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SUBJECT CARD
Name of subject in Polish: Podstawy marketingu
Name of subject in English: Principles of Marketing
Main field of study (if applicable): Management
Specialization (if applicable): Business Management
Profile:  academic 
Level and form of studies: 1st , full-time
Kind of subject: obligatory 
Subject code: W08ZZZ-SL0016
Group of courses: NO
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	Lecture
	Classes
	Laboratory
	Project
	Seminar

	Number of hours of organized classes in University (ZZU)
	30
	30
	
	
	

	Number of hours of total student workload (CNPS)
	75
	50
	
	
	

	Form of crediting
	examination 
	crediting with grade
	
	
	

	For group of courses mark (X) final course
	
	
	
	
	

	Number of ECTS points
	3
	2
	
	
	

	including number of ECTS points for practical classes (P) 
	
	2
	
	
	

	[bookmark: _Hlk31881015]including number of ECTS points corresponding to classes that require direct participation of lecturers and other academics (BU)
	1,2
	1,2
	
	
	



	[bookmark: table03]PREREQUISITES RELATING TO KNOWLEDGE, SKILLS AND OTHER COMPETENCES
1. basic knowledge of management
2. knowledge of basic economics


\
	[bookmark: table04]SUBJECT OBJECTIVES
To provide basic knowledge, including its application aspects, concerning: 
C1 basic notions, regularities and problems of marketing in enterprise management
C2 to understand the essence and course of fundamental marketing processes in a company
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	SUBJECT EDUCATIONAL EFFECTS
relating to knowledge:
PEU_W01 - Basic knowledge of the needs and behaviour of enterprise customers
PEU_W02 - Knowledge of basic decisions, processes and marketing tools in enterprise management
relating to skills:
PEU_U01 - ability to understand fundamental marketing processes in enterprise
PEU_U02 - ability to select basic marketing tools to the enterprise situation

relating to social competences:
PEU_K01 - understands the influence of marketing actions on customers' reactions on the market 
PEU_K02 - is aware of the need to develop knowledge and skills in marketing in order to effectively solve problems of business management 
PEU_K03 - is prepared to take ethical responsibility in business management
PEU_K04 - shows readiness to lead and work in a team 
PEU_K05 - shows initiative, creativity and concreteness in formulating, communicating and defending own point of view
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	PROGRAMME CONTENT

	Lecture
	Number of hours

	Lec 1
	Organizational issues - discussion of the structure, principles and organization of the course. Essence of marketing
	2

	Lec 2
	Marketing strategy in business management
	2

	Lec 3
	Analysis of the environment
	2

	Lec 4
	Marketing information system
	2

	Lec 5
	Behaviour of individual, business and other buyers
	2

	Lec 6
	Segmentation, selection of target markets and positioning
	2

	Lec 7
	Product
	2

	Lec 8
	Brand strategy
	2

	Lec 9
	Services and customer service   
	2

	Lec 10
	Price decisions
	2

	Lec 11
	Distribution
	2

	Lec 12
	Marketing communication
	2

	Lec 13
	Advertising, Public Relations and other instruments of marketing communication  
	2

	Lec 14
	Online marketing
	2

	Lec 15
	Marketing on the international markets
	2

	
	Total hours
	30
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	Classes 
	Number of hours

	Cl 1
	Organizational issues - discussion of the structure, principles and organization of the course. Understanding marketing 
	2

	Cl 2 - Cl 3
	Understanding marketing - cont.
	4

	Cl 4 - Cl 5
	The marketing process
	4

	Cl 6 - Cl 8
	Understanding the market and customers
	6

	Cl 9 – Cl 11
	Shaping your market offering and building a strong brand. 
	6

	Cl 12 – Cl 14
	Communicating and delivering value.
	6

	Cl 15
	Marketing activities in global markets. 
Sustainable marketing. Summary of classes.
	2

	
	Total hours
	30
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	TEACHING TOOLS USED

	N1. Traditional lecture with the use of multimedia presentation 
N2. Questions asked to students during the lecture  
N3. Case studies 
N4. Questions and tasks asked to students during classes  
N5. Individual or team analysis and assessment of the given aspects of the marketing activity of an enterprise 
N6. Individual or team work: preparation to the exercise classes and preparation to the exam 
N7. Tutoring (optionally available for students selected by the tutor from among those interested)



EVALUATION OF  SUBJECT LEARNING  OUTCOMES  ACHIEVEMENT
	Evaluation (F – forming during semester), P – concluding (at semester end)
	Learning outcomes code
	Way of evaluating learning outcomes achievement 

	F1
	PEU_U01
PEU_U02
	Assessment of solutions to given tasks (short tests included)

	F2
	PEU_U01
PEU_U02
PEU_K01
PEU_K02
PEU_K03
PEU_K04
PEU_K05
	Activity and engagement during the semester

	F3
	PEU_W01
PEU_W02
	Assessment of solutions to given examination issues 

	P [Classes] = 0,3*F2 + 0,7*F1
P [Lecture] = F3
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