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COURSE OBJECTIVE:

This course will help the students to develop a better appreciation and understanding of the
role of marketing in a business organization specifically, and able to have operational skills of
various marketing activities.

LEARNING OUTCOMES:
The learner is able to:

1. Formulate a marketing plan that will meet the needs or goals of a business
ororganization and Conduct market research to provide information needed to make
marketing decisions.

2. Understand different strategies for effective design of Marketing Mix;

3. Know the Sales Skills including effective personal selling skills;

UNIT = I: INTRODUCTION TO MARKETING: (10 Hrs)

Core Marketing Concepts — Company Orientation towards the Marketplace — The Holistic

Marketing Concept - Marketing Management Tasks; Marketing Environment: Macro and Micro

Components and their Impact on Marketing Decisions — Marketing Research and Information;

Market Segmentation, Targeting and Positioning Strategies - Determinants of Consumer

Behaviour;

UNIT = II: MARKETING MIX: (12 Hrs)

Elements of Marketing Mix - Product, Price, Promotion and Place, 7P’s of Service Marketing
Mix; Product: Classification of Products - Product Life Cycle - New Product Development —
Branding Decisions; Price: Pricing Strategies: Understanding Pricing — Steps in setting the
Price - Price Adapting Policies, and Initiating and Responding to Price Changes: Promotion:
Marketing Communications, Promotion Mix Elements: Advertising, Sales Promotion,
Personal Selling, Events and Experiences, Public Relations and Publicity, Online and Social
Media Marketing; Place: Marketing Channels: Channel Functions and Flows, Channel

Management Decisions.
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UNIT = lll: NATURE AND ROLE OF SELLING: (8Hrs)

Importance of Selling, Nature and Role of Selling: Importance of Selling — Role in the Context
of Organization; Attributes of a Good Salesperson: Personality and Physical Characteristics,
Enthusiasm, Confidence, Intelligence, Self-Worth, Knowledge-product, Competition,
Organization, Market, Customer, Territory; Communication Skills, Persuasive Skills. Personal
Selling Skills: The opening — Need and problem identification—the Presentation and
Demonstration — Dealing with Objections — Negotiations — Closing the Sale -follow up.

CURRICULAR ACTIVITIES:

1. Analyze different needs and wants of consumers in your locality or region

2. Prepare the prevalent marketing environment in your locality or region.

3. Identify Product Life Cycle stages of few Products like consumer durables (ex., Electronic
goods, Computers, etc.).

4. Analyze Marketing strategies/planning used by automobile cosmetic and FMCGcompanies.

5. Conduct Market Research for the need of new products in your region.
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