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COURSE DELIVERY PACKAGE

ACADEMIC YEAR 2011
SPRING SEMESTER

	FACULTY NAME
	Dr.Rashad Al Saed

	COURSE CODE
	MKT - 314

	COURSE NAME
	Direct Marketing


	INTRODUCTORY LETTER BY THE FACULTY MEMBER FOR STUDENTS

	Dear Friends,

I welcome you all to the new academic session of Spring 2010 on behalf of Skyline University  College and on my own behalf. The subject for which we shall be together during this fall semester is MKT 314 i.e. Direct Marketing
The course details are attached in the pages that follow  and I  suggest that you go through them  very carefully. I am sure it will be a mutually satisfying semester. We will be learning how to carry out direct marketing activities, how to do things in a team using appropriate techniques and modern technology to achieve the organizational goals  

It certainly is a pleasure to be here with you all. You are all, most welcome, to approach me whenever you need any assistance. I shall be available at my office during office hours as mentioned below. You are also free to call me on my phone number given below or email me. Let us make it yet another memorable chapter of our lives.

Good Luck (
Dr.Rashad 




COURSE CODE AND NAME

Syllabus

	Faculty Name
	Dr.Rashad Al Saed

	Phone 
	 06- 5441155 Ext: 218

	Email
	ralsaed@skylineuniversity.com

	Office Location
	F- 7 : Block- 1

	Office Hours
	

	Prerequisite
	MKT 211 Principles of Marketing

	Number of Credits
	 3 


	Course Description:

	 Students are introduced to the scope of direct marketing including mail order, lead generation, circulation, loyalty programs, store traffic building, fundraising, pre-selling, post-selling and research.  The course includes grounding in all major direct marketing media: direct mail, broadcast, print advertising, catalogs, co-ops, telemarketing, inserts, and videos.  The measurability and accountability of direct marketing and its relationship to the total marketing mix are stressed.  The prerequisite for this course is Marketing 314.


	COURSE LEARNING OUTCOMES

	At the end of the course the students should be able to:

1. Explore real-world direct marketing initiatives and their specific challenges
2. Understand the basic methods used in direct marketing for database creation and management
3. Develop a direct marketing message & campaign.


· Map of Learning Outcomes into the Tool of Assessment use

	
	Learning Outcomes
	Tool of Assessment use 

	Lo 1
	Explore real-world direct marketing initiatives and their specific challenges
	Quiz 1,Quiz 2,Midterm Exam, Final Exam& Participation

	Lo 2
	Understand the basic methods used in direct marketing for database creation and management
	Quiz 1,Quiz 2,Midterm Exam, Final Exam& Participation

	Lo 3
	Develop a direct marketing message & campaign
	Midterm Exam ,Research Assignment, presentation & Final Exam


· Map of Tool of Assessment use into the Learning Outcomes
	Weight
	Assessment tools
	Learning Outcomes

	20
	Quizzes/ Class Tests
	Lo1& Lo2 

	15
	Assignment /Presentation
	Lo3

	20
	Midterm
	Lo1,Lo2 &Lo3

	15
	Attendance & Participation
	Lo1,Lo2 

	30
	Final Exam
	Lo1,Lo2 &Lo3


	COURSE CONTENTS

	1.  The evolution & importance of Direct Marketing in the communication mix of a company.

2. The database

·  Its Importance

· Initializing & building up of database.

· Using the database effectively.

3. Building up the message.

· Creating catalogues

· Creating messages for telemarketing.

· Building a total direct marketing campaign



	ACADEMIC STRATEGIES

	 

 Lectures 

Class Discussions  

Group Discussions 

Presentations 



	CORE TEXT

	 Bob Stone, Successful Direct marketing Methods, 7th edition, NTC




	REFERENCES

	 Merlin Stone, Derek Davies & Alison Bond, Direct Hit, Direct Marketing with a winning edge, Macmillan India Ltd.

Lan Linton, Database Marketing know what your customer wants, Macmillan India Ltd.

Drayton Bird, Commonsense Direct Marketing, Global Business Press


	INTERNET RELATED SOURCES

	 There are around 4000 journals, articles, full-text search, newspaper articles around the world, and case studies available in the following E-library resources

www.proquest.com
www.Netlibrary.com
www.netadvantage.standardpoor.com
www.ebsco.com
www.emeraldinsight.com - free E-library source available for all the students for a period of 30 days free trails offer for every username.


	COURSE POLICIES

	 Attendance: 

                    As per the policy provided in students handbook of the College
Academic Dishonesty: 

                    As per the policy provided in students handbook of the College                 


MODE OF ASSESSMENTS

	Continuous Assessment                                               : 70%

	 Two quizzes 10% each  

                : 20%

 Two Practical Assignments @10% each         : 15%

Attendance                                                           : 5%

Class Participation 
 
                           : 10%

Midterm Examination                                        : 20%

	

	Final Examination                                                         : 30%

	Total                                                                              : 100%


ASSESSMENT SCHEDULE

	CONTINUOUS ASSESSMENT

	 Quizzes

First Quiz 
 :   Fourth week 

Second Quiz:       Eight  week
Midterm exam     Ninth Week
Final Exam         Sixteenth Week
 Assignments;
Two Practical Assignments will be released during    :   Third week / Fourth week respectively
Presentation and  Submission to be done during the  Seventh week / Twelfth week respectively



	CLASS SCHEDULE

	WEEK ONE (16th Jan – 21st Jan)
	Chapter – 1 The Scope 0f Direct Marketing

	WEEK TWO (23th Jan- 28th Jan) 
	  Chapter  – 3 The Impact of Database

	WEEK THREE (30st Jan – 4th Feb)
	  Chapter  – 4 Consumer and business mailing lists

	WEEK FOUR (6th Feb – 11th Feb)
	  Chapter – 5  –The Offer  Quiz – ONE

	WEEK FIVE (13th Feb – 18th Feb)
	 Chapter  – 6 Media of Direct Marketing – Magazines/ Class Discussions                    

	WEEK SIX (20st Feb – 25th Feb )
	 Chapter - 7 Media of Direct Marketing – Newspapers/ Class Discussions

	WEEK SEVEN (27th Feb – 4th Mar )
	  First Practical Assignment Presentation / Discussions

	WEEK EIGHT (6th Mar- 11th Mar )
	Chapter – 8  Media of Direct Marketing – TV/ Radio

	WEEK NINE (13th Mar – 17th Mar)
	Mid- Term Exams

	WEEK TEN (20st  Mar – 25th Mar)
	 Chapter - 17 Business to Business Direct Marketing/ Class Discussions

	WEEK ELEVEN (27thMar- 1st April)
	 Quiz – TWO &  Class /Group Discussions 

	WEEK TWELVE (3th April- 8th April)
	  Second Practical Assignment Presentations / Discussions

	WEEK THIRTEEN (10th- 15th April)
	 Chapter -  18 Managing a Lead – Generation  Program    

	WEEK FOURTEEN (17th – 22nd April)
	  Chapter -  21 Innovation Through Creativity  and Testing / Class Discussions

	WEEK FIFTEEN (24th April- 29th April)
	Revision

	WEEK SIXTEEN (1nd May- 6th May)
	Final Exams
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