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This book is designed for Management students as well as those who want to understand the
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Chapter describes the fundamental aspects. At the end of every chapter, power point
summary, case-study, internal activity and project work topic and multiple choice questions
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teachers of Marketing Management for their internal projects and class participation.

Various specialization papers such as Service Marketing, Brand Management, Social
Marketing, Selling Negotiation, Rural Marketing, International Marketing and Emerging
Domains in Marketing such as Innovations, Retailing, Social Media, e-Marketing, Ethics in
Marketing have been given extensive coverage in the book. The intention is to let the reader
use it to study these specialization areas without having to refer to other text books.

Suggestions for improvement of the present book from teachers and students will be highly
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