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Part A Introduction

Program: Degree
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Subject: Advertising and Sales Management

1 Course Code

M3-BBAB1D

Course Title

[~ ]

BBA (Group B) - Marketing

3 | Course Type (Core Course/
Discipline Specific
Elective/Elective/Generic
Elective/Vocational/.....)

DSE I

Sub Group Paper SA 1

4 Pre-requisite (if any)

The student must have studies this group in 2™
year (Diploma)

5 | Course Learning outcomes
(CLO)

On successful completion of this course, the
students will be able to:

1. With the rigorous curriculum students will
involve as highly innovative and
committed professionals with strategic
marketing and communication skills
required for effective selling.

2. Student will be aware of developing and
managing dynamic customers and business
relationships.

3. Students will be groomed with customer
centric creative thinking and strong
communication to be effective in the area
of marketing and sales.

4. Open up to the numerous future
possibilities of higher education as well as
of getting placed with reputed corporate in
the country.

6 Credit Value

6 Credits

7 Total Marks

Max. Marks: 30 + 70 | Min. Passing Marks:35

Part B- Content of the Course

Total No. of Lectures-Tutorials-Practical (in hours per week): 03 Hours

L-T-P: 90

Unit Topics

No. of

Lectures
(1 Hour Each)
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Advertising- Introduction, Concept, Scope, objectives and
functions of advertising. Role of advertising in marketing mix and
the advertising process legal, ethical and social aspect of advertising

18

Pre-launch Advertising Decision- Determination of target
audience, Advertising media and their choice. Advertising
Measures, layout of advertising and advertising appeal

18

Message Design and Development - Advertising copy
development, types of appeal, Advertising copy testing.

Measuring Advertising Effectiveness-Managing advertising agency
client relationship, promotional scene in India. Techniques for
testing advertising Effectiveness

18

Personal Selling- Meaning and importance of personal selling
Advertising and sales promotion. Methods and procedure of
personal selling.

Control process- Analysis of sales volume, Costs and profitability
managing expenses of sales personnel evaluating sales force
performance.

18

Sales Organization —Setting up a sales organisation, planning
process,principles of determining sales organization.

Sales Planning- Importance and types of sales planning, sales
planning process, sales forecasting, determining sales territories,
sales quota and sales budget.

18

Keywords/Tags:

Part C-Learning Resources

Text Books, Reference Books, Other resources

Suggested Readings:

1. Philip Kotler, Kevin Lane Keller, Alexander Chervev, Jagdish N. Sheth G. Shainesh,

Marketing Management, Pearson India Education Service Pvt. Ltd, 16th Edition, 2022

2. C.N. Sontakki, Neeti Gupta, Anuj Gupta, Marketing Management, Kalyani Publishers, New

Delhi

3. Pillai R. S. N., Marketing Management, S Chand & Co Ltd.

Suggested equivalent online courses:
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Part D-Assessment and Evaluation

Suggested Continuous Evaluation Methods:

Maximum Marks : 100

Continuous Comprehensive Evaluation (CCE) : 30 Marks University Exam (UE):70 Marks

Internal Assessment :

Class Test Assignment/Presentation

Continuous Comprehensive 30
Evaluation (CCE)

External Assessment : Section(A): Very Short Questions

University Exam Section 70

Time : 03.00 Hours

Section (B): Short Questions

Section (C):Long Questions

Any remarks/ suggestions:
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