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VOCATIONAL MINOR COURSES FOR NEP DENTS IN SEM R LV & VI UNDER THE UNIVERSITY OF BURDWAN

Each undergraduate student of the University of Burdwan under NEP-2020 is required to study one Minor
course under Vocational Education and Training in Semester I, V and VI compulsorily. A student has to select
one Vocational (VoC) Minor Course at the starting of Semester Ill from available options. Once chosen, the
selected Vocational Minor course cannot be changed intermediately in subsequent semesters. Each of the
Vocational Minor courses comprises of three Modules - Module 1, Module 2 and Module 3 for teaching in the
Semester |Il, Semester V and Semester VI respectively.

Vocational Minor Courses Semester wise Course Code & Modules
(Any one to choose from) Semester |Il Semester V Semester V|
Credit: 4 Credit: 4 Credit: 4
Total marks: 75 Total marks: 75 Total marks: 75 (End
(End Semester (End Semester Semester examination:
examination: 60 marks | examination: 60 marks | 60 marks & Internal
& Internal Assessment: | & Internal Assessment: 15 marks)
15 marks) Assessment: 15 marks)
Human Resource Management | HRM3021(Module 1) HRMS021(Module 2) | HRM6021(Module 3)
Medical Sales Representative MSR3021 (Module 1) MSR5021(Module 2) MSR6021(Module 3)
Retail Sales Associate RSA3021 (Module 1) RSA5021(Module 2) RSA6021(Module 3)

Now, we shall give an overview about all the above courses so that a student is able to choose the best suitable
one for him/her.

Human Resource Management (HRM)

Human Resource means the employees or workers in an organization.

Human Resource Management is the strategic approach to effectively managing people within an organization
to help the business gain a competitive advantage. It involves recruiting, hiring, developing, and retaining
employees while ensuring compliance with labor laws and creating a productive work environment.

Human Resource professionals advise organizations on optimizing HR practices. They analyze current HR
systems, recommend improvements, assist in recruitment, and help develop HR policies. They may also guide
businesses on compliance, employee relations, and organizational design.

Job and responsibility of HR professionals
e Recruiting.
Fostering a safe work environment.
Managing employee relations.
Conflict Resolution.
Administering payroll.
Managing compensation and benefits packages.
Handling disciplinary needs.
Ensuring compliance with labor laws and regulations.
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After completion of HRM course one will be eligible for starting work as an entry-level HR professional as ‘HR
Trginee’ or ‘Human Resources Assistant’ or 'Human Resources Coordinator’. Afterwards there are ample
opportunities to be promoted as ‘Emp| Relations officer/Manager’, ‘Human Resources Generalist’, ‘Human
Resources officer/Manager’, ‘Recruitment officer/Manager’, ‘Labor Relations Specialist’, ‘HRIS Analyst’,
"Training and Development officer/Manager’, ‘DEIB [Diversity, Equity, Inclusion & Belonging) Officer’, ‘Benefits

Administrator’ etc.

edical Sales Re ntative (MSR

%emw les representatives, also known as pharmaceutical sales representatives, work in the pharmaceutical

ind?-ﬂf\.ﬂ Their primary responsibility is to promote and sell pharmaceutical products to heaithcare
professionals, such as doctors, pharmacists, and hospitals.



Additionally, medical representatives apply various marketing strategies to increase product awareness and
promote their company’s products.

Medical Representative Job: Role & Responsibility

e Informing and presenting a new medical product to doctors and other healthcare professionals

¢ Maintaining appointments and meetings with medical professionals

e Influencing healthcare professionals to prescribe medication or use the equipment by using product
information and knowledge.

Learning and understanding the needs of doctors and physicians

L ]

¢ Staying up-to-date on medical innovation

¢ Negotiating sales contracts and deeds

e Ensuring client satisfaction with medical products and maintaining a strong client relationship.

o Performing research on competitors to analyse the success and value of the product they are selling
¢ Crafting persuasive pitches that emphasize the value of their medical product to patients.

Conducting meetings with medical scientists to acquire specialized product knowledge
» Following up with doctors to understand their feedback regarding the medical products.

After completion of MSR course one will be eligible for starting work as an entry-level MSR professional as
‘Troinee_Medical Representative’ or ‘Medical Sales Representative’. There are ample career growth
opportunities in this line. They can be furthur promoted to ‘Sales Manager’ then to ‘Territory Manager” then to
‘Sr_Territory Manager’ then to ‘Area Sals Manager’ then to ‘Regional Sales Manager’ then to ‘Zonal Sales

Manager’ then to ‘National Sales Manager’ then to ‘Director Marketing’ then to 'Vice President {Marketing)’
and to ‘President’,

Retail Sales Associate (RSA)

Retail sales refer to the sale of goods and services directly to the final consumer for personal or household use.
These sales typically occur through retail outlets like local shops, supermarkets, clothing stores, pharmacies,
online shops, and malls.

A Retail Sales Associate is responsible for handling various sales activities in a retail store, A sales associate
works closely with customers to determine their needs, answer their questions about your products and
recommend the right solutions.

Retail Sales Associate Job: Role & Responsibility

¢ Deliver exceptional service to shoppers that results in repeat visits and long-term brand loyalty

e Collaborate with co-workers to achieve store sales goals through suggestive selling and special
promotions

¢ Inform patrons about product features and benefits, offering opinions and recommendations when

appropriate

Maintain a tidy shopping environment and welcoming atmosphere

Represent the company with professionalism and enthusiasm

Treat all customers with respect and courtesy

Greet customers as they enter the store

Answer customer questions and assist with requests

Execute purchases and returns at the cash register while checking for accuracy

Restock and organize merchandise on the sales floor
e Resolve customer complaints and issues in a timely and professional manner

After completion of RSA course one will be eligible for starting work as an entry-level RSA professional as

‘Trainee Sales Associate’ or 'Sales Associate’.

They can be furthur promoted to 'Sr._Sales Associates or Key Holder, then to ‘Floor Supervisor’ then to
Assistant Manage’ , then to 'Store Manager’ then to ‘General Manager’ then to ‘District Manager’ then to
‘Regional Manager’ then to ‘Dir Retail Sales)’ or ‘Vice President (Retail Sales)’
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