	BBA 623: Marketing of Financial Products

	Teaching Scheme
	Examination Scheme

	Lectures: 3 hrs/Week
	Class Test -12Marks

	Tutorials: 1 hr/Week
	Teachers Assessment - 6Marks

Attendance – 12 Marks

	   Credits: 4
	End Semester Exam – 70 marks




Course Objectives: 
To acquaint the students with concepts and techniques in the management of services marketing & sales management and to help themlearn the issues in managing unconventional challenges in financial services marketing and sales management.
Course Outcomes:

CO1: Define, explain and illustrate some of the frameworks and approaches that are helpful in marketing financial services
CO2: Marketing contributes to success in modern financial institutions.

CO3: The marketing of services like financial services differs from tangible goods marketing.

CO4: Segmentation is used to understand and manage customer behaviour.
CO5; To position value propositions, products and brands in customers’ minds.

CO6; Outline how to identify which customers to target.

Course Content - 

Unit-1 

Introduction: Difference between product and services marketing; Characteristics of services; Classification of services; Paradigms in services marketing. Service marketing system: Understanding customer expectations and zone of tolerance; Segmentation and zone of tolerance; Targeting and positioning of service. Role of Services in Economy
Unit 2
Services marketing mix: Augmented marketing mix; Developing the service product/intangible product; Service product planning; Service pricing strategy; Services promotions; Services distributions. Physical evidence: Role of communication in service marketing; People and internal communication; Process of operations and delivery of services; Role of technology in services marketing.

Unit 3

Personal Selling & Marketing Strategy: Sales Management. Personal Selling and Salesmanship, Setting PersonalSelling Objectives and Formulating Personal Selling Strategies.Organizing the Sales Effort: The Effective SalesExecutive. The Sales Organization, Sales Department Relationship. Distribution of financial services

Unit 4

Sales Force Management in financial services. Recruiting and Selecting Sales Personnel. Planning Executing and Evaluating Sales Training Programme. Motivating and Compensating Sales Personnel.Managing Expenses of Sales Personnel.Sales Meeting and Contests, Controlling Sales Personnel - Evaluating andSupervising.Controlling the Sales Efforts: The Sales Budgets.Quotas.Sales Territories. Sales Control and CostAnalysis

Unit 5 

Financial Services in global perspective: International marketing of financial services; recent trends; Principal driving force in global sales and marketing of financial services

Unit 6 

Regulations governing financial services marketing, Ethical issues in the marketing of financial services, Ethics in relation to the individual and society as a whole.
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