moo o] ¢l S ele o a o PD..@O! < ol o
a 0 3 o B I S o go|o|alod Mol o < o
.__z.o_FPP_fP..o...PP‘FFP e i e ool daldelo®alaleelodd e
e e i M K SN it | = | |
R DTSN S S S NN NG I N P R (SN clolofe|o] o] oy
, a el ol e O s ! rJ Clol ol Stoate ||| Slo o
v o S ST 1 ol ololalolal ela b e B B et B ,
g [ oSelssleslos e Stels ol Selslstol sl 4 o
- | _ | . ——t— n e ol Q) o | Q| Q| Q- L ) | B QL
2 = OIP.ﬂ,ﬂr.P, P,n\,.n\,M,M.,,M. QW\, n\/ | W . o o Fp\y PVW.ATW pﬂAJ.P. R e R T
m ... ,,_p ,,, Au fl po - . AVI.’ | - o Ty 0‘ ﬂ-\ T~ — -} (VJO l.pM l\Dl.)v'fO\.l - P P Pv nv < Q ? A/\, P F O.I pll
< élﬂV\ermrP.\Lt-.i., Jaolfa/dald gafafa/afalofafafaf o NN N (W W N e
o/ 1¢,M,MD\ Sl clare Jofold el afafafefd ol o] o]~ , ,!PM,f
e * St £ e ] A S~ S & \ e ey o e el e IS0
— = = ool Salnl~ |- S <
< \ﬂ%\f\P\oﬂ.\PN &~ ol\ i A P..IPI._. & =i LIRS 51 1 =a olv - Oc
HEr~1—1 B Tl . o U Vol olalalg
k;\\_ (.\DI\ PJ.\PQ\ Qw .NOI OL_ Q- \ W Pg p OU P E 0\0.\ Q| EPMQ o & = : 1- : o~ O
, y I . | | I ——————————————pee—h wel———
Swu” led o ol o PP@PPPPPPPPﬁPPo&,Pn\o\PA.Qp\orouonvo.%mrou
Tr_ n B A L K -TJ_ r|10lﬁﬂﬂ.0.?¢xmw\u0\ﬁ0|ﬁPPmeDP.@OIFWvO!OIPOIO\Puﬁ
| Q. & QA o | | M \
0\__ _ _DLPPQDlD\_pOIo\OlPPP .DHP\ | = oot
(R e b S S e e e e el o s S S RN L O N P N S = PR P N P PN R
@_ OPv.PPO\O\PD\_DJO\.,Ou - | Al o X~
M T 1 o Bt e B il o B e B K K NI ENS O RN EN PN N .
Ln.;..oonono.owo}nvfoﬂnnou,p.ocotPMQﬁoloth‘Pnno:olP.olW 0 ] ) habe
T T Sl ol el S e 2= o o IS S O S NS S N S I O P -—1b >
/’ L= Sl FDJPAW-AFW\JFK.IUm;#O}O\PP\DlPD!PDIOIPO\0\O\o.!D\D.\DuOIgOIPOIPWﬂIF OJP
| ot .. - llw SR W— — — . - - —
A :\olnfon.u‘ — [ *DM.PLP‘_OOPP-nOPPOIPO-PO.O\DuP.POfOIPDIPP Sl o
Z | 2 S | S la e | Qo O\lD'_ g h,ﬂ - — P ——— tllmrl.- i Wf OLv.tﬁa, 0 —~
t “~ 1 l 1 | | _ 0= —
RS REREREE R L RE P REDRDEDREPREE EEBR R
ORI 1 e~ B e R B °F § 8 Jdd |8 g |< 3 _
A I I ° B O v 2 mSmWMmao E S ] o <5 x O 2 & o
|l & O | €| Q._o!_\K» GRS o) m W 8 O,JW m al S\ L S - = O g fM
2 395586 85% AEENEDERES LK FEEERERE R,
| Wom mU | m o ol j om P = Olm ..mw. o!“ T : | C oh,“ S W < 9 Iﬂ O Q4 S AV‘U
| S 95 3 |, & g g o7 & _.ma@ g Slog] al B O m_@ 3 > Ln
| = | -~ - | <l .@ <| £ .. N M R D Slo W -~ i o=
B INRE umémmuu. g 8 | ¢ §.33 R '~ 9 & g B
B ) I « | & 3 | = S > o | | - S | | & —h o! o— |
|l § 33 B985 935 ENEEREYEEERE: d 3§ 9% J1.43°F 8§ 7
SRR R R RS E L REEE FUE ERE PR CE
mﬂamon.wm_aja d°Cod 9§ O 9 g | < _o.b.b S q Y
| |m on\lu um o= bl ..H,_J . S | O Q| © - 9 | @ oﬁ & AW.V m boﬁ o~ om . Cl N\Vg |w ~ o~ l\m m | m_
“ &z S5 °5 5 goedey £ 5 5 Vs e S 35§ Y2 I YId g9 §5 93 g 3
G ¢ d £330 |93 o 2 g 7§ 3 _maMku_ss£Obdmhe
mmm.mumwmowu;wumfnﬂmppsﬁjgk3 143" G 3E3a
 °2d 4 X = Y o5 G q | 4 -« 7] | 231 sl S ol °2 O ! -
S A.n _ Q a Cl Py iy L (.| .m&om_? \h_ H.Kh L\nau q_ a M~ .MM .AVU lwm @ 0. w M* m_ d ..m OOI. Y_.‘ | &Y R \H_
REFLE mmmmo@MMhMWﬁwadmwwwwﬁmxmww?wa
S g - "5 o - _ | R < | | L , _ = | s ,
m%%mwmmmawwﬂm‘% ﬂpﬁ&.&,ﬁﬁka_mm omr%@@mmmmm
'\ "\ . _ i : ) \ . _,. . ) : : : : Oy
o | . . | , | | | — y, o e P A\ s . e L. TN 1377\ o
= LAl e s NS R T LT TN AL N & 477
L o ™ B\ Soklage < SN
] R = RS SAS S X




v @ \ Y SN R ORI WO R : %
ly \ IS [y o...u.. Moo i - i " n .’wo,.of-. .. = ..P’.o_- : .
Y ool cfefsfsfolslslsls [l [als ool o -
‘e — - - =Y | .
U e —— S— |r
ﬂ.u.ﬁﬁiwofﬂlppvpﬂv?pb APO\V‘OMWFQ, - . —
- s > 4 S p— — e e e S——— -+
S e S e e o | =
Nelsa/Ne/a/oolafalo|via] ool foone o) o
R e, o TSt Wl | | -
| O Q) G- QS KOUHPPP.PO...OU Q) 84 & Lt
e e “ et o N S . e - N A .
o o] & O T o o Y oS S .
0 B e TR S L T P PR RN EN P LS P\ S LR LN TN
3 ?_OV_OIO\.OIOUP.PPP ol O G OJPCPP P
3 I A e R R S RN RS KNS e N ; S
+ - _? — Prom— —r—— v 1 I\ rrem— Y e o — ) — — Y —
, _ p“ 0‘_ pl ﬁ fL_IW..TI'-r .PLLF Pva@m..:,.? p ? Lﬂl TIIILI'Illllll.Ilncll. i e - o ~ o .
| N\ PKV_Pf@PPPMO.UP &l = - :
- 4+ - - p o - 041 - -
SSSSNMNN SN SNER
| | eXle. | 1T ol o, [ |
T Ss Se s elslalal | T T |
| 4&191 ——— - # | S V— n - nlIlJlllil‘ —y—
Q- S T e S o o | &
O,HMT‘LOWVP oﬁAo‘oLDgO..fP |
- - -y ) —— r— § — o = ——— g - = ) = - rer— — 4 —— + S——
< Qg T ik nlmvouﬂ\l.nﬂﬂvn.
fr— e fe———————— . . Lo il |
M _PEWWvMMJ.@ :
‘el Q| Q| T F Q|| ald | ]| ] T 1570 s I
a0l Iy el 0 s 0 il O I I I
oL gl ||l adalelalal ™ |
I S, s S e L 2 () O U B
- op\.io.\ O‘A.L_D.” Lﬁnm..l..”;l.p\ﬁ A. P.a- = u P - —
_D,DMAADLA#D.LP{P ala|ald|ala
| 4 : + — \ . ‘-
|\ g PA&U_D. a a2 o.,A ~Nalo| & < i o
| . Ol._ o pﬂu._nulnﬁ. A Alal gl ol d| o |
\ : A2 ..1]wl.||w|l - ;. . - 4 ——ee e
,_ : P,p@PpPIvIMLi wEEND
o -
. Sies | 4# o B o o e Y B L W Ll
[ F S a NM\M\W%AD’,\KARAP&P SN 2 pnd st |8 o
\r . < PPPPP‘P*PPDMB}LPA- -
PL%PPDA\PPAPPA#PPA.PPPA = T
<l ol ol TN B3 1 | 18 la]lqgla] S \
ogle/SHNafala o| & ol |« < — & N
Tﬂ)ﬂl«l.v o —— .* S (ILE2. F Qs | &1 ]t
L e &l al & ] ] il mer ] | Q¢ a
ST ol a1 T —t—tet—t 4 & €| & Clalaf ol o == =\
2_-mnAQPppgﬂllpppnﬂ o — ing \
_vﬂPPAP. sl el lalal gl - D (B el 2
_.2 .;_..Dr..nn.POlPOIPOrhﬂoﬂpPPﬁP oo
_?JPP_PPPPP.QQP.POJPPP. 5 >
S olal oo ———t——— | <l elelelals .
lnw_o B r < | Q. ales~| & ¢l &d g o cl al & P a. | Q| a- o -
q Q P P . | — -— . = B —— T =N
- & | Q| Q| o .. '
" oo._ | ﬂ ,. “ e — O)Du..lelvP O.JP_PI.MV! AHDI;/.J
— | o | — e — S (S
B olelelal Jolel e Tel alold el al ol JJa| =
| ol & o - ———
= g~ _, e - e o el - W S a| | & I
tll ,P._DJPPAO; S Flo|ol o agle|e|a 9l | &|
r) — e — " - - - — i = .~
i O.L,ﬁo.Mn\ Pﬁnﬂ LHO/D.. <l oo DTP < omnn ol & a | &
.II.J lﬁ« ‘ ——— — e —— v —
| g ] oy | D 5
“ = = 3
,/mMmammj.m- . LR ERE
R E: A A g9 g T 8§ 3 3 >
EREBEEEEE LR EEEPREREE)
71 3 g . e < & S 573 < °z
= =} A -~ z 4 & o o &
| °g 3 — °g 8 o I I Y- n.w g3 89
—X D &£ o m m g = | W)
L °gl 8 °2 28 2 & 43 Qg1 2
| =~ 9 & ¥ 9 £ | (A 9 S -
¢ ol Bl £ - o Bl .- G
ER N S EEEE
o_ —— w P | ©~ m o— -+ o— . S -
== ..m Q. M\le. N 9 m Dnm % M g MU - % T —
- Qg o2 3 e A N Am
m | N X N5 = g
9§ ¢ 2 o 3 lM S < £ x P - Bt |
gy | m , “ { N .'o - k | _ .u705 .
| 2«4 B4 ox~°T 3 T °8 oz & > & e ,9
BEERREREEEERE. 233485
R i Rl
el R B E C S EIK RN

e NS LT sy, S g RSN

S
il
c
R
i
g ‘
:
\

p
x



3 —
E CR AR 2 e
. W A" DA X4 e N,
N.“U»bo_p,'uﬂf qoad =N M
™ b.bpﬂb ana - ) & N2 &, A B,
—... . 98-d e ﬂ ae t= - ,ﬂV )\mv e v.{ld,c. ..ﬂ.w... [
...“ | = — 24 - ...m.u - I Aot e
. p - ﬁ — B " e " ‘cN q{ A 4
| _— ’
‘ | | 3 - » %K <7
: A > - ——
P,Q P e 4)|A
| s ey R , : o
Clm pp*p.l_pJOIJ 90‘ ol as AHkp = - n - o o
; S Ny ﬁ{prvpu y_ pp Ql O.I.. | APA Qe - Co <l I 1 1t
ST E ool e e e e S e — NENEY ol | el .
" S Se & & QU SR~ l cad bt Dt e | \
.,. Pp s Wr.p.-!-- — et | [ | 0N —— _ = 90‘0‘\ S | FP S p/ -1 : G
i == " oo S E ] NSNS PPN TS o
v :l‘fWQpV_ O ‘ G| S| S | ——t— ?F? (( =y 0\@@@ O | N
< i e ] [ oo | o alolaleo] ol S| | e Qe Rt L Bt e B (
1 2 t o.;w.x I;..IP g_f 0“ iil:@- W Qe P o - p‘ D' ?_le N . 'kTp'_vFﬁp P g —— l.p - AN
z o |\ alec| alacts 1 B o o] v | &l Qo ™| | B S - o leutaa ] o [l oolalalodal |
’ N I k : QL S i = — d N o= D S T B gﬂl Ol Qe Ql D S| s 0@ 55 e iz s
D el alala il B C A kY M ML F US| ==
..c. — , IJ.' R Pm ? P. N Q p P. Q P_ ﬂ P P 33 P p OJ ? |ﬁ : # R Y— 4 0||- I'p- p G 0.- P |lﬂ —— .oo\.
D~ : ~5 ,f. | A @p! @ k » G fﬁp . I A( i O —~—t OV. S e
£ — alalalclal o < | o o G Qe (S | & =~ N = N gy b & | e e e G X
1 | S N P i (RN ol >l oS
A; BO’_ Q. FgAMV_ | -Ltp | ,po_!p D S o — 7 OJDI”P el dl Qloe AKPA..! = fﬂ Q. pf o PPNP
.h 20! V!._ | s .P_ Qo | e e — P‘o\ OlA | ol ol 'l Qs - Y
ow_k_ = .fﬁﬁpﬁub\uﬂufﬂppt@nv mn..eryA D‘O‘?lﬂip.,o.\awww.ut Q¥ a]afe o
" | ——1— | L <] S, o - == ~
n_rm(uu.o: PTMLJALPFOIQUOJAW. QvaBPﬂvoJ?OvolﬂlFPPMO!OIPDIPﬂ!FP\W
T | ‘Nw.ﬁ.,_.ll..fqlf.f.,o! | || au|ar| o] | =l o & of ol [ | o Bl B Bt B B
o |G . o & G | | | - o o ==
. \ e ” r N R JP.W 9 y T fp. <t P' - . P? Q. B | —
| % | — . |
ELE g < LD\Ou NN SIS He 5 e o P i b L T Q s B = B s B e B
| oo | : ] = A\ — |G — > a < o S @ N bl Ap\
| N o] ol oJO: [Sol oo oo | DG SIS N . Q- Q.
? & ol LT = nlnﬂ\d - S G = QA - P@@@A . Q S Dl_ | 4| Q- |Q,
(e i K S S oo A e el oS o s b 0 ot
\)QIW el o K ﬁ’ﬂwV.O,TJlx o]l | S_ze (o« [a oS el = Q| e
| S = & DL; a D..fr = S @Ml Q- |<T . [l o (o lon [al LTDID.. .
I Ql S o L I S [ R T e il T | 2a |a i i
[ D] olee| | & =y A T rre- 0|2 |ala |4 |a QAlal|e 2| < |a |- a.lalalas
= - & Tl | | S S P o ala la Ay Al el Q.
ERRRER s S e o i K folalal= <|e]Slala
—_— [« B Q. |Q_ .A p.&,\ . Q| Al & 1AL e @J Al Q.
I Sl ol < ~laQ_ | a.|O- -l gle|g] of 2o o Qlad | Q. a| & alala]
N - & & e - ld e o) € X|a.| ol S eef 1 T7eada el x| <o
\ . a lalalalafal a{lala o [d|a o= i P I e g i e M B S -
N S el sl Q|a.Ql - T sl =<t ol & cl~lq [ g || Qs
 w fdecdecTanacan eSS S= e e el f=l~=t<
Q 2 el lal oe-b | - 4 S dlalalsl Ala ) e Rt il gl d =
ON =l WS L SRR TA TS . n./\leJ. | & % | %= | S=| S al < | | F| a| S| e e |
Gk | b S R~ o e e e ol ®lal a] & af &l el o S IR PR W o ey | o [T ==
4 et B R B2 5 a|alo OL.F,..Q‘,D\,PfPM =&t ar= ol &l o ol = sl o I o I 3 R
\rlﬂ?mﬂ o PN.Wlb/\-\, \Vf\plﬁ.\..n,l | 4| W?Ppw\_.nno\o\l_. gl || &S| G| = G| )8 S la
= elJa]a]af =< Sleahil ] ettt o=ttt 4] Tl [Sal< [
QJ AHK.._ . p\<A = nﬂ\ iPﬁQNA 0..\0! Q Dfi - ol <& & Pl = fO\ —— P!R‘H.bﬂmm S ﬂ.l, o : -
= e[ ale]af& e B S S 25 e tfofefa el el <[l <[ g I« ]
| PN ﬂ\ P\ C ] < P\ o n oy B <l 2 AT e Q. q ol < 4 ‘ 3 e o S \/t el
I ™ & a| ol cf & &f | = e | St | o ces Ml e i S L S e g ety g
RP_ — Q! — < | Q| S
N | _ | A._,. O 4| a nﬁ, : IO: al Q< < | & ol Sl & ---_rlo,.u..fm/.v.f-{ =9 Mv: (ol 7 < o lm.n..JJl- : N e
: O Pv‘ P__ J\ al < ol o Petver el A 4 l!vcnul o (N Am r=Tn & | & Q -QJ TMlvmulm.{lm = g
Y o ol of &) 1 etozl~alar] S 4 AN - R s - Pg al Sl al [ =
S 2| L] o] @] al a o] o o] o] T & oo o Q|| PJ-AIJ,o,-;..P o & = el =8 R
K | <_F B | | A | L i A ——— . [ <k ol Ko Pg Q. Vi ¥ o - -.-I-rl& rIOI'A Pp O..l
S “_ .u.‘,Dl‘_ ald DI_ P. I % *Olnﬁllﬂl o nVLOl S o= ll,'iIM/l —| < o | & | o @ & Ou‘. OI..T!:.%...DFI;-O - =
RN ERR .-L--Q;PW &l aleclel =g o 1 23 P ) PSS IS P g e N I PN IPSE I I i s
Q33 s s B e g e o o e A A TP £ S W P o e i e PR
T ol el & ol &l o~ a| a 1 1 < = — Gl || g e clal—B
/@,!&P.-P‘ s of & o] rL-,vP YR IPN P N P 7.WA‘PP PN RS ol e G - :
N C_ 1 C— | C - | , = | o , e O\.DJO..f o S |
\ = AnVl.iOflr PPUO’%AAP | = ol =l la = C G| Q. c [& ﬁnA | .Ol ald = - .
| o & & = - o | o o = &l 4 o - Y [ | a ) oy | Al &
< | ol ol o] &l & J [ <[] | | e ol ola < olel el o ..
\_ ,2LPPP_P‘.-W.¢: Jolslalol=]= & Ma|e| g PPPPDM,-P-I-P-P?P
| I, 4l al o < — — e e - o — o f o e I R & S .
0}_;. p — . — e — | G < < C. R —— - m n/\Fhﬂ‘ S G el S o Q| | -2 c— A ‘
| T - & & | o . . Al & & &= & o | [ ol ol & i
S EIRRFEREEI el ddetalaet d o alelat ol o et SERCEEEN
ENBREEPERRREREEE T deas SR EE RN
§ | Q o= e 2 < | M °g -£l N G & o ol N X -
\ < o | . & < OINJ W Iﬂm._ . S m . o S| Q| e- [~
| 1272 1) 8 38 978 2 _ 1% & g &= 02 IR
m | [ ~ T X % ¢l O L &) OMJ : ¢
| = | < 3 < < A g £ = = By b D%.On & . s |
| _.mwmwbn;,mmpmfm g°3 § 4% f452832¢ 87 3% N
| a -3 -3 g g € - < G o S 3 I O < g S| 5] &
3 3 & = 5 = ol °T 8 F g 9 Q
EEERERK 9 8.3 o °3 = R 3 £ S S| S
m.mshuolsk,opmdwh& BEEFEEEEREES g9 2 gl 3
2. d=d s CEERE] H 9 ER dod EF IS
BT 3% CE Y T @ 7 — i R R EEENEE
_\ﬁ% 5= g m mJMm aPMB - £ § o~ K% a N 3 = W G £ o
EEER N SETRE RNE FERE: fd2dga S dFERFL.]
e E, R B il g B B 5 3 298 178 3 §
. | nmbw - ﬂu - 90— O.b.J N - s \u\h |a.m m.v.f ? \A.Mv V) ) . I Q| ©
g ~¢ ER: = a _ 9 | X 0 4 € g = J = S o | § w <
- \n\nmw_ 2 = u > nmﬂqaon SN\ 5 ] =] =N S §F o
\ 9 o4 3| ol - ~< X S Y o T °F o
mﬁm%ﬁma&uwgow 3 Hg % o] T EJA S S 8= & 5§55
! 1 X B o S o | m i o | | Al = _ | |
wmnzzuu.._fﬁmummwm M.ﬂ S wD_.?a'ol‘JoB.mmhm
5 --SG?BEO.L.& | .j\w /m.m/w.m.qq..mon.v?. ¢ 3 q&L ‘Aw.w_p
A | ~ - ) 1| = ..l._ o\ TS ! | ﬁ S _im O IMO..IJ W o/b_ OnJlD O - S R
{ ST | =] | 0| | 0| oo g A a=y o 3°5 2§ 3> |
o O, g ‘ _ . -y Yoipen ...l_..,.7 ~ =1 2. o | 1 % D. D I ﬁ a_ h .m ® ~ O‘ ,Kf
' . . . - 0N (O N qﬁ _ : H T S M o 0—
ar S S . . \ _. . T i | ON | NRJ ﬁ//o ?. 00 o= | k : ﬂ w nw
...\-2\... oy . SHECIIR NI - Ny 3 Ma
..,,f.\.. = BJ%WKW :
~n ™
A £



‘.

. -

N Qovze.

S

S

- Mieyo firnce Soadwe

-

-

-

“

'\

-

. -

-- -
SR X
- - .
." n. ’..0 - ’.a
e d-
‘ \
' 4
-
s !
-
. .
s -
K f
LS
— L
S
e
\
-
-
.
o~
- VU
- -
- -
s
—
-
- - —
”
-
.

ll

oud

L




% W .o>0 .'. V%Q,‘Q..:'.’. Qe '\" \‘NJ-./ o '.' g " L] o L v -——— efme "td o o oW L\ "ot st a2 ..h '..jl““ ,.

T(‘Jn - -ﬂpn’ \QDQU

.
; ;_ — — « " pm—— | . sne - : — —— .
_— T\Q‘ ‘ . ’ o had -‘< ———
)

Fratn NS |

N Cnsl  plame. e/ ga i aarz nma o[ g g1 @] fio] s alis| i il ol e g =l uls|e[1]8 o i1
] Raskams Gl ol plplelecle r A CrRlelel dplat ¢ peririelrielelrieleleele nlrleplele|plpy rlrlale |rle B
2. n;’f’pM’P{’lf Flelat, ppp dlrelelCle e aeldelelese el e

Shwedy, Basawtal Banao«a(e tlelep |CLF] HLiP 14 | p | AUEE I L ALANCL O PP PIPIPPIRIP | PP S
2 Sneba Bangaale rpeleererereipalelelple, pepeirrirleielideelelelelericlels|elrle| el delelelr
U Nocsha Gieh lot neeeecy e re PP eCienlple p o RLOKICLEICICRICIRE RO PCrpe|p Ar FLA A e
& Anshu The iy elplelrelelf EPY s P’PvPﬁLE 0 F F,f.”"o. ACLEIF| T APP| Ay m,_f’ll.i_dif E',___f_glr’[gﬂ rlrls fP
§ Mansi_ S \Waghela elplriplplele| VP P PO EPICR ¢ )| plpplelPie il FPIPIFICIPIAPIPICIPe p |P|PIplete|e|F] fF|p
7 Pnushle  Praclip Dhgtre 2o p e P @ PP € FPOPCAIRIAe! p P pr b PPPEPRIPAPIPLPIEP grp Plpiripie plrA els e
? Shobans ‘hackl -~ |flrlelpie/p|@ el eE elelrinleTp o n PLeP PR R PPIPPIRPIPIPIFIP e plelripl el fr|rp
| Swodi Bearethe Lrlelp | nelerpleieloPrelelelelp Ty ¢ plplp PP PLPIPIPIAPIPIPI (PIP| 7P || Ple7|nlp|p|r [P | Plp
Nl Toaiw P PPRAPAP O £PNPIPIPIP T, ppr PP ACP PIMPIPLPILIZIPACIEN | PIFIPN Pl e e
1 Park  keshay Gandeles P €007 PP PR ELPPPIAPP ) prpieeririrelenrlrlrelelels eleleie s aele elrp
n Rupali Naxpulo ¥ fddid COPPerne Pee T s *lp p RO TP pPy PP PT?p aranran f;ll_P—fP;’:EPf%ﬂ ,
3 Ropay Majit ¥ lpLpleislpplPe P PeYIP PP PE@ Plo.nlpPlPIAPI P PLPPFPAIP qup Py eerere e epf
1Y Bhosyashvee Savode. P LPFPPI| P PPrp n PP Plely o (p e eR RP Y P AAPY PP el P e plriv|re
1S klawrlhan  Malleal, plpPlPP CP PP PPe P el Py plPiep |PlAPIPPIPIPIPIP plelelp P ririple err P P lele
b lUepna  thna pipelpprPerprprrelelele o plpr pr PlPe Pieeerr Prielprelelrlrireerle plelr
N “Tanisha @%HJAYDIQJ”_ n PP*PMPP P"’ PIPIPLCIPIPIPIPICI ¥ Ty plplelp|Plelr|PIPIP | AArIPIZIPIry [PIPIPIR PP | PP P |2 P
"% Narsha  Chaurasiyq P PP PPN PPP PIAPIPIPIPIP (P PP PIPIPIAIFIP PP (A AV AT AL AN
M Shvuh  Touh A rlp [P|PLPAPIPIP ﬂP P:P PIPIPI B 'p p PPIPIPIPI2 PP PIPIPIPIPIAIPIPIPPIPIPIP nLP@ a cPL_Lr;P-'
ablNap ate Sl plpieirlp re prr r PP YR Py P rp PeerelpprenielerleeelnprrpiePee p e fra
| Yaidehs  Taolbaw  Hlp 2 ple r’ PP OAYP PP EP ¢ prppreer t pleeeee flrleenelereer fele
2 Proja Clourayio plPlelrleleel PP PYPPEE Clelp  gp ,Pk@.F-P_.P_,PL&P.HRJ.PQE.Ji.ffif Plry flree Sldldlald f rlel e
23 _&MM]%__SQM#@ 'P PleiP| P APIPPIPIPIP 1P PLP; £ '_P.(?ﬁdp pPPIPYE f‘l’lf’ Plriririv prply P'PP PP PlPR :
oY nedrar  Magiaud  kazy P f’,_("r’PPA‘PPI’ PLPIP P PR plp P plAlr PLoP PRIEIPPPIPIPIOIN P A Ai Al il Ll
28 Nondto  Satkar rp.Y riPIFiY plp| PP M p.P ] | £ J’f-!i,fl vy wlyle e rleirleleleldeleiae PP P PlP P
% Nivma Puxchi? PPYFYPPPPPPYPPPP PLP pleeppelrerreiepleelpel elelelrlelrlelepelelr ple| P g
27 Shifa Baig __pleleleplrl &A repikelPIFP rly plvpeprlreiee rele Aelreeleirleln eleplee pplre &
19 Naaz Shoukl, FLa PP EPLP PP frreere e vy plrn rep eeleldeearlelelrarie deere Plelelr &
29 plifiy Khan MG T A By AL ALl PLOC PAPIOPE PP IOLPP
%_Rayshree Legishedhy ¢ P TaCAL AChE QP (PP;P PY ¢ X g PPPLPIRE P ICIOPP PO EEP r’jp:fif’ £ rer
3 Namalini Tos'stan pp PP CAPIL PR P PP CLLP @ P PP YR PP PP PIAELPL AP O AP P
2 Shebo  pradod LG Clele aree & e rrsirpe re plelelrelels ool eeldre el Plden
33 Alleiba kuponi Mishae, PLPLA (W‘V’ PP e @P PP P 0 nPPPPP P g rAAP RP plP PPP| P PNE LY f‘f‘ﬂp
39 Meban Taiswar P PLAPIAIAPPRIAONp P[T0 P pplple| e firr|e|ele|rip|fif | AP |PITIPIP Pl pPIP P | AlOIA P2
3¢ afta Shaikl, PPEPERYLFOYNP PR v B Ay WAAR AN ala N A A A G A Ea U A AR A LA TSN
3¢ Ritsha Bly\g-l PPHPPEIY plelPRip|E[C[P e P Mr‘f@ el pelelelplelrAr|eelelf |Chlel Pl P er e plelPA P
. ‘ i b | | '
BEREEEE I I EEE ?

p AU P > 0, .* ..,_ e® . * 2, -~ - B ~ ... «®es . ..'.-.. - ™




) —

el

=

|
ele s

peerlPlp

f'ﬁ -H‘{ P

P
P
B
£

APLP p

Pipl o,

. ‘ :
f r 3 f
' ' m !
f
\ |

Al

il

\

‘ S
- & !
!

PP APl

§

/
1

q

» > » .
. s S s -
1G . AN AL -

(oA ST

4 5 ’ » .-
obe_ | » - e
S é *

o
= S
o Ul Q.
& sl e =171 -
& & N ol s | T A==l 1=1] 2
S T et e e
e s e B
A sl = e NQlafall o ey -1
Fedes asio T i B
RN RN P =i =
Qg Nel el Slaf s ) . i
Wdﬂw?ﬂo‘cofp Ll . » L
ARSI R S C Y _
® o Lol N el 5
] > oJ_ [S—] o .
T =" &
2 ol ol al we| s
s aSEEsTT ; ——
| _“kq.g.{.“.w%. :
2833 }
_..SLM &0 w =
,MGL MMJA
g § Hhyds7| ¥
M‘ Q\ﬁ..m | u.. S
_ " ] =Y . F
,,J = 8
2 38 § . s -
MMMMH Z
3439333
,MJ w&ﬁ_ﬂpv | |
S P I ) P B i > ke S0
m@?ﬂ%iiq
_




4 4

- -

WU, 4 o,

'.
-
0
.

ROy TR &

R | AWA) ¥5)

la 5=ND O3 )

< e i — 4-— -4 - .
S o | S| s @r M:ald It glaala|a N YRR e e B M B B o 1.1 6
alclco]a[Hal S g Pﬁnﬂrn#o. ¢ aslajals]alT| S WJ-A%.W. e ﬁ.m‘._lmmxwubul
..qu.._myl | Q. .l Sl alg D:?Aa.ﬂl DLP»DID..ID!DI cl P.ﬁﬂf‘nﬂ. &| S ol &
: TQSJII\A - rr————— 1
PA.JP < OJD:PAH OUD\AO' nﬂnupcnlor.p\g_, Hnu. — ol a A»n..ﬂl c— ol Sl
| , | . - - - - ~ ™ 5 0 PP
R N K e B s S R - 3 Bt B B 2 e il B e PorFPow_P S & P.PﬁLVVwrf
__ | OLDxD\ | PAPJPD Q >P,Pnl ¢ clal ¢l | g F| & & OIOIL OIAD\AP
Q0 .n,J..Q.L..A <PPﬂ.DlAﬂ.O|_.DID.D,muL D;PP,O.AA«.JDJU Auorplolﬁlouo.lh..
_ .D.“an sl MG gql g/ elelHelo] o & 4] ] o F| o ol M alalels] | ala
o ol ol ul_”ua.MP.Pororol%nP.nw _moroio..o.onou?__ PﬁAnPAGM.XAAoH,;.ML,olol
e ——y bt ———— LS S Y S | - -
e e de s aals[ e als a[Saee S e NSNS
ol A ol ol c ol ol ol a| ala o,P,.J,P_fP.i S < K| N ||
— ——t—t—tt—1 1 ~+— — | +—— —t—
X\ ol = '@ o O!.uv_, | el g ﬁo.v.of ﬁyﬁ%PVOIVVOM?mJAW ﬁleO\k« < P.O#QAOI
| Y .. 3 | (R == e, Y | - D | L - + BRI e =, § " . - o - . 1
y < Tl # | o Ha ol Eal ol a
__, O/ % /a o a < ol < /o O oo & A.LwDJ AR o Xl Q. Q.
oYy gy g deajalaldalso[Y T o] a] dofs o] Yolo o
W.ﬂolﬁt.orﬂpﬁ}ms OIH‘PDIPPPPPPD(P,PPAOIPAPAPP o!Olﬁo/OlP
— C- C oo
R e e e ot el Sl o oa] slal el el alal ola [o] o
el oled Sl e £ L b e 12 Qg JdelalalalT o™ o 9 gl
_|_A.P+MW ol o $ el gl Mol S e |Qalala e Yo o OalalaTe
9 -~ P_ F- #_ s P,P_ Qv Au .l p_ o C : Q. ' e ItP.tal- 1 —
% i - Y B B B I S Ua e o o] ol | ez T = R P B &
‘lomn ol ol & &l w e =l e =t = § 1oy ala e i d S| 4 Qla|a | S
_.ﬁ. “Aﬁi g,_P OI. P. AHJ -.IMJ. ﬂ..ﬁl P._ Q| |l | ol A O o | < C C. m:p,lo’[ W,Ipl’p“’m:lpi e<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>