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Catalog Description:

Introduction to basic marketing functions; identification of consumer and organizational needs; explanation of economic, psychological, sociological, and global issues; and description and analysis of the importance of marketing research.
Course Objectives:
A. Upon successful completion of this course, MRKG 1311, the student will be able to:

1. Identify the marketing mix components in relation to market segmentation.

2. Explain the economic, psychological, sociological and global factors which influence consumer and organizational decision making processes.

3. Interpret market research data to forecast industry trends and meet customer demands.

B. The instructor will ensure the following Secretary’s Commission on Achieving Necessary Skills (SCANS) foundation skills and competencies are addressed in the course: (NOTE: Parts of the syllabus applicable to a specific SCANS area are coded as shown below.) A detailed description of each skill/competency is contained in "A SCANS report for America 2000, Executive Summary", furnished separately.

1. Competencies

a. Resources

(1) Time (CA1)

b. Interpersonal Skills

(1) Serves customer (CB3)

(2) Cultural diversity (CB6)

c. Information

(1) Acquires/uses (CC1)

(2) Organizes/maintains (CC2)

(3) Interprets/communicates (CC3)

(1) Uses computer (CC4)

2. Foundation Skills

a. Basic Skills

(1) Reading (FA1)

(2) Writing (FA2)

(3) Listening (FA4)

(4) Speaking (FA5)

b. Personal Qualities

(1) Responsibility (FC1)

(2) Self-esteem (FC2)

(3) Sociability (FC3)

(4) Self-management (FC4)

(5) Integrity/honesty (FC5)

(3) Interprets/communicates (CC3)
Weekly Topical Outline:

Week One:  Introduction
           Chapters 1 and 2
           Class Discussion
Week Two:  Chapters 3, 4 and 5
           Discuss Article Report (Written & Oral) 
           Class Discussion
Week Three: 
Chapters 6, 7, and 8
            Test 1 Review
            Research Paper Topic Discussion
Week Four: Chapters 9 and 10 
           Research Paper Discussion
           Test 1
Week Five: Chapters 11, 12 and 13
           Class Discussion
Week Six:
Chapters 14, 15, and 16
            Discuss Research Paper
Week Seven: Chapters 17, 18 and 19
            Research Paper Due
            Article Report Written Due
            Final Test Review  
Week Eight: Article Report Oral Presentation
            Final
Method of Evaluation:              %of Grade:


Grading Scale:

     251 – 290   A






90 - 100  A

     192 – 250   B       





80 - 89   B

     143 – 191   C       





70 - 79   C

      48 – 142   D






60 - 69   D


47 & Below F


                        59 & below F

Description of Methods of Evaluation: 

A. Exams: There will be two exams, each worth 100 points. Makeup exams will be given only in cases of excused absences.
B. Research Paper: Each student will write a research paper 5-7 pages on a marketing topic which will be provided by the instructor. 
C. Current Event Articles: Each student will prepare two Marketing –Related current event article reports. Select from a current (within the past 30 days) publication (newspaper, news, magazine, etc). Summarize the article in your own words, stating the main points. State your conclusions, (opinion) about the article. A copy of the article must be submitted with the report. REPORTS MUST BE MARKETING-RELATED. One report will be presented orally to the class. There is a five point penalty for each late report. Each report is worth 40 points and 10 points for the oral presentation.

Additional Course Information (i.e. instructional methods, out-of-class activities, etc.): A. Introduction to basic marketing functions; identification of consumer and organizational needs; explanation of economic, psychological, sociological, and global issues; and description and analysis of the importance of marketing research.

B. MRKG 1311 is a required course in the Marketing and Sales Management degree and

certificate programs and the Entrepreneurship certificate program.

C. This course is occupationally related and serves as preparation for a career in marketing or general business management.

D. Prerequisites: None

E. Alphanumeric coding used throughout this syllabus denotes integration of the

Secretary’s Commission on Achieving Necessary Skills (SCANS) occupational competencies (CA, C1, 2, B, etc.) and foundation skills (B, C1, 2, FA, etc.) for this course. The instructor will ensure the designated SCANS competencies and skills are addressed in the course. A detailed description of each competency/skill is contained in “A SCANS Report for America 2000,” Executive Summary, furnished separately.
Additional Information from the Instructor (make-up exams, rounding of grades, cell phone/pagers, etc.): 

A. Cellular Phones and Beepers: Cellular phones and beepers will turned off while students are in the classroom.
B. Class Attendance: You are expected to attend each class period, be on time and stay for the full class period or be counted absent. Attendance will be taken at the end of the class. You are responsible for all course material missed due to absence. The instructor does not provide notes for classes missed.

