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1 Introduction to marketing 1 1 2

2 The marketing environment 1 1 2

3 Marketing mix 2 2 3

4 Consumer buying behavior 2 2 3

5 Market information and 2 1 3
marketing research

6 Marketing segmentation, 2 2 3
targeting and positioning

7 International market entry 2 1 3
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Service marketing 2 2 3

9 Green marketing
10 Marketing Plan, Control and 2 1 3
Audit
11 Marketing Communication Mix 1 1 2
€ o))
12 Sun Tze’s Art of Warfare and 1 1 2
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FENEA:

—. define marketing and discuss its core concept

. understand basic concepts of marketing
—.. trace the evolution of marketing
V0. understand the importance of studying marketing

1. present a real case of marketing activities
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The marketing environment

FENEA:

—. describe the environmental forces that affect the company’s ability to serve its customers;

. explain how changes in the demographic and economic environments affect marketing decisions;
—.. identify the main trends in the firm’s natural and technological environment;

VU, explain the key changes that occur in the political and cultural environments.

HE M/ : PEST analysis, macroenvironment, microenvironment
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— . 1identify the components of the marketing mix in the marketing of a product or service;
. make use of the Boston Matrix to analyze a business;

—. make use of the Product Life Cycle to analyze a business

VU, use different pricing methods in business context

HE MR : Boston Matrix, Product Life Cycle, Pricing methods
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Consumer buying behavior

FENEA:

—. define the consumer market and construct a simple model of consumer buying behavior;
. analyze how consumer decision making varies with the type of buying decision;

—. explain the stages of the buyer decision and adoption processes

M buyer decision process, types of buying decision behavior
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Market information and marketing research

FENEA:

— . explain the importance of information to the company;

. understand the advantages and disadvantages of various methods of collecting information;
—. use the main methods for estimating current market demand

HE MR : various methods of collecting information
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Market segmentation and positioning

FENEA:

— . explain what is meant by market segmentation and positioning and what bases on which we can
choose to segment a market;

. understand the basic requirement for market segmentation;

—. evaluate how to segment a market---the basic process

VU, offer examples to clarify how to position to gain competitive edge

MR : market segment process
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International market entry

FENEA:

—. explain what globalization is;

. the different ways of entering a new market

—.. the factors which should be considered when entering a quite new market;

V0. the advantages and disadvantages of the different ways of entering a new market.
B MER: factors considered in global marketing
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Service marketing
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—. define and classify service;
. describe the characteristics of service;
—. understand its marketing implication.

EAMES: nature and classification of services
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Green marketing

FENEA:

—. define green marketing and discuss its core concepts;

. understand basic concepts of green marketing;

—. understand the importance and necessity of green marketing
V. know how to make products “green”

1.+ know the present situation of green marketing in China market.
E MR : make products green by design
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Marketing Communication Mix

FENEA:

—. Define marketing communication mix and discuss its core concepts;

. Name and define the tools of the promotion mix;

—. Outline the steps in developing effective marketing communications;

V0. Understand what are the main steps in developing effective marketing communication;
T+ Understand how the promotion mix should be determined;

75~ Present a real case of marketing communication activities.

H S : marketing communication mix; main promotion tools;
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Marketing Plan, Control and Audit
FEAR:

—. Develop a marketing plan.

—_. Know the marketing control process.
—. Understand marketing audit contents.

H S marketing plan; marketing control; marketing audit
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Sun Tze’s Art of Warfare and Marketing

FENEA:

—. Explain some tactics of the Sun Tze’s Art of Warfare
. Apply the Sun Tze’s Art of Warfare to marketing.

B MER: Sun Tze’s art of warfare
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SEE—. Determining different types of demand.
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(—) Aims : Get the students to know different types of demand.
(=) Contents: Match different daily used products to different demand.
SEEE .. Classifying different marketing environments
(—) Aims : Get the students to know different marketing environment factors.
(=) Contents: case study in different situations.
SEEE = . Making full use of marketing mix
(—) Aims : Get the students to know how to integratly use the 4Ps
(Z) Contents: 1. Presentation
2. Case study
SEEEDY . Practising the process of consumer buying behavior
(—) Aims : Get the students to know the process of consumer buying behavior
(=) Contents: On-class performance
SEBE .. Practising searching and classifying information
(—) Aims : Get the students to know MIS and its application.
(=) Contents: On-line information searching
SEEE 7N Practising segmenting markets and positioning products.
( — ) Aims : Get the students to know the methods and skills of segmentation and
positioning
(=) Contents: Case study
SEEE . Deciding for companies the best way for entering a new market.
(—) Aims : Get the students to know different ways of entering a new market.
(=) Contents: Case study and students’ learning of charting.
S\ Service providing
(—) Aims : Get the students to know the appropriate ways of servicing.
(=) Contents: Students’ on-class performance.
SEEE /L Analyzing green products.
(—) Aims : Get the students to know the factors accounting for green products.
(=) Contents: real products analyzing.
S+, Learning to promote
(—) Aims : Get the students to know different techniques in promotion.
(=) Contents: Practise personal selling.
SE#E+—. Learning to plan, control and audit.
(—) Aims : Get the students to know the process of marketing plan, control and audit
(=) Contents: Practise the activities for marketing plan, control and audit
SEEE T . Quiz answering of Sun Tze’s Art of Warfare and Marketing
(—) Aims : Get the students to know the strategies of Sun Tze’s Art of Warfare and
Marketing
(=) Contents: studying the content of this masterpiece by quiz answering.
SEE+ = . Marketing Report
(—) Aims : Get the students to know how to write a complete marketing report.

(=) Contents: Practise the report writing skills according to Nestle’s sample.
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