
 

DIXIE 
STATE 

UNIVERSITY’S MISSION STATEMENT 

Core Theme 1: A Culture of Learning - Dixie State University promotes a campus-wide 
culture of learning; delivers excellent teaching; and prepares knowledgeable and competent students who achieve their 
educational goals. 

Core Theme 2: A Culture of Values - Dixie State University invests in a culture of values which 
include service, citizenship, diversity, ethics, and collaboration. 

Core Theme 3: A Culture of Community - Dixie State University builds and maintains 
strong relationships between students, faculty, staff and community to foster economic growth and a continuum of 
educational, cultural and recreational enrichment.                                               

MKTG 3010 – 01    Hazy Rm. 230               Don Fisher 
MARKETING PRINCIPLES       OFFICE: HAZY 337 
CRN: 40670                           email: fisher@dixie.edu 
M & W  9:00am – 10:15am        Cell Phone: (951)847-8031 
Office Hours: M&W 8-9am, Noon-1pm, T&Th 4:00pm – 5:15pm 

 
General Course Description 
MKTG 3010 Marketing Principles is an introduction to the study of marketing. This class will explore many 
topics and concepts involved in the World of Marketing. The purpose of this course is to provide you with a 
basic background in the broad field of marketing. It examines the processes that direct the planning and 
execution of the conception, pricing, promotion, and distribution of ideas, goods, and services to create 
exchanges that will satisfy individual and organizational objectives. This course will provide a comprehensive 
overview of the fundamental concepts, principles, and skills used in marketing. Whether you are taking this 
course as part of your academic study, for career development, or simply because you are interested in the 
subject, you will find this course both interesting and useful. 
 
Marketing is all around us. From the AMA’s 2007 definition of marketing we learn that “Marketing is the activity, 
set of institutions, and processes for creating, communicating, delivering, and exchanging offerings that 
have value for customers, clients, partners and society at large.” Marketing involves delivering value to 
everyone affected by a transaction. Give deep thought to this definition during this course. You will be able to 
identify the importance of each element in this definition to ultimately understand that organizations seek to ensure 
their long-term profitability by identifying and satisfying customer needs and wants through a transaction or an 
exchange that creates value. The intent in this process is for organizations to find and keep satisfied customers. 
Sounds easy? Hold on to your hat, and get ready for the ride of your life! 
 
 
 

 
 
 



 
 
 
 
 
 
Course Objectives/Learning Outcomes 
 

At the conclusion of this course, the student should be able to: 
 
LEARNING OUTCOMES (LO) This course is intended to address the following Bachelor of Business program learning 
outcomes on the introductory and developmental levels: 

1. A working level knowledge of the core functional areas of marketing:  
A. Students will demonstrate a working level knowledge of core business functions related to marketing. 
B. Students will be able to analyze a complex business situation, identify relevant business issues, opportunities and 

problems with respect to marketing concepts. 
C. Summarize ways in which marketing skills and innovation work to create business value. 

2. The ability to apply higher levels of critical thinking marketing concepts. 
A. Students will be able to analyze business situations by performing appropriate quantitative and qualitative 

analysis, synthesize to form alternative solutions; and make recommendations for viable courses of action. 
3. The interpersonal and communication skills necessary to succeed in business: 

A.  Students will deliver professional quality oral presentations 
B.  Student will prepare professional quality written presentations 
C.  Students will identify the essential elements of successful teamwork and will reflect upon their 

competency and experiences in applying them 
      4. The ability to identify and resolve ethical issues in business and marketing. 

              A.  Students will analyze a complex marketing situation, identify relevant ethical issues and suggest ethical courses 
of action. 

      5.  Students will explore and apply content learned in the course through development of an innovative product/service 
using outside mentors and then presenting their findings for a new product/service that they have developed during the 
semester to a “Shark Tank” composed of business leaders from the community and to their classroom peers. 

 
COURSE OBJECTIVES:  Students will be preparing to meet the demands of real-world business as marketers, managers and 
employees.  By the end of the course, students should be able to: 

1. Demonstrate an introductory level of knowledge of the critical responsibilities in marketing (LO 1A, 5) 
2. Identify, analyze and determine management-level recommendations regarding the important trends and 

challenges of marketing (LO 1A, 1B, & 2A) 
3. Identify, analyze and determine recommendations regarding the needs and demands of Marketing  

(LO 1B, 2A, 5) 

4. Identify the major laws impacting Marketing and Ethics (LO 1A, 1B, & 2A, 5) 
5. Create and present professional quality oral and written presentations on a variety of marketing concepts (LO 3A& 

3B) 
6. Work effectively in teams analyzing processes and goals from marketing projects.  Work to create teamwork and 

synergy.  Learn how to respect and analyze other opinions. (LO 3C) 
7. Identify and apply ethical and social responsibility  to marketing decisions (LO 4A, 5) 

 

 

 

 

 



 

 

 

 

 

 

ASSIGNMENTS:    

Assignment Links                                                  Course LOs 

Bi-Weekly Written Chapter Reports                              1,2,3,4,5,7 

Semester Marketing Project        1,2,3,4,5,6,7 

Weekly Discussions on Marketing Topics      1,2,3,4,5,7 

Marketing Articles Presentations       1,2,3,4, 

 

 

Course Overview, Grading, and General Information 
 
As implied in the paragraph above, marketing is vital to all organizations, large or small, for-profit or nonprofit, local 
or international. In this course, you will learn how marketing managers can be more strategic. These strategies 
begin with a firm understanding of consumer needs, identifying target markets, and so much more. 
In addition to covering the importance of global marketing and e-commerce, this course will explain how to satisfy 
market opportunities with the “4 Ps”—product, price, promotion, and place. This course also offers practical tips 
used by professional marketers, including how to develop new products, set prices, select distribution channels, 
and how to create effective ad campaigns. This course enables you as students to experience marketing from   
the perspective of real people who make real decisions at leading companies every day. I welcome you to your 
introduction to marketing and the all-important principles that guide this discipline! 

 
 

Grading: Grades are based upon the following 
 

Discussions online (overview below - 20% of your grade) 
MARKETING JOURNAL (Overview provided in class - 40% of your grade) 
Weekly Quizzes (20% of your grade) 
Participation/Attendance (20% of your grade) 
 
93-100 % = A            90-92 % = A- 
87-89 % = B+            84-86 % = B 
80-83 % = B-             77-79 % = C+ 
74-76 % = C              70-74 % = C- 
67-69% = D+             60-66% = D 
IMPORTANT  NOTICES: 
Testing Information: This course uses Online as well as In Class Exams/Quizzes.  All tests and quizzes 
are open book. 
Late Policy: I will NOT accept any late work. No partial credit will be given for late assignments. I have provided 
you with a schedule that will help you avoid missing deadlines. I recognize that emergencies do happen and for 
this reason, I recommend completing all assignments at the beginning of each week. There are some special 
cases that I will consider, but they must be discussed with me personally. 
The instructor for this course allows students one term for course completion. 
Learning Disabilities: If you have a documented disability or suspect that you have a learning disability and 
need reasonable accommodations, please contact the Disability Resource Center at the Student Services Center 
(phone: 435-652-7516) or e-mail sdial@dixie.edu 
 

mailto:sdial@dixie.edu


 
 
 
 
 
Textbook Descriptions 
 
Marketing - Real People, Real Choices 9th Edition, SOLOMON, MARSHALL, 
STUART, Pearson, 2018, ISBN 13:  978-0-13-429266-3 
 
A highly readable marketing text, MARKETING presents many unique ideas, not available in other academic 
marketing textbooks WITH ONLINE STUDY TO ENHANCE YOUR STUDY AND UNDERSTANDING. This 
textbook is also unique in that the price is low (comparatively speaking). 
 
Pearson/Revel (10% of your grade) 
Each week, there will be online reading, videos, and quizzes to enhance our study of Marketing.  There is a 
deadline associated with each chapter study and points assessed.  You must do the online/Revel study 
before the deadline, you cannot go back and do the study and receive points.  When you go into Canvas on 
the Home page, you will see near the top of the pages list “Pearson Revel” click and go into Revel for the 
Chapter study.  Please pay close attention to ending dates, some are on Sundays and others on 
Wednesdays. 
Tests/Exams (25% of your grade) 
 There will be a total of five exams throughout the semester. They will be true/false, multiple choice, and/or 
cases. The exams are to be open-book and you will have a one-hour time limit on each one. You may use the 
textbook or written notes to assist you with taking the exams. You will not need a calculator. 
Discussions (15% of your grade) 
 Throughout this course, you will be required to participate in discussions. Often these discussions will be completed 
online through the Canvas system. All discussions will be based on four key elements: Lecture material, required 
textbook material, the AMA definition of Marketing,  and persona l  experiences garnered through s tudy  and  
work .  These discussions will be aimed at lending support to writing your product marketing plan. If you take these 
discussions seriously, you should be able to use all of the information that you have gathered to create an exceptional 
final project. 
General online discussion format: Initial posts (50 words min.) will be due on Wednesday at 11:59 pm. You 
are required to read at least two student posts (25 words min.) and reply to each with an intellectual 
response (due that following Sunday by 11:59 pm). Your comments should NOT be something like "I agree" or 
"Nice work". For example, if you agree with the post, your comment should include additional supporting 
information and if you disagree with the post, explain why. To receive full credit, you are required to provide 
helpful information and aim for scholarly replies.  There is no make up for missing the weekly discussion. 

Attendance (10% of your grade) 
 Attendance and participation in class are required and compose part of your grade each week.  It is your  
 responsibility to be in class and be on time. 
Marketing Project (40% of your grade) 
This semester, each person will complete a Marketing Project (MJ). Generally speaking a comprehensive and 
more traditional marketing plan is an excellent tool to guide your company’s strategy.  The elements regarding 
the concepts of the MJ will be discussed in greater detail in course lectures, postings, and other material 
provided by the instructor.  The final paper and presentation will be a formal marketing plan; however, 
elements of a marketing plan and a detailed SWOT analysis may be included. Details of this project will be 
provided throughout the course.  A rubric will be provided that will address the required elements of this 
paper. The paper will not be graded by length, rather by your ability to demonstrate thorough coverage. 
Generally speaking, you should be able to complete this task within 15-20 pages, double-spaced, 1” margins, 
12 pt. font, with at least three legitimate sources in your bibliography (non-annotated work cited). The details 
surrounding the content deliverable for this paper will be provided prior. 

 

 
 
 
 



 
 
 
 
 
Supplemental Reading List 

 

The instructor will provide exceptional supplemental resources to aid you in mastering the subject for this 
course. Although exam material will not be based on the supplemental data and reviewing the available 
resources is completely optional, Dixie State University business faculty encourage all students to explore 
and expand their knowledge base in the subject area with supplemental material. Becoming familiar with and 
using the following resources is great way to accomplish this objective. 

 

Books 
 

Start with Why, Simon Sinek                                                                  Permission Marketing, Seth Godin 
Drive, Daniel Pink                                                                                  Creativity Inc, Ed Catmull 
The 22 Immutable Laws of Marketing, Ries and Trout                         Guerrilla Marketing, Jay Levinson 
The Greatest Salesman in the World, Og Mandino                              The Innovator’s Dilemma, C. Christensen 
The Tipping Point, Malcolm Gladwell                                                    The E-Myth Revisited, Michael Gerber 

 
Journals/Magazines 

 
Advertising Age                        Journal of Service Marketing               Fortune 
Harvard Business Review       Sales and Marketing Management     Journal of Consumer Marketing Wall Street Journal 
 
 
 

Class Policies 
 
Classrooms are special environments in which students and faculty come together to promote learning and 
growth. It is essential in these environments that respect for the rights of others seeking to learn, respect for   the 
professionalism of the instructor, and the general goals of academic freedom are maintained. Disruptive 
behaviors, such as chatting during lectures, arriving late to class, sleeping, texting, web browsing, game playing, 
reading non-class material, and others listed in the DSU Student Rights and Responsibilities Code,   are not 
permitted and may result in your removal from class. Repetitive or seriously disruptive behavior, such as fighting, 
using profanity or insults, making personal or physical threats, or damaging property, will be reported to Campus 
Security. As the instructor, it is my responsibility to determine whether any specific student is disrupting the 
learning environment. 
 
DSU POLICIES, PROCEDURES, AND SEMESTER DATES 

Click on this link - http://academics.dixie.edu/syllabus/ - for comprehensive information on Semester Dates, the Final 
Exam Schedule, and university resources such as the library, Disability Resource Center, IT Student Help Desk, 
Online Writing Lab, Testing Center, Tutoring Center, and Writing Center. In addition, please review DSU policies 
and statements with regards to Academic Integrity, Disruptive Behavior and Absences related to university functions. 

Disability Accommodations 
If you are a student with a medical, psychological, or learning disability or think you might have a disability and would like 
accommodations, contact the Disability Resource Center (652-7516) in the North Plaza and inform me at the beginning of the 
semester. The Disability Resource Center (http://dixie.edu/drcenter/) will determine eligibility of the student requesting 
special services and determine the appropriate accommodations related to their disability.  

Academic Integrity 
In order to ensure that the highest standards of academic conduct are promoted and supported, students must adhere to 
generally accepted standards of academic honesty, including but not limited to, refraining from cheating, plagiarizing, 
falsification, misrepresentation, and/or inappropriately collaborating. The University shall hold students accountable for 
instances of academic dishonesty and apply appropriate consequences.  Refer to Student Rights and Responsibilities Policy, 
Section 4 part XI for detailed explanation about student misconduct: 
http://catalog.dixie.edu/codeofstudentrightsresponsibilities/ .  

http://academics.dixie.edu/syllabus/
http://dixie.edu/drcenter/
http://catalog.dixie.edu/codeofstudentrightsresponsibilities/
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Class Communication 
Important class information will be sent to your Canvas Inbox and/or via Canvas Announcement function. You 
will be held responsible for information sent to your Canvas account, so please check it often.  
Title IX Statement 
DSU seeks to provide an environment that is free of bias, discrimination, and harassment.  If you have been the victim of 
sexual harassment/misconduct/assault we encourage you to report this to the college's Title IX Director, Cindy Cole, (435) 
652-7731, cindy.cole@dixie.edu. If you report this to your instructor or the teaching assistant, she or he must notify the 
DSU Title IX coordinator about the basic facts of the incident. 

Additional Resources 
Academic Calendar - https://old.dixie.edu/reg/?page=schedule&page=schedule  

Library: http://library.dixie.edu 

Writing Center - http://new.dixie.edu/english/dsc_writing_center.php 

Testing Center - http://dixie.edu/testing 

Tutoring Center - http://dsc.dixie.edu/tutoring/ 

The Office of Ombuds: http://ombuds.dixie.edu/ 
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http://library.dixie.edu/
http://new.dixie.edu/english/dsc_writing_center.php
http://dixie.edu/testing
http://dsc.dixie.edu/tutoring/
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Tentative Class Schedule: 
 

MKTG 3010 Fall 2018 Schedule 
   Monday   Wednesday  Fri Sat Su

 Week 1 
(Aug. 20) 

 
 Introduction 

  

Chapter 1 
 The World of 
Marketing 

    
Weekly Canvas discussion 
question, 3 responses 
need. 

  
 

 
 

Week 2 
(Aug. 27) 

 
 
Chapter 2 
Global, Ethical, 
Sustainable 
Marketing 

  
 
        New Item 
       Discussion 
 
       4 P’s Paper 

 Weekly Canvas 
discussion 
question, 3 
responses 

  
Paper Due Sunday Sept. 2 
Discuss the 4 P’s of Marketing 
(Minimum 3 pages and 2 
References.  APA format) 

 

 

Week 3 
(Sept. 3) 

 
  Labor Day 
  Holiday 

 

  
 Chapter 3 
Strategic Market 
Planning 

    
 

Weekly Canvas 
discussion question, 
3 responses need. 

 

Week 4 
(Sept. 10) 

   
  Part 1 
Exam 

Chapters 1-3 
 

  
Chapter 4  
Market Research 

 Weekly Canvas 
discussion 
question, 3 
responses 

 

 Paper Due Sunday Sept. 16 
Discuss a product or service 
you would like to create. 
(Minimum 3 pages and 2 
References.  APA format) 
Weekly Canvas discussion 

   
 

 

 
 

Week 5 
(Sept. 17) 

 
Chapter 5 
Marketing 
Analytics 

  
  Chapter 6 

Consumer and 
Business Markets 

    
Weekly Canvas 
discussion question, 3 
responses need. 

 
 
 
Week 6 
(Sept. 24) 

 
  Chapter 7 
Segmentation, 
Target 
Marketing 

  
 
  Part II 
 Exam 
 Chapters 4-7 

 Weekly Canvas 
discussion 
question, 3 
responses 
need. 

  
Paper Due Sunday Sept. 30 
Using the product or service 
you created in previous paper, 
provide market research and 
market analysis for product. 
(Minimum 5 pages and 2 
References.  APA format) 
 

  
 
Week 7 
(Oct. 1) 

 
 

    Chapter 8  
 
     Product I  

 

  
 
 
 Chapter 9 
Product II 

 

    
 
Weekly Canvas discussion 
question, 3 responses 
need. 
 

 

 
 
 Week 8 
(Oct. 8) 

 
Chapter 10 
        Price 
 

  
   Part III 
Exam 
Chapters 8-10 
 
 

 Weekly Canvas 
discussion 
question, 3 
responses 
need. 

  
Paper Due Sunday Oct. 14 
Discuss the development and 
management of your product 
or service. 
(Minimum 3 pages and 2 
References.  APA format) 
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Week 9 
 (Oct. 15) 

 

 
 

 Chapter 11 
Deliver the 
Goods 

 
 

  
 

Chapter 12 
 Deliver the 
Customer 
Experience 

    
 
 
Weekly Canvas discussion 
question, 3 responses 
need. 
 

 
 

Week 
   10 
  (Oct. 22) 

 
Chapter 13 

Promotion I 

Chapter 14 
Promotion II 
 
 

  
 
   Part IV 
  Exam 
  Chapters  
     11-14 

  

 Weekly Canvas 
discussion 
question, 3 
responses 

  
 Paper Due Sunday Oct. 28th 
Discuss the distribution 
pricing of your product or 
service. 
(Minimum 3 pages and 2 
References.  APA format) 
 

  Week 11 
(Oct. 29) 

 
  Presentation 
   Discussion 

 
 
 
 
 

  
Presentation 
  Preparation 

    

 Weekly Canvas 
discussion 
question, 3 
responses 

  
 

  Week 12 
(Nov. 5) 

 
    

Appendix A 
Marketing 
Plan 

  
 
 
Appendix B 
Marketing 
Careers 

   Weekly Canvas discussion 
question, 3 responses 
need. 
 
Paper Due Nov. 11th 
Discuss Marketing Strategies 
for your product or services. 
(Minimum 3 pages and 2 
References   APA format) 
  

 

Week 13 
(Nov. 12) 

 
        Class 
Presentations 
 

  
 
             Class 
    Presentations 

 Weekly Canvas 
discussion 
question, 3 
responses 

  
 

 
 Week 14 
(Nov. 19) 

 
 
Class 
Presentations 

  
 
   Thanksgiving 
 
           Day 
 
         Break 

     
 
Weekly Canvas discussion 
question, 3 responses 
need. 

  Week 15 
(Nov. 26) 

 
 
Class 
Presentations 

  
 
       Class 
   Presentations 
             
 
  

    
 Weekly Canvas discussion 
question, 3 responses 
need. 

 
 Week 16 
(Dec. 3) 

 
 
Class 
Presentations 

  
 
 Class 
 Presentations 
                                  
 
 
  

 Weekly Canvas 
discussion 
question, 3 
responses 
need. 

  
Final Presentation paper is 
due. 
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Week 17 
Finals Week 

 (Dec. 10-14) 

       

 
 

       

   



                                                                                                                            MKTG 3010 SYLLABUS (Spring 2018) 
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