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do zarządzenia Rektora nr      /12


	COURSE DESCRIPTION CARD
NOTE:   If the course consists of lectures and classes, the Course Description applies to both forms 

               of teaching

	1.  Course title: Marketing Management
     in Polish: Zarządzanie marketingowe
     

	2.  Course code WIB28
  Number of ECTS credits    4  Course completion method Lecture/classes
     Course commenced / Year 1… 

	3. Faculty: Management


	4. Field of Study: Marketing


	5. Department of the Field of Study Coordinator: Market Policy and Marketing Management


	6. Name of tutor:   Lectures Justyna Matysiewicz                Classes Justyna Matysiewicz                 Lab classes …
    Examiner Justyna Matysiewicz


	7. Tutor’s department Market Policy and Marketing Mnagement


	8. Number of contact hours with students: 
Type of course
Full time study
Part time study
Lectures
14
Classes
28
Foreign language classes
Lab classes 
Seminars 
Introductory Seminars
Other
Total hours
42
Examination (hours)

3


	9.  Course timeframe (no. of semesters) 1
     Course commencement / Year 1
     Course commencement / Semester 1W

	10. Stage of tertiary education  Master
    
11. Course status
⁯   Compulsory for the field of study …
(Compulsory for the specialization …
⁬   Optional


	12. Requirements 

         Compulsory: marketing 
         Recommended: microeconomics


	13. Course objectives: 
The purpose of this course is to develop knowledge and skills in the managerial aspects of marketing. The course provides an understanding of marketing as the basis for general management decision-making and as a framework for analyzing business situations. The aim of the course is also to facilitate working in groups. 

	14. Teaching and learning methods:
· Lectures

· Written Work 

· Presentations 


	A.  Direct student/teacher contact hours:
No.

Teaching methods
Description
Number of teaching hours
Full time study
Part time study
1.
Lectures
Lectures serve to guide the students through the course material by explaining the main points of a topic and introduce new topics for study or debate.
14
2.
Written Work 
This may include essays, projects, dissertations and assignments. All these are assessed and awarded grades based on individual performance of the students.
24
3.
Presentations
Presentations as a culmination of group activity using ppt.
4
…

Total
AS: 42
AN:


	B.   Self-study hours:
No.

Learning methods
Description
Number of hours
Full time study
Part time study
1.
Book and notes study
Students have to be prepared according to the teachers expectations. The book and additional notes must be studied.
34
2.
Case study
An intensive analysis of a group, stressing developmental factors in relation to context.
20
3.
Presentation 
Students in group have to prepare information and present it during the classes. The topics must be discussed with teacher.
4
…

Total
BS: 58
BN:

Total AS+BS = 100……. 




Total AN+BN = …….
Examination (E) = 3……. 




Examination (E) =…….

Total AS+BS+E= 103……. 




Total AN+BN+E = …….



	15. Key words: marketing, management, marketing mix, market

	16. Course content:

1. The Role of Marketing in Developing Successful Business Strategies
2. Marketing in the Digital Age: Making New Customers Connection
3. Managing Marketing and Planning

4. Marketing Strategy

5. Strategic marketing programs for selected situations.
6. Product Strategy

7. Price Policy

8. Marketing Channels and Supply Chain Mamgement
9. Promotional Strategy

10. Marketing Control
…..

	17. Student learning outcome achieved in the course, as related to the outcome intended for the field of study. Methods of outcome achievement evaluation.
Student learning outcome intended for the field of study / Symbols 
Student learning outcome achieved in the course 
Methods of assessing  student learning outcome achieved in the course
Documentation
                                                                         Knowledge
1. Student can describe key marketing concepts, theories and techniques for analysing a variety of

marketing situations.
2. Demonstrate the ability to justify marketing strategies and advocate a strategically

informed position when considering marketing plan implementation.
3. Synthesise ideas into a marketing plan.
Written Exam
Case study 

Case study
                                                                             Skills
1. Student has a skill to state the role and functions of marketing within a range of organisations.
2. Student can apply the introduced conceptual frameworks, theory and techniques to various

marketing contexts
…

Case study
Presentation
                                                                          Social skills
1. Student has a skills to communicate in international environment

2. He know how to communicate in groups

…
Case study
Presentation


	18. Methods of grading student performance:
No.

 Student performance assessment methods and course completion requirements
Description
Percentage of the final grade
1.

Written exam
Open-ended questions
51%
2.

Case study analysis
Exercises are done in the classroom rather than at home (2-3 people in one group). Persons absent due to illness (max 2 times) may  email case study up to 6 days  -  max 80%

35%
3.

Presentation
Students work in groups (2-3 people), they need to present the results in public using ppt.
14%
* If students are required to earn credits and pass an exam, the credit accounts for at least 30% of the final grade


	19. Reading list
      Compulsory reading list:
1. Ph. Kotler: Marketing management, Prenhall
      Recommended reading:
1. S. Holsen: Marketing management. Relationship approach, Prince Hall

	20. Language of instruction:

	   21. Tutors’ recommendations:
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