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Like it or not, if we work in a modern-day business environment, we cannot avoid being affected by marketing.  Effective marketing has become a critical success factor for our business firms and business teams.  In turn, our business team is a constant marketing target for many other firms.

A knowledge of marketing offers a three-way benefit.  As members of a business team, we can contribute more effectively to our team’s overall marketing effort, both internally and externally.  If, in turn, we are required to provide consulting services and advice to a marketing unit within our organisation, we will have a better understanding of our client’s needs.

Finally, if we are in a buying role for our business team, we will be better placed to understand the selling strategies being used by suppliers and better equipped to make a good buying decision.

OBJECTIVES

To provide participants with a broad introduction to the concepts and basic principles of marketing.

Specific objectives for this course are:

•
To develop a fundamental awareness of the nature of marketing, exchange processes, and the marketing environment.

•
To describe and discuss ways in which business teams can become more successful by improving the quality and effectiveness of their own marketing.

•
To enable people with non-business backgrounds to contribute more effectively to the marketing success of their business team.

•
To compare and contrast the issues associated with the marketing of services versus the marketing of products.

COURSE AGENDA
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1.
INTRODUCTION


Rationale & Benefits

Goals of the Course

Course Structure


2.
NATURE OF MARKETING


What is Marketing ?

Evolution of Marketing

Role of Marketing

Basic Marketing Tasks

Four Philosophies

Marketing vs. Selling

Product vs. Market Definition

Exchange Analysis


3.
THE MARKETING ENVIRONMENT 


The Marketing System

Types of Markets

Competition

Distribution Chains

Buyer Behaviour

Consumer Buying

The Industrial Market

Industrial Buying

Roles in Buying

Buying Determinants

Influencing Factors


4.
PRODUCTS & PROCESSES


Products

Product Levels

Pricing

Distribution

Communication

Advertising

Personal Selling

Publicity

Promotion

Direct Marketing








5.
MARKETING OF SERVICES


Service vs. Product

Values & Outcomes

Tangibility & Intangibility

Image vs. Evidence

Elements of Market Entities

Professional Services

Styles of Marketing

Strategies in Marketing

Tactics & Techniques


6.
MARKET RESEARCH & PLANNING 


Information Needs

Trends

Problems

Sources

Research Activities

Planning

Situation Analysis

Strategy


7.
WORKSHOP 










WHO SHOULD ATTEND

Managers, supervisors, project managers, project leaders, consultants, technical specialists, and anyone who feels that their understanding of marketing could be improved. 

Prerequisites

A fundamental awareness of business and business processes.  Attendance at Business Productivity's 'Business Awareness' course or equivalent experience would serve as suitable preparation for this course on marketing.

CLASS DETAILS

Duration:
1 day

Class size:
12 to 16 Participants

STRUCTURE & PRESENTATION

This course commences by examining the nature of marketing and why it exists.  

As the course progresses, the participants are required to apply their evolving knowledge to realistic marketing situations which will be presented to them.  This entails the development of a basic marketing plan  as well as strategies to cope with major threats and opportunities.

Group discussions and group problem-solving sessions also contribute to the overall dynamic nature of this course. 

All participants will receive bound copies of course materials to take away for further reading. 

Benefits

•
Increased awareness and understanding of  the marketing process.

•
Increased ability to communicate with marketing specialists.

•
Increased ability to participate in the resolution of marketing problems, with specific reference to the application of technical solutions.
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