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Please ensure that your microphone is muted during all teaching until you are asked a question or there is a group discussion 
to prevent background noise.

You should attend every class and have a private space to work so that you can concentrate fully on the lesson. 

You should not be at work, shopping, driving or caring for children. 

Your camera must be always on during lectures please. - Use the Teams university background to protect your privacy.

YOU must join via a laptop or PC/MAC – No attendance permitted on phones or tablets

You will be removed from the session and logged as absent if you fail to adhere to these criteria.

This and all sessions will be recorded so that you can watch them again

Ground Rules



Why is this important?
- This is a Full Time University course and as such the University definitions of engagement and decorum apply as they 
would in a physical classroom.

- Your Cameras must remain ‘On’ for the duration of the session in order to ensure equal engagement and for your lecturers 
to observe your full attendance of the session which is a condition for student loans/maintenance to be authorised. 

- You should be using a desktop or laptop device with a camera, speakers and a microphone so that you will be able to 
engage in the session on equal footing with your classmates. 

- You will be asked to share your screen and “present” your work, access documents, engage in writing activities use 
websites and create presentations which are either difficult or impossible on a phone. 



Get a laptop!

➢ Therefore, we ask you to purchase a laptop if you don’t already own one, by the end of Week 2.

➢  Failure to do so within this time period will result in you being reported to the Programme 
Manager in Week 3. 

➢ The University offers bursaries that can provide a suitable device and/or contribute towards 
connectivity costs if you need some financial help with this. 

Digital Connectivity Bursary Application Form

Undergraduate Bursaries

https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fforms.office.com%2Fr%2Fgm1AAY3tjY&data=05%7C01%7Cd.lewis%40uwtsd.ac.uk%7C5d7a9bddf8434fcd0fce08da7306ba41%7C4e0f11f9046e45059cb8db2152311e21%7C0%7C0%7C637948769968773792%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=CaPHsnIPKGbii1X48FlZICF1Q719w88%2Be51eH%2BTp6rU%3D&reserved=0
https://www.uwtsd.ac.uk/bursaries/undergraduate/
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Aims & Objective 

Aim: Understanding channel and information management

Objectives:

oUnderstanding the importance of social media & information 

management

oAble to manage a channel 

oUnderstanding the research methods in marketing



Types of Channel

• Social Media Platform

• Retailer

• Agent

• Mass Media

• Channel



• Digital advertising

• Events

• Influencer marketing

• Search Engine 

Optimization (SEO)

• Word-of-Mouth(WoM)



Definitions of Digital Marketing

• Digital marketing is the marketing of goods and services via digital technologies.

• Achievement of marketing objectives through the use of digital media and 

technology.

• The use of digital technologies to create integrated, targeted and measurable 

communications that help to acquire and retain customers while building 

deeper relationships with them (Digital Marketing Institute, n.a.). 



Difference Channels between Traditional 
Marketing & Digital Marketing
▪ Traditional Channels Digital Channels

▪ Television

▪ Radio

▪ Periodicals (magazines)

▪ Leaflets

▪ Billboards

▪ Exhibitions 

▪ Search systems

▪ Social media

▪ Web sites

▪ Video games

▪ Mobile applications

▪ E-mail

▪ Digital art



Role of Digital Marketing

• Digital marketing is unlimited in time

• Two-way communication between the company and its 

clients

• Attraction of the target audience to the processes

• Simple access to the resources

(Girchenko and Ovsiannikova, 2016)



Social Media Platform Management



Why it is so important?





Principle of Social Media Management

• Constantly Update

• Create a response plan 

• Understand what they want

• Trend

(Adams, 2022)





Ethnical and Regulation

• Manage your community 



Information Management 

• Customer Data 

• Marketing Insight 



Customer Database

• Basic data

• Interaction data

• Behavioural data

• Attitudinal data



Basic data / Descriptive Data /Personal Data

• First and last names

• Phone numbers

• Email addresses

• Age

• Gender

• Marital status

• Household composition

≈ ?



≈ Demographic Data



Interaction Data

• Website visits

• User flow

• Native video views

• Email open rate, forwards and bounce rate

• Post likes, shares or replies

• Click-through rate

• Conversions



Behavioural Data

• Subscription details

• Average order value

• Previous purchases

• Devices

• Feature usage and duration

• User attention



Attitudinal Data

• Customer satisfaction or sentiments

• Preferences

• Purchase criteria

• Product desirability

• Motivations and challenges



What is the value of your data?>



Fraud - Charlie Javice 

• Created 4.265 million fake customer accounts—for which Javice paid 

a data science professor $18,000

• May be exploit students’ data for profit

Forbes 30 Under 30 list in finance in 2019

Fraud $175 million

(Alexandra and Iain, 2023)



Research Methods

• Primary Research 

Qualitative & Quantitative 

• Secondary Research 

Competitive information

White papers

Analyst reports





Activity – Presentation 

• Prepare a presentation

–A Market Segmentation example of the target market



Next Week…

▪Stakeholders in Marketing 

▪Stakeholder Management 



List of Reference

Adams, C.M. (2022) Social Media Marketing: Social CRM. Carpenteria, CA: 

linkedin.com.







I look forward to seeing you next 
week.

If you have any questions in the 
meantime, please send an email from 
your student account  to

k.chong@uwtsd.ac.uk
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