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 SARDAR PATEL UNIVERSITY 

Course  
Objectives  

To Impart the Knowledge about Structure of Banks And Banker – 
Customer Relationships. 

 

 

Course Description 
Unit  Description Weightage 

1.  Organizational Structure of Banks: 
Unit Banks: Advantages and 
Disadvantages. Branch Banking: 
Advantages and Disadvantages, 
Subsidiaries, Correspondent Banks. 

25% 

2.  Types of Customers: 
Definition of Customers, Types of Customers: (1) General (2) Special: 
Minors Married, Women, Partnership Firms, Joint Stock Companies, Non- 
Commercial 
Institution. 

25% 

3.  Banker and Customer Relationship: 
Definition of a Banker, General Relation of Banker and Customer. Legal 
Relation of Banker and Customer, Special Features of the relationship. 

25% 

4.  Termination of Banker and customer Relationship: 
Introduction , Method of Termination of Relationship: (i) Termination by 
Customer (ii) Termination by Banker (iii) Stopping and Closing of 
Account of Banker: Death of Customer, Insanity of customer, Insolvency 
of Customer, Closure of Business, Garnishee Order, Assignment of 
Ownership, Protection of 
Banker’s Interest. 

25% 

*Units will have the same Weightage in the evaluation as suggested in the course outline. 

 

Teaching-Learning 
Methodology  

• Lecture Method 
• Online Lectures 
• Group Discussion 
• Practical Problem Solving  
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Evaluation Pattern 
Sr.No.  Details of the Evaluation Weightage 

1.  Internal/Written Examination 15% 
2.  Internal Continuous Assessment in the form of Practical , Viva-Voce, 

Quizzes, Seminars, Assignments, Attendance 
15% 

3.  University Examination 70% 
* Students will have to score a minimum of 40 (Forty) Percent to pass the course. 

Course Outcomes: Having Completed this course, the students will be able to 
1. To enable students to learn the knowledge about structure of banks. 

  
2. Students will be able to know about banker- customer relationship. 

 
 

Suggested References:  
Sr. No References 

1. Elements Banking and Insurance – B. S. Shah Publication, Ahmadabad 
 

2. Elements of Banking and Insurance – New Popular Publication, Surat 
 

3. Banking Theory and Practice, Prem Kumar Srivastava, Himalaya Publishing House. 
 

4. Fundamentals of Banking Theory and Practice by Basu A. K. 
Banking Law and Function, Saurashatra University Banking Association. 
 

5. Basics of Banking and finance, K. M. Bhattacharya and O. P. Agrawal, Himalaya Publishing 
House. 
 

On-Line Resources available that can be used as Reference Material 
NA 
 

 

 


