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Course Description
School/Faculty/Department...... Rangsit University International College.....   
Program Bachelor in Business Administration (International Business) Academic Year .. 2026........
1. General Information
	IMK 451
	
	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/2026
	
	

	Section
	
	160
	
	

	Curriculum
	
	Preparatory Courses
	
	

	
	
	General Education Courses
	
	

	
	
	Specialized Core Courses                         
	
	

	
	
	Free Elective Courses          
	
	

	Responsible faculty member
	Aj. Srisongruk Prohmvitak
	
	Full-time Lecturers
	
	

	Instructors
	Aj. Srisongruk Prohmvitak
	
	Full-time Lecturers
	
	Guest Lecturers

	Place of study
	
	
	Onsite
	
	Off-site


2. Course Objectives and Components
1.
Learning objectives
1) To develop students’ understanding of the importance, environment, and governmental roles influencing marketing strategies in Asian markets, including product and market selection, pricing, packaging, and distribution decisions.

2) To enable students to analyze, plan, and evaluate effective marketing strategies for Asian markets by identifying barriers and challenges, and applying appropriate strategic solutions in planning, promotion, and control activities.

2.
Course description
Importance and environment of Asian marketing, roles and policies of government, marketing strategies, criteria for products and markets selections, packaging, pricing, handling, agent selecting and promotion; planning and controlling; problems and barriers in Asian marketing. 
(As specified in the TQF 2)
3.
3.
Number of weekly hours for advising and academic counseling for individual students.

 .......3........hours/week




e-mail:… srisongruk.p@rsu.ac.th ….









Facebook:……………………………









Line:…………………………………









Other Specify.....................................
4. Course Learning Outcomes (CLOs):  
    (For courses that use the standard curriculum criteria of B.E. 2565 only.)
CLO 1: Explain the importance, marketing environment, and government roles and policies affecting marketing activities in Asian markets.

CLO 2: Analyze and select appropriate products and target markets in Asia by applying criteria related to packaging, pricing, distribution, agent selection, and promotional strategies.

CLO 3: Develop and evaluate marketing plans for Asian markets by identifying marketing problems and barriers, and applying strategic planning, implementation, and control techniques.

3. Development of Student Learning Outcomes

The development of course learning outcomes in each expected domain of learning is as follows:
1. The Alignment between CLOs and PLOs
· This course focuses on developing the following Program Learning Outcomes (PLOs)
PLO 1: มีทักษะการบริหารจัดการธุรกิจระหว่างประเทศ เสนอแนวทางเพื่อแก้ปัญหา มีทักษะการขาย และ สร้างสรรค์ธุรกิจ 

Demonstrate skills in international business management, propose solutions to business problems, possess selling skills, and create innovative business ventures.

PLO 2: มีทักษะวิธีวิทยาการวิจัย การวิเคราะห์ข้อมูลทางธุรกิจเพื่อการตัดสินใจ และประยุกต์ใช้ เทคโนโลยีดิจิทัลเพื่อขับเคลื่อนธุรกิจ 

Demonstrate research methodology skills, analyze business data for decision-making, and apply digital technologies to drive business performance.

PLO 3: มีคุณธรรม จริยธรรม ระเบียบวินัย จรรยาบรรณทางวิชาการและวิชาชีพ มีความรับผิดชอบต่อ ตนเองและสังคม ปรับตัวได้ในสังคมพหุวัฒนธรรม
Demonstrate ethics, morality, discipline, and academic and professional integrity; show responsibility toward oneself and society; and adapt effectively in a multicultural environment.

Table of Primary Responsibility: Mapping CLOs to PLOs (( = (Primary Alignment / Core Relationship)
	Course Learning Outcomes
	PLO 1
	PLO 2
	PLO 3

	CLO 1: Explain the importance, marketing environment, and government roles and policies affecting marketing activities in Asian markets.


	45%(
	20%(
	35%(

	CLO 2: Analyze and select appropriate products and target markets in Asia by applying criteria related to packaging, pricing, distribution, agent selection, and promotional strategies.


	60%(
	30%(
	10%(

	CLO 3: Develop and evaluate marketing plans for Asian markets by identifying marketing problems and barriers, and applying strategic planning, implementation, and control techniques.


	65%(
	25%(
	10%(


2.
Alignment between Course Learning Outcomes (CLOs) and National Higher Education Learning Standards
(Applicable only to curricula following the B.E. 2565 (2022) National Higher Education Curriculum Standards)
This course focuses on developing learning outcomes in accordance with the National Higher Education Qualification Standards as follows:
1. Knowledge (K)

K1: Develop knowledge and understanding of principles, concepts, and theories in international business.
K2: Integrate interdisciplinary knowledge such as management, marketing, accounting, finance, economics, and digital technology for analysis and knowledge integration.
K3: Apply knowledge to analyze problems and make principled decisions in the global business context.

2. Skills (S)

S1: Enhance competencies in sales, negotiation, and business relationship building.
S2: Foster innovation and entrepreneurial thinking in the context of international business.
S3: Use technology and data analysis tools for decision-making.

3. Ethics (E)

E1: Develop attitudes and promote moral integrity, professional ethics, and honesty in the workplace.
E2: Instill responsibility toward society and the environment in accordance with ESG principles.

4. Character (C)

C1: Develop personality, attitudes, and behaviors appropriate for leadership and professional practice in a global society.
C2: Promote lifelong learning and continuous self-development.

	Course Learning Outcomes (CLOs)
	1. Knowledge
	2. Skills
	3. Ethics
	4. Characteristics

	
	1.1
	1.2
	1.3
	2.1
	2.2
	2.3
	3.1
	3.2
	4.1
	4.2

	CLO 1: Explain the importance, marketing environment, and government roles and policies affecting marketing activities in Asian markets.


	(
35%
	(
30%
	
	
	
	(
10%
	
	(
15%
	(
10%
	

	CLO 2: Analyze and select appropriate products and target markets in Asia by applying criteria related to packaging, pricing, distribution, agent selection, and promotional strategies.


	
	(
30%


	(
25%

	(
20%
	(
15%


	
	(
5%

	
	(
5%
	

	CLO 3: Develop and evaluate marketing plans for Asian markets by identifying marketing problems and barriers, and applying strategic planning, implementation, and control techniques.


	
	
	(
30%
	
	(
25%
	(
20%
	
	(
10%
	(
10%
	(
5%


(Specify the CLOs that align with each Learning Outcome)
3. Teaching and Learning Outcome Assessment Strategies
	KSEC
	PLO
	CLO
	Teaching Methods
	Assessment Methods

	1. Knowledge
	
	
	
	

	K1
	CLO 1
	PLO 1
	Principles and theories of Asian and international marketing, market environment, and government policies
	Lectures, guided reading, concept mapping

	K2
	CLO 1, CLO 2
	PLO 1, PLO 2
	Integration of marketing, economics, finance, and policy for market and product analysis
	Case-based learning, interactive discussions

	K3
	CLO 2, CLO 3
	PLO 1, PLO 2
	Application of knowledge to analyze market problems and make strategic decisions
	Problem-based learning, market simulation

	2. Skills
	
	
	
	

	S1
	CLO 2
	PLO 1
	Sales, negotiation, distribution channel and agent selection skills in Asian markets
	Role play, group discussion, practical exercises

	S2
	CLO 3
	PLO 1
	Strategic thinking, innovation, and marketing planning for Asian markets
	Project-based learning, group projects

	S3
	CLO 2, CLO 3
	PLO 2
	Use of market data and analytical tools for decision-making and planning
	Data-driven case studies, digital tools

	3. Ethics
	
	
	
	

	E1
	CLO 2
	PLO 3
	Ethical considerations in pricing, promotion, and agent selection
	Ethical case discussion, reflective learning

	E2
	CLO 1, CLO 3
	PLO 3
	Social responsibility, ESG principles, and government regulation in Asian markets
	Case studies, debate

	4. Characteristics
	
	
	
	

	C1
	CLO 1, CLO 2, CLO 3
	PLO 3
	Professional conduct, leadership, and cross-cultural awareness
	Group work, multicultural teamwork

	C2
	CLO 3
	PLO 3
	Lifelong learning, adaptability to dynamic Asian markets
	Self-directed learning, guided reflection


(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
	1. Course Planning

	Class
	Topics/Details
	Hours
	Learning
Activities/

Media
	Instructor

	1
	Customer Value, Engagement and Marketing Strategy

 
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	2
	Macro and Micro Environment and Competitive Advantage
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	3
	Consumer Behavior and Buyer Decisions
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	4
	Marketing Information and Customer Insights
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	5
	Customer Value-Driven Marketing Strategy
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	6
	Digital Marketing, Social Media and Mobile Marketing, and Public Relations
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	7
	Pricing Strategies 
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	Mid-Term Examination

	8
	Integrated Marketing Communications Strategy: Customer Engagement and Customer Value
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	9
	Global Marketing and Sustainable Marketing
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	10
	Project Charter – define purpose, goals, and scope
	3
	- Lecture

- Discussion

- Business Case

- Assessment 
	Aj. Srisongruk Prohmvitak

	11
	Risk Management – potential risks and develop strategies
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	12
	Performance Indicators – metrics to measure project success
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	13
	Timeline Management – timeline for project execution
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	14
	Asian & Global Marketing Perspective
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	15
	Asian & Global Marketing Perspective
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	Final Examination


(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.)
	Course Learning Outcomes (CLOs)
	1. Knowledge
	2. Skills
	3. Ethics
	4. Characteristics

	
	1.1
	1.2
	1.3
	2.1
	2.2
	2.3
	3.1
	3.2
	4.1
	4.2

	CLO 1: Explain the importance, marketing environment, and government roles and policies affecting marketing activities in Asian markets.


	(
35%
	(
30%
	
	
	
	(
10%
	
	(
15%
	(
10%
	

	CLO 2: Analyze and select appropriate products and target markets in Asia by applying criteria related to packaging, pricing, distribution, agent selection, and promotional strategies.


	
	(
30%


	(
25%


	(
20%
	(
15%


	
	(
5%


	
	(
5%
	

	CLO 3: Develop and evaluate marketing plans for Asian markets by identifying marketing problems and barriers, and applying strategic planning, implementation, and control techniques.


	
	
	(
30%
	
	(
25%
	(
20%
	
	(
10%
	(
10%
	(
5%


(Specify the CLOs for each item that aligns with the learning outcomes.)

1.
Course planning
	1. Course Planning

	Class
	Topics/Details
	Hours
	Learning
Activities/

Media
	Instructor

	1
	Customer Value, Engagement and Marketing Strategy

 
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	2
	Macro and Micro Environment and Competitive Advantage
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	3
	Consumer Behavior and Buyer Decisions
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	4
	Marketing Information and Customer Insights
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	5
	Customer Value-Driven Marketing Strategy
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	6
	Digital Marketing, Social Media and Mobile Marketing, and Public Relations
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	7
	Pricing Strategies 
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	Mid-Term Examination

	8
	Integrated Marketing Communications Strategy: Customer Engagement and Customer Value
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	9
	Global Marketing and Sustainable Marketing
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	10
	Project Charter – define purpose, goals, and scope
	3
	- Lecture

- Discussion

- Business Case

- Assessment 
	Aj. Srisongruk Prohmvitak

	11
	Risk Management – potential risks and develop strategies
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	12
	Performance Indicators – metrics to measure project success
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	13
	Timeline Management – timeline for project execution
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	14
	Asian & Global Marketing Perspective
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	15
	Asian & Global Marketing Perspective
	3
	- Lecture

- Discussion

- Business Case

- Assessment
	Aj. Srisongruk Prohmvitak

	Final Examination


(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%


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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