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MKT 300 MARKETING MANAGEMENT.

(3)

The literature and problems in the retail distribution of consumers’ goods, wholesale distribution of consumers’ goods, industrial goods,
sales organizations, sales promotion and advertising, and price policies. Prereq: ECO 202 or consent of instructor.

MKT 310 CONSUMER BEHAVIOR.

(3)

The application of psychology, sociology, and anthropology to marketing. Includes such topics as consumer decision process,
communications, interpersonal behavior, innovation. Prereq: MKT 300.

MKT 320 RETAIL AND DISTRIBUTION MANAGEMENT.

(3)

Analysis of the functions, structure, policies, and performance of distribution channels and institutions. The course objective is to
provide students with an understanding of concepts and decision making tools useful in managing manufacturer-retailer relationships
and distribution costs at both the channel and retail level. The course is also concerned with the legal and socio-economic impact of
distribution trends and practices. Prereq: MKT 300.

MKT 330 PROMOTION MANAGEMENT.

(3)

The objectives of the Promotion Management course are to develop awareness and understanding of the role and functions of promotion
within firms and within society and to explicitly attempt to develop student thinking skills, i.e., problem identification, problem analysis,
and problem solving, in the area of promotion. Prereq: MKT 300 and MKT 310 or permission of instructor.

MKT 340 INTRODUCTORY MARKETING RESEARCH.

(3)

Managerial applications of research in marketing decision making. The course objective is to provide students with expertise in defining
information needs, selecting information sources and organizing information in decision-making contexts. Application of major concepts
will be illustrated in marketing policy areas. Prereq: MKT 300, ECO 391.

MKT 390 SPECIAL TOPICS IN MARKETING (Subtitle required).

(1-3)

Readings, projects, lecture and/or discussion to illuminate current topics of special interest or concern in marketing. May be repeated
to a maximum of six credits. May not be repeated under the same title. A particular topic may be offered at most twice under the MKT
390 number. Prereq: Consent of instructor.

MKT 395 INDIVIDUAL WORK IN MARKETING.

(1-6)

Student develops a specific program with instructor. One or more papers is typically expected. May be repeated to a maximum of
six credits. Prereq: GPA of 3.0 in major, approval of instructor and chairperson.

MKT 410 PERSONAL SELLING.

(3)

A detailed exposure to personal selling techniques. Emphasis placed on sales process, especially planning and delivery of sales
presentations. Selected sales management topics include recruiting, training, motivating and evaluating sales people, as well as ethical
and legal issues. Prereq: MKT 300 and marketing majors only.

MKT 430 SERVICES MARKETING MANAGEMENT.

(3)

This course addresses marketing and management issues and problems faced by service organizations. Marketing and management
concepts are broadened and applied to the service organizations. Topics related to service quality, the marketing mix, and service delivery
are covered. Prereq: MKT 300, MGT 301. (Same as MGT 430.)

MKT 435 INTERNATIONAL MARKETING.

(3)

The primary objectives of this course are to: 1) familiarize the student with selected strategic marketing issues in a multinational
environment, 2) examine alternative ways by which a firm can expand internationally, and 3) help the student develop a systematic
approach for dealing with global and international marketing issues. Prereq: MKT 300.

MKT 445 SPORTS MARKETING.

(3)

The purpose of the course is to develop an understanding of strategic marketing concepts and activities as they apply to the context
of sports. Marketing concepts and activities related to the marketing mix, consumer/fan behavior, and business organization-sport
organization relationships will be examined. Prereq: MKT 300 and Marketing majors only.
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MKT 450 MARKETING STRATEGY AND PLANNING.

(3)

As the capstone course for marketing majors, this class examines analytical processes for managerial marketing decisions. Topics will
include such problem areas as product planning, distribution systems, advertising strategies, information systems, pricing decisions
and buying behavior. Prereq: MKT 300, MKT 310, MKT 340 and one other marketing elective.

MKT 600 MARKETING MANAGEMENT.

(3)

This course is designed to provide students with an understanding of: the role of marketing function in an organization; the types of
marketing decisions and analytical procedures involved in making each decision; the overall marketing planning process; and, the impact
of the social, economic, and legal environment on marketing decisions. Prereq: Completion of first semester of MBA program, graduate
standing, MGT 611, ECO 610, ACC 628, MGT 650.

MKT 601 MARKETING RESEARCH.

(3)

MKT 601 entails a vigorous examination of research methodology applicable to marketing situations. Emphasis is placed on 1)
experimental design, 2) survey design and administration, and 3) analytical procedures. Practical application of marketing research is
stressed. Legal and social issues are also examined. Prereq: MKT 600, MGT 650, and MGT 651.

MKT 611 NEW PRODUCT DEVELOPMENT.

(3)

An examination of how firms manage the new product development or service process. Topics covered include ideation, screening;
design and prototyping; product portfolio management, new product launch and product acceptance. Prereq: DIS 651; ECO 610; MKT
600.

MKT 622 SALES MANAGEMENT.

(3)

MKT 622 entails a comprehensive examination of the planning, implementing, and control of personal contact programs designed to
achieve the sales objectives of the firm. Managerial decision-making is emphasized through the application of lecture material, readings,
and case studies. Prereq: Completion of first year of MBA program or permission of instructor.

MKT 623 MARKETING IN SERVICE AND NONPROFIT ORGANIZATIONS.

(3)

The purpose of the course is to broaden and apply the conceptual system of marketing to the marketing problems of service and nonprofit
organizations. Concepts such as marketing mix, marketing segmentation, market positioning, channels of distribution and others will
be applied to the problems of service and nonprofit organizations. Prereq: MKT 600 or permission of the instructor.

MKT 624 INTERNATIONAL MARKETING MANAGEMENT.

(3)

Examines the broad implications for marketing strategy and decision making of the firm in an international context. Addresses
comprehensive survey of firm entry strategies, marketing mix decisions, product policies, and environmental factors in a global context.
Context-based problems such as implicit barriers to entry through distribution channel management will also be addressed. Prereq: MKT
600 or permission of instructor.

MKT 695 INDIVIDUAL WORK IN MARKETING.

(1-6)

Students confer individually with the instructor. May be repeated to a maximum of six credits. Prereq: Consent of instructor.

MKT 700 SEMINAR IN MARKETING MANAGEMENT.

(3)

A doctoral seminar directed toward the basic decision areas of marketing management. Emphasis is on traditional, classic, and
contemporary literature that presents important conceptualizations of marketing practices and empirical research in marketing
management. Prereq: Consent of instructor.

MKT 710 SEMINAR IN CONSUMER BEHAVIOR.

(3)

The seminar is specifically designed for the needs of doctoral students in marketing in that it emphasizes empirical research, theory
and methodology as they relate to consumer behavior. The objectives of the seminar are (1) to familiarize the students with the literature
of consumer behavior, (2) to stimulate critical thinking about existing research, and (3) to evaluate existing theories, conceptualizations,
and models of buyer behavior. Prereq: Consent of instructor.

MKT 720 SEMINAR IN MARKETING THEORY.

(3)

A survey, analysis and evaluation of the current research in marketing theory. Detailed attention is given to problems of determining
the meaning and boundaries of marketing theory. Emphasis is placed on introducing the student to the substantive content of marketing
theories and their methodologies. Prereq: MKT 600 or consent of instructor.
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MKT 763 RESEARCH, DESIGN AND ANALYSIS.

(3)

This course deals with the design and analysis of business research. Emphasizes the practical application of analysis of variance and
correlational techniques to problems in business research. Focus will be on design, implementation, and interpretation of research. Prereq:
MGT/MKT/FIN 762. (Same as MGT/FIN 763.)

MKT 771 SEMINAR IN BUSINESS ADMINISTRATION.

(3)

Each semester some topic currently discussed in scholarly journals in business administration will be studied intensively. May be
repeated to a maximum of nine credits. Prereq: Consent of instructor.

MKT 781 INDEPENDENT WORK IN MARKETING.

(1-6)

Designed for advanced students who undertake research problems to be conducted in regular consultation with the instructor. May
be repeated to a maximum of six credits. Prereq: Consent of instructor.

University of Kentucky
KEY:

# = new course

2012-2013 Undergraduate Bulletin
* = course changed

† = course dropped

3

