F
b i

"o < | 1SUACO21
\ Tools used : | GOOGLE MEET
Tt Bioks - | RSN.PILLAIZBHAGAVATHI
“Reference books - | PHILIP KOTLER,PRINCIPLES OF MARKETING
== — :
[ Order te-Topics
No Jﬁ:l Unit Topics Planned ?:'mrred on
1 | 3-1-2021 A
Syllabus Discussion
4 bpo)=2 024
2 |5-1-2021 B e Ly =¢ ;
3 | 612021 C Meaning and Deinition j
marketing b= 1-2aZ{
3 s 2 Feat f Marketing
patures o
7-1-202/
S0 £ Objecti f marketi
jectives of marketing f )7
- =T}
i
6 | 11-1- F Modem marketing
2021 Concept t—1 -2y
7 | 12-1- A Essentials of Modern
2021 markeling concepl 12 4242,

M Pel-hapmd

Signature of the Faculty

Wl




L

Giloba H_':f_:-[gl:.!.-li!!; il

E === -

Rolc of Marketing

re, [EEANE
2)-0-202))
!y{hﬂtgting.hlﬁinﬂ-sﬁ. _
function fg:g..-f.. gl /| =
B Merchandising and
ek Marketing L3 —~f=Zazy
5 | 251 c Distribution of
16 | 27-1- D Marketing as a
£l Science o el L
17 | 28-1- E Approaches of
2021 Marketing ZJ"' | —2o2)
8 | 29-1- F 7
; Revision
19 | 30-1- A Function of
2021 Marketing 3"5? __, ’__gﬂz,
20 | 1-2-2021 B Function of
Exchange [—7 _2p2)
21 | 2-2-2021 C Buying and
."'LSS‘ETHH'lng 1—2-&:‘?&;
22 | 322021 D Sl
ellin
> 3-2-2¢2
et Uharm ! |
Signature of the Faculty Signa e HOD




Financing
17 a0t Risk-Bearing i 202
e -_ 5 =
29 | 112- E Standardisation and
0 Grading 192 - 202,
30 | 12-2- F
2021 Market Information
12 ~2-2egy
31 [ 152- A
2021 Market Research _
/ 'ﬁ .-'2 — 2o
32 [ 16-2- B
2021 Remedial Measures
‘ [6-2-292)
33 ; E- C Classification of
Marketing | 7-2-2¢2 1
34 | 18-2- D .
5 2021 Storing
[F-2-20Z])
35 | 19-2- E Finarci
2021 nancin
: 19-2-202)
36 | 20-2- F Revisi
CVISION
2021 3 o-2- ZE"E_"
Signature of the Faculty Signa ¢ HOD







T ¢ | "’"'r
Em;u in 1h=
N Product Life Cycle lq..-_gs-}#;
E Bmuﬁts of Product
life Cycle 0= 3-2dD
F Benefits of
Product life Cycle |9, o 4
A Consumer
Behaviour 27024
B Major Factors
Influencing
cOonsumer
: behaviour Z-‘-} -3—*3‘"*2"
63 | 253- C
2021 Cultural Factors
H,.} —2a2.
64 | 26-3- D
2021 Social Factors
[(F222]
65 | 27-3- E
2021 Personal Factors
i 277- 5~ 20
66 gg—l?i' F Psychological
Factors
M At hamed W\%
Signature of the Faculty Signatu e HOD

i



Market
5 3

Meaning

154 MNeed for Market

2021 Segmentation 15 <4 2|
] Do Criterian for Mistket

2021 riterian tor viar ,é "jf-.;?a&?-p
77 | 174-

2021 Salesman V7 - ,{f ~74L J
78 | 194- :

021 Mﬂﬂnlﬁg Igr 3 ﬁ, 2, :
79 | 204- Qualities of

2021 Salesman 20~y 2%
30 | 214 Manufacturer's

2021 salesman L) —h-ees
81 | 22-4- Wholesaler ;

2021 Salesman A s 202




Industrial Salesmen sl i

LECT T T EE < B
e Sk e e e e

et Selling Process
87 | 294 _ 25 -k 29y
2021 Responsibilitizs of
g 29 -4 -242,
88 | 30-4-
2021 E-Marketin
arketing Sl
| 89 | 3-5-2021
Revision
' 2922,
90 | 4-5-2021 o)
Revision e 5 ~20L
¥y
Tt ‘f’céd.:wnﬂa./ }lew N
Signature of the Faculty Signature’of the HOD




