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Course Outcomes – Principles of Marketing

(MRKG 1311)

Course Description:

Introduction to the 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.

Learning Outcomes:

Identify the marketing mix components in relation to market segmentation; explain the economic, psychological, sociological, and global factors which influence consumer and organizational decision-making processes; outline a marketing plan and interpret market research data to forecast industry trends and meet customer demands.

	Expected Competencies

(The enhanced course must include the following competencies.)
	Check if “Yes”

	The student can:


	

	1.
	Understand the relationship between the marketing mix and the target 
markets.
	

	2.
	Understand how marketing is related to other business functions and its importance to the success of the business entity.
	

	3.
	Understand the importance of consumer behavior as it relates to buying behavior.
	

	4.
	Identify, analyze, and use sources of marketing research information.
	

	5.
	Identify, understand, and apply basic marketing concepts to solving marketing challenges.
	

	6.  
	Understand good marketing practices and techniques and how to apply them.
	

	7.
	Develop a sound Integrated Marketing Communications plan.
	

	8.
	Understand the relationship of all the elements on the marketing mix and how they impact a specific company or product marketing strategy.
	

	9.
	Understand the impact technology - especially the Internet - is having on marketing.
	

	10.
	Understand the importance of customer service in today’s marketing environment.
	

	11.
	Demonstrate a fundamental understanding of the ethics and social responsibility of business.
	

	12.
	Define the benefits of an open market system.
	

	13.
	Identify the proper construction, interpretation, and discharge of contracts.
	

	14.
	Apply different product strategies for various branded, generic, and new products.
	

	15.
	Understand the different distribution strategies and how they are applied to different retailing demands.
	


Textbook, Hardware/Software, and Tool Recommendations:

Bearden, Ingram, and LaForge.  Marketing Principles and Perspectives, 3rd edition.

Hiam, Alexander.  Marketing for Dummies.

Perrault, William D. Jr., and E. Jerome McCarthy.  Essentials of Marketing, A Global-Managerial Approach, 8th edition.
