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GAANDE PRAIRIE REGIONAL COLLEGE
BUSINESS ADMINISTRATION g
COURSE OUTLINE

Ba 108 - INTRODUCTION TO MARKETING |(T. Grainger)

TEXT: Marketing Essentials, Kotler and McDougal
{Prentice Hall, Canada} Canadian Edition, 10&5

PREREAUISITE: Nil,

COURSE
DESCRIPTICN; The development of a strateqgic mode| and its
implementation 05 the prime Ffoecus for this
introductory course, Using the principles of
product price, promotion and place, plus the
crucial importance of the consumer, students will
develop analytical skilis. The case mathoed (s
the primary learning vehicle.
COURSE
OBJECTIVES: |} To acquaint students with terminology and
lundamental concepts of marketing.
il] To eutline the role of marketing in society
and the individual firm.
ifli) To acquaint students with techniques used in
defining and selecting target markets.
ivy To scope elements of buyer behaviour,
vy To survey the components of the marketing
mix to outline how the marketing mix relates
to target markets.
vi} To apply learning via case method.
vii}) To expose students to group work.,
GRAD NG Case #1 findividual) 10%
Case #2 {group}l 10%
Froduct Qulz (individuall} 10%
Case ¥3 {Individual) 20% (equiv to mid-
term exam}
Caze #4 fgroup} 20%
Final 25%
Class Contributiaon ok
100%
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HOTES . i} fClass Contribution
- responsas to guestians
= querstlans ralead
- Interaction with ather students
= demanstrated infitlative

i) Cases
A separate handout outlines my expectations far
formal, hand-in cases. It is imperative that it
be closely adhered ta. case analysis is, for
virtual |y all students, a novel |earning
experlence and accordingly extra time will be
spenl debriefing it in class. Its worth inm an
introductory caourse in marketing is, in my

judgemant ., unquestioned.

lii) Group Work
Students should note Lhe heavy emphasis on graup
wark. Clearly, the quality of each student's
work will be a function of hisfher choice of

graup members. Students are encouraged to choose
wilh whom they work with extreme care.

ivi Final
ptien 1. Sit down individual case during exam
weak
Option 2: Group oral presentation during the

last week of classes plus case hand-in
| have a decided prafterence for option 2 but will
abide by the wishes aof tha class. A vote will be

held during the term.

v)] Stanine System

Conversian from percentages to stanines as
fol laws:
80 - 100% g
B0 - BO% B
T2 - T8% 7
B - T1% g
37 - B4% 5
= 50 - 58% 4
45 =  389% 3
26 -  44% 2
g = 35% 1
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ASS | GNMENTS :

PUNCTUALITY/
ATTENDANCE :

TESTS: Only these students who contact me
bafore a test will be permitted ta

wrlite a supplemental.

1. Barring legitimately exceptianal
celreumstances assignments are due by 3:00
p.m. on the due date [(or in elazszs for
eveaning course). Late assignments wil| be
docked 10% per school|l day late. Please note
that assignments are late as of 3:05 p.m,

2. Praterably assignments will be typed.
However, 50 long as they are legible thay
wilf be accepted in  handwritten faorm.
l[1legible papers will be returned unmarked.

3. At the College level, you are oxpectad fo
submit asslgnments which arg properly
edited, free af spelling and grammatical
eEreors. Assignmentls with excessive errors

may hbe returned unmarked.

4. Studasnts are encouraged to discuss casas
among themzselves. However, unless the case
is specifically designed as & group paper,
writeups are done independently. Flagiarism

will be treated in the harshest possibie

terms.
Classes  will start on time and reviaws of
material already covered will not be provided [for
late students, While students are expected 1o
attend class regularly, attendance will not be
taken. Failure to attend regularly will impact
the class cantribution portion of the final grade
and will influence my willingness to provide
remedial assistance. In other words, domn't ask

me ta help it | haven't seen you in class for six
weeks (barring legitimate reasons, of course).
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FlINALLY:

COURSE
CONTENT :

Week #
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The onus is on the =student to seesk help If
required. | shall presume satisfactory progress
and comprehensiaon unless | hear to  the contrary,
There | & no shame whatsoever in seeking
assislance and | shall happlly provide i1, but
YOU must Initlate 1the process. Filease do zo
early as It is rather difficult to help fn a
significant way the day before the exam.

My office hours are only a guide to my
availlabilsity., Please legl free to wander in as
you see fit.

Student progress and interest will dictate pace
bul, in general terms, cantant will be:
Tapic Text Assignment
Chapters Dus

Introduction

1
Introduction 2
Strategic Model 2 Case 21
Marketing Environment )
Consumer; Behavioral 5 Case R2
Consumar: Behavioral B
Consumer: Segmentation T
Product: Classes, Branding ] QUi z
Product: Lifte COygle ) Case §3
Flace 12
Proamotion: Introduation 14
Promotion Advertising 15 Case #4
Promotion: OQther 16
Pricing 19, 11
Review or Final Graup Case
Fresentations Presentation




