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IV. CORE COURSE [CCCOM204]: (Credits: Theory-04, Tutorial-01)

| Marks: 30 (MSE: 20Th. 1Hr + SAttd. + SAssign.) + 70 (ESE: 3Hrs)=100 Pass Marks (MSE:17 + ESE:28)=45 \

Instruction to Question Setter:

Mid Semester Examination (MSE):

There will be two groups of questions in written examinations of 20 marks. Group A is compulsory and will contain five
questions of very short answer type consisting of 1 mark each. Group B will contain descriptive type five questions of five
marks each, out of which any three are to be answered.

End Semester Examination (ESE):

There will be two groups of questions. Group A is compulsory and will contain two questions. Question No.1 will be very
short answer type consisting of five questions of 1 mark each. Question No.2 will be short answer type of 5 marks. Group
B will contain descriptive type six questions of fifteen marks each, out of which any four are to be answered.

Note:  There may be subdivisions in each question asked in Theory Examinations
The Mid Semester Examination shall have three components. (a) Two Semester Internal Assessment Test (SIA) of

20 Marks each, (b) Class Attendance Score (CAS) of 5 marks and (c) Class Performance Score (CPS) of 5 marks. “Best of
Two ” shall be applicable for computation of marks for SIA.

(Attendance Upto75%, Imark; 75<Attd. <80, 2 marks; 80<Attd. <85, 3 marks; 85<Attd. <90, 4 marks; 90<Attd, 5 marks ).

MARKETING MANAGEMENT Theory: 60 Lectures; Tutorial:15 Hrs

Objective:
To familiarize the students with the basic concepts and principles of marketing and to develop their conceptual and analytical
skills to be able to manage marketing operations of a business firm.

Contents:

Unit I-Introduction:
Nature and Scope of Marketing; Evolution of modern marketing concept; Modern marketing concepts;

Marketing Mix; Marketing Environment: Significance of scanning marketing environment; Analyzing
macro environment of marketing-economic, demographic, socio-cultural, technological, political and
legal segments; Impact of micro and macro environment on marketing decisions. Market Segmentation,
Targeting and Positioning: Bases for segmenting a consumer market; Levels of market segmentation;
Factors influencing selection of market segments.

Unit II-Product and Pricing Decisions:

Product - concept and classification; Major product decisions; New product development; Packaging
and labelling; Product support services; Branding decisions; Product life cycle — concept and appropriate
strategies adopted at different stages. Pricing- Objectives, Factors affecting price of a product, Pricing
policies and strategies. Ethical issues in product and pricing decisions.

Unit ITI-Distribution Decisions:

Channels of distribution — concept and importance; Different types of distribution middlemen and their
functions; Retailing and Wholesaling: Types of retail formats; Retail theories; Retailing strategies; Non-
Store retailing; Wholesaling-nature and importance, types of wholesalers; Developments in retailing
and wholesaling in Indian perspective.
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Unit IV-Promotion Decisions:
Role of promotion in marketing; Promotion methods. Developing advertising campaigns. Ethical issues
in promotion decisions.

Unit V-Trends in Marketing:
Service Marketing, Social Media Marketing, Green Marketing, Customer Relationship Management,

Rural marketing, other emerging trends.

Suggested Readings:
[J Kotler, Philip; Keller, Kevin Lane; Koshy, Abraham, and Mithileshwar Jha, Marketing Management:
ASouth Asian Perspective, Pearson.
[0 Lamb, Charles W.; Hair, Joseph F., and Carl McDaniel, Mktg, Cengage Learning.
Etzel, Michael J., Walker, Bruce J., Staton, William J., and Ajay Pandit, Marketing Concepts and Cases,
Tata McGraw Hill (Special Indian Edition).
Czinkota, Miachel, Marketing Management, Cengage Learning.
Kazmi, SHH, Marketing Management Text and Cases, Excel Books.
Kumar, Arun and N. Meenakshi, Marketing Management, Vikas Publishing House.
Zikmund, William G. and Michael D’Amico, Marketing: Creating and Keeping Customers in an
Ecommerce World, South-Western College Pub.

[ A A

Note: Latest edition of the readings may be used.
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