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AIM(S)
· To prepare students for the workplace by focusing on the identification and implementation of key marketing responsibilities that add value to the organisation and the customer.

LEARNING OUTCOMES

Upon the successful completion of this module, the student should be able to:
· Produce and organise effectively and efficiently marketing outputs that meet key strategic opportunities identified by the business.
· Develop tactical programmes that will impact the organisations positioning in the marketplace positively.

INDICATIVE CONTENT
· An introduction to negotiations.
· Making agency relationships work effectively and efficiently.
· The relationship with sales and working with the sales team.
· Developing social media marketing programmes. 
· Public relations events, organising press conferences and writing press releases.
· Managing the Distribution channels.
· Managing and organising Direct Marketing activity.


 Study Time Allocation

The study time for the module is divided as follows:

	Activity type
	Hours
	Percentage

	Scheduled learning
	48
	24%

	Independent learning
	152
	76%

	Placement learning
	0
	0%

	TOTAL
	200
	100%






ASSESSMENT

Assessment Component 1 (Tick one)

	☐	Written exam
	☐	Coursework
	☒	Practical



	Mode of assessment
	Volume
	Weighting

	Presentation 
	15 minutes 
	50%




Assessment Component 2 (Tick one)

	☐	Written exam
	☒	Coursework
	☐	Practical



	Mode of assessment
	Volume
	Weighting

	Report 
	2000 words 
	50%




Assessment Summary
	Activity type
	Percentage

	Written exam
	0%

	Coursework
	50%

	Practical
	50%

	TOTAL
	100%




INDICATIVE READING LIST

	Module Code
	BMBM5013

	Module Title
	Marketing in Practice

	Classification
	Reading List entry
	Electronic*

	Essential
	Arden, D. (2015) Win Win: How to get a winning result from persuasive negotiations. Harlow Pearson Education Limited
	☐

	Essential
	Kelly, S. & Johnston, P, (2017) Value-ology: Aligning Sales and Marketing to shape and deliver profitable customer value propositions. United Kingdom, Palgrave MacMillan.
	☐

	Essential
	Thomas, B. & Housden, M (2017) Direct and Digital Marketing in Practice 3e. London. Bloomsbury Business.
	☐

	Essential
	Gregory, A. (2015) Planning and Managing Public Relations Campaigns (PR in Practice) 4e. London. Kogan Page Limited
	☐

	Further
	Fahy, J., & Jobber, D., (2015) Foundations of Marketing, 5th ed., London, McGraw-Hill
	☐

	Further
	Dibb, S., Simkin, L., Pride, W.M., & Ferrell, O.C., Marketing: Concepts and Strategies 7th ed Houghton Mifflin
	☐

	Further
	Jobber, D., & Ellis-Chadwick, F., (2016) Principles and Practice of Marketing 7th revised ed. Berkshire, McGraw-Hill
	☐

	Further
	Smith, T. Williams, T. Lowe, S. Michel, R. Hwang, K (2015) Context into text into context: Marketing Practice into Theory and Marketing Theory into Practice. Marketing Intelligence and Planning. Vol 33 (7) pp1027-1046. Full text available at: EBSCOhost Business Source Complete
	☒

	Further
	Foreman, J. et al (2014) The performance implications of planning, implementation, and evolution of firms’ customer and competitor orientations. Journal of Marketing Theory and Practice, Fall, Vol 22(4), pp349-366. Full text available at: EBSCOhost Business Source Complete
	☐

	Further
	Taghian, M. (2010) Marketing planning: operationalising the market orientation strategy. Journal of Marketing Management, August, Vol26 (9/10), pp825-841. Full text available at: EBSCOhost Business Source Complete
This paper reviews the implementation of market orientation and marketing planning. 
	☒

	Further
	Danciu, V. (2013) The future of marketing: an appropriate response to the environment changes. Theoretical & Applied Economics, May, Vol20 (5), pp33-52. Full text available at: EBSCOhost Business Source Complete
	☒

	Further
	Harvard Business Review published by Harvard Business School Publication Corporation – Full text available at: EBSCOhost Business Source Complete
Journal of Marketing published by the AMA – Full text available at: EBSCOhost Business Source Complete
Marketing Review published by Westburn Publishing - Full text available at: EBSCOhost Business Source Complete
	☒


	Further
	http://www.cim.co.uk/
	☒



Students will also be directed to use academic databases such as Business Source Complete and Marketline. 

