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	Institutional Mission & Goals
	Course Intended Outcomes
	Means of Assessment and Criteria for Success
	Summary of Data Collected
	Use of Results

	
	1. Describe the current marketing environment.
	Means: 10 test questions on Why we study marketing, career opportunities, marketing’s role in business, understanding basic marketing terminology and the environmental forces including competition.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	2. Define strategic planning steps to achieve competitive advantage.
	Means: 10 test questions on the marketing plan, objectives and situation analysis and the target market.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	3. Analyze ethics and social responsibility in relation to marketing.
	Means: 10 test questions on ethical behavior in business, social, diversity, legal issues.
Criteria: 70% of students will answer 7 or more correctly

	
	

	
	4. Discuss the importance of developing a global outlook in marketing.
	Means: 10 test questions on the globalization and competition, , cultural sensitivity, global marketing and options, impact of the internet .
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	5. Analyze consumer decision making process.
	Means: 10 test questions on identifying who is your consumer, buying decision, cultural influences, social influences, individual influences, perception, motivation, attitudes.

Criteria: 70% of students will answer 7 or more correctly
	
	

	
	6. Evaluate basic concepts of business marketing.
	Means: 10 test questions on Business marketing (B2B), marketing on the internet, business customers: producers, resellers, institutions,  business buying behavior.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	7. Identify target markets and segments.
	Means: 10 test questions on market segmentation, basis for segmentation: geographic, demographic, psychographic and market positioning.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	8. Define marketing support systems and marketing research.
	Means: 10 test questions on the role of marketing research, competitive intelligence, steps in the marketing research project.
Criteria: 70% of students will answer 7 or more correctly

	
	

	
	9. Investigate  product concepts and development
	Means: 10 test questions on product, packaging, product lines, branding, importance of new products, product development process, global issues, and product life cycle.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	10.  Analyze marketing services and non-profit organization marketing.
	Means: 10 test questions on how services differ from goods, quality, strategy, relationship marketing, non-profit organizations and marketing.
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	11. Discuss marketing channels and supply chain management.
	Means: 10 test questions on marketing channels (distribution)and intermediaries , relationship marketing, supply chain management, logistics ,
Criteria: 70% of students will score 7points or better.

	
	

	
	12. Define retailing and its role in the marketing mix.
	Means: 10 test questions on role of retailing, major types, non-store retailing,  new developments. 
Criteria: 70% of students will answer 7 or more correctly
	
	

	
	13. Determine promotion, the promotional mix it’s role in the marketing. 
	Means: 10 test questions on advertising, communications, sales promotion, personal selling, goals and the AIDA concept.
Criteria: 70% of students will answer 7 or more correctly

	
	

	
	14. Identify advertising and public relations concepts.
	Means: 10 test questions on 
effects of advertising, major types, creative decisions, media decisions, Public relations, nature of  publicity.

Criteria: 70% of students will answer 7 or more correctly.
	
	

	
	15. Identify sales promotion and personal selling concepts.
	Means: 10 test questions on 

Objectives, tools for sales promotion, personal selling.steps in the selling process, relationship selling.
Criteria: 70% of students will answer 7 or more correctly.
	
	

	
	16. Analyze pricing concepts.
	Means: 10 test questions on 

Pricing objectives, demand determinants, cost determinants, other pricing strategies, legal issues. 
Criteria: 70% of students will answer 7 or more correctly.
	
	

	
	17. Examine the impact of the technology and the internet on marketing and successful customer relationship management. 
	Means: 10 test questions on 

Customer relationship management, target marketing, capturing data, privacy concerns, legal issues.
Criteria: 70% of students will answer 7 or more correctly.
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