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ACADEMIC DELIVERABLES CELL

TEACHING AND LEARNING PLAN (TLP)

	Programme
	Year
	Semester
	Batch



	PGDMe-Biz
	2010-12
	V
	Marketing


	Subject


	Credit 
	No of sessions 
	Hours  

	            Strategic Marketing
	One
	12
	3 hrs

	Faculty


	Cell No
	Res / Office No
	E Mail

	Prof.  Ravi Vaidee
	98202 32497
	98202 32497
	Ravi.vaidee@welingkar.org



	Learning Objectives for the Subject



	· Enable students understand the importance and relevance of Marketing Strategies in today’s highly competitive Business Environment 

· Assist the students to develop, implement, and critically evaluate the marketing strategy for product / service. 

· Provide the conceptual frameworks and develop analytical and creative skills necessary to face the ever-changing customer needs and competitive offerings

· Students, to familiarise with various marketing models and their application in the industry 

· To learn the process required to develop marketing strategies, and understand the impact of  strategic decisions (i.e., value creation, communication, distribution, etc 

 


	Learning Outcome



	· Ability to relate marketing concepts with real life situations and find solutions to specific industry issues 
· Ability to integrate the 4Ps of Marketing in developing appropriate strategies for the chosen market. 
· Ability to analyse and view decisions using the STP model & effectively communicate solutions to marketing problems
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	Srl No
	Reference Text

	1
	Marketing Strategy – Boyd, Walker and Larreche McGraw Hill lrwin

	2
	Marketing strategy – Stephen Schnaars Free Press

	3
	Strategic Market management – David Aaker John Wiley & sons


	Lec No
	Topics Covered
	Pedagogy

	1
	Marketing strategy – Overview, STDP strategies
	Discussion, brainstorming

	2
	Market situation strategy - Leaders, challengers, followers, niche players

 Competition analysis – Porter’s 5 forces model.
	Lecture & Case discussion on FMCG,  Automobiles, Consumer durables etc  

	3
	Sustainable competitive advantage – Porter’s generic strategies Portfolio models – BCG and GE McKinsey matrix
	Lecture & discuss examples across industries FMCG,  Consumer durables, Hospitality, Home Appliances

	4
	 Class work on specific cases related to above topics – Specific Group presentation
	Case discussion on Telecom, Automobile sector followed by group discussion/presentation

	5
	New product strategies – Innovation, Market entry, Product line extension Communications strategy – Managing communications mix 
	Case discussion on FMCG, Consumer Durables sector with group presentation 

	6
	Class work on specific cases related to above topics – Specific Group presentation
	Lecture & discussion wrt Service industry, Retail etc

	7
	Advertising & sales promotion strategy – campaigns

Brand building – FMCG, FMCD & Services cases
	Lecture & discuss  industry examples

	8
	Distribution strategy – Designing of channel systems, Managing multichannel systems. 
	Lecture & discussion wrt  Milk, Paper & Ice Cream industry 

	9
	Class work on specific cases related to above topics – Specific Group presentation
	Case discussion on FMCG, Consumer Durables sector followed by group presentation   

	10
	Pricing strategy – Value pricing, Optimisation of pricing
	Lecture & discuss  Service & FMCG industry examples

	11
	Brand Management, Branding Strategy 
	Lecture & discuss examples from Consumer Durables, Service & FMCG  industry 

	12
	Marketing Planning – Introduction, growth and mature markets, Pruning of products
	Lecture & discuss  industry examples


-

	Srl No
	Model Questions (Short & Descriptive Questions)

	1
	Concept based application related Questions specific to IMC

	2
	Questions on current marketing issues 

	3
	Module related MCQ’s


	Evaluation Schedule

	Srl No
	Method
	Description
	Credits

	1
	Class Participation 
	Individual inputs/interaction levels
	10

	2
	Group Presentations 
	Team work / understanding
	30

	3
	Final Test
	Written exam (theory & practical cases)
	60


Name of Faculty: Ravi Vaidee


Date:…………….  

Signature: ____________
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(BY RESPECTIVE SPECIALISATION DEAN)
Name of Dean ___________________________Date ______________ Signature ____________
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