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On completion of this subject, the student will be able to :
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1_ Course Learning
outcomes (CLO))
1. | Develop an understanding of fundamental “economic.
| principles, including demand, supply, market equilibrium,
l |- | and elasticity, while mtegratmg insights from Kautilya's
‘ " | Arthashastra on pricing and market stability.
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2. | Analyse consumer decision-making through utility theories, l
i indifference curves, and price effects, with applications to
savings and subsidy policies, incorporating Gandhian
economics and Swadeshi consumption patterns.
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Examine production and cost functions, laws of variable
proportions, and returns to scale to optimize resource
allocation, efficiency, and long-term business growth.
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i’ 4. | Evaluate different market structures, including perfect
competition, monopoly, monopolistic competition, and
oligopoly, ~with real-world applications ~ of  price
discrimination, cartels, and the impact of digital marketplaces

| like Amazon and Flipkart.
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| Unit

Introduction to Business Economics; Historical background of eonomics in
India Nature and scope of Business Economics, Demand and Supply:
Meaning, law, Individual Vs Market, Movement Vs Shift, Market
equilibrium. Elasticity of Demand: Price, income and cross elastlcuy
Measurement of elasticity of demand: outlay and percentage method
Elasticity of supply: concept and measurement (Percentage method). |
Kautilya's Arthashastra on Market Demand and Pricing - Early Indian l
insights on market equilibrium and price elasticity.

Activities

Ask students to select a local product (e.g., smartphones. milk, or clothing). l
Collect data on its price and demand over the last six months. Plot a demand |
and supply curve and analyze the equilibrium point. l
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o '(‘onsuniéf7B?h\;;ioin' Cardinal Vs Ql'd{llﬂ] [l(l‘lC i ;1d Engels curve, PCC
‘ - features. budget line, consumers equilibrium, ubstitution effects of price |
and derivation of demand curve, Income and M]I');uions: effect of interes; |
change (normal, inferior and giffen goods). /\PP‘"‘ ise subsidy. Gandhian
' rates on household savings, lump sum subsidy vs exci

. ‘ : . s |
B Economics and Swadeshi Consumption Pattern
Activitics:

Assign short case studies such as:
* "Pricing strategies of Ola and Uber

"Effect of government subsidy on agricultural output {}
L —*"Impact of inflation on FMCG sector"
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. | Production ang Cost Production function: TP, AP and MP, Law of Variable 18
proportions.  Isoquants: properties, optimal combination of resources,
expansion path ang feturns 1o scale, Cogy: Different cost concepts,
Derivation of short un and long run cost curves (LAC and LMCQ),
Economies and Diseconomies 9
Activities;
* Interview a local manufacturer or s business.
* Record the relationship between input (labour, raw Materials) and
output (production Quantity).
* Use the data to identify increasing,
| _ toscale.

constant, and decreasing returns
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~TRole of Amazon, Flipkart, and online marketplaces in reshaping competitive
market structures
‘\ Activities:
| * A‘SS'E’“ _groups o study different market structures (Perfect
Competition,
e Monopoly, Oligopoly. Monopolistic Competition).
e Each group must:
» ldentify a r‘ea.l-life example of that structure.
)f Analyse pricing, competition, and consumer behaviour.
B » Present findings in a short PowerPoint presentation ,
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Contemporary Issues and applications Rent control, Minimum wages. 14
Individual supply curve of labour, Peak load Pricing, Prisoners' dilemma and ;
Game Theory.

Activities:- Data Analysis :

Use government or RBI reports to analyze inflation. unemployment, and
interest rate trends. ]
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Part C — Learning Resources

~— " Text Books, Reference Books, Other Resources

- Suggested Readin -

Kennedy John Fundamentals of Business Economics Himalaya Pub.Nagpur
| Singh Dr.S.K. Business Economics Sahitya Bhawan Publication Agra

1

2. — e -

3. | Bhatiya H.L. Micro Economics Modern Publisher New Delhi ‘ -
4 'Sinha Dr. V.C. & Dr. Pushpa Business Economics Sahitya Bhawan Publication

| \Agra
5. | Baye, M., & Prince, J.. Managerial Economics and Business Strategy New York,
| United States: McGraw Hill.

6. | e <iferelt sarEta srdwTa wifer ST ST
7. o <ot TR St wifecr e ufecteRy A o -
8. Singh Dr.S.K. Business Economics ahitya Bhawan Publication, Agra - -

| Suggestive digital platforms, web links: o

1. hltps://www.icsi.edu/mcdia/wcbsile/Business%2()Economics%ZO(l“ndl’rog).pdf
“ 2. lmp://www.ddegjust.ac.in/studymaterial/bba/bba- 103.pdf
i 3. https://old.mu.ac.in/wp-content/uploads/2020/01/FYBCOM-BUSSlNES-l{(.‘O-I-
[
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Course Code : vvvvvevenn,
Maximum Marks : 100 (70+30)

Minimum Marks : 35
Total Credits : 04

Internal : ....... External :
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Develop an understanding of the strategies in technical
level decisions involved in the development of an
advertisement and its applmuons
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2. | Compared ed the ethical issucs and “social aspects of

B | advertisement.
ﬁﬁma%dmwgeﬂaﬁwmﬁasﬂm RGERIN

3. | Explaining the decision involved in planning and
organizing the sales efforts.

l\
‘ R SR @ AT 3k e § el (rord @

Grl AT |

E \plam the decision involved in ‘sales course nmmgement
and the related issues.
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| Unit - o m_lf(;plcs o - A_i Hours

B! Advertising: |14

\Anmenl Indian History of Advertising (Vedica, Mauryan. Gupta and\
w Medieval) Importance and Nature; Advertising and Publicity; Advertising
\ Management Process: Advertising.  Objectives: DAGMAR Approach:
‘ Determination of Target Audience and Positioning; Advertising Budget

Factors Influencing Budget Decision and Method. Organization and
\ Evaluation of Advertising Efforts: Centralized and Decentralized Selection.
‘\ System: In-house Agency Arrangements: Advertising Agency Relations.

| IMC Services; Reasons for Evaluating  Advertising Effectiveness.
‘ Advertising testing process, Before and after advertising tests and luhmquw

‘ Activities :
“ % An Analysis; Collect 5 different print of digital advertisement and
“ | _analyse the message, target audience, and appeal used.
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%» Ad Budget Planning-prc\ T ——
! \ Prepare a sa orticing N ol |
business (e.g. a café or boutique).mplc edvertising budget for a sl ‘

» Ad Objective Writing: Write SMART isi
. ART advertisine obicetives for
hoses moduc advertising objectives for a

faquA:
RO 1 Wl WRaT 3R @fe i 1@ va i)
e AR TR AT ok wewR R v ofie, fie st
DAGMAR et aifdf axfen vt Rufvor o R Srofror sre Fefr W
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Advertising Message and Media Decisions: -
Creativity and advertising: Creative process; Creative strategy, creative
appeals and execution styles; Copywriting for print, radio. television and web
and Media Decisions.
Types of Media: Advertising through the internet and interactive media:
Developing a media plan: Media selection and scheduling. Script Writing in |
Advertising. ?
Advertising and Society:
Ethical and social aspects of advertising: Regulation of advertising in India:
Recent developments and issues in advertising.
Activitics:
% Media Planning Exercise: Prepare a media plan for a festival
campaign (e.g. Diwali Sale);
» Campaign Project: Develop a complete advertising campaign |
objectives, message, media and evaluation ‘l
» Ad Layout Project: Design a newspaper ot magazine advertising
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Sales Management — pg
Fundamentals of Pergop,

FIS(llml Sc”ing if n
. al Selling: and

of selling; Personal SEHing wale ‘g- Na(l‘lrc and importance of selling. Types
effective selling; Salor \ ’Lsmanshlp and sales management; I’ﬁwccss ol
impacting selling; Managin'g“‘c‘:}i"gelpcnll process; Lnvironmental factors

v | 1cs in selling environment: Role of .

selh.ng in custormer relationshiy anageine % ironment; Role of personal
Activities: nt.

‘ * Sales Territory Desjgp -
\ v Sl Forecasth?;?gn : .Crealt:easumplc territory plan for a company.
T & Exercise: Estimate sales for aa ne L usi
historical data and market trends e product e
* Sales Presentation: p .
n: Pre iver itch fi
oduct Prepare and deliver a mock sales pitch for a |
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\ IV. | Sales Planning and Organisation: 7 - \ o

Market analysis and Sales Forecasting. Sales budget, Sales territory: Sales
quota; Role of IT in sales planning.
Sales Organisation: Orgnaisation structure; Relationship of the sales ‘
department with other departments; Relations of the Distribution networks. ;
Activities: |
e Case Study Analysis : Analyze cthical issue in real-world |
advertisements (e.g. misleading claims)
o Advertising Effectiveness Management : Design a questionnaire (o |
measure the impact of an ad campaign.
o CSR in Advertising: Prepare a short report on socially responsible
advertising examples.
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|V Sales Force Management : o 0
\ Recruitment and Selection: Training and development — Objectives. |
techniques and evaluation; Sales Persons Compensation and Techniques; |
Sales Contests; Rewards and Expenses Accounts; Motivating and | ]
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“Supervising Sales Personnel; Evaluati
p g Sales Personnel: Evaluation and Control of the Sales Effort |

Evaluation of Sales Personnel Pe ‘
Performance, Sales and Cost Analysis.

Activities —

\

» Sales interview Ro
of a sales executive.
» Personal Selling Demonstration: Perform a role play of a salesperson

and a customer interaction.

» POP (Point of Purchase) Display Design: Create

mock-up of a store display.
% Consumer Behavior Survey: Conduct a small survey to understand

WW‘NW;

wspond to promotions

le Play: Conduct ¢ o i,
ay: Conduct a mock interview for the position

a model or digital
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Text Books, Reference Books, Other Resources B
Suggested Reading
Textbooks
| Aakar. D. A, Bata, R. & Mayers. J. G. (1992). Advertising Management. prentice-Hall
International
> Beleh.G. I Beleh, MUA L & purani, K. (2009). Advertising and promotion an Nt erated
marketing communications perspective. New York, United States: MeGraw-11i1 I ducation.
3 Gupta, R (2017). Advertsing. Delhi. India: Schola lech Press

4 Kupoor N l‘(13?_\.l‘uml'.mc"*\‘.\l:.ul';ld\cuidu; (nd ec 1 Detht Ind

ll:\‘\. vt \'“l

jas Cengace Leaming

2 patel, V. N & Sharma. S (20110, Brand Management & Consumer Marketing ~ew Delhi:

Oxford Book Company
uza, A (2008). Adverusing and promotions: An IMC Perspect ve Delhi,

6 Shah. k. & D'So

India: Tata McGraw-Hill pPublishing Company |imited
- gharma. K (2018) Advertising: planning and decision making Nelhi.

g8 Yada poonam A

nd Singh Nishant Kumar, Sales Management, Vayu

g Hindi Grantn Academy M.P Book

Reference Book:
‘l.Shlmp.'l' A (2000).

Communication. Harcourt College p . .
11). Advertising Planning and Decision Making. New Delhi:

2 Sharma. K. (20

3. Kotler Philip. Marketing Managemen

Suggestive digital platfo

ublishers

1. Pearson Education

rm web links

http/humps onlinecourses.swayam?.ac.mlcecZO.geOZ.previe

httgs:llwww.smspuQ.inllessonslsem3n1304-ASM.Qdf

https'Jlsist.sathyabama.
https:/fww w.gacwrmd.m

ac.inlsistﬁcoursematerialluploadslSBAA7010.pdf

India: |anmann
Education ol India.

Advertising Promotion, Supplemental Aspect of Integrated Markcting

Taximan!

bl

Jlearnin ICommorchAdvertjgiug“/pZ#And“/uZOSales%ZOProm otion.pdf
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