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Course Goals
Marketing is a crucial activity for firms’ performance. It deals in the relationships between the firm and its customers, who determine its business success. Since this is the first marketing class for most of you, we shall study its language first. Later, we shall focus on developing your marketing capabilities and ability to analyze and critically examine a firm’s activity using a marketing perspective. The course is designed to provide you with basic concepts and strategies and prepare you for advanced marketing courses, which will prepare you for the marketing challenges in a world, in which the importance of a marketing orientation is growing continuously. Additionally, I hope that during the duration of the course, you will get used to thinking in “marketing” in all managerial facets. 
1. To continue developing your grasp of the basic concepts of marketing strategy.

2. To develop a set of tools for managing the marketing operation.

3. To continue your preparation for the more advanced courses in marketing.

4. To develop your ability to manage the marketing mix.
Course Contents
1. Knowledge, understanding, and clarification of expectations, contents’ overview, and introduction to marketing management.
2. Private and institutional buyer behavior

3. Market research and market attractiveness

4. Segmentation, positioning, and differentiation

5. Strategic tools

6. Internet’s impact on marketing
Course Philosophy and Material
Our course will use Kotler (2005), Marketing Management. Additionally, you should master the material in our lectures and class discussions. On my part, I will be delighted to make myself available by any means. You are most welcome to visits to my office (except just before our meetings, which is when I prepare for them), phone, fax, or e-mail. Do get in touch for any purpose, class-related, program-related, or otherwise.
Course Requirements
I assume that you are all excellent students, who aspire to get value for the money and effort you invest during the program, in general, and our class, in particular. Thus, I know that you will attend all class meetings and actively participate in these meetings on a regular basis. I will assess your understanding of the course through the final exam. 

Grading

The final exam will constitute 90% of your grade. The “closed-book” exam will cover all relevant materials our text, lectures, and class discussions. It will include multiple choice questions from two sources. First, each of you will prepare four questions (and four possible good answers to each – one correct and three false) you might want to see in the final exam. You will designate one student from the class to whom all questions will be sent. That student will collect all questions in a uniform format and e-mail the document to me and to all students by the end of Thursday two weeks before the end (to clarify – by the end of the meeting before the last). I hope to base the final exam mostly on some of your questions, so prepare them with care. Second, I shall include some questions of my own (that will not be provided to you before the exam (). 

Another 10% will be based on attendance and participation in class meetings. This is designed to motivate you to come and to take part in our interactive meetings.
Course Contents and Sceduling (bullet number designates class meeting)
I hope to be able to cover all of the following topics, but suspect we shall not be able to cover all of them. While some of the transparencies we shall use cover text material, there is a good number from other sources (as noted, all such slides can be used for final exam questions, so take it into consideration). 

1. Segmentation, positioning, and differentiation

2. Strategic tools

3. Internet’s impact on marketing
Meeting 1: Introduction to marketing management 

Meeting 2: Models of private and institutional buyer behavior

Meetings 3-4: Market research and market attractiveness

Meeting 5: Segmentation of markets, bases of segmentation, perceptual maps and their use in positioning and differentiation
Meetings 6-7: Strategic marketing tools
Meeting 8: The advent of the Internet and its many impacts on how marketing is managed
Good luck and enjoy the class!
Dr. Aviv Shoham
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