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Syllabus for Skill development / Vocational course)
Course Title: Digital Marketing

Tille of course- Digital Marketin

odal Depariment of HEI 1o run courss Cominercs and Busiass admlnhu'nlh deporiment

rood Arcaiscclor- Monagemend, startups, Business
Sub Sector- Small scale miarkeling
Mature of course - Independe [ Progressive Frogressive

i Canimencs
J v
Txpecied foes of the course —Frec/Paid s per declded by Sk pariner
Stipesid 1o studed expected from ndustry
Munibar of Seals-...ccoonenn :
T T Credits- 24 (B Theary, 16 Practical)

Mux Marks......... Minimum Marks... ax Marks...300...... Minimom Marks... 115

Wame nfpmﬁaﬂ suill Parlner (Please specily, Mame of Indusiry,
company ele for Praclical Amining/ itemship/0JT

Job |!m|:eﬂ5—ﬁxpmlui Fields of Occupation where student will be able {o
el job afler completing this course i (Plense specily numeftype of
inhustry, company ele.)

Suggested Readings: Mentioned in (he syilabus
Sugpested Digital platforms/ web links for reading- Mentioned in the syllabus
Suppested QJT/ Intemnship! Training/ Skill periner- Mentioned in the syllnbus
Suggesied Continuous Evalumtion Methods: Mentioned in the syllabus
Course Pre-requisites:
® Mo pre-requisile required, open to all
»  Tostudy this course, u student must have the subject Commerce Bioscience & Ants... in class/12%
eerliieate/diploma.
s | progressive, Lo study (his course a studenl must have passed previous courses of this series.
Suggested equivalent online courses: Mentioned in the syllabus
Any remarks/ suggestions: Required proper infrastructure, funds for operation and suppoit from authorily lor
iund::ralandlug the need ol courss.

Moles: :
®  Wumber of units in Theory/Practical may vary as per need
o Tolal credils/semnesterG (it can be more credils, bul students will get only Geredil/ semester or 12credits! year
o Credits for Theory =02 (Teaching Hours = 3() |
o  Credits for project=01
e Crodits [or Assignment = 0

Credits lor Intemship/OI T/ TrainingPractical = 02 (Training Hours = 60)
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Semester Wise Title of The Papers in Digital Marketing
Year Semester | Paper Course | Paper title Theory! Credit
- 2 k. mﬂ" _Em:l_lﬂl_l
11 ! i Introduction o Digital Theory 1
B Markefing Praclical a
1 " 2 Marketing Management in Theory 2
Digital Age Practical a
2 m 3 Digital Marketing Sratepies and | Theory 2
Methods Pructical q
2 w 4 Soh Skills in Digital Era Theory 7
Practical 4
(ZYEARS | 4SEM 24 CREDIT _|
Name | Designation [ Affiliation 1
Sreering Committee
Prol I'B. Singht Professor Dept. of Business Administration,
MIP Ruhelkhand University, Bareilly
Dr Rakesh Kumar Associate Professor % M. College, Chandausi |
Syllabus pDeveloped by:
[§.No.__| Name Designation Hemarment | College/ University j\l
i Dr Praveen Kumar ‘Associate Professor| Commerce 3 M. College, Chandausi
2 D Pardeep Kumar Assisiani Professor | Commerce .M. College, Chandausi
3
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Course Title: Digital Marketing
Voeational course: Semester-1

|

Progromme / Clags: Semester: First

* Certifcate / Graduation Year: First

Yocational Course: {Elective)

Course Code: MIPRUDIES Course Title: Digital Marketin
Course ouleomes: Afer completing this course a student will have:
| -Abilily to understand the concept of Digital Marketing along with the basic forms and norms of Digilal
Markeling.

2- Ability to understand the {erminologies nssociated with the field of Digital Marketing and cantrol along wilh
iheir relevance.

3-Ability to identify te approprinte method and technigues of Digital Marketing for solving different problems.
4-Ability 1o apply basic Digital Marketing principles o solve business and industry related issues and problems.
S-Ability to understand the concepl of Budgelary Conlrol, ash Flow Statement, Fund Flow Sratement, Break Even
Analysis elc. '

Paper Title (FFTRODUCTION TO DIGITAL MARKETING
Credits: 2 (Llective/Compulsory }- Compulsory
h\‘]nx. Marks: 25475 Min. Passing Marks: 10 + 30
T Total No. of Teciures-Tuiorials-Practical {in hours per weel); L-T-P: 1-0-0
M. of
Vit Tapies Letiures
Tolnl=30 |
Airoduction of lhe digital marketing, Marketing- Meaning, Concepls,
Ginitions, Need & Importance, Scope, Components, Digital vs. Real 7
1 arkeling, Digital Marketing Channels, Creating initial dipitl marketing plan,
aent management, SWOT analysis, Target group analysis.
Web design, Optimization of Web sites, MS Expression Web, Creating web
iles, SEO Optimization, Writing the SEO content, Writing the SEOQ content, 5

u Ad Wards- creating accounts, Google Ad Words- types.

e Tion 1o CRM, CRM platform, CRM modais, CRIM siraieqy, Iniroduction
Il Web analytics, Web analylics = tevels Digital Marketing Budgeting - resouree 6
Janning, cost estimating, cost budgeting, cost control.

iroduction of Social Media Marketing, Social Media Marketing plan, Face
ok Ads, Creating Facebook Ads, Ads Visibility, Business
pportunities and Instagram options, Optimization of Instagrum profiles, 6
ntegrating Inslagrain with & Weh Site and other social networks, Keeping bp
ith posis
mn.:h'ng business accotnts on YouTube, YouTube Advertising, YouTube
nalytics, E-mail marketing, E-mail marketing plan, E-ma

v

il marketing campaign
{1

=)
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ABOUT SKILL PARTNER
Skill Parlper may be any business organization, Cooperntive Society, Not Profit Organization,
Qualified Professionals, Trust, NGO, MNCs, Association of Individuals, Federation, Charity Organization,
Chamber of Commergs, Federation of Indusiries, Technical or Professional Institutions, National or
Internalional Level Orpanization/Association Federation and like this patiern.
ABOUT EXAMINATION/EVALUATION
|-For Practical/Skill and Theoretical part, examination may be conducted online or offline or in mixed
ormal, 85 circumstances allow and students feel comfortable. .
2-Pattern of paper shail be decided by concerned Subject Faculty and Skill Partner for their part, Skill Partuer
may adopt pattern as mentioned in B-Point of allocation of marks for evaluation/test purpose.
o Suggested Continuous Evaluation Methods
Continuous Intermal Evaluation shall be based on as per following pattern:

Cluss Tesi-1 (Objective Questions) (05 Marlks)

Clnss Test-11 {Descriptive Queslions (05 Marks)

Class Test-111 (Objective Questions) (05 Marks)

('lass Test-1V (Descriptive Questions) (05 Marks) :
Overall performance throughout the Semester (includes Atlendance, Behavior, Discipling, Participation in
Different Activities) ()5 Marks) -
ABOUT PRACTICAL/SKILL, SYLLABUS, TRAINING & TEST ETC (4 Credits)

1- Practical work will be based on any contents or topic of syllabus of theoretical paper.

2. Content or topic for all components of practical work shall be decided by subject teacher in
consultation with skill partner. '

Test or ovalugtion for practical work will be conducted by skill partner in

assoclation/consultation with concerned Institution/subject teacher,

4- Number of total credits for practical /skill part will be four.

3

ALLOCATION OF MARKS

A~ Theoretical Part —----—-TOTAL CREDIT-2
Internal by the Institution {ICE] - 25 Marks
College/Institution - 75 Marlks
Total Maximum Marls- 100 Marks
Passing Marls- 10+25=35 Marks

B Practical/Skill Part --------- TOTAL CREDIT-4
Assignment [Practical- 50 Marls-—-----CREDIT-1
Internship- 50 Marks---—-CREDIT-1
Project- 50 Marks-----CREDIT-1
Survey Report- 50 Marks—---CREDIT-1
Total Maximum Marlks- 200 Marks
Minimum Passing Marks- B0 Marks

Note- 1- Totnl Minimum passing marks for seetion A & B - 35+80=115
2 Total Maximum Marks for section A & B- 100+200=300
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uggesied Readings:

|, Chaffey, D, F.E. Chadwick, R. Mayer, and K. Johnston (2015). Intemet Markeling: Strategy, Implementation, nid
ctice, Pearson India

 Frost, Raymond D..Alexa Fox, and Judy Strauss (2018). E- Marketing. Routledge

. Gupla, Seema (2018). Digital Marketing, MeGraw Hill Education (India) Private Lid.

. Kapoor, Meeru, E-Marketing, Pinnacle learning

. #oller, Philip, HermawanKartajays, and lwan Setinwan (2017). Digital Marketiog:

Moving from Traditional to Digitai. Pearson Lndia

. Ryan, Damian and Jones Calvin (2016). Understanding Digital Marketing: Marketing Stralegies for engaging the
igital Generation.

[Suggested Continuous Evaluntion Methods:

e bosed on allotied Assignment and Class Tests. The marks shall be as follows:
A ssessment and Presentation of Assignment (04 marks)

Cluss Test-1 (Objective Questions) (04 marks)

Class Test-1l (Descriptive Questions) (04 marks)

~lass Test-111 (Objective Questions) (04 miirks)

" lass Test-IV (Descriptive Questions) {04 marks)

Overall performance threughout the Semester (includes Altendance, Behaviour, Discipline,Participation i Different
Activities {05 marks OR

INTERNAL ASSESMENT (25 Marks): Twe Mid Term Test and credit final score average of two midlerm test..
Weillen Test = 10 marks

Allendance = 5 marks

Assignment! Research Based Project - 10 marks

Research Orientation of the student,

Sugpested Additional resources
i- Blarchard O, (2014) Social Media ROIL: Managing and Measuring Social Media Efforts in Your Organisation. *
harlesworth, Alan (2018). Digital Marketing: A Practical Approach,

- Gay, Richard, Alan Charlesworth, and Ritn Esen. Online Marketing: a customer-led approach. Oxford University
Press lic., New York.
- Ryan, Damian (2016). Understanding Digital Marketing: Markeling Stralegies [or engaging the Digital Generation.
 Tasner, M. (2015) Marketing in the Mowent: The Digital Marketing Guide to Generating More Sales and Reaching
our Customers Firsl, 2/E, Pearson
log: ~-COMMERCE MASTER, LINK- itpsiplovorideducation. blugspot.com/?m=1

inl Medin FACEBOOK GROUP-"DR. PRAVEEN KUMAR CLASSES-SOLUTIONS OF ALL", LINK-
tps:/fwwew. facebook.com/groups! | 44 §5027088 | 0040/ 7re[=share
Mote- Latest edition of the textbooks should be used.
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Course Title: Digital Marketing
Vocational course: Semester-I1

Programme / Class: Semester: Secomd
Certificate / Graduation i
Voeational Course: {Elective)
Course Code: MIPRUOIDZZ | Course Tille: Digital Marketing
Course Description:

As a resull of the increasing globalization of markets and intensifying competition in many industries, the desig
and implementation of appropriate marketing strategies has become vitally important for the survival, growth a
profitabilily of modern business organizations. In this course, we consider the tasks and responsibilities of seni
execulives in formulating and implementing marketing strategies and policies. Participants will find themselves i
o managerial role, having to determine the overall direction the enterprise will take with respect to the mokets o
segments il has chosen to compete in, and its stratepie relationships in the marketplace. :

Paper ARKETING MANAGEMENT IN DIGITAL
GE
Credils: 2 (Elective/Compulsory }- Compulsary
ax. Marks: 25+75 Min. Passing Marks: 10 + 30
Total No. of Lectures-Tutorials-Practical (in hours per week): L-T-P: 1-0-0
Mo, of
Unit ' Topics Lectures
= Total=30
Introduction to [nformation Technology, Application of Information Technology
; in Marketing Management, 5
Business Inicliigence & Data Driven Marketing, Information Technology
I Revolution, The *communication” revolution; benefits’ of digital g
communications - digital tools and technigues - oaline and offline
Strategic Marketing Management, Meed, Impact, Utility, et of Information
111 Technology in business, lmpact and application of Digital Age marketing
Loughl leaders ' 4
Understnnding customer behavior and motivations, Custeiner value choices,
[V Customer Insight Managing the customer experience journey Value driven
msirategic murketing decisions: 6
odern Trends, Tools, Technology, Techniques, ete in Marketing Management;
mmerce, E-Business, Direcl & Networking Marketing, E-Trading ete. .
v dern 10
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Skill Parner may be any business organization, Cooperative Socisty, Not Profit Organization,
Qualified Professionals, Trust, NGO, MNCs, Association of Individuals, Federation, Charity Organization, |
‘Chamber of Commerce, Federation of Industries, Technical or Professional Institulions, Malional or
International Level ﬂrgmﬁzaﬂunfhsmciatiﬂn Federation and like this pattern,

0 INATIO
i-For Practical/Skill and Theotretical parl, examination may be conducted online or offline or in mm&d
formal, as circumstances allow and students feel comfortable.
2-Pattern of paper shall be decided by concerned Subject Faculty and Skill Partner for their part. Skill Partner
may adopt patlern as mentioned in B-Point of allocation of marks for evaluation/lest purpose.

Supgested Continuouns Eyaluation Methods
Continuous Internal Evaluation shall be based on as per following patiern:

Class Test-1 (Objective Queslions) --- -m- (05 Marks)
Class Test-11 (Descriptive Questions (05 Marks)
Class Test-11 (Objective Questions) =====-— (05 Marls)
Clays Tesl-IV (Descriptive Questions) (05 Muarks)
Owerall petformance throughout the Semester [LI‘IE'IJI.’!H Allendance, Behavior, Discipline, I-‘arhmpﬂtmn in
Dillerent Activities) (D5 Marks)
BQ UT PRACTICAL/SKILL SYLL éﬂuﬂ, TRAINING & TEST ETC (4 Credits)

- Practical work will be based on any contents or topic of s:.rltabus of theoretical paper.

la Content or topic for all components of practical worl shall be decided by subject teacher In
consultation with skill partner.

3- Test or evalustion for pracdeal work will be conducted by skill partner in
association /consultation with concerned institution /subject teacher.

4- Number of total credits for practical/skill part will be four.

ALLOCATION OF MARKS

/8- Theoretical Part --------- TOTAL CREDIT-2
Internal by the institution (ICE] - 25 Marks
College/Institution - 75 Marks
Total Maximum Marls- 100 Marks
Passing Marhs- 10+25=35 Marks

I8 Practical/Skill Part ---------TOTAL CREDIT-4
Assignment /Practical- 50 Marks------CREDIT-1
internship- 50 Marls=-----CREDIT-1
Project - 50 Marks---—---CREDIT-1
Survey Report- 50 Marks-—--CREDIT-1
Total Maximum Marles- 200 Marks
Minimum Passing Marlks- 80 Marks

Mote- 1- Total Minimum passing marks for section A & B - 35+00=115
2 Tutal Maximum Marks for section A & B — 100+200=300

b S—
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upgrested Readings: I‘J
1. ChafTey, D, F.E. Chadwick! R. Mayer, and K. Johnston (2013). Internet Marketing: Stmiegy, Implementalion, o
ractice. Pearson Indin

, Frost, Reymond D, Alexn Fox, and Judy Strauss (201%). E- Marketing. Roulledge

. Gupla, Secia (2078). Digital Marketing, McGraw Hill Education (India) Private Lid,
. Kapeor, Neero. E-Morketing, Pinnacle learning

. Kotler, Philip, HermawanKartajaya, and Iwan Setiawan (2017). Digital Marketing:
Maoving from Traditional to Digital. Pearson India

. Ryan, Damian and Jones Calvin (2016). Understanding Digital Marketing: Marketing Strategies for engaging ll'uT
igitnl Generation.

Buggesied Continuous Evaluation Methods: :

4, ssessment and Presentation of Assignment (04 marks)
(lass Test-1 (Objective Questions) (04 marks)
" lnss Test-11 {Deseriptive Questions) (4 marks)
™ lnss Test-111 (Objective Questions) (04 marks)
ICinss Test-1V (Descriptive Questions) (04 marks) '
Chverall performance tiroughout the Semester (includes Attendance, Behavior, Discipline, Participation in Differeat
Activities)(05 marks OR :
INTERNAL ASSESMENT (25 Marks): Two Mid Term Test and credit final score average ol two midierm test..
Wrilten Test — 10 marks
Attendance — 5 marks
Assignment/ Research Based Project - [0 marks
Research Orientation of the student.

]

Sugpested Additional resources
i Blanchard O. (2014) Social Media ROI: Managing and Measuring Social Medin Efforts in Your Organisation. *
haresworth, Alan (2018), Digital Marketing: A Practical Approach.
- Gay, Richard, Alan Charlesworth, nnd Rita Esen. Online Marketing: a customer-led approach. Oacford University
ress Tne., Mew York.
- Ryan, Damian (2016). Undersmnding Digital Marketing: Marketing Strategies for engaging the Digital Generation.
- Tasner, M. (201 5) Marketing in the Momeni: The Digital Marketing Guide to Generating Mdre Sales and Renching
¥our Customers First, 2/E, Pearson
g -COMMERCE MASTER, LINK- Ill.I'prprkwurl:iedumﬁumuug;pnuum-f?m-l
ockil Media FACEBOOK GROUP-"DR. PRAVEEN KUMAR CLASSES-SOLUTIONS OF ALL®, LINK-
llmﬂfwm.fnuhnukmuﬂgmupﬁfH#ESﬁETﬂEEIWdﬂa’?ﬁ:l‘hﬂ:am
Mote- Latest edition of the textbooks should be used.
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Course Title: Digital Marketing
Vocational course: Semester-II1

Fugmumn { Clnss: Semester: Third
Diploma / Gradution ___"r'm-' Second

¥ Voeativnal Course: (Elective)
| Conrse Code: MJPRUDIZ3 Course Title: Dig;

Course ouicomes: Aller completing this course a student will have: :
I=Ability to understand the concept of Digital Marketing along with the basic forms and norms of Drigital Markeding.
2- Ability to understand the terminologies associated with the field of Digital Marketing and control along with their
relevance,

3-Ability to identify the appropriate method and lechmiques of Digital Marketing for solving different problems,
4-Ability 1o apply basic Digitnl Maitketing principles o solve business and industry related issues and problems,
3-Ability to understand the concept of Budgelary Control, Cash Flow Statement, Fund Flow Statement, Break Even
Amnnlysis elg. s

Paper Title DIGITAL MARKETING STRATEGY & METHODS

Credits: 2 (Eleetive/Compulsory }- Compulsory

[vlax. Marks: 25475 Min, Passing Marks: 10 + 30

Tolal No. of Leciures-Tulorials-Practical (in hours per week): L-T-P: 1-0-4

i Mo, of
Uit Toples Lectures
Total=30

IGITAL MARKETING STRATEGY-Need and imporiance, Digital Markeling Tactics
Use-:Maobile-first marketing, Mulli-ph:l’unp cantenl strilegy, Brand storytelling, 7
I iathot marketing, Voicetvisual search

gital Marketing Strategy, Implemaniation and Executionn] considerations for BloB and
I toC brunds sl provides a detailed understanding of'all digitn] ehannels ane platforns. 5

etifing up lhnﬁ_fglinj Platformes. like
n ocinl Media Marketing Plateform, Biogging, Twitter, Linkedli etc. Market Research and &
Analysis and Positioning, Competitor Analysis and Choosing the Right Platform,

petitor audit and Analysis,
i1} evelop of Ovn Digital Marketing Strtegy, Online Repulation Management, Practically &
Sociil Media Plotefors for Marketing,

i Effective Use of Digital Marketing Tools Hie Emall Marketing, Mobile Marketing,
Content Masketing, InlMuencer Marketing, Affitiste Marketing, Pay-per-click
i {FPC),Search Engine Oplimization (SEQ) Marketing, Peedback of 7

Publie/ConsumenCusiomer ele,

- Yy
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SKILL I*

Skill Partner may be any business organization, Cooperative Society, Not Profil Organization,
Qualified Professionals, Trust, NGO, MNCs, Association of Individuals, Federation, Charity Orpanization,
Chamber of Commerce, Federation of Indusiries, Technical or Professional Inslitutions, National or
International Level Organization/Association Federation and like this pattern,

ABOUT EXAMINATION/EVALUATION ;
|-For Practical/Skill and Theoretical parl, examination may be conducted online or offline or in mixed
format, as circumstances allow and students feel comfortable.
2-Patiern of paper shall be decided by concerned Subject Faculty and Skill Partner for their part. Skill Partner
may adopt pattem as mentioned in B-Point of allocation of marks for evaluation/test purpose,

) Sugpested Continuous Fyaluation Mcthods
Conlinuous Internal Evaluation shall be based on as per following pattem:
Class Test-1 (Objective Questions) —- (05 Marks)
Class Test-1T {Descriptive Queslions- : (05 Marks) -
Class Test-111 (Objective Questions) - {05 Marks) _
Class Test-I'V {Descriptive Questions) + (05 Marks) :
Overall performance throughout the Semester (includes Attendance, Behavior, Discipline, Participation in
DilTerent Activilies) (05 Murks) :

ABOUT PRACTICAL/SKILL SYLLABUS, TRAINING & TEST ETC (4 Credits)
1- Practical work will be based on any contents or topic of syllabus of thearetical paper.

3. Content or topie for all components of practical work shall be decided by subject teacher In
consultation with skill partner,

9. Test or evaluation for practical work will be conducted by skill partner In
assoclation/consultation with concerned institution /subject teacher,

4- Number of total credits for practical/skill part will be four.

ALLO 10N OF

~Theoretical Part ---—---—TOTAL CREDIT-2
Internal by the institution [ICE) - . 25 Marks
College/Institution - 75 Marks
Total Maximum Marks- 100 Marls
Passing Marls- 10+25=35 Marks
@~Practical /Skill Part =------TOTAL CREDIT-4
Assignment /Practical- 50 Marks-——CREDIT-1
Internship- 50 Marlks------CREDIT-1
Project - 50 Marks-----CREDIT-1
Survey Report- 50 Marks--—--CREDIT-1
Total Maximum Marks- 200 Marks
Minimum Passing Marls- 80 Marks

Mole- 1-Total Minimum passing marks for section A & B - 35+i0=115
2-Total Maximum Marks for section A & B - 1004+200=300

s
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uppested Readings:
I. Chaffey, D, F.E. Chadwick, R. Mayes, and I, Johnston (2015). Intenet Marketing: Strategy, Implementation, and

‘ractice. Pearson India

. Frost, Raymond D., Alexa Fox, and Judy Strauss (2018). E- Marketing. Routledge
, Gupla, Seema (2018). Digital Marketing. MeGraw Hill Education (India) Private Lid.

. Kapoor, Neeru, E-Marketing, Pinoacle leaming

. Kotler, Philip, HermawanKartajaya, and Iwan Setimwan (2017). Digital Marketing:

Moving from Traditional to Digital. Pearson India

. Rynn, Damian and Jones Calvin {2016). Understanding Digital Marketing: Marketing Strotegies for engaging I:qu
igital Generation,

hused on allotled Assignment and Class Tests, The marks shall be as follows:
Assessment and Presentalion of Assignment (04 marks)
Class Test-1 (Objective Questions) (04 marks)
lass Test-11 (Descriptive Questions) (04 marks)
lass Tesl-111 (Objective Questions) (04 marks)
" lass Test-1V (Deseriptive Questions) (04 marks)
Cverall performance throughout the Semester (includes Attendance, Behaviour, Discipline,Participation in Differenl
Activities){05 marks OR
INTERNAL ASSESMENT (25 Marls): Two Mid Term Test and credit final score averajze of two midterm {est..
Weillen Test— 10 marks '

Allendance = 5 marks
Assignment/ Research Based Project - 10 marks

Researel Orientation of the student.

Suggested Additional resources

|- Blanchard O, (2014) Social Media ROL Munaging and Measuring Soctal Media Efforts in Your Organisation, *
Charfeswortl, Alan (2018). Digital Marketing: A Proctical Approach,

3- Gay, Richard, Alan Charlesworth, and Rita Esen. Online Marketing: o customer-led approach. Oxford University
Press Inc., Mew York.

. Ryan, Damian (2016). Understanding Digital Marketing: Marketing Strategies for engaging the Digital Generation.
4 Tasner, M. (2015) Marketing in the Momenl: The Digital Marketing Guide o Generating More Sales and Renching

¥ our Customers First, 2/E, Penrson
Blog: -COMMERCE MASTER, LINK- hitps:iploworideducation. blogspot.com/Tm=1 '
ial Media FACEBOOK GROUP-"DR. PRAVEEN KUMAR CLASSES-SOLUTIONS OF ALL", LINK-
ﬂrﬁﬂrwww.rumbuukmnﬂgwpﬁfimwﬂﬂ!ﬂilDﬂ-!m*n:ﬁ-s]lm
Maote- Latest edition of the textbooks should be used, g

e
w2 e
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Course Title: Digital Marketing
Vocational course: Semester-I'V

Prograsmme / Class; Semester: Fourth
Diploma / Graduation Year: Second
Voeational Course: {Eleetive)
Course Code: MIPRUDIO2S | Course Title:_Digital Marketing

Course Descriplion:

Digilal marketing is whers inarketing meets the internet and other forms of new media, such as smart phones and even
= consoles. 1t Includes online advertising and participating in social media, but it can also include anline listening
wid manitoring, and search engine optimization. Through a combinztion of lecture, case studies, and course projects,
» prouwill develop eapabilities in developing, implementing, and evaluating digital marketing strategies.

Paper Title SOFT SKILLS FOR DIGITAL MARKETING
Credils: 6 (ZTHIP) : (Elective)
Max. Marks: 25475 Min. Passing Marks: 10+ 30
Total No, of Lectures-Tutorials-Practical (in hours per week): L-T-P: 1-0-4
No. of
Unit ’ Topics Lectures
[ Total=30
fntreduction to Soft Skills and Hard Skills; Types; Meed & Importance of Soft
I Skiils in Digital Marketing; Soft Skill V/s Hard Skills 5
Professional Communication Skills, Socinl Media Skills, Profile Creation Digital
1 Platforms Skills, Smoothly Operation of Digital Platfonms. 5
brkaling Skills, Cusiomer Service Skills, Human Resources Skills,
il Management Skills, Effective Deciston Making Skills, Reasoning Skills ete
. 0

Business Development & Sales Roles Skills, Officinl Reporting Skills,
v Presentalion Skills, Data Analysis Skills, Creative Writing Skills, Creativity, 6
ntuitive, Interpersonal Relationship Skills

nterview, Training, PR, PPT ele. skills,
v ebsite Development Skills, Electronic Payment System, Electronie Data B
lnterchange, Information Technology & Computer Based Designing Skills, .

v T
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OUT SKILL PARTNE

Skill Partner may be any business urgunmahun,, Empenlwr. Society, Nol Profit Organization,
Qualified Professionals, Trust, NGO, MNCs, Association of Individuals, Federation, Charity Organizalion,
Chomber of Commerce, Federation of Industries, Technical or Professional Institutions, National or
International Level Grgunlmu:mmmncmumt Federation and like this pattern.

ABOUT EXAMINATIONEVALUATION

|-For Practical/Skill and Theoretical part, examination may be conducted online or offline or in mixed
lormal, as circumslances allow and stedents feal comfortable.
2-Patiern of paper shall be decided by concemed Subject Faculty and Skill Partner for their part. Skill Partner
may adopl paliern as mentioned in B-Point of allocation of marks for evaluation/test purpose,

. Suggested Continugus Evaluation Methods
Continuous Internal Evaluation shall be based on as per foflowing pattern:

| /7:‘ % Mahatma Jyofihia Phule Rohilkhand University, Bareilly (=58

Class Test-1 (Objective Queslions) (05 Marls)

Class Test-11 (Descriptive Questions (05 Marks)

Class Tesl-11 (Objeclive Queslions) (05 Marks)

Class Test-IV (Descriptive Queslions) (05 Marks)

Overall performance throughout the Semester (includes Allendance, Behavior, Discipline, Participation in
TJ'iI'I.'l:r:n! Activities) (05 Marks)

QUT PRACTICAL/SKILL SYLLABUS, TRAINING & TEST ETC (4 Credits)

Practical work will be based on any contents or topic of syllabus of theoretical paper.

2- Content or topic for all components of practical work shall be decided by subject teacher in
consultation with skill partner.

3- Test or evaluation for practical work will be conducted by skill partmer in
association/consultation with concerned institution/subject teacher.

4- Mumber of total credits for practical /skill part will be four.

ALLOCATION OF MARKS
- Theoretical Part ---------TOTAL CREDIT-2

[nternal by the institution (ICE] - 25 Marls
College/Institution - 75 Marles
Total Maximum Marls- 100 Marks

Passing Marls- 10+25=35 Marks

f{-Practical/Skill Part --------TOTAL CREDIT-4

Assignment /Practical- 50 Marls------CREDIT-1
Internship- 50 Marls—---CREDIT-1
Project - 50 Marls---—~-CREDNT-1
Survey Report- 50 Marks--—-CREDIT-1
Total Maximum Marls- 200 Marks

Minimum Passing Marks- B0 Marks

Mote- 1-Total Minfmum passing marks for section A & B - 35+80=115
2-Total Maximum Marks for section A & B — 100+200=300
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1. Chaffey, D, F.E. Chadwick, R. Mayer, and K. Johnstan (2015). Intemet Markeling: Strategy, Implementation, i
rnctice. Pearson India

. Frost, Raymend D, Alexa Foux, and Judy Strauss (2018). E- Marketing. Routledge

. Gupta, Seena (2018), Digital Marketing. MeGraw Hill Education (India) Private Lid.

. Kapoor, Necru. E-Markeling, Pinnacle learning

. Kotler, Philip, HermawanKartajaya, and lwan Setimwan (2017), Digital Marketing:

Moving from Traditional 1o Digital. Pearsan Indlia

. Ryan, Damian and Jones Calvin {2016). Understanding Digital Marketing: Marketing Strategies for ENgAging

igital Generation.

uggested Continnons Evaluntion Methols:
¢ based on allotied Assignment and Class Tests. The marks shall be as follows:
essment and Presentation of Assignment (04 marks)
Class Test-1 (Objective Questions) (04 marks)
Class Test-1i {Deseriptive Questions) (04 marks)
Clags Test-111 {Objective Quastions) (04 murks)
~1ass Tesi-1V {Descriptive Questions) (04 marks) L
Overall pesformance throughout the Semester (includes Attendance, Behavior, Discipline, Participation in Differes

Activities)(05 marks OR
INTERNAL ASSESMENT (25 Marks): Two Mid Term Test and credil final score nverage of two micdiesm Lesl
Wrilten Test — 10 marks i
Allendance = 5 marks
Assignment/ Research Bused Project - 10 marks
Research Orientation of the student.
L]

Supgested Additional resources :
| Blancherd O. (2014) Social Media ROE: Munaging and Measuring Social Media Efforts in Your Crganisation.

Charleswatth, Alan (2018). Digital Marheling: A Practical Appronch.
3. Gay, Richard, Alan Charlesworih, and Tita Esen, Online Marketing: a customer-led approach, Qxford Univers

Isess Ine., Mew York.
4. Ryan, Damian (2016}, Undesstanding Digital Marketing: Marketing Strategies for engaging the Digital Genere
4 Tasner, M. (2015) Marketing in the Moment: The Digital Marketing Guide to Generating More Sales and Rea
Yeur Customers First, 2/E, Pearson

logg: -COMMERCE MASTER, LINK- Il.lt[li:.l'll'pkwnrh!mIu:utiun.hlngs[mi.mmf':‘m-i

ocial Media FACEBOOK GROUP-"DR. PRAVEEN KUMAR CLASSES-SOLUTIONS OF ALL", LINK-
|ups:lfww,fn¢:bnqk.m#gmupm’ 14485027088 10040/ 7ref=share

Mote- Latest edition of the {exthooks should be used.
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