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Subject name:
	
MARKETING
	
Course code: EF303

	Cycle level, year of study, semester
	
Academic study, 1st cycle
	
3rd year, 5th semester

	Course leader:
	Prof.dr. Veldin Ovčina

	Contact details:
	Veldin.Ovcina@unmo.ba

	Total number of course hours:
	Lectures per week: 3
	Exercise per week: 2
	Total hours:
75

	ECTS credit value:
	ECTS 5

	Home qualification:
	Bachelor of Economics (240 ECTS)

	Case status:
	Required

	Prerequisites for taking the course:
	-

	Object Access Restrictions:
	-

	

Explanation of point value:
	The number of ECTS credits corresponds to the number of hours required to complete teaching obligations and prepare for exams.
Contact
hours:                          75       Practicalwork:                     20         Writtenworks: 1
0
Literature/reading:       20       Seminar/Casestudy:             5
Preparationexam:                           20
Other:                          00       Total:150

	
Course objective:
	Introducing students to the concepts of management, design and profiling
marketing activities for the purpose of making optimal managerial and marketing decisions, and understanding the effects and consequences of business decisions made.

	

Description of general and specific competencies (knowledge and skills)/learning outcome:
	- understand marketing concepts in specific contexts;
- independently and in a group, use marketing tools and techniques;
- design and profile marketing strategies;
- describe, analyze and evolve the various components of the marketing mix;
- implement acquired knowledge and skills for the purpose of improving the marketing function in companies of various types of organization.

	




Outline course content:
	1. Marketing as a business function
2. Systems approach to marketing and types of organizations
3. Market segmentation, target group selection and positioning
4. Marketing planning
5. Managing customer satisfaction, loyalty and value
6. Product management
7. Price management
8. Distribution management
9. Promotion management
10. Traditional vs. digital marketing strategies

	Forms of teaching/learning methods:
	
lectures, discussions, workshops, case studies, marketing projects, etc.

	Other obligations of the student (if foreseen):
	
-

	Method of knowledge assessment/ examination method and % weighting factor of knowledge assessment:
	1. Knowledge quizzes 15%;
2. Project tasks (individual and team work) 40%;
3. Final test 45%;

	
List of basic literature and
Internet web references:
	1. Kotler, P., Keller, KL: Marketing management, MATE, Zagreb, 2007
2. Group of authors: Fundamentals of Marketing, Faculty of
Economics, University of Sarajevo, 2012
3. Ovčina, V., Dedić. I.: Marketing Management – Practicum, Mostar,
2018

	
The method of monitoring the quality and success of course performance:
	Anonymous survey among students on teaching success; survey of
lecturers
subjects; periodic reports from teaching staff on classes held and all forms of knowledge assessment with suggestions for improvement.



