Revised Syllabus of Courses of Bachelor of Management Studies (BMS)

Programme at Semester IV
with Effect from the Academic Year 2017-2018

Elective Courses (EC) Group
B. Marketing Electives

1. Integrated Marketing Communication

Modules at a Glance

l::. Modules L(l:ci.ucr):s
1 | Introduction to Integrated Marketing Communication 15
2 | Elements of IMC—1 15
3 | Elements of IMC—1I 15
4 | Evaluation & Ethics in Marketing Communication 15
Total 60




Sr. No.

Modules / Units

Introduction to Integrated Marketing Communication

Meaning, Features of IMC, Evolution of IMC, Reasons for Growth of IMC.
Promotional Tools for IMC, IMC planning process, Role of IMC in Marketing
Communication process, Traditional and alternative Response Hierarchy
Models

Establishing objectives and Budgeting: Determining Promotional Objectives,
Sales vs Communication Objectives, DAGMAR, Problems in setting objectives,
setting objectives for the IMC Program.

Elements of IMC —|

Advertising — Features, Role of Advertising in IMC, Advantages and
Disadvantages, Types of Advertising, Types of Media used for advertising.
Sales promotion — Scope, role of Sales Promotion as IMC tool, Reasons for the
growth, Advantages and Disadvantages, Types of Sales Promotion, objectives
of consumer and trade promotion, strategies of consumer promotion and
trade promotion, sales promotion campaign, evaluation of Sales Promotion
campaign.

Elements of IMC — Il

* Direct Marketing - Role of direct marketing in IMC, Objectives of Direct

Marketing, Components for Direct Marketing, Tools of Direct Marketing —
direct mail, catalogues, direct response media, internet, telemarketing,
alternative media evaluation of effectiveness of direct marketing

Public Relations and Publicity — Introduction, Role of PR in IMC, Advantages
and Disadvantages, Types of PR, Tools of PR ,Managing PR — Planning,
implementation, evaluation and Research, Publicity, Sponsorship — definition,
Essentials of good sponsorship, event sponsorship, cause sponsorship
Personal Selling — Features, Role of Personal Selling in IMC, advantages and
disadvantages of Personal Selling, Selling process, Importance of Personal
Selling

Evaluation & Ethics in Marketing Communication

Evaluating an Integrated Marketing program — Evaluation process of IMC —
Message Evaluations, Advertising tracking research — copy testing — emotional
reaction test, cognitive Neuro science — online evaluation, Behavioural
Evaluation — sales and response rate, POPAI, Toll free numbers, QR codes and
facebook likes, response cards, Internet responses, redemption rate

Test Markets — competitive responses, scanner data, Purchase simulationtests
Ethics and Marketing communication — stereotyping, targeting vulnerable
customers, offensive brand messages — legal issues — Commercial free speech,
misleading claims, puffery, fraud, questionable B2B practices

Current Trends in IMC — Internet & IMC, Advertising on internet, PR through
Internet Banner, Sales promotion on Internet, direct marketing on internet.




