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B.Com (BASIC/HONS) COMMERCE

Lo M’l‘ltle of the Course B.Com - DSC - 1.2: Principles of Marketing
i M .
Teaching Hours: 56 04 :{x;:::::x :;':'IL‘WW IA Marks.

Duration of exam: 2 hours,

Course Outcomes: On successful completion of the course, the Students wil be able ¢
0:

|. Articulate the steps involved in new product launch

2. Exp}ain the fgctors influencing the pricing decisions of old and new products

3. Assist firms in developing a profitable product-line or product mix

4. Understand the basic concepts of marketing and asses the marketing environment

5. Segment markets considering multiple factors .

6. Judge the impact of promotional techniques on the customers & importance of
channels of distribution.

7. Outline the recent developments in the field of marketing.

Contents 56 Hrs
| Unit-. 1: Introduction to Marketing
Definition, objectives, importance and scope of marketing; Evolution of concept | 12
of marketing, Core marketing concepts: production, product, Selling v/s
Marketing, Holistic marketing concepts
-.2 \ /_Consumer Behaviour
“Nature and Importance, Consumer buying decision process, Factors influencing |
consumer buying behaviour. Market Segmentation: Meaning, levels and bases”
gﬁ;‘m’xket segmentation ~Product differentiation Vst market segmentation;
effective market segmentation criteria:; concept of niche marketing
Unit-. 3: Product Planning

12

Concept and importance, Product classifications; Product Planning and

Development; product life cycle; New Product Development Process; =
Consumer adoption process. product mix; Branding, Packaging and labeling —

features, types, advantages. ]
Unit - . 4: Pricing Decisions

Definition, objectives, factors affecting price determinations; methods of setting
prices; cost, demand and competition factors; pricing policies and strategifi& 12
Channels of distribution-meaning and importance; Types of distribution
channels, Types of distribution channels; Factors affecting choice of distribution
channel; Wholesaling and retailing; Types of Retailers; e-retailing, physical
distribution..

Unit-. 5: Sales Promotion
Concept, importance and types of promotion;  objectives and  of sales
promotion; personal selling; advertising, public relations and sales promotion, 08
Promotion mix. Recent development in marketing; Functions and approaches to
the study of Social Marketing, online marketing, direct marketing, services

marketing, green marketing, Rural marketing ]

Skill DevelopmentActivities:
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“ourse No.3 (Paper-1): Title of the Course (Pa)

TR Course Oulmma (

i‘lﬁh of course (No.3), students will be able to:

; ‘Understand the operation of the overall economic system;
Calculate national income and related aggregates
03 Explain the relationship between macroeconomic aggregates;
C04  Analy i

Analyse the nature of business cycles and policies towards controlling them;

CO5  Evaluate the macroeconomic policies for solving major problems like poverty
and unemployment
Syllabus- Course 3: Basic Economics —I1 Total
Hrs: 42
Unit-1 Macroeconomic Concepts and Relationships Jhts
.- Chapter 1 | National Income 6
Introduction to National Income Accounting
. Circular Flow of Income
' Concepts of GDP, GNP, GVA and National income
Approaches to calculating GDP, personal income, Nominal and real
Limitations
Chapter 2 | Economic Growth and Development 4

Meaning and Differences

Measuring Development: National Income, PCI, HDI
HDI - Meaning, Components, Estimation
Sustainable Development Goals (SDGs)

Chapter 3 | Monetary economy 4
Money: Meaning and Functions

The demand for money

The supply of money and overall liquidity position
Credit creation

Practicum: i ; '
| I. Understanding the relationships between various NI concepts used in India’s NI accounting;
' 20
+ PRINCIPAL -
ews Welfare Society's
Arts & Commerce First Grade College,

Kalaghatgi-581204







Vi

MERCE

iy ‘
gy et Operation arks
b gy 8 !o_.q__.-ﬂ_“_ﬂ_a Marks: 60+40 IA M

) tlon of exam: 2 hours. :
iccesstul completion of the course, the Studen Lsses
e ;__m in stock markets and compute the gain of s
: stock portfolios in and sho

i ”—Mmz_nﬁ process of opening demat accounts and the process of marg!
Hling activit : :
\ Lo lain the
g ..gﬁ n the various stocks included in the Sensex and other indices and exPa! ’
I el gg-ﬁoﬂ J ¢ small investors. To

ﬁ, ):.Kc_za the actions taken by the SEBI in protecting the interests O {rdia

provide conceptual understanding of the concept of stock exchange In :

e S
Contents 14
Unit -. 1: Introduction

] Financial markets: Meaning and Significance; Money —market and omn_ﬁ .
market - market for debt and equity issues; primary market- [POs and SFOS:
secondary markets - meaning, objectives, functions and economic importance
of stock exchanges; historical background; management and regulation .om ﬂonw
W. : exchanges in India; corporatization and demutualization - meaning an
objectives; major stock exchanges in India - BSE, NSE and OTCEL Rm.o:w_
i stock exchanges in India; SEBI - establishment, objectives and functions; SEBI’s
regulations relating to stock markets; future challenges . EPF  THE
Unit - . 2: Listing of Securities .

Meaning, objectives, Merits and Demerits — Listing requirements, procedure, fee
— Listing of rights issue, bonus issue, further issue — Listing conditions of ww.m
and NSE — Delisting.; Stock brokers: Regulation relating thereto, SEBI’s role 5_
regulation, stock brokers, powers of SEBI, functions of brokers; generd
obligations and responsibilities.
Unit -. 3: Trading Mechanism on Indian Stock mﬁ:j
Open outcry system and screen based trading; settlement procedure - m:v\m_ i
delivery v/s dematerialisation; rolling settlement - T+2, T+3, etc., transaction COS .
- trading cost, clearing costs and settlement costs; buying and selling m:.mamm
procedure; market order and limit order; internet trading; c&:.:m on margin %:
short sale; problems relating to Margin trading and short selling: BSE — Share
groups on BSE — BOLT System, NSE — Market segments

N i

12

‘,x, +. { 3 <etl 1] ‘ma 5 : mc
- | Meaning, purpose. and consideration in developing index — Eo%oam- price
weighted, equal weighted and value weighted; free float method: simple nnozoim
relating to index development; stock market indices in India — BSE Sensex - scrip
selection criteria — construction — Other BSE indices; NSE m:ﬁ_..an“ﬁ - m.%% Oix
E Nifty — scrip selection criteria — construction — stock market indices in foreign
countries.
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e t "ﬂof investing and the stocks selected
stock mt:hﬂ::;suﬁn tutions like banks and enquire finance facilities for

- & ’lc'!?:l::m English languages and read out in the class
7. Form feports may be discussed in the students
&% m;ups and assign individual stocks to compute annual returns.
9‘ e g m;ln‘a gement reports of any large scale organisation and analyse the same.
9. Anyother activities, which are relevant to the course.
Refeences

= Delhi na Chandra, Security Analysis and Portfolio Management, McGraw Hill, New
i. ‘

2 Bodie, Kane, Marcus and Mohanty, Investments, McGraw Hill Publications, New Delhi
3- P SBalaRamand T Srlakshmi, Stock Market Operations, IBP Publications, New Delhi
54. F C Sharma, Financia] Market Operations, SBPD Publications, New Delhi

- Inderpal Singh and Jaswinder Kaur, Security Market Operations, Kalyani Publishers,
Ludhiana,

Jaydeb Sarkhel and Seikh Salim, Indian Financial System and Financial Market
Operations, McGraw Hill, New Delhi 5
7. Michael Simmons, Securities Operations, Wiley Publications, New Delhi.

8. Robert G Hagstrom, The Warren Buffett Way, Wiley Publications, New Delhi
' 9. Goyal and Goyal, Financial Market Operations, FK Publications, New Delhi.
10. Guruswamy, Capital Markets, TMH, New Delhi.
11. Alan Kanuk, Capital Markets in India, John Wiley, New Delhi

o

L Note: Note: Latest edition books shall be used.
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