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The course will introduce marketing mix, including product, price, place and
promotion, Through reading the textbook and seeing several videos, students
will learn how to do marketing management,
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1 [BEMRATHE O ZE R BLIT45 R "8 W i® | Learn the definition of 3 ABCDF
marketing and the content of
marketing strategy

2 |BE AR L B e AT AT AT SH A 20 Learn how to conduct a 3 ABCDF
marketing research

3| BEARAR LS B B T A B4 & & 85 8 17| Understand the differences C4 ABCDF

B R between business and

consumer purchase behavior

4 | BB ATHE 0T 35 T A% R e B Learn STP process in C4 | ABCDF
marketing

502 BATHHMAE T HE R Learn product strategy in c4 | ABCDF
marketing mix

6 | B B ATSEAL B ¥ WO (R A& SR Learn price strategy in C4 | ABCDF
marketing mix

7| B AT AL A P 08 3R R R Learn channel strategy in C4 ABCDF
marketing mix

8 | B H T4 A P ISR R Learn promotion strategy in C4 ABCDF
marketing mix

RE B e 5 R R

" KEDH g Hos =8

1 |[BEARATSE E R AT RN | FREdR s edh - FYE | AR F ~JH B¢ S

2 |BE AR 0L B e AT AT AT SR A 0 FEAE L EHB B TER IR - HH P Y

3R E T AR RS BET| EER Al Hm B DRF 3w S

AR E ¥
4 | BB AT 09 T 35 A SR v B N A o QRIPAN RS IS - R NRF HHm YT

¥




S| 2 Tsms bR SRS FRER S A RHH BRI W R
6 | F B AT A T Y IB A R FEAR L ESHRCBIR | AAF HHm I RT
7| B AT ARG P 0y 38 B8R FREER AL EHB CRTERE | AAF - HH D RA

[
8 | BB AT S T 09IR R R FREHER LA EHBCBTRE | AT R PR
| opoEp n % (Subject/Topics) s
1] 09/13 | 9/13: Introduction / 9/16: Chl Marketing: Creating

and Capturing Customer Value / Video Case
Discussion: Ch 1 Harley—Davidson

21 09/20 | 9/20: Video Tape (voll) and Assignment 1 / 9/23: |Hand-in Assignment 1
Ch2 Company and marketing Strategy: partnering to |in 9/23
Build Customer Relationship / Video Case
Discussion: Ch 2 Mayo Clinic

31 0927 | 9/27: Video Tape (vol2) and Assignment 2 / 9/30: |Hand-in Assignment 2
Ch4 Managing Marketing Information to Gain in 9/30
Customer Insights / Video Case Discussion: Ch 4
Burke

4 | 10/04 | 10/4: Video Tape (vol.3) and Assignment 3 / 10/7: |Hand-in Assignment 3
CH5 Understanding Consumer and Business Buyer in 10/7
Behavior / Video Case Discussion: Ch 5 Wild Planet

51 10/11 | 10/11: Video Tape (vol4) and Assignment 4 / Hand-in Assignment 4
10/14: Ch6 Customer—Driven Marketing Strategy: in 10/14
Creating Value for Target Customers / Video Case
Discussion: Ch 6 Procter & Gamble

6 | 10/18 | 10/18: Video Tape (vol5) and Assignment 5 / Hand-in Assignment 5
10/21: Ch7 Products, Services, and Brands: Building |in 10/21
Customer Value / Video Case Discussion: Ch 7
Swiss Army

7 | 1025 | 10/25: Video Tape (vol.6) and Assignment 6 Hand-in Assignment 6
/10/28: Ch8 New-Product Development and in 10/28
Life-Cycle Strategies/ Video Case Discussion: Ch 8
ZIBA

8 | 11/01 |11/1: Video Tape (vol.7) and Assignment 7 / 11/4: Hand-in Assignment 7
Company Case (1~3) Presentation: Group 1~3 in 11/4

9 | 11/08 | 11/8: Video Tape (vol8) and Assignment 8 / Hand-in Assignment 8
11/11: Company Case (4~6) Presentation: Group 4~6 |in 11/11

10 | 11/15 | BAF FRA

11 | 11/22 | 11/22:Video Tape (vol9) and Assignment 9 / Hand-in Assignment 9
11/25: Ch9 Pricing: Understanding and Capturing in 11/25
Customer Value / Video Case Discussion: Ch 9
General Electric

12 | 11729 | 11/29: Video Tape (vol.10) and Assignment 10 / Hand-in Assignment

12/2: Ch10 Marketing Channels: Delivering
Customer Value/ Video Case Discussion: Ch 10
Progressive

10 in 12/2




13 | 12/06 | 12/6: Video Tape (volll) and Assignment 11 / Hand-in Assignment
12/9: Chll Retailing and Wholesaling / Video Case 11 in 12/9
Discussion: Ch 11 Wellbeing

14 | 12/13 | 12/13: Video Tape (voll2) and Assignment 12 / Hand-in Assignment
12/16: Ch12 Communicating Customer Value: 12 in 12/16
Advertising and Public Relations / Video Case
Discussion: Ch 12 Crispin Porter + Bogusky

15 | 12/20 | 12/20: Video Tape (voll3) and Assignment 13 / Hand-in Assignment
12/23: Chl13 Communicating Customer Value: 13 in 12/23
Personal Selling and Sales Promotion / Video Case
Discussion: Ch 13 Nudie

16 | 12/27 | 12/27: Video Tape (voll4) and Assignment 14 / Hand-in Assignment
12/30: Company Case (7~9) Presentation: Group 1~3 |14 in 12/30

17 | 01/03 | 1/3: Video Tape (voll5) and Assignment 15 / 1/6: Hand-in Assignment
Company Case (10~12) Presentation: Group 4~6 15 in 1/6

18 | 01/10 | #AKF KB

#EXH | T, &2, L& (DVD player)

Armstrong and Kotler (2009) Marketing: An Introduction, 9th Ed. Pearson
Yotk International Edition, (¥ 4& & &KX 3E)
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