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Principles of Marketing
Summer 2012

Administrative Information

Instructor: Sandeep Arora
Class Timing: M/T/W/Th 2:00 PM – 4:00 PM   	              	  Location: UTC 1.104
Office Hours:  T/Th 4:00-5:00 PM and by appointment        	  Office: CBA 1.312B
Email: Sandeep.Arora@phd.mccombs.utexas.edu


Textbook (Required)

Marketing, 10th edition, by Kerin, Hartley and Rudelius; published by Irwin/McGraw Hill. 
· Hardcover: ISBN 978-0-07-352993-6

Principles of Marketing is a foundational marketing course, hence we will be learning a lot of basic marketing concepts in this class. It is very important for us to not lose sight of the practical applications of these concepts as we are learning them. I recommend using this textbook due to the excellent balance of theoretical concepts and their application achieved by the authors. I hope that you will enjoy reading this book and find it as valuable as I did.

Other Course Materials

Blackboard site:  Various supplementary course documents (announcements, lecture notes, etc.) will be posted on UT’s blackboard site:

https://courses.utexas.edu/

Please check the site regularly as I will be posting my lecture notes and business press articles on the blackboard.

Textbook student site: I encourage you to make use of the textbook’s student website: 

http://highered.mcgraw-hill.com/sites/0073529931/student_view0/index.html

On this site, you will find practice multiple choice questions and other valuable resources. You can use these resources to supplement in-class learning and prepare for quizzes and exams.

Prerequisites:  

· Admission to a business major; and,
· Credit or registration for ACC 312, BA 324, and STA 309.
 
These requirements are necessary for this class because both statistical concepts and accounting measures are incorporated in sections related to marketing methods and marketing’s role within a firm. In addition, this class requires such skills as in-class discussion, group work, and effective written communication, which are emphasized in BA 324.

Course Objective

Marketing is a firms’ window to the outside world as it connects a firm to its customers, suppliers, and partners. The significance of marketing in firms is reflected by the fact that almost a quarter of S&P 500 CEOs have worked in the marketing function at some point in their career[footnoteRef:1].  [1:  Please see http://content.spencerstuart.com/sswebsite/pdf/lib/2008_RTTT_Final_summary.pdf] 


The purpose of this class is to broaden your understanding of marketing and its role as the voice of the customer in the firm. The concepts that we will be learning in this course form the foundation of marketing. This course should have a special significance for students who plan to pursue a career in marketing as they could later build on the concepts learned in this class through more advanced courses and work experience. 

This course should also be of value to students from other disciplines due to the importance of market orientation in a firms’ success. Also, an increase in the cross-functional nature of departments in firms has made it extremely important for anyone planning a corporate career (or starting their own business) to develop a sound knowledge of marketing concepts. With these objectives in mind, we will attempt to answer the following questions in this course:

· What is marketing?
· What are the foundational principles of marketing?
· What is the role of marketing in firms, society, and the economic system?
· What are the social responsibilities and ethics of marketing?
· How do firms use to market research to identify new opportunities in the market?
· What are the different tactics used by marketers (marketing mix) to satisfy customer needs?

Class Format

We will divide the class into two sessions of approximately 55 minutes each with a 10 minute break between the sessions. Class meetings will include lectures, video presentations, class discussions, and quizzes (in some classes). It is possible that, due to time constraints or other factors, we may deviate from this format on some days. The keys to having a successful experience in this class include:

1. Reading each chapter of the text prior to the class in which it will be discussed. This will give you an overview of the topic that we will discuss in the class. This overview will make you comfortable with the terms that we will be using in the class. It will also help you to be an active participant in the class discussions and do well in in-class quizzes.

2. Attending class and participating in the class discussions. Since most of you will be working in organizations, almost none of the decisions that you take will be taken in isolation. Hence, your ability to appreciate others point of view and convince them about yours, will be critical for your success. The classroom gives you an excellent opportunity to develop these inter-personal and negotiation skills. Since the spread of business majors in our class mimics the cross-functional nature of firms, the in-class discussions will help you to prepare for the corporate world. The class discussions and activities will also help to you understand the information more intuitively and recall the information for exams. 

3. Applying the marketing principles we discuss in class in your everyday life.  Read articles in the business press (Wall Street Journal, Financial Times, Business Week, etc) and think about the marketing implications for you, other consumers, the firm, the industry, the economy, and society. Think about the reasons why you buy a certain brand of jeans, soda, or car. Consider why the products you buy are priced the way they are. Observe how many forms of advertising you encounter every day.

Class activities

Class activities will include class discussions and in-class quizzes, which will form a major component of your grading.

Class attendance and participation

To get the maximum benefit from this class, you should prepare for, attend, and participate in class. For each session you should read the assigned book chapter(s), and the assigned business press article. The assigned book chapter(s) for each session is mentioned in the course schedule and the assigned business press article for each session will be posted on the blackboard. 

Class attendance and participation points are given to encourage your active class participation and discussion. You would get a perfect score for class attendance if you do not miss more than 2 classes during the semester. Please sign on the attendance sheet when you come to the class. Your participation points will depend on your active contribution to the class discussion. If you find it uncomfortable to speak up in class, I encourage you to visit me during office hours and work on this skill. Class attendance and participation are worth 7.5% (each) of your grade.


In-class quizzes

We will have five 15-point multiple choice quizzes over the semester. These quizzes will have multiple-choice questions and will cover conceptual material presented in the assigned readings. You will take the individual quiz for 20 minutes. Upon completion of the individual quiz, students will assemble in their groups and take the same quiz again as a team (we will form groups of 3-5 students (depending on the class size) before the second session). The team quiz will also last 20 minutes. Students may receive bonus points if their team scores higher than other teams. For example, if a team scores higher on a quiz than all other teams, each individual from that team will have two extra points added to his/ her individual score. So, if a student scores 13 and the team scores higher than all the other teams, then the student will receive a 15 for the overall score. Second place team will receive 1 point. If teams tie at first place, they will get equal points (2 points) but there will not be a second placed team. If teams tie at second place, all of the second placed teams will get 1 point each. Please note that you cannot score more than the maximum points possible in a quiz (15 points), including the extra points. Each quiz will be worth 4 % of your grade.

Other activities

Group exercises

We will have three group exercises over the semester. You and your team members will write a short report for each of the three group exercises (2-3 pages text plus a maximum of 2 pages for appendices). These exercises are assigned so that you can collaborate with other students in order to help you generate new ideas and extensions beyond basic understanding of class material. The group exercise descriptions are given in Appendix D of the course textbook. Please ensure that your report covers all the questions raised in the exercise. The group exercise submissions are due before 2 PM on their due date. All students in a group are expected to contribute equally to the group exercises and hence, all students in the group will receive the same grade for the exercises. Each group exercise will be worth 5% of your grade.

Exams

The exams will cover material from assigned chapters, class lectures, and class discussions. Some topics in the textbook will not be covered in class due to time constraint, but will still be in the exams. Hence make sure to read the assigned chapters thoroughly when preparing for the exams. Each of the three tests given during the semester will consist of multiple choice questions. The first two exams will be worth 15 % (each) and the third exam will be worth 20% of your grade. There will be no final exam.

Professionalism feedback

In this class, professionalism is very important. In the professional world, your life is influence by three things: your own effort, the effort of the people you depend upon, and the way you work together, which is why I have chosen the Team-Based Learning system which values all these three things.

You will provide (anonymous) professionalism feedback to each member of your team at the end of the semester. The feedback should reflect your judgment of things such as:

Preparation- were they prepared when they came to the class?
Contribution- Did they contribute productively to the group discussion and work?
Respect for others’ ideas- did they encourage others to contribute their ideas? 
Flexibility- were they flexible when disagreements occurred?

Individuals may receive deductions from all the group activities (extra credit for quizzes and group exercises) if their team members indicate a lack of professionalism.

By the way, you will also evaluate me as an instructor twice during the semester.

Extra Credit Opportunity

You can earn up to 1 extra credit point in the course by participating in research studies through the Marketing Department Subject Pool.  You can earn 0.50% point for each study you participate in. To earn 1% point you must participate in two different studies.  You may not participate in the same study twice. You will receive this credit for any Research Studies offered via the Marketing Department Subject Pool website at:

http://mccombs.sona-systems.com

You may go to the website and register today and you will be notified by email when the first study is posted online. For more information on the Subject Pool, see the Marketing Department website:

http://www.mccombs.utexas.edu/dept/marketing/undergrad/subjectpool.asp

I strongly encourage you to participate in these studies.  It is a good way to get exposed to marketing research and is valuable for understanding marketing and consumer behavior.

If you have any questions regarding extra credit, you could email Hyunjung Crystal Lee, the Subject Pool Coordinator, at Hyunjung.Lee@phd.mccombs.utexas.edu.

Assessment

Your final grade will be based on your performance in the class, quizzes, group exercises, and three exams.

Exam 1			15 %
Exam 2			15 %
Exam 3			20 %
Quizzes			20 %
Group exercises		15 %
Class attendance		7.5 %
Class participation		7.5 %
Total				100 %


Grades

I will not have relative grading for this course. I am more than happy to give A to the entire class if all the students score more than 91.0 in this course. The grading scheme is as follows:

	A:  91.0 – 100
	B+:  85.0 - 87.9
	C+:  75.0 - 77.9
	D+:  65.0 – 67.9
	F:  below 58.0

	
	B:    82.0 - 84.9
	C:   71.0 - 74.9
	D:  61.0 - 64.9
	

	A-:  88.0 - 90.9
	B-:  78.0 - 81.9
	C-:  68.0 – 70.9
	D-:  58.0 – 60.9
	



Please note that I will be rounding off your grade to the first decimal place for the final grade. 

Policies

To maintain a conducive learning environment and as a respect for your classmates and the instructor, I request you to adhere to the following policies.

Class policies

· Please arrive to the class a little before time. You do not want to walk into the class late thereby disturbing your classmates
· Please switch off your phones, music players, laptops, etc. and stow them into your bag
· Please refrain from conducting personal conversation during the sessions as it may distract others around you
· If you must miss a class, it is your responsibility to contact a classmate to catch-up on what happened in that class. You could always refer to the lecture notes that I would post on the blackboard


Exam policies

· You may not use any books, notes, or electronic devices during the exams. If you are found using any books, other written materials or electronic devices, I will have no option but to award you a zero on the test and you may be subjected to further disciplinary actions as per university policies
· You must bring a photo ID and soft lead (#2) pencils to the exams
· Ball caps must be removed or have bills turned to the back of your head
· No make-up exams will be provided for any exams except for cases of extreme hardship (e.g. serious illness, family emergency). I will be the judge of what constitutes ‘extreme hardship’ and will require documentation in support of a students’ claim of hardship. I will also require students to email me before hand and seek my approval for missing the exam in lieu of a make-up exam. Note that not being prepared for the exam or failing to get up in time for the exam does not constitute hardship. If you already know that you will have to miss an exam, I suggest that you drop this course as there will be no way for you to make up for it
· You could contact me regarding any discrepancy in your grading with-in two days of receiving the graded exam/quiz. No request to change grades will be entertained beyond that time period



Email

Make sure that your preferred email is on file with UT. I will be contacting you through this email via blackboard (you can check it at http://www.utexas.edu/directory/ or change it via UT Direct).

Students with Disabilities

The University of Texas at Austin provides, upon request, appropriate academic accommodations for qualified students with disabilities. For more information, contact the Office of the Dean of Students at 471-6259, 471-4641 TTY.  Please also contact me early in the semester regarding any special assistance I may provide.


Class schedule

	S. No
	Date
	Day
	Topic
	Notes

	1
	31-May
	Thursday
	Course Introduction 
Ch 1: Creating Customer Relationships and Value Through Marketing
	

	2
	4-Jun
	Monday
	Ch 2: Developing Successful Marketing and Organizational Strategies
Ch 3: Scanning the Marketing Environment (till page 81)
	

	3
	5-Jun
	Tuesday
	Ch 3: Scanning the Marketing Environment (page 82 onwards)
Ch 4: Ethical and Social Responsibility in Marketing
	


	4
	6-Jun
	Wednesday
	Ch 5: Understanding Consumer Behavior
Ch 6: Understanding Organizations as Customers (till page 152)
	First group exercise due (Case D-3)

	5
	7-Jun
	Thursday
	Ch 6: Understanding Organizations as Customers (page 153 onwards)
Ch 7: Understanding and Reaching Global Consumers and Markets
	

	6
	11-Jun
	Monday
	Exam 1
	

	7
	12-Jun
	Tuesday
	Ch 8: Marketing Research: From Customer Insights to Actions
	

	8
	13-Jun
	Wednesday
	Ch 9: Marketing Segmentation, Targeting, and Positioning
	

	9
	14-Jun
	Thursday
	Ch 10: Developing New Products and Services
	Second group exercise due (Case D-9)

	10
	18-Jun
	Monday
	Ch 11: Managing Successful Products and Brands
	

	11
	19-Jun
	Tuesday
	Ch 12: Services Marketing
	

	12
	20-Jun
	Wednesday
	Exam 2
	

	13
	21-Jun
	Thursday
	Ch 13: Building the Price Foundation
	

	14
	25-Jun
	Monday
	Ch 14: Arriving at the Final Price
	

	15
	26-Jun
	Tuesday
	Ch 15: Managing Marketing Channels and Wholesaling
	Third group exercise due (Case D-14)

	16
	27-Jun
	Wednesday
	Ch 17: Retailing
	

	17
	28-Jun
	Thursday
	Ch 18: Integrated Marketing Communications and Direct Marketing
	

	18
	2-Jul
	Monday
	Ch 19: Advertising, Sales Promotion, and Public Relations
	

	19
	3-Jul
	Tuesday
	Ch 20: Personal Selling and Sales Management
	

	        -
	4-Jul
	Wednesday
	Independence Day Holiday
	Holiday- No class 

	20
	5-Jul
	Thursday
	Exam 3
	Last class day
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