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The purpose of this course is to enable student to study the relevant theory of marketing management.

Students should realize the marketing concept and characteristic of the hospitality. With consideration to the

theory and practice application, this course also complements and proves with the case example. The main

purposes are

(1) Understanding the essence of marketing of service trade and basic structure of the marketing theory.

(2) Understanding the basic conception and principle of marketing.

(3) Study the marketing procedure, customer service, marketing tools and method needed in business
management.

(4) Exploring the challenge of marketing, and how to carry out the work of marketing correctly.
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Personal:
Homework report 20%
Mid. exam. 20%
Personal Class Participation 10%
Team Report:
Chapter of text book 10%
Literature 10%
Team Project:
Project presentation (1* times) 5%
Project presentation (2™ times) 5%
Final Project presentation 20%
Interpretation:

»  Each week has three kind of presentation: chapter of text book, literature and homework report. The
whole classmates should be divided into 9 teams and make these presentations on schedule.

1. Chapter of text book and Literature: Each team must choice one selected chapter of the text
book and one literature to makes PowerPoint files for a presentation according to the schedule,
The presentation time should be restricted in 20 minute. Before presentation, the PowerPoint file
should email to the teacher.

2. Homework: cach student should find one company of your country, and make a brief introduction
of this company’ marketing situation. According to the schedule, each one should make a
presentation of 15 minute in the class.

»  Team project: Each team must choice one business (such as bookmaker, music company, motor

corporate, video game corporate, travel agency, etc.) Please design a new product and develop a well

marketing project.

1. The 1¥ project presentation should explain what your company is, what business or market is your
company. The 2" project presentation should explain who your customers are and what your
product is. The marketing strategy of your product should also be included. Besides, each team
should make a PowerPoint file for a presentation of 10 minute. The rest time should be used for
discussing by all classmates.

2. The final project presentation is a complete marketing plan. Each team should make a PowerPoint
file for a presentation of 25 minute.
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1. Armstrong, G. and Kotler, P., Marketing: An introduction, Prentice Hall, 2007,
2. Literature:

Paperl: My Week as a Room-Service Waiter at the Ritz. (Fflz—3& - B AT RE )

Paper2: The Employee-Customer-Profit Chain at Sears (ME%4E T HAIED)

Paper3: Putting the Service Profit Chain to Work (GEIRFSTEISIHINA)

Paperd: Case study: What Serves the Customer best (I (I ZRE-E TAESTE 1T
Paper5: Value Innovation: The Strategic Logic of High Growth ({EHEIFT)

Paper6: Strategies to Fight Low-cost Rivals (ZER R (EATIE)

Paper7: The History and Future of Service Quality Assessment (IR i B M PR 5 B R 2R
Paper$: What Business Are You in (ZEHERFASTRIAEITIRG)

Paper9: The New Science of Sales Force Productivity (iR B R BB TR T
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SCHEDULE
Week| Date Content Reporter
1 | 2/28 [228 Anniversary (recess) 1
2 3/7 |mtroduction b
Ch.1 Marketing: Managing Profitable Customer Relationships Team 1
3 | 3/14 [Paper 1: My Week as a Room-Service Waiter at the Ritz (Fifi—& * B RER) Team 2
Homework report 1-2
Ch.2 Company and Marketing Strategy: Partnering to Build Customer Relationships Team 3
4 | 3/21 [Paper 2: The Employee-Customer-Profit Chain at Sears (FE% 5 T H#AIED) Team 4
Homework report 3-4
Ch.5 Consumer and Business Buyer Behavior Team 5
5 | 3/28 [Paper 3: Putting the Service Profit Chain to Work GRIRF M S R ) Team 6
Homework report 5-6
6 4/4 |Project Presentation 1* : introduce your company and business All teams
Ch.6 Segmentation, Targeting, and Positioning: Building the Right Relationships with Team 7
7 | 4 the Right Customers B
Paper 4: Case Study: What Serves the Customer best (Hﬁ{%&?%-ﬁ?ﬁﬂ%ﬁﬁiﬁ%) Team §
Homework report 7-8
Ch.7 Product, Services, and Branding Strategy Team 9
8§ | 4/18 [Paper 5: Value Innovation: The Strategic Logic of High Growth ({E{EEIHT) Team 1
Homework report 9-10
9 | 4/25 |Mid Exam.
10 | 5/2 |Project Presentation 2" : who are your customers and what is your product All teams
Ch.9 Pricing Considerations and Strategies Team 2
11 5/9 |Paper 6: Strategies to Fight Low-cost Rivals (ZENEEELE) Team 3
Homework report 11-12
Ch.10 Marketing Channels and Supply Chain Management Team 4
Paper 7: The History and Future of Service Quality Assessment (RS SL SRR Team 5
12 | 5/16 By
BEFRK)
Homework report 13-14
Ch.12 Integrated Marketing Communication: Advertising, Sales Promotion, and Public Team 6
153 | 523 Relations ' o o
Paper 8: What Business Are You in (ZEHEE A EME 7S EITEER) Team 7
Homework report 15-16
Ch.14 Marketing in the Digital Age Team 8
14 | 530 [Paer 9: The New Seience of Sales Force Productivity (#5357 B (RIS ISEAR|  Team 9
TRESEATR)
Homework report 17-19
15 | 6/6 |Final Project Presentation Team1-3
16 | 6/13 |Final Project Presentation Team4-6
17 | 6/20 |Final Project Presentation Team7-9
18 | 6/27 |Final Exam.
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