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1 | Course Code | C3-COMBID Pt
2 | Course Title "MARKETING MANAGEMENT
3 | Course T\i)( 2 -+ DSE('Discipline Spcciﬁ?__Erlpéi\;e')h TR 2
4 | Pre-requisite (if any) | Open for all :
5 | Course Learning On successful completion of this course, the students will be able :

outcomes (CLO)

1. To understand the role of marketing within society and within an

economic system.

To learn the vital role of marketing within a firm and the necessary

relationships between marketing and the other functional areas of

business.

. To consider the various decision areas within marketing and the tools and
methods used by marketing managers for making decisions.

. To learn key marketing principles and terminology. Because this is a survey
course, there is an emphasis on basic terminology and concepts.

2.

5. To appreciate how a marketing perspective is important in your own
personal and professional development.
6 | Credit Value 6
7 | Total Marks Max. Marks: 30 + 70 | Min. Passing Marks: 35

Part B- Content of the Course

L-T-P:

Total No. of Lectures-:

90

Unit

Topics

0. of
ectures

Introduction: Market and marketing- definition; Nature, scope and importance
of marketing, Evolution of marketing concepts, A Vedic Perspective of
Marketing ,Marketing Environment, Recent Trends in Marketing in India.
Holistic Marketing Orientation & Customer Value.

18

Product Management— Types of Consumer and Industrial Products, Product
Related Decisions, Product Line, Product-mix, Product Life Cycle and New
Product Development, Branding labelling and Packaging Decisions. New Product
Strategies, Concept of Marketing-mix ,Market segmentation — concept,
Importance and bases, Consumer Behaviour — An Overview: Consumer buying
process; Factors influencing consumer buying decisions.

18

Pricing - Price ,Importance of Price,Objectives of pricing, Factors affecting
pricing decisions, Approaches of pricing, various pricing methods; Pricing
policies and strategies, price-sensitivity; Ethical issues concerning products and
pricing decisions.

18

Sales Promotion - Nature and importance of Promotion, Promotion Tools:
advertising, personal selling, public relation, Promotion mix, Factors affecting
promotion mix decisions, The Marketing Communication, Integrated marketing
communications ProcessAdvertising Definition, Features, Importance,
Functions of advertising, Channels of Distribution

18

Trends in Marketing - Consumer protection and consumerism. Recent
Concepts: Green Marketing, Viral marketing, Customer Relationship
Management (CRM), digital marketing global markets Cause relating marketing;

18

Social marketing; Other emerging trends.

Keywords/Tags: Market ,Marketing, Product, Pricing, Sales Promotion, Trends in Marketing




~_Part C-Learning Resources
Text Books, Reference Books, Other resources

S.N | Author

Book title

'Kotler, Philip; Keller, Kevin |

| Publisher

Marketing Management: A South

1 | Lane; Koshy, and Jha Asian Perspective Delhi

| Bose, B.S. Marketing Management Himalaya Publishing House
2 Pvt.Ltd.Nagpur
3 Saxena, Rajan Marketing Management Tata McGraw Hill New

Delhi.

Pillai R.S.N. & Bagavathi

Marketing Management

chand & Company Ltd New

4 -
elhi

5 Chhabra, T.N Principles of Marketing un India Publication

M.B. Shukla Entrepreneurship & Small Business | Kitab Mahal Publishers,

6 Management ew Delhi

” amaswamy and Namakumari | Marketing Management Macmillan India

3 th-ds- JhokLro foi.ku izcU/k Himalaya Publishing House
Pvt.Ltd.Nagpur

9 Dr. J.K. Jain kaustubh [ERREER T .P.Hindi Granth
Acd.Bhopal

Part D-Assessment and Evaluation

Suggested Continuous Evaluation Methods:

Maximum Marks : 100

Continuous Comprehensive Evaluation (CCE) : 30 Marks University Exam (UE): 70 Marks

Internal Assessment : Continuous

Class Test Assignment/Presentation

Time : 03.00 Hours

Comprehensive Evaluation (CCE) 30
External Assessment : Section(A) : Very Short Questions
University Exam Section Section (B) : Short Questions 70

Section (C) : Long Questions

0 |Dr. S.C. Jain A9 & THagTea Sahitya Bhawan
Publications Agra

1 Marketing Management Dr. Amit Kumar, Dr. B. Jagdish Rao Sahitya Bhawan
Publications Agra

Suggestive digital platforms, web links:

1. https://ipsedu.in/downloads/MBABooks/principles-of-

marketing-philip-kotler.pdf

2. http://www.ddegjust.ac.in/stud

aterial/
3. https://hi.wikipedia.org/wiki/%E0%A4%B5%E0%A4

dapr/ dapr-105.pdf

H0BF%E0%A4%AA%E0%A4%A3%E0%A4%A8

4. https://www.s

ideshare.net/ali.iibran/principles-of-marketing1

5. https://www.researchgate.net/publication/311810037

Principles_of Marketing

6.https://www.eshiksha.mp.gov.in
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S.n. Author Book title Publisher

1 i, dlarad .. dlarad Himalaya Publishing House .Nagpur

2 | SIS P, HIRgH fauum & R M.P.Hindi Granth Acd.Bhopal

3 | SlugaisH oo & Rrgra Sahitya Bhawan Publications Agra
"4 | Bose, B.S. Marketing Management | Himalaya Publishing House

Pvt.Ltd.Nagpur
5 Saxena, Rajan Marketing Management | Tata McGraw Hill New Delhi.
6 | PillaiR.S.N. & Marketing Management | Schand & Company Ltd New Delhi
Bagavathi
7 | Chhabra, T.N Principles of Marketing | Sun India Publication
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7- https://ipsedu.in/downloads/MBABooks/principles-of-marketing-philip- kotler. pdf
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3+ https://hi.wikipedia.org/wiki
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~ Part A Introduction

'i’rogram: Pesree - 7*Cl|§s : B.COM ] \_L_J_l lll é{\\@i}l(}ﬂ-gi_
| Subject: = =L COMMBERCE - ama e
1 | Course Code | C3- COMB2D S i
2 | GCaurse Title | HUMAN RESOURCE MANAGEMENT e
3 | Course Type DSE(Discipline Specific  Elective) Saiile
4 | Pre-requisite Not required open for all
5 Course After the successful completion of the course, the students shall be
Learning able to :
outcomes I. To have an understanding of the basic concepts, functions and
(CLO) processes of human resource management

2. To be aware of the role, functions and functioning of human
resource department of the organizations.

3. To Design and formulate various HRM processes such as
Recruitment, Selection, Training, Development, Performance
appraisals and Reward Systems, Compensation Plans and
Ethical Behaviour.

4. To integrate the knowledge of HR concepts to take correct
business decisions.

5. Evaluate the developing role of human resources in the global
arena.

6. To Outline the nature and sources of conflict and explain the
different strategies and approaches used in the resolution of
conflict.

6 | Credit Value 6
7 | Total Marks Max. Marks: 30 + 70 Min. Passing
Marks: 35
Part B- Content of the Course

Total No. of Lectures- 90

Unit Topics No. of

ectures

1 Introduction- Human Resource Management: Concept and Functions, Role,

Status and competencies of HR Manager, HR Policies, Evolution of HRM,

HRM vs HRD. Emerging Challenges of Human Resource Management; 18
Workforce diversity; Empowerment; Downsizing; Human Resource
Information System. Role of Indian Value system in HRM.

2 Manpower planning : Meaning & concept, need for manpower planning, | 18
types of manpower planning, meaning and concept of job analysis, job
description & job specification, uses of job- analysis information,
Recruitment, selection — meaning and steps of selection process, meaning of
induction. Staffing; career planning;

3 Training and development : Meaning, need & importance for training, 18
method of training, development - meaning of development. method of
development. Employee counselling; executive development programmes;
evaluation of training and development programmes; career development; |




| promotion, transfer and demotion. = s B

| 4 Performance Appraisal- Nature. objectives and importance;: Modern | 18
' techniques of performance appraisal: potential appraisal and cmployee
counseling: job changes - transfers and promotions: Compensation: concept

and policies: job evaluation: methods of wage payments and incentive plans;

fringe benefits: performance linked compensation.

5 Wages and salary administration- Meaning purpose & principle of wage & | 18
salary administration, Methods of wage payment - time rate & piece rate,

Incentive, Health, safety and welfare facilities. Social security

Industrial Disputes: causes and settlement machinery.

Keywords/Tags: Human Resource Management, Manpower planning, Training and
development, Performance Appraisal, Wages and salary
administration

Part C-Learning Resources

Text Books, Reference Books, Other resources

Suggested Readings:
S.N. | Author Book title Publisher
C.B. Mamoria & V. S. P. | Personal Management Himalaya Publishing Hou
- Rao Pvt.Ltd.Nagpur
P.C.Tripathi Personal Management & Industrial | Schand & Company Ltd N
2. Relations Delhi
G.P. Sinha & PRN Sinha | Industrial relation, Trade Union & | Pearson Education
3. Labour Relation New Delhi
4. | R.LATaET AT Wefer UF ATATSH qeer | Ramesh Book Depot Jaiph
5 P.Subba Rao Personnel and H.R. Management PHI New Delhi
Dr. Chaturbhuj Mamoria, | #T74 ##T4 Ya=4 0 e+ ava=s | Sahitya Bhawan Agra
b Dr. Kameshwar Pandit

Suggestive digital platforms, web links:

1. http://14.139.206.50:8080/iSDui/bitstream/1/3317/1/|N DUSTRIAL%20RELATIONS.pdf

2. file:///C:/Users/Admin/Downloads/srshrm.pdf

3.http://www.opentextbooks.org.hk/svstem/fiIes/export/32/32088/pdf/Human Resource Mana
nt 32088.

4._https://backup.pondiuni.edu.in/sites/default/files/lRMt200813.pdf

5 https://www.freebookcentre.net/business—books-download/Management—of—lndustrial-

Relations.html
6 .http://www.kaavpubIications.org/abstract/SAMPLE_0412.pdf( IN HINDI)
7. AR Hqae — FEFRTRAT https://hi.wikipedia.org » wiki > 37

8. hitps.//hi.wikipedia.org > wiki » |T..

Suggestive digital platforms, web links:




~Part D—Aé_séssmgi}_t and E}-{g}ya:t-ig_l_lm ; .

Suggested Continuous Evaluation Methods:
Maximum Marks : 100
Continuous Comprehensive Evaluation (CCE) : 30 Marks University Exam (UE): 70 Marks

" Internal Assessment : Continuous | Class Test Assignment/Presentation ;
Comprehensive Evaluation (CCE) 30
External Assessment : Section(A) : Very Short Questions
University Exam Section Section (B) : Short Questions 70
Time : 03.00 Hours Section (C) : Long Questions

Any remarks/ suggestions:

oo e
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