	MBA 612: MANAGERIAL MARKETING

Fall 2008
Thursdays, 5:45 – 10:00 p.m.

K-9

	Instructor:


	
	Bill Moylan
	Phone:
	
	956-7681

	Office Hours:
	
	By appointment
	
	
	
	

	E-mail:
	
	wmoylan@hawaii.edu
	

	Course Description:
	
	

	Fundamental concepts, issues, and problems in marketing in today’s business environment. 

	We will review marketing’s role as the “hub” of activity and decision-making within the organization. Special attention is given to the analytical approach to marketing in a competitive environment, and the role of the marketing plan in planning, implementing, and analyzing marketing activities.

	Course Objectives:
	
	

	By the end of this course, you should understand: 

	
	· The role of marketing in the organization, including how it differs from sales.
	

	
	· The purpose and the development of the marketing plan.
	

	
	· The four “P’s”: Product, Price, Place (Distribution), and Promotion
	

	
	· How to develop marketing strategy in a competitive market.
	

	
	· The role, as well as the limitations, of marketing research as a tool in decision-making.
	

	
	· How industrial marketing differs from consumer marketing.
	

	
	· The language of marketing.
	

	
	· The increasing opportunities (and threats) the Internet poses for marketers.
	

	
	· The ethical challenges and issues the marketer faces.
	

	Course Methodology:

	We will use a variety of methods to cover the material:

	
	· Lecture
	· Class discussion
	· Case studies

	
	· Assigned reading
	· Group exercises
	· Individual exercises

	Central to class discussions will be real-world examples of how companies use these marketing concepts in practice. Specific companies and products which will be discussed include:

	
	· Nike
	· Microsoft
	· Intel

	
	· Electronic Arts
	· Coke and Pepsi
	· Sony

	
	· David Sunflower Seeds
	· Frito-Lay
	· And many others
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	Text: “Marketing: Real People, real choices” Pearson/Prentice Hall. ISBN: 0-13-229920-8

	

	Class Grade Components:

	
	15%
	Unannounced quizzes

	
	15%
	Class participation

	
	25%
	Midterm Exam

	
	45%
	Final exam covers entire course.

	
	100%
	

	
	Unannounced quizzes

	
	
	There will be two unannounced quizzes at the beginning of class on the material that was assigned for reading that day. Absent students will have the final exam grade component increased commensurately.

	
	Attendance and class participation

	
	
	Students are expected to show up prepared for this class—there are only 14 class meetings and they are all very crucial.  Students are encouraged to participate in class discussions, and your grade will benefit from exemplary participation.

	
	Group exercises

	
	
	Throughout the course there will be impromptu breakouts into “group exercises.” Groups will be given 5 – 20 minutes to collectively discuss an issue, and then will be asked to deliver a verbal report of findings.

	
	Midterm and Final Exams

	
	
	The midterm and final exams will be multiple choice. The final will be comprehensive. It will cover material asked on the earlier midterm (although not identical questions), but will also include new material. 

Midterm: November 6
Final Exam: December 11
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Course Outline

	Class
	Date
	Topic
	Required Reading (prior to class)

	1
	10/9
	
	Introduction to course: creating value
Strategic marketing planning
	Ch. 1
Ch. 2

	
	
	
	
	
	

	2
	10/16
	
	Marketing environment 

Market research
	Ch. 3

Ch. 4

	
	
	
	
	
	

	3
	10/23
	
	Consumer behavior
	Ch. 5

	
	
	
	B2B marketing
	Ch. 6

	
	
	
	
	
	

	4
	10/30
	
	Target marketing and segmentation
	Ch. 7

	
	
	
	New product development
	Ch. 8

	
	
	
	
	
	

	5
	11/6
	
	Midterm Exam

Product management
Service marketing
	Ch. 9
Ch. 10

	
	
	
	
	
	

	6
	11/13
	
	Pricing
Marketing communications
	Ch. 11
Ch. 12

	
	
	
	
	
	

	7
	11/20
	
	Advertising and sales promotion

Selling and sales management
	Ch. 13
Ch. 14

	
	
	
	
	
	

	8
	12/4
	
	Supply chain management
Retailing
	Ch. 15
Ch. 16

	
	
	
	
	
	

	
	12/11
	
	Final Exam (covers entire course) 

     5:15 – 7:30 PM
	
	


