RQF 3
PAGE  
2

[image: image1.jpg]UK1DNa1aasvan




Course Description
School/Faculty/Department……Rangsit University International College...................................................
Program Bachelor in Business Administration (International Business) Academic Year .....2025...............
1. General Information
	IPO200
	
	การจัดการตลาด
	3
	(3-0-6)

	
	
	(Marketing Management)
	
	

	Co-requisite course(s)
	
	XXX xxx Thai course title (if any, if not, use -)
	
	

	Pre-requisite course(s)
	
	XXX xxx Thai course title (if any, if not, use -)
	
	

	Semester
	
	S/2568
	
	

	Section
	
	160
	
	

	Curriculum
	
	Preparatory Courses
	
	

	
	
	General Education Courses
	
	

	
	
	Specialized Core Courses                         
	
	

	
	
	Free Elective Courses          
	
	

	Responsible faculty member
	Srisongruk Prohmvitak
	
	Full-time Lecturers
	
	

	Instructors
	Srisongruk Prohmvitak
	
	Full-time Lecturers
	
	Guest Lecturers

	Place of study
	
	
	Onsite
	
	Off-site

	Date of preparation 
	
	
	
	
	


2. Course Objectives and Components
1.
Learning objectives

1) The aim of this course is to allow students to explore the concepts and principles relating to marketing along with being able to identify the marketing practices and elements in order to relate those findings to the marketing principles.  Students are expected to understand the customer insights and as to how all the factors in terms of Micro Environment, Macro Environment and the overall situation affect businesses and shapes marketing activities and marketing analysis in organizations.  Furthermore, students will get into detailed analysis on customers and the market to determine factors on consumer behavior and buying behavior of customers through exploration and analysis from business case studies, then outline marketing plans and predict consumers’ behavior in the changing market.

2) To incorporate marketing principles with marketing analytics and business analytics along with the concept on Machine Learning, Artificial Intelligence, Blockchain and much more; so that students are up to date with the changing trends in the business world where business analysis and marketing analysis will be data-driven. 

2.
Course description 
The content of this course will include the Marketing principles in business where students will incorporate knowledge in marketing such as market segmentation, marketing mix, product positioning, consumer behavior, marketing communications, market research, marketing plan, business case studies and business innovation. Assessments and projects assigned will requires the understanding and the application of the marketing terminologies, the concept of customer engagement, the marketing mix, analysis involving SWOT analysis and PESTEL analysis framework, corporate structure, economic and social analysis.  In addition to the marketing principles, the content of this course will include concepts on a data-driven scheme where data are used in businesses to analyze business movements and measure performance. Furthermore, this course will include the business practices and concepts in terms of marketing such as planning, policies, promotions and research that incorporates the economic situation.

(As specified in the TQF 2)
3.
Number of weekly hours for advising and academic counseling for individual students.
 .......3-4........hours/week




e-mail:…srisongruk.p@rsu.ac.th….








Facebook:……………………………








Line:………Tap……………………








Other Specify.....................................
4. Course Learning Outcomes (CLOs):  
    (For courses that use the standard curriculum criteria of B.E. 2565 only.)
CLO 1: สามารถเข้าใจความหมาย ความสำคัญของการตลาดต่อเศรษฐกิจ และหน้าที่ของการตลาด 
Able to understand the meaning, importance of marketing to the economy, and the role of marketing. 
CLO 2: สามารถแสดงให้เห็นถึงสิ่งแวดล้อมที่มีอิทธิพลทางการตลาด การแบ่งส่วนตลาด การกำหนดกลุ่มลูกค้าเป้าหมายและการกำหนดตำแหน่งผลิตภัณฑ์ พฤติกรรมผู้บริโภค
Able to demonstrate the marketing-influenced environment, market segmentation, target customer identification, product positioning, and consumer behavior. 
CLO 3: สามารถเข้าใจระบบสารสนเทศทางการตลาด การจัดประเภทผลิตภัณฑ์และส่วนประสมผลิตภัณฑ์ นโยบายและกลยุทธ์การตั้งราคา ตลอดจนการเลือกช่องทางการจัดจำหน่าย การส่งเสริมการตลาด
Able to understand marketing information systems, product classification and product mix, pricing policies and strategies, as well as selecting distribution channels and marketing promotions.
3. Student Learning Outcomes
Development of subject learning outcomes following the desired learning standards for each domain is as follows:
1.
Knowledge
	PLOs
	Course Learning Outcomes (CLOs)
	Teaching methods
	Assessment methods

	 1

 
	Able to understand the meaning, importance of marketing to the economy, and the role of marketing. 

	Students are expected to participate in all brainstorming sessions and discussions on business case and research case studies.  

Students are also expected to show throughout insights of business through:

- Business Case Analysis 

- Business Projects 

- Individual Assignments and Presentations

- Group Assignments and Presentations


	Assessments:

- Individual Assignments and Presentations

- Group Assignments and Presentations

- Business Case Analysis

- Tests and Examinations

- Class Participations

- Business Projects 



	2
	Able to demonstrate the marketing-influenced environment, market segmentation, target customer identification, product positioning, and consumer behavior. 

	Students are expected to participate in all brainstorming sessions and discussions on business case and research case studies.  

Students are also expected to show throughout insights of business through:

- Business Case Analysis 

- Business Projects 

- Individual Assignments and Presentations

- Group Assignments and Presentations


	Assessments:

- Individual Assignments and Presentations

- Group Assignments and Presentations

- Business Case Analysis

- Tests and Examinations

- Class Participations

- Business Projects 



	3
	Able to understand marketing information systems, product classification and product mix, pricing policies and strategies, as well as selecting distribution channels and marketing promotions.

	Students are expected to participate in all brainstorming sessions and discussions on business case and research case studies.  

Students are also expected to show throughout insights of business through:

- Business Case Analysis 

- Business Projects 

- Individual Assignments and Presentations

- Group Assignments and Presentations


	Assessments:

- Individual Assignments and Presentations

- Group Assignments and Presentations

- Business Case Analysis

- Tests and Examinations

- Class Participations

- Business Projects 




2.
Skills
	PLOs
	Course Learning Outcomes (CLOs)
	Teaching methods
	Assessment methods

	1
 
	Able to apply analytical thinking to pinpoint business issues and find business solutions.


	Educate through lectures and Q&A sessions, giving students assignments that encourage methodical, analytical thought.
	Assess and assign grades in accordance with the tasks completed.


3.
Ethics
	PLOs
	Course Learning Outcomes (CLOs)
	Teaching methods
	Assessment methods

	1
	Maintain discipline, be on time, be accountable to others and to oneself, and be orderly.


	Include lessons about self-discipline, timeliness, and accountability to society.
	To teach students to be accountable for their work, work well with others, and be on time, assignments must be turned in on time.




4.
Characteristics
	PLOs
	Course Learning Outcomes (CLOs)
	Teaching methods
	Assessment methods

	1
	Take ownership of the responsibilities given.


	Tasks should be assigned with due dates.


	Pay attention to conduct and work submission.




(The development of learning outcomes in each desired standard must align with those specified in the plan that shows the distribution of responsibility for learning outcomes from the curriculum to the subjects (Curriculum Mapping), as defined in the curriculum details, by each learning standard.)
4. Course Planning and Assessment
1.
Course planning
	Week
	Topics/Details
	Learning Activities/Media
	Hours
	Instructor

	1
	Introduction to Marketing


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	2
	Global Corporate Marketing Strategy 


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	3
	Marketing Plan and Market Research 


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	4
	Consumer Behavior and Buyer Decisions 


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	5
	Macro and Micro Environment 
	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	6
	Customer Value and Engagement


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	7
	Marketing Information and Customer Insights

	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	Mid-Term Examination

	8
	Competitive Advantage
	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	9
	Product Development


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	10
	Pricing Strategies


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	11
	Managing the Product Life Cycle and Product Innovation


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	12
	Business and Marketing Analysis
	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	13
	Integrated Marketing Communications Strategy: Branding, Advertising, Public Relations and Sales Promotion
	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	14
	Digital Marketing, Social Media and Mobile Marketing

	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	15
	Corporate Social Responsibility and Sustainability


	- Lecture

- Discussion

- Research Case

- Assessment
	3
	Aj. Srisongruk Prohmvitak

	Final Examination

	Total
	45
	


(Specify the topic/details, the week of instruction, the number of teaching hours (which must correspond with the number of credits), the teaching activities and the media used, and the instructor for each topic/detail of the course.)
2.
Assessment
	Activity
	Learning Outcome
	Assessment Method
	Assessment Week

	1.1, 1.2
	Mid-Term Examination

Final Examination
	Approx.

Week 8

Approx.

Week 16
	30%

30%

	2.1, 2.2
	Class Attendance and Participation


	Entire Semester


	10%



	4.1, 4.2
	Assignments, Presentations and Tests
	Entire Semester


	30%


3.
The alignment of Course Learning Outcomes (CLOs) with learning results.
       (For courses that use the standard curriculum criteria of B.E. 2565 only.)
	CLOs
	1. Knowledge
	2. Skills
	3. Ethics
	4. Characteristics

	
	1.1
	1.2
	2.1
	2.2
	3.1
	3.2
	4.1
	4.2

	CLO 1 Able to understand the meaning, importance of marketing to the economy, and the role of marketing. 
CLO 2 Able to demonstrate the marketing-influenced environment, market segmentation, target customer identification, product positioning, and consumer behavior. 
CLO 3 Able to understand marketing information systems, product classification and product mix, pricing policies and strategies, as well as selecting distribution channels and marketing promotions.

	(
	
	
	
	
	
	
	

	CLO 1 Able to apply analytical thinking to pinpoint business issues and find business solutions.
	
	
	
	(
	
	
	
	

	CLO 1 Maintain discipline, be on time, be accountable to others and to oneself, and be orderly.
	
	
	
	
	(
	
	
	

	CLO 1 Take ownership of the responsibilities given.


	
	
	
	
	
	
	(
	


(Specify the CLOs for each item that aligns with the learning outcomes.)
5. Course Resources
1.
Main textbooks and documents
Kotler, P. and Armstrong, G. (2021) Principles of Marketing (Global Edition, 18th Ed.), London. Pearson. 
(Identify the main textbooks and documents used in teaching.)
2.
Essential documents and information
.............................................................................................................................................................
.............................................................................................................................................................

(Identify books, journals, reports, electronic media, websites, regulations, computer programs, and other important references that students should study further)
3.
Recommended documents and information
.............................................................................................................................................................
.............................................................................................................................................................

(Identify books, journals, reports, electronic media, websites, regulations, computer programs, and other important references that students should study further.)
6. Course Feedback and Improvement
1. Course evaluation by students
(
Student evaluation of teaching effectiveness
(
Course evaluation form
(
Group discussions between instructors and learners
(
Reflections based on learners’ behavior
(
Suggestions through online channels prepared by the instructor for communication with students

(
Others (please specify) ................................
2. Other methods of course evaluation
(
Instructor evaluation form
(
Reflected by students
(
Exam results
(
Review of the assessment of learning outcomes
(
Evaluation by the academic standards oversight committee
(
Observation of teaching by the teaching team members
(
Others (please specify) ................................
3. Course development and improvement
(
Seminar on teaching management
(
Research inside and outside the classroom
(
Others (please specify) ................................
4. The process of reviewing students’ learning outcomes for a course.
(
Committees are established in the department to review students’ learning outcomes by examining exam reports, grading methods, and behavioral assessments.
(
Review of grading for student work by the department and faculty committee.
(
Review of grading based on random inspections of student work by instructors or other qualified individuals who are not regular course instructors.
(
Others (please specify) ................................
5. Course revision and development plan 
(
Revise the course annually based on suggestions and the review results per section 4.
· Revise the course annually based on the instructor evaluation results by students.
(
Others (please specify) ................................ 
Note:                  Please delete the red text explaining information or sample message and note it when submitting information to the Office of Academic Standard.
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