Syllabus
Course Description
This study is to provide a basic understanding of the marketing function within a company or other organization. Marketing is the creation and capture of customer value based on good customer relationships. The focus will be on the consumer. Note that the consumer can be defined as the student wishes. It is important to know how to develop and practice the principles of marketing as a social and managerial process whereby individuals and groups obtain what they need and want by creating and exchanging products, services and value with each other. This course was previously BME-212414 Marketing Principles.
This is a (4) Credits, Non-liberal, Introductory level course with no prerequisites.
Course Learning Outcomes
By the end of this course, you will be able to:
1. Understand the basic marketing concept.
2. Segment a market and select a target that will be profitable.
3. Determine a position for a product or service.
4. Understand how to modify the four Ps to create effective marketing strategies
Learning Activities
You will read extensively from the assigned text. You will then participate in online discussions tying the readings to current marketing issues. You will also develop written essays focused on real marketing problems. In two modules, you will complete quizzes. In the discussions, quizzes, and essay assignments, students are to integrate course concepts and theories to support their arguments and recommendations.
Readings
· You will be required to keep up with the readings from the assigned textbook. You are also encouraged to read periodicals in the field of business and marketing to keep up with current trends and developments. The Wall Street Journal, Business Week, Fortune, Forbes, Direct Marketing News, Ad Week, Brand Week, Advertising Age and Harvard Business Review are just a few suggestions. Scan the articles and advertisements of interest, especially when you find something pertaining to your industry or line of business.
Discussions
· Discussions will help you further explore and think critically about the information you are reading and viewing. They are student-facilitated with instructor observation and feedback provided regularly regarding discussion themes. Discussions are designed to encourage a free exchange of ideas and thoughts about the reading, assignments, and current events. Participation in discussions is mandatory.
Written Assignments
· Written assignments (essays) are intended to test your understanding of important concepts and discover how you sharpen your intellectual skills of analysis, synthesis, evaluation, critical thinking, and application. These assignments add realism to the course and will allow you to apply the concepts in a controlled setting while increasing your involvement in the material. You will submit three essays during the semester; one each in Modules 1, 3, and a substantive final project in Module 5.
Marketing Knowledge Base (Quizzes)
· You will complete two 40-50 multiple choice quizzes to test your knowledge of the principles, concepts, definitions, and terms featured in the text. The first quiz is a Module 2 assignment covering the contents of Modules 1 and 2. The second quiz is a Module 4 assignment covering the contents of Modules 3 and 4.
It is expected that you access the course regularly and invest sufficient time to undertake the required learning activities. You must be prepared to spend approximately 10 to 12 hours a week over the next 15 weeks, reading, researching, discussing, and writing about the principles of marketing. Please note that all activities must be undertaken in accordance with instructions and within the allocated time frame.
Methods and Criteria for Evaluation
Based on completion of their contributions to the online discussions, quizzes and written assignments students are evaluated on the basis of the following:
1. Ability to discuss and apply theoretical marketing concepts.
2. Understanding of the implications and interaction of various marketing alternatives.
3. Application of marketing principles to a selected topic.
When evaluating your work, I will use grading rubrics. All rubrics are placed in the course. I recommend that you get familiar with the relevant rubric in advance and if any questions please do not hesitate to ask for clarification. 
	Your final grade will be based on the % weight of each of the following categories of learning activities:

	Discussions (5 at 6% each)

	30%

	Module 1 and 3 Written Assignments

	30%

	Module 5 Written Assignment

	20%

	Quizzes

	20%

	Total
	100%


The numerical average will determine your final course letter grade:
94 - 100 = A
90 - 93 = A-
86 - 89 = B+
83 - 85 = B
80 - 82 = B-
76 - 79 = C+
73 - 75 = C
70 - 72 = C-
66 - 69 = D+
63 - 65 = D
60 - 62 = D-
59 and under = F
Plan for Formative Assessment
An evaluation of student learning and participation will be provided in the forms of grades and narrative feedback designed to review and measure the quality of content and performance. I use formative assessment in order to identify the student's learning needs, improve the quality of work and help assure success. Formative assessment will be provided at regular intervals, with an emphasis placed upon the first weeks of the term and the end of the term.
Course Overview
Major topics include Initiating the Marketing Process, Understanding Buyers and Markets, Targeting and Satisfying Marketing Opportunities, and Managing the Marketing Process. You will engage in discussions of issues related to these topics in various contexts. You also will engage in case analyses and a term project requiring in-depth exploration and analysis of a topic of your choice.
Goals
· To develop a solid understanding of the key role marketing plays in an individual company, in business, and in American and world economies.
· To identify the importance of customers and their needs, and to show the necessity for a customer-centric orientation by all members of an organization.
· To understand the importance of the relationship between marketing and other business functions, the government, and society.
· To recognize and understand the marketing processes for creating, communicating, and delivering value to customers and for managing customer relationships in ways that benefit the organization and its stakeholders.
Modules
· Module 1
· Explains what marketing and the strategic marketing processes are, and relate the importance of environmental, ethical, and social responsibility factors to a manager’s marketing activities.
· Module 2
· Stresses how marketing seeks to serve the needs and wants of potential buyers. It then goes on to discuss key marketing methods to help discover these potential buyers and determine their needs and wants; and then how to focus marketing efforts on those key segments most likely to buy the product.
· Module 3 and 4
· Covers the marketing mix and how it is applied to satisfy marketing opportunities. The four P's of the marketing mix, product, price, place (distribution), and promotions, are examined along with how marketing managers use them in strategy development.
· Module 5
· Shows how sales and marketing work together; and, how marketing managers deal with the numerous factors in interactive and multi-channel programs along with traditional and social media marketing programs
Required Materials
· Kerin, R. A., & Hartley, S. W. (2021). Marketing. 15 edition. McGraw -Hill.
The loose leaf version of the text is available through the Empire State College Bookstore.
The publisher, McGraw Hill,  also provides access to their website with additional information, learning exercises and an e-text.
Computer and Software Requirements 
You will need a PC or Mac computer with ample hard disk space and processing speed, a reliable Internet connection and an up-to-date browser.  Review the Minimum Hardware and Software Recommendations page and information about operating system and browser compatibility to check your system.  Your browser will also need to rely on various plug-ins or software to process special types of web content such as patented formats for video, audio, online games, presentations, and more.  You can visit the Firefox Popular Plugins and/or Chrome's Plugins  pages to download the free plug-in software. Feel free to call the Technology Help Desk at (800)847-3000, extension 2420 or submit an incident ticket if you still have a technical question or need to report a problem. 
Basic Computer Skills
You will need some basic computer skills to be successful in your online course.  You can visit the Essential Computer Skills Tutorial to assess your knowledge of basic computer use and skills.  If, after viewing the computer skill tutorial you feel like you need assistance with your computer skills you can visit the Computer Basics and How-to's page for more assistance.
Disability Services and Accommodations
If you have been injured, have a medical condition or a diagnosed disability, you may be eligible for accommodations in this course. To request accommodations, please contact the Office of Collegewide Disability Services via email at Disability.Services@esc.edu or by phone at (800) 847-3000 extension 2201. Disability Services will inform your instructor(s) of your need for accommodations once your request has been processed and approved. For more information, please visit the Disability Services' website.
See also the accessibility statement for the learning management system, including the Voluntary Product Evaluation Template (VPAT).

