August 12, 2003
International Marketing Seminar, Hanyang Graduate School of International Studies Professor Dave Jaye davejaye55@hotmail.com 019-807-9024.

A. International Marketing Techniques: There are many positions for bilingual Koreans in the Marketing Departments of Major Foreign Corporations in Korea, Korean Corporations engaged in overseas trade or purchases, Foreign Embassies in Korea, Foreign Chambers of Commerce, USA State government branches in Korea and US Military positions. You will make short class presentations on case studies about marketing US goods. You must be prepared to answer the concept check Marketing book questions in class. The course project will have students select USA companies and determine how to better market American products and services in Korea. Students will make two marketing presentations on how to improve marketing of USA products in Korea. Students will also give executive summary one-page presentations of marketing case studies of USA products. Students will use the class marketing presentations and executive summaries as internship/job hunting research and to practice making proposals to companies for employment. For the Final exam you will interview the marketing officer of an American company or American Governmental agency.  
At a time when US S. Korean relations are strained there is a greater need for extra efforts by US firms to adapt marketing efforts to Korean culture and economy subsets. With a weakening economy, there needs to be more of a specialized and direct marketing which requires more Korean marketing staff. An Embassy commercial branch official said his office only had time to market their country’s goods to the largest Korean firms.  I was shocked to learn that the Starbucks and Nike corporate offices in Seoul told my students they were too busy to agree to answer the flood of calls and emails from Korean students. I don’t care enough about you as an individual customer opinion leader, but keep spending your money on my products! I will teach Effective Marketing (Telephoning) techniques from the Oxford Business Skills series.  Using the Oxford book, video and tape, I will teach the key practical marketing/English business techniques and phone skills that I use tutoring Korean business managers, directors and CEOs. This seminar is designed to introduce you to fundamental aspects of International Marketing. You already have high English Language skills and knowledge of American culture. This practical business English skills in the context of International Trade will make you more desirable to International business employers.  The main textbook is “Marketing” Berkowitz and Kerin, 2000. Both books will be in the Administration office.  Please complete Chapter 1 in Effective Telephoning in advance of the first day of class.

Your grade is based 10% on class attendance, 25% on class participation, 20% on your midterm 20% on class presentations and 25% on your final exam.

 

Week 1: Turn in your resume. Introduction of yourself to class. Introduction of text books. Random assignment of case study presentation order.  Effective Telephoning: Chapter 1 First Contacts. 

Week 2: Chapter 1 “Marketing” A Focus on Customer Relationships and value and Chapter 2 Linking Marketing and Corporate Strategies. Chapter 2 explaining the purpose of the phone call.  Student presentations Marketing Case studies. Sample Marketing Plan.

Week 3: Marketing Chapters 3 & 4: The Changing Marketing Environment and Ethics and Social Responsibility in Marketing. Effective Telephoning Chapter 3 An Unexpected Call. Student presentations Marketing Case studies.  Sample Marketing Plan review.

Week 4: Marketing Chapters 5 & 6 Global Marketing and World Trade Consumer Behavior. Telephoning Chapter 4 What’s the message. Student presentations Marketing Case studies.

Week 5: Marketing Chapters 7 & 8 Organizational Markets and Buyer Behavior and Targeting Market Opportunities. Telephoning Chapter 5: Handling Information. Student presentations Marketing Case studies.

Week 6: Marketing Chapters 9 & 10 Turning Marketing Information into Action, Market Segmentation, Targeting and Position. Telephoning Chapter 6: Communication Break Down. Student presentations Marketing Case studies.

Week 7: Marketing Chapters 11 & 12 Developing new products and services and Managing Products and brands. Telephoning Chapter 7: Making Plans. Student presentations Marketing Case studies.

Week 8: Mid term verbal presentation. Practice Marketing Department interview. Present your Business Plan in writing.

Week 9: Marketing Chapters 13 & 14 Managing Services and Pricing, Relating Objectives to revenues and costs. Telephoning Chapter 8 Solving problems. Student presentations Marketing Case studies.

Week 10: Marketing Chapters 15 & 16 Pricing, arriving at the final price and Marketing channels and wholesaling. Telephoning Chapter 9 Handling complaints. Student presentations Marketing Case studies.

Week 11: Marketing Chapters 17, 18 Supply Chain and Logistics Management, Retailing, Telephoning Chapter 10 Closing the call. Student presentations Marketing Case studies.

Week 12: Marketing Chapters 19 & 20 Integrated Marketing Communications, Advertising, Sales Promotions and Public Relations.

Week 13: Marketing Chapters 21 and 22 Personal Sales and Sales management, Managing the marketing process.

Week 14: Case Studies. How Korean marketing is different that USA marketing. 

Week 15: Case Studies. Successful and unsuccessful marketing of Western products in Korea.

Week 16: Final Exam presentations.  Explanation of your marketing plan interview with an American Company.  Summary of ideas and concepts to improve the marketing of USA products in Korea. 

