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SKILLCOURSE

MARKETINGSKILLS
Credits:2

2hrs/week

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.

Learning Outcomes:

The learner is able to:

1. Formulate a marketing plan that will meet the needs or goals of a
business
ororganizationandConductmarketresearchtoprovideinformationneed
edtomakemarketingdecisions.

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:

Marketing Management Tasks
Marketing Environment

Marketing Research and Information
Market Segmentation

Determinants of Consumer Behaviour

UNIT II: MARKETING MIX:
Elements of Marketing Mix
7P’s of Service Marketing Mix
Product Life Cycle
Sales Promotion
Social Media Marketing

UNIT III: NATURE AND ROLE OF SELLING:
Nature and Importance of Selling
Attributes of a Good Salesperson
Personality and Physical Characteristics
Communication Skills



CURRICULAR ACTIVITIES:

1. Analyze different needs and wants of consumers in your locality or

region

2. Prepare the prevalent marketing environment in your locality or region.
3. Identify Product Life Cycle stages of few Products like consumer
durables(ex., Electronic goods ,Computers, etc.).

4. Analyze Marketing strategies/planning used by automobile cosmetic and
FMCG companies.

5. Conduct Market Research for the need of new products in your region.
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Time: 17z2hrs Max. Marks 50
Section A
Answer any Five of the following 5X10=50M
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