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BRI AL The objectives are to help students developing four competencies of marketing
career :
1. Understanding the market and consumers.
2. Designing a customer-driven marketing strategy and marketing mix.
3. Measuring and managing return on marketing
4. Harnessing new marketing technologies in digital age
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The course will cover the following important topics:
Part 1: Defining marketing and the marketing Process
Part 2: Understanding the Marketplace and Consumers
Part 3: Designing a Customer-Driven Strategy and Mix
Part 4: Extending Marketing
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1/Week : Marketing creating customer value and engagement

2/Week : company and marketing strategy: partnering to build customer
engagement, value and  relationships

3/Week: Analyzing the Marketing Environment

4/Week: Managing Marketing information to gain customer insights
5/Week: Consumer markets and buyer behavior

6/Week: Business Markets and busines buyer behavior

7/Week: Customer-Driven Marketing Strategy :Creating value for target customers
8/Week: Produces,Services,and Brands: Building cusotmer value
9/Week: Middle Exams

10/Week : Pricing: Understanding and capturing cusotmer value
11/Week : Marketing Channles: Delivering cusotmer value

12/Week : Retailling and Wholesaling

13/Week: Engaging customers and communicating custoemr value
14/\Week:  Advertising and public relations

15/\Week: Personal selling and sales promotion

2




16/Week: Creating competitive advantage
17/\Week: Review
18/Week: Final exams
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