ANDHRA KESARI UNIVERSITY

SKILL COURSE
w.ef. AY 2023-24
. SEMESTER-II

MARKETING SKILLS
' 2 hrs/week

 Credits: 2

Course Objective:
This course will help the students to develop a better appreciation and understanding of the -role
of marketing in a business organization specifically, and able to have operational skills of various

marketing activities. i
Learning Outcomes:

The learner is able to:

1. Formulate a marketing plan that will meet the needs or goals of a business ororganization
and Conduct market  research to provide information needed to make ‘marketing

decisions. e ‘
2. Understand different strategies for effective design of Marketing Mix;

3. Know the Sales Skills including effective personal selling skills;
Unit I: Introduction to Marketing: | S (10 Hrs)

Core Marketing Concepts — Company Orientation towards the Marketplace — The. Hoﬁst_ic
Marketing Concept - Marketing Management Tasks; Marketing Environment: Macro and Micro
Components and their Impact on Marketing Decisions ~ Marketing Research and Information;
Market - Segmentation, - Targeting and Positioning Strategies - Determinants of Consumer

Behaviour; . ¥ i ,
Unit II: Marketing Mix: (iZ Hrs)
Elements. of Marketing Mix - Product, Price, Promotion and Place, 7P’s of Service Marketing
Mix; Product: Classification of Products - Product Life Cycle - New Product ‘Development —
Branding Decisions; Price: Pricing Strategies: Understanding Pricing — Steps in setting the Price -
Price Adapting Policies, and Initiating and Responding to Price Changes: Promotion: Marketing

3 Communications, Promotion Mix Elements: Advertising, Sales Promotion, Personal Selling,
_Events and Experiences, Public Relations and Publicity, Online and Social Media Marketing"
- Place: Marketing Channels: Channel Functions and Flows, Channel Management Decisions. :
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. Importance of Selling — Role in the C(?ntext':‘?ffi
gs.dn' Personality and Physical Characteristics,
‘ " Competition,

. Knowledge product, e
Worth, kills. Personal

Nature and Role of Selling: |

' Imf)ortanc'e of Selling, Nature and Role of Sellin
of Organization; Attributes of a Good Sa}esspT;
Enthusiasm, Confidence, Intelligence;, *« Sel=WOIL ' e S
Organization, Market, Customer, Tcm'tory;,Commumcauc?n Sk.llls, t?e;_s.?;: D i
Selling Skills: The opening — Need and problem 1denpﬁca 10Sale  iens L
Demonstration — Dealing with Objections — Negotiations — Closing the

Curricular Activities:
consumers in your locality or region

in your locality or region.
ducts like consumer durab

1. ‘Analyze different needs and wants of
2. Prepare the prevalent marketing environment
3. Identify Product Life Cycle stages of few Pro

- goods, Computers, etc.). ‘ ) u 8 (Pt T
4. Analyze Marketing strategies/planning used by automobile cosmetic and FMCGchpa‘nles,-" i
5. Conduct Market Research for the need of new products in your region. ' A s

Jes (ex., Electronic
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- Timei2 Hours

Skill Courses Programme from the Year 2023-24 Onwards
' S Course: Marketing Skills, Qemestei-1l .
v “Total Marks;. 50

AR SN T
e B

T SR e TEECTION A s
Answer any four of the following out of Eight questions A% 520 Marks
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{Note: Each unit carrying at least two qucstions)
SECTION B

Answer any Three Questions of the following 410=30 Marks

Unit-1
Unit-11

Unit=TTT

'DE M. !
| Chairman 8.

© ANDHRA KESARI UNIVERSITY-ONGOLE, PRAKASAM DISTRICT

N, SREENIVASA CHARYULY
'ma (1, Gy GConimarcs ..
ALK Ualversity, ONGOLE: 1 0o

G Scanned with OKEN Scanner




