Revised Syllabus of Courses of Bachelor of Management Studies (BMS)
Programme at Semester IV
with Effect from the Academic Year 2017-2018

Elective Courses (EC)
Group B. Marketing Electives

3. Event Marketing

Modules at a Glance

Sr. No. of
Modules
No. Lectures
1 | Introduction to Events 15
5 Segmenting, Targeting and Positioning of Events and Concept of 15
Product in Events
3 | Concept of Pricing and Promotion in Events 15
4 | Trends and Challenges in Event Marketing 15
Total 60
Objectives
SN Objectives
1 To understand basic concepts of Event Marketing.
2 To impart knowledge to learners about categories of Events.
3 To understand segmenting, targeting and positioning in the context of Event
Marketing.
4 To familiarize learners with trends and challenges in Event Marketing.




Sr. No.

Modules / Units

Introduction to Events

e Definition and Meaning of Event Marketing ; The Evolution of Event Marketing,
Advantages of Event Marketing, 5 C’s of Events- Conceptualization, costing,
canvassing, customization, carrying-out; Event Designing; Reach; Interaction-
Interaction Points, Direct Interaction, Indirect Interaction, Interaction Catalysts
or Enablers.

e Importance of Events as a Marketing Communication Tool; Events as a
Marketing Tool: The Varied Marketing Needs Addressed by Events: Brand
Building, Focus on Target Market, Implementation of Marketing Plan,
Marketing Research, Relationship Building, Creating opportunities for better
deals with different media, Events and their Economic implications.

e Concept of Event Creativity, Key Elements of Events: Event Infrastructure;
Customer Groups; Clients; Event Organizers; Venue; Media

Segmenting, Targeting and Positioning of Events and Concept of Product in
Events

e Concept of Market in Events; Segmentation and targeting of the Market for
events; Positioning of events-Event Property.

e Concept of Product in Events: Benefit Levels-Core, generic, expected,
augmented; Categories of Events: Competitive Events, Artistic Expression,
Cultural Celebrations, Exhibition Events, Charitable Events ,Special Business
Events, Retail Events.

e Event Variations- Time Frame Based, Concept Based, Artist Based, Client

Industry Based

Concept of Pricing and Promotion in Events

e Risk Rating, Setting Pricing Objectives, Understanding local legislations and tax
laws, Feedback about events from the market, skills required for negotiating
the best price, validation against pricing objectives, pricing decisions, Event
Charges: Percentage of the total Event Cost, Flat Fee, Package Price, Hourly
Rate.

e Networking Components: Print Media, Radio, Television, Internet, Outdoor
Media, Direct Marketing, Sales Promotion, Public Relations, Merchandising, In-
venue Publicity.

e Event Sponsorship: Concept of Sponsorship, Sponsorship in a communication
context, Synergy between sponsor and Event, Identifying Potential sponsors,
Impact Measurement, Practical Sponsor Incentivization, In-Kind Sponsorship.

Trends and Challenges in Event Marketing

e e-event marketing, Virtual Events, Societal Event Marketing, Green Event,
Cause-Related Event Marketing, Sports Event Marketing.

e Safety and Security of Event

e Event Crisis Management

e Growth of Event Industry in India

e Career in Event Marketing




