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Description in detail

Weighting (%)

1

Communication & Promotion Mix Decisions

Components of Promotion Mix

Advertising, Personal Selling, Sales Promotion,leii & Public Relations anc
Direct Marketing - Concept with distinctive chartstics.

Nature & Importance of Communication.

The Communication Plan (Process)

Elements and Steps in developing effective Comnatiaic.

25%

Deter mining Communication Objectives
Response Hierarchy Models- AIDA Model, Hierarchy Bffects Model,
Innovation Adoption Model and Communication Model.

25%

Message & Communication Channel Decisions

Message Content — Appeals, Message Structure, BesBarmat, Messag
Source.

Personal & Non-Personal Channel.

25%

Setting up of Targets
Policies, Strategies & Methods of Achievements,ednated Marketing
Communication.

)

25%

Basic Text & Reference Books

> Philip Kotler — Marketing Management.
» William J. Stanton, Michael J Etzel, Bruce J. Walkeundamentals of Marketing.
» S.A. Chunawala-Promotion Management.
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