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Instructor: Lt Farredl

CMTiee Partteplaee: 7300

Tal © 530.300%
E-mail ¢farrellopre ab ca

CHfice Hours: Tiresday & Thursday, RO - Q-3 a m or by appointmen

Apporrtment 1€ s aliy hes

Required Text: Tuckwell. Keith] 2001 Canadian Marketine in Action (5th

ed.). Scarborourh: Prentice-Hall

Thiz rext pronndes the bulk of materal vou will studr for this eourse and wall be med
evtensivelr | may alen peovide vour with handowts. aricles. case studies. or other
materials. These are 1o be read and prepared. as ve wotttd 2 1exthook chapter

Course Description:

The development of 3 stratezic model znd s implementation 13 the prmare focus of this
prroductory course  Llsine the proneiples of preduct. price. place. and promonon. phes 1he
cracial importance of the gonsumer . students wall develop their anahical skills

Conrse Format:

BA 1000 consiste of 160 mimetes of weekh ipstrniction Monday & Wednesday, 830 .
@5 am The classwork will inelude 1 combingnon of lectures, ¢lass discussrons. widecs.
aroup work and presemations. and case studies

Course ODbjectives:
The obiectives for this course are

-

To acguam? students with the terminclogy 2nd fundamental concents of marketina:

To develap business prohlem-sohane skills through the use of the case method.

Te famibarize students wath the techmgues used in defining and selecting target
markets.

To develop an appreciation of the importance of looking at marketing from the
customer’s pomt af view

T symvey the comporents of the marketing mix and show how thev apph and inter.
relate 1o the salvme ot marketing problems



Uiniversity Transferahiliny:
Some (miversittes aad man professional croans2rtoons will acoept thie course a5 crade
Check wath {he recerarys gy s o7 mstrumon for confirmaton

Course Evaluatinn:
The followine components »all determune vour erads

Class Parrigiparion L

EFrmdrmerstils (g2 P

Chapter Beadme fynreee A

Midterm E=am idd

Final Exam 152
Participaticon

Tor met the most M of thes ¢lass refnilar attendance and active partderation 15 equnred

En addition, wsier chasemates learnme can be pmproved by vour constructve paricmpansn
m class.  Attendance wall ke taken at each clazs. znd 1 will monitor vour acibve and
ponstructive cantrthutinn 1o the ¢lase” learmemg Y our participation grade, worth 100, oy
the final erade_ w4l retlect both of these componenes

Murketing Fundamentol iz

The first two chasses will 2o through the basics of marketine A sirong grasp of these
basics 15 needed 1o understand the rest of the course. The Fundamentale Quiz wall ke
composed of reverse defimbions and multiple-choee questions. and will represent 5% or
your final arade

Chaprer {(Mizzes

I wn-class time 10 be used effectvele. you will have to do the required reading befire
class These tests will pive vou an meenrive to do o Each chaprer quiz will consst of 2
combination of 14 multiple-choice  and/or  reverse  detiatrons They wall rake
approximarely |5 mumtes to complete We will mark and de-brief these quizzes m class
immediately after vou have timshed wrnng them  {(Exceptions wll be made for properhy
documented absences only, 1. medical notes, et } Your beat 10 of' 1] quizzes will enpn
towards 30% of vour final erade

Midterm Exam

While the quizzes test stratoht knmwledoe of the course concepts. the Midterm {and Fmal)
will test your apphcation of the course matenal  Accordinghy, the Midterm will be
comprised of shor-pnswer, lony answer, and case study guestions  You will have 78
minutes to complete this exam. which represents 2095 of vour final grade.

Final Exam

Like the Midterm, the Fimal Exam will test vour ability 1o applv the course marerial  Half
of the exam will be a take-home case study A variety of other questions (1 e multiple
thotce, short and lone apswer. ete) will comprrse the other half The Reristrar will
sehedile the dare and time for the Froal Exam. worth 35% of vour final grade



o Idafos By Ha iRM):
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Cept 12 AMarketine Fundamemals Caz
Cepy 10 Chapter 1 & Chapter 17 Quiz
Sepr 16 Chaptar 2 & SWOT Analvsis Oz
et 3 {hapter 3 Cir

it |0 Chapter & Ouiz

e |7 Chapter 5 Oz

Dige 93 Mid-Term Exam

Dt A1 Chapter 7 & Chapter 4 O
Mwe T Chanpter 8 & Chapter @ Chuz
Mo |4 Chapter 12 Oz

Ngw 2l Chapter 14 Quiz

Ny 1% Chapter 15 & Chapter 16 Quiz
Dec £ Chapter 10 & Chapter 1] CQuiz

[Der 0.0 Final Exam (TBA)

The Boad 10 Success in BA 1{FH:

e Read the texthook hetore the matenal iz covered in class.
Arrendanee s crinical for success in BA 114D
= Participnte actvel: m all m-class discussions and activities
«  Review the topic questions in the course schedule before each quiz and exam
= Learn from vour mustakes on the chaprer guizzes
«  Analvze do not wst describe. when completing vour case study answers.
o HAVE FUN WHILE IEARNING!



{ovrve Schedple - HA M - Sectinn (32

Dare

Week |, Sept 10 |2

Week 2, Sept 17, 10

Week 1 Sept 74, 76

lopics £ Readinos

eriFss £ Merline
Morketire Funcfmmesials
Marketing Fondamenials fuis

Wi = TARCHET MARKET Wind = POSITION™

Wit as PLARKETING MERT Whal 1 PRODLCT

Wil = PLACE (CHSTRIBUTINYT Whai rg PHICEY

Dieserebe e pelatponshep bevween SEEDS TARGET MARKETS
P r=lTIN o Bhe AEARKETIMG MiYT

Rending: Fundamentals Handont

fntrenfnctiom  FNdarkenine
Chaprer 1 & Chapeer 17 (uiz

w
]
-

What 15 MARKETING' Whal 15 3 MARKET!

Dhesoribe the 4 STAGES OF MARKETIMNG FWOLLTFICM

Descrnibe the MARKETING Mam AGEMENT PROCESS

Dzcnss the following TEWE BRELATIOMEHIP MARKETING
DATARASE MARKETING, CGLOHAL IZATHIN AND [NTERNET
MARKETIMN

What s E-COMMERCE"Y Heas do coaps s vse B Diermgr i mirke
hermseives amd thef prodncis? Wl e e shapaees 3nd
drspteantages of INTEENET MABKETIMGT

Reading: Chapter | & Chapter 17

ForveEesme ey
Chaprer 2 & SWOT Analvsis (ueez

-
&
L]
L]

L

Whist 12 INTERMNAL ENVIRDNMENT?

Whisr 15 the MAREETING MUK

What 15 1he EXTERNAL ENVIRUNMENT® Brietlv describe some of the
tmporian mends mihe 5 EXTERNA] ENWIRDSMERT

Compars DIRECT COMPETITION TO INDIRECT COMPETITION
Dreseribs the 4 COMPETITIVE POSITIONS

Belate and appdy 1he concept of WO analves

Heading: Chapter 2. SWOT Analysis Handout & Case Study



Wk 4 (et 13

Week 5, Ut 1

Week 6, et 153, 17

A bearkeeprees Blerppsrmer Spcpeomeas

Chapter 3 (s

Chegegrb e rohmponstup tepsesn d BB CTIVE S STRATRES g
Tal™ 10 Explags fe PE AR S HELD B oocle W lrg o Al

wid NN T LM e s U R T e TR ey ey
MARKETING STRATELY' Wiiad e RO s S dbip |71 1
STRATEGH ALLIaNUEs ar'Oliiy T s fUvE< 8§ g
STRATEGI LiMITS!

Expdon howy the elfmopie ol pnokstie SBGO RRe  sfnicy e Pefie g
e i ion coankbnee be born the WMEAHRETENOG PL Ak

Explam rhe PRODVCTAMAREET FRPAMSH R (GHIFY ar = 4 siparin
Twpes of Markeling I ramegece

W kit it MARKET POTENTLIAL '

Wine gz a TARGET M AR ET

Reading: Chapter 3 & Case Srudy

ot

Chapter 6 (i

+  Discuss the DEMOGRAPHIC SEGREMTATION Ave (mmdibs Inoome
Oovypabind, Educalion, Manial suses Fanuds Libe 5 obe and Rl

& Drgeuss GREOGREAPHIC. PsYUCHOLRAPHIL and BEH A o8
RESPOMNSE SEGMENTATION

& Explmn the MARKFTING SEGMEMTATION E7TINTIN 14

4 Provide duflerent examples of PLUSTTIOMENG

®  Whar 15 REPOSTTRON [N

& What s SECGMENT PO EM TTALY What 03 SEGRMENT Wi e s
Basls FOR =EGMERNT ATIOMNT Wiy dooparketers uee MULTIP F
BASLS FOR SECGMEN A TN

¢ What i SEGMENT POTENTIAL™ Wiar 12 0 SEGMENT™ Whae g o
Basls FOR SEGMENT ATIONY Wh' do markerers wsc MULTIPLE
BaREE FOR SEGMENTA TN

¢ Compare 8 MASE MARRETING apategs with g sEGMENTATIN

SRRy

Heading: Chapter 6 £ Cnxe Study

Cearpstemmeer Flehuner

Chapter § (s

¢ Defipe CONSUMER BEHAYIR Wi = U ogminmer Behaveor relepmd ie
a5 A "black box

e Discuss the imnfluence of CULTURE nod S0 SCTIY UBE o cdm et
Pehanaog,

#  Lpgtthe & SO0 AL L ANSES  Hose does SE0CTAE L A% pdlnemce

arver behgvaor” Explimm why INCURAE and S0 TAL 1 & dillefent
sognrnlmen vanabies  What o BEFEREMNCE CoRe



Week 7 (hcr 12, 24

Week B, Oct 29, 31

Week 9, Now 5,7

+ [hscurs i Foliosome md heegoes on comsnmes behavior FabE Y
CHCUTTE AT EOCRORL U T IMSTANCES LIFE sTYLE ol
SELF-COMCERT

& Wl s i MOTIYEY Explam bos MASLEWS HIERARLHY ippliet i
Busing Bchavier

#  Explamowhy SELECTIVE EXPOSURE SELECTIVE PERCEFTE™ apd
SELELCTIVE RETENT HIN afe mmportini b markeicrs

Mg e an ATTTTUDE™ Why e thew imoorant 1o ourkerers

Reading: Chapter &

U emesnirmrer Hletanibor foovrfertied)

¢ Dieecnbe the BLYER DECISIOMN-MAK NG PROCESS  Commiparng g HIGH
INVOLVERENT decsseonn widly o LOW INVOL VEMENT dectainn Yl
v COMITIVE THERONANCE dhover's remarses™®

# R

Mid-Term Exam

¢ lrganizationa! Hebevine Kesearch

Chapter 7 & Chapter & Owis

& Wha are vhe 3 different BUSTMNESS MARKETS? Diecwse o byigimecs
buving decimions difer from consnmer buvime decroons Dhscass the rolg
af Paf THNERSHIPS m tusmess-o-husines markenne  What i g
BIFYTNG CENTRE? Wit are the 3 repes of BLSINESS BV ING
DECISIONE?

o Onhine the MARKETING RESE ARCH PROCESS  Inffersmine ywien
PRIMARY and SECCRUARY Da'l 8 Differeniiaie betoeen
OUANTITATIVE ang QUALITATIVE rewearch  What i FOOUS
GROLP® Dhaouss the advamages pnd disadvamages of PERSOMN 4t
INTERNYTE WS ve TELEPHOMNE INTERVIEWS v MATL 31THVEYS

Reading: Chapter 7 & Chapter 4

Frovter

Chapier 8 & Chapter 9 (ol

 Whai s g PROJDUCTT Whae s the TOTAL PRODUCT COMCERPT™ Wiy
15 3 FRODUCT MIEXT What i PRODUCT LINE? What 1< a [J58R7
Brnefly descnbe the & CLASSES OF CONSIIVER GOODST What 2
BRANLY Wi o companses brand products? W hal s BH 4D
EXTENSHINT Dhfferamiale 3 MATHOMAL begnd from g PRIVATE
LABEL Wiin 1 a GENERIC BHAND? Wit se COBH A WLIMNGT

*  What grg the 1 regeons for P AGINGT

& Desonbe ibe PRODUCT LIFE CYCLET Whas are 1he marketmp
implicatrons at sach stape

# What grevhe T steps of the NEW PRODRCT DEVELOPMERNT
PROAESS™



*
*
L

whan are the I advaniages of getiing 1o matoe! quickly”
Descnbe the 5 stages 1o the ADORFTION PROCESS
Describe the 5 CATEGORIES OF aDOPTERS

Reading: Chapter 8 & Chapler 9

Week 10 Nov 12, 14 Place
C'ilrnmer 12 Qhuiz

Wi 15 p MIDE ERARN (INTERMEDIARY )Y What funchons do
middiemen perform?

What is 3 CHANNEL OF DISTRIBUTIONT Compare DEECT
drstribiteon to INCHRECT distrtadion

Compare INTEMSIVE distritation with SELECTIVE distribeiion amd
EXCLUSIVE thanbation

What 8 CHANNEL CONFLICT? Why does if oocer? Whan is YMSY
What 15 MULTI-LEVEL matkenng? How doss it differ from copventional
disinbutinn®

Reading: Chapter 12

Week 11, Now 19, 21 Marketing Communications

Chapter 14 Ouiz

& & & B

L B

List the 7 elements of the MARKETING COMMUNICATIONS MIX?
Whal are (bhe 3 purposes of promaiion”

W is 3 PUSH grtegy? What is 5 PULL straegy?

Ligt 4 wavs to determing 3 prommotionnl buedger

Wit is a promotional campaign? Why s consisténsy important with
PrOHRTON Y

Whil 15 ADVERTISLING?

Wi 12 COOPERATIVE ADVERTISING?

[Hgcmss the relptiee merits of the following advertisimg mediums: TV,
RADK), NEWSPAPER. MAGAZINE. DUT-OF-HOME?

What is PUBLIC RELATHONST What is PUBLICITY? Compsare
pubdicity wilh advemising?

Degeribe ihe advantages and disadvamiages for 7 Media Allermatives

Heading: Chapter 14

Week 12, Nov 16, 28 Adarkering Communications icomt 'd.) | Direct Marketing
C?m,m!r 15 & Chapier 16 Quiz

What 15 SALES PROMOTIONT Describe the various sales promotion
ioods  When is sales promoteon used?

What is PERSONAL SELLINGT When i it used?

What 15 EVENT MARKETINGT What 15 3 SPONSORSHIPT Piscuss the
% FACTORS TOOONSIDER for panicipation in event markenng?



Weatlk 12, Dec 2, 5

Weel |4 Dep 10- |0

& Wi ig [WHECT AAREFTINGT O priras Drrecr ddarkening wirh
L e ] darkenng
& Dhewesrs Lo erenn pes of Derect vl !

Reading: ¢ haprer {5 & Chaprer 16

Sl

Cheapter 10 & Chapter 11 iz

o Cnmnare PRICE sy NOMPRICE competiiion [psenss the 3 FaC T ws
AFFRCTISG PRICING Phecass the 3 BAYSI PRIC NG METHODS

orrpare b SRIRMIRNG stepfes 1o 3 PENETRATION sraregy

& Wit s PSYOHOR O AL PRICTNGY

Reading: Chapter 10, Chapter 11 & (Taze Stody
Firal Expm Review

w  Proaicipes 4

Final Exam (TEA)
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Cligger i e

Lhapie 3 Oy

A ey Gyam

Chapter 7 & Chapter 4
Chager 8 & Chagier 9 Ourz
Chapter 12 Guir

Chapter 1+ Quis

Chapter |5 & Clapler 16 G
Chapler 10 & Chapted 11 O

Firal Exam | T4

e Hond 10 Soccew o HA 10

s Besd ohe ethensl Betore ue ouderial js sisersl ab - L,

L Witencbanse 1 L|||]l."j_3t| fiai SULEESs 1) I:-I..". (RN

*  Parteipate norively amoall e lass Gagmains 30, aeneogtice

o Review the toge guestons on the Course s fedule Detine cauh grne nmd oo
w  Laarn riomo s prasiakas o e |;'|'|rq'.||_'| Lol L At

v Adalvee dooren s deribee s hen SUTPTHC TR ot Ol wt il g s e s

s FTAVE FENWHIHE L EARNINGT



