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The last two years have been strange, to say the least, keeping aside the economic and social disruption caused
by the pandemic, the toll it took on our lives emotionally is immeasurable: losing our near ones, worrying about
our elders, being unsure of what the future holds. But together, we built resilience and never let our faith
stagger – we lived in a constant state of optimism that this too will pass.

Our heart goes out to the people who lost someone or something in this pandemic. Our respect goes out to all
the frontline workers who are working day and night tirelessly to ensure that the pandemic soon gets over.
Amidst all this, a token of appreciation should also go to all the students who didn’t let the pandemic break
their spirits. The pandemic has also affected multiple businesses and by extension career opportunities.
Although, because of the trust instilled by the industry in the Delhi School of Economics, recruiter’s belief in the
ability of DSE to nurture thought leaders across all verticals of business administration, led us to successful
completion of the placement season for the class of 2021.

The placement season of 2021 has been the best in the history of the Delhi School of Economics (MBA). This is a
testament of the calibre our candidates hold, a testament of recruiters putting immense faith, a testament of
our distinguished alumni network, and a testament of the teachings of our dedicated and encouraging faculty
members. All attributes related to the placement season for the class of 2021 reached an all-time high.

We saw the participation of reputed firms presenting opportunities in a wide array of domains and roles both
nationally and internationally. We also witnessed the participation of a large number of first-time recruiters.
This only has been possible because of the continuous support we receive from all the stakeholders involved;
we offer our gratitude to all the people whose efforts have made this season a new benchmark of success.

“The greatest glory in living lies not in never falling but in rising every time we fall.” 
- Nelson Mandela
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Management and Organizational Behavior
Marketing Management
Accounting for Managers
Economics for Managers
International Business Environment
International Trade, Investment and Policy
Framework
Business Statistics

Legal Aspects of Business
International Trade Practices, Procedures
and Documentation
International Marketing Research
International Marketing
Corporate Finance
International Financial System
Management Science

Ethics, Corporate Governance and Sustainability
E-Business and Digital Marketing
Service Marketing and Customer Relationship
Management
International Financial Management
International Supply Chain Management and
Logistics
Foreign Language for Business-I

Investment Analysis and Portfolio Management
Global Strategic Management
Cross-Cultural Consumer Behavior and
Industrial Buying Behavior
International Advertising and Brand
Management
International Human Resource Management
India's Foreign Trade and Investment

Project Report
Cyber Laws and Business Decisions
IFRS and International Taxation
Business Analytics
Foreign Language for Business-II
Legal Dimensions of International
Business

IBM SPSS
Six Sigma Green Belt

Entrepreneurship and New Venture
Planning
Skills and Techniques of Accounting
Business Analysis using Financial
Statements
Life Skills and Communication
Indian Ethos and Leadership
Financial Modelling using Excel
Financial Markets and Institutional
Environment
Planning for Personal Finance
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