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Program: Diploma Class: BBA Yearl Session:2022-
2023
Subject: MARKETING MANAGEMENT
Course Code M2-BBABIT
2 Course Title BBA
Course Type (Core Group II
3 Course/Elective/Generic .
Elective/Vocational/.....) Paper I - Major
4 Pre-requisite (if any) Not Required (Open for All)
Course Learning outcomes e Student will be able to identify the marketing
(CLO) . e L . .
process and its applicability in business
operations. They will be able to communicate
marketing information persuasively and accurately
in oral, written and graphic formats.
o Differentiate between categories of consumer
criteria for determining value.
5 e Recognize how to identify target markets and

environments by analyzing demographics and
consumer behaviour.

e List best practices for responsible marketing and
how to manage marketing efforts Synthesize ideas
into a business plan for entrepreneurial start-up
venture.

o The student will be able to Emphasis on various
aspects of service marketing which make it

different from goods marketing.
6 Credit Value 6 CREDITS

Total Marks . Marks:20+70 Min. Passing Marks: 33 .,
, T e Cotiag i

‘T-ortal No of Lectures-Tuto
L-T-P: 90

Unit Topics No. of
Lectures

Nature and scope of marketing, Selling Vs Marketing, basic concepts
1 | and approaches, Marketing management philosophies, Concept of 18
Holistic Marketing. Market segmentation, Marketing Mix, Marketing
Environment, Marketing System

Product Strategy. Product Classification & Product mix, branding and
2 packaging decision, Integrated Marketing Communication. 18
Promotion mix: Advertising, publicity, Selling, Sales Promotion and
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Public Relations.

Pricing decision, methods of setting prices, pricing strategies, product
3 promotion Rural marketing. Steps for taking lead in Startups. Modern 18
Marketing, future marketing.

Service marketing - Introduction, Growth of service sector, Concept,
Characteristics, Classification of service designing, Developing
4 Human Resources. Marketing of services with special reference to 1. 18
Financial services, 2. Health services 3. Hospitality services including
travel, hotels, and tourism 4. Professional services 5. Public unity
service 6. Educational services.

Channel of distribution, Logistics supply chain management, Factors

5 affecting choice of channel, Types of intermediaries and their roles. 18
Types of Retailing. Retail Management, Internet marketing, Non-
profit Marketing.
Note:

* Theoretical exposition should be accompanied by Discussions, Case-Studies preferably with
Indian Context, Presentations, and Industry Based Assignments.
e References from Updated Journals in UGC Care list.

Suggested Readings:

* Saxena Rajan, Marketing Managemet; Tata McGraw Hill Publishing Co. Ltd. New Delhi
(2019- 6' Edtion)

* S.A. Sherlekar, Marketing Management, Himalaya Publishing House (2015)

 Philip Kotler, Marketing Management Pearsons Education (2015).

* Krishna K. Havaldar & Shailendra Dasari B2B Marketing Text & Cases Mc Graw, New
Delhi. (2021- 5™ Edition)

+ Nair Rajan Gupta C.B. Marketing Management Sultan Chand & Sons, New Delhi (2018)

» Suggested web links: |

Suggested equivalent online courses:

PART D: ASSESSMENT AND EVALUATION (THEORY)
Maximum Marks: 100 Marks
Continuous Comprehensive Evaluation (CCE): 30 Marks
University Exam (UE): 70 Marks
Time: 0.3Hours
Internal Assessment: Class Test
Continuous Comprehensive Assignment/Presentation
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Evaluation (CCE) Total 20 Marks
External Assessment: Section (A): Olj’ _c;t{ve%«(:e.
University Exam Questions - :
Section (B):. . Short

Questions -~ vewi

Section (C): Long .
Questions -~ e

Total ToMarks
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Format for Syllabus of Theory Paper

Pro ‘ram: Diploma Class: 941G , ion: :,
4 1Y o Year:Tr: Sess12()612§022
Subject: fauer yey
Course Code M2-BBABIT
2 Course Title CICIRS
Course Type (Core Group II
3 Course/Elective/Generic )
Elective/Vocational/.....) Paper I - Major
4 Pre-requisite (if any) ' Not Required (Open for All)
Course Learning outcomes o O SHERT WelTel A R0t FfFar 3R s waivewrar
CLO X .
( ) I UgHIeT el H WaTH gl F Hifle, faf@a 3k anftees
ol H TAU0reT SRR @ IR 3R T &7 § TR
& H T gl
o Fed foRor & o susierar ARKs A A0t & @ siag
Cay
5 o STAAITREIHT 3R ITHFAT SATER FT FALATT Fh AT
TR 3R ARkl i ggar= s & a5 31 agane]
o [FAeR fauvE & faw gafae wemsi $r g saw sk
faoreT sarel &7 gt SR w | segeiier & -
Y 3eTH & fAT U IauTT Asrar § fart & deervor
ERY
o o T AqoTe & fafde ugelsl W SR & # Fare gy
ST 58 ATl & 90T F 316097 ot §1
Credit Value 6 CREDITS
Total Marks Max. Marks: 20+7 0 . Min. Passmg Marks: 33« - |
; 1 L€ g_@ ggheF@O 2T 7
Total No. of Lectures-Tutorlals-Practlcal (m hours per Week) Z,Hours w
L-T-P: 90
Unit Topics No. of
Lectures
1 F, Y fUvE oY suReT| SR Rufieeke, fwom fsmn Rgos 18
graraRe, 9o yoTel |
5 ST W , SIS RSl UG Sodre M SieT Ua Seted feE 18
Tobiead U HER, Haea s : s, R, e el v e 94 )
3 T R, qeu ke @ R, qew PR oE <o, sde baew 18
M o, wide # A9 oF @ Y Ben, snyfie Rove @ wis @
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fauore |

Har fauore — ffAeen, qar &3 o Wi, JAURO, ARG , e siwed @1
FfieRo], AFEEarEF e, Jar o @ a9y dedf o 1 iy Qe 2 18
W YOy 3 R var R 299, Bied vd gded iR 81 4 IR
Jarl 5 AR O STERT a6 e Yan |

5 qrel Ted, FARI] P UBR TG S 4HF, G AR B THR, Gaxl &R
wEeE, gexne fauue, SR omery fauur |

18

Note:

o Jgifte warem & W AR — e, 39w v aiig daf 3 TRgefiexe w9 SanT amnia
AAZRIC BT FHGT B |

_U wmemmmmml

Textbooks, Reference Books, Other resources

Suggested Readings:
* TFHAT TTolel, ARSI HASHCT; elel Fean fewd ufeafdier Hu=i faffts a1 ool (2019- 6ai HEao)

* TH.U. RElH, AlhICIT Hooic, RATTT uleafRiar g3a (2015)

- fipfaT sieer, Ahider Aol e o= (2015)

« FON &, gaeieR 3R Aelg Al dat Akl tove Us &9 A% a1, a8 Rod (2021- 587 Fwwon)
*ARR T Il Wt AhfEar HAoisreie Fear 95 5 §F, 75 eel (2018)

Suggested web links:

Suggested equivalent online courses:

PART D: ASSESSMENT AND EVALUATION (THEORY)
Maximum Marks: 100 Marks
Continuous Comprehensive Evaluation (CCE): 2 Marks
University Exam (UE): %o Marks
Time: : 6% Hours
Internal Assessment: Class Test »
Continuous Comprehensive Assignment/Presentation .
Evaluation (CCE) Totl 2B Viarks
External Assessment: Section (A): Ob)wava%;:e D!
University Exam Questions -
Section (B): . .. - Short LT
Questions (" . _ . T TS
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Section (C): . - Long
Questions .

Total

o Marks




Format for Syllabus of Theory Paper

R Y R T A e A gy g

OAUCHON. T T T O R S e R o

Program: Diploma

Class: BBA P Session:2022-
1 Year.ﬂ 2023

Subject: MARKETING RESEARCH

Course Code M2-BBAB2T
2 Course Title BBA
Course Type (Core Group II
3 Course/Elective/Generic .
lective/Vocational/.....) Paper II - Major

4 Pre-requisite (if any)

Not Required (Open for All)

Course Learning outcomes
(CLO) :

Discuss the scope and managerial importance of
market research and its role in the development of
marketing strategy.

Provide a detailed overview of the stages in the
market research process.

Develop research questions and objectives that can
be addressed in a research design.

Develop an appropriate market research design for
the clients.

Manage the data collection process Use
contemporary statistical packages to calculate and
report descriptive statistics from quantitative data
Interpret data analysis in the context of the
identified business problem

Communicate research results in written report
and oral presentation formats

6 Credit Value

6 CREDITS

Total Marks

L-T-P: 90

Total No. of Lectures-Tutorials-Practical (ilII- hours per wéélé:éHburs

Unit Topics

No. of
Lectures

Definition, Concept and Objectives of Marketing research.
1 Advantages and limitations of Marketing Research. Problems and 18
precautions in Marketing research, Analyzing Comipetition and
Consumer Markets, Market Research Methodology.
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(Y

Types of Marketing Research: Consumer Research, product research,
2 sales research, and advertising research. Various Issue involved and
ethics in marketing research. Rural Marketing Research, Institutional
Management & Research.

18

Problem formulation and statement of research, Research process,
3 research design - exploratory research, descriptive research and
experimental research designs. Decision Theory and decision Tree.

18

4 Methods of data collection - observational and survey methods.
Questionnaire, Design attitude measurement techniques.

18

Administration of surveys, sample design, selecting an appropriate
5 statistical technique. Tabulation and analysis of data, scaling

' techniques. Hypothesis, Concept, Need, Objectives of the hypotheses,
Types of Hypotheses and its uses. Report writing.

18

Note:

» Theoretical exposition should be accompanied by Discussions, Case-Studies preferably with

Indian Context, Presentations, and Industry Based Assignments.
e References from Updated Journals in UGC Care list

Textbooks, Reference Books, Other i‘ésburces

Suggested Readings:

* Rajendra Nargundkar Marketing Research: Text and CasesTMH, New Delhi. (2019- 4th

Edition)

» Cooper DR and Schindler, Business Research Methods, Tata Mc Graw Hill, New Delhi latest

edition

¢ Kothari, C R, & Gaurav Garg Research Methodology, New Age International Publishers,

New Delhi. (2019)

* Naresh K. Malhotra and Satyabhusan Das Marketing Research Perarsons Education (2019-7%

Edition)
e Malhotra NC, Marketing Research, Pearson, New Delhi (2015)

* G.C. Berry, Marketing Research, TMH, New Delhi. (2020)
Suggested web links:

Suggested equivalent online courses:

PART D: ASSESSMENT AND EVALUATION (THEORY)

Maximum Marks: 100 Marks
Continuous Comprehensive Evaluation (CCE): 39 Marks
University Exam (UE): 70 Marks
Time: 03 Hours
Internal Assessment: Class Test

Continuous Comprehensive Assignment/Presentation )

Evaluation (CCE) Tofal S Viarks
S
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External Assessment:

University Exam

Section (A): "Skehre \5,;-._
Questions = ' -

Section (B): . : Short
Questions =7, Ll L

s

Section (C): . .. . Long
Questions -~ 7 .

Total

—<oMarks
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Program: Diploma Clzzuss:AéT.‘eﬁ.t{. Year. 1L Sessi;alz:gozz_
Subject: U 3THENT
Course Code M2-BBAB2T
2 Course Title CICTRe
- Course Type (Core Group I
3 Course/Elective/Generic
Elective/Vocational/.....) Paper II - Major
4 Pre-requisite (if any) Not Required (Open for All)
((é)ilz)s; Learning outcomes TR ST ¥ G AR TR Fged 3R RaoreT
TOTAITeY o faehrer 7 SHehT s1fiet W TaT &l
TSR fHT TihaT & TR0 T faEe Siaelidst qameT
Eayl
HIHUT YT 3R Seeal T fasrg s oieg e e
TBess 7 Hal g fRrar sTasar g1
5 TRl o ToIT Ueh STl AT e foarmset fasfia
] ’
32T TG Ui &7 Y98 &Y HAFIcHS 22T ¥ auiAcHs
il dr Ao AR RAE =S & [V awFela
HiTEIhRr Wil S AT Y Tgaiet T 7S A AR
GHEEAT & TGeT 7 ST FALeIoT i saTEaT Y
fafea RuiE ik #ifes wegfa @t & s
qRoTAT T Fu T
6 Credit Value 6 CREDITS
7 Total Marks

Max. Marks: R0

Min. Passing Marks: 33 = -

i

' Totéii No. of Lectures-Tutorials

-l;ractlcal (in hours per week): gHours

=

L-T-P: 90
Unit Topics No. of
Lectures
1 4 g vd e, uRefir d swiaar aeiR @1 Rvem, RueE 18
I UEhT |
Ruoe o & UPR : ST oY, ScIG W, a9 U9 fasnud 3,
2 fauoe ey d e 89 9 I qee W@ Ry wme, umior fageE 18
FIET, GRIFTG U AR STy |
3 AR Freun ud ey e, oy uftew, SrNE™ aifeed, Wil ka9, 18

S
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quIicep T U9 TRANTICHS rqHeT JAdhed, fHofas Rigia v ot e |

ARG A At |

18

THETOT T YA, AT (35715, U SRIFT WA Toheiich T TIA|
STT T WROMEAIOr 31T faeaiwor | Thfder dealid | IRGeTaT @ IGUROT
FEGHAT | URFYAT & 3662F, IRFeTT & WhR 3T 59&F 39T |
e er@st|

18

Note:

o i e B AR AR — fae, ow Wl e AR e ¥, wegdieser v senT smenRa

SAEE BT FHET B |

L€ar]

* UGC #=R fiRe & arerme {3y siieq @1 ded |
- P rning:Resources:

Textbooks, Reference Books, Other resources

Suggested Readings:
* Toig TRISHT AR Raw: o U5 9 AuATy, a8 el (2019- =it Heaon)

- 5T SR 3K Riser, oo Rad Augq, oer dF 0 R, 78 Redr Sdedw &

» IS, T 3R, 3R aiia ot 3retne ugnfa, = v Sexeieiaer ufeer, 75 el (2019)
« RN &, Feghl 3R WeIeEOT I ARKTEAT e RRI=H T (2019-7d7 TEawor)

* AogHT U, AR Rad, s, 75 ool (2015)

- SiEY. &, AR R, A, 7 e (2020)

Suggested web links:

Suggested equivalent online courses:

PART D: ASSESSMENT AND EVALUATION (THEORY)

Maximum Marks: 100 Marks
Continuous Comprehensive Evaluation (CCE): 20 Marks
University Exam (UE): 7o Marks

Time: &3 Hours
Internal Assessment: Class Test )

Continuous Comprehensive Assignment/Presentation T
Evaluation (CCE) Total 25 Mz;rics
External Assessment: Section (A): 'b%f‘_’:ﬂf‘:'ue’lﬁ_;sle_ LT
Questions ¢ W

g‘%‘i\wlﬁ_
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University Exam Section (B): ~ ~Short

Questions (

Section (CY: © " Long
Questions :

Total

@«;/J:M
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