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Principles of Marketing
Course Information:

Course Prefix/Number:  
MKT 211


Dept/Course Title: 
Principles of Marketing
Class Days/Times/Room:  
TBA





Credit Hours:  

3







Prerequisites:  

None

Required Assessments:  
Portfolio
Teaching Format:  
A combination of lecture, class discussion, small group interaction, and case discussion will be used
Instructor Information:
Name:
Cindy Barnes 


US Mail:  Eastern Arizona College
615 N. Stadium Ave. #113

Thatcher AZ 85552-0769

Phone/Voice Mail:   (928) 475-2378 or (928) 792-8252
E-mail: cindy.barnes@eac.edu   URL: http://teach2.eac.edu/barnes/index.htm
Office hours: I will be on campus from 4:30pm – 9:30pm any questions or concerns please contact me in person, email or home phone.  
Principles of Marketing
Course Syllabus

Instructional Materials: 
E-mail account with appropriate e-mail address

Binder for your portfolio items

One blank 3 ½-inch floppy disk, or 1 zip, or 1 USB smart drive.  Start good backup habits early and you won't kick yourself later when your files are lost.  
Required Text: TITLE:Essentials of Marketing AUTHOR:Perreault  EDITION:12th COPYRIGHT YEAR:2010 PUBLISHER:McGraw-Hill ISBN:9780073404813 

.
· It may be helpful to have a notebook to take notes or to keep class assignments and a pocket folder for handouts. 

· Browser Microsoft Internet Explorer or Mozilla Firefox. Operating System: Windows 7 or some compatible system. If you do not have Microsoft Office, please save documents as rich text format when you send materials to the instructor electronically.
· The learner is required to submit an e-mail address to the instructor that will be used during the extent of the course. I check e-mail daily and will respond within 24 hours by.
· Note: The Eastern Arizona Community College Bookstore can be accessed and books ordered through them
Educational Value

A. TO GENERAL EDUCATION: Acquaints the student with important market forces and concepts that are ever-present in today's consumer environment. The course introduces concepts which will help the student understand these forces.

B. TO MAJOR / PROGRAM: Required for the Business Administration and Small Business Management AAS degree and the Small Business Proprietor Certificate. It also serves as an option choice for several other occupational programs.

C. OTHER: The principles learned in this course assist students in understanding and managing one's own personal day-to-day affairs.
Description

A study of all the business functions performed in getting goods and services from the producer to the

consumer, including understanding the customer and designing an appropriate system of products,

pricing, promotion, and distribution to meet customer needs.
Course Objectives:  What you will learn as you master the competency:
· Analyze the contemporary marketing environment
· Characterize marketing planning, information and segmentation

· Explain buyer behavior and relationship marketing

· Summarize how sales and customer service can impact overall marketing strategy and

· effectiveness

· Show how effective distribution strategy contributes to a successful business

· Summarize the uses of effective promotion

Course Requirements:    "Deal with yourself as an individual worthy of respect and make everyone else deal with you the same way." Nikki Giovanni 

Respect for yourself, for other people, property and for learning is critically important in my classroom.  Follow this rule and you will succeed.  
Important Phone Numbers:

San Carlos High: 928 475-2378 or Thatcher Campus  (928) 428-8590
CLASS ENVIRONMENT
The outline and structure of this course creates a set of common expectations for your work. Here are some general considerations I wish to emphasize:

· Attendance:  Managing your time well is crucial if you are to achieve success on the job, college or a business. Try to meet deadlines for projects and daily activities. Prioritize your activities. Create a balance between personal responsibilities and those of the job. Overall, you should try to effectively manage all the information which comes to you. Managing your time well will increase productivity. This will result in a high level of satisfaction, thereby reducing stress and increasing your level of motivation.
· Workload:  Students are expected to spend an average of 9 hours per week attending class sessions, doing assignments and research, reading and preparing for exams.  The standard Carnegie Unit of college credit assigns one credit hour for each 15 hours of class time and assumes that students spend two hours working outside the classroom for each hour of classroom instruction.  For a three-credit course, this translates to 135 hours per semester or an average of nine hours per week for a 16-week semester.
· Guidelines:  Please read all guidelines for Eastern Arizona College. You will be responsible for knowing the guidelines, policies, and procedures of Eastern Arizona College. The information can be found at the Eastern Arizona College website http://eac.edu/ 

· Classroom Behavior:  Students creating disturbances that interfere with the conduct of the class or the learning of others will be asked to leave.

· Relationship:  The relationship between learner and coordinator is important. While coordinators are responsible for providing course content, we also serve as mentors to assist in your continuing education and socialization into the profession of business. Feel free to discuss your particular needs with me.

· Philosophy:  I believe your educational experiences should be both beneficial and enjoyable.  I believe the ideal attainable situation is one where the students and the instructor look forward to class with eager anticipation.  The only way this can be attained is through class preparation by everyone and a permissive class atmosphere.  
Principles of Marketing
MKT 211 Grading Policies

Academic Integrity: 
· Violations of scholastic ethics are considered serious offenses by Eastern Arizona College, the Business Department and by your coordinator. Students may consult the EAC Student Handbook sections on student code of conduct, on scholastic ethics and on the grade appeal procedure. 
· All work done for this class must be your own.  While you may discuss assignments with other class members, the final written project must clearly be your own.  You may use work from books and other materials if it is properly cited.  Copying from a book without proper reference or from a person under any circumstances will result in an F for the assignment, and at the instructor's discretion, possibly an F for the course.
· Students are expected to abide by the Student Code of Conduct and the Scholastic Code of Conduct found in the Eastern Arizona College Student Handbook. 
ADA Compliance: 

Eastern Arizona Community College strives to comply with the provisions of the Americans with Disabilities Act and Section 504 of the Rehabilitation Act. Students with disabilities requiring special accommodations must notify the instructor of this need or directly contact the Disabled Student Resources Office on your campus at the beginning of the semester. 

Classroom Behavior: 

· Because of insurance limitations, non-registered visitors are not allowed at class sessions or on field trips.

· Possession of drugs, alcohol or firearms on college property is illegal.

· Eating, drinking, smoking and soliciting are not allowed in classrooms.

· Pets, telephones, pagers and other electronic devices that distract students are not allowed in classrooms.
· Students creating disturbances that interfere with the conduct of the class or the learning of others will be asked to leave.
Withdrawals:  

The last day for a student to initiate an official withdrawal from a semester-length course and receive a “W” grade is six weeks prior to the last Friday before final exams.  The instructor will not initiate a withdrawal from a semester-length course.  It is the student’s responsibility to withdraw from their course, not the instructors.  Withdrawal for Short-Term and Open-Entry Exit course is the last day of the class.
I find grading the most difficult of all teaching tasks.  However, I have a responsibility to evaluate a student’s academic performance.  Accordingly, grading rationale will be calculated as follows:
	Assignments 
	Points
	
	Grading Scale

	4 Exams (85 points each)
	   340
	
	A 
900-1000 points



	Marketing Plan & Presentation
	250
	
	B 
800-899   points



	5 Case Studies 
	 100
	
	C 
700-799   points



	DECA
	100
	
	D 
600-699   points



	Hands-on Activities
	160
	
	F
 0-599      points 



	Post Test
	  50
	
	

	Total Points 
	1000 
	
	


Ultimately your grade will be based upon the above and your initiative to pursue further studies, such as excellent communication and interpersonal skills, decision making and problem solving.

Make-up Exams:  Your exam is exercising a high level of dedication and commitment to your future.  You should be seen as possessing positive work attitudes
Extra Credit Opportunities:  None, it is important to complete the assigned documents
Final Grades:  Final grades can be requested by contacting the EAC Records and Registration Office at 1-800-678-3808, ext. 8270.  On Line:  Log on to www.gilaccc.org and lick on Gila Hank Online to access GCC/EAC’s real time internet registration system. For more information contact GCC administrative offices at 425-8481 

Not an Easy Class--While this class isn't rocket science, it's not necessarily easy.  This class has a heavy workload and it requires hours of reading and research to make sure you understand what is available to you. All this considered, if you were looking for an "easy A," this may not be the course for you.
Assignment Overview
(DECA - An Association of Marketing Students)

Collegiate DECA is a student driven organization that values competence, innovation, integrity and teamwork.  DECA is co-curricular, which means that it is an integral component of the marketing curriculum.  Active participation is strongly encouraged as it is known for initiating and implementing a variety of activities around the campus. 
(Written Exams -- 340 points 
You will be given a test over each unit. The dates are indicated on your lesson sheet.  The tests will be true/false, multiple choice, matching, and essay.  Some of the test questions will be factual in nature but some will be application.  Tests are given only during the scheduled time.  A college-sponsored activity is a valid excuse as long as arrangements are made prior to your absence.  There are no makeup exams so plan accordingly.  
(Cases—100 points – See Textbook's Companion Website for details
Individual or teams will be assigned a case from our textbook.  Give an overall review of the case and then your recommendation(s) for the next step for the company.  Include up to date information from the industry that your company is a part of.  Be sure to include what there is for other small businesses to learn from your case.  You will present your findings to the class and conduct the class discussion for that case.  Submit a written report before your presentation.  Include copies of any presentation material that you plan to use.

(Hands-On Activities—160 points

Assignments will be available online and printed for all students.  Hands-on activities are as follows:

1. 4 P's Product Pitch - Your team will create a sales pitch for a newly invented product/service. 

2. Advertising Campaign Project - Your team are account executives for an advertising agency.  Your supervisor has asked your team to design an advertising campaign for a potential new client Winter Park Ski Resort.

3. Product Placement Web Quest - This is an individual project reviewing product placement for various items.

4. Sales Promotion - You and a partner must develop a promotional plan for the new Twilight Movie: Breaking Dawn: Part 1. You will need to develop a MIX of promotional strategies in order to have an effective campaign. 

(Marketing Plan & Presentation—250 points 
You will develop a Executive Overview (50 pts), Situational Analysis (50 pts), SWOT (35 pts), Objectives (35 pts), and Strategy (40 pts) Financial Forecast (40).  Points will be deducted for mechanical errors.  See sample marketing plans and resources http://www.eacfaculty.org/cbarns/business.htm A complete assignment and grading rubric will be available online and given to students.

Students’ presentation will be evaluated by the clients (class members) based on the rubric
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“SUCCESS IS THE ONLY OPTION”

I hear and I forget. I see and I remember. I do and I understand.
-- Confucius, 551-479 B.C.
Housekeeping: Please email me cindy.barnes@eac.edu with the following information:  (If you do not have an email address please create one in Yahoo.  (Write down your ID and Password and save it).  
Name

Acknowledgment of Receipt of Syllabus
Please state whether you have received the MKT 211 syllabus (including course objectives, policies, requirements and schedule) and have read and understand all the enclosed materials.
Course expectations

Work experience 

Educational background

Anything else you would like the instructor to know about you 
ALL ASSIGNMENTS NEED TO BE EMAILED TO THE INSTRUCTOR AS AN ATTACHMENT
Additional Reading on Email:
· Email Netiquette: http://www.albion.com/netiquette/  (Save on your favorites or email this link to yourself as a reference)

· Quiz: http://www.albion.com/netiquette/netiquiz.html  (E-mail instructor your score to record)

· Sign up for Email Tips: http://www.albion.com/netiquette/list.html 
· Emoticons: http://en.wikipedia.org/wiki/List_of_emoticons
· Computer Ethics - http://www.southernct.edu/organizations/rccs/
· Read and sign syllabus that can be found online http://teach2.eac.edu/barnes/toc.htm 

· Familiarize yourself with my website http://teach2.eac.edu/barnes/index.htm as I refer to the many resources I've made available.  
· Most of this class will be web based material.  

· Create a folder on your computer and call it MKT 211.  
· Create a folder on your yahoo/hotmail account to file emails and information about this class.  

· Let's talk about calendars, organizing and scheduling.  

I will send you a reply by the next time we meet.  We will discuss the various features of managing and maintaining an email account, create a class folder on yahoo and on computer and calendar in yahoo account.  
All of your assignments need to be emailed to me as an attachment.  In the subject line please put the name of the class MKT 211, within the email tell me what the assignment is and then of course attach the document
[image: image1]Let’s get ready for class!

The following class schedule is developed as a guide and may change at the discretion of the instructor.   How fast the class goes and how well we cover the topics hinges on the class’ ability to absorb the material and completing the tasks.  This course is designed for the student to take an active roll in their learning.  
Arthur W. Chickering and Zelda F. Gamson
"Learning is not a spectator sport. Students do not learn much just by sitting in class listening to teachers, memorizing prepackaged assignments, and spitting out answers. They must talk about what they are learning, write about it, relate it to past experiences, apply it to their daily lives. They must make what they learn part of themselves." 
	Week 1 

	1. Course Introduction – Review and sign syllabus
2. Pre test

3. Familiarize yourself with the textbook companion website - highered.mcgraw-hill.com/sites/0072246208/student_view0/  
4. Create teams/groups

5. Introduce DECA, agree on date/time for meetings. 

6. Chapter 1Marketing's Role in the Global Economy

7. Chapter 2 Marketing's Role within the Firm or Nonprofit Organization

Assignment:

· Instructor will provide marketing readings related to Native Americans

· Case study – Any case study that interest you on page 31.
· Web search item on the importance of marketing to our economy, specifically to the reservation; summarize, provide link and turn in one page max.


	Week 2


	1. Chapter 3 -Focusing Marketing Strategy with Segmentation and Positioning

2. Chapter 5 - Final Consumers and their Buying Behavior

3. Chapter 6 - Business and Organizational Customers and their Buying Behavior

Assignment:

· Video Case 2 - See Case Study requirements on page 5
· Type a one page max document on your business venture.  This will be your Executive Overview of your marketing plan.  Be sure to include the fundamental requirements for a good business idea relate to:

1. Market factors, competitive advantage, economics, management capability, and fatal flaws.
2. Is your start up idea type A, B or C
3. Be sure to utilize the key terms from chapters 1-6 on your Executive Overview

	Week 3
 
	1. Test on chapters 1, 2, 3, 5 & 6

2. Chapter 7 -Improving Decisions with Marketing Information 

3. Chapter 8 -Elements of Product Planning for Goods and Services 

4. Chapter 9 -Product Management and New- Product Development 

Assignment: 

1. Sales Promotion - Instructor will have full assignment.  An overview is on page 5.

2. Review your initial Executive Overview.  
3. Develop a SWOT for your marketing plan

4. Write your Situation Analysis.  
Stage One - Situation Analysis 

· Marketing environment.

· Laws and regulations.

· Politics.

· The current state of technology.

· Economic conditions.

· Sociocultural aspects.

· Demand trends.

· Media availability.

· Stakeholder interests.

· Marketing plans and campaigns of competitors.

· Internal factors such as your own experience and resource availability.



	Week 4 & 5

	1. Chapter 10 - Place and Development of Channel Systems 

Assignment:
Write your marketing objectives

Stage Two - Set marketing objectives.

SMART objectives. - SMART objectives should seek to answer the question 'Where do we want to go?'.
· Specific - Be precise about what you are going to achieve.

· Measurable - Quantify you objectives.

· Achievable - Are you attempting too much?

· Realistic - Do you have the resource to make the objective happen (men, money, machines, materials, minutes)?

· Timed - State when you will achieve the objective (within a month? By February 2013?).

If you don't make your objective SMART it will be too vague and will not be realized. Remember that the rest of the plan hinges on the objective. If it is not correct, the plan may fail.



	Week 6 & 7

	1. Exam on Chapter 7, 8, 9 & 10
2. Chapter 11 - Distribution Customer Service and Logistics 

3. Chapter 12 - Retailers, Wholesalers, and Their Strategy Planning 

Assignment:

Product Placement Web Quest - Assignment will be given  from instructor.  Overview can be seen on page 5.

Continue working on your Marketing Plan - Keep the following in mind and utilize the terminology in your textbook.

Case Study for Chapter 12 

· The Distribution Channel - Describe how you will get the product or service from raw materials stage to consumer product and delivered to the customer.  

· Pricing Strategies - What do you anticipate your gross profit margins will be for your business? (A gross profit margin is the price you get for your product or service less the cost of producing it.)

· Sales Strategy – Introduction to your overall sales and promotion strategy.
· Selling Approach - describe your selling approach. 
· Sales Task Force Management - describe your plans for educating and motivating your sales representatives.
· Promotion Strategies - describe your planned approach for promotion--how you will use advertising and/or public relations. 


	Week 8

	1. Chapter 13 - Promotion- Introduction to Integrated Marketing Communications 

2. Chapter 14 - Personal Selling and Customer Service 

3. Exam chapters 11, 12, 13 and 14

Assignment: 

4 P's Product Pitch - Instructor will have assignment, overview on page 5 of syllabi.

Case Study - Chapter 14



	Week 9 & 10
	1. Chapter 15 - Advertising and Sales Promotion 

2. Chapter 16 - Pricing Objectives and Policies 

3. Chapter 17 - Price Setting in the Business World 

Assignment:
Write your target market

Stage Three - Describe your target market

· Which segment? How will we target the segment? How should we position within the segment? 

· Why this segment and not a different one? (This will focus the mind). 

· Define the segment in terms of demographics and lifestyle. Show how you intend to 'position' your product or service within that segment. Use the tools on instructors website to assist in strategic marketing decisions such as Boston Matrix , Ansoff's Matrix , Bowmans Strategy Clock, Porter's Competitive Strategies, etc. 

Stage Four - Marketing Tactics.

Convert the strategy into the marketing mix (also known as the 4Ps). These are your marketing tactics.

· Price Will you cost plus, skim, match the competition or penetrate the market?

· Place Will you market direct, use agents or distributors, etc?

· Product Sold individually, as part of a bundle, in bulk, etc?

· Promotion Which media will you use? e.g sponsorship, radio advertising, sales force, point-of-sale, etc? Think of the mix elements as the ingredients of a 'cake mix'. You have eggs, milk, butter, and flour. However, if you alter the amount of each ingredient, you will influence the type of cake that you finish with.




	Week 11 & 12
Week 13
Week 14 & 15

Week 16


	Appendices: 
A. Economic Fundamentals 

B. Marketing Arithmetic 

Assignment:
Stage Five - Marketing Controls.

Remember that there is no planning without control. Control is vital.

· Start-up costs.

· Monthly budgets.

· Sales figure.

· Market share data.

· Consider the cycle of control.

Finally, write a short summary (or synopsis) which is placed at the front of the plan. This will help others to get acquainted with the plan without having to spend time reading it all. Place all supporting information into an appendix at the back of the plan.

1. Chapter 17 - Ethical Marketing in Consumer-Oriented Societies: Appraisal and Challenges 

2. Appendices: Career Planning in Marketing 

"Choose a job you love, and you will never have to work a day in your life."
—Confucius

Assignment:

Marketing Plan Presentations

FINAL EXAM - MAY 7TH
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Thank you for a wonderful journey! Your self-learning starts from here!

"It is good to have an end to journey toward, but it is the journey that matters in the end."
--Ursula K. LeGuin
Student Grade Sheet

      Name:




  Semester:

	Assignments 
	Points

	4 Exams (85 points each)
	   340

	Marketing Plan & Presentation
	250

	5 Case Studies 
	 100

	DECA
	100

	Hands-on Activities
	160

	Post Test
	  50

	Total Points 
	1000 


	I
	4 Exams 85 points each
	

	II
	Marketing Plan & Presentation

	

	III
	5 Case Studies @ 20 points each
	

	V
	DECA
	

	VI
	Hands-On Activities
	

	IX
	Final Exam
	

	X
	Total Points
	/1000


Marketing 211  SYLLABUS

Caveats:  This syllabus is a written contract involving the instructor, student and the college.

Your instructor will make every attempt to follow the above procedures and schedules, but they may be changed in the event of extenuating circumstances.

Students submitting assignments through the mail are advised to make copies for their own protection.
If you move during the semester, please file a change of address form at any college campus registration office.
Student/Instructor Contract

Acknowledgment of Receipt of Syllabus

Please sign and return the following acknowledgment to me in class.  
____I have received my Introduction to Entrepreneurship syllabus (including course objectives, policies, requirements and schedule) and have read and understand all the enclosed materials.           

 

____I have no objection to receiving an occasional call from the instructor at the number given with my registration materials.  







        

____I prefer that the instructor not call or contact me by phone anytime during the semester.                       



____I would like to be contacted by the instructor regarding the following concerns:

        

        
Name _______________________________________             Student ID #

         Phone




   E-mail address

�


�
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