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Key Dates 
 

 Wednesday, Jan. 19 Mktg Fundamentals Quiz  Wednesday, Mar. 9 Mid Term Exam 
 Wednesday, Jan. 19 Chapterha
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Course Objectives 
 

1. To acquaint students with the terminology and fundamental concepts of marketing. 
 

2. To develop business problem solving skills thorough use of the case method. 
 

3. To acquaint students with the techniques used in defining and selecting target markets. 
 

4. To develop an appreciation of the importance of looking at marketing from the customer's point of view. 
 

5. To survey the components of the marketing mix and show how they apply and inter-relate to the solving of marketing 
problems. 
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Winter 2005 Class Schedule  
                           
Date  Topics / Key Questions         Reading 
    
Feb 2  Marketing Planning/Marketing Strategy 

Chapter 7 Quiz - Wednesday, Feb 2 
 

- Describe the relationship between OBJECTIVES, STRATEGIES, and  Chapter 7 
   EXECUTION/TACTICS.  Explain the PLAN-DO-CHECK cycle.    and CASE TBA 

- Distinguish between CORPORATE PLAN/STRATEGY and a MARKETING 
PLAN/STRATEGY. What is a MISSION STATEMENT?  What is a VISION  
STATEMENT? 
- Briefly describe the following Corporate Strategies: PENETRATION, CROSS  
MARKETING, STRATEGIC ALLIANCES, ACQUISITIONS, DIVESTMENTS,  
VERTICAL INTEGRATION, NEW PRODUCT 91 0 Td
y P 91 0 Td
y c IM�ly  

- BrCR�re
f
4621 5922 6.99976( )Tj
-322.341 -11.76 Td
(M)Tj
8.89715 0 Td
(A)Tj
7.09368 0 Td
(R)Tj
6.61275 0 Td
(K)Tj
7.21391 0 Td
(E)Tj
6.13182 0 Td
(T)Tj
6.25205 0 Td
(I)Tj
3.36649 0 Td
(N)Tj
7.21391 0 Td
(G)Tj
6.01159 0 Td
(,)Tj
2.52487 0 Td
( )Tj
2.52487 0 Td
(S)Tj
5.53066 0 Td
(T)Tj21391 0 Td
(G)Tj
6.01159 0 Td
(,)Tj
2.52487 0 Td
( )Tj
2.52487 0 Td
(S)Tj
5.53066 0 Td
(T)T 0 Td
(P)Tj
5.65089 0c391 0 Td
(G)Tj
6.01159 458 0 Td
(s)Tj
3.84742 0 Td0 0 Td
(S)Tj
5.53066
(N)Tj
7.21391 0 TdTj
3.84Tj
7.21
GP G

s58 0 TTd
(S)T42
7.27
(�)Tj
2.28436 0 Td
(58 0 �)Tj
2.281G
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Winter 2005 Class Schedule 
                           
Date  Topics / Key Questions         Reading 

 

Feb 16 Consumer Behavior 
Chapter 4 Quiz - Wednesday, Feb. 16 

 

-Define CONSUMER BEHAVIOR.  Why is Consumer Behavior referred to Chapter 4 
 as a “black box?”   
-Discuss the influence of CULTURE and SUBCULTURE on consumer 
 behavior.    
-List the 6 SOCIAL CLASSES.  How does SOCIAL CLASS influence buyer 
 behavior?  Explain why INCOME and SOCIAL CLASS are different  
 segmentation variables.  What is a REFERENCE GROUP? 
-Discuss the following influences on consumer behavior: FAMILY,  
 OCCUPATION, ECONOMIC CIRCUMSTANCES, LIFESTYLE, and SELF CONCEPT. 
-Distinguish between a MOTIVE and a NEED.  Explain how MASLOW’S  
HIERARCH
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Winter 2005 Class Schedule 
                           
Date  Topics / Key Questions         Reading 

 
Apr 6   Direct Marketing and Other Promo Tools 

  Chapter 14, 15, and 16 Quiz – Wednesday. Apr 6  
Take Home Final Distributed – Wednesday, Apr 6 

 
-What is PUBLIC RELATIONS?  What is PUBLICITY?  Compare publicity Chapter 14 
 with advertising.  Briefly describe the 5 PR TOOLS OF THE TRADE.  

 
  - What is DIRECT MARKETING?  What is DIRECT RESPONSE   Chapter 15 
    ADVERTISING? Briefly describe the following direct response tools: 
   DIRECT MAIL, DIRECT RESPONSE TV, CATALAOGUES, TELEMARKETING, 
  WEB SITES, E-MAIL MARKETING. 
   

-What is SALES PROMOTION?  Recognize various sales promotion tools. Chapter 16 
 When is sales promotion used? 
-What is PERSONAL SELLING?  When is it used? 
-What is EVENT MARKETING?  What is a SPONSORSHIP?  Discuss the 
 5 CONSIDERATIONS for participation in Event Marketing.  

 
Apr 13  Price  

Chapter 10 Quiz - Wednesday, Apr 13 
 

-Compare PRICE with NON-PRICE competition. Discuss the 4 FACTORS Chapter 10 
 AFFECTING PRICING.  Discuss the 3 BASIC PRICING METHODS. 

   -Compare a SKIMMING strategy to a PENETRATION strategy.  What is  Pg. 305-07 
 PSYCHOLOGICAL PRICING?      and 292-95 
 
-Pra(i)Tj
2.76533 0 Td
(b)Tj
5.04973 0 Td
a


