
UNIVERSITY OF MASSACHUSETTS DARTMOUTH  

Charlton College of Business  

Department of Management & Marketing  

Fall 2020 Course Syllabus  

  

COURSE:      MKT 441-7101 Marketing Management  

Professor:  Dr. D. Steven White  

Office:  Room #323, 3rd Floor, Charlton College of Business  

Office Phone:  508.999.8267  

Zoom Office Hours:  Tuesday 1-2 pm, Wednesday 2-3 pm, Thursday 1-2 pm or by 

appointment  

E-mail:  swhite@umassd.edu  

 

Except for changes that substantially affect implementation of the evaluation (grading) 

statement, this syllabus is a guide for the course and is subject to change with advance notice.  

  

COURSE DESCRIPTION:  

  

A capstone course that integrates marketing and business principles learned in prior courses. 

Being decision-oriented and analytical it sets forth a definite way of surveying current 

developments in marketing practice, with the advantage of allowing the student freedom, in his 

or her choice of executive actions. Students are required to complete community-based group 

project and earn Salesforce Trailhead badges.  

  

The role of strategic marketing management is to help companies better understand customer 

preferences, link that knowledge to designing appropriate products and services for selected 

customers, and determine appropriate methods to communicate, to capture, and to deliver value. 

Successful firms are those that pursue objectives, employ resources, and invest in the future of an 

organization to consistently satisfy the needs of customers better than competitors. These ideas 

apply to both for-profit and not-for-profit organizations.   

  

COURSE OUTCOMES:  

  

At the completion of this course, students should be able to:   

  

● Analyze and identify key elements to develop a marketing strategy and to plan a 

marketing program.   

● Enhance problem-solving abilities in operational areas of marketing by utilizing 

analytical tools (i.e., frameworks, concepts, models, and techniques).   

● Provide examples of how firms organize their marketing efforts across a broad range of 

business settings (e.g., consumer packaged goods, pharmaceutical, telecommunications, 

financial services, B2B markets) to develop sales and/or share.   

● Bridge the disciplines of marketing and strategic management.   



● Demonstrate competency in using Salesforce to manage marketing operations.  

 

UNIVERSITY STUDIES LEARNING OUTCOMES: 

 

5A:  Capstone Study.  This course will give students the opportunity to integrate their 

learning and produce an original expression of knowledge or understanding. Students 

will also demonstrate mastery of both written and oral communication.  Upon completion 

of this capstone course, students will be able to: 

 

1.  Synthesize the knowledge and skills gained within major courses, independently 

complete a research-based project or creative work and integrate the results of both in an 

open-ended project or experience (projects within the major are encouraged). 

 

2.  Integrate knowledge and principles from the field of study with those of the 

broader University Studies curriculum. 

 

3.  Demonstrate advanced information literacy skills by selecting, evaluating, 

integrating and documenting information gathered from multiple sources into discipline-

specific writing. 

 

4.  Communicate effectively, both orally and in writing, the results of the project or 

experience.   

 

• Detailed instructions on how to register for the University-wide 5A discussion are 

provided on our MyCourses site. Please register at your earliest convenience. 

Discussion topics begin the week of 21 September. 

 

5B:  Learning Through Engagement.  This course helps students deepen their 

understanding and appreciation of their academic study, while also reflecting on the 

connections between their learning and the broader business and leadership community 

of which they are a part.  Upon completion of this course, students will be able to: 

 

1.  Identify the needs and resources of the communities to which they belong. 

 

2.  Apply knowledge and skills gained through academic study to real problems 

and/or opportunities within their communities. 

 

3.  Describe the connections between learning on campus and the issues and needs of 

broader academic, professional or civic communities. 

 

4.  Articulate the value of engagement to other members of their communities.  

  



REQUIRED READING  

  

Chernev, Alexander (2014), Strategic Marketing Management, 8th edition, Cerebellum Press, ISBN 9781-

936572-19-9 (paperback).  
  

COURSE WEBSITE  

  

Through MyCourses on the UMass-Dartmouth Website, you have access to supplementary course 

materials.   
  

COURSE PLAN  

  

This course is straightforward. This course uses lectures, discussion and assignments to clarify the text 

and to apply the material to real-world situations. Students are expected to read the assignments, 

download and study all course materials, participate in classroom discussions and to attain Salesforce 

Trailhead badges. This capstone marketing course requires students to participate in a project involving 

community engagement. Based on your interests, you may select a not-for-profit business for which to 

develop a marketing plan. Keeping up with the reading is essential. Your active participation in class is 

expected.  
  

Please do not ask for permission to do additional work to raise your grades.  Just focus on doing well on 
the exams and project.  
  

COURSE EVALUATION/GRADING  

  

Exam 1  20.00%  
Exam 2  20.00%  
Exam 3  20.00%  
Marketing Plan  20.00%  
5A Discussion Participation 10.00% 

Salesforce Credentials  10.00%  
Total  100%  
  

Marketing Plan Community Project  

As a capstone course you will develop a marketing plan for a community-based organization of your 

choice. The marketing plan is a substantive document outlining marketing activities, the costs of those 

activities and expected results. More detail regarding the project are provided on our MyCourses site. A 

template and rubric for the assignment may be found on our MyCourses site.  
  

Salesforce Trailhead 

Each student in the course will complete free Salesforce Trail Mix “Succeed as a Marketer from 

Anywhere” and earn the associated badges. Successful completion of the Trail earns you a grade of 95 

on the exercise. My recommendation is to register/login via your LinkedIn account. Total time 

commitment for top performance is about 10 hours. The URL to access the course is:  
  

https://trailhead.salesforce.com/users/mcguide2/trailmixes/navigate-the-new-world-of-a-virtual-

marketer 

https://trailhead.salesforce.com/users/mcguide2/trailmixes/navigate-the-new-world-of-a-virtual-marketer
https://trailhead.salesforce.com/users/mcguide2/trailmixes/navigate-the-new-world-of-a-virtual-marketer


Incomplete Policy  

  

The incomplete policy for this course is that at least 70% of the course must be already 

completed and an exceptional circumstance (e.g. medical issue) must exist. If you feel you 

require an incomplete for an exceptional reason, you need to email me and state your reasons 

for the incomplete in writing. We will then decide on a course of action.   
  

Policy on UMass Dartmouth Student Academic Integrity   

  

All UMass Dartmouth students are expected to maintain high standards of academic integrity and 

scholarly practice. The University does not tolerate academic dishonesty of any variety, whether 

as a result of a failure to understand required academic and scholarly procedure, or as an act of 

intentional dishonesty.    
  

http://www.umassd.edu/policies/activepolicylist/academicaffairs/academicintegritypolicyandrep 

ortingform  
  

Statement Regarding Title IX Information   

  

The purpose of a university is to disseminate information, as well as to explore a universe of 

ideas, to encourage diverse perspectives and robust expression, and to foster the development of 

critical and analytical thinking skills. In many classes, including this one, students and faculty 

examine and analyze challenging and potentially controversial topics.   
  

If a topic covered in this class triggers post-traumatic stress or other emotional distress, please 

discuss the matter with the professor or seek out confidential resources available from the 

Counseling Center, http://www.umassd.edu/counselling/, 508-999-8648 or - 8650, or the Victim 

Advocate in the Center for Women, Gender and Sexuality, 

http://www.umassd.edu/sexualviolence/, 508-910-4584. In an emergency contact the Department 

of Public Safety at 508-999-9191 24 hrs./day.   
  

UMass Dartmouth, following national guidance from the Office of Civil Rights, requires that 

faculty follow UMass Dartmouth policy as a “mandated reporter” of any disclosure of sexual 

harassment, abuse, and/or violence shared with the faculty member in person and/or via email.   
  

These disclosures include but are not limited to reports of sexual assault, relational abuse, 

relational/domestic violence, and stalking. While faculty are often able to help students locate 

appropriate channels of assistance on campus, disclosure by the student to the faculty member 

requires that the faculty member inform the University’s Title IX Coordinator in the Office of 

Diversity, Equity and Inclusion at 508-999-8008 to help ensure that the student’s safety and 

welfare is being addressed, even if the student requests that the disclosure not be shared.   
  

For confidential counseling support and assistance, please go to 

http://www.umassd.edu/sexualviolence/  
  

http://www.umassd.edu/counselling/
http://www.umassd.edu/counselling/
http://www.umassd.edu/sexualviolence/
http://www.umassd.edu/sexualviolence/
http://www.umassd.edu/sexualviolence/
http://www.umassd.edu/sexualviolence/


  

Electronic Communication   

Periodic announcements are sent to students via their UMass Dartmouth email account. If 

contacting the professor by email, please use your @UMassD email account (and not the 

message/mail feature via our MyCourses page). If you send an email to the instructor between 9 

am and 5 pm, Monday through Friday, you may expect a response within 24 hours. Emails 

sent/received after 5 pm and/or on weekends/holidays may expect a response within 48 hours.   
  

  

   



MKT 441-01/7101 COURSE OUTLINE AND SCHEDULE: Fall 2020  

Date: Topic: Readings: 

Week 1: 02 

September 

Course Introduction. Marketing as a Business Discipline. Register for 

Salesforce Trailhead. 

Syllabus, 

Chapter 1 

Week 2: 07 

September 

Marketing Strategy and Tactics. The Marketing Plan Chapters 2, 

3 

Week 3: 14 

September                 

Identifying Target Customers: Segmentation and Targeting Analysis Chapter 4 

Week 4: 21 

September 

Creating Customer Value: Developing a Value Proposition and 

Positioning. University Studies 5A Discussion Topics Begin 

Chapter 5 

Week 5: 28 

September 

Creating Customer Value: Developing a Value Proposition and 

Positioning 

Chapter 6 

Week 6: 05 

October 

Exam 1, Chapters 1-6. Creating Collaborator Value: Managing 

Business Markets 

Chapter 7 

Week 7: 12 

October 

Managing Products and Services. Managing Brands Chapters 8, 

9 

Week 8: 19 

October 

Managing Price Chapter 10 

Week 9: 26 

October 

Managing Incentives Chapter 11 

Week 10: 02 

November 

Managing Communication Chapter 12 

Week 11: 09 

November                

Exam 2, Chapters 7-12. Managing Distribution Chapter 13 

Week 12: 16 

November 

Gaining and Defending Market Position Chapter 14 

Week 13: 23 

November 

Managing Sales Growth. Thanksgiving Holiday Chapter 15 

Week 14:30 

November 

Managing New Products  Chapter 16 

Week 15: 07 

December 

Managing Product Lines. Salesforce Trailhead deadline. Chapter 17 

Finals Week Exam 3, Chapters 13-17  

 

  

  


