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1. Marketing: An introduction by Gary Armstrong and
Philip Kotler, 13th Edition

2. Case Studies, Harvard Business Publishing case
studies https://hbsp.harvard.edu/educator/

Case study, discussion and presentation

1. Marketing: Creating Customer Value and
Engagement

2. Company and Marketing Strategy: Partnering to
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Build Customer Engagement, Value, and
Relationships Analyzing the Marketing
Environment

Managing Marketing Information to Gain
Customer Insights  Understanding Consumer
and Business Buyer Behavior

. Customer Value-Driven Marketing Strategy:

Creating Value for Target Customers

Product, Services, and Brands: Building Customer
Value Developing New Products and Managing
the Product Life Cycle

Pricing: Understanding and Capturing Customer
Value

Marketing Channels: Delivering Customer Value
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1. Case study (40%)
2. Class presentation (30%)
3. Marketing proposal (30%)
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