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SENCH Unit-1 Channels and  Distribution- | 10 2 2
Meaning, Function of
Distribution, Types of
Distribution, Factor affecting
Channels of distribution,
Practical:- | Channels and  Distribution
system of products in India
( Market survey )
RNELENS Role and importance of
Unit warehousing, transportation and
Text-1 communication in marketing. | 20 4 6
1710 25 Choice of mode of transport.
Practical:- | Choice of Mode of
Transportation (M.S.)
fegm R | Unit-2 Sales promotion:-  Meaning, | 12 4 4
features, importance, techniques
and limitations.
Practical:- | Technique of sales promotion
(M.S))
fIadTeid FTHTy 22 feamr & 31 R a&
S| Unit-3 Advertisement:- meaning
Unit features, functions, advantages,
Text-ll media of advertising
15to Practical :- | Method of Advertisement in |20 4 6
23 India (M.S.)
R Unit-4 Personal  Selling:- Meaning, | 12 4 4
features, objectives, Advertising
V/s Personal selling.
Practical :- | Method of personal selling in
India (M.S.)
e Unit-5 Process of personal selling.
Public Relation-meaning,
features, importance, and tools to | 6 2

Establish Public relations.




