Revised syllabus (2019 Pattern) B.Com. Degree course (CBCS) Syllabus for

First Year B.Com Semester — |
Subject Name: - Marketing and Salesmanship- |
Subject Code: - 116(C) - |

Objectives of the Course
1. Tointroduce the basic concepts in Marketing.

2. To give the insight of the basic knowledge of Market Segmentation and Marketing Mix

3. Toimpart knowledge on Product and Price Mix.

4. To establish link between commerce, business and marketing.

5. To understand the segmentation of markets and Marketing Mix.

6. To enable students to apply this knowledge in practicality by enhancing their skills in the field of Marketing.
Unit Unit Title Contents Purposed Skills To Be
No. Developed

1 Introduction to Market 1.1 Meaning and Definition of Market The basic knowledge of Market
and Marketing 1.2 Classification of Markets and Marketing will be
1.3 Marketing Concept: Traditional and Modern developed amongst students.

1.4 Importance of Marketing

1.5 Functions of Marketing:
Buying, Selling, Assembling, Storage, Transportation,
Standardization, Grading, Branding, Advertising,
Packaging, Risk Bearing, Insurance, Marketing
Finance, Market Research and Marketing Information.

1.6 Selling vs. Marketing




Market Segmentation

and Marketing Mix

2.1 Market Segmentation: -
2.1.1 Introduction

2.1.2 Meaning and Definition
2.1.3 Importance

2.1.4 Limitations

2.1.5 Bases for Segmentation
2.2 Marketing Mix

2.2.1 Introduction

2.2.2 Meaning & Definition
2.2.3 Elements of Marketing Mix- Product, Price, Place

and Promotion

2.2.4 Importance of Marketing Mix

Students will develop the
Marketing Segmentation
knowledge along with the basic
concept of Marketing Mix.

Product Mix and Price
Mix

3.2 Product Mix
3.2.1 Meaning and Definition
3.2.2 Product Line and Product Mix
3.2.3 Product Classification
3.2.4 Product Life Cycle
3.2.5 Factors Considered for Product Management
3.3 Price Mix
3.3.1 Meaning and Definition
3.3.2 Pricing Objectives
3.3.3 Factors Affecting Pricing Decision
3.3.4 Pricing Methods

Students will get proper insight

of Product and Price Mix.




Place Mix and
Promotion Mix

a. Place Mix
I. Meaning and Definition of Place Mix
ii. Importance
iii. Types of Distribution Channels —consumer
goods and Industrial Goods
Iv. Factors Influencing selection of Channels
4.2 Promotion Mix
4.2.1 Meaning of Promotion Mix
4.2.2 Elements of Promotion Mix- Personal Selling,
Public Relation and Sales Promotion
4.2.3 Factors Affecting Market Promotion Mix
4.2.4 Promotion Techniques or Methods

Students will develop the skills
of promoting a product along
with gaining knowledge about

the distribution channels.
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