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1. LEARNING OBJECTIVES (NEP 2020)
The curriculum for Marketing & Sales at the Senior Secondary level aims to ensure that students are able to:

® Understanding Marketing Fundamentals: Comprehend core marketing concepts, principles, and the

marketing environment.

*  Sales Skills Mastery: Develop effective sales techniques, communication skills, and customer persuasion

abilities.

* Brand and Product Knowledge: Understand brand building, product lifecycle, and positio
strategies.
and online promotion.

loyalty building.

presentations.

ning

e Digital Marketing Proficiency: Demonstrate knowledge of digital marketing channels, social media,
® Customer-Centric Approach: Master customer relationship management, service excellence, and

® Practical Application: Apply marketing and sales concepts through real-world projects, campaigns, and

2. COURSE STRUCTURE & MARKS DISTRIBUTION

Unit Title Marks
1 Fundamentals of Marketing 10
2 Sales Management and Techniques 10
3 Product and Brand Management 12
4 Marketing Communication and Promotion 14
5 Retail and Customer Relationship Management 14

Total Theory Marks 60
Practical Work 20

TMA 20
Grand Total 100

3. DETAILED THEORY SYLLABUS (60 MARKS)
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Unit 1: Fundamentals of Marketing
Marketing concepts, evolution, and importance.
Marketing environment and market research.
Consumer behavior and market segmentation.
Marketing mix (4Ps and 7Ps).
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Unit 2: Sales Management and Techniques
Sales concepts and functions.
Sales organization and planning.
Sales techniques and personal selling.
Objection handling and closing techniques.
Sales performance measurement. _
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Unit 3: Product and Brand Management 12 Marks
Product development and lifecycle.
Branding strategies and positioning.
Packaging and labelling.
New product development process.
Product portfolio management.
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Unit 4: Marketing Communication and Promotion 14 Marks
® Advertising concepts and media.
Sales promotion techniques.
Public relations and publicity.
Direct marketing and telemarketing.
Social media marketing.
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Unit 5: Retail and Customer Relationship Management 14 Marks
Retail marketing fundamentals.
Store layout and visual merchandising.
Customer service excellence.
CRM tools and techniques.
After-sales service and loyalty programs
imittee

ST SR Examination-Sont
, g/ S ety Seitr NN
— Central Board of Open Schooling & Examination
78 el /New Nalhi

10 Marks




4. PRACTICAL WORK (20 MARKS)

campaigns, and customer relationship management.

Objectives: To provide students with hands-on experience in market analysis, sales strategies, promotional
Assessment Breakdown:

Practical Examination 05 Marks
Practical File/Portfolio 05 Marks
Project Work 05 Marks
Viva Voce 05 Marks
Total 20 Marks

Practical Components & Requirements:

o Software Requirements: MS Office (Word, Excel, PowerPoint), Canva, Google Analytics
Demo, Social Media platforms, CRM software demos, Survey tools.

e Practical File: At least 15 activities covering market surveys, product analysis, advertising
campaigns, sales presentations, customer service scenarios, social media marketing plans,
retail store visits, brand positioning exercises.

e Project Work: Comprehensive marketing/sales project such as marketing plan for a product,
sales strategy development, brand analysis, customer satisfaction survey, digital marketing
campaign.

5. CAREER OPPORTUNITIES & SKILLS

Key Concepts & Skills
o Core Concepts: Marketing Mix, Consumer Behavior, Brand Equity, Sales Funnel, CRM

Strategies.
 Practical Skills: Sales Pitching, Market Research, Digital Promotion, Negotiation,

Customer Service, Data Analysis.

Career Roles & Average Monthly Income

Role | Income Range (INR)
Marketing Executive 20,000 - 75,000
Sales Executive 18,000 - ¥70,000
Brand Manager ¥30,000 - %1,20,000
Digital Marketing Specialist %22,000 - 85,000
Retail Manager %25,000 - ¥90,000
Business Development Executive %22,000 - ¥80,000
Advertising Executive 20,000 - 75,000
Customer Relationship Manager ¥24,000 - ¥88,000
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6. STUDY MATERIAL & RESOURCES

Resource Type

Details

Prescribed Textbooks

1. Marketing & Sales (Class XIl) - CBSE/NCERT
Publication

Self-Learning Material

CBSE SLM for Marketing 8 Sales (Code 841)

Reference Books

- Marketing Management by various authors
- Sales Management guides
- Digital Marketing handbooks

Online Resources

- Marketing91, HubSpot Academy
- Google Digital Garage
- NSDC materials

Software Tools

- MS Office, Canva
- Google Analytics
- Survey tools, Social media platforms

3P fa=awur / Marks Analysis
Component Details Marks
Theory Written Examination 60
Practical Periodic Test + Multi Assessment + Enrichment + Portfolio 20
TMA Tutor Marked Assignment ' 20
Total 100 J
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