[image: ]
Course Specification
1. Basic Information
	ASU333
	Introduction to Marketing
	2 CH

	Prerequisites
	

	Number of weekly Contact Hours

	Lecture
	Tutorial
	Laboratory

	2
	0
	0

	Required SWL
	50
	Equivalent ECTS
	2

	Course Content

	This course aims at educating students the concept of marketing: definition of marketing and its role in achieving organizational objectives, the importance of marketing, the marketing system, and organizing the marketing functions. The concept and aspects of the consumer behavior, studying the markets. Market mix, segmentation, targeting, and positioning. The product strategy: branding, packaging, product mix, product life cycle, new products development. The pricing strategy: The importance of pricing, Methods of pricing. Distribution strategy: distribution channels, distribution outlets. Promotion strategy: advertising and personal selling.

	Used in Program / Level

	Program Name or requirement
	Study Level

	University Requirement
	1-4

	Assessment Criteria

	Student Activities
	Mid-Term Exam
	Practical Exam
	Final Exam

	20%
	0%
	0%
	80%

	Exam Duration [Hours]
	
	
	2Hrs.

	Equivalent to other course in another university

	University
	N/A

	Course code and title
	N/A




2. Course Aims
By the end of the course the students will be able to:
· Identify and evaluate the fundamental concepts and theories of marketing.
· Describe the variables, techniques, and the processes used to segment markets.
· Develop a critical understanding of the role of marketing in a firm's overall strategy;
· Develop Product and Pricing Strategy; types of marketing channels; Distribution and Promotion Strategies.
· The student shall attain the above mentioned objectives efficiently under controlled guidance and supervision while gaining the experience through the introduction of case studies that illustrate the techniques described in the course.

3. Intended Learning Outcomes (ILOs)
	a. Knowledge and understanding

	a1
	Identify the concepts of marketing and describe marketing functions

	a2
	Explain how to apply the key frameworks and tools for analyzing customers, competition, marketing positioning, and marketing strengths and weaknesses.

	a3
	 Describe market segmentation. 

	a4
	Define Marketing Mix: Identify the stages of the product life cycle; components of industrial and consumer markets.

	b. Intellectual skills

	b1
	 Interpret the need for marketing planning.

	b2
	 Categorize the variables, techniques, and the processes used to segment      markets.

	b3
	 Apply Product and Pricing Strategy; types of marketing channels; Distribution and Promotion Strategies.

	b4
	 Apply the relationships among the elements of the marketing mix.

	c. Professional and practice skills

	c1
	 Develop the nature and basic concepts of marketing. 

	c2
	Formulate the applications of marketing principles in the real world, and equip them with the skills to develop a simple marketing plan. 

	c3
	 Develop an essential foundation for those planning to continue with more advanced marketing coursework and gives an overview to those who will take only one marketing course.

	c4
	N/A

	d. General and transferable skills

	d1
	Conduct oral and written presentations.

	d2
	Practice working in a team to develop communication skills.

	d3
	Creative thinking through case studies, assignments, classroom discussions.

	d4
	Adaptability to change through case studies and examinations.


4. Assessment and Feedback Strategy
Must consider formative and summative assessment Methods
Assignments
Written examination (final term)
5. Teaching and Learning Methods
· [bookmark: _GoBack]Interactive Lectures Due to CORONA pandemic and the instructions to avoid dangers, the lectures and tutorials were on line via Microsoft teams. This is explained clearly in details with the links in the course report. 
· Self-Readings
· Problem Solving
· Collaborating learning (Team Project)
6. List of References
Philip Kotler, Gary Armstrong,2017,  Principles of Marketing; fourteenth Edition (Global Edition) ISBN 978-013-61- 243- 4, Publisher: Prentice Hall
7. Study Plan
	Week
	Course Content
	Lecture
Hours

	1
	Introduction
	2

	2
	Build customer relationship
	2

	3
	Strategic market plan
	2

	4
	Creating value for target customer
	2

	5
	Segment, Target and Position
	2

	6
	Product management
	2

	7
	Product development and strategy
	2

	8
	Pricing
	2

	9
	Price elasticity of demand
	2

	10
	Pricing strategy
	2

	11
	Distribution Channel
	2

	12
	Supply Chain Management
	2

	13
	communication
	2

	14
	Promotion Strategy
	2

	15
	Marketing by numbers
	2

	Total Number of Hours
	30



8. Assessment schedule

	Assessment method
	Description
	Marks(100)

	Assignment
	Assignment 1: Product
	5

	Assignment
	Assignment 2: Report
	15

	            Written exam
	Final exam
	80



9. Course Content / ILO Matrix

	Wk
	Course Content
	a1
	a2
	a3
	a4
	b1
	b2
	b3
	b4
	c1
	c2
	c3
	d1
	d2
	d3
	d4

	1
	Introduction
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	2
	Build customer relationship
	●
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	3
	Strategic market plan
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	●
	●
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	7
	Product development and strategy
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10. Assessment Methods / ILO Matrix

	Assessment
	a1
	a2
	a3
	a4
	b1
	b2
	b3
	b4
	c1
	c2
	c3
	d1
	d2
	d3
	d4

	Assignments 
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●

	Final Exam
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	
	
	
	




11. Learning Method / ILO Matrix

	Learning Method
	a1
	a2
	a3
	a4
	b1
	b2
	b3
	b4
	c1
	c2
	c3
	d1
	d2
	d3
	d4

	Interactive Lectures (ON LINE)
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●

	Self-Readings
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●
	●










12. ILOs Mapping with Level of Competencies

· A: Faculty Requirements (A6, A8, A10)
· A6: Plan, supervise and monitor implementation of engineering projects. 
· A8: Communicate effectively – graphically, verbally and in writing – with a range of audiences using contemporary tools.
· A10: Acquire and apply new knowledge; and practice self, lifelong and other learning strategies. 
	[bookmark: _Hlk528849723]ILOs
	Level of Competences
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