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Program Name: B.Com in Marketing 
 

Class: F.Y.B.Com. Sem-I 
Subject: Fundamentals of Marketing-I 

 

Academic Year: 2024-2025 
Sem. 
No. 

Subject 
Code 

Types of Course Name of the 
Subject 

Credits No. of Lecture per 
Week in Hours 

I  Subject-I & II 
Major Mandatory 

Fundamentals of 
Marketing-I 

4 4 

 
Course Objectives: 
1. To introduce the basic concepts in Marketing. 
2. To give the insight of the basic knowledge of Market Segmentation and Marketing Mix 
3. To establish link between commerce, business and marketing. 
4. To enable students to apply this knowledge in practicality by enhancing their skills in the 

field of Marketing. 
 

Unit Title and Contents No. of Lectures 
in Clock Hours 

01 Introduction to Market and Marketing:  
1.1 Meaning and Definition of Market 
1.2 Classification of Markets 
1.3 Marketing Concept  
1.4 Different between Traditional and Modern Marketing 
1.5 Importance of Marketing 
1.6 Functions of Marketing. 
1.7 Selling vs. Marketing 

15 

02 Market Segmentation and Marketing Mix: 
2.1 Market Segmentation: 
2.1.1 Introduction, Meaning and Definition 
2.1.2 Importance of Market Segmentation 
2.1.3 Limitations of Market Segmentation 
2.1.4 Bases for Segmentation 
2.2 Marketing Mix: 
2.2.1 Introduction, Meaning and Definition 
2.2.2 Elements of Marketing Mix 
2.2.3 Importance of Marketing Mix 

15 

03 Salesmanship: 
3.1 Introduction, Meaning and Definition of Salesmanship 
3.2 Features and Scope of Salesmanship 
3.3 Elements of Salesmanship 
3.4 Salesmanship: Arts or Science 
3.5 Qualities for Salesman 
3.6 Salesmanship is a Profession 

15 

04 Distribution Channel and Physical Distribution:   
4.1 Distribution channels concepts and role 
4.2 Types of Distribution Channel 
4.3 Factors affecting types of distribution channel 
4.4 Promotion: Methods of Promotion 
4.5 Advertising: Concepts, Important and Types 

15 
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Course Outcomes: After completion of the course, students will be able: 
1. Acquainted with the basics of   marketing field. 
2. It will help students to implement this knowledge in practicality by enhancing their skills in 

the concepts of 'Marketing Mix' and Market segmentation. 
3. To get the knowledge of Salesmanship and various approaches. 
4. To get the knowledge about Recent Trends in marketing area. 
 

Internship for Students if any: Not applicable 
List of Recommended Books and Study Materials 

1. Marketing Management, Philip Kotler, Pearson Publication 
2. Principles of Marketing, Philip Kotler, Pearson Publication 
3. Sales and Distribution Management, Tapan K Panda, Oxford Publication 
4. Retail Management, Gibson Vedamani, Jayco Publication 
5. Principles of Marketing, 19th Edition - Pearson Paperback by Philip Kotler, Gary Armstrong, 

Sridhar Balasubramanian and Prafulla Agnihotri 
6. Fundamentals of Marketing 2Ed 2021 by Paul Baines, Oxford 
7. Fundamentals of Marketing Management by Mankeshya Saini, Dr. Soumya P, Dr. Daphne 

Fernandes, Dr. Sanjay Kumar Barik, Dr. S. Saravanah, Redshine Publication 
8. Fundamentals of Marketing Management by Dr Kiran Kumar, Agrawal, Dr Shouvik Sanyal, 

Dr Lalit Goyal, Dr Poonam Kakkad, Book Rivers 
9. Marketing Management, 16e Paperback, G. Shainesh Philip Kotler, Kevin Lane Keller, 

Alexander Cherney, Jagdish N. Sheth 
10. Marketing Paperback – Import, by Paolo Antonetti, Paul Baines, Sara Rosengren, Oxford 

University Press 
Continuous Internal Evaluation – Refer Point No. 10 of Page No. 8 

Semester End Examination: Max. Marks 70 and Duration of Examination is 3 Hours 
Instructions: 
1. Question No. 1 and 6 are compulsory 
2. Attempt any three questions from Question No. 2 to 5 

 
Q 1. Fill in the Blanks 
Q 2. Theory Question on Unit-1 
Q 3. Theory Question on Unit-2 
Q 4. Theory Question on Unit-3 
Q 5. Theory Question on Unit-4 
Q 6. Write Short Notes on all Units (Any 2 out of 4) 

 
 
 
 

06 Marks 
18 Marks 
18 Marks 
18 Marks 
18 Marks 
10 Marks 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


