Course Contents
Course Name: Marketing Management
Course Code- MS 107

Course Objective: This course aims at introducing the concept of marketing and developing analytical skills for problem solving in marketing applications.


Block I: Introduction to Marketing
Unit I: Introduction to Marketing
Unit II: Evolution of Marketing
Unit III: Introduction to Marketing Process
Unit IV: Marketing Mix and Marketing Organisation
Unit V: Marketing Environment
Unit VI: Marketing Research

Block II: STP Concept and Consumer Behaviour
Unit VII: STP Concept and Market Segmentation
Unit VIII: Target Market
Unit IX: Differentiation and Positioning Strategy
Unit X: Consumer Behaviour
Unit XI: Product and Product Life-Cycle

Block III: Product Packaging & Pricing 
Unit XII: Branding
Unit XIII: Packaging
Unit XIV: Pricing
Unit XV: Distribution Channels
Unit XVI: Decision Making for Effective Distribution Channels 
Unit XVII: Promotion: Concept and Significance

Block IV: Promotion Mix & Sales Promotion
Unit XVIII: Promotion Mix
Unit XIX: Sales Promotion
Unit XX: Sales Forecasting
Unit XXI: Sales Force Management
Unit XXII: Salesmanship
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