HIBBING COMMUNITY COLLEGE
COURSE OUTLINE.

COURSE TITLE & NUMBER: BUS 1245: Integrated Marketing Communications 
CREDITS: 3 cr (3/0)
PREREQUISITES:  None


CATALOG DESCRIPTION: Integrated Marketing Communications A management concept that is designed to make all aspects of marketing communication such as advertising, sales promotion, public relations, and personal selling  work together as a unified force, rather than permitting each to work in isolation

OUTLINE OF MAJOR CONTENT AREAS:	
I. Introduction Promotion and the IMC concept.
A. Review the marketing mix
B. The IMC concept

II. Advertising
A. The target market
B. Developing the advertising campaign
C. The effects of advertising on market share
D. The effects of advertising on consumers
E. Major types of advertising
F. Media evaluation and selection techniques

III. Public Relations
A. Press relations
B. Product publicity
C. Corporate communications
D. Lobbying
E. Crisis Management

IV. Sales Promotion
A. Coupons and Rebates
B. Premiums
C. Loyalty Marketing Programs
D. Contests
E. Sampling
F. Point of Purchase
G. Online Sales Promotion

V. Personal Selling
A. Relationship Selling
B. Sales Presentations
C. Defining Sales goals
D. Technology and Personal Selling


COURSE GOALS/OBJECTIVES/OUTCOMES:

The student will:
1. identify the marketing mix
2. explain the parts different parts of promotion.
3. create a promotional budget.
4. explain the IMC concept.
5. define target market.
6. create theme for advertising campaign.
7. create an ad.
8. create an advertising budget.
9. defend rational for advertising campaign.
10.  evaluate major advertising types
11.  evaluate advertising medium.
12.  evaluate media costs.
13.  create press release
14.  evaluate press release
15.  evaluate product publicity.
16.  evaluate internal communications
17.  define lobbying.
18.  explain crisis management.
19.  evaluate effectiveness of coupons.
20.  evaluate effectiveness of rebates.
21.  evaluate effectiveness of premiums.
22.  explain loyalty marketing program. 
23.  evaluate benefits of sampling.
24.  develop point of purchase ad.
25.  evaluate using technology for sales promotion.
26.  explain relationship sales.
27.  demonstrate a sales demonstration. 
28.  develop sales goals.
29.  evaluate the use of technology in personal selling.


HCC Competencies Met:
Communicating Clearly and Effectively


Student Contributions: 
Students are expected to attend all class sessions, participate in classroom activities and discussions, prepare and participate in all assigned oral presentations, listen to and follow directions, complete assignments on time,
and request assistance as needed. 
METHODS FOR EVALUATING STUDENT LEARNING:
Grades will be determined by tests, class activities, homework, presentations, and projects


SPECIAL INFORMATION:



AASC APPROVAL DATE: March 18, 2009

REVIEW DATE:  March 2014


BUS 1245:  so
031809



3
BUS 1245
Hibbing Community College, a technical & community college
an equal opportunity educator & employer

