




Sr.
 No.

Seat 
Number Name Of Students

Contact 
Number

Internship Company Name and 
address

Internship 
Start Date

Internship 
End Date

1 72214594C GAIKWAD OM VIJAY Sahyadri Udyog, Kelawade 15/12/2023 30/01/2024

2 72214548K AAYUSHI PRADEEP LOKHANDE Sahyadri Udyog, Kelawade 15/12/2023 30/01/2024

3 72214662M NEVASE GANESH DAULAT Sahyadri Udyog, Kelawade 15/12/2023 30/01/2024

4 72214702D SATALE KETAN BALASO Sahyadri Udyog, Kelawade 15/12/2023 30/01/2024

5 72214551K PAWAR ANEESH PRASHANT 15/12/2023 30/01/2024

6 72259323G ADSUL HARSHADA NAMDEV Bajaj Auto Ltd 15/12/2023 30/01/2024

7 72259325C BHINTADE KETAN SHAM Philips GBS LLP, 15/12/2023 30/01/2024

8 72259326M BHUTEKAR HANUMAN BHIMRAO Philips GBS LLP, 15/12/2023 30/01/2024

9 72259331H KHANDARE PRITI DINKAR 15/12/2023 30/01/2024

10 72259332F MARAL OMKAR ANKUSH Philips GBS LLP, 15/12/2023 30/01/2024

11 72259334B PANSARE KIRAN MURLIDHAR Philips GBS LLP, 15/12/2023 30/01/2024

12 72259336J PRITEE SANDEEP PARDHI Bajaj Auto Ltd 15/12/2023 30/01/2024

13 72259338E SALVI RATNESH PRASHANT 9175422868 Pratham Technologies, Pune 15/12/2023 30/01/2024

14 72259340G TARADE AMOL MAHADEV 15/12/2023 30/01/2024

15 72009137D JAGTAP OMKAR VINOD 15/12/2023 30/01/2024

16 72214862D NALAWADE SHIRISH JITENDRA VDN Tech Engineer Pvt. Ltd., Chinchwad Pune 19 15/12/2023 30/01/2024

17 72214800D GAWADE TEJRAJ VIKAS 15/12/2023 30/01/2024

18 72214866G THAKUR PRATHAM GOKULSINGH Sahyadri Udyog, Kelawade 15/12/2023 30/01/2024

19 Sagar Ramdas Kondhalkar 7744075437 Divgi Torque Transfer Systems pvt ltd / A.p Varve Tal. bhor Dist. pune 15/12/2023 30/01/2024

20 Pandurang Purushottam Jadhav 15/12/2023 30/01/2024

INTERNSHIP RECORD- 2023-24
Exam & Branch: TE 2019 & Mechanical                                                              Semester: II
Exam Centre: NESGI-FOE, Naigaon, Pune (4090)                               Maximum Marks: 100



NAVSAHYADRI GROUP OF INSTITUTES
FACULTY OF ENGINEERING

Department of Computer Engineering

Group Discussion on Education system of India



NAVSAHYADRI GROUP OF INSTITUTES
FACULTY OF ENGINEERING

Department of Computer Engineering

Presentations in Lab on DBMS

Prof. S. N. Gujar
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NAVSAHYADRI GROUP OF INSTITUTES 
FACULTY OF ENGINEERING  

Department of Electrical Engineering 
 

 

  

 
 

 
 
 

 

 
Fig. 1. Group Discussion on Future of Electrical Engineers 

 
 

 
 

Fig. 2. Problem Solving by the student 
 
 
 

Participative Learning 



 

NAVSAHYADRI GROUP OF INSTITUTES 
FACULTY OF ENGINEERING  

Department of Electrical Engineering 
 

 

  

 

 
 

Fig. 3. Experiential Learning of Measurement of Dielectric Strength of Liquid Material. 
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   LETTER OF ASSOCIATION

Ref.No. STIITB/2024/3325                                                                                                  Date - 22/3/2024
                                                   
To
The Principal, 
Navsahyadri Group Of Institutes(NGI), Pune,
Sr. No. 69,70,71 Naigaon,Nasarapur,Pune, Maharashtra - 412213

We are  happy  to  announce  the  ASSOCIATION of  Knowledge  Partner  Spoken
Tutorial  Program,  IIT  Bombay  with Navsahyadri  Group  Of  Institutes(NGI),
Pune. Your College is officially now an Academic Partner of IIT Bombay Spoken
Tutorial. The Program is a part of the National Mission on Education through ICT,
MoE,  Govt.  of  India,  to  spread  IT  Literacy  all  over  India.  We  are  promoting  the
learning and usage of Free & Open Source Software (FOSS), through an Audio-Video
teaching tool, viz, 'Spoken Tutorial'.

We  support  and  motivate  Colleges  to  train  students  on  Basic  Computer  Skills,
Software and IT. The course and the training is offered for Rs. 29,500/- per year to all
the Colleges. This letter is issued from 19th March 2024 to 19th September 2024 to
Navsahyadri Group Of Institutes(NGI),  Pune,  and will  be renewed after 6
months based on learners trained in the College. 

Looking  forward  to  many  enrollments  from  the  College.  You  are  making  an
outstanding contribution of using ICT based teaching and learning methodology for
students of your College.

For and On behalf of
Spoken Tutorials,
Indian Institute of Technology, Bombay

Mrs. Akanksha Saini
National Coordinator
Spoken Tutorial Project, IIT Bombay
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ND
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Spoken Tutorial
Project at

IIT Bombay

Spoken Tutorial is a project at IIT Bombay, started with funding from the Na�onal Mission on Educa�on through ICT,
Ministry of Educa�on (previously MHRD), Govt. of India

Certificate of Participation

This is to certify that DR PRAMOD JADHAV has participated in Paid FDP from 2024-04-19

to 2024-04-23 on Moodle Learning Management System organized by Navsahyadri

Group Of Institutes(NGI), Pune with course material provided by Spoken Tutorial Project,

IIT Bombay.

This training is offered by the Spoken Tutorial Project, IIT Bombay.
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OHAN
ALAVIYAPA

ND
IT

Spoken Tutorial
Project at

IIT Bombay

Spoken Tutorial is a project at IIT Bombay, started with funding from the Na�onal Mission on Educa�on through ICT,
Ministry of Educa�on (previously MHRD), Govt. of India

Certificate of Participation

This is to certify that DR TANAJI DABADE has participated in Paid FDP from 2024-04-19

to 2024-04-23 on Moodle Learning Management System organized by Navsahyadri

Group Of Institutes(NGI), Pune with course material provided by Spoken Tutorial Project,

IIT Bombay.

This training is offered by the Spoken Tutorial Project, IIT Bombay.



ADAN
OHAN
ALAVIYAPA

ND
IT

Spoken Tutorial
Project at

IIT Bombay

Spoken Tutorial is a project at IIT Bombay, started with funding from the Na�onal Mission on Educa�on through ICT,
Ministry of Educa�on (previously MHRD), Govt. of India

Certificate for Completion of Training

43942QMEG7

This is to certify that DR TANAJI DABADE successfully passed a Moodle Test for

Teachers test, remotely conducted by the Spoken Tutorial project, IIT Bombay, under an

honour invigilation system.

Self learning through Spoken Tutorials and passing an online test completes the training

programme.

Credits: 2   Score: 62.50%



April 27th 2024

3843704NTL

This is to certify that SAGAR RANJANE has successfully completed Introduction to Computers test

organized at Navsahyadri Group Of Institutes(NGI), Pune by SUNIL KHILARI with course material

provided by the Spoken Tutorial Project, IIT Bombay. Passing an online exam, conducted remotely from

IIT Bombay, is a pre-requisite for completing this training.

Dr Balasaheb Bhamangol from Navsahyadri Group Of Institutes(NGI), Pune invigilated this

examination. This training is offered by the Spoken Tutorial Project, IIT Bombay.

Credits: 1   Score: 55.00%

Certificate for the Completion of
Introduction to Computers Training



pist Pun 

Roll No Student Name 

IB-003OHOTRE ARVIND ISHWAR 

MR'.001 MESHRAM AISHWAAYA LILADHAR 

M33-002NIRTI SIRMAL SABLE 

MB2-004 SAKHURAIVITTHAL KHAAT 

MB23-005ADVWAIT RANJEET DESHPANDE 
MB23-006PUSHKAR AVINASH 8ANE 

MB23-008 MANDAR NANTA DATE 
MB23-007SHOSALE PRAJANTANANDKUMAR 

MB23000AKSHATA HARIDAS JADHAV 
MB23-010DHAMALE ONKAR PANDITRAO 
MB3-01|LAGADE POONAM ARJUN 

MB23-012 SALUNKHE TUKARAM SADASHIV 
MB23-013 PAWAR VAISHNAV SHANKAR 
MB23-(014 8HONE MAYUR sURESH 

MLSZINADRLGROUP OF NSTITUTIONS, Pune 

MB23-015PATIL SHIVANI MANIKRAO 
MB23-016 PRATHAMESH SANJAY KAMBLE 

MB23-017PATIL VIKRAMSINGH JANARDAN 

MB23-018OMKAR SUBHASH KUMBHAR 

|MB23-019 PAWAR JANHAVI SUBODH 
MB23-020GOKHALE SHUMIKA GIRDHAR 
MB23-021MAHESH CHANGDEV KAMBLE 

MB23-022DATTATRYARJUNRAO EKHE 

MB2-023 ADANGALE VIKRANT RAVINDRA 
MB23-024 GADEKAR SUMIT MACHHINDRA 

MB23-025 YADAV MAHESH RAVINDRA 

MB23-026PHARANDE DIPAK RAMCHANDRA 

MB23-027 |KATHOLE AKASH BALASAHE8 
MB23-028 VEDANT SANJAY RASHINKAR 

MB23-029LOKHANDE PAYAL MITHARAM 

MB23-030PAWAR AJIT DILIP 
MB23-031CHAVAN KARTIKI VASANT 
MB23-032GANGAWANE PUJA BHIMRAO 

MB23-033 PALLAVIDHONDIRAM JADHAV 

MB23-034 BANDGARPRANOTI SHIVAJI 
MB23-035 SHINDE DHEERAJ SHANKAR 

MB23-036LAGADE VISHAL ARJUN 

MB23-037 \SHINOE NIKHIL NITIN 

MB23-038KHOPADE ASHISH VIITHAL 
MB23-030GANRAJ BHOSALE 

MB23-040 ALLARWAR PRIYANKA DEE PAK 

MB:3-(41NMBALKAR DHANRAJ SANTOS+ 

MB'42BHAP UDAY KASHIRAM 

R-(4?PAYALSANOsH PARAKH 

MB5 sWAPN \ANDEO THIGALE 
SSHANTADESNANE 

ADMAV SANSLAXMAN 

Chss: MB.4-1 (Sem-) Div: A,B,C 
Subject : Basics of MMarketing (A.Y. 2023-24) 

Continuous Eyaluntion Shect(CES) 

Attendanee 

( 50 ) 

47 

40 

46 

43 

46 

40 

47 

46 

40 

40 

45 

40 

45 

39 

44 

40 

43 

43 

47 

40 

45 

46 

45 

38 

40 

43 

47 

39 

46 

40 

37 

40 

4 

45 

46 

45 

38 

40 

40 

46 

43 

46 

40 

47 

46 

40 

40 

Mid 

Term (30)) 

25 

25 

24 

25 

23 

18 

24 

20 

22 

26 

16 

18 

19 

26 

26 

25 

25 

25 

20 

19 

17 

26 

22 

15 

25 

16 

26 

25 

25 

25 

14 

22 

25 

23 

21 

18 

18 

20 

25 

25 

15 

26 

25 

25 

25 

17 

23 

Assignent 
(30) 

25 

26 

18 

15 

16 

16 

15 

15 

15 

16 

18 

18 

15 

22 

17 

15 

22 

25 

19 

16 

18 

21 

30 

23 

21 

29 

27 

22 

28 

20 

25 

21 

21 

25 

17 

16 

18 

18 

20 

19 

16 

25 

22 

27 

35 

15 

17 

End Term 
(50) 

30 

32 

25 

19 

16 

23 

23 

26 

33 

15 

16 

25 

22 

28 

26 

31 

31 

35 

25 

19 

16 

23 

23 

26 

33 

15 

16 

18 

33 

28 

29 

32 

32 

33 

35 

29 

26 

35 

28 

29 

37 

30 

32 

25 

19 

16 

23 

SGA 

(40) 

38 

38 

36 

35 

35 

35 

35 

36 

39 

38 

38 

39 

37 

37 

36 

35 

38 

37 

35 

35 

35 

36 

36 

39 

38 

37 

35 

36 

38 

39 

37 

38 

39 

35 

38 

38 

39 

38 

38 

38 

36 

35 

37 

37 

38 

39 

38 

Total 

Marks 

(200) 
165 

161 

149 

137 

136 

132 

144 

143 

149 

135 

133 

140 

138 

152 

149 

146 

159 

165 

146 

129 

131 

152 

156 

141 

157 

140 

151 

140 

170 

152 

142 

153 

158 

161 

157 

146 

139 

151 

151 

157 

147 

162 

156 

161 

163 

127 

141 

Out of 

(50) 

41 

40 

37 

34 

34 

33 

36 

36 

37 

34 

33 

35 

35 

38 

37 

37 

40 

41 

37 

32 

33 

38 

39 

35 

39 

35 

38 

35 

43 

38 

36 

38 

40 

40 

39 

37 

35 

38 

38 

39 

37 

41 

39 

40 

41 

32 

35 



Roll No Student Name 

MB3-48AOHAV AMAR SHY AM 
R'(L4)ISN AN PARWEJ MOMIN 

\R'-00NAGARGOE PRIYANKA ARUN 
MIR'-1|BARAR OMNAR SHRIKRUSHNA 

MR-02PUARIPRATIKSHA SOMNATH 
1B-0S3GADENAR SAURABH AUSTUM 

\3}-)54 NHUTWAD AACHAL VINAYAAK 
MB2-0$5 PATIL PRASAD SURESH 
MB23-056GAUSI SATISH SHELAR 
MB�3-057SONAWANE SAURABH SANJAY 
MB23-)SSSAMIR BALAsO KHUDE 

MB'3-059GAIKWAD ROHITSANTOSH 

NATSIYADRI GROUP OF INSTUrUONS, 'une 

MB23-0o0 sOMANATH ASHRUBA GADE 
MB23-0ol LOKESHPRA8HAKARRAO RONGHE 

MB23-(062 KUMBHAR SOURABH RATNAPPA 

MB?3-063 |SANKET RAMDAS JADHAV 

MB23-064 DINESH POPAT MOHITE 

MB23-065 BHOITE HARSHALHANUMANT 

MB23-066 SAKSHI SACHIN KHUTWAD 

MB23-067 APARNA VAIBHAV KHURUEKAR 

MB23-068 WAGHMAREASMITA BHARAT 

MB23-069 \KALE SHARAD MADHAV 
MB23-070 MOHITE SHRAVANI KIRAN 
MB23-071 YASH RAMDAS CHIKHALE 

MB23-073 ZENDE PANKAJ KAILAS 

MB23-074 DEVKAR MUKESH VISHNU 

MB23-075 ABHIJIT MAHIPAT CHAVAN 

MB23-076 SURESH DEVRAO JADHAO 
MB23-077 AJINKYA ASHOK BHOSALE 

MB23-078 SAGAR DEVRAM GHODE 

MB23-072 SHIVKUMAR SANTOSHAPPA PARASWAR 

MB23-080 MANE TUSHAR GULAB 

MB23-079GOYATHALE PRASIDDHI PRASHANT 

MB23-081 GARDI PRITI BALU 

MB23-082 KHuTWAD PRAYAGPANDURANG 

MB23-084 KALE GAURI MANOHAR 

MB23-085GUJAR ATHARVA VIJAY 

MB23-083 BUDDHABHUSHAN NILESH KAMBLE 

MB23-086 BHAGYASHRI GANPAT RAUT 

MB23-087 BANSODE MANSI ANIL 

MB23-0Ss PARTHE PRACHt DAGADU 
MB23-0g9 ADHAO ARIUN JAGAN 

MB23-000SHUSHAMBABURAO SHELAR 

(uss: MIBA-I (Sem-) Diy: A,B,C 
Subject: Basics of Marketing (A.Y. 2023-24) 

1B23-091 PAWAR NIRANIAY SHANKAR 

MÔ02GAIKWADROHAN SITARAM 
B ()03OLANE AKASH KAILAS 

Contimuous yaluation Shect(CES) 

al. Baroà0KHOPADE RUTIK RAvINDRA Die1. Pu 

Attendance 
( 50 ) 

45 

40 

45 

39 

44 

40 

43 

43 

47 

40 

45 

46 

45 

38 

40 

43 

47 

39 

46 

40 

37 

40 

41 

40 

37 

40 

41 

40 

40 

40 

41 

42 

47 

46 

40 

40 

45 

40 

45 

39 

44 

40 

43 

43 

47 

40 

45 

Mid 

Term (30) 

15 

25 

25 

18 

16 

22 

25 

19 

18 

25 

18 

25 

17 

18 

26 

19 

16 

25 

23 

25 

16 

17 

21 

25 

26 

25 

21 

23 

21 

22 

15 

18 

15 

25 

17 

16 

15 

25 

20 

25 

22 

25 

25 

25 

25 

26 

26 

Assignment End Term 
(30) (50) 

16 

15 

15 

19 

20 

19 

18 

21 

16 

20 

22 

20 

17 

20 

20 

18 

30 

21 

17 

20 

20 

19 

15 

23 

26 

24 

22 

16 

20 

20 

20 

15 

18 

17 

20 

18 

20 

21 

15 

23 

21 

10 

17 

22 

24 

18 

20 

23 

26 

33 

15 

16 

31 

31 

35 

34 

30 

29 

25 

19 

16 

23 

23 

26 

33 

15 

16 

18 

33 

31 

30 

27 

31 

35 

34 

24 

31 

31 

35 

34 

30 

29 

23 

25 

29 

32 

345 

21 

20 

30 

32 

25 

19 

16 

SGA 
(40) 

35 

35 

35 

35 

35 

38 

35 

36 

35 

35 

35 

35 

36 

39 

38 

38 

35 

35 

35 

36 

39 

38 

38 

39 

37 

37 

36 

35 

38 

37 

35 

35 

35 

36 

36 

39 

38 

37 

35 

36 

38 

39 

37 

38 

39 

35 

37 

Total 

Marks 

(200) 

134 

141 

153 

126 

131 

150 

152 

154 

160 

150 

149 

151 

134 

131 

147 

141 

154 

153 

136 

137 

130 

147 

146 

157 

153 

157 

155 

148 

143 

150 

142 

145 

153 

154 

142 

136 

143 

152 

147 

158 

146 

143 

152 

160 

160 

138 

144 

out of 
(50) 

34 

34 

38 

32 

33 

38 

38 

39 

38 

38 

37 

38 

34 

33 

37 

35 

39 

38 

34 

34 

33 

37 

37 

39 

38 

39 

39 

37 

36 

38 

36 

36 

38 

39 

36 

34 

36 

38 

37 

40 

37 

36 

38 

40 

40 

35 

36 



Relt No 

MB'3 0sLANANAVAN SHLTE 

Student Name 

NAVSAIY ADRI GROUP OF INSTITUTIONS, Pune 

MB'3-0doOURATHAMESH SHIMASHHANKAR 
MB23-09RSHIK! SH SANIAY JADHAV 

MB'R(008 6LPNAW AR AVINASH NATHA 

MB'(100OMAN!VARSHA BABAN 
MB�-l00KHOMANE SHIVANI BABAN 

MRl01BHORDE PRAN ALI GANPAT 

MB'3-102 FRADIPTULSHIRAM BORKAR 

MB-l03 SAURABH ANIL SAPKAL 

MB2-1 04 KHEDKAR ASHISH UMESH 

MB23-105 SHINDE JIVAN SHIVAJ! 

MB23-106SUSHANT GAUTAM ROKADE 

MB23-107 MESHRAMPRITI SUNIL 

MB23-108 SHAIKH SAJIYA LIYAKAT 
MB23-109 SHINDE PANKAJ PRAKASH 

MB23-110 TONAPE SHUBHRATA PRAKASH 
MB23-1ll1 HRUTIKA RAVINDRA KAM8LE 

MB23-112 JADHAV NILESH TUKARAM 

MB23-113 PATIL CHAITANYA DILIP 

MB23-114 DHAMAL SIDDHANT SATISH 

MB23-115KHANDEKAR VIJAY PRAKASH 
MB23-116AYUSHI AMOL BARTAKKE 

MB23-117|THOPATE ASHISH ANIL 

MB23-118 DEEP UMESH JADHAV 

MB23-1 19 SALUNKHE TANAYA SHAILEJ 

MB23-120 SASTE NIKITASHRIKRUSHNAKANT 

MB23-121 ANAND SACHIN MHASKE 

MB23-122 SAURABH SANDIP GAIKWAD 

MB23-123 DHADVE KOMAL JITENDRA 
MB23-124 PRIYANKA PRAMOD GURAV 

MB23-125 DHADE JYOTI ANNA 

MB23-126GANESH BAJIRAO POWAR 

MB23-127 SAGAR KASHINATH PATIL 

MB23-!28 BHAGAT KUNAL PRAMOD 

MB23- 129 SANKETSHRIKANT JAGTAP 

MB23-130 MUGLF SATISH SIDRAM 

MB23-1314SH113HAkUN ASALE KAR 

MB23-132 PEATIY SUBHAStH NAiA! 

MB23-133 NANA WL tt UMA AT1ATtAY 

MB22-35 

(ontinuous Evaluation Sheet(CES) 
Class: MBA-I (Sem-) Div: A,B,C 

Subject: Basics of Marketing (A.Y. 2023-24) 

R23-13S 

MB23- 134 CK! vhlliLtAit foNrNFIWAR 

Attendance 
( 50 ) Term (30)| 

46 

45 

38 

40 

43 

47 

32 

46 

44 

40 

43 

43 

47 

40 

45 

46 

45 

38 

40 

30 

47 

39 

46 

40 

37 

40 

40 

37 

40 

41 

40 

40 

40 

41 

42 

41 

42 

45 

37 

40 

41 

40 

37 

40 

48 

40 

Mid 

21 

25 

25 

23 

25 

22 

AB 

15 

16 

18 

18 

16 

25 

26 

25 

15 

21 

25 

25 

AB 

21 

21 

25 

22 

21 

21 

25 

16 

18 

18 

23 

21 

25 

17 

26 

26 

21 

16 

20 

19 

18 

25 

25 

15 

16 

21 

Assignment 
(30) 

18 

22 

23 

20 

26 

20 

12 

18 

16 

21 

21 

18 

33 

24 

17 

22 

28 

36 

18 

19 

17 

21 

21 

20 

22 

22 

21 

21 

23 

24 

27 

20 

25 

18 

31 

19 

25 

20 

24 

15 

21 

24 

21 

25 

21 

19 

27 

End Term 
(50) (40) 

23 

23 

26 

33 

15 

16 

AB 

33 

24 

17 

22 

28 

36 

24 

17 

22 

28 

30 

32 

AB 

19 

16 

23 

23 

26 

33 

15 

16 

25 

22 

28 

26 

31 

31 

35 

25 

19 

16 

23 

23 

26 

33 

145 

16 

18 

33 

2 

SGA 

36 

35 

38 

37 

35 

35 

35 

36 

36 

39 

38 

37 

35 

36 

38 

39 

37 

38 

39 

35 

38 

38 

39 

38 

38 

38 

36 

35 

37 

37 

38 

39 

38 

35 

35 

35 

35 

35 

38 

35 

36 

35 

35 

35 

35 

36 

39 

Total 

Marks 

(200) 
144 

150 

150 

153 

144 

140 

79 

148 

136 

135 

142 

142 

176 

150 

142 

144 

159 

167 

154 

84 

142 

135 

154 

143 

144 

154 

138 

128 

140 

141 

157 

146 

159 

141 

168 

147 

141 

129 

150 

129 

141 

158 

136 

128 

130 

157 

153 

Out of 
(50) 

36 

38 

38 

38 

36 

35 

20 

37 

34 

34 

36 

36 

44 

38 

36 

36 

40 

42 

39 

21 

36 

34 

39 

36 

36 

39 

35 

32 

35 

35 

39 

37 

40 

35 

42 

37 

35 

32 

38 

32 

35 

40 

34 

32 

33 

39 

38 



Rell \o Student Name 

MB23-142AKSHAY ASHOK KSHIRSAGAR 
MB23-143 JADHAV SNEHAL 8ALASO 

MB)R- 144 NGADE PRADNYA SANTOSH 

\IB23-145 |SAYYAD AMIR NAJIR 
\(B2-146 DIVEKAR SHUBHAM GAJANAN 
MB147DHADE ARATI ANNASAHEB 
MB�-1488ANDAL DIVYATA VITTHAL 

NAVSAHYADRI GROUP OF INSTITUTIONS, Pune 
Continuous Evaluation Sheet(CES) 
Class: BA-I (Sem-I) Div: A,B,C 

Subject : Basics ofMarketing (A.Y. 2023-24) 

MB23-149 PUNDE MAYUR VIJAY 

MB23-150 SHETE SAURABH DNYANESHWAR 

MB23-151 MHATEKAR VAIBHAV ANIL 

MB23-152 SAMEER SHANKAR BHORDE 

MB)3-153 BHORDE PRASAD BALASAHEB 

MB23-154 BHUSHAN BHAGWAN PATIL 

MB23-155 JEDHE JAYDEEP ARUN 

MB23-156 SHWETALI SHIVAJI TAMBE 

MB23-157 BHOSALE KARTIK MAHENDRA 

MB23-158 HARSHADASUNIL DIGHE 
MB23-1 59 JADHAV SHARAD SANTOSH 

MB23-160 DERE ANIKET AVINASH 

MB23-161 INGULKAR KAJAL BHAU 

MB23-162 MANDHARE GHANSHAM MOHAN 

MB23-163 KARANDE PRAMOD BHAUSAHEB 
MB23-164 NITIN SUDHIR JADHAV 

MB23-1I65 LANDAGE YOGESH SANTOSH 

MB23-166NAIK KAUSHIK MAKARAND 

MB23-167 AADESH PRAMOD DAKHODE 

MB23-168 RATHOD SUJIT MORESHWAR 

MB23-169 KENDE AVANTIKA RAJENDRA 

MB23-1 70 THITE PRASAD SANJAY 
MB23-171 SAMEER DILIP NAIKWADI 

MB23-] 72 ANIKET SATISH BODARE 

MB23-173 SHINDE GAURAV RAGUNATH 
MB23-174TUSHAR SANAY WAGHMARE 

MB23-1 75 PILANE SADASHIV SHIVAJI 
MB23-176PATLSANYOGITA SACHIN 

MB23-177 OMKAR BALKRUSHNA DEVTRASE 

MB23-1 78PATIL SAYAU UDAY 
MB23-179KHEDE KAR YASH ABHAY 

MB23-1 80 BHOSALE SONALI RAJE NDRA 

MB23-181 PISAL NEHA DHANANJAY 

s19)nsMB23-182 YADAV SAYALI SUHESH 
ME23-|83 4THADE SACHIN RAME SH 

TA Hor 2-I84GAKWAD VINIT VISHNU 

-|86 'S5N:5 NAADk, MARPA. 

Attendance 
( 50 ) 

40 

41 

42 

45 

37 

40 

41 

40 

37 

40 

48 

40 

45 

46 

45 

38 

40 

43 

28 

27 

46 

44 

40 

43 

43 

47 

45 

46 

45 

38 

40 

43 

47 

39 

46 

40 

37 

40 

41 

45 

46 

45 

38 

40 

40 

46 

43 

Mid Assignment 
|Term (30) (30) 

18 

25 

22 

26 

26 

15 

21 

16 

23 

23 

25 

25 

20 

20 

18 

20 

21 

25 

AB 

AB 

26 

22 

16 

21 

20 

25 

21 

17 

16 

18 

17 

25 

15 

26 

26 

19 

18 

18 

19 

25 

16 

20 

17 

16 

15 

25 

21 

20 

25 

18 

31 

19 

18 

20 

18 

16 

21 

24 

21 

19 

21 

16 

27 

20 

25 

18 

24 

19 

19 

20 

18 

19 

21 

20 

20 

21 

27 

20 

25 

18 

31 

19 

24 

20 

23 

19 

21 

21 

19 

17 

27 

20 

25 

18 

End Term 
(50) 

29 

32 

32 

33 

35 

29 

20 

12 

28 

21 

24 

21 

14 

15 

12 

27 

20 

25 

AB 

AB 

19 

12 

20 

12 

30 

32 

25 

19 

16 

23 

23 

26 

33 

15 

16 

25 

22 

28 

26 

31 

31 

35 

25 

19 

16 

23 

23 

SGA 

(40) 

38 

38 

35 

35 

35 

36 

39 

38 

38 

39 

37 

37 

36 

35 

38 

37 

35 

35 

35 

35 

36 

39 

38 

37 

35 

36 

38 

39 

37 

38 

39 

35 

38 

38 

40 

40 

40 

35 

35 

38 

39 

37 

40 

35 

36 

38 

39 

Total 
Marks 

(200) 
145 

161 

149 

170 

152 

138 

141 

124 

142 

144 

158 

144 

134 

137 

129 

149 

136 

153 

81 

86 

146 

136 

134 

131 

147 

161 

149 

141 

135 

144 

139 

154 

151 

149 

147 

148 

137 

144 

140 

160 

153 

156 

137 

137 

127 

157 

144 

Out of 

(50) 

36 

40 

37 

43 

38 

35 

35 

3 

36 

36 

40 

36 

34 

34 

32 

37 

34 

38 

20 

22 

37 

34 

34 

33 

37 

40 

37 

35 

34 

36 

35 

39 

38 

37 

37 

37 

34 

36 

35 

40 

38 

39 

34 

34 

32 

39 

36 



Roll No Student Name 

MB23-189 DASWADKAR SHEJAL SADHU 

MB23-190 \SALUNKHE SANIKA DATTATRAY 

MB23-191 |JADHAV DIPAK ANIL 

MB23-192 KHOT SUSHANT RAGHUNATH 

NAVSAHYADRI GROUP OF INSTITUTIONS, Pune 
Continuous Evaluation Sheet(CES) 
Class: MBA-I (Sem-I) Div: A,B,C 

Subject : Basics of Marketing (A.Y. 2023-24) 

MB23-193 MANE RANJIT PRAKASH 

MB23-194 KAVITA KISAN THORAT 

MB23-195GHULE KALPESH BALKRUSHNA 
MB23-196 |MAHAMULKARDNYANRAJ JAYRAJ 

MB23-197 JOSHI RUSHIKESH RAJENDRA 

MB23-198 KATE SIDDHI NAMDEV 

MB23-199TUSHAR DILIP KADAM 

MB23-200 WAKE RAHUL RANGNATH 

MB23-201 |AKASH SHASHIKANT GADE 

MB23-202BHOSALE PRATIK CHANDRAKANT 

MB23-203 |JADHAV SANIKA SUNIL 
MB23-204 KONDHALKARKUNAL SANTOSH 

MB23-205 VRUSHABH NANDKUMAR WAGHMALE 

MB23-206GAIKWAD SAURABH VIKAS 

MB23-207 VISHWJEET VAIJU PATIL 

Dr. Suhas Pakhare 

Subject Teacher 

Attendance 

(50 ) 

46 

HOD 

40 

47 

46 

40 

40 

45 

40 

45 

39 

44 

40 

43 

43 

47 

40 

45 

46 

45 

Dr. Laxman Doiphode 

Sal Bho 

Mid Assignnment 
Term (30)| (30) 

26 

26 

15 

20 

16 

23 

25 

22 

15 

16 

18 

18 

245 

19 

26 

26 

17 

18 

19 

31 
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18 

20 

21 

20 

21 

20 

19 

18 

27 
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25 

18 

31 

19 

23 

20 
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End Term SGA 
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26 

33 

15 

16 

18 

33 

28 

29 

32 
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33 
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29 

18 

31 

19 

16 

20 

22 

Dr. TánajíD. Dabade 
Director 

Diracto. 

(40) 

37 

40 

40 

35 

35 

36 

38 

39 

37 

38 

39 

38 

38 

37 

38 

38 

37 

36 

36 

Faputy of ManageR)ent (M8A & WCA) 
avueyaxiri Ekucatkon Scchoty's 

Grup of instutons 

Nalgaon. Pupe 412 215 

Total 
Marks 

(200) 

166 

158 

135 

137 

130 

152 

157 

150 

148 

143 

161 

151 

160 

135 

173 

142 

138 

140 

142 

Out of 
(50) 

42 

40 

34 

34 

33 

38 

39 

38 

37 

36 

40 

38 

40 

34 

43 

36 

35 

35 

36 
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Note: Dress code is compulsory. 

The exam schedule is given below. 

This is to inform all the students of MBA I (Semester 1) that the Mid Term Examination is starting from 

16/10/2023. It is mandatory for all the students to attend the exam. If any student remains absent for the exam. 

will be responsible for the academic loss. 

Date 

16-10-2023 

17-10-2023 

Day 

19-10-2023 

Monday 

Tuesday 

Navsahyadri Group of Institutions, 

Faculty of Management-MBA 

Thursday 

Dr. Pramod Jadhay 
Coordinator 

EXAM NOTICE 

Time Table: Mid Term Internal Examination, Oct- 2023 

MBA I- Semester I- 2019 CBCS (Revised) Pattern 

Time 

10.00 am to 11.30am 

12.00 pm to 01.30pm 

02.30 pm to 04.0Opm 

10.00 am to 11.30am 

18-10-2023 Wednesday 10.00 am to 1 1.30am 

12.00 pm to 01.30pm 

02.30 pm to 04.00pm 

12.00 pm to 01.30pm 

02.30 pm to 04.00pm 

10.00 am to 11.30am 

12.00 pm to 02.00pm 

Sub. 

Code 

101 GC 

102 GC 

103 GC 

104 GC 

105 GC 

106 GC 

107 UL 

109 UL 

111 UL 

113 IL 

116 IL 

Dr. Laxman Doiphode 
HOD 

-Mana 

Managerial Accounting 

Economic Analysis for Business Decisions 

Subject Title 

Organizational Behaviour 

Date:05/10/2023 

Business Research Methods 

Basics of Marketing 

Management Fundamentals 

Entrepreneurship Development 

Tat. Bhor 

Digital Business 

Legal Aspects of Business 

Olst. Pune 

Verbal Communication Lab 

ANaigao 

MS Excel 

Dr. Tanaji Dabade 
Director 



 

                                                                  First Year M.B.A. 

 Subject- - GC - :  105 Basics of Marketing  (2019 Pattern Revised)     

        (Semester - I) 

 Time : 1.5  Hours  [Max. Marks : 30]                                        Total No. of Questions : 3 

 

  Instructions to the candidates: 

1) All Questions are Compulsory.                                     2) Figures to the right indicate 

full marks. 

Q1) Solve Any 5 out of 8: [10] 

a) Marketing Concept 

b) Customer Vs Consumer 

c) Need and Want 

d) Customer Satisfaction Vs Customer Delightness 

e) Product Concept 

f) Selling 

g) Macro Environment 

h) Consumer Behavior 

Q2) Solve Any Two out of three: [10] 

a) Five Steps in Consumer buying Process. 

b) Micro Environment 

c) Marketing Vs Selling 

Q3) Solve Any One: [10] 

a)  Explain the concept of Marketing in detail.  

OR 

b) Explain Consumer Buying process in detail and also Explain factors affecting on 

consumer at the time of buying process. 
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Time Table: End Term Internal Examination, Nov-Dec- 2023 

MBA I- Semester I- 2019 CBCS (Revised) Pattern 

 
Date Day Time Sub. Code Subject Title 

 
29/11/2023 

 
Wednesday 

 
10:00 am To 12:30 
pm 

 
101 GC 

 
Managerial Accounting 

 
02:00 pm To 04:30 
pm 

 
102 GC 

 
Organizational Behaviour 

 
 
30/11/2023 

 
 
Thursday 

 
10:00 am To 12:30 
pm 

 
103 GC 

 
Economic Analysis for Busi. Decisions 

 
02:00 pm To 04:30 
pm 

 
104 GC 

 
Business Research Methods 

 
01/12/2023 

 
Friday 

 
10:00 am To 12:30 
pm 

 
105 GC 

 
Basics of Marketing 

 
02:00 pm To 04:30 
pm 

 
106 GC 

 
Digital Business 

 
02/12/2023 

 
Saturday 

 
09:30 am To 11:30 
am 

 
107 UL 

 
Management Fundamentals 

 
12:30 pm To 02:30 
pm 

 
109 UL 

 
Entrepreneurship Development 

 
 
03/12/2023

 

 
 
Sunday 

 
09:30 am To 11:30 
am 

 
111 UL 

 
Legal Aspects of Business 

 
12:15 pm To 02:15 
pm 

 
113 IL 

 
Verbal Communication Lab 

 
03:00 pm To 05:00 
pm 

 
116 IL 

 
MS Excel 

 

 

 
 



 

First Year M.B.A. (Semester - I) (END TERM EXAM) 

 Subject-105 - GC - :    Basics of Marketing (BOM)    (2019 Pattern Revised)            

 Time : 2.5  Hours  [Max. Marks : 50]                                    Total No. of Questions : 5 

  Instructions to the candidates: 

1) All Questions are Compulsory.                                      

2) Figures to the right indicate full marks. 

Q1) Solve Any 5 out of 8: [10] 

a) Mention ‘Product mix’. 

b Describe Selling Concept 

c) Define need & provide two examples. 

d) List five elements of Macro environment. 

e) List the major consumer market segmentation variables. 

f) Identify the two points of distinction between organisation and consumer buying 

behaviour. 

g) List components of marketing mix. 

h) Mention the stages of product life cycle. 

Q2) Solve Any Two out of Three: [10] 

a) Explain components of Micro Environment analysis with proper example. 

b) What is long tail marketing and niche marketing. Explain with appropriate 

example. 

c) Explain concept of market share & potential for smart phones in India. 

Q3) Solve Any One: [10] 

a) Explain the term “Targeting” and “Positioning”. How these concepts applied to 

Android phones? Explain with appropriate example.         OR 

b) Ayust pvt. ltd. is manufacturer with variety of fruit juices. As a marketing manager 

design segmentation strategy for it. 

Q4) Solve Any One: [10] 

a) Explain various steps involved in buying a laptop for personal use.             OR 

b) Analyse the term “Post purchase behaviour”, “Moment of truth”, “Zero moment of 

truth: write selection of B School. 

Q5) Solve Any One: [10] 

a) Describe strategies adopted at each level of PLC for a F.M.C.G. product of your 

choice.                                                     OR 

b) Formulate marketing mix for a new electric SUV brand in India. 

************************************************************************************************* 
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Industrial Visit Report: MAPRO Foods Ltd. 

1. Notice  

Dear Students, 

We are pleased to inform you that an industrial visit has been scheduled to [Mapro 
Garden Food Park], located at [122, Wai-Surur Rd, Shendurjane, Wai, Maharashtra 
415536. This visit is intended to provide insight into the operations and processes 
involved in the production of Mapro’s renowned products, including their fruit-based 
beverages and confectioneries. 
Details of the Visit: 
Date: [14/09/2023] 
Time: [10 AM] to [5PM] 
Meeting Point: [NGI Campus] 
Transportation: [Buses will be provided] 
Dress Code: [Formal Dress] 
Special Instructions:[Bring College ID Card] 
 
Agenda: 
1.Arrival at Mapro Graden – [11:30AM] 
2.Introduction and Overview by [MAPRO] – [12:00PM] 
3.Guided Tour of the Facility – [12:30PM To 1:30PM] 
4.Q&A Session – [1:30:PM To 2:00PM] 
5.Lunch – [2.30PM To 3:30PM] 
6.Wrap-Up and Departure – [3.30PM] 
7.Arrival at NGI Campus – [5:00PM] 
 
We look forward to your active participation and hope this visit will be an enriching 
experience for all. 
 

2. Visit Report (No. of Students 46 & No. of Faculty Members 5) 

1. Executive Summary 

Purpose: The primary objective of the visit was to understand MAPRO's production 
processes, business strategies, and market positioning. 

Key Observations: Insights into MAPRO’s operational efficiency, innovation in product 
offerings, and market strategy. 

Recommendations: Suggestions for potential improvements or strategic initiatives based on 
observations. 

2. Introduction 



 
2.1 Purpose of the Visit 

To gain insights into MAPRO’s business operations, marketing strategies, and production 
processes. The visit aimed to bridge theoretical knowledge with practical industry 
applications. 

2.2 Date and Duration 

Date of Visit: [14/09/2023] 

Duration: [1 Day] 

2.3 Location 

MAPRO Foods Ltd., Wai 

3. Company Overview 

3.1 Background 

History: Established in 1959, MAPRO Foods Ltd. is a leader in producing fruit-based 
products in India. 

Mission: To provide high-quality, natural fruit products that enhance the culinary experience. 

Core Values: Quality, innovation, and sustainability. 

 3.2 Business Model 

Product Range: Includes syrups, squashes, jams, fruit fillings, and snacks. 

Revenue Streams: Sales of consumer products through retail and online channels. 

 3.3 Market Position 

Industry Standing: Leader in the fruit-based product sector in India. 

Competitive Advantage: Strong focus on quality, local sourcing of ingredients, and 
innovative product development. 

4. Visit Details 

 4.1 Agenda 

Tour of Production Facility: Observed the manufacturing and packaging processes. 

Presentation: Insightful presentation on MAPRO’s business strategy and market positioning. 

Q&A Session: Interaction with key management personnel. 

 4.2 Observations 



 
Operational Insights: 

Production Processes: Advanced machinery and quality control measures. 

Supply Chain Management: Efficient sourcing of raw materials and distribution logistics. 

Technology: Use of automation and state-of-the-art technology in production. 

Strategic Insights: 

Market Strategy: Strong emphasis on branding and consumer engagement. 

Product Innovation: Continuous development of new flavors and product lines. 

Sustainability: Commitment to environmentally friendly practices and sustainable sourcing. 

Financial Insights: 

Growth: Steady growth in sales and market share. 

Profitability: Effective cost management and pricing strategies. 

 4.3 Interactions 

Management Insights: Perspectives from senior management on strategic goals and industry 
challenges. 

Employee Perspectives: Views from employees on workplace culture and operational 
efficiency. 

 5. Strategic Analysis 

 5.1 SWOT Analysis 

Strengths: Strong brand reputation, high-quality products, efficient production processes. 

Weaknesses: Dependence on local fruit supply, potential market saturation. 

Opportunities: Expansion into new markets, product diversification. 

Threats: Competitive pressure, fluctuating raw material prices. 

5.2 Strategic Fit 

Alignment with Industry Trends: How MAPRO’s strategies align with current trends in 
consumer preferences and market demands. 

Strategic Decisions: Analysis of MAPRO’s strategic choices and their impact on growth and 
competitiveness. 

5.3 Benchmarking 



 
Industry Comparison: Comparison of MAPRO’s practices with industry benchmarks and 
competitors. 

6. Learning’s and Insights 

6.1 Application of Theories 

Business Theories: Application of theories such as Porter’s Five Forces and the Value Chain 
Analysis in understanding MAPRO’s market position and operational strategies. 

6.2 Key Takeaways 

Strategic Lessons: Importance of innovation, quality control, and effective marketing. 

Operational Insights: Efficiency in production and supply chain management. 

7. Recommendations 

Strategic Recommendations: Suggestions for enhancing market reach and product 
diversification. 

Operational Improvements: Ideas for improving production efficiency and sustainability 
practices. 

8. Conclusion 

The visit was very informative and students gained practical knowledge about the functioning 
of the food processing unit and the marketing strategies adopted by the company. It was an 
excellent opportunity to students to gain insights into the practical aspects of the management 
and entrepreneurship. 

We would like to express our gratitude to Mapro Garden for providing us opportunity to visit 
their factory and gain such a valuable insights.  

 

 

 

 

 

 

 

 



 
9. Appendices 

9.1 Photographs  
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Participative Teaching Learning 

A) Objective:  
 

Participative teaching and learning focus on engaging students actively in the educational 
process, fostering collaboration, and empowering learners to take responsibility for their own 
learning. Here are some key objectives of this approach: 

 

1. Enhance Student Engagement 

2. Promote Collaboration and Teamwork 

3. Develop Self-Efficacy and Confidence 

4. Foster Critical Thinking and Problem-Solving Skills 

5. Build a Positive Learning Environment 

B) Number of students participated: 42 
 

C)  Resource Person: Dr. Pramod Jadhav 
 

D) About Programme: 

Participative teaching and learning is an educational approach that centers around active 
student involvement in the learning process. Unlike traditional methods where students 
are primarily recipients of information, participative teaching and learning fosters an 
environment where learners are engaged, collaborative, and interactive participants in 
their educational journey. 

participative teaching and learning is a dynamic and inclusive approach that empowers 
students to take an active role in their education. By fostering engagement, collaboration, 
and critical thinking, it helps create a more meaningful and effective learning experience.  

 

 



 
E) Outcomes: 

Deeper Understanding: By actively participating in their learning, students often 
achieve a deeper and more nuanced understanding of the subject matter. Engaging with 
content from multiple angles and through various activities helps solidify knowledge. 

Enhanced Retention: Active involvement in learning activities has been shown to 
improve memory retention. Students are more likely to remember information that they 
have actively engaged with and applied. 

Development of Key Skills: Participative learning environments help students develop 
essential skills such as critical thinking, problem-solving, communication, and 
collaboration. These skills are crucial for academic and professional success. 

Increased Motivation: When students are given autonomy and have opportunities to 
engage in activities that interest them, their motivation and enthusiasm for learning often 
increase. 

In summary, participative teaching and learning promote a richer and more engaging 
educational experience, leading to improved understanding, skill development, 
motivation, and overall educational outcomes. 

 

 

 

 

 

 

 

 

 

 

 



 
F) Photos: 

The Human Knot Flying Pen 

  

  

Prepared By, Dr. Pramod Jadhav 

 
Dr.Tanaji Dabade 
Director 
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Using Projectors For Teaching:  
 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

ICT Tools used while teaching 



 

 

NAVSAHYADRI GROUP OF INSTITUTES, 

FACULTY OF ENGINEERING 

Sr. No. 69,70,71, Naigaon (Nasarapur), Pune-Satara Highway, Pune-412213 

 

  

NPTEL Course 
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Department Youtube Channel: 
 

https://www.youtube.com/@COMPAIMLDEPARTMENT 

 

 
 

 

 

 

https://www.youtube.com/@COMPAIMLDEPARTMENT
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Mechanical Department YouTube Channel: 
https://www.youtube.com/channel/UCMsXKEKrlNkOfNPQ5Gx7Vow 

 
 

Navsahyadri Mechanical Department Facebook Page 
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Navsahyadri Mechanical Department Practical Videos 
 

  

 

Study Material Uploaded on Google Drive: 
https://drive.google.com/drive/u/0/folders/16jwrL60OA0hyf

OKzgO6PVC7tWifRE_j5 
 

Notes Shared on Blogs: 
https://solidmechanicsmadeeasy.blogspot.com/2023/08/solid

-mechanics-unit-i-notes.html 
 

 

 

 

https://drive.google.com/drive/u/0/folders/16jwrL60OA0hyfOKzgO6PVC7tWifRE_j5
https://drive.google.com/drive/u/0/folders/16jwrL60OA0hyfOKzgO6PVC7tWifRE_j5
https://solidmechanicsmadeeasy.blogspot.com/2023/08/solid-mechanics-unit-i-notes.html
https://solidmechanicsmadeeasy.blogspot.com/2023/08/solid-mechanics-unit-i-notes.html
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Civil Department Faculty YouTube Channel: 

 

Civil Department Faculty Blogs: 

     

 


