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1. COURSE DESCRIPTION:

MARKETING ACTIONS AND CONSUMER BEHAVIOR has been acknowledged as one of the most important items of knowledge in business and foreign trade. Competence in world of sales and market management advertising planning analysis research and resulting impact is in fact a demonstration of individuals, knowledge, diction, analytical ability, comprehension and intelligence. Starting focuses on identifying the relevant behavioral variables in a given product purchase situation and determining how marketing actions can be adapted to meet the way in which consumers perceive, select, and buy.  Furthermore, students should apply the concepts learned in practical cases in order to understand how these theories are applied in business. 


This course aims at developing skills in marketing. The course participants will be required to read the course material before the class meeting. Having made good use of this course the students may realize that it was one of the most important courses they took.

2.
OBJECTIVES: 

a. General:
By the eye of a Marketer Understand the different variables that influence consumer behaviour.

b. Specific:
- Identify the factors and variables that influence consumer’s motivation

- Acquire a framework for analyzing consumer behaviour problems

- Understand how consumers and shoppers make their decisions

- Learn how consumer behaviour can be affected by different marketing strategies

3. 
COURSE CONTENT OUTLINE
	DATES & SESSIONS
	SPECIFIC COMPETENCIES 
	CONTENTS
	NON CONTACT HOURS
	ASSESSMENT

	Session 1

OCT.. 07


	Understands the importance of studying consumer behavior
	p. 2-34 
	Review/Exercise Presentat.

Class Activity/Participation
	What i want success or ?

	Session 2

OCT.. 07


	
	p. 36-74 
	Review/Exercise Presentat.

Class Activity/Participation
	Categories of people

	Session 3

OCT.. 07


	
	 
	Review/Exercise Presentat.

Class Activity/Participation
	How I can be a best individual

	DATES & SESSIONS
	Recognizes different market segments service Importance. 

Identifies variables and factors that influence consumer behavior
	p. 189-219 
	Class Activity
	Class Activity

	NOV.. 07

NOV.. 07


	
	p. 223-259 
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 5

NOV.. 07


	
	p. 274-309 
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 6 

NOV.. 07


	
	p. 315-348 

Written Report

PP Presentation
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	DATES & SESSIONS
	Identifies variables and factors that influence consumer behavior
	
	Group Presentation

Class Participation
	Group Presentation

Class Participation

	Session  7

NOV.. 07


	Identifies variables and factors that influence consumer behavior
	Written Report

PP Presentation
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 8

NOV.. 07


	
	p. 499-520
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 9

NOV.. 07


	
	p. 523-549
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 10

NOV.. 07


	· 
	p. 555-582
	Group Presentation

Class Participation
	Group Presentation

Class Participation


	DATES & SESSIONS
	
	Lecture
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 11

NOV.. 07


	Explains how consumers and shoppers make their decisions by applying basic principles on case analysis
	Lecture
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session  12 to 19 

NOV..07
	
	p. 625-655
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	
	
	p. 674-700
	Group Presentation

Class Participation
	Group Presentation

Class Participation

	Session 20

DEC..07


	
	Written Report

PP Presentation
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	
	
	p. 706-734
	Class Activity/Participation
	Class Activity/Participation

	Session 21 DEC ..07
	
	p. 625-655
	Class Activity
	Class Activity

	
	
	p. 674-700
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 22

DEC..07
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 23

DEC..07
	Explains how consumers and shoppers make their decisions by applying basic principles on case analysis
	
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 24

DEC..07


	
	
	Group Presentation

Class Participation
	Group Presentation

Class Participation

	Session 25

DEC..07
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	Review/Exercise Presentat.

Class Activity/Participation

	Session 26

DEC..07


	
	
	
	Comments

	Session 27

DEC..07


	
	
	
	Comments

	
	
	
	
	in group or individually

	
	
	
	
	in group or individually

	
	
	
	Class Activity
	in group or individually

	DEC..07
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	Case Studies

	DEC..07
	Explains how consumers and shoppers make their decisions by applying basic principles on case analysis
	Pages 604-628
	Review/Exercise Presentat.

Class Activity/Participation
	Class Activity

	
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	Class Activity

	DEC..07
	
	
	Group Presentation

Class Participation
	how I can be best in public dealing

	
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	

	
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	

	
	
	
	Review/Exercise Presentat.

Class Activity/Participation
	

	Session 28

DEC..07
	
	
	
	Final Exam


4. 
METHODOLOGY

Activity Assignments to be given a class earlier or to be done in the class

· Discipline in the Class is of Paramount Importance

· Class decorum and consideration for other student class needs is advised

· Punctuality for class attendance stressed

· More than 6 absenteeism will render withdrawal from course

· Healthy participation in class discussion is essential

· Some business and market background is a pre-requirement for this course.
· Complete  the required readings on each topic (day to day)
· Passing 1 examination, i.e. practical activity & end-term
· Completing all assignments and activity exercises
· Taking and passing all tasks / class room activities, etc.

5. 
assessment
· Home assignment will be either in the form of case study about which student will render their views, observations or conclusions or in the form of short descriptive questions or business market news of practical nature.

· Assignment are to be rendered on A4 size sheets giving name Reg. #, course number group name and are to be submitted within when asked.

· There will be no mid term test. “Will be of 1 or 2 practical tasks to achieve to be more creative such as sales or services with in uees.

The final examination will contain descriptive / objective questions, and will be of two 80 mins duration. YOUR FINAL EXAM INCLUDES YOUR PROJECT CAPABILITY.

IN MARKETING BOOKWORMS ARE NOT ALLOWED, YOU HAVE GOT TO BE A PRACTICAL PROFESSIONAL.
H.
GRADING PLAN


Class room activities

20 %



Final Term


30%



Practical tasks 


25%



Attendance 


  5%



Projects


    20%








  100%

I.
ALPHA GRADE ASSIGNMENTS:
  0 – 49

F

80 – 90

A 

50 – 59

D

91 – 95

A+

60 – 69 
C

96 – 100
A++

70 – 79 
B

6. 
BIBLIOGRAPHY
Consumer Behavior and Marketing Action

HENRY ASSAEL 6TH EDITION

NEW YORK UNIVERSITY

COMPLEMENTARY  BIBLIOGRAPHY:  TEXTS, ARTICLES, WEBPAGES, etc.

http://www.marketingpower.com
7. 
FACULTY INFORMATION: Abdul R Butt
	MBA 
DGDIT              

B.Com  

FSc            

     
	Cresset College, Lahore

Computerology Institute of Information Technology, Lahore

Govt. Post Graduate Islamia College of Commerce, Lahore

Forman Christian College, Lahore
	
	GPA 3.64

Grade A+

2ndDiv

1st Div 




PROFESSIONAL EXPERIENCE:

 “Over 10 years working experience in Europe, Middle East and South Asian Countries”




 (English, Arabic, Urdu and currently learning Spanish)

Cyprus College, http://www.cycollege.ac.cy  ( Nicosia, Cyprus, Europe ) 

As Dean International Students Affairs

Professor 


(International Marketing, Personality Ethics, Laws of Success and Business Communication)

•
Advertising, Marketing & Exhibitions 

•
Course out lines

•
Credit hours transformation to International Universities

•
Correspondence with international Colleges and Universities

Saeed Al-Muhawes Resorts ( Al Khobar, Saudia Arabia, Middle East ) 

As Assistant Marketing Manager (Southern Province Dammam, KSA)

Positive-Steps International, Overseas Educational & Immigration Consultants (Lahore, Pakistan, South Asia)

As Consultant Director International Affairs( Sleeping Partner to Date)

SoftImpex, Hardware & Software Importer, Exporter, Suppliers, & Developers (Lahore, Pakistan, South Asia)

As Business Development Manager

Awards Received



Second Position in MBA-Semester II and MBA-Semester III


Third Position in MBA-Semester V


Third Position in Diploma of Computer Graphic & Web Designing


Third Position in Debating Competition 


Second Position in Swimming Competition

 
Best Office Dressing

 Member 


Overseas Member of “European Association for International Education (EAIE)” Netherlands (Till 2003)


Overseas Member of “Liverpool Migration Services” (LMS) Australia, England( To Date)


Member of “ Punjab Senior Swimmers Club” (PSWC) Punjab (To Date)


Member of “Lahore Youth Blood Donating society” Lahore (To Date)

PHONE: 09 408 1671

EMAIL: arehmanbutt@uees.edu.ec 
DATE: 06 JUNE 2007
Note: This syllabus and its schedule are subject to revision, and do not represent a contract between the student and the instructor, or between the student and the University.  The instructor and/or the University reserves and has the right to make any reasonable changes.
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