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Learning Objectives
CLO1 | To understand the marketplace.
cLO2 | To identify the market segmentation and the Product mix
cLo3 | To select the different pricing methods and channels of distribution.
CcLO4 | To know the communication mix and sales promotion tools
CLO5 | To prepare according to the latest trends in market.
i No. of | Learnin
UNIT Detals Hours Objectivegs
Fundamentals of Marketing — Role of Marketing — Relationship of
I Marketing With Other Functional Areas- Concept of Marketing 15 CLO1
Mix — Marketing Approaches — Various Environmental Factors
Affecting the Marketing Functions.
Segmentation — Need And Basis of Segmentation -Targeting —
1 Positioning Product — Charapteristics — Benefits — Classiﬁcations — 15 CLO2
Consumer Goods — Industrial Goods. Product Mix-New Product
Development Process - Product Life Cycle. Branding — Packaging.
Pricing — Factors Influencing Pricing Decisions — Pricing
I Objectives. Market Physical Distribution: Importance — Various 15 CLO3
Kinds of Marketing Channels — Distribution Problems.
A Brief Overview of Communication Mix-Types of Media & its
Characteristics- Print - Electronic - Outdoor — Internet- A tool to
v customer loyalty. Sales Promotion tools- IMC (Integrated 15 CLOA4
marketing communication) - Definition, Process, Need &
Significance - CRM — Importance.
Sales Force Management: Personal Selling Process- Motivation,
A% Compensation and Control of Sales Force —Digital Marketing: 15 CLO5
Introduction- Applications & Benefits.
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Course On Completion of the course the students will Program Qutcomes
QOutcomes
COo1 To list and identify the core concepts of Marketing and its mix. PO1, PO2, PO3
. POI1, PO2,
CcO2 To sketch the market segmentation, nature of product, PLC
PO3,PO6, POS
. | " . o hod PO1 PO2, PO3,
o analyze the appropriate pricing methods
CcO3 Yy pprop p g PO4, POS
CO4 To determine the importance of various media PO1, PO2, PO6
CO5 To assess the sales force and applications of digital marketing PO1, PO2, PO7
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Methods of Evaluation

Continuous Internal Assessment Test
Internal Assignments
Evaluati : 25 Marks
on Seminars
Attendance and Class Participation
External
Evaluati | End Semester Examination 75 Marks
on
Total 100 Marks
Methods of Assessment
Recall . . ..
(K1) Simple definitions, MCQ, Recall steps, Concept definitions
Understa
nd/

Compre | MCQ, True/False, Short essays, Concept explanations, Short summary or overview
hend
(K2)

Applicati | Suggest idea/concept with examples, Suggest formulae, Solve problems, Observe,
on (K3) | Explain

Analyze | Problem-solving questions, Finish a procedure in many steps, Differentiate between
(K4) various ideas, Map knowledge

Ev(zllgsl;‘ te Longer essay/ Evaluation essay, Critique or justify with pros and cons
Create . . o . . . .
(K6) Check knowledge in specific or offbeat situations, Discussion, Debating or Presentations

Mapping with program outcomes

PO1 |[PO2 |PO3 |PO4 |POS |[PO6 |PO7 |POS
Co1 S S M M M S M | M
CO2 S S M S M S M S
CO3 S S M M M S M S
CO4 S S M M M S M M
COS5 S S M M M S M S
S-Strong M-Medium L-Low
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CO-PO Mapping with Programme Specific Outcomes (Course Articulation Matrix):
Level of Correlation between PSO’s and CO’s

CO/PO PSO 1 PSO 2 PSO 3 PSO 4 PSO 5

COo1 3 3 3 3 3
CO2 3 3 3 3 3
CO3 2 3 3 3 3
CO4 3 3 3 3 3
COS5 3 3 3 2 3
Weightage 14 15 15 14 15
Weighted Percentage of

Course Contribution to 2.8 3.0 3.0 2.8 3.0

Pos




