VALENCIA COMMUNITY COLLEGE
MAR 2011 – Principles of Marketing
CRN 33419
Class Policies & Course Syllabus
Fall 2014
COURSE DESCRIPTION:
This course provides basic principles and perspectives of the functions, institutions, methods and problems of marketing goods and services through traditional paths as well as through e-business.
CREDIT HOURS: 3
PREREQUISITES:  ECO 2013 or ECO 2023 or GEB 1011 or GEB 1136
CLASS MEETING ROOM: West Campus Building 11 Room 218
CLASS DAY/TIME: Tuesday/Thursday, 11:30 am – 12:45 pm
INSTRUCTOR: Ms. Jennifer Mattison
OFFICE HOURS/PHONE: Contact by phone only: 863-202-6558
EMAIL: mattisontraining@yahoo.com
TOPICS/AREAS COVERED
1. Creating Customer Relationships and Value Through Marketing
2. Developing Successful Marketing and Organizational Strategies
3. Understanding the Marketing Environment, Ethical Behavior, and Social Responsibility
4. Understanding Consumer Behavior
5. Understanding Organizations as Customers
6. Understanding and Reaching Global Consumers and Markets
7. Marketing Research: From Customer Insights to Actions
8. Market Segmentation, Targeting, and Positioning
9. Developing New Products and Services
10. Managing Successful Products, Services and Brands
11. Pricing Products and Services
12. Managing Marketing Channels and Supply Chains
13. Retailing and Wholesaling
14. Integrated Marketing Communications and Direct Marketing

15. Advertising, Sales Promotion, and Public Relations
16. Using Social Media to Connect with Consumers
17. Personal Selling & Sales Management

18. Implementing Interactive and Multichannel Marketing
___________________________________________________________________
These may be covered as discrete topics and/or integrated with other topic areas in an order at the discretion of the instructor.  It should be understood that this topic knowledge is the minimum level for a grade of D or better.  These and other topics may be expanded or elaborated at the discretion of the individual instructor and is in no way intended to be comprehensive or all-inclusive.
This course reinforces the following CLAST and Valencia Student competencies.
CLAST COMPETENCIES:
Valencia faculty has defined four interrelated competencies (Value, Think, Communicate, Act) that prepare students to succeed in the world community.  These competencies are outlined in the Course Catalog.  In this course, through classroom lecture and discussions, group lab work, and other learning activities, you will further develop mastery of these core competencies.
VALENCIA STUDENT COMPETENCIES:
The following Valencia Student Competencies will be reinforced throughout the entire course.
THINK  
· Think clearly, critically, and creatively. Analyze, synthesize, integrate, and evaluate in many domains of human inquiry. 
· To think, what must you do? 
· Analyze data, ideas, patterns, principles, and perspectives 
· Employ the facts, formulas, and procedures of the disciplines 
· Integrate ideas and values from different disciplines 
· Draw well‑supported conclusions 
· Revise conclusions consistently with new observations, interpretations, or reasons 
· How and where must you think? 
· With curiosity and consistency 
· Individually and in groups   
VALUE  
· Make reasoned value judgments and responsible commitments
· To value, what must you do? 
· Recognize the values expressed in attitudes, choices, and commitments 
· Distinguish among personal, ethical, aesthetic, cultural, and scientific values 
· Employ values and standards of judgment from different disciplines 
· Evaluate your own and others' values from individual, cultural, and global perspectives 
· Articulate a considered and self‑determined set of values 
· How and where must you value? 
· With empathy and fair‑mindedness 
· Individually and in groups
COMMUNICATE
· To communicate, what must you do? 
· Identify your own strengths and need for improvement as communicator 
· Employ methods of communication appropriate to your audience and purpose 
· Evaluate the effectiveness of your own and other's communication 
· How and where must you communicate? 
· By speaking, listening, reading and writing 
· Verbally, non‑verbally, and visually 
· With honesty and civility 
ACT 
· Act purposefully, respectfully, and responsibly
· To act, what must you do? 
· Apply disciplinary knowledge, skills, and values to educational and career goals 
· Implement effective problem‑solving, decision‑making, and goal setting strategies 
· Act effectively and appropriately in various personal and professional settings 
· Assess the effectiveness of personal behavior and choices 
· Respond appropriately to changing circumstances 
· How and where must you act? 
· With courage and perseverance 
· Individually and in groups 
· In your personal, professional, and community life 
EDUCATIONAL MATERIALS:
Required:  Text:  Kerin, R.A., S.W. Hartley and W. Rudelius, Marketing: The Core, Mcraw-Hill Irwin, Fifth Edition, 2013.
EVALUATION:
Tests and Assignments:
There will several quizzes and three exams during the term. The exams may be comprised of multiple-choice, essay, short answer, and/or matching questions at the discretion of the instructor. There is one final project, a Marketing Plan, that will be conducted in teams or individually at the discretion of the instructor. Late projects will not be accepted.   
Grading Policy:


Percent:
Quizzes



10% 
Applications in Action

10%

Exams
(3)
 


30% 
Homework/Surveys


10%
Final Project



20%
Attendance/Participation

20%
The sum of these will determine a letter grade as follows:
90 - 100 
A
80 – 89.9
B
70 - 79.9
C
60 - 69.9
D
0   - 59.9
F
Withdrawal Policy:
A student may withdraw at any time before the withdrawal deadline for the semester by filing a withdrawal form in the Records Office and receive a W for a grade.  After this date, if a student withdraws or is withdrawn by the professor for excessive absence or other reasons, the professor will assign a withdrawal of WP (Withdrawal Passing) or WF (Withdrawal Failing), based upon the student's academic achievement in the class as of the last date of attendance.  A W or WP will not be calculated in the grade point average.  If a student fails to take the required final examination, the professor will assign an F.  Refer to the page titled "Important Requirements Concerning Withdrawal, Grade Forgiveness and Registration Fees."
CLASSROOM POLICIES:
1.
Valencia's attendance policy is that a student will be present for ALL class meetings.  After two absences, a student will receive an excessive absence notice and must schedule a conference with the instructor immediately. A student will be withdrawn after three absences (excused or unexcused).  Continual tardiness will be viewed as absences and treated as such.  Two occurrences of being tardy will equal one absence.  A student coming in more than 15 minutes late will be counted as absent for that day.
2.
A student is responsible for all material covered during absences.  Make-ups for scheduled tests must be requested before the test date and are subject to approval of the instructor.  Unscheduled tests cannot be made up.
3. There will be no eating or drinking in the classroom.  Class begins at a scheduled time and is over when the instructor dismisses class.  Leaving early without prior permission will result in a class-work grade of zero and an absent.
4.
Students must do their own work; there are no exceptions.  Students who plagiarize or cheat, in anyway, risk dismissal from the class and expulsion from the college.
5. Students must have an active Atlas account.  Students must check their Atlas e-mails regularly as to not miss any important messages from the professor.  Missed messages via Atlas or any other medium (in-class, etc.) may affect your grade and are the responsibility of the student.
6. Students with disabilities who qualify for academic accommodations 
must provide a letter from the Office for Students with Disabilities (OSD) 
and discuss specific needs with the professor, preferably during the first 
two weeks of class.  The Office for Students with Disabilities determines 
Accommodations/based on appropriate documentation of disabilities (West Campus SSB 102, ext. 1523).
7. All cell phones, beepers, or any other such electronic device must be turned off 


before entering the classroom.  If they ring, beep, or make any other noise the 

violator will have 5 points taken off of their final course grade.  Laptops are also prohibited in class.

SCHEDULE OF CLASSES and ACTIVITIES
Class #
   Day
    Class Activities

       Scheduled
      Homework/Comments




   Quizzes/Exams

	1
	Tues, 8/26
	Syllabus/Expectations/Tools & Resources

Class Member and Instructor Introductions

Introduction to Marketing
	QUIZ 1
Chapters 1 & 2

Blackboard

DUE: 9/15
	Read Chapter 1: Creating Customer Relationships and Value Through Marketing

	2
	Thurs, 8/28
	Introduction to Marketing

Understanding the Marketing Plan Project

Develop Project Groups
	
	

	3
	Tues,

9/2
	Chapter One: Creating Customer Relationships and Value Through Marketing

Guest Speakers: Chris Teumer and Mindy Smith
Meet your VCC Program Advisors!
	
	Read Chapter 2: Developing Successful Marketing and Organizational Strategies

Marketing Plan: Complete Worksheet 1

TED Talks Survey: Malcolm Gladwell: Choice, Happiness, and Spaghetti Sauce

	4
	Thurs, 9/4
	Chapter One: Applications in Action 
(Exercise, Case Study, or Guest Speaker)
	
	

	5
	Tues,

9/9
	Chapter Two: Developing Successful Marketing and Organizational Strategies 
	
	Read Chapter 3: Understanding the Marketing Environment, Ethical Behavior, and Social Responsibility

Marketing Plan: Complete Worksheet 2

TED Talks Survey: Seth Godin: The Tribes We Lead

	6
	Thurs, 9/11
	Chapter Two: Applications in Action 
(Exercise, Case Study, or Guest Speaker)
	
	


	7
	Tues,

9/16
	Chapter Three: Understanding the Marketing 

Environment, Ethical Behavior, and Social 

Responsibility
	QUIZ 2
Chapters 3 & 4

Blackboard

DUE: 9/24
	Read Chapter 4: Understanding the Marketing Environment, Ethical Behavior, and Social Responsibility

Marketing Plan: Complete Worksheet 3

	8
	Thurs, 9/18
	Chapter Four: Understanding Consumer 

Behavior 
	
	Read Chapter 5: Understanding Organizations as Customers

Marketing Plan: Complete Worksheet 4

TED Talks Survey: Joseph Pine: What Consumers Want

	9
	Tues, 9/23
	Chapter Four: Applications in Action
(Exercise, Case Study, or Guest Speaker)
	
	

	10
	Thurs,

9/25
	Chapter Five: Understanding Organizations as 

Customers
	QUIZ 3
Chapters 5 & 6

Blackboard

DUE: 10/6
	Read Chapter 6: Understanding Organizations as Customers

Marketing Plan: Complete Worksheet 5 

TED Talks Survey: John Gerzema: The Post-Crisis Consumer

	11
	Tues

9/30
	Chapter Six: Understanding and Reaching 

Global Markets
	
	STUDY FOR EXAM ONE

	12
	Thurs,

10/2
	Chapter Six: Applications in Action
(Exercise, Case Study, or Guest Speaker)
	
	

	13
	Tues,

10/7
	EXAM ONE
	EXAM 1
Chapters 1 – 6

In Class
	Read Chapter 7: Marketing
Research: From Customer Insights

To Action

Marketing Plan: Complete Worksheet 6


	14
	Thurs,

10/9
	COLLEGE CLOSED – COLLEGE NIGHT
	QUIZ 4
Chapters 7 & 8

Blackboard

DUE: 10/20
	Read Chapter 8: Marketing Segmentation, Targeting, and 

Positioning

Marketing Plan: Complete Worksheet 7

TED Talks Survey: Amy Lockwood: Selling Condoms in the Congo

	15
	Tues,

10/14
	Chapter Seven: Applications in Action
Guest Speaker: Ms. Lynette Leathers

Mindspot Research

	
	

	16
	Thurs,

10/16
	Chapter Seven: Marketing Research: From

Customer Insights to Action 
Chapter Eight: Marketing Segmentation, 

Targeting, and Positioning
	
	Read Chapter 9: Developing New Products and Services

Marketing Plan: Complete Worksheet 8

	17
	Tues,

10/21
	Chapter Nine: Developing New Products and 

Services
	QUIZ 5
Chapters 9 & 10

Blackboard

DUE: 10/29
	Read Chapter 10: Managing Successful Products, Services and Brands

Marketing Plan: Complete Worksheet 9

TED Talks Survey: Renny Gleeson: 404, the Story of a Page Not Found

	18
	Thurs,

10/23
	Chapter Nine: Applications in Action
Guest Speaker: Mr. David Bost – 
Arcadia Hardware
	
	

	19
	Tues,

10/28
	Chapter Ten: Managing Successful Products,

Services, and Brands
	
	Read Chapter 11: Pricing Products & Services

Marketing Plan: Complete Worksheet 10


	20
	Thurs,

10/30
	Chapter Eleven: Pricing Products & Services
	QUIZ 7
Chapters 11 & 12

Blackboard

DUE: 11/9
	Read Chapter 12: Managing Marketing Channels

Marketing Plan: Complete Worksheet 11

TED Talks Survey: Chris Anderson: Technology's Long Tail

	21
	Tues,

11/4
	Chapter Twelve: Managing Marketing Channels 

& Supply Chains
	
	STUDY FOR EXAM TWO

	22
	Thurs,

11/6
	Chapter Twelve: Applications in Action
(Exercise, Case Study, or Guest Speaker)
	
	

	23
	Tues,

11/11
	EXAM TWO
	EXAM 2
In Class
Chapters 7 - 12
	Read Chapter 13: Retailing & Wholesaling

Marketing Plan: Complete Worksheet 12

	24
	Thurs,

11/13
	Chapter Thirteen: Retailing and Wholesaling
	QUIZ 8
Chapters 13 & 14

Blackboard

DUE: 11/19
	Read Chapter 14: Integrated

Marketing Communications &

Direct Marketing

Marketing Plan: Complete Worksheet 13

TED Talks Survey: Dan Cobley: What Physics Taught Me About Marketing

	25
	Tues,

11/18
	Chapter Fourteen: Integrated Marketing 

Communications and Direct Marketing
	
	Read Chapter 15: Advertising, Sales Promotion, and Public Relations

Marketing Plan: Complete Worksheet 14

TED Talks Survey: Sheena Iyengar: How to Make Choosing Easier


	26
	Thurs,

11/20
	Chapter Fifteen: Advertising, Sales Promotion,

and Public Relations
	QUIZ 9
Chapters 15 & 16

Blackboard

DUE: 11/24
	Read Chapter 16: Using Social Media to Connect with Consumers

Marketing Plan: Complete Worksheet 15

TED Talks Survey: Rory Sutherland: Life Lessons from an Ad Man

	27
	Tues,

11/25
	Chapter Sixteen: Using Social Media to 

Connect with Consumers; 

Chapter Seventeen: 

Personal Selling and Sales

Management
	
	Read Chapter 17: Personal Selling & Sales Management

WRITE MARKETING PLANS



	28
	Thurs,

11/27
	COLLEGE CLOSED – THANKSGIVING 

BREAK
	QUIZ 10
Chapters 17 & 18

Blackboard

DUE: 12/3
	

	29
	Tues,

12/2
	Chapter Eighteen: Implementing Interactive

And Multichannel Marketing
	
	Read Chapter 18: Implementing Interactive and Multichannel Marketing

PREPARE MARKETING PLAN PRESENTATIONS

	30
	Thurs,

12/4
	MARKETING PLAN PRESENTATIONS

Groups 1, 2 and 3 (twenty minutes each)
	EXAM 2

Blackboard
Chapters 13-18
	TAKE-HOME EXAM THREE

	31
	Tues,

12/9
	MARKETING PLAN PRESENTATIONS

Groups 4, 5, and 6 (twenty minutes each)
	
	

	32
	Thurs,

12/11
	MARKETING PLAN PRESENTATIONS

Groups 7, 8, and 9 (twenty minutes each)
	
	


 DISCLAIMER:  Changes may be made at the discretion of the instructor.
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