淡江大學  96 學年度第 2 學期課程教學計畫表

授課科目名稱：Integrated Marketing Communication (星期三/2-5pm)
授課教師： 吳怡國         

	大傳所   (日)   研 一 
	必/選修
	選  修

	   3學分   3小時（ 上學期 3學分）
	先修科目
	 None

	週次
	月／日
	內容

	第一週
	2/27
	*** Introduction and Reading Assignments ***

	第二週
	3/5
	1.  Defining Marketing for the 21st Century: The New Economy / Marketing Tasks & Concepts / Changing Marketplace: Kotler, Chapt. 1 (p.2-4 & 16-27), 2003
2.  “Marketing is Everything”, McKenna, HBR, Jan-Feb, 1991/
行銷環境: Chpater 2, (p.51-81), 曾光華, 2004

	第三週
	3/12
	1.  市場區隔/目標市場/定位: Chapter 6, (p.187-218); 產品/產品組合: Chapter 7, (p.225-234); Product life-cycle: Chapter 8, (p.274-279), 曾光華, 2004

2. Strategic Planning: Kotler, Chapt. 4(BCG’s Growth-Share Matrix -   p.94/Ansoff’s Product-Market Expansion Grid - p.100/SWOT Analysis - p.102), 2003
*  Hand-outs

	第四週
	3/19
	1.  Dealing with the Competition : Kotler, Chapt. 9(4 Competitive Strategies, p.255-270), 2003

2.  “Marketing Malpractice-the Cause and the Cure”, Christensen, Cook & Hall, HBR, December, 2005/
“Find Your Sweet Spot”, Harvard Management Update, 

November, 2006

*   Hand-outs

	第五週
	3/26
	1.  行銷通路管理: Chapter 11 & 12, (p.347-371 & p.379-404), 
曾光華, 2004

2.  “Your Brand’s Best Strategy”: Vishwanath & Mark, HBR,    May-June, 1997

3.  “Rediscovering Market Segmentation”, Yankelovich & Meer, HBR, Feb. 2006.

*   Hand-outs

	第六週
	4/2
	校外觀摩週

	第七週
	4/9
	1. Customer Satisfaction : Kotler, Chapt. 3 (Defining, Delivering, 
   and Retaining it, p.60-65 & 72-82) & Chapt.7(Analyzing Consumer  Markets, p.201-202), 2003

2. “Avoid the Four Perils of CRM”, Rigby, Reichheld &  

 Schefter, HBR, Feb, 2002

3. 價格訂定: Chapter10, (p.315-339), 曾光華, 2004

	第八週
	4/16
	1.  “How to Fight a Price War”, Rao, Bergen & Davis, HBR, March-April, 2000

2.  “Strategies to Fight Low-Cost Rivals”, Kumar, HBR, Dec. 2006.

**  “Marketing Planning and Organization”, HBS, March, 1993
*   Hand-outs & Discussion(樺達喉糖)

	第九週
	4/23
	*   Case Study: Snapple, HBS, 2003.
*   Case Study Exercise: 小兒利撒爾, 2006
*   Hand-outs

	第十週
	4/30
	1.  “Diamonds in the Data Mine”, Loveman, HBR, May, 2003/
“Luxury for the Masses”, Silverstein & Fiske, HBR, April, 2003

2.  “The Customer Has Escaped”, Nunes & Cespedes, HBR,     Nov, 2003 

3.  “The Mismanagement of Customer Loyalty”, Reinartz & Kumar, HBR, July, 2002
*   Hand-outs

	第十一週
	5/7
	*  Video: Integrated Marketing Communication by Schultz
1.  IMC相關理論文獻 /兩個成功案例: Chapter 10 (p.250-290)

Schultz et al, 2000 

2.  IMC – the Next Generation, Chapter 2 & 8 (p.41-64, 187-210) Schultz & Schultz, 2004

	第十二週
	5/14
	1.  “E-Loyalty: Your Secret Weapon on the Web”, Reichheld & Schefter, HBR, July-Aug., 2000.

2.  “How to Acquire Customers on the Web”, Hoffman & Novak, HBR, May-June, 2000.

3.  Hand-outs

	第十三週
	5/21
	*  Case Study: “What Serves the Customer Best”, HBR, Oct., 2006. 
*  Case Study: “A Rose by Any Other Name”, HBR, March, 2003.

	第十四週
	5/28
	各組報告：整合行銷論文分析(一)

	第十五週
	6/4
	各組報告：整合行銷論文分析(二)

	第十六週
	6/11
	Final Proposal 報告

	第十七週
	6/18
	期末考試週

	Reading Assignments:

1. Textbooks: 

a.   Marketing Management, Philip Kotler, 11th edition, Prentice Hall, 2003.

b.   行銷管理 - 理論解析與實務應用, 曾光華著, 前程企管, 2004

            c.   整合行銷傳播, Schultz, Tannenbaum & Lauterborn, 滾石文化, 2000.

            d.   整合行銷傳播(IMC – the Next Generation), Schultz & Schultz, McGraw Hill, 2004
2. Weekly-assigned Articles: Harvard Business Review(HBR)

3. Case Studies Articles: Harvard Business School(HBS)

4. In-class hand-outs



	Gradings: 

1. Class reports & Participation: 60%

2. Case studies & Proposal: 40%










