Syllabus                                                                         
授課科目名稱： Marketing Management
授課教師：牛涵錚
	開課班級
	決策 系 (日、進、研)    2 年 A  班
	必/選修
	必修

	學分數
	3 學分  3  小時（ 單、上、下 學期     學分）
	先修科目
	

	課程安排
	週次
	月／日
	內容

	
	第一週
	2/19
	
	

	
	第二週
	2/26
	
	

	
	第三週
	3/05
	
	Case1: Red Bull-Charging into the Future

	
	第四週
	3/12
	
	Case2: eBay-Connecting

	
	第五週
	3/19
	
	Case3: The Prius-Leading a Wave of Hybrids

	
	第六週
	3/26
	
	Quiz1   Case4: Enterprise Rent-A-Car-Measuring Service Quality

	
	第七週
	4/02
	*
	教學行政觀摩週

	
	第八週
	4/09
	
	Case5: Philips Lighting: Reverse Quality Gap in Transitional Economies

Case6: Starbucks-Learning from the Japanese Experience

	
	第九週
	4/16
	
	Case7: Hooray for Bollywood: Towards a World-Class Indian industry

	
	第十週
	4/23
	Midterm
	

	
	第十一週
	4/30
	
	Case8: Pricing at Uni-President-Burger and noodle wars in Taiwan

	
	第十二週
	5/07
	
	Case9: Air Asia-Always a Low fare, always

	
	第十三週
	5/14
	
	Case10: Dell-Think Global and Act Global

	
	第十四週
	5/21
	
	Quiz 2  Case11: KFC-Finger lickin’ good comes to China

	
	第十五週
	5/28
	*
	端午節

	
	第十六週
	6/04
	
	Quiz 3 (Project)

	
	第十七週
	6/11
	
	Case12: Wal-Mart-The global retailer

	
	第十八週
	6/18
	Final
	

	教材課本
	Kotler, P. etc. (2005). Principles of Marketing ─ An Asian Perspective, Prentice Hall.

	參考書籍
	

	成績考核
	1. Homework & Report 25%    2. Participation 10%    3.Quiz & Project 25%(5,5,15)

3. Midterm 20%              4. Final Exam 20% 

	
	Ⅰ Understanding Marketing and The Marketing Process

Marketing: Managing Profitable Customer Relationships

Company and Marketing Strategy: Partnering to Build Customer Relationships

Marketing in the Digital Age: Making New Customer Connections
Ⅱ Developing Marketing Opportunities and Strategies
The Marketing Environment

Managing Marketing Information

Consumer Markets and Consumer Buyer Behavior

Business Markets and Business Buyer Behavior

Segmentation, Targeting and Positioning: Building the Right Relationships with the Right Customers

Ⅲ Developing The Marketing

Product, Services and Branding Strategies

New-Product Development and Product Life-Cycle Strategies

Pricing Considerations and Approaches

Pricing Strategies

Marketing Channels and Supply Chain Management

Retailing and Wholesaling

Integrated Marketing Communication Strategy

Advertising, Sales Promotion, and Public Relations

Persona Selling and Direct Marketing
Ⅴ Managing Marketing
Creating Competitive Advantage

The Global Marketplace

Marketing and Society: Social Responsibility and Marketing Ethics


	Rules and standard of assessment
	Report & project:

1. 報告內容請於報告前一天，將doc與ppt檔上傳至教學支援平台內。

2. 報告內容本文至少10頁之DOC檔（不含封面、目錄、附件）與當天報告之PPT檔。
DOC檔格式要求如下：
行高：固定倍行高18pt
字體大小：12

邊界：以一般新增新檔後預設的邊界、
字體：標楷體。    

3. 評分標準：教授與同學共同評分，同學評分將剔除最高與最低的數值後平均，
4. 評分項目：Content & idea35％、Media & tools35％、Cooperation30％，其他建議與鼓勵。
5. 不接受遲交。
Participation
1. 不補點。

2. 不收學校假單，5次點不到即扣考。
Midterm & Final Exam
1. 若採開書考試方法，只能攜帶本課堂之用書。
 2. 禁止使用影印之書藉。








