
EC : 502 : Advance Marketing Management : Part-I  (Elective Course)

Theory : Credit : 4  (100%) Total Marks : 100

Unit Topics Covered Wt.

1. Customer Relationship Management:  Introduction – Definition – Need
for CRM – Complementary Layers of CRM – Customer Satisfaction –
Customer  Loyalty – Product Marketing – Direct Marketing. CRM Process
Framework – Governance Process – Performance Evaluation Process.

(20%)

2. Retail and Whole selling:  Retail types, developing and implementing
merchandise strategy, strategies in retain outlet. Whole selling Functions,
types, marketing trend.

(15% )

3. Distributions channel:  Importance, types, channel strategy Market
Logistic: objective, planning customer oriented inventory management
decision, transportation decision.

(15%)

4. Designing customer oriented channel: Understanding the customer
requirement, comparing the channel design. Managing the behavior of
channel member, channel relationship, control, power positioning and
conflict, influence strategy.

(15%)

5. Introducing Service Marketing:  The nature of Services Marketing
Introduction, Definition and Characteristics of Services, Classification of
Services, The services environment; evolution of services.

(15%)

6. Marketing Mix in Service Marketing: The Seven Ps: Product decision,
pricing, strategies and tactics, promotion of services and placing or
distribution methods for services. Additional dimension in services
marketing - people, physical evidence and process.

(20%)
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