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I Integrated M arketing Communications:
Advertising: advertising objectives, advertising dget(Examples of
Vidale & Wolfe Model, Palda's Distribution Lag Model, Decisigns
under risk & Uncertainty; Game Theory, Adaptive Mbé& Stochastic
Model- only Theory), advertising message Includihgy Copy, Copy
Creation & Production), advertising media (typegdmselection, media 25%
scheduling), advertising. Measurement.

Sales Promotion: Objectives, Major Sales Promaiahs
Public relations (PR): Marketing public relationsdamajor decisions in
marketing PR

Direct Marketing : Meaning, Scope and Importance

Il Sales Force M anagement:

Designing the sales force Structure

Various approaches to decide about the Sales $bngeture and size.
Compensation plans for sales people. 25%
Budgetary and nobudgetary methods for the control of Sales fo
Allocation of Sales territories to salespeople fixidg of sales quotas.
Appraisal of performance of salespersons.

1 Distribution Channels & Marketing Control:

An overview of distribution channels Emergence néanventional
Modes of distribution. Physical distribution andgistics decision 25%
Marketing control and marketing Audit: Concept,dgpand tools of control
and marketing audit procedure.

v Rural Marekting:
The rural market environment, Tapping the ruralkets, Segmentation
& TargetingProduct strategy- Specially designed for Rural Mark
Brand decisions, PhysicBlistribution, Channel decision, sales force
Management, Marketing Communications.

Basic Text & Reference Books:-

Marketing Management - Philip Kotler and Kevin kKl
Marketing Management - V. S. Ramaswamy & S. Namakum
Sales force Management - Kundiff, Still and Govani
Fundamentals of Advertising by Chunawalla

Advertising and Promotion by Kruti Shah & Alan Diga
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