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Objective:
To give students a basic understanding of the character and scope of Marketing and help them to
develop skills in the analysis and resolution of management problems.

Contents :

Conceptualizing Marketing Management; The concept of marketing; Marketing Environment;
Consumer Markets & Buying behaviour; Organizational Buying behaviour and markets;
Marketing Information Systems & Marketing Research; Market Measurement & Forecasting;
Market Segmentation; Targeting & Positioning; Developing Marketing Strategies; New Product
Development; Marketing Strategies in different stages of product life cycle; Marketing strategies
for market leaders, challengers, followers, nichers; Marketing strategies for global marketplace;

Corporate strategic Planning-Marketing Plan; Product, brand, packaging and service decisions;
pricing decisions; Distribution decisions, Communication & Promotion mix decisions selling
decisions; Implementing, Marketing & Controlling The Marketing Effort; Marketing organization
& Implementation; Contemporary Issues in Marketing
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