GENERAL INFORMATION FOR FOREING STUDENTS

CODE: 303411403
COURSE: Commercial Management II.

YEAR: 
1st  FORMCHECKBOX 


2nd  FORMCHECKBOX 


3rd  FORMCHECKBOX 


4th  FORMCHECKBOX 


5th  FORMCHECKBOX 



Optional  FORMCHECKBOX 


Complementary (Libre elección)  FORMCHECKBOX 

SEMESTER: 
1st  FORMCHECKBOX 


2nd FORMCHECKBOX 


Annual  FORMCHECKBOX 

CREDITS: 
Local:
4,5. 
ECTS 4,5
LANGUAGE:  Spanish  FORMCHECKBOX 

Galician  FORMCHECKBOX 

Other :      . 


BRIEF DESCRIPTION OF CONTENTS:

1. Decissions about products (I).

Product dimensions. Product classification. Product attributes: brand, packaging and labelling. Product portfolio.

2. Decissions about products (II).

Product lifecycle. New product development. Organisation for the development of new products. Adoption-dissemination process. 

3. Decissions about services

Service characteristics. Service provision. Management of support services: quality of service. 

4. Decissions about pricing.

Nature of pricing. Importance and objectives of pricing. Factors that intervene in price fixing. Methods for fixing prices. Pricing strategies.

5. Decisions about distribution (I). 

Distribution channel. Distribution policy of the manufacturing company. Relationships within the distribution channel: cooperation and conflict.

6.  Decisions about distribution (II).

Distribution and the commercial system. Commercial system from an operational point of view. Commercial system from the degree of integration point of view. Selling methods. Other distribution methods.

7. Commercial comunication

Nature and function of communication in marketing. The communication process. The communication planning process.

8. Decisions about publicity

           Publicity concepts and types. Planning of a publicity campaign. Organisation of publicity management. Public Relations. Publicity.

9. Sales force and sales promotion

Sales force and personal sales. Management process of sales force. Sales promotion.

BASIC BIBLIOGRAPHY: 

Kotler, P.  Marketing Management. 12 ed. Pearson-Prentice Hall.
.

ASSESSMENT STRATEGY (exam, essays, exercises…)

June exam:Students who attend classroom lectures, participate in class and hand in and pass the assignments established by the teacher will pass the subject without doing an exam. Students who wish to have a mark higher than “pass” must do the exam.

Students who do not attend class and who do not take part in the continuous evaluation system must sit exams on the dates established by the centre. They will not be able to take the exam unless they hand in an assignment which will also be compulsory for those taking the September exam.

The contents of the assignment will be established at the beginning of the academic year.     
.

