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Subject Name :-Service Marketing Course code :-118-II 

 
 Objectives of the course 

1. To train the students in the concept of services and a comparison skills between types of goods and types of services. 

2. To familiarize students about how to design services mix with reference to product & price 

3. To make students aware about how to design services mix with reference to promotion and distribution 

4. To identify consumer perception and how to develop consumer trust, goodwill and loyalty. 

 

Depth of the program – Detailed Knowledge 

Objective of the Program 

d. To equip and train Post Graduate students to accept the challenges in the field of marketing by providing 

opportunities to study and analyze advanced marketing techniques. 

e. To develop students’ independent logical thinking and facilitate personality development. 

f. To prepare the students for seeking suitable careers in the field of marketing. 

d. To impart the knowledge about how to collect the data and interpret it. 

e. To develop among students Communication and Analytical skills 
 

 

Unit 

No 

Unit Title Content Skills to be developed 

01 Introduction 

to Services 

Meaning, Definition and Characteristics of Services, Types of 

Services,Core and Augmented Services, Difference between 

goods and Services, Relevance, changes and trends in the 

present growing service sector. 

To develop understanding of the concept of 

services and a comparison skills between types of 

goods and types of services. 



 

02 Designing 

Suitable 

Services 

Marketing 

Mix Part 1 

Designing of Services Mix with reference to Product and Price: 

Service Development Strategies, The Service Delivery Process, 

Pricing of Services, Service Pricing Strategies 

To develop analytical skills related to designing of 

Product Mix and pricing Mix strategies. 

03 Designing 

Suitable 

Services 

Marketing 

Mix Part 2 

Designing The service Mix with reference to Promotion and 

Distribution: Developing the Services Communication Strategy, 

challenges associated with the development of the services 

communication strategy Managing the firms physical evidence, 

the development of servicescapes, Managing the senses when 

developing services capes, Defining and Measuring Service 
Quality 

To develop quality consensus of service delivery 

and to enable them to measure service quality and 

its flow of delivery of various networking channels. 

04 Effective 

Management 

of Service 

Consumer 

Managing Service Consumers, Managing Consumer Service 

Perceptions, Defining and Measuring Consumer Satisfaction. 

Customer Loyalty and Retentions 

To develop skills in identifying consumer 

perception and how to develop consumer trust, 

goodwill and loyalty. 
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