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MARKETING MANAGEMENT

PAPER- VI
MARKETING CHANNELS

Value Natwork and Marketing : (15%)
Channel System, Works Perfomed by Marketing Channels, Channel Function and
Flow, Channel Levels, Service Sector Channels, Infromation Highways Channesl.

Channel- Design : (15%)
Analyze Customers derived service output Levels. Establish Objectives and
Constraints. Indentify Major Channel, Alternatives, [valuate the Magor
Alternatives.

Channel- Management Decisions: (15%)
Selecting Channels Members, Training Channles Members, Motivating Channel
Members, Evaluating Channels Members, Modify Channel Approaches.

Channels Dynamics:: (15%)
Vertical Marketing Systmes, Horizontal Marketing Systems, Multi-channel
Marketing System, Conflict, Co-operation, and Competition, Legal and Ethical in
use in channels relations.

Managing Integrated Marketing Communications: (10%)
The Communication Process, Developing Effective Communication. Identifying
The Target Audience, Determine the Communication Objectives, Design the
Massage, Select the Communication Channels. Establish the total Marketing
Communication Budgets.

Deciding On Marketing Communication mix : (10%)
The Promotional Tools, Factors in Setting the Marketing Communication mix,
M easuring the Communication Results.

Managing the Integrated M arketing Communication Process (10%)
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