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Courses

MKT 199. Marketing Transfer Credits. 1-10 Credits.
Transfer Credits
Repeatable for credit.

MKT 250. Principles of Marketing. 3 Credits.

This course will discuss the strategic importance of marketing to for-profit and non-profit
organizations. Several key aspects of marketing will be reviewed, such as consumer behavior,
personal selling, product positioning, pricing, market segmentation, B2B, B2, services,
advertising, sales promotion, direct and indirect channels of distribution, new product
development, and retention of customers.

Distance education offering may be available.

MKT 300. Introduction to Sports Business. 3 Credits.

This course provides an overview of the dynamic and fast-growing field of sports business.
Students will explore the key concepts, business principles, and marketing strategies used

by sports organizations. Topics include the structure of the sports industry, sponsorship and
endorsements, event management, fan engagement, media and broadcasting, and the
economic impact of sports. Through case studies and real-world examples, students will
develop an understanding of how business principles are applied within the unique context of
the sports industry.

Distance education offering may be available.

MKT 310. Career Development. 3 Credits.

This course is designed to assist students in understanding the career development process
and making informed decisions to prepare for a business career. Students will learn career
development theories and pathways that help them set up career goals. Students will also
learn how to align business knowledge with career decisions and craft personalized strategies
to attain career goals.

MKT 310 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 330. Consumer Behavior. 3 Credits.

Foundations of consumer behavior. Market structure and consumer behavior, purchase
strategy and tactics, determinants and patterns of consumer behavior. An integrated theory of
consumer behavior is sought.

MKT 330 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 340. Personal Selling. 3 Credits.

The course is designed to introduce students to both the theory and practice of personal
selling. In this course, students are required to conduct product demonstration, role plays, and
sales-related writing assignments. This course emphasizes the need for salespeople to adapt
their selling strategies to customer needs, buyer social styles, and relationship perspectives.
(lass sessions are featured by a complete discussion of how sale is made through effective oral
communications.

MKT 340 Prerequisite: A minimum 2.50 cumulative GPA.

Gen Ed Attribute: Speaking Emphasis

Distance education offering may be available.

MKT 341. Business-to-Business Sales and Contracting. 3 Credits.

This course introduces students to both the theory and practice of business-to-business sales,
contracting, and negotiations. In this course, students will conduct sales, negotiation, and
contracting role plays, and make business-to-business contracting plan presentations. This
course also deals with business concepts, marketing activities, management systems, and
supporting technologies that can lead to successful development and effective management
of B2B relationships. This course focuses on a wide range of current issues in B2B marketing,
such as buyer-seller relationship management, customer satisfaction measurement,

buyer decision-making processes, business networks, distribution channels, and business
development.

MKT 341 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 342. Hospitality Sales and Marketing. 3 Credits.

This course provides an in-depth exploration of sales and marketing principles as applied to
the dynamic hospitality industry. Students will learn how to develop and implement effective
sales strategies to attract and retain customers in hotels, restaurants, tourism, and other
hospitality sectors. Key topics include market segmentation, branding, digital marketing,
revenue management, and relationship building with clients and partners. Students will gain
practical experience in creating marketing plans, managing sales funnels, and optimizing
guest experiences to drive business growth. The course emphasizes the importance of
customer-centric strategies and ethical practices in achieving long-term success in the
hospitality industry.

Distance education offering may be available.

MKT 343. Real Estate Sales and Marketing. 3 Credits.

This course introduces students to selling and marketing in the real estate business. The course
covers important aspects in the real estate business, including the importance of customer
analytics and client service, the selling techniques and processes, ethics governing real estate
selling and marketing, and competition and best practices in the real estate marketplace.
Career opportunities in real estate sales and marketing are explored.

MKT 343 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 344. Product Management and Sales in Healthcare. 3 Credits.

Students will be exposed to product management, selling process, analytics, and revenue
management in the healthcare, medical supply, and pharmaceutical industries. The course

is designed to train sales managers in pharmaceutical, medical, healthcare, and life sciences
sectors on how to formulate, implement, and evaluate comprehensive product sales programs.
MKT 344 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 345. Sales Management and Forecasting. 3 Credits.

Students will be exposed to the responsibilities of a sales manager and the strategic role
of sales analytics and forecasting within the organization. The course is designed to teach
students how to formulate, implement, and evaluate a sales program. A combination of
lectures, cases and class discussions will be utilized.

Gen Ed Attribute: Speaking Emphasis

Distance education offering may be available.

MKT 347. Consultative Selling in Technology Markets. 3 Credits.

Designed for sales professionals aiming to excel in technology sales, this course focuses on
consultative selling techniques, long-term client relationships, and aligning technological
solutions with customer needs. Students will learn how to navigate complex sales cycles,
manage stakeholders, and communicate the value of innovative products effectively. The
course incorporates case studies, role-playing, and real-world scenarios to equip learners with
practical strategies for success in a dynamic and highly competitive technology market.
Distance education offering may be available.

MKT 348. Multimedia Presentation and Sales Showcasing. 3 Credits.

This course introduces students to on-camera campaigns and sales techniques in front of a
camera in the form of video commerce, live commerce, social media, streaming, and DRTV.
The learning experience helps students develop multimedia planning and presentation skills
needed to run successful campaigns across media and across platforms. Students learn from
strategy, planning, production, and camera engagement to purposeful storytelling, ethics,
claims, and talent management.

Distance education offering may be available.

MKT 349. Sales Leadership and Ethics. 3 Credits.

This course focuses on career competencies, leadership principles, and ethical practices
within the sales profession. Students will examine the role of ethical decision-making in
building trust, fostering long-term customer relationships, and driving business success. Key
topics include ethical sales strategies, corporate social responsibility, leadership styles, and
the impact of personal values on career success in sales. Through case studies, interactive
discussions, and real-world simulations, students will learn how to lead sales teams with
integrity, manage ethical dilemmas, and create a culture of accountability and transparency.
The course emphasizes the development of leadership skills necessary to inspire, motivate,
and guide students in early career of sales.

MKT 349 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.
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MKT 350. Advertising. 3 Credits.

This course will help students to develop a thorough understanding of the advertising process
by learning to develop effective and efficient creative from the client's perspective. Students
will learn how to ask an ad agency to develop creative work for them and then be able to
professionally critique their results. The course focuses on organization, media, strategy and
planning, budgeting, and the coordination of campaign activities with overall marketing
programs. Students will learn-by-doing, developing advertising individually and as part of a
creative team. No artistic ability is needed.

MKT 350 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 351. Campaign and Promotions Management. 3 Credits.

This course will teach students how to apply marketing and research skills to create
comprehensive campaigns and events. Students will utilize market research, strategic
planning, creative development, media planning and integrated marketing communications
to develop effective campaign and event plans.

MKT 351 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 352. Search Engine Marketing. 3 Credits.

This course helps students acquire practical skills in search engine marketing. Via hands-

on learning, the course provides technical foundations of various search engine marketing
tools and metrics. Altogether, the topics covered in the course offer a systematic approach to
understanding search engine marketing. Students will gain competence in using information
and data for optimizing search engines from the advertising perspective. This course is a key
part of learning how to take advantage of the latest information for achieving optimal digital
marketing outcomes.

MKT 352 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 353. Branding. 3 Credits.

Students will examine how brand experiences and brand equity influence an organization's
marketing outcomes. Students will study branding from the consumer perspective as well

as from the managerial perspective to highlight the importance of the branding process.
Students will learn cutting-edge frameworks and concepts in branding. Additionally, students
will apply the learned branding knowledge in practice for effective brand management.

MKT 353 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 355. Social Media Marketing. 3 Credits.

This course is designed to develop students' social media marketing skills. This course
highlights topics such as integrating different social media technologies into a marketing plan,
creating social media marketing campaigns, and applying appropriate social media tools.

This course requires a project that gives students hands-on experience implementing social
media marketing strategies. Upon completion, students should be able to use social media
technologies to create and improve social media for businesses.

MKT 355 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 356. Influencer Marketing. 3 Credits.

This course will provide students a thorough understanding of influence management and
platforms, and help students acquire expertise and experience in influencer marketing.
Students will analyze case studies of influencers, attend presentations by influencers and
communication managers, read articles in both academic journals and business media, as well
as practice influencer marketing using digital tools and tactics.

MKT 356 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 357. Event Management and Sales. 3 Credits.

This course is designed to professionally train students to become experts in event
management and sales. This course will prepare students with skills, experience, and vision
in planning and implementing events, and help students understand how to combine
event management with sales strategies, personnel selection and supervision, and budget
management.

MKT 357 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 359. Podcast Marketing. 3 Credits.

This course explores the dynamic world of podcast marketing, equipping students with the
skills and knowledge to create, promote, and grow successful podcasts. Students will delve
into the strategies and tools used by industry professionals to engage audiences, develop
compelling content, and effectively distribute podcasts across digital platforms.

Distance education offering may be available.

MKT 360. Marketing Research. 3 Credits.

Systematic definition of marketing problems, strategies for data collection, model building,
and interpretation of results to improve marketing decision making and control.

MKT 360 Prerequisite: Successful completion of MKT 250 and a minimum 2.50 cumulative GPA.
Distance education offering may be available.

MKT 365. Marketing Analytics. 3 Credits.

This course helps students acquire practical marketing skills in data analytics. It provides
technical foundations of various analytical tools and marketing metrics. The application of
marketing analytics in various marketing areas, such as customer segmentation, customer
value assessment, e-commerce, marketing communications, social media, and sales, will
be examined. Students will gain competence in collecting, analyzing, reporting, and using
information and data. This course is a key part of learning how to take advantage of the latest
information technologies for achieving optimal marketing outcomes.

MKT 365 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 368. Customer Database Management. 3 Credits.

This course introduces basic customer database concepts to students. The focuses of the
course include how to retrieve data from database with a range of simple to complex SQL
queries; how to design a database from scratch; how to access a database using programming
languages such as R or Python; and how to query a database with the programming
languages.

MKT 368 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 369. Artificial Intelligence for Business. 3 Credits.

This course provides students with the latest generation of artificial intelligence (Al)
techniques used for business. This course introduces basic Al concepts and techniques such as
machine learning, natural language processing, robotics, and image processing. The course
illustrates both the potential and current applications of these techniques. Exercises include
hands-on application of basic Al techniques as well as a selection of appropriate technologies
for a given business problem.

MKT 369 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 370. Marketing Technology. 3 Credits.

The purpose of this course is to familiarize students with the role technology now plays in the
field of marketing. Virtually every area of marketing from identifying customers to designing
products to promotion to delivery is now affected by technology. Moreover, marketing
managers must not only be aware and understand these technological factors, but they must
also know how to use them to gain competitive advantage.

MKT 370 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 371. E-Commerce and Platforms. 3 Credits.

This course provides students with an overview of the basic principles of e-commerce and
platforms-management concepts, which are reflected in the current digital marketing
environment. In the course, the student will develop a solid understanding of the key success
factors in today's ever-changing e-commerce market. During this course, students will utilize
fundamental concepts learned, integrated with computer skills to manage e-commerce and
digital platforms.

MKT 371 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.
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MKT 372. Chronology of Innovation. 3 Credits.

This is a course tracing the history of pivotal human innovations, from the wheel to the
Internet, including technological and societal advancements. Students will explore how
these innovations have fundamentally shaped societies, economies, and cultures, leading to
today's modernity. The course emphasizes the critical role of innovation in human progress
and its impact on the business landscape, highlighting the connection between technological
advances, societal shifts, and marketing evolution. Through this journey, students gain
insights into the transformative power of innovation and its importance in driving continuous
change in our world and the marketplace.

MKT 372 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 375. Product Design and Management. 3 Credits.

The course delves into the process of creating market-ready products, emphasizing the critical
role of consumer behavior and consumer psychology in design. Students learn to analyze
customer data and preferences to inform design decisions, integrating these insights with the
latest technological advances. This approach fosters a deep understanding of how to blend
human-centric design with technology, ensuring products not only meet functional needs
but also resonate with consumers. The curriculum prepares students for the complexities

of product management, equipping them with the skills to innovate and lead in a dynamic
marketplace.

MKT 375 Prerequisite: Minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 380. International Marketing. 3 Credits.

Historical and theoretical background of foreign trade, world marketing environment and
world market patterns, marketing organization in its international setting, and international
marketing management.

MKT 380 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 383. Fashion Marketing. 3 Credits.

This course examines the environment in which fashion thrives and the factors that influence
fashion behavior. Students will study the terminologies and industry trends in the marketing
process for fashion. Students will also study product development and management in the
fashion industry and the methods of promotion, selling, and pricing.

MKT 383 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 385. Entrepreneurial Marketing. 3 Credits.

This course examines the venturing process and related marketing mix for entrepreneurs to
launch and grow successful entrepreneurial business in diverse communities. Students learn
about the challenges and best practices for entrepreneurial venturing in a diverse surrounding
environment. Altogether, the topics covered in the course offer a systematic approach to
understanding the key success factors for entrepreneurs emerging from the bottom of the
pyramid.

MKT 385 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 388. Sports Marketing and Sponsorship. 3 Credits.

This course helps students gain comprehensive understanding of sports marketing by
examining in-depth the sports marketing mix of product (sports personnel, brands, and
organizations), price (cost of training, licensing, and marketing), place (sports geography),
and promotion (sponsorship, advertising, hospitality marketing, event marketing, and public
relations). The course also highlights sports sponsorship from a business perspective and teach
students about business relationships bonding sports and the sponsoring organizations.

MKT 388 Prerequisite: A minimum 2.50 cumulative GPA.

Distance education offering may be available.

MKT 399. Marketing Transfer Elective Upper Level. 1-10 Credits.
Transfer Elective Upper Level
Repeatable for credit.

MKT 410. Independent Studies in Marketing. 1-3 Credits.

Special research projects, reports, and readings in marketing. Open to seniors only.
MKT 410 Prerequisite: A minimum 2.50 cumulative GPA.

Repeatable for credit.

MKT 420. Digital Marketing Strategy. 3 Credits.

This course will introduce students to the key stages and terms of digital media strategy, quide
them through the practical steps in creating and editing integrated digital media, and walk
them through how, where, and why they can create, edit, and share digital media to achieve
marketing objectives.

MKT 420 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Distance education offering may be available.

MKT 425. Marketing Strategy and Planning. 3 Credits.

Application of the skills required for effective managerial decision making and communication
using a team approach. Emphasis on case studies, computer simulations, and the development
of a marketing plan; oral and written presentation of results.

MKT 425 Prerequisite: Successful completion of MKT 250, MKT 330, and MKT 360; and a
minimum 2.50 cumulative GPA.

Gen Ed Attribute: Writing Emphasis

Distance education offering may be available.

MKT 440. Applied Marketing Project. 3 Credits.

Team research projects that require an in-depth investigation of a current topic in marketing,
and the preparation and presentation of an oral and written professional report.

MKT 440 Prerequisite: Successful completion of MKT 250; and @ minimum 2.50 cumulative
GPA.

Repeatable for credit.

MKT 443. Digital Marketing Research and Consulting. 3 Credits.

This course offers applied experience through client-based marketing projects that require
an in-depth investigation of digital marketing problems, as well as an oral presentation and
written professional report.

MKT 443 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Repeatable for credit.

MKT 445. Advanced Selling Workshop. 3 Credits.

This course is an applied field sales training session designed for high performing salespeople.
Trainees will learn how to find qualified leads, build trust and credibility, use technology and
information systems, and assist buyers in making decisions. Trainees will also learn how to
deal with various sales challenges and rejections.

MKT 445 Prerequisite: Minimum 2.50 cumulative GPA.

Repeatable for credit.

MKT 446. Industry License Workshop. 3 Credits.

This course is designed to equip participants with the knowledge and skills required to obtain
their industry license and succeed in their early career. The course provides a comprehensive
overview of key licenses, including their licensing processes, requirements, ethical standards,
and industry best practices. By the end of the course, participants will be prepared to pass
selected license exams required by the industry. This workshop is ideal for aspiring sales
professionals seeking a career start in sales-driven industries.

Repeatable for credit.

MKT 460. Marketing Internship. 3 Credits.

The marketing internship is designed to enhance the student's educational experience by
providing a substantive work experience in the business world. Students taking this course in
the fall or spring semester are limited to a total of 15 semester hours.

MKT 460 Prerequisite: A minimum 2.50 cumulative GPA.

Repeatable for credit.

MKT 461. Marketing Internship. 6 Credits.

The marketing internship is designed to enhance the student's educational experience by
providing a substantive work experience in the business world. A minimum of 270 hours
of work in the internship is required. Students scheduling this course in the fall or spring
semester are limited to a total of 12 semester hours.

MKT 461 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

MKT 462. Marketing Internship. 1-2 Credits.

A marketing internship provides student interns with an opportunity to explore career
interests in marketing while applying knowledge and skills learned in the classroom in a work
setting. The experience also helps students gain a clearer sense of what they still need to learn
and provides an opportunity to build professional networks in the marketing field.

MKT 462 Prerequisite: Successful completion of MKT 250; and a minimum 2.50 cumulative
GPA.

Repeatable for credit.
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MKT 490. Special Topics in Marketing. 3 Credits.

Special topics in marketing not covered under existing, regularly offered courses.

MKT 490 Prerequisite: Successful completion of MKT 250 and a minimum 2.50 cumulative GPA.
Repeatable for credit.
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